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Victrola 

REG.  U.  S.  PAT.  OFF. 

The  word  "Victrola"  as  well  as  the  picture  "His  , 
Master^s  Voice"  is  an  exclusive  trademark  of  the 
Victor  Talking  Machine  Company,  Being  registered 
trademarks  they  cannot  lawfully  be  applied  to  other 
than  Victor  products. 


"HIS  MASTER'S  VOICE' 

Victor  Talking  Macliine  Company;  Camden,  N.  J* 

Entered  as  second-class  matter  May  2,  1905,  at  the  post  office  at  New  York,  N.  Y.,  under  the  act  of  Congress  of  March  3,  1879. 
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Now  for  the  Greatest 
Sonora  Year 


Baby  Grand 


Elite 


Prospects  are  excellent  in  1923  for  the  greatest 
year  Sonora  has  ever  seen. 

Sonora  has  always  been  close  to  the  hearts  of 
music  lovers.  Its  leadership  in  tone  quality;  the 
happy  faculty  of  creating  designs  that  seize  the 
fancy  of  the  public,  and  a  high  standard  of 
honest,  thorough-going  workmanship  have 
placed  it  on  an  eminence  that  invites  sales. 

This  broad  foundation  of  Soilora  popularity 
is  constantly  being  strengthened  by  improve- 
ments and  the  development  of  new  models,  by 
fairness  in  price-making  and  a  square  deal  at 
every  turn  to  dealer  and  public  alike. 

Sell  the  Sonora  for  prosperity! 


Sonora  Phonograph  Company,  inc. 

GEO.  E.  BRIGHTSON,  President 

279  BROADWAY,  NEW  YORK 

Caaadian  Distributors:  Sooora  Phonograph,  Ltd.,  Toronto 


THE  INSTRUMENT  OF  QUALITY 

onor. 

CLEAR   AS   A  BELL 


*'The  Highest  Class  Talking  Machine  in  the  World/* 
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BITNER'S  NEW  MUSIC  STORE  OPENED      LEBEDEFF  WITH  THE  VOCALION  CO. 


Formal  Opening  of  Handsome  New  Quarters 
Attended  by  Many  Friends  and  Patrons 


Haxover.  Pa.,  January  5. — Bitner's  Music  Store, 
this  city,  recently  held  its  formal  opening  to 
celebrate  the  removal  of  the  business  into  the 
handsome  new  quarters  at  118  Baltimore  street. 
A  host  of  friends  and  patrons  were  the  guests 
of  Mr.  and  Mrs.  Fred  C.  Bitner  at  the  opening 
and  an  entertaining  and  musical  evening  was 
enjoyed. 

The  new  quarters  are  unusually  artistic  as  to 
arrangement  and  appointments  and  there  is 
plenty  of  room  for  the  attractive  display  of  the 
varied  line  of  musical  instruments  handled  by 
this  firm,  including  a  complete  stock  of  Colum- 
bia Grafonolas  and  records,  as  well  as  pianos 
and  other  musical  instruments. 


SPECIAL  VICTOR  RECORD  RELEASES 


Five  Popular  Records  From  February  Supple- 
ment to  Be  on  Sale  January  17 


The  \'ictor  Talking  Machine  Co.  has  an- 
nounced a  special  release  of  five  records,  part 
of  the  February  supplement,  which  will  be  avail- 
able to  the  retail  trade  in  time  to  be  placed  on 
sale  January  17.  The  records  include  a  double- 
sided  record  containing  the  ballet  music  from 
Faust  as  played  by  the  Victor  Symphony  Or- 
chestra, another  record  of  "When  Hearts  Are 
Young"  and  "Journey's  End,"  and  fox-trots 
played  by  W  hiteman  and  his  orchestra;  "Lost" 
(a  Wonderful  Girl)  and  "Where  the  Bamboo 
Babies  Grow,"  fox-trots  played  by  the  Great 
White  Way  Orchestra  and  the  Virginians  re- 
spectively; "My  Buddy"  and  "When  Winter 
Comes,"  fox-trots  played  by  the.  International 
Novelty  Orchestra  and  the  Great  White  Way 
Orchestra,  and  finally,  "Thru  the  Night"  and 
"Red  Moon,"  two  popular  waltzes  played  by  the 
Serenaders. 


BRING  STOCK  TO  PROSPECTS'  HOMES 

Schwartz  Bros.,  Columbia  Dealers,  Norwich, 
Conn.,  Use  Unique  Auto  Truck  to  Interest 
Prospective  Customers  in  Their  Line 


Norwich,  Conn.,  January  5. — Schwartz  Bros., 
Inc.,  Columbia  dealers,  this  city,  are  waging  an 
intensive,  sales  campaign  in  the  interest  of  the 
Columbia  line  of  machines  and  records,  using 
a  novel  method  of  bringing  this  line  to  the 
attention  of  prospective  customers.  A  miniature 
house  constructed  on  an  automobile  chassis,  ac- 
cording to  plans  drawn  up  by  L.  H.  Webber, 
manager  of  the  Grafonola  department,  is  used. 
The  machine  holds  six  machines  and  a  large 
quantity  of  records,  and  by  this  means  a  repre- 
sentative variety  of  instruments  and  records  are 
carried  directly  to  the  homes  of  the  prospect. 
The  plan  has  been  found  very  effective  in  stim- 
ulating interest  in  the  line. 


CLEVELAND  CONCERN  CHARTERED 

Cle\-eland,  O.,  January  5. — The  Buckeye  Phono- 
graph &  Sales  Co.,  this  city,  was  recently 
granted  a  charter  of  incorporation  under  the 
laws  of  this  State,  with  a  capital  of  $10,000. 
Incorporators  are  Don  L.  Taylor,  Arnold 
Sheafer,  B.  Brown,  Emery  C.  Smith  and  C.  T. 
Kirkbride. 


A  writer  to  the  New  York  Times  has  called 
attention  to  the  fact  that  the  new  traffic  tower 
at  Fifth  avenue  and  Forty-second  street  is 
shaped  like  a  bronze  phonograph.  Why  not 
a  real  musical  instrument  to  entertain  the  watch- 
ful traffic  "cop"? 

See  second  last 


Prominent  Singer  of  Russian  and  Jewish  Songs 
to  Record  Exclusively  for  Vocalion 

Aaron  Lebedeff,  famous  singer  of  Russian  and 
Jewish  songs,  recently  signed  an  exclusive  con- 
tract to  record  for  the  Vocalion  Red  record  and 
his  first  record  will  appear  in  the  Vocalion  bul- 
letin at  an  early  date.  Mr.  Lebedeff  came  to 
the  United   States   from   Moscow   about  two 


Aaron  Lebedeff 
years  ago,  after  enduring  great  hardships  in 
Russia,  and  met  with  instant  success  in  this 
country,  being  haled  as  the  Al  Jolson  of  the 
Jewish  theatre. 


BELIEF  IN  PRODUCT  ESSENTIAL 


The  Salesman  Not  Convinced  That  the  Line 
He  Represents  Is  the  Best  Will  Achieve 
Greater  Success  if  He  Changes  His  Post 


To  be  successful  a  salesman  must  have  a 
number  of  qualifications.  Time  and  time  again 
it  has  been  stressed  that  a  salesman  should 
have  a  complete  knowledge  of  his  line  as  well 
as  that  of  his  competitors  so  that  he  can  in- 
telligently answer  questions  and  set  forth  the 
merits  of  the  product  which  he  is  trying  to  sell. 
But  this  knowledge  is  not  enough.  It  must 
be  backed  up  with  enthusiasm  and  sincerity. 
Without  a  firm  belief  in  his  product  a  man 
stands  small  chance  of  selling  the  prospect  who 
is  doubtful  of  his  line.  He  lacks  the  force  which 
will  bring  about  a  change  in  front  on  the  part 
of  the  prospect  and  change  the  doubt  to  be- 
lief. Sincerity  and  enthusiasm  accomplish  this 
result.  If  a  salesman  does  not  thoroughly  be- 
lieve in  the  line  he  represents  it  would  be  much 
better  for  him  to  make  connections  with  the 
concern  handling  a  product  which  he  is  con- 
vinced is  superior  in  merit.  In  this  manner 
only  will  he  do  his  best  work  and  achieve  the 
greatest  measure  of  success. 


HEADQUARTERS  FOR  IOWA  STATE 

Cedar  Rapids,  Ia.,  December  21. — G.  W.  Guess, 
Iowa  representative  of  the  Interstate  Phono- 
graph Co.,  of  Chicago,  which  in  turn  is  factory 
representative  of  the  Pathe  Phonograph  & 
Radio  Corp.,  New  York,  has  established  head- 
quarters in  this  city  for  the  State.  Mr.  Guess 
reports  much  activity  throughout  his  territory 
and  is  optimistic  over  the  business  outlook. 


Overlooking  complaints  of  customers  or 
treating  them  discourteously  is  a  sure  way  of 
making  enemies  and  losing  trade. 


TO  EXPAND  THE  PATENT  OFFICE 


Joint  Committee  of  Senators  and  Representa- 
tives Suggested  for  Purpose  of  Studying  Pat- 
ent Office  Situation  and  Recommending 
Means  for  Overcoming  Present  Congestion 


VVashingto.n',  D.  C,  January  5. — Expansion 
of  the  Patent  Office  to  a  point  where  it  can  take 
care  of  its  work  comfortably  and  efficiently  may 
come  about  as  a  result  of  an  investigation 
sought  by  Representative  Perkins,  of  New  Jer- 
sey, who  has  introduced  a  resolution  in  Con- 
gress providing  for  the  creation  of  a  joint  com- 
mission of  Senators  and  Representatives  to  in- 
quire into  conditions  at  the  Patent  Office.  The 
proposed  commission  would  be  required  to 
make  its  report  within  a  month. 

There  has  been  constant  complaint  that  the 
facilities  of  the  Patent  Office  are  inadequate 
to  handle  the  vast  amount  of  business  which 
comes  to  it  and  that  the  salaries  paid  are  en- 
tirely too  low  for  the  work  and  make  it  impos- 
sible for  the  Government  to  retain  the  best- 
trained  employes.  The  salary  situation  was,  to 
some  extent,  taken  care  of  by  increases  made 
by  Congress  some  time  ago,  but  even  yet  the 
average  salary  is  far  below  that  which  com- 
mercial houses  are  willing  to  pay  for  the  same 
services,  and  outside  interests  are  always  anx- 
ious to  secure  men  trained  in  the  Patent  Office. 

At  the  present  time  the  office  is  several 
months  behind  on  its  work,  to  the  hardship  of 
inventors  and  business  men  who  are  anxious  to 
market  new  commodities.  The  proposed  in- 
quiry would  cover  all  phases  of  the  situation 
and,  it  is  expected,  would  develop  all  facts  upon 
which  Congress  could  act  to  remedy  adverse 
conditions  in  the  Patent  Office. 


WILL  MAKE  BRUNSWICK  RECORDS 


Capitol  Grand  Orchestra,  Largest  Theatre  Or- 
chestra in  the  World,  Enters  Recording  Field 
— First  Record  in  January  List 


A.  J.  Kendrick,  general  sales  manager  of  the 
Brunswick-Balke-Collender  Co.,  announces  that 
the  Capitol  Grand  Orchestra,  playing  at  the 
Capitol  Grand  Theatre,  New  York  City,  will 
now  record  exclusively  for  Brunswick.  The 
Capitol  Grand  Orchestra,  Erno  Rapee,  con- 
ductor, consists  of  seventy-five  members  and  is 
the  largest  theatre  orchestra  in  the  world.  The 
music  library  of  this  organization  contains  more 
than  15,000  cataloged  selections,  embracing  the 
works  of  over  1,500  different  composers,  and  in- 
cluding S3'mphonic  scores,  operas,  chamber 
music,  popular  overtures,  light  opera,  musical 
comedies,  folk  dances,  choral  music,  classic 
lieder,  popular  ballads  and  folk  songs.  The 
first  Brunswick  recording  of  the  Capitol  Grand 
Orchestra  is  the  "Orpheus  in  Hades  Overture, 
I'art  1  and  2,"  released  in  January. 


AN  ENTHUSIASTIC  RECORD  COLLECTOR 


An  enthusiastic  collector  of  records  is  J.  Leo 
Langmesser,  a  machinist  on  one  of  the  Great 
Lake  steamers,  who  has  a  record  collection 
comprising  more  than  sixteen  hundred  Victor 
records,  most  of  them  Red  Seals.  Mr.  Lang- 
messer, who  is  a  steady  customer  of  the  Buffalo 
!Music  Co.,  Buffalo,  N.  Y.,  started  his  record 
collection  many  years  ago  and  he  is  constantly 
adding  to  it. 


D'LYTE  CO.,  INC.,  CHARTERED 

D'Lyte  Co.,  Inc.,  of  Wilmington,  Del.,  has 
been  granted  a  charter  of  incorporation  under 
the  laws  of  that  State,  with  a  capital  of  $300,000. 
The  concern  will  engage  in  the  manufacture  of 
talking  machines. 
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MACHINE'S  HELPMATE 
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Equipped  with 

wl  Albums 


The  big  volume  of  sales  at  the  end  of 

last  year  in  Talking  Machines  means 

big  business  m  1923  m  both  records  and 
albums. 

Prepare  to  meet  this  demand  now  with 
Nyacco  albums.    It  will  pay  you  to 
anticipate  your  album  requirements  for 

some  time  to  come  and  place  your  orders 
at  this  time.  Raw  material  prices  are 
advancing.  Purchase  now  and  get  the 
lower  prices. 


The  Best  Interchangeable  Leal 
Record  Album  on  the  Market 


Write  for  JisplaT)  card -mailed 
n>ithoui  cost.   It  rpill  help  y^ou 
more   Ny^acco  Albums 


sell 


^^Zj^'^k  Album  &  Card  Co  Inc 
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Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  VI,  $35 

Mahogany  or  oak 


Victrola  No.  80 
$100 

Mahogany,    oak    or  walnut 


Mahogany  or  walnut 


Dealers  in  Victor  prod- 
ucts handle  a  known 
quantity — a  line  of  prod- 
ucts that  has  demon- 
strated its  worth  by  a 
quarter-century  of  actual 
accomplishments. 


Victrola  IX 
$75 

Mahogany  or  oak 


Victrola  No.  130 
$350 

Victrola  No.  130,  electric.  $390 
Mahogany  or  oak 


Victrola  No.  280 
$200 

Mahogany    or  walnut 


Victrola 


^'HIS  master's  yOICE"  REG.  U.  S-  PAT.OFF. 

REG  >J  5  -Efi-T  OFP 

Important    Look  for  these  trade-marks.  Under  the  hd.  On  the  label. 

Victor  Talking  Machine  Company 

Camden,  New  Jersey 
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Close  of  the  Old  Year  Leaves  Clear  Field 
for  New  Year  of  Progress  and  Prosperity 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^ 

The  holidays  are  now  merely  a  memory  of 
the  past  and  no  doubt  there  will  be,  as  has  been 
the  case  in  former  years  among  a  certain  class 
of  dealers,  a  tendency  to  relax  and  take  it  easy 
with  a  complacent  feeling  that  the  advent  of 
the  holidays  resulted  in  a  very  substantial  vol- 
ume of  business  and  profits.  Few  dealers  will 
take  the  trouble  to  analyze  the  reasons  for  the 
excellent  demand  for  rnachines  and  records  dur- 
ing the  holiday  period.  Many  will  content  them- 
selves with  the  thought  that  because  of  the  fact 
that  this  season  is  a  time  for  gift-giving  busi- 
ness was  good.  It  is  now  in  order  to  remark 
with  the  greatest  possible  emphasis  that  while 
the  spirit  of  the  season  has  had  a  great  deal  to 
do  with  sales  volume  there  is  another  factor 
which  has  been  of  equal,  if  not  greater,  im- 
portance in  developing  the  demand,  namely, 
sales  efTorts  of  all  descriptions. 

Prior  to  the  holidays  dealers  everywhere  de- 
voted their  most  energetic  efforts  toward  de- 
veloping and  intensifying  the  demand  for  ma- 
chines and  records.  Probably  chief  among  the 
mediums  used  to  bring  about  this  most  desir- 
able result  was  advertising — not  mediocre  pub- 
licity, but  advertising  that  brought  home  to 
readers  the  fact  that  a  talking  machine  or  a 
selected  list  of  records  would  make  an  ideal 
gift  for  a  loved  one,  a  gift  that  would  bring 
pleasure  and  entertainment,  and  one  that  was 
most  appropriate.  Direct-by-mail  literature  of 
an  equally  high  order  and  artistic  window  dis- 
plays of  a  type  which  exerted  distinct  appeals 
and  put  forth  the  talking  machine  and  records 
in  a  most  favorable  and  forcible  manner  were 
also  contributory  to  the  success  enjoyed. 

As  stated  in  the  first  paragraph,  if  the  prac- 
tice of  former  years  is  followed  many  mer- 
chants will  curtail  their  efforts  now  that  the 
season  is  over,  and,  as  in  former  years,  the  re- 
sults will  be  no  more  than  can  be  expected — 
business  will  suffer  a  corresponding  drop. 

No  doubt  many  machines  have  been  sold  and 
here  lies  the  greatest  opportunity  for  the  deal- 
ers to  start  the  new  year  with  a  continuation 
of  the  fine  business  which  was  in  effect  before 


the  holidays.  But  there  can  be  little  hope  or 
expectation  of  a  decent  sales  volume  where 
effort  has  been  reduced  to  an  absolute  min- 
imum. If  anything,  even  greater  pressure  must 
be  brought  to  bear  in  the  various  factors  which 
result  in  sales,  i.e.,  sales  efforts,  advertising 
and  publicity  of  all  kinds,  and  window  displays. 
Only  by  these  means  will  merchants  reap  the 
benefit  of  the  possibilities  which  are  now  at 
hand  and  only  in  this  way  will  1923  be  the 
banner  year  that  has  been  predicted  by  the 


I  Continuation  of  In-  M 

J  tensive  Sales  Efforts  ■ 

J  Necessary  for  Steady  J 

I  Upbuilding  of  Sales  | 

m  1  hroughout  the  Year  M 


keenest  business  men  in  the  trade  throughout 
the  country.  Many  machines  have  been  sold 
and  there  is  now  an  unworked,  absolutely  new 
record  field  to  be  developed  as  a  result.  The 
opportunity  is  there  for  the  most  aggressive  to 
take  advantage  of  and  it  can  be  truly  said  that 
the  next  twelve  months  will  only  be  banner 
ones,  in  a  business  sense,  to  those  who  do  not 
pass  up  any  chances  of  making  sales. 

Smug  satisfaction  with  what  is  past  will  not 
do  the  trick.  The  profits  derived  from  pre- 
holiday  sales  will  dwindle  fast  enough  unless 
business  is  kept  up  to  a  substantial  level  which 
will  preclude  the  possibility  of  backsliding." 
How  many  are  there  who  have  already  made 
fine  resolutions  to  make  1923  the  best  year 
ever?  How  many  are  there  who  have  made 
plans    to    increase    their    efficiency    in  every 
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MADERITE 

Phono  Moving  Covers 

An  ounce  of  caution  is  worth  end- 
less complaint  and  repolishing 

Every  progressive  dealer  needs  a  supply  of 
dependable  moving  covers.  Mr.  Average  Man 
dislikes  to  unpack  anything  he  buys.  By 
using  padded  delivery  covers  you  protect  and 
deliver  a  perfect  instrument  with  no  necessity 
for  dirt,  inconvenience  or  trouble  to  j'our 
customer. 

It  is  much  more  simple  to  slip  a  cover  over 
an  instrument  at  the  store  and  off  at  point  of 
delivery  and  the  impression  left  with  your 
customer  is  pleasant.  MADERITE  covers  are 
strong,  well  padded  and  satisfactory  from 
every  standpoint. 

Consult  your  accessory  jobber,  phono  dis- 
tributor or  write  us  for  literature  and  prices. 

A.  BRUNS  &  SONS 

Manufacturers  of  Canvas  Goods 

50  Ralph  Ave.,  Brooklyn,  N.  Y. 
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branch  of  their  business?  Last,  but  not  least, 
how  many  are  there  who  have  already  broken 
and  forgotten  their  good  resolutions?  It  is 
safe  to  say  that  many,  jubilant  with  sales  which 
v.ere  largely  brought  about  through  intensive 
merchandising  policies,  have  already  dropped 
back  to  the  old  rut  of  lethargic  self-satisfaction. 
Get  out  of  the  rut!  Dig  out  and  go  after  busi- 
ness with  that  determination  which  admits  no 
defeat  and  overcomes  all  obstacles  which  block 
the  path!  Do  your  share  and  make  the  New 
Year  the  best  ever! 

There  is  another  field  for  development  which 
the  dealer  can  turn  into  profits  and  good-will. 
Prior  to  the  holidays  it  is  safe  to  say  that 
many  people  in  every  community  were  attracted 
by  the  advertising  and  window  displays  of  talk- 
ing machine  dealers  and  while  they  have  not 
as  yet  purchased  a  machine  the  desire  has  been 
aroused  to  such  a  high  pitch  that  it  only  re- 
quires the  least  persuasion  on  the  part  of  a 
diplomatic  and  live  salesman  or  dealer  to  call 
the  turn  and  secure  the  name  to  the  dotted 
line.  If  these  people  are  neglected  now,  how- 
ever, the  desire  is  bound  to  become  less  and 
less  as  the  days  and  weeks  drag  on,  until  the 
power  and  influence  e.xerted  by  the  pre-holiday 
advertising  and  solicitation  has  faded  away  and, 
consequently,  the  prospects  will  have  to  be  sold 
all  over  again- — an  expensive  loss  of  time  and 
inconvenience  which  can  easily  be  dispensed 
with  by  prompt  action  now.  It  is  wise  to  al- 
ways bear  in  mind  that  the  basic  principle  of 
good  business  is  quick  stock  turnover  at  a  fair 
profit  and  certainly  the  movement  of  stock  will 
not  be  facilitated  by  neglecting  the  excellent 
opportunities  which  are  now  at  the  command 
of  practically  every  dealer  throughout  the  coun- 
try. There  can  be  no  doubt  that  the  bulk  of 
the  business  will  be  done  by  the  workers. 

Dealers  need  only  look  back  to  those  months 
in  the  past  when  the  business  world  was  filled 
with  black  storm  clouds  to  find  sufficient  rea- 
sons on  which  to  base  successful  policies.  Busi- 
ness has  just  crawled  from  the  dumps  to  a 
fairly  respectable  position  and  what  the  future 
holds  in  store  for  the  trade  will  be  just  what 
it  deserves — no  more  and  no  less.  And  what 
it  deserves  will  be  measured  entirely  by  the 
amount  of  energy  and  intelligence  displayed. 
There  is  an  old  adage  by  which  many  dealers 
seem  to  be  guided,  to  their  ultimate  sorrow. 
It  reads  as  follows:  "Everything  comes  to  him 
who  waits."  In  the  talking  machine  business 
there  could  not  possibly  be  a  more  dangerous 
doctrine  on  which  to  base  policies  of  operation. 
The  fellow  who  plays  a  watchful,  waiting  game 
in  the  year  1923  will  find  the  sheriff  hammering 
on  the  door  some  bright  and  sunny  morning 
and  another  merchant  will  have  his  future  be- 
hind him.  To-day,  as  never  before,  the  go- 
getters  are  the  birds  who  are  reaping  the  profits. 
The  others  are  merely  holding  the  sack.  Com- 
petition is  more  keen  than  has  ever  been  the 
case,  but  the  wide-awake  dealer  need  have  no 
fears  on  this  score  if  he  plays  the  game  on  the 
square  and,  like  the  athlete,  goes  the  limit  and 
puts  every  ounce  of  his  energy  and  intelligence 
to  work. 

What  the  future  holds  no  man  can  foresee, 
but  he  can,  by  his  own  efforts  and  brainwork, 
insure  himself  against  a  dismal  ending,  and  the 
best  possible  service  that  can  be  performed  is 
to  point  out  the  possibilities  and  then — why, 
that  rests  with  the  dealer.  The  problem  is 
similar  to  that  of  the  darky  who  declared  to 
his  friend  that  although  he  had  been  drafted 
he  would  not  fight.  His  friend  answered:  Well, 
Big  Boy  Uncle  Sam  ain't  sayin'  as  how  you 
got  to  fight.  He's  jest  leadin'  yo'  to  where  de 
fight  is  and  den  he  lets  you  use  yo'  own  jedge- 
ment." 


♦ 
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Victor  supremacy  is  the 
supremacy  of  performance 

■^^^fr     -  ^^^^^ 


Victrola  IV,  $25 

Oak 


Victrola  No.  100 
$150 

Mahogany,  oak  or  walnut 
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Of  performance  past 
and  present.  Just  as  the 
Victor  has  occupied  its 
position  of  leadership  for 
a  quarter-century,  so  it 
continues  to  lead  the  way 
in  the  talking-machine 
industry. 


Victrola  VIII,  $50 

Oalc 


Victrola  No.  120 
$275 

Viclrola  No.  120,  electric,  $315 
Mahogany  or  oak 


Victrola  No.  300 

$250 

Victrola  No.  300,  electric,  $290 
Mahogany,  oak  or  walnut 


Victrola 


"HIS  MASTER'S  VOICE"  REG.  U  S  PAT. OFF. 

R.EG-  U  5   PAT  OFP 

Important    Look  for  these  trade-marks.  Under  tKe  lid.  On  the  label. 

Victor  Talking  Machine  Company 

Camden,  New  Jersey 
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ENTERING  THE  NEW  YEAR  WITH  CONFIDENCE 

THERE  is  no  question  but  that  the  majority  of  talking  machine 
men  have  entered  the  New  Year  with  a  distinct  feeling  of 
satisfaction  over  business  conditions  during  the  past  few  months 
and  with  full  confidence  that  the  New  Year  in  the  main  will  wit- 
ness a  continuance  of  those  conditions.  The  last  few  months  of 
1922  saw  the  actual  turning  of  the  business  tide  which  had  been 
predicted  for  months,  and  even  those  who  were  most  confident 
that  there  would  be  an  improvement  were  in  many  cases  caught 
short  of  stock  before  the  first  of  January  rolled  around. 

Particularly  satisfying  is  the  fact  that  the  trade  emerged 
from  1922  with  a  clean  slate.  Retail  stocks  of  machines  particu- 
larly were  in  most  cases  brought  down  to  a  very  low  level  during 
the  holiday  buying  period.  Manufacturers'  stocks,  almost  without 
exception,  were  in  the  same  condition.  The  market  has  been 
pretty  well  cleared  of  the  flood  of  machines  that  were  unloaded 
at  all  kinds  of  prices  in  an  effort  to  effect  liquidation,  which  means 
that  standard  goods  can  again  be  handled  at  right  prices  and  in  a 
normal  manner  without  being  faced  with  such  harmful  competition. 

To  make  definite  predictions  regarding  the  entire  year  of  1923 
would,  be  a  rather  difficult  proposition,  for  the  reason  that  any 
prediction  that  goes  well  into  the  future  is  very  likely  to  be  upset 
by  changes  and  conditions  that  cannot  be  foreseen.  Nineteen 
twenty-three  opens  a  new  chapter  in  the  history  of  the  talking 
machine  industrj'-,  and  it  is  timely  to  emphasize  the  need  for  con- 
tinued interest  and  action  by  all  branches  of  the  trade  toward  con- 
structive policies  that  will  mark  new  achievements.  We  have 
emerged  successfully  from  the  anarchistic  industrial  conditions 
brought  about  through  post-war  experiences.  Prices  are  more 
stabilized.  The  buying  demand  is  becoming  more  strongly  devel- 
oped, and  it  is  up  to  manufacturers  and  dealers  not  only  to  satisfy 
this  demand  for  machines  and  records,  but  to  increase  it  by  intensi- 
fied and  intelligent  constructive  policies. 

I     OVERCOMING  THE  INCLINATION  TO  RELAX 

FOLLOWING  the  holiday  campaign  there  is  always  a  tendency  to 
rest  on  one's  oars  and  not  press  the  campaign  for  more  business 
by  getting  after  it  vigorously  and  unrelentingly.    This  is  a  huge 


mistake.  The  talking  machine  business  is  not  seasonal,  though 
some  dealers,  it  is  true,  act  as  if  it  were. 

Leading  merchants,  whose  business  is  always  progressing — 
those  who  have  studied  the  psychology  of  the  buying  pubUc — are 
on  record  as  saying  that  it  is  dangerous  to  allow  any  time  for 
reaction  following  a  great  sales  drive  such  as  occurs  during  the 
Christmas  and  New  Year  holiday  periods.  The  retailer  must  keep 
in  touch  with  the  public,  follow  up  recent  buyers,  particularly  in 
the  record  line,  and  try  to  augment  sales.  On  the  basis  of  service 
is  this  particularly  desirable,  for  every  merchant  should  sell  "his 
house"  and  his  ability  to  serve  those  who  extend  patronage  to 
him.  Nineteen  twenty-three  should  be  distinguished  by  a  higher 
conception  of  merchandising  ethics.  Misleading  advertising  and 
cut-prices  as  well  as  ridiculously  long  terms  of  payment  on  time 
sales  should  be  avoided.  A  house  that  becomes  popularly  asso- 
ciated with  such  practices  invariably  loses  the  confidence  and  the 
respect  of  the  community. 

I  SATISFACTORY  OUTLOOK  FOR  THE  NEW  YEAR 

FROM  a  musical  standpoint  the  trade  has  tnade  real  progress 
during  the  past  year,  and  this  progress  will  be  reflected  to 
advantage  during  the  current  year.  The  talking  machine  record 
as  a  medium  for  educational  work  continues  to  win  recognition, 
aided  largely  by  the  fact  that  it  has  proven  an  indispensable  factor 
in  the  music  memory  contests  that  are  being  operated  in  all  sections 
of  the  country.  The  names  of  new  artists  and  musical  organizations 
have  been  added  to  the  record  lists  and  these  are  calculated  to 
revive  and  maintain  interest  in  all  recordings,  particularly  of  the 
better  class.  New  issues  of  popular  records  have  been  kept  within 
reasonable  bounds  and  in  at  least  two  of  the  best  known  lines 
liberal  record  exchanges  have  served  to  clean  out  slow-moving 
stock  and  leave  room  for  records  that  promise  quicker  turnover 
and,  therefore,  greater  profits. 

Reports  published  in  the  The  World  from  its  correspondents 
in  widely  separated  sections  of  the  country  have  for  several  months 
indicated  the  steadiness  of  the  movement  towards  trade  improve- 
ment and  a  symposium  made  up  of  direct  reports  from  manufac- 
turers, wholesalers  and  retailers  in  all  sections  published  this  month 
affords  an  accurate  summary  of  trade  feehng  which  is  thoroughly 
encouraging  and  speaks  well  of  the  spirit  of  the  industry. 

Nineteen  Twenty-Three  is  a  year  of  opportunity  for  the  talk- 
ing machine  man  who  is  willing  to  do  his  full  share  of  work  and 
not  wait  for  the  business  to  come  to  him.  This  much  is  certain. 
It  may  not  be  a  record-breaking  year  in  business  volume,  but  for 
the  first  six  months  at  least  it  is  likely  to  produce  results  that  will 
stand  up  well  with  the  best,  and,  in  the  final  analysis,  results  will 
be  measured  by  the  volume  of  constructive  energ}'  expended. 

IMPORTANCE  OF  REGULAR  COLLECTIONS 

AFTER  the  sale  comes  the  collection  and  after  a  great  volume 
of  sales  such  as  was  registered  during  the  recent  holiday 
period  the  problem  of  collection  becomes  a  real  one,  for  the  instal- 
ment accounts  are  tying  up,  for  more  or  less  lengthy  periods,  capital 
that  is  distinctly  necessary  to  the  carrying  on  of  business. 

There  are  those  who  refuse  to  heed  warning  or  take  advice, 
and  who  let  machines  leave  their  stores  on  practically  any  kind 
of  terms,  carrying  payments  in  some  cases  over  a  period  of  eighteen 
months  to  two  full  years.  The  retailers  who  follow  such  a  practice 
are  likely  to  have  real  cause  for  worrj'.  On  the  other  hand,  dealers 
who  realize  the  value  of  the  merchandise  from  a  standpoint  of 
replacement  and  hold  out  for  cash  or  terms  well  within  reason, 
will  have  their  financial  worries  centered  only  on  the  problem  of 
getting  in  regularly  the  money  that  is  due  them  so  that  the  holi- 
day accounts  are  paid  out  with  as  little  delay  as  possible. 

Good  collecting  practice  does  not  lie  in  waiting  until  two  or 
three  payments  lapse  and  then  going  after  the  delinquent,  but  rather 
in  insisting  that  not  only  the  first  but  every  subsequent  payment 
is  met  promptly  on  the  day  due.  The  logic  of  this  course  lies 
in  the  fact  that  the  purchaser  is  in  the  beginning  shown  that  he 
is  under  a  contract  obligation  to  the  dealer  and  is  expected  to  meet 
that  obligation  promptly  just  as  he  is  expected  to  meet  a  note  at 
the  bank  on  the  date  on  which  payment  is  due.  If,  on  the  other 
hand,  he  is  allowed  to  let  the  first,  second  or  third  payment  rest 
for  ten  or  fifteen  days  after  date  due,  he  begins  to  feel  that  the 
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dealer  isn't  always  watching  him  and  that  he  can  become  careless. 

Prompt  collections  not  only  enable  the  accounts  to  pay  out 
more  rapidly,  but  cut  down  materially  the  number  of  repossessions 
for  the  reason  that  they  give  to  the  purchaser  a  very  substantial 
equity  in  his  instrument  within  a  period  of  a  few  months  which 
places  the  burden  of  loss  upon  him  if  the  instrument  is  repossessed. 
A  family  that  has  paid  five  or  ten  dollars  down  on  a  $100  instru- 
ment and  uses  it  three  months  without  making  another  payment 
is  not  worrying  about  the  loss  of  the  machine.  If  on  the  other 
hand  the  third  or  fourth  month  sees  the  purchaser  with  a  fifty 
per  cent  equity  in  the  talking  machine,  the  prospect  of  losing 
$50  stimulates  the  effort  to  make  payments. 

The  talking  machine  dealer  who  goes  after  the  money  due 
him  need  have  no  fear  of  losing  a  customer  because  he  happens 
to  ask  him  for  his  payments.  A  definite  contract  exists  between 
the  dealer  and  the  customer.  The  dealer  performs  his  part  by 
delivering  the  instrument,  and  in  demanding  prompt  payment  of 
the  customer  he  is  simply  asking  that  the  latter  fulfill  his  part  of  the 
contract.    It  is  no  favor — merely  a  business  obligation. 


f  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

I  ^  I  ^HE  Talking  Machine  World  offers  a  prize  of  ten 

I  -i-  dollars  monthly  for  the  next  three  months  for 

I  the  best  article  of  from  four  hundred  to  five  hun- 

I  dred  words  from  a  dealer,  salesman  or  traveler  set- 

I  ting  forth  an  original  and  practical  idea,  or  a  proven 

i  plan,  for  selling  or  exploiting  talking  machines  or 

I  records,  or  improving  collections.    The  contests  will 

I  close  on  the  first   day  of  February,   March  and 

I  April.    One  dollar  each  will  be  paid  for  all  articles 

I  which  do  not  win  prizes,  but  which  are  deemed 

I  worthy  of  publication  because  of  the  ideas  they 

I  contain.     The   plans   or   ideas   must   be  practical 

I  and  tested.     Address  articles  to  "Contest  Editor, 

1  Talking  Machine  World,  373  Fourth  Avenue,  New 

I  York."  


POPULARITY  OF  FLAT  TOP  MODELS 


JUDGING  from  the  character  of  the  talking  machine  demand 
for  the  past  year  or  so,  the  buying  public,  financially  able  to  do 
so,  is  apparently  committed  to  the  flat  top  or  console  model  of 
machine  as  compared  with  the  standard  upright  model.  The  ex- 
perience of  dealers  during  the  recent  holiday  season  has  definitely 
established  that  fact  because  sometime  before  Christmas  in  most 
cases  stocks  of  console  models  were  completely  exhausted  while 
there  still  remained  some  of  the  upright  type. 

It  hardly  seems  as  though  the  period  model  machine  as  such 
has  made  the  impression  upon  the  public  hoped  for  by  the  pro- 
ducers, probably  for  the  reason  that  the  market  for  expensive 
period  models,  to  which  great  artistic  care  and  attention  has  been 
given  in  an  effort  to  make  them  authentic,  is  naturally  limited  to 
those  who  have  the  money  and  the  taste  to  have  their  homes  done 
in  distinct  period  effects. 

The  console  model,  however,  may  be  said  to  have  been  an 
outgrowth  of  the  original  desire  of  manufacturers  to  offer  period 


styles  as  a  mean  of  getting  away  from  the  original  upright  type, 
and  the  console  model  lends  itself  readily  to  decorative  treatment 
that  would  seem  out  of  place  in  the  ordinary  horizontal  case.  The 
result  has  been  that  in  a  large  measure  the  console  model  is  ac- 
cepted as  a  period  model.  In  most  cases  it  follows  more  or  less 
closely  period  lines,  and  except  where  the  intimate  details  of  the 
period  are  demanded,  fits  well  into  the  carefully  designed  home. 

The  acceptance  of  the  console  model,  therefore,  may  be  ex- 
pected to  put  the  talking  machine  on  a  higher  plane  by  making 
it  an  attractive  addition  to  the  furnishings  of  the  home,  as  well  as 
a  reproducer  of  music.  No  one  interested  in  the  future  of  the 
trade  desires  to  see  the  talking  machine  sold  primarily  as  a  piece 
of  furniture  and  secondarily  as  a  musical  instrument,  but  if  its 
musical  value  is  firmly  established,  and  it  is  offered  first  on  that 
basis,  then  its  attractiveness  from  the  standpoint  of  case  work 
increases  immeasurably  its  desirability. 

Taking  it  all  in  all  the  advent  and  success  of  the  flat  top  or 
console  model  is  to  be  accepted  as  offering  a  real  opportunity  to 
the  talking  machine  trade  for  increased  development,  broadening 
as  it  does  the  field  of  appeal,  particularly  where  the  better  element 
among  prospective  purchasers  is  concerned. 
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"Day  by  day  in  every  way  we  are 
getting  better  and  better." 

Ask  any  Pearsall  dealer,  he'll  tell  you. 
"Desire  to  serve,  plus  ability." 


10  EAST  39th  ST 


NEW  YORK  CITY 


SILAS  E  PEARSALL  COMPANY 


THOMAS  F.  GREEN,  President 
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Retaining  Patronage  of  Old  Customers  an 
Important  Element  of  Business  Progress 


liiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin^ 

■  The  science  of  salesmanship  does  not  merely 
mean  the  constant  adding  of  new  customers,  but 
it  does  mean,  in  a  great  m.easure,  a  steady  flow 
of  sales  to  persons  who  have  already  become 
customers  of  the  store  through  having  made  a 
purchase.  Too  many  dealers  are  turning  all  of 
their  energies  to  adding  new  names  to  their 
list  of  customers  and  are  neglecting  a  more  cer- 
tain source  of  revenue  from  people  who  have 
already  displayed  their  confidence  in  the  dealer 
and  his  line  of  merchandise  by  making  pur- 
chases. 

The  above  paragraph  applies  particularly  to 
the  talking  machine  dealer  inasmuch  as  his  line 
is  peculiarly  adapted  to  further  purchases  by 
former  customers.  Records  offer  the  dealer 
this  opportunity.  This  is  also  true  in  the  case 
of  talking  machines  to  a  lesser  degree.  Of 
course,  it  is  necessary  to  bend  every  energy 
to  securing  new  customers  whom  to  approach 
regarding  the  purchase  of  talking  machines,  but 
it  is  also  a  fact  that  many  people  who  have  ac- 
quired a  cheap  machine  as  a  starter  may  be  in 
the  market  for  one  of  higher  price  and  better 
quality  or  an  instrument  of  different  design.  For 
example,  if  a  machine  owner  possesses  an  up- 
right model  he  may  be  induced  to  purchase  a 
higher-priced  console  type  of  instrument,  and 
along  the  same  line  a  person  who  has  made  his 
initial  purchase  of  a  talking  machine  of  the 
small  portable  type  may  later  be  interested  in 
a  larger  model. 

Laying  aside  all  consideration  of  the  machine 
end  of  the  business,  however,  it  is  safe  to  as- 
sume that  many  talking  machine  merchants  are 
daily  losing  profits  through  neglect  of  custom- 
ers who  already  own  machines  and  who  offer  a 
fertile  and  profitable  market  for  records  if  they 


llllilllllllllilll!!! 

are  approached  in  the  proper  manner.  They  are 
content  with  merely  sending  out  the  monthly 
supplements  and  never  make  any  further  at- 
tempt to  increase  the  record  stocks  of  their 
customers. 

It  is  also  a  fact  that  former  customers  are 
antagonized  by  neglect  of  this  character.  In  the 
first  place,  in  every  community  there  are  several 
stores  handling  machines  and  records  and  the 
average  customer  does  not  feel  bound  to  make 


HI 


i  As  Much  Effort  Must  J 

J  Be  Expended  to  Retain  ■ 

m  Old  Customers  as  to  ■ 

I  Secure  the  Patronage  | 

■  of  Entirely  New  Ones  S 


purchases  from  any  particular  merchant  unless 
that  dealer  does  something  in  the  way  of  ad- 
vertising, window  displays  in  connection  with 
the  record  phase  of  the  business,  personal  con- 
tact or  some  other  form  of  service  which  stands 
out  above  that  of  his  competitors  and  makes  an 
impression  on  the  mind  of  the  machine  owner 
which  will  react  in  his  favor  when  that  man 
or  woman  is  contemplating  the  purchase  of  a 
record. 

Then,  too,  some  dealers  antagonize  customers 


llllllllilllli 

to  whom  they  have  succeeded  in  selling  a  talk- 
ing machine  in  another  way.  It  is  a  well-known 
fact  that  many  people  are  negligent  about  pay- 
ing bills  and  this  also  applies  to  instalment 
payments  on  machines  or  any  other  merchan- 
dise purchased  in  that  manner.  It  is  an  unwise 
policy  to  send  out  so-called  snappy  letters  to 
insure  the  prompt  pavment  of  these  accounts. 
Of  course,  the  merchant  is  entitled  to  his  money, 
there  is  no  gainsaying  that,  but  if  he  must  write 
a  letter  to  hasten  payments  he  should  at  least 
couch  it  in  such  diplomatic  language  that  there 
is  little  or  no  room  for  ofi'ense  dn  the  part  of 
the  customer. 

The  average  person  who  buys  on  the  instal- 
ment plan,  despite  all  reports  to  the  contrary, 
is  sensitive  of  the  fact  that  lack  of  an  abundance 
of  money  sufficient  to  cover  the  payment  at  the 
time  of  purchase  necessitated  buying  in  this  man- 
ner, and  a  letter  from  the  merchant  asking  that 
payments  be  made  promptly,  simply  because 
there  has  been  a  lapse  of  a  few  days  in  meeting 
the  obligation,  is  bound  to  have  a  detrimental 
effect  on  the  customer's  friendly  feeling  for  the 
establishment.  It  would  be  much  better  if  the 
collection  department,  or  the  person  in  charge 
of  this  end  of  the  business,  made  personal  con- 
tact with  the  customer  and  gave  concrete  rea- 
sons why  it  was  necessary  for  the  money  to 
be  received  promptly.  At  best  a  letter  is  a  poor 
substitute  for  personal  contact.  In  a  letter 
there  is  none  of  the  friendly  inflection  which 
the  voice  can  convey. 

Close  attention  to  details  such  as  these  will 
have  the  effect  of  strengthening  the  friendly 
relations  between  customer  and  dealer  and  pave 
the  way  for  futtrre  sales  and  the  steady  upbuild- 
ing of  the  business. 


5 


Sherman. 


Pay  &  Co. 


1/ 


^1 


'I 


1-* 


^ictrolas  Victor  ^^ords 
Victor  cAccessories 

Main  Wholesale  Depot:' 
741  Mission  Street,  San  Francisco,  Cal. 

Branch  Wholesale  Depots: 
10th  and  Santee  Streets,  Los  Angeles,  Cal. 
N.W.  Corner  13th  and  Glison  Streets, 
Portland,  Oregon 

Oceanic  Bldg.,  Cor.  University  and  Post  Streets, 

Seattle,  Washington 
330  West  Sprague  Ave.,  Spokane,  Washington 
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PEERLESS 


SALES  IDEAS 

For  the  past  few 
years  we  have  gathered 
a  great  quantity  of 
sales  ideas.  All  of 
them  have  been  tried, 
and  found  to  be  feasible 
and  profitable.  Our 
method  of  collecting 
such  information  has 
succeeded  in  making 
this  service  department 
a  veritable  clearing- 
house of  ideas. 

Many  of  our  cus- 
tomers have  made  val- 
uable use  of  the  sales 
plans  we  have  been 
able  to  present.  It  is 
now  our  purpose  to 
place  the  services  of 
this  department  at  the 
disposal  of  every 
dealer  who  enters  his 
name  upon  our  lists. 

The  wide-awake 
dealer  will  find  many 
extra  dollars  in  sales 
through  the  aid  of 
this  clearing-house 
during  1923.  Send  us 
your  name  and  address 
today  in  order  to  take 
advantage  of  this  free 
service. 


AND  THE 


NEW  OPPORTUNIIY 


Peerless   quality   is    uniform   and  de- 
pendable.    There    are    no    two  ways 
about  it. 


NOTE:  The  Large  Distribution  of  Instru- 
ments Over  the  HoHday  Season 
Will  Inevitably  Be  Followed  by 
a  Big  Demand  for  Records  and 
Record  Albums 


A  Postal  will  bring  this  sign  to  you  in 
the  next  mail  — WRITE 


In  preparing  to  meet  the 
promising  opportunities  of 
the  New  Year,  Peerless  is 
bending  all  effort  towards 
increased  production,  effici- 
ency in  every  department,  and 
the  perfection  of  dealer  sales 
plans. 

Our  long-standing  policy 
of  closest  possible  co-opera- 
tion with  the  talking  machine 

trade  will,  therefore,  be  continued  on  a  broad  and  far- 
reaching  scale  through  1923. 

PEERLESS  RECORD  CARRYING  CASE 


is  not  only  an  excep- 
tionally good  carrying 
case,  but  one  you  can 
offer  at  an  attractive 
price.  It  will  add  to 
your  sales  for  every 
record  owner  is  a  possi- 
ble purchaser  of  this 
fine  case. 


Manufacturers  of: — 


Peerless  De  Luxe  Albums 
Peerless  All  Grades  of  Record  Al- 
bums 

Peerless  "Big  Ten"  Albums 
Peerless  Record-Carrying  Cases 
Peerless  Interiors  for  Victrolas  and 
Phonographs 


Peerless  "Classification  Systems" 
Peerless  Record  Album  Sets  for  All 

Make  Machines 
Peerless  Record  Stock  Envelopes 
Peerless  Delivery  Bags 
Peerless  Supplement  Envelopes 
Peerless  Photo  Albums 


It  Does  Make  A  Difference  What  Album  You  Sell 


PEERLESS  ALBUM  COMPANY 


WALTER  S.  GRAY 
San  Francisco 
942  Market  St. 


PHIL.  RAVIS,  President 

636-638  BROADWAY 
NEW  YORK 


L.  W.  HOUGH 

Boston 
20  Sudbury  St. 
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I  Necessity  for  Keeping  the  Talking  Machine  | 
I  Owner's  Enthusiasm  Alive      By  Frank  v.  Pauihaber  I 


One  thing  that  the  wise  talking  machine 
dealer  will  see  to  is  that  those  people  who  have 
purchased  machines  from  him  will  get  their  full 
share  of  pleasure  therefrom.  It  represents  one 
move  to  sell  a  machine;  equally  important  is 
the  one  of  keeping  the  customer  satisfied.  One 
talking  machine  dealer  observed:  "Many  people 
uuy  a  machine  and  never  take  the  proper  steps 
to  get  all  possible  enjoyment  out  of  it.  We 
should  encourage  them  to  keep  on  buying  rec- 
ords so  the  noveltv  of  the  thing  will  not  wear 
off." 

It  will  not  suffice  to  stop  the  main  efforts 
when  a  machine  has  been  sold.  For  we  find 
that  in  many  instances  where  considerable  sell- 
ing energy  had  been  exerted  to  develop  a 
transaction  often  the  new  customer  had  not 
been  thoroughly  educated  as  to  the  machine's 
possibilities — in  a  word,  he  had  not  been  thor- 
oughly sold. 

When  a  prospect  decides  finally  to  buy  a  ma- 
chine and  a  few  records  the  name  and  address 
should  be'  obtained  for  subsequent  use.  Later 
your  lists  can  be  consulted  to  determine  who 
have  continued  to  purchase  records  periodically, 
and  what  quantity.  Naturally,  this  suggests  the 
advisability  of  keeping  account  of  all  record 
purchases  being  made.  From  time  to  time, 
then,  we  can  remind  those  who  have  bought 
but  few  new  records  about  the  new  pieces  re- 
ceived and  thus  encourage  them  to  purchase 
more.  We  will  alr-^  find  that  some  of  the 
machine  owners  have  stayed  away  entirely;  for 
some  reason  they  have  switched  their  patronage 
in  the  music  line  elsewhere,  or,  perhaps,  some 
have  lost  interest  in  their  instruments.    At  anv 


rate  there  is  a  good  deal  of  valuable  informa- 
tion to  be  procured  if  the  talking  machine 
dealer  will  but  make  efforts  to  get  hold  of  it. 

It  will  not  do  to  stop  with  the  selling  of  a 
talking  machine.  At  such  times  when  salesmen 
are  idle  it  should  prove  a  good  move  if  the 
slow-  buyers  were  canvassed.  Object:  The  rea- 
son for  the  discontinuance  of  patronage  and  to 
encourage  more  purchases.    A  salesman  with  a 


J  After  the  Sale  Has  m 

g  Been  Consummated  the  m 

■  Real  Work  of  Making  | 

■  the  Customer  Remain  M 
M  Satisfied  Commences  m 


People  who  buy  a  talking  machine  and  a  few 
records  from  you  should  always  be  properly 
followed  up.  Find  out  why  they  are  not  buy- 
ing records!  There  may  be  the  indication  that 
the  machine  is  not  being  used  any  more,  per- 
haps only  occasionally,  when  the  old  pieces  are 
put  on  again.  Naturally,  most  pieces  are  pop- 
ular when  they  are  new;  that  is  why  people 
demand  new  selections  constantly.  But  there 
are  always  those  machine  owners  who  have 
ceased  buying  records  or  who  buy  very  few 
new  ones.  These  people,  naturally,  cannot  be 
.very  enthusiastic  over  the  talking  machine;  they 
will  hesitate  to  invite  their  relatives  and  friends 
to  hear  the  music,  which  signifies  that  many 
of  those  relatives  and  friends  will  not  be  af- 
forded the  inspiration  that  should  encourage 
the  purchase  of  talking  machines  on  their  part. 
It  can  thus  be  seen  how  far  the  loss  to  the 
talking  machine  dealer  is  reflected. 

Let  the  talking  machine  dealer  see  to  it  that 
his  customers  are  proud  of  and  enthusiastic 
regarding  their  purchases.  With  the  selling 
of  a  machine  the  important  work  only  begins. 


good  personality  can  discuss  intelligently  the 
advantages  attending  the  ownership  of  a  talk- 
ing machine.  He  will  point  out  that  the  ma- 
chine owner  should  assure  himself  the  utmost 
in  music  enjoyment  by  providing  himself  with 
the  latest  pieces.  Encourage  your  salesmen  at 
the  same  time  to  help  these  prospects  in  select- 
ing suitable  pieces.  It  is  to  the  talking  ma- 
chine dealer's  advantage  that  interest  in  the 
machine  is  kept  alive. 


THIS  TONE  ARM 

Can  be  used  on  both 
Upright  and  Portable  Machines 

SIZES  61/2,  71/2  AND  81/2  INCHES 


WRITE  TO  DAY 


Mutual  Phono  Parts  Manufacturing  Corp. 


149-151  LAFAYETTE  STREET 


NEW  YORK  CITY 


The  Russell  Gear  &  Machine  Co.,  Ltd.,  1209  King  St.,  West,  TORONTO, 
CAN.,  Exclusive  Distributors  for  Canada  and  All  Other  British  Possessions 


CELEBRATE  TWENTIETH  ANNIVERSARY 


T.  O.  Loveland  and  J.  L.  Records,  of  Brenard 
Mfg.  Co.,  Manufacturer  of  Claxtonolas,  Cele- 
brate Twenty  Years  of  Partnership 


Iow.'\  City,  Ia.,  January  4. — In  celebration  of 
the  twenty  years  of  partnership  of  Theodore  O. 
Loveland  and  James  L.  Records  in  the  former 
Equitable  and  the  Brenard  Manufacturing  Co. 
and  the  present  Brenard  Manufacturing  Co.,  of 
this  city,  manufacturer  of  the  Claxtonola  line, 
Mr.  and  Mrs.  Records  and  Mr.  and  Mrs.  Love- 
land entertained  more  than  100  guests  at  a 
dinner  at  the  Hotel  Jefferson,  followed  by  a 
dancing  party  at  the  Hotel  Burkley  on  Saturday 
evening.  The  guest  list  included  co-workers  at 
the  Brenard  plant  and  friends  of  Mr.  and  Mrs. 
Loveland  and  Mr.  and  Mrs.  Records. 

The  past,  present  and  future  of  the  Brenard 
Manufacturing  Co.  were  touched  upon  in  the 
toast  program,  of  which  Mr.  Loveland  was 
toastmaster.  All  speakers,  chosen  as  they  were 
from  the  various  departments — administrative, 
office  force,  sales  and  legal — of  the  company 
and  from  among  the  social  associates  of  these 
partners  paid  tribute,  not  only  to  the  business 
partnership  of  Mr.  Loveland  and  Mr.  Records, 
but  to  the  happy  friendship  which  has  existed 
between  these  men  for  twenty  years. 

On  the  toast  program  were  talks  by  Messrs. 
Records,  O.  H.  Brainerd,  Francis  W.  Kracher, 
L.  Jerome  Ingram,  G.  A.  Kenderdine,  M.  F. 
Price,  Judge  O.  A.  Byington  and  Senator 
Charles  M.  Dutcher,  of  Iowa  City,  and  W.  F. 
Main,  of  Cedar  Rapids. 

Although  gifts  had  been  forbidden  on  this 
occasion  the  office  force  took  this  opportunity  to 
show  its  appreciation  by  making  Mrs.  Records 
and  Mrs.  Loveland  each  the  recipient  of  a 
basket  of  beautiful  flowers. 

In  expression  of  its  congratulations  and  good 
wishes  the  Iowa  City  State  Bank  presented 
two  baskets  of  flowers,  one  to  Mr.  Loveland 
and  one  to  Mr.  Records.  At  the  close  of  the 
program,  silver  plaques,  suitably  inscribed,  were 
given  to  Mr.  Loveland  and  Mr.  Records. 


GARVIN  &  QLESS  FILE  PETITION 


Garvin  &  Gless,  talking  machine  dealers,  15 
Fordham  road.  New  York  City,  have  filed  a 
petition  in  bankruptcy,  listing  liabilities  of 
$3,412  and  assets  of  $1,332.  The  members  of 
the  firm  are  Charles  J.  Garvin  and  Richard  H. 
Gless. 
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Genius  is  but  the  infinite  capacity  for  taking  pains 


This  is  the  drill  jig  which  makes,  it 
possible  for  the  operator  of  the  multi- 
ple spind  e  drill  to  work  so  quickly 
and  accurately.  It  is  made  from  sea- 
soned grey  iron  and  bushed  with  hard- 
ened tool  steel  and  ground  bushings, 
which  play  the  important  part  of  keep- 
ing the  holes  accurately  spaced  during 
the  multiple  drilling  and  reaming 
operations. 

Through  these  little  holes  the  drills 
pass  and  bore  their  way  into  the  motor 
frame  housing,  combining  speed  and 
utmost  accuracy. 


In  assembling  The  Cheney 
motor  the  hole?  drilled  and 
reamed  in  The  Cheney  motor 
frame  become  the  bearing  points 
for  spindles  and  gears.  The 
assembly  of  The  Cheney  motor 
is  a  very  delicate  and  exacting 
operation. 


Qiow  isyioles  of  Different  Sizes 
are  Drilled  in  /ess  than  a  minute 
in  a  Cheney  Motor  ^ame 


It  is  a  cardinal  principle  inThe  Cheney 
motor  factory  that  accuracy  must  never 
be  sacrificed  for  speed.  That  does  not  pre- 
clude the  use  of  the  most  modern  inven- 
tions for  cutting  down  production  costs. 

I. 

Illustrated  above  is  a  multiple  spindle 
drill  which  makes  it  possible  for  an 
operator  to  drill  fifteen  holes  of  different 
sizes  in  a  Cheney  motor  frame  in  less 
time  than  it  takes  to  tell  it.  Every  hole 


is  absolutely  accurate  to  the  thousandth 
of  an  inch,  not  only  in  diameter  but  in 
spacing  as  well. 

It  is  through  the  use  of  such  efficient 
methods  as  this  that  The  Cheney  Talking 
Machine  Company  has  been  able  to 
produce  instruments  with  a  reputation 
for  highest  quality,  and  yet  to  keep  prices 
at  a  level  no  higher  than  that  of  the 
ordinary  phonograph. 


The  Cheney  Talking  Machine  Company  '  Chicago 

Cmemeit 

The  Master  Instrument 

"TAe  Longer  You  Play  It,  the  Sweeter  It  Grows" 
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Analysis  of  Conditions  Existing  in  Stores  | 
Which  Help  and  Retard  Growth  ::  By  f.  h.  wmmms  | 


Suppose  that  a  careful  observer  went  around 
to  the  talking  machine  stores  in  your  city,  Mr. 
Dealer,  and  then  made  a  report  on  conditions 
in  stores  that  were  not  getting  the  business 
and  a  similar  report  on  conditions  in  stores 
that  were  getting  the  business.  Wouldn't  such 
a  report  be  of  immense  value  in  helping  you 
to  determine  what  you  should  do  and  what 
you  should  not  do  in  your  own  establishment 
in  your  endeavors  to  get  more  patronage? 

Recently  a  skilled  investigator  made  an  in- 
spection of  the  stores  in  a  Middle  Western  city 
and  what  he  found  out  on  this  tour  of  inspec- 
tion will,  unquestionably,  be  of  interest  and  help 
to  other  dealers. 

Here's  the  investigator's  market  report: 
Stores  That  Were  Not  Getting  the  Business 

Mr.  A.'s  Store:  Good  location  near  one  of 
the  busiest  corners  in  the  city.  Plenty  of  people 
passing  the  store  at  all  hours  of  the  day.  The 
stores  nearby  were  enjoying  a  good  trade — 
these  establishments  being  drug  stores,  cloth- 
ing stores,  women's  wear  establishments,  etc. 
Mr.  A.'s  store,  however,  had  only  one  customer 
in  it  the  first  time  I  visited  the  store  and  on 
return  visits  at  various  times  there  were  never 
more  than  three  customers  in  the  place  at  any 
time.  It  is  evident  from  this  and  from  state- 
ments made  by  Mr.  'A.  and  neighboring  mer- 
chants that  his  establishment  is  slipping  and 
that  he  isn't  getting  anywhere  near  the  patron- 
age that  he  should  get  in  view  of  his  excellent 
location. 

Reasons  Why  Mr.  A.  Isn't  Getting  the  Busi- 
ness: The  most  striking  thing  about  this  store 
is  it-s  dinginess.  The  counters  are  soiled  and 
ding)',  the  cases  are  dingy  and  in  one  or  two 
places  there  was  broken  glass  in  the  cases  and 
the  salespeople  and  the  proprietor  himself  all 
look  dingy.  Also  the  store  is  very  poorly 
lighted,  the  window  displays  are  almost  never 
changed  and  the  whole  store  is  unattractive 
and  unappealing.  The  store  might,  perhaps, 
get  by  in  spite  of  all  this  but  for  the  fact  that 
neither  the  proprietor  nor  the  salespeople  man- 
ifest anything  more  than  the  faintest  interest 
when  a  customer  does  come  into  the  establish- 


ment.    Is  it  any  wonder  this  store  is  slipping? 

Mr.  B.'s  Store:  This  store  is  located  on  the 
second  floor  of  a  building  in  the  center  of  the 
city  above  a  five  and  ten-cent  store.  The  loca- 
tion is  good  and  the  store  is  well  advertised 
hy  Mr.  B.  so  that  people  know  where  it  is. 

But  the  business  formerly  enjoyed  by  the 
store  is  constantly  slipping  away  from  it  and 
it  is  the  opinion  of  the  investigator  that  the 
trouble  is  due  to  overanxiety  on  the  part  of 
iMr.  B.  and  his  employes  to  make  sales.  Every 
time  a  patron  comes  into  the  store  both  Mr. 
B.  and  his  salespeople  fairly  hang  about  the 


g  Compare  the  Methoas  | 

J  of  the  Successful  and  J 

M  Unsuccessful  Mer-  a 

J  chants  and  Check  Up  B 

■  With  Your  Own  Plans  ■ 


neck  of  the  customer  urging  him  to  buy  more 
records  or  to  buy  more  needles  or  to  get  a 
talking  machine  for  some  friend  or  relative. 
It  is  just  about  as  much  as  a  customer's  life 
is  worth,  in  fact,  to  buy  a  single  record  from 
this  store,  and  \yhen  the  customer  does  succeed 
in  this  real  feat  the  grieved  looks  on  the  faces 
of  the  proprietor  and  of  the  salespeople  because 
the  customer  didn't  buy  a  high-priced  instru- 
ment and  about  fifty  dollars'  worth  of  records 
make  the  customer  feel  like  a  criminal  w:hen 
he  departs  and  also  make  him  feel  that  he  never 
wants  to  patronize  the  store  again.  Which,  of 
course,  is  mighty  poor  business  for  the  store 
and  which  leads  the  investigator  to  feel  that 
it  is  no  wonder  the  store  is  slipping. 

Mr.  C.'s  Store:  Fair  location;  a  block  away 


Let  the  Sign  of  the 


Ring  in  a  Prosperous 
New  Year  for  You 

(greater  Cttp  ^tonograpi)  Co.,  3nc. 

311  Sixth  Avenue,       New  York 
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from  the  main  thoroughfare  of  the  city.  Low 
overhead  should  make  this  store  show  a  good 
profit,  but  it  is  not  doing  so  because  the  pro- 
prietor doesn't  keep  his  stock  up  and  because 
he  never  keeps  his  promises  about  making  de- 
liveries and  sending^  in  orders  for  records  and 
machines  which  he  doesn't  have  in  stock.  For 
instance,  the  investigator  went  to  this  establish- 
ment and  asked  for  a  record  which  had  just  re- 
cently been  released  and  which  was  quite  pop- 
ular. The  store  didn't  have  it  in  stock,  but  the 
proprietor  said  he'd  send  for  it  and  get  it  in 
the  store  within  a  week.  The  week  went  by 
and  it  developed  that  the  proprietor  had  for- 
gotten to  send  in  the  order.  Another  week 
and  the  record  had  not  yet  arrived  and  it  was 
fully  three  weeks  before  the  record  was  finally 
secured  at  this  store.  Interviews  with  patrons 
of  the  store  developed  the  fact  that  this  is  the 
v.ay  the  proprietor  treats  all  customers.  No 
wonder  his  business  is  rapidly  getting  away 
from  him. 

Stores  That  Are  Making  Good 
Mr.  X.'s  Store:  This  store  is  located  about 
a  block  and  a  half  from  the  main  thoroughfare 
of  the  city  on  a  good  shopping  street.  The 
store  itself  is  small,  but  is  very  attractive  and 
modern  in  appearance  and  is  always  well 
lighted  at  all  times.  The  most  interesting  fea- 
ture about  this  establishment  is  its  constant 
business  aggressiveness.  The  store  is  always 
up  and  after  business  every  day  in  the  week 
and  every  week  in  the  year.  The  store  uses 
newspaper  advertising  quite  strongly  in  going 
after  more  business  and  puts  on  a  free  concert 
one  evening  each  month  to  which  all  people 
are  invited  free  of  charge  and  at  which  no  goods 
are  sold,  and  during  the  noon  hour  it  has  a 
standing  invitation  to  all  the  office  people  in 
the  city  to  come  to  the  store  and  listen  to  a 
noon-hour  concert  free  of  charge.  This  noon- 
hour  stunt  is  quite  a  thing  with  the  office  people 
in  the  immediate  vicinity  of  the  store  and  there 
is  scarcely  ever  a  noon,  especially  when  the 
weather  is  bad,  when  there  is  not  a  good  throng 
of  people  in  the  store  listening  to  the  music 
rendered  by  a  large  talking  machine  placed  in 
the, center  of  the  sales  floor.  There  are  plenty 
of  chairs  around  so  that  the  music  lovers  don't 
have  to  stand  up.  This  noon-hour  concert  stunt 
puts  the  store  in  close  touch  with  people  in  its 
neighborhood  and  helps  it  greatly  in  making 
sales. 

Mr.  Y.'s  Store:  Mr.  Y.'s  store  is  a  second- 
story  establishment  in  a  good  location  near 
the  center  of  the  city's  shopping  district.  The 
store  attracts  attention  to  itself  each  afternoon 
by  staging  an  outdoor  concert  by  means  of  a 
sound  magnifier  placed  on  the  sill  of  one  of 
its  display  windows.  This  concert  attracts  a 
lot  of  attention  and  makes  folks  talk  and  thus 
gives  the  store  a  considerable  amount  of  worth- 
while free  advertising.  Also  this  store  has  made 
an  arrangement  with  the  first-floor  tenants  of 
the  building  in  which  it  is  located  whereby 
these  first-floor  merchants  every  now  and  then 
give  a  window  display  of  some  of  the  store's 
talking  machines  and  records  with  placards 
urging  folks  to  climb  the  stairs  and  buy  instru- 
ments and  records  at  the  store.  In  return  for 
this  the  store  has  signs  up  in  its  sales  room  urg- 
ing its  patrons  to  patronize  the  first-floor  mer- 
chants. In  this  way  the  store  gets  the  benefit 
of  first-floor  window  displaj^s  without  having  to 
pay  first-floor  rentals.  All  of  which  helps  the 
store  considerably  in  doing  a  business  which 
brings  in  a  good  profit  each  year. 

Mr.  Z.'s  Store:  This  store  is  located  in  the 
middle  of  a  block  on  one  of  the  main  thorough- 
fares in  the  city.  There  are  a  very  large  num- 
ber of  people  passing  the  store  every  day  and 
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Mr.  Z.  gets  a  lot  of  patronage  from  them.  The 
most  interesting  business-building  feature  of 
this  store  is  the  fact  that  Mr.  Z.  changes  his 
window  displays  twice  a  week  and  makes  his 
displays  just  about  three  times  as  attractive  as 
the  displays  in  many  music  stores.  "This  fre- 
quent change  of  the  window  displays  in  my 
store  is  the  least  expensive  advertising  in  which 
I  could  engage,"  says  Mr.  Z.,  "and  it  is  also 
the  most  effective  advertising.  It  makes  my 
store  always  look  new,  lively  and  interesting 
and  it  gets  the  attention  of  the  prospects  right 
at  the  point  where  I  am  doing  business  and 
where  few  steps  are  needed  to  bring  them  in- 
side and  up  to  my  counters.  My  window  dis- 
plays are  worth  every  bit  of  the  time  and 
trouble  they  take." 

Aren't  there  some  good  suggestions  in  all 
this  for  YOU,  Mr.  Merchant? 
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I  Four-Minute  Conference  on  Business  Topics  | 


CARE  IN  SHIPPING  ABROAD 


Importance  of  Packing  and  Careful  Markings 
Necessary  to  Insure  Safe  Delivery 


While  the  talking  machine  trade  has  won  a 
fairly  good  reputation  for  packing  and  shipping, 
yet  too  much  care  cannot  be  exercised,  partic- 
ularly when  shipments  are  made  abroad.  Iron 
straps  or  bands  not  only  protect  the  packages 
effectively,  but  also  add  strength  to  the  con- 
tainers. Bills  of  lading  and  shipping  orders 
should  be  prepared  carefully.  Consignee,  des- 
tination, route,  number,  description  and  pack- 
ing should  be  plainly  indicated.  Each  package 
should  be  legibly  marked  with  the  name  of  the 
consignee,  destination,  route  and  street  address 
if  in  the  city.  The  name  and  address  of  the 
shipper  should  appear  on  each  package  pre- 
ceded by  the  word  "from."  This  insures 
prompt  notice  in  case  shipment  is  refused  or 
unclaimed. 


THRIFT  BANKS  PROVE  POPULAR 


The  Brunswick-Balke-Collender  Co.  has  been 
receiving  a  large  number  of  letters  from  Bruns- 
wick dealers  located  in  all  parts  of  the  country 
testifying  to  the  fact  that  the  Brunswick  thrift 
banks  proved  exceedingly  popular  and  demon- 
strated a  remarkable  ability  to  help  Brunswick 
dealers  increase  their  business  and  local  inter- 
est in  their  respective  establishments.  Testi- 
monials of  a  similar  character  and  of  an  equally 
enthusiastic  nature  have  been  coming  in  to  the 
Brunswick  offices  bearing  on  the  good-will 
series  of  prospects'  letters,  which  the  Brunswick 
Co.  recently  offered  to  its  retailers  as  a  dealer 
aid.  Both  these  dealer  helps  were  unusually 
effective  as  sales  stimulators. 


No.  9 — Your  Patronage 


[This  is  tlie  nintli  of  a  series  of  four-minute  conferences 
on  topics  of  direct  interest  to  business  men  in  the  talking 
machine  trade  which  have  been  prepared  for  this  publica- 
tion by  Lester  G.  Herbert. — EniToii.] 

It  has  been  remarked  recently  by  an  economic 
authority  that  what  American  business  needs 
at  the  present  time  to  bolster  it  up  and  to  send 
it  rolling  merrily  ahead  is  not  more  money, 
but  a  better  and  more  persistent  grade  of  sales 
effort. 

This  is  an  opinion  worthy  of  profound  and 
careful  thought.  It  was  repeated  to  the  busi- 
ness manager  of  a  department  store  employ- 
ing one  hundred  people.  The  manager  snapped 
back  quickly,  "That  is  all  bosh." 

The  same  thought  was  repeated  to  a  young 
woman  in  charge  of  a  counter  directly  in  front 
of  the  main  entrance.  She  nodded  thoughtfully 
and  said:  "That  is  true.  There  are  times  when 
a  dozen  people  an  hour  do  not  come  through 
our  doors.  Sometimes  for  a  morning  or  an 
afternoon  the  majority  of  our  force  is  only 
busy  in  a  makeshift  manner — one  which  does 
not  directly  bring  money  to  the  firm." 

Again  the  same  opinion  was  repeated  to  the 
proprietor  of  a  specialized  retail  establishment 
selling  only  one  line.  He  laughed,  shrugged 
his  shoulders,  and  said  indifferently,  "There  is 
nothing  to  it." 

Later  one  of  his  clerks  was  approached 
casually  and  asked  what  he  thought  of  that 
selling  idea.  He  said:  "There  is  no  doubt  about 
it.  The  boss  is  in  a  rut  and  seems  to  think 
that  some  miracle  is  going  to  happen  to  bring 
a  lot  of  money  his  way  some  sweet  day.  He 
doesn't  seem  to  realize  that  he  must  get  up 
and  hustle — and  it  is  now  or  never!" 

The  president  of  a  big  manufacturing  con- 
cern was  interviewed  and  his  judgment  asked 
on  the  matter.  He  looked  thoughtfully  out  of 
the  window  a  few  moments,  then  smiled  and 
replied:  "What  you  have  stated  is  sound  and 
sane.  It  is  a  fact  that  we  could  market  more 
of  our  goods  if  our  customers  would  do  their 
part  in  selling — and  they  and  we  would  both 
be  more  prosperous.  We  are  trying  as  a  firm 
to  teach  our  salespeople  to  realize  the  value 
of  selling  the  idea  of  service  first  and  of  show- 
ing wherein  the  advantage  lies  for  the  customer 
if  he  will  do  his  part.  Then  sales  of  the  goods 
we  make  will  follow  naturally.  Yes;  a  better 
and  more  intelligent  and  a  more  energetic  sales 
effort  is  needed  everywhere  in  American  busi- 
ness to-day.    Give  us  that  and  capital  will  be 
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forthcoming  as  a  natural  result.  We  must 
speed  up  turnover!" 

A  great  many  business  people  have  not  yet 
grasped  the  idea  that  there  is  a  distinct  and 
intimate  relation  between  turnover  and  the 
firm's  share  of  the  profits.  Profits  are  not  made 
on  each  individual  until  made  or  sold — except  in 
theory.  In  reality  complete  invoice  costs  and 
overhead  expense  must  be  met  before  the  firm 
comes  in  for  any  dividends  at  all. 

Many  times  the  firm's  part  of  the  profit  is 
all  tied  up  in  leftovers  or  unsold  stock.  This 
means  that  there  is  not  enough  cash  on  hand 
for  reinvestment  Clean,  active  business  de- 
mands complete  turnover  that  the  firm  may  have 
its  share  of  dollars  and  cents  to  use.  All  too 
many  firms  neglect  turnover  and  only  handle 
enough  cash  to  pay  for  supplies  and  overhead 
expense.  A  better  sales  effort  means  a  com- 
plete turnover  and  consequently  more  money. 

A  better  sales  effort  is  possible  in  every  firm 
which  has  not  reached  100  per  cent  efficiency — 
and  very  few  have! 

A  better  sales  effort  calls  for  increased  "know 
how,"  wise,  persistent  publicity,  more  personal 
interest  and  the  concentration  of  will-power 
upon  a  possible  goal  of  achievement.  We  can 
if  we  will!  Let's  know  what  we  want  to  do 
and  do  it! 


SIOUX  CITY  FIRM  ADDS  "TALKERS" 


Sioux  City,  Ia.,  January  2. — The  Lindholm 
Furniture  Co.,  of  this  city,  has  installed  a  talk- 
ing machine  department  on  the  main  floor  of 
its  handsome  store.  Up-to-date  fi.xtures  and 
four  soundproof  record  demonstration  rooms 
have  been  constructed  and  the  department  com- 
pares favorably  with  any  other  in  this  section. 
A  complete  line  of  Victor  talking  machines, 
Brunswick  phonographs  and  records  is  handled 
and  an  aggressive  merchandising  policy  has 
been  formulated. 


RADIO  TO  ADVERTISE  RADIO 


Washington,  D.  C,  January  6. — .\  radio  re- 
ceiving station  is  being  installed  in  the  Kiefer 
Music  Store  on  East  Fourth  street  as  an  adver- 
tisement for  the  Zenith  long-distance  radio,  for 
which  the  Kiefer  Music  Store  has  the  agency. 
The  aerial  wires  have  been  suspended  high 
above  the  roof  of  the  building  occupied  by 
Kiefer's  store. 


BES-U.iPAXOFr 


A  New  Yearns  Resolution 

Resolved  "That  'Ormes  Really  Means  Exceptional  Service'  will  be 
increasingly  apparent  and  proportionately  more  valuable  to  Victor 
retailers  during  1923.  " 


ORMES,  Inc. 


'PHONE  FITZROY  3271-2-3 


15  West  37th  Street 
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declaimed 
everyone 

an  Unqualified  Success 


IMMEDIATELY  following 
our  October  31st  announce- 
ment, in  the  newspapers,  the 
public  everywhere  accepted 
our  invitation  to  investigate 
Columbia  New  Process  Rec- 
ords. At  once,  they  went  to 
Columbia  Dealers'  stores  and 
demanded  the  most  exacting 
proof.  Surprised  and  delighted, 
they  have  been  quick  and  gen- 
erous in  their  praise  of  its  sur- 
face quietness  and  increased 
musical  charm,  all  due  to  the 
reduction  of  scratch  and  scrape 
to  practical  inaudibility. 

The  superiority  of  Columbia 
New  Process  Records,  over 
every  other  present-day  record, 
in  any  classification  of  music, 
is  clearly  demonstrable. 


It  is  easy  for  you  to  convince 
yourself  of  Columbia's  aston- 
ishing new  quality.  Go  to  your 
Columbia  Branch  and  listen  to 
Columbia  New  Process  Rec- 
ords and  prove  to  your  own 
satisfaction  that  Columbia's 
discovery  gives  the  world  an 
infinitely  better  phonograph 
record. 

We  are  sparing  no  effort  to 
broadcast  the  message  of  this 
wonderful  record  improvement. 
We  have  ready  for  Columbia 
Dealers  attractive  advertising 
material  that  is  a  powerful 
magnet  between  our  national 
advertising  appeal,  their  stores 
and  the  public.  See  the  nearest 
Columbia  Branch. 


COLUMBIA  GRAPHOPHONE  COMPANY 

New  York 
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Records 


R.  L.  Tamplin,  of  San  Bernardino, 
California,  says  the  announcement  ad- 
vertisement produced  the  largest 
record  day  the  store  ever  had. 

Detroit  Columbia  Branch  reports  the 
statement  of  one  dealer  that  a  "hard- 
boiled"  purchaser  of  a  wrell-known  rec- 
ord, who  considered  all  other  records 
absolutely  no  good,  responded  to  our 
advertisement  and  purchased  three 
New  Process  Records;  the  next  day  he 
returned  and  bought  more. 

Mr.  Standke,  of  the  Grafonola  Shop, 
Kansas  City,  states  many  old  custom- 
ers who  had  not  been  in  his  store  for 
months  came  in  and  bought  New  Proc- 
ess Records. 


Fleischer  Brothers,  of  Cleveland, 
say:  "New  customers  are  coming  in 
to  our  store  every  day  to  buy  New 
Process  Records.  They  say  the  rec- 
ords are  wonderful.  New  Process  Rec- 
ords are  making  Columbia  fans  of 
people  who  formerly  purchased  other 
makes." 

John  Aroks,  of  Racine,  Wis.,  had 
more  people  interested  in  high-grade 
records  come  into  his  store  the  day 
following  the  advertisement  than  ever 
before  in  his  business  life. 

Mr.  Hein,  of  Waterson,  Berlin  & 
Snyder,  Chicago,  says  hundreds  of  peo- 
ple have  come  in  asking  for  New 
Process  Records. 

Calhoun,  of  Decatur,  111.,  tells  us  of 
a  resident  in  his  city  owning  1500  rec- 
ords of  all  makes  who  says  New  Proc- 
ess Records  are  the  best  in  his  whole 
collection. 
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The  ALBUM  method  EXCELS  all  other  RECORD  FILING  systems  EVER  TRIED 


SELECTING   THEIR  FAVORITES 


To  the  Trade: 

Our  Record  Album  factory — all  or  any  part  of 

it — is  at  your  command.  Hundreds  of  customers 
can  and  will  gladly  testify  as  to  the  good  quality  of 
our  production. 

Our  large  and  growing  business  is  due  to  satis- 
fied customers  and  repeat  orders. 

Imprint  (firm  name  or  trade  mark)  stamped  on 
covers  if  desired  when  orders  are  sufficiently  large 
to  justify  it. 

OUR  ALBUMS  ARE   MADE  TO  CONTAIN  VICTOR. 
COLUMBIA,  EDISON,  PATHE.  VOCALION  AND 
ALL  OTHER  DISC  RECORDS 


NATIONAL  PUBLISHING  CO.,  239  S.  American  St.,  PHILADELPHIA,  PA. 

New  York  Office,  54  Franklin  Street,  Telephone,  Franklin  1227,  James  E.  Magnire,  Representative 


THE  PERFECT  PLAN 


SOME  HINTS  ON  ADVERTISING 


Instructive  Pointers  Contained  in  Article  by 
Dick  Thompson,  Advertising  Manager  of 
Daynes-Beebe  Music  Co.,  Salt  Lake  City 


An  instructive  and  interesting  article  on  ad- 
vertising by  Dick  Thompson,  advertising  man- 
ager of  the  Daynes-Beebe  Music  Co.,  Salt  Lake 
City,  recently  appeared  in  the  Tribune  Service 
Bulletin,  a  local  newspaper.  Some  of  the  points 
brought  out  reflect  the  authoritative  views  of 
this  experienced  advertising  manager  and  they 
are,  therefore,  reproduced  herewith: 

"What  is  advertising?  It  is  a  prescription 
to  remedy  a  business  illness  if  one  exists,  or 
to  tone  up  trade  and  keep  it  moving  even  if 
your  establishment  is  already  up  and  coming. 

"Like  the  medicine  the  doctor  gives  you, 
advertising  is  subordinate  to  the  will  power 
and  the  mental  attitude  of  the  personnel  of 
your  entire  organization,  from  the  boss  down 
to  the  janitor. 

"What  the  average  store  needs  mostly  is  not 
so  much  more  advertising,  but  a  better  under- 
standing and  a  better  backing  up  of  the  copy 
it  is  already  running. 

"There  is  a  limit  to  the  duty  of  advertising. 
That  duty  has  been  faithfully  done  when  the 
customer  comes  to  your  store  either  convinced 
or  not  convinced.  The  very  fact  that  the  cus- 
tomer has  responded  indicates  that  he  has  will- 
ingly placed  himself  at  your  distinct  advantage, 
■for  he  comes  to  your  establishment  and  you 
meet  him  on  your  own  chosen  ground,  either 
ready  to  buy  and  eager  to  buy,  or  perfectly 
willing  to  be  shown  and  convinced  if  you  only 
display  the  desire  to  serve  him  courteously  and 
intelligently. 

"How  many  of  j'our  salespeople  are  like  the 
one  who,  when  asked  how  his  firm's  advertising 
was  pulling,  brilliantly  replied,*T  ain't  seen  any 
of  it.' 


"Whose  fault  was  that?  Wasn't  it  the  height 
of  folly  for  that  firm  to  try  to  sell  the  public 
their  product  through  advertising,  when  their 
own  salespeople  weren't  even  familiar  with  the 
message  they  were  sending  out? 

"Suppose  a  prospective  buyer  shot  a  question 
at  that  salesman  covering  a  selling  talk  dwelt 
upon  in  one  of  the  ads?  How  would  the  sales- 
man answer?  How  much  confidence  would  the 
prospect  have  in  either  the  advertising  or  the 
house  or  the  salesman? 

"A  word,  a  look,  a  gesture  by  the  clerk  or 
salesperson  may  often  undo  thousands  of  dol- 
lars' worth  of  advertising  effort,  or,  on  the  other 
hand,  it  may  prove  a  powerful  ally  that  will 
make  coming  to  your  store  a  habit  instead  of 
an  experiment.  Back  up  your  advertising  and 
your  store  will  never  have  to  back  up." 


DEATH  OF  COLUMBIA  ARTIST 


TALKING  MACHINE  TRADE  IN  CHILE 


John    J.    Fisher,    Pioneer    Columbia  Artist, 
Passes  Away  in  Bridgeport 

Bridgeport,  Conn.,  January  2. — John  J.  Fisher, 
56,  former  Columbia  artist  and  of  late  years  in- 
surance and  real  estate  dealer,  passed  awaiy  re- 
cently at  his  home,  1907  Park  avenue,  following 
an  apoplectic  shock. 

Mr.  Fisher  was  widely  known  in  Bridgeport, 
having  been  a  resident  for  twenty  years.  He 
was  born  in  Baltimore,  Md.,  and  came  to  this 
city  with  the  Columbia  Graphophone  Co.  as  a 
singer.  He  possessed  a  fine  tenor  voice  and 
gained  national  recognition  as  one  of  the  pi- 
oneer singers  for  phonographic  records. 

Besides  his  widow,  Maude  C.  Fisher,  two 
brothers,  William  H.  and  George  M.  Fisher,  of 
Washington,  D.  C,  survive  him. 


United  States  Supplying  Chilean  Market  With 
Bulk  of  Talking  Machines 


The  United  States  has  practically  a  monop- 
oly of  the  talking  machine  business  in  Chile.  A 
few  German  phonographs  are  in  use  there,  but 
the  business  is  negligible.  The  northern  re- 
gion of  Chile  has  been  a  good  market  for  mu- 
sical merchandise,  especially  talking  machines, 
records  and  sheet  music  and  dealers  have  had 
a  profitable  business  with  the  population  of 
the  mining  towns  in  the  interior  of  this 
country.  This  trade  has  now  decreased  con- 
siderably on  account  of  the  exchange  rate,  the 
increase  of-  customs  duties  and  the  emigration 
of  the  people  of  the  mining  camps  and  towns 
who  were  the  chief  buyers  of  gramophone 
music. 


NEW  RADIO  ORGANIZATION 

A  new  organization  known  as  the  Independent 
Radio  Manufacturers,  with  offices  at  165  Broad- 
way, New  York,  was  formed  recently.  Walter 
Russ,  of  Pennie,  Davis,  Marvin  &  Edmonds, 
attorneys  for  the  new  Association,  states  that 
the  incorporation  of  the  organization  marks  the 
first  important  step  toward  clearing  up  the 
atmosphere  surrounding  the  many  patents  and 
counter-patents  incidental  to  the  radio  industry 
to-day. 


FLOYD  JENNINGS  IN  NEW  POST 


A  new  talking  machine  store  has  been  opened 
at  211  McMillan  street,  Cincinnati,  O.,  by 
Moore  Bros. 


Atlanta,  Ga.,  January  3. — Floyd  Jennings,  who 
i.s  well  known  in  local  musical  circles,  now  is 
with  the  Goodhart-Tompkins  Co.,  on  Peachtree 
street,  being  employed  in  the  talking  machine 
department  of  this  firm.  Mr.  Jennings  has  made 
many  friends  in  Atlanta  since  he  came  here 
from  Dawson  little  more  than  a  year  ago. 


Patented 
1914 


^^^^^^ 


J 


Patented 
1914 


1923 

IN  TURNING  OYER  A  NEW  LEAF 

of  a  record  album  pay  particular  attention  to  the 
way  that  leaf  is  held  in  position.  There  is  only  one 
way  to  anchor  these  leaves  which  will  absolutely 
insure  against  any  possibility  of  falling  out  or  wear- 
ing out  at  the  point  of  anchorage.  That  way  is  the 
"Boston  Way"  and  is  only  found  in  the  famous 
Boston  (patented  1914)  albums.  If  you  are  not 
familiar  with  Boston  albums  you  are  doing  your- 
self an  injustice.    Write  for  a  sample. 

BOSTON  BOOK  COMPANY 

501-509  PLYMOUTH  COURT     CHICAGO,  ILL. 
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VINCENT  LOPEZ 

AND   HIS   HOTEL   PENNSYLVANIA  ORCHESTRA 


Acclaimed  by  thousands! 


Vincent  Lopez  and  His  Hotel  Pennsyl- 
vania Orchestra  are  the  season's  greatest 
sensation ! 

At  Keith's  Palace  —  where  vaudeville's 
coolest  critics  pass  judgment  on  all  per- 
formers— their  reception  was  so  great  and 
the  audiences'  approval  so  marked  that  they 
were  obliged  to  play  at  this  one  house 
for  nine  consecutive  weeks!  Then,  after 
sensational  success  at  Keith's  Colonial, 
Orpheum,  Bushwick,  Riverside,  Alham- 
bra,  and  Royal  Theatres,  popular  demand 
brought  them  back  again  to  the  Palace, 
where  they  stayed  for  two  more  weeks! 


No  other  dance  orchestra  in  the  history  of 
vaudeville  has  met  with  such  phenomenal 
success.  Their  vivid  interpretations  and 
renditions  of  modern  dance  music  have 
won  for  them  the  praise  and  admiration  of 
thousands. 

Okeh  Records  by  Vincent  Lopez  and  His 
Hotel  Pennsylvania  Orchestra  are  the 
fastest  selling  dance  records  in  our  cata- 
logue. 

We  are  pleased  and  proud  to  inform  you 
that  Vincent  Lopez  and  His  Hotel  Pennsyl- 
vania Orchestra  record  exclusively  for 


Records 


The  Records  of  Quality 

SOME  OF  LOPEZ'S  LATEST  HITS 


4736 
10  in.  75c 


AWAY  DOWN  EAST  IN  MAINE 
SWANEE  SMILES 

4707     /  TURTLE  DOVE 
10  in.  75c  [  WHERE  THE  VOLGA  FLOWS 

NEATH  THE  SOUTH  SEA  MOON 


4706     J  HOMESICK 
10  in.  75c  I  TOOT,  TOOT,  TOOTSIE 

4673  f  COAL  BLACK  MAMMY 
10  in.  75c  1  TRICKS 


4660 
10  in.  75c 

4662 
10  in.  75c 


JUST  BECAUSE  YOU'RE  YOU— 
THAT'S  WHY  I  LOVE  YOU 

DANCING  FOOL 
DIXIE  HIGHWAY 


4638 
10  in.  75c 


I 

PARADE  OF  THE 

WOODEN  SOLDIERS 

I  OH  GEE!  OH  GOSH! 


4664      f  AIDA 
10  in.  75c  I  ANITRA'S  DANCE 


General  Phonograph  Corporation 


OTTO  HEINEMAN,  President 


25  West  45th  Street 


New  York  City 
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YERKES'  ORCHESTRA  ON  TOUR 


Yerkes  S.  S.  Flotilla  Orchestra  Completing 
Successful  Vaudeville  Tour  Which  Brought 
Excellent  Business  for  Vocalion  Records 

The!  Yerkes  S.  S.  Flotilla  Orchestra  is  just 
bringing  to  its  close  a  most  successful  tour 
of  the  countr.v,  appearing  in  the  leading  vaude- 
ville theatres  with  great  success.  They  have 
appeared  in  Minneapolis  and  St.  Paul  and  the 
accompanying  photograph  showrs  the  organiza- 
tion in  the  lobby  of  the  State  Theatre  in  Min- 
neapolis, where  a  strong  tie-up  with  the.  Vocal- 


Members  of  Yerkes  S.  S.  Flotilla  Orchestra 

ion  record  was  made,  through  the  medium  of 
the  Stone  Piano  Co.,  local  Vocalion  Red  Record 
distributor. 

The  Yerkes  Orchestra  has  also  appeared  in 
St.  Louis,  Chicago  and  a  number  of  other 
cities  and  has  so  arranged  its  program  so  as 
to  play  on  each  occasion  numbers  which  it  has 
recorded  for  the  Vocalion. 

The  appearance  of  the  orchestra  on  every 
occasion  served  to  stimulate  the  demand  for 
Vocalion  records  to  a  most  substantial  degree, 
particularly  where  local  dealers  and  distrib- 
utors seized  the  opportunity  of  featuring  the 
appearance  of  the  orchestra. 


PLEA  FOR  TALKING  MACHINES 


Government  Official  Takes  Verbal  Fling  at 
Landlords  in  Washington  Who  Would  Bar 
Talking  Machines  in  Apartments 


It  would  seem  a  far  cry  from  Postmaster 
General  Hays'  "humanizing"  policy,  as  applied 
to  the  postal  employes,  to  a  discussion  of  leases 
submitted  to  tenants  in  which  the  lessees  were 
asked  to  give  up  their  phonographs,  remarks 
the  Washington  Star.  But  the  bright  light  of 
humanity,  as  exemplified  by  Mr.  Hays,  brought 
the  two  together  all  right. 

An  official  of  the  Government  was  talking 
about  those  leases  in  which  talking  machines 
are  classed  with  dogs,  cats  and  parrots. 

"What  the  people  who  made  out  those  leases 
need  is  more  of  the  spirit  that  moves  Mr.  Hays, 
more  of  the  desire  to  look  at  the  other  fellow's 
side  of  things,"  he  said. 

"They  would  banish  the  immortal  voice  of 
the  great  Caruso,  singing  on,  though  the  singer 
is  no  more;  the  art  of  the  great  pianist  Rach- 
maninoff; of  Kreisler,  the  violinist;  the  wonder- 
ful work  of  Schubert,  Beethoven  and  other 
masters. 

"They  need  to  learn  that  the  modern  talking 
machine,  properly  used,  is  a  true  source  of  true 
music  and  that  'the  man  who  has  no  music  in 
his  soul  is  fit  for  treason,  stratagems  and  spoils,' 
indeed." 


BUSH  &  LANE  ADD  TO  CAPITAL 


Holland,  Mich.,  December  30. — The  Bush  & 
Lane  Piano  Co.,  of  this  city,  has  increased  its 
capital  stDxk  from  $1,000,000  to  $1,500,000,  ac- 
cording to  a  recent  announcement. 


OUR  EXPORTS  OF  TALKING  MACHINES 

Exports  and  Imports  of  Talking  Machines  and 
Records  Show  Increasing  Tendency  as  Com- 
pared With  Last  Year — Our  Buyers  Abroad 


Washington,  D.  C,  January  10. — In  the  sum- 
mary of  exports  of  the  commerce  of  the  United 
States  for  the  month  of.  October,  1922  (the 
latest  period  for  which  it  has  been  compiled), 
which  has  just  been  issued,  the  following  are 
the  figures  on  talking  machines  and  records: 

Talking  machines  to  the  number  of  5,923, 
valued  at  $251,851,  were  exported  in  October, 
1922,  as  compared  with  3,257  talking  machines, 
valued  at  $139,429,  sent  abroad  in  the  same 
period  of  1921.  The  ten  months'  total  showed 
that  we  exported  42,356  talking  machines,  val- 
ued at  $1,544,411,  as  against  30,231  talking  ma- 
chines, valued  at  $1,427,112,  in  1921. 

The  total  exports  of-  records  and  supplies  for 
October,  1922,  were  valued  at  $130,265,  as  com- 
pared with  $223,105  in  October,  1921.  The  ten 
months  ending  October,  1922,  show  records  and 
accessories  exported  valued  at  $873,954;  in  1921, 
$1,869,788. 

The  countries  to  which  exports  were  made  in 
October  and  the  values  thereof  are  as  follow: 
France,  $534;  United  Kingdom,  $7,829;  Canada, 
$107,648;  Central  America,  $3,790;  Mexico,  $14,- 
141;  Cuba,  $2,659;  Argentina,  $19,601;  other 
South  America,  $13,658;  China,  $4,950;  Japan, 
$27,175;  Philippine  Islands,  $3,989;  Australia, 
$11,49&:  Peru,  $7,986;  Chile,  $4,593;  other  coun- 
tries, $21,799. 

In  the  above  report  the  imports  are  not  in- 


cluded and  this  is  explained  by  the  Bureau  of 
Foreign  and  Domestic  Commerce  who  inform 
The  World  that  "Only  the  exports  of  domestic 
merchandise  by  articles  and  principal  countries 
are  published  at  this  time  on -account  of  the 
delay  in  the  import  reports.  The  corresponding 
statement  of  imports  will  be  published  when 
the  delayed  reports  are  received." 


LEASES  SPACIOUS  NEW  QUARTERS 

New  York  Album  &  Card  Co.  Concludes  Ar- 
rangements for  Additional  Space 


The  New  York  Album  &  Card  Co.,  New  York, 
manufacturer  of  Nyacco  albums,  recently  signed 
a  lease  for  the  entire  fourth  floor  of  the  build- 
ing at  23-25  Lispenard  street.  This  is  in  addi- 
tion to  its  other  space  and  was  made  neces- 
sary by  the  increased  production  plans  for  1923. 
Production  is  also  being  speeded  up  in  the 
Chicago  factory  of  the  company.  Max  Willinger, 
president  of  the  company,  reports  that  the  stock 
of  raw  materials  in  his  factory  is  running  low 
a?id  in  a  recent  warning  to  the  trade  stated 
that  with  the  rising  market  in  raw  materials 
new  purchases  would  probably  have  to  be  made 
at  a  higher  price.  However,  in  the  meantime 
Mr.  Willinger  is  protecting  his  many  friends  in 
the  trade  on  the  former  price. 


Start  the  new  year  right  by  setting  your 
business  house  in  order  and  making  plans  to 
make  1923  a  banner  yea.r  from  the  .standpoint 
of  sales  volume  and  profits.  However,  if  a 
resolution  is  made  it  should  be  kept. 


LIBROL A  (Library  Table-Phonograph) 

You  should  $  "I  g|^;00   (retail  price)  Model  similar 
see  the        At^V/  to  the  one  below. 

Write  for  illustrations  and  net  prices.  Immediate  Shipment 


Theo.  Karle,  exclusive  Brunswick  artist  and 
well-known  tenor,  is  a  lineal  descendant  ot 
Andrew  Jackson.  The  fact  became  public  re- 
cently when  Mr.  Karle  was  invited  to  become 
a  member  of  a  society  composed  of  descendants 
of  United  States  Presidents. 


Seaburg  Mfg.Co. 

Jamestown,  N.Y. 


Usual  discounts  to  dealers 

48"j(28"x31"  high.  Fini.hedall 
arouDij 

Geanuie  Mahogany,  Walnut  or  Oak 


The  Bigseot  Value  on  the  Market.   A  Trial  Order  Will  Convince 
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The  Sonora  Period  Models 
Have  Created  a  Class 
of  Their  Own 


Queen  Anne 


Wherever  the  public  prefers  periods — and 
that  is  nearly  everywhere  today — Sonera's  beauti- 
ful period  models  have  created  a  demand  that  has 
put  our  factories  to  the  hardest  test. 

Now,  after  Christmas,  the  demand  still  exists. 
Thousands  of  purchasers  who  could  not  get 
Sonoras  last  month  are  going  to  make  January 
sales  leap  for  Sonora  dealers. 

The  period  is  far  less  a  seasonal  sale  than  the 
upright.  Its  character  as  a  beautiful  piece  of 
furniture  makes  the  demand  for  it  continuous. 
The  stunning  Sonora  period  consoles — like  the 
beautifully  clear  Sonora  tone — are  in  a  class  by 
themselves.   Sell  them  in  1923. 

SONORA  PHONOGRAPH 
COMPANY,  Inc. 

George  E.  Brightson,  President 
NEW  YORK:    279  BROADWAY 

Canadian  Distributors:  SONORA  PHONOGRAPH,  Ltd.,  Toronto 


THE  INSTRUMENT  OF  QUALITY 
CLEAR    AS   A  BELL 

Canterbury 

The  Highest  Class  Talking  Machine  in  the  World 


Marquette 
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Get  in  touch  with  the  Sonora  Distributor  named 
below,  who  has  charge  of  your  territory,  and 
learn  particulars  of  the  liberal  Sonora  proposition. 


State  of  New  York 

with  the  exception  of  towns  on 
Hudson  River  below  Pough- 
keepsie  and  excepting  Greater 
New  York. 

Gibson-Snow  Co., 
Syracuse,  N.  Y. 


State  of  New  Jersey. 

Sonora  Sales  Co.  of  New 
Jersey, 

605  Broad  St.,  Newark,  N.  J. 


State  of  Indiana. 

Kiefer-Stewart  Co., 
Indianapolis,  Ind. 


State  of  Nebraska  and 
Western  Iowa. 

Lee  Coit  Andreesen  Hard- 
ware Co., 

Omaha,  Nebr. 


TKe  New  England  States. 

Sonora    Phonograph    Co.  of 

New  England, 

221  Columbus  Ave.,  Bos- 
ton, Mass. 


Washington,  California, 
Oregon,  Arizona,  Nevada, 
Northern  Idaho,  Hawaiian 
Islands. 

The  Magnavox  Co., 

616  Mission  St.,  San  Fran- 
cisco, Cal. 


Southeastern  Pait  of 
Texas. 

Southern  Drug  Company, 
Houston,  Texas. 


Alabama,  Georgia,  Flor- 
ida and  North  and  South 
Carolina. 

Southern  Sonora  Company, 
310-314  Marietta  St.,  At- 
lanta, Ga. 


States  of  Montana,  North 
Dakota,  South  Dakota, 
Minnesota  and  Northern 
Iowa. 

Doerr-Andrews-Doerr, 
Minneapolis,  Minn. 


Missouri,  Northern  and 
Eastern  Part  of  Kansas, 
and  5  counties  of  N.E. 
Oklahoma. 

C.  D.  Smith  Drug  Co., 

613  Arcade  Bldg.,  St.  Louis, 
Mo.  St.  Joseph,  Mo. 


States  of  Colorado,  New 
Mexico  and  Wyoming 
east  of  Rock  Springs. 

Moore-Bird  &  Co., 

1751  California  St.,  Denver, 
Colo. 


Utah,  western  Wyoming 
and  southern  Idaho. 

Strevell-Paterson  Hardware 
Co., 

Salt  Lake  City,  Utah. 


Illinois  and  Eastern  Iowa. 

Sonora  Phonograph  Co.  of 
Illinois, 

720  S.  Michigan  Ave.,  Chi- 
cago, III. 


Wisconsin,  Upper  Michi- 
gan. 

Yahr  &  Lange  Drug  Co., 
Milwaukee,  Wis. 


Eastern  Pennsylvania, 
Maryland,  Delaware,  Dis- 
trict of  Columbia  and 
Virginia. 

Sonora  Co.,  of  Phila.,  Inc., 
1214  Arch  St.,  Philadelphia, 
Pa. 


Western  Pennsylvania  and 
West  Virginia. 

Sonora  Dist.  Co.  of 
Pittsburgh, 

505  Liberty  Ave.,  Pitts- 
burgh, Pa. 


All  of  Brooklyn  and  Long 
Island. 

Long  Island  Phonograph  Co., 
150  Montague  St.,  Brook- 
lyn, N.  Y. 


New  York  City,  with  the 
exception  of  Brooklyn 
and  Long  Island.  Also 

Counties  of  Westchester,  Put- 
nam and  Dutchess;  all  Hudson 
River  towns  and  cities  on  the 
west  bank  of  the  river,  south 
of  Highland;  all  territory  south 
of  Poughkeepsie. 

Greater  City  Phonograph  Co., 
Inc., 

311  Sixth  Avenue,  New 
York. 
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Co-operative  Advertising  Brings  Patronage  | 
to  a  Coterie  of  Live  Dealers  -  By  w.  buss  stoddard  I 


The  "neighborhood"  co-operative  advertise- 
ment movement  is  spreading  to  all  lines  in  all 
parts  of  the  country.  We  have  heard  for  some 
time  in  the  street  cars  and  on  billboards 
"Patronize  your  neighborhood  grocer"  and 
"Consult  your  neighborhood  druggist."  It  re- 
mained for  a  group  of  St.  Louis  merchants, 
however,  to  get  together  and  start  a  co-opera- 
tive campaign  to  induce  the  public  to  patronize 
their  neighborhood  Victor  dealer.  Their  ad 
was  headed:  "Stop  in  at  Your  Neighborhood 
Victrola  Store."  In  a  box  at  one  side  they  said: 
"Your  Neighborhood  Victrola  Store — It's  one 
of  these  eight — get  acquainted  with  it.  Bauer 
Music  House,  Wellston  Talking  Machine  Co., 
Deeken  Music  Co.,  DeMerville  Piano  Co.,  Dan- 
iel G.  Dunker  Piano  Co.,  Glaser's  Music  Shop, 
Lehman  Music  House  and  Todd  Jewelry  & 
Music  Co."  All  of  these  are  firms  located  in 
the  residential  districts  of  St.  Louis  and  the 
address  of  each  was  given  after  the  name.  The 
idea  was  to  get  people  in  the  habit  of  dropping 
into  the  store  near  their  home  instead  of  going 
downtown  to  make  their  purchases  of  records 
and  supplies.  This  side  box  was  run  in  all  of 
their  ads,  but  the  balance  of  the  notice  was 
changed  in  each  issue,  there  always  being  some- 
thing of  timely  appeal.  At  Valentine  time  they 
featured  a  number  of  love  ballads;  St.  Patrick's 
Day,  Irish  songs;  Easter,  hymns  and  selections 
from  the  oratorios;  at  Flag  Day,  patriotic 
music.  Several  of  the  firms  interviewed  de- 
clare it  is  the  most  satisfactory  form  of  adver- 
tising they  have  ever  used,  as  it  is  inexpensive, 
timely  and  gets  their  message  before  the  public 
more  effectively  than  they  could  do  alone. 
How  a  Live  Store  Gets  After  Trade 

It  is  not  often  that  you  hear  of  a  drug  store 
putting  in  such  an  elaborate  talking  machine  de- 
partment that  it  is  considered  worthy  of  a  full- 
page  ad,  but  McRoberts  Drug  Store,  Lancaster, 
Ky.,  is  the  happy  exception.  According  to  the 
manager  the  only  way  to  make  a  talking  machine 
department  a  success  is  to  give  it  plenty  of  space 
and  plenty  of  publicity.  This  drug  firm  carries  an 
average  of  thirty-five  models,  in  six  different 
finishes,  in  stock  and  finds  that  the  sight  of  so 
many  machines  acts  as  a  stimulus  to  buying, 
as  it  makes  customers  think  that  in  such  a  com- 
plete stock  they  will  be  pretty  sure  to  find  a 
model  to  satisfy  them.    "Of  course  we  do  not 
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make  a  practice  of  running  full-page  ads  of  our 
phonograph  department,"  said  the  manager, 
"but  at  stated  seasons  we  find  it  good  policy 
to  do  so.  At  these  times  we  always  dwell  on 
the  advantage  of  enjoying  the  instrument  while 
paying  for  it.  We  stock  good  grade  instru- 
ments and  not  many  in  a  small  town  can  pay 
cash  for  same,  so  we  feature  the  monthly  pay- 
ment plan  and  find  that  it  works  to  our  ad- 
vantage to  do  so.  In  fact,  it  is  better  for  us 
than  if  our  customers  paid  cash,  for  it  brings 
the  people  to  our  store  at  regular  intervals,  and 
they  are  nearly  always  sure  to  see  something 
else  of  which  they  stand  in  need.  In  the  Spring 
we  appeal  to  the  brides,  at  graduation  time  to 
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the  parents  of  the  graduates  and  at  holiday  time 
to  the  whole  family.  We  also  get  out  a  letter 
to  young  mothers  which  has  proved  very  suc- 
cessful.   This  letter,  changed  each  year,  reads: 

'Dear  Mrs.  Blank: — There  is  nothing  in  the 
home  of  such  vital  importance  to  children  as 
good  music.  There  is  nothing  that  binds  the 
family  so  closely  together  as  the  nightly  song- 
fests,  or  which  makes  home  so  much  enjoyed 
by  them  and  all  their  friends  as  a  Grafonola. 

'It  is  the  joy  supreme  for  children  of  all  ages. 
A  mother's  lullaby  at  twilight.  What  expresses 
so  much  love  and  sentiment?  Our  lullaby  rec- 
ords are  as  near  to  mother's  as  music  can  be. 
A  little  later — the  last  thing  at  night — a  good- 
night song  for  the  kiddies — a  sweet  song  that 
will  help  them  drift  off  quickly  into  slumberland. 
Again,  as  they  grow  older,  throw  back  the  rus, 
draw  out  the  Grafonola  and  dance.  Everyone 
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will  say,  "Gee,  that's  great!  Play  it  again!" 
Can  you  afford  to  be  without  one?  Come  in  to 
see  them  to-day.  Remember  a  dollar  down 
puts  a  Grafonola  in  your  home  during  this  sale." 
How  Sales  of  Exercising  Records  Increased 
The  talking  machine  department  of  Ayres  & 
Son,  Indianapolis,  Ind.,  recently  put  on  a  stunt 
that  greatly  increased  the  sale  of  their  exer- 
cising records.  This  time,  instead  of  watching 
a  demonstrator  go  through  the  exercises  to  the 
commands  of  the  machine,  the  "patients"  did 
the  exercises  themselves.  The  demonstration 
was  for  women  only.  The  ad  read,  "Why  be 
tat?  Join  our  flesh-reducing  classes  and  take 
off  some  of  the  'too,  too  solid  flesh.'"  For 
one  week  the  firm  employed  a  physical  culture 
teacher,  who  taught  all  would-be-thin  women 
how  to  take  off  flesh  to  the  sound  of  music. 
Classes  were  held  each  morning  and  afternoon 
in  a  room  adjoining  the  phonograph  depart- 
ment. Women  in  gymnasium  suits  lay  in  rows 
on  the  floor  and  kicked  and  swung  to  music, 
while  the  coach  gave  first  aid  to  many  winded 
patrons.  The  demonstration  was  a  great  suc- 
cess and  after  the  women  had  seen  how  easy 
it  was  to  do  their  own  reducing  scores  of  the 
records  were  purchased  in  order  that  the  practice 
begun  so  auspiciously  in  the  Ayres  gym  might 
be  brought  to  a  happy  conclusion  in  the  seclu- 
sion of  their  own  boudoirs. 

Some  Clever  Jingle  Advertising 
Trorlicht-Duncker,  St.  Louis,  Mo.,  have  been 
doing  some  clever  jingle  advertising  lately,  and 
one  of  their  "Bruns-Wicked  Ballads,"  while  de- 
signed to  catch  the  holiday  trade,  would  do 
equally  well  for  Easter,  graduation  or  birthday 
suggestions: 

As  Christmas  draws  near. 

It's  the  same  thing  each  year. 

You  think,  you  figure,  you  plan — 

"Oh,  what  sliall  it  be? 

Between  you  and  me 

VVliat  gift  can  I  get  for  tliat  man?" 

Something  worth  while, 
That's  bound  to  beguile 
The  long  Winter  evenings  away. 
A  Brunswick's  the  thing, 
Great  joy  it  will  bring — ■ 
Tlelter  visit  T.-D.  to-day. 

This  ad  showed  one  of  their  console  models 
which  tiicy  advised  could  be  purchased  on  the 
time-payment  plan  if  desired. 


JUST  OUT-POPULAR  ITALIAN  RECORDS  releases 


TRADE 


10-INCH  RECORDS  AT  75c 

1089 — 'A  'nnammurata  d'  'o  Core 

M.  PasqualiUo 
Margarete'  Cav.  D.  Giannini 


1093 — Tarantella  Sfiziosa  R.  Ciaramella 

'o  Piccerillo  R.  Ciaramella 

1083 — Ciccuzza  P.  Mazzone 

'a  Pacchianella  *e  Ultaiano 

P.  Mazzone 


Recorded  in  Italy 
by  the  best 
known  Italian  Singert 


New  Hits  Released  the  IStb  of  Each  Month 


WORD  ROLLS  AT  $1.25 

249 — Ninnolo 


INSTRUMENTAL  ROLLS  AT  90c 


246 — Sotto  'e  Cancelle  249 — Ninnolo  216 — L'eroe 

G.  Tetamo — M.  Nicdlo  E.  Tomassini— D.  Rulli       Marcia  Sinfonica  by  E.  C.  Bevilacqua 

252 — Separe'  C.  A.  Bixio     064 — Arrivanno  'America .  F.  Pennine    248 — Simpatia    Waltz  by  B.  Simonetti 

DISCOUNT  TO  DEALERS  —  ASK  FOR  CATALOGUES 

DISTRIBUTED  BY 

ITALIAN  BOOK  CO.,  Music  Dept.,  145  Mulberry  St.,  NEW  YORK,  N.  Y. 
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There  is  Only  One  "Daily  Dozen'' 


Walter  Camp's  "Daily  Dozen"— Set  to 
Music  on  Talking  Machine  Records 
Are  Only  Found  in  "Health  Builder"  Sets 


Your  experience  is  probably  similar  to  hundreds  of  other 
talking  machine  retailers  who  find  their  customers  insist  on 
Walter  Camp  s  "DAILY  DOZEN".  Nothing  else  will  do. 

Can  you  afford  to  pass  by  the  profits  to  be  made  in  supplying 
this  popular  demand? 

Whether  you  carry  other  physical  culture  sets  or  not  you  will 
find  a  demand  for  the  origmal  "DAILY  DOZEN".  This 
demand  is  going  to  be  greatly  stimulated  during  1923 
through  an  extensive  advertising  campaign.  Large  ads 
appearing  in  the  leading  publications  throughout  the  country 
will  send  customers  to  your  headquarters. 

If  you  do  not  already  carry  Health  Builder  sets,  plan  to  include 
them  in  your  line  for  1923.  Write  us  for  full  information 
to-day. 

HEALTH  BUILDERS,  Inc. 

DEPARTMENT  Wl 


334  FIFTH  AVENUE 


NEW  YORK,  N.  Y. 
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Getting  Into  a  Rut  Sounds  the  Death  Knell 
of  Business  Prosperity  and  Progressiveness 


When  one  does  the  same  thing  in  the  same 
manner  time  after  time  there  is  a  distinct  lack 
of  progressiveness  and  that  person  has  entered 
a  rut  from  which  he  will  find  it  difficult  to  ex- 
tricate himself.  As  a  matter  of  fact  the  person 
or  business  house  which  runs  along  in  set 
grooves  descends  to  mediocrity  and  if  a  certain 
stage  of  success  was  reached  prior  to  entering 
the  rut  this  success  will  not  be  lasting,  but  a 
process  of  retrogression  takes  place  and  the 
ultimate  end  is  the  only  logical  one — failure. 

The  merchant  as  well  as  the  men  whom  he 
employs  must  strive  at  all  times  for  originality, 
freshness  and  new  plans  to  interest  and  attract 
the  public.  The  dealer  who  plugs  along  year 
after  year  without  ever  attempting  new  mer- 
chandising plans,  without  advertising  ideas  dif- 
ferent from  others  he  has  put  into  effect,  or 
without  improving  his  window  displays,  is  sadly 
in  a  rut  and  he  is  in  danger  of  the  calamity 
mentioned  at  the  end  of  the  first  paragraph. 

If  the  merchant  is  incapable  of  thinking  up 
new  ideas  for  himself  then  he  should  study 
assiduously  a  trade  paper  like  The  Talking  Ma- 
chine'World  and  which  bears  specifically  on  his 
field.  In  every  issue  there  will  be  found  a 
wealth  of  ideas  which  can  be  turned  into  dollars 
for  the  merchant  who  has  the  vision  and  en- 
ergy to  capitalize  on  them.  Besides  the  trade 
paper  there  is  another  source  of  ideas  which 
might  be  used  by  the  talking  machine  dealer 
and  that  source  is  the  other  merchants  in  town 
who  face  similar  problems. 

Study  not  only  the  methods  of  your  success- 
ful competitor,  but  also  those  of  merchants  in 
related  lines  of  business.  Take  the  furniture 
business  for  example.  A  furniture  house  has 
practically  the  same  problems  in  selling,  credit 
terms,  collections,  etc.,  to  face  that  confront 
the  average  talking  machine  dealer.  The  talk- 
ing machine  dealer  might  get  some  important 
pointers  on  how  to  bring  up  his  collections,  de- 
crease his  repossessions  and  also  increase  his 
sales  by  getting  in  touch  with  the  sales,  credit 
and  advertising  managers  of  the  largest  furni- 
ture house  in  his  community.  Another  thing, 
while  it  is  not  always  the  largest  concerns  which 


use  the  most  successful  methods  and,  there- 
fore, the  small  houses  should  not  be  neglected 
in  this  search  for  information,  usually  a  busi- 
ness that  has  grown  to  substantial  proportions 
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has  done  so  because  of  the  simple  fact  that 
sound  merchandising  methods  are  used. 

A  good  plan  would  be  to  co-operate  with 
the  sales  manager  of  such  a  furniture  house  in 


an  exchange  of  certain  other  kinds  of  informa- 
tion to  the  advantage  of  both.  Alany  people 
who  buy  furniture  can  be  persuaded  to  purchase 
talking  machines  and  along  the  same  line  of 
reasoning  the  talking  machine  purchaser  would 
make  a  good  prospect  for  the  furniture  house. 
An  exchange  of  the  names  and  addresses  of 
these  customers  would  prove  valuable  to  each 
house.  These  are  only  a  few  suggestions  on 
how  a  business  house  can  get  out  of  the  rut 
and  thereby  assure  a  prosperous  career  for  it- 
self. There  are  many  more  and  it  is  up  to  the 
dealer  to  put  his  thinking  cap  on  and  get  busy. 

Before  concluding  it  might  be  wise  to  men- 
tion another  source  of  sales  ideas — the  manu- 
facturers' representatives.  These  men  are  often 
in  a  position  to  give  the  dealer  information  con- 
cerning successful  methods  tried  by  other  deal- 
ers which  he  would  find  impossible  to  obtain 
in  any  other  way.  The  traveling  man  makes 
personal  and  intimate  contact  with  many  deal- 
ers and  he  is  in  a  position  to  gain  much  in- 
formation which  could  be  put  to  profitable  use 
bv  other  merchants. 


RED  RECORD  SHOP  FORMALLY  OPENED      SOPHIE  TUCKER  RECORDS  POPULAR 


New  St.  Joseph,  Mo.,  Store  One  of  the  Finest 
in  Point  of  Equipment 


Okeh  Records  Made  by  Prominent  Vaudeville 
Headliner  Well  Received — Publicity  Cam- 
paign Greatly  Stimulates  Sales 


St.  Joseph,  Mo.,  January  2. — The  Red  Record 
Shop,  a  new  talking  machine  record  store,  711 
Francis  street,  this  city,  was  recently  formally 
opened.  Lawrence  Hayes  is  owner  of  the  new 
sTiop.  He  has  made  it  one  of  the  most  modern 
stores  of  its  kind  in  the  city.  Four  private 
demonstration  booths  with  sound-proof  walls 
are  built  in  the  back  of  the  store  and  the  front 
is  fitted  out  as  an  attractive  waiting  and  rest 
room. 

The  store  is  finished  in  gray  and  walnut  and 
the  furniture  is  of  Japanese  grass.  One  of  the 
most  attractive  features  of  the  place  is  a  group 
of  oil  paintings  that  Mr.  Hayes'  father,  Lee 
Hayes,  has  sent  him.  The  new  shop  will  handle 
Vocalion  records. 


Okeh  dealers  throughout  the  country  report 
an  active  demand  for  Sophie  Tucker  records 
and  this  popular  vaudeville  headliner  has  un- 


"EMPIRE"  Packing  C  ases 


Reinforced 
Three-Ply 
Veneer 


Standard 

for 

Phonographs 

and 

Radio  Sets 


Let  us  figure  on  your  requirements 

EMPIRE  MFG.  COMPANY,  Goldsboro,  N.  C. 


Sophie  Tucker 
doubtedly  added  to  her  prestige  materially 
through  the  success  of  her  Okeh  records.  The 
General  Phonograph  Corp.  has  co-operated  with 
its  jobbers  and  dealers  in  the  introduction  of 
Sophie  Tucker  records  by  using  timely  and 
effective  publicity  throughout  the  country. 

The  fact  that  Miss  Tucker  is  well  known  to 
practically  every  vaudeville-goer  made  the  pub- 
licity campaign  an  assured  success,  and  the  sale 
of  her  records  has  increased  month  after 
month.  Miss  Tucker,  who  records  for  Okeh 
exclusively,  has  a  voice  admirably  adapted  to 
recording,  and  the  various  hits  that  she  has 
recorded  during  1922  have  proven  fast  sellers 
in  all  of  the  leading  trade  centers  and  in  the 
great  majority  of  the  small  towns  where  her 
records  are  growing  in  popularity. 
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Pathe  The  World  Over 


The  Radio  Business 
Has  Come  to  Stay 

The  way  to  get  in  it,  safely  and 
slowl}'  and  to  learn  it,  is  to 
start  with  a  few  items  that 
everybody  wants.  Use  the 
coupon  below  and  we  will  send 
you  pamphlets  showing  the 
Pathe  Loud  Speaker,  Vari- 
ometer, Coupler  and  Dials. 

DEALERS 
Clip  Coupon  and  Mail  To  Us 


RADIO 


j    Please  send  me  pamphlet 
I    showing  cuts  of  the  Pathe 
Loud  Speaker  and  other 
'    radio  parts. 

Signed   


Make  Money  Selling 
Pathe  Actuelle  Needle- 
Cut  Records 

Turn  your  stock  over  eighteen 
times  a  year  and  have  your 
money  in  your  cash  drawer  in- 
stead of  on  the  shelf  at  the  end 
of  twelve  months. 

Others  are  doing  it,  why  not 
you?  Fill  in  the  coupon  below 
and  mail  it  to  us. 

We  have  preserved  dealers' 
profit  for  him. 

You  can  sell  two  records  easier 
than  one  on  the  55c  each,  two 
for  $1.00  basis  (59c  each,  two 
for  $1.15  in  far  west)  and  cut 
your  overhead  in  half. 


RECORDS  . 

Please  send  me  100  of  your 
latest  records  —  10  selec- 
tions, 10  of  each  number, 
price  30  cents  each  net 
to  us. 


CHECK 

.  .Dance 

. .  Vocal 

.  .  Instrumental 

. .  Operatic 

.  .German 

.  .Italian 


SisTied 


Pathe  Phonograph  &  Radio  Corp,, 


10-34  GRAND  AVENUE 
BROOKLYN,  N.  Y. 
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OVERCOMING  ANY  AFTER-HOLIDAY  BUSINESS  DECLINE  PEARSALL  ADDS  TO  ITS  BRONZE  SET 


Henry  S.  Jewett.  of  the  Wholesale  Promotion  Department  of  the  Aeolian  Co.,  Outlines  Practical 
Plans  for  Stimulating  Business  After  January  First  Through  Selling  and  Advertising 


After  the  ringing  of  happy  Christmas  chimes 
why  settle  into  the  gloom  of  a  dead  march? 

Do  dealers  in  musical  instruments  ever  ask 
themselves  whether  there's  a  real  reason  for 
accepting  the  post-holiday  sales  slump  without 
more  of  a  fight? 

The  Saturday  before  Christmas  probably 
finds  them  at  the  top  figure  for  1922  and  yet 
the  day's  sales  on  the  Saturday  before  New 
Year's  show  a  doleful  comparison  if  the  after- 
Christmas  dead  season  is  taken  for  granted. 

People's  hearts  don't  stop  beating  altogether 
with  the  passing  of  the  holidays  and  there's 
much  gift  money  usually  spent  after  Christmas 
and  New  Year's  if  merchants  consider  the  op- 
portunity. 

Luxuries,  which  include  musical  instruments, 
fine  furniture  and  jewelry,  can  often  be  sold  to 
people  who  want  to  purchase  something  worthy 
of  the  giver  with  their  gift  money. 

A  New  York  watch  salesman  told  me  he 
sold  more  watches  of  high  grade  during  the 
two  weeks  following  December  25  than  he  did 
the  two  weeks  previous. 

One  of  the  large  department  stores  had  its 
most  successful  sale  of  fine  mirrors  after 
Christmas  and  New  Year's,  probably  because 
mirrors  of  quality  last  for  generations— -much 
fine  furniture  was  sold  the  same  week  by  this 
store. 

In  both  these  cases  the  dealers  advertised 
and  went  after  the  gift  money  business. 

The  jeweler  might  have  pulled  a  blank  if  he 
had  advertised  inferior  watches  or  jewelry  at 
low  prices  and  maybe  these  days  would  be  poor 
for  featuring  pots  and  pans,  but  certainly  there 
is  a  luxury  market  the  last  week  of  December 
and  through  January. 

Many  persons  could  make  their  first  pay- 
ment on  a  piano  with  gift  money  if  they  were 
made  to  realize  how  much  more  a  piano  would 
mean  to  them  than  a  few  perishable  items  for 
which  they  might  spend  an  equal  sum. 

Phonographs,  too,  come  under  the  heading 
of  long-lived  luxuries  and  when  it  comes  to. 
records  the  New  Year's  business  for  songs  and 


dance  music  for  phonographs  should  be  tre- 
mendous. 

This  market  is  very  undeveloped,  as  is  the 
promotion  of  piano  rolls.  I  believe  a  series  of 
human-interest  ads  run  after  Christmas  and 
New  Year's  would  do  wonders  in  halting  the 
sales  toboggan  slide  which  many  people  now 
take  for  granted. 

All  the  owners  of  Pianolas  and  phonographs 
are  in  the  carnival  mood  of  enjoyment  during 
the  holiday  period  and  the  possession  of  these 
instruments  promotes  the  demand  if  the  dealer 
only  becomes  alive  to  and  grasps  his  oppor- 
tunity. 

Think  of  all  those  Winter  parties  which 
would  be  livelier  for  your  January  releases. 
Think  of  the  Winter  nights  at  home  your  mu- 
sical merchandise  would  joyously  pass. 

Think  of  the  timeliness  of  your  product  and 
make  your  prospects  realize  the  Winter  appeal 
of  music. 

Of  course,  there's  no  logic  in  trying  to  sell 
ice  to  Eskimos  or  cotton  stockings  to  a 
debutante,  but  there's  every  reason  to  hold  the 
Christmas  advantage  in  sales  of  music  mer- 
chandise well  into  January  instead  of  tying 
crepe  on  the  cash  register  the  moment  you've 
rung  the  last  Merry  Christmas  sale. 


COMMERCIAL  TRAVELERS'  GUIDE 

A  revised  edition  of  the  "Commercial  Trav- 
elers' Guide  to  Latin  America"  has  just  been 
brought  out  by  the  Department  of  Commerce. 
The  book  contains  vital  information  of  business 
etiquette  in  the  Latin-American  countries,  bring- 
ing out  the  social  and  business  rules  observed 
in  these  countries  and  giving  to  the  traveler, 
who  contemplates  doing  business  with  our 
neighbors  to  the  South,  a  fund  of  in\aluable 
information. 


MORE  SPACE  FOR  GOTHAM  SHOPS 

The  Gotham  Shops,  Inc.,  dealers  in  musical 
instruments,  which  recently  secured  quarters  at 
17  John  street,  New  York  City,  have  secured 
additional  space  at  50  Broadway. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3 -ply  Veneer 

j  The  Standard  Case  for  Talking 

j  Machines  and  Radio  Sets 

Let    us    figure    on   your  requirements 

MADE  BY 

PLYWOOD  CORPORATION,     Goldsboro,  N.  C. 

Mills  in  Va.,  N.  C.  and  S.  C. 


For  several  years  past  the  Silas  E.  Pearsall 
Co.,  10  East  Thirty-ninth  street,  New  York, 
Victor  wholesaler,  has  forwarded  to  its  friends 
in  the  trade  at  Christmastime  handsome  bronze 
novelties  appropriate  for  use  on  the  desk  or  in 
the  home.  This  year's  gift  consisted  of  a  very 
attractive  paper  cutter,  accompanied  by  a  card 
of  greetings.  These  pieces  of  bronze  have  be- 
come closely  identified  with  the  Pearsall  or- 
ganization and  the  Christmas  spirit  and  many 
letters  of  thanks  and  appreciation  have  been 
received  by  the  company  from  its  legion  of 
friends  in  the  industry. 


NEW  YORK  CONCERN  INCORPORATES 


A  charter  of  incorporation  was  granted  to 
the  American  Audioscope  Co.,  of  New  York 
City,  last  week,  with  a  capital  of  $300,000.  In- 
corporators are  E.  F.  Ries,  A.  G.  Hansen  and 
L.  ZoUa.  The  concern  will  engage  in  the 
manufacture  of  talking  machines. 


Main-Springs 


For  any  Phonograph  Motor 


Best  Tempered  Steel 


3/16  •• 


Each 

10  feet  for  all  small  motors  $  .30 

10  "  "  Pathe.  Columbia.  Helneman  35 

10  "  "  Columbia   40 

11  "  "  Columbia  with  hooks  50 

13  "  "  Victor,   old   style  45 

15  "  "  Tlctor.  new  style  50 

18  "  "  Victor,  new  or  old  style  70 

12  "  "  Helneman    and    Pathe  45 

10  "  "  Saal,  SUvertone,  Kraaberg  45 

13  "  "  Saal.  SUvertone,  Brunswick  50 

16  "  "  Sonera,  Brunswick.  Saal  60 

18  "  "  Helneman  and  Pathe  75 

S5  ■•  "  Bdlson  Disc    1.50 


SAPPHIRES— GENUINE 

Pathe,  very  loud  tone,  each  l5o,  100  lots  911.00. 
Edison  Loud-tone,  each  15c;  In  100  lots,  JII.50. 

TONE-ARMS 

The  Tery  best,  loud  and  clear,  throw-bacJi  I4.S0 

With  large  reproducer,  very  loud,   Universal   4.00 

With  smaller  reproducer,  but  loud  and  clear   3.50 

PHONOGRAPH  NEEDLES 
We  can  give  you  best  price  on  BrllUantone.  Magnedo.  Wall- 
Kane,  Tonofone,  Nupolnt.  Gilt  Bdge,  Inca*  and  Telvetone 

Needles. 

ORDER  RIGHT  FROM  THIS  AD 
Send  for  price  Ust  of  other  repair  parts  and  motors. 
Terms — P.   O.   B.   St.  Louis.  Mo.    Send  enough  to  cover 
postage  or  goods  will  be  shipped  by  express. 

The  Val's  Accessory  House 

1000-1002  Pine  St.         St.  Louis,  Mo. 
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THE     NEW     HALL     OF  FAME 


The         Tork  "Press  Heralds  the  Qreat 

SIGRID  ONEGIN 


Contralto^  Metropolitan  Opera  Co. 

A  New  Exclusive  Brunswick  Artist 

"A  voice  one  is  likelier  to  dream  of  than  to  hear." 

"For  sheer  dazzling  brilliance  it  blazes  like  the  noonday  sun." 

"There  seems  no  limit  to  her  technical  accomplishment." 

"Seldom  is  one  privileged  to  hear  such  splendid  and  satisf\'ing  singing." 

  (Pitts  Sanborn,  N.  Y.  Globe.) 

"A  voice  destined  within  a  month  to  sweep  some  cobwebs  from  the  sainted 
rafters  of  the  Metropolitan  Opera."  ((/.  11'.  Gabriel,  N.  Y.  Sun.) 


"Indeed,  one  of  the  few  great  voices  of  the  present  day." 

(Irving  Weill.  N.  Y.  livening  Jottrnal.) 


Vhe  "Tudor" 


For  her  first  recording  Mnie.  Onegin  selected  Samson  et  Dalila  {'Sly 
Heart  at  Thy  Sweet  \oice)  and  Carmen  (Gypsy  Song),  Brunswick 
(lold  Label  Record  No.  50018 — on  sale  with  February  records  to  be 
released  in  January.  Additional  Brunswick  recordings  of  Mme.  Onegin 
will  be  released  each  month. 

Brunswick  Records  Can  Be  Played  on  Any  Phonograph 

THE  BRUNSWICK-BALKE-COLLENDER  CO. 

Manufacturers — Established  1SJ,5 
CHICA<.0  NEW  VORK  CINCINNATI  TORONTO 


BRUNS\v^ICR 

PHONOGRAPHS      AND  RECORDS 


/ 
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A-3751— Musical  hysterics  witii  a  steady 
flow  ot  tiypnotizing  rtiyttim  ttiat  puts  tlie 
fidgets  in  your  feet.  It's  Eddie  Elliins' 
Orcliestra  playing  two  gorgeous  fox-trots, 
"Wlio  Cares"  and  "Blue." 


Columbia  Graphoptaone  Co 

NEW  YORK 


POWER  FROM  HARMONIC  VIBRATIONS    NEW  STORE  IN  ST.  PETERSBURG,  FLA.    MELLOR'S  PRACTICAL  GIFT  TO  TRADE 


Montreal  Inventor  Utilizes  Principle  of  Har- 
monic Vibrations  in  Designing  Motor 


Recognizing  the  possibilities  of  the  phenom- 
enon of  the  power  of  harmonic  vibrations, 
Leslie  R.  MacDonald,  of  Montreal,  has  invented 
a  motor  which  turns  this  principle  to  practical 
use. 

Merely  by  harnessing  a  pulley  with  a  web 
belt  attached  to  a  small,  rapidly  vibrating  bar 
of  steel,  Mr.  MacDonald  claims  to  have  devised 
an  efficient  source  of  power — a  motor  without 
armature,  commutator  or  brushes  and  with  no 
rotating  parts  except  for  the  whirling  drive 
pulley  actuated  by  the  vibrating  bar.  He  says 
that  his  invention  is  due  to  an  accidental  dis- 
covery made  while  repeating  a  familiar  experi- 
ment in  physics  called  "Melde's  Experiment." 
In  this,  a  string  running  horizontally  over  a 
pulley  is  attached  at  one  end  to  a  small  weighted 
pan,  while  the  other  end  is  fastened  to  a  tuning 
fork  set  in  motion  by  an  alternating  current. 

As  the  fork  vibrates,  the  string,  instead  of 
moving  back  and  forth,  as  one  might  naturally 
expect,  vibrates  up  and  down  with  a  snakelike 
whipping  motion.  Against  this  vibrating  string 
Mr.  MacDonald  placed  a  wooden  spool  slipped 
on  to  a  screwdriver.  The  spool  revolved  rap- 
idly! 

Realizing  the  possibilities  of  this  phenome- 
non, the  inventor,  according  to  a  Popular 
Science  Monthly  report,  arranged  to  maintain 
the  vibrations  of  the  fork  with  an  electro- 
magnet— and  his  new  motor  was  born! 

The  perfected  design  includes  elements  for 
maintaining  free  vibrations  electrically  and  a 
flexible  member  so  tensioned  as  to  allow  har- 
monic waves  to  be  produced  in  it  in  such  a 
manner  that  they  perform  useful  work  by  turn- 
ing a  pulley. 


-DEATH  OF  MRS.  L.  S.  SHERMAN 

Wife  of  Founder  of  Sherman,  Clay  &  Co.  Passes 
Away  in  San  Francisco 


S.\N  Francisco,  Cal.,  January  1. — Mrs.  Leander 
S.  Sherman,  wife  of  tiie  founder  of  Sher- 
man, Clay  &  Co.,  and  mother  of  Fred  Sher- 
man, died  recently  at  the  Dante  Sanitarium 
in  her  seventieth  year.  The  end  came  rather 
suddenly,  inasmuch  as  Mrs.  Sherman  apparently 
had  rallied  after  a  long  illness.  The  deceased 
had  resided  in  San  Francisco  for  sixty-four 
years,  was  a  talented  pianist,  a  member  of 
several  musical  clubs  and  active  in  charitable 
work.  The  Sherman,  Clay  &  Co.  store  was 
closed  on  Monday,  when  the  funeral  was  held. 


ORANOLA  RADIO  CORP.  CHARTERED 


The  Oranola  Radio  Corp.,  Wilmington,  Del., 
has  been  granted  a  charter  of  incorporation  in 
that  State,  with  a  capital  of  $1,000,000  to  engage 
in  the  manufacture  of  talking  machines. 


Fourth    Store    in    Philpitt   Music    Co.  Chain 
Opened  Recently  in  That  City 


St.  Petersburg,  Fla.,  December  30. — S.  Ernest 
Philpitt,  head  of  the  Philpitt  Music  Co.,  with 
stores  in  Jacksonville,  Tampa  and  Miami,  re- 
cently opened  the  fourth  store  of  the  chain  in  this 
city  with  the  complete  Philpitt  line,  including 
Steinway  &  Sons,  Aeolian  Co.,  Kurtzmann  and 
Francis  Bacon  pianos,  together  with  Estey 
organs,  band  instruments,  Victrolas  and  sheet 
music.  Mr.  Philpitt  called  a  meeting  of  his 
managers  on  November  24  to  discuss  the  pro- 
posed move  and  on  November  26  the  lease  on 
the  new  store  had  been  signed  and  preparations 
made  for  fitting  it  out  and  stocking  it. 

In  the  short  space  of  seven  years  the  business 
of  Mr.  Philpitt  has  developed  to  a  point  where 
he  is  the  largest  distributor  of  pianos  and  Vic- 
trolas in  the  State. 


Pittsburgh,  Pa.,  January  5. — With  its  usual 
thoughtfulness  and  consideration  the  C.  C. 
Mellor  Co.,  of  this  city,  Victor  wholesaler, 
presented  its  many  friends  in  the  trade  with  a 
handsome  Christmas  remembrance,  the  1923  gift 
consisting  of  a  Wahl  gold-mounted  fountain 
pen.  The  name  of  the  recipient  is  printed  in 
gold  on  the  barrel  of  the  pen  and  the  gift  con- 
stitutes one  of  the  most  practical  and  hand- 
some Christmas  remembrances  that  the  local 
trade  has  ever  received.  T.  T.  Evans,  manager 
of  the  Mellor  Victor  wholesale  division,  has 
received  many  expressions  of  thanks  from  the 
dealers  who  are  delighted  with  the  pen. 


R.  F.  PERRY  FINDS  BUSINESS  GOOD 


R.  0.  PERKINS  BUYS  CURRAY  STORE 

East  Palestine,  O.,  Dccemljer  30. — R.  O.  Per- 
kins, proprietor  of  the  Perkins  Music  Store, 
Salem,  O.,  has  purchased  the  Curray  Music 
Store,  this  city.  Mr.  Perkins  will  operate  the 
local  establishment  as  a  branch  store  and  will 
continue  to  sell  pianos,  talking  machines,  musi- 
cal instruments,  etc.  The  Curray  store  is  the 
oldest  music   concern   in   this  section. 


S.\LT  Lake  City,  Utah,  January  6. — R.  F. 
I'crry,  of  the  phonograph  sales  department  of 
the  Brunswick  Co.,  has  just  returned  from  a 
short  trip  through  the  southern  Idaho  and 
Wyoming  territory  and  is  very  optimistic  over 
ihc  increase  in  business  volume  and  tiie 
ever-increasing  demand  for  Brunswick  phono- 
graphs and  records.  With  the  marked  increase 
in  the  popularity  of  Brunswick  phonographs 
and  records  it  is  quite  evident  that  1923  will 
far  exceed  expectations  and  be  one  of  the  big- 
gest years  in  the  history  of  the  company's 
activity  in  the  Intermountain  territory. 


EIGHT  WmOVS 
YICTOl  ARTISTS 

In*" Concert  and  Entertainment 
Personal  Appearance  of 

Eight  Popular  Victor 
Favorites  on  One  Program 

A  live  attraction  for  live  dealers  and  jobbers 

Bookings  now  for  season  1923-1924 
Sample  program  and  paniculars  upon  request 

P.  W.  SIMON,  Manager 

1674  Broadway  New  York  City 


Famous  Ensembles  including 

Campbell  &  Burr  -  Sterling  Trio  -  Peerless  Quartet 
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Produced  95%  of  All  Replies 

This  highly  significant  and  interesting  letter  from  the  Jewel  Phonoparts  Co.  gives 
actual  figures  and  facts  as  to  the  drawing  power  of  advertising  in  THE  TALKING 
MACHINE  WORLD.    Many  similar  letters 


(all  unsolicited)  have  been  received  from 
our  advertisers  during  the  past 
few  years. 


Please  note  the  reference 
to  foreign  distribution  and 
the   overwhelming   s  u- 
premacy  of  The  World 
on  a  competitive  basis. 


We  maintain  copy  and  art  departments  that  will  be  pleased  to  submit  an  advertising 
plan  adapted  to  your  individual  proposition.      Let  us  send  you  copy  suggestions. 
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iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiii'!iiiiiiii!iiii!iiiiiiiiiiiiiiiiiiniii^ 

I  GOOD  PROSPECTS  FOR  1923  SHO  WN  IN 

I  SURVEY  OF  TALKING  MACHINE  TRADE  | 

I  Feeling  of  Optimism  Based  Upon  Decided  Revival  of  Trade  Prevailing  Throughout  the  | 
I  Industry — New  Year  Promises  to  Be  One  of  Greater  Achievement  | 

Hiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 

THERE  has  been  unquestionable  proof  during  the  past  few  months  of  the  fact  that  the  predicted  "come-back"  of  the  talking  machine 
business  has  actually  materialized  and  that  both  manufacturers  and  retailers  in  most  sections  of  the  country  have  been  getting 
their  full  share  of  the  business  volume  which  in  some  cases  has  equaled,  if  not  exceeded,  the  volume  of  business  done  during  the  peak 
year  of  1919. 

It  is  quite  evident  that  the  period  of  readjustment  and  stock  liquidation  in  the  trade  has  practically  reached  an  end,  and  that  the  busi- 
ness as  a  whole  is  in  a  very  healthy  and  promising  condition,  with  stocks  well  cleaned  out  and  ready  to  be  built  up  again  from  factory 
shipments.  This  indicates  a  demand  on  the  factories  that  will  keep  them  operating  for  several  months  this  year  which  in  itself  may  be 
taken  as  an  indication  of  stability. 

The  Talking  Machine  World  has  taken  occasion  to  make  a  survey  of  the  general  trade  for  the  benefit  of  its  readers,  getting 
opinions  from  manufacturers,  wholesalers  and  retailers  in  various  sections,  and  that  survey,  presented  herewith,  indicates  a  feeling  of 
sound  optimism  that  is  thoroughly  encouraging. 

The  fact  that  most  of  the  retailers  have  entered  the  new  year  with  small  inventories,  especially  in  the  matter  of  machines,  is  im- 
portant, for  it  not  only  indicates  a  revival  of  the  demand  for  talking  machines  and  records,  but  indicates  that  what  approximates  a  sell- 
er's market  will  exist  for  a  certain  period  this  year  at  least. 

Good  conditions  exist  in  practically  every  section  of  the  country,  although  the  local  situation  in  certain  territories,  particularly  where 
the  grain  growers  make  up  the  bulk  of  the  buying  population,  may  suffer  a  temporary  setback. 

With  the  country  as  a  whole  prosperous,  with  a  scarcity  of  skilled  labor  supplanting  the  unemployment  danger,  with  money  freer  and 
the  public  apparently  more  willing  to  spend  it,  there  appears  to  be  no  immediate  cause  for  worry  regarding  the  future  of  the  industry. 
Certainly  those  engaged  in  it,  particularly  the  manufacturers,  have  full  confidence  and  are  backing  up  that  confidence  with  plans  for 
great  activity  throughout  1923. 

Some  of  the  interesting  opinions  received  by  The  World  follow  and  are  well  worth  reading  as  a  guide  to  the  trade  situation. 


AEOLIAN  CO.,  New  York.  By  O.  W.  Ray, 
General  Manager  of  the  Vocalion  Red  Rec- 
ord Division: 

"The  year  1922  for  Vocalion  Red  records  and 
the  Aeolian  Co.  stands  out  as  a  year  of  in- 
creased business,  surpassing  all  past  years  dur- 
ing its  history.  We  are  entering  the  year  1923 
with  a  staff  of  twenty-four  distributors  and  an 
army  of  dealers  to  reach  our  consumers.  We 
are  serving  the  industry  with  merchandise 
that  has  attained  a  supreme  position  in  its  in- 
dividuality of  tone,  individuality  of  color  and 
individuality  of  profitable  returns,  and  the 
phonograph  merchants  have  recognized  the 
need  to  give  service  on  their  calls  for  the  Red 
record.  Our  factories  and  our  organization  are 
prepared  to  serve  the  industry  even  better  than 
ever  before  and  we  back  our  purpose  with  a 
sincere  good-will  for  a  bigger,  better  and  more 
permanent  phonograph  business." 
BRENARD  MFG.  CO.,  Iowa  City,  la.  By  F. 
W.  Kracher: 

"Looking  forward  into  the  year  1923  we  are 
still  optimistic  about  the  opportunities  in  the 
phonograph  field.  Every  manufacturer  of  a 
high-grade  article  and  every  dealer  of  a  quality 
phonograph  has  good  reason  to  be  optimistic. 
This  optimism  is  not  supported  by  empty  shout- 
ing about  the  good  times  ahead,  but  this  op- 
timism is  built  upon  the  knowledge  and  under- 


standing that  the  phonograph  business  is  never 
really  good  unless  we  get  out  and  make  it  so. 

"Our  experience  during  the  past  year  has 
been  that  there  are  phonograph  prospects 
everywhere  and  in  considerable  number.  These 
are  prospects  who  for  a  long  time  have  turned 
away  from  the  phonograph  and  refused  to  own 
such  an  instrument  which  produced  in  their 
opinion  canned  music  and  which  could  not  be 
classed  with  a  musical  instrument  at  all.  The 
hopeful  feature  is  that  this  class  of  people  is 
beginning  to  realize  the  necessity  of  the  phono- 
graph in  the  educational,  recreational  and  social 
program  of  every  home.  Thousands  of  schools 
will  put  phonographs  into  their  list  of  equip- 
ment, hospitals  and  churches  are  keenly  inter- 
ested in  phonographs  as  part  of  their  outfitting 
and  real,  honest-to-goodness  lovers  of  good 
music  who  have  looked  with  prejudice  upon  the 
phonograph  are  placing  it  into  their  homes. 
Here  ,is  a  large  field  for  the  careful,  intelligent 
worker. 

"We  have  good  reason  to  dispel  the  calamity 
liue  which  is  discoloring  the  life  of  many  phono- 
graph manufacturers  and  phonograph  dealers. 
The  time  has  come  when  we  all  must  do  some 
real  constructive  educational  work  to  keep 
phonograph  sales  on  a  productive  basis.  There 
will  be  fewer  phonographs  'bought'  in  1923  than 
there  were  several  years  ago,  but  there  will  be 


RADIO  CABINETS 

Especially  suitable  to  completely  and  con- 
veniently house  radio  sets.  Furnished  in  Ma- 
hogany or  Oak;  with  or  without  horn,  casters 
or  Formica  panel.  Size  43  inches  high,  18 
wide,  22  deep.  Full  details  and  prices  on 
request. 

CURTIS  IS.  ANDREWS 

BUFFALO,  IS.  Y. 


iiiany  more  phonographs  'sold'  so  that  any 
active  and  wide-awake  manufacturer  and  dealer 
will  not  have  to  take  the  trip  to  the  poorhousc 
which  so  many  pessimists  have  prophesied  for 
the  last  two  years  and  which  we  all  have  side- 
stepped so  long  and  thus  far  very  successfully. 

"Our  dealers  have  been  carefully  groomed  so 
that  they  understand  that  phonographs  must  be 
sold,  that  they  will  not  sell  themselves.  They 
have  been  taught  to  see  prospects  all  around 
them,  although  these  prospects  will  not  come 
trouping  to  the  store. 

"With  hallucinations  dispelled,  with  determi- 
nation to  get  the  business  by  going  after  it  and 
by  finding  the  numerous  prospects  still  in  ex- 
istence, phonograph  business  for  1923  will  be 
good.  Yes,  it  means  work  and  plenty  of  it,  and 
the  harder  we  work  the  less  time  we  will  have 
to  fall  into  the  very  bad  and  dangerous  habit  of 
swapping  tales  of  dullness,  which  exists  partly 
because  we  accept  it  instead  of  getting  out  and 
{Continued  on  page  30) 
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lilerall}'  driving  it  away  by  sustained  effort." 
A.  BRUNS  &  SONS,  Brooklyn,  N.  Y.    By  H. 
N.  Karpen: 

"The  year  just  about  to  close  has  been  con- 
siderably better  than  the  preceding  year.  The 
apparent  hesitancy  on  the  part  of  the  public  to 
invest  in  musical  instruments  has  largely  been 
overcome  and  a  tone  of  renewed  optimism 
pervades  the  country. 

"As  for  the  prospects  for  1923,  it  is  our  be- 
lief that  the  public  pulse  will  be  quickened  to 
the  fundamental  economic  soundness  of  Amer- 
ican business.  The  unemployment  situation  has 
been  largely  overcome  and,  naturally,  steady 
work  at  good  wages  is  conducive  to  renewed 
prosperity  and  prosperity  is  the  keynote  to  good 
business. 

"By  the  law  of  economics  business  can  only 
prosper  to  the  extent  that  people  have  money 
to  spend  and  then  spending  it  naturally  gives 
industry  renewed  vitality.  Taking  everything 
into  consideration  we  feel  that  1923  will  see 
the  period  of  depression  largely  behind  us. 
Judging  from  the  opinions  of  our  large  cap- 
tains of  industry  we  are  on  the  brink  of  an 
era  of  renewed  activity  in  business  and  naturally 
a  period  of  prosperity." 

BURNS-POLLOCK  ELECTRIC  MFG.  CO., 
Indiana  Harbor,  Ind.  By  A.  J.  Burns,  Presi- 
dent: 

"Speaking  from  the  point  of  view  of  our  own 
product,  which  is  the  only  product  we  know 
much  about,  I  am  pleased  to  state  that  the 
amount  of  business  we  did  during  the  year 
1922  exceeded  by  70  per  cent  the  business  our 
company  did  during  the  year  1921.  We  feel 
that  the  talking  machine  business  is  only  in  its 
infancy.  We  also  feel  that  in  order  to  stim- 
ulate the  talking  machine  business  and  hold  the 
public's  attention  and  admiration  for  same  it 
will  be  necessary  that  there  be  some  radical 
changes  in  the  present  design  of  talking  ma- 
chines. Every  other  furnishing  which  goes  into 
the  home  has  gone  through  extreme  and  radical 


changes  while  the  talking  machine  has  remained 
practically  at  a  standstill.  This,  with  the  cut- 
ting of  prices,  which  has  a  tendency  to  destroy 
the  fixed  value  of  the  article,  has  turned  the 
public's  mind  away  from  this  household  neces- 
sity, for  a  necessity  it  is,  as  music  is  a  recog- 
nized necessity  in  every  home.  We  attribute  our 
great  success  in  the  talking  machine  field  to  the 
fact  that  we  have  something  different  to  offer 
the  public  and  something  that  adds  beauty  and 
charm  to  the  home." 

COLUMBIA  GRAPHOPHONE  MFG.  CO., 
New  York.    By  H.  L.  Willson,  President: 

"Phonograph  and  record  business  will  be 
good  in  1923.  I  make  this  statement  without 
qualification,  based  on  my  observation  of  in- 
dustrial conditions  in  the  United  States. 

"Unemployment  is  at  low  ebb,  wages  remain 
high,  industry  generally  is  on  the  up-grade,  and 
there  is  a  nation-wide  movement  toward  home 
building  which  will  create  a  large  potential  de- 
mand for  phonographs  and  records.  Radio  has 
accentuated  the  value  of  phonograph  music  as 
leal  entertainment.  While  six  or  eight  months 
ago  there  was  some  doubt,  perhaps,  in  the 
minds  of  prospective  purchasers  whether  to  buy 
a  phonograph  or  a  radio  outfit,  that  doubt  has 
been  dispelled  in  our  favor.  In  1923  there  un- 
doubtedly will  be  less  destructive  competition 
in  the  way  of  nondescript  product  and  gyp 
dealing. 

"The  marked  mcrease  in  the  sales  of  the 
Columbia  Graphophone  Co.  in  the  past  two  or 
three  months  has  been  most  encouraging  and, 
with  generalh'  improved  conditions  and  specific 
conditions  applicable  to  our  company's  product 
and  policies,  leads  me  to  the  firm  conclusion 
that  1923  will  bring  a  revival  of  demand  for 
both  phonographs  and  records,  and  the  prac- 
tical meaning  of  the  much-used  phrase,  'Back 
to  Normalcy'  will  be  realized." 
E.  F.  DROOP  &  SONS  CO.,  Washington,  D. 
C.    By  E.  H.  Droop,  Secretary: 

"It  is  our  opinion  from  our  wholesale  point 
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KNICKERBOCKER 

TALKING  MACHINE  CO.,  Inc. 

138  West  124th  Street  New  York  City 

Victor  Wholesalers 

WILL  GLADLY  SHOW  YOU  HOW ! ! 

Write  for  Our  Sales  Plan 

1  QOQ  "THE  DAWN  OF  A  NEW  ERA  IN 
IV^O    THE  VICTOR  RECORD  BUSINESS" 

A  Happy  New  Year  to  All 
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Made  in  Our 
Watch  Oil 

DEPARTMENT 

which  for  half  a  century 
has  made  80%  of  all  the 
watch,  clock  and  chronom- 
eter oil  used  in  America. 

The  Best  Oil  For  Any  Talking  Machioe 

In  refining,  Nyoil  is  given  the  same  care  as  our 
famous  watch  .oil  receives.  All  gums  and  impuri- 
ties are  removed,  leaving  it 

Colorless,  Odorless  and  Stainless. 

Housekeepers  say  they  would  not  be  without 
Nyoil  because  it  is  best  for  phonographs  and  sew- 
ing machines — for  polishing  furniture  and  wood- 
work and  is  odorless  and  will  not  stain.  It  is  free 
from  acid  and  will  not  gum,  or  become  rancid. 
Sportsmen  find  it  best  for  guns  because  it  prevents 
rust. 

NYOIL  is  put  up  in  1-oz..  3.oz.  and  8-oz.  Bottles 

and  in  Quart  and  Gallon  Cans. 
For  Sale  by  all  Talking  Machine  Supplies  Dealers 

WILUAM  F.  NYE,  New  Bedford,  Mass.,  U.S.A. 


of  view  conditions  in  1923  will  be  very  much 
better  than  during  the  previous  year.  Our  prin- 
cipal operations  are  in  the  South,  and  this  sec- 
tion of  the  country  which  was  'shot  to  pieces' 
because  of  the  drop  in  cotton,  etc.,  is  recovering. 

"I  believe  the  people  will  have  more  money 
to  spend,  not  only  for  Victrolas,  but  for  pianos 
and  other  musical  instruments.  From  general 
observation  I  think  that  the  people  all  over  the 
country  are  growing  into  the  deeper  apprecia- 
tion of  music,  as  they  have  found  that  it  is 
essential  in  Jiappy  home  building  and  main- 
tenance." 

EASTERN  TALKING  MACHINE  CO.,  Bos- 
ton, Mass.  By  H.  Shoemaker,  General 
Manager: 

"Nineteen  hundred  and  twenty-three  from 
present  indications  and  what  we  can  see  of  the 
future  looks  to  be  the  banner  year  in  the  talk- 
ing machine  industry.  The  idea  of  music  in  the 
home  is  becoming  more  general  than  it  has 
ever  been  and  there  is  more  publicity  directed 
at  this  in  the  national  press  than  ever  before. 
It  is  just  a  question  of  the  ability  of  the  retail 
merchant  to  be  keen  enough  to  see  this  and 
capitalize  the  work  which  is  being  done  for 
him  by  the  press. 

"The  talking  machine  market  is  rapidly  be- 
coming stabilized  and  the  financial  condition 
of  the  companies  now  in  the  field  is  greatly 
improved,  and  for  this  reason  the  industrj'  is 
on  a  firm  and  stronger  basis  than  it  has  been 
for  some  time  in  the  past." 
By  E.  W.  Killgore,  Sales  Manager: 

"Christmas  buying  on  the  part  of  the  public 
demonstrated  one  thing.  Qualitjr  and  not  price 
was  the  determining  factor.  Nationally  adver- 
tised products  were  sought  after  and  for  this 
reason  Victor  dealers  experienced  the  biggest 
business  in  their  history.  Nineteen  hundred 
and  twenty-three  is  a  question  mark.  From  all 
indications  it  should  be  a  wonderful  year  for 
the  retailer. 

"The  announcement  of  the  new  model  Vic- 
trolas was  timely  and  gave  a  big  boost  to 
Christmas  buying.  The  demand  could  not  be 
supplied  and  naturally  a  great  deal  of  buying 
had  to  be  diverted  to  1923.  The  cumulative 
effect  of  the  machines  sold  and  now  in  the 
home  will  be  great.  Each  one  will  be  a  booster 
for  the  machines  to  come.  This,  coupled  with 
the  national  advertising  of  the  Victor  Co., 
should  make  1923  a  wonderful  year." 
EMPIRE  PHONO  PARTS  CO..  Cleveland,  O. 
By  W.  J.  McNamara.  President: 

"We  are  glad  to  say  that  1922  was  a  very 
prosperous  year  for  us  and  the  outlook  for 
1923  looks  very  bright.  The  country  in  general 
seems  to  be  busy  and  the  mechanic  is  getting 
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a  good  rate  of  wages,  and  we  see  no  reason 
why  1923  should  not  be  a  good  year  in  the  talk- 
ing machine  industry." 

THOS.  A.  EDISON,  INC.,  Orange,  N.  J.  By 
A.  H.  Curry,  Vice-president,  Phonograph 
Division: 

Mr.  Curry  said  that  there  seemed  to  be  no 
doubt  but  that  the  general  improvement  in 
Edison  business,  vi^hich  has  been  manifest  each 
month  for  some  months  past,  predicates  an 
excellent  year  in  1923,  not  only  for  the  Edison 
Co.,  but  for  the  Edison  jobbers  and  dealers. 
He  estimated  that  the  increase  at  the  factory 
end  would  be  about  100  per  cent  over  that  for 
1922;  that  the  jobbers'  business  would  increase 
about  75  per  cent  over  that  for  last  year,  and 
that  the  dealers'  business  would  increase  on 
the  average  SO  per  cent  over  last  year. 

Liquidation  with  the  Edison  retail  trade  has 
been  practically  completed  and  January  1,  1923, 
saw  the  smallest  amount  of  stock  on  the 
floor  of  Edison  retailers  that  has  ever  been  the 
case.  All  of  this,  Mr.  Curry  feels,  will  cause 
a  great  deal  of  enthusiasm,  in  so  far  as  selling 
efforts  during  the  present  year  are  concerned. 

He  further  feels  that  the  retail  dealers  will 
see  fit  to  carry  a  somewhat  larger  inventory 
of  instruments  than  has  been  the  case  during 
the  so-called  period  of  depression,  owing  to 
more  rapid  turnover. 

With  liquidation  accomplished  and  with  the 
floor  stocks  at  a  low  ebb,  the  new  year  will 
start  off  on  the  basis  where  the  dealers  will 
purchase  to  supply  actual  needs  and  the 
jobbers  will  do  likewise.  That  is  a  condition 
for  which  the  Edison  organization  has  been 
strenuously  working  for  the  last  j'ear  and  which 
the  whole  trade  has  hoped  would  obtain  soon. 

Mr.  Curry  feels  that  prices  will  remain  stable 
during  the  present  year  as  there  is  nothing  now 
to  indicate  any  likelihood  of  further  reduction 
owing  to  the  fact  that  there  are  no  over  sup- 
plies of  raw  materials  and  labor  prices  do  not 
show  a  tendency  to  drop. 


A.  C.  ERISMAN,  Boston,  Mass.: 

"Relative  to  an  expression  of  opinion  as  to 
the  development  of  the  talking  machine  industry 
in  1922  and  the  prospects  for  1923  we  are 
pleased  to  submit  our  views.  The  year  1922 
has  been  the  passing  year  for  many  depressed 
stocks — 1922  has  been  a  housecleaning  year 
and  the  buying  public  has  been  offered  talking 
machines  of  questionable  reputation,  etc.,  at 
ridiculous  prices.  I  now  find  that  those  adver- 
tising that  class  of  merchandise  are  finding  their 
sales  growing  less  and  less,  and  I  can  mention 
many  of  the  dealers  throughout  this  territory 
who  advise  that  it  does  not  pay  them,  at  the 
present  time,  to  advertise  the  so-called  non- 
descript types  of  instruments.  The  same  thing 
applies  to  the  record  industry. 

"I  feel  that  evolution  in  the  talking  ma- 
chine industry  has  taken  place.  We  have  been 
in  a  splendid  position  to  observe  this,  as  one 
year  ago  we  came  out  with  a  line  of  Strand 
instruments  introducing  artistic  flat  top  con- 
sole models  at  a  price  the  public  could  afford 
to  pay. 

"In  observing  the  retail  business  for  man\', 
many  years,  we  know  the  buj'ing  public  was 
anxious  to  have  in  the  home  an  instrument 
of  beauty  as  well  as  tone.  Now  as  the  public 
is  offered  a  combination  of  both  we  are  ad- 
vising our  dealers  that  they  can  look  for  a 
vi-onderfully  increased  volume  of  business  be- 
cause in  reality  they  will  have  two  lines  of 
prospects.  First,  the  people  that  want  musjc  in 
their  homes  and  a  high-grade  phonograph  to 
furnish  this  music;  second,  the  class  of  people 
that  have  an  eye  appeal  and  will  be  interested 
in  the  instrument  from  the  artistic  side  of  it, 
giving  a  much  easier  selling  line  of  merchan- 
dise than  they  have  ever  had  to  oft'er  the  public 
before. 

"In  observing  conditions  in  the  various  terri- 
tories with  various  dealers  and  comparing  cer- 
tain dealers  in  certain  cities  with  others,  the 
same  conditions  prevail  with  most  of  the  old- 


fashioned  dealers  that  have  existed  in  years 
gone  by.  The  old-fashioned  dealer  has  been 
more  or  less  reluctant  to  take  up  the  new  style 
products  and  the  newer  dealers  are  taking  on 
that  product  with  enthusiasm,  and  you  can  see 
Ihe  volume  of  business  going  to  the  new  dealers 
in  many  localities.  It  seems  pitiable  that  the 
old  dealers  should  let  their  own  ■  viewpoint — 
not  the  viewpoint  of  the  buying  public — rule 
Iheir  establishments. 

"We  also  feel  that  talking  machine  dealers, 
in  general,  are  becoming  better  merchants,  and 
they  realize  that  there  is  a  certain  field  in  their 
territory  for  the  sale  of  instruments  and  sup- 
plies, and  they  are  trying,  in  every  possible 
way,  to  take  care  of  their  customers'  wants  by 
giving  them  all  these  various  side  lines.  We 
have  a  splendid  opportunity  of  observing  this, 
being  independent  jobbers — buying  lines  of  mer- 
chandise to  help  the  dealer,  plus  profits  to  his 
establishment — and  our  viewpoint  for  1923  is — 
to  those  dealers  with  merchandising  instinct — 
there  will  be  nearly  double  the  talking  machine 
business.  In  fact,  this  has  been  true  in  the 
past  three  months.  •  We  have  a  large  number  of 
the  more  progressive  dealers  who  have  doubled 
their  business.  For  the  progressive  merchant 
in  1923  there  never  has  been  a  better  opportu- 
nity, in  our  estimation,  than  the  opportunity  that 
now  faces  him.  The  revival  of  added  interest  in 
the  talking  machine  industry  is  due  to  the  beau- 
tiful models  that  are  now  offered,  which  is  the 
one  big  stimulant,  and  with  many  high-grade  at- 
tractive and  useful  side  lines  he  has  a  wider 
range  than  ever  and  a  greater  opportunity  for 
making  sales.  Nineteen  hundred  and  twenty- 
three  is  going  to  be  a  good  year  for  the  pro- 
gressive merchant." 

GREATER  CITY  PHONOGRAPH  CO.,  New 
York.    By  Maurice  Landay: 

"We   have    enjoyed    excellent    business  this 
year  and  feel  confident  that  1923  will  eclipse 
1922.     Our  opinion  for  increased  business  in 
(Continued  on  page  34) 


As  Beautiful  as  Any  High -Grade  Phonograph'' 

—  has  been  the  comment  about  Bestone  Wireless  Apparatus 


The  exceptional  design,  quality  materials  and 
scientific  accuracy  of  Bestone  Wireless  Appa- 
ratus has  attracted  the  attention  of  leading 
phonograph  dealers  all  over  the  country. 

Bestone  Radio  Apparatus  offers  the  Phono- 
graph Dealer  an  unusual  profit  opportunity — 
as  our  line  includes  Receiving  Sets  at  all 
popular  prices  ranging  from  $22.50  to  $125.00. 

Send  for  our  New  Illustrated  Catalog 
and  Sales  Proposition 
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BESTONE  NO.  701  V.T.  DETECTOR  AND 
TWO  STAGE  AMPLIFIER  RECEIVING  SET 

This  Receiving  Set  has  been  designed  as  an 
instrument  of  beauty  with  the  capacity  of  repro- 
ducing broadcasting  of  music,  speech  and  signals 
with  distinct  audibility,  clarity  of  tone  and  with- 
out distortion. 

Practical  tests  with  this  unit  have  demonstrated 
unusually  long  receiving  range. 

No  special  or  technical  knowledge  is  necessary 
to  operate  or  obtain  the  maximum  benefits  from 
this  high  grade  Receiving  unit. 

List  Price  $75.00 


HENRY  HYMAN  &  CO.,  Inc. 


Manufacturers 


Executive  Ofl&ces: 
476  Broadway,  New  York 


Branch: 

212  W.  Austin  Ave.,  Chicago 
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VOCA 


Distributors  of  the  Vocalion 
and  Vocalion  Records 

WOODSIDE  VOCALION  CO., 

154  High  St.,  Portland,  Me. 
LINCOLN  BUSINESS 
BUREAU, 
1011  Race  St.,  Philadelphia,  Pa. 
CLARK  MUSICAL  SALES 
CO.,  324  N.   Howard  St.. 
Baltimore,  Md. 
O.  J.  DEMOLL  &  CO., 

12th  and  G  Sts.,  N.  W.  Wash- 
ington, D.  C. 
LIND  &  MARKS  CO., 

530  Bates  St.,  Detroit,  Mich. 
VOCALION  CO.  OF  CHI- 
CAGO, 

529  S.  Wabash  Ave.,  Chicago,  111. 
VOCALION  CO.  OF  OHIO, 
328  W.  Superior  St.,  Cleveland, 
Ohio. 

LOUISVILLE  MUSIC  CO., 

529  S.  4th  St.,  Louisville,  Ky. 
THE  AEOLIAN  CO.  OF 
MISSOURI, 

1004  Olive  St.,  St.  Louis,  Mo. 
GUEST  PIANO  CO., 

Burlington,  Iowa. 
D.  H.  HOLMES  CO., 

New  Orleans,  La. 
STONE  PIANO  CO., 

Fargo,  N.  D. 
STONE  PIANO  CO., 

826  Nicollet  Ave.,  Minneapolis, 
Minn. 


Vocalion  Records  Are  Play 
able  On  All  Phonographs. 


Jacobean 
Vocalion  s 

THE  sturdy  char- 
acteristics of  the 
Jacobean  Period  are 
obtainable  in  both 
Console  and  Stand- 
ard Model  Vocalions 
— individual  in  style 
and  workmanship. 
All  Period  types  are 
equipped  with  the 
exclusive  Vocalion 
tone-control  —  the 
Graduola. 


Style  1623 


The  Aeolian 


AEOLIAN  HALL 
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LION 


Selvin's  Orchestra 

Exclusively 

VOCALION 

THE  Vocalion  Dance  Records  of  Selvin's  Or- 
chestra have  gained  nation-wide  popularity. 
This  top-notch  organization  plays  nightly  at  New 
York's  Boardwalk  Restaurant.  They  record  exclu- 
sively for  Vocalion  Red  Records. 

Selvin's  Latest  Recordings 


Distributors  of 
Vocalion  Red  Records 

MUSICAL  PRODUCTS  DIS. 
CO., 

37  E.  18th  St.,  New  York  City. 

A.  C.  ERISMAN  CO., 

174  Tremont  St.,  Boston,  Mass. 

GIBSON-SNOW  CO., 

306  W.  Willow  St.,  Syracuse, 
N.  Y. 

SONORA  DIST.  CO., 

505  Liberty  Ave.,  Pittsburgh, 
Pa. 

HESSIG-ELLIS  DRUG  CO., 
Memphis,  Tenn. 

STREVELL-PATERSON 
HARDWARE  CO., 
Salt  Lake  City,  Utah. 

MOORE-BIRD  CO., 
Denver,  Colo. 

MUNSON-RAYNER  CORP., 
643  S.  Olive  St.,  Los  Angeles, 
Cal. 

THE  MAGNA  VOX  CO., 
616  Mission  St.,  San  Francisco, 
Cal. 


10-inch 
10-inch 


Let  us  give  you  complete  in- 
formation for  1923  regarding 
the  Vocalion  line  of  phono- 
graphs and  V ocalion  Red 
Records. 


Fuzzy- Wuzzy  Bird  and 
Open  Your  Amis,  My  Alabamy 

Fox-trots   14472 

Don't  Bring  Me  Posies.  Fox-trot  14457 

Lovin'  Sam  and 

Time  Will  TeU.    Fox-trots  14447 

I  Found  a  Four-Leaf  Clover  and 
I'll  Build  a  Stairway  to  Paradise 
from  The  Scandals  of  1922.  Fox-trots  14434 


Company 
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Home   S^Qel  Home,      Veil    call  it  Jour-ney's  End, 


JOUBNEirS  END 


TheBigSongHit 

from. 

Up  She  Goes! 
TheBigShowHit 


THE NE¥'AUCEBLUE GOWN       tKe  sameWnters- 


""^u  carit^owron^ 
'^ithanyFEISTson^^^ 
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1923  is  based  partly  on  the  fact  that  the 
emergency  phonograph  merchandise  has  been 
practically  eliminated  in  this  market. 

"With  the  disappearance  of  this  sort  of  mer- 
chandise the  field  in  1923  will  be  left  entirely 
to  the  few  nationally  known  phonographs.  We 
feel  assured,  therefore,  that  1923  will  be  another 
successful  year  for  Sonora." 
GIBSON-SNOW  CO.,  Syracuse,  N.  Y.  By 
C.  T.  Malcomb: 

"As  phonograph  distributors  we  were  greatly 
surprised  at  the  large  volume  of  business 
handled  during  1922.  We  thought  we  were 
making  ample  provisions  for  supplying  the  de- 
mand, but  found,  after  the  season  had  advanced, 
that  we  had  only  scratched  the  surface.  With 
orders  on  file  for  $50,000  worth  of  machines  we 
are  practically  sold  out  on  all  models.  We 
fully  expect  that  the  most  of  these  orders  will 
stay  put  and  that  we  will  fill  them  after  the 
first  of  January.  Our  dealers  are  as  completely 
sold  out  as  we  are  and  are  accepting  orders  for 
Spring  delivery.  We  look  forward  to  1923  with 
a  good  deal  of  optimism  and  we  anticipate  that 
1923  will  far  exceed  any  year  we  have  ever 
known  in  the  phonograph  business. 

"As  Sonora  distributors  we  are  laying  plans 
for  a  very  strenuous  campaign  and  we  hope  we 
will  have  no  difficulty  in  making  our  1923  busi- 
ness even  bigger  than  the  1922  business.  We 


find  that  the  greater  number  of  our  dealers 
are  buying  the  better  class  of  machines  and 
our  sales  this  year  have  been  on  the  higher- 
priced  models." 

HALL  MFG.  CO.,  Chicago.   By  A.  J.  Fiddelke, 
Manager: 

"There  has  been  a  very  noticeable  increase 
from  month  to  month  in  our  line  during  the 
year  of  1922  and  from  all  indications  this 
increase  will  continue  during  the  year  of  1923. 

"The  talking  machine  business  in  general  has 
about  reached  normalcy  and  as  business  con- 
ditions have  improved  throughout  the  country 
during  the  past  twelve  months  there  is  every 
reason  to  believe  that  the  talking  machine  line 
will  continue  to  enjoy  prosperity  that  will  surely 
grow  with  the  start  that  has  been  given 
this  line  during  the  past  few  months.  We  are 
now  working  at  top  speed  in  our  factory  and 
experiencing  difficulty  in  meeting  the  require- 
ments of  our  trade." 

KIRKMAN  ENGINEERING  CO.,  New  York. 
By  T.  W.  Kirkman,  General  Manager: 

"During"  the  last  three  months  we  supplied 
quite  a  large  quantity  of  K-E  automatic  stops 
to  widely  separated  manufacturers  of  talking 
machines.  The  persistency  and  regularity  of 
their  orders  convince  us  this  represents  a 
permanent  improvement  rather  than  mere 
Christmas  business.     The  manufacturers  have 


paid  comparatively  promptly  and  we  believe 
they  are  in  improved  financial  condition. 

"Business  appears  to  be  well  distributed  and 
not  spotty  and  we  are  quite  hopeful  for  the 
future,  and  products,  conditions  and  trade  vol- 
ume in  1923  will  be  a  great  improvement  over 
1922." 

MODERNOLA  CO.,  Johnstown,  Pa.    By  E.  E. 
Holmann,  Manager  of  Sales: 

"The  year  1922  with  all  its  trials  and  troubles 
is  past  us.  It  was  a  year  which  we  believe 
will  not  soon  be  forgotten.  The  labor  situation 
with  its  strikes  and  the  unprecedented  price 
cutting  were  both  factors  which  made  the  out- 
look for  the  year  very  gloomy  indeed.  Add 
to  this  the  fact  that  early  in  1921  our  factory 
was  destroyed  by  fire  and  that  due  to  this  fact 
we  re-entered  the  trade  in  1922  almost  the  same 
as  a  new  concern,  we  are  glad  indeed  to  say 
that  notwithstanding  these  handicaps  the  busi- 
ness of  1922  was  ver3'  satisfactory.  The  last 
four  months  of  the  year  were  encouraging  and 
even  surpassed  our  expectations. 

"Judging  solel3'  from  the  reports  of  our  sales 
force  and  from  letters  received  from  our  dealer 
representations,  the  year  1923  will  see  the 
phonograph  trade  back  to  normal.  The  advance 
orders  we  already  have  indicate  to  us  that 
confidence  has  been  restored  and  that  the  deal- 
ers look  to  a  very  prosperous  1923." 
MUTUAL  PHONO  PARTS  MFG.  CO.,  New 
York.     By  A.  P.  Frangipane,  Secretary: 

"A  review  of  the  business  we  have  done  in 

1922  is  undoubtedly  very  similar  to  the  reports 
from  other  concerns  in  the  phonograph  indus- 
try. For  the  first  eight  months  there  was  but 
slight  improvement  over  the  previous  year,  but 
in  the  latter  months  a  high-water  mark  for 
monthly  sales  was  reached.  In  fact,  each  of 
the  last  three  months  of  1922  surpassed  the 
best  previous  sales  record. 

"Although  a  barometer  of  the  phonograph 
industiy  will  show  that  the  last  few  months 
of  any  year  are  wont  to  showing  an  increase, 
thus  giving  rise  to  a  feeling  of  optimism  for 
the  ensuing  year,  nevertheless  we  believe  that 

1923  will  show  a  decided  improvement  over  the 
past  several  years.  This  impression  is  based 
upon  the  fact  that  we  are  receiving  many  in- 
quiries from  manufacturers  who  specify  their 
requirements  for  the  early  part  of  1923  and 
request  that  we  quote  accordingly.  Without 
exception  they  all  state  that  they  expect  to  do 
a  big  business  in  1923.  In  closing  let  us  hope 
that  1923  will  fulfill  the  prophecies  of  good 

{Contiuiied  on  page  35) 


VELVET  COVERED  TURNTABLES 

ADD  TO  THE  QUALITY  OF  MACHINES 


THE  BEST  TALKING  MACHINES  ARE  EQUIPPED  WITH 


A.  W.  B.  BOULEVARD  VELVETS 

GRAND  PRIZE— GOLD  MEDAL,  ST.  LOUIS  EXHIBITION 

WRITE  FOR  SAMPLES  AND  PRICES 

A.  WIMPFHEIMER  &  BRO.,  Inc. 
450-460  Fourth  Avenue,  New  York 

ESTABLISHED  1845 


COTTON  FLOCKS 

.  .FOR.. 

Record  Manufacturing 
THE  PECKHAM  MFG.  CO.,  S^r'^.^^S! 
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Nora  Bayes  slips  another  quarter  into  ttie  meter  and 
cooks  up  ttie  tionest-to-goodness,  best  sing-song  ot 
"Lovin'  Sam"  (Tlie  Slieik  ol  Alabam')  that  has  yet 
been.  For  dessert  she  serves  "Daddy's  Goin'  Huntin' 
Tonight."  Both  on  the  same  platter.  A-3757. 


Columbia  Graphophone  Co. 

NEW  YORK 
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fortune  emanating  from  various  sources  in  the 
phonograph  field." 

NEW  YORK  ALBUM  AND  CARD  CO.,  INC., 
New  York.    By  Max  Wellinger,  President: 

"Although  the  early  part  of  1922  certainly 
appeared  very  gloomy  from  a  business  stand- 
point I  was  at  all  times  confident  of  the  future 
and  enthusiastic  in  preaching  that  the  winding 
up  of  the  year  would  be  favorable.  I  am  now 
glad  to  see  that  this  little  prophecy  of  mine  has 
proven  correct  even  to  a  greater  extent  than 
I  had  anticipated.  Prices  on  raw  materials  have 
advanced  recently  to  a  certain  degree  and  in 
all  probability  the  market  will  not  go  lower 
during  the  year.  The  merchants,  however,  have 
been  placing  orders  in  larger  quantities,  which 
means  that  the  manufacturer  will  be  busy  right 
along.  I  expect  1923  to  be  a  prosperous  year 
in  every  way." 

SEABURG  MFG.  CO.,  Jamestown,  N.  Y.  By 
E.  J.  Seaburg,  President: 
"We  have  had  a  very  good  Fall  and  holiday 
trade  and  business  conditions  for  the  Spring, 
judging  from  inquiries  received,  and  business 
conditions  in  general,  are  very  good;  in  fact,  we 
are  starting  out  the  New  Year  with  a  substan- 
tial amount  of  orders  for  immediate  and  Spring 
delivery." 

GENERAL  PHONOGRAPH  CORP.,  New 
York.  By  W.  C.  Fuhri,  General  Sales  Man- 
ager, Record  Division. 
"Our  company  is  closing  its  most  successful 
year  as  manufacturer  of  Okeh  and  Odeon  rec- 
ords and  we  have  reason  for  optimism  concern- 
ing the  future  of  this  branch  of  our  business 
especially.  During  the  past  six  months  many 
important  dealers  have  added  the  Okeh  and 
Odeon  line,  and  their  purchases  indicate  their 
enthusiasm.  Reports  coming  from  all  parts  of 
the  country  indicate  that  dealers  have  enjoyed 
a  very  large  sale  of  phonographs  and  records 
during  the  past  Christmas  season  and  it  is 
very  evident  that  the  interest  of  the  public  in 


phonograph  music  is  growing  from  year  to  year. 
Higher  priced  instruments  are  going  into  homes 
of  the  people  of  the  United  States  who  feel 
that  the  phonograph  is  the  most  versatile  of  all 
entertainers,  and  the  public  is  willing  to  pay  for 
a  high-class  instrument  which  will  serve  not 
only  as  an  entertainer,  but  as  an  ornament. 

"There  is  a  tendency  on  the  part  of  the  public 
toward  console  design  phonographs,  and  many 
fine  examples  are  being  offered  by  manufac- 
turers of  fine  furniture  who  have  an  established 
reputation.  The  designs  of  some  of  these  period 
type  instruments  are  especially  attractive  and 
the  word  'nondescript'  is  no  longer  suitable 
when  applied  to  the  quality  product  of  high- 
class  manufacturers,  who  have  entered  the  field 
during  the  past  year. 

"The  day  of  the  'nondescript  phonograph,' 
in  my  judgment,  is  past,  and  the  time  has 
arrived  when  the  independent  quality  instrument 
is  appreciated  by  the  public,  which  realizes  that, 
like  the  automobile,  a  phonograph  may  be 
assembled  of  standard  units  which  insure  equal 
service  and  satisfaction,  when  compared  with 
products  manufactured  by  some  of  the  older 
companies  in  the  business. 

"It  is  generally  known  that,  without  excep- 
tion, automobile  manufacturers  buy  a  large  part 
of  their  equipment  from  companies  which  spe- 
cialize particularly  in  electrical  apparatus,  etc., 
and  there  is  no  reason  why  manufacturers  of 
fine  furniture  cannot,  with  success,  build  high- 
class  phonographs  of  equal  merit  with  any  on 
the  market,  and,  in  many  cases,  these  instru- 
ments can  be  offered  the  public  profitably  by 
the  dealer,  at  substantially  less,  because  heavy 
overhead  expenses  do  not  exist. 

"The  public  is  beginning  to  realize  this,  and 
I  am  certain  the  future  of  these  independent 
instruments  is  extremely  good.  This  is  indi- 
cated by  the  forward  contracts  we  have  for 
phonograph  motors  and  equipment,  running 
into  the  year  1923. 


"Further  evidence  is  given  by  the  fact  that 
some  of  the  foremost  dealers  in  the  United 
States,  who  cannot  afford  to  handle  anything 
but  meritorious  products,  are  offering  independ- 
ent models  to  their  customers  with  assurances 
of  satisfaction. 

"1923  will  be  a  big  year  for  the  phonograph 
trade,  and,  of  course,  the  more  phonographs 
sold  the  more  records  we  will  sell,  if  our  prod- 
uct continues  to  receive  the  approval  of  the 
public,  as  is  evidenced  by  the  year  which  we 
have  just  closed." 

WALL-KANE  NEEDLE  MFG.  CO.,  INC., 
Brooklyn,  N.  Y.  By  N.  Cohen,  President: 
"The  writer  merely  wishes  to  state  that  he 
is  very  optimistic  about  the  coming  year  and 
believes  that  it  wilL  be  a. very  successful  one. 
We  have  found,  during  the  past  year,  that  the 
Wall-Kanes  are  so  well  established  that  it  was 
absolutely  unnecessary  to  have  any  representa- 
tion for  them  on  the  road.  The  mail  orders 
have  been  so  heavy  that  we  have  been  rushed 
to  capacity  to  fill  them  and  we  believe  that  this 
is  due  to  the  advertising  campaigns  so  success- 
fully carried  on  since  this  needle  was  intro- 
duced." 

LIND  &  MARKS  CO.,  Detroit,  Mich.   By  S.  E. 
Lind,  President. 

"We  are  pleased  to  be  able  to  express  our 
satisfaction  with  the  results  of  the  year  1922, 
looking  at  it  from  many  angles.  Over  one  hun- 
dred and  fifty  new  dealers  have  been  added  to 
our  books  during  the  past  year,  and  the  repeat 
business  obtained  from  them  has  been  most 
gratifying. 

"We  feel  that  prospects  for  1923  are  very 
good  indeed,  and  we  expect  our  1923  business 
to  show  an  enormous  increase,  even  over  our 
1922  showing,  and  we  are  planning  an  adver- 
tising campaign  for  the  coming  year  on  our 
Wolverine  line. 

"We  base  this  upon  the  fact  that  practically 
(Continued  on  page  36) 


A  FEW  JOBBING  TERRITORIES  STILL  OPEN 


WALL-KANE  NEEDLES 

Each  needle  s^uaranteed 
to  play  ten  records. 


CONCERT  NEEDLES 


JAZZ  NEEDLES 


Steel  needles  in  tones  of    The  special  extra  loud 
extra  loud,  loud,  medium       needle.    The  only  one  of 
and  soft.  its  kind  in  the  world. 


Profit-Producing  Jobbing  Proposition 
WALL-KANE  NEEDLE  MFG.  JCO^  3922  14th  Avenue.  B  N.  Y, 
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without  exception  all  of  our  dealers  are  plan- 
ning   intensive    selling    campaigns    on  both 
Vocalion  and  Wolverine  lines  of  merchandise 
for  the  coming  year.    Almost  without  exception 
the  dealers  on  our  lists  are  now  operating  on 
sound  business  principles  and  are  laying  their 
plans  carefully,  and  with  considerable  foresight, 
and  we  cannot  see  anything  but  an  era  of 
advancing  prosperity  for  the  talking  machine 
and  record  industry  during  1923." 
THE  TALKING  MACHINE  CO.,  Philadelphia, 
Pa.    By  George  A.  Tatem,  Sales  Manager. 
"Along  with  all  other  Victor  jobbers,  we  have 
enjoyed  a  very  satisfactory  year.     The  two 
weeks    preceding    Christmas,    especially,  have 
vindicated  the  belief  we  consistently  held  for 
months  that  the  holiday  demand  for  Victor 
products  would  be  even  greater  than  preceding 
years. 

"While  the  usual  shortage  was  quite  evident, 
less  difficulty  was  experienced  in  adjusting 
stocks  because  the  demand  was  not  so  much 
centered  on  one  or  two  types  as  in  previous 
years.  This  had  a  twofold  advantage,  in  that 
it  enabled  both  jobber  and  dealer  to  fill  prac- 
tically all  orders  with  few  exceptions  and  at 
the  same  time  clean  the  slate  for  the  new  year. 

"Looking  ahead  to  the  coming  year  we  have 
but  to  review  our  past  eighteen  years'  experi- 
ence in  handling  Victor  products  exclusively 
to  find  a  firm  foundation  for  our  confidence  of 
even  greater  opportunities  in  the  year  immedi- 
ately ahead  and  many  years  to  come.  Every 
indication  points  to  an  unusually  prosperous 
year  for  1923.  It  is  well  to  remember  that  our 
recovery  from  the  depression  following  the  war 
has  been  gradual,  but  steady.  There  is  room 
for  much  encouragement  in  the  very  fact  that 
the  buying  public  shops  more  deliberately  than 
in  previous  years.  This  means,  if  it  means  any- 
thing, that  Victor  business  will  grow  even  more 
rapidly  than  in  previous  years,  because  the" 
public  is   going  to  be  more  discriminating  in 


its  choice  of  musical  instruments.  As  jobbers 
of  Victor  products  exclusively,  we  are  already 
laying  our  plans  for  greater  activities  in  the 
full  confidence  that  the  close  of  1923  will  justify 
our  faith  in  the  future  of  this  business. 

"As  far  as  we  have  been  able  to  ascertain, 
practically  all  of  our  dealers  hold  the  same 
optimistic  view  of  the  possibilities  that  lie  just 
ahead." 

LOUISVILLE   MUSIC   CO.,  Louisville,  Ky. 
By  Ben  L.  Loventhal,  President. 

"The  fact  that  we  have  taken  a  ten-year  lease 
on  a  new  store  in  the  high-rent  district,  which 
we  believe  to  be  the  best  located  retail  store 
in  the  city,  shows  our  faith  for  the  coming 
years  in  the  talking  machine  business. 

"Business  for  the  year  1922,  in  volume,  has 
been  very  satisfactory  and  from  all  appearances 
we  have  made  money.  However,  this  cannot 
be  determined  until  stock-taking  time.  Both  our 
retail  and  wholesale  business  shows  a  strong 
tendency  to  grow.  We  believe  this  is  due  to 
the  fact  that  tobacco  conditions  are  good  and 
that  the  tobacco  raiser  in  this  part  of  the  coun- 
try is  being  properly  financed  on  a  co-operative 
basis.  Cotton  conditions  are  also  much  im- 
proved. With  these  conditions  in  view  we  are 
mapping  out  a  larger  program  for  1923,  as  we 
believe  conditions  warrant  it." 
UDELL  WORKS,  Indianapolis,  Ind.  By  Tom 
Griffith,  Sales  Manager. 

"As  far  as  the  Udell  Works  are  concerned,  we 
are  coming  into  the  new  year  with  more  real 
or  sure  business  than  we  have  had  since  1919. 
It  is  not  special  contract  business  either,  and 
is  from  folks  who  discount  their  bills.  The  new 
year  looks  mighty,  good  to  us,  and,  in  fact,  the 
tremendous  home-building  program  that  has 
been  going  on  in  this  country  is  going  to  make 
the  talking  machine  business  good.  This,  in 
our  judgment,  is  inevitable.  We  have  had  in 
the  last  four  months  a  splendid  business  and 
there  is  not  any  question  in  our  minds  but  what 


the  new  year  is  going  to  be  a  good  one  for  us. 

"The  only  word  of  caution  that  we  can  sug- 
gest is  that  manufacturers  and  jobbers,  and,  in 
fact,  the  whole  fabric,  must  be  careful  and  not 
start  this  price  pyramiding  again,  because  if 
they  do  there  will  result  but  one  thing,  and 
that  is  a  strike  on  the  part  of  the  buyers  and 
the  whole  house  of  cards  will  fall  down  on  us 
again.  There  is,  of  course,  danger  of  this  in  a 
rising  market,  but  I  believe  that  the  business 
men  of  this  country  have  learned  their  lesson." 

UNIT   CONSTRUCTION   CO.,  PhUadelphia, 
Pa.    By  H.  H.  Beach,  Vice-president: 

"All  information  received  to  date  bearing 
upon  trade  conditions  throughout  the  country 
gives  indication  of  the  talking  machine  business 
having  made  decided  strides  during  the  past 
three  to  four  months  and  of  having  attained  a 
more  solid  commercial  footing.  This  must 
necessarily  have  a  most  beneficial  effect  upon 
the  1923  results. 

"Better  selling  organizations  and  better  gen- 
eral business  getting  facilities  are  in  evidence; 
these,  plus  a  determination  toward  still  greater 
improvements,  seem  to  be  the  order  of  the  day. 

"Normalcy  has  no  decisive  meaning  to-day. 
I  do  not  see  wherein  we  can  be  guided  by  any 
particular  previous  records  or  achievements. 
The  future  should  be  treated  as  a  distinctively 
new  business  era  and  every  effort  should  be 
put  forth  to  establish  new  standards  much 
higher  than  those  by  which  we  have  been  guided 
in  the  past. 

"We  have  in  our  engineering  department  more 
plans  for  contemplated  store  changes  than  ever 
before  at  this  season.  This  in  itself  is  good 
evidence  of  an  awakening  on  the  part  of  the 
trade  to  the  need  of  putting  talking  machines 
and  kindred  products  before  the  public  in  a 
higher  class  manner.  This  in  itself  will  tell  the 
story  better  than  almost  anything  else,  as  it  has 
long  been  recognized  that  proper  presentation 
is  probably  the  chief  essential  in  the  merchan- 
dising of  phonographs  and  talking  machines. 
We  are  exceedingly  optimistic  and  are  very 
certain  that  our  optimism  is  based  on  a  good 
solid  foundation." 

VICTOR  TALKING  MACHINE  CO..  Camden, 
N.  J.  By  Ralph  L.  Freeman,  Director  of 
Distribution: 

"Of  course,  the  most  important  development 
affecting  our  industry  in  1922  has  been  the  gen- 
eral improvement  in  fundamental  conditions.  In 
the  trade  itself  the  liquidation  of  inventories  of 
goods  that  could  not  stand  the  strain  of  a  com- 
petitive market,  the  correction  of  past  mistakes 
in  buying,  the  balancing  of  stocks  and  the  elim- 
ination of  irresponsible  manufacturers  mark 
mile  posts  on  the  road  of  progress. 

"As  to  this  year  our  feeling  is  that  general 
conditions  will  be  a  full  third  better  than  in 
1922,  that  the  talking  machine  business  will  be 
larger  in  at  least  that  degree  and  that  standard 
trade-marked  products  will  enjoy  the  preference 
they  merit.  Our  production  schedules  up  to 
May  are  based  on  this  expectation. 

"We  believe  there  already  is  a  noticeable 
change  in  demand  favoring  records  of  selections 
of  a  higher  class  than  those  that  had  such  a 
considerable  vogue  in  the  recent  past  and  that 
this  promises  to  be  a  feature  of  this  year's 
business." 

WASMUTH-GOODRICH  CO.,  Peru,  Ind.  By 
E.  M.  Wasmuth,  President 

"Nineteen  twenty-two  has  been  a  big  year 
in  the  talking  machine  world,  not  perhaps  so 
large  in  the  volume  of  business  done  but  cer- 
tainly a  very  consequential  year  as  it  affected 
the  industry. 

"Old  stocks  and  obsolete  patterns  with  which 
the  trade  was  deluged  during  the  early  part  of 
the  year  have  been,  to  a  large  extent,  liqui- 
dated, the  demand  has  increased  and  the  busi- 
ness has  been  stabilized  to  an  extent  that  ap- 
proaches the  condition  that  existed  prior  to 
the  depression,  beginning  in  1920. 

"Everything  promises  at  least  a  normal  de- 
mand for  phonographs  in  1923.    There  should, 


The  1923  Season  Is  Before  Us 
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Why  Not  Try  Something  Different? 
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The  Special  Feature  Machine 

As  Good  as  the  Best 
Better  Than  Many 

Our  Portable,  THE  MODERNOLETTE,  has 
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we  think,  be  a  warning  given  to  manufacturers 
and  dealers  to  conduct  their  business  in  a  con- 
servative way  and  not  to  be  stampeded  by 
abnormal  seasonal  demand. 

"Nineteen  twenty-three  should  be  one  of  the 
best  years  that  the  industry  has  ever  experi- 
enced and  undoubtedly  will  be  if  safe  and  sane 
business  methods  are  observed." 
LAKESIDE  SUPPLY  CO.,  Chicago.  By  G.  C. 
Fricke,  President 

"Our  experience  this  year  in  the  talking  ma- 
chine industry  shows  that  practically  all  of  the 
dealers  in  the  country  allowed  their  stocks  to 
run  down,  not  taking  any  chances  of  any  fur- 
ther decline  in  wholesale  prices.  When  the 
holiday  season  was  approaching  and  the  dealers 
found  it  necessary  to  replace  their  merchan- 
dise, it  absolutely  swamped  the  factories  and 
no  one  was  able  to  take  care  of  the  demands. 
We  ourselves  are  behind  and  others  in  the  in- 
dustry cannot  accept  orders  for  shipment  for 
from  three  to  four  months. 

"It  appears  as  though  there  is  going  to  be  a 
continuous,  healthy  business  in  the  phonograph 
industry,  irrespective  of  the  fact  that  radio  has 
taken  such  a  strong  hold.  We  contend  that 
the  radio  will  never  replace  the  phonograph,  as 
the  reproduction  from  a  record  is  far  superior 
to  the  music  that  comes  in  on  the  radio. 

"There  remains  but  a  very  small  amount  of 
surplus  material  in  phonographs  in  the  country 
and  the  era  of  low  prices  has  passed.  The 
;phonograph  business  is  rapidly  coming  back 
into  its  own  and  we  anticipate  a  prosperous 
year." 

MICKEL  BROS.  CO.,  Omaha,  Neb.    By  H.  B. 
Sixsmith,  Sales  Manager 

"The  Christmas  Victor  business  throughout 
the  State  greatly  exceeded  our  expectations. 
Of  course,  there  are  probably  still  a  half  dozen 
towns  that  are  laboring  under  strike  con- 
ditions, but  this  influence  was  not  so  great  as 
to  affect  the  general  returns. 

"The  peak  of  most  every  line  of  business  was 
reached  in  1920  and  I  have  it  from  most  of 
our  larger  dealers  and  also  from  some  of  the 
larger  mercantile  establishments  that  the  1922 
business  had  reached  the  1920  peak  before  De- 
cember 1,  and  that  December  gave  them  the 
greatest  business  in  their  history. 

"Iowa  is  an  agricultural  State.  The  smaller 
towns  that  are  forced  to  rely  on  the  farming 
communities  for  their  business  did  not  fare  as 
well  as  the  larger  towns  that  have  a  fair  pro- 
portion of  their  population  on  fixed  salaries. 
The  farmer  is  one  of  the  most  complaining 
mortals  on  the  face  of  the  earth,  and  in  view 
of  the  fact  that  he  has  been  in  the  dumps  for 
so  long  it  takes  the  other  extreme  of  business 
conditions  to  increase  his  optimism  to  any 
noticeable  extent.  It  is  true  that  his  products 
are  bringing  him  greater  returns  than  last  year 
and  this  fact  has  caused  him  to  loosen  the 
purse-strings  a  little  more. 

"The  general  belief  is  that  the  business  dur- 
ing 1923  will  show  a  marked  increase  over  the 
previous  year.  The  momentum  gathered  from 
the  remaining  days  of  1922  will  last  sufficiently 
into  1923  to  stiffen  the  backbone  of  the  mer- 
chant." 

CHENEY  TALKING  MACHINE  CO.,  Chi- 
cago.   By  Alfred  C.  Harper,  President 

"We  look  forward  to  the  year  1923  with  a 
great  deal  of  optimism  as  we  believe  that  the 
phonograph  business  will  be  very  satisfactory. 
General  business  conditions  are  sound.  Labor 
is  very  well  employed  at  present,  which  means 
greatly  increased  purchasing  power  among  all 
of  the  laboring  classes,  and  the  marked  advance 
in  food  products  over  a  year  ago  is  rapidly 
restoring  the  purchasing  power  of  the  farming 
communities.  We  believe  this  increased  pur- 
chasing power  means  greater  prosperity  in  the 
entire  phonograph  industry  of  1923. 

"The  business  of  the  Cheney  Talking  Ma- 
chine Co.  has  been  very  satisfactory  during 
1922,  as  we  had  a  very  marked  increase  over 
the  previous  year.    During  1922  we  opened  up 


a  number  of  new  accounts  among  the  finest 
dealers  in  the  country  and  their  business  has 
been  very  gratifying.  The  enormous  demand 
that  developed  for  the  Cheney  during  the  Fall 
months  was  such  that  it  became  necessary  for 
us  to  refuse  to  take  on  any  new  accounts.  We 
are  rapidly  increasing  our  production  in  our 
Grand  Rapids  plants  which  will  make  it  possible 
for  us  to  take  on  the  very  desirable  accounts 
which  we  had  to  refuse  during  the  past  season." 
SHERMAN,  CLAY  &  CO.,  San  Francisco,, Cal. 

By  A.  M.  Bird,  Manager,  Wholesale  Victor 

Department 
"In  my  opinion  the  most  important  develop- 
ment during  the  year  1922  was  the  action  on 
the  part  of  the  Victor  Co.  adding  to  its 
catalog  of  instruments  the  horizontal  models. 
Apparently  they  have  opened  an  entirely  new 
field  for  the  sale  of  Victrolas.  Observation 
would  indicate  that  the  buying  public  is  divided 
into  two  classes,  those  preferring  upright  models 
and  those  who  have  waited  for  the  announce- 
ment of  the  horizontal  models.  The  develop- 
ment of  this  latter  class  should  amount  to  con- 
siderable proportions  during  the  next  few  years. 
This  does  not  mean  that  the  upright  models  are 
to  become  obsolete — the  contrary  is  the  fact. 

"The  outlook  for  1923,  in  my  opinion,  is  most 
promising  in  this  section,  based  on  the  fol- 
lowing; 

"1.  The  holiday  buying  is  reported  to  be  the 
largest  in  the  history  of  this  State. 

"2.  Increased  buying  has  been  general 
throughout  the  country  since  July  IS. 

"3.  The  crops  of  this  State  and  this  country 
have  increased  materially  in  value,  enhancing 
the  purchasing  power. 

"4.  The  public  in  general  and  business  men 
individually  are  talking  and  thinking  prosperity 
This  is  the  first  essential  in  my  opinion  to  a 
forward  movement,  as  opinion  guides  judgment 
and  judgment  guides  investments  and  causes  a 
general  loosening  of  the  purse-strinK^-" 
NEWMAN'S  MUSIC  SHOP,  Jersey  City,  N.  J. 
By  A.  B.  Newman 

"Early  in  1922  when  conditions  were  very 
bad  we  made  this  decision.  People  would  buy 
phonographs.  The  styles  would  be  chiefly  period 
and  the  public  would  slowly  but  surely  demand 
quality  merchandise  presented  in  a  clean  man- 
ner. We  also  decided  that  the  day  of  the  non- 
descript was  about  to  pass. 

"We  made  arrangements  to  give  the  public 
this  merchandise  of  quality,  then  we  altered  our 
store  so  that  we  could  present  it  properly. 
New  booths  and  an  entire  new  store  front  were 
installed  at  considerable  expense.  After  it  was 
all  done  we  wondered  for  a  time  if  we  made  a 
wise  decision,  for  business  did  not  seem  to  re- 
spond as  anticipated  to  the  new  fixtures  and 
improvements. 

"Constant  plugging  gradually  brought  results 
on  machine  business.  We  made  it  a  point  to 
promote  record  business  also  by  means  of  win- 
dow displays  which  in  the  past  were  impossible, 
owing  to  our  lack  of  display  space.  We  short- 
ened terms  on  machines  and  were  careful  in 
accepting  accounts.  After  accepting  accounts 
we  followed  collections  religiously. 

"Suddenly  we  received  excellent  results. 
Quality  merchandise  and  period  models  were 
in  demand  far  greater  than  the  supply.  Record 
business  increased  40  per  cent  over  last  year, 
(1921).  Sale  after  sale  we  have  traced  to  our 
new  store  front.  We  know  of  one  instance 
where  a  customer  passed  several  phonograph 
stores  to  purchase  from  us  simply  because  our 
store  front  attracted  her  and  when  in  the  market 
she  remembered  the  instrument  seen  in  our 
window. 

"Not  only  did  the  public  demand  the  ma- 
chines of  type  and  quality  anticipated,  but  rec- 
ord purchases  were  made  from  a  quality  stand- 
point also.  Although  dance  records  are  the 
most  popular,  we  find  the  demand  not  only 
for  a  certain  selection,  but  necessary  that  it  be 
recorded  properly  and  by  a  well-known  orches- 
{Continued  on  page  40) 
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New  EDISON  Consoles 
To  Fit  Every  Purse 

William  and  Mary  Console 

npHE  antique  period  style  of  this  William  and 
Mary  console  model  is  appropriate  for  use 
in  the  finest  home.  The  design  is  authoritative 
in  every  detail,  yet  this  console  blends  harmoni- 
ously with  the  furnishings  of  any  room.  The 
New  Edison  in  this  beautiful  case  is  an  un- 
matched value  at  the  price  of  $325. 


Chippendale  Console 

The  present  vogue  for  the  style  of  Chippendale 
will  undoubtedly  create  a  wide  demand  for  this 
charming  console  design.  And  the  rich,  clear 
notes  of  the  New  Edison,  thus  encased,  will  sell 
music-lovers  who  recognize  tone  perfection. 

The  Chippendale  Console  is  priced  at  $295. 
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London  Console 

HERE  is  the  lowest-priced  console  of  the 
Edison  group.  Although  its  retail  cost  is 
only  $135,  yet  it  embodies  the  musical  perfection 
made  possible  by  Mr.  Edison's  $3,000,000  re- 
search, sharing  the  same  quality  as  the  more 
expensive  models.  The  London  Console  will  be 
welcomed  by  many  who  desire  a  high-grade 
phonograph  in  console  design,  at  moderate 
price. 


Baby  Console 

At  $175  the  New  Edison  in  Baby  Console  de- 
sign is  a  model  that  can  be  featured  with  assured 
sales  success.  Its  conservative,  artistic  lines  com- 
bine suitably  with  the  furnishings  of  any  room; 
its  musical  quality  is  typical  of  the  Edison 
standard. 


THOMAS  A.  EDISON,  Inc. 

ORANGE,  NEW  JERSEY 
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tra.  Back  of  this  we  see  a  keener  appreciation 
of  good  music  in  the  future.  The  featuring  of 
'Humoresque,'  'Song  of  India,'  'Kashmiri  Song' 
and  other  selections  by  movie  theatres  has  not 
only  created  business  but  is  educating  the  peo- 
ple to  appreciate  better  music.  We  feel  that 
much  can  be  accomplished  if  talking  machine 
dealers  organize  and  work  with  the  theatres 
in  this  respect. 

"We  anticipate  good  business  during  1923. 
We  shall  sell  quality  merchandise  only,  present 
it  in  attractive  surroundings,  refrain  from  ad- 
vertising terms  and  accept  only  reasonable 
terms.  We  believe  period  machines  will  be  the 
most  popular,  but  our  sales  will  average  about 
60-40.  We  also  expect  good  record  business 
during  the  coming  year.  They  say  'Only  dead 
fish  float  with  the  tide,'  but  we  believe  the 
phonograph  dealer  who  takes  advantage  of  the 
tide  by  rowing  with  it  instead  of  floating  will 
end  1923  with  a  satisfactory  business." 
OGDEN  SECTIONAL  CABINET  CO.,  Lynch- 
burg, Va.    By  J.  B.  Ogden,  President 

"Everything  indicates  that  1923  is  one  more 
wonderful  opportunity  for  every  live,  up-to-date 
working  phonograph  dealer.  Our  conclusions 
are  based  upon  business  increasing  steadily 
from  October  IS  and  rapidly  increasing  busi- 
ness after  November  15  to  date.  Orders  mailed 
to  us  on  December  21,  22  and  23  for  service 
equipment  clearly  indicate  the  attitude  of  the 
dealer  at  this  time. 

"These  orders,  which  came  to  us  voluntarily 
by  mail — (largely  as  a  result  of  World  advertis- 
ing)— from  all  sections  of  this  country.  Central 
and  South  America,  as  well  as  the  'Islands,' 
would  indicate  that  this  business  improvement 
is  very  general  and  our  plant  is  working  over- 
time during  Christmas  week  to  keep  up. 

"Business  in  hand  and  bright  prospects  for 
the  future  justify  extensions  to  improve  service. 
We  will  be  greatly  disappointed  if  1923  does 
not  prove  a  'banner'  year  for  the  phonograph 
trade  as  well  as  all  others." 
SHERBURNE  MANUFACTURING  CO.,  De- 
troit.  By  E.  Sherburne,  President 

"We  believe  that  1923  will  be  the  best  year 
that  we  have  had  for  a  long  time,  as  looking 
at  1922  in  retrospect  we  can  see  a  steadily  in- 
creasing prosperity;  this  was  reflected  not  only 
in  our  business,  but  in  every  line,  and  this  has 
laid  a  very  good  foundation  for  the  coming 
year. 

"We  do  not  believe,  however,  that  we  are 
going  to  be  able  to  snatch  prosperity  out  of 
the  air — we  will  have  to  work  for  it — as  we  find 
that  people  are  more  exacting  in  their  demands 
and  they  insist  on  quality,  and  although  they 
are  -willing  to  pay  for  what  they  get,  they  in- 
sist on  getting  what  they  paid  for,  which,  we 
believe,  is  the  most  healthy  and  promising  sign 
for  business  success  that  can  be  asked  for. 

"The  four-flushers  born  of  the  war  conditions 
are  gradually  being  weeded  out,  and  we  now 
have  things  on  a  solid  give-and-take  basis  which 


makes  us  greet  the  coming  year  with  every 
feeling  of  confidence." 

STREVELL-PATERSON  HARDWARE  CO., 
Salt  Lake  City,  Utah.  By  A.  L.  Kirk, 
Manager,  Sonora  Department 

"The  largest  part  of  the  territory  covered  by 
us  is  made  up  of  farming  communities  in  which 
the  farmers  have  made  little  progress  during 
the  year.  While  harvesting  good  crops  the 
prices  they  received  for  their  fruit,  potatoes  be- 
ing so  very  low,  they  were  unable  to  reduce 
their  indebtedness  to  the  banks  and  merchants 
to  any  great  extent,  and  they  had  very 
little  surplus  to  spend  for  phonographs.  We 
were  fortunate  enough  to  realize  that  this  con- 
dition would  prevail  very  early  in  the  year  and 
devoted  our  selling  efforts  to  the  larger  cities 
and  towns  which  have  a  larger  payroll  and  also 
a  larger  population. 

"We  are  very  glad  to  be  able  to  advise  that 
our  efforts  resulted  in  a  sales  total  up  to  De- 
cember 20  three  times  greater  than  for  1921. 
The  new  period  models  helped,  of  course,  to 
bring  a  large  number  of  people  back  in  the 
market  for  phonographs,  and  had  we  been  able 
to  secure  our  entire  order  placed  with  the 
Sonora  factory  our  sales  total  would  have  been 
very  much  greater. 

"We  do  not  look  for  any  great  improvement 
in  this  territory  under  present  conditions  until 
the  next  Fall  crop  is  harvested,  and  while  quite 
a  few  new  industrial  plants  are  contemplated 
in  this  district,  which  will  mean  the  spending  of 
millions  of  dollars,  the  direct  benefit  of  these 
operations  will  not  affect  us  for  at  least  another 
year." 

PHILIP  WERLEIN,  LTD.,  New  Orleans,  La. 

"The  backbone  of  the  South  is  the  farmer. 
When  he  is  prosperous,  most  everyone  else  is, 
down  our  way — and  the  brisk  business  that 
wound  up  1922  in  this  section  indicates  that 
reported  good  crops  and  good  prices  of  our  big- 
gest staples,  cotton  and  sugar  cane,  were  no 
myth. 

"We  know  that  the  farmer  is  on  his  feet 
again  in  most  localities.  He  has  liquidated  most 
of  his  old  indebtedness  and  has  something  left 
over  for  the  future.  This  healthy  condition  is 
supplemented  by  the  fact  that  our  other  de- 
pendencies such  as  lumber,  oil,  sulphur,  salt, 
etc.,  are  all  holding  their  own.  Even  the  rice 
farmers  are  in  better  shape  than  they  were  in 
1921,  and  the  end  of  1923  should  see  them 
happy  and  prosperous  once  again. 

"Other  encouraging  signs  are  the  steady  in- 
crease of  our  population,  hundreds  of  new 
homes  going  up,  and  improvements  such  as  new 
public  buildings,  paving  and  good  roads  in  most 
all  of  our  communities.  Last  year,  in  a  certain 
section  of  Mississippi,  a  hundred  miles  above 
New  Orleans,  truck  farming  brought  three  mil- 
lion dollars  among  farmers  who  had  become 
miserably  poor  raising  cotton.  Just  fifty  miles 
out  of  New  Orleans  there  is  a  community  that 
will  have  a  four  million  dollar  strawberry  crop 


this  Spring.  Is  it  any  wonder,  then,  that  we 
are  anything  but  optimistic? 

"Vigorous  effort  among  the  unsold  list  of  talk- 
ing machine  prospects  should  bring  us  a  sub- 
stantial return  on  our  efforts,  and  we  are  bend- 
ing all  of  our  energies  in  that  direction."  ■] 
E.  E.  FORBES  &  SONS  PIANO  CO.,  Birming- 
ham, Ala.    By  E.  E.  Forbes,  President 

"We  are  very  much  encouraged  regarding  the 
business  situation  as  the  farmers  in  this  section 
are  recovering  from  the  losses  suffered  through 
poor  crops  for  the  past  two  years  and  with  good 
crops  and  good  prices  this  Fall  have  been  able 
to  catch  up  on  their  debts.  Our  manufacturing 
industries  are  running  at  full  capacity  and 
everyone  who  wants  to  work  can  secure  a  job. 
Wages  have  been  raised  twice  recently  in  the 
iron  industry. 

"In  our  business  we  have  had  the  best  trade 
this  Fall  we  have  had  since  the  Fall  of  1920, 
and  the  past  Christmas  season  was  a  most  pros- 
perous one  not  only  for  the  music  merchant, 
but  also  for  those  in  other  lines  of  business. 

"We  are  now  jobbers  of  the  Paramount 
phonographs  and  records  and  we  are  going 
after  business  good  and  strong.  We  are  featur- 
ing the  Brunswick  phonographs  and  records  in 
our  retail  business.  We  have  recently  secured 
the  services  of  two  good  salesmen,  H.  L.  West 
and  J.  R.  Whitaker,  and  we  are  looking  forward 
to  great  results  from  them.  We  feel  quite  sure 
our  phonograph  business  is  going  to  be  very 
much  greater  this  year  than  it  has  been  for  the 
past  two  years.  We  became  kind  of  discour- 
aged for  a  time,  quit  buying  phonographs  and 
tried  to  clean  up  what  we  had  in  stock.  But 
M-e  are  gomg  after  business  good  and  strong 
now  and  expect  to  get  great  results." 


FINE  CLAPP-EASTHAM  EXHIBIT 

Large  Display  Cabinet  and  Other  Products  At- 
tract Attention  at  New  York  Radio  Show 


The  exhibit  of  the  Clapp-Eastham  Co.,  of 
•Cambridge,  Mass.,  at  the  New  York  Radio 
Show  was  a  center  of  interest  and,  what  is  more, 
developed  a  considerable  amount  of  business. 
The  exhibit  was  advantageously  located  near 
the  main  entrance  and  consisted  principally  of 
the  large  display  cabinet  which  was  illustrated 
and  described  in  full  detail  in  last  month's  issue 
of  The  Talking  Machine  World.  This  same 
cabinet  was  shown  in  the  Chicago  and  Boston 
radio  shows.  Two  new  developments  of  the 
company,  consisting  of  a  new  Vernier  knob  and 
dial  and  a  new  Vernier  rheostat,  were  exhibited 
in  New  York  for  the  first  time.  W.  W.  Web- 
ber, of  the  home  office  of  the  company,  was  in 
charge  of  the  exhibit  and  it  was  expected  that 
F.  Clifford  Estey,  general  sales  manager  of  the 
company,  would  be  present  during  a  part  of 
the  week.  There  were  a  large  number  of 
visitors  present  and  the  company's  booth  at- 
tracted many. 


Retails 

25c 


INSTANTLY 
ATTACHED 


INSTANTLY 
REMOVED 


Retails 

25c 


REDUCES  SURFACE  NOISE       IMPARTS  TO  ANY  PHONOGRAPH  A  SOFT,  RICH,  MELLOW  TONE 
AIDS  IN  THE  SALE  OF  RECORDS      AIDS  IN  THE  SALE  OF  MACHINES 

Customers  are  amazed  at  the  results  obtained  with  the  MELO-TONE 


Costs  so  little — 
Accomplishes  so  much 


50  MELO-TONES  IN  ATTRACTIVE  CARTON,  $7.50 

If  your  jobber  cannot  supply  you.  order  direct.  Jobbers  who  are  not 
already  handling  this  fast-selling  specialty,  communicate  at  once  with 

L.  D.  HEATER,  National  Diitribntor.  357  Ankeny  St.,  Portland,  Ore. 


E  q  u ip  Yo  ur  Record 
Rooms  with  Melo-Tones 


January  15,  1923 
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MAIN  SPRINGS— PARTS  FOR  ALL  MOTORS— MACHINES 


COMPONENT    PARTS    FOR    COLUMBIA  MOTORS 


No. 
2951 
3451 
5008 
3834 
604 
606 
5106 
5107 
12537 
12336 
12333 
12334 
12235 
12332 
13496 
12496 
3004 
11778 
13796 
3570 
6739 
5010 
13228 


P97G4 
P9765 
CP532 

P1504 

P1505 
APo33 
CP644 
CP645 
AP697 
AP698 
CP1113 

P1529 
P604 
AP528 
AP529 

AP530 
AP531 
AP591 
CP536 
M 
140 


COLUMBIA 

Price  each 

Columbia  main  springs   $0.33 

Columbia  spring  barrel  head.  .Complete  0.75 

Spring,  barrel  winding  gear,  old  style..  0.75 

Spring  barrel  winding  gear,  new  style,.  0.75 

Needle  cups   Per  100  2.00 

Needle  cup  covers  Per  100  1.00 

First  intermediate  gears  Complete  0.40 

Second   intermediate   gears  Complete  0.40 

Worm  gear  for  single-spring  motor   0.30 

Bevel  pinion  single-spring  motor   0.35 

Bevel  pinion,  regular  style   0,75 

Bevel  pinion,  latest  style   0.75 

Bevel  pinion  for  old-style  double  spring.  0.50 

Bevel  pinion  disk  shaft  Complete  1.00 

Male  winding  pinion   0.30 

Female  winding  pinion   0.30 

Governor  shaft    ".40 

Driving  shaft   Complete  0.50 

Governor   baUs  Complete  0.08 

Governor  springs,  each  0.02  Per  100  1.50 

Stylus  bar   Complete  0.35 

Universal  attachment    0.35 

Winding  crank,  3  sizes  Each  0.35 

Columbia  Governor  Screws  Per  100  1.00 

Columbia  Barrel  Screws,  No.  2O21.PerlO0  1.00 
Colombia    Sound   Box   Thumb  Screws 

Per  100  1.50 


MEISSELBACH 

Price  each 

Main  springs  for  motors  16,  17,  19..  $0.50 

Main  springs  for  motor  No.  12   0.30 

Governor   Complete  1.50 

Governor  shaft,  new  style   0.50 

Governor  shaft,  old  style  •   0.50 

Governor  ball   Complete  0,10 

Turntable  shaft  Nos.  16,  17,  19   .50 

Turntable  shaft  for  No.  12   1.25 

Spring  barrel  cup  for  Nos.  16.  17.  19  0.50 

Spring  barrel  cup  for  No.  12   0.50 

Spring  barrel  shaft  and  gear   0.60 

Brake  lever,  bottom  plate   0,  0 

Brake  lever,  top  plate  ••  O.iO 

■Winding  shaft  for  Nos.  16,  17,  19....  0.50 

Winding  shaft,  straight  cut  Nos.   16.  _ 

17    19    0.50 

winding  shaft,  spiral  cut,  for  10_;  12  0.35 

Winding  shaft,  straight  cut,  for  10;  12  0.35 

Brake    lever                                     -  •  0.35 

Intermediate  gear  for  Nos.  16,  17.  19  0.90 

Winding  cranks,  3  sizes  ;   "-'^ 

Speed  indicator   


CPo226 
CP9799 
AP9924 
AP9925 
P5004 
P5003 
CP9029 
P9764 
P9765 
P9766 
AP9778 
AP9779 
AP9780 
P9762 
P9966 
5304 
5007 
AP9409 
AP10072 


HEINEMAN 

Price  eacli 

Governor   Complete  $1.50 

Turntable  shaft   Complete  1.50 

Governor  baUs,  33;  77;  44   0-  " 

Governor  balls  for  No.  30   0-10 

Governor  pinion  tor  No.  0   O'^s 

Governor  shaft   

Speed  indicator    0-;^ 

Main  spring  for  No.  33  or  77   0.33 

Main  spring  for  No.  36   » 

Main  spring  for  No.  44   "-6" 

Spring  barrel  cup  for  No.  33  or  77..  0.50 

Spring  barrel  cup  for  No.  30   0.50 

Spring  barrel  cup,  for  No.  44   0.75 

Winding  shaft  for  motor  No.  33   O.bO 

Winding  shaft  for  motor  No.   36   0.40 

Winding  shaft  for  No.  44  or  77   0.75 

Escutcheon   Complete  0.  5 

Turntable  brake    jj-'^ 

Winding  crank,  3  sizes   0.75 


5012 
5013 
5014 
5015 
5016 
5021 
5017 
5018 
5019 
5020 
5022 
5011 


5000 
3001 
5002 
5003 
5004 
5005 


VICTOR 

Price  each 

Winding  gear   ,V  ^n's? 

Turntable  gear,  straight  cut,  small  teeth,  u.ia 

Turntable  gear,  large  teeth  straight  cut. .  0.3 j 

Turntable  gear,  small  teeth,  spiral  cut..  0.35 

Turntable  gear,  big  teeth,   spiral  cut   0.35 

Kubber  back  for  exhiljition  box   0.25 

Eubber  back  for  No.  2  sound  box   0.25 

Governor  collar    0.15 

Spring  barrel  shaft    0.60 

Stylus  bar  for  No.  2  box   0-35 

Stylus  bar  for  exhibition  box   0.35 

Attachment  for  vertical  cut  record   0.25 

Governor  springs,  for  Victor  Per  100  1.00 

Governor  screws,  for  Victor  Per  100  1.00 

Governor  balls,  new  style,  for  Victor   0.08 

Needle  arm  screws  for  exh.  box,  per  100.  1.50 

Needle  arm  screws  for  No.  2  box,  per  100  1.50 


PARTS— HARDWARE 

Price  each 

Crown  gear  for  Blick  motor   $0.25 

Crown  gear  for  Melophone  motor   0,25 

Crown  gear  for  Heineman  No.  0   0.25 

Tone-arm  goose  neck  for  Independent  arm  0.25 

Governor  pinion  for  imported  motor   0.25 

Tone-arm  basfe  for  Independent  arm   0.25 

Automatic  nickel-plated  lid  supports   0.22 

Automatic  gold-plated  lid  supports   0.45 

Piano  hinges,  nickel-plated,  15%  in.  long  0.22 

Highly  nickel-plated  needle  cups.. Per  100  2.00 

Covers  for  cups  Per  100  1.00 

Highly  gold-plated  cups  Per  100  7.00 

Needle  cup  covers,  gold-plated. ..  .Per  100  5.00 

Turntable  felts,  10-in..  round  or  square..  0.15 

Turntable  felts.  12-in.,  round  or  square..  0.18 

Motor  bottom  gear  for  Triton  motor   0.20 


12332 


II7T8 

3004  i379fa   5570  (Jjg 


2495  5010 


COMPONENT  PARTS   FOR   MEISSELBACH  MOTORS 


A  P533 


PI504 


CP444 


COMPONENT   PARTS   FOR   HEINEMAN  MOTORS 


P-5004    '    C-P96Z9  f  P.97fc4 
R5003  ^ 


5304 


5007 


A,P.9776 


A.P  10072 


fl.P9409 


I 


COMPONENT  PARTS  FOR  VICTOR  MOTORS 


Monthly  Price  List 

Main  Springs 

of  Highest  Quality 


Price  each 

2     in.  X  0.22  X  16  ft.,  Meisselbach  No.  18   $1.25 

2     in.  X  0.25  X  16  ft.,  for  Edison    1.25 

H4  in.  X  0.22  X  17  ft,,  reg.  for  Victor   0.6) 

1V4  in.  X  0.22  X  17  ft.,  Victor,  bent  arbor   0.60 

1  3-16  in.  X  0.25  X  10  ft.,  Heineman  No.  44   0.60 

1V4  in.  for  Edison  Disc   1.25 

I  in.  X  0.25  X  12  ft.,  Heineman  No.  33  and  77.  0.33 
1     in.  X  0.25  X  10  ft.,  oblong  hole,  for  Meissel- 

bach,  Sonora  and  Krasberg   0,50 

1    in.  X  0.28  X  10  ft.,  for  Columbia    0.33 

1     in.  X  0.22  X  10  ft.,  for  Columbia    0.30 

1     in.  X  0.20  X  13  ft.,  for  Victor    0.33 

1     in.  X  0.20  X  13  ft.,  for  Victor,  bent  arbor   0,33 

%  in.  X  0.23  X  10  ft.,  for  Blick  motor   0,30 

%  in.  X  0.25  X  10  ft.,  oval  hole   0,28 

%  in.  X  0.22  X  8  ft.,  German  motor    0,25 

%in.x0.22x  8  ft..  for  Swiss  motor    0.22 

%  in.  X  0.25  X  11  ft.,  for  Edison    0,22 

1     in.  X  0.25  X  19  ft.,  for  Brunswick    0.60 

1     in,  X  0.22  X  9  ft.  for  Meisselbach  No.  12   0.30 

MICA  DIAPHRAGMS 

Price  each 

1  23-32  in.  Victor  Ex.  Box,  1st  grade   50.15 

17g  hi.,  new  Victor  No.  2,  very  best   0.18 

1  31-32  In.,  for  Sonora    0,20 

2  1-16  in.,  for  Meisselbach  box   0.22 

2%  in.,  for  Path^  new  stylo   0.35 

2  3-16  in.,  for  Columbia  No.  6   0,23 

2  9-16  in,,  for  Pathi  or  Brunswick   0.45 

SAPPHIRES 

Price  each 

Patli^,  very  best,  loud  tone,  genuine  $0.(2 

Pathe,  soft  tone,  ivory  setting   0.  IS 

Paths,  soft  tone,  steel  setting   O.IO 

Edison,  verv  best,  raediiira  tone   0.1  a 

Edison,  very  best,  loud  tone   0.15 

Edison,  genuine  diamond   1.25 

STEEL  NEEDLES 

Price  each 

Brilliantone,  all  tones  Per  1000  $0.45 

Blue  Steel  liefieso,  per  package   0.07'/2 

Wall  Kane  Needles,  per  package   0.06 

ATTACHMENTS 

in  Gold  or  Nickel-Plated 

Price  each 

Kent,  for  A^'ictor  arm   $0.25 

Kent,  for  Edison  with  C  box   2.50 

Kent,  without  box  for  Edison,  nickel  or  gold...  1.60 

Universal  old  style,  for  Victor  tone-arm   1-15 

For  Columbia,  plays  Vertical  rty:ords   0.25 

MOTORS 

Distributors  for  Heineman  and  Meisselbach  Motors. 
Best  Prices.     Immediate  Deliveries. 

Price  each 

Meisselbach  No.   17.  3-sprang  $15.00 

Krasberg  No.   33,   4-sprmg   15.00 

No.  36,  complete  with  12-in.  turntable   7.50 

No.  33.  complete  with  12-in.  turntable   8.50 

Imported  single-spring.  10-in.  turntable   2.25 

TONE  ARMS 

Price  each 

No.  K,  with  sound  box    $1.25 

No.  P.  nickel-plated  without  sound  box   2,75 

No.  P,  gold-plated    4.50 

No.  M,  tone  arm.  Meisselbach  sound  box   4.75 

No.  M,  gold-plated  Meisselbach  sound  box   7.50 

SOUND  BOXES 

Price  each 

No.  B-1  Bliss  Sound  Box,  fit  Victor   $1.25 

No.  B  Balance,  fit  Victor   0.75 

No.  F  Favorite,  fit  Victor   I. "5 

No.  I  Nickel-Plated,  loud  and  clear   3,00 

No.  I  Gold-plated,  loud  and  clear,  for  Victor...  4.50 

No.  M  Nickel-plated,  mellow  tone,  for  Victor...  1.75 

No.  M  Gold-plated,  mellow  tone,  for  Victor   2,25 

No.  G  Nickel  or  gold-plated,  fit  Victor   1.00 

No.  P  Gloria  patent,  extra  loud   3.00 

No.  P  Gloria,  gold-j.lated    4.00 

No.  H  Imported,  nickel-plated   1.25 

,     ILSLEY  LUBRICANT 

Price  each 

5-lb.  Can    SI. 60 

1-lb.  Can    0.40 

4-oz.  Can    0.15 

DELIVERY  ENVELOPES 

Price  eacii 

40-lb.  Brown  Kraft  lO-m.,  per  1,000   $7.50 

40-lb.  Brown  Kraft  12-in..  per  1.000   9.50 

GENUINE 

HOHNER  HARMONICAS 

Price  each 

1896  Marine  Band,  any  key,  per  doz   $4.50 

1S96  Full  Concert,  per  doz   10.00 

214^   Vestpocket  Harp,  per  doz   3.60 

151  Marine  Band  Tremolo,  per  doz   8.00 

606  Echo  (double-sided),  per  doz   10.00 

34B  The  Old  Standby,  per  doz   4.00 

132  Hohner  Band,  per  doz   4.25 

Complete  revolving  standing  with  3  doz.  Har- 
monicas.   32  inches  high,  mahogany   26.50 


FAVORITE  MFG.  CO.,    105  E.  12tli  St.,  New  York  City 

Telephone  1666  Stuyvesant 
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SEASONAL  GREETINGS  ON  RECORDS 

Vogue  of  Sending  Christmas  Greetings  on  Small 
Records  Quite  General  This  Year— Party  In- 
vitations on  Records  a  Newer  Stunt 


This  year  more  than  ever  before  various  con- 
cerns have  resorted  to  small  talking  machine 
records  attached  to  cards  on  which  there  is  a 
brief  message,  explaining  the  object  of  the 
record,  to  give  their  Christmas  greetings  an 
individual  and  unique  touch.  Among  the  sev- 
eral concerns  in  the  music  business  which  have 
adopted  this  method  of  extending  best  wishes 
of  the  season  is  included  the  Premier  Grand 
Piano  Corp.,  of  New  York,  which  sent  out  small 
records  bearing  the  seasonal  message.  The 
records  were  attached  to  cards  appropriately 
decorated  with  holly  and  in  addition  a  small 
paper  of  needles  was  supplied,  so  that  the  only 
thing  that  was  lacking  was  the  talking  machine. 

Another  example  of  the  use  of  these  small 
individual  records  was  put  in  effect  by  Irving 
S.  Morange,  a  theatrical  man,  of  New  York.  He 
sent  out  his  invitations  to  a  Christmas  party 
in  the  form  of  a  talking  machine  record,  carry- 
ing his  own  voice,  in  a  parody  of  a  popular 
vaudeville  team.  The  cost  was  not  any  higher 
than  many  engraved  invitations  sent  out. 

"It  is  forty-five  years  since  Thomas  A.  Edison 
designed  the  first  phonograph,  but  this  is  the 
first  time  a  personal  invitation  to  a  Christmas 
party  has  been  sent  out  in  this  way."  This  any- 
way is  the  opinion  of  C.  R.  Johnstone,  vice- 
president  and  general  manager  of  the  Bell  Re- 
cording Corp.,  of  9  East  Forty-seventh  street. 
New  York,  who  made  the  records  for  Mr. 
Morange. 

Mr.  Morange  conceived  the  idea  a  few  years 
ago,  but  none  of  the  larger  record  companies 
did  work  on  a  small  scale  for  the  individual, 
so  he  had  to  wait  until  Mr.  Johnstone  became 
connected  with  a  company  to  produce  records 


for  individual  singers,  musicians  or  just  plain 
citizens.  Then  Mr.  Morange  popped  the  idea  at 
this  old  hand  at  the  business. 

His  Christmas  invitation  record  is  entitled 
"Christmas  Egg  Nog,"  a  carol  sung  to  the 
lilting  melody  made  famous  by  Mr.  Gallagher 
and  Mr.  Shean.  The  chimes  start  off  the  invita- 
tion. Then  Mr.  Morange  and  one  of  his  friends, 
in  a  duet,  explain  what  will  happen  at  the 
party,  and  the  record-invitation  ends  with  a 
medley  of  tunes  of  the  pre- Volstead  days:  "How 
Dry  I  Am"  and  "When  I  Die  Don't  Bury  Me 
at  All." 

About  seventy-five  of  the  records  were  mailed 
by  Mr.  Morange.  They  are  seven  inches  in 
diameter  and  cost  about  25  cents  apiece.  They 
were  made  in  just  the  same  way  that  all  the 
records  of  famous  singers  and  orchestras  are 
made  by  the  large  companies,  and  Mr.  Morange 
thinks  that  he  has  shown  the  way  to  a  new 
field  of  phonograph  business — the  individual 
record  or  message  which  may  be  either  a  party 
invitation,  a  message  from  sales  manager  to  his 
field  "forces"  or  a  selling  or  advertising  argu- 
ment by  any  conjmercial  concern. 

"As  to  getting  the  record  heard,  there  won't 
be  any  trouble  in  encountering  the  man  who 
has  no  phonograph,"  said  Mr.  Johnstone.  "If 
the  man  who  receives  one  of  these  records  has 
no  machine  he  will  break  the  speed  limit  in 
getting  to  the  talking  machine  store  or  to  the 
house  of  the  nearest  friend  who  has  one,  be- 
cause he  will  want  to  know  what  words  the 
disc  carries  to  him." 


AN  EFFECTIVE  "HOMESICK"  WINDOW 


Stone  Piano  Co.  Arranges  Beautiful  Window 
Exploiting  the  Vocalion  Red  Record  of  That 
Number — Enthusiastic  Regarding  Future 


Minneapolis,  Minn.,  January  6. — The  Stone 
Piano  Co.,  distributor  of  Vocalion  Red  records 
of  this  city,  recently  had  an  original  and  beau- 
tiful window  display  in  connection  with  "Home- 


Stone  Piano  Uu.  b  Attractive  Window 
sick  Week,"  when  the  song  "Homesick"  in  rec- 
ord and  other  forms  was  strongly  exploited. 
The  display,  which  is  reproduced  herewith, 
proved  very  effective  in  bringing  Vocalion  rec- 
ords of  "Homesick"  to  the  attention  of  the  pub- 
lic, and  resulted  in  a  big  demand  for  that  num- 
ber. V.  T.  Stevens,  manager  of  the  Vocalion 
record  department  of  the  Stone  Piano  Co.,  is 
very  enthusiastic  over  the  future  of  that  line  in 
his  territory  and  is  co-operating  with  the  deal- 
ers in  every  way. 


BROWNING  BROS.  CO.  TO  ENLARGE 


Ogden,  Utah,  January  4. — Glen  Thomas,  man- 
ager of  the  Brunswick  department  of  the 
Browning  Bros.  Co.,  this  city,  reports  many 
sales  on  Brunswick  consoles.  The  business  has 
increased  to  such  an  extent  that  arrangements 
•are  to  be  made  in  the  near  future  to  enlarge. 


WILL  DIAGNOSE  "TALKER"  ILLS 


Washington,  D.  C,  January  3. — Harry  C. 
Grove,  Inc.,  1210  G  street,  Columbia  dealer  of 
this  city,  has  just  announced  the-  installation 
of  a  "phonograph  hospital"  where  the  ills  of 
talking  machines  will  be  diagnosed  and  cured. 


New  Model  "E' 


The  General  Phonograph  Mfg.  Go. 

Model  "E" 

TABLE  PHONOGRAPH 

The  Greatest  Value  on  the  Market 

IMMEDIATE   DELIVERIES  IN   ANY  QUANTITY 

Plays  All  Makes  of  Records 

Superior  Tone  Quality 

Write  for  our  Proposition 

The  General  Phonograph  Mfg.  Co. 

ELYRIA,  OHIO 


jANUAiiY  IS,  1923  THE   TALKING   MACHINE  WORLD 


There  are  many  towns  and  cities  surrounded 
by  farming  districts,  and  it  is  safe  to  say  that 
the  rural  dwellers  living  some  distance  from 
the  nearest  city  do  a  great  deal  of  their  buy- 
ing from  the  large  mail  order  houses,  although 
this  method  of  making  purchases  is  not  in- 
dulged in  as  much  as  before  the  advent  of  the 
automobile.  Talking  machines  and  records  are 
bought  from  descriptions  in  the  catalogs  of 
mail  order  houses  very  often  and  whenever  a 
sale  of  this  character  is  made  the  nearest  local 
dealer  has  lost  out.  How  to  go  after  this  trade 
most  effectively  is  the  problem.  One  dealer 
placed  a  registration  book  at  the  entrance  of 
his  store  and  over  this  was  a  large  placard 
requesting  out-of-town  visitors  to  register  their 
names  and  addresses  so  record  supplements  and 
other  literature  could  be  sent  to  them  from 
time  to  time.  In  this  way  a  number  of  names 
of  people  who  lived  in  the  rural  districts  were 
secured  and  as  a  result  a  nice  business  was 
developed  with  out-of-town  residents.  Dealers 
located  in  a  similar  manner  might  find  it  worth 
while  to  emulate  this  plan.  There  is  no  doubt 
but  that  mail  order  houses  are  making  many 
sales  which  would  go  to  local  dealers  if  proper 
steps  were  taken  to  secure  this  business. 

Of  what  avail  is  it  to  constantly  spend  money 
for  new  customers  if  old  patrons  are  permitted 
through  one  reason  or  another  to  discontinue 
doing  business  and  take  their  trade  else- 
where? Would  it  not  be  much  better  to  spend 
some  of  this  money  in  retaining  the  patronage 
of  old  friends?  The  Cable  Company,  of  Chi- 
cago, faced  with  this  problem,  has  checked  up, 
through  its  books,  customers  who  have  stopped 
buying  records  and  a  plan  has  been  put  in 
effect  whereby  every  inactive  customer  receives 
a  personal  call  from  a  member  of  the  staff. 
The  plan  has  resulted  in  bringing  back  to  the 
fold  a  number  of  accounts  which  have  been  in- 
active for  a  considerable  length  of  time.  Of 
course,  many  customers  are  lost  through  mov- 
ing, death,  etc.,  but  the  fact  remains  that  often 
a  slight  misunderstanding  will  bring  about  a 
breach  which  results  in  loss  of  trade.  These 
things  can  best  be  straightened  out  through  a 
personal  visit  and  if  that  is  impossible,  a  diplo- 
matically worded  letter. 


A  number  of  talking  machine  dealers  have 
increased  their  sales  of  records  during  the  last 
year  by  amplifying  their  service.  The  plan 
consists  of  sending  a  repair  man  to  all  owners 
of  machines  for  the  ostensible  purpose  of  mak- 
ing a  free  inspection  of  the  instrument  and 
making  any  necessary  minor  repairs.  Usually 
this  repair  man  possesses  some  sales  ability 
and  he  carries  with  him  several  of  the  latest 
records  which  he  plays.  While  at  a  customer's 
home  he  strives  to  impress  the  patron  with  the 
service  which  his  firm  is  extending  and  at  the 
same  time  skillfully  draws  attention  to  the 
merits  of  the  records  which  he  plays.  Of  course, 
where  possible,  he  plays  music  which  will  most 
probably  fit  in  with  the  musical  taste  of  the 
customer.  Sales  of  records  are  often  made 
and  the  service  actually  makes  a  profit  for  the 
dealer  who  goes  about  it  in  an  intelligent 
manner. 


A  talking  machine  dealer  in  a  small  town  in 
the  Middle  West  has  considerably  enlarged  his 
accessory  sales  by  sending  out  personal  letters 
to  each  of  his  customers,  drawing  attention  to 
the  increased  enjoyment  to  be  derived  from  the 
use  of  a  certain  accessory,  such  as  a  record 
brush,  albums,  etc.    Only  one  accessory  at  a 


MONTHLY  TRADE  SURVEY  POPULAR 

Work  of  the  Government  in  Securing  Current 
Trade  Information  Much  Appreciated 


Washington,  D.  C,  January  5. — The  monthly 
survey  of  current  business  inaugurated  in  July, 
1921,  by  the  Secretary  of  Commerce  has  proved 
to  be  very  popular  among  the  business  men  of 
the  country,  according  to  the  annual  report  of 
the  Director  of  the  Census,  just  made  public. 
The  survey  contains  summaries  of  the  produc- 
tion, stocks,  sales  and  prices  of  a  number  of 
industries,  covering  over  700  items,  and  offers 
a  comparison  for  the  progress  of  the  various 
industries  each  month  with  that  of  preceding 
months. 

Most  of  the  information  from  which  the  sur- 
vey is  compiled  is  secured  from  trade  associa- 
tions, but  in  some  cases  these  figures  have  been 
supplemented  by  the  collection  of  statistics  di- 
rect from  individual  firms  not  reporting  to  the 
associations.  While  the  survey  at  the  begin- 
ning covered  only  a  few  commodities  the  num- 
ber  has   been   greatly  increased;   only  seven 
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trade  associations  contributed  statistics  for  the 
first  issue,  but  the  number  has  been  increased 
until  at  present  more  than  700  associations  are 
reporting  regularly,  and  compilations  of  data 
are  also  made  from  over  thirty  Government 
departments  and  twenty-seven  technical  peri- 
odicals. 


MARRYING  JUDGE  USES  VICTROLA 

Peoria,  III.,  January  3. — Music  and  that  happy 
hour  when  the  matrimonial  knot  is  tied  go 
hand  in  hand,  in  the  opinion  of  Judge  Owens, 
of  this  city,  and  to  prove  that  he  really  be- 
lieves music  an  indispensable  part  of  this  im- 
portant ceremony  he  has  installed  a  Victrola  in 
his  office.  When  a  wedding  party  comes  to 
have  the  nuptial  knot  tied  the  judge  first  plays 
appropriate  music  and  then  proceeds  with  the 
"operation." 


The    Chalifoux  Music    Dealer    Co.,  Inc., 

Birmingham,    Ala.,  is    now    located    in  more 

spacious  quarters  at  108  North  Nineteenth 
street. 


HARPONOLA 


We  can  show  you  how  io  make  money 
in  the  phonograph  business  — 

Jobbers  and  dealers  who  want  a  COMPLETE  machine  of  super 
grade  will  find  the  Harponola  Phonograph  a  trade-winner. 

Assemblers  who  want  a  CABINET  on  which  repeat  business  can 
be  built  should  get  our  very  interesting  prices  on  cabinets. 

We  will  make  you  an  attractive  proposition  on  any  quantity  and 
on  any  basis. 

Backed  by  the  experience  and  management  of 
Brandts  and  Mersman  brothers,  known  the  coun- 
try over  for  their  success  as  furniture  and  cabinet 
builders. 

THE  HARPONOLA  COMPANY 

CELINA,  OHIO 

Edmund  Brandts,  President 
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IMPROVED  VICTROLAS  ANNOUNCED 

Victor  Co.  in  Letter  to  Trade  Announces  Im- 
portant Change  in  Models  80  and  100 


In  a  letter  to  the  trade  under  date  of  Decem- 
ber 20  the  Victor  Talking  Machine  Co.  an- 
nounces several  improvements  in  the  general 
design  of  Victrolas  Nos.  80  and  100,  the  chief 
feature  of  which  will  be  the  enlargement  of 
the  tone  chamber.  The  letter  announcing  the 
changes  reads: 

"As  a  result  of  our  constant  endeavors  to 
improve  our  product,  we  are  pleased  to  an- 
nounce that  the  next  factory  shipment  of  Vic- 
trola  instruments  Nos.  80  and  100  will  be  of 
an  improved  design. 

"The  new  No.  80  has  a  larger  cabinet,  being 
40J/2  inches  high,  20  inches  wide  and  22  inches 
deep,  which  permits  of  a  larger  amplifying 
chamber  and  consequently  better  tone  quality. 
This  model  is  also  equipped  with  record  shelves. 

"The  new  Victrola  No.  80  will  be  made  in 
only  one  mahogany  finish,  which  we  expect  will 


meet  the  demand  for  both  red  mahogany  and 
English  brown  mahogany.  We  expect  to  begin 
shipments  of  this  type  in  the  early  part  of 
January. 

"The  outside  measurements  of  the  improved 
Victrola  No.  100  will  not  be  perceptibly  different 
from  the  present  style,  but  the  doors  of  the 
amplifying  chamber  are  larger  and  the  front 
posts  will  be  carved  in  a  smaller  but  similar 
design  to  that  used  on  the  Victrola  No.  111. 
This  new  design  of  the  No.  100  represents  even 
greater  value  than  ever  before.  Shipments  will 
probably  start  late  in  January  or  early  in  Feb- 
ruary." 


P.  S.  HEILBUT  IN  NEW  POST 

p.  S.  Heilbut,  formerly  with  O'Loughlin, 
Brunswick  dealer  of  Salt  Lake  City,  has  been 
appointed  credit  manager  of  the  Bates  Stores 
Co.,  of  Provo,  Utah.  Mr.  Heilbut  will  also 
manage  the  Brunswick-Edison  department  for 
the  Bates  Stores  Co.  and  his  wide  experience 
will  undoubtedly  prove  beneficial. 


VALUE  OF  THE  ARTISTIC  WINDOW 

Dealer  Cannot  Make  a  Better  Investment  Than 
to  Utilize  His  Window  Space  to  Advantage — 
Some  Suggestions  of  Timely  Interest 


The  value  of  a  properly  displayed  window  as 
a  means  of  stimulating  interest  in  the  dealer's 
store  has  been  the  subject  of  frequent  men- 
tion in  The  World,  largely  because  this  pub- 
lication is  a  firm  believer  in  the  idea  that  the 
properly  displayed  and  effectively  lighted  win- 
dow is  as  valuable  a  medium  for  corralling  trade 
as  advertising  in  the  daily  papers. 

Frequent  changing  of  display  and  simplicity 
of  design  are  necessary  to  success,  but  there  is 
no  question  that  the  proper  lighting  of  display 
windows  is  of  prime  importance  if  the  dealer 
wishes  to  secure  a  rounding  out  of  results.  A 
manufacturer  of  lighting  equipment  recently 
worked  out  a  schedule  of  colors  to  be  used 
where  the  merchandise  in  the  window  was  uni- 
form in  hue.  He  holds  that  the  single  color 
light  is  likely  to  distort  the  colors  of  the  mer- 
chandise even  though  it  attracts  attention,  and 
says  that  color  contrasts  and  pleasing  effects 
can  be  produced  by  two  or  more  colors  which 
harmonize  with  and  emphasize  the  display 
matter.  The  following  indicates  the  results  ob- 
tained when  color  lights  are  mixed:  Red  plus 
yellow  equals  scarlet;  orange,  in  increasing 
proportions  of  yellow.  Red  plus  green  equals 
scarlet,  orange,  yellow,  yellow-green;  in  increas- 
ing proportions  of  green.  Red  plus  blue  equals 
red-purple,  purple,  blue-purple;  in  increasing 
proportions  of  blue.  Yellow  plus  green  equals 
yellow-green;  in  increasing  proportions  of 
green.  Yellow  plus  blue  equals  yellowish- 
white,  bluish-white;  in  increasing  proportions 
of  blue.  Green  plus  blue  equals  blue-green;  in 
increasing  proportions  of  blue.  Red  plus  clear 
equals  tints  of  red;  in  increasing  proportions  of 
clear  light.  Green  plus  clear  equals  tints  of 
green;  in  increasing  proportions  of  clear  light. 
Blue  plus  clear  equals  tints  of  blue;  in  increas- 
ing proportions  of  clear,  light. 


TALKS  ON  VICTROLA  DEVELOPMENT 

Addresses  on  Victrola  Development  by  P.  A. 
Ware,  of  Oklahoma  Talking  Machine  Co., 
Proving  Valuable  as  Sales  Stimulators 


Oklahoma  City,  Okla.,  January  5. — The  plan 
conceived  by  P.  A.  Ware,  secretary  and  sales 
manager  of  the  Oklahoma  Talking  Machine  Co., 
Victor  distributor,  this  city,  for  a  series  of  short 
addresses  on  the  development  of  the  Victrola, 
is  proving  of  undoubted  value  as  a  sales  stim- 
ulator. Among  the  cities  where  the  talks  have 
already  been  delivered  are  Sapulpa,  where  Mr. 
Ware  appeared  at  a  Victor  concert  arranged 
by  the  local  dealers  at  a  meeting  of  the 
Chamber  of  Commerce,  and  at  Tulsa,  where 
arrangements  were  made  by  Mr.  Ware  with 
Thomas  J.  Edgar,  of  the  Edgar'  Music  Shoppe, 
live  Victor  dealer,  to  address  the  members  of 
the  Lion's  Club. 


LEOPOLD  GODOWSKY  IN  JAPAN 

Concerts   Enthusiastically   Received — Tour  of 
China  Included  in  Schedule 


Oriental  music  lovers  are  enjoying  a  wonder- 
ful experience  this  Winter  in  the  recitals  of 
Leopold  Godowsky,  exclusive  Brunswick  artist, 
who  is  now  playing  in  Japan.  He  gave  five 
recitals  in  Tokyo  at  the  Imperial  Theatre  with 
unprecedented  success.  Mr.  Godowsky  played 
in  Yokohama,  then  in  Kyoto,  Kobe  and  Osaka. 
From  Japan  Mr.  and  Mrs.  Godowsky  go  to 
China.  Good  news  for  the  host  of  admirers  of 
this  great  pianist's  records  is  the  word  that  he 
wrote  three  new  pieces  on  the  steamer  from 
Vancouver  to  Yokohama. 


Charles  H.  Stoll,  music  dealer  of  Okolona, 
Miss.,  is  adding  a  talking  machine  department 
to  his  business. 


BANNER  50C  RECORDS 

//  you  changed  places 
with  your  customers! 

If  you  were  a  consumer,  and  discovered  from 
your  friends  that  you  could  buy  full  75c 
worth  of  record  value  for  50c — you  would 
take  advantage! 

And  after  you  had  tested  the  record — played 
it — liked  it — considered  it  equal,  perhaps 
superior,  to  records  selling  at  75c — you 
would  continue  to  buy! 

Place  yourself  in  the  other  fellow's  shoes 
and  you  will  be  better  able  to  satisfy  him. 
He  knows  the  BANNER  50c  Record.  It 
serves  his  purpose  and  saves  his  money;  and 
he  is  satisfied. 

And  you,  in  turn,  will  have  greater  sales. 
BANNER  will  bring  more  buyers  to  your 
store — more  profits  to  you — bigger  business ! 

Dependable  "live  wire"  dealers  who  are  interested 
in  an  exclusive  proposition  should  write  us  at  once. 
This  is  the  season  for  the  best  results. 


Watch  the  mails  for  "The  Story  of  The 
Dealer  Who  Sidestepped  the  50c  Record" 


PLAZA  MUSIC  COMPANY 

18  West  20th  Street  NEW  YORK 


January  15,  1923 
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PREDICTS  SPLENDID  RECORD  SALES 

Phil  Ravis,  President  of  Peerless  Album  Co., 
Expects  Vastly  Increased  Record  Business — 
Gives  Interesting  Reasons  for  This  Deduction 


That  record  business  during  the  first  six 
months  of  1923  promises  to  exceed  in  volume 
sales  of  any  corresponding  period  over  the  past 
few  years  is  the  opinion  of  Phil  Ravis,  presi- 
dent of  the  Peerless  Album  Co.,  636  Broadway, 
New  York  City.  Mr.  Ravis'  close  contact  with 
many  of  the  largest  retailers  of  talking  machines 
and  the  relationship  of  his  product  to  the  record 
industry  gives  him  an  interesting  vantage  point 
for  observing  this  important  phase  of  the  indus- 
try. In  conversation  recently  on  the  subject 
Mr.  Ravis  expressed  his  reasons  for  his  belief, 
as  follows: 

"The  extraordinary  sale  of  instruments  over 
the  holiday  season  will  inevitably  be  followed 
by  a  lively  demand  for  records  during  the  next 
six  months.  It  is  a  well-known  fact  that  all 
stocks  of  standard  popular  talking  machines 
were  completely  absorbed  in  the  Christmas  rush 
and  that  numerous  dealers  experienced  serious 
shortages  in  spite  of  the  fact  that  production 
had  been  greater  than  ever.  These  new  ma- 
chine owners,  as  a  whole,  are  mostly  among  a 
class  that  can  afford  constant  indulgence  in  rec- 
ords as  long  as  their  enthusiasm  is  kept  awake 
by  the  dealer.  The  record  demand  before  us, 
therefore,  is  considerably  more  promising  than 
that  of  1919  and  1920. 

"Another  element  which  will  play  a  big  part 
in  dealer  returns,  where  records  are  concerned, 
is  the  noticeable  revival  in  sales  of  standard 
and  operatic  selections  in  place  of  the  populars 
and  jazz.  Peerless  is  preparing  dealers  to  grasp 
the  new  opportunities  which  will  come  with 
this  change  by  a  further  perfection  of  its  classi- 
fication system  for  Peerless  album  libraries. 

"Long  experience  has  demonstrated  that  the 
most  enthusiastic  record  purchasers  are  those 
who  begin  the  accumulation  of  record  libraries 


with  definite  classes  of  music,  one  class  grad- 
ually evolving  into  another  until  the  whole  field 
of  music  is  revealed  and  the  extent  of  the  deal- 
ers' stock  is  actually  pitted  against  the  cus- 
tomers' purse.  It  may  appear  as  a  time-worn 
statement,  but  I  am  sure  that  ninety-nine  deal- 
ers out  of  every  hundred  will  agree  that  the  al- 
bum is  one  of  the  best  incentives  to  the  new 
customer  to  collect  records,  just  as  a  photo 


Phil  Ravis 


album  is  conducive  to  taking  frequent  snap- 
shots to  complete  its  various  pages. 

"Peerless  plans,  during  the  new  year,  to 
gather  from  all  reliable  sources  the  newest  and 
best  selling  plans  and  refer  them  to  dealers  who 
enter  their  names  on  our  list.  This  clearing 
house  of  ideas  has  long  been  in  operation  in 
our  office,  but  thus  far  only  the  regular  Peerless 
customer  list  has  been  approached  on  the  serv- 
ice. It  is  now  planned  to  extend  this  service 
without  cost  or  obligation  to  any  talking  ma- 
chine dealer  who  applies  for  it." 


Gualano  Bros.,  Alhambra,  Cal.,  have  just 
opened  a  music  store  at  1827  N.  Main  street. 


THE  GREETINGS  OF  THE  SEASON 


The  World  Acknowledges  and  Reciprocates  the 
Good  Wishes  of  Its  Friends 


The  World  takes  pleasure  in  acknowledging 
and  reciprocating  the  many  expressions  of  good 
wishes  for  the  holiday  season  and  for  the  New 
Year  that  have  been  received  at  this  office,  those 
sending  cards  including:  H.  A.  Weymann  & 
Son.,  Inc.,  Ross  P.  Curtice  Co.,  Curtice  N. 
Andrews,  Arthur  A.  Trostler,  A.  W.  Rhinow, 
Import  Sales  &  Business  Agency,  Inc.,  Stand- 
ard Talking  Machine  Co.,  Emanuel  Blout,  W.  J. 
Dyer  &  Bro.,  Steger  &  Sons  Piano  Mfg.  Co., 
Oscar  Willard  Ray,  the  Orsenigo  Co.,  Inc.; 
Regal  Record  Co.,  Penn  Phonograph  Co.,  E. 
F.  Droop  &  Sons  Co.,  Unit  Construction  Co., 
Orville  Harrold,  Cabinet  &  Accessories  Co., 
Inc.,  Knickerbocker  Talking  Machine  Co.,  R. 
M.  Kempton,  Aeolian  Co.,  Marcel  Wheat,  P.  A. 
Ware,  Maurice  Landay,  Philip  W.  Simon,  Thos. 
T.  Evans,  Harry  A.  Goldsmith,  Morris  R.  Lamb, 
Superior  Phonoparts  Co.,  Lloyd  L.  Spencer, 
Arnold  B.  Reincke,  James  J.  Davin,  Qtto 
Heineman,  Silas  E.  Pearsall  Co.,  Thos.  F. 
Green,  Ormes,  Inc.;  Earl  W.  Jones,  John 
Cromelin,  C.  L.  Johnston,  Herbert  A.  Brennan, 
Richmond-Robbins,  Inc.,  M.  Witmark  &  Sons, 
Lambert  Friedl,  Ray  Reilly,  Daniel  A.  Creed, 
M.  E.  Schechter,  Buffalo  Talking  Machine  Co., 
James  D.  Moore,  John  A.  Hofheinz,  Howard  J. 
Shartle,  M.  Steinert  &  Sons  Co.,  Edward  Wade 
Lundquist,  Edward  C.  Rauth,  John  Steel, 
Ernest  John,  L.  P.  Mountcastle,  Beckwith- 
O'Neill  Co.,  H.  B.  Sixsmith  and  others. 


ARTHUR  FIELDS  SONG  SHOP  OPENED 

The  Arthur  Fields  Song  Shop  has  been 
opened  in  the  Hotel  Theresa  Building,  125th 
street  and  Seventh  avemie,  New  York  City.  In 
addition  to  talking  machines  and  records  a  full 
line  of  sheet  music  and  musical  instruments  is 
carried.    The  formal  opening  on  January  2. 


The  Nem. 
Granby  Short^ofole 


Corre 


ct  io  Des.  o 


Tbe  low  list  Price 
Assures  a  Heavy  Demand 


$13S 


The  Trade  Has  Made  a  Discovery! 


Phonograph  retailers  have  been  keeping  their  eyes  open — anci 
they  have  discovered  a  new  model  Granby  that  meets  the  demand 
for  a  short  console— and  that  sells  at  a  common-sense  price: 

The  T 

Adam  Period  Short  Console  Phonograph 

Comes  in  rich  walnut  and  Jjrown  mahogany.  Has  5-ply 
veneered  cabinet — equal  to  the  veneers  in  higher  priced  instru- 
ments. Finished  back  and  sides  as  well  as  in  front.  Construction 
guaranteed. 

And  Note  these  New  Granby  List  Prices : 

Was  Now  Was  Now 

Sheraton  Upright   $140  $120      Adam  Console   $275  $200 

Early  Virginian  Upright.  200  175      Louis  XVI  Console             325  250 

Louis  XVI  Upright             275  2  3  5      Queen  Anne  Console          375  250 

Granby  Uprights,  $100  up;  Granby  Consoles,  S135  up 


And  with  the  fat,  liberal  Granby  discounts  the  profits  to  you  are 
worth  going  after.    Write  and  ask  for  our  attractive  dealer  proposition. 


(gr — — '  (£/" 

Offices  and  Factory:    NEWPORT  NEWS,  VIRGINIA 
New  York  Branch:   37  WEST  20th  ST.,  NEW  YORK,  N.  Y.      Tel.  Watkins  4508 
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BAGSHAW  Products  have  enjoyed  their  most 
successful  year  thanks  to  you  dealers  who  have 
stocked  and  featured  our  wares.  Thanks  also  to 
that  great  public  which  has  recognized  Bagshaw's 
high  quality  and  bought  generously. 

Brilliantone,  Ref  lexo  and  Petmecky  Needles  bid 
fair  to  duplicate  in  1923  their  successes  of  1922. 
We  are,  indeed,  oversold  for  the  early  part  of  the 
New  Year.  Dealers  ever5nvhere  have  apparently 
anticipated  their  spring  requirements  and  placed 
their  orders  for  future  delivery. 

We  commend  the  wisdom  of  such  dealers  to  those 
who  have  not  as  yet  given  thought  to  the  brisk 
trade  that  will  come  with  spring.  Dealers  who 
have  already  ordered  will  be  assured  of  ample 
stock.  They  have  protected  themselves  against 
possible  price  increases.  They  have  placed  them- 
selves in  a  position  to  derive  the  greatest  benefit 
from  Bagshaw  superiority.  It  is  still  time  for  you 
to  do  likewise.  Place  your  orders  now  for  Bagshaw 
products  and  make  1 923  your  best  year. 


WH.BAGSHAWCO. 

FACTORIES,  LOWELL,  MASS. 

SELLING  AGENTS 

Rrilliantone  Steel  Needle  CO:  i^^i^u 

370  SEVENTH  AVENUE 


AT  31sl  STREET 


NEW  YORK 


SUITE  1214 
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SUPERIOR  STEEL 


IV  _  SURE 

^         •  RECIST 

^  N  E 


There  Is  Only  One  Reason  For 

Brilliantone  Success 

And  that  is,  the  uniformly  high  quality  of  Brillian- 
tone Needles. 

They  are  absolutely  dependable.  The  public  has 
come  to  realize  that  a  Brilliantone  Needle  will 
play  a  record  as  it  should  be  played.  They  know 
that  one  Brilliantone  Needle  is  as  good  as  another; 
that  they  are  safe  in  using  Brilliantone  Needles. 

That  is  the  reason  for  Brilliantone's  popularity, 
for  Brilliantone's  success. 

Our  success  in  1922  will  be  continued  and 
furthered  during  the  new  year.  This  is  already 
assured. 

Wise  merchants  are  forestalling  possible  necessary 
price  increases.  We  have  already  booked  many 
orders  for  Spring  delivery. 

Brilliantone  Dealers  have  previously  found  it  to 
their  interest  to  heed  our  advice.  We  suggest  that 
you  place  your  orders  now,  at  present  prices,  for 
your  Spring  requirements. 

BRILLIANTONE 

STEEL  NEEDLE  CO.  OF  AMERICA,  INC. 

Selling  Agent  for  W.  H.  Bagshaw  Co. 
Factories,  Lowell,  Mass. 

370  SEVENTH  AVENUE  NEW  YORK 

Canadian  Distributors: 
MUSICAL  MERCHANDISE  SALES  CO. 
79  Wellington  Street,  W.  Toronto. 


11^       SUPERIOR  STEEL 

Brilliantone 

i    ^         REGISTERED  TRADE  MARK  ■  1 

^  NEEDLES  ^ 
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The  world  and  his  best  girl  are  a-tiptoe  for  a  new 
expression  of  dance-music  art.  Paul  Specht  and  His 
Orchestra  are  producing  it.  Your  dancing  customers 
will  take  keen  delight  in  Columbia  Record  A-3759. 

Away  Down  East  in  Maine"  coupled  with  "One  Night 
In  June"  have  everything  feet  can  desire. 


Columbia  Graphoptione  Co 

NEW  YORK 


DINNER  OF  EMPLOYES  OF  GENERAL  PHONOGRAPH  CORP.     TALKING  MACHINE  TRADE  IN  INDIA 


Interesting  Program  Prepared  for  Entertainment  of  Okeh  Employes — Otto  Heineman  and  Other 
Executives  in  Attendance — David  Goldman  Presides  as  Toastmaster 


The  employes  of  the  General  Phonograph 
Corp.,  New  York,  were  the  guests  of  the  com- 
pany recently  at  a  Christmas  dinner  and  dance 
given  at  the  "Maisonette,"  one  of  the  popular 
restaurants  in  the  theatrical  district.  One  hun- 
dred and  twenty  guests  were  present  and 
throughout  the  evening  the  program  was  thor- 
oughly enjoyed  by  all  in  attendance. 

Otto  Heineman,  president  of  the  company, 
accompanied    by    Mrs.    Heineman,    were  the 


forts  in  this  direction  contributed  materially  to 
the  success  of  the  evening.  John  Dean,  gen- 
eral manager  of  the  needle  factory  at  Putnam, 
Conn.,  made  a  special  trip  to  New  York  to  be 
present  at  the  dinner. 

Fred  W.  Hager,  director  of  the  Okeh  record- 
ing laboratories,  was  in  charge  of  the  music 
and  dance  program,  and  with  his  usual  capability 
provided  the  guests  w-ith  splendid  entertain- 
ment.   Billy  Jones,  well-known  recording  artist, 


Forces  of  General  Phonograph  Corp.  Guests  of  Company  at  Dinner  at  "Maisonette" 


guests  of  honor,  and  the  dinner  served  as  a 
"bon  voyage"  from  the  employes  to  Mr.  and 
Mrs.  Heineman,  who  sailed  a  few  days  later 
for  Europe.  Among  the  other  executives  in 
attendance  were  Mr.  and  Mrs.  W.  G.  Pilgrim, 
Mr.  and  Mrs.  Adolph  Heineman,  Mr.  and  Mrs. 
Jacob  M.  Schechter,  W.  C.  Fuhri,  Paul  Gloetz- 
ner,  J.  A.  Sieber,  R.  S.  Peer,  F.  W.  Hager, 
A.  F.  Thallmayer,  E.  L.  Sampter,  E.  B.  Shiddell 
and  others.  David  Goldman,  auditor  of  the 
company,  presided  as  toastmaster,  and  his  ef- 


favored  the  diners  with  several  of  the  hits  he 
has  made  for  Okeh  records,  and  Joseph  Sam- 
uels with  his  orchestra  provided  the  latest  fox- 
trot hits  for  terpsichorean  artists  of  the  Okeh 
organization. 


Bame's,  Inc.,  one  of  the  largest  talking  ma- 
chine houses  in  Atlanta,  Ga.,  recently  added  the 
Okeh  records  and  a  vigorous  campaign  in  the 
interest  of  this  line  is  under  way.  Advertising 
and  other  sales  producers  are  being  used. 


Records 


STRAND,  GRANBY  and  OUTING  PHONOGRAPHS 

Brilliantone,  True  Tone,  Tonofone  and  Gilt-Edge  NEEDLES 
DELIVERY     BAGS     AND  ACCESSORIES 


Complete  Stocks  and  Prompt  Service 
IROQUOIS  SALES  CORPORATION 

Wholesale  Distributors 

210  Franklin  Street  .  .  BUFFALO,  N.  Y. 


American  Talking  Machines  Sold  Through 
British  Agencies — Opportunity  for  Study  to 
Increase  Sales  by  American  Exporters 


Washington,  D.  C,  January  4. — American  talk- 
ing machines  are  being  sold  in  Karachi  through 
British  agencies,  which  have  opened  branches 
in  the  city  and  established  a  suppl}^  organiza- 
tion to  furnish  records  and  parts,  according  to 
advices  from  Consul  A.  M.  Warren,  Karachi, 
India.  The  long  delay  between  the  production 
of  topical,  musical  and  dance  records  in  America 
and  their  appearance  in  the  Karachi  markets 
tends  to  reduce  the  sales. 

German  products  have  been  entering  the  mar- 
ket during  the  last  six  months.  Motors  and 
sound-box  apparatus  for  German  talking  ma- 
chines are  exported  to  India  and  are  assembled 
with  Indian-made  cabinet  cases.  In  the  same 
way  the  metal  parts  of  pianos  are  manufactured 
in  Germany  and  exported  to  India,  where  they 
are  placed  in  Indian-made  cases  and  sold  at 
unusually  low  prices. 

In  view  of  this  competition  it  behooves 
American  manufacturers  of  musical  instruments 
to  give  careful  consideration  to  the  problem  of 
marketing  their  products  in  Karachi  and  other 
Indian  cities  in  the  most  economical  and  efficient 
manner. 


MOURNS  PASSING  OF  MOTHER 


Mother  of  John  Y.  Shepard  Passes  Away  at 
Home  in  GloversvUle,  N.  Y. 


John  Y.  Shepard,  associated  with  the  whole- 
sale sales  staff  of  the  Okeh  distributing  divi- 
sion of  the  General  Phonograph  Corp.,  15  West 
Eighteenth  street,  New  York,  is  mourning  the 
death  of  his  mother,  Mrs.  Alice  McGee  Shepard, 
who  passed  away  recently  at  her  home  in 
Gloversville,  N.  Y.  Mrs.  Shepard  was  in  her 
sixty-ninth  year  and  she  leaves  two  sons  and 
a  daughter. 

Mr.  Shepard  is  the  Brooklyn,  N.  Y.,  repre- 
sentative of  the  General  Phonograph  Corp.  and 
is  widely  known  to  the  trade  in  the  metropolitan 
district. 


VICTOR  CO.  DECLARES  DIVIDEND 


Directors  of  the  Victor  Talking  Machine  Co. 
recently  declared  the  first  dividend  on  the 
common  stock  since  the  capital  of  the  company 
was  increased  last  month.  The  dividend 
amounts  to  $2  a  share  quarterly  and  is  payable 
Januarj'  15  to  stock  of  record  December  30.  The 
regular  dividend  on  the  preferred  was  also  de- 
clared payable  as  of  the  same  dates.  The  divi- 
dend of  $2  a  share  declared  on  the  common  stock 
is  equal  to  $14  a  share  paid  on  the  old  stock  be- 
fore the  stock  dividend  was  distributed. 


The  Hartwell  Furniture  Co.,  Hartwell,  Ga., 
recently  added  a  talking  machine  department 
to  its  business. 
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Plays  EDISON 
Records 


THE 

"VICSONIA" 

REPRODUCER 

Truly  a  Reproducer  that  will  please  the  most  cultured  mu- 
sician and  discriminating  critics.  For  over  nine  years  the 
recognized  medium  for  playing  EDISON  Records  on 
VICTOR  and  COLUMBIA  Machines. 

Made  in  Silver  and  Gold.  Fitted  with  Sapphire  or  Diamond  Point. 
One  Silver,  Sapphire  Point   Reproducer  Sent  on  Receipt  of  $4.50. 

VICSONIA  MFG.  CO.,  Inc.,  313  E.  134th  Street,  New  York,  N.  Y. 


LESLIE  I  KING  WITH  BRUNSWICK 


Former  Talking  Machine  Man  Becomes  Sales 
Manager  in  Central  Division  With  Headquar- 
ters in  Cleveland — Has  Had  Wide  Experience 


Columbus,  O.,  January  3. — Leslie  I.  King,  for- 
merly manager  of  the  Morehouse-Martens  Co., 
this  city,  has,  beginning  with  the  first  of  the 
year,  taken  up  his  new  duties  as  sales  manager 
for  the  Brunswick-Balke-Collender  Co.  in  what 
is  known  as  the  central  division,  taking  in  the 
cities  of  Cleveland,  Pittsburgh,  Buffalo  and 
Rochester,  making  his  headquarters  in  the  first- 
named  city,  where  he  will  establish  a  branch 
office. 

Mr.  King,  who  has  had  wide  experience  in 
the  talking  machine  field,  came  to  Columbus  six 
years  ago  and  as  manager  of  the  Morehouse- 
Martens  Co.  department  developed  a  number 
of  modern  sales  ideas  that  were  most  success- 
ful and  increased  the  business  volume  by  over 
1,000  per  cent. 

He  conceived  and  laid  out  a  department  that 
was  regarded  as  a  model  of  its  kind  and  was 
likewise  successful  in  developing  prospects  out- 
side the  store  through  the  distribution  of  toy 
banks  and  by  other  means.  He  was  also  presi- 
dent of  the  Central  Ohio  Retail  Victor  Dealers' 
Association,  which  office  he  relinquished  upon 


Ward's  Padded  Khaki 


Moving  Covers 


for 
Pianos 
and  all 
Models  of 
Upright 

and 
Console 
Machines 


Distributors 
BRISTOL  &  BARBER,  INC. 
3  E.  14th  St.  New  York  City 

SHERMAN,  CLAY  &  CO. 
741  Mission  St.  San  Francisco,  Calif. 

THE  C.  E.WARD  CO. 


M  anufacturera 


NEW  LONDON 


OHIO 


assuming  his  new  duties  with  the  Brunswick  Co. 

Mr.  King  is  already  developing  service  plans 
for  the  benefit  of  Brunswick  dealers,  one  of  the 


Leslie  I.  King 

plans  calling  for  what  is  known  as  a  resale 
department,  from  which  trained  salesmen  will 
be  sent  out  to  dealers  to  help  in  drilling  new 
sales  people  hired  in  retail  establishments. 


EASTERNERS  MAKE  GOOD  IN  WEST 


Scott  Bros.  Coming  From  the'  East  Win  Success 
in  General  Music  Business  in  Wyoming 


The  success  of  the  Scott  Bros.  Music  Co., 
Greybull,  Wyo.,  is  a  reflection  of  Horace 
Greeley's  advice  to  young  men  to  go  West, 
for  the  Scott  Bros,  both  originally  learned  the 
business  in  the  East,  and,  in  fact,  with  Chicker- 
ing  &  Sons  to  be  exact,  and  have  now  built 
up  a  very  substantial  business  in  Greybull, 
handling  pianos,  players,  Victrolas,  musical 
merchandise  and  sheet  music.  They  report  that 
the  holiday  trade  has  been  exceptionally  good. 


LEASES  LARGE  STORE  ROOM 


The  Graber  &  Gray  Music  House,  Main  street, 
Visalia,  Cal.,  in  the  Hotel  Johnson  Building, 
has  leased  the  store  room  at  426  East  Main 
street.  This  room  will  be  used  for  warehouse 
purposes,  for  storage  of  pianos,  phonographs 
and  other  musical  instruments  and  suppHes. 
Rapidly  expanding  business  made  larger  space 
necessary. 


Clemons  Bros.,  of  Chattanooga,  Tenn.,  who 
conduct  a  Victor  department  in  their  furniture 
store,  recently  moved  into  their  own  new  build- 
ing in  that  city. 


OUR  INSTRUMENTS  POPULAR  IN  CHINA 


Foreign-educated  Chinese  Responsible  for  Rap- 
idly Growing  Popularity  of  American-made 
Pianos  and  Talking  Machines 


Washington,  D.  C,  January  6.  —  Foreign 
music  is  growing  more  popular  with  the 
foreign-educated  Chinese,  who  are  constantly 
increasing  in  number,  according  to  Consul  Gen- 
eral P.  S.  Heintzleman,  stationed  in  Hankow. 
They  cultivate  this  taste  while  studying  in  the 
schools  and  colleges  conducted  under  the  au- 
spices of  the  various  foreign  governments  and 
mission  societies.  Piano,  organ  and  talking 
machine  music  is  equally  popular  with  them. 

Talking  machines,  which  are  comparatively 
cheaper  in  price,  are  very  popular  in  China 
and  nearly  every  foreign  family  and  wealthy 
Chinese  family  in  the  treaty  ports,  which  has 
come  under  foreign  influence,  possesses  one. 
They  are  purchased  from  selling  agents  in 
Shanghai.  While  talking  machines  have  only  a 
limited  sale  among  the  natives,  because  of  their 
price,  it  would  seem  that  an  instrument  of 
moderate  price  would  have  a  wide  distribution 
if  it  were  properly  advertised  and  marketed. 
Chinese  records  should  be  sold  with  any  ma- 
chine intended  for  the  Chinese. 

In  order  to  bring  American  musical  instru- 
ments to  the  attention  of  the  Chinese  it  would 
seem  necessary  to  work  through  one  of  the 
long-established  foreign  firms  at  Hankow. 


Re'inald  Werrenrath,  Victor  artist,  recentl}' 
appeared  before  a  capacity  audience  at  the  At- 
lanta Auditorium,  Atlanta,  Ga. 


and 


Repair  Parts 

SAIVIUEL  ESHBORN 

65  Fifth  Avenue 
New  York 
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Mardones'  has  been  called  the  most  beautiful  bass 
voice  In  America.  He  has  |ust  made  a  marvelous  rec- 
ord of  the  "Ava  Signor"  from  Boito's  Mefistofele, 
The  vastness  of  his  voice  never  shone  to  better  ad- 
vantage. Coupled  with  this  is  ''Golondron''  from  the 
opera  Maruxa»  Mardones  sings  this  in  Spanish,  his 
native  tongue.  A-6225. 

Columbia  Graphophone  Co 

NEW  YORK 


EFFECTIVE  PUBLICITY  STUNT 

Black,  Derges  &  Marshall,  Phonograph  Dealers 
in  Peoria,  111.,  Obtain  Publicity  With  Help  of 
Dance  Hall  Management — Fine  Publicity 


ANNOUNCE  THREE  NEW  SONORA  MODELS 


Two  Console  Period  Models  and  One  Upright 
Added  to  Line — Well  Calculated  to  Assist 
Sonora  Dealers  in  Developing  1923  Business 


bulge  construction,  an  exclusive  Sonora  feature. 
At  a  list  price  of  $150,  or  $50  less  than  a  baby 
grand,  it  will  undoubtedly  be  one  of  the  big 
Sonora  sellers  this  year. 


Peoria,  III.,  January  4. — Black,  Derges  &  Mar- 
shall, Brunswick  dealers  of  this  city,  have  an 
arrangement  with  the  management  of  the  Ing- 
lalerra  Ball  Room  here  which  is  resulting  in 
considerable  valuable  publicity.  The  orchestra 
stand  is  in  the  center  of  the  floor,  a  raised 
pagoda-style  pavilion.  When  a  piece  is  being 
played  a  card  is  inserted  in  an  attractive  frame, 
giving  the  number  of  the  Brunswick  records. 
The  Inglaterra  is  the  finest  and  largest  dance 
hall  in  Illinois  outside  Chicago,  and  Isham 
Jones'  Orchestra  recently  played  a  special  en- 
gagement there  under  the  auspices  of  these 
dealers. 


The  accompanying  illustrations  portray  three 
of  the  new  Sonora  period  models  for  1923 
known  as  the  Marlborough,  Serenade  and  Bar- 


ORMES,  INC.,  PRESENTS  FINE  GIFT 

In  accordance  with  its  usual  custom,  Ormes, 
Inc.,  15  West  Thirty-seventh  street.  New  York, 


APPOINTS  MANY  NEW  AGENCIES 


Among  the  many  new  agencies  throughout 
the  country  recently  appointed  by  the  Bruns- 
wick Co.  are  included  the  Milford  Pharmacy, 
Milford,  Utah;  Don.  F.  Kugler,  Soda  Springs, 
Iowa;  John  F.  Boyden  &  Sons,  Coalville,  Utah, 
and  Simmons  Pharmacy,  Springville,  Utah. 


Marlborough 


Barcarolle 


Serenade 


The  Bruce  Co.,  of  Springfield,  111.,  has  just 
changed  retail  managers,  V.  V.  Williams, 
formerly  manager  of  the  Peoria  store,  succeed- 
ing A.  W.  Wolfe. 


carolle.  The  Marlborough  and  Serenade  are 
additions  to  the  standard  period  Sonora  line 
that  will  undoubtedly  give  added  prestige  to 
Sonora  product  in  general.  The  list  price  of 
the  former  is  $185  and  the  latter  $150. 

The  Barcarolle  has  many  of  the  features  of 
the  baby  grand  Sonora,  including  the  costly 


Sherburne  Automatic  Stop 

Stops  When  You  Want  It  to  Stop 


Manufacturers:  Has  your  automatic  stop  ever 
helped  your  dealers  make  a  sale? 

Investigate  the  Sherburne 

Sample  sent  upon  request 

SHERBURNE  MANUFACTURING  COMPANY 

948  Penobscot  Building  Detroit,  Mich. 


Victor  wholesalers,  forwarded  on  Christmas  to 
their  friends  in  the  trade  a  handsome  gift.  This 
year's  Christmas  greetings  consisted  of  a  very 
attractive  eight-day  clock  in  mahogany,  accom- 
panied by  a  greetings  card  expressing  the  com- 
pany's hope  that  1923  would  bring  unbounded 
prosperity  and  happiness  to  the  recipient.  The 
clock  was  enthusiastically  received  by  the  trade 
and  C.  L.  Price,  vice-president  and  general  man- 
ager of  Ormes,  Inc.,  has  received  many  letters 
congratulating  the  company  on  the  practical 
value  of  its  Christmas  gift. 


PATERSON,  N.  J.,  SHOP  ENLARGES 

Paterson,  N.  J.,  January  4. — Extensive  altera- 
tions and  enlargement  have  been  made  by 
O'Dea's  Phonograph  Shop,  115  Ellison  street, 
this  city.  The  entire  second,  floor  has  been 
converted  into  additional  demonstration  rooms, 
making  in  all  twenty-six  rooms  f(5r  the  display 
and  demonstration  of  machines  and  records. 


BRUNSWICK  CO.  FEATURES  THRIFT 


A  special  advertisement  has  been  prepared 
by  the  Brunswick-Balke-CoUender  Co.  to  be 
used  by  Brunswick  dealers  during  Thrift  Week, 
January  17-24.  This  advertising  will  be  used 
as  a  tie-up  with  the  Brunswick  Thrift  Bank 
campaign  urging  prospective  Brunswick  bu3-ers 
to  visit  their  local  stores  to  secure  Brunswick 
thrift  banks,  designed  to  speed  Brunswick  sales. 


OPENS  NEW  JENKINS  STORE 


The  J.  W.  Jenkins  Sons  Music  Co.,  oper- 
ating a  chain  of  stores  in  Kansas,  Oklahoma, 
Missouri  and  Arkansas,  has  just  opened  the 
fourteenth  store  at  Wichita,  Kan. 
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QUALITY 

Counts  More  Than  Ever 


'U»t.  '«iiiiiiiiiiiiiiiiiiiiitiiu 


Motor 


No.  77 


The  Famous  Motor  of  Quality 

Noiseless,  powerful,  steady 
and  continuous 

In  these  times  of  keenest  competition, 
Machines  equipped  with 

HEINEMAN 
QUALITY  MOTORS 

will  invariably  be  the  winners 

General  Phonograph  Corporation 

OTTO  HEINEMAN,  Pres. 

25  West  45th  Street     New  York 


HEINEMAN 


MEISSELBACH 
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A  NIPPONESE  NOVELTY  C 
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\kfithany'FEISTsong' 


EFFECTIVE  RAY  MILLER  PUBLICITY 

Exclusive  Columbia  Artist  Captures  Detroit's 
Dance  Lovers — Dual  Engagement  Works  Out 
Profitably  for  Talking  Machine  Dealers 


Detroit,  Mich.,  January  6. — Columbia  dealers 
in  Detroit  co-operated  to  advantage  in  the  de- 
velopment of  a  gigantic  pubUcity  campaign  fea- 
turing Ray  Miller  and  his  orchestra,  exclusive 
Columbia  artists,  who  were  booked  by  the  Fox- 


The  Ray  Miller  Orchestra 

Washington  Theatre  and  the  Addison  Hotel  in 
this  city.  Many  thousand  folders  announcing 
the  engagement  of  Ray  Miller  and  his  orchestra 
were  sent  out  by  these  two  places  and  included 
in  the  folder  was  a  photograph  of  the  orchestra 
with  a  list  of  Ray  Miller's  records. 

The  orchestra's  opening  night  at  the  Addison 
Hotel  was  advertised  as  "record  night"  and 
every  lady  in  attendance  was  given  a  Ray  Miller 
Columbia  record  in  a  Columbia  record  gift  en- 
velope as  a  souvenir  of  the  occasion.    At  the 


Victor 
Wholesalers 


The  House 

of 

Mellor 

In 

Pittsburgh 

since 

1S31 


Fox- Washington  Theatre,  on  a  Monday  night, 
after  playing  two  weeks,  the  crowd  was  so 
enormous  that  many  admissions  were  refunded. 
This  is  particularly  gratifying  when  it  is  con- 
sidered that  Monday  is  usually  the  worst  the- 
atre night  of  the  week  in  Detroit. 

In  the  beautiful  ballroom  of  the  Addison  Ho- 
tel after  Ray  Miller's  Orchestra  ha'd  played  to 
the  limit  and  stopped  for  the  night  the  crowd 
often  refused  to  leave  the  crystal  dance  floor. 
They  took  possession  of  an  L-2  Grafonola  on 
the.  orchestra  platform  and  with  a  supply  of 
Columbia  dance  records  these  enthusiastic  dev- 
otees were  able  to  carry  on  with  their  dancing 
through  the  remaining  hours  before  daybreak. 


S.  E.  BROWN  IN  NEW  POST 

Succeeds  E.  N.  Upshaw  as  President  of  the 
Southern  Sonora  Co.— Concern  Moves  to  At- 
tractive New  and  Large  Quarters 


Atlanta,  Ga.,  January  7.— E.  N.  Upshaw',  for- 
merly president  of  the  Southern  Sonora  Co., 
distributor  of  the  Sonora  line  in  Georgia,  Ala- 
bama, Florida  and  North  and  South  Carolina, 
recently  resigned  from  the  company  to  devote 
his  entire  time  to  the  automotive  equipment 
business.  He  is  succeeded  by  S.  E.  Brown, 
who  has  been  connected  with  the  company  for 
the  last  two  years  and  prior  to  that  was  asso- 
ciated with  the  Elyea  Talking  Machine  Co., 
Victor  distributor. 

The  Southern  Sonora  Co.  recently  moved  into 
attractive  quarters  at  293  Peachtree  street.  The 
business  of  the  firm  has  been  growing  steadily 
and  the  move  was  thought  advisable  in  order 
to  facilitate  the  handling  of  the  business. 


NEW  QUARTERS  IN  NEW  ORLEANS 

Junius  Hart  Piano  House,  Ltd.,  Leases  Four- 
story  Building  on  Carondelet  Street  to  Be 
Occupied  Late  Next  Year  After  Alterations 


New  Orleans,  La.,  December  23.— The  Junius 
Hart  Piano  House,  Ltd.,  has  just  closed  a  lease 
of  the  premises  at  123-25  Carondelet  street,  a 
four-story  building  at  present  occupied  by  F.  F. 
Hansel!  &  Bro.,  who  will  move  to  a  new  loca- 
tion on  October  1,  1923,  when  the  music  house 
will  take  possession  on  a  ten-year  lease.  George 
A.  Stocker,  vice-president  and  general  manager 
of  the  Junius  Hart  Piano  House,  looked  after 
the  details  of  the  deal  and  stated  that  the  build- 
ing would  be  remodeled  extensively  before 
being  occupied  by  his  company.  The  considera- 
tion involved  is  not  announced,  but  is  under- 
stood to  be  in  the  neighborhood  of  $150,000. 


The  latest  addition  to  the  music  stores  of 
San  Bernardino,  Cal.,  is  the  Orange  Belt  Music 
Store,  opened  by  "JeflF"  Christmann  and  J.  W. 
Foote  at  626  Third  street.  A  complete  line  of 
pianos  as  well  as  musical  instruments  is 
handled. 


Mr.  Edison  Man: — 

Don't  Say 

"KAN'T,"  s,y  "KENT" 

Write  for  catalog  of  complete  line 

The  KENT  No.  1 

With  "S"  Sound  Box 

Has  given  complete  satisfaction 
for  years 


Reg.  U.  S.  Pat.  Off. 


F.  C.  KENT  CO. 

Irvington,  N.  J. 
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Guyon  s  Paradise  Orchestra 


(Jules  R.  Herbuveaux,  Director) 


records  exclusively  for 


Records 

The  Records  of  Quality 

DANCE  RECORDS  by  this  popular  organization 
are  in  marked  demand.  Their  really  unique,  yet  har- 
monious mterpretations  of  the  modern  dance  music,  without 
the  slightest  loss  to  the  proper  rhythm,  have  won  for  them 
the  praise  and  instantaneous  approval  of  thousands  of 
dance-lovers. 

Records  by  this,  or  any  other  OKeh  artist  or  organization, 
may  be  obtamed  from  Consolidated  with  the  same  prompt- 
ness and  smooth  efficiency  that  are  always  so  character- 
istic of 

CONSOLIDATED  SERVICE 


Consolidated  Talking  Machine  Co. 

227  W.  Washington  Street  Chicago,  III. 

Branch:  2957  Gratiot  Avenue,  Detroit,  Mich. 
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I  The  Status  of  Radio  in  the  "Talker"  Store  | 

I  By  R.  F.  STAYMAN,  Advertising  Manager,   Crosley  Mfg.  Co.  I 


draws  them  to  display  windows  and  into  stores. 
Handling  of  radio  sets  and  parts  is  a  sign  of 
progressiveness — and  we  all  are  more  or  less 
progressive. 


Tremendous  and  rapid  expansion  of  the  radio 
business  makes  it  hard  even  for  those  closely 
connected  with  the  industry  to  predict  who 
will  be  the  ultimate  dealers,  but  it  is  safe  to 
forecast  that  those  engaged  in  the  retail  sale 
of  talking  machines  soon  will  find  themselves 
face  to  face  with  a  strenuous  demand  for  re- 
ceiving sets  and  parts.  This  is  one  of  the  in- 
evitable sequences  of  events  in  connection  with 
the  development  of  the  trade,  and  wise  indeed 
will  be  the  dealer  who  prepares  immediately  to 
meet  this  demand. 

There  are  some  who  insist-  the  electrical 
dealer  will  be  the  logical  one  to  handle  radio. 
They  are  correct  in  their  assertion,  but  the 
electrical  dealer  will  not  be  the  only  logical 
one.  There  are  many  engaged  in  various  lines 
of  retail  trade  to  whom  the  radio  business  will 
appeal,  but  there  naturally  are  a  few  who  will 
do  the  bulk  of  the  business,  and  included  among 
these  few  are  the  talking  machine  dealers. 

Without  doubt  every  phoriograph  man  in  the 
United  States  has  considered  adding  radio  re- 
ceiving apparatus  to  his  line,  but  some  have 
held  back  for  various  reasons,  chief  of  which 
is  a  misunderstanding  regarding  the  amount  of 
experience  necessary  in  successful  operation  of 
the  business.  As  soon  as  they  realize  radio  is 
one  of  the  most  simple  of  modern  inventions, 
then  will  they  know  they  erred  in  refusing  to 
reap  the  harvest  of  gold  that  was  placed  be- 
fore them. 

Radio  and  music  are  moving  along  hand  in 
hand,  the  former  depending  entirely  upon  the 
latter.  In  fact,  if  it  were  not  for  music  radio 
rapidly  would  pass  into  oblivion.  But  on  the 
other  hand,  radio  is  increasing  the  demand  for 
music,  owners  of  receiving  sets  purchasing  se- 
lections they  have  heard  coming  from  the 
broadcasting  stations.  One  without  the  other 
is  lost,  and  still,  taken  together,  they  form  what 
the  user  of  slang  would  say  is  a  combination 
that  is  hard  to  beat. 

Radio  receiving  sets  are  amusement  pro- 
ducers, so  are  talking  machines.  They  permit 
hearing  of  the  same  music  that  is  heard  by 
means  of  the  phonographs.  They  operate  on 
the  same  principle — reproduction  of  the  human 
voice — although  the  radio  does  not  exactly  re- 
produce this  voice,  it  carries  it.  They  are  being 
installed  in  the  same  cabinets  and  in  certain 
cases  by  the  same  manufacturers. 

Now  too  much  emphasis  cannot  be  placed 
upon  the  simplicity  of  radio  and  upon  the 
ability  of  any  person  to  operate  a  set.  Remem- 
ber when  the  automobile  first  came  out  and 
you  said  you  never  would  learn  to  run  such 
a  thing?  Would  you  admit  now  that  you  could 
not  learn  to  operate  a  car?  Certainly  not,  and 
so  you  cannot  admit  you  are  afraid  you  will  be 
incapable  of  successful  operation  of  a  radio  set. 
The  terms  are  strange  to  you,  no  doubt,  but 
they  are  simple.  The  different  parts  and  acces- 
sories may  seem  beyond  human  understanding 
at  first,  but  the  mystery  clears  in  a  remarkably 
brief  period,  and  after  a  few  hours  of  reading 
and  "tinkering"  any  person  will  be  able  to  talk 
radio  intelligently  enough  to  explain  to  cus- 
tomers the  pleasures  and  benefits  to  be  derived 
from  ownership  of  sets. 

Many  talking  machine  dealers  have  been  sur- 
prised at  the  small  amount  of  space  necessary 
for  the  addition  of  this  line,  at  the  quick  turn- 
over, at  the  manner  in  which  radio  instruments 
attract  new  customers  to  their  stores  and,  most 
important  of  all,  at  the  large  profits  obtainable. 
Manufacturers  and  jobbers  are  giving  from  25 
to  50  per  cent  discounts,  depending,  of  course, 
upon  the  size  of  orders,  so  it  may  readily  be 
seen  that  with  a  tremendous  demand  the  pos- 
sibilities of  increasing  profits  are  such  that  they 
cannot  be  overlooked. 

There  is  another  mistaken  idea  that  has  led 
certain  dealers  to  hold  aloof,  and  that  is  the 


belief  that  a  large  amount  of  money  must  be 
invested.  This  may  have  been  so  several  years 
ago,  but  not  to-day.  People  are  demanding  low- 
priced  but  efficient  apparatus.  In  fact,  for  but 
a  few  hundred  dollars  any  dealer  may  ptj.rchase 
a  trial  stock  including  a  wide  variety  of  receiv- 
ing sets  and  parts.  For  instance,  the  Crosky 
Mfg.  Co.  prepares  trial  orders  for  new  dealers, 
the  total  amounts  ranging  from  about  $200  to 
$500,  these  orders  consisting  of  everything 
necessary  %n  ineeting  the  initial  demands  of 
customers..  With,  a,  wide-awake  dealer,  however, 
this  supply  should  not  last  more  than  a  few 
days  and  so  all  who  enter  tlie  business  should 
be  prepared  for  alrhost  immediate  repeat  orders. 

There  is  no  line  comparable  with  radio  when 
advertising  is  considered.  It  appears  that  there 
is   something  about   this  that  attracts  people, 


SPLITTING  HAIRS  ON  DIVIDEND 


Final  Dividend  Announcement  of  Mozart  Talk- 
ing Machine  Co.  Features  Percentages 
Worthy  of  Attention  of  Mathematicians 


St.  Louis,  Mo.,  December  30. — Walter  D.  Coles, 
referee  in  bankruptcy,  has  announced  that  a 
fourth  and  final  dividend  of  55,313/100,000  of  1 
per  cent  has  been  declared  on  all  claims  al- 
lowed against  the  estate  of  the  Mozart  Talking 
Machine  Co.,  this  city,  said  dividend  to  be  paid 
by  the  trustee,  Milton  D.  Mendle,  at  his  office 
here  on  or  after  January  8. 


A  loss  of  $4,500  was  incurred  recently  by  the 
A.  J.  Bensberg  Music  Co.,  Washington  and 
Adams  streets,  Camden,  Ark.,  in  a  fire. 


THE  SILENT  MOTOR 

Unsolicited  Communications  from  Talking    Machine  Manu- 
facturers Testifying  to  the  High  Quality  of  Our  Motors. 

One  of  the  largest  manufacturers  of 
talking  machines  in  Ohio  states: 
"We  congratulate  you  upon  the  high 
state  of  efficiency  maintained  in  the 
quality  of  your  motors  and  trust  that 
our  finished  product  will  always 
measure  up  to  the  high  standard  you 
have  demonstrated  in  the  manufacture 
of  your  product." 

Another  successful  manufacturer  of 
phonographs  in  Pennsylvania  states: 
"For  your  information  would  say  that 
all  your  motors  are  giving  satisfac- 
tion, no  trouble  of  any  kind  has 
developed  and  in  the  future  all  of 
our  cabinets  will  have  your  motors 
installed  as  standard  equipment." 

One  of  the  largest  phonograph  manu- 
facturing concerns   in  Indiana  states  : 
"Your  motor  is  a  very  good  motor  and 
we  particularly  admire  the  speed  con- 
trol." 

Another  large  manufacturer  of  phono-  • 
graphs  in  Pennsylvania  states:  "Your 
motor  is  very  good,  in  fact  one  of 
the  best  we  have  ever  seen." 

Motors  manufactured  in  three  models  which  are 
guaranteed  to  play  in  excess  of  two,  three  and 
five  records.     Samples  and  prices  on  request. 

THE  SILENT  MOTOR  CORPORATION 

CHARLES  A.  O'MALLEY,  President 

321-323-325  Dean  Street  BROOKLYN,  N.  Y. 
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Ogden's  Sectional  Phonograph  Store  Equipment 

—  STANDARDIZED- 

Produced  economically  in  great  quantities — sold  to  you  as  you  need  it.  Every  part  accurately 
made  to  fit  the  other.  You  can  keep  adding  to  your  equipment  as  your  business  grows  or  knock 
it  down  and  move  it  to  your  new  quarters. 

Construction  and  Finish  the  Best — At  Factory  Prices. 

The  complete  Store  Equipment  (as  illustrated)  consists  of 
RECORD  RACKS,  for  2,700  10-inch  and  12-inch  Records 
— SALES  COUNTER  with  every  Dealer  convenience  for 
Card  Files,  Accessory  Stock,  Bags  and  Wrapping. 

SOUND-PROOF  BOOTH,  6  x  9  ft.,  (Plan  No.  3).  For 
Corner  of  Store,  $315.00.  Against  Side  Wall,  $365.00. 
Without  Wall  Contact,  $415.00.   (Complete  as  illustrated.) 


Ogden's  Sectional 
Store  Equipment. 


ANY  MAN  AND  A  BOY  for  helper  without  carpentry  experience 
can  assemble  this  room  in  one  hour.  There  is  nothing  to  do  but 
pface  Wall  and  Door  Sections  in  the  Pilaster  and  turn  down  the 
clamps.  Place  Ceiling  units  in  position  and  Base  Rail  or  Floor  Shoe 
around  the  bottom  and  the  job  is  complete,  as  tight  as  a  drum,  at  a 
fraction  of  the  usual  cost. 


Price  of  Ogden's  Sectional  Units 

Record  rack,  No.  1-S,  each   $40.00 

Paneled  ends,  each   5.00 

Record  sales  counter.  No.  1-S,  each   80.00 

Record  sales  counter.  No.  2,  each   60.00 

FINISHES:— GENUINE  ENAMEL 

White,  Old  Ivory  and  Gray 


fRONTVIEW  OF  RECORD  SMES  COUNTER 
TOP  3C1"H60"    52"  WTH  CASTORS 


FRONT  AND 
BACK  VIEW  OF 
RECORD  COUN- 
TER, showing  3 
compart  ment 
drawers  for  Card 
Files,  also  3  Up- 
right  Compart- 
ments  and  2 
Shelves,  which  fill 
every  Dealer  re- 
quirement. 


Room  units  made  to  fit  sound  tight 


G  Pi.7^H5  OF  0GDEN5  STfVNDfyf^B 
SILCTIO)^]-  STOREEqUIPMELTMT 

Thi.3  to  "hv,  ustd  to  asaemtle  any  siiLt 
R.ocma         ui-iita  cf  3ft. and  a nu  arrangement 
re(^u^.^ed   Jcr  any  space.. 


Materials  are  rapidly  advancing.  Make  your 
reservations  NOW  to  protect  you  against  price 
advances  during  1923.  By  outlining  your  plans 
for  the  future  now  will  give  you  price  protection. 


PLAN 


PLAN 


Prices  of  Complete  Equipment 

PLAN  NO.   1 — 2   Record  Sections,   1  Sales 

Counter,  1  6x6  ft.  Booth..  $275.00 
NO.  2 — 3   Record  Sections,   1  Sales 

Counter,  2  6x6  ft.  Booths.  .  425.00 
NO.  3 — 2  Record  Sections,  1  No.  1 
Sales    Counter,     1     6x6  ft. 

Booth    305.00 

PLAN  NO.  4 — 3  Record  Sections,   1  Sales 

Counter,  2  6x6  ft.  Booths.  .  460.00 
PLAN  NO.  5 — 2   Record  Sections,   1  Sales 

Counter,  1  6x9  ft.  Booth.  .  315.00 
PLAN  NO.  6 — 3  Record  Sections,   1  Sales 

Counter,  2  6x9  ft.  Booths.  .  475.00 


Ogden's  Complete  Modern  Store 

Costs  less  than  carpenter  work.     Everything  ready  for  business  the  day  you  get  it — Sectional — Unpack  and  "Set  it 
up  Yourself." 

NOW  IS  THE  TIME  TO  IMPROVE  YOUR  SERVICE 

Send  us  a  pencil  Sketch  of  your  Store,  Showing  where  you  want  Record  Racks,  Customers'  Counters  and  Private 
Salesrooms  and  we  will  quote  you  a  delivery  price  on  Sectional  Equipment  which  you  can  install  any  evening  and  be 
"Up  to  Date"  next  day. 

OGDEN  SECTIONAL  CABINET  CO.,  Lynchburg,  Va. 
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For  pure  melodious  excellence  you'll  go  far  before 
you  hear  a  finer  record  than  A-3748— It's  the  Criterion 
Quartet  singing  "Drifting  Down"  and  "Sometime, 
Somewhere."  The  beautiful  blending  of  these  rich 
male  voices,  unaccompanied,  suggests  the  masterly 
playing  of  a  deeply  sonorous  wood-wind  instrument. 

Columbia  Graphoptaone  Co 

NEW  YORK 


SAN  FRANCISCO 


Record  Holiday  Demand — Console  Models  Lead — Passing  of  Mrs. 
L.  S.  Sherman — Phonograph  Studio  Enlarged — G.  O.  Chase  Home 


San  Francisco,  Cal..  January  3. — Christmas 
business  in  California  was  the  best  in  years. 
The  weather  had  been  unfavorable  up  to  Christ- 
mas week,  then  came  a  change  and  the  stores 
were  crowded  for  one  solid  week.  The  people 
showed  a  most  decided  preference  for  flat  top 
machines,  especially  in  the  period  styles,  and- 
they  seemed  to  have  plenty  of  money  for  cash 
payments.  High-grade  merchandise  was  readily 
placed  where  cheaper  goods  were  expected  to 
sell  best.  Some  of  the  San  Francisco  dealers 
hold  the  opinion  that  the  great  interest  in 
higher  class  goods  is  directly  due  to  the  work 
of  music  week  and  the  music  memory  contests, 
which  undoubtedly  stimulated  musical  interest 
to  an  unusual  degree  this  year.  On  the  other 
liand  the  country  has  become  prosperous  and 
the  people  have  funds  to  spend.  People  have 
never  dressed  better,  bought  better  house  fur- 
nishings and  lived  better  than  in  the  past  year 
in  this  country.  Living  standards  have  steadily 
ascended  in  the  scale.  Some  attribute  the  in- 
creased purchasing  power  of  the  people  most 
largely  to  prohibition. 

Demand  for  Better  Grade  Goods 

J.  J.  Black,  of  the  Wiley  B.  Allen  Co.,  says 
the  holiday  business  of  the  San  Francisco  store 
and  all  the  branches  shows  a  creditable  increase 
over  last  year.  More  high-class  machines  were 
sold  and  many  more  records.  The  sale  of  classic 
records  for  Christmas  gifts  was  unexpectedly 
large.  The  Wiley  B.  Allen  Co.  is  noted  for  the 
artistic  excellence  of  its  show  windows  and  the 
Christmas  windows  this  year,  though  quiet  in 
tone,  were  fully  up  to  the  traditional  standard. 
R.  W.  Young,  manager  of  the  Fresno  store  of 
the  company,  was  in  San  Francisco  this  month 
and  he  spoke  enthusiastically  of  music  week  in 
Fresno.  They  also  had  a  very  successful  music 
memory  contest  in  Fresno  in  the  latter  part  of 
December. 

Art  Models  Popular 

George  E.  Morton,  manager  of  the  talking- 
machine  department  of  the  White  House,  San 
Francisco,_  says  the  greatest  interest  shown  by 
the  patrons  of  his  department  was  for  the  beau- 
tiful art  models  of  the  Victor  and  Cheney  lines. 
Period  styles  of  the  fiat  top  and  console  type 
go  the  best  as  a  rule. 

Death  of  Mrs.  L.  S.  Sherman 

The  trade  expresses  its  sympathy  for  Leander 
S.  Sherman  in  his  great  bereavement  through 
the  death  of  Mrs.  Sherman  on  Sunday,  Decem- 
ber 17.  Mrs.  Sherman  was  a  musician  of  talent 
and  an  active  club  and  charity  worker  in  San 


Francisco,  where  she  had  lived  most  of  her  life. 
She  was  seventy  years  of  age  at  the  time  of 
her  passing. 

Phonograph  Studio  Expands 
The  Phonograph  Studio,  at  Powell  and  O'Far- 
rell  streets,  has  just  been  greatly  enlarged  by 
the  addition  of  considerable  space  leased  at  the 
rear  and  on  the  Powell  street  front.  The  Powell 
street  show  windows  are  now  more  than  twice 
their  former  size,  while  the  added  space  at  the 
rear  affords  room  for  fourteen  demonstration 
booths.  The  entire  store  has  been  redecorated 
in  old  ivory,  with  Oriental  decorations  for  the 
electric  light  fixtures.  Each  record  booth  is 
equipped  with  a  push  button  service  so  that 
customers  may  be  more  conveniently  served 
and  each  room  is  named  after  some  famous 
artist.  The  artist's  portrait  in  colors  hangs  in 
each  respective  booth.  The  Phonograph  Studio 
has  taken  the  agency  for  the  Conn  line  of  band 
instruments  and  the  mezzanine  floor  is  being- 
altered  and  equipped  especially  for  the  band 
instrument  department.  The  company  also 
handles  player  rolls  and  popular  sheet  music. 
Manager  Quarg  says  the  business  in  merchan- 
dise orders  was  very  heavy,  principally  on  ac- 
count of  the  poster  in  each  booth  calling  atten- 
tion to  the  advantages  of  purchasing  merchan- 
dise orders  as  Christmas  gifts.  Novelty  records 
had  a  large  sale  during  the  holidays. 

Evening  Business  Proves  Lively 

The  Phonograph  Shop,  on  Stockton  street, 
like  most  of  the  other  talking  machine  stores, 
kept  open  evenings  the  week  before  Christmas. 
Mr.  Compton,  the  manager,  says  the  Christmas 
demand  was  splendid  and  that  the  popularity 
of  period  styles,  especially  the  consoles,  was 
greater  than  ever,  both  in  Victor  and  Sonora 
machines. 

George  Q.  Chase  Home  From  Hawaii 

George  Q.  Chase,  of  Kohler  &  Chase,  has 
returned  from  a  trip  to  the  Hawaiian  Islands 
and  it  is  rumored  that  he  may  open  a  branch 
store  in  Honolulu.  He  did  not  deny  the  rumor, 
but  would  not  commit  himself  to  a  definite 
statement.  The  phonograph  business  in  the 
California  store  was  heavy  during  the  holidays, 
and  Okeh  records  moved  well,  as  usual.  The 
new  styles  in  Burnham  machines  have  proven 
ready  sellers. 

Strong  Pathe  Campaign 

There  has  been  quite  a  revival  of  interest  in 
Pathe  machines  and  records  the  last  few  weeks 
as  the  result  of  a  vigorous  selling  campaign  con- 
ducted by  Emil  Greenbaum,  of  the  Western 


Phonograph  Corp.  The  Pathe  Actuelle  is  on 
sale-  in  a  number  of  prominent  stores  in  the 
San  Francisco  Bay  region  and  its  popularity 
is  growing  steadily. 

Good  Publicity  for  Hackett  Records 

The  recent  concert  in  San  Francisco  by 
Charles  Hackett,  the  noted  tenor,  was  the  signal 
for  a  bit  of  telling  publicity  work  by  Mr.  Kant- 
ner,  the  manager  of  the  San  Francisco  office 
of  the  Columbia  Graphophone  Co.  He  presented 
each  guest  of  the  Hotel  Fairmont  who  hap- 
pened to  have  a  phonograph  in  his  or  her  room 
with  a  Hackett  record.  The  result  was  that 
Mr.  Hackett,  who  was  staying  at  the  hotel, 
heard  himself  sing  morning,  noon  and  night 
while  in  the  city.  Heavy  sales  of  Columbia 
merchandise  are  reported.  The  Style  Music  Co., 
of  Oakland,  alone  took  a  full  carload. 

Stocks  Prove  Inadequate 

Robert  Bird,  manager  of  the  wholesale  Victor 
department  of  Sherman,  Clay  &  Co.,  San  Fran- 
cisco, says  that,  in  spite  of  the  extra  shipments 
made  in  anticipation  of  a  heavy  Christmas  busi- 
ness, the  available  supplies  were  not  enough  for 
the  full  demand. 


PHONOMOTOR  PRODUCTS,  PHONOSTOPS  and  NEEDLE  CLIPPERS 

ALWAYS  THE  BEST 

PHONOMOTOR  COMPANY  121  WEST  AVENUE.  ROCHESTER,  N.  Y. 


H.  N.  McMenimen 

Consulting  Engineer 

Consultation    by    appointment  on 
every  phase  of  the  phonograph  in- 
dustry, including  : 

Recording,  Plating  and 
Pressing 


Motor,  Tone-Arm  and 
Reproducer  Design 


Patent  and  Model 
Development 


Sales  Promotion  and 
Advertising  Plans 


Laboratory: 

Scotch  Plains,  N.  J. 

Tel.  Fanwood  1438 
Offices: 

2  Rector  Street,  New  York 

Tel.  Rector  1484 
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-Jesse  Crawford's 
Beautiful  Ballad 


You  can't  wron^ 
Withay'FEISTson^" 


M  I  LW  A  U  K  E  E 

Year  Just  Closed  Is  Historic  in  Annals  of  Good  Business- — Lake 
■    •         Laboratories  in  Radio  Field — Kaun  Co.  Reorganizes — The  News 


Milwaukee,  Wis.,  January  10. — If  anyone  had 
said  a  year  ago  that  the  talking  machine  busi- 
ness in  Milwaukee  as  a  whole  .during  1922 
would  break  all  records  he  undoubtedly  would 
have  been  set  down  as  "talking  through  his 
hat."  For  at  the  opening  of  last  year,  despite 
the  improvement  already  noted  and  the  greatly 
improved  prospect  after,  the  depression,  there 
was  none  so  sanguine  that  a  prediction  of 
record-breaking  business  in  this  industry 
seemed  substantially  based  or  was  more  than  a 
wild  prophecy. 

But  it  did  come  to  pass.  The  local  trade 
wound  up  1922  with  more  sales  and  a  greater 
volume  of  business,  on  a  money  basis  as  well, 
than  any  previous  year,  and  even  the  won- 
derful year  of  1919  was  surpassed  by  most 
retailers  with  a  good  margin  to  spare. 

From  what  has  already  transpired  in  the  first 
ten  days  of  the  new  year  local  distributors 
and  jobbers  feel  confident  that  1923  is  going 
to  be  even  a  bigger  and  better  year  than  the 
last  one.  The  passing  of  the  holiday  season 
left  the  floors  of  virtually  all  stores  practically 
bare  of  merchandise,  and  record  stocks  were 
"shot   to  pieces"  by  the  phenomenal  demand, 


particularly  during  the  last  three  weeks  before 
Christmas.  Replenishment  is  now  going  for- 
ward, with  the  result  that  jobbers  are  doing 
a  rushing  business.  They  are  unable  to  fill 
anywhere  near  the  total  of  replacement  orders, 
although  most  dealers  are  proceeding  with  con- 
servatism and  spreading  delivery  dates  over 
periods  ranging  from  thirty  to  ninety  days. 
Fred  E.  Yahr  Enthusiastic  Over  Business 

Sonoras  "went  big,"  and  Fred  E.  Yahr, 
head  of  the  Yahr  &  Lange  Drug  Co.,  distributor 
in  Wisconsin  and  Upper  Michigan,  said  that 
nothing  like  the  holiday  business  of  1922  has 
ever  been  known.  Dealers  in  many  cities 
begged  for  merchandise  two  weeks  before 
Christmas  and  some  drove  their  cars  into  Mil-, 
waukee  to  pick  up  as  many  Sonoras  as  they 
could  be  allotted,  not  trusting  railroads  or  ex- 
press to  get  goods  in  time. 

New  High  Record  for  Brunswick  Sales 

One  of  the  sensations  of  the  Milwaukee  trade 
in  the  past  holiday  season  was  the  Brunswick. 
While  this  line  made  brilliant  progress  all 
through  the  year  the  windup  witnessed  a  rela- 
tively enormous  demand  which  depleted  dealer 
as  well  as  distributor  stocks.    Tlic  local  branch 
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of  the  Brunswick-Balke-Collender  Co.  was 
obliged  to  send  representatives  to  the  factory 
and  keep  wires  hot  with  other  branches  to  get 
supplies  of  instruments  as  well  as  records.  In 
Milwaukee  a  new  high  record  for  retail  sales 
was  set  up  by  the  J.  B.  Bradford  Piano  Co., 
which,  it  is  intimated,  gives  Bradford's  first 
place  among  all  Milwaukee  retail  representa- 
tives at  the  same  time  that  the  other  big 
dealers  shattered  every  previous  mark  for  sales. 
Victor  Shortage  Also  at  Interior  Points 
But  the  Milwaukee  retail  trade  is  not  alone  in 
ordering  goods  in  quantity.  Dealers  in  the 
interior  experienced  much  the  same  over- 
whelming demand  as  metropolitan  stores  and 
they  need  goods  badly.  Harry  Goldsmith, 
secretary  of  the  Badger  Talking  Machine  Co., 
Victor  jobber,  said  that  the  condition  of  stock 
shortage  appears  to  be  general  all  through 
Wisconsin  and  the  upper  peninsula  of  Michi- 
gan. Never  in  his  long  experience,  Mr.  Gold- 
smith said,  were  rush  orders  prior  to  Christ- 
mas so  plentiful  as  last  December,  and  the  job- 
bing warehouse  was  bare  of  stocks  when  the 
holidays  rolled  around. 

Immense  Columbia  Output 

More  Columbia  records  were  sold  in  Mil- 
waukee and  vicinity  during  the  last  three 
months  of  1922  than  in  any  similar  period  in 
the  long  history  of  the  industry.  Grafonola 
sales  likewise  surpassed  every  previous  mark. 
Dealers  entered  the  new  year  with  little  or 
nothing  on  their  floors. 

Clean  Sweep  for  Edison 

It  was  pretty  much  of  a  clean  sweep  for 
Edison,  too.  The  local  Edison  branch  de- 
scribed holiday  trade  as  "simply  wonderful" 
and  much  difficulty  was  experienced  in  filling 
orders.  Back  orders  January  1  were  the  largest 
on  any  similar  date  on  record.  In  Milwaukee 
the  Flanner-Hafsoos  Music  House,  which  re- 
tails the  Edison  exclusively,  nearly  doubled  its 
1921  business. 

All  Makes  of  Instruments  in  Demand 

Much  the  same  reports  come  from  the  inter- 
ests representing  the  Vocalion,  Cheney,  Puritan 
and  a  great  many  other  makes.  And  as  the 
remarkable  talking  machine  and  record  business 
was  general  so  was  the  sale  of  merchandise 
by  other  retail  stores  in  Milwaukee.  By  actual 
count  the  Boston  Store  of  Milwaukee  was  en- 
tered by  89,000  people  on  the  last  business  day 
before  Christmas,  and  every  other  department 
store  in  the  city  as  well  reports  the  biggest 
business  that  the  books  of  this  enterprising  es- 
tablishment have  ever  shown.  Music  unques- 
tionably is  coming  into  its  own  in  Milwaukee. 
Year-end  Activity  Helps  Inventory 

Talking  machine  manufacturers  in  Milwaukee 
and  in  the  interior  of  Wisconsin  were  not  al- 
lowed to  curtail  production  to  the  same  extent 
as  in  former  years  after  the  holidays.  New 
orders  came  so  thick  and  fast  that  as  a  rule 
operations  were  interrupted  only  long  enough 
to  take  stock  and  balance  inventories.  Book- 
ings carried  over  into  the  new  year  were  in 
excess  of  any  previous  year  and  even  the  most 
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conservative  believe  1923  is  going  to  be  the 
best  year  in  the  history  of  the  industry. 

Difficult  to  Supply  the  Demand  for  Records 

Just  at  present,  from  the  retail  standpoint, 
the  demand  for  records  is  overwhelming  deal- 
ers. Instruments  are  moving  satisfactorily 
after  the  usual  sharp  letdown  from  the  holi- 
day rush.  Thousands  of  new  buyers  of  instru- 
ments are  now  flocking  into  the  stores  to  get 
fresh  supplies  of  records,  and  with  record 
stocks  consisting  mainly  of  "broken  lots"  or 
"odds  and  ends,"  dealers  are  at  their  wits'  ends 
to  meet  all  demands. 

Making  Radio  Units  and  Parts 

George  C.  Trotter,  Elkhart  Lake,  Wis.,  who 
several  years  ago  organized  the  Lake  Labora- 
tories, Inc.,  and  is  manufacturing  a  new  de- 
sign of  electric  talking  machine  motor,  is  now 
engaging  also  in  the  production  of  radio  con- 
densers and  other  radio  units  and  parts.  He 
has  incorporated  the  Perfection  Specialties  Co. 
for  this  purpose.  ,  The  Lake  and  Perfection 
companies  will  share  quarters  in  the  plant 
erected  by  Mr.  Trotter  a  little  more  than  a 
year  ago. 

Victor  Dealer  for  Postmaster 

The  next  postmaster  of  Milwaukee  will  be 
a  leading  South  Side  Victor  dealer  unless  some- 
thing unforeseen  occurs.  Col.  Peter  Piasecki, 
late  of  the  famous  Thirty-second,  or  Red  Arrow- 
Division,  has  been  nominated  by  President 
Harding,  upon  "the  recommendation  of  Post- 
master General  Work,  being  selected  out  of  a 
large  field  of  candidates.  Col.  Piasecki  con- 
ducts a  large  music  store  at  441  Mitchell  street. 
While  he  was  in  the  service  during  the  World 
War  Mrs.  Piasecki  successfully  conducted  the 
business. 

Increases  Capital  Stock 

The  Wilson  Music  Co.,  Oshkosh,  Wis.,  a 
leading  upstate  Victor  dealer,  also  maintaining 
a  large  branch  house  in  Stevens  Point,  Wis., 
has  increased  its  capital  stock  from  $50,000  to 
$100,000  to  keep  pace  with  the  growth  of  the 
business.  Ralph  E.  Wilson  is  manager  of  the 
Oshkosh  store,  and  George  M.  Farrin  is  in 
charge  of  the  Stevens  Point  branch.  Both 
branches  have  enjoyed  a  fine  business. 

Kaun  Business  Reorganized 

Articles  of  incorporation  were  filed  recently 
in  behalf  of  the  William  A.  Kaun  Music  Co., 
Columbia  dealer.  This  was  done  by  direction 
of  the  will  of  the  late  William  A.  Kaun,  founder 
of  the  business  twenty-five  years  ago,  '  who 
died  in  December.  The  capital  stock  is  placed 
at  $50,000.  The  principal  stockholders  are  the 
widow  and  Paul  J.  Mueller,  who  was  Mr. 
.Kaun's  faithful  assistant  for  many  years  and 
was  handsomely  rewarded  in  the  will.  Mr. 
Mueller  is  active  manager. 

Dealers  Who  Are  Branching  Out 

A  Columbia  department  has  recently  been 
established  by  the  Urbanek  &  Wattawa  Co., 
furniture  dealers  at  Manitowoc,  Wis.  A  car- 
load of  Grafonolas  received  two  weeks  before 
Christmas  was  sold  out  before  December  22. 

The  Crawford  Music  &  Flower  Shop,  at 
Rhinelander,  Wis.,  is  taking  occupancy  this 
week  of  its  new  store  on  Davenport  street. 
The  remodeling  of  the  Cozy  Theater  building 
provided  a  handsome  store,  twice  as  large  as 
the  original  establishment  on  Brown  street. 

The  Daly  Music  Co.,  of  Wisconsin  Rapids, 
Wis.,  is  completing  a  new  music  store  building 
representing  an  investment  of  approximately 
$45,000. 


MANY  "DAILY  DOZEN"  SETS  SOLD 


Unprecedented  Christmas  Demand  Enjoyed — 
Daily  Broadcasting  of  Exercises  Has  Marked 
Effect  in  Boosting  Demand 


Robert  B.  Wheelan,  president  of  Health 
Builders,  Inc.,  reports  that  the  Christmas  de- 
mands for  Walter  Camp's  "Daily  Dozen"  on 
Health  Builders'  record  sets  exceeded  all  expec- 
tations. Earlier  in  the  year  Mr.  Wheelan 
based  his  production  for  the  holiday  trade  on 
twice  the  amount  of  the  previous  year.  In 
spite  of  this  generous  extension  of  production 
the  demand  for  these  sets  was  so  strong  that 
shortly  before  Christmas  it  was  practically 
impossible  to  supply  any  more.  Mr.  Wheelan 
reports  that  the  week  before  Christmas  orders 
came  in  thick  and  fast,  the  last  one  being  re- 
ceived at  four  o'clock  on  Saturday.  One  de- 
partment store,  which  had  previously  placed 
large  orders  and  stated  in  November  that  it 
was  entirely  fixed  for  the  holiday  season,  sent 
in  three  additional  substantial  orders  the  week 


before  Christmas.  The  demand  is  continuing 
well  and  carrying  over  into  the  new  year. 

Health  Builders'  records  of  Walter  Camp's 
"Daily  Dozen"  have  been  broadcasted  for 
quite  some  time  from  the  WHN  radio  broad- 
casting station  at  Ridgewood,  L.  I.  The  entire 
"Daily  Dozen"  is  broadcasted  three  times  each 
day — at  7  o'clock  and  8  o'clock  each  morning 
and  at  about  10:30  each  evening.  It  is  stated 
that  many  owners  of  radio  sets  are  taking  ad- 
vantage of  this  broadcasting  and  doing  Walter 
Camp's  "Daily  Dozen"  simultaneously  in  many 
homes  by  means  of  the  radio.  Although  this 
plan  is  comparatively  new  on  the  Eastern 
coast  Walter  Camp's  "Daily  Dozen"  has  been 
broadcasted  in  California  for  quite  some  time. 
As  Mr.  Wheelan  reports  that  business  in  Health 
Builder  sets  has  been  doubled  in  that  State 
since  the  broadcasting  began  it  is  evident  that 
many  good  prospects  have  developed  through 
radio  broadcasting. 


The  new  store  of  Adolph  Winters,  Richmond, 
Cal.,  is  rapidly  nearing  completion. 


Renew  the  Public  Interest 
in  Your  Store 


with  the 

Safety  Cinema 

Without  increasing  your  overhead 
or  adding  to  your  equipment  for 
retail  selling,  you  can  greatly  in- 
crease your  volume  of  business 
and  your  profits  by  handling  the 
Safety  Cinema. 

Transactions  in  this  line  are  sim- 
ilar to  those  you  now  handle.  Your 
first  opportunity  is  in  the  sale  of 
the  machine.  You  then  have  made 
a  regular  customer  for  films,  which 
you  order  for  him,  on  a  rental 
basis,  to  your  own  continuous  and 
increasing  profit. 

The  films  require  no  investment 
and  the  details  of  schedule  and 
shipment  are  handled  by  our  con- 
veniently located  libraries.  You 
handle  orders  only,  and  collect 
your  commission.  Our  libraries 
include  more  than  1,200  reels — 
drama,  comedy,  travel,  history, 
science,  industry  and  animal  life. 
Also  feature  films  with  Chaplin, 
Fairbanks,  Pickford,  Talmadge 
and  other  well-known  stars. 

Write  at  once  for  complete  infor- 
mation, and  our  special  agency 
proposition. 


United  Projector 
&  Film  Corp. 

69  W.  Mohawk  St.,    Buffalo,  N.  Y. 


The  Safety  Cinema 

used  by  churches,  schools, 
clubs,  community  centers, 
Y.  M.  C.  A.'s.  lodges  and 
homes — The  simplest  pro- 
iector  on  the  market.  Ab- 
solutely safe — ."\pproved 
by  National  Board  of  Fire 
Underwriters  —  Uses 
Safety  Standard  Film. 
Motor  Driven.  Equals 
theatrical  models  in  fine- 
ness of  workmanship  and 
projection.  Portable — 
weight  25  lbs.  Retail  Price 

$195.00 


The  Victor  Home 
Cinema 

This  marvelous  little  ma- 
chine brings  the  stars  of 
movie  land  into  the  home. 
Gives  steady  projection. 
Uses  Safety  Standard 
film,  same  as  the 
machines.    Retail  Price 


larger 


$37.50 


STYLUS  BARS 

(Any  Style) 

Stylus  Bar  and  Mfg.  Co. 

Clague  Rd. 
Bay  Village  OHIO 
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i  The  Actual  Sales  Possibilities  of  Effective  | 
I  Settings  for  Instruments  in  the  Period  Styles  | 


One  of  the  most  important  aids  to  the  suc- 
cessful retail  merchandising  of  talking  machines 
is  unquestionably  the  providing  of  suitable  set- 
tings for  the  display  of  the  various  models, 
particularly  those  in'  art  and  period  styles — 
settings  that  will  not  only  prove  attractive  to 
the  prospect,  but  add  directly  to  the  appeal 
made  by  the  case  design  of  the  instrument  it- 
self. 

The  ordinarv  booth  of  more  or  less  elaborate 


in  disposing  of  them  all  at  a  very  substantial 
profit. 

It  is  natural  to  assume  that  the  average  re- 
tailer does  not  see  his  way  clear  .to  go  to  the 
expense  of  investing  several  hundreds,  or  per- 
haps thousands,  of  dollars  in  special  decorative 
fittings  for  the  display  of  a  half  dozen  or  so 
period  talking  machines,  but  it  is  quite  possible 
for  him  in  co-operation  with  local  dealers  in 
fine  rugs,  lamps  and  screens  to  borrow  or  rent 
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tractive  Vocalion  models.  Inquiry  developed 
the  fact  that  Miss  Mabel  F.  Newkirk,  of 
the  Aeolian  Co.  advertising  department,  was 
responsible  for  the  change. 

"What  we  aimed  at,"  said  Miss  Newkirk  to 
The  World,  "and  frankly  the  suggestion  came 
from  our  president,  Mr.  Tremaine,  was  to  bring 
our  visitors  to  a  realization  of  the  great  beauty 
and  artistic  value  of  our  upright  period  Vo- 
calions  by  placing  them  in  distinctive  settings. 


A  Trio  of  R 

character,  or  a  well-furnished  display  room, 
will  prove  quite  adequate  for  the  display  and 
sale  of  the  ordinary  models  of  instruments;  but 
period  styles  demand  something  more — decora- 
tive surroundings,  for  instance,  that  will  prove 
in  harmony  with  the  case  designs  and  give  to 
the  prospective  buyer  some  definite  idea  of  how 
the  instrument  will  look  when  placed  in  the 
home  amid  proper  surroundings. 

It  has  been  found  that  even  an  attractive 
mirror  hung  back  of  a  handsome  period  model 
will  prove  an  aid  to  selling,  and  one  retailer 
found  that  so  many  buyers  desired  the  mirror 
in  combination  with  the  machine  that  he  actually 
put  in  a  stock  of  several  dozen  mirrors — which 
were  more   or  less   expensive — and  succeeded 


emarkably  Effective  Settings  for  Art  Instruments 

such  goods  for  special  display  purposes  at  an 
expense  that  is  insignificant  in  comparison  with 
the  results  secured. 

The  effectiveness  of  the  proper  display  of 
period  models  from  a  sales  standpoint  was  ex- 
emplified verj'  emphatically  recently  at  Aeolian 
Hall  when  the  holiday  buying  season  was  on. 
Early  in  December  the  visitor  to  the  Vocalion 
department  on  the  third  floor  at  Aeolian  Hall 
was  struck  with  the  great  change  that  had  been 
wrought  in  the  arrangement  of  that  department. 

The  main  hall,  with  its  handsome  hangings, 
large  pillars  and  sense  of  spaciousness,  had 
been  transformed  by  a  subtlfe  hand  from  an 
impressive  though  formal  sales  floor  into  a  most 
effective  settinc:  for  a  number  of  particularly  at- 


Saxophones  You'll  Be  Proud  to  Sell 

And  Priced  So  You  Can  Sell  Them! 
GRETSCH-AMERICAN  SAXOPHONES 

Full  Pearl  Key  Equipped 

If  you've  been  thinking  that  you  can't  handle  Saxophones  at 
a  profit,  just  w^rite  for  the  w^holesale  prices  of  GRETSCH- 
American  Saxophones! 

The  instruments  themselves  are  the  finest  we've  ever  turned 
out.  Every  one  perfect  in  intonation  and  mechanism — each 
one  adjusted  to  perfection  before  it  leaves  our  plant. 

Your  choice  of  all  models  from  the  little  straight  C-Soprano 
up  to  the  giant  B-b  Bass.  Each  model  can  be  had  in  any 
standard  finish. 

And    don't    forget    our    slogan!  TWENTY-FOUR-HOUR 
SERVICE  ON  YOUR  SAXOPHONE  ORDERS. 

Write  us  on  your  business  letterhead 
and  let  us  tell  you  more  about  our 
attractive     Saxophone  proposition 

The  FRED.  GRETSCH  MFG.  CO. 

Musical  Instrument  Makers  Since  1883 

60  BROADWAY,  BROOKLYN,  N.  Y. 


at  Aeolian  Hall 

Seemingly  these  models  so  rich  in  musical  and 
decorative  qualities  were  being  overlooked  to  a 
certain  extent  in  favor  of  the  console  model 
instruments. 

"It  was  apparent  that  the  upright  models, 
though  accepted  as  fine  examples  of  cabinet 
making,  did  not  display  their  individuality  suf- 
ficiently when  intermingled  with  regular  con- 
vention upright  models,  whereas  the  console 
types  with  their  distinctive  form  were  very 
prominent. 

'Tn  order,  therefore,  to  bring  these  upright 
instruments  properly  to  visitors'  attention  I 
created  a  number  of  areas  in  the  room  by  means 
of  raised  platforms,  rugs,  screens,  lamps  and 
banks  of  flowers.  In  these  areas,  as  you  can 
see,  we  staged  our  period  model  instruments, 
both  singly  and  in  pairs.  For  example,  in  one 
corner  we  have  two  Jacobean  instruments,  one 
upright  and  one  console.  In  another  space  we 
show  two  beautiful  Florentine  instruments,  etc. 
It  is  our  purpose  to  bring  to  visitors'  attention 
the  fact  that  we  are  prepared  to  supply  him 
or  her  with  an  instrument  in  any  of  the  popular 
periods  and  in  either  form. 

"It  is  our  experience  that  the  public  are  very 
apt  to  base  their  valuation  of  any  goods  a  dealer 
has  to  sell  upon  the  dealer's  own  apparent  es- 
timate of  it.  By  segregating  these  instruments 
and  staging  them,  as  it  were,  we  draw  attention 
to  their  charming  appearance  and  the  fact  that 
so  far  from  being  simply  decorated  conventional 
phonographs  they  are  really  a  very  modern  de- 
velopment in  phonograph  cases.  We  are  highly 
pleased  with  the  result  of  our  efforts  because 
we  have  not  only  succeeded  in  adding  greatly 
to  the  attractiveness  of  our  salons,  but  the  sales 
sheets  also  show  very  flattering  results." 

The  accompanying  illustrations  give  some 
general  idea  of  the  arrangement  of  the  Vocalion 
salons  under  Miss  Newkirk's  direction.  At  the 
left  is  shown  an  effective  combination  of  Chip- 
pendale and  Chinese  decorative  influences,  a 
rich  blue  Chinese  rug  being  used  as  a  base  for 
a  beautiful  pair  of  Chippendale  Period  Vo- 
calions.  The  only  white  light  in  the  room  was 
thrown  upon  this  group,  tempered  by  a  tall, 
blue-shaded  torchere. 

The  central  group  displays  two  sturdy  walnut 
models  in  the  Jacobean  period  set  off  by  a  fine 
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Someone  wants  to  telephone.  Up  tlie  street  is  a  pay 
station  sign.  Tliougli  too  far  away  to  read,  the  sign 
and  its  message  are  instantly  recognized.  Same 
with  the  Columbia  Exterior  Metal  Record  Sign. 
$5.00  at  your  Columbia  Branch. 

Columbia  Graphophone  Co 

NEW  YORK 


ST" 


Moussoul  rug,  a  hand-painted  leatlier  screen 
and  parchment  shaded  lamp  in  rich  red  and 
amber  colorings.  An  effective  foil  is  the  group 
beyond  designed  for  a  conventional  drawing- 
room  in  rose,  gold  and  old  ivory. 

At  the  right  is  shown  how  a  glowing  crimson 
lUg  and  softly  ambered  lights  brought  out  rhost 
effectively  the  rich  casewoods  and  polychrome 
ornamentation  of  these  exquisite  Italian  Renais- 
sance cabinets. 

The  entire  arrangement  was  particularly  in- 
teresting in  that  it  served  to  demonstrate  a 
plan  for  the  effective  and  artistic  display  of 
period  models  that  is  within  the  scope  of  any 
retailer  who  has  a  sufficient  interest  in  the  mat- 
ter to  gather  together  and  arrange  the  neces- 
sary properties. 


CLEVER  PLAN  BOOSTS  RECORD  SALES      SPECIAL  VICTOR  RECORD  RELEASES 


HELPS  CLOSE  SCHOOL  SALES 

Mankato,  Kan.,  January  7. — Where  many  a 
merchant  might  stop  trying  to  sell,  Mrs.  O.  H. 
Kinman,  local  Columbia  dealer,  lends  a  hand  to 
help  clinch  the  sale.  Mrs.  Kinman  has  been 
particularly  successful  in  assisting  the  school 


Mrs.  O.  H.  Kinman  at  Work 

authorities  to  devise  plans  and  methods  whereby 
they  could  secure  the  necessary  funds  to  pur- 
chase a  Columbia  Grafonola  and  a  supply  of 
Columbia  records.  These  methods  have  in- 
cluded school  fairs,  basket  parties,  etc.,  but  in- 
variably Mrs.  Kinman  is  "on  deck"  personally 
to  help  put  the  sale  across.  Her  ideas  have 
proved  successful,  for  she  has  sold  fifty-six 
Grafonolas  to  schools  in  one  year. 


R.  P.  Griffin,  associated  for  some  time  past 
with  the  Goodhart-Tompkins  Co.,  Atlanta,  Ga., 
is  now  connected  with  the  Phillips  &  Crew 
Piano  Co.  Victrola  department. 


No.  35217.  Basket  filled  with  flowers, 
each  $0.75,  per 
dozen  $7.50. 

Oar  Spring  Catalogue 

No.  35  illustrated  in 
colors  of  A rtificial 
Flowers,  Plants,  Trees, 
Vines,  Baskets,  etc., 
mailed  free  for  the 
\^  asking. 

Frank  Netschert,  Inc. 

61  Barclay  St. 

New  York,  N.  Y. 


Paul-Gale-Greenwood  Store,  Norfolk,  Va.,  Se- 
cures Co-operation  of  Local  Dance  Palace  to 
Stage  "Victor  Record  Night" — Increased  In- 
terest in  Dance  Releases  Has  Resulted 


"One  nigiit  each  month  will  be  'Victor  Rec- 
ord Night'  at  the  Palais  de  Danse!" 

This  statement  in  an  advertisement  in  Nor- 
folk, Va.,  newspapers  marked  the  arrival  by 
David  Paul,  manager  of  the  Victor  department 
of  the  Paul-Gale-Greenwood  store,  at  a  satis- 
factory solution  to  a  problem  that  puzzles  the 
average  talking  machine  and  record  dealer. 

Getting  the  new  records  as  they  are  released 
by  their  makers  to  the  attention  of  owners  of 
talking  machines  was  the  problem.  So  many 
machine  owners  were  found  by  Mr.  Paul  to  be 
satisfied,  apparently,  with  such  selections  as 
their  record  cabinets  contained. 

In  order  to  boost  sales  of  dance  records  Mr. 
Paul  conceived  a  plan  for  attracting  public  at- 
tention to  the  latest  releases  through  the 
medium  of  an  orchestra,  reproducing  as  faith- 
fully as  possible  the  music  on  the  records. 

Introduction  of  new  records  by  orchestral 
reproduction  was  tiie  idea.  To  carry  it  into 
operation  he  conferred  with  the  director  of  the 
Palais  de  Danse,  a  popular  and  attractive  pub- 
lic dancing  resort,  conducted  on  a  high  plane, 
and  an  agreement  was  reached  to  share  the  cost 
of  advertising  and  other  incidental  expenses. 
Then  announcement  was  made  of  the  Victor 
record  dance — a  novelty  for  local  dance-goers. 

With  the  well-known  Victor  dog  much  in  evi- 
dence and  records  and  release  announcements 
among  decorations,  the  new  feature  dance  was 
put  on,  with  a  program  ^ard  of  music  played 
by  the  Paul  Whiteman  Orchestra  for  Victor 
records  and  reproduced  by  the  Harmony  Super- 
Six  Jazzers,  of  Norfolk.  This  reproduction  af- 
forded a  volume  of  music  impossible  by 
mechanical  amplification  without  distortion. 
The  dancers'  enjoyment  of  the  orchestral  repro- 
duction of  the  Whiteman  records  in  many  cases 
created  a  desire  to  own  some  of  the  records 
played  and  visits  to  the  store  to  rehear  the 
music  and  purchase  records  followed. 

Another  feature  of  the  plan  is  the  giving  by 
the  Palais  de  Danse  management  of  an  order, 
redeemable  at  the  Paul-Gale-Greenwood  store, 
for  a  record  to  each  of  fifty  dance  attendants. 

"Following  Victor  record  nights  many  new 
inquirers  and  buyers  come  to  our  store,"  said 
Mr.  Paul.  "They  are  enthusiastic  over  Victor 
dance  music.  The  idea  is  a  success  and  the 
cost  is  comparatively  small.  The  dance  salon 
management  is  glad  to  pay  for  the  records 
given  away,  when  we  share  advertising  and  in- 
cidental costs,  because  the  novelty  of  the  idea 
brings  new  patrons  to  the  place." 


E.  J.  Borton,  educational  director  of  the  J. 
Lee  Nicholson  Institute  of  Cost  Accounting, 
Chicago,  has  written  on  "Production  Costs  in 
the  Manufacture  of  Phonograph  Records"  for 
the  National  Association  of  Cost  Accountants. 


One  German  and  Three  Jewish  Records  From 
March  Supplement  to  Be  Placed  on  Sale  on 
January  17— Bear  Interesting  Numbers 

The  Victor  Talking  Machine  Co.  has  an- 
nounced a  special  release  of  one  German  and 
three  Jewish  records  which  will  appear  in  the 
regular  March  record  supplement,  but  will  be 
placed  on  sale  on  January  17. 

The  German  record  by  Max  Bloch  is  entitled 
"Morgenglocken"  and  represents  a  German 
v/altz  song  version  of  "Three  o'Clock  in  the 
Morning."  On  the  other  side  is  a  recording 
of  "Sonja,"  also  by  Bloch.  Both  sides  of  one 
of  the  Jewish  records  are  given  over  to  song  hits 
of  the  "Poor  Man,"  a  successful  operetta  play- 
ing at  one  of  the  Jewish  theatres  in  New  York. 
The  second  record  bears  songs  from  "Dance, 
Song  and  Wine,"  and  the  third  song  from 
"Love's  Torment"  and  "Wise  Women,"  all  of 
them  popular  Jewish  operettas. 


NEW  VORK  FIRM  CHARTERED 

The  Independent  Recording  Laboratory, 
New  York  City,  was  recently  incorporated 
under  the  laws  of  New  York  State,  with  a 
capital  of  $.S,000,  for  the  manufacture  of 
musical  instruments.  Incorporators  are  A.  J. 
Baum,  B.  A.  McGuire  and  B.  Strauss. 


Recording  for  the 

Phonograph  Trade 

The  best  equipped  and  efficient 
• — low  cost — laboratory  in  the 
industry. 

Our  success  in  recording  for 
some  prominent  makes  of 
records  assures  you  a  high-class 
product. 

A  visit  or  telephone  call  will 
give  you  the  details. 

Let  us  solve  your  technical 
problems. 

A.  J.  BAUM,  Manager 
ARTHUR  BERGH,  Mu.ical  Director 
FRED  OCHS,         .  Recorder 

INDEPENDENT  RECORDING 
LABORATORY,  Inc. 

102-104  West  38th  Street        New  York 

Phone:  Fitzroy  5385 
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Announcing  a  New  Complete  Line 

LONG  CONSOLES 

Due  to  heavy  demand,  necessitating  large  cuttings,  we  have  been  able  to  reduce  our  manufacturing  costs. 
We  pass  this  saving  to  our  customers — more  than  10  per  cent  below  former  prices: 

Please  note  that  while  Consoles  601,  602,  603,  608  and  610  are  regularly  fitted  to  take  care  of  Victrola 
VI,  these  same  cabinets  can  be  fitted  to  take  care  of  Victrola  IV,  and,  when  taking  the  reduction  in  price  of 
Consoles  into  consideration,  it  enables  the  dealer  to  sell  an  up-to-the-minute  standard  outfit  at  a  very  moderate 
price. 

Long  Consoles  are  covered  by  basic  patents  and  infringements  will  be  prosecuted. 
Long  Consoles  are  distinctive  in  design  and  have  the  divided  top. 
Long  Cabinets  are  regarded  by  the  trade  as  the  Standard  of  Quality. 
Deliveries  can  be  made  at  once. 
Made  in  dark  red  mahogany  only. 
Order  now  for  Fall  and  Holiday  requirements. 
Write  to-day  for  catalog  of  full  line. 


All  of  the  Long  Consoles  illustrated 
on  this  page,  except  Style  606,  are 
also  ideally  adapted  for  use  with  the 
Columbia  Grafonola  A-2. 


Style  601 
Price  $27.00 


Style  606 
For  Victrola  IV  only 
$20.00 

Specifications : 
Made  in  dark  red  mahogany  only. 
One  piece  top,  IQ^i  inches  long; 
34  inches  high;  21)4  inches  deep. 


Style  603 
Price  $29.00 


New  LONG  Radio  and 
Talking  Machine 
Cabinet 


Style  608 
Price  $30.00 


Style  610 
Price  $28.00 


Specifications  for  all  models  ex- 
cept 606.  Made  -in  dark  mahog- 
any only.  Two-piece  top,  36 
inches  long,  34  inches  high  and 
22  inches  deep. 


LONG  combination  Radio  and  talking 
machine  cabinet  for  Victrola  VI.  Radio 
chamber  will  accomniodate  receiving 
set  7  inches  or  less  in  height;  room 
available  for  dry  batteries.  Head-sets 
or  loud  speaker  may  be  attached  to 
radio  terminals.  C.ibinet  shown  equip- 
ped with  Westinghouse  Aeriola,  Sr., 
and  Baldwin  loud  speaker. 


0^ 

 7" 

\\ 

(J  L 

The  Geo.  A.  Long  Cabinet  Company 

HANOVER,  PA. 


Mi 
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AKRON,  0. 


Resumption  of  Rubber  Industry 
Augurs  IF  ell  for  Trade — A.  E. 
Jones  Opens  Store — -Brisk  Trade 

Akron,  O.,  January  6. — Akron  music  dealers 
have  every  reason  to  believe  that  the  nev^r  year 
which  has  just  started  will  not  only  continue 
the  better  business  which  has  been  experienced 
in  recent  months  but  will  find  the  retail  music 
situation  showing  constant  improvement  be- 
cause of  the  better  industrial  conditions 
promised  on  every  hand. 

The  rubber  industry,  which  has  been  the 
basis  of  all  business  in  this  district,  promises 
to  enter  the  best  year  in  its  history  and  will 
employ  several  thousand  men  during  the  next 
few  months. 

Substantial  gains  in  business  in  November 
and  December  have  been  reported  by  the  more 
aggressive  merchants  and  they  are  optimistic 
now  as  to  what  business  is  in  store  for  them 
in  early  1923.  In  some  instances  gains  are 
better  than  80  per  cent  compared  to  business 
a  year  ago.  Heavy  advertising  in  local  papers 
has  stimulated  sales  to  a  great  extent.  Fully 
20  per  cent  less  people  are  asking  for  credit 
in  buying  talking  machines  now. 

There  is  still  a  noticeable  shortage  in  some 
models  of  the  better  makes  of  machines,  deal- 
ers here  said  this  week. 

Jones  Opens  New  Store 

Albert  E.  Jones,  for  many  years  head  of  the 
music  department  of  the  William  R.  Zollinger 
&  Sons  Co.,  Canton,  and  more  recently  man- 
ager of  the  piano  department  of  the  George 
S.  Dales  Co.,  Akron,  has  opened  a  music  store 
in  North  Hill,  Akron,  and  is  featuring  the 
Columbia  Grafonolas  and  the  Jesse  French  line 
of  pianos.  Later  he  plans  to  add  musical  mer- 
chandise and  other  talking  machine  lines  and 
records.    Mr.  Jones  is  one  of  the  oldest  talk- 


ing machine  salesmen  in  Eastern  Ohio  and  is 
well-known  to  the  industry. 

Starr  Machines  Moving  Well 

Although  there  are  no  figures  available  Starr 
phonograph  sales  during  the  month  of  Decem- 
ber topped  those  of  previous  months  of  1922 
by  a  big  margin.  C.  C.  Currie,  manager  of 
the  Superior  Music  Parlors,  South  Howard 
street,  which  formerly  was  the  Starr  Piano 
Co.,  told  a  representative  of  The  World  this 
week  that  Starr  machines  moved  very  satis- 
factorily in  December  and  that  the  most  pop- 
ular of  all  models  was  the  new  console  type. 
This  store  is  showing  the  new  library  table 
model  which  is  the  most  e.xpensive  number 
turned  out  by  the  Starr  factory.  Mr.  Currie 
also  reported  that  Gennett  records  are  moving 
better  than  at  any  other  time  this  year  and  a 
gain  of  approximately  20  per  cent  is  noted 
since  November  15. 

Cheney  Demand  Is  Good 

Talking  machine  sales  in  December  were 
double  those  for  the  same  month  a  year  ago 
with  the  talking  machine  department  of  the 
M.  O'Neil  Co.,  Akron's  largest  department 
store,  according  to  Miss  Elsie  Baer.  At  this 
store  the  Cheney  machine  was  much  in  demand, 
the  bulk  of  the  business  being  confined  to  the 
higher  priced  models.  Miss  Baer  predicts  a 
busy  year  for  the  talking  machine  industry, 
and  says  that  what  business  will  come  now 
will  be  of  a  much  more  substantial  nature  than 
that  of  the  past  two  years,  the  larger  part 
of  which  has  been  on  the  payment  basis. 

Scoyoc  Co.  Enjoys  Brisk  Trade 

At  the  store  of  the  F.  W.  Van  Scoyoc  Piano 
Co.,  South  Main  street,  which  has  been  in 
existence  less  than  a  year,  the  talking  machine 
department  in  December  topped  all  records 
for  volume  of  business.  Mr.  Van  Scoyoc  said 
this  week  that  practically  every  salable  ma- 
chine on  the  floor  Christmas  week  was  sold 
and  that  perhaps  additional  business  could 
have  been  done  the  final  day  had  the  store 
had  a  big  stock  of  machines  on  hand.  This 


store  has  given  up  the  idea  temporarily  of 
installing  a  record  department  in  the  base- 
ment and  will  continue  for  the  time  being  to 
specialize  in  well-known  makes  of  pianos  and 
the  Stradivara  line  of  talking  machines. 

Dales  Co.  Christmas  Sales  Heavy 

Christmas  business  at  the  store  of  the  George 
S.  Dales  Co.  was  the  heaviest  in  recent  years. 
Demand  during  the  early  part  of  December 
was  for  the  medium  priced  machines,  but  the 
last  week  brought  customers  to  the  store  who 
sought  the  best  make  machines  in  stock.  This 
store  reports  that  between  twenty  and  twenty- 
five  machines  were  moved  from  the  sales  floor 
the  last  day  before  Christmas. 

To  make  room  for  jewelry  display  the  Main 
street  record  booth,  a  feature  inaugurated  some 
months  ago  by  this  store,  has  been  discon- 
tinued and  all  record  sales  will  be  confined  to 
the  talking  machine  section  in  the  future. 

The  piano  department  has  been  moved  to  the 
third  floor  and  now  the  entire  second  floor 
has  been  given  over  to  the  display  and  sale  of 
the  Victor  and  Cheney  machines.  It  is  the 
largest  talking  machine  section  in  the  city  of 
Akron  and  is  possibly  the  most  handsomely 
appointed  of  any  in  this  section  of  the  State. 

The  Dales  Co.  announces  it  has  taken  on 
the  Seabrook  Phonograph  Corp.'s  line  of  radio 
talking  machines  and  already  some  numbers 
are  being  displayed  on  the  sales  floor. 

Victor  Business  Phenomenal 

Earl  G.  Poling,  of  the  Windsor  Poling  Co., 
said  this  week  in  discussing  the  Christmas  busi- 
ness: "And  the  improvement  in  the  trade  has 
only  just  commenced,  and  I  predict  a  busy 
Spring  for  the  industry."  Mr.  Poling  said  that 
educational  propaganda  is  beginning  to  tell  and 
that  results  are  .  in  evidence  every  day.  Reinald 
Werrenrath  came  to  Akron  for  a  concert 
New  Year's  'night  under  the  auspices  of  the 
Windsor  Poling  Co.  and,  according  to  Mr. 
Poling,  the  advance  seat  sales  exceeded  all  ex- 
pectations— the  house  being  entirely  sold  out 
days  previous  to  the  concert. 


NEW  YEAR'S  GREETINGS 

We  are  glad  of  this  opportunity  to  extend  to  our 
Patrons  whose  friendly  Relations  have  made  pos- 
sible bigger  and  better  things,  our  Most  Cordial 
Greetings  and  Sincere  Thanks. 

May  the  New  Year  Bring  You  a  Full  ReaKzation 
of  Your  Best  Hopes. 


Duo-loNE  Company,  Incorporated 

Sole  Manufacturers  of  De  Luxe  Needles 
ANSONIA,  CONN. 


DON'T  FORGET  THESE  FACTS 


Perfect  Reproduction  of  Tone  No  Scratchy  Surface  Noise 


PLAYS  I00-200  RECORDS 


Three  for  30  cents  (40  cents  in  Canada) 

LIBERAL  TRADE  DISCOUNTS 


Medium  Tone  K 


^  $ 
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Another  New  Jewel  Creation 

The  Jewel  Tone  Arm  No.  4 


Exclusive  Features 

Plays  Edison  and  Pa  the 
Records  in  actual  Edison 
position  and  with  a  fibre 
needle. 

Made  in  8^",  9^",  lOy/'. 

When  thrown'  back  on  tone 
arm  in  Edison  position,  the 
reproducer  lies  flat,  so 
dome  cannot  touch  it  when 
closed. 

Finished  in  nickel  or  gold 
plate. 

Note:  Handsome  Bell  Base 
without  flange  showing. 


Shows  reproducer  thrown 
back  on  tone  arm  in  Edison 
position. 


160  Whiting  Street 


Equipped  with  or  without 
Mute;  Mica  or  N'om-y-Ka 
Diaphragm. 


CHICAGO,  U.  S.  A. 
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Jewel  Tone  Arm  Be  Luxe  NQ5 

Adjustable  Spring  Tension  Non-Throw-Back  Tone  Arm 


Equipped  with  or  without 
Mute;  Mica  or  Nom-y-Ka 
Diaphragm. 


In  Edison  Position 


Adjustable  in  length  from 
7],  2  to  11  inches.  Plays  Edison 
records  in  Edison  ))osition  and 
with  fiber  needle.  Plays  Pathe 
and  all  hill-and-dale  records 
in  Edison  position.  Repro- 
ducer turns  to  horizontal  po- 
sition for  insertion  of  needle. 
Needle  centers  automatically. 
Has  same  pivot  action  base  as 
all  models. 


This  also  plays  Edison  and  Pathe  Records  in  the  exact  Edison 
position,  and  like  all  the  Jewel  Tone  Arms,  will  play  Edison 
Records  with  either  "Saffo"  point  or  Fihre  needles 


It  throws  the  least  weight  on  a  record  of  any 
tone  arm  ever  made — which  adds  greatly  to  the  life 
of  all  records — and  permits  reproducer  to  pick  music 
from  the  record  instead  of  scraping  it  out. 

Yet,  by  adjusting  tension  thumb-screw  on  the 
lower  side  of  tone  arm  which  controls  a  counter- 
balanced plunger,  the  whole  weight  of  tone  arm  and 
reproducer  can  be  obtained  when  necessary. 

Furnished  with  or  without  Mute,  with  Mica  or 
NOM-Y-KA  Diaphragms. 


Note  absence  of  any  collar  or  ball  retainer  to  hold 
ball  in  neck  of  base.  This  avoids  all  chance  of  rat- 
tle and  lost  motion  in  tone  arm  that  causes  blast 
and  false  tones. 

Ball  connection  is  positively  airtight,  with  pivot 
action  giving  perfect  lateral  and  horizontal  move- 
ment. Is  also  held  in  rigid  position  by  means  of  a 
tension  screw  and  plunger. 

Diameter  of  opening  at  base,  2  inches. 

Height  of  dome,  414  inches. 

Finished  in  fine  nickel  or  gold  plate. 


160  Whiting  Street 


Chicago,  111.,  U.  S.  A. 
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Ar  -  a  -  by.rilsooube  thei-e, 


My  land,  it  ^avG me       life  and  love,— 1 


AN  ARABIAN  LOVE  SONG 


can! 


Withan/FEI5Tson^^' 


"HYLITE  DISTRIBUTOR"  MAKES  BOW 

Henry  Hyman  &  Co.,  Inc.,  New  York,  Manu- 
facturers of  Radio  Receiving  Sets,  Issue 
First  Number  of  New  House  Organ 


Tlie  first  number  of  the  "Hylite  Distributor," 
the  new  house  organ  just  issued  by  Henry  Hy- 
inan  &  Co.,  Inc.,  New  York,  manufacturers  of 
radio  receiving  sets,  was  sent  out  to  their  large 
clientele  this  month  and  was  received  with 
keen  enthusiasm.  The  first  issue  features 
strongly  the  complete  line  of  "Bestone"  sets, 
which,  in  a  short  time,  have  been  so  success- 
fully distributed  to  dealers  throughout  the  coun- 
try and  which  have  been  giving  excellent  re- 
sults to  purchasers.  One  section  of  this  first 
issue  is  devoted  to  the  activities  of  the  com- 
pany's sales  representatives,  who  are  scattered 
in  all  sections  of  the  country,  each  being  re- 
membered with  some  short  and  pointed  para- 
graph pertinent  to  some  notable  accomplish- 
ment in  his  particular  territory.  The  company 
takes  this  opportunity  to  impress  on  the  trade 
the  co-operation  they  are  giving  to  them  by 
way  of  general  publicity  to  create  a  demand 
for  their  product  by  showing  in  a  full-page  dis- 
play the  different  mediums  which  are  being  used 
for  advertising.  This  display  is  in  the  form  of 
a  composite  plate  on  which  the  covers  of  trade 
papers  and  other  advertising  mediums  used  are 
attractively  shown. 

The  frontispiece  contains  a  message  from  the 
president  of  the  company  in  which  he  voices 
his  thanks  for  the  splendid  co-operation  which 
has  prevailed  throughout  the  year. 

It  is  the  plan  of  the  company  to  issue  this 
interesting  publication  at  regular  intervals  dur- 
ing the  year  to  serve  as  an  outlet  for  merchan- 
dising ideas  and  to  give  the  trade  a  general 
idea  of  the  activities  of  the  company,  which  it 
is  expected  will  establish  a  closer  contact  that 
is  bound  to  have  its  effect  on  the  sales  of 
"Bestone"  sets  everywhere.  W.  A.  Bresalicr, 
advertising  manager,  is  responsible  for  this  new 
activity  of  the  company  and  is  receiving  con- 
gratulations on  the  appearance  of  the  first 
number. 


An  attractive  music  store  has  been  opened 
at  S.  W.  Narbonne  avenue,  Lomita,  Cal.,  by  J. 
R.  Weaver.  He  plans  to  have  it  most  attrac- 
tively equipped. 


Recording  Wax 

Wax  and  Novelty  Co. 

(F.  W.  MATTHEWS) 
167  and  169  Bloomfieid  Ave. 
Phone  Bloomfieid  5149    BLOOMFIELD,  N.  J 


BRILLIANTONE  IN  LARGER  HOME 


Ever-growing  Business  of  Brilliantone  Steel 
Needle  Co.  Results  in  Removal  Into  More 
Spacious  and  Convenient  Quarters 


The  Brilliantone  Steel  Needle  Co.,  producer 
of  the  well-known  Brilliantone  steel  needle  and 
selling  agent  for  the  W.  H.  Bagshaw  Co.,  of 
Lowell,  Mass.,  occupied  new  offices  at  370 
Seventh  avenue  beginning  with  the  first  of  the 
year.  This  is  the  second  move  made  necessary 
by  the  constantly  expanding  business  of  the 
company.  Several  years  ago,  when  the  com- 
pany was  formed,  offices  were  opened  in  the 
Marbridge  Building,  which  in  a  very  short  space 
of  time  were  found  inadequate.  Accordingly, 
increased  space  was  secured  at  347  Fifth  ave- 
nue, which  in  turn  has  been  outgrown.  The 
new  offices  at  370  Seventh  avenue,  located  in 
the  important  business  zone  surrounding  the 
Pennsylvania  Terminal,  provide  greatly  in- 
creased space  and  facilities  and  make  possible 
the  housing  under  one  roof,  in  fact,  on  one 
floor,  all  of  the  departments  of  the  organiza- 
tion. For  many  years  the  Brilliantone  Steel 
Needle  Co.  has  made  use  of  outside  storage 
space.  The  new  quarters  will  provide  for 
storage  space  as  well  and  thus  greatly  facilitate 
service  and  delivery  for  the  coming  year.  The 
new  offices  are  very  attractively  and  efficiently 
laid  out  and  occupancy  was  made  without  loss 
of  time  in  the  carrying  on  of  the  business. 

Both  B.  R.  Foster,  president  of  the  company, 
and  H.  W.  Acton,  secretary,  look  forward  to 
1923  as  the  banner  year  in  the  history  of  the 
organization. 

Sydney  Risser,  well  known  throughout  the 
metropolitan  territory  as  sales  representative  of 
the  Brilliantone  Co.,  will  add  to  his  territory 
Philadelphia,  Baltimore  and  Washington,  for- 
merly covered  by  I^ouis  Unger  when  connected 
with  the  Brilliantone  Co.  before  he  became  gen- 
eral manager  of  Reflexo  Products,  Inc. 


WILLIAM  PHILLIPS  CORP.  MOVES 


Secures  Larger  Quarters  in  Same  Building — J. 
A.  Brown  in  Charge  of  Engineering  and  In- 
spection— Optimistic  Over  Future 


The  William  Phillips  Phono  Parts  Corp.  oc- 
cupied new  offices  in  the  same  building,  145 
West  Forty-fifth  street,  New  York  City,  begin- 
ning with  the  first  of  the  year.  These  new 
offices,  situated  on  the  twelfth  floor,  have  been 
attractively  laid  out  and  furnished.  William 
Phillips,  president  of  the  company,  reports  that 
business  is  lined  up  exceedingly  well  for  the 
coming  year,  which  he  expects  will  be  the  big- 
gest year  in  the  history  of  the  organization. 
Mr.  Phillips  has  also  announced  that  J.  A. 
lirown,  an  authority  on  tone  and  sound-box 
construction  and  also  the  inventor  of  the  Su- 
preme octagon  sound  box  No.  S,  has  been 
placed  in  charge  of  engineering  and  inspection 
at  the  Phillips  factory. 


NEW  VICTOR  NUMERICAL  CATALOG 


Volume  Just  Issued  for  1923  Lists  All  Records 
Prior  to  January,  1923,  Supplement 


The  Victor  Talking  Machine  Co.  has  just 
issued  a  new  numerical  catalog  of  Victor  rec- 
ords for  use  during  the  year  1923.  The  catalog 
is  similar  in  all  general  details  to  those  issued 
during  previous  years  which  have  proven  so 
valuable  to  Victor  dealers,  and  includes  all 
records  announced  prior  to  the  January,  1923, 
supplement. 


Goebel  &  Newhouse,  music  dealers  of  Chico, 
Cal.,  suffered  considerable  damage  in  a  recent 
fire. 


Should  be  on  Every 


Phonograph  and  Player  Piano 


Beautifully  finished  in  Nickel  or  Cold 

It  applies  perfectly  to  every  phonograph  and  player  piano,  no 
instrument  is  complete  without  it. 

For  phonographs  this  light  makes  cumbersome  operations  easy 
and  simple  in  darkest  corners  where  phonographs  are  usually 
placed.  It  prevents  scratching  of  records  and  makes  setting  of 
automatic  stop  positive  and  simple. 

For  player  pianos  it  is  indispensable,  gives  an  abundance  of 
illumination  for  singing  or  inserting  music  rolls. 

Easily  and  quickly  attached,  comes  complete  ready  for  use, 
no  electricity  or  wiring  necessary. 

RECORD  FLASHERS  last  indefinitely  and  are  fully  guaran- 
teed. Batteries  last  from  6  to  12  months  in  service.  Renewals 
can  be  had  at  75  cents. 


Prices 


Nickel  Plated  with  Battery 
Gold 


$3.00 
3.75 


Special  Discounts  to  Dealers  and  Manufacturers 
Write  for  descriptive  circular 

Standard  Accessory  Corporation 

Sole  Manufacturers  and  Patentees 

1015  Third  St.  Milwaukee,  Wis. 
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For  Beauty,  For  Tone,  For  Price 


mm\\\\\m\m//////m^ 
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Two  New  Strands. 
Size  Them  Up. 

Jote  the  Prices. 
Ask  the  Discounts. 
Get  the  Business. 

Built  according  to  the  Strand 
policy  of  high  quality  and  cor- 
rect design;  offered  to  the  dealer 
in  accordance  with  the  Strand 
policy  of  low  list  and  long  dis- 
counts. Now  in  production; 
prompt,  safe  deliveries  assured 
by  ample  output  and  a  trouble- 
proof  shipping  system. 

"It's  the  Dealer  s  Turn  Noiv' . 
(just  as  we  said  all  last  year) 

The  Man  Who  Does  the  Selling 
is  Entitled  to  a  Real  Profit" 
(just  as  we  said  all  last  year) 


Ask  for  Descriptions  of  these 
STRAND  CONSOLES 

Model  8  Queen  Anne  $125 

Model  1  Louis  XV   150 

Model  2  Italian  Renaissance  175 

Model  4  Louis  XVI   200 

Model  16  Renaissance.  .  .  .  250 

MAXIMUM  DISCOUNTS 


Strand  Offers  the  Only  Complete  Line  of  True-to-Period  Consoles 


These  direct  Strand  representatives  are  ready  to  serve  you 


RICHAKn  H.  ARNAILT,  95  Madison 

Avenue,  New  York  Citj- 
ARTOPHONE    CORPORATION,  1103 

Olive  Street,  St.  I>ouis,  Mo. 
ARTOPHONE     CORPORATION,  317 

Kansas    City   Life    Bldgr.,  Kansas 

City,  Mo. 
W.  O.  CARDELL,  Tulsa,  Olila. 
CONSOJ^II>.\TED       TALKING  MA- 
CHINE  CO.,   237    \\  .  Washington 

Street,  Chieag-o,  lU. 
R.    Tu.     CHILVERS,    903    New  Birks 

mdg.,  Montreal,  Que. 


OTIS  C.  DORIAN,  110  Cilurch  Street, 

Toronto.  Ont. 
A.  C.  ERISM.AN,  174  Tremont  Street, 

ISoston,  Mass. 
WALTER   L.   ECKHARDT,   6:24  Mar- 
ket Street,  Philadelpliia,  Pa. 
S.  GR.AT,  942  Market  Street,  San 
Erancisco,  Cal. 

.J.    GRIMSEY,   926   Midway  Place, 
Los  Angeles,  Cal. 
n.   HEATER,  357   Ankeny  Street, 
Portland,  Ore. 


H.  J.  IVEY,  Box  235,  Dallas,  Texas 

IROQUOIS  SALES  CORP.,  210  Frank- 
lin Street,  Buffalo,  N.  Y'. 

R.  J.  .lAMIESON,  27  Taylor  Arcade, 
Cleveland,  O. 

MERVIN  E.  LYLE,  214  Peachtree 
Arcade,  .Atlanta,  Ga. 

KICKEN,  SEEGER  &  WIRTS,  Globe 
Bldg.,  Detroit,  Mich. 

SILZER  BROS.,  1019  Walnut  Street, 
Des  iVIoines,  la. 

STERLING  ROLL  &  RECORD  CO., 
137  W.  4th  Street,  Cincinnati,  O. 


SHI 
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95  Madison  Avenue,  New  York     Geo.  W.  Lyle,  President 
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VICE-PRES..   GEN.  MGR. 


THE  BELL  RECORDINC  CORE 
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EST  RECORDING 


XPERIENCED  SPECIALISTS 


OUD  AND  CLEAR 


AST  WORD  IN  QUALITY 


Associated  With  National  Metals  Depositing  Corporation 

9  East  47th  Street,  New  York  City 

We  Specialize  in  Private  Recording 

and 

General  Recording  for  the  Phonograph  Trade 


SALT  LAKE  CITY 


Crouds  Thronged  Music  Stores  for 
dow  Display — Neii'  Daynes-Beehe 


Holiday  Gifts — An  Unusual  Win- 
Music  Co.  Branch — Other  News 


Latter-da.v  Saints'  Hospital  where  he  is  hkely 
to  remain  for  a  few  more  weeks  at  least.  He 
underwent  another  serious  operation  a  day  or 
two  ago. 

The  Dinwoody  Furniture  Co.  is  giving  up  its 
phonograph  department. 


Sali  L.ake  City,  Ut.^iH.  January  8. — The  local 
music  houses  did  a  wonderful  business  during 
the  holiday  season  just  closed.  There  was  not 
a  single  exception  and  your  correspondent  ex- 
perienced real  pleasure  in  making  the  rounds 
this  month.  Manager  Berry  of  the  talking  ma- 
chine department.  Glen  Bros.-Roberts  Piano 
Co.,  said  he  had  as  many  as  ten  persons  wait- 
ing at  a  time  in  his  department.  Machines 
running  in  price  from  $100  to  $130  seemed  to 
be  most  faA-ored  and  competition  was  unusually 
keen — customers  would  go  from  one  store  to 
another  before  finally  deciding  to  buy.  The 
stores  were  all  open  till  9  p.  m.  during  the 
week  before  Christmas  Day,  but  on  Saturday 
night  some  of  them  had  to  keep  open  till 
nearly  midnight  so  that  patrons  could  be  taken 
care  of.  It  is  interesting  to  note  that  jewelers, 
also,  did  a  wonderful  business  this  year. 

The  Consolidated  Music  Co.'s  Christmas 
window,  trimmed  by  Dean  Daynes,  brother 
of  Manager  Royal  W.  Daynes,  attracted  con- 
siderable attention.  The  most  striking  thing 
about  it  was  a  snowstorm,  a  very  realistic  af- 
fair, which  could  be  seen  through  a  comfort- 
able middle  class  home  in  which  various  musical 
instruments,  such  as  pianos  and  talking 
machines,  were  in  their  places,  A  fire  was 
burning  in  the  English  fireplace  near  which 
Santa  Claus'was  standing,  trying  to  decide 
which  stocking  to  fill  first.  Mr.  Daynes  said 
the  snowstorm  presented  a  problem  at  first 
and  was  eventually  solved  by  having  a  pipe 
organ  blow  the  tiny  pieces  of  tissue  paper 
which  were   cut  to  resemble  snow. 


The  Daynes-Beebe  Music  Co.  will  have 
opened  its  new  branch  in  Hollywood,  Cal., 
before  'these  lines  appear  in  print.  Col.  Joseph 
J.  Daynes,  president  of  the  company,  told  your 
correspondent  that  they  would  start  with  2,000 
square  feet  of  floor  space  and  would  carry  for 
the  time  being  pianos,  players  and  phono- 
graphs. The  store  is  in  the  heart  of  Holly- 
wood's shopping  center  and  a  long  lease  has 
been  taken.  It  will  be  under  the  management 
of  A.  T.  Christensen,  an  old  employe  of  the 
firm  and  until  a  short  time  since  its  saies 
manager. 

Miss  Susie  Pearson,  eight  years  with  the 
Utah  Music  Co.,  East  First  South  street,  has 
joined  O'Loughlin's  phonograph  store  on  Main 
street. 

A  number  of  Mormon  or  I-atter-day  Saint 
girls  belonging  to  the  Girls'  Service  League 
of  the  Granite  State  collected  450  phonograph 
records  and  almost  700  pieces  of  sheet  music 
during  the  Christmas  holidays  for  presentation 
to  a  number  of  institutions  including  the  State 
prison.  Their  efTorts  are  to  be  continued  in 
order  that  other  institutions  may  be  helped. 

The  Daynes-Beebe  Music  Co.  had  a  fine  win- 
dow illustrating  a  village  on  Christmas  Eve. 
It  was  the  work  of  Todd  Taylor. 

The  Glen  Bros.-Roberts  Piano  Co.  are  re- 
ceiving the  congratulations  of  friends  on  the 
success  of  S.  A.  Palmer's  window,  "Three 
o'clock  in  the  Morning,"  which  received  first 
prize  in  the  recent  national  contest. 

Secretary  Fred  Beesley,  Sr.,  of  the  Utah  As- 
sociation of  Music  Industries,  is  still  at  the 


PATHE  EXHIBITAT  RADIO  SHOW 

Radio  Parts  Made  by  the  Pathe  Phonograph  & 
Radio  Corp.  Attract  Attention  at  Radio  Showr 
in  Grand  Central  Palace  in  New  York 


The  Pathe  Phonograph  &  Radio  Corp., 
Brooklyn,  N.  Y.,  was  represented  at  the  radio 
show  held  at  the  Grand  Central  Palace,  New 
\ork  City,  by  an  interesting  exhibit  that  at- 
tracted much  attention.  The  Pathe  loud  speaker 
in  conical  form,  somewhat  similar  to  the 
-Actuelle  talking  machine  reproducer,  created 
considerable  comnfent  through  its  marked  dif- 
ference from  other  loud  speakers  exhibited. 
Other  radio  parts  produced  by  the  Pathe  Co. 
were  shown  as  well.  These  parts  included  a 
three-stage  amplifier  and  a  Pathe  variometer, 
vario  coupler  and  dial.  It  was  pointed  out  that 
the  three  latter  parts  were  all  molded  of 
Pathol,  a  new  development  of  the  Pathe  Phono- 
graph &  Radio  Corp.  The  talking  machine 
division  of  the  company  was  represented  by  a 
Pathe  Actuelle  phonograph. 


OQDEN  CABINET  CO.  VERY  BUSY 

Lynchburg,  Va.,  January  2.— J.  B.  Ogden,  pres- 
ident of  the  Ogden  Sectional  Cabinet  Co.,  manu- 
facturer of  sectional  record  cabinets,  You-nit 
tables  and  wareroom  equipment,  reports  that 
the  Ogden  plant  has  been  extremely  busy  day 
and  night  and  that  every  effort  is  being  made 
to  keep  up  with  orders  for  cabinets  and  ware- 
room  equipment  which  are  steadily  reaching  the 
company  from  all  sections  of  the  country. 


NATIONAL  METALS  DEPOSITING  CORPORATION 


FACTORY 
34  East  Sidney  Ave.,  Mt.  Vernon,  N.Y. 

Telephone:  Oakwood  8845 


WE  DEPOSIT  THE 

FINEST  COPPER 

IN  THE  WORLD 

FOR  YOUR  CONVENIENCE 
DELIVER  RECORDED  WAX 
TO  OUR  LABORATORY 


MOUNT  VERNON  — NEW  YORK 

MANUFACTURERS  OF 


LABORATORY 
9  East  47th  St,  New  York  City 

Tel.  Vanderbilt  4153 


OUR 

IMPROVEMENT 

ALL  STAMPERS 
HAVE 

HIGHLY  POLISHED 
MACHINED  BACKS 
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Imported  Recordings  by 

Marek  Weber 
AND  His  Orchestra 


are  now  available 


By  special  arrangement  with  the  leading 
record  manufacturers  of  Europe,  we  are 
able  to  offer  the  American  public  a 
repertoire  of  rare  record  importations 
which  features  the  foremost  artists  of 
Europe. 

The  superb  voices  of  world-famous 
operatic  stars,  the  genius  of  internation- 
ally known  musical  organizations  and 
orchestras,  and  the  musical  celebrities  of 
every  country  in  Europe  are  now  avail- 
able on  these  records  which  are  pressed 
in  the  OKeh  factories  and  released 
under  the  ODEON  and  FONOTIPIA 
labels. 


For  the  first  time,  the  American  public  is 
hearing  the  music  of  Europe  perfectly  interpreted  by  native 
musicians  who  are  supreme  in  their  individual  fields. 

Take,  for  example,  Marek  Weber  and  His  Orchestra.  Their 
playing  has  won  for  them  the  enviable  reputation  of  being 
Europe's  foremost  interpreters  of  the  light  classics. 

For  decidedly  the  same  reason,  the  imported  recordings  of 
Marek  Weber  and  His  Orchestra,  so  delightfully  different  in 
orchestration,  are  rapidly  gaining  the  favor  and  praise  of  those 
in  America  who  know  and  appreciate  music  of  the  better  kind. 

Two  of  the  popular  imported  records  by 
MAREK  WEBER  AND  HIS  ORCHESTRA 


3018 
12  in.  $1.25 


3017 
12  in.  $1.25 


VOICES  OF  SPRING  (Voce  di  Pri- 
mavera)  (  Fruhlingsstimmen ) 
(Johann  Strauss)  Recorded  in 
Europe  Orchestra 

FLATTERGEISTER  (Johann  Strauss) 

Recorded  in  Europe  Orchestra 

BLUE  DANUBE  WALTZ  (Johann 
Strauss)    Recorded  in  Europe 

Waltz 

SOUTHERN  ROSES  WALTZ 
(Johann  Strauss)  Recorded  in 
Europe  Waltz 


Records 

The  Records  of  Quality 


MAREK  WEBER 


The  Record  •  ♦i»U«V 


General  Phonograph  Corporation 

OTTO  HEINEMAN.  President 

25  W.  45th  St.       New  York 
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THE  1923  OUTLOOK  FROM  THE  BRUNSWICK  STANDPOINT 

A.  J.  Kendrick,  General  Sales  Manager,  Phonograph  Division,  Brunswick-Balke-Collender  Co., 
Tells  of  S  ome  of  the  Problems  Overcome  and  of  the  Plans  for  the  New  Year 


Chicago,  III.,  January  5. — A.  J.  Kendrick,  gen- 
eral sales  manager  of  the  phonograph  division 
of  the  Brunswick-Balke-Collender  Co.,  in  an 
interview  with  The  World  to-day  expressed 
himself  as  being  enthusiastic  over  the  progress 
made  by  his  company  and  the  trade  in  general 
during  the  past  year  and  was  distinctly  opti- 
mistic regarding  the  future  in  view  of  the  plans 
that  are  under  way  for  forwarding  the  Bruns- 
wick interests  during  1923.  In  this  connection 
he  said: 

"Economists  tell  us  that  there  are  four  con- 
secutive cycles  through  which  the  business 
world  passes  in  a  certain  number  of  years.  They 
call  them  the  periods  of  inflation,  deflation,  ad- 
justment and  improvement. 

"While  other  business  was  undergoing  the 
severe  strains  of  deflation  and  adjustment  the 
Brunswick-Balke-Collender  Co.,  it  is  interesting 
to  note,  was  reaping  a  good  harvest.  It  had 
sown  the  seeds  of  good-will  and  progress  in 
the  period  of  inflation  during  the  war.  The 
result  was  a  truly  remarkable  growth  while 
other  businesses  were  suffering  a  loss. 

"It  is  not  strange  when  one  considers  that 
the  Brunswick-Balke-Collender  Co.  was,  so  to 
speak,  plowing  much  new  uncovered  ground — 
not  depending  entirely  on  the  established  chan- 
nels. 

"The  year  1923  will  mark  the  entrance  of  the 
Brunswick-Balke-Collender  Co.  into  a  program 
of  expansion  which  will  bring  still  greater  profits 
to  our  partner — the  Brunswick  dealer.  He  will 
receive,  in  1923,  even  still  closer  co-operation 
from  our  sales  organization,  which  is  being  en- 
larged and  strengthened  in  all  parts  of  the 
country. 

"It  is  the  Brunswick  policy  that  the  dealer 
must  succeed  first,  so  our  salesmen  will  work 
more  intensively  than  ever  with,  and  for,  the 
Brunswick  with  new  and  improved  sales  plans. 


"We  are  now  putting  into  operation  the  new 
centralized  warehouse  plan  which  will  make 
larger  and  more  elastic  stocks  available  to 
Brunswick  dealers.  Brunswick  production 
plans  have  also  been  greatly  expanded,  involving 
the  addition  of  much  new  equipment  in  both 
phonographs  and  records,  so  that  the  word 
'shortage'  will  no  longer  exist. 

"The  Brunswick  advertising  appropriation  for 
1923  has  been  greatly  enlarged  and  plans  to  be 
announced  later  will  meet,  we  are  sure,  with 
unanimous  approval  of  all  Brunswick  dealers. 

"The  phonograph  industry  should  note  with 
particular  interest  that  the  farmer  has  again 
become  a  potent  buying  factor  to  be  seriously 
considered.    Mr.  Farmer  has  approximately  two 


billion  more  dollars  to  spend  during  the  next 
six  months  than  he  had  at  this  time  one  year 
ago.  One-third  of  our  total  population  consists 
of  the  farmer  class,  so  Mr.  Farmer  again  be- 
comes the  man  to  whom  phonograph  dealers 
should  turn  for  increased  sales  during  1923. 

"Mr.  Farmer  must  be  sold,  however.  The 
dealer  who,  if  necessary,  locks  up  his  store, 
puts  a  phonograph  in  his  car,  rides  out  to  the 
farm  and  talks  to  the  'old  man  and  missus'  will 
sell  the  farmer. 

"The  general  public,  including  Mr.  Farmer, 
has  changed  its  name  from  Mr.  and  Mrs.  Spend- 
thrift to  Mr.  and  Mrs.  Thrifty.  The  public  now 
carefully  seeks  one  hundred  cents  value  on  every 
one  dollar  spent.  Brunswick  dealers  will  be  par- 
ticularly fortunate  during  1923  in  being  able  to 
cater  to  Mr.  and  Mrs.  Thrifty  with  a  complete 
line  of  Brunswick  consoles  as  well  as  uprights 
and  art  styles  whose  various  prices  fit  every 
size  of  pocketbook  and  bank  account." 


J.  J.  DAVIN  ASSUMES  NEW  DUTIES 


New  Sales  Manager  of  Ormes,  Inc.,  Welcomed 
by  Local  Trade — Again  Active  in  Affairs  of 
Talking  Machine  Men,  Inc.,  of  New  York 


James  J.  Davin,  whose  appointment  as  sales 
manager  of  Ormes,  Inc.,  New  York,  Victor 
wholesaler,  was  announced  in  the  December  is- 
sue of  The  World,  assumed  his  new  duties  on 
January  2.  Mr.  Davin,  accompanied  by  his  fam- 
ily, arrived  here  from  Chicago,  December  30, 
and  since  January  2  the  Ormes  telephone  has 
been  kept  busy  with  congratulatory  messages 
from  the  dealers  throughout  this  territory  who 
are  giving  Mr.  Davin  a  royal  welcome. 

As  soon  as  he  reached  here  Mr.  Davin  was 
informed  by  the  Talking  Machine  Men,  Inc., 
the  local  dealer  organization,  that  he  had  been 
appointed  a  member  of  the  entertainment  and 
service  committees  and  would  also  be  in  charge 
of  press  and  publicity  affairs.  Prior  to  leaving 
for  Chicago  Mr.  Davin  was  one  of  the  most 
active  members  of  this  Association  and  he  is 


getting  back  into  harness  with  all  of  his  old- 
time  vigor. 

Mr.  Davin's  many  friends  in  the  trade  received 
a  Christmas  reminder  from  him  in  the  shape 
of  a  paper-bound  book  entitled  "Take  It  From 
Me."  This  publication,  now  running  in  its  sixth 
edition,  can  be  read  to  advantage  by  every  man, 
whether  he  is  an  employer  or  employe,  and 
some  of  the  paragraphs  are  particularly  ap- 
plicable to  the  activities  of  retail  and  wholesale 
talking  machine  men. 


USEFUL  GIFTS  FOR  DEALERS 


The  American  Talking  Machine  Co.,  well- 
known  Victor  distributor,  of  Brooklyn,  N.  Y., 
presented  to  its  many  friends  in  the  trade,  as  a 
Christmas  token,  a  key-container.  This  par- 
ticularly useful  present  is  in  the  form  of  a  heavy 
leather  tan  wallet  to  which  numerous  keys  can 
be  attached  in  a  simple  manner.  R.  H.  Morris, 
general  manager  of  the  above  company,  states 
that  the  year  1922  was  one  of  the  most  satis- 
factory in  the  history  of  his  organization. 


THE  EMPIRE  UNIVERSAL  TONE  ARMS 

Will  Give  Your  Product  Individuality  That  Will  Greatly  Strengthen  Its  Selling  Force 


Send  for  sample  of  our  new 
Tone  Arm  for  Portable 
Machines. 


THE  EMPIRE  PHONO  PARTS  COMPANY,  1362  East  Third  Street,  Cleveland.  0. 

Ettablithed  in  1914  ' 


Manufacturers  of  High-Qrade  Tone  Arms  and  Reproducers 

W.  J.  McNAMARA.  President 


Cable  Address  **Emphono" 
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You   start   in   step-pin^ a-lon^,you  cant-   ^owrof^,do-in^  the"Dum-beir— 


ZEZ  CONFRBY- 

You  Can't  wron^ 
WifhaTyFEISTson^^' 


LOS  ANGELES 

Southern  California  /Association  Gives  Benefit  Concert — Unusual 
Co-operation — Opens  Cafe  for  Employes — Visitors — The  News 


Los  Angeles,  Cal.,  January  3.  —  Business 
throughout  the  entire  district  of  southern  Cal- 
ifornia and  in  the  city  of  I-os  Angeles  was  most 
satisfactory  throughout  the  holidays,  more  es- 
pecially during  the  last  few  days  preceding 
Christmas,  and  in  many  cases  exceeded  the 
largest  calculations  and  expectations.  Rain  fell 
intermittently  in  the  first  week  or  so  of  Decem- 
ber and  held  back  the  shopping  to  some  extent, 
but  when  it  cleared  and  was  succeeded  by  beau- 
tiful sunshine  and  mild  days,  which  continued 
without  interruption  until  the  Saturday  before 
Christmas  day,  the  crowds  thronged  the  streets 
and  stores  and  more  than  made  up  for  any  lost 
time.  Most  of  the  record  departments  on  the 
last  few  days  presented  an  appearance  of 
pandemoniiim  and  the  sales  staffs  were  taxed  to 
their  utmost.  The  average  price  of  phono- 
graphs which  were  sold  during  the  holidays 
was  in  excess  of  that  of  any  previous  year. 
Association  Gives  Benefit  Concert 

A  very  successful  concert  was  given  under  the 
auspices  of  the  Alusic  Trades  Association  of 
Southern  California  at  Philharmonic  Audi- 
torium on  December  16,  the  gross  proceeds 
from  the  sale  of  tickets  being  devoted  to  funds 
for  the  poor  children  of  Los  Angeles.  ..Eighteen 
different  charities  received  checks  of  sums  rang- 
ing from  one  hundred  to  three  hundred  dol- 
lars apiece.  The  program  was  given  by  nation- 
ally famous  artists  whose  homes  are  in  Los 
Angeles,  and  included  Charles  Wakefield  Cad- 
man,  Carrie  Jacobs  Bond,  composers;  the 
Zoellner  Quartet,  Luboviski,  the  violinist,  and 
many  others.  The  sale  of  tickets  was  under- 
taken by  the  various  music  stores  and  it  is  par- 
ticularly worthy  of  mention  that  two  houses — 
the  Starr  Piano  Co.  and  the  Fitzgerald  Music 
Co. — outstripped  all  others.  H.  L.  Nolder, 
Western  general  manager  of  the  former,  and 


H.  C.  Braden,  general  manager  of  the  latter, 
threw  their  entire  energies  and  those  of  their 
sales  force  into  the  work  and  sold  many  times 
over  the  quotas  which  were  allotted  them. 

Cheney  Jobbers  Utilize  Showrooms 

The  wholesale  headquarters  of  the  Munson- 
Rayner  Corp.,  distributor  of  Cheney  phono- 
graphs, in  the  Knickerbocker  Building,  are  note- 
worthy for  their  very  handsome  display  rooms, 
which,  under  ordinary  circumstances,  have  been 
used  for  the  wholesale  trade  only.  However, 
special  arrangements  were  made  by  Mrs.  H.  P. 
Howard,  manager  of  the  Parmelee  Dohrmann 
Co.'s  Cheney  department,  with  the  Munson- 
Rayner  Corp.  whereby  retail  customers  of  her 
department  could  go  to  the  wholesale  show- 
rooms in  the  evenings  during  the  busy  holiday 
rush.  The  Parmelee  Dohrmann  Co.  closed  its 
doors  at  5:30  p.  m.,  while  most  music  stores  at 
this  time  of  the  year  remained  open  until  9  p.  m. 
A  number  of  sales  were  effected  through  this 
most  excellent  arrangement. 

Older  Part  of  Town  Busy 

Schireson  Bros.,  whose  store  is  situated  in 
the  older  part  of  town  on  North  Main  street, 
reported  that  business  in  their  Victrola  depart- 
ment for  December  far  exceeded  that  of  any 
previous  month  in  their  history,  and  would 
have  been  still  further  increased  if  they  had 
been  able  to  supply  the  Fall  demand  for  Victor 
Mexican  records. 

Customers  Crowd  Elevators 

Irving  C.  Westphal,  manager  of  the  Bruns- 
wick, Edison  and  Victrola  departments  of  the 
Southern  California  Music  Co.,  is  enthusiastic 
over  the  wonderful  December  business  which 
his  department  received.  The  elevators  to  the 
third  floor,  where  the  department  is  located, 
were  thronged  day  after  day  with  phonograph 
and  record  customers. 

Wholesalers  Jubilant  Over  Business 

The  several  jobbers  and  distributors  are  much 
gratified  by  the  wonderful  volume  of  business 
v/hich  they  have  enjoyed  throughout  Decernber 
after  a  remarkable  November.  Cheney,  Colum- 
bia, Burnham,  Brunswick,  Edison,  Starr,  Strand 
and  Victor  all  report  that  they  were  practically 
sold  out. 

Victor  Representative  Here 

R.  P.  Hamilton,  Pacific  Coast  representative 
of  the  Victor  Talking  Machine  Co.,  arrived 
here  about  the  middle  of  December  and  spent 
Christmas  in  Los  Angeles.  He  will  leave  in  a 
few  days  for  San  Francisco. 

Brunswick  Official  Visits 

H.  F.  Davenport,  secretary  of  the  Brunswick- 
Balke-Collender  Co.,  has  been  spending  a  few 


days  in  Los  Angeles  and  will  return  to  Chicago 
in  the  very  near  future. 

Opens  Cafe  on  Roof  for  Employes 
They  were  so  busy  at  the  Piatt  Music  Co. 
that  it  seemed  that  there  was  no  time  to  eat. 
So,  in  order  to  save  his  people  from  the  tiring 
job  of  waiting  around  in  crowded  restaurants, 
President  Piatt  opened  a  cafe  on  - the  roof  of 
his  building  where  members  of  the  Victrola  de- 
partment and  others  have  been  enjoying  lunches 
and  suppers — all  at  the  expense  of  the  Piatt 
Music  Co. 

Wholesale  Man  Returns 

After  an  absence  of  several  months,  during 
which  time  he  was  with  the  San  Francisco 
branch,  W.  C.  (Bill)  Campbell,  of  Sherman, 
Clay  &  Co.,  has  returned  to  Los  Angeles  and 
is  now  in  charge  of  the  stockrooms  at  the  new- 
headquarters  at  Tenth  and  Santee  streets. 
Fitzgerald  Sales  Large 

The  Fitzgerald  Music  Co.'s  Brunswick  and 
Edison  departments,  under  Manager  Mansfield, 
showed  an  enormous  increase  of  sales  over 
previous  months.  A  noticeable  feature  was  the 
sale  of  a  very  large  proportion  of  high-priced 
period  models. 

Unit  Construction  President  Here 

Rayburn  Clark  Smith,  president  and  treasurer 
of  the  Unit  Construction  Co.,  spent  a  few  days 
in  Los  Angeles  early  in  December  and  visited 
the  trade  in  company  with  J.  J.  Grimsey,  Los 
Angeles  manager  of  Walter  S.  Gray  Co.,  agents 
of  the  Unico  products  in  this  territory. 
Arizona  Business  Improves 

Howard  Brown,  Brunswick  wholesale  mana- 
ger of  the  Los  Angeles  branch,  reported  that 
the  quota  of  business  set  by  the  Chicago  head- 
quarters for  his  branch  this  year  was  passed 
early  in  November — the  quota  was  no  light  one 
either.  He  also  stated  that  business  has  re- 
cently much  improved  in  Arizona.  Among  the 
new  Brunswick  dealers  are  Kerr  Mankin,  of 
Phoenix;  Ben  Tilton,  of  Preston,  and  Leonard 
Music  Co.,  of  Miami. 


DAVENPORT  CORLES  ARTICLES 

Davenport,  Ia.,  January  8. — Articles  of  incor- 
poration have  been  filed  by  the  Davenport 
Phonograph  &  Accessories  Co.,  this  city,  to 
manufacture  and  sell  talking  machines,  radio 
supplies  and  musical  instruments,  with  a  capital 
slock  of  $25,000.  The  officers  of  the  concern 
are  E.  W.  Hempsing,  president,  and  Clara  M. 
Hempsing,  secretary  and  treasurer. 

MOTORS 

Ready  for  Delivery 

Double  Springs;  plays  two  10-inch  Rec- 
ords; suitable  for  Portable  Phonographs. 
Sample,  $3.75.  Larger  motor  playing  two 
to  three  12-inch  Records;  suitable  for 
Phonograph  selling  for  $100.  Sample,  $5.75. 

MERMOD    &    CO.,  «74  Broadway 


"  Superflake"  Graphite  Spring  Lubricant 

For  PHONOGRAPH  MOTORS 

A  carefully  prepared  lubricant  containing 
GRAPHITE  of  the  finest  quality 

Will  not  get  hard,  become  rancid  or  leak 

PACKED  IN  TUBES,  CANS  and  BARRELS  for 
JOBBERS,  DEALERSand  MANUFACTURERS 

SPECIAL  GRAPHITE  for 

RECORD  MANUFACTURERS 

Superior  Flake  Graphite  Co. 

General  Offices:     76  West  Monroe  St.,  CHICAGO 
Department  J  Warehouse  in  Chicago 
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CROSLEY 

Radio  Apparatus 

Better — Cost  Less 
A  Four  Tube  Receiving  Set 


CROSLEY  MODEL  XXV 

A  Console  Model  of  great  beauty.  Consists 
of  a  four- tube  panel  incorporating  the  same 
units  as  the  Model  X.  This  cabinet  is  ar- 
ranged to  take  the  Model  R-3  Magnavox 
that  can  be  quickly  installed  and  hooked  up  to 
the  set,  but  the  Magnavox  is  not  furnished 
at  the  price.  Cabinet  also  contains  space  for 
"A"  Battery  and  "B"  Battery  and  battery 
charger  if  desired.  It  is  guaranteed  to 
bring  in  broadcasting  stations  up  to  one  thou- 
sand miles  or  more,  loud  enough  to  be 
heard  all  over  the  room.  This  beautiful 
instrument,  without  phones,  batteries  or  tubes, 
sells  for  $150.00 

CROSLEY  EXPERIMENTAL  UNITS 

are  designed  to  help  the  experimenter 
by  furnishing  audion  detectors,  vario- 
meters, condensers,  audio  frequency 
units  and  their  combinations  in  indi- 
vidual cabinets.  These  units  can  be 
hooked  up  by  simple  binding  post  con- 
nections. Adapted  for  use  with  either 
6-volt  or  iy2-volt  batteries. 

Write  for  Catalog 
of  these  Units 


CROSLEY  MODEL  X.  This  four-tube  set  is  the  most 
popular  on  the  market  to-day.  It  consists  of  one  stage  of 
Tuned  Radio  Frequency  Amplification,  Audion  Detector  and 
two  stages  of  Audio  Frequency  Amplification.  The  Crosley 
Model  X  is  built  on  scientific  principles  and  is  the  acme  of 
simplicity  and  efficiency.  Especially  is  the  Tuned  Radio 
Frequency  Amplification  popular.  With  this  set,  listeners  in 
Florida  have  heard  broadcasting  from  Winnipeg,  San  Fran- 
cisco and  Honolulu.  We  cannot  be  too  emphatic  in  recom- 
mending this  set  to  everyone.  Without  phones,  batteries  or 
tubes,  only  $55.00 

CROSLEY  RECEIVER  MODEL  VIII  (three  tubes) .  .$48.00 

CROSLEY  RECEIVER  MODEL  VI  (two  tubes)  $28.00 

CROSLEY  HARKO  SENIOR  MODEL  V  (one  tube)  .$15.00 


Talking  Machine 
JOBBERS  and  DEALERS 

You  are  the  logical  men  to  handle  Radio 
Apparatus  as  we  explained  on  this  page 
last  month.  This  will  be  a  Radio  Year  and 
you  will  greatly  increase  your  profits  by 
supplying  Crosley — Better-Cost  Less — 
Radio  Apparatus. 

The  Instruments  shown  on  this  page  are 
the  height  of  simplicity  and  efficiency  as 
well  as  beautiful  pieces  of  furniture.  Noth- 
ing better  on  the  market  at  anywhere  near 
their  price.  We  are  prepared  to  fill  any 
sized  order  immediately.  Write  to-day  for 
catalog. 


CROSLEY  CRYSTAL  RECEIVER 
MODEL  I 

A  complete  crystal  receiving  set 
equipped  with  antenna,  phones  and 
necessary  hardware,  ready  to  install. 
Has  a  range  up  to  30  miles  and  will 
bring  in  local  broadcasting  loud  and 
clear.    Price  $25.00 


CROSLEY  MODEL  XX 

A  Beautiful  Cabinet  Model  incorpo- 
rating the  Model  X  Receiver.  Has 
all  the  splendid  -qualities  of  the 
Model  X  and  in  addition  it  has  com- 
partments for  batteries  and  a  large 
amplifying  chamber.  Price  without 
phones,  batteries  or  tubes. ..  .$100.00 

CROSLEY  CABINET  MODEL  XV. 
Same  as  the  above  but  without  bat- 
tery compartment  and  designed  to 
rest  on  a  table.    Price  $70.00 

CROSLEY  PARTS  are  the  last 
word  in  simplicity  and  efficiency. 
We  make  everything  necessary 
for  the  building  of  any  type  of 
set  and  our  prices  are  lower 
than  anything  on  the  market. 

Write  for  Oar  PARTS 
Catalog 


HARKO  SENIOR 
MODEL  V 

This  is  a  one-tube  set  of  exceptional  merit, 
and  consists  of  Tuner  and  Audion  Detector, 
mounted  in  a  mahogany  finished  cabinet.  This 
set  has  a  range  of  several  hundred  miles,  and, 
under  favorable  conditions,  listeners  in  Denver 
have  heard  Schenectady  and  Newark.  Price 
without  tubes,  batteries  or  phones  $15.00 


Liberal  Discounts  to  Jobbers  and  Dealers 


CROSLEY  MANUFACTURING  COMPANY 

1226  ALFRED  STREET,  CINCINNATI,  OHIO 
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More  of  Van  and  Schenck's  good  harmony 
stuff— "Georgia  Cabin  Door''  and  "Kentucky 
Eclioes"  on  Columbia  New  Process  Record. 
A-3753. 


Columbia  Graphophone  Co 

NEW  YORK 


L.  FRIEDL  NEW  WANAMAKER  MANAGER 

Well-known  Talking  Machine  Man  Appointed 
Manager  of  Local  Wanamaker  Department — 
Ideally  Qualified  to  Win  Success  in  New  Post 


Lambert  Friedl,  one  of  the  best  known  mem- 
bers of  the  talking  machine  trade  in  the  East, 


Wanamaker,  New  York.  Mr.  Fried!  assumed 
his  new  duties  on  December  28  and  within  the 
course  of  the  next  few  weeks  will  probably 
have  important  announcements  to  make  as  to 
his  plans  for  the  coming  year. 

The  appointment  of  Mr.  Fried!  as  manager  of 
the  John  Wanamaker  talking  machine  depart- 
ment will  be  welcome  news  to  the  local  trade, 
as  Mr.  Fried!  is  thoroughly  familiar  with  every 
phase  of  talking  machine  selling  and  is  recog- 
nized as  one  of  the  best  posted  merchandising 
experts  in  the  industry.  For  many  years  he  was 
associated  with  the  Columbia  Graphophone  Co., 
and  as  manager  of  the  local  wholesale  branch 
of  that  company  attained  phenomenal  success. 
Mr.  Fried!  has  at  all  times  been  a  keen  observer 
of  the  dealers'  retail  problems  and  has  helped 
many  of  the  dealers  in  the  development  of  prac- 
tical merchandising  ideas.  Prior  to  joining  the 
Columbia  organization  Mr.  Friedl  was  a  retail 


phonograph  dealer  in  Ohio  and  he,  therefore, 
brings  to  his  new  position  an  exceptional  knowl- 
edge of  the  talking  machine  field  as  a  whole. 
Subsequent  to  his  Columbia  activities  Mr.  Friedl 
won  success  as  manager  of  the  New  York  dis- 
tributing division  of  the  General  Phonograph 
Corp. 

The  talking  machine  salons  of  the  New  York 
store  of  John  Wanamaker  constitute  one  of 
the  finest  talking  machine  warerooms  in  the 
country.  Located  on  the  mezzanine  floor  of  the 
new  building,  the  salons  are  noteworthy  for  the 
artistic  refinement  of  their  furnishings  and 
decorations,  which  in  every  way  are  in  complete- 
accord  with  the  international  prestige  and  dig- 
nity of  the  John  Wanamaker  institution.  The 
lines  handled  in  the  Wanamaker  talking  ma- 
chine salons  are  Victor,  Brunswick,  Cheney, 
Sonora  and  Columbia  machines  and  the  record 
department  is   completely  stocked. 


VICTOR  SCHOOL  IN  OKLAHOMA  CITY 

Victor   Course   in   Salesmanship   to   Be  Held 
Under  Auspices  of  Oklahoma  T.  M.  Co. 


Lambert  Friedl 
has  been  appointed  manager  of  the  talking  ma- 
chine and  musical  merchandising  salons  of  John 


Oklahoma  City,  Okla.,  January  9. — The  Victor 
School  of  Selling  is  scheduled  for  a  four  days' 
session  in  Oklahoma  Cit}'  during  the  week  of 
February  26  under  the  auspices  of  the  Oklahoma 
Talking  Machine  Co.,  Victor  distributor,  626 
West  Main  street,  this  city.  The  course  will  be 
similar  to  those  held  in  other  cities  and  Victor 
dealers  in  the  Southwestern  territory  will  thus 
have  an  opportunity  of  taking  advantage  of 
this  most  practical  course  of  instruction  in  sell- 
ing Victor  merchandise. 


CLEVER  STUNT  BOOSTS  SALES 

Altoona,  Pa.,  January  8. — A  unique  stunt  was 
recently  staged  by  the  W.  S.  Aaron  general 
merchandise  and  furnishing  store,  this  city, 
which  resulted  in  a  general  boost  of  talking 
machine  record  sales.  The  establishment  de- 
voted one  large  front  window  to  the  demon- 
stration by  six  students  of  the  value  of  the 
talking  machine  as  an  aid  in  dancing  instruc- 
tion and  physical  training. 


The  sales  force  of  the  Victor  record  depart- 
ment of  the  Ross  P.  Curtice  Co.,  Lincoln,  Neb., 
has  been  augmented  by  the  addition  of  Mrs. 
Frances  Voss  and  James  Henlein. 


I    Increase  Your  Edison  Record  Business  from  25%  to 


o  m 


Claravox 

^^^^   CLFAP  vainr  — 


=        Instantly  Attached 


Diamond  Pointed 


The  Claravox  .has  opened  new  and  profitable  sales  possibilities 
for  Edison  Records. 

Put  out  house  to  house  canvassers,  demonstrating  Edison  Records 
as  played  by  the  Claravox  on  other  makes  of  talking  machines,  and 
your  business  will  show  profits  you  have  never  known  before. 

The  Claravox  is  a  proven  product;  not  only  proven  in  reproduc- 
ing qualities,  but  also  as  a  device  which  does  not  in  any  way  cut  or 
injure  Edison  Records.  Test  records  have  been  played  hundreds 
of  times  with  no  apparent  evidence  of  wear. 

The  Claravox  is  exactly  the  same  weight  on  the  record  and  has 
exactly  the  same  size  and  shape  of  diamond  point  as  the  original 
reproducer  for  playing  Edison  Records. 

Order  your  Claravox  reproducers  to-day  and  employ  your  can- 
vassers while  the  talking  machine  is  in  season. 

THE  CLARAVOX  CO. 

Youngstown  OHIO 
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During  1920-1921  and  1922  conservative,  dependable  employes  and  business 
men  were  most  concerned  in  demonstrating  their  ability  to  weather  a  business 
depression  even  though  the  temporary  sacrifices  were  heavy. 

The  inevitable  reaction  and  readjustment  following  the  war  period  of  in- 
flation took  a  heavy  toll  and  those  who  could  not  forge  ahead  but  "held  the  hne" 
and  proved  their  dependability  were  building  for  the  future.  These  employes  and 
business  men  held  their  jobs  and  customers.  They  are  now  ready  to  forge  ahead 
in  1923.    The  business  outlook  justifies  optimism  and  confidence. 

The  Blackman  policy  has  been  to  reflect  "Victor  Supremacy  and  Depend- 
ability"— not  by  words  but  by  deeds.  During  1922  we  practically  reorganized 
our  business,  realizing  that  we  must  all  experience  the  "Survival  of  the  Fittest" 
and  that  "hard  times"  were  not  coming  but  "easy  times"  were  going. 

Having  maintained  our  financial  stability  and  served  conscientiously  Black- 
man  Victor  dealers,  according  to  our  obligations  as  we  saw  them,  we  consider 
that  we  have  at  least  "held  the  line"  and  are  now  ready  to  forge  ahead  to  bigger 
things  in  1923. 

Many  Victor  dealers  have  considered  it  advisable  to  distril)ute  their  busi- 
ness among  several  Victor  Wholesalers  in  order  to  get  good  service.  We  do 
not  beheve  this  is  going  to  be  a  good  policy  in  1923.  It  increases  the  cost  of 
doing  business  and  makes  impossible,  or  at  least  delays,  economies  which  might 
be  shared  by  dealers. 

We  are  prepared  to  accept  the  responsibility  of  handling  a  Victor  dealer's 
entire  business  if  within  a  reasonable  distance  of  New  York.  There  is  no  kind 
of  service  or  support  that  is  desirable,  reasonable  and  dependable  in  the  long 
run,  that  we  cannot  extend. 

Mr.  Victor  Dealer,  we  recommend  that  you  give  your  business  to  one  Victor 
Wholesaler  who  should  have  preference  on  all  of  your  orders  during  1923  and 
then  select  another,  if  necessary,  for  "shorts."  Analyze  carefully  before  you 
choose.  We  make  this  recommendation  regardless  of  the  wholesaler  you  select  as 
first  choice,  recognizing  that  we  have  worthy  competitors. 

With  the  Victor  as  your  line  and  Blackman  as  your  wholesaler,  the  combina- 
tion will  help  you  to  forge  ahead  in  1923.  Think  it  over,  Mr.  Victor  Dealer, 
and  have  a  chat  with  us  about  it. 

J.  NEWCOMB  BLACKMAN. 


Talking  Machine  Co. 
28-30  W.  23^  ST.    New  York  NY. 

VICTOR  WHOLESALE  DISTRIBUTORS 
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[Editor's  Note. — This  is  the  twenty-second  of  a  series 
of  articles  by  William  Braid  White,  devoted  to  the  vari- 
ous interesting  opportunities  which^  prevail  in  the  domain 
of  education  for  the  retailer  of  talking  machines.  The  sub- 
ject is  one  of  great  interest  and  \ve  commend  these  articles 
to  the  consideration  of  all  who  are  devoting  attention  to 
the  featuring  and  developing  of  the  musical  possibilities 
of  the  talking  machine.] 


A  RECORD  INTERLUDE 


At  this,  the  beginning  of  a  new  year,  let  us 
take  thought  of  some  matters  which  have  not 
had  our  attention  for  some  time  past,  but  which 
will  allow  us,  in  considering  them,  to  take  a 
rest  for  the  moment  from  the  more  strenuous 
studies  we  have  been  making  in  the  art  of  music 
and  in  the  mysteries  of  musical  form.  The 


interlude  will  do  none  of  us  any  harm  and  prob- 
ably will  do  most  of  us  some  good. 

Twenty  years  ago,  when  the  great  record 
libraries  were  being  inaugurated,  it  became  the 
settled  policy  of  the  most  important  manufac- 
turers to  build  up  from  the  bottom  a  collection 
of  music  of  the  very  highest  class,  recorded  by 
artists  of  the  greatest  eminence.  This  policy 
was,  in  the  beginning,  apparently  most  reckless, 
but  those  who  originated  it  had  both  the  wis- 
dom to  choose  the  right  path  and  the  courage 
to  stick  to  it.  Public  taste  was  not  ready  for 
them,  but  they  knew  that  on  the  one  hand  they 
could  prepare  public  taste  for  their  wares  and 
on  the  other  hand  that,  when  once  prepared. 


this  taste  would  be  sufficiently  alive  and  self- 
perpetuating  to  assure  a  constant  and  growing 
popularity  for  the  fine  records  they  were  then 
getting  out  and  for  any  others  they  might,  year 
by  year,  choose  to  publish. 

"Priceless  Value" 

To-day  the  value  of  these  libraries  is  abso- 
lutely beyond  price.  There  is  nothing  like  them 
in  the  world.  Not  because  it  is  from  them  that 
the  big  sellers  come,  but  because  these  records 
sell  steadily  year  after  3'ear,  because  they  never 
die  and  never  even  grow  stale.  They  remain  not 
alone  a  monument  to  the  wisdom  of  their  origi- 
nators, but  a  standing  denial  of  the  lie  that  the 
American  people  want  only  the  cheap,  the 
trashy  and  the  stupid  in  music. 

Now,  it  is  well  known  to  all  of  us  that  for 
quite  a  long  time  the  general  retail  opinion  was 
dead  against  the  high-class  policies  and  that 
many  a  dealer  wished  many  a  time  that  high- 
class  records  were  "easier  to  sell."  Yet  to-day, 
as  everyone  knows,  the  high-class  policy  has 
abundantly  justified  itself. 

During  the  last  few  years,  since  the  dance 
craze  became  acute,  the  policy  of  those  record 
manufacturers  who  had  not  already  a  vast  reser- 
voir of  high-class  recordings  behind  them  was, 
naturally  enough,  directed  towards  taking  care 
of  the  immediate  demand  and  of  nothing  else. 
For  a  year  past,  however,  there  have  been 
abundant  signs  that  this  policy  is  decidedly  in 
eclipse  and  that  everyone  who  has  any  idea  of 
staying  in  the  record  game  permanently  must 
begin  to  accumulate  a  library  of  standard  selec- 
tions— instrumental  and  vocal. 

Some  Examples  That  Strike 

It  is  unnecessary  to  mention  names.  It  is 
far  better  to  look  through  the  record  monthly 
lists  and  see  what  is  going  on.  One  who  does 
this  will  at  once  perceive  that  there  is  a  marked 
change  in  evidence.  Little  by  little,  yet  with 
a  steadiness  which  cannot  be  mistaken,  the 
stream  of  high-class  recordings  is  emerging  into 
sight.  One  great  house  proceeds  to  bring  out 
no  less  a  work  than  Schubert's  Unfinished  Sym- 
phony, from  records  made  in  Europe,  and  note 
for  note  complete.  Now,  it  is  not  unusual  to . 
bring  out  an  orchestral  record  of  high-class 
music,  but  the  practice  has  ahvays  been  to  cut 
down  and  condense  it  until  it  will  fit  in  at  least 
on  one  double-faced  record.  The  present  record- 
ing, however,  is  done  in  three  double-faced  rec- 
ords, and  not  a  note  of  the  two  movements  is 
omitted.  One  may  wonder  whether  the  dealers, 
when  they  saw  the  announcement  of  this  record- 
ing, realized  that  it  signified  a  great  deal  more 
than  the  bare  fact. 

What  It  Signifies 
For  the  bare  fact  involves  the  evident  belief 
that  the  public  has  reached  a  point  in  musical 
appreciation  where  it  not  only  will  endure, 
but  actually  will  want,  its  art  music  served  up 
to  them  in  complete  form,  not  only  in  part. 
One  is  reminded  of  how  Theodore  Thomas  once 
was  criticized — it  was  during  Chicago  World's 
Fair  days — for  daring  to  perform  a  whole  sym- 
phony at  a  concert.  How  dared  he  assault  the 
ears  of  his  patient  listeners,  asked  the  news- 
paper. One  movement  of  a  symphony  was  bad 
enough;  a  whole  symphony  was  intolerable. 
The  world  certainly  does  move. 

More  Sig^ns 
During  these  last  two  or  three  months,  more- 
over, many  other  very  interesting  facts  are  to 
be  recorded  which  all  go  to  show  how  the  tide 
is  fast  moving  out  in  the  right  direction.  An- 
other great  record  house  has  announced  a  list 
of  publications  by  eminent  vocal  and  instru- 
mental artists,  which  have  been  hitherto  avail- 
able only  in  its.  European  lists.  Over  in  London 
this  same  company's  great  recording  organiza- 
tion has  recently  brought  out  a  complete  re- 


The  Diamond  Juvenile  Console 

Created  twelve  months  ago ;  today  the  most  popular  children's 
talking  machine  on  the  market.  Many  dealers  use  it  as  the  basis  for 
a  special  children's  booth.  Makes  appealing  window  display.  Sells 
easily  and  increases  sale  of  both  juvenile  and  regular  records.  A 
profit  producer  you  cannot  afford  to  overlook. 

A  Real  Musical  Instrument  for  Children 
Guaranteed  Heineman  Motor 

Cabinet:  substantially  made  of  hardwoods  and  veneers. 
24  in.  high,  14  in.  wide,  28  in.  long. 

Finish:  beautifully  enamelled  in  gray,  blue,  ivory  or 
mahogany.    Grille  in  bine  or  old  rose  silk. 

Motor:  bj'  Heineman,  cut  gears,  cast  frame,  fully  guar- 
anteed, removable  motor  board. 

Tone  arm:  die  cast  and  nickel  plated.  Artois  repro- 
ducer. 

Turntable:     9-inch,  felt  faced. 

Plays  all  Records  up  to  10  inch,  including  children's 
records  such  as  Bubble  Books. 

AVrite  .Jobber  or  direct  for  full  information  and  special 
1923  dealer's  proposition. 

THE  DIAMOND  PRODUCTS  CORPORATION 

Executive  Offices  and  Showroom:  200  Fifth  Avenue,  New  York 

DISTRIBUTORS: 

A.   C.  ERISM.4N  &  CO.  CABINET  &  ACCESSORIES  CO. 

174  Tremont  Street,  Boston,  Mass.  3  West  16th  St.,  New  York 

CONSOLIDATED  TALKING  MACHINE  CO.  MI  NSON  BATNOR  CORPORATION 

237-229  N.  "VVashington  St.,  Chicago,  lU.  643  So.  Olive  St.,  Los  Angeles,  Cal. 
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It  gives  no  opportunity  for  brilliant  pyrotechnics,  no 
dazzling  display  of  skillful  bowing,  but  the  Angel's 
Serenade^'  coming  like  a  low,  sweet  song  from  the 
violin  of  Toscha  Seidel  creates  the  illusion  of  the  far- 
off  voice  of  an  angel  and  the  answering  tones  of  a 
child.  98046. 


Columbia  Graphophone  Co 

NEW  YORK 


cording  of  Beethoven's  lovely  and  famous  E 
flat  major  piano  concerto,  with  Frederic  Lamond 
at  the  piano  and  Sir  Henry  Wood  conducting 
the  Queen's  Hall  orchestra.  This  is  note  for 
note  complete,  in  six  double-faced  records.  No 
one  doubts  that  this  recording  will  soon  appear 
in  the  American  lists.  Likewise  another  great 
American  house  is  bringing  out  in  London 
recordings  of  some  movements  of  that  astonish- 
ing orchestral  "hit"  of  the  first  few  years,  Gustav 
Hoist's  "The  Planets,"  which  has  been  per- 
formed with  great  success  by  most  of  the  big 
American  orchestras  within  the  last  season  or 
so.  And  other  efforts  are  praiseworthily  being 
made,  which  can  be  watched  now  and  com- 
mented on  later. 

Practical  Progress 
In  a  word,  the  tide  has  definitely  turned  and 
we  are  all  due  to  see  a  big  effort  during  the 
coming  year  to  bring  fine  music  and  the  people 
much  closer  together,  by  means  of  the  talking 
machine.  It  would  be  entirely  wrong  if  this 
were  not  so.  For  American  musical  taste  is 
moving  along  by  steps  ever  longer  and  more 
confident.  Let  any  music  merchant  who  allows 
himself  to  be  deafened  for  the  moment  by  the 
clamor  of  the  ultra  popular  stuf¥  stop  to  realize 
how  many  symphony  orchestras,  of  the  first 
class  and  permanently  organized,  there  are  now 
in  America  compared  with  the  number  that  ex- 
isted, say,  in  1914.  To-day  New  York  has  half 
a  dozen,  among  which  three  are  of  the  highest 
.class.  Chicago  has  three,  one  believed  by  many 
to  be  the  first  in  America.  Philadelphia  has  one, 
which  disputes  the  primacy  with  Chicago,  and 
with  Chicago  alone.  Boston  has  a  magnificent 
organization;  so  have  Minneapolis,  St.  Louis, 
Los  Angeles,  San  Francisco,  Detroit.  All  these 
are  in  what  may  be  called  the  first  class.  Of 
the  second  order  there  are  already  twice  as 
many  in  smaller  cities,  and  others  are  growing 
up  every  week  almost.  Chicago  has  never  in 
past  years  been  able  to  support  chamber  music 
organizations,  so  it  seems.  But  to-day  she  has 
three  string  quartets  of  real  merit,  a  piano  trio 
of  eminent  merit  and  now  a  piano  quartet 
(violin,  viola,  'cello,  piano),  all  devoting  them- 
selves with  single-minded  desire  to  the  highest 
of  art  music.  And  so  it  goes  everywhere.  The 
people,  the  great  American  people,  are  waking 
up  to  the  meaning,  the  beauty,  the  charm,  the 
worth  of  good  music. 

A  Great  Part  to  Play 
Now,"  the  talking  machine  in  all  this  develop- 
ment has  a  great,  a  very  great,  part  to  play. 
Whoever,  indeed,  can,  should  learn  to  play  some 
musical  instrument  or  to  sing,  no  matter  how 
amateurishly,  for  the  greatest  pleasure  in  music 
is  the  pleasure  which  one  derives  from  making 
it.  But  next  to  actual  making  is  the  pleasure 
of  appreciative  critical  listening.  In  fact,  it  is 
undoubtedly  true  to  say  that  America  has  too 
many  music  makers  and  too  few  critical  listen- 
ers. The  talking  machine  is  the  finest  maker 
of  listeners,  critical  listeners,  that  can  be 
imagined,  next  to  the  personal  contact  of  the 
actual  musicians.  And  in  some  ways  the  talking 
machine  is  better  still,  for  with  it  there  is  no 


chance  to  have  one's  judgment  warped  by  the 
personal  magnetism  of  a  performer  whose  face 
and  manner  constitute  as  much  a  part  of  his 
or  her  success  as  the  music  itself.  The  talking 
machine  gives  us  the  music  undistorted  by  per- 
sonality, but  with  all  the  charm  of  personality, 
nevertheless. 

Wake  Up!  Retailers 

It  is  time  for  the  retail  men  to  wake  up.  The 
big  successes  in  this  business  "can  only  be  built 
on  the  permanent  things  in  music,  which  the 
talking  machine  does.  The  ephemeral  stuff  has 
its  place  and  does  its  part  in  making  sales,  in 
piling  up  the  needed  revenues.  But  the  perma- 
nent business  comes  to  that  store  which  be- 
comes known  as  the  place  where  the  lover  of 
high-class  music  can  go  and  get  high-class 
service. 

Now  is  the  time  to  begin  training  one's  clerks 
to  sell  better  music  or  records  intelligently. 
Now,  in  fact,  is  the  time  to  explore  one's  own 
record  bins  to  study  the  high-class  numbers  and 


come  to  some  clear  opinion  about  them;  for 
from  now  onwards  the  tendency  will  be  more 
and  more  strongly  towards  those  records.  He 
who  best  knows  how  to  sell  them  will  be  he 
who  is  most  likely  to  make  an  outstanding  suc- 
cess in  the  talking  machine  business. 


NEW  GRIFFITH  PIANO  CO.  BRANCH 

Newark,  N.  J.,  January  8. — The  Griffith  Piano 
Co.,  with  headquarters  on  Broad  street,  and 
operating  a  branch  store  in  Scranton,  Pa.,  has 
completed  arrangements  for  the  lease  of  an- 
other wareroom  in  the  Paramount  Theatre 
Building.  The  concern,  in  addition  to  handling 
a  complete  stock  of  fine  pianos,  is  the  northern 
New  Jersey  distributor  for  Sonora  phonographs. 


Mrs.  Loraine  Guy,  of  the  record  department 
of  the  Wiley  B.  Allen  Music  Co.,  San  Diego, 
Cal.,  recently  resigned  to  be  married.  Mrs. 

Rhoda  Rumsey  is  her  successor. 


Dealers  Everywhere  Are 
"Cashing  in"  on 

VIOLIN  SPRUCE 
REPRODUCERS 

Thousands  of  phonograph  owners  already 
agree  with  the  verdict  of  famous  artists 
who  have  tested  the  Violin  Spruce  Repro- 
ducer and  pronounce  it  to  be  "the  perfect 
reproducer."  It  will  improve  the  tonal 
qualities  of  any  good  phonograph.  Deal- 
ers featuring  Violin  Spruce  Reproducers 
are  making  big  profits  in  satisfying  the 
growing  popular  demand. 
Our  new  Edison  attachment  opens  the  way 
to  still  more  profitable  business.  It  is  the 
only  attachment  that  really  brings  out  the 
full  possibilities  of  lateral  cut  records  on 
Edison  instruments. 

The  earlier  you  stock  these  Reproducers, 
the  greater  will  be  your  profits  and  the 
more  secure  your  hold  on  future  business 
in  your  locality.  Don't  delay — introduce 
these  wonderful  Violin  Spruce  Repro- 
ducers to  your  customers  and  let  them 
hear  and  appreciate  the  improvement. 

Write  Today  Foir  Full  Information 


VIOLIN  SPRUCE  REPRODUCER 

fits  all  of  the  better  known 
ptionogrraphs.  The  only  repro- 
ducer which  can  competently 
play  piano  records — it  is  also 
notable  for  its  clean-cut  repro- 
duction of  instrumental  music 
and  its  fidelity  to  voice.  It 
eliminates  all  metallic  sounds, 
and  mellows  with  use  like  a 
violin. 


Retails  for 

$7.50 


(Usual   Dealer's  Discount) 


THE  DIAPHRAGM  COMPANY 

5005  Euclid  Avenue,  CLEVELAND,  OHIO 


Vlolta  Spmee  Diaphra^dn 
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CreohFashion  Plate's" LaiesiHiir 


SHEDDING  TBAR-S  OVER.  YOU 


By  THE.  WRITERS  OF 
"NOBODY-  LIED" 


KARVL  NORMAN  d  EDWIN  J.  U^EBER, 


Bt-ciu^e  I'm       ihro'       shed-ding      lears        o  -  ver 


And  I    am    tUro"      let-tiug     you  in, ike  me  blue. 


cJEROME  H.REMJCK,  SuCO. 

TnTILW  VORR  "   CHICAGrO    -  DETROIT 


KANSA S  C I T  Y 

BliHininniiiliilHISyHIHiitiaiMliHaitimaMdIi 

Trade  Gains  Last  Year  Despite  Drawbacks — /.  TV.  Jenkins'  Sons 
Music  Co.  Increases  Capital — Month's  Activities  of  the  Trade 


Kansas  City,  Mo.,  January  3. — As  the  talking 
machine  business  for  the  year  closes  the  dealers 
in  Kansas  City  are  looking  back  and  consider- 
ing the  various  features  and  problems  they  have 
confronted  during  that  period  and  are  also  look- 
ing forward  to  the  future. 

"In  many  ways  it  has  been  an  unusually  hard 
year,"  Fred  Jenkins,  of  J.  W.  Jenkins'  Sons 
Aiusic  Co.,  said.  "The  farmer  not  knowing 
what  he  would  get  for  his  crops,  a  goodly 
number  of  strikes  in  this  territory,  and  new 
models  coming  into  the  business,  with  the  added 
amount  of  advertising  and  work  which  it  takes 
to  put  a  new  commodity  on  the  market,  have 
helped  to  make  the  music  dealer  a  year  older 
and  wiser  than  he  was  January,  1922." 

In  spite  of  these  things  there  was  a  favorable 
increase  in  the  business  of  all  the  dealers  in  the 
territory  over  the  previous  year,  and  Manager 
Briggs,  of  the  Brunswick,  predicts  that  just  as 
soon  as  the  crops  of  the  farmers  are  moved 
and  they  get  their  returns  business  should  just 
boom,  while  right  now  sales  in  Kansas  City  and 
other  commercial  centers  are  very  favorable. 

Each  of  Kansas  City's  wholesale  houses  re- 
ports a  different  experience  in  the  quality  of  the 
instruments  demanded.  One  house  advises  that 
most  of  its  sales  have  been  in  the  middle  class, 
another  that  until  the  beginning  of  Christmas 
sales  the  middle  class  of  instruments  were  most 
in  demand,  but  that  the  Christmas  demand  was 
for  the  more  expensive  models,  while  a  third 
states  that  all  year  there  has  been  a  big  demand 
for  the  period  model  consoles. 

The  Brunswick  Co.  has  just  received  a  car- 
load of  console  models  and  is  sending  them 


straight  to  the  dealers,  over  the  territory,  who 
have  been  waiting  for  them. 

The  J.  W.  Jenkins'  Sons  Music  Co.,  Victor 
wholesalers,  filed  notice  with  the  Secretary  of 
State  the  last  of  December  that  the  company's 
capitalization  had  been  increased  from  $100,000 
to  $3,500,000.  The  corporation  franchise  tax 
paid  to  the  State  amounted  to  $1,700. 

The  Jenkins  house,  established  about  forty- 
five  years  ago,  now  has  thirteen  branch  stores. 
The  first  branch  store  was  established  at  St. 
Joseph  about  fifteen  years  ago.  The  company 
has  grown  from  a  small,  unpretentious  office  at 
615  Main  street,  where  forty  years  ago  it  boasted 
of  a  stock  of  twenty  pianos,  to  one  of  the  larg- 
est retail  music  stores  in  the  Southwest.  The 
other  branches  are  in  Kansas  City,  Wichita, 
Hutchinson,  Salina,  Topeka  and  Independence, 
Kan.;  Fort  Smith,  Ark.;  Joplin,  Mo.;  Oklahoma 
City,  Bartlesville,  Tulsa  and  Muskogee,  Okla. 

The  Schmelzer  Co.,  Victor  wholesaler,  held  a 
salesmen's  meeting  to  close  the  business  of  the 
old  year  and  start  the  new  year  with  a  boom. 
A.  A.  Trostler  states  that  the  salesmen  are  en- 
thusiastic over  prospects  for  the  future.  They 
were  all  in  Kansas  City  from  the  entire  trade 
territory  for  the  special  conference. 

The  George  B.  Peck  Dry  Goods  Co.  has  sold 
its  phonograph  department  to  the  Davidson 
Furniture  Co.,  1204  Main  street.  The  Davidson 
Co.  will  handle  Victor  goods  exclusively. 

The  Ukrainian  National  Chorus,  exclusive 
Brunswick  artists,  will  be  in  Kansas  City  the 
thirtieth  of  January  and  in  Leavenworth,  Kan., 
the  thirty-first.  Mile.  Oda  Slobodskaja,  a  mem- 
ber of  the  Ukrainian  National  Chorus,  appeared 


in  Kansas  City '  with  Irene  Castle  during  her 
latest  engagement  here  as  the  soloist.  Other 
exclusive  Brunswick  artists  appearing  here  re- 
cently are:  Claire  Dux,  Bronislaw  Huberman, 
violinist;  Irene  Williams,  EUy  Ney,  pianist,  and 
Alario  Chamlee,  the  tenor. 

William  N.  Huckins,  of  the  Huckins  Music 
House,  Trenton,  Mo.,  recently  visited  the  Kan- 
sas City  branch  of  the  Columbia  Co.  and  re- 
ported considerable  activity  in  school  sales  of 
Columbia  Grafonolas  and  records.  He  stated 
that  the  Parent  and  Teachers'  Association  of 
Trenton,  Mo.,  purchased  a  Columbia  Grafonola 
for  the  local  school  from  which  he  received 
considerable  publicity,  as  one  of  the  newspapers 
gave  him  front-page  space  relative  to  the  won- 
derful demonstration  and  the  keen  sales  ability 
shown  when  making  the  sale. 

McDowell  &  Castator,  of  Ponca  City  and 
Pawhuska,  Okla.,  recently  decorated  the  store 
inside  and  out  and  put  a  large  banner  across 
the  entrance  reading  as  follows:  "Great  Musi- 
cal Festival  Now  On."  They  employed  a  local 
jazz  orchestra  and  reported  having  sold  a  con- 
siderable number  of  Grafonolas  from  this  form 
of  advertising. 

Paul  Eckler,  of  McDowell  &  Castator's  Paw- 
huska, Okla.,  store,  states  that  the  Indians  liv- 
ing in  Pawhuska,  who  are  of  the  Osage  tribe, 
considered  the  wealthiest  tribe  in  existence, 
received  the  largest  bonus  given  them  in  sev- 
eral years  from  the  United  States  Government 
and  insisted  on  buying  Grafonolas. 

O.  D.  Standke,  of  the  Grafonola  Shop,  has 
recently  redecorated  the  interior  of  his  store, 
and  also  reports  large  sales  during  the  holiday 
season. 

J.  C.  Clinkenbeard,  manager  of  the  Grafonola 
department  at  the  North-Mehornay  Furniture 
Co.,  was  ill  for  several  days  and  remained  away 
from  the  store,  but  returned  in  sufficient  time 
to  "pep"  up  the  department  for  the  holiday 
business.  He  reports  sales  for  the  month  of 
December  in  excess  of  anv  month  this  year. 
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SONORA  CHRISTMAS  WINDOW  ARTISTIC 

Display  in  Fifth  Avenue  Salons  Attracts  At- 
tention of  Passers-by — Instrument  Featured 
Wins  Hearty  Praise  'From  Artistic  People 


with  red  berries  and  leaves,  and  large  crimson 
ribbons  were  tied  around  the  sprays  on  both 
sides — an  effective  combination. 


while  they  are  available.  The  tables  in  the 
balcony  will  accommodate  ten  people  and  those 
alongside  the  dance  floor,  twelve. 


One  of  the  most  artistic  window  displays 
ever  presented  in  the  local  trade  was  prepared 
by  the  Fifth  avenue  salons  of  the  Sonora  Phono- 
graph Co.  during  the  holiday  season.  This 
beautiful  window  attracted  the  attention  of 
thousands  of  passers-by  along  Fifth  avenue  who 
keenly  appreciated  the  unique  character  of  the 
display. 

The  instrument  in  the  center  was  one  es- 


T.  M.  M.  DINNER  ON  APRIL  25 

Annual  Entertainment  Will  Be  Held  at  Hotel 
Pennsylvania  —  Many  Unique  Novelties 
Planned  for  This  Year's  Event 


FORM  NEW  SONORA  JOBBING  CONCERN 

Ohio  Sonora  Phonograph  Co.  Formed  to  Cover 
Ohio,  Michigan  and  Kentucky 


Window  of  Sonora  Co.'s  Fifth  Avenue  Salon  Much  Admired 

pecially  designed  for  a  wealthy  admirer  of  the 
Sonora,  and  its  crimson  and  gold  decorations 
served  as  a  powerful  magnet  to  attract  atten- 
tion. The  colors  of  the  hanging  were  green,  the 
floor  of  the  window  being  profusely  scattered 


The  entertainment  committee  of  the  Talking 
Machine  Men,  Inc.,  the  local  dealer  organiza- 
tion, held  a  meeting  recently  at  which  prelim- 
inary plans  were  made  for  the  annual  banquet 
and  ball,  and  according  to  these  plans  this  event 

  will    take    place  on 

Wednesday,  April  25, 
at  the  Hotel  Pennsyl- 
vania, New  York.  In 
addition  to  the  vari- 
ous visiting  orches- 
tras and  the  appear- 
ance of  famous  artists 
there  will  be  intro- 
duced several  unique 
novelties  at  this  year's 
entertainment.  It  is 
planned  to  have  the 
Mardi  Gras  spirit  pre- 
dominate and  souve- 
nirs and  favors  will  be 
distributed  to  all  in 
attendance. 

In  order  to  provide 
more  room  for  danc- 
ing this  year  the  bal- 
cony boxes  will  be 
given  over  to  tables, 
and  these  balcony 
tables  with  the  tables 


It  was  announced  recently  by  the  Sonora 
Phonograph  Co.,  New  York,  that  the  Ohio 
Sonora  Phonograph  Co.  had  been  formed  for 
the  purpose  of  distributing  Sonora  products  in 
the  States  of  Ohio,  Michigan  and  Kentucky. 
For  the  time  being  the  distribution  will  be  under 
the  supervision  of  the  executive  offices  in  New 
York  until  such  time  as  the  new  jobber  is 
selected.  Frank  J.  Coupe,  vice-president  and 
director  of  sales  of  the  Sonora  Phonograph  Co., 
is  now  making  his  headquarters  in  Cleveland 
and  the  activities  of  the  new  company  are  at 
present  in  the  hands  of  J.  T.  Pringle.  A  sales 
force  is  now  in  the  field  visiting  the  Sonora 
trade  and  co-operating  with  the  dealers  in  every 
possible  way. 


HOLIDAY  SOUVENIRS  FOR  DEALERS 

As  a  holiday  souvenir,  Emanuel  Blout,  the 
Victor  wholesaler,  of  New  York  City,  presented 
a  heavy  bronze  and  brass  letter-opener  to  deal- 
ers. This  useful  gift  carries  the  Blout  imprint 
and  should,  during  its  daily  use,  remind  the 
many  friends  of  that  organization  of  the  service 
and  co-operation  extended  to  the  Blout  cus- 
tomers during  1922. 


VICTOR  FOREIGN  LANGUAGE  RECORDS 


on  the  outer  edge  of  the  dance  floor  will  be 
considered  preferable  locations.  It  is  suggested 
that  dealers  and  jobbers  make  arrangements 
for  their  tables  as  soon  as  possible,  so  that 
they    may    secure    these    preferable  positions 


Included  in  the  January  offering  of  Victor 
records  are  a  number  of  selections  in  the  fol- 
lowing languages:  Arabian,  Bohemian,  Finnish, 
French-Canadian,  German,  Greek,  Hebrew- 
Yiddish,  Hungarian,  Italian,  Mexican,  Polish, 
Russian,  Swedish. 


Columbia  A-2  Grafonola  and  The  Long  Console 

Here  is  your  chance,  Mr.  Dealer,  to  cash  in  again  on  all  the  Columbia  A-2  Model 
Grafonolas  that  you  have  sold.  Every  owner  can  make  a  handsome  console  out  of 
his  A-2  Grafonola  in  a  jiffy  v^^ith  one  of  these  Long  Console  cabinets. 

The  A-2  Grafonola  slips  easily  into  one  compartment  of  the  Long  Console,  through 
the  back,  no  bother,  no  trouble.    Cash  in  on  this  easy  way  to  make  another  sale. 


Specifications 

Made  in  dark  red  Mahog- 
any only.  Two-piece  top. 
36  inches  long,  34  inches 
high,  22  inches  deep. 


Columbia  A-2 
Grafonola 


The  Geo.  A.  Long  Cabinet  Co. 

HANOVER,  PA. 
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HEAR  IT  NOW! 


''You  cartt  wron^ 
Vithan/FEISTson^* 


BUFFALO 


Trade  Optimistic  Over  Business 
■ — JF.  J.  Schottin  Opens  Branch 
— Trade  Changes  and  Activities 


Buffalo,  N.  Y.,  January  8. — It  would  be  diffi- 
cult to  find  a  more  optimistic  lot  of  business 
men  than  those  of  the  talking  machine  trade 
in  this  city.  The  inability  to  supply  the  de- 
mands of  the  holiday  trade  has  carried  business 
well  into  the  new  year.  The  one  thing  that  has 
helped  the  dealer  is  the  reasonableness  of  the 
customer,  who  in  many  instances  has  e.xpressed 
a  willingness  to  wait  until  his  order  can  be 
filled. 

Frank  E.  Russel,  sales  manager  of  Neal, 
Clark  &  Neal,  believes  the  new  year  will  be  one 
of  substantial  prosperity.  In  speaking  of  the 
outlook  for  1923  Mr.  Russel  said:  "Christmas 
Eve  found  a  great  number  of  people  disap- 
pointed, for  we  simply  could  not  supply  the 
demand  for  talking  machines.  However,  people 
who  couldn't  get  the  type  of  machine  they 
'wanted  are  willing  to  wait  until  their  orders 
can  be  filled." 

A  great  deal  of  business  is  being  lost  through 
the  lack  of  the  medium-priced  models  of  Vic- 
tors, according  to  O.  L.  Neal,  of  the  Buffalo 
Talking  Machine  Co.,  Victor  jobber. 

E.  R.  Burley,  successor  to  Burley  &  Bresinger, 
332  West  Ferry  street,  has  one  of  the  most  at- 
tractive  music    stores    in   this   section   of  the 


State.  Mr.  Burley  declared  that  in  his  opinion 
prospects  for  the  new  year  are  most  favorable. 

W.  J.  Schottin,  who  conducts  the  Genesee 
Phonograph  Co.  on  Jefferson  avenue,  has  opened 
a  store  at  106  East  Tupper.  He  is  carrying 
an  attractive  line  of  talking  machines  and  other 
musical  instruments. 

When  Van  &  Schenck,  well-known  Columbia 
artists,  appeared  here  recently,  they  were  pass- 
ing the  W.  T.  Grant  store  and  they  heard 
their  popular  ballad,  "Who  Did  You  Fool  After 
All,"  being  played.  They  dropped  in  to  see  how 
their  song  was  selling  and  being  recognized  by 
the  managers  of  the  store  were  prevailed  upon 
to  autograph  every  copy  sold.  It  proved  a  big 
attraction  and  resulted  in  many  sales. 

The  Kurtzmann  Piano  Co.,  which  has  a  large 
talking  machine  department,  has  increased  its 
capital  stock  from  $100,000  to  $150,000.  This 
concern  has  a  large  canvas  painting  in  portrait 
study  of  Paderewski  in  its  window  display,  in 
which  are  featured  Victor  records  and  Victor, 
Sonora  and  Cheney  machines.  The  portrait 
painting  is  the  work  of  one  of  the  old  employes 
of  the  Kurtzmann  Piano  Co. 

In  a  full-page  advertisement  in  the  James- 
town papers  Stransburg's  Music  House  featured 
the  Cheney  Phonograph,  developing  a  lot  of 
business. 

Goeller  Furniture  Co.,  of  BuiTalo,  made  a 
special  Christmas  drive  on  Master  Tone  phono- 
graphs. 

Members  of  the  Victor  Talking  Machine  As- 
sociation expect  to  resume  their  meetings  in 
the  very  near  future. 

Charles  HofTman,  of  the  Hoffman  Piano  Co., 


which  handles  the  Brunswick  talking  machines 
and  records,  has  been  elected  vice-president  of 
the  Lions'  Club  of  Buffalo. 

Joseph  Dombrowsky,  famous  local  orchestra 
leader  and  exclusive  Columbia  dealer,  has 
opened  an  attractive  new  shop.  The  first  floor 
is  devoted  to  the  sale  of  Columbia  Grafonolas, 
records  and  piano  rolls.  The  second  floor  is 
arranged  in  the  order  of  a  large  musical  recep- 
tion hall  and  will  be  used  as  a  Grafonola,  piano 
and  small  instrument  sales  department. 

H.  S.  Natow'itz,  of  Lackawanna,  has  opened 
a  new  Grafonola  shop.  The  store  is  located  in 
the  heart  of  the  city  and  is  handsomely  ar- 
ranged with  instruments  and  records. 

Manager  H.  B.  Haring,  of  the  Columbia 
branch,  was  presented  with  a  beautiful  English 
kit  bag  from  the  staflf.  Mr.  Haring  expressed 
his  pleasure  at  the  splendid  spirit  of  loyalty  and 
co-operation  which  has  placed  the  Buffalo 
branch  in  the  position  it  now  occupies. 

The  music  department  of  the  Poppenberg 
department  store  at  Main  and  Carlton  streets 
now  occupies  the  choicest  location  in  the  store. 
The  musical  instruments  are  arranged  in  a 
corner  of  the  first  floor,  giving  them  a  very 
large  show  window  space.  Since  this  firm  dis- 
continued its  country  and  wholesale  business  it 
is  redoubling  its  sales  efiForts  in  Buffalo  and  sur- 
rounding towns,  paying  especial  attention  to  the 
talking  machine  and  record  business. 


Among  the  visitors  to  New-  York  recently 
were  J.  Elwood  Easman,  of  the  Easman  Co., 
Newburgh,  N.  Y.,  and  Rudolph  Steinert,  of  the 
M.  Steinert  &  Sons  Co.,  New  Haven,  Conn. 


FOR  THE  NEW  YEAR 

The  Eclipse  organization  has  built  its  fences  for 
1923,  and  is  splendidly  equipped  to  offer  Victor 
retailers  practical  and  helpful  co-operation. 

Particular  attention  -wiW  be  paid  this  year  to  the 
development  of  the  dealers'  record  business,  and 
we  will  have  many  interesting  announcements  to 
make  during  1923  bearing  on  this  important  sales 
topic. 

ECLIPSE  MUSICAL  CO. 

Victor  Wholesalers 

CLEVELAND,  OHIO 
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"Prosperity  Means  Work" 

In  every  newspaper,  in  every  magazine,  everywhere,  all  over,  we  read  of 
prosperity  being  an  accomplished  fact.  That's  all  fine;  it  is  most  encouraging- 
sounds  good  and  is  good;  but,  Mr.  Victor  Dealer,  this  doesn't  mean  that  the 
public  is  going  to  "rush"  your  doors  to  buy  your  wares,  pay  a  premium  for 
service,  graciously  ask  your  consideration,  and  it  certainly  doesn't  mean  that 
you  can  "rest  on  your  laurels".    Don't  be  lulled  into  a  false  sense  of  security. 

1923  means  a  "work  and  toil"  year— not  only  in  the  United  States,  but  the  world 
over.  1923  is  the  year  of  opportunities  and  possibilities — reminds  us  of  any 
other  year— and  we  say  that  v^hatever  you  put  into  it,  just  that  much  will  you 
take  out — not  any  more,  maybe  less. 

No  disputing  the  fact, — the  New  Year  opens  up  a  rich,  wide  field— virgin  soil 
so  to  speak — and  promises  every  Victor  Dealer  in  return  for  diligent,  honest  and 
conscientious  labor  a  full  and  bountiful  harvest. 

What  does  1923  hold  in  store  for  you,  Mr.  Victor  Dealer? 

C.  BRUNO  &  SON,  Inc. 

351-353  Fourth  Ave.,       New  York 
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Victor  Wholesalers  to  the  Dealer  Onlv 
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INDIANAPOLIS 


Question  of  Terms  Agitates  Tra 
tng  Paxs — N^ezv  Sonora  Accounts 


de  Circles — Billboard  Advertis- 
H.  A.  Brown  Quits  Pearson  Co. 


Indianapolis,  Ind.,  January  6. — Talking  machine 
dealers  of  this  city  generally  enjoj^ed  the  best 
holiday  trade  they  have  had  in  many  years. 
The  month  of  December  for  some  of  them  was 
a  record  breaker.  Machines  at  all  sorts  of 
prices  and  terms  were  offered.  The  demand 
was  for  medium-priced  instruments. 

The  Question  of  Terms 

The  question  of  terms  is  one  that  is  agitating 
the  talking  machine  dealers  as  nothing  else  has 
done  in  many  months.  As  was  noted  in  the 
Herald  recently  an  effort  was  made  among  the 
Victor  dealers  to  arrive  at  an  organized  under- 
standing with  regard  to  terms.  These  efforts 
failed  with  the  result  that  Victor  machines 
were  offered  throughout  the  latter  part  of  the 
year  on  many  varieties  of  terms.  Some  of  the 
dealers  eliminated  interest  charges  while  others 
maintained  such  charges. 

Some  of  the  dealers  offering  unusually  low 
terms,  whether  in  Victors  or  other  lines,  say 
they  have  been  forced  to  do  so  because  of  the 
methods  of  competitors.  Apparently  the  ma- 
jority of  dealers  are  opposed  to  the  low  terms, 
but  their  opposition  has  not  borne  fruit  so  far 
as  a  change  of  methods  in  the  trade  generally 
is  concerned. 

Prominent  among  the  machines  that  have 
been  sold  only  on  regular  terms  are  the  Bruns 
wick  and  Sonora.  Dealers  in  these  machines 
report  a  rapidly  increasing  business.  They 
credit  a  large  part  of  their  increase  in  business 
to  the  fact  that  they  have  held  aloof  from 
special  inducements  in  the  way  of  special  terms, 
particularly  as  represented  by  offers  of  ridicu- 
lously small  and  inadequate  initial  payments. 
Selling  on  Quality  Basis 

Cheap  terms  comprised  the  selling  point  of 
an  advertisement  run  in  one  of  the  afternoon 
newspapers  by  the  Baldwin  Piano  Co.  for  the 
promotion  of  Brunswick  sales.  The  advertise- 
ment read,  in  part:  "Do  you  want  a  dollar 
down  phonograph  or  a  Brunswick  from  Bald- 
win's? Will  you  buy  cheap  terms  or  quality?" 
The  advertisement  was  objected  to  by  a  num- 
ber of  competitors  who  appealed  to  the  Better 
Business  Bureau.  The  Baldwin  Co.  withdrew 
the  ad,  but  featured  the  argument  in  the  window. 
'  C.  P.  Herdman,  manager  of  the  talking  ma- 
chine department  of  the  Baldwin  Co.  store,  re- 
ports that  his  December  business  exceeded  that 
of  December,  1918.  Business  was  exceptionally 
good  in  Brunswicks,  he  says,  although  sales 
were  materially  increased  also  in  Columbia  and 
Windsor  machines. 

New  Sonora  Accounts  Opened 

A  remarkably  good  business  in  Sonora  ma- 
chines throughout  the  State  is  reported  by  Ed- 
ward L.  Mayer,  manager  of  the  Sonora  depart- 
ment of  the  Kiefer-Stewart  Drug  Co.  He  re- 
ports the  following  new  agents:  Sowders- 
Colling  Piano  Co.,  Evansville;  Coffin's  Music 
Garden,  Warsaw;  Evans  Bros.,  LaGrange;  Tim- 
mons  Bros.,  Sheridan,  and  L.  G.  McQuinn, 
Wingate.  Several  other  agents  are  ready  to 
sign  up,  he  says,  as  soon  as  stock  can  be  ob- 
tained from  the  Sonora  factory. 

H.  A.  Brown  Resigns 

H.  A.  Brown  has  resigned  as  manager  of  the 
talking  machine  department  of  the  Pearson  Pi- 
ano Co.  He  had  been  with  the  company  two 
years,  during  the  most  of  which  he  managed 
the  talking  machine  department.  At  the  time 
the  resignation  was  effective,  January  1,  he  had 
not  decided  which  one  of  several  offers  he 
would  accept.  Prior  to  his  employment  by  the 
Pearson  Co.  he  had  been  with  the  Kipp  Phono- 
graph Co.,  this  city;  Baldwin  Piano  Co.,  Louis- 
ville, and  J.  M.  Fisher  Co.,  Anderson.  Mr. 
Brown  is  succeeded  by  F.  A.  Donovan,  who 
has  been  in  charge  of  the  music  department  of 
the  John  Shillito  Co.,  Cincinnati,  during  the  last 


two  years.  Mr.  Donovan  formerly  was  em- 
ployed eleven  years  with  the  John  Wanamaker 
Co.  at  New  York  and  two  years  with  C.  J. 
Heppe  &  Son  at  Philadelphia. 

Billboard  Advertising  Pays 
"We  had  a  wonderful  December,"  says  Wal- 
ter J.  Baker,  manager  of  the  Brunswick  Shop. 
"Sales  were  100  per  cent  better  than  last  year, 
although  we  offered  no  special  terms.  We  are 
not  selling  terms,  we  are  selling  phonographs." 
Throughout  November  and  December  Mr. 
Baker  maintained  a  city-Avide  publicity  campaign 
on  Brunswicks  through  the  medium  of  forty- 
six  large  billboards.  This  outdoor  advertising 
.■supplemented  a  series  of  newspaper  advertise- 
ments ranging  in  size  from  a  quarter  page  to 


half  page.  Increase  of  sales  was  shown  in  both 
records  and  machines  with  console  models  sell- 
ing at  $150  and  $250  in  the  lead. 

Advises  Jobbers  to  Get  Retail  Experience 
"It  would  do  every  jobber  good  to  put  in  a 
few  weeks  on  the  retail  floor,"  says  Walter  E. 
Kipp,  of  the  Edison  Shop.  During  the  absence 
of  W.  O.  Hopkins,  manager  of  the  Edison  Shop, 
who  is  temporarily  away  from  the  business  on 
account  of  health,  Mr.  Kipp  has  been  compelled 
to  oversee  the  business  of  the  shop  through 
the  busiest  part  of  the  year.  This  was  his  first 
experience  actually  working  the  retail  end  of 
the  phonograph  business,  although  he  had  previ- 
ously been  in  the  wholesale  end  for  twenty 
years. 

"I  know  now  that  the  jobber  needs  to  learn 
through  actual  experience  the  trials  and  tribula- 
tions of  the  retailer,"  Mr.  Kipp  continued. 
"When  the  jobber  leaves  his  desk  and  gets  on 
the  retail  floor  for  a  time  he  will  be  in  a  posi- 
tion to  tell  the  factory  what  the  retail  dealer 
needs.  I  was  always  telling  the  retailer  what 
to  do  when  I  was  in  the  jobbing  end  and  was 
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not  giving  enough  thought  to  what  the  retailers 
were  telling  me.  Any  jobber  can  learn  a  lot 
by  putting  himself  in  the  place  of  the  retailer 
for  a  few  weeks." 

Miniature  Banks  Help  Trade 
Mr.  Kipp  says  the  Edison  business  for  De- 
cember was  ahead  of  that  done  in  December 
of  last  year  and  was  more  than  double  what 
was  anticipated  before  the  holiday  season  set 
in.  As  a  means  of  promoting  business  between 
now  and  Easter  Mr.  Kipp  has  purchased  banks 
in  the  form  of  miniature  talking  machines. 
These  are  to  be  given  to  prospects  to  be  used 
in  saving  money  to  apply  on  initial  payments 
for  a  new  machine.  The  key  to  the  bank  is 
held  at  the  Edison  Shop,  but  as  soon  as  the 
required  payment  on  a  phonograph  has  been 
made  the  bank  and  key  are  presented  to  the 
customer. 

Enjoy  Record  Trade 

December  proved  to  be  the  second  best 
month  experienced  by  the  Starr  Piano  Co.  dur- 
ing the  five  years  that  T.  H.  Bracken  has  been 
manager  of  the  Indianapolis  territory,  accord- 


Radio  and  phonograph  com- 
bined in  the  LYRADION— 
your  customers  will  prefer 
this  line 


Lyradion  Italian  RenaiBsance 

Combination  radio  and  phonograph.  A  beautiful 
hand-carved  cabinet  in  polychrome  finish  for  large 
homes  and  clubs.  Wired  for  Westinghouse  "set" 
or  complete  with  Lyradion  5  stage  non-regenera- 
tive set.  All  instruments  and  batteries  completely 
housed. 

Radio  enthusiasts  are  expressing  their  pref- 
erence for  the  Lyradion  line  of  attractively 
housed  radio  sets  in  no  uncertain  terms. 
While  the  lady  of  the  house  has  tolerated 
the  old  method  of  placing  batteries  and  sets 
on  the  library  table  and  floors  as  a  matter 
of  necessity  m  the  past,  she  is  now  demand- 
ing _  the  attractive  Lyradion  combination 
radio  and  phonograph  completely  housing 
instruments  and  batteries  and  offering  dual 
and  perpetual  entertainment  features.  Be- 
sides these  attractive  cabinets  harmonize 
with  the  furnishings  of  the  modest  as  well 
as  the  most  luxurious  home  surroundings. 

The  wonderful  Seabrook  amplifying  horn 
used  on  all  models  is  responsible  for  the  re- 
markable reproducing  qualities  of  Lyradion 
instruments.  This  horn  employs  entirely 
new  principles  of  sound  reproduction  which 
are  fully  protected  by  basic  U.  S.  patents. 

Lyradion  cabinets  can  be  furnished  wired 
complete  for  Westinghouse  two-stage  R.  C. 
sets  or  with  Lyradion  five-stage  non-re- 
generative receiving  sets. 

Territory  is  being  rapidly  allotted — dealers  or 
jobbers    should    write    or    wire    immediately  for 

proposition. 

Lyradion  Manufacturing  Go. 
Mishawaka,  Indiana 

KENTON  W.  MIX,  Director 


ing  to  Mr.  Bracken.  Sales  in  all  lines  were 
largely  increased,  he  reports,  and  were  exceeded 
in  the  five  years  only  by  sales  in  December, 
1918.  The  business  of  December,  1921,  was 
doubled  in  the  Gennett  records. 

Mr.  Bracken  says  that  the  demand  for  the 
new  Gennett  records  continues  to  increase 
steadily  throughout  the  territory.  He  is  en- 
abled to  fill  orders  exceptionally  well  through 
the  fact  that  the  laboratory  at  Richmond  is 
only  seventy  miles  from  Indianapolis.  It  has 
frequently  happened,  he  says,  that  records  are 
manufactured  to  fill  an  order  and  are  in  the 
hands  of  the  retailer  on  the  same  day  as  the 
order  is  given  by  the  retailer.  Mr.  Bracken 
says  he  has  known  a  retailer  to  have  sold  by 
night  records  that  were  ordered  and  were  man- 
ufactured on  the  day  of  the  sale. 

All  Lines  in  Demand 

Business  in  December  was  better  than  an- 
ticipated, according  to  H.  E.  Whitman,  mana- 
ger of  the  Circle  Talking  Machine  Shop.  The 
shop  sells  Victor  machines  exclusively.  The 
predominant  demand  has  been  for  upright 
models,  Mr.  Whitman  says,  with  the  flat-topped 
console  models  favored  over  the  old-style 
console  type. 

Sales  of  Columbia,  Vocalion  and  the  special 
Widener  machines  during  December  made  that 
the  best  holiday  month  in  two  years,  says  W. 
G.  Wilson,  manager  of  Widener's  Grafonola 
Shop.  The  machine  demand  was  chiefly  for 
console  models,  he  reports. 

"Our  December  business  in  both  machines 
and  records  was  well  ahead  of  last  year,"  says 
A.  C.  Hawkins,  manager  of  the  Indianapolis 
Talking  Machine  Co.,  Victor  dealer.  "We  are 
very  well  satisfied,  especially  as  the  indications 
are  that  business  will  continue  to  be  good  dur- 
ing the  next  two  months." 

J.  B.  Ryde,  of  the  Fuller-Ryde  Music  Co., 
reports  that  his  business  in  Victor  machines 
and  records  during  December  v/as  practically 
the  same  as  that  during  the  previous  December. 
"What  we  sold,"  he  said,  "was  on  terms  that 
were  right.  We  will  not  have  to  reclaim  a  lot 
of  machines  as  we  might  have  to  do  if  we  had 
tried  to  build  up  a  bigger  holiday  trade  by 
offering  unreasonably  low  terms." 

The  Christmas  business  in  Edison  machines 
was  far  beyond  expectations  all  through  the 
month,  according  to  H.  G.  Anderson,  general 
sales  manager  of  the  Phonograph  Corp.  of  In- 
diana, Edison  distributor.  All  dealers  are 
doing  the  best  they  can  despite  a  shortage  of 
stock,  he  reports. 


F.  L.  SCOTT  VISITS  COLUMBIA  CO. 

Manager  of  Omaha  Branch  Visits  New  York 
Headquarters — Reports  Good  Business 


F.  L.  Scott,  Jr.,  manager  of  the  Omaha  branch, 
was  a  visitor  recently  to  Columbia  head- 
quarters. New  York.  Mr.  Scott  reports  that 
the  demand  for  Columbia  Grafonolas  and  rec- 
ords for  the  business  holiday  trade  was  excep- 
tionally good.  Despite  the  warm  weather  which 
has  obtained  in  this  territory  and  which  was 
not  conducive  to  a  large  holiday  demand, 
Columbia  dealers  enjoyed  a  very  fine  business. 
The  demand  was  for  machines  in  the  $100  class 
and  many  of  these  were  sold.  All  in  all,  Mr. 
Scott  was  very  enthusiastic  and  well  pleased 
with  the  results  obtained  in  his  territory.  His 
plans  were  for  a  short  stay  at  Columbia  head- 
quarters to  talk  over  the  campaign  for  1923. 


S.  HARRIS  OPENS  VICTOR  STORE 

Washington,  D.  C,  January  9. — A  completely 
equipped  Victor  retail  store  will  soon  be  opened 
in  this  city  by  Frank  S.  Harris,  for  a  number 
of  years  general  manager  of  the  Cohen  & 
Hughes  wholesale  Victrola  house  and  one  of 
the  most  prominent  men  connected  with  the 
trade  in  this  territory.  Mr.  Harris  will  open 
his  establishment  in  the  Mt.  Pleasant  section 
of  this  city,  one  of  the  most  promising  and 
fastest  growing  sections  hereabouts. 


The  point  of  a  Sonora 
semi-permanent  needle 
magnified  many  times 
after  having  played  a 
number  of  records. 
Note  the  uniform  shaft 
— a  great  saver  of 
records. 


''An  Important 
Point" 

in  the  policy  of  every  retail 
store  is  the  careful  selection  of 
small  accessories.  Not  only 
are  they  the  source  of  steady 
profit  but  they  represent 
service  without  which  your 
customers  are  dissatisfied. 


THE  INSTRUMENT  OF  OUftLITY 

onor 

CLEAR    A5    A  BELL 


Semi -Permanent 

NEEDLES 

are  a  real  addition  to  the  en- 
joyment of  the  phonograph, 
eliminating  trouble,  time,  and 
annoyance  in  operation. 
Sonora  Semi  -  Permanent 
Needles  are  good  for  fifty  or 
more  records  each,  and  they 
never  score  the  record 
grooves. 

Sonora  Phonograph 
Company,  Inc. 

GEORGE  E.  BRIGHTSON 

President 

279  Broadway       New  York 

Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 
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New 

Emerson  Performance 
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Phonographs  tLxcels  I\ew   tLmeTson  rromise 

y^t/  -Bcau.a.M.aitt 

The  new  Emerson  Phonograph  Company,  with  an  absolutely  new  organization  and 
personnel,  is  manufacturing  a  new  Emerson  Phonograph  and  a  new  Emerson  Record. 

\Emerso7iJ*JR^or3s 

The  Emerson  Company  is  producing  a  new  Emerson  Record,  new  in  quality,  musically, 
mechanically  and  phonographically,  retailing  at  seventy-five  cents  under  the  name 
"Emerson".  This  record  is,  we  wish  to  state  in  the  most  emphatic  manner  possible, 
the  only  record  which  this  company  is  directly  or  indirectly  manufacturing  or  is  directly 
or  indirectly  interested  in. 

Emerson  promised  you  a  few  months  ago  that  the  new  Emerson  Records 
would  be  tuned  to  the  demands  of  the  public  as  never  before.  Musically, 
artistically,  and  from  the  standpoint  of  entertainment,  they  were  to  be 
masterpieces.    THEY  ARE. 

We  promised  the  dealer  a  20%  extra  profit  on  each  record  sold.  This 
promise  is  fulfilled. 

Emerson  Phonographs 

A  line  of  period  phonographs  trademarked 
with  the  Well-known  Emerson  name 


^mersoTL 


Emerson  promised  list  prices  substantially  less  than 
other  standard  trademarked  lines;  a  quality  of 
reproduction,  cabinet  work,  finish  and  construction 
unexcelled;  a  discount  to  the  dealer  much  greater 
than  the  standard  discount. 

The  new  Emerson  performance  has  verified  to  an 
unexpected  degree  this  promise. 


Emerson  Phonograph  Co.,  Inc. 

1 05  West  20th  St.  New  York 
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Emerson  Louis  XV  Model 
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IN  PITTSB  URGE 
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Old  Year  Closes  TF'uh  Big  Sales  Folume — Optimism  Marks  Opening 
of  New  Year — Fire  Destroys  Large  Edison  and  Columbia  Stock 


Pittsburgh,  Pa.,  January  8. — With  an  excep- 
tionally brisk  holiday  season  just  ended  the 
talking  machine  dealers  of  Pittsburgh  and  vicin- 
ity are  looking  forward  to  the  year  1923  with 
unalloyed  optimism  and  confidence.  The  gen- 
eral indications  for  business  are  good.  The  in- 
dustrial situation  was  never  better  and  gives 
promise  of  long-continued  activity.  This  is  es- 
pecially true  of  the  iron  and  steel  mills,  which 
have  booked  sufficient  orders  to  keep  the  plants 
busy  for  months  ahead. 

Another  important  factor  that  points  toward 
"good  times"  is  the  report  of  the  Retail  Credit 
Men's  Association  of  Pittsburgh,  which  indi- 
cates that  the  amount  of  business  done  the  past 
month  (December)  by  Pittsburgh  retail  stores 
was  unprecedented  in  volume.  The  outlook  for 
the  coming  year  also  was  voiced  as  indicating 
continued  prosperity  on  account  of  labor  being 
well  employed,  with  bills  being  met  promptly 
on  the  part  of  those  having  charge  accounts  in 
the  stores,  or  more  especially  in  accordance 
with  the  terms  of  sale. 

Brisk  Columbia  Sales 

S.  H.  Nichols,  manager  of  the  local  offices 
of  the  Columbia  Co.,  said  to  The  World  repre- 
sentative: "Our  business  for  December  was  very 
good  in  Columbia  Grafonolas  and  records  and 
our  staff  is  highly  pleased  with  the  result  of  its 
work  with  the  various  dealers  whom  we  serve. 
I  am  looking  forward  to  1923  with  keen  anticipa- 
tion as  I  believe  that  our  business  will  be 
larger  than  ever.  The  busy  mills  and  factories 
are  bound  to  stimulate  businesses  of  all  kinds 
and  in  this  the  Colunibia  dealers  must  neces- 
sarily share.  We  are  making  plans  to  be  of 
greater  service  to  our  clients,  if  that  is  possible, 
in  the  next  twelve  months." 

John  Henk,  the  well-known  proprietor  of  the 
Columbia  Music  Co.,  Columbia  and  Edison 
dealer,  states  that  the  month  of  December  was 
an  unusually  good  one  and  many  of  the  more 
expensive  Columbia  and  Edison  models  were 
disposed  of. 

Victor  Dealers  Optimistic 

T.  E.  Shorten,  manager  of  the  Victrola  de- 
partment of  the  S.  Hamilton  Co.,  said:  "Our 
business  for  the  past  month,  especially  in  con- 
soles, was  excellent.  Sales  of  records  also  were 
above  the  average  for  December  and  I  am  now 
looking  ahead  in  anticipation  of  an  excellent 
Victor  business." 

George  H.  Rewbridge,  manager  of  the  whole- 
sale Victor  department  of  the  W.  F.  Frederick 
Piano  Co.,  stated  that  the  year  just  closing  was 
one  in  which  the  best  volume  of  sales  was 
recorded  in  the  final  months.  He  said:  "The 
sale  of  Victrolas  has  been  very  good,  especially 
the  console  models.  In  fact,  it  was  difficult  just 
around  the  holidays  to  secure  the  kind  of  ma- 
chines that  were  wanted.  I  am  more  than  con- 
fident that  1923  will  be  a  good  business  year 
for  the  Victor  dealers  who  are  alive  to  the  op- 
portunities and  possibilities  of  the  Victor  mer- 
chandising system."  Mr.  Rewbridge  has  new  of- 
fices, two  stories  higher  up  than  formerly,  in  the 
Frederick  Building.  The  former  offices  are  to 
be  converted  into  a  shipping  room.  The  new 
quarters  are  large  and  airy  and  from  the  win- 
dows a  good  view  of  the  river  and  Northside 
sections  of  the  city  can  be  seen. 

Demonstrates  Health  Records 

The  Standard  Talking  Machine  Co.,  Victor 
distributor,  conducted  an  interesting  demonstra- 
tion of  the  Victor  health  records  before  the 
Rotary  Club,  of  Pittsburgh,  at  the  December 
meeting  when  it  was  the  turn  of  J.  C.  Roush, 
president  of  the  company,  to  provide  for  the 
program  of  the  club.  A  woman  demonstrator 
gave  an  exhibition  of  the  value  of  the  records 
following  a  brief  health  talk  and  the  one  hun- 
dred and  fifty  members  present  were  much  in- 


terested in  the  various  exercises.   The  Standard 
Co.   has    furnished   women   demonstrators  to 
dealers  since  these  records  were  first  introduced. 
Shortage  Curtailed  Sales 

Edward  Hoffmann,  of  the  J.  M.  Hoffmann  Co., 
Brunswick  phonograph  dealer,  stated  that  the 
holiday  sales  of  Brunswick  machines  and 
Brunswick  records  were  very  large  and  that  he 
felt  that  the  firm  could  have  disposed  of  many 
more  instruments  had  certain  models  been  avail- 
able in  time.  Mr.  Hoffmann  said  that  he  felt 
sure  that  1923  was  bound  to  be  a  prosperous 
period  for  the  trade. 

Police  Head  Presented  With  "Talker" 

Police  Commissioner  John  P.  Clancy,  of  the 
Oakland  district,  this  city,  was  presented  with 
a  Victrola  and  a  number  of  records  as  a  New 
Year's  gift  by  the  men  under  his  command. 
The  presentation  was  made  at  roll  call  and  the 
commissioner,  taken  by  surprise,  heartily 
thanked  the  policemen  for  the  gift.  Each  of 
the  policemen  contributed  a  like  amount  to  pay 
for  the  instrument. 

Flames  Destroy  Edison  Stock 

The  pharmacy  of  J.  E.  Bumbers,  of  Swiss- 
vale,  a  suburb  of  Pittsburgh,  was  practically 
destroyed  by  fire  recently,  causing  a  loss  of 
$28,000.  Mr.  Bumbers  handled  the  Edison 
phonographs  and  Columbia  Grafonolas  and  had 
his  entire  stock  of  machines  and  records  wiped 
out.  Mr.  Bumbers,  who  carried  partial  insur- 
ance, has  opened  a  new  place  of  business  nearby. 
President  Goldsmith  on  Trip 

I.  Goldsmith,  president  of  Player-Tone  Talk- 
ing Machine  Co.,  accompanied  by  M.  S.  Leven- 
son,  secretary  of  the  company,  left  for  Grand 
Rapids  on  a  brief  business  trip.  Mr.  Goldsmith, 
in  referring  to  business  conditions,  said:  "Our 
holiday  trade  was  exceptionally  brisk  and  we 
are  looking  forward  with  keen  interest  to  the 
coming  year.  As  a  starter  for  good  business 
the  first  shipment  of  Player-Tone  talking  ma- 
chines for  the  new  year  totaled  a  carload." 
Messages  of  Cheer 

Thomas  T.  Evans,  manager  of  the  wholesale 
Victor  department  of  the  C.  C.  Mellor  Co., 
stated  that  he  was  delighted  with  the  volume 
of  business  handled  by  the  department  for  the 
closing  months  of  1922  and  is  of  the  opinion 
that  there  will  be  no  limit  to  the  business  of 
marketing  Victrolas  and  Victor  records  for 
1923,  provided  the  present  excellent  industrial 
conditions  prevail. 

Fred  Drake,  manager  of  the  retail  Victor  de- 
partment of  the  W.  F.  Frederick  Co.,  empha- 
sized the  fact  that  the  firm  beat  all  sales  rec- 
ords for  December  when  the  books  were  audited 
for  the  past  month.  Mr.  Drake  spent  the 
Christmas  holidays  with  his  family  in  Elmira, 
N.  Y.,  and  on  his  way  back  to  Pittsburgh 
stopped  off  in  New  York  City. 

R.  R.  Myers,  manager  of  the  Victrola  depart- 
ment of  Spear  &  Co.,  reported  a  marked  increase 
in  his  Victor  sales  for  December.  He  is  quite 
optimistic  relative  to  the  outlook  for  business 
conditions  in  the  next  three  or  four  months. 

C.  R.  Parsons,  the  well-known  manager  of 
the  Rosenbaum  Co.'s  talking  machine  depart- 
ment, stated  that  the  "Christmas  season  trade 
was  the  best  that  we  ever  experienced."  Mr. 
Parsons  is  firmly  convinced  that  the  Spring 
business  in  talking  machines  and  records  will 
be  better  than  for  the  same  period  last  year. 
The  Victrola,  the  Pooley  and  the  Sonora  in- 
struments are  handled. 

New  House  Nearing  Completion 

A.  R.  Meyer,  manager  of  the  Joseph  Horne 
Co.'s  talking  machine  department,  dealer  in 
Victor,  Cheney,  Pooley  and  Columbia  machines, 
stated  that  the  December  business  was  excel- 
lent. Mr.  Meyer  anticipates  that  he  will  be 
ready  by  February  1  with  his  department  lo- 


cated on  the  balcony  of  the  new  building  which 
is  rapidly  nearing  completion.  It  will  be  a 
model  of  its  kind  and  will  have  fifteen  large 
demonstration  rooms. 

Year  Closed  With  Fine  Edison  Demand 

The  Buehn  PhouoKraph  Co.,  Edison  distribu- 
tor, closed  an  excellent  1922,  augmented  by  an 
exceptional  December  demand,  according  to  A. 
A.  Buehn,  treasurer. 

News  Gleanings 

Marion  Cheney,  of  the  Cheney  Phonograph 
Co.'s  local  offices,  is  now  in  exclusive  control 
of  the  phonograph  department.  Okeh  records 
will  hereafter  be  sold  by  the  General  Radio 
Corp.  Mr.  Cheney  stated  that  sales  of  the 
Cheney  for  the  past  month  were  most  grat- 
ifying. 

E.  G.  Hays,  president  of  the  E.  G.  Hays  Co., 
Brunswick  dealer,  spent  several  weeks  at  Ashe- 
ville,  N.  C,  playing  golf.  He  will  return  there 
later  for  a  longer  -stay. 

The  Frank  &  Seder  Co.  has  discontinued  its 
Columbia  department  and  in  the  future  will  con- 
fine its  efforts  to  records  only. 


Is  Your  Bubble  Book 
Stock  Complete? 


1 


'Pet'  .  ^-'--^'t 
Bubble 


BUBBLE  BOOKS 

Repeat  orders  will  follow  your  Christmas 
Sales.  Have  you  the  complete  series  as 
follows  ? 

No.  1 

THE  NURSERY  BUBBLE  BOOK 
No.  2 

THE  MOTHER  GOOSE  BUBBLE  BOOK 
No.  3 

THE  SINGING  GAME  BUBBLE  BOOK 
No.  4 

THE  ANIMAL  BUBBLE  BOOK 
No.  5 

THE  PIE  PARTY  BUBBLE  BOOK 
No.  6 

THE  PET  BUBBLE  BOOK 
No.  7 

THE  FUNNY  FROGGY  BUBBLE  BOOK 
No.  8 

THE  HAPPY-GO-LUCKY  BUBBLE  BOOK 
No.  9 

THE  MERRY  MIDGETS  BUBBLE  BOOK 
No.  10 

THE  LITTLE  MISCHIEF  BUBBLE  BOOK 
No.  11 

THE  TIPPY-TOE  BUBBLE  BOOK 
No.  12 

THE  GAY  GAMES  BUBBLE  BOOK 
No.  13 

CHILD'S  GARDEN  OF  VERSES  BUBBLE  BOOK 
No.  14 

THE  CHIMNEY  CORNER  BUBBLE  BOOK 

Hangers,  window  cards,  and  circulars  sup- 
plied to  Bubble  Book  dealers. 

^  Write  for  oar  complete  cata- 
logue of  Standard  Phono- 
graphs, Cabinets  and  Accessories. 

The  Cabinet  and 
Accessories  Co.,  Inc. 

Otto  Goldsmith,  Pres. 

3  WEST  16th  ST.,  NEW  YORK 

Telephone  Watkins  2777-2778 
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Made  of  High  Grade 
Hardened  Steel 
Specially  Treated 
to  Give 

Frictionless  Surface 


%in. 


>'2  in. 
Vs  in. 


Reg.  U.  S.  Pat.  Off. 
No.  g957'»8  which  will 
be    strictly    en  forced 


Furniture  Footwear  That 
Will  Not  Get  Out  of  Order 

A  device  for  furniture  leg  bases  should  be  made 
so  that  it  will  not  get  out  of  order. 

DOMES  0/"  SILENCE 

"Better  than  Casters" 

once  on  furniture  stays  and  lasts  the  life  time 
of  the  furniture  and  will  not  get  out  of  order. 

DOMES  of  SILENCE    have  these  added 

qualities,  which  ordinary  devices  do  not  possess: 

Economy 
Simplicity 
Silence 
Invisibility 

Adaptability — Suitable  for  covered  and  un- 


Service — 


covered  floors  alike. 
Long  wear. 


Gives  protection  to  furniture,  floors  and  rugs 
and  are  the  perfect  footwear  for  furniture — 

DOMES  0£  SILENCE  Division 


Henry  W.  Peabody  &  Co. 
17  State  Street,    New  York  Gty 


In  All  Your  Talking  Machine  Orders, 


Specify  DOMES  of  SILENCE 


« 


Better  than  Casters 


if 


What  we  say  above  about  Furniture  applies  also 

to  Phonographs 


January  15,  1923 


THE   TALKING   MACHINE  WORLD 


83 


JOHN  H.WILSON, Manager 

324-\VASNINGTON  ST.,B05T0N.MASS. 


BOSTON 


ENGLAND 


Boston,  Mass..  January  8. — Stock  taking  is  now 
the  order  of  the  day.  Everyone  is  working 
over  figures  and  they  say,  you  know,  that  fig- 
ures don't  lie.  The  year's  business  on  the 
whole  is  generally  admitted  to  have  been  good, 
but  what  has  satisfactorily  evened  up  things  was 
the  business  of  the  last  few  months  of  1922.  Just 
-  what  the  new  year  holds  forth  is  yet  to  be 
determined.  Roger  AV.  Babson,  the  statistician, 
who  has  several  times  been  quoted  in  this  de- 
partment, says  that  there  is  good  business  ahead 
but  it  won't  be  in  the  nature  of  any  boom,  and 
that  there  are  further  readjustments  yet  to  be 
made.  Mr.  Babson  has  just  returned  from  a 
country-w-ide  tour  and  has  studied  conditions 
first-hand  and  conferred  with  industrial  leaders. 
One  interesting  observation  of  his  is  worth 
quoting:  "High  prices  do  not  make  prosperity. 
Marking  goods  up  does  not  add  to  the  total 
wealth  of  the  country.  Basically,  prosperity  is 
dependent  upon  production  and  conditions  in 
this  field  are  encouraging.  Almost  without  ex- 
ception production  during  1922  was  greater  than 
during  1921." 

New  England  Trade  Luncheon  Meeting 

The  New  England  ]Music  Trade  Association 
held  an  impromptu  luncheon  at  Cook's  Restau- 
rant in  the  heart  of  the  music  district  on  Tuesday 
and  had  for  its  special  guest  C.  M.  Tremaine, 
director  of  the  Bureau  for  the  Advancement  of 
Music,  who  came  over  from  New  York  on  pur- 
pose to  talk  to  the  members,  over  whom 
William  L.  Nutting  pre__sided.  Mr.  Tremaine 
spoke  of  the  value  of  co-operative  advertising 
and  gave  some  informing  facts  to  the  members 
as  to  healthy  ways  to  add  to  the  membership 
of  the  organization.  Another  guest  was  E.  W. 
Preston,  advertising  director  of  the  Boston 
Herald,  who  also  spoke  along  the  same  lines. 
A  committee  was  formed  to  prepare  plans  for 
a  big  Association  function  some  time  in  Febru- 
ary and  this  committee  consists  of  R.  O.  Ainslie, 
Harry  Spencer,  William  Merrill,  who  is  the 
secretary  of  the  Association;  Burton  R.  Miller, 
Roger  Brown  and  D.  D.  Luxton.  The  Copley- 
Plaza  will  probably  be  the  scene  of  the  aflfair. 
Pleased  Over  Columbia  Business 

Fred  E.  Mann,  head  of  the  New  England  de- 
partment of  the  Columbia  Co.,  is  highly  pleased 
over  the  business  for  1922,  although,  as  he  says, 
much  of  it  came  during  the  months  of  Septem- 
ber, October,  November  and  December.  The 


wind-up,  however,  was  splendid.  He  says  his 
department  is  now  getting  together  its  figures, 
which  ought  to  show  up  well.  "We  are  heading 
toward  a  good  normal  business,"  declared  Mr. 
Mann.  "There  is  not  likely  to  be  anything  phe- 
nomenal about  it,  but  it  will  be  a  healthy,  steady 
growth  and  in  the  long  run  should  make  a  most 
satisfactory  showing." 

Fine  Window  Displays 

All  the  talking  machine  shops  were  tastefully 
"dressed  up"  for  the  Christmas  holidays,  but 
some  of  them  did  not  decorate  quite  as  early 
as  usual.  M.  Steinert  &  Sons,  who  have  a  large 
window  admirably  adapted  to  a  pictorial  dis- 
play, used  a  profusion  of  laurel,  fir  and  pine 
cones  with  the  center  of  interest  a  jolly-looking 
Santa  Claus  coming  down  in  an  airplane.  The 
Arch  street  store  had  a  very  pretty  window 
wherein  a  snow  effect  was  conspicuous.  The 
C.  C.  Harvey  Co.  had  a  very  large  wreath  at 
the  rear  of  the  window,  while  the  interior  of 
the  wareroonas  was  festooned  with  ropes  of 
laurel  which  centered  in  a  large  star  which  was 
electrically  lighted.  Both  Henderson  stores  on 
Boylston  street  were  filled  with  the  atmosphere 
of  Christmas  and  other  places  in  Music  Row 
that  had  their  windows  appropriately  decorated 
were  the  Oliver  Ditson  Co.,  Tremont  street,  in 
which  decoration  the  brilliant  red  poinsettias 
played  an  important  part;  the  A.  M.  Hume 
Music  Co.,  Aeolian  Hall,  which  looked  unusually 
artistic,  and  Vose  &  Sons. 

M.  Steinert  &  Sons'  Christmas  Party 

M.  Steinert  &  Sons  as  usual  had  a  delightful 
Christmas  party  at  the  Arch  street  store  in 
which  the  big  factors  were  Bob  Steinert  and 
Kenneth  Reed,  who  saw  to  it  that  everyone 
had  a  good  time.  At  one  end  of  the  big  room 
on  the  third  floor,  where  Messrs.  Steinert  and 
Reed  receive  their  visitors  in  their  respective 
private  offices,  a  very  good  imitation  of  a  red 
brick  fireplace  had  been  arranged  and  there  was 
a  very  amiable  Santa  in  the  person  of  John 
Mahoney.  There  were  gifts  for  everybody,  a 
fine  supper  was  served,  there  was  dancing,  and 
an  entertainment  in  which  Shad  Plenty,  the 
versatile  elevator  man,  played  his  usual  part, 
but  his  act  had  to  be  run  off  early  as  he  had 
a  professional  ' engagement  that  called  for  his 
services  elsewhere.  Miss  Grace  Crosby  con- 
tributed some  ballads  and  Miss  Ethel  Walsh 
gave  some  Irish  folk  dances.    A  group  of  the 


young  women  of  the  establishment,  headed  by 
Miss  Crosby,  constituted  the  committee  that 
arranged  the  details  of  the  party,  which  was 
one  of  the  most  successful  ever  held. 

An  Optimistic  Message 

The  Eastern  Talking  Machine  Co.  is  well 
pleased  over  the  results  of  the  1922  business, 
and  both  Herbert  Shoemaker,  the  general  man- 
ager, and  E.  W.  Killgore,  the  sales  manager, 
are  confident  of  a  splendid  1923.  Mr.  Shoe- 
maker thus  expresses  himself: 

"Nineteen  twenty-three,  from  present  indica- 
tions and  what  we  can  see  of  the  future,  looks 
to  be  the  banner  year  in  the  talking  machine 
industry.  The  idea  of  music  in  the  home  is 
becoming  more  general  than  it  has  ever  been, 
and  there  is  more  publicity  directed  at  this  in 
the  national  press  than  ever  before.  It  is  just 
a  question  of  the  ability  of  the  retail  merchant 
to  be  keen  e'nough  to  see  this  and  capitalize  the 
work  which  is  being  done  for  him  by  the  press. 
The  talking  machine  market  is  rapidly  becom- 
ing stabilized  and  the  financial  condition  of -the 
companies  now  in  the  field  is  greatly  improved, 
and  for  this  reason  the  industry  is  on  a  firm 
and  stronger  basis  than  it  has  been  for  some 
time  in  the  past." 

E.  W.  Killgore  Reviews  Prospects 

Mr.  Killgore,  in  briefly  reviewing  the  business 
toward  the  close  of  1922,  said  that  Christmas 
buying  on  the  part  of  the  public  demonstrated 
one  thing.  "Quality  and  not  price,"  he  said, 
"was  the  determining  factor.  Nationally  adver- 
tised products  were  sought  after,  and  for  this 
reason  Victor  dealers  experienced  the  biggest 
business  in  their  history.  Nineteen  twenty- 
three  is  a  question  mark.  From  all  indications 
it  should  be  a  wonderful  year  for  the  retailer. 
The  announcement  of  the  new  model  Victrolas 
was  timely  and  gave  a  big  boost  to  Christmas 
bu3'ing.  The  demand  could  not  be  supplied  and 
naturally  a  great  deal  of  buying  had  to  be  di- 
verted to  1923.  The  cumulative  eftect  of  the 
machines  sold  and  now  in  homes  will  be  great. 
Each  one  will  be  a  booster  for  the  machines  to 
come.  This,  coupled  with  the  national  adver- 
tising of  the  Victor  Co.,  should  make  1923  a 
wonderful  year." 

Banner  Victor  Sales 

Kenneth    Reed,    wholesale    manager    of  M. 
Steinert  &  Sons,  is  highly  enthusiastic  over  the 
(Continued  on  page  84) 
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A  Year  of  Opportunity 


Victor  dealers  have  entered  upon  a  new  period  of  business  de- 
velopment and  expansion,  with  a  promise  of  a  healthy  trade  for 
months  to  come.  The  bulk  of  the  business  will  come  to  those 
dealers  who  maintain  complete  stocks  and  observe  energetic  mer- 
chandising methods. 

Ditson  Service  Will  Help  You  in  These  Two  Essentials 


CHARLES  H.  DITSON  &  CO. 


OLIVER  DITSON  CO. 


NEW  YORK 


BOSTON 
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good  showing  that  the  company  made  during 
1922,  when  the  last  few  months  .in  particular 
were  almost  phenomenal  in  the  volume  of  busi- 
ness done.  "We  are  looking  for  a  banner 
year,"  said  Mr.  Reed  in  speaking  of  the  new 
year  on  which  the  trade  has  already  entered, 
"and  there  is  every  indication  that  the  Victor 
product  will  benefit  to  a  tremendous  extent. 
Stocks  are  in  good  shape  everywhere  and  the 
action  of  the  Victor  Co.  in  eliminating  dead 
sellers  has  proved  a  wise  move  and  dealers  are 
in  better  condition  than  in  years  to  meet  the 
demands  of  1923."  Mr.  Reed  plans  to  start  for 
the  Victor  factory  within  the  next  ten  days. 
He  states  that  the  Eight  Famous  Victor  Artists 
will  be  around  Boston  in  March,  which  is  good 
news  to  the  many  admirers  of  the  famous  or- 
ganization. 

Big  Business  at  Vocalion  Hall 

Manager  Birdsall,  of  Vocalion  Hall,  reports 
a  very  good  business  in  the  Vocalion,  Bruns- 
wick, Edison  and  Victor  machines  during  De- 
cember and  especially  during  the  last  fortnight 
before  the  holiday.  Daily  the  handsome  store 
was  quite  filled  with  patrons.  Mr.  Birdsall  is 
looking  for  a  good  year  and  it  is  his  opinion 
that  business  is  going  to  move  forward  with 
increased  momentum  as  the  montlis  of  1923 
roll  on.    Tom  Pritchard,  the  auditor  from  the 


New  York  office,  made  a  flying  trip  to  Boston 
toward  the  end  of  the  month. 

Ditson  Forces  Make  Merry 

Henry  Winkelman,  head  of  the  Victor  depart- 
ment of  the  Oliver  Ditson  Co.;  Otto  Piesen- 
dell,  his  able  right-hand  man,  and  the  rest  of 
the  Victor  staff  were  among  the  large  company 
that  enjoyed  the  Christmas  festivities  of  the 
Ditson  house,  held  a  few  nights  before  Christ- 
mas in  the  Ditson  building.  There  was  a  sup- 
per, Christmas  tree,  dancing  and  a  good  pro- 
gram, to  which  the  Ditson  talent  contributed. 
A  letter  from  Charles  H.  Ditson,  which  was 
read  by  Clarence  A.  Woodman,  that  worthy 
New  York  gentleman,  made  the  happy  an- 
nouncement that  it  had  been  decided  to  give 
the  employes  a  bonus,  a  bit  of  news  that  was 
received  with  great  applause  and  three  cheers 
and  a  tiger  for  Mr.  Ditson. 

Completing  Name-Change  Arrangements 

Joseph  Burke  is  most  enthusiastic  over  the 
business  that  was  done  in  the  Sonora  line  dur- 
ing the  month  of  December.  Big  as  was  the 
output  for  this  and  the  preceding  months  it 
might  have  been  larger  had  there  been  machines 
enough  to  supply  the  demand.  It  was  a  case 
of  where  the  Sonora  Phonograph  Co.  of  New 
England,  as  the  old  Musical  Supply  &  Equip- 
ment Co.  here  is  now  known,  could  not  take. 


care  of  the  business  as  it  would  have  liked.  All 
the  details  of  the  transfer  incident  to  the  change 
of  name  have  not  yet  been  effected  and  Mr. 
Burke  is  going  over  to  New  York  in  a  few 
days  to  complete  the  arrangements.  The  new 
company  will  probably  be  incorporated  under 
the  laws  of  Massachusetts  at  an  early  date. 
John  G.  Pringle,  assistant  to  the  sales  manager 
of  the  parent  Sonora  Co.,  who  was  here  for  sev- 
eral weeks,  has  returned  to  New  York. 

Window  Display  Pointers 

In  the  seventh  issue  of  the  Hallet  &  Davis 
Salesman  there  is  an  article  with  an  illustra- 
tion under  the  caption  "Window  Display  That 
Sold  Twenty-one  Hallet  &  Davis  Phonographs 
in  One  Week,"  the  story  being  about  the  suc- 
cess of  Clark  Wise  &  Co.,  of  San  Francisco, 
Cal.  In  the  text  this  company  explains  what 
are  the  three  cardinal  points  toward  a  success- 
ful window  display  and  here  is  what  is  said: 

"To  accomplish  a  satisfactory  selling  window, 
particularly  a  phonograph  window,  the  first 
thing  to  be  considered  is  what  the  prospect 
wants  to  be  shown.  This  can  be  accomplished 
without  overcrowding  the  display. 

"The  second  consideration  is  a  strict  adher- 
ence to  style.  That  is  to  say,  the  window  dis- 
play should  be  in  keeping  with  the  character  of 
the  designs  represented  in  the  display.  The 
tendency  is  generally  to  over-embellish.  This 
common  fault  should  not  prevail.  It  is  injuri- 
ous to  the  display.  Over-embellishment  will  al- 
ways overpower  the  main  theme  of  your  win- 
dow display  idea.  It  detracts  from  the  mer- 
chandise displayed.  A  careful  study  of  the 
proper  color  schemes  is  advisable.  There  should 
be  no  strong  contrasting  colors  in  the  scheme. 
Keep  the  color  scheme  in  low,  soft  tones.  A 
tasteful  blend  of  colors  involved  is  helpful  in 
that  it  acts  as  a  background  alone — making  the 
merchandise  stand  out  with  more  definite  yet 
pleasing  emphasis. 

"The  last  of  the  cardinal  points  in  a  suc- 
cessful window  trim  is  the  reading  matter.  This 
is  very  important.  After  all  is  said  and  done, 
the  lasting  impression  is  made  by  what  is  said 
about  the  merchandise  displayed.  Give  the 
prospects  something  to  read  that's  interesting. 
The  show  cards  should  be  so  carefully  worded 
as  to  make  an  impression  that  both  pleases  and 
lasts.  Tell  them  what  is  behind  the  merchan- 
dise displayed — how  long  the  factory  has  been 
in  business,  how  they  have  gained  their  suc- 
cess. There  are  many  other  points  to  be  con- 
sidered in  planning  and  executing  successful 
window  trims,  but  these  above  mentioned  are, 
without  argument,  the  most  important." 
Increases  Shipping  Facilities 

The  Eastern  Talking  Machine  Co.,  badly  in 
need  of  increased  record  and  shipping  facilities, 
has  removed  its  series  of  Unico  booths  which 
were  installed  a  few  years  ago  by  the  Unit 
Construction  Co.  and  it  has  sold  the  whole  out- 
fit to  H.  L.  Baker,  who  operates  the  Hyannis 


KRAFT-BATES--SPENCER 

NEW  ENGLAND  DISTRIBUTORS 


^         P  MONOCBAPHS       AND      RECOP  OS  

A  Brunswick  dealer  is  always  rather  proud  to  carry  the  Brunswick  line. 
This  condition  is  the  result  of  a  calculated  business  policy. 

A  Brunswick  dealer  knows  that  every  Tom.  Dick  and  Harry  does  not  sell  the  Brunswick.  He  knows  that 
this  policy  gives  the  authorized  Brunswick  dealer  less  competition  in  the  Brunswick  line  and  none  of 
the  unscrupulous  price-cutting  compt-tition  which  is  the  bane  of  the  phonograph 
business  today. 

We,  on  our  part,  are  rather  proud  of  the  fact  that  we  have  never  compromised 
sound  business  principles  and  have  always  protected  Brunswick  dealers  100%. 
It    was    not    long    ago   that    15.000    obsolete    Brunswicks    were    withdrawn  from 
dealers  and   rebuilt  to  protect  those  dealers  who  had   stocked   the   model  which 
was  being  discarded. 

As  a   prestige   builder   as   well   as  a   profitable   business   builder,   you   will  find 
the  Brunswick  unequalled  in  the  field  today. 


KRAFT,  BATES  &  SPENCER,  Inc. 

1265  Boylston  St.  Boston,  Mass 

New  England  Distributors 
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Music  Store,  at  Hyannis,  down  on  Cape  Cod, 
which,  by-the-bye,  is  one  of  the  most  successful 
stores  of  its  kind  in  that  section  of  the  State. 
Mr.  Baker  has  just  moved  into  a  new  location 
so  that  this  installation  fits  into  his  scheme 
very  acceptably. 

Herbert  Shoemaker  Loses  Mother 

Herbert  Shoemaker,  general  manager  of  the 
Eastern  Talking  Machine  Co.,  has  the  sympathy 
of  a  host  of  friends  in  the  loss  of  his  mother, 
Mrs.  J.  L.  Shoemaker,  who  died  at  her  home  in 
Overbrook,  outside  of  Philadelphia,  toward  the 
middle  of  December.  Mr.  Shoemaker's  father, 
it  will  be  recalled,  has  been  quite  sick  for  a 
considerable  time  past. 

Barite  Co.  Opens  Branch 

The  Barite  Talking  Machine  Co.,  which  oper- 
ates a  Victor  shop  at  246  Boylston  street,  has 
opened  a  branch  store  at  95  Summer  street, 
which  is  in  the  neighborhood  of  the  South  sta- 
tion- and  in  a  much-traveled  district.  Mrs.  Etta 
Barite  Reinherz  is  head  of  the  company. 
Attends  Victor  Sales  Conference 

James  Frye,  Victor  representative  in  this  ter- 
ritory, spent  three  days  at  the  Victor  factory 
toward  the  end  of  December  in  attendance  at 
the  sales  conference. 

Presents  Gifts  to  Dealers 

The  Eastern  Talking  Machine  Co.  remem- 
bered its  dealers  with  a  very  useful  gift  which 
was  in  the  shape  of  a  large  leather  wallet  en- 
closing a  group  of  large  manila  envelopes  to 
hold  all  kinds  of  valuable  papers,  such  as  wills, 
life,  health,  accident,  burglary,  automobile  and 
fire  insurance,  deeds  and  mortgages,  stocks  and 
bonds  and,  finally,  an  envelope  for  miscellaneous 
papers.  The  printing  on  the  outside  cover  in- 
cludes the  name  of  the  Eastern  Talking  Ma- 
chine Co.  in  gold  letters.^. J;^. . 

Addition  to  Vocalion  Hall  Staff 

An  addition  to  the  staff  of  Vocalion  Hall  in 
Boylston  street  is  Miss  Hazel  Carll,  who  has 
been  in  the  employ  of  a  downtown  store.  She 
is  attached  to  the  record  department. 

Congratulations 

It's  a  girl  and  weighs  nine  pounds.  All  the 
Victor  trade  has  been  awaiting  with  interest  this 
new  arrival  in  the  household  of  John  Mahoney, 
of  the  sales  staff  of  the  Arch  street  store  of 
M.  Steinert  &  Sons  Co.  This  second  child  in 
the  Mahoney  family  arrived  last  Thursday  after- 
noon and  all  of  Johnny's  friends  are  smoking 
real  expensive  cigars — on  him,  of  course. 
H.  L.  Pratt  a  Visitor 

H.  L.  Pratt,  manager  of  the  branch  service 
department  of  the  executive  division  of  the 
Columbia  Co.,  came  over  to  Boston  with  his 


family  to  spend  the  holidays  with  his  wife's 
people.    He  enjoyed  himself  immensely. 
Local  Kane  Furniture  Co.  Branch 

Jack  Kane,  of  the  Kane  Furniture  Co.,  of 
Woonsocket,  R.  I.,  is  in  town  to-day  for  the 
opening  of  the  new  Kane  store  at  740  Washing- 
ton street.  This  is  the  first  time  that  this  con- 
cern, which  operates  several  stores,  has  made 
its  appearance  in  Boston.  In  its  Woonsocket 
store  the  Columbia  line  of  talking  machines  as 
well  as  records  are  carried. 

F.  C.  Collins  to  Wed 

Frederick  C.  Collins,  traveling  salesman  for 
the  Connecticut  and  southern  Massachusetts  ter- 
ritory of  the  Columbia  Co.,  is  going  to  be  mar- 
ried on  January  10  at  New  Haven,  and  his  best 
man  is  to  be  H.  J.  Kennedy,  manager  of  the 
Widener  store  at  Worcester.  No  information 
has  been  given  The  World  correspondent  as  to 
the  identity  of  the  bride. 

To  Confer  on  Brunswick  Production 

Harry  Spencer  has  hopped  off  to  Chicago  to 
talk  to  the  home  office  officials  about  the  1923 
output  of  the  Brunswick  Co.  As  he  couldn't 
get  accommodations  out  of  Boston  going  West 
he  had  to  book  from  New  York.  He  will  be 
away  two  weeks.  One  learns  of  two  new  Bruns- 
wick models  which  are  to  become  quite  popular 
this  season,  both  of  them  of  the  console  type, 
the  new  Tudor  and  the  York.  The  first  of 
these  that  have  arrived  on  the  scene  have  been 
eagerly  picked  up  by  discriminating  dealers. 
The  Brunswick  business  in  the  local  field  has 
been  very  satisfactory. 

L.  W.  Hough  Convalescing 

L..W.  Hough,  of  this  city,  New  England  rep- 
resentative of  Peerless  record  albums  and  Long 
cabinets,  is  convalescing  from  a  period  of  illness 
running  back  as  far  as  last  November.  Mr. 
Hough  numbers  many  friends  throughout  the 
trade  and  although  confined  to  his  bed  during 
the  pre-holiday  season  Mr.  Hough  states  that 
business  continued  good  and  many  orders 
throughout  his  territory  were  received  by  mail, 
both  by  him  and  by  the  houses  he  represents. 
At  the  same  time  Mr.  Hough  has  been  the 
recipient  of  many  greetings  and  well  wishes 
from  his  many  friends  for  a  quick  recovery. 
Mr.  Hough  is  well  on  the  road  to  his  usual  good 
health  and  expects  to  be  on  the  job  again  in  a 
very  short  time — in  time,  as  he  states,  to  make 
1923  the  biggest  year  in  his  business  history. 

Budget  of  Columbia  News 

The  latter  part  of  December  was  celebrated 
by  a  double  wedding  in  the  ranks  of  the  Colum- 
bia dealers;  Jack  Albert  and  Jessie  Newman, 
both  of  the  F  &  F  Talking  Machine  Co.,  Fall 
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River,  Mass.,  being  married  the  same  time  as 
Miss  Newman's  sister.  Mr.  and  Mrs.  Albert 
were  in  Boston  during  the  honeymoon,  visiting 
the  Columbia  wholesale  branch. 

Alex.  Winograd,  Columbia  dealer  in  New 
Bedford,  recently  made  a  rather  unusual  sale 
of  a  Grafonola  G-2  in  mahogany  to  a  woman 
who  thereby  purchased  her  seventh  Columbia 
Grafonola.  The  other  six  had  been  given  to 
her  six  children  on  their  respective  marriages, 
but  as  there  are  no  more  children  she  is  plan- 
ning to  keep  the  seventh  Grafonola  for  herself. 

The  F.  N.  Joslin  Co.,  of  Maiden,  Mass., 
Columbia  dealer,  recently  sold  a  D-2  Grafonola 
with  two  dozen  records  to  a  missionary,  leaving 
{Continued  on  page  86) 
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'Terfection''  Reproducers 

The  "Perfection"  Flexi-Tone  Edison  Attachment  (No.  4  and 
No.  7)  as  illustrated,  attached  to  all  types  of  Edison  Disc 
Machines,  makes  the  most  perfect  attachment  available  for 
playing  all  makes  of  lateral  cut  records  requiring  steel,  tung- 
stone  or  fibre  needles.  Only  first  quaUty  mica  diaphragms 
used  in  "Perfection"  reproducers,  giving  clear,  natural  tone. 
The  horizontal  ball- joint  and  direct  upHft  construction  give 
freedom  of  movement  so  that  attachment  may  be  used  with 
or  without  lever,  giving  excellent  results. 

Retail  price,  $9.00  Gold.    $8.00  Nickel.  ' 

The  "Perfection"  Pur-I-Tone  Edison  Attachment  (No.  6  Universal)  plays  all  makes  of  records  on 
New  Edison  Disc  Machine.  Retail  price,  $10.00  Gold.     $9.00  Nickel. 

'Perfection"  Edison  Attachment  (No.  4  and  No.  2)  plays  all  makes  lateral  cut  records  on  New 


The 

Edison  Disc  Machine. 


Retail  price,  $7.00  Gold  or  Nickel. 


NOTE — Special  Discounts  to  Dealers,  also  Quantity  Prices  on  Request 
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shortly  for  South  Africa  to  be  away  a  period 
of  seven  years. 

E.  C.  Edwards,  outside  man  for  Wheeler's 
Pharmacy,  Claremont,  N.  H.,  Columbia  dealer, 
uses  the  Magnavox  to  excellent  advantage  to 
interest  the  crowds  who  attend  the  weekly  con- 
certs in  town.  The  Wheeler  establishment  is 
directly  on  the  Square,  where  the  concerts  are 
held,  and  the  use  of  the  Magnavox  with  Colum- 
bia records  not  only  keeps  the  crowds  in  good 
humor,  but  stimulates  the  sale  of  records. 
Scores  in  Poetical  Essay 

Mrs.  Anita  B.  Ayler,  Newport,  R.  I.,  was 
awarded  $100  by  the  Boston  Sunday  Post  for  a 
poetical  essay,  in  which  she  paid  tribute  to  the 
merits  of  the  Brunswick  phonograph. 


done  in  its  pages  by  a  showing  of  the  genuine 
article,  arranged  recently  for  a  display  of  Okeh 
records  that  attracted  considerable  attention. 
This  window,  which  is  shown  herewith,  was  the 
center  of  attraction  for  over  a  week,  hundreds 
of  passers-by  stopping  to  examine  the  display 
carefully.  Local  Okeh  dealers  reported  a  no- 
ticeable increase  in  sales  during  the  week  of  the 
display. 


TO  DIRECT  VOCALION  RECORDING 


Harold  Sanford  Succeeds  T.  P.  Ratcliff  as  Direc- 
tor of  Standard  and  Operatic  Recordings  for 
the  Vocalion  Records 


NEWSPAPER  FEATURES  OKEH  RECORDS 


Boston,  Mass.,  January  4. — The  Boston  Amer- 
ican, in  order  to  supplement  the  advertising 


Harold  Sanford,  w^ell-known  violinist,  has 
assumed  charge  of  the  standard,  operatic  and 
cli.«ssical  recordings  at  the  Vocalion  Recording 
Studios,  succeeding  T.  P.  Ratcliff,  who  resigned 
recently  to  take  charge  of  the  marketing  of  .i 
new  line  of  health  records.  Mr.  Sanford  wa- 
for  many  years  associated  with  Victor  Herbert 
as  arranger,  has  played  witli  leading  orchestras, 


A  Striking  Okeh  Record  Display  Made  by  the  Boston  American 


Record  Manulacturers— This  Year,  Start  Right 

Let  quality  be  the  .first  consideration  in  your  purchase  of  raw  materials.  Do  not  be 
swerved  from  this  course  by  price  alone. 

The  shrewd  buyer  is  not  the  one  who  always  buys  the  lowest  priced  materials.  He  is 
the  one  who  buys  the  best  materials  at  a  fair  price,  thereby  obtaining  the  most  value  for 
his  miiney. 

Have  You  Tried  Our  Cotton  Flocks  ? 
CLAREMONT  WASTE  MFG.  CO.  Claremont,  N.  H. 


and  was  for  a  time  orchestra  conductor  for  the 
Emerson  Phonograph  Co. 


TED  LEWIS  AND  BAND  ENTERTAIN 


Exclusive  Columbia  Artist  Plays  for  War  Vet- 
erans— Also  Gives  Successful  Radio  Concert 


Cleveland,  O.,  January  6. — Through  the  co- 
operation  of  the   Greenwich   Follies  and  the 


The  Ted  Lewis  Orchestra 
Cleveland  Studebaker  branch,  the  patients  of 
the  Marine  Hospital  were  given  a  big  treat  re- 
cently. Ted  Lewis  and  his  band,  exclusive  Co- 
lumbia artists,  appeared  recently  in  this  city 
with  the  Greenwich  Village  Follies  and  he 
sladly  consented  to  entertain  the  veterans  at 
the  hospital.  The  rest  of  the  company  also 
wanted  to  do  their  bit  and  the  local  Studebaker 
branch  furnished  the  transportation  without 
charge. 

Through  the  courtesy  of  the  Cleveland  Plain 
Dealer  and  the  Union  Trust  Co.  radio  fans  in 
this  vicinity  were  also  entertained  by  Ted  Lewis 
during  his  stay  here.  Accompanied  by  his 
band,  Mr.  Lewis  gave  a  radio  concert  at  the 
L^nion  Trust  Co.'s  broadcasting  station  which 
was  enjoyed  by  50,000  radio  fans.  So  great  was 
the  interest  in  the  concert  that  repeated  tele- 
phone calls  came  into  the  laboratory  during  the 
performance  asking  for  the  many  old  favorites 
which  Ted  Lewis  had  made  popular  on  Colum- 
bia records. 


The  firm  of  Lozier  &  Gandy,  dealers  in  electri- 
cal equipment.  La  Grange,  Ga.,  have  dissolved 
partnership  and  in  the  near  future  C.  W.  Smith 
and  Mr.  Lozier  will  open  a  music  store  with  a 
complete  stock  of  talking  machines  and  records 
and  musical  instruments.  The  establishment 
will  be  admirably  fitted  up. 


Repair  Parts  and  Main  Springs 

Double-spring  Motors  $  3.25 

Liberty  Motors    6.00 

Three-spring  Motor   12.50 

Four-spring  Motor   15.00 

Tone  Arm  and  Sound  Box,  per  set, 

$1.35  and  up 

WRITE  FOR  CATALOG 

PLEASING  SOUND  PHONO.  CO. 

204  E.  n3th  St.  New  York,  N.  Y. 
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DENVER 


AiiHiial  Knight-Campbell  Sales 
Conference — All  Merchants  Re- 
port Tremendous  Sales  Volume 

Denver,  Colo.,  January  4. — Whether  Denver  res- 
idents received  more  Christmas  gifts  of  money 
than  ever  before  and  decided  to  spend  it  buy- 
ing musical  instruments  or  if  there  is  another 
reason,  the  fact  remains  that  the  week  follow- 
ing Christmas  Denver  music  dealers  reported 
a  remarkable  run  of  business.  In  fact,  one  sales 
manager  said  his  house  did  almost  as  much 
business  the  week  after  Christmas  as  it  did  the 
week  before.  Sales  of  talking  machines  by 
local  dealers  for  the  month  of  December  broke 
all  records  and  it  is  certain  that  Old  Man  Pros- 
perity is  back  on  the  job.  From  the  number  of 
machines  delivered  there  must  have  been  few 
homes  without  music  on  Christmas  Day.  Sales- 
men worked  far  into  the  night  Saturday  and 
even  Sunday  to  get  the  instruments  right  where 
they  could  be  heard  in  Denver  homes  on 
Christmas  morning. 

One  of  the  outstanding  meetings  of  the  week 
following  Christmas  was  the  sixth  annual  sales 
conference  of  the  Knight-Campbell  Music  Co., 
December  27-29,  with  more  than  a  hundred  in 
attendance.  The  outstanding  features  of  the 
program  were  the  sales  demonstrations,  in 
which  one  salesman  sold  to  another  salesman, 
the  latter  acting  as  the  customer  and  bringing 
up  all  the  objections  to  the  instrument  met  in 
the  course  of  real  selling.  The  morning  of  the 
third  day's  session  was  taken  up  with  a  Vic- 
trola  sales  demonstration  put  on  by  David  J. 
Arnold,  manager  of  the  Victrola  wholesale  divi- 
sion, assisted  by  F.  W.  Bonar,  of  the  city  sales 
department.  This  was  followed  by  a  talk  on 
"The  Victrola  in  the  Schools,"  by  Mrs.  Robert 
A.  Douglas,  formerly  of  the  educational  de- 
partment of  the  Victor  Talking  Machine  Co., 
Camden,  N.  J.  "More  Sales  Per  Day,"  by  H. 
J.  Prada,  manager  of  the  mail  order  department, 
closed  the  morning's  session. 

Best  in  Store's  History 

According  to  Oscar  Frazier,  manager  of  the 
phonograph  department  of  the  Darrow  Music 
Co.,  the  month  of  December  will  go  down  as 
the  biggest  in  the  history  of  the  company. 
Brunswicks  and  Columbias  were  sold  and  with 
them  a  phenomenal  quantity  of  records.  Mr. 
Frazier  himself  sold  a  $250  machine  after  mid- 
night, December  23.  The  record,  "Three 
o'clock  in  the  Morning,"  was  completely  sold 
out  with  none  on  hand  on  December  30,  one 
hundred  and  fifty  of  this  number  being  sold  on 
Saturday,  December  23,  with  "Homesick"  al- 
most as  strongly  in  demand.  Records  were  big 
favorites  as  gifts. 

Heavy  Demand  for  Machines 

The  demands  for  Victrolas,  Sonoras  and 
Brunswicks  were  so  heavy  the  week  before 
Christmas  that  the  phonograph  department  of 
the  Denver  Music  Co.  looked  exceedingly  bare 
on  Saturday  night,  December  23.  The  beautiful 
corridor  where  machine  after  machine  is  lined 
up  was  stripped,  with  only  two  machines  stand- 
ing on  the  floor  the  Saturday  before  Christmas. 
"It  was  a  wonderful  month,"  said  Manager  H. 
W.  Sanders,  "and  our  record  business  was  the 
best  ever.    The  Denver  Co.  has  been  so  long 
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FOR  THE  TRADE 

We  have  a  modern  well-equipped 
laboratory  with  facilities  for  pro- 
ducing the  highest  grade  record- 
ings.     We  Solicit  Your  Business 

Manhattan  Recording  Laboratories 

48  West  39th  St. 
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Phonograph  Toys 


THE  MAGNETIC  DANCERS 

This  little  couple  will  waltz,  fox-trot  or  two-step  in  a  most 
realistic  manner.  They  reverse,  turn  and  glide  just  as  a  couple 
would  do  on  a  ball-room  floor.    Price  $1.00. 

There's  the  Rastus  Family 

Don't  miss  these  favorites!    The  assortment  consists  of 
Ragtime  Rastus  $1.25  Shimandy 

Boxing  Darkies  1.50      Fighting  Roosters 

Just  as  easy  to  sell  the  four  as  one. 


Sell  the  Year 
Round! 

Pre-holiday  demand  for 
the.se  toys  this  year  exceeded 
that  of  the  last  three  years. 
And  repeat  business  since 
Christmas  justifies  the  state- 
ment that  they  are  profit- 
pi-oducers-  and  that  they'll 
sell  the  year  round. 


$1.65 
1.65 


Usual  Discounts  to  the  trade 


NATIONAL  COMPANY 

108  Brookline  Street,  Cambridge,  Mass.,  U.  S.  A. 


established  in  business  here  that  a  remarkably 
large  clientele  responds  when  new  records  are 
offered."  Mr.  Sanders  said  a  few  sales  of  the 
York,  the  new  Brunswick  console,  were  lost 
because  of  having  run  short  of  this  type  of 
merchandise. 

Lack  of  Merchandise 

A  lack  of  merchandise  lost  sales  of  the  Edi- 
son, according  to  Norman  D.  Tharp,  manager 
of  the  retail  and  wholesale  departments  of  the 
Denver  Dry  Goods  Co.,  local  jobber  of  the 
Edison.  "In  the  wholesale  end  alone  we  could 
have  sold  two  hundred  more  of  the  new  Edison 
consoles  had  we  been  able  to  get  this  merchan- 
dise," said  Mr.  Tharp.  "Our  dealers  in  many 
parts  of  Colorado  and  other  States  in  our  ter- 
ritory were  clamoring  for  these  models,  but 
we  could  not  supply  the  demand.  December 
was  a  big  month  with  us  and  we  worked  until 
Sunday  morning  getting  machines  delivered, 
and  not  only  Edisons,  but  Edison  Re-creations 
sold  out  on  several  popular  numbers." 

Thirty-five  Per  Cent  Increase 

With  the  phonograph  department  of  the 
Baldwin  Piano  Co.  breaking  all  records  for  the 
month  of  December,  J.  Hv  Blinn,  manager,  re- 
ported 'a  35  per  cent  increase  in  business  for 
the  entire  year  over  last  year.  Another  point 
which  came  as  a  surprise  was  the  business  done 
in  Sonora  and  Columbia  machines  since  Christ- 
mas. "This  was  new  business,  not  just  hold- 
overs from  before  Christmas,  but  absolutely 
new  business,"  said  Mr.  Blinn. 

People  Are  Spending 

"Money  is  loosening  up  and  people  are  spend- 
ing," said  Manager  H.  V.  Huntoon,  of  the  Vic- 
trola department  of  the  Knight-Campbell  Music 
Co.  "We  had  a  big  December  and  have  had  a 
good  run  of  business  since  Christmas.  You 
would  be  surprised  to  know  how  many  differ- 
ent persons  purchased  sets  of  Walter  Camp's 
Daily  Dozen  exercises  set  to  music.  Men  buy 
them  for  their  wives  and  wives  buy  them  for 
their  husbands.  A  lot  of  these  sets  were  sold 
for  Christmas  gifts.  The  small  portable  phono- 
graphs are  also  in  demand  as  well  as  many 
other  styles." 

Want  Musical  Instruments 

"Wc  find  that  people  want  musical  instru- 
ments in  their  homes  and  once  they  have  them 
they  use  a  great  deal  of  their  Christmas  money 
in  buying  records  and  player  rolls  for  them," 
said  Clarence  G.  Campbell,  president  of  the 
Knight-Campbell  Music  Co.  Several  new  fea- 
tures in  the  music  line  have  been  introduced 


this  season.  l"or  instance,  there  are  new  Q  R 
S  educator  sets  for  player  rolls,  which  are  the 
newest  invention  for  instructing  beginners  in 
music.  They  promise  to  be  big  sellers. 
Stunt  Gained  Publicity 
A  stunt  which  gained  wide  publicity  for  the 
Charles  E.  Wells  Music  Co.  was  pulled  off 
Saturday,  December  23,  when  a  truck  with 
seventeen  members  of  the  City  Band  dressed 
as  Santa  Claus  played  sweet  music  while  riding 
through  the  streets  of  Denver.  From  the  truck 
copies  of  the  latest  popular  sheet  music  were 
distributed  free,  several  thousand  copies  being 
scattered  as  the  truck  passed  on  downtown 
Denver  streets.  Manager  J.  H.  Baskerville  says 
business  in  his  small  goods  department  went 
50  per  cent  ahead  of  last  year  and  on  Saturday, 
December  23,  $1,000  was  taken  in  on  items  in 
the  small  goods  department.  Terms  on  musi- 
cal instruments  handled  in  his  department  are 
higher  than  in  other  departments,  the  down  pay- 
ment being  more,  as  well  as  the  monthly  pay- 
ment. 

Manager  Thompson,  of  the  Victrola  depart- 
ment, expressed  much  pleasure  over  the  volume 
of  business  done  during  December. 
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Artistic  Decorating 

On  Phonographs 

Dealers  and  manufacturers,  send  your  phonographs 
to  us  for  decorations  and  special  finishes.  \Ve 
maintain  a  high-class  studio  devoted  entirely  to 
this  work.  We  will  decorate  your  phonographs 
from  our  large  selection  of  designs  or  from  de- 
signs you  may  particularly  specify. 

Let  us  shozv  you  our 
work  and  submit  estimate 

MOHAWK  WORKS  OF  ART 

Mohawk  Building 
160  Fifth  Avenue  New  York 


88 


THE   TALKING   MACHINE  WORLD 


January  15,  1923 


The  Number  Seven  Fixture  constantly  suggests  a 
ctioice  of  Columbia  Records  to  the  customer  in  the 
hearing  room.  Unaided  it  has  sold  thousands  of  rec- 
ords—and helped  alert  salesmen  sell  thousands 
more.  $1.50  each— they  pay  for  themselves  the  first 
hour  they're  up.  At  your  Columbia  Branch. 

Columbia  Graphophone  Co 

NEW  YORK 


NEW  ORLEANS 

Holiday  Sales  Exceeded  Expectations — Intensive  Advertising 
Partly  Responsible — Sales  Clean-up  Continues — Month's  News 


New  Orleans,  La.,  January  8. — ^"Phenomenal," 
was  the  way  one  sales  manager  described  holi- 
day trade.  "Biggest  in  the  history  of  the  store," 
said  another,  and  it  was  one  of  the  city's  old- 
est music  stores  at  that.  Bonuses  and  commis- 
sions of  clerks  ran  up  to  war-time  heights. 
They  ate  two  meals  a  day  and  a  sandwich  or 
two  between  sales  at  noon.  The  public  swooped 
down  in  droves  on  the  music  stores,  taxing  the 
strength  and  endurance  of  the  salesmen  to  the 
limit.  "And  I  feel  sorry  for  poor  old  Santa 
Claus  if  he  has  to  deliver  all  the  machines  we 
sold,"  said  one  pretty,  tired  salesgirl  as  she 
chalked  up  her  last  commission  for  the  day, 
bringing  the  total  up  to  $350  for  the  month, 
including  her  salary. 

Big  Ad  Drives  Boom  Sales 

During  the  entire  Christmas  season  the  papers 
were  filled  with  full-page  advertisements  fea- 
turing all  lines.  More  money  was  spent  on 
advertisements  this  year  than  in  any  previous 
year  in  the  history  of  the  trade,  is  the  opinion 
of  one  of  the  old  timers.  Canal  street  depart- 
ment stores  devoted  an  unusually  large  space 
in  their  Canal  street  windows  to  talking  machine 
displays,  but  the  space  and  money  spent  was 
returned  tenfold  and  more  than  made  up  for 
the  late  start  this  year.  It  really  seemed  that 
talking  machines  ranked  among  the  most  pop- 
ular gifts  of  tJie  season. 

Imparticil  Buying 

J.  D.  Moore,  manager  of  the  music  depart- 
ment of  Maison  Blanche,  reported  the  largest 
business  done  in  the  history  of  the  department. 
Cash  sales  improved.  The  buying  was  not 
partial  to  any  one  particular  style  or  price. 
The  people  seemed  to  have  money  and  they 
spent  freely.  "Our  record  sale  was  phenomenal. 
We  carried  an  unusually  large  stock  of  records 
and  were  able  to  supply  many  of  the  numbers 
that  the  other  stores  were  out  of,"  said  Mr. 
Moore. 

All  Busy  at  Werlein's 

Sam  Rosenbaum,  at  Werlein's,  scarcely  had 
time  to  say  Happy  New  Year.  Every  official 
and  even  some  of  the  directors  were  behind 
the  counter  selling  Red  Seals  and  jazz  records. 
Despite  the  unusually  large  stocks  at  the  be- 
ginning of  the  season  it  was  necessary  for  Wer- 
lein  to  borrow  stocks  from  other  Victor  deal- 
ers. And  so  the  story  was  repeated  on  down 
the  line.  At  Edison  headquarters  W.  W.  Twigg 
reported  records  broken  for  December  business. 
The  limited  stock  was  all  that  kept  the  figures 
from  going  higher.    Orders  from  country  deal- 


ers were  silent  spokesmen  of  the  big  business 
going  on  in  the  country.  Sugar  planters  and 
cotton  men,  who  have  been  enjoying  good 
prices  for  their  products  and  who,  heretofore, 
have  been  tight  on  expenditures  till  the  crop 
was  harvested  and  the  bills  of  the  past  months 
paid,  opened  up  and  brought  music  into  their 
homes  for  Christmas. 

Medium-priced  Edisons  Lead 

The  medium-priced  console  models  seemed  to 
have  been  the  best  sellers  in  the  Edison  line, 
but  the  upright  and  record  sales  were  not  far 
behind.  Dealers  who  have  come  to  town  from 
points  in  Louisiana  and  Mississippi  report  this 
the  biggest  December  they  have  had  in  years 
and,  further,  that  business  has  not  slackened 
since  that  time. 

And  Still  They  Come 

Ralph  Young,  head  of  the  Victrola  depart- 
ment of  the  Grunewald  Music  Store,  said:  "We 
surpassed  by  far  last  3'ear's  figure  and  we  are 
not  able  to  rest  yet."  And  it  was  true.  In  every 
booth  on  both  sides  of  the  aisle  there  were 
people  buying  records  and  in  spite  of  the  re- 
cently remodeled  department,  which  is  consid- 
ered one  of  the  best  in  the  city  for  handling 
crowds,  there  were  people  standing  in  the  aisle 
waiting  to  get  into  the  booths. 

Record  Business,  Says  J.  A.  Hofheinz 

John  A.  Hofheinz,  manager  of  the  Southern 
Victor  Jobbers  at  Werlein,  Ltd.,  who  has  prob- 
ably a  better  insight  into  what  was  really  done 
than  the  retail  men,  says  that  this  past  month 
was  not  only  the  best  month  of  the  year,  but 
was  also  far  ahead  of  last  December.  "Christ- 
mas buying,"  said  Mr.  Hofheinz,  "was  better 
than  was  anticipated.  Many  of  the  local  dealers 
ordered  extra  large  stocks,  which  they  believed 
ample  to  take  care  of  their  requirements,  but 
found  later  that  they  were  short.  Cash  sales 
were  surprising  and  the  total  was  much  larger 
than  during  the  months  previous. 

"Probably  the  biggest  feature  about  the  Vic- 
tor business  was  the  volume  of  records  sold. 
The  movement  of  the  Christmas  releases  was 
spectacular  and  the  Red  Seal  numbers  as  well 
as  popular  dance  pieces  were  greatly  in  demand. 
It  was  a  common  thing  to  sell  $25  to  $50  worth 
of  records  with  a  machine." 

Recent  Visitors 

Among  the  prominent  visitors  here  recently 
was  Rayburn  Smith,  president  of  the  Unit 
Construction  Co.,  Philadelphia,  manufacturer  of 
talking  machine  booths,  record  racks,  etc.  The 
Unit    Co.    has    installed    booths    in    a  num- 


ber of  the  local  stores  and  will  probably  place 
others  this  year. 

Mrs.  Frances  E.  Clark  was  also  a  visitor.  Mrs. 
Clark  is  known  as  the  organizer  of  the  educa- 
tional department  of  the  Victor  Co.  While 
here  she  spoke  to  the  local  dealers  at  Werlein's 
and  also  to  the  Parents-Teachers'  Association 
and  to  the  Normal  teachers  and  pupils. 

Employes  at  Werlein's  were  deeply  shocked 
at  the  death  of  the  son  of  Walter  Schroder, 
manager  of  the  shipping  department  of  Wer- 
lein's. Only  a  few  months  ago  they  all  joined 
in  congratulating  him  on  becoming  the  father 
of  a  bouncing  baby  boy.  The  mother  and  son 
were  in  Greenville,  Ala.,  when  the  child  was 
taken  suddenly  ill  and  died  before  the  father 
arrived. 


DE  FOREST  RADIO  SETS  EXHIBITED 


Receiving  Sets  and  Radio  Parts  Displayed  at 
American  Radio   Exposition  in  New  York 


Among  the  exhibitors  at  the  American  Radio 
Exposition,  which  was  held  in  the  Grand  Cen- 
tral Palace,  New  York,  from  December  21  to  30, 
inclusive,  was  the  De  Forest  Radio  Telephone 
&  Telegraph  Co.,  Jersey  City,  N.  J.  The  De 
Forest  Co.  is  one  of  the  largest  manufacturers 
of  radio  receiving  sets  and  radio  parts  in  the 
country.  It  has  given  particular  attention  to 
the  sale  of  its  products  through  the  talking  ma- 
chine dealer,  having  appointed  a  number  of 
music  houses  as  distributors  of  its  products. 
Among  those  in  the  talking  machine  industry 
who  have  been  appointed  distributors  for  De 
Forest  goods  are  the  Schmelzer  Co.,  Kansas 
City,  Mo.;  M.  Steinert  &  Sons,  Boston,  Mass., 
and  the  Rochester  Phonograph  Co.,  of  Roches- 
ter, N.  Y. 


FINE  SALES  OF  HOMOKORD  RECORDS 

Favorite  Mfg.  Co.,  New  York,  Distributor  of 
Parts  and  Accessories,  Reports  Many  In- 
quiries From  All  Parts  of  Country 


Carl  Kronenberger,  head  of  the  Favorite 
Mfg.  Co.,  105  East  Twelfth-  street,  New  York 
City,  manufacturer  and  distributor  of  talking 
machine  repair  parts  and  accessories,  recently 
slated  that  since  taking  over  the  distribution  of 
Homok'ord  records  through  his  company's  pur- 
chase of  the  stock  of  the  Hegeman-Stewart 
Corp.,  former  distributor  of  these  records,  the 
firm  has  received  inquiries  from  all  parts  of 
the  country.  The  original  announcement  of  the' 
above  purchase,  which  was  made  in  the  Decem- 
ber issue  of  The  Talking  Machine  World,  re- 
sulted in  a  telegraphic  order  for  5,000.  Homo- 
kord  records  from  a  dealer  in  Milwaukee;  Wis. 
This  is  but  an  example  of  the  splendid  orders 
being  received  by  the  company. 


PHONOMOTOR  PRODUCTS,  PHONOSTOPS  and  NEEDLE  CLIPPERS 

ALWAYS  THE  BEST 

PHONOMOTOR  COMPANY  -  -  121  WEST  AVENUE,  ROCHESTER,  N.  Y. 


The  G.  R.  Lewis  Drug  Co.,  Cripple  Creek, 
Colo.,  handling  drugs  and  talking  machines,  has 
retired  from  business. 
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FLETCHER  UNIVERSAL 
TONE  ARM  and  REPRODUCER 

Gives  Proper  Playing  Weights  for  All  Records.        No  Adjustment  Screws  or  Springs 
SAMPLES  $8.00  Specify  83^"  or  9H"  arm 

FLETCHER -WICKES  CO.,  6  East  Lake  Street,  Chicago,  Illinois 

THE  McLAGAN  PHONOGRAPH  CORPORATION.  LIMITED,  STRATFORD.  ONTARIO.  EXCLUSIVE  CANADIAN  AGENTS 


FLETCHER  REPRODUCER 

Constructed 


Scientifically 


Give  J  Perfect 
Reproduction 

of  Voice 
or  Instrument 


Volume  and 
Perfect  Detail 


Dealers,  Send  for 
Prices  and  Terms 


ACTUAL  SIZE 


Carried  in  Stock  for  Victor  and  Columbia 


Reproducer 
and  Connection 


NEW  EDISON 

Plays  all  Records 


THE  FLETCHER  "STRAIGHT" 


Design  Patented  November  29th,  1921 


STRAIGHT  INSIDE— Taper  Outside 
BALL  BEARINGS  THROUGHOUT 

NEW  DESIGN    NEW  CONSTRUCTION 

It  is  universal  and  equipped  with  the  Regular  Fletcher 
Reproducer,  giving  the  same  natural  tone  quality  as  heretofore 

Made  in  two  leDgtfas,  8^'  and  9'A*  SEND  FOR  PRICES  AND  TERMS 

FLETCHER- WICKES  COMPANY 


6  EAST  LAKE  ST. 


CHICAGO 


THE  McLAGAN  PHONOGRAPH  CORPORATION.  LIMITED.  STRATFORD.  ONTARIO.  EXCLUSIVE  CANADIAN  AGENTS 
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CLEVELAND 

Optimism  for  Future  Prevalent — Association  Plans — Meier  & 
Sons  Celebrate — Dealers  Tie  Up  IVith  Theatres — Month's  News 


Cleveland,  O.,  January  4. — While  1922  closes 
as  one  of  the  biggest  years  in  the  history  of 
the  talking  machine  industry  in  this  territory, 
and  probably  the  biggest,  when  final  figures  are 
compiled,  still  greater  promise  for  1923  is  held 
in  the  opinion  of  both  wholesale  and  dealer 
factions  as  the  new  year  gets  under  way. 

The  outstanding  feature  with  the  turn  of  the 
year  is  the  large  amount  of  business  that  went 
begging  with  retailers  for  lack  of  certain  kinds 
of  instruments,  and  records  also,  with  perhaps 
the  greatest  scarcity  in  console  models  of  the 
standard  makes,  and  the  fact,  from  the  view- 
point of  wholesalers,  that  much  of  the  unfilled 
business  will  carry  over  into  1923.  In  fact,  the 
last  week  of  December,  usually  looked  upon  as 
one  of  the  quiet  periods  of  the  year,  was  the 
best,  for  this  particular  time,  in  the  history  of 
the  local  trade,  many  dealers  asking  that  their 
original  orders  be  allowed  to  stand. 

All-embracing  Association  Interests 

Still  greater  promise  for  added  outlets  for 
talking  machines  and  records,  along  with  other 
musical  merchandise,  is  offered,  however,  in  the 
plans  of  members  of  the  Northern  Ohio  Talk- 
ing Machine  Dealers'  Association  to  amalga- 
mate with  the  Cleveland  Music  Trade  Associa- 
tion, making  for  one  large  body  that  will  shape 
plans  toward  stimulating  still  broader  interest 
in  music.  With  this  joining  of  forces  by  two 
of  the  bigger  factions  in  musical  merchandising 
may  come  the  addition  of  band  instrument, 
sheet  music  and  all  the  other  elements  identified 
with  the  music  industry  in  a  retail  way. 

The  proposal  for  this  amalgamation  found 
its  inception  at  the  December  meeting  of  the 
Cleveland  Music  Trade  Association,  at  which 
time  George  R.  Madson,  president,  the  Cheney 


Phonograph  Sales  Co.,  and  William  Gordon 
Bowie,  the  B.  Dreher's  Sons  Co.,  were  appointed 
to  arrange  a  meeting  for  the  reorganization  of 
the  Talking  Machine  Association.  This  meeting, 
according  to  Mr.  Bowie,  is  planned  for  some 
time  in  January,  at  which  time  it  is  expected 
that  a  move  will  be  started  to  bring  into  the 
Association  dealers  in  all  makes  of  talking  ma- 
chines. In  the  last  few  years  the  Association 
has  had  as  members  mostly  those  identified 
with  the  retailing  of  one  line  of  instruments. 

Ultimately  it  is  planned,  in  the  combined 
Associations,  to  have  as  a  president  a  dealer  in 
both  pianos  and  talking  machines,  and  as  vice- 
presidents  a  piano  merchant,  who  will  head  the 
piano  division,  as  now  represented  by  the 
Cleveland  Music  Trade  Association,  and  a  talk- 
ing machine  dealer  who  will  act  as  chairman 
of  the  talking  machine  division. 

Both  joint  and  separate  meetings  may  be  held 
in  order  that  the  combined  interests  of  the 
industries  may  be  discussed  on  the  one  hand, 
or  for  the  purpose  of  discussing  problems  pe- 
culiar to  either  branch  of  the  trade. 

As  the  organization  is  perfected  plans  will 
be  developed  for  a  program  of  publicity,  de- 
signed to  create  added  interest  in  music,  with 
perhaps  a  Music  Week,  ending  with  a  concert 
in  the  Public  Auditorium,  and  other  features, 
all  backed  by  the  trade  organization,  yet  pro- 
moted in  such  a  way  that  any  motive  looking 
to  added  business  may  be  considered  secondary. 
Why  1923  Prospects  Look  Good 

As  to  the  natural  outlet  for  new  business 
during  1923,  all  leading  jobbing  interests  agree 
that  the  best  year  is  ahead.  A  better  class  of 
merchandise,  and  particularly  standard  instru- 
ments, are  most  likely  to  make  up  the  bulk  of 


new  business,  while  efforts  of  dealers  to  inter- 
est the  public  in  the  better  music  will  have  a 
sustaining  influence  on  the  talking  machine  it- 
self. This  last  already  has  been  proved  by  the 
depletion  of  stocks  of  records  in  more  than  one 
wholesale  establishment  here.  The  addition  of 
many  new  dealers  during  the  latter  part  of  1922 
also  will  have  an  influence  on  the  business  for 
the  new  year.  Finally,  the  large  amount  of  un- 
filled orders  in  practically  every  wholesale 
house  gives  1923  a  better  start  than  any  year 
has  had  recently.  These  views  are  concurred 
in  by  such  leaders  as  J.  L.  Du  Breuil,  district 
manager  for  Brunswick;  S.  S.  Larmon,  branch 
manager  for  Columbia;  T.  W.  Wade,  district 
manager  for  Vocalion;  Howard  J.  Shartle, 
Cleveland  Talking  Machine  Co.,  and  Edward  B. 
Lyons,  Eclipse  Musical  Co.,  distributor  for 
Victor;  George  R.  Aladson,  president,  the 
Cheney  Phonograph  Sales  Co.;  E.  S.  Hirsch- 
berger,  advertising  manager,  the  Phonograph 
Co.,  Edison  wholesaler,  and  others. 

Meier  &  Sons  Great  Celebration 

The  work  of  dealers  in  developing  new  busi- 
ness as  an  immediate  factor,  as  well  as  for  the 
future,  has  been  commendable.  That  accom- 
plishment of  the  L.  Meier  &  Sons  Co.  stands 
out  as  one  of  the  sensations  of  the  1922  holi- 
day season,  though  the  holiday  business  of  this 
firm  was  done,  in  the  opinion  of  Louis  Meier, 
head  of  the  firm,  at  least  one  full  month  ahead 
of  time.  This  was  the  result  of  the  twenty- 
fifth  anniversary  celebration,  which  ended  a 
twenty- five-day  session  during  December,  and 
resulted  in  attracting  the  direct  attention  of 
close  to  a  quarter  of  a  million  persons. 

The  Meier  firm  started  business  a  block  from 
the  present  main  store  location  in  a  tiny  shop 
that  was  a  one-man  proposition.  To-day  the 
main  store  of  the  company  is  one  of  the  show 
places  of  Cleveland.  There  are  two  other 
stores,  both  large  and  attractive.  The  firm  now 
comprises  Mr.  Meier  himself  and  his  sons, 
Leonard  and  Louis,  and  his  daughter,  Lillian, 
and  one  of  the  largest  staffs  maintained  by  a 
retail  talking  machine  establishment  in  these 
parts.  From  the  beginning  the  firm  has  handled 
exclusively  the  Victor  line.  Mr.  Meier  is  the 
present  president  of  the  local  Talking  Machine 
Dealers'  Association  and  held  that  post  once 
before — a  tribute  to  his  standing. 

Another  Successor  to  Caruso 

Local  talking  machine  dealers  who  have  . 
found  the  Caruso  records  a  profitable  invest- 
ment are  somewhat  interested  in  the  statements 
being  made  by  certain  Cleveland  music  critics 
that  they  believe  they  have  found  the  successor 
to  the  late  tenor,  and  right  here  in  town.  The 
subject  of  the  discussion  is  one  Frank  Siskano, 
at  present  a  shoemaker  who  is  getting  along 
fairly  well  at  his  trade,  but  who  is  claimed  to 
be  due  for  concert  honors.  Anyway,  the  critics 
that  have  him  in  hand  claim  to  be  putting  his 
voice  in  shape  and  promise  to  let  Cleveland 
hear  their  find  before  the  present  s-eason  is  over. 
Helping  the  Dealers  to  Sell 

Commendable  work  has  been  done  by  whole- 
sale factors  for  the  benefit  of  retailers  in  local 
"tie-ups"  during  the  last  few  weeks.  Introduc- 
tion of  the  Tudor  model  of  the  Brunswick  was 
made  simultaneously  with  the  appearance  of 
Alarion  Davies  at  the  Stillman  in  "When 
Knighthood  Was  in  Flower,"  her  film  name  for 
the  moment  being  Mary  Tudor.  The  new 
Brunswick  model  was  seen  in  the  lobby  and 
pictures  of  the  scenes  in  the  film  were  displayed 
by  Brunswick  dealers,  so  that  it  was  a  fifty-fifty 
proposition  for  theatre  and  dealer.  Details 
were  arranged  by  Ernie  F.  Hughes,  service  di- 
rector for  Brunswick  in  this  district. 

Two  other  interesting  features  along  the  same 
line  were  arranged  by  the  Columbia  Grapho- 
phone  Co.'s  Cleveland  branch  staff.  Miss  Mili- 
cent  Mower  using  a  Columbia  instrument  at  the 
Keith  Palace  in  a  duo-act,  while  a  Columbia 
instrument  and  records  by  her  were  shown  at 
the  State  when  Nora  Bayes  appeared  at  that 
theatre. 

The  next  big  link-up  for  Columbia  interests 


BUFFALO 


N/CffT'S  R/DE  FROM eVEPy 
/nPORTANT  rPADE  CENTER. 
/N  THE  EAST 


The  veritable  network  of  shipping  facilities  which  Bufifalo 
ofifers  to  Victor  dealers— is  the  answer  why  the  Buffalo  Talking 
Machine  Co.  service  is  reaching  a  larger  number  of  dealers  each 
year. 

This  is  unquestionably  a  real  service  which  builds  long-lasting 
friendship  with  a  better  and  more  efficient  business  for  all. 
Why  not  try  this  service?    It  will  pay  you. 

BUFFALO  TALKING  MACHINE  CO. 

Victor  Wholesalers 

BUFFALO,   N.  Y. 
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may  be  the  personal  appearance  of  Paul  Specht 
and  his  orchestra  for  a  fraternal  organization 
dance  at  the  Public  Auditorium.  If  negotiations 
are  carried  through,  what  is  said  to  be  the  high- 
est price  ever  paid  in  Cleveland  for  a  single 
appearance  of  an  orchestra  will  be  paid  to  this 
Columbia  artist. 

Change  in  Brunswick  Managers 

The  turn  of  the  year  brings  a  change  at  the 
local  Brunswick  headquarters,  J.  L.  Du  Breuil, 
district  manager,  resigning  to  go  into  other 
business,  and  Leslie  I.  King,  formerly  with  the 
!Morehouse-Martens  Co.,  Columbus,  coming 
here  in  that  capacity.  Mr.  Du  Breuil  is  credited 
with  putting  Brunswick  decidedly  on  the  map 
in  this  territory,  not  only  bringing  it  to  the 
front  in  the  immediate  Cleveland  district,  but 
in  the  Buffalo  and  Pittsburgh  sections,  which 
are  embraced  in  the  territory  as  well. 

New  dealers  established  by  the  Columbia 
Co.  in  the  last  week  or  so  include  the  Hall 
Music  Co.,  at  Warren,  and  the  Fred  Norton 
establishment  at  Findlay,  both  live-wire  mer- 
chants. 

ROBICHEK 

ART  DECORATIONS 

Are  Recognized  by  Leading  Experts 
as  works  of 

GENUINE  ARTISTRY 


SPECIALISTS  IN 
Japanese   and    Chinese    Lacquer— Antique 
Reproductions — Period  Designs  in  any  Fin- 
ish—Polychrome—Expert Gilding. 

We  invite  you  to  come  and  inspect  our 
work.    Write  or  telephone 
for  appointment. 


Among  the  social  events  that  ushered  in  the 
new  year  was  the  party  for  Brunswick  em- 
ployes held  at  the  warerooms,  about  fifty  at- 
tending, with  dancing,  refreshments  and  special- 
ties arranged  by  E.  F.  Hughes,  service  man- 
ager, and  Miss  Gwen  Tremble,  assistant. 


REPORTS  ON  TRAFFIC  CONDITIONS 


Raymond  L.  French,  Traffic  Manager  of  Co- 
lumbia Co.,  Delivers  Report  on  Traffic  Con- 
ditions Before  Manufacturers 


New, Haven,  Conn..  January  6. — A  vote  to  aid 
the  fight  to  make  the  open  shop  "prevalent" 
in  all  industries,  refutal  of  the  usefulness  of 
any  "third  party"  in  the  settling  of  disputes 
between  labor  and  industrial  leaders  and  denial 
that  any  contribution  has  been  made  to  political 
science  since  1787,  were  part  of  the  busy  day 
undertaken  by  a  gathering  of  the  Connecticut 
Manufacturers'  Association  in  triple  session  in 
annual  meeting  in  the  Hotel  Taft  in  this  city 
recently. 

Raymond  L.  French,  chairman  of  the  traffic 
committee  and  traffic  manager  of  the  Columbia 
Graphophone  Co.,  of  Bridgeport,  presented  the 
report,  which  is  in  part  as  follows: 

"Due  to  war  conditions,  Government  control, 
labor  unrest  and  other  conditions  over  which 
they  had  no  control,  the  carriers  have  not  kept 
up  with  the  growth  of  commerce  and  this  has 
set  us  back  to  the  condition  which  prevailed 
a  few  years  ago,  that  is  a  retarding  of  business 
due  to  embargoes,  car  shortages  and  locomotive 
failures.  I  believe,  however,  that  generally 
speaking  the  carriers  have  done  all  that  could 
be  expected  under  the  circumstances  and  that 
a  vote  of  thanks  should  really  be  given  to  them. 

"There  has  been  no  time  in  the  history  of 
railroading  when  the  spirit  of  co-operation  be- 
tween carriers  and  shippers  was  more  par- 
amount than  at  present. 

"Motor  transportation,  in  one  phase  or  an- 
other, is  a  subject  which  we  have  with  us 
always. 

"The  railroads  state,  and  with  considerable 
truth,  that  the  truck  is  taking  the  cream  of  the 
short  haul  business  from  them,  leaving  only  the 
skim;  that  our  country  cannot  continue  to  pros- 
per without  railroad  transportation  and  for  that 
reason  we  who  use  trucks  should  go  slow,  as 
we  are  depriving  them  of  millions  of  dollars 
yearly  which  are  greatly  needed  in  rehabilitat- 
ing their  systems  in  order  that  they  may  handle 
our  necessary  long-haul  business. 

"Your  committee  feels  that  there  is  a  proper 
sphere  in  the  transportation  field  for  both  the 
railroad  and  the  truck,  but  that  so  far  very  little 
effort  has  been  made  to  locate  the  economical 
position  which  these  two  methods  of  transporta- 
tion should  hold  and  until  this  has  been  done 
no  definite  recommendation  can  be  made  as  to 
economical  aspects  of  the  situation. 

"We,  therefore,  feel  that  this  Association 
should,  in  conjunction  with  other  Associations 
of  New  England,  and  possibly  the  railroads, 
employ  a  commission  consisting  of  suitable 
members  who  shall  make  it  their  business  to 
study  this  proposition  thoroughly,  reporting 
back  as  to  what  action  should  be  taken,  from  a 
New  England  standpoint. 

"This  would  entail  a  very  considerable  ex- 
penditure of  money  and  for  that  reason  we  feel 
no  one  organization  should  attempt  to  handle 
it  alone.    In  union  there  is  strength." 


W.  B.  SPRATT  OPENS  NEW  STORE 

Toledo,  O..  January  6. — W.  B.  Spratt,  who  has 
been  operating  a  music  store  in  Fostoria,  O., 
for  the  last  two  years,  has  opened  a  music 
store  at  440  Superior  street,  this  city.  He  will 
carry  a  standard  line  of  talking  machines  and 
other  musical  instruments  as  well  as  a  com- 
plete line  of  sheet  music. 


Telephone 
Mad.  Sq.  7035 


The  Pardee  Phonograph  Corp.,  of  New  York 
City,  has  reduced  its  capital  from  $1,250,000  to 
$200,000. 


REGAL 

50c 

RECORDS 


have  become  fa- 
mous for  consist- 
ently giving  full 
75c  of  record  value 
for  50c! 


They  are  known 
and  bought  nation- 
ally because  of  this 
value! 


And  to  the  dealer 
they  offer  profit 
insurance.  They  in- 
crease  his  turn- 
over— multiply  his 
profits! 


1    They  bring  him  a 

I    bigger  and  better 

1    business  through- 

1 

[    out  the  year! 

REGAL  RECORD  CO. 

20  W.  20th  ST.  NEW  YORK 
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"Home,  Sweet  Home"  and  Rosa  Ponselle— can  you 
imagine  a  happier  inspiration?  Tlie  glorious  golden 
voice  of  this  great  operatic  artiste  melting  into  the 
beautiful  melodies  of  this  simple  old  ballad  is  ecstatic. 
49935  on  the  February  list. 


Columbia  Graphophone  Co. 

NEW  YORK 


FINE  EXHIBIT  AT  RADIO  SHOW 


FIRST  ONEQIN  RECORDS  RELEASED 


Henry  Hyman  &  Co.,  Inc.,  Display  at  New  York 
Radio  Show  Attracted  Widespread  Attention 
— Travelers  Called  in  to  Meet  Dealers — Many 
Prospects  Secured  Through  Exhibition 


Henry  Hyman  &  Co.,  Inc.,  manufacturers  of 
"Bestone"  radio  receiving  sets.  New  York,  were 
represented  at  the  radio  show  recently  held  at 
the  Grand  Central  Palace,  New  York,  with  one 
of  the  most  ef¥ective  booths  in  the  show.  Every 
model  of  radio  receiving  set  which  the  com- 
pany manufactures  was  displayed  there,  and 
during  the  show  a  large  number  of  people  were 
entertained  by  sales  representatives  who  were 
in  attendance  and,  in  consquence,  many  substan- 
tial orders  were  booked.  The  show  produced 
real  tangible  results,  as  not  only  was  a  keen 
interest  aroused  among  the  public  generally,  but 
a  large  number  of  radio  dealers  showed  a  buy- 
ing interest  with  the  result  that  "Bestone"  sets 
were  given  wide  publicity,  says  Wm.  A.  Bresa- 
lier,  advertising  manager  of  the  company. 

The  company  called  in  their  sales  representa- 
tives from  the  road  to  enable  them  to  attend 
the  show  and  meet  dealers  from  their  respec- 
tive territories.  Among  the  representatives  were 
V.  V.  Schaefer,  E.  L.  Anglin  and  B.  Muldoon. 
S.  Colbert,  sales  manager  of  the  company,  in 
conjunction  with  Mr.  Bresalier,  supervised  the 
Hyman  activities  of  the  show  and  were  in  at- 
tendance during  the  entire  time.  Everything 
considered,  according  to  officials  of  the  com- 
pany, the  show  from  their  standpoint  was  a 
complete  success,  and  in  addition  to  actual  sales 
made  many  promising  prospects  were  secured 
that  will  mean  business  later  on. 


VARNOL 

''Clears  the  Way  to  Good  Music" 

(Copyrighted) 

perfected  and  tested  clean- 
ing fluid  that  brings  new  life  to 
old  records  by  cleaning  away 
the  dirt  and  dust  and  bringing 
back  the  original  music. 

^For  use  on  new  records  as 
a  means  of  clearing  ofif  the  wax 
coating  that  forms  part  of  the 
packing  protection. 

1  oz.  bottle  capable  of 
cleaning  150  double- 
faced  records,  $1.50 

REGULAR   TRADE  DISCOUNTS 

The  Varnol  Co. 

Room  3002,WoolworthBldg.,  New  York 


First  Recordings  by  Mme.  Siegrid  Onegin,  Met- 
ropolitan Artist,  Announced  by  Brunswick 
Co. — Eagerly  Awaited  by  Dealers 


The  Brunswick-Balke-Collender  Co.  is  an- 
nouncing this  month  the  first  records  to  be 
released  of  Siegrid  Onegin,  operatic  and  con- 
cert artist,  who  recently  made  her  debut  in 
New  York  City.  This  artist  is  well  known  in 
European  musical  circles  where  she  has  made 
an  enviable  reputation.    The  first  American  ap- 


Siegrid  Onegin 

pearance  of  this  famous  singer  with  the  Metro- 
politan Opera  Company  was  loudly  heralded  by 
New  York  critics  as  the  revelation  of  a  new 
figure  in  the  operatic  world.  Mme.  Onegin's 
favorite  operatic  roles  are  Carmen,  Delila, 
Amneris  and  various  Wagnerian  parts.  Her 
repertoire  also  includes  many  French  and 
Italian  folk  songs  as  well  as  many  of  the  songs 
by  the  modern  composers. 

Her  first  records  have  eagerly  been  awaited  by 
Brunswick  record  enthusiasts  throughout  the 
country,  and  it  is  expected  they  will  be  re- 
ceived everywhere  with  great  interest.  Wm. 
A.  Brophy,  general  manager  of  the  Brunswick 
recording  laboratories,  who  supervised  the  mak- 
ing of  these  records,  is  keenly  enthusiastic  about 
the  possibilities  of  this  new  singer  and  stated 
that  her  magnificent  voice  is  so  perfect  and 
her  interpretations  so  flawless  that  Mme.  One- 
gin has  the  ideal  recording  voice. 


ORANOLA  DISPLAY  AT  RADIO  SHOW 

The  National  Radio  Products  Corp.,  509  Fifth 
avenue.  New  York  City,  which  has  been  ap- 
pointed agent  for  the  Oranola  receiving  sets, 
manufactured  by  the  Oranola  Radio  Corp.,  dem- 
onstrated this  product  at  the  recent  radio  show 
in  the  Grand  Central  Palace,  New  York  City, 
which  was  held  under  the  auspices  of  the  Amer- 
ican Radio  Exposition.  The  Oranola  is  a  com- 
bination talking  machine  and  radio  receiving 
set,  manufactured  in  upright  and  console  types. 


GIVES  DEALERS  USEFUL  GIFT 

Knickerbocker  Talking  Machine  Co.  Presents 
Its  Dealers  With  a  Novelty  Ash  Tray 


The  Knickerbocker  Talking  Machine  Co., 
Victor  wholesaler,  New  York  City,  presented 
its  many  dealers  with  a  novelty  at  Christmas- 
time that  was  both  attractive  and  useful.  This 
novelty  consisted  of  a  copper  ash  receiver  of 
the  type  known  as  Ever-Kleen.  Two  cigar  or 
cigarette  rests  are  provided  and  upon  the  slight 
raising  of  the  ash  trap  the  ashes  are  dumped 
into  a  covered  receptacle  beneath.  Judging 
from  the  many  letters  received  by  Abram 
Davega,  president  of  the  company,  this  novelty 
has  made  a  big  hit. 


BIG  DEMAND  FOR  NEW  TONE  ARMS 

Improved  Tone  Arm  of  Mutual  Phono  Parts 
Mfg.  Corp.  Growing  in  Popularity 


The  Mutual  Phono  Parts  Mfg.  Corp.,  New 
York  City,  has  announced  an  improvement  on 
its  portable  tone  arms.  On  the  new  arms  the 
swivel  pin  will  be  rri'slrlated  with  fibre,  and 
three  size^o|r  arms:  will  also  be  made,  6^ 
inches,  inches' and  854  inches,  respectively. 
Orders  or^hand  for  these  new  tone  arms  now 
number  several  thousand.  Accordingly,  A. 
Frangipane,  secretary  of  the  company,  reports 
that  the  outlook  for  1923  seems  very  good 
and  in  anticipation  of  increased  business  the 
company  is  enlarging  its  offices  and  making 
plans  for  improved  delivery  service.  • 


A  hot  temper  has  been  the  downfall  of  many 
a  good  man.  In  business  it  is  especially  im- 
portant that  a  man  keep  control  of  himself. 
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PICTURE  to  y  o  u  r  s  e  1  f  the 
ideal  phonograph  —  so  truly 
marvelous  in  its  wonderful  tone- 
reproducing  qualities,  that  it  creates 
to  perfection  the  illusion  of  reality. 

You  will  then  appreciate  the 
suprenae  achievement  of  skilled  craft- 
manship  in  the  production  of  the 
superb  Steger. 

\Mien  you  listen  to  the  Steger 
Phonograph,  you  seem  to  hear  the 
actual  tones  of  the  piano  or  violin, 
band  or  orchestra  —  and  the  sweet 
notes  of  the  human  voice  come  to  you, 
as  if  the  singer  were  in  the  room. 
Clear,  resonant,  life-like  is  all  music 
reproduced  by  the  artistic  Steger. 

The  exclusive  Steger  features,  that 
make  this  fidelity  to  original  tone- 
values  possible,  are  valuable  selling 
points.  The  remarkable  Steger  tone- 
reproducer,  the  tone-chamber  of  even- 
grained  spruce  and  the  easily  adjust- 
able tone-arm  merit  your  considera- 
tion. 

You  can  make  the  Steger  an  im- 
portant asset  of  your  business  because 
of  the  (|uick  turn-over  and  because 
each  sale  produces  a  second  sale. 

Write  for  the  Steger  proposition  to- 
day !    Desirable  territory  open. 

Phonograph  Division 

STEGER  &  SONS 

Piano  Manufacturing  Company 
Established  by  John  V.  Stpger,  1879 

Steger  Building,     -      -      CHICAGO,  ILL. 

Factories:  Steger,  Illinois,  where  the  "Lincoln" 

and  "Dixie"  Highways  meet. 
"//  it's  a  Sieger— it's  the  most  valuable  Piano  in  the  world." 


Model 
505 
S16S 


mm  I 


mil 
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Oh,      La-iyLuCkvorit you  smile  on   me?    'I've   wait-ed  solon^and     pa  -  tient  -  ly 

LAmruicK 


J  y  A  GEM  SONG  FROM  THENEW  MUSICAL  COMEDY 

tf^'UP  SHE  COESV 


riew] 


■itmo/IRENE* 


You  can't  ^0  wron^ 
Vith  any  FEIST  son^" 


ARTISTIC  BRISTOL  CO.  FOLDER 

Colored  Folder  for  Talking  Machine  Trade  De- 
scribes Varied  Products — Attractive  Exhibit 
Made  at  the  New  York  Radio  Show 


The  Bristol  Co.,  of  Waterbury,  Conn.,  manu- 
facturer of  Bristol's  Audiophone  phonograph 
record  reproducer,  the  Audiophone  and  Audi- 
ophone junior,  has  produced  a  particularly  at- 
tractive eight-page  folder  in  colors  for  the  talk- 
ing machine  trade.  The  many  needs  for  the 
line  are  illustrated  by  both  word  and  picture 
and  the  many  fine  points  of  the  instruments  are 
described  in  detail. 

The  Bristol  Co.  exhibited  at  the  recent  radio 
show  in  the  Grand  Central  Palace,  New  York 
City,  showing  the  Audiophone  and  Audiophone 
junior  for  radio  reproduction  as  well  as  for  the 
talking  machine.  A  new  development  in  the 
radio  field  was  also  shown,  Bristol's  one-stage 
power  amplifier.  The  Bristol  space  was  filled 
by  large  numbers  of  visitors  throughout  the 
entire  course  of  the  show. 

A  feature  of  the  exhibit  was  the  new  Bristol 
portable  talking  machine.  This  new  machine  is 
entirely  for  use  with  the  Audiophone  reproducer 
and  loud  speaker  as  it  consists  of  practically 
only  the  cabinet,  motor  and  turn-table.  The 
Bristol  reproducer  is  especially  designed  for 
electrical  transmission  and  is  adapted  separately 
to  that  or  any  other  talking  machine.  Included 
within  this  portable  machine  is  a  control  box 
for  the  loud  speaker  in  the  space  u';ually  occu- 


pied by  the  sound  chamber.  The  electric  motor 
used  in  this  portable  is  worthy  of  particular 
notice  as  it  has  been  especially  designed  for  the 
Bristol  Co.  It  operates  on  a  32-volt  current 
(farm  lighting  circuit)  equally  as  well  as  it  does 
on  110  alternating  current  or  direct  current,  thus 
making  it  in  every  sense  of  the  word  a  universal 
electric  motor. 


ATTRACTIVE  REGAL  PUBLICITY 


Regal  Record  Co.  Featuring  Popular  Numbers 
in  Series  of  Window  Strips 


The  sales  department  of  the  Regal  Record  Co., 
IS  West  Twentieth  street.  New  York  City,  re- 
cently issued  a  new  series  of  window  strips 
which  have  been  received  with  favorable  com- 
ment from  the  trade.  Among  the  strips  is  a 
large  streamer  which  has  proved  particularly 
efl/ective.  The  entire  set  consists  of  five  strips 
printed  in  two  colors,  some  carrying  humorous 
illustrations.  Each  strip  carries  the  titles  of 
two  popular  numbers.  These  are  mailed  each 
m.onth,  together  with  a  complete  auxiliary  pos- 
ter service,  and  are  furnished  gratis.  The  latest 
mailing  of  advertising  material  from  the  Regal 
Co.  contained  nineteen  complete  pieces  of  ad- 
vertising poster  work. 


The  Hecht  Co.,  Washington,  D.  C,  depart- 
ment store  is  featuring  its  line  of  talking  ma- 
chines in  exceptionally  artistic  window  displays 

which  are  attracting"  coiT^iderablc  attention. 


/  Offer 


VICTOR  TALKING  MACHINE  CO. 

STOCK 


at 


$164.00  per  share 
subject  to  change 


Return,  bated  on  1922  dividends, 
better  than  6  per  cent. 


FRED  W.  KNIGHT 

Investments 

Widener  Building  PHILADELPHIA,  PA. 


OUTLINES  EMERSON  POLICIES 

Arthur  H.  Cushman,  Director  of  Sales,  Issues 
Statement  to  Trade — Plan  to  Extend  Dealer 
Service  to  Stimulate  Scdes 


Arthur  H.  Cushman,  director  of  sales  of  the 
Emerson  Phonograph  Co.,  Inc.,  has  forwarded 
a  statement  to  the  trade  in  which  the  coming 
policies  of  that  organization  are  outlined.  It 
makes  clear  the  fact  that  the  Emerson  Phono- 
graph Co.,  Inc.,  has,  with  few  exceptions,  an 
entirely  new  organization  and  personnel  and  is 
manufacturing  a  new  Emerson  record. 

The  statement  says  that  the  new  Emerson 
record  will  continue  to  be  marketed  at  seventy- 
five  cents  retail  and  that  the  company  does  not 
intend  to  manufacture  a  lower-priced  record. 
The  statement  closes  extending  thanks  to 
its  several  thousand  dealers  for  the  hearty  ap- 
preciation and  the  enthusiasm  shown  the  new 
Emerson  products. 

The  coming  plans  of  the  Emerson  Co.  call 
for  an  extension  of  its  dealer  service  and  these 
will  include  co-operation  that  will  assist  in 
creating  sales.  There  will  shortly  be  opened 
branch  offices  of  the  Emerson  Phonograph  Co. 
in  Boston  and  Philadelphia.  B.  Abrams,  presi- 
dent of  the  company,  left  early  this  month  for 
the  above  two  cities  for  the  purpose  of  closing 
negotiations  for  the  quarters  in  those  localities. 

The  new  branches  will  carry  complete  stocks 
of  Emerson  records  and  Emerson  phonographs 
find  a  direct  service  to  dealers  in  those  partic- 
ular territories  has  been  arranged  and  will  be- 
come immediately  available. 


GOING  AFTER  ITALIAN  BUSINESS 


Emerson  Phonograph  Co.  Extending  Activities 
in  Italian  Department — Many  New  Releases 
of  Italian  Recordings  to  Meet  Demand 


Paul  Bolognese,  director  of'  the  Italian  de- 
partment of  the  Emerson  Phonograph  Co.,  Inc., 
is  greatly  extending  the  activities  of  that  de- 
partment of  the  firm's  record  catalog.  The 
Emerson  Co.  is  releasing  many  new  Italian- 
Neapolitan  selections.  These  have  been  cat- 
aloged with  great  care  and  were  included  to 
meet  the  particular  needs  of  the  Emerson  Co.'s 
Italian  clientele. 

Among  the  artists  who  are  recording  for  the 
Emerson  Phonograph  Co.,  Inc.,  are  Ria  Rosa 
and  Rafifaele  Balsamo.  These  distinguished 
Italian  artists  are  particularly  popular  with 
Italian  song  lovers  and  engagements  to  record 
selections  for  the  Emerson  Phonograph  Co., 
Inc.,  were  made  prior  to  their  arrival  in  the 
United  States. 

Mr.  Bolognese  is  a  musical  director  of  inter- 
national note  and  brings  to  the  Emerson  or- 
ganization some  original  plans  for  the  exten- 
sion of  its  foreign  record  catalog. 


A  branch  store  has  been  opened  by  the 
Topeka  Music  Co.  at  633  Kansas  avenue,  Topeka, 
Kan.    Edison  phonographs  are  handled. 
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Philadelphia,  Pa,,  January  6.— The  talking  ma- 
chine trade  of  the  Quaker  City  has  just  closed 
one  of  the  busiest  hoHday  seasons  and  most 
successful  years  in  its  entire  history  and  now 
instead  of  being  able  to  enjoy  a  brief  rest  its 
members  are  engaged  in  the  rush  of  stock- 
taking in  order  to  start  the  new  year  with 
decks  cleared  for  action  and  with  every  pros- 
pect for  a  record-breaking  year  ahead  of  them. 

On  every  side,  from  distributors  and  deal- 
ers, both  large  and  small,  are  heard  emphatic 
expressions  of  satisfaction  over  the  holiday 
business,  and  while  few  of  the  members  of 
the  trade  report  record-breaking  Christmas 
sales  they  are  united  in  agreeing  that  business 
during  this  period  more  than  equaled  expecta- 
tions and,  in  fact,  their  stock  resources. 

The  distributors  of  the  Victor,  Edison, 
Brunswick,  Columbia,  Cheney  and  other  talking 
machines  are  congratulating  themselves  upon 
the  manner  in  which  they  handled  the  tremen- 
dous quantity  of  orders  received  during  the  pre- 
Christmas  rush.  Their  dealers  admit  having 
received  the  best  and  fairest  treatment  possible 
under  the  circumstances,  which  were  such  that 
the  six  weeks  before  Christmas  were  filled  with 
an  almost  continuous  clamor  for  the  delivery 
of  machines. 

Harry  W.  Weymann  Is  Confident 

The  manner  in  which  Harry  W.  Weymann,  of 
H.  A.  Weymann  &  Sons,  summed  up  the  situa- 
tion is  almost  identical  in  every  respect  with 
the  expressions  of  the  other  large  distributors 
of  the  city. 

"We  have  just  finished  one  of  the  most  profit- 
able and  successful  holiday  seasons  in  our  his- 
tory and,  judging  from  prevailing  business  con- 


ditions and  general  outlook  from  every  view- 
point, we  are  now  expecting  and  planning  for 
the  biggest  year  since  this  business  was 
foiinded,"  he  said.  "Moreover,  we  are  not  an- 
ticipating even  a  brief  lull  in  business.  This 
attitude  is  based  partly  on  the  fact  that  Victor 
advertisements  published  before  Christmas, 
which  have  had  great  influence,  urged  prospec- 
tive customers  to  make  their  purchases  during 
the  new  year  with  the  cash  gifts  that  many 
undoubtedly  would  receive  on  Christmas." 
Strong  Rush  at  Brunswick  Branch 

O.  F.  Jester,  manager  of  the  Brunswick 
branch,  certainly  has  passed  through  a  very 
busy  Christmas  season  with  flying  colors,  as 
he  was  untiring  in  his  efforts  to  secure  required 
shipments  of  Brunswick  machines  for  distribu- 
tion to  local  dealers,  with  the  result  that  he 
received  shipments  up  until  almost  the  day 
before  Christmas.  Although  he  was  unable  to 
obtain  large  quantities  of  machines  during  the 
last  week  of  the  rush,  he  distributed  the  ma- 
chines just  as  fast  as  they  were  received  from 
the  factory. 

Campaign  for  New  Edison  Dealers 

Arthur  Rhinow,  of  the  Girard  Phonograph 
Co.,  distributor  of  the  New  Edison  phonograph, 
states  that  the  holiday  business  was  far  in  ex- 
cess of  that  transacted  last  year.  He  announces 
that  they  are  about  to  start  a  most  thorough 
and  comprehensive  campaign  for  new  dealers. 
According  to  present  plans  this  drive  will  be 
the  biggest  ever  attempted  and  will  be  carried 
out  on  a  consistently  large  scale.  Persuasive 
literature  has  been  prepared  for  use  in  the  cam- 
paign and  the  envelopes  in  which  a  series  of 
letters  and  circulars  will  be  mailed,  are  deco- 


rated with  a  drawing  that  appeared  some  time 
ago  in  The  Music  Trade  Review,  featuring  the 
encouraging  slogan  of  "Dig  'em  out,  boy!  The 
business  is  there  if  you  go  after  it!" 

"For  some  time  past  we  have  not  made  any 
great  effort  to  secure  new  Edison  dealers,"  said 
Mr.  Rhinow,  "but  now  that  we  are  prepared 
we  are  planning  a  big  campaign  to  get  dealers. 
We  believe  that  in  our  territory  there  are  many 
virgin  fields,  rich  in  prospects,  and  it  is  with 
the  view  to  reaching  these  prospects  that  we 
are  starting  our  drive  for  new  dealers  in  these 
areas." 

Good  Columbia  Distribution 

Officials  of  the  local  Columbia  branch  report 
that  while  their  every  resource  was  taxed  to 
the  limit  in  order  to  accomplish  the  feat  they 
were  able  to  satisfy  the  demands  of  their  dealers 
in  this  territory  and  every  possible  precaution 
was  taken  to  insure  a  fair  and  equitable  dis- 
tribution of  the  Columbia  machines  as  rapidly 
as  they  were  available. 

Penn  Co.  Purchases  Building 

The  Penn  Phonograph  Co.,  one  of  the  big 
Victor  distributors,  has  recently  purchased  the 
handsome  four-story  building  at  913  Arch  street, 
which  it  now  occupies,  thus  insuring  a  perma- 
nent home  for  this  up-to-date  concern. 

Edison  Concerts  Via  Radio 

Radio  fans  will  now  have  the  opportunity  to 
hear  the  Edison  Re-creations  through  the  air 
via  wireless,  as  Durham  &  Co.,  whose  big  sta- 
tion is  at  Nineteenth  and  Market  streets,  will 
frequently  feature  "Edison  concerts,"  as  they 
have  just  secured  a  handsome  new  Edison 
model  through  the  courtesy  of  Everett  Keefe, 
{Continued  on  page  96) 


What  about  1923? 


Good  business  is  possible  for  every  Victor  Dealer  if  he  will 
recognize  the  underlying  essentials  for  creating  and  procuring 
it. 

HARD  WORK 

properly  applied  is  the  surest  method  of  getting  business  and 
every  Dealer  can  put  this  into  his  business  without  creating  any 
additional  overhead. 


THE  LOUIS  BUEHN  COMPANY 

OF  PHILADELPHIA 


all 
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our  record  of  Victor  service  in  the  past  as  a 
foundation,  we  aim  during  1923  to  not  only  main- 
tain, but  build  to  a  still  higher  plane,  Talking  Machine 
Co.  service  to  Victor  retailers. 


^  "let  PHIL  FILL  ^eM" 


The  Talking  Machine  Co. 

Victor  Wholesalers 
1025  Arch  Street  Philadelphia,  Pa. 
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the  progressive  head  of  the  special  Edison  de- 
partment at  Snellenburg's  department  store. 
Greeting  From  Everybody's  T.  M.  Co. 

Samuel  Fingrudt,  secretary  of  Everybody's 
Talking  Alachine  Co.,  Inc.,  of  this  city,  in  a 
greeting  addressed  to  the  trade  at  the  end  of 
the  year,  stated  that  the  company  closed  the 
most  successful  year  in  its  history.  In  referring 
to  future  activities  Mr.  Fingrudt  stated:  "We 
are  constantly  building  castles  in  the  air,  but 
we  are  also  building  some  mighty  strong  foun- 
dations to  hold  these  castles,  with  a  well-known 
organization  and  a  large  number  of  friends 
throughout  the  trade." 

Victor  Dealers  Enjoy  Smoker 

Nearly  two  hundred  members  of  the  Phila- 
delphia Victor  Dealers'  Association  and  their 
guests  made  merry  at  the  successful  smoker 
held  by  that  body  on  Thursday,  December  28, 
on  the  Adelphia  Roof  Garden.  During  the  eve- 
ning addresses  were  made  by  George  W. 
Hoover,  president  of  the  organization,  and 
l.ouis  Buehn,  the  well-known  Victor  distributor. 
Robert  McCarthy,  manager  of  Gimbel's  phono- 
graph department,  was  the  chairman  of  the  com- 
mittee in  charge  of  the  event  and  the  great 
success  of  the  smoker  was  due  in  no  small 
measure  to  his  untiring  efforts  and  the  en- 


thusiasm of  his  fellow  committeemen,  George 
Witney,  manager  of  Heppe's,  and  H.  Royer 
Smith,  whose  store  is  located  at  Tenth  and 
Walnut  streets. 

The  affair  was  enlivened  by  a  vaudeville  pro- 
gram consisting  of  ten  numbers,  which  included 
such  notable  features  as  Billy  Star,  the  New- 
York  fashion  plate;  Ann  Peters,  comedienne; 
Carson  and  Willard,  comedy  entertainers;  the 
Whirlwind  Dancers  and  many  other  acts.  Music 
was  furnished  by  a  jazz  band  under  the  direction 
of  Raymond  Steen.  Several  amusing  prizes  were 
awarded  various  guests  and  a  number  of  humor- 
ous telegrams  were  read  from  President  Hard- 
ing, Lloyd  George,  B.  B.  Todd,  Tack  Dempsey 
and  other  notables,  who  regretted  their  inability 
to  attend  the  festivities. 

Finds  Conditions  Stabilized 

"Anyone  may  judge  how  successful  our  holi- 
day trade  was  by  the  fact  that  we  not  only 
sold  every  available  machine,  but  we  could  have 
disposed  of  many,  many  more  if  we  could  have 
obtained  them,"  is  the  statement  of  G.  Dunbar 
Shewell,  president  of  the  Cheney  Phonograph 
Co.  Mr.  Shewell  says  he  expects  conservative 
and  satisfactory  business  during  the  new  year. 
He  states  that  he  is  facing  the  prospects  for 
1923  with  distinct  optimism,  as  he  feels  that 


1923 


OR  the  New  Year,  we  pledge 
  our  continued  hearty  co- 
operation that  has  distinguished 
Wey  mann  Victor  Service  in  the  past. 


VICTOR  WHOLESALERS 
1108  Chestnut  Street 

Philadelphia,  Pa. 

Authorized  distributors  o/ BUESCHER  TRUE  TONE  Saxophones  and  Band  Instruments 
Manufacturers  of  WEYU Am  "KEYSTONE  STATE"  String  Instruments 
Wholesale  distributors  of  Q  •     •  S  Player  Rolls 


credit  conditions  have  now  been  stabilized  and 
that  confidence  is  again  restored  among  not 
only  the  buying  public,  but  the  trade  as  well. 
Hold  Formal  Opening 
The  Linton  Co.  recently  opened  its  store-  at 
24  South  Fifty-second  street,  which  it  took  over 
from  Burton  McCaulley.  Large  quantities  of 
roses  were  a  feature  of  the  decorations  at  the 
formal  opening,  which  was  attended  hy  large 
crowds,  and  the  officials  of  the  concern  report 
that  their  holiday  business  far  surpassed  their 
expectations. 

Wm.  L.  May  Recovered  From  Illness 

William  L.  May,  of  Heppe's  sales  force,  who 
travels  through  Delaware,  New  Jersey  and 
southern  Pennsylvania,  returned  to  his  duties 
recently  after  a  long  illness. 

New  Manager  for  Ludwig  Co.  Department 

C.  L.  I.uedeke,  formerly  of  Luedeke  &  Wag- 
ner, of  West  Philadelphia,  has  recently  assumed 
his  new  duties  as  manager  of  the  phonograph 
department  of  the  Ludwig  Piano  Co.  at  1103 
Chestnut  street.  He  is  reorganizing  the  entire 
department  and  instituting  many  new  plans  to 
get  a  larger  share  of  business. 

Brunswick  Sales  Conference 

O.  F.  Jester,  manager  of  the  Brunswick  dis- 
tributing branch,  recently  attended  a  sales  con- 
ference held  here  to  hear  Edward  Strauss,  the 
sales  manager  of  Brunswick's  Eastern  district. 
Several  other  officials  were  present  and  final 
plans  were  made  at  that  time  for  the  manner 
of  handling  the  big  Christmas  trade  efficiently. 

Installs  New  Booths 

Three  additional  phonograph  booths  have  just 
been  installed  in  the  store  of  J.  B.  Gillies,  at 
2200  North  Broad  street.  This  improvement 
has  been  made  necessary  through  the  increasing 
patronage  that  is  being  attracted  hy  the  ener- 
getic business  methods  of  Frank  Cook,  the  man- 
ager of  the  store. 

Reports  Successful  Holiday  Season 

O.  Kern,  manager  of  the  United  Music 
Stores,  of  this  city  and  Baltimore,  reports  that 
the  holiday  season  was  satisfactory  in  every 
respect  and  that  generally  good  business  has 
continued  over  into  the  new  year. 

Enjoys  Record  Business  Year 

Everybody's  Talking  Alachine  Co.,  of  this 
city,  has  concluded  the  biggest  year  in  the 
history  of  the  organization.  During  1922  the 
business  of  the  company  grew  to  such  pro- 
portions it  was  necessary  to  move  to  larger 
quarters,  which  it  now  occupies  at  810  Arch 


Italian  Music  Rolls 

LMi'.irest  collection  of  Italian  and  other  foreign 
musk-  rolls  In  the  United  States.  Catalogs  and 
discounts  on  applic:ition. 

UNITED  MUSIC  STORES 
619  Cherry  Street  rtalladelphla.  Pa. 

225  W.  Mulberry  St.  Baltimore.  Hd. 
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Cable  Address  Reg'd 
"Fillasse— Phila.*' 

IMICO 


Send  for  Samples  and  Special  Quantity  Quotations 

INDIA  RUBY  MICA 
International  Mica  Co. 


LoDg  Distance  Phone 
Baring  0535 


DIAPHRAGMS 


GENERAL  OFFICES  AND  FACTORY:  37th  and  BRANDYWINE  STS.,  WEST  PHILADELPHIA,  PA. 
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street,  this  city.  The  officials  of  the  company 
all  look  forward  to  good  business  for  1923 
and  the  extensive  sales  campaign  planned  for 
the  coming  year  will,  undoubtedly,  result  in 
even  surpassing  the  admirable  record  of  1922. 

Everybody's  Talking  Machine  Co.  specializes 
entirely  in  talking  machine  parts  and  through 
quality  of  product  and  service  rendered  has 
built  for  itself  an  enviable  position. 


C.  W.  FLOOD  JOUSS  GENERAL  RADIO 


Made  General  Manager  of  Talking  Machine 
Division  of  General  Radio  Corp. — Remarkable 
Growth  of  Sales  in  Past  Year 


Philadelphia,  Pa.,  January  2. — Walter  L. 
Eckhardt,  president  of  the  General  Radio  Corp., 
of  this  city,  has  announced  that  beginning  with 
the  new  year  the  talking  machine  division  of 
the  organization  has  been  under  the  supervision 
of  C.  W.  Flood  as  general  manager.  Mr.  Flood 
needs  no  introduction  to  the  talking  machine 
industry.  His  position  for  many  years  as  man- 
ager of  the  Interstate  Phonograph  Co.,  Pathc 
distributor  of  this  city,  earned  for  him  many 
sincere  friends  throughout  the  trade.  It  will 
be  remembered  that  Mr.  Eckhardt  was  formerly 
president  of  the  Interstate  Phonograph  Co. 
and  thus  Mr.  Flood  and  Mr.  Eckhardt  are  re- 
united in  co-operative  work  after  a  compara- 
tively short  period  apart.  Since  Mr.  Eckhardt 
formed  the  General  Radio  Corp.  he  has  had 
associated  with  him  many  of  his  former  co- 
workers, such  as  C.  S.  Tay,  H.  A.  Pope  and 
now  C.  W.  Flood. 

Both  the  talking  machine  and  radio  divisions 
of  the  company  have  shown  remarkable  growth 
during  the  past  year.  The  talking  machine  de- 
partment has  charge  of  the  distribution  of 
Strand  phonographs  and  Okeh  records.  Mr. 
Eckhardt  reports  that  record  sales  have  passed 
all  expectations  and  phonographs  are  going 
strong. 

Radio  business  has  also  been  exceptional  both 
on  R  C  A  sets,  of  which  it  is  distributor,  and 
the  Geraco  line  of  parts,  which  it  manufac- 
tures. The  Music  Master  horn  has  also  en- 
joyed exceptional  success. 

Christmas  day  did  not  see  the  end  of  this 
good  business  as  each  morning  thereafter  the 
mail  was  filled  with  substantial  orders  and 
many  complimentary  expressions  from  dealers 
on  the  quick  salability  of  the  products.  Mr. 
Eckhardt  stated:  "As  we  enter  the  new  year 
I  feel  confident  that  it  is  going  to  be  an  ex- 
ceptionally satisfactory  one." 


J.  Henry  Ling,  founder  of  the  Ling  Piano 
House,  1266  Library  avenue,  Detroit,  Mich.,  has 
decided  to  remain  in  business  instead  of  re- 
tiring, as  was  announced  a  year  ago. 


J.  A.  CRABTREE  VISITING  EUROPE 

Vice-president  of  the  International  Mica  Co., 
Philadelphia,  Analyzing  Conditions  Abroad 

Philadelphia,  Pa.,  January  2. — James  A.  Crab- 
tree,  vice-president  of  the  International  Mica 
Co.,  of  this  city,  sailed  last  month  on  the  "Olym- 
pic" for  an  extended  visit  to  Europe.    This  is 


During  the  past  year  the  International  Mica 
Co.  secured  as  a  subsidiary  the  Pennsylvania 
Radio  Laboratories,  manufacturer  of  a  wide 
line  of  radio  apparatus  for  dealers  and  dis- 
tributors. The  line  is  wide  in  scope,  including 
a  cabinet  model  known  as  No.  1001,  which  is 
attractively  encased  in  a  solid  mahogany  cabinet 
made  by  the  Unit  Construction  Co.,  also  of  this 
city.  The  cabinet  is  exceptionally  well  finished 
and  equipped  with  heavily  nickeled  hardware 
and  polished  black  molded  parts.  The  com- 
pany also  manufactures  a  popular  unit  line  en- 
abling the  purchaser  to  start  with  three  units 
and  add  one  unit  at  a  time  until  the  number 
five  combination  is  reached.  The  company 
guarantees  this  set  a  radius  of  1,000  miles.  In 
addition  to  the  complete  sets  a  line  of  acces- 
sories is  manufactured  to  take  care  of  the  re- 
quirements of  the  amateur  who  wants  to  build 
his  own  set.  Model  1001  is  reported  to  be  find- 
ing particular  favor  in  the  talking  machine 
trade.  It  is  said  that  this  set  has  been  sim- 
plified to  the  point  where  there  are  only  two 
major  adjustments  and  the  acoustic  principles 
have  been  perfected  to  a  remarkable  degree.  It 
is  also  stated  that  this  model  is  being  mer- 
chandised on  an  exclusive  territory  proposition 
without  any  large  order  guarantees.  The 
catalog  No.  T-177  is  now  ready  for  distribution 
and  is  said  to  constitute  an  important  handbook 
in  the  radio  field. 


PURCHASES  ANSONIA  MUSIC  SHOP 


James  A.  Crabtree 

one  of  a  number  of  trips  that  Mr.  Crabtree 
has  made  to  the  other  side,  all  of  which  were 
undertaken  as  a  means  of  providing  maximum 
service  to  users  of  Imico  products.  As  on  other 
trips,  Mr.  Crabtree  will  thoroughly  investigate 
and  analyze  conditions  in  the  various  market 
centers  of  Europe  for  a  comparison  of  products 
and  notation  of  improvements. 


Cornelius  Abelowitz  has  purchased  the  stock 
and  retail  warerooms  of  the  Ansonia  Music 
Shop,  Inc.,  2130  Broadway,  New  York  City. 
I'he  store  will  carry  Victor  and  Brunswick  talk- 
ing machines.  Mr.  Abelowitz  was  formerly  a 
member  of  the  Abelowitz  Phonograph  Co.,  1353 
St.  Nicholas  avenue,  New  York  City,  and  is  the 
brother  of  Chester  Abelowitz,  of  the  Eastern 
sales  department  of  the  Brunswick-Balke-Col- 
lender  Co. 


On 

Guard 


Penn-Victor  Dogs  are  the  best  watchmen  of  Victor 
Welfare  in  the  Home. 

Sold  by  most  Victor  Distributors. 
Write  them  or  us  for  prices. 

Penn  Phonograph  Company 


913  Arch  Street 


Victor  Wholesale  Only 


Philadelphia,  Pa. 
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New  Conceptions  of  Business  Practice  Are 
Assuming  Growing  Importance  : 


By  W.  Braid  White  | 


nil! 

It  is  not  far  from  the  truth  to  say  that  the 
popular  thought  has  changed  more  upon  mat- 
ters usually  considered  to  be  fundamental  dur- 
ing the  years  since  1914  than  during  the 
previous  quarter-century  at  least.  In  some 
ways  we  seem  to  have  come  forward  a  cen- 
tury during  these  last  eight  years.  For  all 
this  the  war  is  responsible  not  half  so  much 
as  are  the  conditions  of  which  the  war  was 
the  climax.  The  world  in,  say,  July,  1914, 
was  a  volcano  of  passions,  emotions  and  be- 
liefs which  had  been  simmering  for  more  than 
a  century  and  which  in  any  case  would  sooner 
or  later  have  boiled  over.  The  war  came,  and 
the  whole  cauldron  shot  out  the  devil's  brew 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy 

which  for  so  long  had  been  cooking  in  it.  The 
release  of  the  pent-up  energy  has,  of  course, 
been  accompanied  by  the  usual  excesses  and 
exaggerations.  But  one  result  is  definite 
enough:  thought  has  been  freed  to  an  extent 
wholly  unforeseeable.  In  every  department  of 
human  action  there  has  been,  since  1914,  a 
freedom  of  discussion  and  a  boldness  in  draw- 
ing conclusions  which  before  that  year  would 
have  been  wholly  impossible. 

Fundamental  Business  Thinking 
Business  has  not  escaped  the  impact.  Busi- 
ness men  are  thinking  to-day  about  the  funda- 
mentals of  their  position  as  they  have  never 
thought  before.    They  are  questioning  axioms 
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Btuillt  by  Engineers 

e  hiElhest  Enrineerfiiriig:  SkOl 


Designed  to  stand  the  strain  of  hard 
usage. 

Built  to  run  smoothly  and  noise- 
lessly under  varying  conditions. 

Operated  with  uniformity,  and  con- 
stant in  speed. 


Write  for 
Prices 


Write  for 
Prices 


5phtnx  Gramophone  Motors  Lc. 
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which  have  for  long  been  considered  unques- 
tionable and  principles  which  were  thought  to 
have  been  demonstrated  beyond  cavil.  There 
is  much  dissatisfaction  among  all  who  are  not 
content  with  mere  drifting,  but  this  is  to  the 
good.  It  is  highly  desirable  that  there  should 
be  plenty  of  discussion  on  all  fundamentals. 
The  more  there  is  the  healthier  will  be  our 
state  of  mind  and  the  more  likely  we  shall 
be  to  attain  correct  thinking  and,  consequently, 
true  remedies  for  any  evils  or  defects  we  may 
discover.  The  greatest  mistake  in  the  world 
is  the  mistake  of  stifling  free  inquiry  and  gag- 
ging free  speech.  A  democracy  certainly  has 
no  right  to  frown  on  free  discussion,  for  what 
is  democracy  but  government  by  discussion? 
When  business  men  feel  that  anything  about 
business  ought  to  be  regarded  as  too  sacred 
for  inquiry,  except  the  principles  of  truth  and 
honesty,  then  we  may  be  sure  that  there  is 
something  wrong  with  the  conduct  of  these 
business  men  and  with  their  ideas  about  busi- 
ness. 

Right  and  Wrong  Ideas  of  Salesmanship 

The  motive  power  of  business  is  salesman- 
ship, which,  we  regret  to  say,  had  become  popu- 
larly classed  with  something  not  far  from 
trickery.  .  That  is  to  say,  the  salesman  had 
come  to  be  regarded  as  a  person  who  kept 
business  moving  by  means  of  his  personal 
magnetism,  his  good  fellowship,  or  something 
else  only  remotely  connected  with  the  merits  of 
his  goods.  Now  we  all  know  that  the  best 
goods  in  the  world  may  be  sold  by  salesmen 
who  are  themselves  the  worst  enemies  of  their 
own  goods.  Personality  indeed  is  a  factor 
which  cannot  be  overlooked,  but  the  trouble 
with  too  many  people  is  that  they  think  of 
salesmanship  as  playing  one's  personality  with- 
out much  reference  to  the  goods  or  their  merits. 
It  is  this  pernicious  idea  which  wise  business 
men  of  to-day  are  fighting. 

Definition  of  Business 

The  thought  to-day  is  that  business  should 
consist  of  free  and  fair  exchange,  by  means 
of  a  mechanism  termed  money,  in  virtue  of 
which  those  who  do  their  share  of  the  world's 
work  are  entitled  to  obtain,  and  may,  in  fact, 
obtain  their  due  share  of  the  things  not  pro- 
duced by  themselves,  which  they  need  for  their 
comfort  or  satisfaction.  This  conception  of 
business  is  the  modern  conception,  but  it  is 
also  the  most  ancient.  All  business  began  as 
barter,  and  the  dog-fight  conception  is  merel> 
a  diseased  belief  which  sprang  from  the  crazy 
materialism  of  the  eighteenth  and  nineteenth 
centuries,  a  materialism  which  is  still  to  be  felt 
among  us  and  which  still  animates  the  more 
vulgar  and  cunning  among  business  men.  It 
is,  however,  as  certain  as  anything  in  the  world 
that  the  wise  among  business  men  everywhere 
recognize  that  the  object  of  business  is  pri- 
marily to  serve  the  world  and  only  secondarily 
to  make  individuals  rich  in  money  and  goods. 
The  second  aim  is  bound  to  follow  the  first, 
if  the  first  be  scientifically  carried  out;  but 
it  is  the  first  aim,  the  service  aim,  which  mat- 
ters to  the  world  and  which  to-day  is  under- 
stood to  be  prime  and  foremost. 

Salesmanship  Is  Service 

If  this  means  anything  it  means  that  sales- 
manship first  of  all  is  service.  It  is  the  process 
whereby  men  and  women  are  put  in  possession 
of  the  things  they  need.  Civilized  life  is  so 
complex  that  the  machinery  of  exchange  can 
only  be  run  by  the  constant  application  of 
salesmanship,  which  is  the  presentation  of 
propositions  for  the  exchange  of  goods  for 
money.  In  reality,  of  course,  it  is  simply  goods 
for  goods,  the  money  merely  being  a  part  of 
the  system  of  exchange. 
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IMPORTANT! 


The  work  of  preparing  the  1923  edi- 
tion of  the  TALKING  MACHINE 
WORLD  TRADE  DIRECTORY  is 
going  ahead  rapidly,  and  this  year's 
DIRECTORY  promises  to  far  excel 
in  every  detail  the  1922  edition. 

The  advertising  forms  of  the  1923 
DIRECTORY  will  close  February 
15th.  Advertising  space  in  the  1923 
edition  will  be  limited,  and  if  you 
have  not  yet  reserved  space  we  would 
urge  you  to  do  so  now. 

A  circulation  of  at  least  10,000  for  the 
1923  edition  is  assured.  This  book 
will  be  used  as  a  buying  and  reference 
guide  for  the  next  twelve  months,  and 
it  therefore  offers  manufacturers  an 
exceptional  opportunity  to  secure 
effective,  valuable  advertising  at  a 
very  low  cost.  Advertising  rates  on 
request. 


//  you  are  manufactur- 
ing or  distributing  any 
talking  machine  prod- 
uct,  you  should  be 
listed  in  the  TALK- 
ING MA  CHINE 
WORLD  TRADE 
DIRECTORY.  This 
service  is  free.  Send 
for  data  sheets  if  you 
desire  to  be  listed. 


Edward  Lyman  Bill,  Inc. 

373  Fourth  Ave.,  New  York,  N.  Y. 
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In  bond  selling  it  is  recognized  that  sales- 
manship consists  of  exchanging  income  and 
security  for  money.  In  the  motor  car  field  the 
process  deals  with  transportation,  plus  or 
minus  luxury.  In  real  estate  salesmanship  the 
motive  power  is  the  idea  of  home  owning 
and  independent  family  life.  And  so  on.  The 
wisest  business  men  are  more  and  more  coming 
to  look  with  a  sort  of  contempt  upon  the 
purely  speculative  side  of  business  and  to  see 
that  the  great  thought  for  to-day  and  for  the 
future  is  that  of  rendering  service  to  the  world. 
The  faint  heart  need  not  fear  that  he  will 
starve.  The  economic  history  of  the  modern 
day  shows  clearly  that  the  world  will  richly 
reward  those  who  have  something  that  the 
world  needs,  provided  that  scientific  salesman- 
ship is_  applied  to  bring  the  world  and  the 
needed  thing  together. 

Where  Our  Business  Comes  In 

All  this  applies  to  the  talking  machine  busi- 
ness most  clearly,  sharply  and  positively.  For 
the  talking  machine  business  is  concerned  with 
rendering  to  the  world  a  most  important  and 
needed  service,  the  service  of  music.  All  pop- 
ular art  is  the  expression  of  the  feelings  of 
all  the  people.  Whatever  art  flourishes  most 
at  .any  epoch  may  be  taken  to  be  a  fairly 
clear  expression  of  the  feelings  and  beliefs  of 
that  epoch.  To-day  music  is  the  one  art  which 
shows  real  activity,  real  liveliness.  Music  is 
the  modern  art  par  excellence;  which  is  simply 
another  way  of  saying  that  to-day  music,  more 
accurately  than  any  other  form  of  expression, 
meets  the  unspoken  but  deeply  felt  needs  of 
the  people.  That  is  why  the  people  want  music, 
and  why  they  will  have  it  at  any  cost.  Now 
the  talking  machine  is  of  all  music  givers  the 
most  generally  useful.  It  is  the  unsurpassed 
music  means  for  the  home.  Everybody  wants 
it  who  has  not  already  got  it  and  those  who 
already  have  it  want  more  and  more  of  its 
music.    If  anv  one  exists  who  neither  has  nor 


wants  a  talking  machine  that  person  is  cither 
stone  deaf  or  in  need  of  an  interview  and  a 
demonstration.  If  every  merchant  who  sells 
music  in  any  of  its  forms  were  really  con- 
vinced of  these  truths  there  would  be  no  need 
to  say  a  word  about  salesmanship. 

Equal  Profits  to  Each  Party 

No  trickery,  no  sharp  dealing,  no  lies,  no 
exaggerations  are  needed  in  selling  talking 
machines.  The  process  is  the  nearest  approach 
yet  discovered  to  that  perfect  barter  which 
gives  equal  profit  to  each  party,  profit  equal 
in  degree  though  different  in  kind.  If  every 
talking  machine  man  would  realize  that  he  is 
really  in  the  position  of  being  able  to  benefit 
everybody  who  does  business  with  him  he 
would  feel  sorry  rather  than  sore  when  a  sale 
was  missed,  for  he  would  see  that  the  pros- 
pect had  failed  to  connect  up  with  a  benefit 
due  him,  rather  than  that  the  salesman  had 
failed  to  do  some  bit  of  sharp  work.  The 
careers  of  those  who  to-day  are  selling  talk- 
ing machines  and  records  in  the  largest 
quantities  are  the  careers  of  men  who  under- 
stand that  they  are  selling  music,  and  that 
to  sell  music  is  the  most  honorable  of  occupa- 
tions, for  it  is  the  one  occupation  which  need 
never  bring  regret. 

Moreover,  and  lastly,  salesmanship  being  the 
process  of  putting  through  equitable  ex- 
changes music  salesmanship  need  never  be  con- 
ducted as  if  price  entered  seriously  into  the 
question.  To  ofifer  "bargains"  in  talking  ma- 
chines or  records  is  to  do  the  most  unneces- 
sary thing  in  the  world.  Every  legitimate 
talking  machine  or  record  is  cheap  at  any 
reasonable  price. 

Not  perhaps  all  at  once  will  new  conceptions 
conquer  and  persuade  every  one,  but  these  new 
conceptions  of. business,  which  in  reality  are 
very  old,  are  gaining  ground  with  such  rapidity 
that  he  who  does  not  lay  hold  on  them  now 
will  soon  be  miles  behind  in  the  race. 


USES  PUBLICITY  AS  SALES  INCENTIVE 


H.  C.  Grove,  Inc.,  Features  New  Process  Co- 
lumbia Record  Advertising — Sales  Totals 
Materially  Increased  as  Result  of  Drive 


Washington,  D.  C,  January  7. — H.  C.  Grove, 
Inc.,  well-known  Columbia  dealer  in  this  city, 
took  full  advantage  of  the  recent  newspaper 
campaign  sponsored  by  the  Columbia  Grapho- 
phone  Co.  in  behalf  of  Columbia  New  Process 
records.  Trimming  his  window  with  New 
Process  record  advertising  copy  and  featuring 
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Grove  Features  Columbia  Records 

the  full  newspaper  page  in  his  display,  Mr. 
Grove  reports  that  hundred  of  records  were 
sold  to  new  customers  on  the  day  that  the  ad- 
vertising appeared.  This  publicity,  moreover, 
not  only  produced  sales  for  this  particular  day, 
but  for  weeks  afterward  H.  C.  Grove,  Inc., 
lined  up  new  customers  on  the  strength  of  this 
New  Process  record  publicity. 


MOVES  TO  NEW  LOCATION 

PiTTSKiELD,  Mass.,  January  8. — John  P.  Middle- 
ton,  Victor  dealer  of  this  city,  has  moved  his 
business  to  attractive  and  spacious  quarters  in 
the  Syndicate  Block. 


Showing  Reproducer  of  Jewel  Needle  Equipment  Turned 
Up  to  Change  Needle;  Also  Position  When  Not  in  Use 


Showing    Reproducer    of    Jewel    Needle    Equipment  in 
Position    for    Playing    Lateral    Cut    Records   on  Edison 
Phonograph 


For  The  New  Edison 


Showing  Reproducer  of  Jewel  Needle  Equipment  in 
Position  for  Playing  Edison  Record  With  Fibre  Needle. 
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Plays  all  types  of  records.  Operates  the  same  as 
the  "EDISON"  with  the  LEVER. 

No  adjustments  necessary  when  changing  from 
lateral  to  vertical  cut  records.  Stop  prevents 
swinging  to  the  right. 

Needle  scratch  almost  entirely  removed. 

Turning  back  of  Reproducer  permits  of  easy 
access  to  needle  socket  and  saves  records  from 
unnecessary  scratching. 

Is  the  ONLY  equipment  that  plays  vertical  cut 
records  with  a  Fibre  needle  in  the  proper 
"EDISON"  position  with  the  Reproducer 
turned  FACE  DOWN  to  the  record,  giving  it 
a  floating  action. 


NOT 

Just  Another  Equipment 

BUT 

a  distinct  improvement  in 
Tone  Reproduction  as  well  as 
in  Mechanical  Construction 
and  Finish. 

Send  for  descriptive  circular 
which  contains  "HINTS  RE- 
GARDING THE  CARE  OF  A 
PHONOGRAPH." 
WRITE  YOUR  EDISON  JOB- 
BER.  HE  HAS  IT. 
Price  the  same.     Liberal  dis- 
count to  dealers. 
GUARANTEED    IN  EVERY 
WAY. 

MONEY  BACK  IF  NOT 
SATISFIED. 

We  handle  highest  grade 
Jewel  Point  Needles. 


JEWEL  PHONOPARTS  COMPANY 


Showing  Back  View  of  Jewel  Needle  Equipment  in  Posi- 
tion for  Playing  Lateral  Cfut  Records  on  Edison  Phonograph 


Needle  CENTERS  on  all  records. 

Straight  air-tight  construction  and  absence  of 
movable  joints  insure  perfect  reproduction  and 
great  volume. 

Pivoted  ball-joint  insures  perfect  reproducticm  and 
freedom  of  movement  both  vertically  and  hori- 
zontally. 

Weight  is  the  lightest  that  can  produce  perfect 
results,  thus  saving  the  record,  and  permitting  a 
freedom  and  sweetness  of  tone  considered  impos- 
sible. 

Indestructible  NOM-Y-KA  diaphragms  do  not 
blast,  crack,  split  or  warp,  and  are  the  greatest 
development  in  phonographic  sotind  reproduction 
in  years. 

160  W.  Whiting  St.,  Chicago 
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CANTON,  0. 


Fine  Holiday  Trade — Foreign  Rec- 
ords in  Demand  —  Klein-Heffel- 
man-Zollars  Dividend — The  News 

Canton,  O.,  January  3. — Holiday  business  ex- 
ceeded the  fondest  expectations  of  optimistic 
dealers  in  greater  Canton.  Moderate-priced 
merchandise  was  in  most  demand,  but,  from  all 
reports,  there  were  many  high-priced  machines 
sold  during  the  month.  One  of  the  most  dis- 
couraging factors  at  Christmastime  was  the  in- 
ability of  dealers  to  get  all  the  machines  they 
wanted.  In  some  instances  stores  would  have 
done  considerably  more  business  had  certain 
models  been  available. 

"Demand  for  foreign  records  is  still  heavy," 
Sam  Mirkin,  manager  of  the  Canton  Music  Co., 
said.  "Especially  wanted  are  German  records 
of  the  more  popular  strain."  He  declared  that 
hundreds  were  purchased  for  Christmas  gifts 
among  the  large  foreign  colony  of  Canton  and 
that  not  in  the  history  of  the  concern  had  the 
holiday  record  business  been  so  brisk.  The 
Canton  Music  Co.  is  the  only  store  in  greater 
Canton  featuring  foreign  talking  machine  rec- 
ords. 

Jacob  Piper,  prominent  Canton  banker,  an- 
nounces that  work  has  been  started  on  a  new 
arcade  at  Tuscarawas  street,  E.,  and  Walnut 
avenue,  S.  E.,  which,  when  completed,  will  house 
more  than  twenty  specialty  shops,  including  a 
modern  music  store. 

Mrs.  C.  M.  Alford,  of  the  Alford  &  Fryar 
Music  Co.,  this  week  announced  that  never  in 
the  history  of  the  trade  had  Okeh  record  sales 
been  as  brisk  as  during  the  two  weeks  previous 
to  Christmas.  Sales  of  Gennett  records  this 
Christmas  season  were  also  very  satisfactory. 

Phonographed  while  you  wait.  This  might 
be  the  working  motto  of  J.  J.  Warner,  who 


operates  a  recording  laboratory  here,  where  a 
number  of  Cantonians  recently  have  had  their 
singing  and  talking  voices  put  into  permanent 
form.  A  novelty  just  developed  by  Warner 
permits  recording  of  the  voice  on  a  thin  disc 
that  can  be  accommodated  on  an  ordinary  pos- 
tal card  and  a  number  of  people  sent  them  as 
Christmas  greetings  to  their  friends. 

The  Klein-Heffelman-Zollars  Co.  has  declared 
the  regular  quarterly  dividend  of  $1.75  per  share 
on  preferred  stock,  payable  January  1.  This 
concern  handles  Victor  talking  machines  and 
records  and  maintains  one  of  the  largest  piano 
sections  in  this  part  of  the  country. 

The  Better  Stores  Co.,  new  department  store 
on  Market  avenue,  has  installed  the  Playertone 
line  of  talking  machines  and  in  a  window  dis- 
play last  week  featured  the  new  models  of  this 
machine. 

Jesse  H.  Barnes,  for  several  months  with  the 
Armstrong  Hardware  Co.,  New  Philadelphia,  O., 
has  joined  the  sales  forces  of  the  Rhines  Edison 
Shop  at  Massillon,  O.  Mr.  Barnes  won  the 
distinction  in  1921  of  having  sold  the  most 
Edison  machines  in  the  New  Philadelphia  dis- 
trict. 

Prediction  is  made  by  C.  M.  Alford,  Canton 
distributor,  that  the  present  year  will  be  one  of 
the  most  active  for  the  Cheney  talking  machine 
in  its  history.  Mr.  Alford  also  reports  that  the 
Starr  phonograph  showed  substantial  gain  in 
sales  in  1922  and  that  he  planned  to  feature  this 
machine  more  than  ever  this  year. 

So  heavy  has  been  the  talking  machine  busi- 
ness at  the  store  of  the  William  R.  Zollinger 
Co.  that  officials  of  the  company  are  contem- 
plating adding  new  booths,  according  to  Man- 
ager Pyle  of  the  department.  He  said  this 
week  that  for  several  weeks  so  heavy  has  been 
the  record  business  that  as  many  as  five  ma- 
chines at  one  time  have  been  in  use  on  the 
sales  floor  demonstrating  records.  A  gain  of 
50  per  cent  over  last  year  is  reported  by  this 
store  in  Victor  machine  sales. 

A  marked  improvement  in  sales  of  the  Sonora 


phonographs  is  reported  in. Canton  by  the  Van 
Fossen-Smiley  Piano  Co.,  sole  distributor  of 
this  phonograph  in  Canton.  Shortage  of  some 
models  retarded  sales  to  some  extent,  it  is  re- 
ported. According  to  Mr.  Van  Fossen,  Vocation 
record  sales  were  so  heavy  that  the  department 
was  almost  cleaned  out  at  the  wind-up  of  the 
Christmas  shopping  season. 


SUFFERS  FIRE  LOSS  IN  OMAHA 

Blaze  in  Adjoining  Building  Damages  Musical 
Instrument  Stock  of  A.  Hospe  Co. 


O.MAHA,  Neb.,  January  6.— A  fire  which  broke 
out  in  the  Woolworth  five  and  ten-cent  store, 
401-5  West  Broadway,  this  city,  recently  seri- 
ously damaged  the  stock  in  the  music  store  of 
A.  Hospe  at  407,  just  across  a  small  alley,  al- 
tliough  the  building  itself  was  saved  from  any 
considerable  damage.  When  it  was  seen  that 
the  fire  was  threatening  the  Hospe  building 
workmen  began  moving  the  stock  and  a  con- 
siderable part  of  it  was  moved  before  the  fire 
became  too  fierce  to  allow  of  their  continuing 
the  work  of  saving  the  stock. 


COLUMBIA  DEALER  ELECTED  MAYOR 


R.  T.  Kingsbury,  President  of  G.  H.  Tilden  Co., 
Elected  Mayor  of  Keene,  N.  H. 


Keene,  N.  H.,  January  8. — R.  T.  Kingsbury, 
president  of  the  G.  H.  Tilden  Co.,  of  this  city, 
exclusive  Columbia  dealer,  has  been  elected 
mayor  of  this  city.  Mr.  Kingsbury  has  for 
many  years  been  identified  with  practically 
every  civic  movement  in  the  city  of  Keene,  and 
a  little  over  a  year  ago  was  instrumental  in 
putting  over  a  most  successful  drive  calling  for 
a  considerable  sum  of  money  for  the  erection 
of  a  hospital.  Mr.  Kingsbury  was  active  in  all 
war  work  and  his  election  as  mayor  is  a  fitting 
tribute  to  the  spirit  of  co-operation  that  he  has 
manifested  toward  his  fellow-citizens. 
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IT  PAYS  TO  PUSH 

HALL  FIBRE  NEEDLES 

The  one  iiecillo  that  makes  tone — that  cannot  possibly  injure 
tlie  record — is  niitiirally  a  necessary  jiccessory  of  the  TALK- 
ING M.\CHINE  BliSINESS.  YOli  NEIiI>  HAI.Ij  FIHRK 
NEEDIjES  in  your  business  to  give  satisfactory  service  to  your 
customers. 

HALL  MANUFACTURING  CO. 

Successors  to  B  &  H  FIBRE  MFG.  CO. 

33-35  W.  Kinzle  St.  Chicago,  III 


IHALU  " 


Date   

Jobber's  Name     

Address  

Gentlemen: — Please  forward  via    

 CARTONS  COMBINATION  HALL  FIBRE  NEEDLES 

25  pkg.  No.  1—50  pkg.  No.  5. 

 CARTONS  NO.  5  PACKAGES  HALL  FIBRE  NEEDLES 

100  pkg.  in  carton. 

 CARTONS  NO.  1  PACKAGES  HALL  FIBRE  NEEDLES 

50  pkg.  in  carton. 

DEALER'S  NAME   

ADDRESS   
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Buy  from  the  two  largest  jobbers  in  the  countrif 
MEW  YORK  ,  CHICAGO 

TALKING  MACHINE  G  ^  p^^^tJr^'^  TALKING  MACHINE  (o 
521  West  57  th  Street  12  North  Michigan  Ave 

Victor  Wholesalers  ^:Kclusively 
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Western  Division  of  The  World,  Chicago,  III.,  Jan.  8,  1923. 
Eighteen  years  ago  the  first  number  of  The  Talking  Machine 
World  saw  the  light.  It  was  pretty  small  compared  with  the 
heavyweight  on  one  of  whose  pages  these  words 
appear.  But  its  editors  had  some  advantages. 
They  did  not  have  to  look  backwards,  as  their 
first  number  came  forward  in  the  new  year  of 


Eighteen 

Years 

Ago 


1905  when  European  wars  seemed  impossible  and  the  talking 
machine  business  seemed  to  furnish  a  very  small  field  for  a  trade 
paper  to  enter.  No !  Number  One  did  not  have  to  look  backwards 
and  wonder  why  the  last  year's  business  was  not  bigger  than  it 
had  turned  out  to  be;  because,  you  see,  there  was  no  last  year  so 
far  as  that  journalistic  infant  was  concerned.  But  we — eighteen 
years  later— we  have  a  lot  to  look  back  upon.  We  have  something 
to  regret,  no  doubt,  but  we  have  much,  very  much  more  to  make 
us  feel  pleased.  For  at  this  very  time,  entering  upon  the  nine- 
teenth year  of  this  big  paper,  we  look  forward  and  see,  in  the 
light  of  past  experience,  the  talking  machine  business  reaching 
forward  to  heights  and  depths  which  once  would  have  seemed 
inconceivable.  We  have  the  past  to  teach  us  what  the  future  may 
have  in  store  for  us.  And  that  past  is  uniformly  encouraging,  on 
the  whole.  So  many  wonderful  things  have  happened  since  Janu- 
ary, 1905,  in  this  talking  machine  business  of  ours,  that  one  can 
hardly  consider  any  prediction  for  the  future  too  unlikely  or  exag- 
gerated. Looking  forward  into  1923,  we  can  see  ahead  only  happy 
activity  in  a  trade  which  is  standardizing  itself  along  sane  lines. 
Business  has  been  stimulated  by  the  growing  national  interest  in 
music,  and  kept  going  by  the  experience-bought  wisdom  of  mer- 
chants. Merchants  and  manufacturers  are  working  together  in 
harmony,  and  in  the  light  of  the  prosperity  thus  foreshadowed 
the  new  year  has  opened  auspiciously. 


When  we  spoke  above  about  The  Talking  Machine  World  en- 
tering on  its  nineteenth  year  we  were  not  thinking  about  other 
anniversaries  that  might  be  coming  along  at  the 
same  time,  or  else  we  might  have  mentioned  the 
very  interesting  fact  that  the  fiftieth  anniversary 
of   the   Widdicomb   Furniture   Co.,   in  Grand 


Widdicomb's 

Golden 

Jubilee 


Rapids,  is  being  celebrated.  Widdicomb  was  a  name  known  for 
beautiful  furniture  for  many  years  before  it  became  associated 
with  phonographs.  Upon  engaging  in  the  manufacture  of  these 
instruments  the  name  Widdicomb  was  early  heard  of  in  the  devel- 
opment of  console  and  period  models,  which  have  now  become  so 
popular.  Widdicomb  work  has  here  left  its  impress  upon  the 
present  trend  of  design  and  thought.  This  is,  of  course,  natural 
enotigh,  for  the  Widdicomb  tradition  was  ever  solidly  on  the  side 
of  the  best  in  workmanship  and  in  design  alike.  It  is  always  inter- 
esting to  note  the  outstanding  sign  posts  in  the  development  of  a 
great  business  house,  which  is  always,  of  course,  the  outward  ex- 
pression of  the  mentalities  which  control  it.  President  Griswold 
and  Secretary  Guest  are  accorded  our  congratulations. 


Quiet, 
Strong  and 
Efficient 


Although  for  some  reason  or  another  one  does  not  hear  so  much 
of  the  doings  of  the  Starr  Piano  Co.,  maker  of  Starr  phonographs 
and  Gennett  records,  as  of  some  other  houses, 
yet  it  is  a  fact  that  there  are  few  concerns  in  the 
talking  machine  business  which  get  so  much 
work  done  with  so  little  noise.  The  Gennett 
record  service  is  said  by  those  who  utilize  it  to  be  unusual  in 
promptitude  and  efficiency  and  they  profit  very  much  by  this  excel- 
lent service  and  even  more  by  the  generous  billboard  and  street  car 
advertising  which  greets  one  everywhere  one  goes  in  Chicago,  telling 
of  the  merits  of  the  goods  produced  in  Richmond,  Ind.  The  Starr 
name  was  of  course  not  only  well,  but  extremely  well  and  favorably, 
known  in  the  piano  trade  for  many  years  before  phonographs  were 
thought  of  as  articles  of  commerce.  Starr  piano  history,  if  we 
are  not  misinformed,  begins  at  Richmond,  Ind.,  in  1872,  and  that 


was  seven  years  before  the  first  machine  of  Edison.  Now  Starr 
phonograph  work  has  been  built  up  on  the  same  high  level  as 
Starr  piano  work.  The  Starr  organization  is  one  to  be  proud  of, 
and  the  Gennetts,  who  carried  on  the  w^ork  of  Benjamin  Starr, 
have,  to  the  credit  of  their  efforts,  a  business  structure  firml) 
founded.  When  we  spoke  of  anniversaries  we  might  have  in- 
cluded the  Richmond  institution,  too,  for  from  1872  to  1922  is 
fifty  years,  if  our  arithmetic  be  not  at  fault. 


We  are  sorry  to  see  our  good  friend  H.  B.  Levy  going  to  the 
Vocalion  headquarters  in  New  York,  for  this  makes  just  another 
good  man  sucked  into  the  greedy  maw  of  Babylon- 
by-the-Sea.  He  is  a  very  able  salesman  and  has 
looked  after  the  interests  of  the  Aeolian  Co.  here 
with  marked  success.    The  man  who  succeeds 


Recent 

Vocalion 

Changes 


him  as  head  of  the  new  Vocalion  Co.  of  Chicago  is  well  fitted  for 
the  job  of  being  his  successor,  which  statement  means  a  good  deal. 
When,  however,  we  go  on  to  say  that  the  man  we  have  in  mind 
is  F.  W.  Clement,  the  reader  who  knows  the  mid-West  trade 
will  know  that  no  mistake  has  been  made.  Mr.  Clement  has 
worked  his  way  up  through  many  a  hard  knock.  He  began  with 
the  Emerson  records  years  ago  when  they  were  the  little  six-inch 
fellows.  His  first  catalog  had  nineteen  numbers  in  it.  From  that 
to  the  mid-West  guardianship  of  the  vast  Vocalion  interests  seems 
quite  a  jump,  but  Mr.  Clement  has  been  working  his  way  steadily 
along  and  the  steps  he  has  taken  have  been  many.  He  is  a  good 
man  and  we  are  glad  to  see  him  in  his  new  post.  May  he  have 
a  big  success,  and  may  the  activities  around  Vocalion  headquarters 
on  South  Wabash  be  swift  during  the  whole  of  1923. 


The  Idea 
and 

the  Man 


One  does  not  like  to  say  how  many  years  ago  it  was  when  F.  D. 
Hall  first  took  a  bit  of  bamboo  and  fashioned  it  into  a  talking 
machine  needle,  so  as  to  see  whether  thereby  he 
could  diminish  the  scratch  and  improve  the  tone. 
Doubtless  many  other  men  -had  tried  similar  ex- 
periments, but  one  man  came  along,  in  the  fullness 
of  time,  who  not  only  tried  it  but  had  the  foresight  and  acuteness 
to  see  that  he  had  hit  upon  a  great  commercial  possibility,  where 
the  world  might  be  benefited  and  the  perfecter  of  the  idea  very 
justly  enriched.  It  is  seventeen  years  since  Mr.  Hall,  with  the 
idea  developed  into  practical  shape  and  capable  of  commercial 
production,  organized  a  company  to  put  a  fibre  needle  on  the  mar- 
ket. Today  the  Hall  Mfg.  Co.'s  agents  seek  for  bamboo  through- 
out the  Far  East,  and  the  inventor  sees  his  products  turned  out 
by  the  millions  each  year.  Only  a  short  time  ago  Fritz  Kreisler 
thought  it  no  derogation  to  his  dignity  to  say  that  he  prefers  to 
hear  his  violin  records  by  means  of  Hall  fibre  needles.  It  has 
been  a  good  long  task,  but  the  result  has  been  worth  while.  The 
fibre  needle  has  been  one  of  the  real  developments  of  the  age  and 
F.  D.  Hall  can  feel  proud  of  his  accomplishments. 


Our  news  man,  going  his  rounds,  picks  up  all  sorts  of  queer  little 
items.  Many  of  them  are  not  only  queer  but  funny.  All  are  at 
least  interesting.  Here  is  one  which  combines  all 
these  elements  in  varying  proportions,  pointing  to 
an  important  trade  development.  No  less  than 
four  different  supply  houses  where  our  news 


Increasing 

Foreign 

Demand 


man  called,  on  a  single  day  recently,  told  him.  that  orders  are 
coming  in,  not  rapidly,  but  very  steadily,  from  China  and  the  Far 
East,  for  tone  arms,  reproducers,  motors  and  other  accessories.  It 
is  true  that  the  more  prosaic  statement  was  added  that  Australia' 
and  South  America  are  buying  quite  freely  of  the  same  goods. 
Now,  talk  about  Chinese  phonographs  always  provokes  a  snicker. 
But  talking  machines  are  being  made  in  the  Celestial  land.  It  is 
interesting  to  note,  and  significant,  too,  that  in  these  foreign  coun- 
tries from  which  our  supply  houses  are  getting  large  orders  these 
days  The  Talking  Machine  World  has  a  big  clientele  of  readers. 
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Chicago,  III.,  January  8. — So  endeth  one  year 
and  beginneth  a  new  one — but  what  a  vast 
difference  between  the  beginning  of  this  new 
year  and  the  one  just  past.  As  everyone  re- 
members the  beginning  of  last  year  found  the 
trade  way  down  in  the  trough  of  depression, 
whereas  the  beginning  of  this  year  finds  it 
again  practically  stabilized.  The  chaotic  con- 
ditions have  practically  ceased  to  exist;  a  state- 
ment which  is  also  true  of  railroad  strikes  and 
labor  strifes. 

The  holiday  business,  we  can  safely  say,  ex- 
ceeded anticipations  and  the  only  thing  that 
kept  joy  from  rising  to  its  highest  heights  was 
the  fact  that,  as  usual,  the  majority  of  the  deal- 
ers failed  correctly  to  anticipate  holiday  re- 
quirements. Consequently  there  was  more  or 
less  shouting  and  clamoring  for  last-minute 
orders,  to  which  the  manufacturers  in  nearly 
all  instances  had  to  turn  a  deaf  ear.  Most  of 
them  were  working  to  capacity  and  could  find 
no  time  to  take  care  of  last-minute  rush  orders. 
If  some  inventive  genius  could  develop  some 
method  which  would  cause  dealers  to  anticipate 
lioliday  requirements,  he  no  doubt  could  easily 
sell  his  idea  for  a  million  dollars.  What  is 
really  wanted  is  something  which  will  cause 
the  dealer  to  realize  that  when  a  manufacturer 
fills  an  order  he  cannot  go  out  and  pick  the 
goods  off  the  tree,  wrap  them  up  and  throw 
them  into  the  mail  box.  To  build  a  high-grade 
instrument  requires  months  of  work,  but 
strange  as  it  may  seem,  though  many  dealers 
know  this  to  be  a  fact,  they  pay  no  attention. 
If  they  would  only  remember  and  beein  order- 


ing for  Christmas  delivery  at  least  two  months 
in  advance  they  would  be  in  a  position  then 
to  take  care  of  any  trade  development  and 
would  make  more  money  by  far. 

When  one  wanders  around  the  trade  he  hears 
on  every  side  suggestions  and  comment  as  to 
what  will  prevail  during  1923.  Nearly  every- 
one is  of  the  opinion  that  1923  will  show  a  good 
steady  business.  It  is  not  believed  that  there 
will  be  any  price  cutting,  but  it  is  believed  that 
if  there  does  happen  to  come  a  change  in  price 
it  will  be  by  way  of  an  increase.  It  is  also 
believed  by  many  that  the  majority  of  the  big 
manufacturing  institutions  will  make  radical 
changes  in  the  architecture  and  mechanical 
equipment  of  their  instruments  during  the  new 
year.  Just  what  these  changes  will  be  no  one 
seems  to  know  or  to  be  able  to  offer  a  plausible 
suggestion.  Nevertheless,  it  is  believed  some- 
thing of  the  sort  is  bound  to  happen  ere  long. 
A  Very  Tidy  Sum 

It  is  conservatively  estimated  by  the  business 
men  of  Chicago  that  Chicagoans  spent  $100,- 
000,000  on  Christmas  merchandise.  It  is  also 
estimated  that  the  Loop  alone  contributed 
something  like  $80,000,000  of  this  vast  amount. 
The  balance  was  scattered  throughout  the  out- 
lying districts. 

It  is  also  estimated  by  leading  business  men 
here  that  one-fourth  of  this  tremendous  amount 
of  money  was  spent  for  musical  instruments, 
furniture,  household  articles.  The  talking  ma- 
chines stand  out  very  prominently  among  these 
and  every  dealer  around  the  city  has  reported 
exceptionally  brisk  sales.    Every  business  man 


is  positive  that  the  holiday  sales  cast  correct 
shadows  of  coming  events  and  is  therefore 
looking  forward  to  a  banner  year  during  1923. 

One  incident  worthy  of  mention  was  noted 
repeatedly  throughout  the  trade  and  it  is 
that  many  of  the  dealers  not  only  incorporated 
the  spirit  of  Christmas  in  their  windows,  but 
called  the  public's  attention  to  the  fact  that  in 
nearly  every  home  there  is  such  a  person  as 
mother.  It  is  the  first  time  this  point  has  been 
so  prominently  brought  out,  among  not  only 
talking  machine  dealers,  but  dealers  in  every 
other  line  as  well.  It  seems  that  in  bygone 
years  the  wants  of  every  one  of  the  family 
have  been  looked  into  carefully  before  presents 
were  bought,  whereas  in  mother's  case  she  was 
always  regarded  in  a  different  light.  It  was 
the  idea  that  the  only  kind  of  a  present  she 
would  like  would  be  something  which  would 
make  her  more  efficient  in  her  household  duties. 
Consequently  mother  was  invariably  given  a 
carving  set,  a  vacuum  sweeper,  or  a  washing 
machine,  but  very  few  ever  thought  of  giving 
her  something  which  would  tickle  her  vanity. 
This  year,  however,  mother  was  placed  in  the 
sweetheart  class  and  she  was  given  other 
things  besides  working  tools. 

The  talking  machine  men,  like  a  great  many 
other  dealers,  developed  this  idea  this  Christ- 
mas and  in  order  to  put  it  over  filled  their 
windows  with  talking  machines,  pianos  and 
other  musical  instruments.  These  were  all 
wrapped  up  in  pretty  tissue  paper  coverings, 
held  together  with  ribbons  and  carrying 
(Continued  on  f^agc  104) 
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THE  ORO-TONE  O-G  CONCERT  ARM 

With  Angle  Throw  Back  Improvement 

Ttie  Last  Word  in  Scientific  Tone  Arm  Reproducer  Construction 

If  you  are  in  the  market  for  a  tone  arm  combination  that  has  splendid  eye  value,  that  is  perfect  in  operation,  that  produces  a  power- 
ful, deep  rich  tone  quality,  that  will  give  continuous  service  free  from  complaints,  you  will  be  interested  in  a  personal  inspection  and 
demonstration  of  this  concert  equipment  which  we  are  offering  at  a  price  that  we  believe  will  appeal  to  you  in  connection  with  quality 
first  standards.  DE<=CRIPTION 

No.  16,  base;  No.  15,  large  elbow;  No.  5,  adjustable  length  extension;  No.  6-9,  floating  throw-back  elbow;  M,  height  adjustment  screw; 
L,  smgle  ball  bearing;  S,  fixed  stud  in  large  elbow;  E,  stop  screw  for  swing  or  arc  of  arm,  also  hold  base  to  large  elbow;  C,  length  ad- 
justment screw;  H,  assembly  screw  for  No.  4  telescoping  extension  and  6-9  throw-back  elbow;  I,  hard  fibre  washer  to  insure  perfect  joint 
alignment  and  prevent  shake  or  rattle;  G,  lock  screw  to  prevent  assembly  screw  (H)  from  working  loose. 
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Christmas  cards  on  which  was  written  "From 
Dad  to  Mother,"  "From  John  to  Mother," 
"From  Mary  to  Mother,"  etc.  Many  of  the 
dealers  who  carried  windows  such  as  this 
.■>tated  when  interviewed  by  a  representative  oi 
The  World  that  these  windows  in  many  in- 
stances were  the  means  of  closing  sales  that 
had  been  hanging  fire  for  months.  They  also 
stated  that  the  windows  induced  even  people 
who  were  not  prospects  to  come  in  and  buy 
and  they  are  all  happy  to  say  that  the  mother 
idea  was  a  tremendous  success  and  will  be 
again  put  into  play  each  holiday  season  here- 
after. 

Chicago  Talking  Machine  Co.  Activities 

Walter  Geissler,  of  the  sales  force  of  the 
Chicago  Talking  Machine  Co.,  reports  that  the 
spirit  of  optimism  reigns  supreme  throughout 
the  aforesaid  organization.  "Victor  business 
was  far  greater  than  we  anticipated,"  said  Mr. 
Geissler,  "and  we  are  looking  forward  to  a 
wonderful  year  during  1923.  Our  dealers  are 
also  very  enthusiastic  over  the  results  of  their 
holiday  business.  They  report  that  their  ac- 
counts have  been  making  larger  cash  and 
larger  instalment  payments  and  that  the  amount 
of  the  average  sale  is  higher  than  ever  before." 
The  record  business  has  been  exceptionally 
good  and  Mr.  Geissler  attributes  this  to  the 
increase  in  special  numbers  that  the  Victor 
Co.  has  been  releasing  each  month. 

W.  C.  Griffith,  assistant  sales  manager  of  the 
Chicago  Talking  Machine  Co.,  returned  from  a 
holiday  visit  which  he  spent  in  company  with 
his  wife  at  his  mother's  home  in  Indianapolis. 

T.  W.  Williams,  of  the  sales  force  of  the 
Chicago  Talking  Machine  Co.,  with  Mrs.  Wil- 
liams, is  spending  a  week's  vacation  at  Little 
Rock,  Ark.,  where  the  couple  went  to  visit 
the  mother  of  Mr.  Williams. 

New  Columbia  Stores  Opened 

The  Milligan  Music  Shop  is  the  name  of  the 
new  talking  machine  store  recently  opened  at 


3160  North  Clark  street  by  E.  H.  Milligan, 
who  is  very  well  known  in  the  local  talking 
machine  trade.  Columbia  Grafonolas  and  rec- 
ords are  being  handled  exclusively.  The 
decorations  are  of  the  most  modern  type,  in- 
cluding hearing  booths,  record  racks  and 
counters. 

Another  new  Columbia  store  is  the  Music 
Box,  located  at  656  East  Seventy-fifth  street — 
practically  in  the  heart  of  the  Grand  Crossing 
business  district.  Proprietor  Silverstrom  is  of 
the  opinion  that  ere  long  he  will  have  one  of 
the  busiest  music  stores  in  that  locality. 

C.  R.  Johnson  is  the  new  proprietor  of  the 
Columbia  Shop  at  2941  East  Seventy-ninth 
street.  He  has  purchased  the  interest  of  the 
former  proprietor,  E.  W.  Albro,  who  opened 
this  shop  several  months  ago. 

Opens  Chicago  Headquarters 

A.  J.  Cullen,  mid-West  representative  of  the 
Hallet  &  Davis  Piano  Co.,  Boston,  Mass.,  has 
opened  headquarters  at  341  South  Wabash  ave- 
nue, where  can  be  seen  a  complete  line  of  Hal- 
let  &  Davis  talking  machines,  including  some 
very  artistic  upright  and  console  models.  In 
conjunction  with  the  line  of  talking  machines  a 
full  line  of  Hallet  &  Davis  pianos,  including 
upright,  players  and*  reproducing  grands,  is 
being  carried.  Mr.  Cullen  will  travel  from  his 
Chicago  headquarters  at  intervals  and  will  call 
on  the  trade  in  the  surrounding  States. 
Schaaf  Home  Robbed 

Harry  Schaaf,  president  of  the  Adam  Schaaf 
Piano  Co.,  Victor  and  Edison  dealer  on  "Piano 
Row,"  was  awakened  in  his  home  at  3334 
Drexel  boulevard  the  other  morning  by  Mrs. 
Schaaf,  who  complained  of  the  odor  of  chloro- 
form. Mr.  Schaaf  made  an  investigation  and 
discovered  that  thieves  had  gained  entrance 
through  a  second-story  window  and  had  stolen 
jewelry  and  other  valuables.  Mr.  Schaaf  be- 
lieves that  the  second-story  men  were  familiar 
with  the  layout  of  the  house  and  that  the  rob- 


bery was  planned  long  in  advance.  This  con- 
clusion was  arrived  at  after  Mrs.  Schaaf  re- 
called that  numerous  telephone  calls  have 
been  received  during  the  night  for  the  past 
year  and  she  believes  that  in  this  manner  the 
burglars  tried  to  ascertain  the  hours  at  which 
members  of  the  household  were  accustomed 
to  retire. 

Old  Magnola  Employe  Dies 
John  Cepak,  one  of  the  oldest  local  musical 
instrument  workers  and  an  employe  of  the 
Magnola  Talking  Machine  Co.,  died  suddenly 
at  his  home  on  December  18.  Mr.  Cepak  had 
been  continuously  in  the  employ  of  this  con- 
cern for  over  twenty  years.  He  is  survived  by 
his  widow,  two  children  and  a  brother,  Alder- 
man Joseph  Cepak,  of  Chicago. 

Demand  for  Cover  Supports 
A  great  number  of  inquiries  have  been  re- 
ceived from  the  trade  by  R.  N.  McArthur, 
sales  manager  of  Barnhart  Bros.  &  Spindler 
Co.,  about  the  "Superior"  lid  supports  made 
by  this  concern.  This  lid  support  is  one  of 
the  first  known  of  its  kind  on  the  market  and 
is  a  spring-balanced  mechanism  which  does  not 
warp  the  lid.  It  is  so  constructed  that  when 
the  lid  is  closed  a  steel  roller  fits  into  a  notch 
of  the  track  arm,  which  in  turn  prevents  the 
spring  from  exerting  any  pull  on  the  lid  while 
it  is  down.  When  the  lid  is  all  the  way  up  the 
spring  is  not  in  tension.  The  Superior  lid 
support  is  so  carefully  balanced  that  a  mere 
touch  of  the  finger  suffices  to  lift  or  close  the 
lid,  and  perfect  balance  is  maintained  at  any 
desired  position.  The  Superior  lid  support  was 
first  offered  to  the  trade  several  years  ago  and 
has  been  a  favorite  among  many  manufac- 
turers ever  since  its  introduction. 

How  to  Locate  Good  Prospects 
The  license  bureau  of  the  city  of  Chicago 
gave  out  the  news  last  week  that  37,000  couples 
in  Chicago  were  united  in  marriage  during  the 
year.     These  records  are  always  available  to 


Magnola  Style  Louis  XVI 


"Built  by  tone  specialists'' 

IN  ITS  SEVENTH  YEAR 
OF  STEADY  SUCCESS 

4  Cabinet  Styles: 

Mahogany,  Walnut  and  Oak  Finishes. 

Patented    Tone-Deflecting    System : 

Unsurpassed  Workmanship. 

Vertical  Record  Filing: 

Mechanical  and  Acoustic  Equipment  Be- 
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anyone  who  cares  to  look  at  them  and  some 
of  the  progressive  dealers  in  this  city  do  take 
advantage  of  this  opportunity  of  going  after 
the  happy  couples  as  prospects.  The  same 
proposition  is  applicable  to  real  estate  records 
and  many  of  the  dealers  here  are  always  on  the 
job  finding  out  what  families  are  purchasing 
new  homes.    Good  work! 

New  Brunswick  "Tudor"  Console 
The  Brunswick  Co.  has  just  announced  a  new 
console   model   in   the    English   Tudor  style, 
which  is  another  striking  testimonial  to  Bruns- 


The  Brunswick  "Tudor"  Console  Model 

wick  craftsmanship  and  artistry.  As  may  be 
noted  in  the  illustration  it  is  a  design  of  real 
beauty.  A.  J.  Kendrick,  general  sales  man- 
ager of  the  phonograph  division  of  the  Bruns- 
wick Co.,  in  commenting  upon  the  new  model 
predicts  a  great  demand  for  it  and  believes  it 
will  be  as  popular  as  the  York  console.  It  is 
equipped  with  the  usual  Brunswick  features, 
such,  as  the  Ultona,  the  oval  all-wood  tone  arm, 
three-spring  Brunswick  motor,  automatic  stop 
and  six  record  albums  with  gold  plated  trim- 
mings.   Until  further  notice,  according  to  Mr. 


Kendrick,  the  Tudor  will  be  available  only  in 
two-tone  American  walnut  finish. 

Asher's  Music  Shop  Opens 

The  Mandel  Asher  department  store  at 
Chicago  Heights,  which  recently  opened  an 
exclusive  Brunswick  department,  ha^  decided 
that  talking  machine  business  is  profitable  and 
has  therefore  opened  a  new  shop  to  be  known 
as  Asher's  Music  Shop,  at  Danville,  111.  This 
new  store  is  also  exclusively  Brunswick  for 
talking  machines,  but  it  is  understood  that  a 
full  line  of  music  goods  and  probably  pianos 
will  be  carried  later.  Musical  instruments  are 
already  being  handled  by  this  new  concern,  the 
company  having  some  time  ago  been  appointed 
retail  distributor  for  Buescher  band  instru- 
ments in  that  particular  territory.  Arrange- 
ments are  now  being  made  by  the  parent  com- 
'pany  to  increase  its  present  Brunswick  depart- 
ment, and  the  contract  has  been  let  by  this 
company  to  the  Unit  Construction  Co.  for  the 
remodeling,  decorating  and  installation  of  hear- 
ing and  demonstration  booths. 

Cardinal  Sales  Co.  Tonofone  Agent 

Miss  E,  E.  Powell,  secretary  of  the  Tonofone 
Co.,  has  just  returned  from  a  visit  to  Columbus, 
O.,  where  she  went  for  the  purpose  of  calling 
on  the  trade  in  that  section.  While  there  she 
appointed  the  Cardinal  Sales  Co.,  of  that  city, 
jobber  for  the  Tonofone  needle.  F.  F.  Dawson, 
general  manager  of  the  Cardinal  Sales  Co.,  was 
formerly  manager  of  the  Sterling  Roll  &  Record 
Co.  The  new  Cardinal  record  has  made  its 
appearance  in  the  Chicago  territory  and  retails 
for  75  cents,  and  Mr.  Dawson  has  supplied  all 
of  his  travelers  with  Tonofone  needles,  which 
they  will  sell  to  their  respective  dealers. 
Lyon  &  Healy  Change  Form  of  Stock  Holdings 

The  stockholders  of  Lyon  &  Healy  have  voted 
to  reorganize  the  company  by  transferring  all 
of  its  property  to  a  new  company  of  the  same 
name  capitalized  for  $2,500,000  preferred  stock 
and  $4,500,000  common  stock.     The  preferred 


stock  will  be  sold  to  the  public  and  all  the 
common  stock  of  the  new  company  will  be  ex- 
changed for  the  holdings  of  the  present  stock- 
holders of  the  old  company. ' 

As  a  result  of  the  reorganization  there  will 
be  no  change  m  the  control  of  the  company, 
and  as  a  matter  of  fact  M.  A.  Healy  and 
Columbus  Healy  have  recently  materially  in- 
creased their  holdings.  The  reorganization, 
however,  will  permit  the  sale  of  common  stock 
to  the  employes  of  the  company  at  a  reasonable 
price,  and  the  board  of  directors  expects  to  in- 
augurate the  policy  of  making  such  common 
stock  available  for  purchase  by  employes. 

There  will  be  no  change  in  the  management 
of  the  company  or  in  its  business  policy. 

Brunswick  Sales  Meeting 

That  part  of  the  sales  department  of  the 
Brunswick-Balke-Collender  Co.,  which  covers 
Illinois,  Indiana,  Michigan,  Wisconsin  and  part 
of  Iowa,  got  together  for  an  annual  meeting  on 
December  28,  29  and  30,  at  the  headquarters  of 
the  Brunswick  Co.  The  meeting  was  presided 
over  by  B.  E.  Bensinger,  president  of  the  Bruns- 
wick Co.    Other  officials  at  this  meeting  were 

A.  J.  Kendrick,  general  sales  manager;  W.  C. 
Hutchins,  assistant  general  sales  manager;  H. 

B.  Bibb,  district  sales  manager  for  this  terri- 
tory; A.  L.  Fram,  manager  of  the  record  sales 
promotion  department;  R.  H.  Avrill,  manager 
of  the  dealer  publicity  department,  and  W.  D. 
Montgomery,  district  manager  of  the  Unit  Con- 
struction Co. 

Plans  for  the  coming  year  were  gone  over 
in  detail,  when  each  departmental  manager  gave 
an  outline  of  what  his  department  accomplished 
during  1922  and  what  it  contemplates  for  1923. 
Mr.  Montgomery  gave  the  travelers  an  insight 
into  the  methods  now  being  employed  by  the 
Unit  Construction  Co.,  in  order  to  bring  about 
the  greatest  efficiency  in  retail  store  equipment. 

During  the  meetings  luncheon  was  served 
{CoHlinucd  on  fage  107) 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^^   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiinim  ininiiiiiiiiiiiiiiiniiiiiiimiiiiiii  — 


No.  43-List  $125.00 

Write  us  for  DEALER'S  price 


The  Phonograph  of  Marvelous  Tone 


THE  1923  line,  consisting  of  nine  models  exquisite 
in  design  and  adhering  in  tonal  qualities  to  the 
high  standards  that  have  set  apart  this  instrument 
as  the  criterion  by  which  all  other  phonograph  tone 
is  judged,  will  be  shown  in  Chicago,  during  the 
Furniture  Market,  at 

1337  MICHIGAN  AVENUE 

Included  in  the  new  line  are  a  number  of 
models  in  the  new  two-tone  finish,  embody- 
ing special  features  in  construction  and  in  the 
skillful  matching  of  beautifully  figured  woods. 

Dealers  who  will  not  visit  Chicago  during  the  Market 
are  invited  to  write  for  full  information  concerning 
the  new  line  and  our  attractive  prices,  which  enable 
them  to  offer  their  trade  a  phonograph  as  far  superior 
to  those  ordinarily  sold  at  the  same  price  as  a 
Beethoven  Classic  is  superior  to  the  beating  of  a 
tom-tom. 

Vitanola  Talking  Machine  Co. 

Saginaw,  W.  S.,  Michigan 
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Edison  Concert  Equipment 

^[^gjHE  above  illustration  shows  the  latest  improved  Oro- 
Tone  attachment  for  playing  all  disc  records  on  the  Edison 
Phonograph.     It  gives  a  deep,  rich,  glowing  tone  quality 
and  operates  with  the  raising  and  lowering  lever  in  the  same 
way  as  the  regular  Edison  reproducer. 

Where  tests  have  been  made  between  Oro-Tone  equipment 
and  others  before  audiences  who  were  not  informed  which 
reproducer  was  being  used,  the  choice  invariably  was  in  favor  of 
the  Oro-Tone. 

This  is  supreme  proof  of  its  quality. 


Why  Users  Recommend 
Oro-Tone  Equipment 

1.  It  gives  a  marvelous  tone  quality. 

2.  It  is  built  substantially  of  best  materials. 

3.  The  finishes  harmonize  with  Edison  finishes. 

4.  It  permits  playing  all  ijisc  records. 

5.  It  is  easy  to  operate. 

6.  It  operates  with  raising  and  lowering  lever. 

7.  The  sound  box  is  unquestionably  superior. 

S.    Our  special  needle  box  Increases  convenience. 

9.    With   our   E-VR   needle   it  practically  elimi- 
nates all  surface  noises. 
10.    Every  attachment  is  guaranteed  for  period  of 
2  YEARS. 

Hundreds  of  our  dealers  have  told  us 
that  they  have  been  able  to  close  many 
sales  on  machines  where  the  customer 
hesitated  until  shown  that  with  Oro-Tone 
equipment  all  disc  records  could  be 
played.  You  will  find,  just  as  these 
others  have  found,  that  with  Oro-Tone 
equipment,  you  ha\  e  an  unbeatable  argu- 
ment that  quickly  boosts  sales. 

Safety  Point 
Needles 

Our  velvet  running 
safety  point  needles  for 
Edison  and  Pathe  rec- 
ords practically  elimi- 
nate all  surface  noises. 
You  will  marvel  at  the 
soft,  rich,  pure  tone 
quality.  Each  needle 
mounted  on  fancy  card 
and  enclosed  in  trans- 
parent envelope. 
No.  E-VR— For 

Edison    65c 

No.  P-VR— For 
Pathe    65c 


products  are  guaran- 
teed to  he  mechani- 
cally correct  and 
perfect  in 
operation 
and  are  shipped  sub- 
ject to  your  return  if 
not  entirely  satisfac- 
tory. 


Read  this  letter.  Hundreds  of  our  deal- 
ers are  confining  their  business  exclusively 
to  the  Oro-Tone  because  of  the  satisfaction 
it  gives  to  customers. 


WHAT  ONE  DEALER WID 

(^Mpmiumd  thai  eq/mt 
tie  0R0-70NE  Omypmchm 
M  AatMed.  MyMimd  tke 
MpmC^WISONa/iB  ea4i^made 

cmAecoidd  --Uuhm  ike 
ORO^TONE  ismed 


The  Oro-Tone  Needle  Case 

To  hold  needles  and  the  Oro-Tone  at- 
tachment when  not  in  use,  we  have  de- 
signed this  beautiful,  substantial  box.  Below 
also  is  a  similar  box  for  needles  only. 
Made  in  rich  maroon  color  with  gun  metal 
finish  needle  cups.    Very  substantial. 


EDiSOV 
VELVET|Rl 


S.\FETY  POINT 

roR 

EDISON  RECORDS 

-  Pr;ic.tic3ily  Eliminau-s 
Surface  Noisr^ 

TheOro-Toi  .:  Cr 


Usnai  Discount  to  Dealers 
Manufactured  !n  Canada  under  the  trade 


List  Prices 

Packed  in  Regular  Boxes 
No.  2-EC— 

Nickel  $7.00  will  find  a  big  demand  for  these 

  ^  cases.    Man)'  customers  who  already  own 

Gold   y.UU  attachments  want  one  or  both. 

Oxidized   9.00  Case  with  space  for  attachment   35c 

Case  for  needles  only   25c 

Usual  Discount  to  Dealers  Usual  Discount  to  Dealers 

%m         ^^^^^^^/O  Also  Manuiacturers  of  Highest  Grade 

Z^^C  vLi^^^W  «>/(t^A^K^C^  WIRELESS  EQUIPMENT 

1000-1010  George  Street  CHICAGO,  ILLINOIS 

^  ASK  YOUR  JOBBER  FOR  ORO-TONE  EQUIPMENT 
name  Oro-Toae  Banfield  by  W.  H.  Banfield  &  Sons.   Ltd.,  Toronto,  Canada 
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daily  at  the  Auditorium  Hotel.  Members  of 
the  traveling  forces  present  at  tliis  meeting 
were:  Wm.  Durgis,  H.  L.  Ferris,  R.  A.  Sweeney, 
C.  A.  Moore,  Frank  Kuthly,  A.  G.  Burr,  C.  R. 
Lovejoy,  Glenn  Stewart,  K.  Mclnnis,  E.  J. 
Ackerman,  P.  H.  McCuUoch,  J.  A.  Carroll  and 
Joe  Lyons. 

Orotone  in  Canada 

Arrangements  have  just  been  made  between 
the  Orotone  Co.,  of  Chicago,  and  W.  H.  Ban- 
field  &  Son,  of  Toronto,  whereby  the  latter 
become  Canadian  and  foreign  representatives  for 
the  Orotone  Co.  products.  The  arrangements 
involve  the  manufacture  of  these  products  by 
the  Banfield  concern,  under  a  special  agreement. 
Banfield  &  Son  also  manufacture  a  line  of 
motors,  tone  arms  and  sound  boxes,  but  have 
decided  to  adopt  the  Orotone  product.  Orotone 
will  now  be  given  first-class  representation 
throughout  Canada  and  foreign  countries,  and 
all  of  this  business  will  be  looked  after  from 
the  Toronto  headquarters. 

Start  Concentrated  Sales  Campaign 

I.  Lowenthal,  general  sales  manager  of  the 
Burns-Pollock  Electrical  Mfg.  Co.,  of  Indiana 
Harbor,  Ind.,  has  returned  to  his  Chicago  head- 
cjuarters  in  Room  300  of  the  Republic  Building 
from  a  protracted  trip  through  the  Central  West 
territory.  He  reported  the  trade  to  be  very 
enthusiastic  over  the  Capitol  talking  machine 
lamp,  which  his  company  is  manufacturing.  The 
activities  of  these  dealers  are  keeping  the  Burns- 
Pollock  plant  in  Indiana  Harbor  working  over- 
time in  an  effort  to  fill  all  orders.  In  order  to 
take  care  of  the  holiday  business  it  was  neces- 
sary for  this  concern  to  add  a  night  force. 

The  company  has  made  extensive  plans  for 
a  concentrated  sales  campaign,  which  was  put 
in  effect  on  January  1,  and  a  large  number  of 
salesmen  were  then  added  to  the  Chicago  sales 
staflf.  It  is  the  company's  intention  to  enlarge 
its  present  headquarters  and  it  is  therefore  keep- 
ing its  eye  open  for  a  large  ground  floor  store 
along  "Piano  Row." 

Brunswick  Announces  Price  Modification 

A.  J.  Kendrick,  general  sales  manager  of  the 
phonograph  division  of  the  Brunswick-Balke- 
Collender  Co.,  announces  that  prices  on  certain 
Brunswick  upright  models  have  been  modified. 
In  making  this  announcement  Mr.  Kendrick 
stated  that  the  Brunswick  Co.  considers  its  rela- 
tion to  Brunswick  dealers  as  a  partnership  and 
therefore  takes  the  interest  of  its  partners  into 
consideration  in  this  change  of  prices  by 
allowing  a  proper  consideration  on  those  instru- 
ments which  the  Brunswick  dealers  have  in  stock. 
Brunswick  upright  styles  are  still  in  great  de- 
mand, surprisingly  so  in  view  of  the  call  for 
console  models  through  the  introduction  of  the 
more  popularly  priced  types.  However,  it  seems 
proper  that  some  price  modification  should  be 
made  in  some  of  the  Brunswick  styles  at  this 
time.  Therefore  Brunswick  oflfers  its  dealers 
the  new  prices,  which  will  naturally  add  to  their 
attractiveness  and  undoubtedly  greatly  stimu- 
late the  sales  of  these  models. 

The  models  which  will  carry  this  new  price 
modification  are  known  by  the  numbers  117, 
120,  122,  127  and  135.  The  territories  affected 
by  these  new  prices  will  be  the  territory  east 
of  Salt  Lake  City,  Utah,  and  the  territory  west 
of  Salt  Lake  City,  including  Salt  Lake  City. 
The  rrrodification  approximates  a  reduction  of 

something  like  10  per  cent.   -  i. 

December  Big  Publicity  Month      '■  \ 

December  proved  to  be  an  exceptional  month 
in  Chicago  for  Columbia  publicity.  Not  only 
v>as  there  a  large  amount  of  space  devoted  to 
the  new  Columbia  records  in  Chicago-  dailies, 
but. quite  a  number  of  theatres  and  other  places 
of  amusement  aided.  This  latter  publicity  was 
brought  about  by  the  Chicago  appearance  of 
six  exclusive  Columbia  artists.  These  were  Al 
Jolson,  who  appeared  in  "Bombo"  at  the  Apollo 
Theatre;  Ted  Lewis  and  his.'  Orchestra,  Nora 
Bayes,  Duci  de  Kerekjarto,  the  Hungarian  vio- 
linist; Frank  Westphal  arid  his  orchestra  and 
Paul  Bi€se  and  his  orchestra.    Frank  Westphal 


and  his  orchestra  proved  to  be  qtiite  a  center 
of  attraction,  in  view  of  the  opening  of  the 
new  million-dollar  ball  room  at  the  Rainbo 
Gardens.  While  these  artists  were  playing  in 
Chicago,  the  local  Columbia  branch  was  a  very 
attractive  place.  This  was  due  to  the  fact  that 
Columbia  equipped  a  temporary  recording 
chamber  at  the  headquarters  of  a  Chicago 
branch  for  the  special  purpose  .of  making  rec- 
ords of  the  aforesaid  artists'  playing. 

New  Columbia  Assistant  Manager 
F.  E.  Joiinston  has  been  appointed  assistant 
manager  of  the  Chicago  branch  of  the  Columbia 
Co.  His  association  with  this  house  has  been 
one  of  rapid  progress  since  joining  the  Kansas 
City  branch  about  six  years  ago.  At  that  time 
he  came  on  as  a  bookkeeper,  but  it  was  not 
long  before  his  efficiency  and  integrity  won  him 
recognition  and  his  appointment,  as  assistant 
manager  of  that  branch  followed  in  short  order. 
.His  work  tjiere  was  again  recognized  and  be- 
cause of  the  efficient  methods  instituted  by  him 
the  Columbia  Co.  lost  no  time  in.  promoting  him 


to  assistant  manager  at  the  local  Chicago  branch 
when  that  position  was  made  vacant  by  the  re- 
cent resignation  of  Norman  B.  Smith. 

Demonstrates  Long-distance  Records 

A  long-distance  phonograph  which  will  record 
sounds  made  hundreds  of  miles  away  was  dem- 
onstrated to  the  Society  of  Western  Engineers 
recently  by  E.  H.  Colpitts,  of  the  Western 
Electric  Co.  He  also  demonstrated  a  device 
through  which  five  conversations  can  be  car- 
ried on  over  one  telephone  line,  any  one  being 
cut  out  at  will  by  turning  a  switch. 

Harry  Engel  Visits 

Harry  Engel,  general  manager  of  Richmond- 
Robbins,  Inc.,  city  of  New  York,  was  a  Visitor 
to  Chicago  during  the  holiday  week.  This  is 
the  first  time  Harry  has  been  in  Chicago  for 
several  months  and  as  usual  he  marveled  at 
the  way.  the  town  has  grown  in  his  absence. 
At  one  time  Harry  was  Chicago  representative 
for  the  well-known  Mutual  Plionoparts  Co. 
and  gained  a  large  host  of  friends  here.  Harry 
(Continued  on  page  108) 


WARNING! 

Infringement  Notice 


THE  trade  and  the  public 
generally  are  notified  of 
the  issue  by  the  United 
States  Patent  Office  on  No- 
vember 14,  1922,  of  Letters 
Patent  No.  1,435,660  for 
Educational  Appliance. 
This  patent  was  granted 
to  Wallace  Institute  and 
covers,  broadly,  the  inven- 
tion of  the  popular  Wal- 
lace Records  and  Charts.  All 
forms  of  appliances  compris- 
ing a  phonograph  record  hav- 
ing instructions  for  physical 
exercises  recorded  thereon 
combined  with  any  sort  of  an 
indicator  or  chart  illustrative 
of  such  exercises  infringe  this 
patent.  -  |  : 

Dealers  who  sell  and  all 
who  use  records  and  charts  of 
the  character  above  described, 
unless  they  be  the  Wallace 
Records  and  Charts,  are  lia- 
ble to  Wallace  Institute  for 
infringement  of  its  patent. 
This  is  true  whether  the  rec- 
ords and  charts  are  made  by 
the  dealers  or  some  one  else. 


All  dealers  are  now  called 
upon  to  cease  the  sale  of  in- 
fringing devices  under  penalty 
of  suit  for  injunction  and  ac- 
counting for  profits  and  dam- 
ages. 

Further  Notice  also  is  given 
that  Wallace  Institute  pos- 
sesses proprietary  rights  in 
and  to  the  trade-mark  "Re- 
ducing" when  applied  to  talk- 
ing machine  records,  evi- 
denced by  Certificate  of  Reg- 
istration No.  160,758  issued 
by  the  United  States  Patent 
Office,  October  24,  1922. 

Dealers  selling  records 
under  this  trade-mark,  except 
they  be  the  Wallace  "Reduc- 
ing" Records,  also  render 
themselves  liable  for  infringe- 
ment thereof. 

Violation  of  the  rights 
above  specified  will  not  be 
countenanced,  and  warning  is 
given  that  all  infringements 
will  be  vigorously  prosecuted. 


WALLACE  INSTITUTE  1 

Chicago,  December  1st,  1922 
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Hear  it  NOW  I 


I  dohl-knov  \vh^   1  Should  crii  o- vei- 


The  Bi^  Waltz  Ballad  Hit 


e  -  veil  be  blue,. 


Its  Another  "Ym  Sorry  I  Made  You  Cr^'' 
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stated  that  there  was  a  decided  increase  in  sheet 
music  business  during  the  past  six  months  and 
this  was  due  to  the  fact  that  many  talking 
machine  dealers  througliout  the  country  are 
now  stocking  popular  sheet  music. 

Enlarges  Its  Manufacturing  Resources 
The  Excel  Phonograph  Mfg.  Co.,  of  400-12 
West  Erie  street,  of  tiiis  city,  has  enlarged  its 
working  force  within  the  last  few  weeks  by 
adding  a  large  number  of  cabinet  makers  and 
other  woodworking  mechanics.  The  outlook 
for  1923  is  very  promising,  according  to  Presi- 
dent Axel  Nordlund,  and  the  reaction  of  the 
trade  to  the  record  filing  cabinets  and  small 
portable  talking  machines  which  this  company 
manufactures  has  been  very  gratifying.  The 
Excel  Co.  is  also  putting  out  a  high-grade  talk- 
ing machine  cabinet  of  upright  design  which  is 
fitted  with  a  three-spring  motor  and  other  high- 
grade  equipment.  This  instrument  is  also 
equipped  with  the  Adams  improved  record  filing 
system. 

Another  Use  for  Talking  Machines 

In  our  travels  throughout  the  Chicago  terri- 
tory we  occasionally  run  across  some  very  good 
ideas  wherein  the  talking  machine  plays  an  im- 
portant part.  One  of  the  latest  items  to  come 
to  our  notice  is  being  put  into  operation  by 
Richard  Mangold,  musical  director  of  the 
Stratford  Theatre,  Sixty-third  and  Halsted 
streets.  Mr.  Mangold  is  a  violinist  of  no  mean 
ability  and  is  very  well  known  as  an  orchestra 
director.  Being  a  high-grade  musician  himself 
he  is  naturally  very  emphatic  in  the  demands 
he  makes  upon  his  orchestra,  of  which,  needless 
to  say,  each  and  every  member  is  a  high-grade 
artist. 

In  the  territory  surrounding  the  Stratford 
Theatre  is  the  southern  part  of  that  section 
familiarly  known  as  "the  back  of  the  yards 
district."  It  has  always  been  said  that  this 
particular  place  in  Chicago  would  only  tolerate 


shimmy  and  jazz  music,  but  Mr.  Mangold  has 
proved  to  the  world  that  if  certain  classical 
numbers  are  rendered  perfectly  they  will  be  not 
only  tolerated,  but  appreciated  in  all  walks  of 
life.  He,  therefore,  started  out,  something  over 
a  year  ago,  to  introduce  classical  overtures.  At 
first  the  effect  on  the  box  office  was  depressing, 
but  within  a  month  there  was  a  reversal  of  this 
condition  and  the  receipts  showed  an  increase 
wliich  has  been  growing  steadily  ever  since. 
Mr.  Alangold  has  been  giving  the  "back  of  the 
yards  people"  selections  from  all  of  the  operas 
and  has  played  nearly  every  classical  number 
of  any  consequence. 

On  Sunday  morning  he  holds  his  rehearsals 
and  drills  liis  men  in  their  respective  parts. 
After  this  is  accomplished  he  utilizes  a  Victor 
talking  machine  and  then  with  the  aid  of  a 
record,  which  contains  symphony  or  orchestr.il 
numbers  such  as  he  has  been  rehearsing,  he 
gets  his  men  to  listen  to  this  particular  selection, 
in  order  that  they  may  thoroughly  familiarize 
themselves  with  the  special  educational  points 
contained  therein.  After  this  listening-in  proc- 
ess is  completed  Mr.  Mangold  then  rehearses 
his  orchestra  again,  and,  needless  to  say,  there 
is  a  tremendous  improvement  in  the  playing,  as 
each  and  every  musician  gains  some  individual 
idea  from  the  record. 

Opens  Victor  Store 

A.  W.  Hanson,  who  was  for  several  years 
manager  of  George  P.  Bent's  Logan  Boulevard 
Shop,  has  opened  a  store  of  his  own  in  Portage 
Park  in  the  northwest  section  of  Chicago.  The 
new  store  is  a  very  beautiful  one  and  is  fitted 
up  in  a  most  modern  fashion,  having  ten  up-to- 
date  hearing  rooms  and  very  commodious  rec- 
ord bins  and  counters. 

In  New  Headquarters 

Weiser  &  Sons,  exclusive  Brunswick  dealers 
at  2106  South  Kedzie  avenue,  have  opened  a 
new  store  at  2100  on  the  same  avenue.  The 
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A  most  simple,  compact,  economical  and  efficient  device  for  safely 
sending  small  lots  of  records  through  the  mails  and  by  express. 
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new  store  is  almost  twice  as  big  as  the  old  one 
and  is  a  corner  location.  They  have  completely 
Unicoed  the  new  place  of  business  and  now 
have  a  capacity  for  over  3,000  records.  This 
concern  also  handles  'its  own  make  of  pianos. 
New  Brunswick  Portable 
The  Brunswick-Balke-Collender  Co.  has  an- 
nounced the  new  Brunswick  portable,  which  will 
be  known  to  the  trade  as  -Style  No.  101.  This 
little  instrument  comes  in  genuine  leather, 
natural  finish,  at  $50,  and  in  black  leatherette,  at 


Brunswick  Portable  Style  101 
$45.  The  lid  is  constructed  to  carry  twenty 
records.  These  records  are  held  in  a  special 
compartment,  which  may  be  completely  re- 
moved from  inside  the  upper  lid.  The  corners 
are  reinforced  and  held  by  solid  rivets.  When 
this  compartment  is  removed  from  within  the 
lid  the  latter  may  be  lowered  while  the  instru- 
ment is  playing.  When  ready  for  traveling  the 
tone  arm  and  winding  crank  are  held  securely 
in  place  by  special  brackets  placed  within  the 
amplifier.  The  turn-table  is  ten  inches  in 
diameter,  but  there  is  plenty  of  room  to  play 
twelve-inch  records.    The  hinges  and  locks  as 


A  Better  Fibre  Needle  Catter  for  Less  Money 
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well  as  the  double  corner  support  are  also  held 
in  place  with  solid  rivets  and  in  conjunction 
with  the  lock  for  securing  the  top  lid  there  are 
also  three  strong  solid  brass  snaps,  two  of 
which  are  utilized  in  conjunction  with  the  lock 
for  the  top  lid,  while  the  third  holds  in  place 
the  door  which  covers  the  amplifier. 

J.  Sallo  Opens  Second  Store 

J.  Sallo,  who  has  for  a  number  of  years 
handled  sporting  goods  and  Columbia  Graf- 
onolas  at  Sixteenth  street  and  Vincennes  ave- 
nue, this  city,  has  secured  a  lease  on  the  build- 
ing now  being  vacated  by  the  Smith,  Barnes 
&  Strohber  Co.  at  66  Illinois  street,  where  he 
has  opened  a  second  store,  featuring  the  Victor 
Victrolas  and  records.  Smith  &  Barnes  are  dis- 
continuing their  store  in  Chicago  Heights. 
Important  Ruling  Forbids  City  Tax 

A  news  item  of  great  importance  to  the  trade, 
especially  to  manufacturers'  agents,  appeared  in 
the  columns  of  the  Chicago  Herald  &  Examiner 
in  the  issue  of  December  12.  The  item,  which 
appeared  under  the  caption  "City  Tax  on  Fac- 
tory Agents  Forbidden — Writ  Against  Collec- 
tion of  License  Upheld  by  Appellate  Judges,"  is 
printed  herewith  in  full: 

"Affirming  an  injunction  against  the  City  of 
Chicago  granted  some  weeks  ago  by  Circuit 
Judge  Hugo  M.  Friend,  preventing  the  collec- 
tion of  a  $50  annual  fee  from  7,500  manufac- 
turers' agents  in  the  city.  Judges  McSurely, 
Dever  and  Matchett  of  the  Appellate  Court 
decided  the  city  collector  has  no  right  to  collect 
the  fee. 

"The  decision  cuts  off  a  possible  revenue  of 
$375,000  yearly  from  the  city.  The  attempt  to 
collect  the  fee  had  been  based  on  an  ordinance 
requiring  'brokers'  to  pay  $50  a  year. 

"This  attempt  was  resisted  by  J.  R.  Lineham, 
R.  W.  McGarry,  Peter  Peterson,  Henry  Londes- 
berg  and  George  Tesch,  who  filed  suit  for  an 
injunction  against  the  city  and  the  city  collector. 
Judge  Friend  upheld  their  contention  that  the 
ordinance  did  not  apply  to  them  and  the  Appel- 
late Court  affirmed  Judge  Friend's  decision." 
Paul  Whiteman's  Orchestra  Opens  Ballroom 

Chicago  for  the  first  time  in  its  musical  his- 
tory turned  out  en  masse  early  last  month  to 
welcome  Paul  Whiteman  and  his  orchestra,  who 
came  here  from  New  York  and  played  one 
week  at  the  new  Trianon  ballroom. 

Paul  Whiteman  and  his  orchestra,  who  as 
everyone  knows  are  exclusive  Victor  artists, 
received  $25,000  for  their  week's  work,  which 
amount  is  believed  to  be  the  largest  ever  paid 
to  a  popular  dance  orchestra  for  a  single  week. 
One  of  Chicago's  dailies,  in  touching  on  this 
particular  item,  mentions  that  the  twentieth 
century  is  kindlier  than  the  nineteenth  to  its 
musicians.  "Witness  the  contrast  in  the  for- 
tunes of  Berlioz  two  generations  ago  and  of 
Paul  Whiteman  to-day.  Berlioz  predicted  great 
glory  for  that  musician  who  should  realize  the 
possibilities  of  rhythm.  Realizing  it  himself, 
he  gained  great  glory,  but  little  else,  from  un- 
grateful Paris,  while  to-day  Paul  Whiteman 
revels  in  artistic,  popular  and  financial  affluence 
springing  from  his  musical  insurrection.  White- 
man  has  a  distinct  advantage  over  Berlioz,  in- 
asmuch as  he  is  learned  in  counterpoint  and 
Berlioz  was  not.  Berlioz  lived  before  the  wood- 
wind and  brass  instruments  had  reached  the 
high  development  and  fine  subdivisions  of 
to-day." 

As  a  matter  of  fact,  this  is  all  true,  because 
Paul  Whiteman  knows  exactly  what  the  people 
of  to-day  want  in  music.  This,  in  itself,  has 
made  Whiteman  popular  throughout  the  coun- 
try, and  this  popularity  to  a  great  extent  has 
been  brought  about  by  his  Victor  recordings. 

Thousands  of  people  who  visited  the  Trianon 
during  Mr.  Whiteman's  stay  here  are  now  in 
a  position  to  appreciate  what  a  splendid  or- 
ganization he  conducts  and  were  able  to  ap- 
preciate how  faithfully  his  records  portray  his 
art.  This  fact  has  been  educational  and  proved 
a  boon  in  expanding  the  trade  in  talking  ma- 
chines in  Chicago. 


The  Trianon  is  said  to  be  the  most  beautiful 
ballroom  in  the  world  and  cost  more  than  a 
million  dollars  to  erect.  It  is  easy  to  see  that 
the  best  architectural  and  decorative  thought  in 
the  country  was  drafted  for  its  construction. 
On  the  night  of  its  formal  opening  Chicago's 
society  danced  for  charity  and  the  occasion  was 
known  as  the  "Bal  Fantastique."  It  was  given 
for  the  benefit  of  the  Illinois  Home  and  Aid 
Society  and  the  entire  building,  its  operating 
forces  and  Paul  Whiteman's  Orchestra  were 
donated  to  the  cause. 

Mr.  Whiteman,  in  commenting  on  his  recep- 
tion by  Chicagoans,  said  he  believed  that  his 
welcome  was  the  warmest  ever  received  by  any 
popular  musical  organization  and  he  is  very 
enthusiastic  concerning  the  co-operation  and 
good-will  extended  him  by  the  Chicago  Mu- 
sicians' Union. 

On  the  occasion  of  Paul  Whiteman's  appear- 
ance here,  Ferdinand  A.  Buescher  designed, 
made  and  fitted  out  completely  the  entire  or- 


chestra with  a  set  of  gold  Buescher  instruments 
said  to  have  cost  nearly  $10,000.  These  were 
used  exclusively  by  Mr.  Whiteman  and  his  or- 
chestra every  night  during  his  appearance,  and 
to  their  music  three  thousand  dancers  kept  step 
each  night.  The  dance  floor  of  this  magnificent 
ballroom  is  100  by  150  feet  in  dimensions, 
elliptical  in  shape  and  accommodates  1.500 
cotiples. 

Unico  Activities 

W.  D.  Montgomery,  manager  of  the  Chicago 
division  of  the  Unit  Construction  Co.,  made 
the  announcement  this  week  that  the  size  of 
his  territory  has  been  recently  increased  and 
that  now  he  is  looking  after  eleven  States.  The 
Chicago  district  will  be  known  after  January 
1  as  the  third  Unico  sales  district.  Heretofore 
it  has  been  known  as  the  fifth.  The  office  force 
has  been  augmented  by  the  addition  of  Harry 
C.  Baish,  who  will  assist  Mr.  Montgomery  as 
senior  salesman.  Mr.  Baish  is  very  well  known 
{ C'i>iiliinic(t  111!  />(/.(/('  110) 
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throughout  the  talking  machine  trade  and  at 
one  time  was  factory  representative  for  the 
Victor  Co.  Ill  health  caused  him  to  discontinue 
activities  for  quite  a  while  and  it  was  necessary 
fqt  him  to  go  to  Denver  to  recuperate.  K.  E. 
Withrow  will  join  the  force  on  January  1  in 
the  capacity  of  junior  salesman.  This  young 
man  has  just  finished  one  and  a  half  year's 
schooling  at  the  great  plant  of  the  Unit  Con- 
struction Co.  in  I^hiladclphia. 

R.  F.  Pierce  has  also  been  added  to  the  Chi- 
cago headquarters  of  Unico.  His  duties  will 
be  that  of  installation  foreman,  and  his  coming 
will  greatly  improve  the  Chicago  branch's 
service. 

Mr.  Montgomery  also  stated  that  other  ac- 
tivities of  the  Unico  will  embrace  fixtures  for 
jewelry  and  department  stores,  and  bank  fix- 
tures, in  addition  to  their  regular  line  of  talking 
machine  shop  equipment  and  radio  cabinets. 
Mr.  Montgomery  also  announced  that  on  De- 
cember 15  a  10  per  cent  increase  in  Unico  prices 
went  into  effect.    This  was  caused  by  labor  and 
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raw  material  advances  and  is  a  step  deemed 
necessary  owing  to  conditions. 

Boosting  Sonora 

During  the  holiday  season  just  passed  many 
Sonora  dealers  throughout  Chicago  purchased 
advertising  space  in  the  Chicago  dailies  for 
publicity  on  this  well-known  instrument.  One 
concern,  the  John  M.  Smyth  Co.,  manufac- 
turer, retailer  and  inventor  of  high-grade  fur- 
niture, devoted  several  half  pages  to  Sonora 
publicity.  The  advertisements  were  very  artis- 
tically arranged  with  highly  decorated  borders. 
Within  the  design  borders  was  placed  a  series 
of  figures  illustrating  the  spirit  of  music.  There 
was  also  a  very  elaborate  drawing  showing  one 
of  the  artistic  Sonora  console  models.  The 
text  matter  was  directed  towards  the  John  M. 
Smyth  Co.,  and  tied  up  with  the  Sonora  Co. 
One  of  the  significant  paragraphs  read: 

"We  have  always  catered  to  a  clientele  which 
appreciates  quality.  Sonora  is  the  synonym  of 
all  that  the  word  'quality'  implies.  In  recog- 
nizing this,  the  John  M.  Smyth  Co.  is  living 
up  to  its  high  ideals  in  giving  its  patrons 
Sonora — which  exemplifies  the  ultimate  in  tone." 

The  John  M.  Smyth  Co.  is  one  of  the  oldest 
and  best-known  Chicago  furniture  houses,  hav- 
ing been  established  in  1867.  Besides  carrying 
a  complete  line  of  Sonoras  this  house  also 
handles  a  complete  Cheney  line. 

A  Little  Tip  and  a  Deduction 

The  Chicago  postoffice  is  putting  on  a  cam- 
paign against  waste,  and  placards  to  this  effect 
have  been  attached  to  all  mail  wagons.  It  is 
stated  by  local  postoffice  officials  that  approxi- 
mately 10,000  direct-by-mail  advertising  pieces 
are  torn  up  each  day.  This  amounts  to  some- 
thing like   2,900,000  pieces   of  mail   per  year 


which  go  to  waste  owing  to  illegible,  insuf- 
ficient or  out-of-date  addresses  which  make  de- 
livery impossible. 

During  the  past  year  something  like  2,697,- 
338,208  pieces  of  mail  went  through  the  Chicago 
postoffice.  About  15  per  cent  of  this  was  third- 
class  matter,  which  included  form  letters,  cir- 
culars, folders,  etc.,  and  it  was  of  this  latter 
volume  that  2,900,000  pieces  of  mail  proved  to 
be  undeliverable  and  went  into  the  waste 
basket.  Perhaps  this  explains  why  some  talk- 
ing machine  dealers  in  Chicago  failed  to  get 
results  from  mail  advertising. 

Kresge  Pathe  Display  Much  Admired 

One  of  the  most  elaborate  and  beautiful  dis- 
plays of  Pathe  Actuelle  records  ever  seen  in 


Kresge  Display  of  Pathe  Records 

the  West  was  arranged  recently  for  the  record 
counter  of  a  prominent  retailer  of  Chicago  and 
some  of  the  striking  effects  may  be  seen  in  the 
illustration  shown  herewith. 

It  will  be  seen  that  there  are  a  great  pro- 
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fusion  and  wide  variety  of  records,  but  they  are 
so  arranged  as  to  bring  out  the  most  pop- 
ular numbers  and  the  latest  hits,  and  in  choice 
or  variety  of  music  they  range  from  the  latest 
dance  jazz  to  the  popular,  classical  and  operatic 
numbers. 

This  store,  located  on  State  street,  is  one  of 
the  busiest  commercial  arteries  in  the  world  and 
throughout  the  day  the  Actuelle  counter  is 
thronged  by  thousands. 

Lidseen  Cutters  Do  Well 

A  little  further  along  in  these  columns  are 
penned  some  few  words  pertaining  to  fibre 
needles  and  the  statement  is  made  by  a  man 
in  a  position  to  know  that  1922  proved  to  be 
a  phenomenal  fibre  needle  year.  Now  we  come 
to  another  high-grade  accessory  which  ties  up 
very  well  with  the  fibre  needle  and  we  find  the 
same  story  holds  true.  This  is  the  Lidseen 
fibre  needle  cutter,  the  clever  little  instrument 


which  sharpens  a  fibre  needle  without  removing 
it  from  the  tone  arm  of  the  machine.  We  get 
the  statement  from  E.  W.  Koon,  sales  and  ad- 
vertising manager  of  Lidseen,  that  purchasers 
of  these  fibre  needle  cutters  kept  this  depart- 
ment very  busy  all  year. 

Wallace  Takes  on  Accessories 
The  Wallace  Institute,  producer  of  the 
famous  Wallace  Reducing  Record,  has  received 
through  its  national  advertising  campaign  some- 
thing like  300,000  inquiries  in  the  last  year  or 
two.  This  vast  list  of  names  has  been  care- 
fully worked  each  month  through  the  mails. 
I'he  names  have  also  been  carefully  tabulated 
in  such  a  manner  that  it  is  known  exactly  which 
ones  have  talking  machines  and  a  fair  idea  is 
also  had  of  the  possibility  each  name  offers  for 
accessories.  The  time  has  come,  according  to 
Walter  Eckhart,  sales  manager  of  the  Wallace 
Institute,  to  take  advantage  of  this  list  of  300,- 


000  names  and  he  has,  therefore,  set  about  to 
take  on  a  comprehensive  line  of  high-grade  ac- 
cessories. These  names  will  be  reached  through 
Wallace  dealers  working  in  conjunction  with 
the  regular  Wallace  traveling  forces,  which  al- 
ready cover  the  entire  United  States,  and  if 
by  chance  there  is  a  certain  locality  which  is 
not  covered  by  a  Wallace  dealer  or  a  Wallace 
traveling  representative  there  are  persons  re- 
siding in  that  territory  who  will  receive,  thro'ugh 
the  mail,  propaganda.  At  present  Mr.  Eckhart 
is  open  for  several  high-grade  accessories  which 
he  intends  to  add  to  his  already  large  line  and 
any  manufacturer  who  has  something  of  first- 
class  value  will  do  well  to  get  in  touch  with 
Mr.  Eckhart  at  the  Wallace  Institute  sales 
offices  in  this  city. 

Fibre  Needle  Manager  Happy 
H.  J.   Fiddelke,  sales  manager  of  the  Hall 
(Continued  on  poge  112) 
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Mfg.  Co.,  reports  that  the  year  just  passed  was 
one  of  the  biggest,  if  not  the  biggest,  in  the 
history  of  the  Hall  Mfg.  Co.  Nineteen  hundred 
and  twenty  was  a  phenomenal  year  for  fibre 
needles,  according  to  Mr.  Fiddelke,  but  he  be- 
lieves that  when  the  final  figures  for  1922  are 
compared  they  will  overshadow  those  of  192(1. 
The  prospects  for  the  new  year  are  very  favor- 
able and  a  survey  of  the  trade  indicates  that 
high-grade  dealers  all  over  the  country  are  de- 
voting more  attention  to  featuring  the  merits  of 
fibre  needles  than  ever  before. 

Cheney  Activities 
Professor  Forest  Cheney,  of  the  Cheney 
Talking  Machine  Co.,  returned  from  an  ex- 
tended trip  in  the  East  where  he  called  on 
lite  Cheney  distributors  and  dealers  in  the 
States  of  Ohio,  Pennsylvania,  New  York,  New 
F.ngland  and  other  points.  The  trip  was  made 
in  the  professor's  famous  "Blue  Gull"  Packard 


car,  which  has  already  traveled  thousands  of 
miles  in  the  interest  of  co-operation  with 
Cheney  distributors  and  dealers.  Professor 
Cheney  has  made  trips  all  over  the  country 
visiting  Cheney  agents,  giving  co-operation  and 
working  out  campaigns  by  sales  talks,  ban- 
quets, etc. 

Professor  Cheney  reports  that  a  very  large 
business  was  done  in  the  East  in  the  latter 
part  of  1922  and  the  dealers  are  looking  for- 
ward to  a  very  good  year  in  1923.  In  fact, 
he  says  that  they  are  emphatic  in  their  state- 
ments concerning  the  decided  change  the  pres- 
ent year  will  bring,  and  are  making  prepara- 
tions accordingly. 

The  executive  ofificers  of  the  Cheney  Talking 
Machine  Co.,  at  24  North  Wabash  avenue,  are 
equally  happy  over  the  prospects  in  the  West 
and  the  future  optimistic  indications  in  the 
West  for  the  coming  year. 


C.  L.  Noble,  of  the  Cheney  headquarters, 
says:  "We  consider  the  growth  of  business  on 
the  Pacific  Coast  to  be  really  phenomenal.  It 
goes  to  show  that  there  is  an  unusual  demand 
for  high-grade  phonographs  in  California.  The 
people  in  the  West  are  showing  a  fine  sense  of 
discrimination  in  the  reception  they  have  given 
the  Cheney  on  the  Pacific  Coast,  and  we  look 
for  a  splendid  business  in  both  the  East  and 
the  West  during  the  year  which  has  opened  so 
propitiously." 

"The  Munson-Raynor  Corp.,  643  South  Olive 
street,  Los  Angeles,  Cal.,  new  Cheney  distribu- 
tor, has  met  with  a  great  deal  of  success  with 
the  Cheney  line  since  affiliating  with  us  in  the 
latter  part  of  the  Summer.  It  has  placed  the 
Cheney  in  some  of  the  largest  retail  establish- 
ments on  the  Coast,  including  Bullock's,  the 
leading  department  store  in  Los  Angeles, 
Thearle's  Music  House  of  San  Diego,  the  White 
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House  in  San  Francisco,  and  many  other  lead- 
ing music  stores." 

Graphite  Facts  From  Joyce 
M.  B.  Joyce,  vice-president  of  the  Superior 
Flake  Graphite  Co.,  has  received  a  communica- 
tion from  the  company's  mines,  located  in  Ash- 
land, Ala.,  stating  that  the  deposits  continue 
to  be  worked  to  the  fullest  capacity.  The  con- 
cern markets  a  high-grade  flake  and  amorphous 
graphite  as  well  as  a  full  line  of  talking  ma- 
chine grease  and  other  graphite  lubricants  of 
high  quality.  According  to  Mr.  Joyce,  there  is 
a  great  deal  of  difference  between  the  needle 
graphite  and  the  synthetic,  in  that  the  synthetic 
graphite  is  quite  undependable  because  of  cer- 
tain physical  peculiarities  which  cause  it  to  be- 
come hard  or  packed,  whereas  the  needle 
graphite,  when  absolutely  pure  and  free  of  for- 
eign elements,  always  maintains  perfectly  smooth 
surfaces  which  never  become  hardened  in  spots. 
Mr.  Joyce  has  a  very  interesting  exhibit  of  all 
types  of  graphite,  including  a  series  of  large 
glass  vials  which  contain  samples  of  the  raw, 
freshly  mined 'ores,  as  well  as  specimens  show- 
ing each  stage  through  which  the  graphite  goes 
until  the  finished  article  is  produced.  This  ex- 
hibit is  located  in  the  Chicago  office,  and  visi- 
tors to  the  Superior  Flake  Graphite  Co.'s  head- 
quarters are  always  assured  of  a  liberal  educa- 
tion concerning  graphite  when  they  call  on  Mr. 
Joyce. 

Great  Furniture  Shows  Under  Way 

The  important  furniture  shows  of  the  year 
have  officially  opened  in  both  Grand  Rapids  and 
Chicago  and  furniture  dealers  from  all  parts  of 
the  country  are  visiting  these  two  shows.  Con- 
siderable interest  is  being  manifested  by  the 
dealers  in  the  possibilities  of  developing  talking 
machine  business  during  the  coming  year,  and 
the  various  talking  machine  exhibits  at  the 
shows,  particularly  in  Grand  Rapids,  attracted 
a  great  deal  more  attention  than  in  recent  years. 

It  is  quite  likely  that  during  1923  a  number 
of  furniture  manufacturers  will  either  make 
cabinets  for  the  talking  machine  industry  or 
sponsor  phonographs  under  their  own  names. 
While  it  is  true  that  furniture  business  has  kept 
up  remarkably  well  during  the  past  year  the 
possibilities  for  developing  talking  machine 
business  are  being  carefully  considered  by 
furniture  manufacturers. 

New  Radio  Simplifier  Heard  of 

F.  D.  Fearne,  chief  instructor  of  the  depart- 
ment of  electricity,  Lane  Technical  High  School, 
who  writes  radio  news  for  the  Chicago  Herald 
and  Examiner,  featured  a  story  recently  per- 
taining to  a  new  type  of  radio  receiver  made 
by  Norman  S.  Richmond,  of  Chicago.  This 
new  receiver,  according  to  the  item,  is  the 
result  of  an  accidental  discovery.  As  the 
story  goes,  Mr.  Richmond  was  experiment- 
ing with  a  method  of  telephoning  over  live 
electrical  wires  and  was  suddenly  surprised  by 
picking  up  a  radio  concert  from  Station  KYW, 
Chicago.  As  worked  out  from  this  discovery 
Mr.  Richmond's  new  device  picks  up  radio 
waves  merely  by  being  hooked  up  to  an  electric 
light  wire.  In  the  new  instrument  no  paneling 
is  used,  for  there  are  absolutely  no  adjustments, 
knobs  or  dials  of  any  kind.  All  that  is  neces- 
sary is  simply  to  turn  on  the  current  and  the 
music  comes  in.  There  are  no  batteries,  no 
detector,  no  variable  condensers  and  no  trans- 
formers. 

Mr.  Richmond  is  one  of  the  old-timers  in  the 
music  game  in  Chicago  and  at  various  times  has 
conducted  retail  music  establishments  in  the 
States  of  Wisconsin  and  Illinois.  He  has  not 
only  been  selling  pianos,  but  talking  machines 
as  well,  and  is  well  known  throughout  the 
Western  trade. 

Selling  Music  to  the  Chinese 

Fred  Firestone,  manager  of  the  Schumann 
Piano  Co.,  Victor  dealer,  of  Rockford,  111.,  and 
one  of  the  best-known  music  men  in  the  Middle 
West,  dropped  into  the  Chicago  office  of  The 
Talking  Machine  World  the  other  day  and  told 
the  following  interesting  incident: 

"One  day  about  noon,  several  weeks  ago,  I 


was  walking  down  the  street  in  Rockford.  I 
had  been  out  to  see  a  prospect  and  was  on  my 
way  back  to  the  store  and  was  feeling  the  pangs 
of  hunger.  I  was  also  tired  because  I  had  had 
to  walk  over  a  mile  and  at  the  same  time  1 
was  carrying  a  Victor  portable.  Therefore,  1 
decided  to  stop  long  enough  to  have  a  bite  to 
eat  and  at  the  same  time  rest  my  weary  bones. 
I  stepped  into  a  Chop  Suey  joint,  gave  my 
order,  and  while  waiting  for  my  meal  1  started 
the  portable.  The  record  I  first  played  was 
'Three  o'Clock  in  the  Morning.'  Soon  the 
waiter  came  and  I  asked  him  what  he  thought 
of  it.  Being  a  Chinaman  he  didn't  like  it,  but 
I  thought  1  could  make  him  like  it.  After  the 
meal  1  checked  tlie  portable  in  the  cloak  room, 
chased  back  to  tiie  store  and  got  an  arm  full  of 
Cliinesc  Victor  records.  I  went  back,  got  the 
portable,  started  a  Chinese  record,  and  soon  had 
all  the  chefs  and  waiters  gathered  about  me. 
Needless  to  say,  1  didn't  have  to  carry  the 
portable  back  to  the  store.    I  sold  it  then  and 


Chink  in  the  joint  for  a  prospect.  In  a  little 
less  than  two  months  I  have  been  rewarded  with 
over  $350  worth  of  portable  business,  the  rec- 
ords alone  averaging  something  like  $60  per 
month." 

The  above  was  Fred's  interesting  story  and  in 
conclusion  he  remarked  that  he  wished  he  was 
in  a  position  to  take  a  crack  at  the  hundred  and 
twenty  tliousand  Chinese  residing  in  Chicago. 
Opening  of  New  Rainbo  Gardens 

The  opening  of  the  new  Rainbo  Gardens  in 
this  city  recently  was  one  of  tiic  gala  events  of 
tlic  season,  being  attended  by  4,000  people,  witii 
5,000  other  dance  enthusiasts  being  unable  to 
obtain  admission.  Columbia  artists  predom- 
inated in  the  entertainment,  one  of  the  stars  of 
the  evening  being  Dolly  Kay,  exclusive  Colum- 
bia artist  and  well  known  on  the  vaudeville 
stage. 

Frank  Westphal,  another  exclusive  Columbia 
artist,  received  the  biggest  reception  of  the  e\'e- 


there.     I  also  sold  the  records  and  got  every  (Continued  on  page  114) 

BEAU  BRUMMEL 

In  Squeaky  Shoes!! 


AN  EXQUISITE  CABINET  WITH  A 
CRUDE  MOTOR 

A  thing  may  be  durable  and  yet  most  objectionable. 

Not  so  long  ago,  all  motors  ■were  noisy.  The  coffee-mill-like 
■winding  sounds  and  the  mechanical  sounds  of  the  motor  were  the 
accustomed  though  annoying  prelude  to  an  operatic  air. 

Today,  instruments  equipped  with  our  enclosed,  automatically 
lubricated  motors  avoid  this  objectionable  defect.  Not  a  sound — 
No  intrusion  of  mechanics  into  the  artist's  offering,  they  are  musical 
instruments — not  machines. 

Also,  manufacturers  were  accustomed  to  bear  a  certain  amount 
of  bother  and  expense  due  to  motor  troubles  after  their  instruments 
were  sold. 

Most  of  the  makers  of  fine  Phonographs  now  use  our  equip- 
ment, their  motor  troubles  are  forgotten,  their  costs  as  well  as  their 
overhead  expense  are  reduced,  and  their  cabinet  work,  no  matter 
how  exquisite,  is  matched  in  refinement  and  quality  by  the  mechan- 
ism inside. 

Let  us  send  samples  for  trial  at  our  expense  to  your  Mechanical 
Department.  See  for  yourself  just  what  we  offer  at  less  money 
than  you  are  doubtless  now  paying. 

Let  Us  Furnish  You  Samples 

United  Manufacturing  and  Distributing  Company 

536  Lake  Shore  Drive  CHICAGO 
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ning  when  at  about  1 :30  the  crowds  on  the 
dance  floor  refused  to  leave  when  he  finished 
playing  and  gave  him  an  ovation  lasting  five 
minutes.  Frank  Westphal  -and  his  orchestra 
play  nightly  at  the  Rainbo  Gardens  and  Colum- 
bia dealers  are  taking  full  advantage  of  this  im- 
portant assignment. 

W.  H.  Huth  Reviews  Year's  Activities 

W.  H.  Huth,  president  of  the  Walbert  Mfg. 
Co.,  has  the  following  to  say  concerning  the 
past  year's  activities: 

"Nineteen  twenty-two  has  been  a  very  satis- 
factory year,  particularly  the  closing  months  of 
the  year,  which  turned  into  a  whirlwind  finish 
which  swamped  practically  everybody  making 
good  merchandise.  This  showed  that  the  public 
not  only  has  regained  buying  power  but  is  sup- 
plying it  intelligently.  We  believe  that  a  care- 
ful investigation  of  the  stocks  on  hand  to-day 
will  reveal  that  the  surplus  of  inferior  stock  is 
pretty  well  worked  ofT  and  that  dealers  are  now 
in  a  position  to  take  on  other  goods  of  quality, 


which  are  obviously  what  the  public  now  wants. 

"From  every  point  of  view  the  phonograph 
industry  appears  to  be  on  a  solid  basis  and  all 


Chicago,  III.,  January  4. — The  latest  talking 
machine  distributing  concern  in  the  local  trade 
is  the  Vocalion  Co.  of  Chicago,  Inc.,  organized 
recently  to  act  as  exclusive  wholesaler  in  this 
territor}'  for  all  Vocalion  instruments,  Vocalion 
Red  Records  and  ^accessories,  and  Melodee 
music  rolls,  formerly  handled  by  the  Aeolian 
Co.  direct  through  its  own  branch  here. 

The  organization  of  the  new  company,  which 
is  headed  by  F.  W.  Clement,  widely  known  in 
the  local  talking  machine  trade,  is  in  line  with 
the  policy  of  the  Aeolian  Co.  to  supply  its  en- 
tire   Vocalion,    record    and    music    roll  trade 


developments  will  be  forward  to  better  busi- 
ness and  better  profits.  Determined  and  intelli- 
gent sales  efforts  during  1923  will  win." 


through  a  well-organized  chain  of  distributors. 

W.  H.  Alfring,  manager  of  the  wholesale  de- 
partment of  the  Aeolian  Co.;  O.  W.  Ray,  man- 


F.  W.  Clement 


ager  of  the  wholesale  Vocalion  Record  depart- 
ment, and  Frederick  Sunderman,  manager  of 
the  Melodee  Music  Co.,  were  in  Chicago  last 
month  to  look  after  the  details  of  transferring 
the  distributing  rights,  the  change  becoming- 
effective  on  December  18.  Arrangements  have 
been  made  whereby  the  entire  personnel  of  the 
Aeolian  Co.'s  branch,  with  the  exception  of 
Harry  Levy,  the  former  manager,  will  serve  the 
new  distributing  interests.  Mr.  Levy  will  remain 
in  Chicago  until  February  1  and  will  then  come 
to  the  Aeolian  Co.  headquarters  in  New  York, 
where  he  will  devote  his  attention  to  the  dis- 
tribution of  Vocalion  instruments. 

The  Vocalion  Co.  of  Chicago,  Inc.,  has  been 
chartered  with  capital  stock  of  $100,000,  the 
incorporators  being  Maurice  Markowitz,  Harry 
Flitzsten  and  D.  Harold  Davis.  The  headquar- 
ters of  the  company  will  remain  at  529  South 
^Vabash  avenue,  adjacent  to  the  Loop. 

It  is  stated  that  elaborate  plans  are  under 
way  for  a  strong  campaign  throughout  the 
Chicago  territory  in  the  interests  of  the 
Vocalion  line  and  the  Melodee  rolls.  The 
Vocalion  instruments  and  Red  Records  are  al- 
ready well  represented  among  the  dealers  in 
this  city  and  environs  and  not  only  will  new 
dealers  be  established  but  a  campaign  of  sales 
helps  and  advertising  will  be  inaugurated. 


NEW  MUSIC  HOUSE  IN  MUSCATINE 

Muscatine,  Ia.,  January  2. — The  Muscatine 
Music  House  has  been  opened  at  210  Iowa  ave- 
nue, this  city,  under  the  management  of  W.  J. 
Burnett,  who  was  formerly  connected  with  the 
Schmidt  Music  Co.  in  this  city.  Miss  Mabel 
.'Xppel,  who  will  be  associated  with  Mr.  Burnett, 
is  also  a  former  member  of  the  Schmidt  Co. 


CHANGE  IN  WASHINGTON  HOUSE 

Washington,  D.  C,  January  3. — The  well-known 
music  house  of  Sanderson  &  Speake,  of  922 
TSSew  York  avenue,  N.  W.,  this  city,  has  dis- 
solved partnership.  The  firm  will  be  known 
in  the  future  as  Speake  &  Spiggle. 


Among  the  new  incorporations  in  the  State 
of  New  York  is  that  of  the  Erasmus  Music 
Shop,  Brooklyn,  capitalized  at  $15,000.  The  in- 
corporators are  F.  Boscia  and  A.  J.  Armour. 


A  Letter  to  the  Trade 

from  the 

Blood  Tone  Arm  Co. 


Just  a  brief  outline  of 
the  policy  which  we  shall 
follow  during  1923. 

The  year  just  past  has 
emphasized  two  facts, 
namely,  that  the  phono- 
graph trade  demands  the 
best  possible  tone  arms  at 
the  smallest  price  con- 
sistent with  a  reasonable 
profit.  The  success  of  the 
"Blood"  standard  arm  has 
proved  this.  We  will, 
therefore,  continue  to  fur- 
nish this  arm  at  the  same 
price  as  before.  In  addi- 
tion, however,  we  will  in- 
troduce new  features  as 
circumstances  warrant, 
even  to  the  extent  of  fur- 


nishing exclusive  designs 
to  manufacturers  whose 
outputs  are  large  enough 
to  warrant  our  doing  so. 

We  wish  also  to  impress 
on  the  manufacturer  the 
importance  o  f  building 
tone  chambers  to  conform 
to  the  dimensions  of  the 
arms  used.  The  Blood 
Tone  Arm  Co.  has  an  ex- 
pert knowledge  of  the 
principles  governing  this 
part  of  your  phonograph, 
which  is  free  to  all  who 
use  Blood  arms. 

Start  the  year  right  by 
starting  with  us. 

All  repairs  and  replace- 
ments free. 


BLOOD  TONE  ARM  CO. 


326  River  St. 


Chicago 


NEW  VOCALION  DISTRIBUTOR  IN  CHICAGO  TERRITORY 

Vocalion  Co.  of  Chicago,  Inc.,  Organized  With  Capital  Stock  of  $100,000  to  Handle  Exclusive 
Distribution  of  Vocalion  Instruments  and  Red  Records  and  Melodee  Rolls 
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ROSA  PONSELLE  IN  CLEVELAND 


Famous  Operatic  Soprano  and  Exclusive  Co- 
lumbia Artist  Appears  at  Public  Auditorium — 
Concert  Received  Enthusiastically 


UNIQUE  CHRISTMAS  GREETINGS 

M.  M.  Blackman  Sends  Friends  Original  Christ- 
mas Card — Embodies  True  Christmas  Spirit 


Cleveland,  O.,  January  6. — Miss  Rosa  Ponselle, 
famous  soprano  of  the  Metropohtan  Opera  Co. 
and  exchisive  Columbia  artist,  appeared  recently 
at  the  PubHc  Auditorium.  Three  hundred 
orphans,  invited  to  attend  the  concert  through 
the  courtesy  of  the  local  branch  of  the  Colum- 


Rosa  Ponselle  in  Concert 

bia  Graphophone  Co.,  thoroughly  enjoyed  the 
program.  Miss  Ponselle  favored  her  audience 
with  several  of  the  numbers  that  have  con- 
tributed to  her  international  fame,  and  an  ar- 
ticle from  the  Cleveland  News  the  following 
day  over  the  signature  of  Archie  Bell,  one  of 
the  country's  leading  dramatic  critics,  stated 
that  Miss  Ponselle  had  made  the  biggest  hit 
of  the  season. 


SONORA  FOR  FAMOUS  CATHEDRAL 

Mrs.  E.  J.  Brewster,  manager  of  the  Sonora 
salons  on  Fifth  avenue,  New  York,  reported 
recently  the  sale  of  a  Gothic  Normandy  Sonora 
period  model  to  St.  Patrick's  Cathedral,  just 
across  the  street  from  the  Sonora  establishment. 
The  instrument  will  be  used  for  recreation  pur- 
poses by  the  officiating  priests  'and  also  for 
special  occasions.  An  interesting  feature  of  the 
sale  is  the  fact  that  the  design  of  the  Gothic 
Normandy  Sonora  harmonizes  exactly  with  the 
architecture  of  the  Cathedral. 


Kansas  City,  Mo.,  January  5. — The  Christmas 
cards  and  Christmas  greetings  forwarded  by 
various  members  of  the  local  trade  this  season 
were  exceptionally  artistic  and  many  of  them 
decidedly  original.  However,  o;ie  of  the  most 
unusual  Christmas  greetings  that  have  ever  been 
penned  by  a  member  of  the  local  trade  was  the 
letter  sent  out  by  M.  M.  Blackman,  of  the 
Phonograph  Co.,  of  Kansas  City,  to  his  many 
friends.  This  letter,  which  embodies  the  true 
Christmas  spirit,  reads  as  follows: 

"It  seems  to  be  a  popular  idea  that  after 
certain  angels  appeared  in  the  sky  1,923  years 
ago  singing  'Peace  on  Earth,  Good  Will  to 
j\[en,'  this  peace  just  naturally  came  down  to 
us  like  an  estate  from  a  rich  relative. 

"But  as  far  as  I  have  been  able  to  observe, 
'Peace  among  men'  is  something  that  is  never 
given.  It  has  to  be  achieved  by  each  man, 
woman  and  child  in  each  generation  and  this 
peace  comes  only  through  understanding — un- 
derstanding the  other  fellow — about  the  biggest 
undertaking  any  individual  can  ever  set  for 
himself. 

"So,  in  carrying  on  the  work  of  this  world — 
helping  each  other  to  live  and  be  happy  (which 
is  'Business') — Christmas  comes  with  a  chal- 
lenge to  'Understand.' 

"Can  there  be  any  task  more  worthy  of  effort 
and  sacrifice  than  to  'Understand'  and  to  make 
ourselves  'Understood'? 

"Could  there  be  any  greater  accomplishment 
than  to  'Understand'? 

"Is  not  this  the  supreme  challenge  of  Christ- 
mas to  our  intelligence  and  to  our  conscience? 

"To  'Understand'  is  my  Christmas  thought  to 
you." 


II  ^I  F  V'^i  GRAPHITE  PHONO 
KM^Cf  LiMIj  K     J   SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good 
l8  pre^jared  lii  the  proi>er  coasLstency,  will  Qot  ruo  out. 
drs   up,   or   became  sticky  or   ranrld.     Remain*  in  Ita 
orirlnal    form  iJoUeflnitely. 

Put  up  in  1,  S,  10,  25  and  50-pound  cans  for  dealers 
This  lubricant  U  al£o  put  up  In  4-aunce  eant  to  retail  at 
25  cents  each  under  the  trade  name  of 

FIIRFKA    NOISELESS  TALKING 
^      ^    MACHIisE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St.,  NewYork 


WINDOW  WINS  HONORABLE  MENTION 

Will  Feature  Most  Striking  Sonora  Window 
Displays  in  House  Organ 


Beginning  with  the  current  issue  of  the 
Sonora  Bell  it  is  planned  to  feature  each 
month  in  this  house  organ  of  the  Sonora  Phono- 
graph Co.  the  most  striking  window  display 
received  by  the  publication.    The  window  il- 


The  Plaza  Music  Co.,  of  Brooklyn,  has  in- 
creased its  capital  from  $10,000  to  $30,000  so  as 
to  handle  its  growing  business. 


Sonora  Window  Wins  High  Praise 

lustrated  herewith,  which  was  prepared  by  the 
Wittstein  Music  Shop,  New  Haven,  Conn.,  was 
selected  as  the  most  striking  window  for  the 
January  issue.  Mr.  Wittstein  has  earned  an 
enviable  reputation  in  the  window  display 
realm  and  his  windows  almost  invariably  not 
only  attract  attention,  but  produce  sales. 


A  Triumph  in  Tonal  Beauty — 

Visible  Charm  and  Adaptability 

The  Emerson  Louis  XV 


HIS  LOUIS  XV  is  the  crowning  achievement 
of  the  Emerson  line.  A  bigger  attraction  to 
the  pubhc — offered  at  a  price  that  fairly  com- 
pels sales.  Like  all  Emerson  phonographs  The 
imerson  Tone — clear,  true,  full  —  does  absolute  justice 
to  the  record.  The  patented  round  music  master  horn 
carries  and  amplifies  tonal  beauty  just  as  does  the  spruce 
resonator  of  the  famous  old  "Strads." 

From  the  standpoint  of  furniture  the  working  out  of  the 
console  idea,  is  especially  adaptable  because  only  the 
centre  of  the  top  is  raised.  Console  lights  on  either  side 
need  not  be  moved  while  playing.  Emerson  line  offers  a 
machine  to  suit  every  taste  and  pocket  book. 

Quality  for  Quality  Our  Price  is  Lower 
"•Price  for  'Price  Our  Quality  is  Higher 

Emerson  value — backed  by  years  of  Emerson  Advertis' 
ing,  makes  The  Emerson  line  —  a  sales  bringing  prestige 
creator  for  Progressive  Merchants. 

Write  for  details  of  our  special  franchise 

Wasmuth  '  Goodrich  Company,  '^eru,  Indiana 

MANUF.ACIL'REkS     OF     EMERSON  PHONOGRAPHS 
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NOW  is  the  TIME 


Start  your  best  year  right  by  install- 
ing the  best  equipment.  Van  Veen 
booths,  counters,  record  racks  and 
musical  merchandise  selling  equip- 
ment are  built  to  meet  a  standard 
of.  quality. 

Don't  make  the  mistake  of  fitting 
up  with  unserviceable  short-lived 
fixtures,  whose  only  merit  is  a  flashy 


price.  Such  equipment  at  best  is 
of  only  temporary  use  and  must 
make  way  for  Van  Veen  quality, 
sooner  or  later. 

Why  not  install  Van  Veen  equip- 
ment at  once?  Its  moderate  price 
will  please  you. 

Mail  us  your  requirements.  Will 
send  catalogue  and  quotation. 


VAN  VEEN  &  COMPANY,  Inc.  ,  413-417  E.  109th  St.,  New  York  City 


Phone:  7758  Harlem 


BALTIMORE 

Best  Holiday  Business  on  Record — Local  Columbia  Plant  Starts 
Operations — New  Store  of  L.     A'.  Snyder — Other  News  of  Month 


Baltimore,  Md.,  January  12. — Christmas  business 
in  talking  machines  in  Baltimore  and  vicinity 
was  the  best  that  the  trade  has  known  since 
the  peak  of  war-time  prosperity  of  a  few  years 
ago.  This  report  is  general  from  practically 
every  musical  store  and  talking  machine  shop 
in  Baltimore  and  increases  over  Christmas  of 
1921  range  from  20  per  cent  to  as  high  as  120 
per  cent  in  one  instance.  While  jobbing  houses 
have  not  as  yet  balanced  their  books  for  the 
year  every  house  reports  an  increase  in  busi- 
ness over  1921.  That  this  increase  is  not 
greater  is  due  to  the  fact  of  the  jobbers  being 
unable  to  get  the  popular  lines  of  machines 
delivered  in  time  for  the  holiday  trade. 

The  record  business  for  the  past  year  was 
one  of  the  greatest  in  history,  the  increase  in 


sales  averaging  as  high  as  50  per  cent  over 
1921  in  the  case  of  E.  F.  Droop  &  Sons,  Victor 
jobbers,  according  to  Manager  Roberts,  who  is 
very  enthusiastic  over  the  showing  made  last 
year  and  predicts  an  equally  good  year  for  1923. 

The  Baltimore  plant  of  the  Columbia  Grapho- 
phone  Co.  has  started  working  again,  employ- 
ing several  hundred  men  in  the  factory. 

The  new  process  Columbia  records  are  mak- 
ing a  big  hit,  according  to  Manager  Parks,  who 
reports  being  unable  to  supply  the  demand  for 
all  the  popular  dance  records.  The  educational 
records  have  also  taken  a  big  jump  in  sales,  due 
in  a  large  part  to  the  work  of  Miss  Alargaret 
R.  Martin,  who  has  spent  considerable  time  in 
the  Baltimore  district  and  has  just  returned 
from  a  trip  to  Washington,  where  she  appeared 


The  Record  tff  Qu^U^y 


"We  Serve  the  South" 


Inquiries 
from 
Dealers 
Solicited 


For  the  coming  year 

You  can  rely  upon  us  to  maintain  the  same 
unfailing  promptness  and  efficiency  that  has 
been  so  characteristic  of  our  service  in  the 
past.   Whatever  your  needs  may  be  for 

Records 

do  not  hesitate  to  call  on  us.  Our  stock  of 
records  is  kept  complete  at  all  times  and  your 
orders  will  be  given  our  immediate  attention. 

Wholesale  Phonograph  Division 

J.  K.  POLK  FURNITURE  CO.,  Inc. 

Offices  and  SholO)  Rooms: 
294  Decatur  Street  ATLANTA.  GA. 


before  the  Federation  of  ^Vomen's  Clubs  and 
also  before  the  Department  of  Education,  as 
well  as  a  number  of  colleges  and  other  institu- 
tions in  Virginia,  West  Virginia  and  North 
Carolina. 

The  Brunswick  agency  here,  through  Man- 
ager Shaw,  also  reports  a  large  increase  over 
the  previous  year's  business  and  the  Caulfield 
Co.,  distributor  of  the  Edison  machine,  reports 
one  of  the  most  prosperous  years  in  the  history 
of  the  firm. 

Manager  W.  B.  Turlington,  of  Sanders  & 
Stayman,  the  Vocalion  distributors,  also  reports 
big  increases  in  sales  over  1921.  This  concern 
is  one  of  the  pioneers  among  the  music  houses 
in  the  radio  field  and  has  opened  a  broadcasting 
station  where  it  broadcasts  concerts  several 
times  a  week. 

One  of  the  handsomest  music  shops  in  Balti- 
more is  that  which  has  recently  been  opened 
by  L.  &  K.  Snyder,  of  East  Baltimore.  It  is 
located  on  East  Monument  street. 

R.  H.  Fox,  of  Lexington,  Va.,  reports  the 
sale  of  sixteen  Grafonolas  and  hundreds  of  edu- 
cational records  to  schools  in  the  vicinity  dur- 
ing the  past  six  months. 

The  Rosenstein  Piano  Co.  has  had  excellent 
results  from  a  salesmen  contest  which  the  firm 
has  been  conducting  for  the  last  six  months  and 
in  which  prizes  were  offered  to  the  salesman 
making  the  best  sRowing.  This  contest  has 
been  the  means,  according  to  Manager  George 
P.  West,  of  bringing  in  more  business  in  a 
stated  time  than  ever  before  in  the  history  of 
the  firm.  Amberg  &  Jordan  also  report  good 
results  from  the  outside  sales  force  which  has 
been  working  the  talking  machine  business  in 
the  past  few  months. 

Cohen  &  Hughes  and  Eiscnbrandt's,  the  other 
Victor  jobbers  in  this  city,  also  report  very  sub- 
stantial business  during  the  past  year  and  pre- 
dict a  steady  increase  for  1923.  In  fact,  they 
found  it  difficult  to  supply  enough  Victor  ma- 
chines and  records. 


J.  N.  BLACKMAN  ON  WEST  INDIES  TRIP 

J.  Newcomb  Blackman,  president  of  the 
Blackman  Talking  Machine  Co.,  New  York, 
Victor  wholesaler,  accompanied  by  Mrs.  Black- 
man,  will  sail  to-day  (January  15)  on  the  S.  S. 
"Megantic"  of  the  White  Star  Line  for  a  twenty- 
eight  days'  trip.  A  very  interesting  program 
has  been  prepared  for  this  journey  and  among 
the  points  to  be  visited  are  the  following: 
Havana,  Santiago,  Kingston,  Jamaica;  Colon, 
Panama;  a  trip  through  the  Canal,  Caracas, 
Venezuela;  Port  of  Spain,  Barbados,  Martinique, 
St.  Thomas,  San  Juan  and  the  Bahamas. 
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T  0  L  E  D  0 

Close  Successful  Year  —  Stocks 
Low — Ignaz  Fischer  Moves — Paul 
S.  Clough  fFith  J,  JV.  Greene  Co. 

Toledo,  O.,  January  4. — Holiday  trade  was  very 
good  here.  Dealers  for  that  reason  experienced 
difficulty  in  keeping  machine  stocks  complete. 
Record  sales  never  have  achieved  such  large 
totals. 

At  the  Toledo  Talking  Machine  Co.  the  year 
just  closed  was  a  successful  one.  The  demand 
for  machines  towards  the  end  of  the  season  was 
such  that  the  supply  did  not  go  around,  Chas. 
H.  Womeldorff  states.  The  new  year's  outlook 
is  very  promising.  With  the  situation  abroad 
once  adjusted  and  with  export  demand  again 
in  evidence,  trade  will  go  ahead  very  rapidly, 
he  believes. 

Talking  machine  stocks  in  the  hands  of  deal- 
ers are  not  large.  Therefore,  merchants  will 
be  in  the  market  and  buying  in  a  nominal  way 
throughout  the  year. 

At  the  Lion  Store  Victrola  rooms  the  holiday 
volume  was  the  largest  in  the  history  of  the 
store.  Business  closed  put  the  year  ahead  of 
the  preceding  one,  A.  J.  Pete  states.  A  sig- 
nificant fact  in  connection  with  this  was  that 
patrons  were  very  discriminating.  They  wanted 
to  buy,  and  did  buy  in  large  numbers;  but  it 
was  necessary  to  convince  them  that  they  were 
receiving  their  full  money's  worth.  This  is  a 
healthy  sign,  for  it  means  folks  have  come  to 
realize  the  value  of  quality  merchandise. 

The  Ignaz  Fischer  Music  House  has  moved 
from  Madison  avenue  to  the  new  store  at  707 
Adams  street.  This  location  is  in  the  newer 
shopping  section  and  within  a  stone's  throw 
of  five  other  music  houses.  Holiday  trade  in 
Brunswicks  was  gratifying  and  gives  promise 
of  a  prosperous  new  year,  it  is  said.  Hyman 
Rothenstein  is  the  new  proprietor  of  the  store. 
Miss  Hilda  Heath  has  joined  the  store  force. 
She  will  specialize  in  records  and  sheet  music. 

The  J.  W.  Greene  Co.,  according  to  E.  A. 
Kopf,  not  alone  did  the  largest  Christmas  busi- 
ness in  the  history  of  the  store,  but  likewise 
sold  all  instruments  which  were  intended  to  be 
used  as  January  specials. 

The  new  year  has  started  well.  The  Bruns- 
wick York  console  model  is  in  great  favor  with 
patrons,  as  is  also  the  Tudor  model.  This  line, 
in  connection  with  the  Victrola  and  Cheney, 
gives  the  house  a  very  strong  representation. 
Remodeling  plans  are  under  way.  It  is  hoped 
to  complete  this  program  before  the  middle  of 
May,  at  which  time  a  concert  and  large  recep- 
tion are  planned. 

Paul  S.  Clough  is  a  recent  addition  to  the 
talking  machine  sales  force  of  the  J.  W.  Greene 
Co. 

At  the  Goosman  Piano  Co.  Christmas  trade 
recorded  a  very  satisfactory  total.  The  Co- 
lumbia, Vocalion,  Starr,  Bush  &  Lane  and 
Granby  talking  machines  are  dealt  in.  Miss 
Grace  M.  Greeman  is  in  charge. 

New  Year  plans  included  an  aggressive  news- 
paper and  sales  campaign.  Women  will  be  em- 
ployed to  do  house-to-house  canvassing,  for  it 
is  found  that,  as  a  rule,  they  are  better  able 
to  secure  access  to  the  home. 

Fred.  N.  Goosman,  president  of  the  company, 
has  been  confined  to  his  home  for  the  past  ten 
days  on  account  of  illness. 

The  Kneisel  Music  Co.,  primarily  a  sheet  mu- 
sic and  small  goods  dealer,  will  add  records  to 
its  stock.  In  order  to  give  the  new  line  the 
proper  start  the  store  will  be  rearranged.  Rec- 
ord files  will  be  placed  opposite  the  sheet  music 
counters,  close  to  the  front  of  the  store,  and 
music  rolls  will  be  placed  on  racks  nearby. 

John  F.  Kneisel  believes  these  three  items 
should  make  a  strong  combination  and  will  be 
worked  together.  When  a  customer  buys  sheet 
music  she  will  be  asked,  "Have  you  a  phono- 
graph or  player-piano?"  and  told  that  the  selec- 


tion just  purchased  may  be  had  in  either  a 
record  or  music  roll. 

A  direct  advertising  campaign  will  be  em- 
ployed in  connection  with  the  newspapers  to  ac- 
quaint people  with  the  records  carried. 

At  the  LaSalle  &  Koch  Co.,  Victrola  Shop, 
the  December  volume  reached  a  20  per  cent  in- 
crease. Machine  sales  were  very  good  and 
record  demand  was  phenomenal,  R.  O.  Danforth 
states.  Since  Christmas  a  few  machines  have 
been  exchanged  for  larger  ones,  which  seems 
to  indicate  that  patrons  were  sold  the  instru- 
ment they  desired  but  have  since  either  enlarged 
their  desires  or  have  been  influenced  by  the 
salesman's  arguments  used  at  the  time  of  the 
sale.  Miss  Mildred  Christman,  an  experienced 
record  saleslady,  has  joined  the  department 
force. 

The  J.  W.  Greene  Co.  is  featuring  the  Zenith 
radio  set,  according  to  W.  W.  Baillie.  This 
outfit  is  sold  upon  the  instalment  plan  and 
therefore  must  give  satisfaction.  Demonstra- 
tions are  given  in  the  home  to  live  prospects 
and  recent  sales  are  encouraging. 


IMPORTANT  NEW  BILL  IN  OHIO 


Measure  Designed  to  Amend  Present  Condi- 
tional Sales  Act  Extends  Filing  Period  for 
Chattel  Mortgages — Penalties  for  Fraud 


OPENS  CANADIAN  BRANCH 


Plaza  Music  Co.,  New  York  City,  Opens  To- 
ronto, Ont.,  Branch  to  Facilitate  Service 


The  Plaza  Music  Co.,  of  New  York  City,  has 
completed  arrangements  for  the  opening  of  a 
Canadian  branch  of  its  business  in  Toronto, 
Ont.,  which  will  be -Under  the  supervision  of 
M.  G.  Beatty,  who  is  widely  known  in  the  talk- 
ing machine  field  of  Canada.  The  branch  was 
opened  with  the  idea  of  giving  direct  and  un- 
interrupted service  to  the  company's  growing 
business  in  Canada.  The  new  branch  will  func- 
tion as  a  complete  supply  house  unit,  carrying 
a  large  stock  of  needles,  albums,  repeaters, 
motors,  tone  arms,  etc.,  for  practically  every 
make  of  motor  and  equipment.  Main  springs 
and  all  other  minor  parts  will  also  be  carried 
in  stock. 


Cleveland,  O.,  January  6. — Charles  H.  Yahrling, 
of  Youngstown,  chairman  of  the  Legislative 
Committee  of  the  Music  Merchants'  Association 
of  Ohio,  has  urged  all  members  of  that  Associa- 
tion to  bring  pressure  to  bear  on  all  Senators 
and  Assemblymen  in  the  State  with  a  view  to 
having  passed  a  new  bill  amending  existing 
laws  covering  the  filing  of  chattel  mortgages 
and  the  status  of  conditional  sales  contracts. 

The  feature  of  the  amendment  that  makes  a 
special  appeal  to  piano  men  and  which  has  been 
advocated  for  a  long  time  is  that  providing 
that  mortgages  may  be  filed  within  ten  days 
of  their  making  instead  of  at  once,  as  provided 
for  in  the  existing  law.  Piano  men,  as  well  as 
other  merchants  selling  on  instalments,  have 
had  considerable  trouble  under  the  present  law 
through  having  chattel  mortgages  declared  void 
because  they  had  not  been  filed  the  same  day 
as  executed.  It  was  found  that  there  were 
plenty  of  purchasers  who  were  familiar  with 
the  law  and  ready  to  take  advantage  of  it. 

The  amendment  to  the  Conditional  Sales  Law- 
provides  for  the  indexing  of  chattel  mortgages 
by  the  names  of  the  parties  to  them,  and  makes 
it  illegal  to  give  a  false  name  or  address  in 
such  mortgages  and  provides  a  penalty  of  from 
one  to  three  years  in  prison  where  the  sum 
involved  is  over  $35  and  small  fines  and  prison 
sentences  when  the  amount  involved  is  less. 

The  Legislative  Committee  of  the  Ohio  Asso- 
ciation has  been  very  active  for  several  years 
and  has  already  accomplished  much  good  in  in- 
stigating or  supporting  legislation  calculated  to 
protect  music  merchants  and  others  in  instal- 
ment sales.  A  year  or  two  ago  the  Association 
was  instrumental  in  having  passed  a  law  making 
it  a  crime  if  goods  being  paid  for  under  instal- 
ment contract  were  moved  to  other  States. 


KEEP  YOUR  NAME  BEFORE  YOUR  CUSTOMERS 


Your  name  imprinted  on 
Simplex  and  K-E  Record 
Cleaners  at  no  additional  cost. 
A  really  efficient  cleaner  and 
a  good  way  to  advertise  your 
business. 
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Asli  m  io  submit  designs. 
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K-E   AUTOMATIC  STOPS 

The  K-E  is  still  the  best  Automatic  Stop  made 
Because  it : 
Avoids  motor  strain 
Is  not  attached  to  Tone  Arm 
Low  installation  cost 
No  extra  parts 
Operates  all  Records. 
Send  50c.  for  sample 

Kirkman  Engineering  Corporation 

484-490  BROOME  ST.  -  NEW  YORK 
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TRADE  EQUALS  EXPEC- 
TATIONS IN  BROOKLYN 


Holiday  Sales  Totals  in  Most  Cases  Larger 
Than  for  Same  Period  Last  Year— Whole- 
salers Aid  Dealers — Record  Sonora  Sales — 
Presents  Staff  With  Christmas  Gift  of  Salary 
Increase — Nostrand  Shop  Enlarged — Albert 
Bersin  Opens  Branch — Other  Happenings 


The  large  majority  of  dealers  in  Brooklyn 
and  Long  Island  are  very  much  satisfied  with 
the  volume  of  business  done  during  the 'past 
Christmas  season,  as  it  is  reported  that  sales 
compared  favorably  with  those  of  last  year  for 
the  same  period.  In  most  cases  sales  totals 
were  larger  than  last  year,  and  very  few  dealers 
report  a  decrease,  especially  in  the  sales  of 
instruments.  Demand  for  records  has  not  come 
quite  up  to  expectations.  An  interesting  con- 
dition this  year  was  the  fact  that  the  demand 
for  instruments,  though  larger  than  last  year, 
was  confined  to  the  lower  price  models,  or 
those  models  which  sell  around  $100  to  $150, 
whereas  last  year  the  demand  was  for  the 
higher  price  models.  Also  last  year  records 
were  in  much  more  active  demand,  so  with  this 
great  difference  in  conditions,  it  is  noteworthy 
that  dealers  in  this  territory  were  able  to  make 
such  a  splendid  showing.  In  consequence  of 
the  large  number  of  individuals  who  purchased 
instruments  last  year,  it  is  only  reasonable  to 
expect  that  the  future  demand  for  records  will 
be  greater,  and  no  doubt  the  first  quarter  of 
this  year  will  be  a  busy  one  from  the  stand- 
point of  record  sales.  Therefore,  there  is  every 
reason  to  believe  that  the  talking  machine  busi- 
ness generally  promises  to  be  a  healthy  and 
normal  one  in  every  way  during  1923.  A  com- 
mendable feature  of  retail  merchandising  this 
past  year  in  this  territory  was  the  large  amount 
of  preparation  which  has  been  going  on  for 
some  time  past;  especially  noticeable  was  the 
enlarging  of  showroom  space  and  general  re- 
arranging of  stores,  the  installation  of  the  most 
improved  fixtures,  which  no  doubt  materially 
assisted  in  obtaining  a  splendid  holiday  busi- 
ness. One  dealer,  who  has  just  completed  ex- 
tensive alterations  to  his  store  which  gave  him 
a  much  larger  floor  space,  stated  with  great 
enthusiasm  that  his  holiday  business  in  1922 
more  than  tripled  that  of  the  previous  year. 
Wholesalers  Co-operate  With  Dealers 

Wholesalers  kept  their  staffs  busy  during  the 
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It  was  foresight  and  not  fortune  that 
made  it  possible  for  the  Victor  retailer 
to  serve  his  trade  so  well  during  1922. 

The  same  attention  to  the  retailer's 
needs — the  anticipation  of  the  trend  of 
the  public's  purchasing  power  and  incli- 
nation—  will  be  paramount  with  us 
during  1923. 


G.T  WILLIAMS  CO.^^ 

272  Flatbush  Avenue  Extension       Brooklyn,  N.  Y. 


holidays  by  offering  to  dealers  the  utmost  co- 
operation, making  deliveries  of  records  and 
machines  up  to  the  last  minute.  The  last  day 
before  Christmas  found  a  number  of  sales  rep- 
resentatives hard  at  work  helping  out  dealers 
in  taking  care  of  the  frenzied  crowd  of  buyers, 
which  had  waited  until  the  last  minute  to  make 
purchases.  This  co-operation  reflects  the  splen- 
did work  that  wholesalers  are  doing  in  this 
territory  and  it  is  keenly  appreciated  by  dealers 
who  benefited  greatly  from  it. 

To  sum  up,  it  is  the  consensus  of  opinion 
among  talking  machine  men  here  that  everyone 
has  enjoyed  a  prosperous  year  in  sales.  The 
past  twelvemonth  has  been  one  of  complete 
reorganization,  and  those  dealers  who  have 
lieeded  the  sign  of  the  times  and  have  employed 
the  proper  methods  for  securing  business, 
namely,  of  closely  following  up  every  prospec- 
tive purchaser  intensively,  have  been  amply  re- 
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CLEAR    AS    A  BELL 
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THE  more  experience  you  have  as  a 
Phonograph  Dealer  the  more  you  will 
appreciate  the  service  we  are  prepared 
to  render  as  Distributors  of  Sonora  Phono- 
graphs in  this  territory. 

We  invite  correspondence  or  calls  from 
Dealers  who  have  come  to  recognize  the  dis- 
tinct value  of  the  Sonora  line. 

Why  not  find  out  for  yourself  what 
Sonora  is  doing  for  other  Dealers  under  con- 
ditions more  or  less  like  your  own? 

Any  communication  from  you  will  have 
our  prompt  and  careful  attention. 


LONG  ISLAND  PHONOGRAPH  CO.INC. 


150   Montague  Street  ,  Brooklyn 


warded  with  a  very  satisfactory  volume  of  busi- 
ness. 

The  new  year,  from  all  indications,  promises 
to  be  a  more  normal  one  in  business  generally, 
and  the  talking  machine  trade,  by  virtue  of  the 
experience  gained  in  the  past  year  of  highly 
concentrated  selling,  is  well  prepared  to  get  its 
share  of  the  expected  upward  trend  in  buying. 
Record  Sonora  Holiday  Trade 

The  Long  Island  Phonograph  Co.,  Sonora 
wholesaler  for  this  section  of  Metropolitan  New 
York,  reports  that  Sonora  dealers  enjoyed  the 
largest  holiday  business  in  years,  limited  only 
by  their  ability  to  secure  enough  of  the  popular 
price  models,  such  as  the  Marquette,  which 
retails  for  $100.  Officials  of  the  company  made 
strenuous  efforts  to  supply  the  demand  for 
Christmas,  but  were  unable  to  secure  sufficient 
instruments  to  meet  the  needs  of  dealers.  R.  H. 
Keith,  general  manager  of  the  companj',  is  very 
much  pleased  at  the-  business  done,  and  was 
confident  that  Sonora  dealers  got  their  share 
of  the  business.  He  stated  that  sales  of  Sonoras 
in  this  territory  for  the  entire  year  show  a 
large  gain  over  last  year. 

J.  J.  Schratweiser,  sales  manager,  was  kept 
extremely  busy  during  the  rush  dispatching 
machines  to  dealers  on  hurry  calls,  and  through 
his  co-operation  many  dealers  were  able  to  close 
sales  which  they  might  otherwise  have  lost. 
The  entire  sales  staff  was  put  .at  the  disposal 
of  dealers,  a  service  which  was  keenly  appre- 
ciated, and  no  doubt  helped  materially  in  ob- 
taining the  splendid  results  reported.  As  a  mark 
of  appreciation  for  the  hearty  co-operation 
given  him  by  the  office  staff  during  the  year 
Mr.  Schratweiser  gave  them  a  luncheon  party 
at  a  nearby  cafe  which  was  thoroughly  enjoyed 
by  everyone. 

Christmas  Gift  of  Salary  Increase  to  Staff 

C.  H.  Keith,  president,  in  accordance  with 
plans  worked  out  some  time  ago,  presented  each 
member  of  the  organization  with  a  Christmas 
gift  in  the  shape  of  a  substantial  increase  in 
salary.  This  fine  gift  was  in  addition  to  an 
individual  one  which  Mr.  Keith  gave  person- 
ally. "The  spirit  of  co-operation  in  our  organ- 
ization," stated  Mr.  Keith,  "is  ample  evidence 
why  the  Long  Island  Phonograph  Co.  has  made 
such  rapid  strides  in  its  growth  and  we  look 
forward  to  new  year  developments  with  the 
greatest  confidence  and  with  an  organization 
prepared  to  meet  all  emergencies." 

Nostrand  Music  Shop  Enlarged 

The  Nostrand  Music  Shop,  768  Nostrand 
avenue,  recently  completed  extensive  alterations 
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to  the  store,  more  than  doubUng  the  original 
floor  space.  Theodore  Lohr  and  A.  Heizie,  the 
proprietors  of  this  thriving  business,  recently 
purchased  the  entire  building  at  this  address, 
and  plans  were  then  made  to  take  over  the  ad- 
joining space  in  the  rear  of  their  present  show- 
rooms, making  one  large  wareroom.  The  work 
was  started  some  time  ago,  and  it  was  rushed 
to  completion  just  in  time  to  take  care  of  the 
holiday  trade.  The  entire  store  has  been  com- 
pletely equipped  with  the  most  modern  fixtures, 
including  a  large  number  of  private  hearing 
rooms,  new  record  counters  and  record  racks, 
all  of  which  makes  this  store  one  of  the  best 
arranged  in  Brooklyn.  A  large  and  well-ar- 
ranged display  space  has  been  laid  out  in  the 
auditorium,  where  every  model  of  Victrola  is 
shown  to  advantage.  The  store  features  the 
Victor  line  exclusively.  Business  during  the 
holidays  was  excellent,  which,  Mr.  Lohr  stated, 
put  over  the  top  the  sales  total  for  the  year, 
making  1922  the  greatest  year  in  their  history. 
To  Help  Dealers  Take  Inventory 
Npw  that  the  holiday  rush  is  over  the  Ameri- 
cati-  Talking  Machine  Co.,  popular  Victor  whole- 
saler .  for  Brooklyn  and  Long  Island,  is  pre- 
paring to  assist  dealers  in  the  annual  taking  of 
inventories.  This  work  is  of  the  greatest  im- 
portance; and  it  requires  a  large  amount  of 
detail,  which  must  be  done  with  absolute  thor- 
oughness, in  order  that  dealers  can  know  to 
the-rlast  record  and  package  of  needles  how 
much  actual  business  has  been  done  and  with 
what  profit.  R.  H.  Morris,  general  manager  of 
the  company,  reports  one  of  the  largest  holi- 
day demands  ever  experienced,  especially  in 
machines,  while  the  record  demand,  which  was 
a  bit  slower,  has  shown  an  encouraging  spurt 
during  the  past  ten  days  that  is  bound  to  make 
up  for  any  deficit  in  this  phase  of  the  holiday 
business. 

Herman  Rushin,  who  has  charge  of  the  record 
stock  for  this  wholesaler,  was  unfortunately 
stricken  with  an  attack  of  appendicitis,  during 
Christmas  week,  and  had  to  be  rushed  to  the 
Post  Graduate  Hospital,  where  he  was  immedi- 
ately operated  on.  Mr.  Rushin  is  an  ex-service 
man,  extremely  well  liked  by  Ips  fellow  workers, 
who  visited  him  in  a  body  on  Christmas  day  to 
cheer  him  on  to  a  speedy  recovery. 

"Maderite"  Covers  Grow  in  Favor 

A.  Bruns  &  Co.,  manufacturers  of  "Maderite" 
covers  _for  talking  machine  delivery,  report  that 
the  output  of  their  covers  to  the  talking  ma- 
chine trade  for  the  past  year  was  the  greatest 
in  the  history  of  the  company.  "The  distribu- 
tion of  our  covers,"  stated,  officials  of  the  com- 
pany, "has  now  reached  every  State  in  the  coun- 
try, and  also  a  number  of  foreign  countries. 
Plans  are  now  being  prepared  for  the  new  year 
that  it  is  expected  will  more  than  double  the 
output,  facilities  to. meet  what  we  believe  will 
be  one  of  .the  most  prosperous  years  in  the 
industry." 

Albert  Bersin  Opens  Branch  Store 

Albert  Bersin,  who  conducts  a  large  talking 
machine  business  at  1248  Fulton  street,  opened 


another  new  store  to  the  public  this  month 
at  Bedford  avenue  near  Fulton  street,  which  is 
the  last  word  in  modern  retail  store  arrange- 
ment. Mr.  Bersin  heretofore  has  devoted  his 
entire  energy  to  the  merchandising  of  the 
Brunswick  and  Sonora  lines  at  his  Fulton  street 
store,  but  with  the  opening  of  this  new  store, 
where  the  Victor  line  is  handled  exclusively, 
he  is  fulfilling  a  long-cherished  ambition  to  re- 
tail Victor  merchandise.  Mr.  Bersin  has  been 
highly  successful  in  'the  retail  talking  machine 
field  and  is  well  able  to  conduct  this  additional 
business  in  a  successful  manner.  The  new  store 
is  equipped  throughout  with  every  modern  con- 
venience and  has  a  large  floor  space.  Record 
racks,  sound-proof  booths  and  display  cases 
have  been  installed,  while  the  main  auditorium 
is  attractively  arranged  as  a  large  display  room 
for  the  showing  of  Victrola  models.  A  large 
show  window,  which  is  perhaps  one  of  the  most 
attractive  in  Bxooklyn,  has  been  constructed  in 
front  of  the  store. 

Ideal  Music  Shop  Secures  Sonora  Line 
During  the  rush  of  an  unprecedented  demand 
for  Sonora  machines  during  the  month  of  De- 
cember,   the    Long    Island    Phonograph  Co., 


ANNUAL  COLUMBIA  NEW  YEAR  PARTY 


Members  of  Executive  Staff  and  Employes  of 
the  Columbia  Organization  Enjoy  Annual 
Get-together  in  Company's  Auditorium 


The  annual  New  Year's  party  given  by  the 
Columbia  Graphophone  Co.  to  the  members 
of  the  executive  staff  and  to  all  employes  was 
held  recently  in  the  great  auditorium  on  the 
twenty-fourth  floor  of  the  company's  executive 
offices  in  New  York  City.  The  party  started 
off  with  a  luncheon  at  noon  at  which  H.  L. 
Willson,  president  of  the  company,  delivered 
an  address  in  which  he  thanked  all  members 
of  the  Columbia  organization  for  the  splendid 
work  done  during  the  past  year,  giving  a  brief 
resume  of  the  company's .  activities  in  which  he 
emphasized  the  fact  that  every  member  of  the 
Columbia  organization  played  a  most  important 
part  in  bringing  to  a  close  a  very  successful 
year. 

Geo.  W.  Hopkins,  vice-president  and  sales 
manager,  also  addressed  the  gathering,  as  well 
as  several  other  members  of  the  executive  staff. 

Following  the  luncheon  the  floor  was  cleared 
for  dancing,  the  music  being  furnished  by  ex- 
clusive Columbia  record  artists,  who  played 
during  the  afternoon  until  the  party  adjourned. 
A  feature  which  was  introduced  during  the 
dancing  was  the  rendition  of  several  selections 
by  Columbia  artists  in  between  dances.  An- 
other feature  which  produced  a  lot  of  fun  and 
general  merriment  among  the  gathering  was  a 
huge  "grab-bag"  which  was  placed  in  the  center 
of  the  floor  and  from  which  every  employe 
grabbed  a  gift  or  a  present  of  some  sort.  Dur- 
ing the  grabbing  of  these  gifts  from  the  bag, 
several  members  of  the  organization  were  the 
cause  of  much  laughter  for  the  presents  re- 


Sonora  jobber  in  this  territory,  granted  a  fran- 
chise to  the  Ideal  Music  Shop,  at  Central  avenue 
and  Hart  street.  The  Sonora  will  be  handled 
exclusively.  Marco  Maggio,  the  proprietor  of 
this  new  shop,  for  some  time  has  been  negotiat- 
ing with  officials  of  the  Long  Island  Phono- 
graph Co.  for  a  Sonora  agency,  with  the  result 
that  a  first  shipment  of  machines  was  received 
by  him  in  time  for  Christmas  business.  Lee 
Coupe,  genial  representative  of  the  Long  Island 
Phonograph  Co.,  closed  the  deal. 

Albert  Steinhardt  With  Geo.  Millard 
Albert  Steinhardt,  who  has  been  connected 
as  salesman  with  Jacob  Bros.,  997  Broadway, 
popular  Victor  dealers,  has  resigned  his  position 
with  this  company  to  accept  a  like  position  with 
Geo.  Millard,  who  recently  opened  one  of  the 
finest  retail  stores  in  all  Brooklyn.  Mr.  Stein- 
hardt is  one  of  the  younger  members  in  the 
talking  machine  field,  and  so  far  has  attained 
considerable  success  as  a  talking  machine  sales- 
man. His  genial  personality  has  won  for  him 
many  friends  in  the  trade,  and  he  is  rapidly 
establishing  for  himself  an  enviable  reputation 
that  is  bound  to  make  him  an  extremely  valua- 
ble man. 


ceived  were  of  a  funny  character,  but  later  the 
recipients  of  these  joke  packages  were  given 
others  to  replace  them. 

This  party  arranged  by  the  officials  of  the 
company  is  looked  forward  to  by  every  em- 
ploye of  the  organization  as  it  affords  an  oppor- 
tunity to  get  together  at  one  time  the  large 
personnel  which  comprises  every  branch  of  the 
Columbia  organization.  At  this  time  officials!- 
and  executives  of  the  company  take  the  oppor- 
tunity to  extend  their  personal  congratulations 
and  thanks  for  the  splendid  spirit  of  co-oper- 
ation which  has  made  the  past  year  a  highly 
successful  one. 
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5  Upright 
3  Console 
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greatest  oppor- 
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Keal  Merit  Wins— The  " Rscordion"  hat  it  [ 
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''Call  Me  Back,  Pal  o'  Mine''  and  ''Save  the  Last  Waltz 
Me"  are  all  that  transcendent  waltzes  can  be. 
Both  are  given  the  last  pinch  of  perfection  by  the 
Columbia  Dance  Orchestra  and  the  faultless  repro- 
duction of  the  Columbia  New  Process  Record.  A-3752. 


Columbia  Graphoplione  Co. 

NEW  YORK 


ATLANTA 


Many  Plans  for  New  Enterprises 
— Developments  of  the  Month  in 
Leading  Southern  Trade  Centers 

Atlanta,  Ga.,  January  8. — Optimism  and  the  in- 
creased prosperity  of  this  district  are  responsi- 
ble for  a  number  of  plans  for  new  enterprises 
which  will  probably  result  in  additional  talking 
machine  dealers  here  in  Atlanta.  Details  are 
not  yet  complete,  but  the  next  thirty  or  sixty 
days  should  show  some  interesting  develop- 
ments. 

The  holiday  business  was  in  the  main  quite 
satisfactory.  All  dealers  report  business  as  sub- 
stantially ahead  of  last  year's,  the  feature  of 
the  trade  being  the  increased  number  of  mod- 
erately priced  outfits  sold.  This  would  indicate 
that  the  family  of  average  means  is  again  in  a 
position  to  purchase  something  other  than 
necessities,  and,  further,  the  larger  number  of 
machine  sales  insures  a  good  record  business 
during  the  coming  months. 

Most  dealers  in  this  territory  had  sufficient 
courage  in  the  Fall  to  order  a  stock  large 
enough  to  take  care  of  their  holiday  require- 
ments. There  was  no  widespread  shortage  of 
product,  although  most  dealers  were  completely 


A  NEW 
Repeating  Device 


Af  flew  l?epeating  Device.  Wonderfully  simple. 
C&erqomes  and  eliminates  objections  to  other  re- 
peaSets».'."  Will  not  mar  or  scratch  the  record. 
Made'of  metal— will  last  a  lifetime.  Adjustable 
for  ip-inch  '«r^  1^-inch  records. 

tIKSrapid  repeater 

Repeat^ 'any  record  instantly — no  breach  between 
eredyi^-;  and  sfarting,  thus  providing  continuous 
mii^AC.  Jlere  is  a  sturdily  built  repeater  that  sells 
for'  almost  th^  ;  same  price  as  celluloid  or  other 
flimsily  made  machines.    Fully  Guaranteed. 


RETAIL 
PRICE 


$2.00 


Send  for  sample  and  discounts.  Agencies  now 
being  established.  Write  for  our  attractive  propo- 
sition. 

THE  RAPID  REPEATER  CO. 

266  Van  Alst  Avenae     LONG  ISLAND  CITY,  N.  Y 


sold  out  of  some  few  models,  particularly  on 
consoles  priced  between  $100  and  $200. 

The  Southern  Sonora  Co.,  which  has  been 
distributing  Sonora  machines  throughout  the 
Southeast  from  this  city,  has  moved  its  general 
offices  to  Selma,  Ala.,  but,  we  understand,  will 
warehouse  a  stock  here  and  continue  to  dis- 
tribute from  this  point. 

Immediately  following  Christmas  the  Cable 
Piano  Co.  conducted  a  largely  advertised  sale 
of  its  "trade-in"  machines.  These  were  thor- 
oughly reconditioned,  attractively  priced  and 
disposed  of  readily. 

In  a  special  interview  M.  E.  Lyle,  who  repre- 
sents the  Strand  interests  throughout  the  entire 
Southeast,  and  who  is  as  closely  in  touch  with 
general  conditions  as  anyone  in  the  talking  ma- 
chine industry,  reports  that  the  outstanding  fea- 
ture of  the  year  just  ended  has  been  the  com- 
plete acceptance  of  the  console  model. 

Mr.  Lyle  recalled  other  epoch-making  years. 
The  one  marked  by  the  change  from  the  cyl- 
inder to  the  disc  type,  later  the  abandonment 
of  the  horn,  which  was  supplanted  by  the  horn- 
less machine,  then  followed  substitution  of 
double-disc  for  the  old  single-faced  record.  Just 
so  the  universal  demand  for  the  flat-top  console 
proves  its  superiority  over  other  designs  and 
marks  the  beginning  of  a  new  period  in  the 
field  of  talking  machine  progress. 

Mr.  Lyle  predicts  that  the  dealer  who  does 
not  fully  realize  the  importance  of  this  change, 
and  fails  to  meet  the  demand  with  a  full  line  of 
popular-priced,  flat-top  period  design  consoles, 
will  find  business  difficult  to  obtain. 

W.  C.  Fuhri,  of  the  General  Piionograph 
Corp.,  New  York,  was  in  this  city  recently, 
spending  several  days  with  the  1.  K.  Polk  Co., 
Okeh  distributor.  Okeh  dealers  throughout  the 
Southeast  are  enjoying  a  large  trade  on  the 
Okeh  hit,  "Sugar  Blues."  This  number  was 
made  by  Sara  Martin,  a  new  addition  to  the 
Okeh  catalog  of  records  by  famous  race  artists. 

Chas.  J.  Rev,  of  the  wholesale  phonograph 
division  of  the  J.  K.  Polk  Furniture  Co.,  is 
planning  an  extended  trip  of  three  or  four  weeks 
in  Florida  in  the  interest  of  the  Okeh  record. 
Honest  Quaker  main  springs,  repair  parts,  etc. 

The  Cochran  Furniture  Co.,  this  city,  has  re- 
cently been  added  to  the  local  list  of  Okeh- 
dealers. 

Phonographs,  Inc.,  Edison  jobber,  finds  its 
dealers  universally  enthusiastic  over  the  value 
and  the  sales  appeal  of  the  London  console. 
It  retails  at  a  price  which  brings  the  Edison,  in 
flat-top,  console  design,  within  reach  of  the  fam- 
ily of  moderate  income.  Clarke  &  Jones,  of 
Birmingham,  have  recently  added  both  the  Edi- 
son and  Brunswick  lines. 

The  local  Brunswick  branch  has  just  received 
samples  of  the  new  Brunswick  model  console, 
"The  Tudor,"  and  the  entire  organization,  also 
dealers  that  have  seen  this  new  model,  are  very 
much  elated  over  it. 

Ralph  Hooke,  Brunswick  salesman,  spent  the 
holiday  season  at  his  former  home  in  Cincin- 
nati, O. 


Ludden  &  Bates,  local  Brunswick  dealers,  re- 
ported a  very  satisfactory  phonograph  business 
for  December  and  state  it  was  the  higher-priced 
Brunswicks  which  were  most  in  demand.  This 
firm  had  a  very  attractive  window  for  the  holi- 
days— a  Brunswick  Japanese  lacquer  console 
occupying  the  center  of  the  display. 

M.  B.  Duke,  who  is  looking  after  Brunswick 
interests  in  the  State  of  Florida,  spent  the  holi- 
days in  Atlanta.  The  happy  smile  and  counte- 
nance of  Mr.  Duke  certainly  tell  the  story  that 
he  and  Brunswick  dealers  in  Florida  enjoyed 
a  real  good  holiday  business. 

Columbia  dealers  in  Atlanta  report  that  they 
enjoyed  one  of  the  largest  Christmas  trades  in 
many  years.  Especially  was  this  true  of  rec- 
ord sales. 

H.  J.  Jenkins  is  now  connected  with  the  Coch- 
ran Furniture  Co.,  Columbia  dealer  of  this 
city,  in  the  capacity  of  manager  of  the  Graf- 
onola  department.  Mr.  Jenkins  is  well  known 
throughout  the  South  in  the  talking  machine 
industry. 

The  Kenny  Furniture  Co.,  Columbia  dealer, 
which  recently  had  the  misfortune  of  having 
a  very  bad  fire  at  its  location,  246  Peters  street, 
this  city,  has  moved  to  a  new  location  at  262- 
264  Peters  street.  This  live  Columbia  dealer 
opened  in  his  new  store  on  December  15  and 
enjoyed  a  very  nice  business  during  the  holiday 
season. 

E.  W.  Macon,  E.  D.  Jordan  and  F.  Miller, 
Columbia  salesmen  of  the  local  branch,  spent 
several  days  during  Christmas  week  in  the  At- 
lanta branch  office.  All  of  them  report  that 
conditions  in  their  respective  territories  are 
very  favorable  and  that  they  are  looking  for- 
ward to  one  of  the  largest  years  ever  during 
1923. 

E.  E.  Hyde,  manager  of  the  Bonds  Grapho- 
phone  Shop,  Nashville,  reports  that  the  "Four 
o'clock  Blues"  on  Columbia  record  A3729  is 
proving  to  be  the  largest  selling  record  of  this 
nature  ever  released  by  the  Columbia  Co.  To 
date,  he  states,  he  has  sold  seven  hundred  and 
fifty  of  them.  It  was  released  December  IS. 
Mr.  Hyde's  stock  was  exhausted  at  noon,  Sat- 
urday, December  23,  and  from  then  until  the 
time  he  closed,  he  says,  he  had  three  hundred 
and  fifty  calls  for  this  number. 

R.  F.  Bibb,  manager  of  the  Stewart- Williams 
Co.,  Springfield,  Tenn.,  has  been  getting  some 
very  fine  results  from  sending  a  circular  letter, 
with  a  classified  list  of  records  attached,  to  his 
entire  mailing  list.  Mr.  Bibb  says  that  his  rec- 
ord and  Grafonola  sales  were  increased  60  per 
cent  during  the  Christmas  season  as  a  result  of 
this  list  of  records  sent  to  his  customers. 
News  From  Other  Points  South 

Walton  &  Co.  and  R.  L.  Stulce  Furniture  Co., 
Chattanooga,  Tenn.,  have  just  completed  two 
of  the  most  successful  Grafonola  sales  in  the 
history  of  that  city.  During  the  sale  of  R.  L. 
Stulce  some  eighty  odd  instruments  were  sold 
in  about  ten  days.  Walton  &  Co.'s  sale  began 
on  the  fifteenth  of  December  and  continued 
throughout  Christmas  week. 
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In  the  last  issue  of  The  World  we  reported 
that  Columbia  Dealer  J.  A.  Cunningham,  of 
Jacksonville,  Fla.,  had  just  completed  a  most 
successful  Grafonola  sale  and  that  he  planned 
to  have  another  one  before  Christmas.  His  last 
sale  of  the  year  1922  began  December  15  and 
ended  the  twenty-third  of  the  month,  with  one 
hundred  and  fifty  Columbia  Grafonolas  sold. 
Other  Columbia  dealers  in  Jacksonville,  Chad- 
wick  Furniture  Co.  and  the  South  Jacksonville 
Furniture  Co.,  reported  splendid  sales  during 
the  holiday  season. 

The  Winget  Jewelry  Co.,  Gastonia,  N.  C,  has 
been  obtaining  splendid  results  from  calling  its 
customers  to  the  telephone  and  playing  the  late 
record  releases.  Quoting  George  L.  Rawlings, 
of  this  company:  "When  business  gets  dull  and 
it  seems  as  if  there  were  none  to  be  had  we 
have  our  record  clerks  call  our  customers  over 
the  phone  and  broadcast  the  latest  records.  Of 
course,  this  is  not  as  good  as  the  radio,  but  you 
would  be  surprised  at  the  number  of  our  cus- 
tomers that  come  in  and  ask  for  the  record  that 
we  played  for  them  over  the  phone." 

Rosa  Ponselle,  Metropolitan  Opera  star  and 
exclusive  Columbia  record  artist,  recently  ap- 
peared in  Orlando,  Fla.,  in  an  all-star  concert 
and  scored  a  huge  triumph.  Mather-Wiley- 
Estes  Co.,  Columbia  dealer,  advertised  her  ex- 
tensively in  the  "Program,"  installed  a  very 
attractive  window  and  co-operated  in  other 
ways. 


EXCELLENT  OUTLOOK  FOR  VITANOLA 


DOCTOROW  REPRESENTS  KRASCO 


Company  Enters  New  Year  With  Substantial 
Volume  of  Orders  on  Its  Books  and  Main 
Problem  Is  One  of  Production 


Well-known  Manufacturers'  Representative 
Handling  Krasco  Motors  in  This  Territory — 
Has  Wide  Acquaintance  in  Trade 


Saginaw,  Mich.,  January  8. — According  to  the 
officers  of  the  Vitanola  Talking  Machine  Co. 
the  company  has  been  so  busy  endeavoring  to 
replenish  in  some  measure  the  greatly  depleted 
stocks  found  after  the  holidays  that  there  has 
been  little  time  to  consider  future  prospects. 

The  Vitanola  Co.  has  entered  1923  with  a  very 
substantial  volume  of  unfilled  orders  on  hand 
and  the  problem  for  the  next  few  months  at 
least  will  be  to  take  care  of  those  orders  and 
of  the  current  demand. 

An  interesting  and  promising  feature  of  the 
business  is  that  a  number  of  dealers  who  have 
not  been  heard  from  for  two  or  three  years 
came  back  into  the  fold  with  the  business  revival 
and  have  been  distributing  verj'  satisfactory 
numbers  of  Vitanola  machines. 

The  company  is  maintaining  an  exhibit  at 
the  Chicago  Furniture  Market  and  is  antici- 
pating the  usual  good  results  from  the  display 
of  its  line  before  the  many  furniture  buyers 
who  visit  that  exhibition  each  year. 

Taking  it  all  in  all  the  company  officials  de- 
clare "everything  will  be  glad  and  glorious  dur- 
ing 1923,"  which  sums  up  the  situation. 


D.  R.  Doctorow,  manufacturers'  representa- 
tive, with  headquarters  at  51  East  Forty-second 
street,  New  York,  was  recently  appointed  sales 
representative  in  this  territory  by  the  Krasco 
Mfg.  Co.,  Chicago,  manufacturer  of  Krasco 
motors.  This  important  deal  was  closed  by  D. 
S.  Root,  vice-president  of  the  Krasco  interests, 
who  makes  his  headquarters  at  the  New  York 
offices  of  the  Krasco  Mfg.  Co.,  128  West  Forty- 
second  street. 

During  the  past  few  months  the  Krasco  motor 
has  won  signal  success  in  all  sections  of  the 
country  and  has  been  adopted  by  a  number  of 
well-known  talking  machine  manufacturers  as 
part  of  their  standard  equipment.  Mr.  Docto- 
row, through  his  wide  experience  in  the  trade, 
is  in  a  position  to  give  this  motor  splendid  rep- 
resentation in  this  territory. 


VICTOR  TRAVELERSJN  CONFERENCE 

Report  at  Factory  During  Holidays  to  Discuss 
Business  Plans  for  New  Year 


BLOOM  CANDIDATE  FOR  CONGRESS 

Sol  Bloom,  music  publisher,  former  Victor 
jobber  and  builder  of  several  theatres  in  New 
York  City,  has  been  nominated  by  the  Demo- 
cratic organization  of  the  Nineteenth  District, 
New  York,  as  candidate  for  Congress'in  the  spe- 
cial election  to  be  held  January  31  to  elect  a  suc- 
cessor to  Samuel  Alarx,  who  died  shortly  after 
his  victory  in  the  last  election.  Mr.  Bloom  was 
one  of  the  most  aggressive  talking  machine  men 
in  the  metropolitan  district  until  the  -building 
business  claimed  him. 


LIBRARY  SETS  FOR  DEALERS 

The  G.  T.  Williams  Co.,  Inc.,  Victor  dis- 
tributor, Brooklyn,  N.  Y.,  sent  its  many  friends 
in  the  trade  a  library  set  as  a  Christmas  greet- 
ing. The  metal  parts  are  trimmed  in  gold  and 
nickel  and  make  an  attractive  as  well  as  useful 
article  for  the  desk. 


During  the  Christmas  holidays  the  entire  stafif 
of  the  traveling  department  of  the  Victor  Talk- 
ing Machine  Co.,  with  the  exception  of  R.  P. 
Hamilton,  who  travels  California  and  Nevada, 
reported  at  the  factory  and  spent  several  days 
in  conference  with  the  Victor  Co.  executives 
regarding  the  business  plans  for  the  new  year. 
After  brief  vacations  spent  at  their  homes,  in 
some  instances,  the  travelers  returned  to  their 
respective  territories. 


INCREASES  CAPITAL  TO  $150,000 

Bridgeport,  Conn.,  January  3. — The  Alfred  Fox 
Piano  Co.,  of  this  city,  has  increased  its  capital 
stock  from  $50,000  to  $150,000. 


Miss  Grayce  Van  Couttren  recently  resigned 
from  the  organization  of  H.  O.  Hartley,  Victor 
dealer,  Galva,  111.,  and  is  now  connected  with 
the  Victor  department  of  W.  H.  Lyman  &  Co., 
Kewanee,  111. 


JANUARY,  FEBRUARY  and  MARCH 

The  Heavy  Record  Selling  Months  of  the  Year 

Are  You  Prepared? 

1923  demand  will  show  radical  increase. 


Adequate  sales  facilities  will  produce  a  har- 
vest of  record  sales  during  the  first  three 
months  of  the  year. 


The  UNICO  SYSTEM  will  DOUBLE 
your  facilities  overnight — and  at  moderate 
cost. 


THIS  DEALER  IS  PREPARED! 
NEW  UNICO  DEPARTMENT  OF  DERBYSHIRE  BROS. 


3,300  dealers  have  increased  sales 
and  profits  thru  UNICO  EQUIP- 
MENT. 

You  can  do  likewise. 
Consult  our  nearest  branch  TODAY. 


UNIT  CONSTRUCTION  COMPANY 


NEW  YORK,  N.  Y. 
299  Madison  Ave. 


RAYBURN  CLARK  SMITH,  President 
S8th  Street  and  Grays  Avenue,  Philadelphia,  Pa, 


CHICAGO,  ILL. 
30  N.  Michigan  Blvd. 


DALLAS.  TEX. 
209  Dallas  Bank  Bldg. 
SAN  FRANCISCO,  CAL. 

275  Post  St. 


NEW  ORLEANS.  LA. 
506  Marine  Bank  Bldg. 

H.  A.  MOORE  &  CO..  LTD.  (Sales  Agentt) 
Premier  House,  Londoo  (W.CI.i.  Eneland 


SALT  LAKE  CITY,  UTAH 
150  Main  St. 
DENVER,  COLO. 
1642  Arapahoe  St. 
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Store  Equipment 


"8? 


of 


"8? 


Quality  and  Design 


Hearing  Rooms 
Record  Racks 
Service  Counters 


Display  Gases 
Musical  Instrument 
Cases,  etc. 


ZIMMERMAN  BITTER  CONSTRUCTION  CO. 


Ofl&ces,  Factories  and  Warerooms — 325-327  East  94th  Street 


New  York  City 


IMPORTANT  NEW  POSTS  FOR  TWO  VICTOR  CO.  OFFICIALS     LANDAY  BROS.  INCREASE  capital 


S.  Macdonald  Appointed  Associate  Director  of  Artists  and  Repertoire  Department  as  As- 
sistant to  C.  G.  Child — Frank  K.  Dolbeer  Advanced  to   Sales  Managership 


The  Victor  Talking  Machine  Co.  has  just  an- 
nounced several  important  changes  in  official 
personnel  and  in  the  designations  and  duties  of 
certain  executives  of  the  company,  becoming 
efifective  on  January  8. 

J.  S.  Macdonald,  who  for  the  past  two  years 
has  been  sales  manager,  has  been  advanced  to 


John  S.  Macdonald 

tiie  post  of  Associate  Director  of  Artists  anil 
Repertoire,  and  in  that  capacity  will  act  a*- 
direct  assistant  to  C.  G.  Child,  who  has  been 
designated  as  Director  of  Artists  in  Repertoire 
Department,  although  continuing  the  work 
which  he  has  handled  so  ably  for  a  number 
of  years  past  in  building  up  the  prestige  of  the 
Victor  record  catalog. 

Mr.  Macdonald  in  his  new  post  will  divide 
his  time  between  duties  at  Camden  and  New 
York  and  travel  in  the  interest  of  the  record 
catalog  and  will  maintain  contact  with  musical 
interests  and  with  the  trade. 


SECOND  YEAR  SUCCESSFUL  LEADER 

The  Most 
Dependable  and 

Inexpensive 
Lid  Support 
on  the  Market 


Canada  Patent 
Applied 


Patented 
5ept.9.1919' 

Two  other  p^rtel 
Applied  foi 

flexible  and  bent. 


The  bottom  plate  is  con- 
structed of  one  piece 
of  metal  and  it  works 
automatically  perfect. 
No  parts  to  go  out  of 
order.  The  hinges  are 
made  in  two  styles — 
Samples  on  request. 


STAR  MACHINE  &NOVELTYCO. 

81  MILL  STREET  BLOOMFIELD,  N.  J. 

G.  L.  LAING  CO.,  Canadian  Distributor 
41  Richmond  St.,  Eatt,  Toronto,  Ont. 


Mr.  Macdonald,  before  becoming  sales  man- 
ager at  the  Victor  factory,  was  in  charge  of 
the  recording  rooms  in  New  York  and  his  ex- 
periences in  that  connection  will  unquestion- 
ably prove  of  great  service  to  him  in  carrying 
on  his  new  duties. 

The  other  promotion  is  that  of  Frank  K. 
Dolbeer,  formerly  head  of  the  Traveling  Sales 
Department,  to  the  post  of  sales  manager,  with 
full  charge  of  the  operation  of  the  Sales  De- 
partment. Mr.  Dolbeer  will  handle  or  delegate 
the  handling  of  all  ordinary  business  with  the 
trade  and  will  relieve  Ralph  L.  Freeman,  Di- 
rector of  Distribution,  of  many  of  his  present 


Frank  K.  Dolbeer 

duties  in  order  that  the  latter  may  give  more 
time  to  work  of  a  general  character. 

Mr.  Dolbeer's  long  and  successful  experience 
in  looking  after  the  sale  and  distribution  of 
talking  machine  products  is  too  well  known  to 
require  comment,  and  he  is  particularly  well 
qualified  to  fill  with  ability  the  post  to  which 
he  has  been  promoted. 


THOS.  F.  GREEN  REMEMBERED  BY  STAFF 

As  a  mark  of  their  esteem  and  affection  the 
stafT  of  the  Silas  E.  Pearsall  Co.,  New  York 
Victor  wholesaler,  presented  Thos.  F.  Green, 
president  of  the- company,  with  a  beautiful  set 
of  tobacco  pipes.  The  presentation  was  made 
on  Christmas  Eve  and  Lloyd  L.  Spencer,  sales 
manager  of  the  company,  officiated  as  toast- 
master,  performing  his  duties  with  his  usual 
ability.  The  set  of  pipes  is'  not  only  elaborate, 
but  practical  in  its  jnake-up,  consisting  of  seven 
pipes  mounted  in  gold  and  made  of  the  finest 
shell  briar  available. 


New  York  Victor  Wholesalers  and  Retailers 
Add  Greatly  to  Capitalization 


Landay  Bros.,  Victor  distributors  with  head- 
quarters in  New  York  and  operating  several 
letail  stores  in  the  metropolitan  district  and 
adjacent  territory,  have  increased  their  capital- 
ization from  $25,000  to  $1,000,000.  This  move 
is  in  line  with  the  policy  of  expansion  which 
Landay  Bros,  have  adopted  due  to  the  rapidly 
growing  business  of  the  firm. 

It  will  be  remembered  that  a  complete  line 
of  musical  merchandise  was  installed  in  the 
Forty-second  street,  New  York,  store  of  the 
firm,  and  it  is  the  intention  to  introduce  sim- 
ilar lines  in  the  other  stores  operated  by  the 
company. 


NEW  HOME  FOR  ROTH  MUSIC  STORE 


Columbus,  O.,  January  3.— The  Roth  Music 
Store,  186  South  High  street,  this  city,  operated 
by  David  Roth,  has  secured  a  ten-year  lease  on 
spacious  quarters,  consisting  of  a  storeroom  and 
basement  on  High  street.  Mr.  Roth  is  one  of 
the  best  known  music  dealers  in  this  vicinity 
and  he  has  built  up  a  large  business  in  pianos 
and  musical  instruments. 


NOW  $1.50 

To  the  Consumer 

RADIO  has  had  its  fling,  so  we 
will  get  back  to 

PHONOGRAPH  SUPPLIES 


The  LIDSEEN 

FIBRE  NEEDLE 

CUTTER 

Sharpens  the  needle  without  removing  it 
from  the  tone  arm  of  the  machine 


Jobbers,  line  up  on  this 

LIDSEEN 

832-840  So.  Central  Ave.  CHICAGO 
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NEW  CLEANING  FLUID  ON  MARKET 

Varaol  Introduced  to  Talking  Machine  Trade  by 
Varnol  Co. — Has  Many  Distinctive  Features 


The  Varnol  Co.,  of  New  York,  has  just  placed 
on  the  market  a  cleaning  fluid  known  as 
"Varnol,"  which  the  company  states  "dear's  the 
way  to  good  music."  This  preparation,  which 
is  the  invention  of  G.  W.  Shodde,  cleans  old 
records  so  thoroughly  that  the  original  beauty 
of  the  music  is  restored  and  it  also  cleans  off 
the  wax  coating  on  new  records,  thereby  en- 
abling the  purchaser  to  secure  maximum  satis- 
faction. Varnol  is  packed  in  a  one-ounce  bottle, 
containing  sufficient  fluid  to  clean  150  double- 
face  records,  and  Mr.  Shodde  has  already  re- 
ceived substantial  orders  from  jobbers  and 
dealers  who  are  keenly  interested  in  the  new 
preparation. 

SHOW  EXHIBIT  PRODUCES  BIG  SALES 

Milwaukee.  Wis.,  January  5. — The  Luebtow 
Music  Co.,  of  this  city,  featured  the  Sonora  to 
excellent  advantage  at  the  Food  and  Household 
Show  held  in  this  city  recently.  The  show  was 
attended  by  about   100,000  people   during  the 


Exhibit  of  the  Luebtow  Music  Store 
week  and  Sonora  literature  was  liberally  dis- 
tributed. Several  sales  were  made  at  the  booth 
and  the  show,  which  was  held  under  the  aus- 
pices of  the  Milwaukee  Journal,  was  a  signal 
success. 


NATHAN  GARFINKEL  TO  CONCENTRATE 

Nathan  Garfinkel,  majority  stockholder  and 
treasurer  of  the  Mutual  Phono  Parts  Mfg.  Corp., 
manufacturer  of  tone  arms  and  sound  boxes. 
New  York,  has  decided  to  devote  his  entire  time 
and  attention  to  the  talking  machine  business. 
He  has  been  connected  with  the  automobile 
accessory  business  for  quite  some  time  and  is 
well  known  in  that  line.  However,  business  has 
increased  to  such  an  extent  that  in  the  future 
he  will  direct  all  his  efTorts  to  the  success  of 
the  Mutual  Phono  Parts  Mfg.  Corp.  Mr.  Gar- 
finkel assumed  his  duties  on  January  2  and  has 
already  taken  measures  to  increase  production 
and  enlarge  the  present  factory. 


DELIVERS  INTERESTING  ADDRESS 

Lancaster,  Pa.,  January  S. — An  interesting  ad- 
dress on  "Music  Appreciation  and  How  It  Is 
Acquired"  was  recently  delivered  before  the 
members  of  the  Quota  Club  at  a  dinner  meeting 
in  this  city  by  Miss  Esther  Gatewood,  of  the 
Victor  Talking  Machine  Co.  The  talk  was  il- 
lustrated with  records  played  on  a  Victor  ma- 
chine loaned  by  the  Donovan  Co.,  Victor  dealer 
of  this  city.  While  here  Miss  Gatewood  also 
addressed  students  of  the  Stevens  High  School 
on  "Music  as  a  Factor  in.  Education." 


BUST  OF  CARUSO  FOR  NEW  YORK 

The  finished  bust  and  monument  of  the  late 
Enrico  Caruso,  world-famed  artist,  ordered  by 
the  Italians  of  New  York  in  honor  of  their  de- 
ceased countryman,  has  been  delivered  to  the 
brother  of  the  great  tenor  by  Filippi  Cifariello, 
Naples,  Italy,  and  it  will  be  sent  to  New  York. 


NEW  UNIT  INSTALLATIONS 

Equipment  for  Dealers  in  New  York  and  New 
England  Territories  Show  Active  Plans  for 
1923  Business  Is  Now  Well  Under  Way 


W.  K.  Badger,  in  charge  of  the  New  York 
and  New  England  territories  of  the  Unit  Con- 
struction Co.,  of  Philadelphia,  Pa.,  reports  that 
the  past  year  found  many  new  Unico  installa- 
tions made  in  the  territory  and  that  there  was 
a  marked  tendency  on  the  part  of  all  dealers 
to  further  enlarge  and  beautify  their  warerooms 
throughout  1923. 

A  recent  installation  that  attracted  consider- 
able attention  is  that  of  the  Gibbs  Piano  Co., 
of  Springfield,  Mass.  This  consists  of  complete 
Unico  equipment  with  six  rooms,  record  de- 
partment, cornice  and  column  treatment  and 
offices.  Installation  was  finished  in  ivory  and 
proved  very  attractive. 

The  Jamaica  Music  Co.,  of  Jamaica,  L.  I., 
\  ictor  and  Brunswick  dealers,  recently  had  in- 


warerooms  at  21  Sutphin  boulevard,  a  complete 
Unico  equipment,  consisting  of  six  rooms  with 
all  accessories.  These  warerooms  are  advan- 
tageously situated  opposite  the  big  Jamaica 
terminal  of  the  Long  Island  Railroad,  and,  in 
addition  to  local  business,  do  a  considerable 
commuters'  trade  as  well.  Miss  Evelyn  Bebell, 
owner  and  general  manager  of  this  music  shop, 
is  a  hustler  and  a  firm  believer  in  going  out 
after  business.  Several  automobiles  are  owned 
by  the  company  and  are  steadily  employed  in 
canvassing  the  residential  districts  within  a  wide 
radius  of  the  headquarters. 

Harry  A.  Beach,  vice-president  of  the  Unit 
Construction  Co.,  was  a  recent  visitor  at  the 
New  York  offices  when  he  stopped  off  on  his 
way  to  New  England  and  New  York  State 
points.  Rayburn  Clark  Smith,  president  of  the 
company,  also  visited  the  New  York  offices 
during  the  early  part  of  the  month. 

The  Victor  department  of  the  J.  B.  Spilman 
store,  Rolla,  Mo.,  is  holding  Saturday  concerts 


stalled,  by  the  Unit   Construction   Co..   in   it>;      whicli  are  attracting  considerable  interest. 


Don't 
Be  Caught 
Without 
Bubble  Books! 


Christmas  started  the 
Bubble  Book  habit  in  many 
new  homes — more  mothers 
than  ever  now  know  the 
joy  of  a  serene  household 
on  those  heretofore  trying  winter  days,  when  obstreperous 
youngsters  have  to  be  kept  indoors. 

You  undoubtedly  helped  to  start  the  Bubble  Book  habit.  You 
helped  many  mothers  to  solve  the  problem  of  indoor  entertain- 
ment for  their  children.  These  same  mothers  will  soon  be  com- 
ing to  you  for  new  Bubble  Books — for  once  children  make  the 

acquaintance  of  the  books  "that  sing"  they 
aren't  happy  until  they  have  all  of  them. 

Don't  let  your  customers  find  you  unprepared 
for  their  reorders.  Keep  your  Bubble  Book 
stand  filled.  Remember  that  Bubble  Books 
are  year-round  sellers! 


Bubble  Booics 

"that  Sing" 


By  RALPH  MAYHEW 
and  BURGES  JOHNSON 

Illustrated  by  Rhoda  Chase 

When  you  sell  one  you  sell  a  habit 
and  when  you  sell  a  habit,  you're 
building  business. 


HARPER  &  BROTHERS,  BUBBLE  BOOK  DIVISION 

Established  1817  Franklin  Square  New  York,  N.Y. 
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BRISK  HOLIDAY  TRADE  ENJOYED  IN  TORONTO  TERRITORY 

Scythes- Vocalion  Co.,  Ltd.,  Introduces  New  Vocalion  Portable — New  Record   Distributed  by 
Starr  Co. — M.  S.  Davis  a  Visitor — Victrolas  for  Schools— Month's  News 


Toronto,  Ont.,  January  8.  —  The  Scythes- 
Vocalion  Co.,  Ltd.,  29-31  Alice  street,  this  city, 
Canadian  distributor  of  Vocalion  phonographs 
and  records,  has  introduced  a  portable  Vocalion 
phonograph  to  the  Canadian  market.  It  is 
very  compact  and  large  sales  are  expected. 

The  Starr  Co.  of  Canada,  Ltd.,  London,  is 
now  issuing  a  new  section  in  its  monthly  record 
supplements  to  be  known  as  the  Goldseal  rec- 
ord and  to  be  retailed  at  eighty-five  cents.  It 
is  intended  to  introduce  two  of  these  Goldseal 
eighty-five-cenf  records  each  month  in  addition 
to  the  regular  list  of  Starr  sixty-five-cent  rec- 
ords. Starr  dealer?  who  have  been  approached 
on  the  subject  have  expressed  themselves  highly 
pleased  with  the  innovation,  according  to  W. 
D.  Stevenson,  vice-president.  A  series  of  songs 
by  H.  Rutburn  McDonald,  Toronto  baritone, 
has  been  recorded  and  it  is  expected  that  the 
Starr  Co.  of  Canada,  Ltd.,  London,  will  release 
one  or  two  of  these  records  each  month  for 
the  next  several  months. 

Miss  Mae  Skilling,  of  the  Columbia  Co.'s 
educational  department,  gave  a  demonstration 
of  Columbia  educational  records  to  local  school 
teachers  recently. 

M.  S.  Davis,  of  the  Encore  Sales  Co.,  New 
York,  recently  visited  the  Musical  Merchandise 
Sales  Co.,  Canadian  distributor  of  the  Encore 
record  repeater. 

The  Larsson  Phonograph  Co.  has  commenced 
business  at  517  Bloor  street,  West,  this  city. 
In  addition  to  the  Larsson  line  the  firm  is 
handling  the  Vocalion. 

M.  Forsythe,  "His  Master's  Voice"-Victor 
dealer  in  Aurora,  has  been  successful  in  selling 
several  portable  Victrolas,  Style  50,  to  the  pub- 
lic school  of  Aurora  recently.  Mr.  Forsythe 
also  sold  at  the  same  time  several  sets  of  "His 


Master's  Voice"-Victor  health  exercises,  after 
same  had  been  demonstrated  to  the  teachers  and 
scholars  by  Charles  Gorden,  of  the  traveling 
staflf  of  His  Master's  Voice,  Ltd. 

Yerkes'  S.  S.  Flotilla  Orchestra,  which  makes 
Vocalion  records  exclusively,  recently  spent  two 
weeks  here  at  the  Hippodrome.  Local  dealers 
cashed  in  on  the  opportunity  to  feature  records 
by  the  orchestra. 

A  trade  visitor  to  Canada  recently  was  N. 
Cohen,  president  of  the  Wall-Kane  Needle  Mfg. 
Co.,  Inc.,  Brooklyn,  N.  Y. 

C.  V.  Lindsay's,  Ltd.,  Ottawa  branch  recently 
conducted  a  series  of  weekly  recitals  for  chil- 
dren in  its  Columbia  and  Sonora  phonograph 
department.  Small  souvenirs  were  distributed 
among  the  youthful  visitors.  A  lady  demon- 
strator was  in  charge  of  the  first  recital  and 
she  explained  the  various  compositions  as  they 
were  played. 

Toronto's  latest  and  most  exclusive  phono- 
graph shop,  Brunswick  Hall,  228  Yonge  street, 
■ivas  recently  opened  to  the  public  and  although 
the  interior  decorations  were  not  entirely  com- 
pleted this  did  not  interfere  with  establishing 
what  will  probably  be  a  record  in  the  phono- 
graph business  for  an  opening  day. 

This  new  shop  is  surely  destined  to  be  a 
center  of  attraction  in  the  music  world,  as  it 
presents  to  the  public  a  splendid  array  of  Bruns- 
wick phonographs  in  every. style  and  finish.  On 
the  opening  day  there  were  approximately  one 
hundred  Brunswicks  on  exhibit.  A  complete 
stock  of  Brunswick  records  also  has  been  in- 
stalled. 

Van  and  Schenck,  Columbia  artists,  recently 
appeared  in  a  vaudeville  sketch  at  Shea's  and 
were  billed  as  "The  Pennant  Winning  Battery 
of  Songland." 


FAIR  DEMAND  IN  ALL  BRANCHES  OF  MONTREAL  TRADE 

Console  Models  Lead  Holiday  Demand — Compo  Co.,  Ltd.,  Installs  Special  Machinery  to  Speed 
Output — New  Strand  Agencies — Planning  a  Music  Week — Feature  Starr-Gennett  Records 


Montreal,  Can.,  January  6. — Inquiries  made  at 
the  various  retailers  of  talking  machines  elicited 
the  information  that  holiday  trade  was,  on  the 
whole,  equal  to  that  of  last  year  and  in  a  few 
instances  slightly  ahead.  Dealers  handling 
radio  sets  enjoyed  their  first  Christinas  sale,  but 
it  did  not  come  up  to  expectations. 

Layton  Bros,  report  a  heavy  sale  of  console 
models  in  both  Edison  and  Brunswick  instru- 
ments. A  brisk  demand  for  Columbias  was 
also  enjoyed. 

Frank  Ramsperger  (International  Music 
Store)  reports  heavy  sales  of  Brunswick  records 
as  well  as  inquiries  for  and  sales  of  Brunswick 
phonographs. 

The  Compo  Co.,  Ltd.,  record-pressing  plant 
at  Lachine,  Que.,  has  installed  especially  con- 
structed machinery  in  order  to  increase  the  ca- 
pacity of  the  plant.  This,  with  the  working  of 
the  pressing  plant  twenty-four  hours  per  day, 
if  necessary,  guarantees  adequate  production  of 
Apex  records  to  meet  all  demands. 

The  Strand  phonograph,  which  is  being  dis- 
tributed in  Montreal  by  R.  L.  Chilvers,  has  been 
taken  on  lately  by  the  following  firms:  Layton 
Bros.,  Ltd.;  J.  W.  Shaw  &  Co.,  Woods  Music 
Store,  J.  Donat  Langelier,  Ltd.;  Dupuis  Freres 
and  J.  H.  Mulhollin  Piano  Co. 

Goodwins,  Ltd.,  drew  considerable  publicity  to 
its  Brunswick  department  through  billboard  ad- 
vertising in  prominent  locations  scattered 
throughout  the  city. 


Jas.  A.  Ogilvys,  Ltd.,  department  store  is 
now  carrying  the  complete  line  of  Starr  phono- 
graphs as  well  as  a  full  assortment  of  Gennett 
records. 

The  Delphic  Study  Club's  plan  to  give  ilont- 
leal  a  music  week  is  meeting  with  general  ap- 
proval. A  number  of  the  city's  leading  mu- 
sicians have  promised  to  help  the  project  with 
contributions  of  free  concerts. 

Jas.  A.  Ogilvy's,  Ltd.,  this  city,  is  putting  on 
a  new  stunt  in  order  to  familiarize  the  public 
still  further  with  the  merits  of  Starr-Gennett 
records  and  at  the  same  time  increase  the 
monthly  mailing  list  by  securing  new  names. 

A  selection  of  any  twelve  records  will  be  given 
free  to  the  person  who  correctly  anticipates  the 


twelve  most  popular  Starr-Gennett  records,  the 
popularity  to  be  judged  according  to  the  lists 
sent  in  by  the  competitors.  The  records  to  be 
chosen  under  the  following  heads:  Three  high- 
class  songs,  three  old-time  songs  (such  as  "Old 
Folks  at  Home"),  three  dances  and  three 
marches.  The  person  whose  list  agrees  with 
the  order  of  popularity  according  to  the  voting 
can  select  any  twelve  records  desired  for  the 
prize. 

A.  C.  Skinner,  Sherbrooke,  Que.,  plans  to 
handle  the  complete  Edison  line  exclusively  in 
the  future. 

Quite  a  considerable  number  of  Sonora  and 
Columbia  machines  were  purchased  at  the  last 
minute  from  C.  W.  Lindsay,  Ltd.,  as  Christmas 
gifts  and  this  firm  experienced  considerable  dif- 
ficulty delivering  them. 

Charles  Culross  reports  wholesale  business  in 
Aeolian- Vocalion  lines  as  tip-top,  both  as  to 
machines  and  records.  Sonora  retail  sales  with 
this  firm  are  and  have  been  good. 


TRADE  ACTIVITIES  IN  WINNIPEG 

Cassidy's,  Ltd.,  Puts  on  Co-operative  Campaign 
to  Boost  Columbia  Products — Tie-up  With 
Theatre  Produces  Excellent  Results. 


Winnipeg,  Man..  January  8. — Cassidy's,  Ltd.. 
distributor  of  Columbia  Grafonolas  and  rec- 
ords, has  been  testing  the  possibilities  of  co- 
operative advertising.  It  arranged  with  the  Al- 
len Theatre  Orchestra,  which,  by  the  way.'^is 
one  of  the  best  musical  organizations  in  the 
city,  to  make  a  special  musical  item  of  the 
"Parade  of  the  Wooden  Soldiers,"  a  record 
which  the  Columbia  people  are  featuring.  In 
connection  with  this  they  held  a  window  dress- 
ing competition  among  dealers  for  the  best  dis- 
play featuring  the  "Parade  of  the  Wooden 
Soldiers,"  also  working  into  the  display  the 
fact  that  this  music  was  being  played  at  the 
Allen  Theatre. 

Six  thousand  cards  were  mailed  to  record 
buyers,  with  descriptive  matter  of  the  latest  Co- 
lumbia records  and  announcing  the  fact  that 
they  were  being  played  aill  week  at  the  Allen 
Theatre.    Large  sales  resulted. 


GATHERING  VICTOR  INVENTORY  DATA 

The  Victor  Talking  Machine  Co.  has  sent  out 
to  Victor  dealers  throughout  the  country  in- 
ventory sheets  so  that  authentic  data  can  be 
obtained  by  the  compan\'  on  stocks  of  records 
and  machines  on  hand  by  dealers  on  December 
31.  The  data  thus  obtained  will  be  used  as  a 
basis  for  estimating  manufacturing  volume  dur- 
ing 1923. 


J.  B.  Ralston  is  the  new  manager  of  the 
Taylor  Bros.  Music  Co.,  Moberly,  Mo.  He  is 
the  brother  of  Lawrence  Ralston,  who  man- 
ages the  company's  store  in  Columbia.  Both 
have  financial  interests  in  the  enterprise. 


Talking  Machine  Springs 
and  Repair  Parts 


NONE  BETTER  IN  QUALITY 


NONE  LOWER  IN  PRICE 


THE  RENE  MANUFACTURING  CO. 


MONTVALE,  NEW  JERSEY 
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Cable   Address  Reg'd 
"FUlasse—Phlla." 

Exclusive  Distributor- 
ships Now  Being 
Granted.  Request 
Catalog  177T 


"TALKS  FOR  ITSELF" 

PENNSYLVANIA  \  r\  1  r\  LABORATORIES 

PARLA   MS,  J\,         I  KJ  APPARATUS 

SUBSIDIARY  OF 

INTERNATIONAL  MICA  COMPANY 

PHILADELPHIA.  PA. 


XjOnK  Distance  Phone 
Baring  0533 


Made  Specially  for  the 
Talking  Machine 
Trade 


VICTOR,    COLUMBIA,    PATHE,    EDISON  and  SONORA  JOBBERS,    WFITE  FOR    EXCLUSIVE  DISTRIBUTORSHIP 


GENERAL  PHONO.  CORP.  ENLARGES 

New  York  Distributing  Division  Secures  Addi- 
tioned  Space  at  Present  Location — Many  New 
Okeh  Record  Agencies  Recently  Opened 


The  New  York  distributing  division  of  the 
General  Phonograph  Corp.,  which  has  recently 
moved  into  new  offices  at  15  West  Eighteenth 
street,  New  York,  has  just  taken  over  an  addi- 
tional floor  at  this  address  to  take  care  of  the 
large  amount  of  business  which  the  company 
has  booked  during  the  past  few  months.  The 
concern  formerly  occupied  the  ground  floor  of 
this  large  loft  building  and  last  month  the  sec- 
ond floor  was  secured  and  is  now  being  used 
for  office  space  as  well  as  for  the  packing  and 
delivery  of  records  to  Okeh  dealers. 

E.  B.  Shiddell,  general  manager  of  the  com- 
pany, was  very  much  pleased  over  the  splendid 
showing  made  by  his  company  during  the  last 
three  months  and  especially  during  the  month 
of  December  when  sales  totals  showed  a  more 
than  100  per  cent  increase  over  the  figures  of 
last  year  for  the  same  period.  A  large  number 
of  new  Okeh  dealers  have  been  taken  on  and 
from  all  indications  additional  dealers  will  bring 
the  total  up  considerably  during  the  coniin;,' 
year.  "Despite  the  fact,"  stated  Mr.  Shiddell, 
"that  record  business  was  reported  slow  during 
the  month  of  December  we  were  able  to  show 
a  large  increase,  and  from  all  indications  1923 
promises  to  be  one  of  the  most  prosperous  years 
in  the  history  of  the  talking  machine  business. 
With  our  present  facilities  and  well-organized 
sales  force  we  are  prepared  to  give  Okeh  deal- 
ers in  our  territory  a  high-class  service  in  every 
respect,  which  will  be  reflected,  no  doubt,  in  a 
corresponding  increase  in  sales." 

Plans  arc  now  being  made  for  a  formal  open- 
ing of  the  new  quarters  of  the  company  which 
it  is  expected  will  take  place  about  the  first  of 
February.  At  that  time  the  entire  organization 
will  meet  and  officials  of  the  General  Phono- 
graph Corp.,  headed  by  Otto  Heineman,  presi- 
dent, will  be  invited  to  attend  and  take  part  in 
celebrating  this  event,  which,  judging  from  the 
program,  will  be  some  affair. 


CONDUCTING  CAMPAIGN  ON  SPRINGS 

Everybody's  Talking  Machine  Co.  Staging 
Drive  Directed  Mainly  to  Popularizing  "Hon- 
est Quaker"  Springs  Throughout  the  Trade 


Philadelphia,  Pa.,  January  8. — Although  sup- 
plying to  the  trade  every  part  used  in  the  talk- 
ing machine,  Everybody's  Talking  Machine  Co., 
of  this  city,  is  conducting  a  campaign  centering 
to  a  large  extent  on  "Honest  Quaker"  springs. 
The  name,  which  was  selected  by  this  company 
to  represent  its  product  some  time  back,  is 
particularly  descriptive.  Quality  has  been  held 
foremost  in  the  production  of  these  springs  and 
these  yellow  labeled  boxes  are  now  to  be  found 
in  a  large  majority  of  talking  machine  ware- 
rooms  and  repair  shops  throughout  the  country. 
A  policy  of  a  special  spring  for  each  purpose 
lias  been  adopted.  In  recent  literature  prepared 
by  the  company  a  grouping  of  these  boxes  is 
shown,  the  numbers  running  from  seventeen  to 
fifty-eight.  The  line  is  produced  in  a  wide 
range  of  lengths  and  widths  and  for  practically 
all  makes  of  machines. 


STARR  PIANO  COLEASES  FLOOR 

The  Starr  Piano  Co.  has  leased  a  floor  at  9 
East  Thirty-seventh  street,  New  York,  from 
Douglas  L.  Elliman  &  Co. 


IMPROVEMENTS  AT  TRAFFORD  CO. 

Mason  City,  la..  Concern  Installs  Most  Modern 
Conveniences  for  Patrons 


Mason  City,  Ia.,  January  8. — The  Trafford  Co., 
Inc.,  has  recently  added  new  fixtures  to  its 
store,  which  helps  to  make  it  one  of  the  finest 
music  stores  in  the  State  of  Iowa.  This  firm 
has  also  rearranged  its  stock  of  musical  instru- 
ments, which  gives  the  store  a  very  attractive 
appearance.  Features  are  hearing  counters  for 
demonstrating  records.  These  counters  permit 
the  hearing  of  records  without  disturbing  any- 


one and  they  eliminate  the  use  of  booths.  These 
new  counters  make  it  possible  for  more  records 
to  be  played  in  less  time  and  without  confusion. 
The  machines  are  automatically  wound. 

The  Trafford  Co.  has  also  installed  new  cab- 
inets and  counters  for  sheet  music  and  music 
books.  With  the  space  saving  accomplished 
the  company  now  uses  the  rear  room  for  the 
display  of  upright  and  grand  pianos,  player- 
pianos.  Victrolas  and  Brunswick  machines  are 
shown  in  the  center  room.  The  enormous  stock 
of  records  carried  by  this  house  is  now  filed 
in  the  front  room  instead  of  in  the  rear  as 
before. 


"One  handle  handles  it" 

Outing 

The  Ever- Seasonable  Portable 


MOVABLE  MUSIC 


Size:  8  in,  z  14  In.  x  IS  in. 


ALL  YEAR  'ROUND 
RUN  OF  SALES 


Patent  Pending 


MORE  CONVENIENT  than  TABLE  Machines. 
TONE  Quality  EQUAL  to  LARGE  Machines. 
Finish  Same  as  Any  Large  Phonograph. 

A  Wonderful  GIFT 


Outing 


Oak 


anc 


TALKING  MACHINE  CO.,  Inc. 

A.  J.  COTE.  President 

MT.  KISCO.  N.  Y. 

Dealers    in    Mexico    and    Cnba    should    send    order*  and 
Inquiries  to 
R.  C.  ACKERMAN 
291  East  162nd  Street  New  Yorlc,  N.  Y. 

Foreign  Export — CHIPMAN  lilMITED 
8-10  Bridge  Street  New  Yorli  City 

Cable  Address,  CHIPMUNK,  New  Yorlt 


Mahogany 
Finishes 


JOBBERS: 


GENEBAl. 
PHONOGRAPH 
CORP. 
New  Yorlc  Distribu- 
ting Division 
15  West  18th  Street 
New  York,  N.  Y. 

CABINET     A  AC- 
CESSORIES CO., 
145  East  S4th  St., 
New  Yorlt,  N.  Y. 

BRISTOL,  & 
BARBER 
3  East  14th  St. 
-New  York,  N.  Y. 

A.  C.  ERISMAN 

CO., 
174  Tremont  St., 
Boston,  Mass. 


GEO.    C.  UIiRICH 
&  CO. 

.le  Estey  BldE., 
Philadelphia,  Pa. 

ART  EMBROIDERY 
CO. 

I.oui$Tille,  Ky. 

IROQUOIS  SALES 
CO. 

210  Franklin  St., 
Buffalo,  N.  Y. 

UTICA'S    GIFT  & 
JEWELRY  SHOP 
Utica,  N.  Y. 

DAVENPORT 
PHONO.  & 
ACCESS.  CO., 
217  Brady  St.. 
Davenport,  la. 


VOCAUON  CO. 
OF  OHIO 
Cleveland,  O. 

BURNHAM, 
STOEPEl,  &  CO. 
101  East  I/arned  St., 
Detroit,  Mich. 

WAI-TER  S.  GRAY 
CO. 

942  Market  St., 
San  Francisco,  Cal. 

STEWART  T.  M. 
CO., 

Indianapolis,  Ind. 

J.  K.  POtK  FURN. 
CO. 

294  Decatur  St., 
Atlanta,  Ga. 


M.  &  M.  DISTRIB- 
UTING CORP., 
5  So.  Wabash  Ave., 
Chicaeo,  III. 


STERLING  ROLL 
&   RECORD  CO. 
137  W.  4th  Street, 
Cincinnati,  O. 


RICHMOND  SPORT 
&  SPECIALTY 

SHOP 
(Newton  Corp.) 
616  E.  Broad  St. 
Richmond.  A'a. 
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DIAMOND  PRODUCTS  IN  NEW  HOME      RETURNS  FROM  COAST  TO  COAST  TRIP 


Manufacturer  of  Juvenile  Console  Talking  Ma- 
chine Moves  to  Fifth  Avenue  Quarters  as  the 
Result  of  Its  Rapidly  Growing  Business 


Rayburn  Clark  Smith,  President  of  Unico  Con- 
struction Co.,  Concludes  Extended  Trip  in  the 
Interest  of  Unico  Equipment 


trade  will  remember  that  in  December,  1920,"  Mr. 

Wheelan  used  this  novel  form  to  greet  his  many 
friends  throughout  the  industry,  which  was  com- 
mented on  in  a  subsequent  issue  of  The  Talking 
Machine  World. 


The  Diamond  Products  Corp.,  manufacturer 
of  the  Diamond  juvenile  console  talking  ma- 
chine, which  has  met  with  great  success  in  the 
past  year,  is  now  located  in  its  new  ofiFices  in 
the  Fifth  Avenue  Building  at  200  Fifth  avenue. 
This  concern  was  formerly  located  at  25  West 
Forty-third  street,  where  it  had  its  offices  for 
several  years  past,  but  due  to  the  increase  in 
business  in  its  juvenile  console  machines  and 
children's  furniture,  which  the  company  inau- 
gurated a  year  ago,  it  was  found  necessary  to 
secure  larger  quarters.  These  new  offices  are 
ideally  located  and  the  additional  space  will  be 
used  to  advantage  in  arranging  a  suitable  dis- 
play space  for  these  products.  H.  B.  Foster, 
general  manager  of  the  company,  in  commenting 
upon  this  new  move,  stated  that  with  this  addi- 
tional space  his  company  would  be  able  to  show 
to  advantage  the  juvenile  talking  machine  prod- 
ucts to  dealers  who  visit  its  offices  and  con- 
sequently give  the  dealer  a  more  efficient  serv- 
ice. "Our  plant  at  Oswego,  N.  Y.,"  Mr.  Foster 
stated,  "has  been  running  to  full  capacity  for 
many  months  past  and  from  all  indications  the 
coming  year  promises  to  be  the  most  prospei- 
cus  one  we  have  yet  enjoyed.  Our  production, 
so  far,  has  been  satisfactory,  but  we  expect  to 
increase  our  output  by  more  than  double  this 
coming  year." 

J.  B.  Price,  Middle  West  representative  of 
the  company,  and  Lee  Conover,  who  covers 
New  England  territory,  both  spent  the  holidays 
in  New  York  City  with  their  families.  On 
February  1  they  both  start  out  again  for  an 
extended  trip  through  their  respective  territories 
with  the  expectation  of  booking  orders  that  will 
make  1923  the  largest  year  they  have  yet  en- 
joyed. Both  Mr.  Price  and  Mr.  Conover  are 
hustlers  and  let  no  opportunities  pass  them  by. 


Philadelphia,  Pa.,  January  5. — Rayburn  Clark 
Smith,  president  of  the  Unit  Construction  Co., 
manufacturer  of  Unico  wareroom  equipment, 
returned  to  headquarters  in  this  city  after  an 
extensive  six  weeks'  trip  throughout  the  coun- 
try. Mr.  Smith  was  thoroughly  impressed  by 
the  general  spirit  of  optimism  regarding  1923 
manifested  by  dealers  in  all  sections  of  the 
country,  for  Mr.  Smith's  trip  carried  him  as 
far  as  the  Pacific  Coast  and  back  again  through 
the  Southern  territory.  Sixteen  important  trade 
centers  in  the  country  were  covered.  He  found 
business  universally  good,  but  particularly  big 
on  the  Pacific  Coast.  Mr.  Smith  expects  that 
the  optimistic  and  energetic  spirit  manifested 
will  result  in  big  development  of  business  in 
the  talking  machine  trade  during  1923. 

George  A.  Lyons,  Eastern  sales  manager  of 
the  company,  is  at  present  calling  upon  the 
trade  in  the  Ohio  territory. 


COLUMBIA  DEALER  OPENS  NEW  STORE 

Baltimore,  Md.,  January  6. — L.  K.  Snyder,  who 
recently  opened  an  attractive  music  store  on 
Monument  street,  has  been  achieving  pleasing 
success  in  the  introduction  of  Columbia  Graf- 
onolas  and  records  to  his   clientele.     At  the 


ROBERT  B.  WHEELAN  IN  THE  VAN 


President  of  Health  Builders,  Inc.,  New  York, 
Was  First  to  Utilize  Talking  Machine  Records 
for  Sending  Personal  Message  to  the  Trade 


While  keeping  abreast  or  even  ahead  of  times 
is  one  of  the  qualities  of  Robert  B.  Wheelan, 
president  of  Health  Builders,  Inc.,  New  York,  he 
recently  had  the  distinction  of  finding  himself 
two  years  ahead  of  what  was  claimed  to  be  the 
latest  development  in  the  field.  One  of  the  met- 
ropolitan dailies  described  as  a  novelty  in  its 
Sunday  edition  greetings  sent  by  a  man  to  his 
many  friends  in  the  form  of  a  personal  message 
recorded  on  a  talking  machine  record  which  is 
referred  to  elsewhere  in  The  World.  This  was 
described   as  a  brand   new   development.  The 


L.  K.  Snyder's  New  Store 

formal  opening  of  this  attractive  establishment 
crowds  of  friends  were  on  hand  to  congratulate 
Mr.  Snyder  on  the  comfortable  and  homelike 
appearance  of  his  store.  Van  and  Schenck,  ex- 
clusive Columbia  artists  who  were  playing  in 
Baltimore  at  the  time  of  the  opening  of  the 
store,  were  on  hand  to  delight  the  guests  with 
some  of  the  hits  they  have  recorded  on  Colum- 
bia records. 


FILES  BANKRUPTCY  PETITION 

Watertown,  N.  Y.,  January  2. — George  D. 
Schuyler,  well-known  piano  dealer  of  this  town, 
has  filed  schedules  of  bankruptcy  with  the  U. 
S.  District  Court  showing  assets  of  $5,000  or 
$6,000  and  liabilities  of  about  $9,000. 


Are  You  Prepared  for  the 


1923  Record  Rush? 

The  sale  of  records  for  1923  is  going  to  reach  the 
highest  point  of  its  ascent  this  winter.  But  records 
must  be  displayed  just  like  any  other  merchandise 
to  sell.  > 

Send  for  our  catalogue  showing  40  Displayers 
for  increasing  your  sales.  You  can  procure 
it   either   from   your   jobber   or  direct  from 

UNIVERSAL   FIXTURE  CORPORATION 


133-135-137  West  23rd  Street 


New  York 


No.  580 


No.  566 


No.  588 


No.  553 
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C  I  N  C  I  N  N  A  T  I 

Overflow  From  Holiday  Business  Keeping  Many  Dealers  Busy — 
All  Lines  Enjoy  Demand' — Cheery  Comments  of  Leading  Merchants 


Cincinnati,  O.,  January  9. — You  would  think, 
frqm  the  glowing  reports  made  by  Cincinnati 
dealers  in  talking  machines  and  kindred  goods, 
that  nothing  could  possibly  be  heard  in  the 
streets  and  byways  of  the  city  but  the  lyric 
strains  of  many  phonographs,  of  Victrolas,  of 
Brunswicks,  of  Edisons,  of  Columbias,  of  Vo- 
calions,  of  Starrs,  of  Granbys,  of  many  others, 
all  pouring  out  the  melodies  that  made  the  re- 
cent ultra-musical  Christmas. 

All  in  all  it  was  a  satisfactory  holiday  period. 
Dealers,  wholesalers  and  retailers  all  agree  as 
to  this.  One  of  the  best — indeed,  the  best — 
in  years!  From  the  beginning  of  the  "early 
shopping"  period  until  the  first  of  the  new 
year,  the  trade  in  talking  machines,  records, 
needles,  albums — all  accessories — was  excellent. 

One  among  the  many  concerns  which  have 
cause  for  gratification  is  the  local  branch  of 
Widener's  Grafonola  Shops,  dealing  in  Victor, 
Columbia  and  Granby  goods,  of  which  Morris 
Fantel  is  manager.  "Our  holiday  business," 
said  Mr.  Fantel,  "was  better  than  that  of  1919, 
which  was  a  banner  year.  We  had,  this  year, 
a  wonderful  business  indeed.  Both  our  cash 
and  our  sales  went  over  our  quota,  and  we  have 
received  congratulations  from  the  main  office  at 
Boston  on  this  achievement.  The  year  of  1922 
shows  a  fine  profit.  Beginning  October  1  and 
continuing  throughout  November  and  December 
business  was  splendid.  December,  especially, 
went  far  above  expectations. 

"January  looks  like  a  winner.  We  have  been 
so  busy  that  we  are  still  working  on  last  year's 
business,  which  helps  to  make  January  good. 
But  1923  should  be  a  profitable  year  for  every- 
one. Just  now  the  prevalence  of  illness  through- 
out the  city  is  causing  us  to  lose  some  im- 
mediate business.  One  day  recently  we  called 
on  a  score  of  prospects,  and  more  than  half  of 
them  were  ill." 

J.  E.  Henderson,  sales  manager  of  the  Bruns- 
wick-Balke-Collender  Co.,  is  another  to  report 
a  good  year,  a  splendid  December  and  holiday 
trade,  and  a  bright  outlook  for  1923.  "Nineteen 
twenty-two  was  the  largest  year  in  the  history 
of  the  Cincinnati  branch,"  said  Mr.  Henderson. 
"It  marked  a  25  per  cent  increase  over  last  year. 
December,  1922.  was  the  best  month  ever  ex- 
perienced by  this  branch.  The  prospects  for 
the  new  year  are  very  good.  I  really  believe 
that  1923.  will  be  another  1919!  'Business  in 
console  types  has  been  a  feature  of  the  market. 
.This  is  at  present  the  most  popular  type  of 
machine,  and  the  trade  is  going  to  it." 

E.  I.  Pauling,  of  the  Starr  Piano  Co.,  said: 
"Our  December  business  was  the  best  in  the 
history  of  this  store..  Excellent  business  is  in 
sight  for  January." 

At  the  Otto  Grau  I'iano  Co.,  which  deals  in 
Brunswick,  Victor  and  Vocalion  products,  grat- 
ification was  expressed  at  the  fine  business  done 
during  the  last  three .  months  of  the  year  and 
December  especially.  J.  F.  Van  Court  said: 
"We  had  the  best  December  we  ever  had.  We 
also  had  a  very  good  year,  chiefly  because  of 
the  fine  trade  of  the  last  three  months.  We 
did  an  excellent  business  in  new  model  Bruns- 
wick consoles.  Victor  and  Aeolian  goods  were 
also  in  great  demand. 

"The  outlook  for  1923  is  very  promising.  We 
expect  to  do  a  great  deal  with  our  new  line 
of  Aeolian  goods,  as  well  as  with  those  other 
successful  lines — Victor  and  Brunswick.  We 
probably  will  spend  more  than  ever  on  adver- 
tising, as  the  steady  campaign  we  conducted 
throughout  almost  all  of  last  year  was  of  great 
benefit.  Our  newspaper  advertising,  especially, 
excited  much  favorable  comment,  and  J.  A. 
Jacober,  who  is  in  charge  of  our  advertising, 
has  many  more  effective  ideas  to  put  into  effect 
'his  year." 


Ben  L.  Brown,  manager  of  the  Sterling  Roll 
&  Record  Co.,  said:  "The  holiday  trade  this 
year  was  60  per  cent  better  than  that  of  last 
year.  I  attribute  this  fact  in  a  measure  to  the 
success  we  have  had  with  the  Strand  phono- 
graph, made  by  the  Manufacturer's  Phonograph 
Corp.  Last  year  at  Christmas  time  we  had  just 
taken  over  this  account,  and  it  built  itself  up 
in  such  a  way  that  its  influence  was  gratifying 
throughout  the  year.  Trade  in  Okeh  records 
was  uniformly  excellent.  I  find  that  all  dealers 
are  optimistic  for  1923." 

Richard  Spaniard,  of  Maysville,  Ky.,  one  of 
the  dealers  of  the  Sterling  Roll  &  Record  Co., 
called  at  the  Cincinnati  office  this  week  on  busi- 
ness. 


All  Brunswick  salesmen  of  the  Cincinnati  dis- 
trict attended  a  sales  conference  held  in  Cin- 
cinnati December  26  to  28. 

Ohio  Talking  Machine  Co.,  jobber  in  Vic- 
trolas and  records,  enjoyed  a  fine  holiday  trade 
and  a  fine  year,  according  to  Mr.  North,  who 
said:  "Reports  from  all  of  our  dealers  in  the 
district  make  it  plain  that  December  was  a 
banner  month.  All  are  sold  clear  out,  or  nearly 
so,  and  they  are  in  good  shape  to  handle  new 
stock.  We  were  able  to  supply  a  great  demand 
for  all  types  of  machines.  The  new  Victor  flat- 
top console  was  perhaps  the  most  popular  of 
all  our  machines,  but  all  console  types  w'ere  in 
great  demand.  The  outlook  for  1923  is  en- 
couraging. Orders  already  are  coming  in.  Wc 
have  good  reports  from  the  tobacco  districts 
of  Kentucky,  from  the  mining  sections  of  West 
Virginia  and  the  farmers  of  Indiana.  It  should 
be  a  splendid  year  for  all  dealers." 

A.  H.  Bates,  president  of  the  Ohio  Talking 
Machine  Co.,  probably  will  go  to  Indianapolis 
next  week  to  see  the  company's  retailers.  Mr. 
North  will  go  to  Louisville  on  business. 


WANTED! 

Salesmen 

To  safeguard  and  direct  the  normal  expansion  of  our 
Phonograph  sales,  and  to  serve  as  leaders  in  a  far 
greater  expansion,  soon  to  come,  this  Company  offers 
to  five  men  of  standing  and  ability  the  opportunity 
which  comes  to  fev^  more  than  once  in  a  lifetime. 

These  men  will  be  territorial  representatives  of  the 
fastest  growing  and  most  progressive  Phonograph 
manufacturer  in  the  world. 

To  each  of  them  will  be  soon  entrusted  a  message  of 
such  startling  importance  to  the  Phonograph  Trade 
that  it  can  be  adequately  delivered  only  by  men  whom 
the  trade  trusts  and  believes. 

Is  your  record  absolutely  clean?  Does  your  trade 
impose  absolute  confidence  in  you?  If  you  can  answer 
"Yes"  to  both  questions,  you  are  in  direct  line  for  a 
far  better  position  than  the  one  you  now  hold — a  posi- 
tion that  will  notably  increase  your  earnings  and  your 
prestige. 

Write — or  wire — H.  H.  Roemer,  Sales  Director  (per- 
sonally). Your  communication  will  be  kept  in  strict 
confidence. 

The  business  of  this  Company  increased  during 
1922  more  than  150%  in  actual  completed  sales. 

JEWETT  RADIO  AND  PHONOGRAPH  CO. 

DETROIT 

Jewett 
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Moore  is  the  man  who  bends  a  carpenter's  handsaw 
over  his  knee  and  produces  music  ot  concentrated 
elfin  glory.  Moore— with  Davis  playing  the  accom- 
paniment on  a  harp -guitar— has  made  a  novelty 
record  for  us  that  is  a  treat  to  hear.  A-3750  should 
be  in  every  collection. 

Columbia  Graplioplione  Co. 

NEW  YORK 


NEW  EDITION  OF  ORCHESTRA  CHARTS 


New  Printing  of  "The  Instruments  of  the  Or- 
chestra" Includes  Improved  Features 


ENTHUSIASTIC  OVER  OUTLOOK 


Orsenigo  Co.,  Inc.,  Foresees  Excellent  Demand 
for  Quality  Machines  During  Year 


The  Victor  Co.  announces  that  a  new  edition 
of  "The  Instruments  of  the  Orchestra  by  Sight, 
Sound  and  Story"  and  an  accompanying  descrip- 
tive handboolv  will  be  of?  the  press  and  ready 
for  distribution  in  the  very  near  future. 

The  new  edition  consists  of  eighteen  single- 
face  charts,  14x22  inches,  showing  the  instru- 
ments of  the  orchestra  in  absolute  accuracy  of 
color  and  detail.  The  handbook  of  supple- 
mentary information,  which  accompanies  each 
set  of  the  charts,  gives  the  origin  of  each  in- 
strument, its  history,  uses  by  composers,  etc. 
These  charts,  together  with  the  special  Victor 
records  35670  and  35671  (without  vocal  an- 
nouncement of  the  names  of  the  instrument), 
or  35236  and  35237  (with  announcement),  have 
met  with  enthusiastic  approval  by  schools 
everywhere  because  of  the  intimate  study  of  the 
instruments  of  the  orchestra  they  afford  that 
<:an  be  made  in  no  other  way. 

The  illustrations  in  the  new  edition  have  been 
printed  upon  one  side  of  the  cards  only,  with 
the  names  of  the  instruments  on  the  reverse 
side.  This  facilitates  the  handling  of  the  cards 
in  teaching.  An  eyelet  replaces  the  cord  for- 
merly used  for  hanging  the  charts. 


The  Orsenigo  Co.,  Inc.,  Long  Island  City,  N. 
Y.,  manufacturer  of  art  talking  machines,  is  en- 
thusiastic over  the  business  prospects  for  1923 
for  machines  of  the  better  grades.  In  this  con- 
nection the  company  says: 

"The  current  year  was  our  initial  entry  into 
the  marketing  of  high-grade  period  phono- 
graphs. While  we  had  previously  manufactured 
under  contract  it  was  our  first  opportunity  to 
give  full  sway  to  our  ideas  in  the  marketing  of 
high-grade  period  talking  machines. 

"The  success  of  this  venture  has  filled  us  with 
the  assurance  that  there  is  a  splendid  market 
for  cabinets  that  are  constructed  in  a  manner 
to  conform  to  the  highest  grade  workmanship 
and  decorations  and  which  will  make  the  cab- 
inet a  component  part  of  the  furnishings  rather 
than  merely  a  musical  adjunct  to  the  room. 

"The  results  of  the  past  twelve  months  have 
been  most  satisfactory  and  from  the  quantity 
of  orders  booked,  and  as  far  as  we  can  see  into 
the  future,  it  holds  much  promise  for  surpassing 
the  present  year." 


embodying  a  number  of  distinctive  features.  The 
Harko  Sr.  model  5  was  also  on  display,  and 
Powel  Crosley,  president  of  the  company,  who 
visited  the  show  for  a  few  days,  was  delighted 
with  the  enthusiastic  reception  accorded  the 
company's  products. 


GEO.  W.  LVLE'S  VIEWS  OF  FUTURE 

President  of  Manufacturers'  Phonograph  Co. 
Enthusiastic  Regarding  Business  Outlook 


CHRISTMAS  GIFTS  FOR  DEALERS 

Brass  cigarette  boxes,  for  the  desk,  with  the 
Victor  imprint  were  presented  by  Collings  & 
Go.,  Newark,  N.  J.,  to  their  many  friends  in  the 
trade.  The  boxes  hold  200  cigarettes  and  are 
a  most  useful  present.  The  shipping  depart- 
ment of  Collings  &  Co.  was  busy  for  several 
days  getting  the  presents  away  in  time  for  the 
holidays. 


CROSLEY  EXHIBIT  A  SUCCESS 

Cincinnati  Radio  Manufacturer  Displays  Line  at 
New  York  Radio  Show — Powel  Crosley  in 
Attendance — Many  Orders  Result 


The  success  of  a  business  depends  greatly  on 
efficient  salesmen — reason  for  hiring  the  best. 


One  of  the  most  popular  exhibits  at  the  recent 
radio  show  in  New  York  was  the  display  pre- 
sented by  the  Crosley  Mfg.  Co.,  of  Cincinnati. 
The  instruments  on  exhibit  included  Crosley 
models  25,  20,  15,  8  and  6,  and  the  success  al- 
ready achieved  by  the  Crosley  radio  set  was 
emphasized  in  the  orders  placed  by  dealers  at 
the  show,  together  with  the  interest  manifested 
by  the  public.  Particular  attention  was  paid  to 
the  Crosley  model  25,  which  is  a  console  model 


Judging  from  experiences  during  the  last  few 
weeks  of  1922  George  W.  Lyle,  president  of 
the  Manufacturers'  Phonograph  Co.,  Inc.,  is 
convinced  that  the  demand  for  instruments  dur- 
ing the  greater  part  of  1923,  at  least,  will  tax 
production  facilities.  In  this  connection  he  says: 

"Nineteen  twenty-two  is  a  record  and  1923  a 
prediction,  naturally.  But  based  on  the  fact 
that  we  know  precisely  where  a  total  of  at  least 
three  times  as  many  Strands  could  have  been 
sold  if  we  had  been  able  to  produce  them,  you 
may  be  sure  I  have  complete  confidence  in  our 
1923  prospects.  That  is  the  Strand  point  of 
view.  The  policy  of  'quality  product  at  low  list 
and  long  discount'  has  fully  justified  itself.  That 
is  the  'developments  in  the  talking  machine  field 
in  1922  as  I  have  observed  them'  which  you 
ask  me  to  comment  on. 

"I  wonder  if  anybody  has  ever  taken  the 
trouble  to  give  proper  credit  to  The  Talking 
Machine  World  for  its  share  in  developing  the 
present  very  healthy  situation  in  the  industry? 
I  think  you  are  entitled  to  it,  and  I  want  to 
start  it,  or  join  in  such  an  appreciation  if  it 
has  already  been  expressed  by  somebody  else." 


P.  T.  CLAY  VISITS  VICTOR  PLANT 

Philip  T.  Clay,  of  Sherman,  Clay  &  Co.,  San 
Francisco,  the  prominent  Victor  wholesalers 
and  music  merchants  in  the  Pacific  Coast  terri- 
tory, spent  the  day  at  the  Victor  factory  at 
Camden  on  January  5. 


THE  MARKET'S  BEST  MERCHANDISE  VALUE 


THE  SWANSON  PORTABLE 

Jobbers : — 

Give  the  Swanson  the  acid  test  of  actual 
comparison.  If  it  does  not  prove  a  revelation 
in  all  the  essentials  of  a  perfect  portable,  re- 
turn to  us  at  our  expense.  Several  desirable 
territories  still  open. 

Weight— 1514  lbs.,  including  album. 

Size— llJixl3i/ix7H  inches. 

Tone — Natural  and  sonorous  because  of 
wood  tone-arm  and  unique  sounding  board. 


Swanson  pSSS^GRipH  Distributors 


PERFECT  and  PORTABLE 

Dealers: — 

Write  to-day  to  us  or  nearest  jobber  for 
full  particulars. 

SWANSON  JOBBERS 
Munson-Rayner  Corporation,  Los  Angeles. 
G.  F.  Johnson  Piano  Co.,  Portland,  Ore. 
Seattle  Hardware  Co.,  Seattle,  Wash. 
Tull  &  Gibbs,  Inc..  Spokane,  Wash. 
Z.  C.  M.  I.,  Salt  Lake  City,  Utah. 
Edw.  G.  Hoch  Co.,  Minneapolis,  Minn. 
Chas.  J.  Orth,  Inc.,  Milwaukee,  Wis. 
Cabinet  &  Accessories  Co.,  New  York 
Bush  &  Dowdell,  Toronto,  Canada. 

738  So.  Los  Angeles  Street 

Los  Angeles,  California 
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NEW  LINE  OF  VOCALIONS  ANNOUNCED  BY  AEOLIAN  CO. 


Five  Conventional  Styles,  Two  Art  Models  and  Eight  Period  Consoles  of  Artistic  Design  and 
Ranging  in  Price  from  $125  to  $550  Now  Offered  to  the  Trade 


Under  date  of  January  10  the  Aeolian  Co. 
made  formal  announcement  of  its  line  of  Vo- 
calion  instruments  for  1923  with  revised  New 
York  retail  prices  effective  on  that  date.  The 
line  of  conventional  models  includes  Style  450, 
red  mahogany,  at  $125;  Style  460,  brown 
mahogany,  duo-tone,  at  $135;  Style  650,  red  and 
brown  mahogany,  at  $160;  Style  550,  red  and 
brown  mahogany,  at  $175,  and  Style  720,  same 
finish,  at  $250. 

The  line  includes  two  art  models  of  partic- 
ularly attractive  design,  namely.  No.  1617,  in 
walnut,  at  $325,  and  No.  1627,  polychrome  and 
walnut,  at  $375. 

Eight  period  consoles  are  featured  in  the  an- 
nouncement, these  styles  having  proved  partic- 


ularly successful  during  the  past  year.  The 
new  line  includes  No.  1640  at  $175  and  1642  at 
$225,  both  finished  in  brown  mahogany;  No. 
1620  at  $275,  finished  in  brown  mahogany,  duo- 
tone;  Nos.  1634  at  $350  and  1624  at  $400,  both 
finished  in  walnut;  No.  1628,  finished  in  poly- 
chrome and  walnut,  at  $450,  and  No.  1632,  in 
brown  mahogany,  at  $550. 

All  the  instruments  listed  are  equipped  with 
the  Graduola  tone  control,  which  has  always 
been  a  feature  of  the  better  types  of  Vocalion 
instruments,  and  it  is  expected  that  the  new 
line  will  find  a  strong  demand  with  the  dis- 
cerning trade  during  the  year.  With  the  an- 
nouncement of  new  styles  all  other  models 
have    been    discontinued    from    the  catalog. 


checks  will  be  placed  before  the  Multnomah 
Grand  Jury. 

The  accusation  behind  the  oflfense  charged  to 
Eilers  is  that,  before  his  financial  difficulties  led 
creditors  to  file  an  involuntary  bankruptcy  peti- 
tion against  him,  he  arranged  with  an  employe 
to  take  a  trip  and  cash  as  many  checks  as 
possible  during  its  course. 


ZIMMERMAN=B1TTER  CO.  BUSY 

Made  Many  Installations  of  Fine  Store  Equip- 
ment During  Past  Year — New  Orders  on 
Books  Will  Keep  Plant  Busy 


The  Zimmerman-Bitter  Construction  Co., 
manufacturer  of  store  equipment,  New  York, 
has  just  closed  its  first  year's  business  in  a 
highly  satisfactory  manner.  Its  plant  is  now 
working  to  capacity  taking  care  of  new  store 
equipment  which  it  is  planned  to  install  some 
time  this  month.  Among  the  new  stores  recently 
equipped  by  the  companj'  is  the  Rialto  Phono- 
graph Shop,  48  Delancey  street,  New  York, 
where  the  installation  consisted  of  seven  private 
hearing  rooms,  record  counters  and  show  win- 
dow, all  executed  in  French  period  design.  An- 
other important  contract  secured  by  the  com- 
pany is  for  the  complete  equipment  of  the  new 
store  recently  opened  by  Arthur  Fields,  popular 
record  artist,  at  2094  Seventh  avenue,  in  the 
Hotel  Theresa. 

The  company  has  just  completed  the  last  part 
of  the  installation  of  the  large  store  recently 
taken  over  by  the  Sterling  Piano  Co.  in  Brook- 
lyn. The  company  recently  completely  equipped 
the  first  two  floors  of  the  Sterling  building  with 
record  booths  and  counters,  etc.,  and  last  week 
saw  the  completion  of  the  remaining  upper 
floors,  finishing  one  of  the  largest  contracts  yet 
secured  by  the  company. 


EILERS  STOCK  ORDERED  SOLD 


Receiver  for  Oregon  Eilers  Music  House  Or- 
dered by  Referee  in  Bankruptcy  to  Dispose  of 
All  Stock  on  Hand — Grand  Juries  Take  Action 


Portland,  Ore.,  January  6. — The  referee  in 
bankruptcy,  A.  M.  Cannon,  has  ordered  the  re- 
ceiver of  Oregon  Eilers  Music  House,  S.  J. 
Bishoff,  to  proceed  at  once  and  sell  the  entire 
stock  of  pianos,  phonographs,  records,  band 
instruments  and  music  of  the  firm.  Hy  J. 
Eilers,  head  of  the  firm,  is  out  of  the  city. 

Federal  Judge  Wolverton,  acting  upon  the 
petition  of  twenty-nine  creditors,  declined  to 
stop  the  receiver's  sale  which  is  now  under 
way,  declaring  that  he  would  not  conserve  the 
action  of  A.  M.  Cannon,  referee  in  bankruptcy, 
who  ordered  the  disposal  of  the  stock. 

The  petitioners  were  represented  by  C.  M. 
Hodges,  who  set  forth  that  the  combined 
claims  of  his  clients  totaled  $40,000,  whereas 
the  creditors  who  forced  the  concern  into  bank- 
ruptcy were  but  si.x  in  number,  with  combined 
claims  of  only  a  trifle  over  $500.  The  sale  is 
under  the  receivership  of  these  creditors. 

The  Eilers  case  took  on  a  new  turn  to-day 
when  Hy  J.  Eilers,  president  of  the  defunct 
house,  was  made  subject  to  grand  jury  action 
in  two  Coast  States.  Eilers,  for  many  years  a 
Portland  figure,  is  said  to  be  in  New  York. 
A  true  bill  was  voted  against  him  by  a  San 
Francisco  grand  jury  recently  on  a  charge 
of  conspiracy  in  the  circulation  of  spurious 
checks  bearing  his  signature. 

District  Attorney  Stanley  Meyers,  of  Mult- 


nomah County,  said  to-day  that  "several  local 
matters"  involving  both  Eilers  and  worthless 


INTRODUCE  THE  DANCETONE 

A  new  Refiexo  product  has  just  been  an- 
nounced by  Refiexo  Products,  Inc.  It  is  an 
extra  loud  Gilt  Edge  needle,  termed  the  Dance- 
tone.  It  is  expected  that  this  new  addition  to 
the  Refiexo  line  will  rapidly  gain  the  same 
amount  of  popularity  and  prestige  that  marks 
the  other  numbers.  The  Gilt  Edge  Dancetone 
needle  is  made  by  the  W.  H.  Bagshaw  Co.,  of 
Lowell,  Mass.,  and  is  produced  in  response  to 
a  decided  demand  upon  the  part  of  the  talking 
machine  trade.  An  energetic  campaign  has  been 
placed  behind  it  by  Refiexo  Products,  Inc., 
selling  agent. 


You'll  get  far  more  enjoyment  from 
the  Radio  with  a  Music  Master.  And 
you  can  invite  your  friends  to  share 
that  enjoyment  and  be  sure  of  perfect 
results.  Let  your  dealer  demonstrate 
the  MUSIC  MASTER  to  you  today! 
It  will  amaze  and  delight  you! 

14  inch  aperture  (Home  model)  $30 
21  inch  (Concert,  Dancing,  etc.)  $35. 

Complete,  ready  to  attach  in  place  of 
headphones.  No  tubes  or  batteries  re- 
quired. 

Radio  apparatus  and  parts  bearing  the 
GERACO  trade-mark  are  thoroughly 
tested  and  guaranteed.  Write  for  de- 
scriptive literature. 

GENERAL    RADIO  CORPORATION 

Makers  and  Distributors  of  High-Grade  Radio  Apparatus 

WALTER    L    ECKHARDT  President 

624-628  MARKET  STREET,  PHIIADELPHIA  806  PENN  AVENUE.  PIT  TSBURGH 

N 


JOBBERS  A  music  master  will 
DEALERS  be  sent  to  members 

of  the  trade    with   fuM  privilege 

of  return. 

Complete  details  and  trade-prices 
on  request. 


Geraco  Phonograph 
.Attachment  converts 
your  Victrola  or  Co- 
lumbia into  an  effi- 
cient loud-speaker. 
Complete   $10.00 


Distributors 
for  OKEH  Records 
and  STRAND  Phono- 
graphs and  GOLD 
SEAL  Record-Re- 
peaters. 
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Sheet  Music 


Attracts  Trade 
Sells  Itself 
No  Trouble 
Small  Space 
No  Extra  Clerks 

Does  Not  Interfere  With  Other  Lines 
Is  a  Desirable  Adjunct 
And  It  Pays— Liberally 


•.iillMiAM 


^  r^i   

uKiiiiu.*!!!M*  IfiobodV.lied'  iSilSf''""  '1 


Single  Unit  Display  Case 


Free!!! 


The  Music  Publishers'  Protective  Association  is  here  showing 
two  desirable  methods  of  displaying  sheet  music,  simple  in  design 
but  attractive  enough  for  the  most  elaborate  store.  The  counter 
display  case  on  the  left  is  a  single  unit;  on  the  right  are  shown 
two  units  and  a  display  counter.  It  is  possible  to  start  a  sheet  music 
business  with  the  single  unit  and  as  your  department  grows  add  to 
it.  In  this  manner,  on  a  very  small  investment,  the  retailer  is 
enabled  to  display  all  of  the  numbers  in  sheet  music  form  in  a 
monthly  record  list.  The  accompanying  display  cases  and  counter 
are  manufactured  by  the  Unit  Construction  Co.,  of  Philadelphia, 
Pa.,  which  makes  deliveries  of  the  units  in  any  finish  desired  to 
match  the  store  interior,  and  with  or  without  an  electric  reflector. 


^s^Jj-  'niiloS  'iii.«r»i,'  Mii^n^i  oj —  T««iiTO 

—  tsiiv  "=.r^ 


Two  Display  Cases  With  Counter 


Our  Cooperation 

Just  Fill  the  Blank 


To  E.  C.  MILLS,  Music  Publishers  Protective  Association,  56  West  45th  St.,  New  York  City 


City 


State 


Street  Address 


Name  of  Store 


Name  of  Manager 


Do  You  Handle  Would  You  Be  Interested 

Sheet  Music  Now?  If  Shown  to  Be  Profitable?. 
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SOME  NOTABLE  WINDOW  DISPLAYS  OF  FEIST  SONG  HIT 

"Three  o'Clock  in  the  Morning"  Featured  in  Most  Elaborate  Manner  in  Window  Displays  by 
Dealers  in  Recent  Campaign — Those  Displays  Selected  as  the  Most  Original  and  Best 


During  the  exploitation  campaign  conducted 
during  the  month  of  November  by  Leo  Feist, 
Inc.,  in  which  the  successful  waltz,  "Three 
o'clock  in  the  Morning,"  was  featured  in  adver- 
tisements in  forty-two  newspapers  throughout 
the  country,  the  entire  trade  showed  exceptional 


of  these  attractive  window  dressings  that  it  was 
decided  to  appoint  a  committee  of  competent 
judges  and  award  twenty-five  prizes  to  the 
most  attractive  of  these  displays.  Under  the 
chairmanship  of  Carl  Kaufman,  treasurer  of  the 
Federal  Advertising  Agency,  Inc.,  seven  judges 


Best  Display— Made  by  Glen  Bros.-Roberts  Piano  Co.,  Salt  Lake  City,  Utah 


co-operation  with  the  publisher.  Some  hundreds 
of  dealers  made  exclusive  window  displays 
showing  the  title  pages  in  an  atmosphere  that 
was  in  most  cases  quite  original. 

The  publisher  received  so  many  photographs 


were  appointed  to  pass  upon  the  merits  of  the 
showings.  The  first  award  was  made  to  Glen 
Bros.-Roberts  Piano  Co.,  Salt  Lake  City,  Utah. 
A  reproduction  of  the  window  is  shown  herewith. 
A  minute  description  of  this  window,  which 


follows,  seems  advisable  in  order  to  do  full 
justice  to  the  display: 

"Placed  in  window  is  a  large  mantel  clock, 
mahogany  finish,  with  gold  hands  and  figures. 
Face  of  clock  is  made  of  scrim  or  netting 
allowing  a  view  inside  the  clock.  Size  of  clock: 
Height  eight  feet,  width  fourteen  feet,  depth 
six  feet  six  inches.  Interior  of  clock  lined  with 
blue  plush  and  illuminated.  Looking  through 
the  scrim  dial  to  interior  one  sees  at  back  center 
a  Style  210  Victrola,  a  picture  of  John  McCor- 
mack  hanging  above  Victrola.  At  left  a  large 
basket  filled  with  roses;  each  rose  is  illuminated 
with  a  small  tinted  light  globe  placed  in  the 
center  of  flower.  On  the  right  side  there  are 
two  very  lifelike  figures,  four  feet  high,  of  a 
man  and  woman  in  waltz  position.  These  fig- 
ures are  suspended  from  the  top  of  the  clock 
by  an  invisible  string  and  by  air  currents  made 
from  invisible  electric  fans  these  figures  are 
made  to  waltz  back  and  forth,  turning  and  re- 
versing very  naturally,  and  fortunately  they 
seem  to  keep  in  perfect  time  with  the  waltz, 
"Three  o'Clock  in  the  Morning,"  being  played 
through  a  Magnavox  placed  outside  of  the 
building  above  the  door." 

The  second  award  was  given  to  the  S.  S. 
Kresge  store  at  1449  Woodward  avenue,  De- 
troit, Mich.;  third  to  G.  Schirmer  Music  Stores, 
Inc.,  and  Starr  Piano  Co.,  630  South  Hill  street, 
I.os  Angeles,  Cal.;  fourth  to  the  Strong  Piano 
Co.,  Grand  Junction,  Colo.;  also  twenty-five 
other  awards  to  the  following:  C.  C.  Baker, 
Columbus,  O.;  S.  S.  Kresge  Co.,  Cleveland,  O.; 
Cleveland's  Music  House,  Beloit,  Wis.;  Bruns- 
wick Music  Shop,  Chicago,  111.;  George  T.  Wil- 
liams, Peckville,  Pa.;  W.  T.  Grant  Co.,  Holyoke, 
Mass.;  Weber  Jewelry  &  Music  Co.,  St.  Cloud, 
Jilinn.;  S.  E.  Philpitt,  Jacksonville,  Fla.;  The 
Music  Shop,  Kalamazoo,  Mich.;  Grinnell  Bros., 
Jackson,  Mich.;  Sherman,  Clay  &  Co.,  Seattle, 
Wash.;  S.  S.  Kresge  Co.,  1131  Main  street, 
Kansas  City,  Mo.;  Sherman,  Clay  &  Co.,  San 
Francisco,  Cal.;  S.  S.  Kresge  Co.,  Newark,  O.; 
Queen  Weaver,  Lowell,  Ind.;  Liberty  Music 
Shop,  Seattle,  Wash.;  R.  Montalvo,  Jr.,  Plain- 
field,  N.  J.;  United  Talking  Machine  Co.,  Wil- 
limantic,  Conn.;  S.  S.  Kresge  Co.,  10  South 
State  street,  Chicago,  111.;  S.  S.  Kresge  Co., 
(Continued  on  page  132) 


4 Reasons  for  "MAmn^ 

A  simple  melody-beautifully 
arranged-combined  Vi?ilh 
consistent  lyric. 
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beiii^  a  big htt 

2. 

Hundreds  of  acts  and  singfers 
bein^  constanthf  added  to  ^reat 
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Now  beiny  played  by 
everif  orchestra  in  the 
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ALLTALKI 

ORDE 


SOON  ipOfR.  k 

NG-  MACHINES  f 
ER  NOW  i 


The  best  sin^ino  fox- 
trot now  before  me, 
public. 
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London's  Newest  Waltz  Hit! 

lOVELYIUCERNE 

AsBeautiful  asValseSeptembre  and  by  the  sameWriter 


YovL  can't  go  vron^ 
WilhanjFElSTson^" 


"When  falls  the  calm  of     e-ven-tide.There  comes  a  viS-ion  ^low-in^,— 


FINE  DISPLAYS  OF  FEIST  SONG  HIT 

(C ontinucd  from  page  131) 

Toledo,  O.;  M.  H.  House!  &  Co.,  Williamsport, 
Pa.;  Clark-Jones-Sheeley  Co.,  Morristown, 
Tenn.;  W.  T.  Grant  Co.,  Huntington,  W.  Va.; 
L.  W.  Muir,  Norton,  Kan.;  Bluebird  Music 
Shop,  6020  Landsdowne  avenue,  Philadelphia,  Pa. 

In  the  Federal  Advertising  Co.'s  report  on 
the  displays  the  following  comment  was  made: 


A  window  poster  which  was  forwarded  late 
in  December  showed  the  departure  of  Georges 
Clemenceau  for  France.  The  January  and  other 
posters  will  be  of  the  same  caliber  of  news 
quality  and  cover  subjects  of  both  national  and 
international  importance. 

It  is  understood  that  the  contract  by  which 
the  Berlin  organization  secured  the  rights  for 
this  news  service  exclusively  for  the  music 
dealers  involved  considerable  expense.  It  is  an 
effective  form  of  advertising  and  has  a  value 
alike  to  the  publisher,  dealer  and  to  the  general 


Third-best    Display — Made    by    G.    Scliirmer  Musie 
Stores,  Inc.,  and  Starr  Piano  Co.,  Los  Angeles 

decision  will  meet  with  the  endorsement  of 
both  you  and  those  who  submitted  windows.'' 


NEW  BERLIN  DEALER  SERVICE 

Irving  Berlin,  Inc.,  Concludes  Arrangements 
for  Supplying  Dealers  'With  Pictorial  News 
Service — Many  Dealers  Have  Signed  Up 


Second-best  Display — Made  by  S.  S.  Kresge  Co., 
Detroit,  Mich. 

"We  have  never  seen  so  many  excellent  window 
trims  in  a  single  competition  and  it  is  only 
after  most  careful  and  reiterated  study  that  we- 
render  judgment.  We  regret  that  there  were 
not  more  prizes  because  there  still  remain  a 
number  of  windows  which  deserve  rewards  and 
are  only  denied  them  because  of  the  unusual 
quality  of  the  other  windows.    We  hope  our 


Irving  Berlin,  Inc.,  recently  closed  arrange- 
ments whereby  for  a  period  of  one  year  it  will 
place  in  the  hands  of  retailers  throughout  the 
country  "News  of  the  World  in  Pictures."  This 
will  be  known  as  "The  Irving  Berlin,  Inc.,  Pic- 
torial News  Service"  and  the  events  of  the  day 
in  the  form  of  reproduced  photographs  will  be 
forwarded  gratis  to  any  dealer  interested. 

Upon  receipt  of  the  material  at  weekly  inter- 
vals it  is  attached  to  the  outside  of  the  store 
window  where  such  current  news  immediately 
attracts  the  attention  of  passers-by.  Undoubt- 
edly, this  service  will  draw  customers  to,  and 
popularize,  the  store. 


Fourtli-best  Display — Made  b.T  Strong  Piano  Co., 
Grand  .Junction.  Col. 

public,  for  nothing  attracts  attention  to  the 
window  quicker  than  the  illustration  of  some 
event  of  interest  occurring  at  home  or  abroad. 

Many  dealers  have  already  arranged  for  this 
service  and  as  there  is  no  cost  involved,  un- 
doubtedly a  large  percentage  of  the  trade  will 
arrange  for  securing  this  material  each  week. 
This  plan  of  attracting  attention  to  the  window 
makes  attractive  window  displays  more  effective 
than  would  otherwise  be  the  case. 


Sung  by  AL  JOLSON  in 
"BOMBO." 


"Youcan'l  t)0  wrong 
Vilh  any'FEIST'son^" 


(IT.1Mr.T00TSIE 

(GOO  BYE) 

AFoxTi'Ot  With  aTootsieWootsie  Rhijthm 


^33-^  ,      "Tool, toot, Tool -sie.  Goo'  Bye! 


Tool.  loot. Tool -si e.dorit  cry. 
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Qed  Snyders  Newest  Sensation 


Waterson  ,  Berlin  ^tSnyder-  Co. 

STRAND  THEATRE  BLDC.^  NEW  YORK 


FEATURE  WALTZ  HIT  IN  WINDOW 


S.  L.  ROTHAFEL  STAGES  NOVELTY      COLLABORATE  ON  SONGS  FOR  "ELSIE" 


Lyon  &  Healy  Arrange  Attractive  Display  of 
"Three  o'Clock  in  the  Morning" — Sales  of 
Records  and  Sheet  Music  Boosted 


Music  Director  of  Capitol  Theatre,  New  York, 
Presents  Conception  of  the  Jack  Mills,  Inc., 
Musical  Success,  "Kitten  on  the  Keys" 


Carlo  and  Sanders  Combine  Forces  With  Sissle 
and  Blake  on  Score  for  New  Show 


No  song  in  recent  years  has  received  more 
window  displays  from  retailers  than  has  "Three 
o'clock  in  the  Morning,"  from  the  catalog  of 
Leo  Feist,  Inc.  The 
fact  that  it  has  been 
popular  for  an  ex- 
ceptionally long  pe- 
riod has  made  it 
possible  for  practi- 
cally the  entire  trade 
to  feature  it  in  the 
above  manner. 

Under  the  circum- 
stances, then,  it  was 
most  appropriate 
for  Lyon  &  Healy, 
Chicago,  111.,  who 
have  long  been 
known  for  their 
artistic  and  attrac- 
tive windows,  to  set 
aside  such  space  for 
a  showing  on  this 
popular  number.  The  display  in  question  ap- 
peared some  months  ago  and  featured  the 
Victor  Talking  Machine  Co.'s  record  of  "Three 
o'clock  in  the  Morning"  and  several  of  the  title 
pages  of  the  number.  The  records  were  shown 
off  advantageously  on  stands  and  the  title  pages 
were  set  off  in  a  manner  that  made  them  ap- 
pear as  being  inlaid  in  the  dance  floor;  cutouts 
of  two  youthful  figures  dancing  to  the  strains 
from  a  Victrola,  with  an  antique  clock  in  an 
alcove,  hand  pointing  to  three  o'clock,  completed 
the  picture.  The  display  won  universal  com- 
mendation. 


S.  L.  Rothafel,  director  of  music  and  presenta- 
tions at  the  Capitol  Theatre,  New  York,  recently 
staged  a  clever  conception  of  the  musical  suc- 


Carlo  and  Sanders,  writers  of  the  song  hits 
in  the  successful  musical  comedy,  "Tangerine," 
have  written,  in  collaboration  with  Sissle  and 
Blake,  the  score  for  the  new  show  called  "Elsie," 
scheduled  for  its  New  York  premiere  at  an 
early  date.  The  Carlo  and  Sanders  numbers 
are  published  by  Jerome  H.  Remick  &  Co.,  Inc., 
and  most  prominent  among  these  are:  "Honey- 
moon Home,"  "Two  Lips  Are  Roses,"  "Elsie," 
"I'll  Find  the  Key  to  Your  Heart,"  "Clouds 
of  Love,"  "One  Day  in  May"  and  "Glow 
Worm."  Following  its  appearances  in  Cincin- 
nati, O.,  the  "Elsie"  show  is  receiving  its  fin- 
ishing touches  in  Dayton  and  Minneapolis,  fol- 
lowing which  it  will  make  its  metropolitan  bow. 

Of  particular  importance  are  the  songs 
"Honeymoon  Home,"  "Two  Lips  Are  Roses" 
and  "One  Day  in  May."  The  Sissle  and  Blake 
numbers  are  published  by  M.  Witmark  &  Sons. 


"MARTHA,"  A  NEW  FOX=TROT 

J.  W.  Jenkins'  Sons  Music  Co.  Featuring  New 
Number  in  a  Big  Way 


Lyon  &  Healy's  Attractive  Display  of  Feist  Hit 


cess,  "Kitten  on  the  Keys."  A  huge  piano  was 
especially  constructed  for  the  scene  and  two 
members  of  the  Capitol  ballet,  costumed  as 
kittens,  did  a  clever  interpretive  dance  to 
orchestra  accompaniment.  The  success  of  this 
novelty  was  so  decided  that  Mr.  Rothafel  re- 
IJeated  the  presentation  during  Christmas  week. 
Jack  Mills,  Inc.,  publishes  "Kitten  on  the  Keys." 


Maurice  Abrahams,  formerly  professional 
manager  for  Waterson,  Berlin  &  Snyder,  has 
opened  publishing  offices  at  1591  Broadway, 
New  York  Citv. 


J.  W.  Jenkins'  Sons  Music  Co.,  Kansas  City, 
Mo.,  recently  introduced  a  new  fox-trot  entitled 
"Martha."  The  number  is  already  having  a 
heavy  sale  and  the  Jenkins  organization  ex- 
pects it  to  equal  in  popularity  anything  that 
company  has  heretofore  published.  "Martha" 
combines  a  simple  melody,  well  arranged  with 
a  consistent  lyric.  It  is  sung  by  a  great  num- 
ber of  vaudeville  performers  and  has  been 
played  in  fox-trot  form  by  a  large  number  of 
orchestra  leaders.  The  fact  that  it  is  excep- 
tionally popular  in  song  form,  will  do  much  to 
increase  its  popularity  and  add  to  its  sales. 


I CAYE  YOU  UP  JUST  BEFORE 
YOUTHKEWMEDOVN 


*  Chom; 

^1 


-rir  p  r  fir  ^ 


Bnt       I  fi)o  Bp   jost   b«-fi>iv          joo  Ihnw  m.f  iawa: — 


Being  played  swi  everywhere 

Released  soon  on  all  records  roll/" 


Waterson.  Berlin  &?  Snyder  Cq 

STRAND  THEATRE  BLDG  NEV  YORK 
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Jusl  a       ill  .   tie  blue, 


Just 


lil  .   tie       t''"^.         I™     J"S'        a      lit  .  tie      blue  for  you 


'ust  dMtle  Blue 


(Ogleri  ^an  JJ/siyne's 
name  on  a  song  is  the 
sign  of  a  ^ure-fire  Niir. 


Waltz  Dal  lad 


c/EROME  H.  REMICK  flcCO.  new  vork-- Chicago  - Detroit 


TENDENCY  TO  CRITICIZE  MUSIC  OF  MODERN  COMPOSERS 

Alfred  Walker  Shows  That  the  Appropriation  of  Standard  Classical  Numbers,  Which  Are  Given 
a  Modern  Musical  Dress,  Has  Ever  Existed,  for  Music  Is  a  Living,  Growing  Art 


Some  months  back  there  was  a  tendency  on 
the  part  of  those  who  value  personal  news- 
paper publicity  to  get  their  quota  of  space  by 
denouncing  modern  music  and  terming  it  jazz. 
The  tide  in  that  direction  evidently  has  turned; 
probably  the  newspaper  editors  felt  that  their 
subscribers  had  been  surfeited  with  such  ma- 
terial and  that  there  was  no  longer  a  response. 
At  any  rate,  in  recent  weeks,  there  have  come 
to  the  defense  of  modern  music  many  people 
of  importance,  musicians  and  singers  of  note, 
critics  and  authorities.  It  must  be  said  for 
these  latter  that  their  messages  are  of  the  con- 
structive kind,  are  thoughtful,  based  upon 
knowledge  and  in  time  should  prove  of  value. 

The  old  method  of  denouncing  all  modern 
music  as  jazz,  crying  loudly  for  its  elimination 
and  not  offering  anything  substantial  to 
take  its  place,  spent  itself  through  its  very 
inability  to  form  a  substantial  foundation  upon 
which  what  is  termed  better  music  could  be 
built. 

Many  propagandists  against  modern  music 
would  have  the  nation  return  to  the  folk  songs 
of  the  type  prevalent  in  Europe  in  past  years 
and  which,  no  doubt,  are  to-day  still  a  factor 
in  community  life  in  some  sections.  They  for- 
get, however,  that  folk  songs  were,  and  are, 
songs  of  a  particular  period  to  meet  the  needs 
of  the  life  of  their  time  and  are  of  value  be- 
cause they  are  inspired  by  such  need. 

Naturally,  in  America,  we  cannot  go  back  to 
the  far  periods  possible  in  Europe.  There  is, 
however,  in  America  proof  of  the  reason  and 
value  and  the  very  necessity  of  songs  of  the 
folk  type,  such  as  our  negro  melodies  and 
the  lighter  melodies  of  some  of  our  mountain 
country  and  the  popular  songs  of  the  old  West. 

In  this  mechanical  age  it  is  practically  im- 


possible for  folk  songs  to  have  the  attraction 
that  it  was  possible  for  them  to  achieve  in  days 
gone  by.  The  community  life  of  older  cities, 
which  was  part  farin,  part  shopkeepers  and  part 
land  owners  of  better  class,  practically  is  no 
more.  To-day  the  life  of  the  cities  in  working 
hours  is  given  over  mostly  to  manufacture  and 
the  necessary  business  adjuncts.  The  cities 
themselves  are  congested  and  the  larger  of  them 
get  their  community  life  from  the  movies.  In- 
variably they  do  not  know  their  next-door 
neighbors,  but  they  all  know  Constance  Tal- 
madge,  the  movie  star. 

Modern  music,  therefore,  is  a  response  to  the 
demand  of  the  present  day.  It  is  not  probably 
as  picturesque  or  as  romantic  as  folk  songs 
of  long  ago,  but  it  is  -filling  the  need  and  filling 
it  in  a  modern  way.  There  is  room  for  im- 
provement, but  this  cannot  be  forced  and  we 
cannot  return  to  that  which  is  passe. 

The  following  letter  to  the  editor  of  the  New 
York  Times  was  recently  written  by  Alfred 
Walker,  who  is  a  well-trained  musician,  and  it 
carries  a  message  worthy  of  consideration: 

"Richard  Aldrich  in  last  Sunday's  Times  de- 
plores the  tendency  of  topical  songwriters  to 
'jazz'  the  melodies  of  the  masters.  Mr.  Aldrich 
should  not  despair,  for  'twas  ever  thus.  The 
dishing  up  of  a  melody  to  please  the  taste  of 
the  day  always  has  been,  is,  and  always  will  be, 
done  while  a  taste  for  things  exists. 

"Dr.  Hubert  Parry  shows  how  the  old  Hun- 
garian folk  songs  were  thus  changed  and  dec- 
orated by  the  gypsy  fiddlers.  Joseph  Haydn 
and  even  Beethoven,  to  say  nothing  of  Brahms 
and  Liszt,  used  the  methods  of  those  same 
Hungarian  gypsies.  Bach  and  Handel  both 
took  popular  melodies  of  their  day  and  em- 
bodied them  in  their  works  in  the  manner  of 


their  day.  '.'When  I  was  a  student  at  the  Royal 
Academy  of  Music  in  London  in  the  70's  there 
were  piano  teachers  who  had  objected  to  Robert 
Schumann's  music  but  a  few  years  before. 

"Music  is  a  living,  growing  art,  constantly 
developing.  These  jazz  people  are  just  trying 
for  new  methods  of  expression.  Their  doings 
are  necessarily  crude  and  often  rather  coarse, 
but  so  are  the  outer  fringes  of  any  other  art. 

"China  tried  to  limit  music  to  five  tones  (was 
it  during  the  Ming  dj'nasty?)  and  we  smile  at 
the  crudities  of  Chinese  music.  Music  cannot 
rise  higher  than  its  source,  which  is  the  pop- 
ular taste  of  the  day. 

"Far  worse  than  jazz,  to  me,  is  this  mawkish 
sentimentality  of  these  solo  violinists.  What  a 
contrast  to  the  vitality  and  splendid  spontaneity 
of  Joseph  Joachim  and  men  of  his  day!" 


IRVING  BERLIN,  INC.,  BUYS  "IVY" 


Plan  to  Feature  Number  in  a  Big  Way — Al- 
ready Popular  in  the  West 


Some  weeks  back  the  scouts  of  the  Irving 
Berlin  organization  discovered  that  there  was 
quite  popular  in  Chicago  a  song  called  "Ivy" 
(Cling  to  Me).  Negotiations  for  the  purchase 
of  the  number  were  immediately  and  success- 
fully carried  out  and  the  result  is  that  Irving 
Berlin,  Inc.,  has  added  this  song  to  its  catalog. 
During  the  month  of  January  the  professional 
and  band  and  orchestra  departments  of  the 
Berlin  organization  will  feature  this  number  in 
addition  to  the  acknowledged  successes  of  the 
catalog,  "Homesick"  and  "Open  Up  Your 
Arms"  (My  Alabamy). 


Paul  Whiteman,  in  collaboration  with  Mar- 
shall Neilan  and  Ferdy  Grofe,  has  written  a 
new  song  entitled  "Wonderful  One."  It  is  of 
the  waltz  variety  and  was  originally  introduced 
at  the  Trianon  in  Chicago. 


Ill 


M 


DOWN  IN  MARYLAND 


Waterson,  Berlin  6^ Snyder. Cq 

STRAND  TNEATRE  BLDG.  NEW  YORK 


January  15,  1923 


THE   TALKING   MACHINE   WORLD       (World  of  Music)  135 


THE  mw  DANCE  SE/VSA 


PLAYED 
WITH  GREAT 
SUCCESS  By 


M.WITMARK  6  SOAIS  -  Publishers  -  Wirmark  Building  -  /NEW  VORK 


PREDICT  LONG  RUN  FOR  "QLORY" 


Leo  Feist,  Inc.,  Publisher  of  Songs  for  Latest 
Musical  Comedy 


Harry  Tierney  and  Joseph  McCarthy  now 
have  two  successes  playing  on  Broadway.  Sev- 
eral weeks  back  the  William  A.  Brady  produc- 
tion, "Up  She  Goes,"  had  an  auspicious  open- 
ing and  early  this  month  a  new  musical  comedy, 
"Glory,"  with  music  by  the  same  writers,  opened 
at  the  Vanderbilt  Theatre. 

That  "Glory"  will  remain  for  many  months 


is  apparently  undisputed.  All  of  the  New  York- 
critics  predict  a  long  run  for  the  show.  The 
New  York  Times  says:  "The  play  is  very 
pleasing  in  the  development  of  the  plot  and 
somewhat  novel.  The  score  is  one  of  the  pretti- 
est heard  on  Broadway  in  a  long  time  and  it 
maintains  its  excellence  throughout.  And  the 
songs  spring  naturally  from  the  score  and  the 
plot.  They  are  not  thrown  in  for  the  hit  they 
may  make." 

The  book  of  "Glory"  is  by  Jaines  Montgom- 
ery, who  is  also  the  author  of  "Irene,"  and  un- 
doubtedly it  will  be  as  popular  as  its  predeces- 


Concentration 
Drive 

ON 

RoMANv  Love 

From  January  15th 
to  27th  inclusive 


Let^s  Get  Together! — 

We  don't  have  to  tell  you  that  when  we  ALL 
work  toward  a  sing-le  purpose  we  can  obtain 
maximum  results.  And,  that's  the  idea  of  this 
CONCENTRATED  DRIVE  on  "Romany  Love," 
when  we  are  going  to  hit  old  man  "public"  from 
all  sides. 

If  vou  are — an  Orchestra  or  Band  Leader;  an 
Organist  or  Singer;  a  Sheet  Music  Dealer  or 
Jobber;  a  Record  or  Music  Roll  Dealer  or  Jobber 
—or  in  any  other  position  whereby  you  can  hook 
up  with  us,  "get  set"  for  the  big  drive  now  and 
feature  in  some  way  "Romany  Love." 

Musicians  who  may  have  mislaid  copies  can 
secure  another  at  once.  Extra  title  pages  and 
displav  material  are  available  for  the  dealers  and 
we  urge  that  the  dealers  display  the  sheet  music, 
records  and  rolls — "kill  three  birds  with  one 
stone." 

LET'S  HELP  EACH  OTHER! 

REMEMBER  THE  DATE-JANUARY  IStli  to  27th 

SAM  FOX  PUBLISHING  CO.,    Cleveland,  0..  U.  S.  A. 


sor.  Among  the  songs  that  have  been  men- 
tioned as  meriting  attention  are:  "The  Saw 
Mill  River  Road,"  "Mother's  Wedding  Dress," 
"We've  Got  to  Build,"  "Post  Office,"  "When 
Curfew  Rings  at  Nine"  and  "The  Little  White 
House."    Leo  Feist,  Inc.,  is  the  publisher. 


DRESSER  TO  LIE  BESIDE  WABASH 


Remains  of  Noted  Composer  to  Be  Moved  to 
Sepulchre  in  a  Memorial  Park  on  the  Banks 
of  the  River  He  Made  Famous  in  Song 


Chicago,  III.,  January  2. — Beneath  the  sycamores 
along  the  stream  he  helped  to  immortalize,  Paul 
Dresser,  who  wrote  the  song,  "On  the  Banks  of 
the  Wabash,"  will  sleep  forever,  the  Indiana 
Society  of  Chicago  has  announced. 

Gov.  McCray,  of  Indiana,  the  announcement 
said,  has  received  the  consent  of  five  brothers 
and  sisters  of  the  poet  to  the  removal  of  the 
body  from  the  grave  in  Chicago  to  some  spot 
on  the  banks  of  the  Wabash  River. 

Proposals  have  come  from  both  Lafayette 
and  Terre  Haute  that  the  sepulclire  be  erected 
in  a  memorial  park  which  each  of  the  cities 
seeks  to  build. 


MUSIC  MEANS  SHOW'S  SUCCESS 


Several  Numbers  in  "Music  Box  Revue"  That 
Have  Won  Unusual  Favor 


The  fact  that  the  new  Irving  Berlin  "Music 
Box  Revue"  has  been  playing  in  New  York  for 
a  number  of  weeks  has  aided  in  demonstrating 
that  the  songs  of  the  show  are  as  popular  as 
predicted  by  various  members  of  the  Berlin 
organization.  Last  season's  "Music  Box  Re- 
vue" had  only  two  or  three  outstanding  suc- 
cesses, but  despite  that  the  show  was  quite 
popular  and  this  has  been  credited  to  the  fact 
that  it  was  extravagantly  staged,  quite  spectac- 
ular and  included  a  clever  cast.  This  season's 
"Music  Box  Revue,"  however,  is  succeeding  in 
attracting  crowds  to  a  great  extent  by  the  merit 
of  the  songs  in  the  show.  It  is  not  lacking  in 
other  features,  but  the  musical  numbers  are 
the  predominating  factors.  Among  the  songs 
that  merit  attention  are:  "Crinoline  Days," 
"Lady  of  the  Evening,"  "Will  She  Come  From 
the  East?"  "Pack  Up  Your  Sins"  (And  Go  to 
the  Devil),  "Porcelain  Maid,"  "The  Little  Red 
Lacquer  Cage"  and  "Bring  on  the  Pepper." 


ITALIAN  COMPOSER  IRRESPONSIBLE 


Rome,  Italy,  December  30. — Maestro  Lorenzo 
Perosi,  Italy's  greatest  composer  of  sacred 
music  and  formerly  in  charge  of  the  Sistine 
Chapel  Choir,  has  been  declared  mentally  irre- 
sponsible. 

This  action  was  taken  to  save  his  precious 
compositions  which  he  refused  to  give  to  pub- 
lishers, insisting  that  they  would  alter  them. 
An  art  and  medical  commission  made  the  de- 
cision declaring  him  irresponsible. 
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The  Waltz  Hit  for  1923 


Every  Wednesday  Nignt 


WALTZ 


IRVING  BERLIN,  Inc. 


1607  Broadway,  New  York  City 


WITMARK  &  SONS  OET  NICE  CATALOG  "WITMARK  BLACK  AND  WHITE  SERIES"  NOW  REGISTERED 


Will  Control  Sales  of  Various  Numbers  Pub- 
lished by  B.  D.  Nice  &  Co. 


M.  Witmark  &  Sons  have  acquired  the  catalog 
of  songs  formerly  published  by  B.  D.  Nice  & 
Co.,  Inc.,  and  in  the  future  will  control  the 
sales  of  the  various  numbers  bearing  the  im- 
print of  that  company.  Lee  David,  who  was 
formerly  closely  associated  with  the  Nice  firm, 
is  already  under  contract  with  Witmark's,  they 
having  accepted  some  time  ago  his  "Where  the 
Volga  Flows,"  following  which,  a  contract  over 
a  long  period  was  arranged. 

Among  the  numbers  that  now  come  under 
Witmark  control  are  "Romance,"  "Paper  Doll," 
"Tents  of  Arabs,"  "Sweet  Lavender,"  "Won- 
d'ring,"  "Figaro,"  "All  My  Life,"  "Clouds,"  "I 
Might  Have  Had  You,"  "Congo  Love,"  "Do  a 
Little  This,  Do  a  Little  That"  and  a  new  song 
entitled  "In  Our  Parlor  on  a  Sunday  Night." 


BROADCAST  JACK  SNYDER  SONGS 

Los  Angeles,  Cal.,  December  30. — The  Jack 
Snyder  songs  were  broadcasted  by  radio  from 
station  KWH,  this  city,  recently,  during  the 
stay  of  Jack  Harris,  general  manager  of  Jack 
Snyder,  Inc.,  who  is  exploiting  the  Snyder  pub- 
lications. He  is  making  an  auto  trip  from  coast 
to  coast  and  is  expected  in  New  York  shortly. 
The  "November  Rose"  and  "In  Maytime"  sales 
have  shown  a  decided  increase  at  all  points. 


The  song  "All  Muddled  Up,"  from  the  catalog 
of  Leo  Feist,  Inc.,  is  the  exclusive  number  in 
the  drama  of  "The  Bootleggers,"  now  playing 
at  the  Thirty-ninth  Street  Theatre,  New  York 
City.  The  show  has  been  quite  successful  and 
there  are  many  indications  that  it  will  play  for 
the  balance  of  the  season.  Therefore,  the  above 
Feist  number  will  come  in  for.  some  unusual 
publicity  over  a  long  period. 


Prominent  New  York  Publishers  Announce  That  Official  Registration  Was  Granted  by  the  Patent 
Office  of  Washington,  D.  C,  Under  Date  of  December  12— Protection  Well  Merited 


The  announcement  was  made  early  this  month 
by  M.  Witmark  &  Sons,  the  well-known  pub- 
lishing house,  that  they  have  been  granted  by 
the  Patent  Office  the  right  to  register  the  trade 
mark  "Witmark  Black  and  White  Series.''  This 
familiar  slogan,  which  for  over  twenty  years 
has  been  identified  with  the  highest  type  of 
melody  ballads,  now  becomes,  by  authority  of 
the  Government,  an  exclusive  national  product. 

The  application  for  the  registration  of  the 
"Witmark  Black  and  White  Series"  was  faced 
by  what  is  officially  known  as  "interference," 
the  opposition  originating  from  a  chemical  man- 
ufacturing concern  located  in  the  South  and 
another  concern  doing  business  in  Cincinnati, 


O.,  both  of  whom  claim  the  right  to  use  "Black 
and  White"  as  a  trade  mark.  One  of  the  con- 
testants subsequently  joined  M.  Witmark  & 
Sons  in  protecting  the  latter's  rights  in  the 
matter.  Counsel  in  Washington  was  engaged 
and  after  several  delays  the  case  came  up  for 
adjudication  before  the  Patent  Office,  with  the 
result  that  the  application  for  the  trade  mark 
was  allowed  by  the  officials  of  the  Patent  Office 
at  Washington,  D.  C,  on  December  12,  1922, 
in  favor  of  the  "Witmark  Black  and  White" 
publications,  all  of  which  will  be  of  importance 
to  the  trade,  and,  no  doubt,  gratifying  to  the 
industry.  This  establishes  the  Witmark  right 
to  the  trade-mark. 


A  STRONG  W.,  B.  &  S.  BALLAD 


LEO  FEIST'S  GIFT  TO  ACTORS'  FUND 


Waterson,  Berlin  &  Snyder  are  the  publishers 
of  a  ballad  that  is  not  only  having  exceptional 
popularity  as  a  song,  but  is  a  strong  feature 
in  many  dance  programs.  It  is  entitled  "I  Gave 
You  Up  Just  Before  You  Threw  Me  Down." 
This,  together  with  "Haunting  Blues"  and  "To- 
morrow," is  the  feature  number  of  this  season's 
catalog.  The  various  Waterson,  Berlin  & 
Snyder  branches,  as  well  as  the  professional 
and  band  and  orchestra  departments,  are  cam- 
paigning on  all  of  the  above  songs  with  the 
greatest  success. 


In  commemoration  of  the  twenty-fifth  anni- 
versary of  the  establishment  of  Leo  Feist,  Inc., 
Mr.  Feist  recently  donated  $5,000  to  the  Actors' 
Fund.  The  only  stipulation  with  the  gift  was 
that  an  equal  amount  be  raised  in  a  drive.  The 
latter  program  has  been  carried  out  by  the 
New  York  Clipper.  Mr.  Feist  has  always  taken 
a  decided  interest  in  the  activities  of  actors 
and  his  business  being  closely  allied  to  that 
profession,  he  felt  the  urge  to  do  something 
substantial  for  the  fund. 


Among  the  new  songs  recently  added  to  the 
catalog  of  Waterson,  Berlin  &  Snyder  is  a 
ballad  entitled  "Down  in  Maryland,"  the  work 
of  Bert  Kalmar  and  Harry  Ruby,  and  a  novelty 
entitled  "Aggravatin'  Papa,"  by  Roy  Turk  and 
J.  Russel  Robinson.  "Down  in  Maryland," 
"One  Night  in  June"  and  "The  Lovelight  in 
Your  Eyes"  are  also  new  additions. 


E.  C.  Mills,  chairman  of  the  executive  board 
of  the  Music  Publishers'  Protective  Association, 
was  recently  appointed  receiver  for  the  Harry 
Von  Tilzer  Music  Publishing  Co.  Earlier  in 
the  month  he  was  appointed  co-receiver  for  the 
Broadway  Music  Corp.  These  two  new  activi- 
ties added  to  his  already  voluminous  Association 
work  have  given  him  a  new  distinction  and  title, 
"E.  C.  Mills,  the  Well-known  Receiver." 


mwm 
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THE  MOST  5ENSflTI0(N/qL  FOX-TROT  ^EVER  WRITTEW 


CLING    TO  ME 


Soon  to  be  Released  by  all  Mechanical  Companies 


IRVING  BERLIN,  Inc.       1607  Broadway,  New  York  City 


JUILLIARD  MILLIONS  AID  MUSIC 


Musical  Foundation  Has  Begun  to  Function — 
Trustees  Pick  Beneficiaries  From  Thousands 
of  Applicants  From  All  Parts  of  Country 


The  Juilliard  Musical  Foundation,  described 
as  the  fairy  godfather  of  American  music  and 
musicians,  has  begun  to  function,  it  was  learned 
recently,  when  it  became  known  that  a  number 
of  aspiring  students  of  music  had  been  chosen 
for  the  free  musical  education  which  was  the 
design  of  the  late  Augustus  D.  Juilliard,  who 
left  between  $12,000,000  and  $15,000,000  to  found 
the  fund.  Dr.  Eugene  A.  Noble,  executive  sec- 
retary of  the  foundation,  said,  however,  that 
such  an  ambitious  scheme  required  a  great  deal 
of  planning  and  that  the  doors  were  not  yet 
open  for  all  who  desired  to  avail  themselves 
of  the  fund. 

Protracted  litigation  by  heirs  of  Mr.  Juilliard, 
it  was  pointed  out,  had  held  back  the  carrying 
out  of  the  wishes  of  the  founder.  It  was  said 
that  about  $7,000,000  was  now  in  process  of  in- 
vestment for  the  foundation's  plans  and  that 
eventually  about  $400,000  a  year  would  be  at 
the  disposal  of  the  trustees. 

In  selecting  young  students  as  beneficiaries 
of  the  Juilliard  will,  about  4,000  applicants  have 
so  far  been  sifted.  These  resided  throughout 
the  country,  and  to  test  their  qualifications  vol- 
unteer committees  served,  reporting  their  ver- 
dicts to  the  Foundation's  headquarters  in  the 
Guaranty  Trust  Building,  Fifth  avenue  and 
Forty-fourth  street. 


Emery's  Music  House,  430  Locust  street, 
Columbia,  Pa.,  recently  moved  into  its  new 
home  in  the  Harlem  Building,  438  Locust  street. 
Edison  phonographs  and  Columbia  Grafonolas 
are  handled,  as  well  as  a  very  complete  stock 
of  records. 


FINE  MUSICAL  NUMBERS  IN  "ELSIE"   MODERN  DANCE  MUSIC  ON  THE  STAGE 


M.  Witmark  &  Son  Are  the  Publishers  of  Songs 
for  New  Musical  Comedy 


A  new  musical  comedy  called  "Elsie,"  pro- 
duced by  John  Scholl,  had  its  premiere  in  Cin- 
cinnati, O.,  recently  and  will,  after  playing  in 
a  number  of  other  cities,  have  a  New  York 
presentation.  The  piece  is  said  to  be  quite 
novel  and  is  well  staged,  particularly  the  dances. 
The  musical  numbers  are  from  the  pens  of 
Noble  Sissle  and  Eubie  Blake,  who  were  re- 
sponsible for  the  long  New  York  run  of  "Shuffle 
Along."  There  are  eight  songs  in  all — "I  Like 
to  Walk  With  a  Pal  Like  You,"  "Elsie,"  "Jazz- 
ing Thunderstorm,"  "Jingle  Step,"  "A  Regular 
Guy,"  "Sand  Flowers,"  "Two  Hearts  in  Tune" 
and  "With  You."  The  numbers  are  published 
by  M.  Witmark  &  Sons,  who  were  also  the 
publishers  of  the  music  of  "Shuffle  Along." 
We  have  had  "Sally,"  "Irene"  and  "Mary,"  all 
of  them  big  successes.  It  remains  to  be  seen 
whether  "Elsie"  can  repeat  the  successes  of 
other  shows  dedicated  to  the  names  of  girls. 
Whether  or  not  it  does  its  appearance  is  ex- 
pectantly awaited  on  Broadway. 


WILL  HAVE  GOTHAM  REPRESENTATIVE 


Following  the  visit  to  New  York  of  E.  Grant 
Ege,  head  of  the  music  publishing  department 
of  J.  W.  Jenkins'  Sons  Music  Co.,  it  is  under- 
stood that  immediately  upon  his  return  to  his 
desk  he  will  make  arrangements  to  keep  a 
permanent  representative  in  New  York  City. 
The  success  of  the  new  song,  "Martha,"  has 
made  this  necessary,  particularly  as  the  Eastern 
jobbers  report  it  among  the  most  active  sellers 
of  this  season.  This  move  will  add  greatly  to 
the  efficiency  of  the  J.  W.  Jenkins'  Sons  Music- 
Co.  service  in  the  East. 


Growing  Tendency  Favoring  Dance  Music  Evi- 
dent in  Recent  Dramatic  Productions 


In  recent  weeks,  with  the  staging  of  several 
legitimate  dramas,  there  has  been  a  tendency 
to  recognize  the  modern  dance  music.  From 
indications  no  show  seems  complete  without 
music  upon  the  stage.  The  latest  production  to 
recognize  dance  music  is  Al  Wood's  "The 
Masked  Woman,"  wherein  appears  a  pianist  who 
renders  appropriately  and  effectively  several 
dance  numbers  during  the  ballroom  scene  of 
the  play.  The  following  melodies  are  played 
nightly:  "The  Pelican,"  a  fox-trot;  "Love's 
Lament,"  a  waltz;  "No  Use  Crying,"  a  fox- 
trot, and  "Joy,  Joy,  Joy,"  a  fox-trot  one-step. 
The  Edward  B.  Marks  Music  Co.  is  the  pub- 
lisher of  the  above  numbers. 


MAURICE  RICHMOND  BACK  AT  WORK 

Head  of  the  Richmond  Music  Supply  Corp. 
Hale  and  Hearty  After  Breakdown 


The  trade  is  well  aware  that  Maurice  Rich- 
mond, head  of  the  Richmond  Music  Supply 
Corp.,  found  it  necessary,  as  a  result  of  a  break- 
down in  health,  to  spend  many  months  of  last 
year  away  from  his  office.  It  was,  therefore, 
somewhat  surprising  to  see  him  back  at  his 
desk  in  his  old-time  form,  showing  no  traces 
of  the  experiences  which  resulted  in  keeping 
him  away  from  business.  Mr.  Richmond  credits 
his  renewed  condition  and  vigor  to  one  Bill 
Brown,  whom  he  calls  "The  Miracle  Man,"  and 
he  is  anxious  that  every  one  in  the  trade  who 
finds  it  necessary  to  take  a  week  or  two  of 
vest  should  be  acquainted  with  this  "Miracle 
Man,"  who  operates  what  is  known  as  Browns- 
dale,  at  Garrison-on-the-Hudson. 


Fall  -  ing  in      love,    yes  fall    -  ing_ 


Fall  -  ing  in     love      witli  you 


Walling 

A  Fascinaiin^  Balldd  FoxTrot 


.  REMICK   &  CO. 


NEW  •   /CHICAGO     ♦  OETR^OIT 
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A  HOT  TUNE 


NUTMIN 


By  Tht  WRITER  OP^^HOT  UPS 

Being  Featured  by  all  Orchestras  from  Coast  to  Coast 


IRVING  BERLIN,  Inc. 


1607  Broadway,  New  York  City 


NEW  MUSICAL  COMBINE  EFFECTED 


Combination  of  Musical  Bureaus  Expected  to 
Have  Wide  Influence  on  Concert  Industry 


By  the  terms  of  an  agreement  entered  into 
recently  by  and  Tsetween  the  Wolfsohn  Musical 
Bureau  and  the  Music  League  of  America,  Inc., 
and  Concert  Management  Arthur  Judson  and 
the  Associated  Musical  Bureaus  of  America, 
Inc.,  a  combination  has  been  effected  which  is 
destined  to  exert  a  constructive  influence  of 
the  widest  possible  character  on  the  concert- 
giving  industry  of  the  United  States  and 
Canada. 

Under  this  agreement  (which  concentrates 
and  solidifies  the  recent  combination  of  Concert 
Management  Arthur  Judson  and  the  Associated 
Musical  Bureaus)  the  Wolfsohn  Musical  Bureau 
is  to  have  transferred  and  assigned  to  it  all  con- 
tracts for  the  engagement  and  management  of 
artists  and  musical  attractions  now  under  the 
control  of  the  Judson  management. 

Thus,  in  effect,  the  Wolfsohn  Musical  Bureau 
will  "produce"  music  artists  and  organizations. 
Save  in  New  York,  Boston,  Chicago  and  Phila- 
delphia (where  the  Wolfsohns  will  continue  to 
book  direct)  the  artists  and  organizations  for 
whose  services  the  Wolfsohn  Bureau  contracts 
will  be  booked  through  Concert  Management 
Arthur  Judson  and  the  Associated  Musical  Bu- 
reaus—but always  under  the  supervision  of  the 
Wolfsohn  Bureau. 

The  Wolfsohn  Bureau  will  thereby  be  en- 
abled to  devote  itself  exclusively  to  securing 
the  artists  it  considers  most  suitable  for  concert- 
giving  needs — excepting  that  it  will  book  direct 
its  artists  in  the  four  cities  above  mentioned. 

The  contract  is  for  a  period  of  ten  years, 
with  a  renewal  option  for  a  similar  period. 
The  operation  of  the  contract  begins  with  the 
season  of  1923-1924. 


SOCIETY  DECLARES  NEW  DIVIDEND 


American  Society  of  Composers,  Authors  and 
Publishers  Has  Good  Royalty  Year 


The  fourth  quarterly  dividend  of  the  Ameri- 
can Society  of  Composers,  Authors  and  Pub- 
lishers was  declared  late  in  December,  although 
payment  is  not  due  until  January.  The  payment 
will  be  approximate!}'  $35,000,  which  brings 
royalties  of  the  Society  to  over  $150,000  for 
the  four  dividends  declared  in  1922.  $17,500  of 
the  above  amount  was  given  to  the  music  pub- 
lishers who  are  members  of  the  organization 
and  the  balance  was  awarded  to  composers  and 
authors. 


"WISTFUL  WALTZ"  SALES  BOOMING 


The  Boosey  &  Co.  number,  "Wistful  Waltz," 
has  achieved  so  much  success  in  dance  and 
song  circles  as  to  require  the  publishers  to 
order  it  reprinted  several  times.  In  fact,  its 
sale  is  becoming  so  voluminous  that  the  pub- 
lishers are  seriously  considering  issuing  it  with 
an  entirely  new  title  page.  Besides  the  many 
leading  orchestras  which  have  commented  favor- 
ably on  this  waltz  success,  the  retail  sales  have 
been  so  active  as  to  encourage  letters  of  com- 
mendation from  dealers. 


GUILD  GIVES  FIRST  CONCERT 


The  International  Composers'  Guild  recently 
gave  its  first  concert  at  the  Klaw  Theatre, 
New  York.  The  concert  was  well  attended  and 
received  lengthy  reviews  from  practically  all  of 
the  New  York  papers.  The  Guild  has  for  its 
purpose  the  presentation  of  compositions  of 
composers  who  have  meritorious  works  but 
who  find  little  response  from  publishers  to  their 
offerinss. 


"NOVEMBER  ROSE"  POPULAR 


New  Waltz   Ballad  of  Jack   Snyder  Catalog 
Featured  by  Concert  Artists 


Jack  Snyder,  Music  Publisher,  Inc.,  is  having 
some  unusual  success  with  its  new  waltz  ballad, 
"November  Rose."  The  number  has  been  fre- 
quently compared  to  "The  Last  Rose  of  Sum- 
mer" and  several  concert  artists  have  expressed 
themselves  as  favoring  it  to  any  recent  issue. 

The  above  song,  together  with  "In  May  Time" 
(1  Learned  to  Love)  and  "Meet  Me  Next  Sun- 
day," are  the  feature  numbers  of  the  Jack 
Snyder  catalog.  A  publicity  campaign  on  these 
three  prints  has  been  inaugurated  for  the  early 
months  of  1923. 


MARKS  MUSIC  CO.  PLANS  FOR  1923 


Publishing  House  to  Carry  Out  Active  Program 
in  Popular  and  Standard  Fields 


Edward  B.  Marks,  of  the  Edward  B.  Marks 
Music  Co.,  223  West  Forty-sixth  street,  New 
York  City,  is  quite  optimistic  over  the  plans 
of  his  company  for  the  new  year.  In  the  popu- 
lar field  the  Edward  B.  Marks  Co.  will  give 
particular  attention  to  a  series  of  numbers  to 
be  released.  In  addition  the  successes  of  last 
year  are  to  be  featured.  These  include  "Parade 
of  the  Wooden  Soldiers,"  "Old  Plantation 
Home,"  "Love's  Lament,"  "Whenever  You're 
Lonesome,"  "Sonja,"  "No  Use  Crying"  and 
"Eddie  Leonard  Blues." 


Colin  O'^^Iore,  well-known  concert  and  Vo- 
calion  record  artist,  who  has  been  giving  a 
series  of  concerts  in  the  metropolitan  district, 
has  been  singing  with  great  success  the  song, 
"Just  a  Bit  of  Irish  Lace,"  one  of  the  new  addi- 
tions to  the  catalog  of  Sherman,  Clay  &  Co. 


HENRY  R.COHEN 


m 


"it's 


snap-P7  trot,_  just    pip-pin  hot,-  Puts 


red  pep-pers  in-to  your  step- pers; 


J  EROTTTIE  H  .RETOICK  &  CO.   NewVork- Chicago  Detroit 
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MILLION  DOLLAR  Master  FOX-TROT  Melody 


N£W  PARIS-VIENNA  WALTZ 


DUNCAN  SISTERS  FOX-TROT  SENSATION 


STOCK  IN  THE  ABOVE-SHEET MUSICrRECORDS,,.RaL&,''"'%''%\?^Jli^^^^^^^ 

EDW.B.MARKS  MUSIC  CO. 223-25 W.46t"STAIew  YORK. 


ANNOUNCES  TWO  NEW  STRAND  MODELS     APPOINTED  MELO=TONE  DISTRIBUTOR     JEWEL  SALES  DIRECTOR  VISITS  TRADE 


Models  23  and  24  Now  Being  Shipped  to  the 
Trade — Handsome  Consoles  With  Standard 
Strand  Equipment  Are  Much  Admired 


The  Manufacturers'  Phonograph  Co.,  New 
York,  manufacturer  of  the  Strand  line  of  phono- 
graphs, has  just  announced  two  new  additions 
to  its  line,  designated  as  niodels  23  and  24.  It 
had  been  intended  originally  to  announce  these 
models  in  February,  but  owing  to  the  tremen- 
dous demand  for  Strand  products  during  the 
holiday  season  Geo.  W.  Lyle,  president  of  the 
company,  asked  the  factory  executives  to  ship 
the  new  instruments  as  quickly  as  possible. 
Quite  a  number  of  these  new  models  were 
shipped  to  Strand  dealers  the  latter  part  of 
December  and  they  have  met  with  the  enthusi- 
.astic  approval  of  the  trade. 

The  Strand  model  23,  which  is  listed  at  $115, 
is  designed  in  accordance  with  the  Heppelwhite 
style  of  the  Georgian  period,  with  low  relief 
ornaments  of  bell  flowers  and  delicate  tops  and 
rosettes.  The  legs  are  square  and  tapering  with 
the  spade  foot.  This  instrument  is  finished  in 
walnut  and  brown  mahogany  and  measures 
thirty-six  inches  in  length,  twenty-one  inches  in 
depth  and  thirty-four  inches  in  height.  It  is 
equipped  with  the  heavy  double  spring  guar- 
anteed Strand  motor,  playing  twenty-one  min- 
utes, all-wood  tone  chamber,  solid  brass  tone 
arm  and  all  of  the  other  distinctive  features 
forming  part  of  Strand  equipment. 

This  cabinet  is  also  supplied  with  Strand 
equipment  and  is  designated  as  Consolette  102, 
providing  a  flat  top  console  cabinet  for  housing 
the  Victrola  VI. 

The  Strand  model  24,  listed  at  $175,  is  one 
of  the  most  a.rtistic  models  of  the  Strand  line 
and  is  designed  after  the  French  Chippendale 
period.  It  is  an  impressive  instrument  in  two- 
tone  finish,  with  ivory-colored  lines  dividing 
ebonized  edges  from  the  walnut  or  mahogany 
centers.  It  is  finished  in  walnut  and  brown 
mahogany  and  is  thirty-six  inches  long,  twenty- 
one  inches  deep  and  thirty-four  inches  high. 
This  instrument  also  has  the  distinctive  Strand 
equipment  that  has  been  such  an  important 
factor  in  the  phenomenal  success  of  this  line 
throughout  the  country. 


BANKRUPTCY  PETITION  FILED 

A  petition  in  bankruptcy  has  been  filed  against 
the  Union  Talking  Machine  Co.,  New  York 
City.  The  cbncern  is  located  at  15  Avenue  B, 
and  Nathan  Smith  is  named  as  the  proprietor 
and  manager. 


L.  D.  Heater,  of  Portland,  Ore.,  to  Look  After 
National  Distribution  of  the  New  Melo-Tone 
Device — Plans  Strong  Trade  Campaign 


Portland,  Ore.,  January  4. — A.  C.  Sherbert,  of 
the  Melo-Tone  Co.,  this  city,  manufacturers  of 
the  Melo-Tone  attachment,  announces  that  L. 
D.  Heater,  357  Ankeny  street,  well-known  job- 
ber of  Strand  talking  machines,  phonograph 
supplies  and  accessories,  has  been  appointed 
national  distributor  of  their  Melo-Tone  device. 

Both  Mr.  Heater  and  the  members  of  the 
company  are  very  enthusiastic  regarding  the 
future  of  the  Melo-Tone  and  the  early  expecta- 
tions concerning  the  success  of  the  attachment 
were  borne  out  recently  through  a  circulariza- 
tion  of  the  Coast  trade,  which  netted  a  highly 
gratifying  return  and  considerable  favorable 
comment. 

A  number  of  the  larger  establishments  have 
equipped  the  machines  of  their  record  demon- 
stration rooms  with  Melo-Tones  which,  they 
say,  have  materially  helped  to  make  their  more 
or  less  soundproof  rooms  really  soundproof,  as 
well  as  sending  home  in  the  evening  with  un- 
jangled  nerve.s  those  engaged  in  the  selling  of 
records. 

The  Melo-Tone  attachment  is  finding  a  ready 
market  among  those  who  prefer  a  soft,  mellow 
tone,  rather  than  the  loud,  full  volume  of  the 
instrument  unmodified,  and  the  fact  that  it  can 
be  instantly  attached  or  instantly  removed,  to- 
gether with  its  popular  retail  price,  has  con- 
tributed greatly  to  its  instant  and  growing  pop- 
ularity. 


DECORATED  "TALKERS"  POPULAR 

The  special  decorating  of  phonographs  grew 
into  a  decidedly  popular  demand  during  1922, 
reports  E.  Estrin,  president  of  the  Mohawk 
Works  of  Art,  New  York  City.  Mr.  Estrin  has 
prepared  a  number  of  new  designs  for  1923  and 
believes  that  this  special  work  will  experience 
still  further  increase  in  popularity  during  the 
coming  year. 


VAN  VEEN  CO.  GETS  MANY  ORDERS 

Leon  Tobias,  secretary  of  Van  Veen  &  Co., 
Inc.,  New  York  City,  manufacturers  of  talking 
machine  wareroom  equipment,  reports  that  al- 
though the  year  is  still  young  a  number  of 
orders  and  requests  for  specifications  have  been 
received  indicating  a  general  tendency  on  the 
part  of  the  trade  to  increase  its  selling  equip- 
ment during  the  coming  year. 


A.  B.  Cornell  Calls  on  Eastern  Manufacturers — 
Company  Closed  Best  Year  in  History 


A.  B.  Cornell,  treasurer  and  sales  director  of 
the  Jewel  Phonoparts  Co.,  Chicago,  was  a  vis- 
itor to  New  York  last  week,  after  spending  the 
Christmas  holidays  at  his  farm  in  Somerville, 
N.  J.  Mr.  Cornell  called  on  several  of  the 
manufacturers  in  the  city  and  before  returning 
to  Chicago  made  plans  for  a  trip  which  in- 
cluded a  visit  to  Boston,  Philadelphia,  Pitts- 
burgh, Richmond  and  adjoining  cities. 

In  a  chat  with  The  World  Mr.  Cornell  stated 
that  the  Jewel  Phonoparts  Co.  had  closed  the 
best  year  in  its  history  and  that  orders  on  hand 
at  the  present  time  indicated  an  exceptional 
business  for  the  first  few  months  of  the  new 
year.  The  new  tone  arms  recently  introduced 
by  the  company  have  been  received  enthusi- 
astically by  the  trade  and  several  important 
contracts  have  been  closed  whereby  these  tone 
arms  will  be  used  as  exclusive  equipment  by 
well-known  manufacturers.  The  Jewel  attach- 
ments for  playing  Edison  records  on  other 
makes  of  machines  enjoyed  a  remarkable  sale 
during  1922  and  under  Mr.  Cornell's  direction 
an  intensive  publicity  campaign  was  inaugurated 
during  the  Fall  and  holiday  seasons  which  pro- 
duced exceptional  results. 


PHONOMOTOR  PRODUCTS,  PHONOSTOPS  and  NEEDLE  CLIPPERS 

ALWAYS  THE  BEST 

PHONOMOTOR  COMPANY  -  -  121  WEST  AVEMJE.  ROCHESTER,  N.  Y. 


PHONOGRAPH  DE  LUXE 

The  instrument  of  incomparable  tone,  that 
plays  any  record  better  than  you  have  ever 
heard  it  played  before. 

Complete  line  of  table,  upright  and  console 
models. 

Prices  to  the  Trade  Range  From 

$8.50  to  $125.00 

Cabinets  of  beautiful  design  and  finish,  im- 
proved motor  equipment. 

Dealers  write  u.-;;  The  Reginas  now  in 
homes  are  making  lots  of  friends:  people 
come  in  and  ask  for  them.  Watch  us  in- 
crease our  sales. 

Cash  in  on  the  Regina;  now  is  the  time. 
Also  Regina  Music  Boxes  with  or  without 
phono  attachment. 

Regina  Hexaphones  and  Mandolin  orches- 
trions. 

Regina  tune  discs  and  parts  for  any  in- 
strument ever  manufactured  by  the  Regina 
Co. 

Send  for  particulars  on  territory 
arrangcments. 

Musical  hstfument  Specialty  Co. 

MANUFACTURERS 

RAHWAY  NEW  JERSEY 


140 


THE   TALKING   MACHINE  WORLD 


January  15,  1923 


Another  MVCarthy^lierney  Masrerpiecel^ — 

CAWMILL  piVERROAD 


FINE  OUTLOOK  FOR^COLUMBIA  LINE 

Columbia  Graphophone  Co.,  Wholesale,  Looks 
Forward  to  1923  to  Be  Best  Year  in  History 
— Persistency  Wins  in  Business  Race 


The  New  York  wholesale  branch  of  the  Co- 
lumbia Graphophone  Co.,  New  York,  reports 
that  it  has  just  closed  one  of  the  most  prosper- 
ous years  in  its  history.  The  demand  for 
Grafonolas  during  October,  November  and  De- 
cember was  so  great  as  to  tax  every  resource  of 
the  company  to  make  delivery  to  its  dealers 
throughout  the  large  territory  which  it  serves — 
one  of  the  largest  of  any  of  the  Columbia 
branches,  as  it  includes  Manhattan,  Brooklyn, 
Long  Island,  the  State  of  New  Jersey,  New 
York  State  and  the  greater  part  of  Connecticut. 
This  territory  comprises  a  greater  number  of 
dealers,  perhaps,  than  any  served  by  a  Columbia 
branch,  requiring  a  service  of  the  highest  ef- 
ficiency in  order  to  take  care  of  every  dealer  in 
the  best  possible  manner. 

According  to  Kenneth  Mills,  general  manager 
of  the  company,  and  B.  W.  Jennings,  Mr.  Mills' 
assistant,  1923,  from  all  indications,  will  be  one 
of  the  best  yet  experienced.  "Throughout  the 
entire  organization,"  stated  Mr.  Jennings,  "there 
is  a  spirit  of  optimism  that  is  bound  to  create 
a  large  volume  of  business  and  with  the  hearty 
co-operation  of  every  one  concerned  we  are 
confident  that  the  new  year  will  be  a  most  pros- 
perous one." 

Although  record  business  during  the  holidays 
was  not  as  great  as  it  might  have  been,  dealers 
are  reporting  that  during  the  past  two  weeks 
this  phase  of  the  business  has  shown  a  decided 
spurt.  This,  no  doubt,  is  the  result  of  the  large 
machine  business  done  during  the  holidays, 
which  is  resulting  in  a  decided  increase  in  rec- 
ord sales,  enabling  dealers  to  show  a  handsome 
profit  in  this  department  of  their  business. 

An  important  phase  of  the  business  being 
done  by  Columbia  dealers  in  this  territory,  ac- 
cording to  Mr.  Jennings,  is  their  persistent  ef- 
forts to  place  machines  in  the  homes  of  the 
public.  Dealers  generally  have  realized  the 
necessity  of  intensive  efforts,  and  in  consequence 
most  all  of  them  have  employed  many  outside 
salesmen  in  developing  business.  Wholesale 
houses  have  urged  the  necessity  of  such  meth- 
ods and  as  a  result  most  dealers  who  have  been 
alive  to  the  situation  report  a  decided  boost  in 
Grafonola  sales,  which  will  help  materially  in 
putting  1922  business  over  the  top. 


There  is  always  a  substantial  reason,  at  least 
to  the  patron,  when  a  customer  discontinues 
buying.    It  pays  to  find  out. 


EXPERT  REPAIRING 

of  alt  parts  and  makes  of  phonographs 

LOWEST  PRICES -24  HOUR  SERVICE 

Send  us  the  article  to  be  replaced  or 
repaired  by  Parcel  Pott  or  Express 

PENN  PHONOGRAPH  CO.  of  N.  Y. 


513  8th  Avenue 


New  York 


FUTURE  BRIGHT,  SAYS  A.  H.  CURRY 

Vice-president    of    Thomas    A.    Edison,  Inc., 
Optimistic  Over  Future  Outlook 


When  interviewed  this  month  by  The  World 
.\.  H.  Curry,  vice-president  and  manager  of  the 
phonograph  division  of  Thomas  A.  Edison,  Inc., 
spoke  in  a  very  optimistic  vein  regarding  the 
outlook  for  the  manufacturing,  wholesale  and 
retail  divisions  of  the  Edison  phonograph  in- 
dustry. For  some  time  past  every  effort  has 
been  concentrated  on  merchandising  plans 
which  make  for  a  maximum  rapidity  and  uni- 
formity of  turnover  for  Edison  jobbers  and 
Edison  dealers  and  which  assure  this  maximum 
turnover  in  each  case  on  a  minimum  of  inven- 
tory. That  these  plans  are  proving  highly  suc- 
cessful is  evidenced  by  the  exceedingly  fine 
volume  of  business  which  the  Edison  Co.  is  now 
doing  every  month  and  the  marked  shortage 
which  occurred  during  the  holiday  season  which 
has  just  passed.  Production  is  being  steadily 
increased  to  meet  the  increased  demand  and 
there  is  every  indication  that  in  both  the  phono- 
graph and  record  ends  the  Edison  trade  will  be 
taken  care  of  in  a  satisfactory  manner  and  in  a 
way  to  assure  a  deserved  prosperity  all  along 
the  line. 


RADIO  CONGRESSjN  PHILADELPHIA 

President  of  General  Radio  Corp.  Will  Be  Host 
to  Dealers  and  Jobbers  Interested  in  Future 
of  Radio — Meeting  to  Be  Held  in  February 


Philadelphia,  Pa.,  January  9. — Walter  Eck- 
hardt,  president  of  the  General  Radio  Corp., 
624  Market  street,  this  city,  has  planned  to  hold 
a  Radio  Congress  in  February.  At  that  time 
this  well-known  corporation  will,  be  host  to  its 
dealers  and  jobbers.  Mr.  Eckhardt  stated  that 
he  was  prompted  to  call  this  congress  of  engi- 
neers and  experts  to  discuss  radio  developments 
at  length  with  his  organization  because  of  the 
great  possibilities  of  radio  which  he  points  out 
have  become  so  apparent. 


ADDS  HALLET  &  DAVIS  LINE 


Lowell,  Mass.,  January  8. — The  Song  Shop, 
127  Merrimack  street,  this  city,  which  has  filled 
a  long-felt  want  since  since  its  opening  a  few 
months  ago,  is  already  expanding  and  from  now 
on  will  be  the  local  headquarters  for  Hallet  & 
Davis  pianos  and  phonographs.  Among  the 
records  handled  will  be  the  Vocalion  line.  H. 
B.  Leggatt  is  the  proprietor  of  this  growing 
business. 


The  Edison  Winter  tone  test  season  has  now 
been  completed  and  the  schedule  for  the  Spring 
season  is  now  in  process  of  formulation. 


DETROIT  BRANCH  WINS  CONTEST 

Three  Columbia  Branches  Engage  in  Exciting 
Sales  Contest — Buffalo  Branch  Host  to  De- 
troit and  Cleveland  Staffs 


Geo.  W.  Hopkins,  general  sales  manager  of 
the  Columbia  Graphophone  Co.,  announced  this 
week  the  result  of  the  sales  contest  instituted 
by  the  "Lake  Erie  Triple  Alliance,"  comprising 
the  Detroit,  Cleveland  and  Buffalo  branches  of 
the  company.  This  contest  extended  over  a 
period  of  ten  weeks,  and  at  the  close  of  1922 
the  Detroit  branch  was  declared  the  winner 
after  an  exciting  battle.  The  Cleveland  branch 
finished  second,  with  the  Buffalo  branch  third. 

Being  the  loser  in  this  contest,  the  Buffalo 
branch  was  the  host  to  the  staff  of  both  the  De- 
troit and  Cleveland  branches  at  a  banquet  held 
in  Buffalo  Saturday  evening.  R.  W.  Porter, 
field  sales  manager  of  the  Columbia  Co.,  was 
present  and  it  was  understood  that  many  unique 
ideas  of  entertainment  contributed  to  the  enjoy- 
ment of  the  evening.  H.  E.  Gardiner  is  manager 
of  the  Detroit  branch,  which  won  the  contest; 
S.  E.  Larmon  is  manager  of  the  Cleveland 
branch  and  H.  L.  Haring  is  manager  of  the 
Buffalo  branch. 


MERITORIOUS  WINDOW  DISPLAY 

Kingston,  N.  Y.,  January  9. — W.  S.  McDonough, 
Columbia  dealer  in  this  city,  is  a  firm  believer 
in  the  value  of  attractive  and  distinctive  window 
displays,  and  frequently  his  windows  are  rnen- 
tioned  in  the  columns  of  the  Kingston  news- 


McDonough's  Striking  Window  Display 
papers.  In  the  accompanying  photograph  ilr. 
AIcDonough  prepared  a  window  display  that 
was  timely  to  a  degree,  and  what  is  more  im- 
portant is  the  fact  that  it  produced  tangible 
and  direct  results.  Incidentally  the  window 
was  described  in  detail  on  the  front  page  of  the 
two  Kingston  newspapers,  thus  the  display  was 
a  means  of  valuable  publicity. 


The  early  bird  still  gets  the  worm  (business), 
despite  reports  to  the  contrary. 


Alexander  Steinert,  of  the  firm  of  M.  Stein- 
ert  &  Sons,  Boston,  Mass.,  has  been  made  a  • 
member  of  the  legal  committee  of  the  Music 
Industries  Chamber  of  Commerce.   He  succeeds 
the  late  Kirkland  H.  Gibson. 
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I  WARNING!  I 


Be  sure  you  buy  metal  disc  blanks  having  the  trade  mark,  KODISK,  M 

the  only  Metal  Recording  disc  legally  protected  by  U.  S.  Patent  No.  M 

1,421,045  issued  June  27,  1922.    This  patent  covers  every  basic  prin-  ^ 

ciple  of  sound  recording  on  a  metal  disc  on  any  phonograph  and  is  J 

your  protection  as  well  as  our  protection  against  unfair  competition.  H 

KODISK  can  be  bought  from  our  authorized  distributors  andevery  J 

KODISK  bears  our  registered  trade  mark,  KODISK,  and  the  number  | 

of  our  patent  and  the  date  it  was  issued.    We  will  protect  our  rights  m 

by  prosecuting  all  infringers.    You  are  liable  if  you  sell  merchandise  J 

not  properly  protected  by  granted  Government  Patents.  H 

I  Protect  Yourself  From  Liability  to  Expensive  I 
I  and  Troublesome  Lawsuits 

I         BUY  RECORD  BLANKS  MARKED 

I  KODISK 

i  "Snapshots  of  Your  Voice" 

■  a  silvery  disc  made  of  a  special  metal  on  which  you  can  record  any 
g  sound  clearly  and  distinctly  on  any  phonograph,  using  the  sound  box 
H  and  a  KODISK  needle  as  a  recorder  and  reproducer. 

I  The  record  blank  KODISK  is  the  greatest  profit  producing  gem  on 

H  the  talking  machine  market — simple  and  attractive,  an  article  which 

H  meets  a  long-felt  want  and  which  sells  itself.   The  greatest  merchants 

■  in  the  country  are  selling  and  featuring  "KODISK"  because  they  rec- 
H  ognize  its  power  to  create  new  customers  and  profits.  KODISK  rec- 
B  ord  blanks  should  be  your  feature  number.    TAKE  ADVANTAGE  of 

■  its  quick  selling  qualities. 

I  DON'T  BE  THE  INNOCENT  BYSTANDER.    BUY  discs  marked 

■  "KODISK"  AND  BE  PROTECTED  AGAINST  INFERIOR  QUAL- 
m  ITY  AND  UNLAWFUL  MANUFACTURE. 

B  We  have  a  splendid  proposition  for  progressive,  well-equipped  jobbers.  Some 

H  choice  territory  still  open.    Write  or  wire  TODAY  for  details. 

I     METAL  RECORDING  DISC  CO.  | 

■  Manufacturers 

■  Fisk  Building,  Broadway  and  57th  St. 
1  NEW  YORK 

I       BRITISH    KODISK,  LTD., 

J  4   ANSDELL  STREET 

S  Kensington,  London,  W.  8.,  England 
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Our  AAA  Quality 

India  Ruby  Mica 

DIAPHRAGMS 

Are,  without  doubt,  the  finest  Diaphragms 
manufactured. 

Samples  and  Prices  on  Request 

WILLIAM  BRAND  &  CO. 

27  East  22nd  Street  New  York  City 

Telephone,  Ashland  7868 


LOPEZ  ORCHESTRA  ACTIVE  IN  RADIO 


Arrangements  have  been  made  whereby  Vin- 
cent Lopez  and  his  orchestra,  exclusive  Okeh 
artists  and  plaj-ing  nightly  at  the  Hotel  Pe'nn- 
sylvania,  New  York,  will  broadcast  a  series  of 
selections  ever^^  Tuesday  evening  from  the 
WJZ  radio  station  at  Newark,  N.  J.  A  pro- 
gram by  Vincent  Lopez  and  his  orchestra  was 


DON'T  BE  AN  UNDERTAKER 

That's  the  position  of  a  piano 
man  when  only  selling  pianos. 
He's  like  the  undertaker  who 
only  gets  his  man  once. 


More  Piano  and  Phonograph  dealers  have 
added  Musical  Merchandise  Departments 
in  1922  than  at  any  other  time  in  the  his- 
tory of  the  Music  Trade. 

Every  one  of  these  dealers  unanimously 

proclaims  success  with  tneir  ail\ encu'"'' — 
dull  days — and  the  quick  turnover  of  their 
new  department  more  than  pays  all  their 
overhead  expenses. 

A  bigger  3'ear  is  ahead  of  you  than  can 
possibly  be  anticipated  if  you  can  supply 
your  trade  with  the  right  kind  of  mer- 
chandise ! 

The  policy  of  the  house  of  Durro  is:  SUP- 
PLYING DEPENDABLE  NATIONAL- 
LY ADVERTISED  MERCHANDISE 
OF  QUALITY. 

This  is  one  reason  that  all  merchants  find 
it  easy  to  sell  such  instruments  as 

Durro  Violins,  Bows,  Strings 
S.  S.  Stewart  Guitars,  Banjos, 
Ukuleles,  Etc. 

Duss  Band  Harmonicas 
Lester  and  Moneirch  Accordions 
Abbott  Saxophones  and  Band 
Instruments 

Dealers  can  assure  their  success  for  the 
next  year  in  no  better  way  than  stocking 
this  guaranteed  merchandise. 


ByEG[l[|$[N  I  Jacobson 


5-7-9  Union  Square 
NEW  YORK 


broadcasted  from  this  station  on  Saturday',  Jan- 
uary 6,  and  on  Friday,  January  12,  and  the  radio 
fans  throughout'the  East  were  most  enthusiastic 
regarding  these  concerts.  This  orchestra  has 
won  exceptional  success  during  the  past  j'ear 
and  its  Okeh  records  have  met  with  a  phenom- 
enal sale  in  ever\-  section  of  the  countrj^.  There 
IS  no  doubt  but  that  the  radio  concerts  from  the 
WJZ  station  will  enhance  the  prestige  and  pop- 
ularitv  of  this  orchestra  among  music  lovers. 


FRANK  DORIAN  JOINS  STRAND  JOBBER 

Well-known  Sales  Executive  Joins  Staff  of 
General  Radio  Corp.  as  Pittsburgh  Manager — 
Ideally  Qualified  for  This  Post 


Pittsburgh,  V\.,  January  6. — Frank  Dorian, 
one  of  the  best-known  members  of  the  talking 
machine  trade,  has  been  appointed  manager  of 
the  Pittsburgh  branch  of  the  General  Radio 
Corp.,  Strand  and  Okeh  jobber.  Mr.  Dorian 
was  for  many  years  identified  with  the  Colum- 
bia Graphophone  Co.,  having  occupied  important 
executive  posts  in  the  diflferent  divisions  of  this 
company.  He  is  an  old  friend  of  Geo.  W.  Lyle, 
president  of  the  Manufacturers'  Phonograph 
Co.,  making  the  Strand  phonograph,  and  as  this 
line  of  instruments  is  featured  by  the  General 
Radio  Corp.  there  is  no  question  but  that  the 
dealers  in  this  territory  will  receive  maximum 
service  in  the  development  of  Strand  business. 
Mr.  Dorian  is  also  a  former  associate  and  friend 
of  W.  C.  Fuhri,  general  sales  manager  of  the 
General  Phonograph  Corp.,  manufacturer  of 
Okeh  records. 

The  executive  offices  of  the  General  Radio 
Corp.  are  located  in  Philadelphia,  Pa.,  and  Wal- 
ter L.  Eckhardt,  president  of  this  company, 
who  was  formerly  an  executive  of  the  Columbia 
Graphophone  Co.,  is  most  enthusiastic  regard- 
ing Mr.  Dorian's  association  with  the  company's 
activities. 


LOSES  STOCK  IN  ASTORIA  FIRE 


Astoria  Drug  Co.,  Victor  Dealer,  Makes  Quick 
Comeback  After  Disaster 


Astoria,  Ore.,  January  4. — The  .\storia  Drug 
Co.,  Victor  dealer  of  this  city,  lost  the  entire 
stock  at  the  company's  main  store  in  the  big 
fire  which  struck  the  business  section  of  Astoria 
recently.  Two  days  after  the  fire  Peter  Paul- 
son, proprietor  of  the  company,  and  Mrs.  C. 
Shaw,  talking  machine  department  manager, 
went  to  Portland  and  ordered  a  big  shipment 
of  goods  for  their  little  branch  store,  which  was 
the  onlj'  drug  store  in  Astoria  left  standing  for 
business:  "A  bigger  and  better  city"  is  their 
motto  and  the  loyalty  of  the  citizens  generally  is 
marvelous  and  is  bound  to  accomplish  wonders. 


R.  L.  WICKES  ON  EASTERN  TRIP 


Vice-president  of  Fletcher- Wickes  Co..  Finds 
Manufacturers  Optimistic  —  Closes  Several 
Important  Deals — Plans  Expansion 


R.  L.  Wickes,  vice-president  and  treasurer  of 
the  Fletcher-Wickes  Co.,  Chicago,  manufacturer 
of  Fletcher  tone  arms,  reproducers  and  attach- 
ments, was  a  recent  visitor  to  New  York.  Mr. 
Wickes  visited  several  of  the  talking  machine 
factories  in  New  York  and  vicinity  and  was 
pleased  to  learn  that  in  practically  every  in- 
stance these  manufacturers  had  closed  a  very 
satisfactory  year. 

Commenting  upon  general  business  conditions 
Mr.  Wickes  stated  that  his  company  had  closed 
in  the  last  half  of  1922  sales  totals  far  beyond 
expectations,  making  the  year  one  of  the  most 
successful  in  the  company's  history.  Mr. 
Wickes  was  pariicularly  gratified  at  the  fact 
that  some  of  the  best-known  manufacturers  in 
the  industry  had  made  arrangements  for  1923 
whereby  Fletcher  tone  arms  and  reproducers 
would  be  used  exclusively  as  standard  equip- 
ment, and  the  Fletcher-Wickes  program  for 
1923  includes  expansion  and  better  facilities. 


MICA 
DIAPHRAGMS 

Absolutely  Guaranteed  Perfect 
We  get  the  best  India  Mica  directly. 
We  supply  the  largest  Phonograph  Manu- 
facturers. 

Ask  for  our  quotations  and  samples  before 
placing  your  order. 

American  Mica  Works 

47  West  St.  New  York 


H.  B.  BIBB  ON  CHAMBER  COMMITTEE 

District  Sales  Manager  of  Brunswick-Balke- 
Collender  Co.  a  Member  of  Advisory  Com- 
mittee of  Trade  Service  Bureau  of  Music  In- 
dustries Chamber  of  Commerce 


Chicago,  III.,  January  8. — Harry  B.  Bibb,  dis- 
trict sales  manager  of  the  Chicago  branch  of 
the  Brunswick-Balke-Collender  Co.,  has  recently 
accepted  membership  on  the  advisory  commit- 


H.  B.  Bibb 

tee  to  the  Trade  Service  Bureau  of  the  Music 
Industries  Chamber  of  Commerce.  His  appoint- 
ment is  an  important  one,  as  the  committee  is 
charged  with  investigating  and  recommending 
to  the  board  of  directors  those  activities  which 
should  be  undertaken  by  the  Chamber  along 
the  lines  of  giving  service  to  the  various 
branches  of  the  industry. 

Air.  Bibb  is  well  known  by  all  members  of  the 
trade  and  the  news  of  his  appointment  will  be 
received  with  gladness  by  a  host  of  friends 
and  acquaintances. 


WHY  WORLD  ADVERTISING  PAYS 

Brings  an  Order  From  Trinidad,  B.  W.  I.,  to 
Manufacturer  in  Portland,  Ore. 

Portland,  Ore.,  Januarj-  4. — That  it  pays  to  ad- 
vertise was  fully  demonstrated  in  a  letter  re- 
ceived by  L.  D.  Heater,  of  357  Ankeny  street, 
Portland,  Ore.,  from  Trinidad,  British  West  In- 
dies, written  by  Alfredo  L.  Demorest,  Ameri- 
can vice-consul,  who  enclosed  an  international 
money  order  for  35  cents  for  one  "Melo-Tone," 
which  he  stated  he  saw  advertised  in  The  Talk- 
ing Machine  ^^'orld. 


PUSHING  RECORD  DISPLAY  FIXTURES 

The  e.xceptionally  large  record  sales  reported 
from  all  sections  of  the  country  have  caused 
the  Universal  Fixture  Corp.,  New  York  City, 
manufacturer  of  display  fixtures,  to  centralize 
its  selling  campaign  to  the  talking  machine 
dealer  to  a  large  extent  on  the  various  record 
display  fi.xtures  in  its  catalog.  This  catalog 
now  numbers  forty  separate  numbers,  five  of 
which  are  made  especially  for  record  display, 
consisting  of  revolving  racks,  wall  racks  and 
counter  easels. 
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Popular  GLOBE 
Records 

7191  Toot.      Toot,  Tootsie. 
Goo'bye — Fox- trot  (1). 
Russo)  California  Ramblers 
Bees    Knees  —  Fox-trot 
(T.    Lewis-R.    Lopez ) . 

California  Ramblers 
7188  Out    of   the  Shadows- 
Waltz   (W.  Blaufuss), 
Svmphonia  Dance  Orch. 
Red.  Moon— Waltz  (H. 
de  Martini). 

Symphonia  Dance  Orch. 
7186  Homesick — Fox-trot  (J. 
Berlin). 
Orphpum  Melndy  Masters 
Down  Old  Virginia  Wav 
—Waltz  (Oleman-Gil- 
lette), 

Symphonia  Dance  Oich. 
7178  Parade   of   the  Wooden 
Soldiers.  Intro,  "Bum- 
mel  Petrus", 

Coreyfonic  Orch. 
Suez  —  Fox-trot  {F. 
-  Grofe-P.  De  Rose). 

Coreyfonic  Orch. 
7174  Tomorrow    (I'll   Be  In 
My    Dixie  Home 
Again) — Fox-trot, 

Golden  Gate  Orch. 
I'm  Always  Stuttering — 
Pox-trot  (M.  Pinkard), 

Golden  Gate  Orch. 
7171  Ix)vely     Lucerne — Waltz 
(F.  Godin), 

Symphonia  Dance  Orcli. 
Underneath  the  ilellovv 
Moon— Waltz    (W,  W. 
Hall). 

Symphonia  Dance  Orch. 


means  fasl  vrofiisl 

Globe  record  sales  are  growing  beyond 
all  expectations. 

One    demonstration — and    Globe  records 
are  sold.    The  remarkably  clear  tone,  the 
absence  of  noise,  the  wearing  quality,  the 
handsome    appearance,    are    the  selling 
factors  which  multiply  sales  and  profits/ 
Globe    records    are    new-type,  improved 
records— different  from  all  other  records, 
better  than  all  other  records. 
We  will  show  you  how  our  new,  quick 
service  plan  and  larger  sales  put  profits 
into  youf  record  department  far  bigger 
lhan  you  have  ever  thought  possible. 
That  is  why  dealers  who  have  taken  on 
Globe  records  are  making  money — because 
they  repeat. 

Globe  Record  Distributing  Corporation 
30  Church  St.,  New  York 

BeUer  than  standard 


GLOBE  Record 
Specials 

7183  Paderewski's  Minuet— 

Fox-trot.  .Coreyfonic  Orch. 
Carolina  in  the  STorn- 
ing  —  Fox-trot  (W. 
Donaldson), 

Coreyfonic  Orch. 
7185  Wicked     Dirty  Fives 
Blues  —  Fox-trot  (L. 
*  Fowler). 

Original  ^Femphis  Five 
Stop     Your     Kiddin* — 
Fox-trot    (F.  Grofe-J. 
McHugh), 

Original  Memphis  Five 
7182  Lovin'    Sam   the  Sheik 
of  Alabam'.  Contralto 
Solo-Orch.  Ace. 

Vaughn  De  Leath 
Where   the  Bamboo 
Babips     Grow.  Con- 
tralto Solo-Orch.  Ace. 

Vauglin  De  Leath 
7153  I  Wish  I  Could  Shim- 
mie    Like    My  Sister 
Kate — Fox -trot. 

Original  Memphis  Five 
Pacific    Coast    Blues — 
Fox- trot  (Hegamin- 
Hammed) . 

Original  Memphis  Five 
7(87  Thru  th'>  Nicht— Waltz 
(T.   K.  Logan). 

Symphonia  Dance  Orch. 
Let   Us    Sav  Good-bve 
With   a  Waltz— Waltz 
(Squires). 

Symphonia  Dance  Orch. 
7193  Piano  Puzzle.  (li.  Reich- 
en  thai). 

Piano  Solo — Ralph  Reichenthal 
Breakin      the  Piano. 

(Billy  James). 
Piano  Solo — Tee  Lawnhurst 
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STOCK  IN  WE ABWE-SHEET MUSIC  RECORDS.,. RaLS,"""^^  "'c\?n$'i%r/^&^!IR,'i?'""-"^ 

EDW.B.MARKS  MUSIC  CO.  223-25 W.46^"ST/yEW  York. 


MUSIC  AS  A  SOURCE  OF  MAN  POWER 

Fervor  Excited  by  Tunes  Heard  Through  the 
Medium  of  the  Talking  Machine  Arouses  New 
Life  and  Puts  Fatigue  to  Rout 


When  the  tired  business  man  sequesters  him- 
self with  the  family  talking  machine,  kicks  ofif 
■  his  slippers,  turns  on  his  daily  dozen  and  pro- 
ceeds to  perform  prodigies  of  more  or  less 
rhythmic  contortions  to  a  string  of  lively  tunes, 
he  is  unconsciously  demonstrating  a  fact  of 
consciousness  that  is  of  deep  interest  to 
philosophers. 

Bacon  pronounced  music  "one  of  the  subtlest 
pieces  of  nature,"  and  the  tired  business  man 
knows  very  well  that  the  melodies  that  go  with 
his  calisthenics  give  him  a  power  he  would 
otherwise  lack.  He  may  not  philosophize  about 
it,  as  a  writer  in  the  Sun  points  out,  but  he 
feels  it  as  a  definite  something,  a  fluid,  as  it 
were,  coursing  through  his  limbs,  energizing 
them,  making  movement  a  pleasure  and  in- 
definitely postponing  fatigue. 

The  same  magical  fluid  shooting  through  the 
feet  of  the  most  delicate  flapper — far  too  deli- 
cate, perchance,  to  wash  the  dishes — enables  her 
'  to  jazz  madly  until  the  cows  come  home,  cover- 
ing distances  aggregating  possibly  from  50  to 
100  miles  a  week. 

Everybody  knows  what  a  difiference  a  band 
makes  to  soldiers  on  the  march  and  how  the 
line  is  electrified  when  the  "oom-pah"  begins. 
And  small-town  folk  must  have  observed  that 
the  most  rickety  of  Odd  Fellows  or  Mystic 
Shriners  is  capable  of  carrying  the  banner  for 
miles  and  miles  in  the  wake  of  the  blaring  town 
band. 

And  as  for  the  highbrow  music  fans,  the  ones 
that  haunt  the  symphony  concerts  and  other 
classical  music  feasts,  no  tongue  can  tell  what 
nusic  means  to  them.  But  it  is  permissible 
for  a  comparative  lowbrow  to  assume  that  what- 
ever they  get  from  it  takes  the  form  of  an  ex- 
pansion of  consciousness. 

One  of  the  most  radical  contentions  of  Wil- 
liam James  was  that  our  normal  waking  con- 
sciousness is  but  one  special  type  of  conscious- 
ness, while  "all  about  it,  parted  from  it  by  the 
filmiest  of  screens,  there  lie  potential  forms  of 
consciousness  entirely  difTerent."  And  Pro- 
fessor James  went  on: 

"We  may  go  through  life  without  suspecting 
their  existence;  but  apply  the  requisitf  stimulus 
and  at  a  touch  they  are  there  in  all  their  com- 
pleteness, definite  types  of  mentality  which 
probably  somewhere  have  their  field  of  appli- 
cation and  adaptation.  No  account  of  the  uni- 
verse in  its  totality  can  be  final  which  leaves 
these  other  forms  of  consciousness  quite  dis- 
regarded." 

Music  appears  to  open  a  door — or  several 


doors — into  these  generally  hidden  and  unsus- 
pected forms  of  consciousness.  It  seems  fairly 
safe  to  surmise  that  Beethoven's  Fifth  Sym- 
phony throws  one  into  a  different  state  of  con- 
sciousness from  that  excited  by  the  "Broadway 
Blues." 

While  the  tired  business  man  is  flapping  his 
limbs  and  swinging  his  trunk  to  the  tune  of 
"Comin'  Through  the  Rye"  he  may  not  receive 
much  enlightenment  as  to  the  working  of  the 
cosmos,  but  Professor  James  says  that  serious 
music  gives  us  "ontological  messages" — that  is 
messages  of  a  divinity  underlying  the  universe 
"which  non-musical  criticism  is  unable  to  con- 
tradict." 

"There  is  a  verge  of  the  mind,"  he  adds, 
"which  these  things  haunt,  and  whispers  there- 
from mingle  with  the  operations  of  our  under- 
standing, even  as  the  waters  of  the  infinite 
ocean  send  their  waves  to  break  among  the 
pebbles  that  lie  upon  our  shores." 

Symphony  concert  fans  ought  to  be  able  to 
grasp  an  Einstein  universe  which  ever  turns 
into  itself  like  a  snake  swallowing  its  own  tail. 
For  there  is  much  of  the  timelessness  of  eternity 
and  the  hereness  of  immortality  appertaining 
to  the  fourth  dimensional  glimpses  derived  from 
highbrow  music,  with  its  "overcoming  of  all  the 
usual  barriers  between  the  individual  and  the 
absolute." 


MAX  LANDAY  HONORED  BY  BANK 

Prominent  Talking  Machine  Man  Appointed 
Member  of  Harriman  National  Bank's  Ad- 
visory Board  —  Possesses  Wide  Financial 
Knowledge — A  Tribute  to  His  Ability 


Max  Landay,  head  of  Landay  Bros.,  New 
York,  and  one  of  the  best-known  members  of 
the  talking  machine  industry,  was  honored  this 
week  by  being  appointed  a  member  of  the  Ad- 
visory Board  of  the  Harriman  National  Bank, 
New  York.  This  banking  institution  is  recog- 
nized as  one  of  the  strongest  financial  organiza- 
tions in  the  country,  and  its  advisory  board  in- 
cludes some  of  the  most  prominent  financiers 
and  business  men. 

During  his  many  years'  association  with  the 
talking  machine  industry.  Max  Landay  has  spe- 
cialized to  a  considerable  extent  on  the  financial 
end  of  the  business.  He  has  made  a  careful 
study  of  the  dealers'  financial  problems,  and 
has  always  been  ready  to  give  the  trade  the 
benefit  of  his  knowledge  and  experience.  His 
appointment  as  a  member  of  the  Harriman 
National  Bank's  advisory  board  is  a  distinct 
tribute  to  Mr.  Landay's  financial  and  executive 
acumen. 

A  patron  who  makes  steady  purchases  is  bet- 
ter than  a  new  customer  who  makes  one  pur- 
chase and  is  not  heard  from  again. 


THE  MAN  WHO  KNOWS  IT  ALL 

J.  H.  Tregoe,  Secretary-Treasurer,  National  As- 
sociation of  Credit  Men.  Descants  on  Pitfalls 
Awaiting  the  "Smart  Aleck" 


The  man  who  knows  it  all  is  the  man  who 
is  likely  to  make  the  biggest  failure.  When 
you  find  someone  who  does  not  need  to  be 
taught,  whose  knowledge  comprehends  all 
needful  things,  who  can't  see  the  value  cf 
mingling  with  others  and  exchanging  ideas,  you 
may  at  once  conclude  here  is  a  man  dangerous 
to  go  along  v\-ith. 

But  when  you  run  into  the  man  whose  atti- 
tude is  that  of  a  seeker  of  information  bearing 
upon  his  work,  who  is  conscious  of  the  fact 
that  even  in  his  sphere  of  experience  and  ob- 
servations others  have  some  things  he  does  not 
know  and  whose  attitude  is  that  of  the  explorer 
for  new  goals  in  his  line  of  work,  then  one 
beholds  the  man  who  will  take  his  graduate 
degree  with  high  honors. 

Have  conceit  about  your  superior  knowledge 
and  dry  rot  will  set  in.  Healthy  growth  will 
come  where  there  is  eager  spirit  to  secure  the 
best  equipment  accompanied  by  a  spirit  of 
humility. 

In  this  thought  we  have  the  reason  why  great 
prosperity  destroys  so  many  men.  It  makes 
men  too  sure  of  themselves.'  It  gives  them  the 
feeling  of  individual  sufficiency.  They  lose  the 
point  of  view  of  interdependence  among  men. 
In  such  times  men  lose  the  sense  of  proper 
perspective. 

We  discover  this  in  association  work — men 
who  were  affiliated  with  trade  organizations  in 
times  of  prosperity,  but  were  not  so  greatly 
impressed  with  the  need  of  rubbing  up  against 
other  men  exchanging  ideas  and  getting  the 
best  that  is  going  on  in  their  field.  'This  egotism 
is  expressed  in  "I  know  it  all."  And  I  say  we 
must  keep  at  our  books,  we  must  keep  up  our 
association  with  men  so  long  as  we  are  in  active 
work  and  are  carrying  definite  responsibilities. 
This  is  as  direct  a  part  of  man's  obligation  to 
the  enterprise  which  he  is  serving  as  is  his 
obligation  to  devote  himself  to  individual  de- 
tails of  business.  I  earnestly  crave  big  broad- 
ness of  spirit  among  us  credit  men  that  will 
lead  all  of  us,  whether  of  larger  or  smaller  re- 
sponsibilities, to  seek  eternally  ideas  and 
standards  that  will  help  us  do  our  part  to  keep 
business  sound  and  ready  at  all  times  to  meet 
the  violent  fluctuations  that  can  scarcely  be 
avoided  so  long  as  business  conditions  are  sub- 
ject to  a  great  variety  of  world-wide  influences. 

The  Lehman  Piano  Co.,  1101  Olive  street, 
St.  Louis,  has  added  to  its  sales  staff  Mrs.  B.  F. 
Uppinghouse,  whose  sole  duty  is  outside  solic- 
itation of  record  business. 
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On  January  7th  this  full-page  advertisement  appeared  in  the  Chicago  Herald  Examiner, 
offering  one  Marvel  Voice  record  free  with  each  three  months'  subscription  to  the  paper. 


In  New  York  City  during  Christmastime  the  stores 
cleaned  up  on  the  record  that  enables  you  to  "hear  your- 
self as  others  hear  you." 

The  Marvel  Voice  reproducing  record  is,  at  this  mo- 
ment, as  great  a  sensation  in  New  York  City  as  it  is  in 
Chicago,  where  a  great  newspaper  capitalizes  its  tre- 
mendous profit-bringing  possibilities. 


From  50-year-old  fathers  to  10-year-old  sons,  they  flock 
in  to  your  store  for  Marvel  Voice  Records,  and  take  them 
home  for  a  little  self-made  opera.  They  send  their  voice 
by  mail.  They  make  a  record  of  the  baby's  voice  for 
remembrance's  sake.  Everybody's  doing  it — and  you 
cash  in  big  on  its  popularity. 


*  Don't  delay — exclusive  representatives  have  already  been  appointed  in  some 
territories;  there  are  many  choice  territories  still  open.  For  further  details 
and  samples — write  today. 


MARVEL  RECORD  COMPANY 

37  East  20th  Street  New  York  City 
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CASTINGS 
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TURNTABLES 
MOTOR  FRAMES 
TONE  ARMS 
HORNS  and  THROATS 


Stylus  Bars 

Screw  Machine  Parts 

Talking  Machine  Hardware 


Direct  Quantitv  Importations  On  | 

D.  R.  DOCTOROW 


JEWEL  and  STEEL  (Bulk  or  Packed) 
PHONOGRAPH  NEEDLES 
GENUINE  RUBY  BENGAL  MICA 


Vanderbilt  Ave.  Bldg. 
SI  East  if.2nd  Street,  New  York 
Tel.  yanderbilt  5462 
Murray  Hill  800 


GLOBE  RECORDS  MAKING  PROGRESS 

M.  E.  Schechter  Announces  Appointment  of 
Three  Wholesale  Representatives — Important 
Territories  in  Capable,  Practical  Hands 


M.  E.  Schechter,  president  of  the  Globe  Dis- 
tributing Corp.,  New  York,  manufacturer  of 
Globe  records,  announced  this  week  the  ap- 
pointment of  Geo.  E.  Seififert,  929  Broadway, 
New  York,  as  exclusive  wholesale  representative 
for  the  company  in  this  territory.  Mr.  Seiffert, 
who  is  one  of  the  most  popular  members  in  the 
wholesale  trade  in  the  East,  will  represent 
Globe  records  in  Greater  New  York  and  in  New 
York  State,  east  of  the  Hudson  and  as  far  north 
as  Albany. 

Lionel  M.  Cole,  who  has  been  identified  with 
the  talking  machine  industry  for  many  years 
and  who  numbers  among  his  personal  friends 
dealers  throughout  New  York  State,  has  been 
appointed  wholesale  representative  for  Globe 
records,  with  headquarters  in  Buffalo.  Mr.  Cole 
will  work  in  a  territory  where  he  is  thoroughly 
familiar  and  he  brings  to  the  Globe  organiza- 
tion an  invaluable  experience. 

D.  W.  Prater,  who  has  been  associated  with 
Southern  nmsical  activities  for  many  years,  has 
been  appointed  Globe  wholesale  representative 
for  the  States  of  Alabama,  Mississippi  and  Ten- 
nessee, west  of  Chattanooga.  Mr.  Prater,  who 
will  make  his  headquarters  in  Millport,  Ala., 
is  keenly  enthusiastic  regarding  the  sales  possi- 
bilities for  Globe  records  in  the  South. 


NIXON  MUSIC  CO.  CHARTERED 

Whitefish,  Mont.,  January  7. — The  Nixon 
Music  Co.,  of  this  city,  has  been  granted  a 
charter  of  incorporation  under  the  laws  of  this 
State,  with  a  capital  stock  of  $20,000,  to  con- 
duct a  general  music  merchandising  business. 
Cecil  C.  Nixon  is  president  and  A.  N.  Steele  is 
secretary  and  treasurer.  The  first  store  of  the 
company  will  be  established  in  this  city,  which 
will  also  be  the  headquarters,  and  elaborate 
plans  are  being  made  for  the  opening  of  a 
chain  of  stores  in  other  important  cities 
throughout  the  State. 


HEMPEL  DELIGHTS  IN  CONCERT 

Miss  Frieda  Hempel,  Edison  artist  and  famous 
soprano,  gave  her  second  New  York  recital  of 
the  season  at  Carnegie  Hall  on  the  evening  of 
January  9  when  she  delighted  a  great  audience 
with  a  group  of  Seventeenth  Century  songs  of 
Switzerland  which  she  discovered  during  her 
vacation  days  at  Sils  Maria  last  Summer.  She 
also  sang  in  her  inimitable  style  four  immortal 
German  songs  and  a  group  of  famous  Irish 
songs,  which,  it  goes  without  saying,  were 
charming.  She  closed  her  concert  with  Strauss' 
waltz  song,  "Voce  di  Primavera."  Previous  to 
her  tour  of  the  Southwest,  where  jNIiss  Hempel 
is   scheduled   to   give   twenty-five   Jenny  Lind 


concerts,  she  is  to  appear  as  soloist  with  the 
New  York  Symphony  Orchestra  in  Washington 
on  January  IS  and  in  Baltimore  on  January  17 
under  the  baton  of  Arthur  Coates. 


RCA  PRODUCTS  EXHIBITED  AT  SHOW 

Radiola  Four  and  Radiola  Grand  Attract  Wide 
Attention  at  New  York  Show — RCA  Dis- 
plays Visited  by  Thousands — Many  Sales 
to  Radio  Fans  Made  at  Booths 

The  Radio  Corp.  of  America,  manufacturer 
of  RCA  radio  products,  maintained  at  the  re- 
cent radio  show  in  New  York  one  of  the  most 
attractive  exhibits  that  has  ever  been  presented 
at  the  Grand  Central  Palace.  The  company  oc- 
cupied two  very  large  exhibition  spaces,  and 
among  the  instruments  shown  were  the  new 
Radiola  four  and  Radiola  grand,  both  of  which 
attracted  considerable  attention.  There  were 
also  on  display  Radiolas  five  and  six,  and  it  is 
interesting  to  note  that  a  large  number  of  sales 
were  made  at  the  booths  to  interested  radio 
fans. 

Various  charts,  diagrams,  etc.,  regarding  radio 
transmitting  were  carefully  studied  by  the 
throngs  who  visited  the  show  and  among  the 
literature  distributed  at  the  RCA  booths  was 
a  world  time  chart  giving  the  time  of  day  in 
practically  every  large  city  in  the  world.  George 
l'".  Clark,  who  is  in  charge  of  all  of  the  Radio 
Corp.  of  America's  show  exhibits,  prepared  all 
of  the  details  incidental  to  the  New  York  show, 
and  was  ably  assisted  by  H.  C.  Gawler  of  the 
sales  department,  together  with  several  other 
members  of  the  executive  office  staf¥  in  New 
York. 

C.  W.  FLOOD'S  NEW  SALES  POST 

Philadelphia,  Pa.,  January  5. — C.  W.  Flood, 
well  known  in  the  local  trade,  has  joined  the 
staff  of  the  General  Radio  Corp.,  of  this  city. 
Strand  and  Okeh  jobber,  and  will  co-operate 
with  the  dealers  in  this  territory  along  practical 
lines.  Mr.  Flood  is  a  keen  admirer  of  the 
Strand  phonograph  and  was  identified  with  sev- 
eral of  the  previous  activities  of  Geo.  W.  Lyle, 
president  of  the  Manufacturers'  Phonograph 
Co.,  New  York,  wliich  makes  the  Strand  phono- 
graph. 


CLOSES  PROSPEROUS  YEAR 

Outing  T.  M.  Co.  Making  Plans  for  Expansion 
During  1923— New  Finishes  Will  Be  Ready 
Soon — A.  J.  Cote  Optimistic 

Mt.  Kisco,  N.  Y.,  January  5.— The  Outing  Talk- 
ing Machine  Co.,  Inc.,  of  this  city,  manufacturer 
of  the  Outing  portable  machine,  has  closed  a 
ery  prosperous  year,  and  A.  J.  Cote,  president 
of  the  company,  states  that  the  month  of  De- 
cember was  the  biggest  in  the  entire  year.  Sev- 
eral of  the  company's  jobbers  have  already 
placed  their  orders  for  January  shipments  and 
practically  every  Outing  jobber  started  the  new 
year  with  no  stock  on  hand. 

In  a  chat  with  The  World  regarding  general 
conditions  Mr.  Cote  stated:  "We  are  firmly  con- 
vinced that  the  Outing  is  not  a  seasonable  ma- 
chine, but  one  which  can  be  merchandised  prof- 
itably the  year  round,  and  with  this  idea  in  mind 
we  will  announce  very  shortly  new  finishes  that 
will  match  almost  any  type  of  furniture.  We 
have  also  perfected  our  method  of  packing, 
thereby  assuring  delivery  of  the  machines  in  the 
same  condition  as  when  they  leave  the  factory. 
During  the  year  we  expect  to  co-operate 
with  our  jobbers  and  dealers  to  the  fullest  ex- 
tent in  the  way  of  show  window  displays, 
descriptive  circulars,  etc. 

"We  are  convinced  that  1923  will  be  a  banner 
year  for  the  portable  machine,  especially  the 
instrument  of  the  better  type.  The  reception 
accorded  the  Outing  the  past  3'ear  has  been 
most  gratifying  and  we  deeply  appreciate  the 
co-operation  received  from  every  factor  of  the 
trade." 

PLANS  EXTENSIVE  SALES  DRIVE 

The  Kirkman  Engineering  Corp.,  New  York 
City,  has  planned  an  intensive  selling  campaign 
on  its  products  for  the  talking  machine  trade — 
the  K-E  autorhatic  stop  and  the  K-E  and  Sim- 
plex record  cleaners.  The  policy  adopted  dur- 
ing the  latter  part  of  1922  of  imprinting  the 
dealer's  card  on  these  metal  cleaners  has  proved 
very  attractive  to  the  trade  and  has  made  these 
cleaners  an  advertising  as  well  as  a  resale  prop- 
osition for  the  talking  machine  retailer.  With 
the  added  impetus  gained  through  this  drive  the 
sales  volume  should  be  the  best  ever. 
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PORTLAND,  ORE 

Business  Satisfactory — Leading  Dealers  Optimistic  and  Energetic 
— Banquet  of  Bush     Lane  Staff — News  and  Changes  of  Interest 


Portland,  Ore.,  January  6. — Growth  of  water 
commerce,  increase  of  manufacturing  and,  par- 
ticular!}', efforts  to  solve  the  farmers'  problems 
are  all  indicative  of  better  times  in  1923,  Port- 
land business  leaders  believe. 

Investments  are  on  the  increase,  especially 
in  manufacturing  fields,  they  point  out,  and 
settlement  of  many  commercial  claims  has  pro- 
vided a  better  foundation  for  enterprise,  all  of 
which  will  be  reflected  in  all  lines  of  business. 

Never  before  has  the  lumber  industry  pros- 
pered as  it  is  prospering  now.  Considerable 
new  small  manufacturing  is  starting  in  Port- 
land and  several  local  industrial  projects  of  size 
will  begin  during  the  present  year  and  the  city's 
population  is  steadily  increasing. 

That  December  music  business  for  1922  far 
exceeded  that  done  in  1921  is  the  consensus  of 
opinion  of  all  the  music  dealers. 

Elmer  Hunt,  wholesale  manager  of  Sherman, 
Clky  &  Co.,  gives  out  a  splendid  report  for 
December  to  the  effect  that  the  entire  Oregon 
territory  shows  a  big  increase  over  last  year 
with  prospects  for  1923  most  bright. 

The  Heyne  Music  Store,  of  Lebanon,  Ore., 
L.  E.  Heyne,  proprietor,  has  succeeded  the 
Sears-Kerr  Drug  Co.,  of  that  city,  as  Victor 
dealer. 

Batchelor  &  Rohrbough,  furniture  dealers  of 
Albany,  Ore.,  have  put  in  the  Victor  line,  which 
they  will  carry  exclusively.  Airs.  Olga  More- 
land,  formerly  of  the  Huntly-Draper  Drug  Co., 
of  Oregon  City,  and  well  known  to  the  music 
trade,  has  been"  placed  in  charge  of  the  new 
department. 

The  talking  machine  department  of  the  Reed- 
French  Piano  Co.,  Allen  E.  McLean,  depart- 
ment manager,  reports  an  increase  in  December 
of  about  25  per  cent  over  last  year  and  says: 
"Our  wonderful  business  in  Edison  and  Victor 
machines  was  only  limited  by  the  jobber  not 
supplying  the  necessary  instruments.  The  peo- 
ple of  Portland  bought  freely  of  good  merchan- 
dise and  cash  receipts  were  unusually  heavy." 

Frank  B.  McCord,  well  known  in  the  trade, 
has  been  appointed  sales  manager  of  the  Reed- 


Model  75,  Sample  $27.50 
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French  Piano  Co.,  taking  up  his  duties  the  first 
of  last  month. 

William  Hodecker,  manager  of  the  talking 
machine  department  of  Meier  &  Frank  Co.,  re- 
ports December  as  the  biggest  month  in  the 
history  of  the  store  with  business  far  exceeding 
anything  ever  done  before.  Five  extra  girls 
were  added  to  the  sales  department  to  help  out 
during  the  holiday  trade  and  all  were  kept  "on 
the  jump"  supplying  the  big  demand  for  the 
Victrola,  Edison,  Columbia  and  Vocalion  ma- 
chines and  the  Victor,  Columbia  and  Edison 
records. 

.  L.  D.  Heater,  of  357  Ankeny  street,  dis- 
tributor of  the  Strand  console  phonograph, 
Thomas  Portophone  and  phonograph  acces- 
sories, reports  good  December  business  with  a 
tremendous  increase  over  last  year.  Mr.  Heater 
says:  "The  Strand  machine  is  receiving  an  un- 
usually warm  reception  in  my  territory  and 
much  more  business  would  have  been  done  with 
this  line  if  a  delayed  shipment  had  only  reached 
me  in  time  for  the  Christmas  trade." 

Arthur  W.  Stein,  manager  of  the  Victrola 
department  of  Sherman,  Clay  &  Co.,  reports  a 
most  satisfactory  holiday  business  and  says: 
"We  are  just  beginning  to  get  our  breath  again, 
and  I  am  happy  to  say  that  there  were  no 
casualties  among  our  force  in  spite  of  the  break- 
neck speed  of  the  last  several  days."  From  all 
appearances  the  good  work  is  still  going  on, 
for  while  there  The  World  correspondent  saw 
Nellie  Mugler  surrounded  on  all  sides  by  Red 
Seal  records,  and  when  asked  by  the  "inquisitive 
one"  what  she  was  going  to  do  with  them  all — 
where  they  were  going — how  much  the  cost, 
etc.,  etc.,  she  calmly  remarked:  "Oh,  I  just 
sold  these  to  a  customer  of  mine  from  Grants 
Pass."  The  sale  amounted  to  $81.75,  and  the 
report  is  that  over  half  of  them  were  sold  on 
the  confidence  the  customer  had  in  Miss  Mug- 
ler's  choice. 

The  annual  banquet  of  the  Seattle  Bush  & 
Lane  Piano  Co.,  which  was  held  at  the  Hotel 
Washington  anne.x  New  Year's  Day,  was  at- 
tended by  J.  C.  Gallagher,  manager;  George 
Darrell,  sales  manager;  J.  P.  Darnell,  assistant 
manager;  F.  S.  Stroud,  bookkeeper;  J.  L. 
O'Gara,  credit  manager,  all  of  the  Portland 
Bush  &  Lane  store.  On  their  return  they  re- 
ported a  most  enjoyable  time. 

Invitations  for  the  banquet  of  the  Portland 
branch  of  the  Bush  &  Lane  store  are  out  and 
some  of  the  department  heads  of  Seattle  are 
expected  to  attend  along  with  C.  T.  Corbin, 
general  manager. 

The  E.  B.  Hyatt  Talking  Machine  Co.,  Ore- 
gon's largest  exclusive  phonograph  dealer,  spe- 
cializing in  the  Victrola,  Edison,  Brunswick  and 
Columbia  machines,  along  with  the  Victor, 
Brunswick,  Columbia  and  Edison  records,  says: 
"December  was  great  and  our  holiday  trade 
immense,  with  the  sale  of  the  Edison  baby  con- 
sole and  the  Brunswick  York  far  exceeding  our 
most  sanguine  expectations."  Mr.  Hyatt  is  an- 
other dealer  to  back  up  the  console  machine  as 
the  one  to  be  reckoned  with  and  reports  70 
per  cent  of  his  machine  sales  for  December 
to  be  of  the  console  type. 

The  Seiberling  &  Lucas  Music  Co.  opened 
for  business  in  its  new  location  at  151  Fourth 
street  on  January  2,  but  Mr.  Lucas  says:  "We 
are  doing  business  under  difficulties,  for  things 
are  far  from  being  adjusted  and  the  formal  . 
opening  of  our  new  store  will  not  be  held 
officially  for  two  or  three  weeks,  when  every- 
thing will  be  shipshape." 

The  phonograph  department  of  Lipman, 
Wolfe  &  Co.,  which  for  the  past  several  years 
has  been  owned  and  operated  by  Roy  Felden- 
heimer,  has  been  sold  to  the  Portland  Piano 
Co.,  which  already  operates  the  piano  depart- 


ment in  the  Lipman,  Wolfe  store.  O.  J.  Mishand 
has  been  placed  in  charge  of  the  department, 
which  carries  a  complete  line  of  Sonora,  Bruns- 
wick and  Steger  phonographs,  as  well  as  the 
Brunswick  records. 

The  McDougall-Conn  Music  Co.  on  Tenth 
street  successfully  closed  out  its  complete 
line  of  Columbia  Grafonolas  and  records,  pre- 
paratory to  moving  to  a  downtown  location 
W'here  it  will  only  have  room  to  specialize  in 
musical  merchandise  and  sheet  music.  W.  A. 
McDougall  reports  that  the  move  will  not  be 
made  before  April  1. 

I.  D.  Flemming,  former  phonograph  sales- 
man of  the  Bush  &  Lane  Piano  Co.  and  of  the 
Remick  Song  Shop,  has  been  added  to  the 
phonograph  department  of  the  Meier  &  Frank 
Co.  to  take  the  place  of  A.  C.  Sherbert,  who 
resigned  in  order  to  devote  all  of  his  time  to 
the  management  of  his  recent  phonograph  ac- 
cessory invention — the  "Melo-Tone." 

C.  L.  Neilson,  manager  of  the  Brunswick  and 
Victrola  department  of  the  Wiley  B.  Allen  Co., 
reports  excellent  holiday  business,  as  does  also 
Erma  Erwart,  of  the  record  department. 

Harry  L.  Nolder,  general  manager  of  the 
Coast  division  of  the  Starr  Piano  Co.,  was  a 
recent  Portland  visitor  and  spent  several  weeks 
w^ith  Charles  Soule,  district  manager,  looking 
over  the  Oregon  territory.  Mr.  Soule  reports 
excellent  business  with  the  Starr  phonograph 
and  Gennett  record  and  says  his  only  trouble 
is  to  get  the  goods  and  that  the  factory  can't 
make  the  phonographs  fast  enough  to  supply 
the  demand.  The  Gennett  records  come  through 
in  good  style,  according  to  Mr.  Soule. 


CHICAGO  DEALER  FEATURES  SONORA 

The  Dimel  Music  Shop,  of  Chicago,  has  the 
distinction  of  being  the  oldest  music  store  in 
that  city  outside  the  "Loop."  The  picture  shown 
herewith  is  the  interior  of  the  new  store  re- 


Warerooms  of  the  Dimel  Music  Shop 

cently  opened  by  the  company  on  West  North 
avenue.  Sonoras  are  featured  to  excellent  ad- 
vantage in  the  Dimel  warerooms  and  during 
the  holiday  season  the  sales  were  limited  only 
bv  the  available  merchandise. 


BIG  YEAR  FOR  COLUMBIA  MANTEL  CO. 

C.  H.  Gudegast,  secretary  of  the  Columbia 
Mantel  Co.,  Brooklyn,  N.  Y.,  manufacturer  of 
cabinets  for  the  talking  machine  trade,  reports 
that  1922  was  a  big  year.  During  that  period 
the  company  also  entered  the  radio  field,  making 
cabinets  for  a  number  of  the  large  manufac- 
turers of  radio  sets.  He  reports  that  there  is  a 
particularly  strong  demand  for  console  cabinets 
and  in  response  to  this  demand  the  company 
has  prepared  a  number  of  attractive  console 
types.  Mr.  Gudegast  and  the  other  officials  of 
the  company  are  looking  forward  to  a  big  busi- 
ness during  the  year  which  has  just  opened. 


REPORTS  INCREASING  SALES 

MuRPHYSBORO,  III.,  January  2. — President  T. 
Martin  Morgan,  of  the  Morgan  Music  Co.,  re- 
ports an  unusually  heavy  demand  for  used 
phonographs  of  all  makes.  The  company  of 
which  he  is  the  head  has  rented  the  room 
formerly  occupied  by  Carp  &  Co. 
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PHONOGRAPH 

Qjlie  Aristocrat  o/"  Phonographs 


Do  you  get  the  best  class  of  trade? 

Do  discriminating  phonograph  buyers 
award  you  their  esteem  and  patronage? 

PEOPLE  of  taste  and  refinement  admit  un- 
hesitatingly the  two-fold  appeal  of  the 
Widdicomb — its  unusual  tonal  beauty  and  faith- 
fulness of  reproduction,  and  its  exquisite  cab- 
inet work  in  popular  period  styles. 

Merchants  handling  the  Widdicomb  find  that 
they  are  building  a  steadily  increasing  patron- 
age and  prestige  among  the  most  discriminat- 
ing buyers.  Are  you  getting  your  share  of  this 
class  of  trade? 

Investigate  the  Widdicomb  franchise,  learn 
how  you,  too,  can  command  the  business  and 
the  esteem  which  accrues  to  the  Widdicomb 
dealer.  Write  today  for  complete  catalog  and 
full  particulars. 

THE  WIDDICOMB  FURNITURE  COMPANY 

Grand  Rapids,  Michigan 
Fine  Furniture  Designers  Since  1865 
NEW  YORK:  105  W.  40th  Street  CHICAGO:  327  S.  La  Salle  Street 


Sheraton  Model  5 — 
finished  in  Red  or 
Antique  Mahogany 
and  Oak.  Equipped 
with  partitions  for 
records,  automatic 
stop  and  patented 
tone  control. 


Chippendale  Model  4 — finished 
in  Red  or  Antique  Mahogany 
and  Walnut.  Equipped  with 
albums  for  records,  a^itomatic 
stop  and  patented  tone  control. 


Widdicomb  Phonographs  in  Period  Styles 
are  faithful  interpretations  of  the  best  de- 
signs of  the  old  masters  of  the  art  of 
wood-fashioning.  They  are  the  handicraft 
of  an  organisation  zvhich  for  three  genera- 
tions has  enjoyed  a  reputation  for  leader- 
ship as  designers  of  fine  furniture.  Widdi- 
comb Phonograplis  play  all  records.  New 
prices  on  the  various  models  range  from 


$90  to  $260. 
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STRIKING  NEW  EDISON  POSTERS 

Edison  Record  Releases  to  Be  Announced  by 
Dealers  Through  Artistic  Window  Posters 


NEW  UNICO  CHICAGO  MANAGER 

George  A.  Lyons  Promoted  to  Western  Sales 
Manager,  With  Headquarters  at  Chicago 


DIFFICULT  SUBJECT  WELL  HANDLED 


The  new  posters,  by  which  Edison  record  re- 
leases will  henceforth  be  announced,  made  their 
debut  this  month.  The  headpiece  for  the  re- 
leases is  a  striking  red,  black  and  white  poster, 
about  two  feet  wide.  On  either  side  is  a  re- 
production of  an  Edison  record  and  in  the  cen- 
ter the  title  which  reads  "Edison  Recent  Record 
Releases."  This  headpiece  is  designed  to  be 
mounted  by  the  retail  dealer  on  a  bulletin  board 
in  his  window,  at  various  places  in  his  store 
and  in  each  demonstration  booth.  Under  it  are 
to  be  placed  the  posters  announcing  specific 
releases. 

The  posters  announcing  standard,  classical 
and  ballad  numbers  are  printed  in  black  and 
white  and  contain  the  name  of  the  selection, 
the  artist  making  the  record  and  the  origin  of 
the  selection.  In  the  center  is  a  reproduction 
of  the  Edison  record  label.  The  posters  an- 
nouncing the  popular  numbers  are  of  the  same 
width,  but  are  deeper  and  are  printed  in  striking 
color  effects  and  in  each  case  are  designated 
as  "Flashes  From  Broadway." 

This  new  Edison  plan  of  releasing  records 
was  announced  in  The  World  last  month  and 
became  nationally  effective  the  latter  part  of 
January.  It  is  a  plan  whereby  no  regular 
monthly  supplements  are  issued,  but  a  repre- 
sentative number  of  popular,  standard  and 
classical  selections  are  released  each  month  and 
individually  announced.  It  is  a  plan  which  con- 
templates keeping  up  a  continuous,  newsy  in- 
terest in  new  Edison  records  and  a  permanent 
agency  for  bringing  people  into  the  stores  of 
Edison  dealers  at  regular  and  frequent  in- 
tervals. 


Chicago,  III.,  January  10. — George  A.  Lyons, 
formerly  assistant  sales  manager  of  the  Unit 
Construction  Co.,  of  Philadelphia,  Pa.,  manu- 
facturer of  Unico  equipment  for  talking  machine 
warerooms,  has  been  promoted  to  the  position 
of  Western  sales  manager  and  will  direct  the 
mid-Western  sales  activities  of  this  company 
from  its  Chicago  office.  W.  D.  Montgomery, 
for  the  past  year  in  charge  of  the  Chicago  office, 
has  resigned  that  position.  The  territory  to  be 
operated  from  the  Chicago  office  will  number 
fourteen  States,  including  from  Ohio  to  Kansas 
and  Tennessee  to  .North  Dakota.  Mr.  Lyons 
will  have  as  his  assistants  H.  C.  Baish  and 
W.  K.  Badger,  both  of  whom  have  exceptional 
sales  records  with  the  company.  B.  S.  Mahoney 
will  remain  in  charge  of  Chicago  office  details. 

It  was  stated  by  an  official  of  the  company 
that  the  enlarged  organization  operating  from 
the  Unico  Chicago  headquarters  is  indicative 
of  the  company's  increased  activities  in  the 
Western  territories  and  in  keeping  with  its 
policy  of  giving  the  local  trade  service  of  the 
highest  efficiency. 


EXTENSIVE  COLUMBIA  CAMPAIGN 


Gigantic  Newspaper  Campaign  Prepared  by  Co- 
lumbia Co.  Covers  Every  Section  of  the  Country 


E.  C.  BOYKEN  WITH  C.  B.  HAYNES 

E.  C.  Boyken,  for  many  years  a  member  of 
the  Edison  phonograph  industry  and  representa- 
tive of  the  factory  and  later  of  the  Phonograph 
Co.  of  Manhattan,  has  joined  C.  B.  Haynes, 
Edison  jobber,  located  at  Richmond,  Va.  Mr. 
Boyken  took  up  his  new  work  as  sales  man- 
ager of  this  important  jobbing  concern  about 
the  middle  of  January 


F.  C.  Beatty,  assistant  to  the  vice-president 
of  Thomas  A.  Edison,  Inc.,  spent  a  fortnight 
over  the  holiday  period  with  his  family  in  Dal- 
las, Tex. 


The  Columbia  advertising  program  for  1923 
includes  one  of  the  most  intensive  and  impor- 
tant newspaper  campaigns  that  has  ever  been 
prepared  in  the  talking  machine  field.  Over  700 
papers  are  represented  on  the  Columbia  1923 
list,  covering  practically  the  entire  country,  and 
including  almost  every  city  of  appreciable  size. 

In  outlining  this  campaign  the  United  States 
was  divided  into  two  sections  and  on  this  basis 
the  newspapers  in  the  smaller  towns  will  fea- 
ture the  monthly  Columbia  record  releases  once 
a  month.  In  the  second  group,  comprising 
newspapers  in  the  larger  cities,  full-sized  ad- 
vertising will  appear  the  10th  and  20th  of  the 
month,  announcing  new  Columbia  records,  and 
three-inch  copy  will  be  used  in  some  one  paper 
every  day,  thereby  giving  Columbia  products 
representation  every  day  of  the  week.  Colum- 
bia dealers  have  been  advised  of  this  campaign 
and  are  planning  to  co-operate  with  the  com- 
pany in  every  possible  way. 


Watch  the  Man  With  the  Advertising  Idea 

— he  may  be  the  coming  brains  of  your  business 


Look  over  the  young  executives  who 
direct  the  retail  and  the  manufactur- 
ing business  of  New  York. 

A  surprisingly  large  percentage  of 
them  have  reached  their  goals  by  ad- 
vocating advertising,  by  directing  the 
advertising  and  by  making  the  adver- 
tising work. 

If  yours  is  a  business  which  doesn't 
advertise,  don't  close  your  ears  to  the 
story  of  your  young  men.  Melp  them 
to  think  it  out — listen  to  their  plans 
and  their  hopes.  Add  the  counsel  of 
years  of  experience  to  the  minds  of 
the  men  who  are  planning  the  future 
of  your  business. 


Did  yoiu"  ever  expect  that  Iron  could 
be  advertised  profitably?  Few  adver- 
tising men  did.  Did  you  ever  expect 
to  eat  trade-marked  grapefruit?  It 
is  an  accomplished  fact  at  thousands 
of  breakfasts  this  morning.  Did  you 
ever  think  the  dairymen  could  profit- 
ably use  the  forces  of  publicity,  or 
that  a  barbershop  could  grow  to 
twenty-flve,  largely  by  the  power  of 
the  written  word  and  an  ideal  of 
service? 

The  coming  executives  realize  that 
a  business  exists,  in  the  last  analysis, 
in  the  minds  of  its  customers,  rather 
than  in  four  walls  and  a  roof,  and 
perhaps  that  is  why  they  are  the  com- 
ing executives. 


[Published  by  The  Tallying  Alachine  'World  in  co-operation  1 
with  The  American  Association  of  Advertising  Agencies! 


Columbia  Dealer  Features  "Three  o'Clock  in 
the  Morning" — Display  Produces  Results 


Salt  Lake  City,  Utah,  January  8. — The  Glen 
Bros. -Roberts  Piano  Co.,  of  this  city,  progres- 
sive Columbia  dealer,  recently  used  a  very  at- 
tractive window  display  featuring  the  Feist  hit, 
"Three  o'Clock  in  the  Morning."  Using  a  re- 
production  of   a   lai-ge   mahogany   clock  and 


Attractive  Window  Display 

flanking  it  on  both  sides  with  Columbia  Graf- 
onolas,  with  Columbia  records  of  "Three  o'Clock 
in  the  Morning"  as  a  background,  this  difficult 
subject  was  reproduced  originally  and  effec- 
tively. The  window  display  attracted  a  large 
crowd,  and  according  to  the  sales  reports  the 
display  stimulated  the  sale  of  the  record  ma- 
terially. 


NEW  EDISON  CATALOGS  MAKE  DEBUT 


Comprehensive  Catalog  for  Dealer  Distribution 
and  for  Reference — Another  for  the  Special 
Use  of  the  Purchasing  Public 


During  January  the  new  Edison  1923  record 
catalogs  made  their  debut.  One  catalog  en- 
titled "The  Edison  Annual  Record  Catalog  for 
Dealers'  Use"  is  a  very  comprehensive  volume 
of  over  five  hundred  pages  in  which  all  records 
are  listed  and  classified  under  every  possible 
heading.  It  is  the  belief  of  the  Edison  Co. 
that  this  complete  information  is  only  needed 
for  the  use  of  Edison  dealers  and  their  sales 
staff,  and  this  volume  is  therefore  especially 
prepared  for  their  use  and  is  equipped  with  a 
chain  whereby  the  dealer  may  install  it  in  a 
booth  or  on  a  counter  for  the  reference  use  of 
the  public. 

In  addition  to  the  dealer  catalog  a  very  hand- 
some 1923  record  catalog  has  been  prepared 
for  the  use  of  the  purchasing  public.  This  in- 
cludes a  complete  listing  of  all  the  Edison  rec- 
ords, but  is  made  up  in  the  briefest  and  clearest 
style  possible.  It  is  handsomely  bound  in  red 
linen  and  the  title  is  stamped  in  gold.  Selec- 
tions are  classified  under  fourteen  headings, 
such  as  dance,  operatic,  foreign,  piano,  etc. 

Both  catalogs  include  over  three  thousand 
selections.  They  also  contain  full-page  illustra- 
tions of  all  the  current  models  of  Edison  phono- 
graphs. . 


GEO.  W.  LYLE  ON  WESTERN  TRIP 

Geo.  W.  Lyle,  president  of  the  Manufacturers' 
Phonograph  Co.,  left  New  York  on  Saturday 
for  a  Western  trip,  which  will  include  a  visit 
to  the  headquarters  of  the  Consolidated  Talk- 
ing Machine  Co.,  Chicago,  Strand  jobber.  This 
company  is  now  opening  a  handsorne  Strand 
salon  on  the  second  floor  of  its  building  at  227 
West  Washington  street,  and  Mr.  Lyle  accepted 
an  invitation  to  be  _  present  at  the  formal 
opening. 


LINKED  UP  WITH  THRIFT  WEEK 

The  advertisements  prepared  by  T'homas  A. 
Edison,  Inc.,  for  the  use  of  Edison  phono- 
graph dealers  during  the  month  of  January, 
were  made  to  link  up  in  an  effective  manner 
with  the  National  Thrift  Week  that  has  become 
a  regular  annual  feature  of  January. 
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REPAIRS 

TALKING  MACHINE  TROUBLES  AND 
HOW  TO  REMEDY  THEM 


Conducted  by  Andrew  H.  Dodin 


The  Question  of  Horns 
"Stapleton,  N.  Y.,  January  2,  1923. 
"The  Talking  Machine  World,  New  York. 

"Gentlemen: — Some  years  ago  I  purchased 
from  a  local  store  a  talking  machine  haying  an 
all-wood  horn  chamber.  This  machine  played 
very  well  for  some  time,  when,  through  an  ac- 
cident, the  sound  box  was  broken  off  at  the 
point  of  connection  with  the  tone  arm.  Through 
a"  local  dealer  I  purchased  a  complete  tone  arm 
and  sound  box,  which  I  heard  tested  on  a  ma- 
chine in  his  store,  and  placed  same  on  my  ma- 
chine. I  was  surprised  at  the  lack  of  tone  in 
my  machine  in  comparison  with  the  one  I  heard 
at  the  dealer's  and  I  made  a  call  on  the  dealer 
and  examined  his  machine  in  detail.  The  only 
apparent  difference  that  I  could  see  was  in  the 
material  of  the  horn,  which  in  the  dealer's  ma- 
chine was  made  partlj"  of  tin,  and  also  that 
there  was  no  tone  controller  in  the  horn. 

"Could  you  inform  me  what  I  can  do  to 
change  over  my  machine  in  such  a  way  as  to 
obtain  a  better  reproduction?  Would  you  sug- 
gest making  a  new  horn  entirely?  Inasmuch 
as  the  tone  arm  and  sound  box  reproduces  good 
on  the  one  machine  there  surely  must  be  some 
way  in  which  my  machine  could  be  made  to 
equal  it. 

"H.  E.  Williams." 
Answer: — Without  doubt  the  trouble  in  your 
machine  lies  in  the  horn.  There  is  no  doubt  that 
a  tin  horn,  or  three-quarter  tin  horn,  will  give 
you  more  volume  of  tone  than  an  all-wood 
horn,  but  probably  not  the  same  quality  of  tone. 
There  is  also  a  possibility  that  at  the  point  of 
connection  with  the  horn  of  the  tone  controller 
there  is  more  or  less  of  an  open  space 
which  will  permit  tone  to  escape.  A  tone  con- 
troller to  be  effective  and  still  not  interfere  with 
the  original  value  of  the  horn  must  be  fitted 
with  accuracy  and  care  taken  that  there  is  no 
open  space  left,  and  also  that  the  slide  is  not 
left  loose  so  that  it  will  vibrate.  A  good  plan 
is  to  cover  the  slide  with  a  piece  of  felt. 


Repairing  a  Balky  Motor 

"Spring  Lake  Beach,  N.  J., 

December  30,  1922. 

"Andrew  H.  Dodin, 

"The  Talking  Machine  World, 
"373  Fourth  avenue.  New  York. 

"Sir: — I  would  greatly  appreciate  it  if  you 
would  advise  me  of  the  probable  causes  of  a 
motor  playing  out  of  tune.  I  have  one  (Emer- 
son) that  I  cannot  seem  to  remedy.  Lubrica- 
tion, end  play  and  sliding  sleeve  seem  all  O.  K. 
(I  refer  to  the  governor).  Also  the  same  gov- 
ernor when  placed  in  another  Emerson  plays 
all  right.  Do  not  think  it  worth  while  to  send 
to  you. 

"W.  E.  PaDelford." 
Answer: — According  to  your  letter  you  have 
taken  care  of  the  graphite,  end  play  in  the  gov- 
ernor and  sliding  sleeve,  so  that  it  would  not  be 
necessary  to  make  any  further  adjustments  to 
that  part  of  the  motor.  Undoubtedly  your 
trouble  is  caused  by  a  faulty  fibre  gear  on  the 
turntable  spindle.  Unless  these  fibre  gears  are 
cut  absolutely  true  they  will  very  seldom  mesh 
accurately  with  the  spiral  cut  on  the  governor 
spindle. 

The  chief  causes  of  the  motor  playing  out  of 
tune  are  the  following:  Springs  not  graphited 
properly;  governor  not  having  end  play;  gov- 
ernor sleeve  binding  on  the  governor  spindle; 
governor  balls  of  uneven  weight;  turntable 
spindle  fibre  gear  teeth  being  out  of  true  or 
having  some  of  the  teeth  damaged  by  being 
nicked;  spring  cage  shaft  too  tight  in  its  bear- 
ings; intermediate  gears  binding  in  their  bear- 
ings, or  the  turntable  rubbing  against  the  brake 
or  some  part  of  the  automatic  stop. 


If  you  look  to  all  of  these  causes  and  have 
same  in  proper  adjustment  there  is  no  reason 
why  the  motor  should  not  run  in  proper  tune  or 
pitch  and  prove  satisfactory. 


W.  C.  GRIFFITH  VISITS  NEW  YORK 


Sales  Manager  of  Chicago  T.  M.  Co.  Calls  at 
New  York  T.  M.  Co.'s  Headquarters — Local 
Dealers  Receive  Gold  Pencil  as  Christmas 
Token — I.  Son  Cohen  a  Visitor 


W.  C.  Griffith,  sales  manager  of  the  Chicago 
Talking  Machine  Co.,  Victor  wholesaler,  was  a 
visitor  this  week  to  the  offices  of  the  New  York 
Talking  Machine  Co.,  spending  a  few  days  in 
New  York,  after  visiting  the  Victor  factories 
at  Camden.  Mr.  Griffith  spoke  enthusiastically 
of  business  conditions  in  Chicago,  stating  that 
in  every  section  of  this  territory  Victor  dealers 
had  closed  a  splendid  holiday  business. 

I.  Son  Cohen,  head  of  Cohen  &  Hughes, 
Baltimore,  Md.,  Victor  wholesalers,  accom- 
panied by  several  of  his  department  heads, 
visited  the  New  York  Talking  Machine  Co. 
headquarters  a  few  days  ago.  Mr.  Cohen  care- 
fully inspected  the  modern  and  up-to-date  equip- 
ment used  in  this  jobber's  establishment  and 
was  greatly  impressed  with  the  attractive  ap- 
pearance of  the  floor. 

The  New  York  Talking  Machine  Co.  for- 
warded to  its  dealers  at  Christmastime  a  hand- 
some Eversharp  gold  pencil,  accompanied  by  the 
wish  that  these  pencils  would  be  used  continu- 
ously during  1923  to  enter  up  a  record-breaking 
business. 


EDISON  DISC  JOBBERS  TO  MEET 


National  Edison  Disc  Jobbers'  Association 
Makes  Elaborate  Plans  for  Convention  to  be 
Held  in  New  York  City  in  February 


On  February  12,  13  and  14  a  meeting  of  the 
National  Edison  Disc  Jobbers'  Association  will 
be  held  in  New  York  City  at  the  Hotel  Waldorf. 
A  100  per  cent  attendance  is  anticipated  and 
plans  for  a  constructive  program  are  now  in 
process  of  making.  The  plans  will  include  a 
number  of  conferences  with  the  officials  of 
Thomas  A.  Edison,  Inc.  A  feature  of  the  1923 
convention  will  be  the  celebration  of  the  sev- 
enty-sixth anniversary  of  Thomas  A.  Edison, 
which  occurs  on  Sunday,  February  11.  Already 
buttons  have  been  sent  out  to  every  member 
affiliated  with  the  Edison  industry,  including  the 
phonograph,  electrical  and  Ediphone  divisions. 
These  buttons  feature  the  numerals  "76"  and 
the  name  "Edison,"  and  the  celebration  of  this 
important  birthday  is  certain  to  prove  an  event 
of  national  significance. 


PROVING  HIGHLY  POPULAR 


The  handsome  bronze  metal  banks,  which  are 
miniature  replicas  of  the  Edison  console  models, 
and  which  Edison  dealers  are  offering  to  pro- 
spective purchasers  of  Edison  phonographs  or 
Edison  records,  are  proving  highly  popular. 
The  distribution  of  these  banks  is  already  as- 
suming very  large  proportions  and  it  is  ob- 
vious that  the  public  are  quick,  to  appreciate 
this  handy  means  of  enabling  them  to  save  to 
buy  records  or  pay  instalments  on  phono- 
graphs. 


PLANS  NEW  EDISON  STRUCTURE 

Texas-Oklahoma  Phonograph  Co.,  Edison  Job- 
ber, Headed  by  A.  H.  Curry,  to  Construct 
Well-equipped  Building  in  Dallas,  Tex. 


Dallas,  Tex.,  January  8.— The  Edison  jobbing 
concern  headed  by  A.  H.  Curry,  who  is  also 
vice-president  of  Thomas  A.  Edison,  Inc.,  and 
manager  of  the  phonograph  division,  is  inau- 
gurating an  ambitious  program  for  1923,  and  in 
view  of  Mr.  Curry's  dual  connection  one  which 
ought  to  stand  as  a  very  impressive  inspiration 
to  other  Edison  jobbers  and  Edison  retailers 
throughout  the  country. 

The  Texas-Oklahoma  Phonograph  Co.,  whole- 
sale distributor  of  the  Edison  phonograph,  will 
start  construction  soon  on  a  three-story  and 
basement  office  and  warehouse  building  on 
lower  McKinney  avenue  near  Lamar  street  in 
the  Katy  industrial  district,  Oscar  G.  Feltner, 
secretary-treasurer  of  the  company,  announced 
recently.  The  building  will  be  erected  at  a 
cost  of  approximately  $50,000. 

"Increasing  business  in  the  Southwest  terri- 
tory and  revived  prosperity  have  combined  to 
force  the  company  to  seek  larger  and  permanent 
quarters  here,"  Mr.  Feltner  said.  "It  is  hoped 
at  this  time  to  get  into  the  new  building  bv 
March  1,  1923." 

A.  H.  Curry  is  president  of  the  concern,  which 
has  headquarters  in  Dallas,  while  A.  C.  Dennis 
is  manager  of  the  Dallas  branch  of  the  com- 
pany. The  Texas-Oklahoma  Phonograph  Co. 
has  been  located  in  Dallas  since  1915,  having 
moved  to  this  city  from  Fort  Worth.  It  was 
incorporated  in  1914. 

Shipping  offices  as  well  as  storage  space  will 
be  included  in  the  new  structure,  Mr.  Feltner 
declared,^adding  that  space  will  be  reserved  on 
the  McKinney  avenu«  side  for  offices.  The 
property  has  recently  been  acquired  by  the 
company  for  the  structure. 

Trackage  facilities  will  be  furnished  the  new 
building  by  the  Katy  railroad. 


LEAVES  ON  PACIFIC  COAST  TRIP 

A.  R.  Karch,  general  field  representative  of 
the.  phonograph  division  of  Thomas  A.  Edison, 
Inc.,  recently  left  for  the  Pacific  Coast,  where 
he  will  make  a  complete  survey  of  the  Western 
territory.  On  the  return  trip  he  will  stop  at 
Helena  and  Ogden  and  this  will  finish  the  com- 
plete national  survey  he  has  made  of  each  ter- 
ritory served  by  the  jobbers  of  Thomas  A. 
Edison,  Inc. 


JOHN  F.  DITZELL  RESIGNS 

St.  Louis,  Mo.,  January  8.— John  F.  Ditzell,  who 
has  been  manager  of  the  music  salon  at  the 
Famous  &  Barr  Co.  since  February,  1917,  has 
announced  his  resignation  to  take  effect  on 
February  1.  He  will  reveal  his  future  plans 
at  an  early  date. 


FIRE  DAMAGES  EMERSON  SHOP 

Manchester,  N.  H.,  January  8.— The  Emerson 
Phonograph  Shop,  East  Broadway,  this  city, 
suffered  damage  estimated  at  $3,000  in  a  fire 
last  week.  A  number  of  phonographs  and  pi- 
anos were  destroyed  before  the  flames  were 
brought  under  control. 


THESHELTON 
Electric  Motor 

Tlie  "Simplicity"  electrifies 
Victor,  Edison  and  Columbia 
phonographs  by  simply  tak- 
ing off  winding  handle  and 
placing  motor  against  turn- 
table. Automatic  switch  in 
motor  operated  when  the 
turntable  is  started  or 
stopped.  Operating  on  AC 
or  DC  current  of  110  volts. 
Specify  type  of  current 
when  ordering. 


SHELTON  ELECTRIC  CO.,    16  East  42nd  Street,    New  York 


148 


THE   TALKING   MACHINE  WORLD 


January  15,  1923 


You've  ^ot     to     see    Mam  -  ma     ev  -  'vy  n\^hi,Ov^yo\x  can't  see  Mam-ma  af 


Olive  GotTo  See 

f  or  you  cant  see  Mamma  at  all) 
lonesome,  toVesick  "Come  tolfIamma"31ues, 


youcanJfUAJlITonaBiryiT/fJ^J^  - 


Sun. 

Mon. 

Tue. 

n 

Wed. 

15 

14 

15 

16 

Thu. 

17 

18 

19 

20 

M. 

21 

22 

25 

24 

Sot 

25 

26 

27 

28 

"Ifou  cant  go  -^rong 
^ith  any'^eut'song " 


TEE  TWIN  CITIES 

Progressive  Business  Conditions  Start  the  New  Year  Right — 
Dealers  Put  Full  Faith  in  Future  of  Industry  and  Plan  Accordingly 


Minneapolis  and  St.  Paul,  Minn.,  January  3.— 
All  the  hopes  of  the  talking  machine  dealers 
of  the  Northwest  are  centered  in  the  infant  year, 
1923.  They  are  not  prone  to  criticizing  the 
dead,  but  Old  Man  1922  was  somewhat  disap- 
pointing. The  fault  may  not  have  been  all  his, 
as  the  prophets  possibly  promised  the  business 
world  more  than  could  reasonably  have  been 
expected  after  the  financial,  commercial  and  in- 
dustrial dislocation  following  the  war.  But  1923 
should  see  the  last  barriers  to  normal  condi- 
tions removed.  Anyway,  the  past  already  is 
forgotten  and  only  the  future  holds  any  interest. 

As  an  indication  of  the  belief  in  the  future, 
William  A.  Lucker,  who  has  controlled  the 
Minnesota  Phonograph  Co.  in  St.  Paul,  has 
opened  another  store  in  that  city  under  the 
name  "The  Edison  Shop,"  at  27  East  Seventh 
street,  the  popular  retail  street  of  the  State  cap- 
ital. Edison  business  in  the  retail  lines  has 
been  highly  satisfactory  in  both  cities  and  the 
year's  record,  thanks  to  the  fine  and  strong  de- 
mand in  December,  will  surpass  the  previous 
year's  figures.  The  wholesale  distribution  con- 
ducted by  Laurence  A.  Lucker  has  shown  ex- 
cellent returns  and  testifies  that  the  Edison 
will  continue  to  stand  in  the  foremost  rank  of 
favorite  instruments. 

Columbia  machines  are  selling  so  rapidlj'  in 
the  Northwestern  country  that  the  distributing 
headquarters  in  Minneapolis  have  run  out  of 
style  E,  the  $85  machine,  as  well  as  several  of 
the  smaller  types.  This  may  not  be  as  serious 
now  as  at  some  other  times  as  the  country 
dealers  are  not  expected  to  order  very  heavily 
for  some  months.  The  year  closed  with  a  fine 
run  of  orders  for  December  and,  on  the  whole, 
must  be  considered  as  satisfactory.  H.  L. 
Pratt,  manager  of  the  branch  service  division 
of  the  Columbia  organization,  spent  two  days 
in  Minneapolis  toward  the  end  of  December  and 
complimented  Manager  W.  L.  Sprague  on  his 
showing  for  the  year. 

Stock  taking  was  interesting  Manager  Mun- 
son,  of  the  Stone  Piano  Co.,  Northwestern  dis- 
tributor for  the  Aeolian-Vocalion  and  Vocalion 
Red  records,  when  The  World  correspondent 
made  the  customary  visit.  The  net  results  of 
the  year  appeared  to  be  generally  profitable. 
Both  the  Vocalions  and  the  Red  records  are 
better  known  and  stand  higher  in  the  public 
estimation  than  they  did  a  year  ago,  and  this 
is  the  direct  result  of  the  consistent  advertising 
done  by  the  Stone  Piano  Co.  T^hese  goods  are 
taking  well  in  the  country  districts  as  well  as 
in  the  three  large  cities  and  Vocalion  shops  are 
becoming  standard  places  of  business  in  the  sev- 
eral communities  of  the  great  Northwest. 


"The  biggest  month  in  our  history,"  is  the 
characterization  given  by  George  M.  Nye,  man- 
ager of  the  phonograph  department  of  the 
Northwestern  branch  of  the  Brunswick-Balke- 
Collender  Co.,  in  describing  December,  1922. 
The  several  Brunswick  shops  in  St.  Paul  and 
Minneapolis  have  shown  almost  phenomenal  in- 
creases in  business. 

Victor  dealers,  of  whom  there  are  scores  in 
the  Twin  Cities  and  hundreds  throughout  the 
Northwestern  section,  are  reasonably  well  sat- 
isfied with  results  in  view  of  the  financial  and 
economic  status  of  the  agricultural  interests. 


BANQUET  OF  GRANBY  FORCES 

On  December  19  the  twelve  New  York  em- 
ployes of  the  Granby  Phonograph  Corp.  met  at 
a  banquet  given  at  Guffanti's  restaurant.  During 
the  course  of  the  evening  addresses  were  made 
by  O.  P.  Graffen,  New  York  sales  manager  of 
the  Granby  Corp.,  and  C.  P.  Chew,  special 
sales  representative.  Both  expressed  confidence 
in  the  prospects  for  1923  and  urged  all  to  co- 
operate toward  putting.  Granby  across  in  big 
style  this  year. 

However,  business  discussion  was  only  part 
of  the  program.  Everybody  was  out  for  a  good 
lime,  and,  according  to  Mr.  Graffen,  this  main 
object  of  the  gathering  was  attained. 

"It  is  this  get-together  spirit  of  the  Granby 
forces  that  helps  everybody  work  together  and 
operates  eventually  to  the  benefit  of  the  Granby 
dealers,"  said  Mr.  Graflfen  after  the  banquet. 


NORMAN  SMITH  WITH  OKEH  FORCES 

Chicago,  III.,  January  6. — Norman  Smith,  who 
for  the  past  three  years  has  been  assistant  man- 
ager of  the  Columbia  Graphophone  Co.'s  branch 
in  this  city,  resigned  from  the  company's  service 
last  week  to  join  the  forces  of  the  General 
Phonograph  Corp.  of  New  York.  Mr.  Smith, 
who  was  identified  with  the  Columbia  organiza- 
tion iotmany  years,  is  w.ell  known  to  the  trade 
in  many  of  the  leading  cities,  and  within  the 
next  few  weeks  his  future  plans  with  the  Okeh 
organization  will  be  announced. 


VICTOR  JOBBER  CHANGES  NAME 

Minneapolis,  Minn.,  January  8. — The  firm 
name  of  the  Beckwith-O'Neill  Co.,  well-known 
Victor  wholesaler  of  this  city,  has  been  changed 
to  the  George  C.  Beckwith  Co.,  following  the 
recent  retirement  of  E.  F.  O'Neill  and  the  ap- 
pointment of  Charles  K.  Bennett  as  general 
manager.  Mr.  Beckwith  continues  as  president 
and  treasurer  and  Mr.  Bennett  is  secretary. 


TWO  NEW  EMERSON  BRANCHES 

Emerson  Phonograph  Co.  Arranges  for 
Branches  in  Boston  and  Philadelphia — George 
Rosen  and  Harry  Fox  Made  Managers 


The  Emerson  Phonograph  Co.,  manufacturer 
of  Emerson  phonographs  and  records,  100  West 
Twentieth  street.  New  York  City,  has  com- 
pleted arrangements  for  the  establishment  of 
branches  in  Boston  and  Philadelphia,  under  the 
management  of  George  Rosen  and  Harry  Fox, 
respectively.  Both  Mr.  Rosen  and  Mr.  Fox 
are  well  known  to  the  trade,  the  former  having 
been  connected  with  the  Boston  trade  for  a 
number  of  years  as  one  of  the  proprietors  of 
the  Phonograph  Supply  Co.  of  New  England, 
and  the  latter  having  been  one  of  the  first  sales 
representatives  of  the  Emerson  Co.  and  one- 
time head  of  the  Emerson  Philadelphia  Co.  The 
Boston  branch  is  located  in  spacious  quarters 
at  27  Court  street  and  the  quarters  for  the 
Philadelphia  branch  are  being  arranged  for. 


KNICKERBOCKER  STOCK  DIVIDEND 

The  Knickerbocker  Talking  Machine  Co., 
New  York  City,  Victor  wholesaler,  declared  a 
stock  dividend  of  25  per  cent  on  December  23. 
It  was  stated  by  one  of  the  ofiicers  of  the  com- 
pany that  from  the  date  of  the  organization 
there  has  been  only  one  cash  dividend  paid. 
However,  it  was  pointed  out  that  there  were 
a  number  of  stock  dividends,  the  officers  believ- 
ing it  a  wise  policy  to  use  all  their  capital  in 
the  business  instead  of  paying  out  dividends, 
thus  providing  additional  capital  for  increasing 
the  growth  of  the  business. 


GETS  PUBLICITY  THROUGH  THEATRE 

A  publicity  stunt  which  resulted  in  consider- 
able valuable  advertising  was  recently  put  over 
by  A.  J.  Stack,  Sonora  dealer  of  New  York 
City.  Mr.  Stack's  store  is  located  at  224  East 
Fordham  road,  opposite  Keith's  Theatre,  and 
when  he  discovered  that  an  act  was  to  be  staged 
here  in  which  a  phonograph  was  to  be  used  he 
rushed  over  and  persuaded  the  management  that 
a  Sonora  was  just  the  machine  to  make  the  act 
an  outstanding  success. 


RECEIVER  FOR  NEW  YORK  FIRM 

Phineas  Lewinson  has  been  appointed  re 
ceiver  of  the  L^nion  Talking  Machine  Co.,  16 
Avenue  B,  New  York  City.  Liabilities  of  the 
concern  are  estimated  at  $20,000  and  assets  are 
about  $2,000.  Nathan  Smith  is  at  the  head  of 
the  business. 


CARVED  LEGS 

Eight  designs  in  gum,  oak  and  ma- 
hogany. Prices  reduced.  Send  for  cir- 
cular. Klise  Mfg.  Co.,  Grand  Rapids, 
Mich. 
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WORLD'S  CLASSIFIED  ADVERTISING 

Any  member  of  the  trade  may  forward  to  this  office  a  "Situation"  advertisement 
intended  for  this  Department  to  occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without  cost.  Additional  space  will 
be  at  the  rate  of  25c.  per  line.  If  bold  faced  type  is  desired  the  cost  of  same  will  be 
25c.  per  line.    Rates  for  all  other  classes  of  advertising  on  application. 


Can  You  Use  an  Experienced 
Phonograph  Advertising  Manager? 

Five  years'  experience  in  every  phase 
of  phonograph  advertising  as  Adver- 
tising Manager  Pathe  Freres  Phono- 
graph Co.,  Landay  Bros.,  New  York, 
S.  B.  Davega,  New  York.  I  can  bring 
an  intimate  knowledge  of  the  phono- 
graph dealer's  selling  and  advertising 
problems.  I  can  prepare  the  kind  of 
helps  he  will  use  and  the  kind  of  copy 
that  the  consumer  will  read  and  re- 
spond to. 

Available  on  short  notice.  H.  A. 
Harris,  51  West  Eleventh  street.  New 
York,  N.  Y.,  or  phone  Stuyvesant  7300. 


BEST  OFFER  TAKES 

overstock  of 
3,273  Bubble  Books,  assorted  Nos.  1  to  9 
98  Repeater  Stops,    Manufactured  by 
Repeater  Stop  Co.,  Chicago,  III. 
8,000  Heavy  White  Ogden  Stock  and  Sales 
System  Envelopes.    Manufactured  by 
Ogden  Sec.  Record  System, 
Lynchburg,  Va. 

for  immediate  delivery.  All  guaranteed  to 
be  absolutely  new  and  in  A-1  condition. 
Will  sell  complete  or  as  separate  units. 
Must  close  out  at  once.  Address  "Box 
1245,"  care  The  Talking  Machine  World, 
373  Fourth  Ave.,  New  York,  N.  Y. 


SALESMAN  WANTED 

Salesman  traveling  established  territory, 
calling  on  talking  machine  and  drug 
trades,  can  make  large  additional  income 
through  large  initial  commission  and  com- 
mission on  repeat  orders.  No  bulky  sam- 
ples required.  Greatest  line  of  semi-per- 
manent needles  on  the  market.  Alade  by 
one  of  oldest,  time-tried  and  proven  con- 
cerns affiliated  with  phonograph  industry 
from  its  inception.  When  replying  state 
territory  covered  and  period  of  time  trav- 
eled. Address  "Box  1241,"  care  The  Talk- 
ing Machine  World,  373  Fourth  Ave.,  New 
York,  N.  Y. 


WONDERFUL  OPPORTUNITY 

FOR  SALE — Strictly  modern  three- 
story  brick  factory,  steam  heat,  fire 
sprinklers,  finely  equipped,  500  ft.  R.  R. 
siding.  Now  used  for  manufacturing 
phonographs.  Suitable  for  making  light 
furniture.  Factory  in  continual  operation. 
Fine  labor  market.  Machinery,  equip- 
ment and  going  phonograph  business  can 
be  purchased  with  factory  or  separate. 
Full  particulars  address  The  Houghton 
Mfg.  Co.,  Marion,  Ohio. 


POSITION  WANTED— Recording  engineer 
of  ability  and  experience  desires  to  become  as- 
sociated with  reliable  company,  now  making 
or  desiring  to  make  records  of  quality.  Familiar 
with  all  branches.  References  furnished.  Ad- 
dress "Box  1242,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 

WANTED — Salesman  on  commission  basis  to 
sell  splendid  line  of  phonographs  and  com- 
mercial pianos.  Correspondence  confidential. 
Address  "Box  1243,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 

WANTED  —  Salesmen  calling  on  dealers 
everywhere  in  the  United  States  to  sell  a  high- 
class  tone  amplifier,  that  appeals  immediately 
to  the  dealers.  Liberal  discount.  Good  com- 
mission. Write  for  particulars  and  state  terri- 
tory you  cover.  Unique  Reproduction  Co.,  Inc., 
32  Union  Sq.,  New  York,  N.  Y,  Suite  907. 

WANTED  —  Canvasser  to  solicit  Victrola 
business  commission  basis.  Address  "Box 
1250,"  care  The  Talking  Machine  World,  373 
Fourth  Ave.,  New  York,  N.  Y. 

WANTED — Salesman  calling  on  phonograph 
dealers  to  carry  repeating  device  as  side  line. 
New  repeater  which  is  unquestionably  the  most 
popular  one  offered  for  sale.  Send  for  sample 
and  commission  proposition.  The  Rapid  Re- 
peater Co.,  226  Van  Alst  Ave.,  Long  Island 
City,  N.  Y. 

POSITION  WANTED — Accountant.  Bookkeeping  done 
for  firms  without  bookkeepers.  Systems  installed.  Tax 
matters  executed.  References  Victor  dealers.  .\ddress 
"Box  1244,"  care  The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 


POSITION  WANTED — Young  man,  having  some  selling 
experience  in  talking  machine  accessories,  would  accept 
position  with  growing  retailer.  Could  invest  later  if  re- 
quired. Will  locate  any  nlace.  Address  "Box  503,"  Gen- 
eral Post  Office,  New  York,  N.  Y. 


POSITION  WANTED — Recording  engineer  with  25 
y  ;ars'  experience,  also  plating.  Has  own  outfit  open  for 
engagement.  Address  "Box  1252,"  care  The  Talking  Ma- 
chine World,  373  Fourth  Ave.,  New  York,  N.  Y. 


SALES  REPRESENTATION 

Man,  prominent  in  the  talking  machine 
industry,  desires  exclusive  sale  repre- 
sentation of  article  which  can  be  mer- 
chandised through  the  jobbers  and 
dealers.  Only  replies  of  manufacturers 
considered.  Address  "Box  1248,"  care 
The  Talking  Machine  World,  373 
Fourth  Ave.,  New  York,  N.  Y. 


CITY,  COUNTY  and  STATE 
DISTRIBUTORS 

wanted  for  exceptional  portable  con- 
struction to  be  followed  by  console 
model.  Responsible  parties  only  need 
reply  to  "Box  1249,"  care  The  Talking 
Machine  World,  373  Fourth  Ave., 
New  York,  N.  Y. 


HOMOKORD  RECORDS 
GERMAN  and  STANDARD 

Selections  now  offered  at  attractive  prices. 
Special  discounts  in  quantities.  Ask  for 
catalog.  Favorite  Mfg.  Co.,  105  East  12th 
St.,  New  York,  N.  Y. 


SPRINGS 

VICTOR 

134"x.022il8' 6'  marine  ends  No.  8014  |.58 

l%"i.022xl7'  marine  ends  No.  8014  .55 

Ii4"i.022xl7'  bent  arbor  No.  6362  .67 

l^"x.022xl3'  bent  arbor  No.  5423  .60 

l%"x.022x9'  bent  arbor  No.  5427  .42 

l%"x.022x9',  bent  each  end  No.  6546  .42 

l"x. 020x13' 6"  marine  ends  No.  2141  .82 

l"x.020xl5'  marine  ends  No.  3335  .36 

l"i.020xl5'  bent  arbor  No.  53M  .38 

l"x.020xl6',  bent  each  end  No.  6548  .43 

%"x.020x9'  marine  ends  No.  983  .29 

COLUMBIA 

l"x.028xl0'  Universal  No.  2951  .83 

l"x.028xll'  Dniversal  No.  2951  .35 

l"x.030xll'  hooli  ends   .46 

l"xll'  for  motor  No.  1  35 

HEINBMAN 

l"x.025xl2'  motors  No.  33  &  77  .33 

1  3/16"x.026xl9',  also  Path6  75 

1  3/16"x.026xl7'   No.  4  £9 

MEISSEIyBACH 

%''xl0'  motors  No.  9  &  10  .29 

r'x9'  motors  No.  11  &  12  .29 

l"il6'  motors  No.  16,  17  &  19  .49 

SAAL-8ILVERTONE 

l"x.027xl0',  rectangular  hole  No.  144  .42 

l"x.027xl3',  rectangular  hole  No.  145  .48 

l"x.027xl6',  rectangular  hole  No.  146  .68 

BRUNSWICK 
l"x.025xl2',  rect'glar  hole,  regular. .  .No.  201  .45 
l"x.025xl8',  rect'glar  hole,  regular. .  .No.  401  .66 
l"x.025xl6',  rect'glar  hole  68 

KRASBERG 
l"xl2'  motor  2A,  pear-shape  and  rect.  holes.  .49 

l"xl6'  motor  3  and  4  on  outer  end  60 

RDISON  DISC 

l%"x.028s25',  regular  size  disc  motors   1.47 

l"x.032xll'.  Standard  66 

15/16",   Home  70 

1  5/16"xl8'  trpe  A  150,  old  style  disc   1.28 

1"  Amberola  30-50-75  66 

SIVIAI.I.  MOTORS 

%"x. 023x10',  marine  ends,  Hein.  Col.,  etc  29 

%"x.025xl0',  marine  ends,  Hein.  Col.,  etc  2T 

%"x.020x9',  marine  ends  21 

y3"x.020x9',  marine  ends  18 

victor  Gov.  springs,  No.  1729  per  100  .96 

Victor  Got.  spring  screws,  No.  3304.. per  100  .92 

Victor  Goy.  balls,  n/style.  No.  3302  each  .07 

Victor  Got.  spring  screw  washer  per  100  .72 

Columbia  Got.  springs,  No.  3510  per  100  .95 

Columbia  Gov.  spring  screws,  No.  439.  per  100  .92 
Columbia  Got.  spring  screw  washers. per  lOO  .72 
Columbia  Got.  ball,  lead,  flat  and  spring...  .08 
Columbia  Got.  ball,  new  style  &  spring...  .08 
Turntable  felts,  all  wool,  green,  10",  round.  .15 
Turntable  felts,  all  wool,  green,  12".  round.  .18 
Terms,  2%  cash  with  order. 

TALKING  MACHINE  SUPPLY  CO.,  PARK  RIDGE,N.J. 


WHERE  IS  THE  MAN 

who  is  sufficiently  well  acquainted  with 
the  talking  machine  manufacturer  to  co- 
operate with  first-class  mica  manufactur- 
ing company,  modernly  organized  and 
owning  mica  mines  for  the  sale  of 

DIAPHRAGMS  for  PHONOGRAPHS 
for  the  United  States  and  Canada.  Good 
opening  for  capable  and  energetic  man. 
Send  full  details  to  "Box  1247,"  care  The 
Talking  Machine  World,  373  Fourth  Ave., 
New  York,  N.  Y. 


I  WILL  BUY  FOR  CASH 

any  quantity  of  records,  talking  machine 
parts  or  complete  machines.  What  have 
you  got?  Address  Box  "1246,"  care  The 
Talking  Machine  World,  373  Fourth  Ave., 
New  York,  N.  Y. 


FOR  SALE 

Phono  Motor  tools,  dies,  etc.  Complete  equipment 
for  manufacturing  of  high  class  1-2-3  spring  motor, 
tone  arm  and  other  cabinet  hardware.  Perfect 
condition.  Could  not  be  duplicated  for  $50,000. 
Best  offer  takes.  C.  B.  Emmert,  1370  Greenleaf 
Ave.,  Chicago,  111. 


FOR  SALE 

Exclusive  Victor  shop  in  Westwood, 
N.  J.  For  particulars  consult  M. 
Beppler,  Dumont,  N.  J.      .     ,   - 


POSITION  WANTED — Store  and  sales  manager,  young 
man,  28,  thoroughly  experienced  in  every  phase  of  music 
business.  Own  factory  and  stores  7  years.  Desires  con- 
nection. Address  "Box  1251,"  care  The  Tallting  Machine 
World,  373  Fourth  Ave.,  New  Yorls,  N.  Y. 


STANDARD  RECORDS 

Thousands  of  records  of  leading  make. 
In  assorted  lots  of  100  —  18  cents. 
FAVORITE  MFG.  CO.,  105  East  12th 
St.,  New  York,  N.  Y. 


WANTED 

Stan'dard  talking  machines.  Will  pay  cash 
for  new  or  used  instruments.  Address 
"Box  1254,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 


CABINETS  WANTED 

Will  be  interested  in  communicating  with  cabinet  \ 

manufacturers  who  can  produce  mahogany  cabinets  ^ 

in    good-sized  quantities.     Send   specifications   and  : 

prices.  "Box  1253,"  Care  The  Talking  Machine  - 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 
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Excellent  Holiday  Business — Pemberton  Bill- 
ing Home  From  the  States — Review  of  Last 
Year's  Business — Arrange  for  Music  Exhibits 
at  British  Industries  Fair — Continental  Firm 
Boosts  Capital — The  Kodisk  in  London — 
Passing  of  H.  B.  Dicken  and  F.  Sharman — 
Peter  Pan  Gramophone — News  of  Month 


London.  E.  C,  December  30. — As  I  write,  every 
section  of  the  trade  is  enjoying  itself  hugely. 
Just  according  to  expectations,  for,  as  we  ap- 
praise it,  gaiety  and  trade  these  days  go  hand 
in  hand.  Never  was  such  a  time — we  say  it 
every  year— and  mean  it,  too!  During  Christ- 
mas week  a  round  of  trade  visits  puts  one  in 
good  heart,  contributary  as  it  were  to  a  full 
appreciation  of  the  smiling  atmosphere  in  which 
everyone  concerned  bends  to  the  task  of  com- 
pleting all  orders  "in  time."  Fraught  with  a 
world  of  meaning  are  those  words.  Dealers 
waiting  in  small  queues  on  the  jobbers,  the 
jobbers  worrying  manufacturers,  and  they  in 
turn  speeding  up  their  factory  staffs — all  in  an 
endeavor  to  satisfy  the  insistent  demand  for 
delivery  of  goods  "in  time."  Well,  there  may 
have  been  a  few  disappointments,  but  as  usual 
retailers  must  hold  the  blame  for  delay  in  place- 
ment of  orders.  Such  a  rush  during  the  last 
week;  a  storm  of  applications  on  the  last  day, 
naturally  ending  in  a  little  confusion  and  gen- 
eral bewilderment!  Well,  it  is  over.  And  now, 
in  the  first  month  of  the  new  year,  we  settle 
down  to  the  steady  jog-trot  of  business  and  per- 
haps register  a  vow  to  turn  over  a  new  leaf  of 
enterprise,  determined  upon  the  exertion  of 
every  ounce  of  endeavor  that  will  carry  us  a 
step  further  toward  the  goal  of  progressive 
achievement. 

P.  Billing  Home  From  the  States 
After  a  five  weeks'  visit  to  New  York  Pem- 
berton Billing  reached  home  December  5.  In 
the  course  of  an  interview  at  the  Piccadilly 
office  of  World  Record,  Ltd.,  P.  B.  descanted 
upon  the  interesting  nature  of  his  trip  and  the 
good  reception  accorded  his  long-playing  World 
record  and  the  controll&r  by  which  it  is  usable 
on  any  disc  machine.  Mr.  Billing  said:  "I  think 
I  saw  most  of  the  leading  men  in  the  talking 
machine  trade  over  there  and  they  evinced  great 
interest  in  what  I  had  to  show  them.  Thanks 
to  your  articles  in  The  Talking  Machine  World 
I  found  that  American  gramophone  men  knew 
a  lot  about  the  World  record  and  controller. 
Some  of  the  technical  men  who  were  much  im- 
pressed had  seemingly  prejudged  my  inventions 
as  more  in  the  nature  of  laboratory  experiments 
than  practical  achievement,  but  actual  demon- 
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strations  on  various  machines  soon  convinced 
them  of  the  soundness  of  the  proposition." 

Queried  as  to  whether  anything  definite  had 
been  arranged  regarding  the  manufacture  of  his 
patents  or  their  sale  on  your  side  Mr.  Billing 
stated  that  negotiations  were  proceeding  with 
certain  firms  for  sale  of  the  American  rights 
and  failing  fruition  his  company  was  prepared 
to  market  the  goods,  believing  the  American 
field  offered  huge  and  promising  scope  for  their 
sale. 

The  State  of  Business  in  1922 

For  the  British  gramophone  trade  the  past 
year  has  not  been  one  of  unalloyed  blessing. 
Nineteen  hundred  and  twenty-two  went  out  to 
the  accompaniment  of  tremendous  sales,  both 
in  machines  and  records,  but  taking  the  whole 
year  through  trade  was  exceedingly  patchy — 
good  at  times;  generally  poor. 

With  the  registered  and  unregistered  unem- 
ployed totaling  nearly  2,000,000  (part-timers 
excluded),  it  will  be  appreciated  that  great  hard- 
ship and  actual  want  have  prevailed.  The  effect 
upon  trade  is  too  obviously  demoralizing  to 
detail.  Against  such  adverse  conditions  has  the 
trade  struggled  manfully,  and,  in  a  sense,  suc- 
cessfully. Though  the  sum  total  of  it  all  is  not 
great,  the  fine  spirit  displayed  by  every  section 
of  the  trade  augurs  well  for  the  future,  be  that 
ever  so  difficult. 

The  British  Industries  Fair 
The  Federation  of  British  Music  Industries 
has  supervised  and  completed  arrangements  re- 
specting the  music  section  of  the  above  exhibi- 
tion which  opens  its  doors  next  month  at  the 
White  City,  Shepherd  Bush,  London.  A  sep- 
arate committee  for  each  section  of  the  trade 
will  look  after  the  interests  of  exhibitors,  of 
whom  there  are  close  upon  fifty,  at  least  four- 
teen being  purely  gramophone  firms.  General 
rules  and  regulations  have  been  laid  down  for 
the  guidance  and  observance  of  music  exhibitors 
to  which  doubtless  all  will  conform. 

While  there  is  nothing  definite  to  go  upon  it 
is  believed  that  this  year's  fair  offers  better 
prospects  of  satisfactory  business  than  the  last. 
Certainly  the  music  exhibits  are  more  numerous, 
and  being  thoroughly  representative  of  all  de- 
partments of  British  musical  products  should 
attract  a  goodly  number  of  vistiors  from  over- 
seas. 

News  From  the  Continent 

According  to  the  Frankfurter  Zeitung  the 
Polyphonwerke  plans  an  increase  of  its  capital 
from  forty-two  to  seventy-five  million  marks. 
The  object  in  view  is  the  development  of  its 
establishment   owing   to   the   fact   of  present 


monthly  turnover  exceeding  the  share  capital. 
An  increased  dividend  for  the  current  fiscal  year 
is  expected. 

All  sections  of  the  music  trade  are  expected 
to  participate  in  the  first  French  Music  Salon 
to  be  held  in  Paris  May  10  to  25. 

An  exhibition  is  also  to  be  held  in  Barcelona, 
Spain,  some  time  during  May  or  June  and 
foreign  manufacturers  of  pianos  and  gramo- 
phones are  invited  to  exhibit  their  wares. 
The  Kodisk  in  London 
Described  as  the  greatest  gramophone  novelty 
of  the  year — it  is  certainly  unique — the  Kodisk 
self-recording  record  disc  has  made  its  appear- 
ance on  this  market.  All  anticipations  point  to 
a  big  demand  from  gramophone  users  on  this 
side.  This  is  very  likely  to  materialize  since 
the  Kodisk  meets  an  undoubted  long-felt  want 
in  the  absence  here  of  any  kind  of  home- 
recording  device. 

"His  Master's  Voice"  News 
A  new  instrument  catalog  for  1922-23  has  been 
issued  by  the  Gramophone  Co.,  Ltd.  It  il- 
lustrates all  models  and  with  descriptive  matter 
and  prices  represents  a  complete  guide  to  com- 
prehensive service  provided  by  this  firm. 

The  big  London  store  of  Harrods  is  very 
up  to  date.  Its  music  department  carries  a  com- 
plete range  of  H.  M.  V.  instruments  and  rec- 
ords and  many  are  the  excellent  sales  schemes 
which  Manager  E.  H.  Aird  is  continually  de- 
vising. One  of  the  best  is  the  engagement  of 
leading  exponents  of  the  terpsichorean  art  who 
give  exhibitions  of  the  latest  dances  accom- 
panied by  H.  M.  V.  records.  For  this  purpose 
Harrods  have  erected  a  magnificent  stage  with 
a  special  dancing  floor.  In  addition  to  the  pro- 
vision of  over  four  hundred  seats  there  is  stand- 
ing accommodation  for  three  hundred  persons, 
and  usually  the  place  is  crowded  with  enthusi- 
astic followers  of  Terpsichore. 

Wonderful  success  has  attended  the  H.  M.  V. 
Sales  School.  I  am  informed  that  during  its 
nine  months'  existence  some  hundreds  of  dealers 
and  their  assistants  have  taken  the  full  course 
of  salesmanship,  specialized  lectures,  etc.,  by 
sales  experts.  The  courses  recommence  on 
March  5,  1923,  and  already  a  number  of  dealers 
have  booked  dates  of  attendance. 

My  reference  in  the  November  issue  to  "occa- 
sional" H.  M.  V.  lectures  on  the  educational 
value  of  the  gramophone  brings  me  a  reminder 
from  W.  Manson  that  his  company  has  under 
constant  engagement  no  less  than  three  highly 
specialized  lecturers  whose  educational  work 
throughout  chief  centers  of  the  country  is  lay- 
ing a  solid  foundation  of  increasing  recognition 
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of  the  versatility  and  value  of  the  gramophone 
in  all  departments  of  education.  In  this  respect 
"His  Master's  Voice"  occupies  a  pioneer  place 
among  gramophone  companies  and  the  good 
work  accomplished  radiates  its  influence  to  the 
benefit  of  the  whole  trade.  Another  time  it 
will  be  my  pleasure  to  enlarge  upon  the  scope 
of  "His  Master's  Voice"  activity. 

Obituary — H.  B.  Dicken  and  F.  Sharman 

It  is  with  extreme  regret  that  I  have  to  record 
the  deaths  of  these  two  gentlemen.  H.  B. 
Dicken  was  editor  of  the  journal  published  by 
the  Federation  of  British  Music  Industries  and 
director  of  the  newspaper  propaganda  depart- 
ment of  the  Federation.  His  work  proved  of 
the  utmost  value  and  assistance  to  the  whole 
trade  and  it  is  true  to  say  that  his  loss  will  be 
keenly  felt  by  all  who  knew  genial  Dicken. 
Hail  fellow  well  met,  his  was  a  kindly  person- 
ality and  in  common  with  the  trade  I  mourn 
the  passing  of  a  journalistic  comrade  at  the 
comparatively  early  age  of  fifty-two  years. 

Early  on  the  same  day  I  received  the  sad 
news  of  the  passing  of  F.  Sharman,  managing 
director  of  the  Ro.whill  Engineering  Co.,  En- 
field Town,  in  his  seventy-third  year.  He  was 
one  of  the  grand  old  men  of  the  gramophone 
trade,  robust  in  manner  yet  ever  kindly  and 
courteous.  Well  known  in  trade  circles,  many 
will  keenly  regret  that  he  is  no  longer  with 
us,  and  on  their  behalf  I  couple  with  my  own 
personal  condolence  an  expression  of  hearty 
sympathy  with  his  family.  The  deceased's  son, 
Mr.  F.  Sharman,  will,  I  understand,  carry  on 
the  Rowhill  Engineermg  Co.  at  the  old  address. 
The  Smallest  Gramophone 

In  size  about  six  by  seven  by  five  inches,  the 
Peter  Pan  gramophone  just  introduced  here  is 
probably  the  smallest  known.  Its  appearance 
is  so  much  like  a  camera  that  at  short  distance 
one  could  scarcely  tell  the  difference.  It  is  not 
a  toy,  for  it  has  sufficient  motor  power  to  play 
through  a  twelve-inch  record.  The  turntable 
consists  of  four  arms,  which  fold  in  when  not 
in  use,  while  a  ten-inch  length  of  trumpet  is 
secured  by  means  of  an  aluminum  collapsible 
arrangement  which  fulfills  its  function  quite 
well.  The  Peter  Pan  retails  at  £3,  7s.,  6d. 
Columbia  Co.  Now  All  British 

The  Columbia  Graphophone  Co.,  Ltd.,  has  is- 


sued from  its  London  headquarters  office  the 
important  advice  that  it  is  now  wholly  a  British 
concern.  Until  recently  part  of  the  holdings 
had  been  in  the  hands  of  the  Columbia  Co.,  of 
New  York,  but  the  shares  so  held  have  been 
acquired  by  British  interests,  with  the  result 
that  in  this  country  Columbia  "is  entirely  free 
of  any  American  control  or  interests  and  e.x- 
clusively  British  in  ownership."  The  report 
continues:  "This  independence  will  not,  how- 
ever, deprive  the  British  company  of  the  ad- 
vantages of  the  most  friendly  relationship  with 
the  American  house,  and  Columbia  in  Great 
Britain  will  still  enjoy  the  benefits  of  any  im- 
provements effected  in  the  U.  S.  A.,  no  small 
matter  when  it  is  remembered  that  to  that 
country  we  owe  the  invention  of  the  talking 
machine  itself  and  much  of  its  subsequent  de- 
velopment." 


OUR  EXPORTS  OF  TALKING  MACHINES 


Exports  and  Imports  of  Talking  Machines  and 
Records  Show  Decreasing  Tendency  as  Com- 
pared With  Last  Year — Our  Buyers  Abroad 


Washington,  D.  C,  January  10. — In  the  sum- 
mary of  exports  and  imports  of  the  commerce 
of  the  United  States  for  the  month  of  Septem- 
ber, 1922  (the  latest  period  for  which  it  has 
been  compiled),  which  h-as  just  been  issued,  the 
following  are  the  figures  on  talking  machines 
and  records: 

The  dutiable  imports  of  talking  machines  and 
parts  during  September,  1922,  amounted  in  value 
to  $24,375,  as  compared  with  $41,729  worth 
which  were  imported  during  the  same  month  of 

1921.  The  nine  months'  total  ending  Septem- 
ber, 1922,  showed  importations  valued  at  $377,- 
463,  as  compared  with  $462,752  worth  of  talking 
machines  and  parts  during  the  same  period  of 
1921. 

Talking  machines  to  the  number  of  5,532, 
valued  at  $199,110,  were  exported  in  October, 

1922,  as  compared  with  1,977  talking  machines, 
valued  at  $91,893,  sent  abroad  in  the  same 
period  of  1921.  The  nine  months'  total  showed 
that  we  exported  36,433  talking  machines,  val- 
ued at  $1,292,560,  as  against  26,974  talking  ma- 
chines, valued  at  $1,287,683,  in  1921. 


Hornless,  Table  Grand,  Upright 
and  Horizontal  Cabinet  Grands 

Actual  Manufacturers  Export  a  specialty 

REX  GRAMOPHONE  COMPANY 
59  Chiswell  Street,  LONDON,  E.  C  ,  England 

Cable  Addrejs  "Lyrecodisc.  London' 


The  total  .e.x;ports  of  records  and  supplies  for 
October,  1922,  were  valued  at  $70,985,  as  com- 
pared with  $137,962  in  October,  1921.  The  nine 
months  ending  October,  1922,  show  records  and 
accessories  exported  valued  at  $743,689;  in  1921, 
$1,646,683. 

The  countries  to  which  exports  were  made  in 
October  and  the  values  thereof  are  as  follows: 
France,  $2,199;  United  Kingdom,  $5,130;  Canada, 
$58,993;  Central  America,  $6,614;  Mexico,  $15,- 
747;  Cuba,  $1,348;  Argentina,  $16,818;  other 
South  America,  $19,860;  Chile,  $8,148;  China, 
$4,181;  Japan,  $24,713;  Philippine  Islands,  $4,- 
813;  Australia,  $9,879;  Peru,  $3,654;  other  coun- 
tries, $17,013. 


COLUMBIA  NEWS  FROM  ST.  LOUIS 

Several  New  Dealers  Appointed — Publicity  Pro- 
ducing Results — Out-of-town  Visitors 

St.  Louis,  Mo.,  January  8. — The  Gillen  Furni- 
ture Co.,  Blytheville,  Ark.,  has  recently  become 
a  Columbia  dealer  and  immediately  after  secur- 
ing the  franchise  this  enterprising  concern 
arranged  for  a  newspaper  campaign.  This  pub- 
licity has  already  produced  splendid  results  and 
will  be  continued  throughout  1923.  Another 
new  Columbia  dealer  in  this  territory  is  J.  H. 
Kirkland,  of  Flat  River,  Mo. 

The  Fleming  Furniture  Co.,  Fairfield,  111., 
Columbia  dealer,  is  making  alterations  to  its 
store  and  when  completed  this  establishment 
will  contain  a  separate  Grafonola  department 
with  several  new  booths. 

Among  the  recent  visitors  at  the  St.  Louis 
branch  of  the  Columbia  Co.  were  G.  C.  Moses, 
of  Pfeifer  Bros,,  Little  Rock,  Ark.;  B.  W.  Plum- 
mer,  of  the  Davis  Piano  Co.,  Alton,  111.,  and 
E.  G.  Gillen,  of  the  Gillen  Furniture  Co., 
Blytheville,  Ark. 


You  Ought  to  Know 

In  case  you  are  contemplating  expanding  the  sphere  of  your  business  to  include 
departments  devoted  to  Pianos,  Player-Pianos,  Musical  Merchandise  or  Sheet  Music, 
that  you'll  find  news  and  comments  about  them  all  in 
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Washington,  D.  C,  January  8. — Talking  Ma- 
chine. Arthur  W.  Rivet,  St.  Louis,  Mo.  Patent 
No.  1,430,459. 

Tliis  invention  has  for  its  object  the  provision 
of  a  metal  throat  and  tone  chamber  attached 
to  a  metallic  modulator  box,  the  modulator  box 
being  provided  internally  with  a  slidable  block 
whereby  communication  through  the  device  may 
be  cut  off  to  a  variable  extent  as  may  be  de- 
sired. An  important  object  is  the  provision  of 
a  metallic  throat  member,  which  is  so  con- 
structed that  it  is  detachably  connected  with 


the  modulator  box  so  that  it  may  or  may  not 
be  used  as  preferred. 

Figure  1  is  a  longitudinal  sectional  view 
through  a  talking  machine  showing  the  device 
applied  thereto.  Fig.  2  is  a  section  at  right 
angles  to  Fig.  1.  Fig.  3  is  a  horizontal  sec- 
tional view  on  the  line  3 — 3  of  Fig.  1.  Fig.  4 
is  a  sectional  view  on  the  line  4 — 4  of  Fig.  1. 

Repeating  Mechanism  for  Phonographs. 
Lewellyn  S.  Woodhull,  Lloyd  M.  Prentice 
and  John  H.  Rice,  Detroit,  Mich.,  said  Wood- 
hull  assignor  to  Prentice  and  Price,  Milwaukee, 
Wis.    Patent  No.  1,430,780. 

This  invention  has  for  its  principal  object 
the  provision  of  means  for  intermittent  opera- 
tion by  the  driving  motor  of  a  phonograph, 
whereby  the  tone  arm  of  the  instrument  may 
be  caused  to  automatically  return  and  repeat 
the  rendering  of  a  record. 

Another  object  is  to  provide  in  such  a  device 
manually  adjustable  means  to  limit  within  pre- 
determined points  the  effective  engagement  of 
the  tone  arm  upon  the  record  -so  as  to  cause 
said  arm  to  traverse  such  selected  portion  of 
the  record  and  repeat  the  rendition  thereof. 

A  further  object  is  to  provide  means  for  con- 
trolling the  return  movement  of  the  tone  arm 
whereby  upon  completion  of  the  rendering  of  a 
record  the  tone  arm  may  be  returned  so  as  to 
clear  the  record  and  position  the  needle  upon 
a  brake  actuating  pad  to  automatically  stop  the 
motor  of  the  instrument. 

Figure  1  is  a  plan  view  of  a  phonograph  cen- 
trally broken  away  to  show  the  relation  of  the 
motor  and  tone  arm  to  the  controlling  mechan- 
ism of  the  present  invention,  the  tone  arm  being 
shown  in  full  lines  in  position  to  initiate  a  re- 
turn movement  and  indicating  by  dashed  lines 
the  arm  at  rest  upon  the  brake  pad  in  the  idle 
position.    Fig.  2  is  a  side  elevation  of  the  parts 


in  the  position  shown  in  Fig.  1.  Fig.  3  is  an 
enlarged  sectional  view  through  the  turn  table 
and  motor  board  showing  the  brake  and  its 
actuating  pad  in  elevation.  Fig.  4  is  an  en- 
larged detail  in  elevation  of  the  vertically  mov- 
able inclined  run-way  and  mechanism  for  im- 
parting movement  thereto.  Fig.  5  is  an  end 
elevation  of  the  parts  shown  in  Fig.  3.    Fig.  6 


is  an  enlarged  plan  of  the  repeating  mechanism, 
as  shown  in  Fig.  1,  with  the  tone  arm  and  motor 
of  the  instrument  omitted. 

Phonograph  Machine.  Gaston  Str.obino,  Pat- 
erson,  N.  J.    Patent  No.  1,430,700. 

This  invention  has  for  its  principal  object 
to  provide  an  arrangement  and  construction  of 
the  system  of  parts  that  terminates  in  a  needle 
or  point  to  bear  on  the  record-forming  surface 
that  will  conduce  to  such  a  transmission  of 
vibrations  that  reproduction  of  sound  in  a  mate- 
rially improved  degree  will  ensue  and  that  will 
further  make  it  possible  for  said  system  of 
parts  to  be  operative,  when  used  in  transmitting 
vibrations  from  such  a  surface,  with  record- 
grooves  whose  undulations  are  either-vertical  or 
lateral.  The  principal  feature  of  the  invention 
consists  in  a  transmitter  characterized  by  an 
attenuated  arm  formed  of  thin  material  and 
having  a  thick  vibratory  head,  and  a  record- 
groove-engaging  needle  or  point  fixedly  con- 
nected to  the  thick  head  of  said  arm,  the  arm 


being  movably  connected  to  a  fixed  part  of  the 
machine.  Therein  are  shown  two  forms  of  a 
machine  embodying  this  feature  of  the  inven- 
tion; the  machine  shown  in  Figs.  1  to  6  em- 
bodies it  with,  and  that  shown  in  Figs.  7  to  9 
embodies  it  without,  certain  other  novel  fea- 
tures which,  when  used  with  the  principal  fea- 
ture of  the  invention,  increase  the  improvement 
which  it  represents  in  the  way  of  better  sound 
reproduction  that  is  capable  in  the  use  of  the 
ordinary  devices,  and  which  have  certain  value 
quite  independent  of  the  principal  feature. 

In  Figures  1  to  6,  showing  the  first  form. 
Fig.  1  is  a  front  elevation,  the  case  appearing 
in  vertical  section  on  line  1 — 1,  Fig.  2.  Fig.  2 
is  a  side  elevation,  the  case  again  appearing  in 
vertical  section.  Fig.  3  is  a  vertical  front-to- 
rear  section  of  the  principal  parts;  Figs.  4  and 
5  are  side  and  end  elevations  of  the  record- 
groove  engaging  end  portion  of  the  transmitter, 
and  Fig.  6  is  a  diagrammatic  view.  In  Figs.  7, 
8  and  9,  showing  the  other  form.  Fig.  7  is  a 
front,  elevation,  the  case  appearing  in  vertical 
section.  Fig.  8  is  an  underneath  plan  of  the 
part  of  the  transmitter  which  includes  the  afore- 
said attenuated  arm  and  its  thick  head  and  the 
means  to  connect  it  to  a  fixed  part  of  the  ma- 
chine, and  Fig.  9  is  a  diagram  illustrating  this 
form. 

Cover  Support.  Anthony  F.  Zega,  Bloomfield, 
N.  J.  Patent  No.  1,434,762. 

This  invention  relates  to  an  improved  cover 
support  adapted  for  holding  open  the  lids  of 
phonographs,  trunks  and  similar  articles,  and 
is  of  the  type  in  which,  when  the  cover  is  raised 
from  its  closed  position  to  its  limit  of  upward 
movement  and  then  released,  it  is  held  open, 
and  from  this  position  is  simply  raised  a  short 
distance  and  then  can  be  lowered  to  its  closed 
position,  this  being  accomplished  entirely  by 
manipulation  of  the  cover  and  requiring  no 
individual  manipulation  of  the  support. 


The  invention  is  illustrated  in  the  accompany- 
ing drawing,  in  which  Figure  1  shows  part  of 
a  phonograph  cabinet  equipped  with  improved 
form  of  cover  support.  Figure  2  is  a  perspec- 
tive view  of  the  supporting  plate,  showing  the 
lower  end  of  the  supporting  rod.    Figure  3  is  a 


similar  view  showing  the  reverse  side  and  illus- 
trating a  slightly  modified  form  of  channel  in 
the  supporting  plate,  and  Figure  4  is  a  partial 
section  taken  on  a  plane  indicated  by  line  4 — 4 
in  Figure  2. 

Phonograph  Record  Cleaner.  Arthur  B.  Kid- 
der and  Homer  Miller,  Canton,  O.,  said  Miller 
assignor  to  Henry  Stolzenbach,  same  place. 
Patent  No.  1,435,645. 

This  invention  relates  to  phonograph  record 
cleaners  and  more  particularly  to  an  attachment 
adapted  to  be  carried  upon  the  tone  arm  of  the 
phonograph  and  provided  with  a  cleaning  pad 
arranged  to  travel  upon  the  record  ahead  of 
the  needle  for  brushing  the  record  as  it  revolves 
and  freeing  the  playing  grooves  therein  of  dust 
or  other  foreign  matter  before  coming  in  con- 
tact with  the  needle. 

Figure  1  is  a  side  elevation  showing  the  at- 
tachment applied  to  a  phonograph;  Fig.  2,  a 


perspective  view  of  the  attachment;  Fig.  3,  a 
section  on  the  line  3 — 3,  Fig.  2;  Fig.  4,  a  section 
on  the  line  4 — 4,  Fig.  2,  and  Fig,  5,  a  section  on 
the  line  5—5,  Fig.  2. 

Phonograph.  Walter  F.  Luhnow,  Oak  Park, 
III.    Patent  No.  1,436,510. 

This  invention  relates  mainly  to  phonographs, 
and  more  particularly  to  the  horn  or  amplifying 
means  therefor.  After  investigation  and  ex- 
periments it  has  been  found  that  in  a  phono- 
graph horn  or  similar  amplifying  chamber  there 
is  in  some  degree  a  pumping  action  tending  to 
urge  the  air  in  the  direction  of  the  sound,  and 
that  provision  for  admitting  air  at  the  small 
end  of  the  horn  or  amplifier  tends  to  equalize 
the  pressure  and  improve  the  sound  efficiency 
of  the  instrument. 

Fig.  1  is  a  plan  of  an  amplifying  horn  of 
U-shape  with  the  reproducing  attachment  se- 
cured to  the  middle  part  thereof.    Fig.  2  is  a 


central  vertical  section  through  the  reproducer 
and  adjacent  part  of  the  amplifying  horn  at 
2 — 2  on  Fig.  1.  Fig.  3  is  a  plan  of  a  reproducer 
having  attached  thereto  a  pair  of  complementary 
amplifying  members,  one  of  which  is  horn- 
shaped  for  emitting  the  sound,  and  the  other 
of  which  is  relatively  small  and  nearly  tubular 
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in  shape  for  equalizing  the  pressure  back  of 
the  diaphragm.  Fig.  4  is  a  plan  of  another 
embodiment  in  which  the  main  amplifying  horn 
is  .provided  with  an  upward  equalizing  arm. 
Fig.  5  is  a  fragmentary  section  at  5 — 5  on  Fig.  4. 

Phonograph.  Edwin  A.  Watson,  Mill  Valley, 
Cal.    Patent  No.  1,436,129. 

The  present  invention  relates  to  improve- 
ments in  sound  reproducing  machines  and  its 
principal  object  is  to  provide  a  machine  of  the 
character  described  that  automatically  begins 
to  operate  when  the  record  is  placed  on  its  seat 
and  that  automatically  stops  when  the  last 
groove  of  the  record  has  been  reached.  A  further 
object  of  the  invention  is  to  provide  a  mechan- 
ism by  which  the  sounder  carrying  the  needle 
automatically  finds  its  right  place  for  records 
of  different  sizes.  Another  object  is  to  provide 
a  sounder  that  will  bring  the  needle  into  oper- 
ative contact  with  the  first  groove  of  the  record 
only  after  the  record  has  made  a  number  of 
turns  and  has  acquired  its  full  speed.  Various 
other  objects  and  advantages  of  the  machine 
will  appear  as  the  description  proceeds. 

Figure  1  represents  a  side  view  of  the  prin- 
cipal working  parts  of  the  sound  reproducing 


machine;  Figure  2,  a  sectional  view  through  the 
same  along  line  2—2  of  Figure  1;  Figure  3,  an 
enlarged  detail  side  elevation  of  a  sleeve  travel- 
ing on  a  revolving  rod;  Figure  4,  a  perspective 
view  of  the  mechanism  shown  in  Figure  3,  and 
Figure  5  an  enlarged  detail  view,  partly  in  sec- 
tion, showing  the  main  shaft  and  the  parts  as- 
sociated with  the  same. 

Continuous  Player  for  Talking  Machines. 
Adrian  Clifford  Balson,  Philadelphia,  Pa.  Pat- 
ent No.  1,436,004. 

This  invention  relates  to  improvements  in  a 
continuous  player  device  for  talking  machines  in 
which  alternating  sound  boxes  and  needles 
operate  in  conjunction,  with  a  supporting  tube 
with  a  number  of  collars  or  sleeves  thereon, 
needles  and  sound  boxes  being  caused  to  engage 
alternately  the  talking  machine  record  by  means 
of  a  counter-balancing  weight,  the  movement 
of  which  is  controlled  by  a  circular  governor 
placed  on  the  center  of  the  record.  The  objects 
of  the  invention  are  first  to  provide  a  needle 
continuously  in  contact  with  the  talking  ma- 
chine record;  second,  to  afford  facilities  for  the 
proper  adjustment  of  the  device  whereby  rec- 
ords of  different  diameters  may  be  played  by  a 
continuous  talking  machine  player;  third  to  pro- 
vide means  whereby  a  trigger  pin  upon  its 
coming  in  contact  with  the  beveled  edge  of  cir- 
cular governor  when  the  record  is  entirely 
played,  will  throw  the  counter-balancing  weight 
over,  thereby  lifting  the  needle  of  one  sound 
bo.K  oft'  the  record  and  placing  the  needle  of  the 
other  sound  box  upon  the  record  at  the  begin- 
ning thereof. 

Figure  1  is  a  front  view  of  the  machine.  Fig. 
2  is  a  view  of  the  machine  as  it  app.ears  looking 
down  upon  it  with  the  tone  arm  broken  off. 
Fig.  3  is  a  side  view  of  the  machine  looking 
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towards  the  center  of  the  record  with  one 
needle  in  play  and  the  trigger  pin  about  to 
throw  the  counter-balancing  weight,  lifting  the 
needle  from  the  record.  Fig.  4  is  a  view  of  the 
circular  governor  looking  directly  down  upon 


it,  which  is  placed  in  the  center  of  the  record 
and  regulates  the  movement  of  the  counter- 
balancing weight.  Fig.  5  is  a  side  view  of  the 
other  sound  box  looking  from  the  center  of  the 
record  outward  with  the  needle  not  in  play. 


Sound  Amplifying  and  Reproducing  Appa- 
ratus. Charles  Blieberger,  New  York.  Patent 
No.  1,436,080. 

This  invention  relates  generally  to  apparatus 
for  amplifying  and  reproducing  sounds  caused 
by  a  vibratory  diaphragm,  as  in  a  phonograph, 
telephone,  and  other  acoustic  devices.  The  ob- 
ject of  the  invention  is  to  produce  an  apparatus 
of  compact  proportions  and  capable  of  repro- 
ducing sounds  with  a  marked  degree  of  ampli- 
fication, clearness  and  naturalness. 

Figure  1  is  a  perspective  view  of  a  sound 
amplifier  containing  the  invention;  Fig.  2  is  an 
inside  view  showing  the  various  sound  com- 
partments; Fig.  3  is  a  vertical  cross-section 
taken  approximately  on  line  3 — 3  of  Fig.  2; 
Fig.  4  is  a  detached  perspective  view  of  the 
sound-receiving  and  sound-distributing  com- 
partments; Fig.  5  shows  the  inside  of  a  modified 
form  of  apparatus  constructed  in  accordance 
with  the  invention;  Fig.  6  is  a  vertical  cross- 
section  taken  approximately  on  line  6 — 6  of 


Fig.  5;  Fig.  7  is  a  sectional  view  taken  approxi- 
mately on  line  7 — 7  of  Fig.  6;  Fig.  8  is  a  per- 
spective view  of  the  outer  box  or  cabinet  shown 
in  Figs.  5,  6  and  7;  Fig.  9  shows  the  inside  of  a 
small  elongated  box  embodying  the  invention; 
Fig.  10  is  a  longitudinal  cross-section  approxi- 
mately on  line  10 — 10  of  Fig.  9;  Fig.  11  is  a 
transverse  cross-section  approximately  on  line 
11 — 11  of  Fig.  9;  and  Fig.  12  is  a  perspective 
view  of  the  pyramidal  compartments  shown  in 
Figs.  9,  10  and  11. 

Repeating  Attachment  for  Disc  Record 
Phonographs.  Stanley  S.  Johns,  Baltimore, 
Md.    Patent  No.  1,438,116. 

This  invention  relates  to  improvements  in 
repeating  attachments  for  disc  records  on  disc 
phonographs.  In  the  use  of  such  instruments  it 
is  often  desirable  to  provide  an  automatic  repe- 
tition arrangement  whereby  the  instrument  may 
be  caused  to  play  continuously,  or  as  long  as 
the  turn-table  continues  to  revolve,  without  the 
necessity  of  moving  the  needle  back  by  hand 
with  the  consequent  interruption  in  the  music. 
Such  devices  are  especially  useful  where  these 


instruments  are  used  to  provide  music  for  danc- 
ing. 

Figure  1  shows  a  plan  view  of  the  parts  in 
the  assembled  relation,  with  the  needle  and  the 
tone  arm  in  the  playing  position,  and  the  stop 
bar  extending  over  the  disc  in  the  operative 
position.  "  Fig.  2  is  an  enlarged  side  elevation  of 
the  reproducer  and  the  parts  carried  thereby, 
including  the  needle  and  its  attachments,  as 
seen  from  the  left  of  Fig.  1,  the  needle  being  in 
the  playing  position  with  regard  to  the  disc. 
Fig.  3  is  a  similar  view  to  Fig.  2,  but  shows 
the  needle  out  of  engagement  with  the  disc,  and 
the  resetting  cam  in  the  position  for  restoring 
the  tone  arm  to  the  initial  position.  Fig.  4  is 
a  plan  view,  partly  in  section  along  the  broken 
line  4 — 4,  of  the  apparatus  shown  in  Fig.  2. 
Fig.  5  shows  a  vertical  section  along  the  line 
5 — 5  of  Fig.  2,  and  looking  in  the  direction  of 
the  arrows,  parts  being  shown  in  elevation. 
Fig.  6  shows  a  section  along  the  line  6 — 6  of 
Fig.  2,  the  resetting  cam  and  diagonal  roller 
being  shown  in  plan,  and  the  parts  being  shown 
on  a  larger  scale  than  in  Fig.  2.  Fig.  7  shows  a 
section  along  the  line  7 — 7  of  Fig.  3,  and  look- 
ing down,  the  parts  being  shown  on  a  larger 
scale  than  in  Fig.  3,  and  the  resetting  cam  being 


shown  in  plan.  Fig.  8  is  a  detail  view,  on  a 
larger  scale,  of  the  pivot  end  of  the  stop  bar. 
Fig.  9  shows  a  section  along  the  broken  line 
9—9  of  Fig.  8,  and  looking  in  the  direction 
of  the  arrows.  Fig.  10  shows  a  modified  form 
of  attachment  for  use  with  the  "operating  cam, 
the  same  showing  a  section  along  the  line  10 — 10 
of  Fig.  11.  Fig.  11  represents  the  device  shown 
in  Fig.  10  as  seen  from  the  left  of  said  figure. 
Fig.  12  is  a  detail  perspective  view  of  the  clamp- 
ing ring  shown  in  Figs.  10  and  11;  and  Fig.  13 
is  an  enlarged  sectional  elevation  of  the  friction 
bearing  for  the  tripping  lever. 

Sound  Amplifier  for  Talking  Machines.  Lena 
Belle  Prout,  Morland,  Kansas.  Patent  No 
1,437,677. 

This  invention  is  an  improvement  in  those 
sound  amplifiers  for  talking  machines  which 
are  used  in  connection  with  sound  recording 
and  reproducing  machines. 

The  object  of  the  invention  is  to  provide 
sound  amplifiers  for  talking  machines  with  an 
improved  construction  of  lining  which  will 
eliminate  all  harsh,  metallic  and  unnatural 
sounds  which  occur  in  existing  types  of  sound 
amplifiers,  of  sound  recording  and  reproducing 
machines. 

Figure  1  is  a  perspective  view  of  a  modern 
form  of  talking  machine,  the  doors  of  the  tone 
chamber  being  open  and  showing  the  improved 


sound  amplifier  located  within  the  tone  cham- 
ber thereof;  Fig.  2  is  a  vertical  section  taken  on 
the  line  2 — 2  of  Fig.  3  looking  in  the  direction 
of  the  arrows.  Fig.  3  is  a  horizontal  section 
taken  on  the  line  3 — 3  of  Fig.  2  looking  in  the 
direction  of  the  arrows.  Fig.  4  is  a  detail  trans- 
verse section  on  a  larger  scale  of  the  improved 
amplifier  having  layers  of  wood  material  ar- 
ranged with  the  grain  thereof  crossed.  Fig.  5  is 
a  detail  longitudinal  section  of  the  lining  show- 
ing a  modification  in  the  construction  of  the  ex- 
tended covering  for  the  solid  layers. 
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VICTOR  TALKING  MACHINE  CO. 

POPULAR  SONGS 

18991  Timbo   Jambo  Billy  Murray 

I  Was  Married  Up  in  the  Air  Billy  Murray 

18990  Will  She  Come  from  the  East?  John  Steel 

Lady  of  the  Eveninc  John  Steel 

DANCE  RECORDS 
1S9SS  When  Hearts  are  Young — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
Journey's  End — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
189S6  Lost  (A  Wonderful  Girl)— Fox-trot, 

The  Great  White  Way  Orch. 
WTiere  the  Bamboo  Babies  Grow — Fox-trot, 

The  Virginians 

1S98S  Until  My  Luck  Comes  Rolling  Along — Fox-trot, 
Paul  \\Tjiteman  and  His  Orch. 
Just  Like  a  Doll — Fox-trot, 

Paul  Whiteman  and  His  Orch. 

18992  Teddy  Bear  Blues— Fox-trot  The  Virginians 

I'm  AH  Alone — Fox-trot. 

The  Great  White  Way  Orch. 

18993  Who  Cares— Fox-trot.  ^  , 

The  Great  White  Way  Orch. 
Time  Will  Tell— Medley  Fox-trot, 

The  Great  White  Way  Orch. 
1S994  I'm  Through— Fox-trot, 

The  Benson  Orchestra  of  Chicago 
Open  Your  Arms,  My  Alabamy — Fox-trot. 

Zez  Confrey  and  His  Orch. 
18993  Jfy  Buddy — Fox-trot. 

International  Novelty  Orch. 
When  Winter  Comes — Fox-trot. 

The  Great  White  Way  Orch. 

18996  Thru'  the  Night- Waltz  The  Serenaders 

Red  Moon— Waltz  The  Serenaders 

VOC.^L  AND  INSTRUMENTAL  RECORDS 

45342  Jlah  Lindv  Lou  Olive  Klme 

Honey  Chile  Elsie  Baker 

18984  The  Son  of  God  Goes  Forth  to  War. 

Trinity  Male  Choir 

O  Paradise  Trinity  Male  Choir 

45341  A  Heap  o'  Livin'  (Recitation)  Edgar  Guest 

The  Boy  and  the  Flag  and  At  the  Door  (Recita- 
tion) Edgar  Guest 

45330  Spring  Song  Alberto  Salvi 

Ballad  of  the  North — Finale  Alberto  Salvi 

18974  Tov    Symphony — Andante    Moderate  (Haydn). 

Victor  Concert  Orch. 
Toy  Symphony — Menuetto  and  Finale  (Haydn). 

Victor  Concert  Orch. 
33719  Faust — Ballet  Music,   Cleooatra  and  the  Golden 

Cup   (Gounod)  Victor  Symphony  Orch. 

Fau<;t — Ballet  Music.  Dance  of   Cleopatra  and 
Her  Slaves  (Gounod)  .  .Victor  Symphony  Orch. 
1S9S7  I'll  Take  You  Home  Again,  Kathleen.    ^  „ 

Michel  Gusikolf 

Mollie  Darling  Michel  Gusikoff 

189S9  My  Old  Hawaiian  Home— Waltz.  . 

Sam  Moore-Horace  Davis 
Isle  of  Sweethearts— Waltz, 

Sam  l^loore-Horace  Davis 
RED  SEAL  RECORDS 
Sophie  Bhaslau,  Contralto 

66113  Some  Day  You  Will  Miss  Me  Grey-Darewski 

Feodor  Chaliapin,  Bass — Tn  Italian 
87335  Mefistofele— Ave,     Signor!      (Hail,  Soverei_gn 

Lord)   Boito 

Flonzaley  Quartet 

74792  Quartet  in  D  Major— Presto. ...  Beethoven 

Jascha  Heifetz,  Violvust 
(Piano  "accompaniment,  Sam  Chotzinoff) 
66123  Hungarian  Dance.  No.  1.  in  G  "Minor.  .  .Brahms 
TlTTA  RUFFO,  Baritone — In  Italian 

87332  Martha— Porter    Song    (Canzone    del  Porter), 

Flotow 

Olga  Sam.\roff,  Pianist 

74794  La  Campanella  (The  Chimes)  Paganini-Liszt 

Tito  Schipa,  Tenor — In  Neapolitan 
66117  Chi    se    nne    scorda    cchiu    (Oh.    How    Can  I 

Forget')   Marvasi-Barthelemy 

Arturo  Tos'canini  and  La  Scala  Orchestra 

74769  Symphony  in  C  Minor,  No.   5— Finale.  Part  I. 

Beethoven 

74770  Symphony  in  C  Minor.  No.  5— Finale.  Part  2. 

Beethoven 
Reinald  Weerenr.\th,  Baritone 

Man  Graff-Ball 

Efrem  Zimealist,  Violinist 
Without    Words    (Chant    sans  paroles), 
Tschaikowsky 

The   following  number  has  been   relisted   in   the  Victor 
Supplement    by   special  request. 
Ernestine  Schumann-Heink,  Contralto 

87333  Cradle  Song  Brahms  10 

COLUMBIA  GRAPHOPHONE  CO. 
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A3747  Deep 


9.?045 

49935 
98044 
A3749 


A6225 

98046 
A3748 

A3750 
A3761 


SYMPHONY  RECORD'; 
Your  Eyes   (Jacobi.l — Soprano  Solo. 

■Margaret  Romaine 
I  Passed  by  Your  Window    (Brahe.)— Soprano 

Solo  Margaret  Romaine 

Romeo  and  Juliet— "Ah!  Leve-toi  soleil"  (fair- 
est   Sun,    Arise).    (Gounod.)— Tenor  Solo. 

Charles  Hackett 

Home,   Sweet  Home    (Bishop) — Soprano  Solo. 

Rosa  Ponselle 

Dreams  of  Long  Ago    (Caruso) — Tenor  Solo. 

Tandy  Mackenzie 
Sweet  and  Low  (Barnhv) — Soprano  Solo  and 
Male  Quartet. .  .Lucv  Gates  and  Male  Quartet 
Chiming    Bells    of    Long    Ago  (Shattuck)— 
Soprano  Solo  and  Male  Quartet. 

Lucy  Gates  and  Male  Quartet 
Golondron   from  Maruxa   (Vivesl — Bass  Solo. 

Jose  Mardones 

Mefistofele  Prologo— Ava  Signor  (Hail.  Lord!) 

(Boito)— Bass  Solo  Jose  Mardones 

Angel's  Serenade  (Braga-Pollitzer) —Violin  Solo. 

Toscha  Seidel 

Drifting    Down  (Hackleman)— 'Male  (5uartet. 

Criterion  Quartet 
Sometime,  Somewhere  (Spooner) — Male  Ouartet. 

Criterion  Ouartet 
The   last   Rose   of   Summer.     Intro.  "Believe 
Me  If  All  Those  Endearing  Young  Charms. 
—  (Moore).  .Handsaw  and  Harp-Guitar  Duet. 

Moore  and  Davis 
Old  Black  Toe  (Foster)  Ha-'dsaw  anrl  TTarn- 

Giiitar  Duet  Moore  and  Davis 

Crinoline  Days.  Intro.  "Will  She  Come  from 
the  East?"  (from  "Irving  Berlin's  Music  Box 
Hevue") — Medley  Fox-trot. .  .The  Columbians 
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A3760 

A3759 

A3764 
A3752 

A3757 

A375S 
A3762 

A3  763 

A3  746 

A3754 
A3753 

A3756 

A3751 
A3753 


Pack  up  Your  Sins  and  go  to  the  Devil.  Intro. 
"Bring  on  the  Pepper,"  (from  "Irving  Ber- 
lin's  Music   Box   Revue")    (Berlin) — Medley 

Fo.x-trot  The  (Columbians 

When  Hearts  Are  Young  (Romberg  &  Good- 
man).    Intro.    "Marianna"   (Gilbert),  (from 
"The   Lady   in   Ermine") — Medley  Fox-trot, 
Paul  Specht  and  His  Orch. 
I  Still  Can  Dream.    Intro.  "In  the  Starlight," 
(from  "The  Yankee   Princess")    (Kalman)  — 
Medley  Fox-trot. . Paul  Specht  and  His  Orch. 
Away    Down    East    In    Maine    (Donaldson) — ■ 

Fox-trot  Paul   Specht  and  His  Orch. 

One  Night  In  June  (Snyder,  Lange  and  Klap- 
holz) — Fox- trot.  .  Paul  Specht  and  His  Orch. 
Ivy  (Johnson  and  Jones) — Fox-trot, 

Yerkes'  S.  S.  Flotilla  Orch. 
Dumbell  (Confrey) — Fox-trot. .  .The  Happy  Six 
Call  Me  Back  Pal  o'  Mine.    Intro.  "He  .Was 
a    Pal    o'    Mine."    (Dixon) — Medley  Waltz, 
Columbia  Dance  Orch. 
Save  the  Last  Waltz  For  Me.    Intro.  "Lover's 
Lane  with  You,"  (from  "Sue  Dear")  (John- 
son and  Austin) — Medley  Waltz. 

Columbia  Dance  Orch. 
Lovin'  Sam  (The  Sheik  of  Alabam').  (Ager), 

Nora  Bayes,  Comedienne '  10 
Daddy's     Goin"     Huntin'     Tonight  (Myers), 
Nora  Bayes,  Comedienne 
Hot  Lips  (Busse,  Lange.  Davis), 

Dolly  Kay.  Comedienne 

Blue  (Handman)  Dolly  Kay,  Comedienne 

You   (iave   Me  Your   Heart   (Snyder). — Tenor 

Solo  Edwin  Dale 

A   Picture   Without   a   Frame    (Von   Tilzer)  — 

Tenor  Solo  Edwin  Dale 

Carolina     Mammy      (James) — Male  Quartet, 

Shannon  Four 

Open  Your  Arms  My  Alabamy  (Meyer) — Male 

Quartet  Shannon  Four 

Evil  Blues  (Bradford). 

Edith   Wilson   and   Johnny   Dunn's  Original 
Jazz    Hounds,    Comedienne    and    Jazz  Band 
Pensacola  Blues  (Home  Again  Croon), 

Edith   Wilson   and   Johnny   Dunn's  Original 
Jazz    Hounds,    Comedienne   and   Jazz  Band 
Sophie,    (from    ".Make   It   Snappy.")  (Silver). 

Eddie  Cantor,  Comedian 
He   Loves  It  (Wendling). 

Eddie  Cantor,  Comedian 
MID-MONTH  LIST 
Carry  Me  Back  To  My  Carolina  Home  (Silver) 
— Fox-trot.  ..  .Frank  Westphal  and  His  Orch. 
Those  Star  Spangled  Nights  in  Dixieland  (Can- 
tor, Ruby  and  Wendling) — Fox-trot. 

Frank  W'estphal  and  His  Orch. 
Vamp  Me  (Gay) — Fox-trot. . Paul  Biese's  Orch. 
To-morrow    (Will    Be    I'.righter   Than  Today) 
(Owens  and  Halstead) — Fox-trot. 

Paul  Biese's  Orch. 
Blue  (Handman) — Fox-trot. Eddie  Elkins'  Orch. 
Who  Cares?  (Ager) — Fox-trot. 

Eddie  Elkins'  Orch. 
Georgia    Cabin    Door    (Young    and  Squires), 
Van  and  Schenck.  Comedians 
Kentucky  Echoes  (Gilbert  and  Reilly). 

Van  and  Schenck,  Comedians 
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AEOLIAN  CO. 


VOCALION  RECORDS 
OPER.\TIC  SELECTIONS 
32044  O  Paradiso  (From  "L'  Africana")  (Meyerbeer) 
— Tenor — Aeolian  Orch.  Accomp, 

Giulio  Crimi 
INSTRUMENTAL  SELECTIONS 
33012  William  Tell   Overture— Part  3  (Rossini). 

Aeolian  Symphony  Orch. 
Conducted  by  Gennaro  Papi, 
Aletropolitan  Opera  House  Conductor 
William  Tell  Overture,  Part  4  (Rossini), 

Aeolian  Symphony  Orch. 
Conducted  by  Gennaro  Papi, 
Jletropolitan  Opera  House  Conductor 

14481  Under  the  Double  Eagle    (Wagner)— March. 

Lieut.  Francis  W.  Sutherland 
and  His  Seventh  Regiment  Band 
Second  Regiment  Connecticut  March  (Reeves), 
Lieut.  Francis  W.  Sutherland 
and  His  Seventh  Regiment  Band 
STANDARD  SELECTIONS 
30165  Night    (Russian   Folk   Song) — Soprano — Aeolian 

Orch.  Accomp  Rosa  Raisa  10 

30164  Tally    Ho!     (Levin) — Baritone — .\eolian  Orch. 

Accomp  John  Charles  Thomas  10 

30163  Your     Voice      (Macdermid) — Soprano — Aeolian 

Orch.  Accomp  Evelyn  Scotney 

24034  Heaven  at  the  End  of  the  Road   (Osgood) — 

Tenor-^Orch.  Accomp  Colin  O'More 

Because    of    You     (Solman) — Tenor  —  Orch. 
Accomp  Colin  O'More 

14482  Ole  Uncle  Moon  (Scott) — Unaccomp., 

Criterion  Male  Quartet 
Mammy's  Lullaby  (Spross) — Unaccomp.. 

Criterion  Male  Quartet 

14483  Davy     Jones'      Locker      (Petrie) — Bass— Orch. 

Accomp  Wilfred  Glenn 

Ashtore   (Trotere) — Tenor — Orch.  Accomp., 

Charles  Harrison 
JEWISH  SELECTIONS 
144S3  Shuster  Halt  Sich  Bei  Bein  Dratve  (Chernia^ 
slcv) — -Tenor — Orch.  Accomp. ..  .\aron  Lebedeff 
Yiddishe    Chestushkes    (Cherniafsky)— Tenor— 

Orch.  Accomp  Aaron  Lebedeff 

POPULAR  SONGS 
14479  In   a    Corner   of   the   World    (All    Our  Own) 
(Keyes-Crawford) — Tenor— Orch.  Accomp., 
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Irving  Kaufman 
Mother's     Love      (Loescher-Schmidt) — Tenor — 
Orch.  Accomp  Billy  Jones 

14486  Come  on  Home   (Akst-Meyer) — Baritone  Orch. 

.\ccomp  Ernest  Hare 

Wlio   Did  You   Fool.   After  -^11?   (Johnny  S. 
Black) — Tenor — Orch.  Accomp. ..  Charles  Hart 

14487  .\wav  Down  East  in  Maine  (Walter  Donaldson) 

— Tenor — Orch.  Accomp   Jack  Shea 

Down  bv  the  Old  Apole  Tree  (Wilson-Brennan) 

 Baritone  Duet — Orch.  Accomp. ..  Scott-Lewis 

DANCE  SELECTIONS 

14472  Fuzzv  Wuzzv  Bird  (Harold  Weeks)— Fox-trot, 

Selvin's  Orch. 

Open  Your  .\rms  My  Alabamy  (Lewis-Young- 
Mever)— Fox-trot   ,■  •  v  •  ^'^'X',"'^  9"? 

14473  One  Night  in  Tune  (Snyder-Lange-Klanholz;— 

Fox-trot   Gene  Fosdick  s  Hoosiers 
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Lost    (A   Wonderful    Girl)    (James   Hanley) — 
— Fox-trot   Gene  Fosdick's  Hoosiers 

14474  When  Hearts  Are  Young  (From  "The  Lady  in 

Ermine") — (Romberg-CJoodman) — Fox-trot, 

The  Bar  Harbor  Society  Orch. 
Journey's  End   (Intro.:  "Tie  Up,"  From  "Up 
She  Goes")  CTiemey-McCarthy) — Fox-trot, 

The  Bar  Harbor  Society  Orch. 

14476  Runnin'  Wild  (Grey-Gibbs) — Fox-trot, 

The  Southland  Six 
Ivy    (Cling  to   Me)    (Jones- Johnson-Rogers)-^ 
Fox-trot   'The  Southland  Six 

14477  I'm    Through     (Shedding    Tears    Over  You) 

(Norman-Weber) — Fox-trot, 

Selvin's  Boardwalk  Orch. 
Who  Cares?  (Ager-Yellen) — Fox-trot, 

Selvin's  Boardwalk  Orch. 
14466  La  tristeza  de  Pierrot  (The  Sorrow  of  Pierrot) 
(Beisariode  Tesus  Garcia) — Fox-trot. 

Max  Dolin's  Orch. 
Pensando  en  ti  (Someone  Is  Thinking  of  You) 
(Hegbom-Milburn)  — Vals  (Waltz). 

Max  Dolin's  Orch. 

14475  Without  You  (Moret-Black-Hickman) — Fox-trot, 

The  Broadway  Syncopat^rs 
Burning  Sands  (D.  Onivas) — Fox-trot. 

The  Broadway  Svncopaters 
1447S  Dumbell  (Zez  Confrey)— Fox-trot. 

Emil  Coleman  and  His  Montmartre  Orch. 
Lady   of   the   Evening    (Irving   Berlin)  (From 
"The  Music  Box  Revue") — Fox-trot, 

Emil  Coleman  and  His  ^Montmartre  Orch. 
14480  Selection    From    Aida    (Arranged    by  Adrian 
Schubert) — .\eolian   Symphony  Dance. 

Yerkes'  Metropolitan  Dance  Players 
Selections  From   Faust    (Arranged  by ,  Adrian 
Schubert) — Aeolian  Symphony  Dance, 

Yerkes'  Metropolitan  Dance  Players 


BRUNSWICK  RECORDS 
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2354 


Samson  et  Dalila — Mon  coeur  s'ouvrc  a  ta 
voix  (My  Heart  at  Thy  Sweet  Voice)  (Act 
II)  (Saint  Saens) — Contralto,  in  French. 

Sigrid  Onegin 

Carmen — Chanson  Boheme  (Les  tringles  de 
sistres)  (Gypsy  Song)  (Act  II)  (Bizet)-;— 
Contralto,  in  French  Sigrid  Onegin 

Agnus  Dei  (Lamb  of  God)  (Bizet) — Tenor  Solo 
in  Latin — Organ  by  Frank  La  Forge.  Violin 
Obbligato  by  Fredric  Fradkin .Mario  Chamlec 

Ave  Maria  (Kahn) — Tenor  Solo  in  Latin — Piano 
by  Frank  La  Forge,  Violin  Obbligato  bv  Fred- 
ric Fradkin   Mario  Chamlee 

(a)  Spinning  Song  (Mendelssohn) ;  (b)  Mo- 
ment Musical  (Schubert) — Pianoforte  Solo. 

EUy  Ney 

Ecossaises  (Scottish  Dances)  (Beethoven- 
d' Albert) — Pianoforte  Solo   Elly  Ney 

Voi  ed  lo  (You  and  I)  (De  Curtis) — Baritone, 
in  Italian — Violin  Obbligato  by  Fredric  Frad- 
kin  Giuseppe  Danise 

Luntanaza  (Murolo-De  Curtis) — Baritone,  in 
Italian   (iiuseppe  Danise 

Kol  Nidrei  (Bruch) — ^Violin  Solo — Pianoforte  by 
Paul  Frenkel  Bronislaw  Huberman 

Mazourka  (Zarazycke) — Violin  Solo — Pianoforte 
by  Paul  Frenkel   Bronislaw  Huberman 

To  a  Wild  Rose  (MacDowell)— Celesta  Solo, 

Paul  Frenkel 

To  a  Water-Lily  (MacDowell)— Celesta  Solo. 

Paul  Frenkel 

Mississippi    Choo    Choo    (Frost-Rose) — Singing 

Comedienne   Marion  Harris 

Who  Clares?  (Yellen-Ager) — Singing  Comedienne, 

Marion  Harris 

Rocky  Mountain  Moon  (Egan- Whiting-Marshall) 
■Tenor  and  Baritone. 

Charles  Hart-Elliott  Shaw 

Down  by  the  Old  Apple  Tree  (Wilson-Brennan) 
— Tenor  and  Baritone. Billy  Jones-Ernest  Hare 

Heaven  at  the  End  of  the  Road  (Johnstone- 
Osgood) — Tenor  Solo   Theo  Karle 

Little  Bit  of  Heaven  (Brennan-Ball) — Tenor 
Solo   Theo  Karle 

I  Dreamt  I  Dwelt  in  Jlarble  Halls  (From  "Bo- 
hemian Girl")   (Balfe)-^Soprano  Solo. 

Irene  Williams 

Moon  Song  (From  "The  Mikado")  (Gilbert- 
Sullivan) — Soprano  Solo   Irene  Williams 

Lost    (A    Wonderful    Girl)  (Davis-Hanley)— 

Baritone  Solo   Ernest  Hare 

Nellie  Kellv.  I  Love  You  (From  "Little  Nellie 
Kellv")  (George  M.  Cohan) — Tenor  Solo, 
■  William  Reese-\\Tiite  Wav  Jlale  Quartet 
To-morrow     (Turk-Robinson) — Singing  Come- 
dienne  Margaret  Young 

Jimbo  Jambo  (Vincent-Frisch-Heuston)— Singing 

Comedienne   Margaret  Young 

The  Lonely  Nest  (Intro.:  "Then  Comes  the 
Dawning."  From  "Orange  Blossoms")  (De 
Svlva-Victor  Herbert) — Fox-trot  —  Orchestral 
Arrangement  by  Walter  Haenschen, 

Carl  Fenton's  Orch. 
Babvlon  (Williams-Moret) — Fox-trot, 

Arnold  Johnson  and  His  Orch. 
Greenwich  Witch  (Zez  Confrey)— Fox-trot. 

Isham  Jones'  Orch. 
Ivy  (Rogers-Tohnson-Jones) — -Fox-trot, 

Isham  Jones  Orch. 
You  Gave  Me  Your  Heart  (Wheeler-Smith-Sny- 
der) Fox-trot   Isham  Jones'  Orch. 

The  Sneak  (Brown) — Fox-trot.  .  ^  , 

Isham  Jones  Orch. 
Burning  Sands  (Meskill-Onivas)— Fox-trot. 

Isham  Jones  Orch. 
Aunt  Hagar's  Children  Blues  (Brymm-Handy) 

 Fox-trot   Isham  Tones  Orch. 

I  Still  Can  Dream  (Intro.:  "Mv  Baiadere"  and 
"In  the  Starlight."  From  "The  Yankee  Prin- 
cess")  (De  Salva-Kalman)— Fox-trot.  _ 

Joseph  C.  Smith  and  His  Orch. 
Wlien  Hearts  Are  Young  (Intro. :_  "Dear  Land 
o'    Jline."    From    "The    Lady   in   Ermine  ) 
(Romberg-Goodm.an-Wood)— Fox-trot 

Joseph  C.  Smith  and  His  Orch.  10 
Swanee  Smiles  (Hager-Ring)— Fox-trot. 

Oriole  Terrace  Orch.  10 
Where  the  Bamboo  Babies  Grow  (Brown-Don- 

aldson)— Fox-trot  ...Bennie  Krueger  s  Orch.  10 
Dumbell   (Zez  Confrey)— Fox  trot.  ,  ,  ,„ 

Bennie  Krueger  s  Orch.  10 
The    Thief    (Fisher)— Fox-trot.  .    r^    i.  in 

Bennie  Krueger  s  Orch.  10 


12 


12 


10 


10 


10 
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A  WONDERFUL  yONC~  DON'T  WONDER  ABOUT  IT---  GET  IT 
mlf||L|^|^  PPI  ^  SKIDMOREMUyiCCO.Inc. 


I      won-der where  my    old  gal  is   to  night. 


Ohl  dear-io       mo . 


Selling  AMs^WIRO,  BERNSTEIN  &COJnc.  Cor.BiTia(lway&47th5T.  NewYork 


ADVANCE  RECORD  BULLETINS  FOR  FEBRUARY— (Continued  from  page  154) 


2360  Come  on  Home  (Young-Lewis-Akst-Meyer)  — 
Vocal  Trio— Vocal  Arrangement  by  Arthur 
Johnson, 

Brox  Sisters  With  Bennie  Krueger's  Orch. 
Bring  on  the  Pepper,  From  "Music  Box  Revue 
of    1922-23"    (Irving    Berlin)— Vocal  Trio- 
Vocal  Arrangement  by  Arthur  Johnson, 

Brox  Sisters  With  Bennie  Krueger's  Orch. 
2356  Rose  of   the   Rio   Grande    (Warren-Gorman) — • 

Fox-trot   Oriole  Terrace  Orch. 

All  Muddled  Up  (Weinrich) — Fox-trot, 

Oriole  Terrace  Orch. 
2355  China  Boy  (Winfree-Boutelje) — Fox-trot, 

Arnold  Johnson  and  His  Orch. 
One    Night   in   June    (Smith- Wheeler-Klapholz- 
Lange-Snyder) — Fox-trot, 

Arnold  Johnson  and  His  Orch. 
2353  Lady  of  the  Evening  (From  "Music  Box  Revue 
of     1922-23")      (Irving     Berlin)— Fox-trot— 
Orch.   Arrangement  by   Walter  Haenschen, 
Carl  Fenton's  Orch. 
Pack  Up  Your  Sins  and  Go  to  the  Devil  (From 
"Music  Box  Revue  of  1922-23")  (Irving  Ber- 
lin)— Fox-trot — Orch.  Arrangement  by  Walter. 

Haenschen   Carl  Fenton's  Orch. 

2343  The  Fuzzy-Wuzzy  Bird  (Weeks)— Fox-trot, 

Isham  Jones'  Orch. 
Broken-Hearted  Melody  (Jones) — Waltz, 

Isham  Jones'  Orch. 


10 

10 
10 
10 
10 

10 
10 

10 

10 
10 


EDISON  BLUE  AMBEROL  RECORDS 


4666  Call  Me  Back,  Pal  o'  Mine, 

Elizabeth  Spencer-Charles  Hart 

4667  Concert  Fantasie— Piano  Solo   Huston  Ray 

4668  A  Country  Fiddler  at  the  Telephone, 

Charles  Ross  Taggart 

4669  Eleanor — Fox-trot   Imperial  Marimba  Band 

4670  The  Song  of  Songs  Leo'a  Lu'cey 

4671  Chung  Lo   (A  Chinese  Monkeydoodle) — Banjo 

Solo   Joe  Roberts 

4672  Look  Down,  Dear  Eyes  Lewis  James 

4673  Hesitation  Waltz  (Valse  Boston), 

Ernest  L.  Stevens'  Trio 

4674  Nailed  to  the  Cross.  .Mr.  and  Mrs.  George  E.  Nhare 

4675  Only  to  See  Her  Face  Again, 

Venetian  Instrumental  Quartet 
BLUE  AMBEROL  HITS  FOR  FEBRUARY,  1923 

4691  Bee's  Knees — Fox-trot   Atlantic  Dance  Orchestra 

4692  The  Cat  and  the  Canary — Fox-trot, 

Kaplan's  Melodists 

4693  Delaware   Elizabeth  Spencer-Charles  Hart 

4694  Cock-A-Doodle-Doo— Fox-trot, 

Harry  Raderman's  Orch. 

4695  You  Gave  Me  Your  Heart   (So  I  Give  You 

Mine) — Fox-trot   Broadway  Dance  Orch. 

EDISON  DISC  RE=CREATIONS 


51086—. 

51052 
51051 

51023 

51096 

51099 

51100 

51102 

51105 

51104 

51097 

B0757 
«07S8 


SPECIALS 

Artist's  Reverie — Hesitation  Waltz — Piano  Solo, 

Ernest  L.  Stevens 
Valse — Intermezzo   From   "The   Love   Cure" — 

Piano  Solo   Ernest  L.  Stevens 

Somewhere  in  Dixie — Banjo  Solo. .  Shirley  Spaulding 
A  Footlight  Favorite — Banjo  Solo. .Shirley  Spaulding 
While  the  Years  Roll  By, 

Elizabeth  Spencer-Lewis  Tames 

Pal  of  All  Pals   Joseph  Phillips 

Sweet  Southern  Dream  (Walter  Scanlan)  With 

Elizabeth  Spencer  in  the  Refrain  "Fancies" 

Lewis  James 
Lucia  Sextet — Transcription — Piano  Solo, 

Ferdinand  Himmelreich 
Variations  on  "Swanee  River" — Piano  Solo, 

Ferdinand  Himmelreich 
Why  Am  I  Always  Alone?  (Vernon  Dalhart) 
(Intro.:  Helen  Clark  in  the  Refrain,  "Will 
She  Come  From  the  East?)  (East-North-West 
or  South),"  (From  "Music  Box  Revue, 
1922-23")  ...J.  Harold  Murray  and  Mixed  Chorus 
FLASHES 

Lady  of  the  Evening  (From  "Music  Box  Revue, 

1922-23") — Fox-trot   Broadway  Dance  Orch. 

Crinoline    Days    (From    "Music    Box  Revue, 

1922-23") — Fox-trot   Broadway  Dance  Orch. 

Fate  (It  Was  Fate  When  I  First  Met  You)— 

Fox-trot   Atlantic  Dance  Orch. 

Mah  Jongg  Blues— Fox-trot  ..Atlantic  Dance  Orch. 
"Calanthe"  Waltzes — Piano  Solo.. Ernest  L.  Stevens 
Far  From  Thee — Waltzes — Piano  Solo, 

Ernest  L.  Stevens 

Dumbell — Fox-trot   Broadway  Dance  Orch. 

Baby  Blue  Eyes — Fox-trot   Stevens'  Trio 

GENERAL  LIST 
Love's  Paradise  (I  Never  Knew), 

Elizabeth  Spencer-Charles  Hart 

In  Rose  Time  Elizabeth  Spencer-Charles  Hart 

These  Are  They— The  Holy  City  Anna  Case 

Rejoice  Greatly — Messiah   Anna  Case 

Verranno   a   te   sull'   aure — Lucia   di  Lammer- 

moor   Anna  Case-Ralph  Errolle 

E  il  sol  deir  anima — Rigoletto, 


Anna  Case-Ralph  Errolle 
5109S  I     Still     Can     Dream     (trom     "The  Yankee 

Princess") — Fox-trot   Broadway  Dance  Orch. 

Ma  Bajadere  (From  "The  Yankee  Princess")  — 

Fox-trot   Broadway   Dance  Orch. 

51101  The  Old  Homestead  ....Walter  Scanlan  and  Chorus 
Star  of  Faith   Walter  Scanlan-Helen  Clark 

51107  Annie  Laurie — Transcription — Piano  Solo, 

Ferdinand  Himmelreich 
Love's  Old,   Sweet   Song — Transcription — Piano 
Solo   Ferdinand  Himmelreich 

51108  One  Night  in  June — Fox-trot, 

Broadway   Dance  Orch. 
■  When  Hearts  are  Young  (From  "The  Lady  in 

Ermine") — Fox-trot   Broadway  Dance  Orch. 

51109  Just  Before  the  Battle,  Mother, 

Jim  Doherty  and  Chorus 
When  I  Dream  of  That  Mother  of  Mine, 

Walter  Van  Brunt  and  Chorus 

51110  Faded   Love   Letters   (of  Mine)    (Intro.:  "The 

Homestead  Trio")   J.  Harold  Murray 

I'll  Take  You  Home  Again,  Pal  o'  Mine  (Intro.: 
"Helen  Clark")   Walter  Scanlan 


OKEH  RECORDS 


4710  Childhood   Days    (Henry  Creamer-Dave  Frank- 

lin)— Fox-trot   Blue  Ribbon  Trio  10 

Who  Loves  You  Most,  After  All?  (Henry  R. 
Cohen)— Fox-trot   Blue  Ribbon  Trio  10 

4711  I  Certainly  Must  Be  in  Love  (William  Tracey- 

Dan  Dougherty) — Contralto  With  Orch., 

Elsie  Clark  10 
For  Crying  Out  Loud  (Ben  Ryan-Mort  Dixon- 
Violinsky) — Contralto   With  Orch., 

Elsie  Clark  10 

4712  Zenda    (From    the    Photo    Play,    "Prisoner  of 

Zenda"-)    (Louis    Breau-Ernst   Luz) — Soprano 
— Accomp.  by  Piano  and  Chimes.  ...  Eva  Clark  10 
Zenda    (From    the    Photo    Play,    "Prisoner  of 
Zenda")   (Louis  Breau-Ernst  Luz) — Fox-trot, 

Rega  Dance  Orch.  10 

4713  Vamp  Me  (And  I'll  Vamp  You)  (Byron  Gay)— 

Fox-trot   Rega  Dance  Orch.  10 

Carolina  in  the  Morning  (From  the  Winter  Gar- 
den "Passing  Show  of  1922")   (Walter  Don- 
aldson)— Fox-trot  ....Natzy's  Biltmore  Orch.  10 
(Jack  Green,  Director) 

4714  Cock-A-Doodle-Doo  (Cliff  Friend-Con  Conrad) — 

Fox-trot   Rega   Dance   Orch.  10 

When  Those'  Finale  Hoppers  Start  Hopping 
Around  (Harry  White-Willie  -  White) — Fox- 
trot  Okeh  Syncopators  10 

(Harry  Reser,  Director) 

4715  I'll  Build  a  Stairway  to  Paradise  (From  George 

White's  "Scandals  of  1922")  -  (George  Gersh- 
win)— Fox-trot   Markels'  Orch.  10 

Two  Little  Ruby  Rings  (From  the  Musical  Com- 
edy, "Daffy  Dill")  (Herbert  Stothart)— Fox- 
trot  Markels'  Orch.  10 

4716  My  Buddy  (Walter  Donaldson)— Waltz, 

Markels'  Orch.  10 
Mellow  Moon  (Wendell  W.  Hall)— Fox-trot, 

Rega  Dance  Orch.  10 

4717  To-morrow  Morning  (M.  Parish-E.  Yoting-H.  D. 

Squires)— Fox-trot   Rega  Dance  Orch.  10 

Pharaoh  Land  (H.  D.  Squires-B.  Haring) — Fox- 
trot  The  Original  Six  10 

(Geo.  Kelly,  Director) 

4718  Suez    (Ferdie   Grofe-Peter   De   Rose)— Oriental 

Fox-trot   ....Markels'   Orch.  10 

Gee!  But  I  Hate  to  Go  Home  Alone  (James  F. 

Hanley) — Fox-trot  Natzy's  Biltmore   Orch.  10 

(Jack  Green,  Director) 

4719  A  Kiss  in  ,the  Dark  (From  the  Musical  Play, 

"Orange  Blossoms")  (Victor  Herbert) — Waltz, 

Markels'  Orch.  10 
Thru  the  Night  (Frederic  Knight  Logan) — Waltz, 

Markels'  Orch.  10 

4720  Lovely     Lucerne     (Felix     Godin) — Saxophone- 

Accordion  Duet    Gaylord-Gaylord  10 

Love  Sends  a  Little  Gift  of  Roses  (John  Open- 
shaw) — Saxophone-Accordion  Duet, 

Gaylord-Gaylord  10 

4721  Aloha  Oe   (Farewell  to  Thee)    (Queen  Liliuo- 

kalani) — Tenor  Solo,  Accomp.  by  Kalani  Peter- 
son's Trio  Prince  Lei  Lani  10 

Hawaii  Ponoi  (Hawaiian  National  Anthem) — 
Tenor  Solo,  Accomp.  bv  Kalani  Peterson's 
Trio   Prince  Lei  Lani  10 

4722  Arkansaw    Traveler    Reel    (Intro.:  "Arkansaw 

Traveler,"  "Fischer's  Hornpipe,"  "Chicken 
Reel,"    "Mississippi    Sawyer    Reel") — Violin 

Solo   Joseph   Samuels  10 

Miss  McCIoud's  Medley  Reel  (Intro.:  "Miss  Mc- 
Cloud's  Reel,"  "Kelton  Reel,"  "Devil's 
Dream,"  "Fairy  Dance,'  '"Ireland's  Reel") — 
Violin   Solo   Joseph  Samuels  10 

4723  My  Old  Hawaiian  Home  (Ray  Sherwood-F.  W. 

Vandersloot) — Mixed  Trio,  Accomp.  by  Spe- 

■      cialOrch.   ;.  .Crescent  Mixed  Trio  10 

Dream  Kiss  (Alfred  J.  Rienzo)— Standard  Ha- 
waiian Instrumental — Imitation  Hawaiian 
Guitar  by  'Virginia  Burt, 

Frank  Ferera-Anthony  Franchini  10 


4724  In  the  Gloaming  (Orred-Harrison) — Male  Quar- 

tet  Shannon  Four 

Juanita  (Norton) — Male  Quartet. Shannon  Four 

4725  He   Loves   It    (Grant   Clarke-Edgar  Leslie-Pete 

Wendling)— Contralto  With  Orch. Elsie  Clark 
Kiss  Mama,  Kiss  Papa  (Al.  Herman-Geo.  Fair- 
man) — Contralto  With  Orch  Elsie  Cilark 

Hello!  Hello!  Hello!  (Young-Lewis-Harry  .\kst) 
— Tenor-Baritone  Duet  With  Orch., 

Billy  Jones-Ernest  Hare 
Toot,   Toot,   Tootsie   (Goo'   Bye)    (G.  Kahn-E. 
Erdman-D.  Russo) — Tenor-Baritone  Duet  With 

Orch  Billy  Jones-Ernest  Hare 

United  Order  of  Possum  Catchers  Lodge  (Mil- 

ler-Lyles) — Dialogue   Miller-Lyles 

Can't  Do  It   (Miller-Lyles) — Dialogue, 

Miller-Lyles 

You  Gave  Me  Your  Heart  (H.  B.  Smith-F. 
VVheeler-T.  Snyder) — Tenor  With  Orch., 

Lewis  James 

1  11  Be  in  My  Dixie  Home  Again  To-morrow 
(Roy   Turk-J.   Russell  Robinson) — ilale  Trio 

With  Orch  Crescent  Trio 

Where  the  Bamboo  Babies  Grow  (From  George 
White's  "Scandals  of  1922")  (Walter  Donald- 
son)— Fox-trot.  Rega  Dance  Orch. 

Choo-Choo  Blues  (Elmer  Barr) — Fox-trot, 

Okeh  Syncopaters 
(Harry  Reser,  Director) 
Mary,  Dear  (Some  Day  We  Will  Meet  Again) 
(Harry  De  Costa-M.  K.  Jerome) — Tenor  With 

Orch.  Lewis  James 

You  Remind  Me  of  My  Mother  (From  the  Mu- 
sical Comedy,  "Little  Nellie  Kelly")  (George 
M,   Cohan) — Tenor  Solo,   Piano  Accomp.  by 

Justin  Ring  Charles  Hart 

Jokes  (Ring-Hager) — Okeh  Laughing  Dance  Rec- 
ord— Laughing  Fox-trot. ..  .Rega  Dance  Orch. 
Jokes  (Ring-Hager) — Okeh  Laughing  Dance  Rec- 
ord— Laughing  Fox-trot. ..  .Rega  Dance  Orch. 
Lovin'  Sara  (The  Sheik  of  Alabam')  (Milton 
Ager) — Fox-trot  .  .i^k.Guyon's  Paradise  Orch. 

(Jules  R.  Herbuveaux,  Director) 
Silver  Swanee  (Eddie  Cantor-Jean  Schwartz) — 

Fox-trot   Guyon's  Paradise  Orch. 

(Jules  R.  Herbuveaux,  Director) 
Bee's  Knees  (Ted  Lewis-Ray  Lopez) — Fo.x-trot, 

Rega  Dance  Orch. 
All  Muddled  Up  (Percy  Wenrich) — Fox-trot, 

Okeh  Syncopators 
(Harry  Reser,  Director) 
My    Bajadere    (From    the    Operetta,  "Yankee 
Princess")    (E.  Kalman) — Orchestra, 

Marek  Weber  and  His  Orch. 
(Recorded  in  Europe) 
Massary-Trot  (J.  Gilbert) — Orchestra, 

Marek  Weber  and  His  Orch. 
(Recorded  in  Europe) 
Batik,  Valse  Boston  (L.  Ramms) — Orchestra, 

Dajos  Bela  and  His  Orch. 
(Recorded  in  Europe) 
Papillon,   Valse  Boston   (Butterfly) — Orchestra, 
Dajos  Bela  and  His  Orch. 
(Recorded  in  Europe) 
5011  Slavonic    Dance    No.    8    (Dvorak) — Symphony 

Orch  Eduard  Morike  and  the  Orch.  of  the 

German  Opera  House,  Berlin 
(Recorded  in  Europe) 
Slavonic    Dance    No.    6    (Dvorak) — Symphony 

Orch  Eduard  Morike  and  the  Orch.  of  the 

German   Opera  House,  Berlin 
(Recorded  in  Europe) 
Tales  of  Hoffmann — Barcarolle   (Barcarolle  aus 
Hoffmann's    Erzahlungen)     (J.    Offenbach) — 
Sung  in   German — Orch.  Accomp., 

Emmy  Heckmann-Bettendorf,  Soprano 
Margarethe  Jaeger- Weigert,  Mezzo-Soprano 
(Recorded  in  Europe) 
Tales  of  Hoffmann — Antonia's   Romance  ("Sie 
entfloh    die    taube,-"    aus    Hoffmann's  Erzah- 
lungen)   (J.   Offenbach) — Sung   in   German — 
Orch.  Accomp., 

Emmy  Heckmann-Bettendorf,  Soprano 
(Recorded  in  Europe) 
Waltz  in  A  Flat  (Chopin) — Piano  Solo, 

Eugene  D'.\lbert 
(Recorded  in  Europe) 
I    Pagliacci — Vesti   La   Giubba    (On   With  the 
Play)       (Leoncavallo) — Tenor   With   Orch. — 

Sung  in  Italian   Nino  Piccaluga 

Tosca — E.  Lucevan  Le  Stelle  (The  Stars  Were 
Shining)  (Puccini) — Tenor  With  Orch. — Sung 

in  Italian   Nino  Piccaluga 

Forza  Del  Destino — La  Vergine  Degli  Angeli 
(May  Angels  Guard  Thee)  (Verdi) — Sung  in 
Italian, 

Giannina  Russ,  Soprano, 
With  La  Scala  Opera  Chorus.  Milan 


4726 


4727 


4728 


4729 


4730 


4731 


4732 


4733 


3034 


3035 


5012 


53104 
53201 
63001 
72602 


10 
10 


10 
10 


10 


10 
10 


10 


10 


10 


10 
10 


10 


10 
10 


10 
10 


10 


10 
10 


12 


12 


12 


12 


12 


12 


12 


10 


mi 


GENNETT  LATERAL  RECORDS 


Steel  Guitar  Solo  Bessie  Keaunui 

With  Bell's  Famous  Hawaiians 


4999  The  Rosary- 

(Continued  on  page  156) 
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S5000 


SOOl 


5002 


5003 


5004 


5003 


5006 


5007 


500S 


5009 


5010 


5011 


2320 
4916 


4917 


Honolulu  Alarch — Steel  Guitars, 

Bessie  Keaunui,  Accomp.  by  H.  Lishman 
With   Bell's  Famous  Hawaiians 
Barcelona  (Wheeler) — Fox-trot, 

Nathan  Glantz  y  su  orquesta 
Fox-trot  De  Las  Campanas  (Pastalle), 

Nathan  Glantz  y  su  orquesta 
Tomorrow  Morning   (Voung-Squires) — Fox-trot, 

Bailey's  Lucky  Seven 
Gee!  But  I  Hate  to  Go  Home  Alone  (Hanley)  — 

Fox-trot   Bailey's  Lucky  Seven 

Lady  of  the  Evening  (Berlin) — Fox-trot, 

Glantz's  Metropolitan  Players 
Carolina  Home    (Davis-Silver) — Fox-trot, 

Bailey's  Lucky  Seven 
Irish  Polka — Bagpipes  and  Violin, 

Tom  Ennis-John  Carridy 
Piano  Accomp.,  Paddy  Muldoon 
Medley  of  Irish  Reels — Bagpipes  and  Violin, 

Tom  Ennis-John  Carridy 
Piano  Accomp.,  Paddy  Muldoon 
Bee's  Knees  (Lopez-Lewis) — Fox-trot, 

Bailey's  Lucky  Seven 
Where  the  Bamboo  Babies  Grow  (Walter-Don- 
aldson)— Fox-trot   Bailey's  Lucky  Seven 

Lost  (A  Wonderful  Girl)  (Davis-Hanley) — Fox- 
trot  Bailey's  Lucky  Seven 

I  Gave  You  Up  Just  Before  You  Threw  Me 
Down)    (Kalmar-Ruby-Ahlert) — Fox-trot, 

Glantz's  Metropolitan  Players 
Barcelona  (Wheeler) — Fox-trot, 

Nathan  Glantz  and  His  Orch. 
Fox-trot  of  the  Bells  (Pastalle), 

Nathan  (jlantz  and  His  Orch. 
Don't  Bring  Me  Posies  (It's  Shoesies  That  I 
Need)  (McCabe-Jennings-Rose) — Soprano, 

Aileen  Stanley 
You  Tell  Her — I  Stutter  (Rose-Friend)— Bari- 
tone and  Tenor   Ernest  Hare-Billy  Jones 

U   A   Like   No   A   Like    (My   Heart's  Desire) 

(Everett) — Tenor   Prince  Lei  Lani 

Accomp.  Hawaiian  Quartet 
Sweet  Lei  Lehua  (The  Scarlet  Scented  Flower) 

(King  Kalakaua) — Tenor  Prince  Lei  Lani 

Accomp.  Hawaiian  Quartet 
San  (McPhail-Michaels) — Fox-trot, 

Husk  O'Hare's  Super  Orchestra  of  Chicago 
Eccentric   (Robinson) — Fox-trot. 

Friar's  Society  Orch. 
Direction  of  Husk  O'Hare 
Schultz  Dictates  a  Letter — Monologue. 

Frank  Kennedy 
Schultz  Has  His  Life  Insured — Monologue, 

Frank  Kennedy 
Pack  Up  Your  Sins  and  Go  to  the  Devil  (Ber- 
lin)— Fox-trot   Cal  Smith's  American  Orch. 

Who  Did  You  Fool,  After  All?  (Van-Schenck-  " 

Black) — Fox-trot  ....Cal  Smith's  American  Orch. 
Liebeswaltzer — Waltz. .. Schwabische  Bauern  Kapelle 
Schwabische — Polka. ...  Schwabische  Bauern  Kapelle 
The  Sinner  and  the  Song  (Thompson) — Orch. 

Accomp  Rodeheaver  and  Criterion  Quartet 

The  Church  in  the  Wildwood — Unaccomp., 

Rodeheaver  and  Criterion  Quartet 
A  Story  of  Love  ((jabriel) — Baritone, 

Homer  Rodeheaver 
WTien  the  World  Forgets  (Ackley) — Baritone. 

Homer  Rodeheaver 


10567 
10568 

10369 
10570 
10573 

10371 
10372 
10374 
10373 


EMERSON  PHONOGRAPH  CO. 


LATEST  DANCE  HITS 
Early  in  the  Morning,  Blues — Fox-trot, 

Lada's  Louisianna  Orch. 

.^labi  Blues — Fox-trot  Lada's  Louisianna  Orch. 

Lovelight  in  Your  Eyes — Fox-trot, 

Lanin's  Roseland  Dance  Orch. 
When    the    Leaves    Come    Tumbling    Down — 

Fox-trot  Emerson  Dance  Orch. 

Vocal  Chorus — Irving  Kaufman 

Fate — Fox-trot  Emerson  Dance  Orch. 

Down  in  Maryland — Fox-trot, 

Lanin's  Roseland  Dance  Orch. 

Jimbo  Jambo — Fox-trot  Lada's  Louisianna  Orch. 

When  Will  I  Know?— Fox-trot. 

Lada's  Louisianna  Orch. 
Make  the   Trombone  Laugh — Novelty  Fox-trot, 

Bal  Tabaren  Orch. 

Saxophobia — One-step  Rudy  Wiedoef t 

POPULAR  SONG  HITS 
Honey  Moon  Time — Tenor  and  Baritone  Duet. 

Orch.  Acc  Irving  and  Jack  Kaufman 

Baby    Blue   Eyes — Baritone    Solo.   Orch.  Acc, 

Arthur  Fields 
Way  Down  East  in  Maine — Tenor  Solo.  Orch. 

Acc  Irving  Kaufman 

Way  Down  Yonder  in  New  Orleans — Baritone 

Solo.  Orch.  Acc  Arthur  Fields 

Long  Gone,  Blues — Novelty..  Noble  Sissle 

Baltimore  IJuzz,  Blues — Novelty  Noble  Sissle 

CLASSIC 

Largo — Violin  Solo.  Piano  .Acc. ..  .Maximilian  Rose 
Minuet  in  G — Violin   Solo,  Piano  Acc, 

Maximilian  Rose 


BANNER  RECORDS 


1139 

1140 
1141 

1142 
1143 
1144 

1145 
1146 

1147 
U48 


DANCE  RECORDS 
Open  Your  Arms,  My  Alabamy — Fox-trot, 

Roy  Collins'  Orch. 
What  a  Fool  I've  Been — Fo.x-trot, 

Imperial  Dance  Orch. 
'Way  Down  Yonder  in  New  Orleans — Fox-trot, 

Sam  Lanin's  Roseland  Dance  Orch. 
Baby  Blue  Eyes — Fox-trot  .....Six  Black  Diamonds 
Crinoline  Days   (From  *'Music  Box  Revue")  — 

Fox-trot   Roy  Collins'  Orch. 

Journey's  End   (Intro.:   "Tie  Up,"   From  "Up 
She   Goes") — Fox-trot, 

Louis  Katzman's  Dance  Orch. 
Mellow  Moon — Waltz   .  .  .Jos.  Knecht's  Dance  Orch. 

Red  Moon — Waltz   Jos.  Knecht's  Dance  Orch. 

Running  Wild — Fox-trot   ...Original  Memphis  Five 

Loose  Feet — Fox-trot   Original  Memphis  Five 

Away  Down  East  in  Maine — Fox-trot, 

Jos.  Samuels  and  His  Orch. 

Sunny  Jim — Fox-trot   Six  Black  Diamonds 

The  Thief — Fox-trot   Hollywood  Dance  Orch. 

Dumbell — Fox-trot   Jos.  Samuels  and  His  Orch. 

When  _  Hearts    Are    Young    (From    "Lady  in 

Ermine") — Fox-trot   Hollywood  Dance  Orch. 

Fuzzy-Wuzzy  Bird — Fox- trot.  .Majestic  Dance  Orch. 

POPULAR  VOCAL  RECORDS 
To-morrow — Baritone  Solo — Orch.  Accomp., 

Arthur  Fields 
'Way  Down  Yonder  in   New  Orleans — Tenor 

Solo — Orch.  Accomp  Vernon  Dalhardt 

Toot,     Toot,  Tootsie— Baptone  Solo — Orch. 
Accomp  ,  Arthur  Fields 


tan 


SELLING  MUSICAL 
MERCHANDISE 

By  J.   R.  FREW 

This  is  a  practical  book  that  describes 
the  methods  pursued  by  a  successful 
music  dealer  in  conducting  his  musical 
merchandise  departments.  It  covers 
every  routine  problem  incident  to  es- 
tablishing and  Operating  a  depart- 
ment devoted  to  band  and  orchestra 
instruments. 

This  branch  of  the  music  industry 
has  had  a  very  prosperous  year  and 
an  excellent  opportunity  awaits  other 
dealers  who  take  it  up.  It  requires  a 
small  investment,  gets  quick  turnover, 
involves  no  risk  and,  in  addition  to 
being  highly  profitable  itself,  increases 
the  sale  of  talking  machines,  records, 
etc.,  and  helps  make  a  given  store  the 
music  center  of  its  community. 

READ  THE  GONTENTSo/ 
THIS  PRACTICAL  BOOK 

Chapter 

Prom  the  Publisher. 
Introduction. 

PART  I 
THE  PROBLEM  OF  BUYING 

I.    Buying  in  General. 
II.    Importance  of  Quality  in  Bujing. 

III.  Where  to  Buy. 

IV.  Future  Buying. 

V.    Buying  for  Special  Sales. 
VI.    Some  Don'ts  for  the  Buyer. 

PART  II 
THE  PROBLEM  OF  PUBLICITY 
VII.    Advertising  in  General. 
VIII.    Space  or  Display  Advertising. 
IX.    Advertising  by  Personal  Contact. 
X.    Advertising  Through  Service. 
XI.    Direct  and  Mail  Advertising. 
XII.    -Advertising  Through  Musical 
Attractions. 
PART  III 
THE  PROBLEM  OF  MANAGEMENT 

XIII.  Management  in  General. 

XIV.  Stock  Display. 
XV.    The  Care  of  Stock. 

XVI.    Inventory  and  Sales  Analysis. 
XVII.    The  Question  of  Credit. 
X\TII.    The  Repair  Department. 
XIX.    The  Value  of  Co-operation. 
PART  IV 
THE  PROBLEM  OF  SELLING 
XX.    Selling  in  General. 
XXI.    The  Sales  Organization. 
XXII.    Psychology  of  Salesmanship. 

XXIII.  Collective  Selling. 

XXIV.  Organizing  a  Band  or  Orchestra. 
XXV.    The  Used  Instrument  Problem. 

PART  V 
INSTRUMENTATION 

XXVI.    Musical  Organizations  and  their 
Instrumentation. 
XXVII.    The  Principal  Instruments  of  the 
Band  and  Orchestra  Described. 
APPENDIX 

List  of  Principal  Musical  Merchandise 
Products 

FREE  INSPECTION  OFFER 


Edward  Lyman  Bill,  Inc. 

373  Fonrth  Avenue,  New  York. 

Tou  may  send  me,  on  five  days'  free  inspec- 
tion, your  book  SELLING  MUSICAL  MER- 
CHANDISE. I  agree  to  return  it  to  you 
within  five  days,  or  remit  ?2.00 


Name 


Address 


.City 


\Vhen  the  Leaves  Come  Tinnbling  Down — Tenor 

Solo — Orch.  Accomp  Billy  Clarke 

1149  Coal-Black  Mammy — Duet— Orch.  Accomp., 

Billy  Clarke-Bert  Green 
Open  Your  Arms,  My  Alabamy — Tenor  Solo — 

Orch.  Accomp  Vernon  Dalhardt 

HAWAIIAN  RECORD 
2067  Three  o'Clock  in  the  Morning — Vocal  Chorus, 

Vernon  Dalhardt-Hawaiian  Guitars 
Ferera-Franchini 
Pua  Mohala — Old  Hawaiian  Melody — Hawaiian 
Duet   Ferera-Franchini 


PATHE  FRERES  PHONOGRAPH  CORP. 

ACTUELLE  LIST 
STANDARD  VOCALS 

020871  One  More  Ribber  to  Cross— Jubilee  Song, 

Jim  Europe's  Four  Harmony  Kings 
Ev'rybody  Dat  Talks  'Bout  Heaven  Ain't  Coin' 
There   Jim  Europe's  Singing  Serenaders 

020872  Breakfast    in    My    Bed    on    Sunday  Mornin' 

(Scotch  Dialect)   Scott  Blakeley 

I   Loved  Her  Ever  Since  She  Was  a  Baby 
(Scotch  Dialect)   Scott  Blakeley 

020873  Long,  Long  Ago  Christine  Church-Mary  Scott 

Sing  Me  to  Sleep. ...  Christine  Church-Mary  Scott 

OPERATIC  AND  CONCERT  ARTISTS 

025095  I'll  Sing  Thee  Songs  of  Araby, 

Eleanora  de  Cisneros 
Juanita   Eleanora  de  Cisneros 

025096  Love  Sends  a  Little  Gift  of  Roses— Violin  Solo, 

Alexander  Debruille 
Mignon  "Gavotte" — Violin  Solo, 

Alexander  Debruille 

025097  Comin'  Thro'  the  Rye   Yvonne  Gall 

Good-Bye!   Yvonne  Gall 

POPULAR  VOCAL 

020869  Little  Pal  of  Long  Ago  Robert  Bruce 

Rocky  Mountain  Moon, 

Arthur  Wilson-Frank  Sterling 

020874  I'm  Just  a  Little  Blue  (For  You) ...  Charles  Cinway 
Don't  Forget  Me  When  You're  Gone. Charles  Cinway 

020875  I  Miss  You  Frank  Sterling 

What  a  Fool  I've  Been  Arthur  Wilson 

020876  Carolina  in  the  Morning  Robert  Judson 

Down  in  Maryland   Robert  Judson 

NEGRO  VOCAL 

020877  Evil-Minded  Blues, 

Anna  Meyers  and  Original  Memphis  Five 
Last  Go  Round  Blues, 

Anna  Meyers  and  Original  Memphis  Fivf 

020878  WTio'll  Drive  Your  Blues  Away? 

Lavinia  Turner  and  Jas.  P.  Johnson's  Harmony  Seven 
When    the    Rain    'Turns    Into    Snow  (Who's 

Gonna  Keep  You  Warm?), 
Lavinia  Turner  and  Jas.  P.  Johnson's  Harmony  Seven 
DANCE 

020883  Running   Wild— Fox-trot  Majestic  Dance  Orch. 

Loose  Feet — Fox-trot  Majestic  Dance  Orch. 

020384  Journey's  End  (Intro.:  "Tie  Up,"  from  "Up 

She  Goes") — Fo.x-trot  Majestic  Dance  Orch. 

When   Hearts   Are   Young   (From   "Lady  in 
Ermine") — Fox-trot  Ma.x  Terr  and  His  Orch. 

020885  Crinoline  Days  (From  "Music  Bo.x  Revue") — • 

Fox-trot   Max  Terr  and  His  Orch. 

Porcelain  Maid  (From  "Music  Box  Revue") — - 
Fox-trot   Max  Terr  and  His  Orch. 

020886  Bee's  Knees — Fox-trot   Golden  Gate  Orch. 

Dumbell — Fox-trot, 

Don  Parker's  Western  Melody  Boys 

020887  Save  the  Last  Waltz  for  Me — Waltz, 

Max  Terr  and  His  Orch. 
Love's  Lament — Waltz  Majestic  Dance  Orch. 

020888  Railroad  Man — Fox-trot  Original  Memphis  Five 

Great  White  Way  Blues — Fox-trot, 

Original  Memphis  Five 

020889  Away  Down   East  in  Maine — Fox-trot — Vocal 

Chorus,  Robert  Judson, 

Long  Beach  Society  Serenaders 
Carry  Me  Back  to  My  Carolina  Home — Vocal 
Chorus,  Robert  Judson. 

Long  Beach  Society  Serenaders 

020890  Who  Cares? — Fox-trot   Golden  Gate  Orch. 

The  Lonely  Nest  (From  "Orange  Blossoms") — 

Fox-trot   Hazay  Natzy's  Orch. 

020891  Down  in  Maryland — Fox-trot. 

Hazay  Natzy's  Orch. 

One  Night  in  June — Fox-trot. 

Don  Parker's  Western  Melody  Boys 
020S92  Flower  of  Araby — Fox--trot. 

Long  Beach  Society  Serenaders 
Silver  Swanee — Fox-trot  Golden  Gate  Orch. 


REGAL  RECORDS 


DANCE  RECORDS 

9407  Running  Wild — Fox-trot  ....Original  Memphis  Five 
Loose  Feet — Fox -trot   Original  Memphis  Fixe 

9408  Crinoline  Days  (From  "Music  .Box  Revue") — 

Fox-trot   Majestic  Dance  Orch. 

Baby  Blues  Eyes — ^^Fox-trot, 

Jos.  Samuels  and  His  Orch. 

9409  Open  Your  Arms,  My  .-Vlabamy — Fox-trot, 

Majestic  Dance  Orch. 
Sunny  Jim — Fox-trot. .  .Jos.  Samuels  and  His  Orch. 

9410  Red  Moon — Waltz   Jos.  Knecht's  Dance  Orch. 

Mellow  Moon — Waltz. .  .Jos.  Knecht's  Dance  Orch. 

9411  'Way  Down  Yonder  in  New  Orleans — Fox-trot, 

Sam  Lanin's  Roseland  Dance  Orch. 
■WTiat  a  Fool  I've  Been — Fox-trot, 

Hollywood  Dance  Orch. 

9412  When    Hearts    Are    Young    (From    "Lady  in 

Ermine") — Fox-trot   Imperial  Dance  Orch. 

Tourney's  End   (Intro.:  "Tie  Up,"  From  "Up 
She  (Joes") — Fox-trot.Louis  Katzman's  Dance  Orch. 

9413  -Away  Down  East  in  Maine — Fox-trot. 

Six  Black  Diamonds 
Dumbell — Fox-trot   Six  Black  Diamonds 

9414  The  Thief — Fox-trot   Imperial  Dance  Orch. 

Fuzzy-Wuzzy  Bird — Fox-trot, 

Hollywood  Dance  Orch. 
POPULAR  VOCAL  RECORDS 

9415  To-morrow — Baritone  Solo — Orch.  Accomp., 

Arthur  Fields 
'Way    Down    Yonder   in    New   Orleans — Tenor 
Solo — Orch.  Accomp  Vernon  Dalhardt 

9416  Coal-Black  Mammy — Duet — Orch.  Accomp.. 

Billy  Clarke-Bert  Green 
When  the  Leaves  Come  Tumbling  Down — Tenor 
Solo — Orch.  Accomp  Billv  Clarke 

9417  Toot.     Toot,     Tootsie — Baritone     Solo — Orch. 

Accomp  Arthur  Fields 

Open  Your  .\rms.  My  Alabamy — Tenor  Solo — ■ 

Orch.  Accomp  Vernon  Dalhardt 

HAWAILW  RECORD 
941S  Three  o'Clock  in  the  Morning — Vocal  Chorus, 

Vernon  Dalhardt-Hawaiian  Guitars 
Ferera-Franchini 
Pua  Mohala — Old  Hawaiian  Melodv — Hawaiian 
Duet   Ferera-Franchini 
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TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  G.  STREET.  WASHINGTON.  D.  C. 
231  N.  HOWARD  STREET.  BALTIMORE.  MD 


Where  Dealers  May  Secure 

COLUMBIA 


Product 


Ready,  Full  Stock*,  and  Prompt  Deliveries 
from  Convenient  Shipping  Centers 
all  over  the  United  States 

Distributors 

Atlanta,    Ga..    Columbia   Graphophone  Co., 
561-563  Whitehall  St. 

Baltimore,  Md.,  Columbia  Graphophone  Co., 
16  South  Howard  St. 

Boston,    Columbia    Graphophone    Co.,  1000 
Washingrton  St. 

Buffalo,  N    T.,  Columbia  Graphophone  Co., 
<3(  Mam  St. 

Chicagro,  111.,  Columbia  Graphophone  Co.,  325 
vV.  Jackson  Blvd. 

Cincinnati,   O.,  Columbia  Graphophone  Co., 
31  (-321  East  8th  St. 

"""TsiT'^as^J-Sofh^'g?:''"   Graphophone  Co., 

Dallas,  Tex.,  Columbia  Graphophone  Co.,  316 
North  Preston  St. 

Denver,    Colo.,    Columbia    Stores    Co.,  1608 
Glenarm  Ave. 

Detroit,  Mich.,  Columbia  Graphophone  Co., 
llo  State  St. 

Kansas    City,    Mo.,    Columbia  Graphophone 
Co.,  2006  Wyandotte  St. 

los   Angeles.    Cal.,   Columbia  Graphophone 
Co.,  809  S.  Los  Angeles  St. 

Minneapolis,   Minn..   Columbia  Graphophone 
Co.,  18  N.  3rd  St. 

New   Orleans,   ia.,    Columbia  Graphophone 
Co.,  323  North  Peters  St. 

^■^".oy^-S  *^"J'  Columbia  Graphophone  Co., 
121  West  20th  St. 

Omaha,    Neb.,   Columbia   Graphophone  Co., 
Eighth  and  Jackson  Sts. 

Philadelphia^   Pa^,  ^^Columbia  Graphophone 

Pittsburgh,  Columbia  Graphophone  Co.,  632- 
b40  Duquesne  AVay. 

Salt  Lalte  City,  Utah,  Columbia  Stores  Co., 
221  South  AVest  Temple. 

San  Franciseo,  Cal.,  Columbia  Graphophone 
Co.,  34.J  Bryant  St. 

Seattle,  Wash.,  Columbia  Graphophone  Co., 
911  Western  Ave. 

Spokane,    Wash.,   Columbia   Stores  Co.,  101 
South  Post  St. 

fi^H'^A.  Columbia  Graphophone  Co., 

1127  Pine  St. 

Tampa,  Fla.,  Tampa  Hardware  Co. 

Headquarters  for  Canada: 
Toronto,   Ont.,   Columbia  Graphophone  Co., 
347  West  Adelaide  St. 

Montreal,  Que.,  Columbia  Graphophone  Co., 
824  St.  Denis  St. 


Exeeutivm  Office 

COLUMBIA  GRAPHOPHONE  CO. 

Gotham  National  Banic  Building  New  York 


W.  J.  DYER  &  BRO. 

DYER  B'LD'G.  ST.  PAUL.  MINN. 

NORTHWESTERN  DISTRIBUTORS 


OF  THE 


VICTOR 

Machines,  Records  and  Supplies 

ShfPDed  Prsmptlr  to  all 
Pomts  in  the  Northwest 


Mickel  Bros.  Co. 

Omaha,  Nebraska 
Des  Moines,  Iowa 

Victor  Distributors 


Sherman,  pay  &  Co. 

San  Francisco,  Los  Anaeles,  Portland.  Seattle,  Spokane 
PACIFIC  COAST  DISTRIBUTORS  OF 

VICTOR  PRODUCTS 


Southern 
Victor.  Whole3alers 


The 

Toledo  Talking  Machine  Co. 

Toledo,  Ohio 

Wholesale  Victor 
Exclusively 


CONSTRUCTIVE  ARTICLES  IN  THIS 
ISSUE  OF  THE  WORLD 


I  Ready  Reference  for  Salesmen, 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiii 

Belief   in   Product    Essential    to  the 

Salesman    3 

The  Talking  Machine  as  an  Educa- 
tional Medium  Offers  Wide  Field 
for  Business  Development   4 

Close  of  the  Old  Year  Leaves  Clear 
Field  for  New  Year  of  Progress 
and  Development   6 

Trade  Is  Entering  the  New  Year  With 

Confidence   8 

Progress  Toward  Musical  Apprecia- 
tion  8 

How  Best  to  Overcome  the  Inclination 

to  Relax   8 

The  Vital  Importance  of  Collections  8 

The  Popularity  of  Flat  Top  Models 

of  Talking  Machines   9 

Retaining  the  Patronage  of  Old  Cus- 
tomers Is  an  Important  Element  in 
Business  Progress   10 

Necessity    for    Keeping    the  Talking 

Machine  Owner's  Interest  Alive.  .  12 

Analysis  of  Conditions  Existing  in  the 
Various  Stores  Which  Help  and 
Retard  Growth   14 

Four-minute  Conference  on  Business 
Topics    15 

Some  Timely  Hints  on  Advertising.  .  18 

Our  Exports  of  Talking  Machines.  .  .  19 

How  Co-operative  Advertising  Brings 
Patronage  to  a  Group  of  Live 
Dealers    22 

Getting  Into  a  Rut  Sounds  the  Death 
Knell  of  Business  Prosperity  and 
Progressiveness    24 


Dealers  and  Department  Heads 


IllllUllUUIIIIilllllllllllllllllllllllllllll 

Successfully  Overcoming  the  Post- 
Holiday  Business  Decline   26 

Good  Prospects  for  1923  Shown  in 
Extended  Survey  of  the  Talking 
Machine  Trade  29-40 

Some  Sales  Stimulators   43 

The  Value  of  the  Artistic  Window.  .  44 

The  Status  of  Radio  in  the  Talking 

Machine  Store    53 

The  Actual  Sales  Possibilities  of  Ef- 
fective Settings  for  Period  Instru- 
ments   58 

Clever  Plan  Boosts  Sales  of  Records  59 

Featuring  the  Musical  Possibilities  of 

the  Talking  Machine  72-73 

Review  of  Trade  Conditions  in  Bos- 
ton and  New  England  83-86 

Trade  Happenings  in  the  Quaker  City 

and  Pennsylvania  95-97 

New  Conceptions  of  Business  Prac- 
tices Are  Assuming  Growing  Im- 
portance  ■  98-99 

Mid-West  Point  of  View  and  General 

Western  Trade  News  I  02-1  14 

Important  New  Posts  for  Two  Victor 

Co.  Officials   122 

Interesting  Budget  of  News  From  the 

Dominion  of  Canada   124 

Gleanings     From     the     World  of 

Music   131-138 

The    Talking    Machine    Situation  in 

Europe   150-151 

Late  Patents  of  Interest  to  the  Talk- 
ing Machine  Trade  152-153 

Advance  List  of  February  Bulletins  of 

Talking  Machine  Records.  ...  154-156 
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^Z5he  New  Scotf  ord  Tonearm 

and  Superior 

Reproducer 


C4  new  external  shape 
of ^race  and  heauty  ^ 
without  chan^in^  the 
internal  design: 


■  The 

NEW 


That  same  an^le  turn  with  the  solid  inclined  plane 
deflecting,  the  sound  waves  straight  downward  into 
amplifying  chamber.  That  same  famovis  Scotford 
tone^ — 'the  tone  of  refinement, — .genuinely  musical. 
Now  in  a  tonearm  of  accepted,  conventional,  popu- 
lar design.  WRITE  FOR  SAMPLES. 


© 


New  Construction 


© 
© 


© 
© 


The  lon^  straight  tube  is  of  drawn 
Yellow  Brass.  Tonearm  Base,  Main 
Elbow  and  Connection  Elbow  and 
the  Reproducer  Frame,  Face  Ring, 
and  Back  Plate  are  cast  of  TENSO 
White  Brass  Alloy. — ^an  alloy  more 
than  double  the  tensile  streng,th  of 
cast  iron. — .much  stronger,  harder 
and  lighter  in  weight  than  ordinary 
white  metal  alloys.  New  dies  have 
been  produced  for  casting  all  parts. 
The  new  parts  are  solidly  cast,  and 
are  very  substantial  and  durable. 


© 


© 


© 


STYLE  No.  1  FINISH 
A  combination  of  Nickel  or  Gold  Plate  and  Black  Rubber  Japan 


STYLE  No.  2  FINISH 
A  different  combination  of  Nickel  or  Gold  Plate  and  Black  Rubber  Japan 


STYLE  No.  3  FINISH 
All  parts  Plated  in  Nickel  or  Gold 


In  ordering  specify  whether  Reproducer  should  have  Plain  Gilt  Plate  or"Superior"  Name 
Plate.  To  obtain  Individual  "Name  Plate,  customer  must  furnish  Decalcomania  Transfer 

Samples  Will  be  Submitted  on  Approval 


Style  1  Tonearm  lon^tube  and  main 
elbow,  Reproducer  face  rinfe  and 
back  Black  Japanned ;  other  parts 
Plated. 


Style  2  Tonearm  lonfetube  and  main  elbow  Plated,  base  Black  Japan- 
ned ;  Reproducer  back  Black  Japanned,  the  face  rinfe  and  frame 
Plated. 

Style  3  All  parts  of  Tonearm  and  Reproducer  are  Plated. 


Gold  $  9.00 
Gold  10.00 
Gold  11.00 


No.  1  New  Scotford  Tonearm  and  Superior  Reproducer  .  Nickel  $7.00 
No.  2  New  Scotford  Tonearm  and  Superior  Reproducer  .  Nickel  7.75 
No.  3  New  Scotf  ord  Tonearm  and  Superior  Reproducer    .    Nickel  8.50 

Samples  Prepaid  at  the  Above  Prices 

Write  for  Our 
Specification  Sheet  and  Quantity  Price  List 

BARNHART  BROTHERS 
&  SPINDLER 


i®@©®@@©©@©©©©@©©©@@@®@@@®@©©@     Monroe  and  Throop  Streets 


CHICAGO,  ILLINOIS  © 


©©©©©© 


Four^  Console  Models 
That  Make  Easy  Sales 


THE  latest  New  Edison 
consoles  offer  perfect 
musical  quality  and  beautiful 
design,  in  a  range  of  prices 
to  suit  every  income. 


See  Pages  38  and  39 


JOBBERS  OF  THE  NEW  EDISON.  EDISON  RE-CREATION,  THE  NEW  EDISON  DIAMOND  AMBEROLA 


AND  BLUE  AMBEROL  RECORDS 


CALIFORNIA 
Vf  Aneele* — ^Ediion  Fhonoeraphs, 

Ltd.  , 
San  FrancUeo — Ediion  Phonographs, 

Ltd. 

COLORADO 
Dearer — Denver  Dry  Goods  Co. 

GEORGIA 
Atlanta — Phonoeraphi,  Inc. 

ILLINOIS 
Ckicago— The  Phonograph  Co. 
Wm.  H.  Lyoni  (Amberola  only). 

INDIANA 
Indianapolis — Phonograph  Corpora- 

lion  of  Indiana. 

IOWA 

Det  Ifoinea — Harger  &  Blish. 

LOUISIANA 
Kew  Orlcsnf — Diamond  Music  Co., 
lac. 


MASSACHUSETTS 
Boston — Pardee-EIlenberger  Co. 
Iver  Johnson  Sporting  Goods  Co. 
(Amberola  only). 

MICHIGAN 
Detroit — Phonograph  Co.  of  Detroit 

MINNESOTA 
Minneapolis — Laurence  H,  Looker. 

MISSOURI 
Kansas  City — The  Phonograph  Co. 

of  Kansas  City. 
St.  Louis — Silverstone  Music  Co. 

MONTANA 
Helena — Montana  Phonograph  Co. 

NEBRASKA 
Omaha — Shultz  Broa. 


NEW  JERSEY 
Orange — ^The  Phonograph  Corp.  of 
Manhattan. 

NEW  YORK 
Albany — ^American  Phonograph  Co. 
Syracuse — Frank  E.  Bolway  &  Son, 

Inc.,  W.  D.  Andrews  Co. 

(Amberola  only). 

OHIO 

Cincinnati — The  Phonograph  Co. 
Cleveland — The  Phonograph  Co. 

OREGON 
Portland — B^iison  Phonographs,  Ltd. 

PENNSYLVANIA 
Philadelphia  —  Girard  Phonograph 
Co. 

Pittsburgh — Buehn  Phonograph  Co. 
Williamsport — W.  A.  Myera. 

RHODE  ISLAND 
Providence — J.  A.  Foster  Co. 
(Amberola  only). 


TEXAS 

Dallas — Texaa-Oklahoma  Phono- 
graph Co. 

UTAH 

Ogden — Proadfit  Sporting  Goods  Ca. 

VIRGINIA 
Richmond— The  C  B.  Haynea  Co., 
Inc. 

WISCONSIN 
Milwatikee — The  Phonograph  Co.  of 
Milwaukee. 

CANADA 
Montreal— R.  S.  Williams  ft  Sons 
Co.,  Ltd. 

St.  John— W.  H.  Thome  ft  Co..  Ltd. 
Toronto — R.   S.   Williama  ft  Sons 

Co.,  Ltd. 
Vancouver — Kent  Piano  Co.,  Ltd. 
Winnipeg— R.  S.  Williams  ft  Sons 

Co.,  Ltd. 
Babaon  BroSL  (Amberola  only). 
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Enroll  Now  for  a 
Profitable  Year 

The  big  problem  for  Sonora  this  year  is  to  make  sure  of  having  enough 
Sonoras  to  go  around. 


Therefore  the  dealer  who  joins 
the  Sonora  family  early  in  the  year 
will  be  in  a  better  position  to  antici- 
pate his  needs  and  cash  in  during 
the  big  months. 

The  story  of  "sold-out"  models  in 
the  Sonora  line  last  fall  was  only  a 


forerunner  of  the  enormous  demand 
that  has  already  set  in  for  the  superb 
1923  line  of  Sonoras. 

Think  of  Sonora  quality — of  the 
wonderful  Sonora  reputation — of 
the  enthusiastic  pride  of  Sonora 
owners.  Then  write  for  full  par- 
ticulars of  our  dealer-plan. 


Sonora  Phonograph  Company,  inc. 

279  BROADWAY,  NEW  YORK 

Canadian  Distributors:  Sonora  Phonograph,  Ltd.,  Toronto 


THE  INSTRUMENT  OF  QUALITY 
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CLEAR   AS  A  BELL 
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INCREASES  DANCE  RECORD  SALES 

The  Young  &  Chaffee  Co.,  of  Grand  Rapids, 
Erects  Miniature  Ballroom  to  Stimulate  Sales 
of  Dance  Records — A  Move  of  Interest 


MUST  GIVE  NOTICE  OF  SEIZURE 


Every  talking  machine  dealer  knows  that  the 
most  popular  records  he  sells  are  the  latest 
dance  hits  played  by  the  half  dozen  or  so 
famous  dance  orchestras.  More  of  these  are 
sold  than  of  any  other  class,  and  therefore  a 
large  percentage  of  the  total  record  sales  is 
from  the  sales  of  dance  records. 

One  enterprising  firm  has  hit  upon  a  novel, 
and  effective,  method  of  increasing  the  sales 
of  these  popular  records.  This  firm,  the  Young 
&  Chaffee  Furniture  Co.,  of  Grand  Rapids, 
Mich.,  has  built  a  miniature  ballroom  for  the 
convenience  of  its  record  patrons  so  that  cus- 
tomers may  try  the  tempo  of  the  new.  records 
by  actually  dancing  to  them.  It  is  a  well- 
known  fact  that  there  is  considerable  variation 
to  the  time  of  different  records— especially  of 
those  played  by  different  orchestras.  The 
miniature  ballroom  gives  each  patron  an  oppor- 
tunity to  try  the  time  of  the  dance  hits  and 
select  those  records  which  they  like  best.  The 
invitation  of  this  firm  reads  as  follows: 

^iiiiiiiiiiiiiii  iiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiM 

I  VISITOUR  I 

I  MINIATURE  I 

I  BALLROOM,  | 

g  Especially  built  for  the  convenience  of  our  patrons.  S 
--'z  A  smootii  polished  dance  floor  of  miniature  size  z 
M  assisting  you  to  select  proper  dance  records  that  il 
—  will  meet  with  your  individual  liking.  Come  in  -- 
=  and  glide  to  Paul  Whiteman's  wonderful  orches-  § 
_  trations.  They're  irresistible.  1 
llllllllllilllllllllllllllllllllllillllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

Nothing  is  more  disappointing  to  dance  record 
patrons  than  to  purchase  half  a  dozen  or  more 
dance  records  and  then  in  trying  them  out  at 
home  find  that  the  time  is  too  fast  or  too  slow 
for  their  liking.  Of  course,  the  speed  of  the 
turntable  may  be  regulated,  but  this  alters  the 
pitch  of  the  music  and  dealers  usually  advise 
against  changing  the  speed  from  the  number 
of  revolutions  designated  by  the  manufacturers. 
The  miniature  ballroom  safeguards  any  such 
dissatisfaction  on  the  part  of  the  purchasers 
as  they  can  be  sure  they  like  the  tempo  by 
actual  dancing  to  the  records  before  making 
their  purchases;  then  it  has  a  salesmaking  value, 
also,  as  it  attracts  many  new  customers  for 
talking  machines. 

The  plan  of  having  a  small  ballroom  in  the 
record  department  is  suggested  to  other  talking 
machine  dealers  as  a  method  for  increasing 
the  sales  of  the  "best-selling"  dance  records. 


WILL  ROGERS  ON  VICTOR  RECORDS 

Popular  Monologist  and  Musical  Comedy  Star 
Signs  Five-year  Contract  With  Victor  Co. 


Will  Rogers,  who  has  won  his  way  into  the 
front  rank  as  an  after-dinner  speaker,  apart  from 
his  histrionic  ability  and  his  skill  as  a  manip- 
ulator of  the  lariat,  has  signed  a  five  years' 
contract  with  the  Victor  Talking  Machine  Co. 
to  make  original  recordings  of  his  monologs. 

Mr.  Rogers  has  won  a  large  measure  of  favor 
by  the  originality  of  his  talks  and  his  ability 
to  satirize  the  weak  spots  in  organizations  as 
well  as  in  'human  beings,  hence  the  fact  that 
he  will  soon  be  heard  through  the  medium  of 
the  Victor  record  will  add  immensely  to  his 
popularity  and  give  him  a  national  audience. 


WISDOM  OF  OBSERVATION 

When  in  Rome  do  as  the  Romans  do.  In 
other  words,  when  you  are  serving  a  patron 
who  is  dignified  in  bearing  be  dignified  your- 
self and  when  a  person  inclined  to  jocularity 
comes  in  don't  forget  that  this  type  of  pros- 
pect will  not  respond  to  excessive  dignity. 

See  second  last 


Bill  Introduced  in  the  Senate  at  Albany  to 
Protect  Purchasers  on  Instalments — Legisla- 
tion of  This  Kind  Is  Well  Worth  Watching 


It  is  interesting  to  dealers  in  talking  machines 
and  other  musical  instruments  which  are  sold 
on  instalments  to  know  that  Senator  Meyer 
Levy,  of  the  Seventeenth  Senatorial  District  of 
New  York,  has  introduced  a  bill  in  the  State 
Senate  at  Albany  to  amend  the  municipal  Court 
Code  of  New  York  City  in  relation  to  notice  of 
application  for  warrant  of  seizure  in  action  to 
foreclose  lien  on  chattel. 

If  passed,  this  bill  would  require  instalment 
houses  to  give  notice  before  they  could  secure 
a  warrant  of  seizure  of  talking  machines,  pianos 
or  household  furniture,  upon  which  part  of  the 
money  Tias  already  been  paid. 

"My  attention,"  said  Mr.  Levy,  "has  been 
brought  to  thousands  of  instances  where  poor 
families  have  purchased  household  furniture 
and  other  goods,  paying  a  large  part  of  the 
amount  due,  and,  when  in  default  for  the  re- 
maining sum,  the  property  has  been  taken  from 
ihem  without  any  notice  or  opportunity  to 
offer  their  defense  or  adjust  their  differences 
with  the  instalment  house. 

"If  passed,  this  bill  will  remedy  this  evil,  as 
it  provides  that  before  the  property  can  be 
seized  a  five  days'  notice  must  be  given  to  the 
mortgagor,  and  during  that  time  an  opportunity 
is  presented  to  raise  the  sum  due  on  the  mort- 
gage, or  give  them  an  opportunity  to  adjust 
their  differences  with  the  instalment  house  in 
order  to  prevent  the  furniture  being  seized. 
Unless  the  adjustment  is  made  within  the  five 
days  the  instalment  house  can  then  apply  for 
a  warrant  of  seizure. 

"The  law,  as  in  force  to-day,"  added  Mr. 
Levy,  "gives  instalment  houses  an  absolute 
right  to  secure  a  warrant  directing  a  city  mar- 
shal to  break  and  enter  premises,  and  remove 
all  property  referred  to  in  the  mortgage.  In 
many  instances  investigations  have  shown  that 
almost  the  entire  sum  had  been  paid,  and  the 
default  had  been  due  to  unfortunate  circum- 
stances." 


SELLS  TWELVE  MACHINES  TO  ASYLUM 

A.  Gressett  Music  House  Goes  Into  Byways 
After  Business — Has  Placed  Many  Musical 
Instruments  in  County  Public  Schools 


Meridian,  Miss.,  February  3. — M.  E.  Taylor, 
manager  of  the  talking  machine  department  of 
the  A.  Gressett  Music  House,  Victor  dealer 
of  this  city,  recently  closed  a  deal  with  the 
State  Asylum  for  the  Insane,  located  in  Merid- 
ian. He  succeeded  in  selling  them  twelve  Vic- 
trolas,  Style  50,  which  is  the  portable  machine, 
all  to  be  used  in  this  one  asylum.  The  authori- 
ties plan  to  use  them  in  all  the  wards  and  the 
fact  that  they  are  of  the  portable  type  makes 
them  easily  transported  from  one  ward  to  an- 
other. In  addition,  Mr.  Taylor  sold  them  a 
Victrola,  Style  130,  one  of  the  largest  upright 
models  in  the  Victor  selection.  In  the  aggre- 
gate these  sales,  including  a  number  of  records 
for  each  instrument,  amounted  to  almost  $1,500. 

Also,  Mr.  Taylor  has  been  very  successful 
in  selling  Victrolas  to  the  public  schools  in  and 
around  Meridian.  A  large  number  of  the  Vic- 
tor school  models  are  in  the  schools  in  Meri- 
dian, while  in  the  surrounding  country  at  least 
a  portable  type  has  been  placed  in  every  school 
in  the  county.  Mrs.  Roe,  of  the  A.  Gressett 
Music  House,  is  devoting  considerable  of  her 
time  to  educational  work  and  it  is  through  her 
efforts  that  a  great  many  of  the  school  ma- 
chines are  placed — particularly  those  in  the  ad- 
jacent counties. 


OUR  EXPORTS  OF  TALKING  MACHINES 

Export  Figures  on  Talking  Machines  and  Rec- 
ords Show  Increasing  Tendency  as  Compared 
With  Last  Year — Our  Buyers  Abroad 


Washington,  D.  C,  February  10. — In  the  sum- 
mary of  exports  of  the  commerce  of  the  United 
States  for  the  month  of  November,  1922  (the 
latest  period  for  which  it  has  been  compiled), 
which  has  just  been  issued,  the  following  are 
the  figures  on  talking  machines  and  records: 

Talking  machines  to  the  number .  of  7,367, 
valued  at  $281,291,  were  exported  in  November, 
1922,  as  compared  with  3,658  talking  machines, 
valued  at  $157,723,  sent  abroad  in  the  same 
period  of  1921.  The  eleven  months'  total  showed 
that  we  exported  49,723  talking  machines,  val- 
ued at  $1,825,702,  as  against  33,889  talking  ma- 
chines, valued  at  $1,584,835,  in  1921. 

The  total  exports  of  records  and  supplies  for 
November,  1922,  were  valued  at  $107,683,  as 
compared  with  $145,679  in  November,  1921.  The 
eleven  months  ending  November,  1922,  show 
records  and  accessories  exported  valued  at 
$981,637,  and  in  1921.  $2,015,467. 

The  countries  to  which  exports  were  made  in 
November  and  the  values  thereof  are  as  follows: 
France,  $1,724;  United  Kingdom,  $8,213;  Can- 
ada, $114,827;  Central  America,  $6,540;  Mexico, 
$23,106;  Cuba,  $4,135;  Argentina,  $13,790;  other 
South  American  countries,  $11,275;  China, 
$1,671;  Japan,  $20,089;  Philippine  Islands,  $10,- 
907;  Australia,  $9,771;  Peru,  $6,888;  Chile,  $13,- 
593;  other  countries,  $34,762. 

In  the  above  report  the  imports  are  not  in- 
cluded and  this  is  explained  by  the  Bureau  of 
Foreign  and  Domestic  Commerce  who  inform 
The  World  that  "Only  the  exports  of  domestic 
merchandise  by  articles  and  principal  countries 
are  published  at  this  time  on  account  of  the 
delay  in  the  import  reports.  The  corresponding 
statement  of  imports  will  be  published  when 
the  delayed  reports  are  received." 


CLARK  &  JONES  ADD  BRUNSWICK 

Prominent  Birmingham,  Ala.,  Concern  Plans 
Intensive  Drive  on  This  Line  During  1923 


Birmingham,  Ala.,  February  1. — The  Bruns- 
wick line  of  phonographs  and,  records  has  been 
added  by  the  Clark  &  Jones  Piano  Co.,  1913 
Third  avenue,  this  city.  This  company  is  one 
of  the  best  and  livest  dealers  in  the  South  and 
is  well  equipped  to  handle  the  large  initial 
order  of  phonographs  and  records  placed  with 
the  Brunswick  Co. 

Located  in  the  very  center  of  the  retail  dis- 
trict, they  have  a  very  fine  store  and  occupy 
eighteen  thousand  feet  of  floor  space.  An  in- 
tensive merchandising  campaign  in  the  interest 
of  this  line  is  planned. 


INTRODUCING  THE  SALESMAN 

Letter  From  Firm  Naming  Salesman  and  Stat- 
ing Time  of  Call  Overcomes  Prejudice  and 
Paves  the  Way  for  a  Cordial  Reception 


Unless  a  prospect  is  really  interested  in  pur- 
chasing a  talking  machine  the  salesman  who 
makes  calls  merely  because  he  happens  to  have 
a  list  of  names,  many  of  them  worthless  as  far 
as  sales  possibilities  are  concerned,  is  often 
likely  to  get  a  rebuff  instead  of  a  hearing.  A 
plan  to  overcome  the  prejudice  against  the 
salesman-canvasser  which  may  exist  has  been 
tried  with  considerable  success.  It  consists 
simply  of  a  brief  letter  of  introduction  by  the 
head  of  the  concern  to  the  prospects  stating 
that  the  representative  of  the  concern  will  call 
between  certain  hours  on  a  certain  day.  Thus, 
the  prospective  customer  is  prepared  for  the 
visit  and  a  cordial  reception  is  extended. 
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I  Use  of  Proper  Collection  Methods  a  Vital  f 
I  Necessity  of  Successful  Merchandising  \ 


One  of  the  most  vital  considerations  of  the 
talking  machine  merchant  is  the  question  of 
collection  of  instalments.  This  business  is  essen- 
tially an  instalment  proposition  and  as  such  the 
prosperity  and  development  of  the  dealer  are 
largely  determined  by  the  terms  which  are  ex- 
tended to  customers  and  the  promptness  with 
which  the  payments  are  met.  In  this  phase  of 
the  talking  machine  business  there  also  enters 
the  problem  of  repossessions.  The  questions 
which  confront  the  dealer  when  a  customer  has 
become  irregular  in  meeting  the  obligations  set 
forth  in  the  contract  are  vital  ones.  The  most 
important  of  these  are:  When  should  the  ma- 
chine be  taken  from  the  non-paying  customer? 
Should  any  concessions  be  made  and,  if  so,  how 
far  is  the  merchant  justified  in  going?  Is  the 
repossession  of  instruments  profitable  to  the 
dealer? 

The  answer  to  the  first  question  is  a  difficult 
one  because  local  conditions  and  the  relations 
existing  between  the  customer  and  the  dealer 
many  times  exert  an  influence.  It  is  obvious, 
of  course,  that  where  there  is  little  or  no  pos- 
sibility of  ever  obtaining  the  money  for  the 
machine  the  sooner  the  dealer  regains  posses- 
sion the  better  it  will  be  for  him.  A  compara- 
tively new  instrument  is  more  easily  resold  than 
one  which  has  been  used  and  perhaps  mis- 
handled for  eight  months  or  a  year. 

The  second  question  is  the  one  in  which  the 
problem  of  local  conditions  enters.  It  can  be 
best  answered  by  the  statement  of  R.  M.  White- 
law,  manager  of  the  Ideal  Music  Co.,  Newark, 
N.  J.,  who  has  given  the  subject  considerable 
thought  and  evolved  a  plan  which  he  is  using 
with  a  great  deal  of  success.  "The  repossession 
of  instruments  can  be  accomplished  without 
hard  feelings  and  antagonism,"  says  Mr.  White- 
law.  "When  a  customer  becomes  several  weeks 
in  arrears  with  payments  we  send  a  courteous 
letter,  calling  attention  to  the  fact  that  the 
account  has  been  overlooked.  If  this  does  not 
bring  in  the  money  a  personal  visit  is  made  to 
the  home  of  the  customer  and  the  matter  is 
threshed  out.  Often  we  have  found  that  people 
are  willing  to  pay  and  are  most  anxious  to 
retain  the  instrument,  but  because  of  emer- 
gencies which  have  arisen  since  the  machine  was 
purchased  payments  cannot  be  made  for  some 
time.    Where  we  find  conditions  such  as  this 
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we  explain  to  the  customer  how  we  are  situ- 
ated and  if  it  is  impossible  to  get  even  a  small 
payment,  a  fraction  of  what  is  due,  we  have 
an  understanding  with  the  customer  by  which 
we  repossess  the  instrument  and  the  patron  has 
the  option  of  reclaiming  same  within  the  next 
six  months.  It  is  not  necessary  when  an  in- 
strument is  reclaimed  to  pay  all  back  instal- 
ments. The  customer  rrjerely  makes  the  pay- 
ment agreed  upon  at  the  time  of  purchase  and 
the  instrument  is  delivered  with  the  understand- 
ing that  payments  will  be  met  regularly. 

"The  beauty  of  this  method  is  that  there  are 
no  hard  feelings  between  the  customer  and  the 


1  Tactful  Handling  of  J 

H  Many  Problems  Aris-  J 

m  i^g  from  Delinquency  g 

■  in  Meeting  Payments  M 

I  Will  Build  Good  Will  % 


dealer.  In  most  cases  the  patron  recognizes 
the  fairness  of  the  proceeding  and  is  willing 
that  the  dealer  hold  the  machine  for  six  months. 
Other  customers  are  even  eager  that  the  store 
repossess  temporarily  because  this  automatically 
lifts  a  load  from  their  minds.  They  do  not 
worry  over  meeting  these  instalments  or  evad- 
ing the  collection  of  the  account  by  excuses." 

Here  is  something  concrete  which  the  dealer 
can  take  advantage  of.  No  further  analysis  is 
necessary  to  make  clear  the  advantage  of  re- 
possessions along  the  line  quoted  above  over 
the  enemy-making  method  of  simply  backing  a 
truck  up  to  the  home  of  the  customer  and 
rudely  taking  the  instrument. 

Is  the  repossession  of  the  machine  profitable 
to  the  dealer?  Emphatically  no.  Suppose  the 
dealer  sells  a  machine  and  repossesses  it  at  the 
expiration  of  four  months.  He  polishes  it  up 
and  sells  it  for  very  nearly  the  original  sales 
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price.  Here,  of  course,  he  makes  a  few  dollars 
if  he  is  lucky,  and  there  is  an  immediate  profit, 
but  the  merchant  who  is  looking  to  future  pros- 
perity will  discount  this  immediate  profit  be- 
cause, in  the  first  place,  if  he  succeeded  in 
selling  this  slightly  used  instrument  the  chances 
are  that  a  new  one  could  have  been  sold  just 
as  well.  In  the  second  place,  if  his  methods 
of  regaining  possession  of  the  machine  were 
offensive  to  the  customer  he  can  rest  assured 
that  he  has  made  an  enemy.  It  is  a  practical 
certainty  that  a  person  from  ,  whom  a  machine 
has  been  taken  without  regard  to  feelings  will 
never  voluntarily  make  a  purchase  from  that 
dealer  in  the  future  and  one'  never  can  tell 
what  the  state  of  the  finances  of  any  person, 
regardless  of  conditions  at  present,  will  be  one 
or  two  years  hence.  Furthermore,  friends  of 
the  antagonistic  patron  will  hear  about  the  mat- 
ter and  the*  result  probably  will  be  that  the 
patronage  of  several  persons  will  be  lost.  And 
it  isn't  merely  the  sale  of  the  machine  that  has 
been  lost,  but  repossession  necessarily  elimi- 
nates the  possibility  of  future  record  sales  to 
the  person  from  whom  the  instrument  has  been 
taken. 

Take,  for  example,  the  man  who  is  employed 
at  a  trade  and  whose  work  is  periodical,  being 
affected  by  loss  of  time  between  jobs,  strikes, 
etc.  The  chances  are  that  if  the  dealer  is  not 
too  hasty  and  allows  the  customer  of  this  par- 
ticular type  a  little  time  in  an  emergency  the 
payments  will  be  made  as  soon  as  possible,  the 
debt  will  be  cleared  off  and  the  dealer  has 
gained  a  friend  instead  of  an  enemy,  and  right 
here  there  will  be  no  harm  in  emphasizing  the 
value  of  good  will.  While  the  sale  of  machines 
is  an  important  element  in  the  talking  machine 
business,  it  is  by  no  means  the  most  important. 
Of  equal  importance  is  the  steady  sale  of  rec- 
ords and  continued  patronage  depends  largely 
upon  good  will.  Remember,  only  one  machine 
is  sold  to  a  customer,  but  many  records  can  be 
sold  to  each  customer  when  the  proper  methods 
are  pursued. 


There  is  many  a  slip  'twixt  the  demonstra- 
tion and  the  name  to  the  contract.  Many  sales 
are  lost  by  ill-timed  talking  while  a  record  is 
being  played  on  the  machine  being  demon- 
strated. 


THE  TALKING  MACHINE'S  HELPMATE 


BIG  RECORD  SALES 

Mean 

More  Albums  Sold 


Records  have  sold  well  in  all  sections  of  the 
country  thus  far  this  year,  proving  that  1923  is 
going  to  be  a  big  year  for  records. 

Record  Sales  Mean  Album  Sales. 

Nyacco  albums  enable  you  to  offer  your  trade 
the  best  albums,  in  both  appearance  and  con- 
struction. They  are  BOUND  to  give  satisfac- 
tion.    Order  now  at  the  low  prices. 


The  Best  Interchangeable  Leaf 
Record  Album  on  the  Market 


W rite  j or  display  card — mailed 
wiihout  cost.  It  will  help  you 
sell   more    Nyacco  Albums 


New  York  Album  &  Card  Co.,  Inc. 


NEW  YORK 

23-25  Lispenard  St. 

Pacific  Coast  Representative:  Munson  Raynor  Corp.,  643  South  Olive  Street,  Los  Angeles,  Calif. 


CHICAGO 

415-417  S.  Jefferson  St 
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Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  VI,  $35 

Mahogany  or  oak 


Wherever  music  is 
known,  the  Victrola  is 
known— and  its  superi- 
ority recognized.  That  is 
a  consideration  of  vital 
importance  to  every 
dealer  in  Victor  products. 


Victrola  No.  100 
$150 

Mahogany,  oak  or  walnut 


Cod 


Victrola  IX 
$75 

Mahogany  or  oak 


Victrola  No.  130 
$350 

Victrola  No.  130,  electric,  $390 

Mahogany  or  oak 


Mahogany 


Victrola  No.  330,  electric,  $390 

Mahogany 


*His  master's  voice" 


Victrola 


REG.  U.S.  PAT. OFF. 

Important    Look  for  these  trade-marks.  Under  the  lid.  On  the  label. 

Victor  Talking  Machine  Company 

Camden,  New  Jersey 
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World  Contest  Brings  Valuable  Ideas 

B.  B.  O'Neill,  Whose  Contribution  Appears  Below,  Wins  Talking  Machine  World  Prize  for  Most  Constructive  Article  Sub- 
mitted in  Contest  for  Practical  Business-building  Suggestions —  Other  Articles  Possessing 
Particular  Merit,  Reproduced  on  This  Page,  Win  Awards 

The  Talking  Machine  World  has  received  quite  a  number  of  contributions  in  response  to  its  offer  of  a  prize  of  $10.00  for 
the  best  article  from  dealer,  salesman  or  traveler,  setting  forth  an  original  and  practical  idea,  or  proved  plan,  for  selling  talking 
machines  or  records,  from  which  the  Contest  Editor  has  selected  the  contribution  of  B.  B.  O'Neill  on  "Getting  People  Into  the 
Store"  as  most  worthy  of  the  prize.  The  other  contributions  which  appear  are  also  of  interest  and  value.  The  Contest  Editor 
desires  to  thank  all  who,  despite  the  demands  on  their  time,  sent  in  articles  and  suggestions. 


GETTING  PEOPLE  INTO  THE 
STORE 

By  B.  B.  O'Neill 

The  talking  machine  dealer  who 
would  increase  his  sales  must  get 
people  into  the  store.  This  is  the 
main  problem.  Once  they  are  in 
and  show  interest  the  rest  is  up 
to  the  salesmen.  The  people  who 
have  time  for  shopping  will  come 
to  their  dealer  when  they  are  in 
need  of  records,  but  where  the 
average  merchant  loses  out  is  in 
lack  of  attention  to  sales  possibili- 
ties among  those  people  who  work 
during  the  day.  In  every  com- 
munity there  are  stores,  factories 
and  offices  filled  with  men  and 
women  who  are  logical  prospects 
for  records  and  machines,  but  who 
seldom  buy  because  no  eff^ort  is 
made  to  interest  them. 

How  to  get  at  these  people  is 
the  problem.  A  stunt  which  I  have 
found  effective  is  to  stage  noon- 
day concerts  for  the  benefit  of  the 
workers.  Large  notices  were  pre- 
pared which  read  as  follows:  "Em- 
ployes of  the  Blank  Mfg.  Co.  are 
cordially  invited  to  attend  noon- 
day concerts  to  be  held  at  the 
Briggs  Phonograph  Shop,  324 
Franklin  street,  between  12  and  2 
o'clock."  These  invitations  were 
sent  to  various  offices,  stores,  etc., 
employing  several  or  more  persons 
and  the  results  were  far  beyond 
expectations. 

The  opportunity  of  some  real 
recreation  during  the  brief  period 
from  work  following  luncheon  was 
eagerly  accepted  by  many  and  as 
a  result  the  store  became  a  pop- 
ular recreation  center  during  hours 
when  business  is  usually  dull.  The 
programs  were  carefully  prepared 
and  the  concerts  varied  from  the 
operas  to  entire  programs  of  pop- 
ular music,  thus  appealing  to  lov- 
ers of  all  types  of  music.  Of 
course,  those  attending  the  con- 
certs were  all  wage  earners  and 
most  of  them  had  machines  in  the 
homes.  It  was  surprising  to  note 
how  many  purchased  records  after 
each  concert  and  how  many  have 
made  other  purchases  from  time  to 
time.  This  stunt  is  a  real  sales 
producer,  to  say  nothing  of  build- 
ing good-will  and  free  publicity 
that  may  result  in  other  sales. 


REVISING  THE  PROSPECT 
LIST 

By  George  Osgood 

There  are  many  ways  of  secur- 
ing prospects  on  whom  the  sales- 
men of  the  firm  may  call,  but  con- 
fining the  calls  of  the  salesmen  to 
only  those  prospective  customers 
who  really  ofiier  the  opportunity  of 
making  a  sale  is  another  matter. 
A  plan  which  1  have  found  excel- 
lent for  eliminating  the  deadwood 
from  the  prospect  list,  thus  insur- 
ing less  waste  time  and  more  sales, 
as  well  as  a  consequent  reduction 
in  the  cost  of  making  sales,  is  to 
go  over  the  list  three  times  each 
year  and,  from  the  reports  of  the 
salesmen,  strike  out  the  names  of 
persons  who  have  refused  to  reg- 
ister interest  in  the  line.  When 
these  names  have  been  taken  from 
the  list  a  personal  letter  is  written 
to  each  of  the  remainder.  The  let- 
ter calls  attention  to  the  merits  of 
our  line  and  requests  the  prospect, 
„if  interested,  to  answer  three  ques- 
|tions    typed    on    a    penny  postal, 

I which  is  inclosed  with  the  original 
letter.    The  questions  are  as  fol- 
jlows: 

Have  you  a  talking  machine? 
What  make  is  it? 
Are  you  interested  in  music? 
From  the  many  cards  returned 
the  chances  of  making  sales  to  each 
of  these  prospects  can  be  deter- 
mined.   If  a  inachine  is  owned  we 
have  a  record  prospect  and  if  the 
instrument  is  an  old  one  we  have 
a  prospect  for  a  better  and  more 
?up-to-date  model.    If  there  is  no 
jjmachine  in  the  home,  but  the  fam- 
|ilv  is  interested  in  music,  we  go 
fright  after  a  machine  sale.  Those 
Ijwho  do  not  return  the  postal  card 
'jare    followed   up    personally  and 
jtheir  attitudes  determined.  When 
uhis  task  is  done  the  names  on  the 
iprospect  list  are  realh'  live  op- 
iportunities  for  the  salesmen  who 
J  go  in  and  win  according  to  their 
'.ability. 

1    A  live  prospect  list  is  really  an 
tabsolute  necessity,  especially  where 
Ethe  salesmen  work  on  a  salary  and 
(commission  basis,  because  a  cer- 
tain volume  of  business  must  be 
procured  to  cover  this  expense  and, 
at  the  same  time,  leave  a  profit  for 
tlie  dealer. 


KEEPING  IN  TOUCH  WITH 
RECORD  BUYERS 

By  James  Donaldson 

What  more  opportune  time  is 
there  than  during  the  month  of 
February  for  the  dealer  and  his 
sales  people  to  take  a  catalog  of 
records  and  perhaps  a  few  sam- 
ples of  the  new  numbers  and  make 
It  his  business  to  call  on  every  in- 
dividual who  has  purchased  a  ma- 
chine during  the  holidays.  At  this 
time  he  has  an  entree  into  the  home 
which  would  be  hard  to  secure  at 
any  other  time.  The  visit  is  made 
on  the  ground  that  the  dealer  is 
interested  enough  in  his  customer 
to  want  to  be  sure  that  the  ma- 
chine is  working  O.  K.,  and  that 
everything  connected  with  the  pur- 
chase has  been  satisfactory,  giving 
the  dealer  a  chance  to  establish  a 
friendly  relationship  and  to  show 
the  new  customers  that  he  is  in- 
terested in  their  getting  enjoyment 
out  of  their  new  purchases. 

Experience  has  shown  that  new 
customers,  especially  those  who 
have  purchased  on  the  instalment 
plan  and  have  made  a  first  pay- 
ment, are  a  little  bit  loath  to  go 
back  to  that  dealer's  store  and  ask 
for  additional  credit  or  sometimes 
even  making  additional  cash  pur- 
chases of  records  until  payments 
on  the  instrument  have  been  com- 
pleted. However,  if  the  talking 
machine  dealer  employed  the 
means  of  a  personal  call  on  the 
customer  to  solicit  new  business, 
this  feeling  would  be  entirely 
evaporated  and  in  consequence  ad- 
ditional sales  would  result. 

Dealers  in  large  communities 
will  claim  that  personal  contact  at 
this  time  of  the  year  does  not 
work  satisfactorily  to  them,  but 
applies  more  specifically  to  smaller 
communities.  This,  however,  is 
not  correct,  as  the  dealer  who 
conscientiously  follows  up  his  cus- 
tomers immediately  after  the  holi- 
days has  found  it  a  very  profitable 
move  no  matter  in  what  com- 
munity he  may  be  located. 

The  word  "service"  has  probably 
been  more  abused  than  any  other 
word  that  the  dealer  has  occasion 
to  use.  Service  is  too  often  limited 
to  that  which  the  customer  asks 
for  and  expects. 


BOOSTING  ACCESSORIES 
SALES 

By  L.  E.  Brown 

The  sale  of  accessories  is  an  im- 
portant element  in  the  talking  ma 
chine  business  for  two  reasons. 
First,  because  people  who  have  the 
necessar}'  accessories  get  increased 
enjoyment  from  their  instruments, 
and,  second,  because  of  this  greater 
enjoyment  these  customers  are 
more  likely  to  retain  their  enthusi- 
asm and  add  to  their  record  li- 
braries. The  most  effective  way 
of  bringing  accessories  to  the  at- 
tention of  the  public  in  a  manner 
which  will  result  in  sales  is  through 
the  window  display. 

An  effective  display  consists  of 
everything  pertaining  to  the  talk- 
ing machine  and  its  enjoyment. 
The  instrument,  of  course,  is  placed 
in  the  most  prominent  position  and 
the  remainder  of  the  exhibit  con- 
sists of  records;  record  brushes, 
needles  of  all  kinds,  albums,  etc. 
Floor-covering  and  background 
material  is  chosen  for  its  effective- 
ness in  making  the  various  items 
in  the  display  stand  out  distinctly. 
The  accessories  are  placed  on  the 
floor  in  an  attractive  manner  and 
beside  each  should  be  placed  a 
placard  describing  the  use  of  that 
particular  accessory.  A  placard 
for  that  portion  of  the  exhibit  de- 
voted to  records  contains  a  list  of 
the  various  types  of  music  which 
can  be  obtained,  such  as  instru- 
mental, vocal,  operas,  light  classics, 
folk  songs,  popular  songs,  dances, 
etc.  In  the  center  near  the  instru- 
ment is  a  larger  placard  than  the 
rest  with  the  following  message: 
"For  the  greatest  enjoyment  and 
the  most  perfect  reproduction  of 
music  on  the  talking  machine  cer- 
tain accessories  are  necessary. 
Some  of  these  are  exhibited  here. 
Come  into  the  store  and  let  us 
demonstrate  and  explain  why." 

The  novelty  of  this  displaj^  at- 
tracts attention  and  arouses  inter- 
est, the  main  principles  of  good 
advertising.  People  who  enter  the 
store  are  really  interested  and 
sales  come  easy.  The  result  is  a 
general  boom  to  business  in  ac- 
cessories of  all  kinds  and  real 
profits  from  what  is  generally 
looked  upon  as  a  side  line. 


STAGES  MID=MONTH  CONCERT 

E.  A.  Schweiger,  Inc.,  Holds  First  of  a  Series 
of  Mid-month  Concerts  in  Handsome  En- 
larged Quarters — Large  Attendance 


The  first  of  a  series  of  mid-month  concerts, 
held  in  the  spacious  double  three-story  build- 
ing of  E.  A.  Schweiger,  Inc.,  Victor  dealer, 
1525-27  Broadway,  Brooklyn,  N.  Y.,  was  an  un- 
doubted success,  both  from  the  standpoint  of 


attendance  and  interest  developed.  It  is  es- 
timated that  there  were  more  than  a  thousand 
rnusic  lovers  present  to  hear  the  varied  pro- 
gram, which  lasted  from  7  until  11  o'clock  in 
the  evening.  Among  the  artists  who  enter- 
tained were  Maine  Rountree  and  his  orchestra, 
who  rendered  a  program  of  the  latest  dance 
music;  vocal  selections  by  Billy  Waldron,  late 
of  the  Nora  Bayes  Co.  and  now  with  the  Good- 
man &  Rose  Music  Pub.  Co.,  and  several  artists 
from   M.  Witmark  &  Sons,  music  publishers. 


.''vmong  those  present  who  are  prominent  in 
trade  circles  were  Messrs.  Barker  and  OfTer- 
man,  of  the  American  Talking  Machine  Co.; 
Mr.  Miller,  of  the  G.  T.  Williams  Co.,  and  T,  T. 
Davin,  of  Ormes,  Inc.,  all  Victor  jobbers. 

The  interest  aroused  in  the  latest  recordings 
was  evident  from  the  fact  that  for  several  hours 
the  booths  of  the  company  were  filled  and  the 
good  effects  of  this  concert  will  no  doubt  be 
felt  for  some  time  to  come.  Other  concerts 
scheduled  will  be  of  the  same  high  order. 
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Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  IV,  $25 

Oak 


Victrola  No.  90 
$125 

Maliogany,  oak  or  walnut 


Mahogany  or  walnut 


HIS  MASTERS  VOICE" 


That  is  why  the  truly 
great  artists  of  the  pres- 
ent generation  in  ever- 
increasing  numbers  are 
found  among  the  ranks 
of  famous  Victor  artists. 


Victrola  VIII,  $50 

Oak 


Victrola  No.  120 
$275 

Victrola  No.  120,  electric.  $315 

Mahogany  or  oak 


Victrola  No.  300 
$250 

Victrola  No.  300,  electric  $290 

Mahogany,  oak  or  walnut 


Victrola 


REG  U.  S.  PAT.  OFF. 


Important  ••  Look  for  these  trade-marks.  Under  the  lid.  On  the  label. 

Victor  Talking  Machine  Company 

Camden,  New  Jersey 
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NEW  YORK,  FEBRUARY  15,  1923 


I     FACTS  AND  FIGURES  THAT  INCITE  OPTIMISM 

THE  new  year  is  opening  up  splendidly  in  a  business  way. 
There  is  a  feeling  of  confidence  existent  in  all  lines  of  industry 
that  bespeaks  a  great  year  of  accomplishment  in  the  talking  machine 
trade,  and  to  the  merchant  who  aims  to  sell  merchandise  and 
not  terms  the  year  holds  a  goodly  proportion  of  profits. 

Nineteen  twenty-three  will  not  be  an  easy  period  for  the  retail 
dealer — he  must  be  constantly  up  and  doing  along  constructive  lines, 
if  he  decides  to  compete  successfully  with  his  confreres  in  other 
industries  for  the  surplus  money  which  the  public  desires  to  spend 
during  1923.  And  there  is  a  great  deal  of  surplus  money  available 
nowadays  judging  from  the  preliminary  report  of  the  savings  bank 
division  of  the  American  Bankers'  Association,  which  shows  an  in- 
crease in  the  savings  deposits  of  the  country  of  about  $1,500,000,000 
during  1922  and  a  gain  of  2,315,693  in  savings  accounts  as  com- 
pared with  last  year. 

The  total  increase  of  savings  reported  on  deposit  on  June  30, 
1921,  was  $16,618,595,000;  the  amount  for  the  corresponding  date 
in  1922  was  $18,087,493,000.  These  figures  demonstrate  most  im- 
pressively the  vast  amount  of  money  that  has  been  accumulated  by 
the  people  of  the  United  States,  a  large  portion  of  which  will  be 
released  to  those  talking  machine  merchants  who  go  after  cus- 
tomers persistently  and  intelligently. 

In  this  connection  it  should  never  be  overlooked  that  unvary- 
ing, stabilized  conditions  are  promoted  when  business  is  developed 
not  on  long  time  terms,  but  as  closely  to  a  cash  basis  as  is  possible. 
With  this  policy  kept  well  in  mind  business  can  be  conducted  on 
healthy,  satisfactory  lines. 

I  ADEQUATELY  COMBATING  "GYP"  DEALER  EVIL 

NOW  that  much  of  the  work  of  liquidating  excess  retail  stocks 
has  been  accomplished  by  legitimate  dealers  it  might  be  well 
for  members  of  the  trade  to  devote  some  attention  to  the  activ- 
ities of  the  private  house  or  "gyp"  dealers  who  have  for  years  been 
active  factors  in  competition  and  appear  to  be  increasing  rather 
than  decreasing  in  numbers. 

In  combating  the  "gyp"  dealer  evil  the  legitimate  dealers  in 
most_trades  have  back  of  them  considerable  legal  power  for  the 


reason  that  there  are  in  effect  a  number  of  ordinances  and  laws 
designed  to  make  advertisers  in  the  classified  columns  of  news- 
papers specify  whether  or  not  they  are  dealers.  Violation  of  these 
ordinances  or  laws  carries  with  it  a  sufficient  penalty  to  discourage 
the  persistent  "gyp"  provided  regular  dealers  are  active  enough  in 
their  work  of  prosecution. 

What  can  be  accomplished  in  curbing  the  "gyp"  evil  is  shown 
in  New  York,  where  the  newspapers  insist  upon  listing  private 
house  dealers  under  the  heading  of  "dealers"  in  the  classified 
columns  unless  their  status  as  individuals  is  clearly  established. 
St.  Louis  recently  adopted  an  ordinance  providing  for  the  same 
course  of  procedure,  and  there  are  other  localities  where  the  legiti- 
mate dealers  have  at  hand  the  machinery  for  protecting  themselves 
provided  they  make  use  of  it. 

The  activities  of  the  "g}^)"  dealers  are  not  simply  unethical, 
but  are  calculated  to  shatter  confidence  in  legitimate  trade  and  in 
the  standing  of  bona-fide  instruments  that  are  grossly  misrepresented 
by  the  unscrupulous.  Legitimate  dealers  should  see  to  it  that  every 
eft'ort  is  made  to  check  the  evil  in  their  localities. 

I      POSSIBILITIES  OF  CO-OPERATIVE  PUBLICITY 

IT  is  unfortunate  that  the  members  of  the  retail  talking  machine 
trade  do  not  give  more  thought  to  the  possibilities  of  co-operative 
advertising  as  a  means  for  obtaining  a  maximum  amount  of  pub- 
licity at  a  minimum  expenditure  per  individual.  Dealers  frequently 
declare  thai  they  limit  their  advertising  for  the  reason  that  they  can- 
not aiford  the  appropriations  that  will  give  them  worth-while  space 
in  metropolitan  dailies  and  feel  that  rather  than  use  insignificant 
space  they  had  better  confine  their  publicity  to  other  channels. 

On  several  occasions  attempts  have  been  made  to  organize 
dealers  in  various  cities  for  the  purpose  of  carrying  on  co-operative 
advertising  campaigns  for  specified  periods,  the  campaigns  to  be 
confined  to  dealers  handling  one  particular  line  of  machines  and 
records.  The  idea,  of  course,  was  to  hook  up  with  the  advertising 
of  the  manufacturer  and  through  co-operation  purchase  space 
enough  to  make  a  real  showing  in  the  newspapers.  Somehow  or 
other  most  of  these  attempts  to  provide  maximum  publicity  at 
minimum  cost  have  not  met  with  any  great  success. 

In  St.  Louis  recently,  however,  the  retailers  in  the  residential 
sections  got  together  and  put  over  a  co-operative  advertising  cam- 
paign on  one  line  that  produced  most  satisfying  results.  The  copy 
was  of  general  character,  emphasizing  the  chief  features  of  the  par- 
ticular line  of  products,  and  carried  in  one  corner  the  names  and 
addresses  of  the  concerns  taking  part  in  the  campaign. 

Under  the  circumstances  the  advertising  was  of  a  sort  cal- 
culated to  prove  most  effective,  for  the  reason  that  the  concerns 
making  the  appeal  for  business  were  of  the  neighborhood  store 
type  and  to  a  considerable  extent  at  least  non-competitive.  There 
are  great  possibilities  for  talking  machine  retailers  in  other  cities  to 
get  together  for  similar  campaigns  at  various  periods  of  the  year, 
finding  that  the  combination  gives  them  greater  power  in  appealing 
to  the  buying  public  while  they  can  capitalize  upon  the  result  from 
the  newspaper  readers  in  their  own  particular  localities. 

There  are,  of  course,  in  every  city  large  talking  machine  dealers 
in  the  main  business  centers  who  advertise  regularly  and  liberally, 
but  these  individuals  in  most  cases  are  doing  business  on  a  much 
larger  scale  than  the  neighborhood  store  owner.  For  the  dealer  in 
an  outlying  district  to  attempt  to  compete  with  such  advertising 
would  mean  an  expense  that  would  be  out  of  proportion  to  results 
that  might  be  expected.  When  he  divides  the  cost  of  the  advertis- 
ing with  a  dozen  or  a  score  of  fellow  dealers,  however,  he  is  get- 
ting a  full  advertising  display  at  a  very  low  cost  and  the  results 
may  be  expected  to  be  distinctly  satisfactory. 

I      WATCHING  INIMICAL  LEGISLATIVE  MOVES 

ONE  service  that  a  live  organization  of  talking  machine  men, 
manufacturers  or  retailers,  can  perform  for  its  membership  is 
that  of  watching  carefulty  new  legislative  moves,  especially  the  in- 
troduction of  new  State  laws  calculated  to  amend  legislation  cov- 
ering conditional  sales,  chattel  mortgages  or  instalment  business. 

It  happens  frequently  that  a  very  innocent-looking  bill  intro- 
duced in  the  State  Legislature  will  have  a  distinct  bearing  on  the 
rights  and  privileges  of  a  dealer  handling  instalment  business  in 
his  relations  with  his  customers.    Often  the  Assemblyman  or  Sen- 
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ator  who  introduces  the  measure  has  Httle  knowledge  of  the  sub- 
ject covered  in  his  bill,  and  is  working  either  for  his  special  inter- 
ests or  as  a  result  of  some  individual  case  brought  to  his  attention. 

It  has  been  proved  on  numerous  occasions,  particularly  by 
piano  men,  that  the  time  to  combat  inimical  legislation  is  as  soon 
as  possible  after  the  bill  has  been  introduced  and  before  it  has  had 
a  chance  to  get  support.  Delay  simply  serves  to  complicate  matters 
and  makes  the  task  harder  and  if  the  bill  finally  becomes  a  law 
before  its  pernicious  character  is  realized  it  is  an  almost  hopeless 
task  to  have  it  amended  or  repealed. 

Until  such  time  as  all  States  have  adopted  a  uniform  conditional 
sales  act  and  follow  the  lead  of  New  York  and  other  States  there 
always  remains  the  danger  of  some  legislator  attempting  to  make 
changes  in  existing  laws  covering  conditional  sales,  and  the  objects 
are  not  always  altruistic. 

A  local  association  cannot  always  ai¥ord  to  retain  counsel 
to  keep  in  constant  touch  with  the  activities  at  the  State  Capital, 
but  if  the  members  located  close  to  the  heart  of  things  will  keep 
the  secretary  advised,  and  he  is  prompt  in  filing  necessary  protests 
in  the  name  of  the  association,  the  fact  that  an  organization  is 
interested  in  the  measure  soon  has  its  effect  upon  legislators. 

In  carrying  on  a  battle  of  this  kind  talking  machine  men  will 
not  find  themselves  alone,  for  they  have  on  their  side  furniture, 
jewelry,  clothing  and  piano  dealers,  as  well  as  other  lines  of  trade 
in  which  instalment  selling  prevails  in  a  large  measure. 


SOME  DEDUCTIONS  FROM  CENSUS  FIGURES 


O  OME  time  ago  the  Bureau  of  the  Census  at  Washington  issued 
*^  figures  covering  the  talking  machine  industry  during  the  year 
1921,  in  comparison  with  the  year  1919,  which  tended  to  indicate 
that  during  that  two-year  period  the  value  of  the  products  of  the 
industry  had  dropped  from  $158,500,000  (1919)  to  $98,164,000 
(1921)  or  roughly  some  38  per  cent. 

To  those  of  the  trade  who  believe  that  an  industry  must  show  a 
substantial  gain  each  year  or  else  is  losing  ground,  the  Govern- 
ment figures  may  prove  somewhat  discouraging,  but  a  close 
analysis  indicates  that  there  is  little  real  cause  for  worry,  for  the 
reason  that  although  there  was  an  expected  decrease  in  the  value  of 
cylinder  records,  the  number  and  value  of  disc  records,  which 
admittedly  make  up  the  bulk  of  the  record  production,  showed  a 
substantial  gain.  What  was  lost  during  the  two  years,  therefore, 
was  represented  directly  by  the  cutting  down  in  the  production 
of  machines,  and  it  is  to  be  admitted  that  some  reduction  or  at  least 
some  regulation  of  machine  production  was  inevitable  in  view  of 
the  conditions  then  prevailing. 

Nineteen-nineteen  was  recognized  as  one  of  the  peak  years 
in  machine  production,  for  not  only  did  the  established  manufac- 
turers keep  up  to  normal  production  figures  or  better,  but  there 
were  scores  of  new  machine  manufacturers  and  particularly  as- 


semblers in  the  field,  all  putting  quantities  of  machines  on  the 
market.  Business  was  good  and  for  a  period  the  market  managed 
to  absorb  and  distribute  this  great  flood  of  machines.  When  1920 
came  with  its  problems  of  liquidation  it  found  the  dealers  heavily 
stocked  and  more  inclined  to  unload  and  realize  cash  than  to  place 
fresh  orders  and  incur  additional  obhgations  with  the  manufac- 
turers. The  result  was  a  material  reduction  in  factory  production 
in  most  instances  and  the  actual  elimination  of  manufacturers  from 
the  field  in  others. 

It  cannot  be  said  that  the  talking  machine  trade  has  reached 
anywhere  near  the  point  of  absorption  so  far  as  machines  are 
concerned  despite  the  decrease  in  the  value  of  factory  products. 
It  was  a  question  of  peak  production  at  a  time  when  conditions 
went  bad  and  buying  interest  in  every  line  waned.  The  result  is 
too  well  known  to  require  further  comment. 

It  is  to  be  expected  that  the  next  biennial  census  figures  will 
show  some  increase,  at  least  in  machine  production  figures,  for  1922 
and  1923  in  keeping  with  the  improved  conditions  in  the  industry. 
Meanwhile  the  drop  as  indicated  by  the  1921  figures  is  to  be  ac- 
cepted as  showing  that  the  trade  was  again  finding  its  balance, 
liquidating  stocks  and  getting  into  a  new  condition  of  health  in 
preparation  for  further  advances.  The  results  during  the  past 
few  months  have  proved  that  we  are  again  on  the  upward  path. 

I      THE  VALUE  OF  CONTINUOUS  ADVERTISING  | 

THE  value  of  continuously  advertised  and  nationally  known 
products  was  emphasized  at  the  recent  convention  of  the  As- 
sociation of  National  Advertisers,  held  at  Atlantic  City,  at  which 
several  publishers  pointed  out  and  proved  by  facts  that  a  very 
small  quantity  of  advertised  products  was  to  be  found  among  the 
distressed  stocks  that  had  to  be  liquidated  through  bankruptcy, 
receiver,  or  auction  sales  during  the  depression  of  1921,  and  that 
the  advertised  goods  that  were  inventoried  in  these  stocks  were 
sold  with  a  minimum  of  sacrifice. 

Printers'  Ink,  in  commenting  upon  this  situation,  points  out 
that  the  merchant  who  confines  his  buying  to  stocks  of  only  ready 
saleable  products  rarely  goes  into  financial  difficulties.  The  reason 
for  this  is  that  advertised,  trade-marked  goods  have  a  value  which 
is  easily  recognizable  and  is  quite  generally  accepted  by  the  public 
just  as  a  stamp  of  the  government  makes  our  medium  of  exchange 
accepted  throughout  the  land.  Unknown  or  unbranded  goods, 
however,  have  no  hallmark  by  which  their  value  may  be  judged. 

It  goes  without  saying  that  every  article  of  merchandise  has  a 
certain  intrinsic  value,  but  this  value  in  itself  possesses  but  little 
sales  worth.  It  takes  advertising  and  trade-marking  to  establish 
definitely  this  value  and  to  make  it  known  and  appreciated. 

There  is  a  lot  of  sound  sense  in  this  conclusion.  In  order  to 
secure  an  enduring  success  the  public  must  be  sold,  and  it  can 
onl}-  be  sold  when  the  product  handled  is  well  ad\-ertised. 


Mr.  Victor  Dealer: — 


IS  IT  A  VICTOR  RECORD  SHORT  YOU'RE  AFTER  • 

T  RY— 


AND 


IT" 


AT 


ORMES,  Inc. 

New  York  City 


15  West  37th  Street 


'PHONE  FITZROY  3271-2-3 
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I  Victrola  Exposition  Arouses  Interest  and 
I  Opens  Up  Way  to  Future  Sales  -  By  w.  buss  stoddard 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

That  one  need  not  live  in  a  city  in  order  to 
do  things  in  a  novel  way,  and  thereby  greatly 
increase  the  sale  of  talking  machines  and  rec- 
ords, has  been  proved  by  Spengel's,  of  High- 
land, 111.,  who  recently  held  a  Victrola  Exposi- 
tion that  introduced  their  line  to  hundreds  of 
people  of  that  town  and  vicinity  in  a  very  at- 
tractive manner.  The  exposition  was  well  ad- 
vertised in  advance,  the  "teaser"  type  of  an- 
nouncements being  used.  Several  weeks  before 
it  was  held  there  appeared  in  the  papers  on 
several  pages  a  black  circle,  with  the  Victor 
dog  on  the  rim.    Inside  the  circle  was  printed: 

V.  E. 

What  Is  It 
? 

That  was  all — no  name,  no  hint  (unless  one 
recognized  the  dog)  of  what  was  being  adver- 
tised. This  ad  was  run  for  a  week,  until  every- 
body became  curious.  The  following  week  a 
quarter-page  was  taken  in  the  paper,  and  this 
same  black  circle,  with  the  same  inscription, 
was  run.    Eelow  it,  however,  was  the  caption: 


'llllllllli 

the  firm  took  a  full-page  ad,  with  the  familiar 
circle  in  the  upper  left-hand  corner,  and  in 
large  black  letters  across  the  top  of  the  page: 

glllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllNIIIIIIIIIIIIIIIIIIIIIIiilllllllllllllll 

g  V.  E.  Stands  for  = 

I  VICTROLA  EXPOSITION  | 

g  It  starts  to-morrow  at  our  Store  j 

M        A  complete  showing  of  Victrolas  will  be  on  dis-  g 

1  play — ^big  ones,  little  ones,  in-between  ones,  the  new  = 

1  table-type   models,   and  a  wonderful  period   style,  1 

:  costing  as  much  as  a  grand  piano.  1 


The  balance  of  the  ad  was  taken  up  with  ad- 
■ 


The  Secret  Will  Be  Out  Next  Week 
Ever  since  the  dog  and  the  circle  and  the  mystic 

sign    "V.E."    first   appeared   in   the  News-Leader, 

people  have  been  wondering  what  it's  about. 

Well,  V.E.  is  worth  wondering  about  and  waiting 

for.    You  never  saw  anything  quite  like  it,  and  it's 

going  to  take  place  at  our  store. 

But  we  can't  let  the  whole  secret  out  just  yet. 

You'll  have   to   wait   until   next  week,   and  then 

you'll  know,  if  you 

READ  OUR  BIG  AD  IN  NEXT  SATURDAY'S 
PATZn—SPENGEL'S 


Since  the  public  knew  now  who  was  doing  the 
advertising  they,  of  course,  kept  close  watch  on 
the  Spengel  ads,  and  on  the  following  Saturday 


m  Methods  Used  by  Mer-  J 
H  chant  to  Develop  In-  m 

■  terest  of  Public  in  J 

■  Line  Show  Value  of  M 

■  Unusual  Sales  Plans  ■ 


vertising  the  dififerent  features  of  the  exposition, 

and  it  concluded  with  the  following  message: 

j;illlliuiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii:iiiiiiiiiiiiiiiiiiin^ 

I             SEE  THE  VICTROLA  EXPOSITION  | 

I                                EVERY  DAY  | 

1       You  can't  see  it  all  at  once,  so  come  frequently.  = 

1     It  won't  cost  you  a  cent  and  we  won't  ask  you  to  S 

M    buy  anything.    We  just  want  you  to  come  and  be  g 

g    informed  and  entertained.  g 


lllllllllllllllllllllllllllllllllllllllilllllllllllllllllllllllllllllllllllllllllin^ 

mecca  of  all  the  citizens  of  the  town  and  many 
from  the  country.  Those  who  attended  the  first 
day  told  their  friends,  and  the  crowds  grew 
larger  every  day. 

Palms  and  ferns  banked  all  the  pillars,  and  at 
intervals  throughout  the  store,  on  little  raised 
platforms,  were  demonstration  Victrolas.  At 
least  one  of  them  was  in  operation  all  the  time, 
and  frequently  the  entire  half-dozen  were  going 
at  once.  The  Victrola  Co.  sent  an  expert  dem- 
onstrator. Miss  Golda  Airy,  who  had  charge  of 
the  machine  in'the  center  of  the  store,  and  not 
only  played  a  number  of  records,  but  talked 
very  entertainingly  of  the  making  of  records 
and  machines,  and  told  interesting  facts  about 
the  artists  and  the  music  she  demonstrated. 

Then  there  was  the  "side  show,"  so  to  speak — 
one  of  the  first  Victrolas  ever  made,  a  quaint 
little  instrument  with  horn  attachment;  a  ma- 
chine with  glass  sides,  showing  how  the  inner 
mechanism  works  and  what  makes  the  music; 
a  very  elaborate  ebony  lacquered  machine  to 
match  a  parlor  suite,  and  a  beautiful  divan,  with 
a  machine  concealed  in  one  end. 

Blanks  with  the  names  and  addresses  of  visi- 
tors were  filled  out  and  at  the  end  of  the  expo- 
sition a  gift  of  twenty-five  Victor  records  in  a 
handsome  carr3-ing  case  was  presented  to  one 
of  those  who  attended  the  exposition.  All 
others  present  received  a  souvenir,  a  miniature 
reproduction  of  the  Victor  dog,  to  be  used  as  a 
desk  weight.  Through  this  means  an  excellent 
list  of  prospects  was  secured. 


The  store,  during  the  entire  week,  was  the 


George  J.  Neville  has  been  made  manager  of 
the  talking  machine  department  of  Hillwing  & 
Grimm,  El  Paso.  Tex. 
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The  "Apartment  Baby  Grand 
of  Phonographs 

A  distinctive  Adam  period  model,  correct  in  design  and 
convenient  in  size;  superbly  constructed;  and  guaranteed — 


The 


ran 


3 


Adam  Period  Short  Console  Phonograph 


Meets  a  Specific  Need 

There  is  a  pronounced  and  growing 
demand  for  a  short  console — and 
Granby  has  met  that  demand  with  this 
especially  designed  new  model. 


Reduced  List  Prices  on  Other  Granbys : 


Sheraton  Upright 
Early  Virginian  Upright 
Louis  XVI  Upright 
Adam  Console 
Louis  XVI  Console 
Queen  Anne  Console 


Was 

$140 
200 
275 
275 
325 
375 


Xow 
§120 
175 
235 
200 
230 
250 


Granby  Uprights:  $100  up 
Granby  Consoles:  $135  up 


The  List  Price:  $135 

The  price  is  right.  Your  customers 
will  recognize  the  big  value  in  the 
Granby  Adam  Short  Console  at  $135. 

This  is  proving  to  be  one  of  the 
most  popular  models  ever  introduced 
bv  GranbA'.   Get  vour  order  in  earlv. 


Granby  merchandise  is  good  merchandise,  and  you  can  get  behind  the  Granby  line  with  enthusiasm.  Granby 
discounts  are  liberal  discounts — and  that  fact  won't  make  you  any  the  less  enthusiastic  about  having  a  Granby 
franchise.     Write  or  wire. 


Offices  and  Factory:    NEWPORT  NEWS,  VIRGINIA 
New  York  Branch:   37  WEST  20th  ST.,  NEW  YORK,  N.  Y.      Tel.  Watkins  4508 
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Quality  As 
An  Ideal 

As  a  manufacturer, 
I  have  always  felt  a 
keen  responsibility  to 
the  retailer  for  the 
maintenance  of  the 
high  Peerless  Quality. 

Never  for  a  moment, 
in  all  my  years  of  serv- 
ice to  the  talking  ma- 
chine industry,  have  I 
ever  been  tempted  to 
cheapen  in  any  way  the 
product  of  my  factory 
to  meet  a  purely  price 
demand. 

So  long  as  quality 
remains  a  factor  of 
mercantile  success, 
Peerless  will  adhere 
to  its  infallible  policy 
of  giving  the  utmost 
value  in  an  album  at 
the  minimum  price. 


Security 


Peerless   quality   is   uniform   and  de- 
pendable.    There    are    no    two  ways 
about  it. 


The  number  of  satisfied  customers  a  dealer  has  will 
only  increase  in  direct  proportion  to  his  reputation  for  honest 
merchandising  methods. 

Honest  Merchandise  Builds  Reputation 
and  Is  the  Best 


[k®(§fmlMm 


Form  of  Advertising 

Gyp  one  customer  and  you 
gyp  your  reputation  with 
many.    Bad  news  travels  fast. 


[F1I[|[1J[L[IS^ 

the  Album 


A  Postal  will  bring  this  sign  to  you  in 
the  next  mail— WRITE 


The  American  public,  weary  of  being  hoodwinked  and 
swindled,  is  daily  pushing  aside  unnamed  and  consequently 
unknown  products  in  favor  of  genuine  trade-marked  prod- 
ucts. 

Peerless,  the  album,  widely  known  and  stocked  by  leading 
stores,  is  both  trade-named  and  trade-marked,  for  which 
reason 

It  Dees  Make  A  Difference  What  Album  You  Sell 


Peerless  Carrying  Case  is  not  only 
an  exceptionally  good  case  but  one 
you  can  offer  at  an  attractive  price. 
It  will  add  to  your  sales,  for  every 
record  owner  is  a  possible  purchaser 
of  this  fine  case. 


Manufacturers  of: — 


Peerless  De  Luxe  Albums 
Peerless  All  Grades  of  Record  Al- 
bums 

Peerless  "Big  Ten"  Albums 
Peerless  Record-Carrying  Cases 
Peerless  Interiors  for  Victrolas  and 
Phonographs 


Peerless  "Classification  Systems" 
Peerless  Record  Album  Sets  for  All 

Make  Machines 
Peerless  Record  Stock  Envelopes 
Peerless  Delivery  Bags 
Peerless  Supplement  Envelopes 
Peerless  Photo  Albums 


PEERLESS  ALBUM  COMPANY 


WALTER  S.  GRAY 

San  Francbco 
.    942  Market  St. 


PHIL.  RAVIS,  President 

636-638  BROADWAY 
NEW  YORK 


L.  W.  HOUGH 

Boston 
20  Sudbury  St. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii   I  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiii  iiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMf 
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I  Start  the  Customer's  Record  Library  When  | 
I  Sale  of  a  Machine  Has  Been  Consummated  | 


The  consummation  of  the  sale  of  a  talking 
machine  is  really  the  start  of  the  business  rela- 
tions between  the  customer  and  the  dealer.  It 
is  natural  for  a  person  who  has  purchased  an 
instrument  to  continue  the  relations  by  pur- 
chasing records  at  the  same  establishment.  How 
profitable  this  business  intercourse  becomes  de- 
pends to  a  large  extent  on  the  enterprise  and 
tact  of  the  merchant  or  salesmen  who  come  in 
contact  with  that  person.  Many  times  the 
dealer  is  unfortunate  enough  to  lose  out  on  this 
trade.  This  is  due  to  many  reasons,  such  as 
friction,  unsatisfactory  service,  etc.  However, 
the  dealer  who  is  alive  to  his  opportunities  can 
make  a  substantial  profit  from  the  sale  of  rec- 
ords to  be  delivered  with  the  newly  purchased 
instrument. 

A  plan  for  starting  machine  purchasers  with 
a  fairly  representative  library  of  records,  which 
is  different  from  the  general  run  in  that  the 
purchaser  of  a  machine  does  not  take  up  the 
time  of  the  sales  people  by  trying  the  records 
in  the  demonstration  booths  in  the  store,  is  in 
effect  in  the  Edison  Shop,  of  Newark,  N.  T., 
one  of  the  most  attractive  and  artistically  ap- 
pointed establishments  of  its  kind  in  the  State. 
According  to  James  A.  Coyle,  manager  of  the 
Edison  Shop,  after  the  sale  of  the  machine  has 
been  completed  the  efforts  of  the  salesman  are 
centered  on  implanting  in  the  mind  of  the  new 
customer  the  necessity  of  having  a  diversified 
library  of  records  for  the  full  enjoyment  of  the 
instrument.  This,  of  course,  is  not  difficult, 
because  the  customer  naturally  realizes  that 
without  records  the  machine  is  useless  and, 
besides,  the  patron  is  anxious  to  get  as  much 


immediate  enjoyment  out  of  the  instrument  as 
possible. 

"We  seldom  take  up  the  time  of  the  customer 
by  having  him  or  her  listen  to  a  number  of 
records  in  the  store,"  said  Mr.  Coyle.  "This 
takes  time  and  when  people  are  out  shopping 
they  cannot  afford  to  spend  an  hour  or  two 
in  a  booth  listening  to  records.  Besides,  the 
prolonged  demonstration  maj'  become  tiresome 

■lllllllllllllllllllllllllllllllllllllllllllllllllllll^ 

M  Selling  New  Machine  J 

J  Customers  Start  of  J 

■  Record  Libraries  Of-  J 

H  fers   Fine   Opportu-  m 

J  nity  to  Live  Dealers  J 

lllllilillilllillllllllllllllllllllllllllllllllllllllllllllllllllii 

to  the  customer  and  sales  may  be  lost  because 
of  the  abrupt  termination  of  the  procedure. 
We  usually  ascertain  the  types  of  music  the 
customer  is  most  interested  in  and  then  we 
place  the  matter  of  selecting  the  start  of  the 
record  library  in  the  hands  of  one  of  our  sales 
staff.  The  selections  are  carefully  made  and 
shipment  is  made  with  the  machine,  with  the 
understanding,  of  course,  that  those  records 
which  do  not  appeal  to  the  customer  may  be 


returned  in  three  or  four  days.  It  is  remarkable 
how  few  records  are  returned,  and  it  must  be 
remembered  that  the  time  which  would  other- 
wise have  been  taken  up  with  prolonged  demon- 
stration is  reduced  to  merely  the  comparatively 
brief  period  of  selecting  the  records.  Another 
important  factor  which  should  not  be  over- 
looked in  this  connection  is  that  the  customer 
can  hear  the  records  at  leisure.  Perhaps  a 
half  dozen  or  thereabouts  are  played  at  a 
sitting  when  the  customer  is  in  the  mood  for 
music,  an  important  influence  on  the  selection, 
as  the  patron  is  very  apt  to  select  records 
because  they  appeal  at  the  moment." 

In  the  course  of  1922  the  sales  records  of 
this  concern  show  that  only  two  sales  of  ma- 
chines were  made  without  a  fair  number  of 
records.  This  is  not  remarkable  by  any  means, 
but  proves  what  can  be  accomplished  by  a 
dealer  who  is  thoroughly  alive  to  the  oppor- 
tunities for  making  sales.  Too  often  the  sale 
of  a  machine  and,  perhaps,  a  few  records  ends 
the  initial  transaction  between  the  customer  and 
the  dealer  and  beyond  sending  out  the  monthly 
record  supplements  no  real  strenuous  efforts  are 
made  toward  carrying  on  what  has  been  started 
by  the  purchase  of  the  machine. 

Another  wide-awake  merchant  uses  practically 
the  same  methods  as  those  so  profitably  em- 
ployed by  the  Edison  Shop.  In  this  case,  how- 
ever, the  number  of  records  allowed  to  the 
purchaser  of  a  machine  is  regulated  by  the 
amount  of  the  first  payment.  The  down  pay- 
ment on  the  instrument  must  not  only  cover 
the  records  which  the  customer  selects  to  be 
sent  with  the  instrument,  but  it  must  also  be 
large  enough  to  cover  a  fair  first  instalment  on 
the  machine.  Reduced  to  figures,  this  merchant 
allows  the  customers  to  select  records  to  the 
value  of  SO  per  cent  of  the  first  paj'ment.  Thus, 
if  $50  is  paid  down,  $2S  worth  of  records  may 
be  selected.  This  plan  has  the  advantage  of 
insuring  the  dealer  against  loss. 

Both  of  these  dealers  insist  on  a  fairlj-  large 
down-payment.  They  work  on  the  principle 
that  if  a  customer  lacks  the  funds  to  meet  this 
obligation,  the  chances  are  greatly  in  favor  of 
future  difficulties  in  collection  of  instalments. 


MARRIED  IN  "TALKER"  STORE 


Warren  Andrews,  Traveling  Representative  of 
Oklahoma  Talking  Machine  Co.,  Is  Married 
in  Warerooms  of  Longmire-Draper  Co. 


Shawnee,  Okla.,  February  3. — Warren  An- 
drews, traveling  representative  of  the  Okla- 
homa Talking  Machine  Co.,  was  recently  wed 
to  Miss  Edna  Mae  Tripp,  who  is  connected 
with  the  record  department  of  the  Longmire- 
Draper  Co.,  Victor  dealer  of  this  city.  The 
feature  of  the  ceremony  was  the  fact  that  the 
"knot"  was  tied  in  the  warerooms  of  the 
Longmire-Draper  Co.  Store  employes  were 
dispatched  for  the  license  and  the  ceremony 
was  performed  in  the  Victor  department.  Mr. 
and  Mrs.  Andrews  will  make  their  home  in 
Oklahoma  City. 


PUBLICITY  FROM  THEATRE  TIE=UP 


Charleston,  W.  Va..  February  3. — Some  excel- 
lent publicity  was  recently  obtained  by  the 
Music  Box,  Victor  dealer  of  this  city,  when  the 
moving  picture  "Rementbrance"  was  exhibited 
in  one  of  the  local  theatres.  A  room  was  se- 
cured on  Capitol  street  and  with  the  aid  of  a 
talking  machine  and  an  amplifier  memory  songs 
were  played  while  the  picture  was  being  shown 
on  the  screen.  Crowds  collected  and  many 
record  sales  resulted. 


1 902- 1 903- 1 904- 1 905- 1 906- 1 907- 1 908- 1 909- 1 9 1 0 

1911-1912-1913-1914-1915-1916-1917-1918 

1919-1920-1921-1922 

1923 

Year  by  year  our  Victor  business  has  con- 
stantly grown  larger  and  larger. 


A  desire  to  do  everything  possible  to  "Help 
the  Victor  Dealer  Sell  the  Goods"  has  shown 
its  own  results. 


Write  for  our  newest  plan: 
"How  to  Increase  Your  Victor  Record  Business" 

KNICKERBOCKER 

TALKING  MACHINE  CO.,  Inc. 

Metropolitan  Victor  Wholesalers 

138  West  124th  Street  New  York  City 
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The  Phonograph  of 

Distinctive  Features 

Cheney 


A   period    design  of  old 
England,  in  rich  brown  oak, 
with  over  lay  of  walnut. 
inches  high,  with  top  21  x 
22?  8  inches.  Equipped  with 
gold-plated   metal  parts,  automatic  stop, 
steel  and  jewel  needles,  two  reproducers, 
counterbalance  cover  supports,  and  eight 
albums. 

Retail  price.  $200 

EmsI  of  the  Rocfiies 


The  most  perfect  music- 
reproducing  instrument  made 

Any  salesman  who  has  met  The  Cheney  in  competition 
will  vouch  for  the  fact  that  its  features  are  far  more  than 
selling  points.  Phonograph  against  phonograph,  value  against 
value,  The  Cheney  is  more  than  a  match  for  any  other. 

Consider  these  five  great  features: 

1  An  acoustic  system  that  develops  and  restores  the 
original  tone  from  the  record. 

iZ  Practical  elimination  of  needle  scratch. 

3  A  violin  resonator  which  makes  Cheney  tones 
grow  sweeter  with  age. 

4  Designs  which  set  the  standard  in  the  industry  for 
elegant  simplicity. 

5  Cabinet  workmanship  which  bears  the  imprint  of 
craftsmanship. 

Cheney  dealers  find  their  trade  constantly  increasing — and  they  have 
behind  them  the  assurance  of  sales  policies  which  are  eminently  fair 
and  permanent.  The  Cheney  franchise  is  growing  increasingly  valuable. 

Two  of  our  most  popular  models 

Note  particularly  the  two-tone  finish  of  The  Oxford 
and  The  Westminster.  Two-tone  furniture  is  so  pop- 
ular this  season  that  these  models  have  proved  excep- 
tional sellers. 

The  prices  are  hardly  short  of  sensational.  With 
these  models  you  can  advertise,  and  you  can  deliver,  a 
rarely  artistic  musical  instrument  famous  for  its  tone — 
which  cannot  be  duplicated — at  the  price  of  an  ordinary 
phonograph. 

Ask.  us  J  or  detailed  description  of  these 
models  and  prices 


An  Early  English  period 
design  in  deep,  rich  oak.  with 
walnut  applique,  i  inches 
high,  with  top  20*4  by  21 
inches.  Equipped  with  nick- 
eled metal  parts,  automatic 
slop,  counterbalance  cover  supports,  steel 
and  j  ewel  needles,  two  repro  ducers,  shelves 
for  records,  and  compartment  for  album. 

Retail  price,  $150 

East  of  the  Rockies 


THE  CHENEY  TALKING  MACHINE  COMPANY 

DISTRIBUTORS 


CHICAGO 


CHENEY  PHONOGRAPH  SALES  CO. 
1965  E.  66th  St.  Cleveland,  O. 
806  Pennsvlvjinia  Ave.,  Pittsburgh 
Ohio,  W.  Va.,  Western  Pa. 


CHENEY  SALES  CORPORATION 
1107  Broadway,  New  York  City 
Qreater  ISietv  York,  Western  Conn,, 
Neiv  Jersey 


CHENEY  SALES  CORPORATION,  1 103  Chestnut  St.,  Philadelphia 
Eastern  Pa.,  DeL,  Md.,  Washington,  D.  C. 


CHENEY  SALES  COMPANY 
Brandeis  Bldg.,  Omaha 
loii^a,  Neijr.,  Colo.,  Wyo. 


EDW.  G.  HOCH  &.  CO. 
27-29  Fourth  St.  N.,  Minneapolis 
Minn.,  N.  D.,  S.  D.,  Northern  Wis.,  Mom. 


RIDDLE  PHONOGRAPH  CO.,  1205  Elm  St., 
Texas,  Southern  Okla, 


Dallas,  Tex. 


ROLYAT  DISTRIBUTING  CO. 
Provo,  Utah 
Utah,  Southern  Idaho 


CHENEY  PHONOGRAPH  CO. 
212  Selling  Bldg..  Portland 
Washington  and  CDregon 


MUNSON-RAYNER  CORP.,  643  S.  Olive  St.,  Los  Angeles 
California,  Western  Net'.,  Ari^. 

territory  not  listed  above  is  handled  direct  by  the  Cheney  Tal\ing  Machine  Company . 


Chic, 
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MARANISS  WITH  ORMES,  INC. 


E.  F.  O'NEILL  WITH  BRUNSWICK  CO. 


Important  Addition  to  Sales  Staff  of  This  Well- 
known  House  Will  Cover  New  Jersey  and 
Northeastern  Pennsylvania  Territory 


"Doc"  O'Neill,  Formerly  of  the  Beckwith- 
O'Neill  Co.,  Becomes  District  Manager  of 
Minneapolis  Branch — Widely  Experienced 


Sales  Manager  J.  J.  Davin,  of  Ormes,  Inc., 
has  announced  the  appointment  of  Herman 
(Chick)  Maraniss  to  represent  the  company  and 
call  on  its  many  dealers  in  New  Jersey  and 
northeastern  Pennsylvania. 

Mr.  Maraniss,  who  is  a  Harvard  graduate  of 
the  class  of  1918  and  an  ex-lieutenant  of  field 
artillery,  U.  S.  A.,  has,  previous  to  joining  the 
Ormes  organization,  spent  several  years  in  the 
Middle  West  in  talking  machine  manufacturers 
sales   promotion   work,   co-operating  with  the 


Minneapolis,  Minn.,  February  6. — E.  F.  (Doc) 
O'Neill,  who  recently  severed  his  connection 
with  the  Beckwith-O'Neill  Co.,  of  this  city,  has 
been  appointed  district  manager  of  the  Bruns- 
wick Co.,  with  headquarters  at  the  local  branch. 
Mr.  O'Neill  had  decided  to  locate  permanently 
on  the  Coast.  His  many  friends,  the  call  of  the 
North  and  the  call  of  Brunswick  prevailed,  and 
he  is  now  among  the  many  experienced  phono- 
graph merchandisers  who  are  at  the  service  of 
the  Brunswick  dealers. 

Mr.  O'Neill  has  had  a  wide  experience  in  the 
phonograph  business,  having  been  interested  in 
the  development  of  talking  machine  sales  since 
the  infancy  of  the  business.  His  bow  to  the 
talking  machine  field  was  made  in  Boston, 
Mass.,  more  than  twenty-seven  years  ago  as 
stenographer  to  William  H.  Beck,  who  organ- 
ized the  Eastern  Talking  Machine  Co.  He 
gained  sales  experience  in  spare  time  while  still 
attending  Tuft's  College,  making  sales  to  skip- 
pers and  mates  along  the  waterfront.  Later  he 
joined  forces  with  the  Zonophone  Co.,  of  New 
York,  then  just  organized,  traveling  from  coast 
lo  coast  for  that  concern.  He  also  spent  a  num- 
ber of  years  in  China  and  the  Orient  and  had 
much  to  do  with  the  development  of  the  talk- 
ing machine  business  in  that  part  of  the  world. 
Returning  from  the  Orient  he  became  associated 
with  the  Victor  Co.  as  assistant  traveling  man- 
ager. In  1914  he  married  Miss  Berresford,  of 
St.  Paul,  and  in  1915  the  firm  of  Beckwith- 
O'Neill  Co.  was  organized,  in  conjunction  with 
George  C.  Beckwith,  and  as  secretary  and  gen- 
eral manager  "Doc"  O'Neill  gained  a  wide  ac- 
quaintance with  dealers  in  the  Northwest  which 
will  be  of  value  to  him  in  his  new  connection. 


Herman  "Chick"  Maraniss 

joijbcrs  in  the  development  of  their  sales  staffs 
and  in  tiieir  work  with  tlicir  dealers. 

The  Ormes  Co.  is,  to  be  congratulated  on  the 
addition  of  Mr.  Maraniss  to  its  sales  force  and 
he  will  fit  in  excellently  with  new  plans  being 
worked  out  for  the  larger  development  and  per- 
fection of  the  Ormes  Victor  dealers'  service 
department. 


MAKING  EXTENDED  SOUTHERN  TRIP 


The  Memphis  Record  Exchange,  Memphis, 
Tenn.,  has  moved  from  the  Arlington  Block  to 
attractive  new  quarters  at  196  North  Main 
street. 


Charles  F.  Usher,  special  representative  of 
the  Pathe  Phonograph  &  Radio  Corp.,  Brook- 
lyn, N.  Y.,  is  making  an  extensive  tour  of  the 
Middle  West  and  South,  during  which  he  is 
conferring  with  Pathe  dealers  on  subjects  con- 
nected with  the  trade.  His  itinerary  includes 
the  cities  of  Detroit,  Indianapolis,  Springfield, 
St.  Louis,  Memphis,  New  Orleans,  Mobile, 
Montgomery,  Birmingham,  Atlanta,  Savannah 
and  Jacksonville,  from  the  latter  city  working 
his  way  East. 


TWO  KINDS  OF  SERVICE 

—expected  and  unexpected. 
Both  are  in  force  here,  the 
latter  exceeding  the  former. 


(greater  Citp  ^fjonograpf)  Co.,  3nc. 

Exclusive  Distributors  for  New  York,  Staten  Island 
and  the  Lower  Hudson  Valley 

311  Sixth  Avenue,  N.  Y. 

Telephone  Chelsea  9237 


Recording  for  the 

Phonograph  Trade 

The  best  equipped  and  efficient 
— low  cost — laboratory  in  the 
industry. 

Our  success  in  recording  for 
some  prominent  makes  of 
records  assures  you  a  high-class 
product. 

A  visit  or  telephone  call  will 
give  you  the  details. 

Let  us  solve  your  technical 
problems. 

A.  J.  BAUM.  Manager 
ARTHUR  BERGH.  Mu.ical  Director 
FRED  OCHS.  Recorder 

INDEPENDENT  RECORDING 
LABORATORY,  Inc. 

102-104  West  38th  Street        New  York 


INAUGURATES  BIG  AD  CAMPAIGN 


Prominent  San  Antonio,  Tex.,  Concern  Takes 
on  Brunswick  Line  and  Starts  Drive 


San  Antonio,  Tex.,  February  2. — Tiie  House- 
hold Furniture  Co.,  of  this  city,  which  recently 
added  the  entire  line  of  Brunswick  phonographs 
and  records,  is  planning  a  comprehensive  en- 
largement to  its  phonograph  department  in 
order  to  handle  this  branch  of  the  business 
properly,  according  to  A.  J.  Walser,  manager 
of  the  department. 

Occupying  over  twenty-two  thousand  feet  of 
floor  space,  the  Household  Furniture  Co.  will 
devote  a  very  large  area  to  the  display  of  the 
new  line.  The  use  of  artistically  appointed 
demonstration  rooms  together  with  window  dis- 
plays are  part  of  the  drive  being  conducted 
to  bring  the  Brunswick  line  to  the  attention 
of  the  large  clientele  of  the  company.  An  ex- 
tensive campaign  has  already  been  started 
through  the  newspapers  and  a  mailing  list  of 
over  fifteen  thousand  customers,  billboards, 
Brunswick  thrift  banks  and  other  mediums  are 
being  used  in  the  drive. 


COLLINGS  &  CO.  ISSUE  WARNING 


Urge  Dealers  to  Examine  Packing  of  Records 
With  Great  Care  in  Order  to  Avoid  Loss 
of  Shipments  Packed  in  Cardboard 


The  attention  of  customers  of  Collings  &  Co., 
Victor  distributors  of  Newark,  N.  J.,  is  being 
called  to  the  necessity  of  exercising  great  care 
in  unpacking  shipments  of  records.  Collings 
&  Co.  report  that  a  number  of  dealers  have  com- 
plained that  the  twelve-inch  records  ordered 
were  missing  from  shipments.  The  company 
calls  attention  to  the  fact  that  these  records, 
when  ordered  in  quantities  of  less  than  twenty- 
five,  are  packed  in  cardboard  sheets,  which  are 
sealed,  and  as  a  result  dealers  unfamiliar  with 
this  method  of  packing  have  thrown  the  record 
containers  aside,  believing  them  to  be  packing 
material. 


REDUCES  FREIGHT  RATES 


The  Santa  Fe  Railroad  recently  announced  a 
reduction  of  about  10  per  cent  in  its  rate  on 
forty-six  classes  of  merchandise,  including  talk- 
ing machines. 
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I  The  Music  Store  Staff  Discusses  Methods  | 
I  of  Increasing  Sales  Volume 


By  Frank  H.  Williams  | 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

A  Middle  Western  music  store  which  employs 
about  a  dozen  people  all  told  has  staff  meetings 
every  month  or  so  at  which  all  the  employes 
discuss  methods  of  increasing  business,  handling 
routine  to  more  advantage  and  helping  along 
things  generally.  This  store  has  been  exceed- 
ingly successful  in  getting  the  employes  to 
stand  up  and  talk  at  these  meetings,  and,  as 
other  employers  will  realize,  this  is  something 
decidedly  unusual.  In  fact,  these  staff  meetings 
are  more  like  family  gatherings,  at  which  mat- 
ters of  interest  to  the  family  are  frankly  and 
fully  discussed,  than  they  are  like  usual  formal, 
stiff  and  unpleasant  store  staff  meetings. 

Recently  the  employes,  under  the  guidance  of 
the  proprietor,  discussed  at  length  ways  and 
means  which  might  be  used  in  increasing  sales 
of  talking  machines  and  records.  Here  are  some 
of  the  points  brought  out  at  this  meeting: 

The  Proprietor:  "Our  sales  of  talking  machines 
and  records  the  past  month  were  about  10  per 
cent  in  advance  of  what  they  were  during  the 
corresponding  month  of  last  year,  but  it  seems 
to  me  that  we  ought  to  be  hanging  up  more 
of  an  increase  than  that  each  month.  I've  been 
talking  to  some  of  the  retailers  in  other  lines 
recently  and  they  tell  me  that  last  month  was 
fifteen  to  thirty  per  cent  better,  with  them, 
than  the  corresponding  month  of  a  year  ago. 
I  can't  see  any  reason  why  the  business  at  our 
store  shouldn't  be  as  good  as  it  is  in  other 
lines  and  yet,  frankly,  I  haven't  been  able  to 
think  up  any  schemes  which  I  consider  to  be 
really  good  for  increasing  business  above  the 
natural  point  which  we  can  hope  to  attain  next 
month.  And  so  I'd  be  delighted  if  some  of 
you  folks  could  give  me  some  suggestions  along 
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this  line  at  this  meeting.  Let's  hear  what  you've 
got  to  say  about  the  matter,  because,  of  course, 
an  increase  in  the  store's  business  will  be  of 
benefit  to  all  of  us  in  the  long  run." 

The  Cashier:  "Why  wouldn't  it  be  a  good  idea 
for  each  of  us  to  make  a  list  of  ten  people  who 
haven't  been  in  the  store  recently  and  who,  we 
know,  are  interested  in  music,  and  why  wouldn't 


■  Employes  of  a  Store  M 
^  Are  Often  a  Valuable  J 
I  Source  of  Ideas  Which  M 
M  the  Merchant  Can  Put  J 
I  to   Use   With  Profit  I 


it  then  be  a  good  plan  to  send  out  records  to 
all  of  these  people  and  demonstrate  the  records 
in  their  homes?  I'm  sure  that  we  would  make 
a  number  of  record  sales  in  this  way  which, 
otherwise,  we  would  not  make." 

The  Salesman  (who  has  been  with  the  store  the 
greatest  length  of  time):  "Of  course,  if  we  are  to 
get  more  business  this  month  than  we  could  natu- 
rally expect  it  will  be  up  to  us  to  go  out  and 
get  it  and  not  wait  for  it  to  come  to  the  store. 
It  seems  to  me,  under  these  circumstances,  that 
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the  cashier's  suggest'on  is  a  very  good  one. 
And  I'd  also  like  to  suggest  that  we  stage  a 
special  contest  during  the  month  among  the 
salespeople  to  see  which  of  us  can  sell  the 
greatest  number  of  records.  Of  course,  the 
proprietor  wouldn't  want  to  put  up  a  very  big 
prize  for  the  best  sales  record  of  the  month, 
but  I'm  sure  that  if  a  prize  of  $5  vi'as  offered 
for  the  best  sales  record  it  would  make  me  put 
forth  greater  effort  to  increase  my  sales  volume 
and  I  believe  that  it  would  stimulate  all  of  us. 
What  do  you  think  of  the  idea,  Mr.  Proprietor?" 

The  Proprietor:  "That's  a  good  idea.  What 
would  you  think  of  a  prize  of  $5  for  the 
salesman  who  makes  the  best  record  for  the 
month?" 

Chorus:  "Fine!" 

Tlie  Proprietor:  "But  I  would  like  to  suggest 
that  the  contest  be  so  arranged  that  every  sales- 
person would  have  an  equal  chance.  I  think  the 
prize  should  go  to  the  salesman  who,  during 
the  present  month,  makes  the  greatest  percent- 
age of  increase  in  sales  over  the  total  volume 
of  his  sales  during  the  last  month." 

The  Oldest  Salesman:  "That's  a  perfecth'  fair 
and  just  arrangement  and  I'm  sure  we'll  all 
agree  that  it  is,  and  I'm  also  sure  that  all  of 
us  will  work  hard  to  win  it." 

The  Newest  Saleswoman:  "I've  been  noticing, 
since  coming  to  this  store,  that  there  are  a 
number  of  organizations  which  meet  in  the  hall 
on  the  floor  above  and  in  other  halls  in  the 
vicinity  at  various  times  during  the  week.  For 
instance,  on  Friday  mornings  the  Morning 
Musical,  which  is  composed  of  leading  women 
of  the  city,  meets  in  the  hall  upstairs.  And  on 
(C ontinucd  on  page  IS) 


We  Have  With  Us— 

"Is  there  anyone  here  who  doesn't 
know  Pearsall  Service?" 

Ask  any  Pearsall  Dealer,  he'll  tell  you. 

"Desire  to  serve,  plus  ability." 


10  EAST  39th  ST. 


NEW  YORK  CITY 


SILAS  E.  PEARSALL  COMPANY 


THOMAS  F.  GREEN,  President 
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Columbia's  Astonishing 


New  Quality 


This  illustrates  the  laminated 
construction  of  Columbia  New 
Process  Records 

The  core  or  center  leaf  of  Columbia 
New  Process  Records  (B) ,  because  it 
is  absolutely  distinct  in  material  from 
the  surfaces,  is  made  of  an  exceed- 
ingly hard  and  durable  substance. 

Over  this  rigid  backbone  are  laid, 
like  a  veneer,  the  two  playing  sur- 
faces (A)  made  of  our  new  ultra- 
fine,  ultra-smooth  surface  fabric. 

This  laminated  construction  gives 
greatly  increased  strength  and  lon- 
gevity plus  the  most  noiseless  surface 
ever  perfected. 

No  other  record  can  ever  be  like 
Columbia  New  Process  Records.  No 
one  can  produce  anything  even  re- 
sembling them,  for  they  are  fully 
protected  by  broad  basic  patents. 


STARTLING  as  the  claim  undoubted- 
ly is — that  Columbia  New  Process 
Records  are  free  from  excessive,  distract- 
ing surface  sounds — the  fact  remains  that 
it  is  true. 

It  is  that  hoped-for  thing  which  the 
phonograph-loving  public  has  been  wist- 
fully wishing  for  ever  since  the  phono- 
graph became  more  than  a  curiosity  and 
a  toy — music  without  annoying  scratch  or 
scrape — melody  unmarred  by  the  intru- 
sive hiss  of  needle  friction. 

Columbia  Dealers  everywhere  report 
that  Columbia  New  Process  Records  have 
created  more  interest  and  activity  than 


Columbia 
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is  its  own  best  salesman 


any  phonograph  feature  in  a  decade.  They 
are  reviving  interest  among  phonograph 
owners  who  have  not  played  their  phono- 
graphs for  years.  They  are  converting 
many  music  lovers  who  have  never  owned 
a  phonograph  because  of  ever-present 
needle  noise.  They  are  selling  themselves 
to  patrons  who  heretofore  have  preferred 
other  makes. 

Here  is  new  business  for  Columbia 
Dealers  from  every  angle — from  competi- 
tive fields,  from  new  fields. 

Columbia  New  Process  Records  need 
no  salesmanship  beyond  demonstration. 

To  play  them,  is  to  be  entirely  persuaded 
that  they  possess  a  new  quality  that  is  as 
delightful  as  it  is  astonishing. 

COLUMBIA  GRAPHOPHONE  CO. 

New  York 


Columbia 

Challenges 


Comparison ! 


With  any  other  record  in  any  branch 
of  music;  vocal,  instrumental,  orches- 
tral, operatic,  old-fashioned  melodies, 
the  classics,  popular  songs  or  the  new- 
est dance  hit.  We  suggest  that  you 
listen  to  the  following  Columbia  New 
Process  Records,  which  are  typical  of 
this  product.  You  will  And  yourself 
listening  to  a  richer  quality  of  music 
than  you  ever  know  could  come  from 
a  phonograph. 

Soldiers'  Chorus.      From  "FaUst" 
Tannhauser  March.  Metropolitayi 

Opera  House  Orchestra  A-6224 

La  Gioconda.  "Cielo  e  Mar" 

Charles  Hackett  98040 

Home,  Sweet  Home. 

Rosa  Ponselle  49935 

When  Hearts  Are  Young. 

I  Still  Can  Dream.  Fox-Trots. 

Paul  Specht  and  His  Orchestra  A-3760 

Blue. 

Who  Cares?  Fox-Trots. 

Eddie  Elkins'  Orchestra  A-3751 

Call  Me  Back,  Pal  o'  Mine. 

Save  the  Last  Waltz  for  Me.  Waltzes. 

Columbia  Dance  Orchestra  A-3752 

Daddy's  Goin'  Huntin'  To-night. 

Nora  Bayes  A-3757 

Sophie. 

He  Loves  It.    Eddie  Cantor.  A-3754 


New  Process  ^ 

Kecords 
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The  ALBUM  method  EXCELS  all  other  RECORD  FILING  systems  EVER  TRIED 


SELECTING   THEIR  FAVORITES 


To  the  Trade: 

Our  Record  Album  factory — all  or  any  part  of 
it — is  at  your  command.  Hundreds  of  customers 
can  and  will  gladly  testify  as  to  the  good  quality  of 
our  production. 

Our  large  and  growing  business  is  due  to  satis- 
fied customers  and  repeat  orders. 

Imprint  (firm  name  or  trade  mark)  stamped  on 
covers  if  desired  when  orders  are  sufficiently  large 
to  justify  it. 

OUR  ALBUMS  ARE   MADE  TO  CONTAIN  VICTOR. 
COLUMBIA,  EDISON,  PATHE.  VOCALION  AND 
ALL  OTHER  DISC  RECORDS 


NATIONAL  PUBLISHING  CO.,  239  S.  American  St.,  PHILADELPHIA,  PA. 

New  York  Office,  54  Franklin  Street,  Telephone,  Franklin  1227,  James  E.  Maguire,  Represeotative 


THE  PERFECT  PLAN 


STORE  STAFF  DISCUSSES  METHODS 

{Continued  from  page  15) 

other  days  during  the  week  the  Women's  Club 
League,  the  Business  and  Professional  Women's 
Club  and  other  similar  organizations  hold  meet- 
ings near  this  store. 

"Now,  why  wouldn't  it  be  a  splendid  idea  to 
put  on  special  concerts,  just  before  and  just 
after  the  meetings,  to  appeal  to  these  club 
women?  We  often  have  a  number  of  women 
waiting  in  our  store  until  the  time  for  the 
meetings  of  the  various  organizations  to  which 
they  belong  and  I'm  sure  we  could  get  more 
of  the  members  into  the  store  if  we'd  announce 
by  placards  in  our  show  windows  that  we  were 
putting  on  special  concerts  for  them  before  and 
after  their  meetings.  And,  of  course,  such  con- 
certs, by  getting  the  women  into  the  store  and 
by  demonstrating  new  records  to  them  under 
the  best  possible  conditions,  would  be  sure  to 
bring  about  a  number  of  sales  of  records  which, 
otherwise,  would  not  be  made,  and  would  also 
be  sure  to  result  in  some  sales  of  machines." 

The  Proprietor:  "That's  a  fine  idea  and  we'll 
try  it  out  at  once.  Anything  that  gets  more 
people  into  the  store  and  makes  them  listen  to 
demonstrations  of  our  records  is  bound  to  help 
us  greatly,  in  the  long  run,  in  making  more 
sales." 

The  Driver  of  the  Delivery  Truck:  "Every  now 
and  then  when  I  deliver  a  machine  I  have  some 
of  the  youngsters  in  the  neighborhood  come 
around  and  ask  about  it.  This  indicates,  to  my 
mind,  that  there  is  a  deep  interest  in  music  and 
in  talking  machines  among  the  folks  of  the 
neighborhood.  So  why  w'ouldn't  it  be  a  good 
idea,  after  a  machine  has  been  delivered,  to  call 


A  Real  Money  Maker 


Patented 
1914 


Patented 
1914 


Boston  Interchangeable  Leaf  Album 

The  envelope  leaves  may  be  changed 
at  will.  This  new  feature  made  pos- 
sible only  by  our  newly  patented  wood- 
back. 

Remember,  when  you  sell  Real  Mer- 
chandise 3'our  customers  will  never 
trade  elsewhere. 

Boston  Book  Company 


501-509  Plymouth  Court, 


Chicago,  III. 


up  the  family  getting  the  machine,  about  three 
or  four  days  after  delivery  has  been  made,  and 
ask  them  if  they  can  tell  us  which  folks  in  the 
neighborhood  have  been  most  interested  in  the 
instrument  and  which  would,  therefore,  be  most 
likely  to  be  interested  in  the  purchase  of  a 
similar  machine?  I  think  that  very  often  when 
people  get  a  new  phonograph  the  neighbors 
come  in  to  hear  it  and  make  comments  which 
enable  the  folks  to  know  whether  the  neighbors 
would  be  interested  in  buying  machines.  Most 
people  who  were  asked  to  give  the  names  of 
prospects  in  this  way  would  be  perfectly  willing 
to  do  so." 

The  Proprietor:  "Another  very  good  idea,  I'll 
say." 

The  Second  Neivcst  Salesgirl:  "There's  a  candy 
store — Smith's,  you  know — juet  a  block  from 
our  store  which  lots  of  women  and  girls  use  as 
a.  meeting  place  at  all  times  of  the  day  and 
evening.  You  can  never  go  into  that  store  but 
that  you'll  find  a  lot  of  women  and  girls  there 
sitting  around  in  the  easy  chairs  in  the  alcoves 
waiting  for  friends.  Of  course,  the  candy  store 
gets  a  lot  of  business  from  these  people — much 
of  it  business  which,  otherwise,  would  probably 
never  have  come  to  the  store.  So  it  is  very 
evidently  a  mighty  profitable  stunt  for  the  store 
to  have  the  women  use  it  as  a  meeting  place. 

"And  just  as  this  stunt  is  a  good  thing  for 
Smith's  candy  store,  it  strikes  me  that  it  would 
be  a  mighty  good  stunt  for  us.  Why  couldn't 
we  put  in  more  easy  chairs  and  then  advertise 
that  we  wanted  women  and  men  to  use  our 
store  as  a  meeting  place?  And  why  couldn't 
we  have  concerts  going  in  the  part  of  the  store 
where  the  folks  were  sitting  all  the  time  they 
were  here?  It  strikes  me  this  would  bring  many 
more  people  into  our  store  and  would  interest 
them  in  some  of  our  records  and  so  would  help 
sales  a  lot." 

The  Proprietor:  "For  all  of  these  fine  ideas  I 
want  to  thank  you  and  I'm  sure  they'll  help  us 
get  more  business." 

And  here's  hoping  these  ideas  will  help  other 
stores,  too. 


OUTLOOK  PLEASES  PEERLESS  CO. 


Phil  Ravis,  head  of  the  Peerless  Album  Co., 
New  York  City,  stated  early  this  month  that 
January  was  one  of  the  largest  months  in  point 
of  sales  in  the  history  of  his  company.  The 
Peerless  Co.  is  most  gratified  with  the  activity 
and  demand  for  its  albums,  record-carrying 
cases,  etc.  It  is  thought  that  the  results  ob- 
tained in  so  early  a  part  of  the  year  is  an  in- 
dication of  a  surprisingly  healthy  1923.  The 
various  Peerless  representatives  are  all  on  the 
road  and  the  reports  they  send  in  from  all  sec- 
tions of  the  country  show  that  the  present  ac- 
tivity is  not  confined  to  any  particular  territory, 
but  is  quite  general. 


The  Pathe  Shop,  of  Columbus,  O.,  has  been 
moved  from  236  South  High  street  to  larger 
quarters  at  718  High  street. 


DISCUSSES  MICA  PRODUCTION 


American  Mica  Producers  Must  Devise  Ways 
of  Reducing  Production  Costs,  Says  Oliver 
Bowles.  Technologist,  Bureau  of  Mines 


Production  of  mica  with  cheap  Indian  labor 
makes  it  almost  absolutely  necessary  for  Amer- 
ican mica  producers  to  develop  more  efficient 
methods,  thus  reducing  costs,  according  to 
Oliver  Bowles,  mineral  technologist  of  the 
Bureau  of  Mines.  Higher  salaries  paid  to  Amer- 
ican workmen,  due  to  higher  standards  of  liv- 
ing, make  it  practically  impossible  to  compete 
in  cost  of  production  with  the  mine  owners  in 
India.  However,  because  of  the  fact  that  min- 
ing methods  in  India  are  crude  and  inefficient, 
the  American  manufacturer  has  the  opportunity 
of  overcoming  the  advantage  of  cheap  labor  by 
superior  methods.  The  use  of  more  mechanical 
equipment  to  increase  the  production  per  man 
will  undoubtedly  help  solve  the  problem.  De- 
velopments of  deposits  in  a  more  systematic 
manner  by  large  organizations  having  the  best 
available  facilities  may  also  have  an  important 
bearing  on  the  continuance  of  the  industrv. 


CUPID  CAPTURES  F.  G.  CORLEY 


Richmond,  \"a.,  February  5. — Frank  G.  Corley. 
junior  partner  in  the  Corley  Co.,  of  this  city, 
Victor  distributor  and  well  known  in  the  music 
field  here,  succumbed  to  cupid's  dart  recently 
and  was  married  to  Miss  Mary  Robins  Taylor, 
one  of  the  most  charming  local  society  girls. 
Mr.  and  Mrs.  Corley  spent  their  honeymoon  in 
New  York  and  New  England. 
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Vincent  Lopez 

AND  His  Hotel  Pennsylvania  Orchestra 

have  attained  nation-wide  popularity 


From  the  four  corners  of  the  nation  come  the  echoes 
of  spontaneous  applause  and  unstinted  praise  for  the 
unrivaled  musical  accomplishments  of  Vincent  Lopez 
and  His  Hotel  Pennsylvania  Orchestra. 

Nightly,  in  the  elaborate  Grill  Room  of  the  Hotel 
Pennsylvania,  the  largest  hotel  in  the  world,  Lopez 
and  His  Orchestra  entertain  hosts  of  diners  and 
dancers.  By  special  arrangements  with  the  Newark 
wireless  broadcasting  station,  WJZ,  every  note  of  his 
delightful  dance  selections  is  earned  on  the  wings  of 
wireless  to  distant  homes  where  thousands  upon  thou- 
sands of  people  are  eagerly  "listening  in." 

Wireless  broadcasting,  the  popular  OKeh  Records, 
and  triumphant  vaudeville  tours  are  spreading  the 
fame  of  this  talented  dance  orchestra.  Guests  at  the 
Hotel  Pennsylvania,  coming  from  all  parts  of  the 
country,  insist  upon  meeting  Lopez  and  compliment- 
ing him  personally;  Newark  Broadcasting  Station, 
WJZ,  IS  besieged  with  letters  from  radio  "fans"  from 
widely  separated  localities,  praising  the  remarkable 
orchestrations  of  modern  dance  music. 

Lopez  IS  adding  daily  to  his  host  of  friends  and  ad- 
mirers, and  all  are  eager  buyers  of  his  popular  and 
exclusive  OKeh  records.  As  an  OKeh  dealer,  your 
share  of  this  booming  demand  is  practically  assured. 
Be  prepared  to  get  it  quickly  by  keeping  a  complete 
stock  of  Lopez's  records  on  hand — at  all  times. 

Here  are  the 


Four  Latest  Lopez  Records 


4772       *  Down  in  Maryland 
10-in.,  75c  (  Runnin'  Wild 

4761  \  Rose  of  the  Rio  Grande 
10-in.,  75c  J  Russian  Rose 


4762 
10-in.,  75c 


Pack  Up  Your  Sins  and 
Go  to  the  Devil 

Crinoline  Days 


4754      (  Dumbell 
10-in.,  75c  ]  One  Night  in  June 


Records 

The  Records  of  Quality 
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OTTO  HEINEMAN,  President 
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NEW  DIAMOND  PRODUCTS  JOBBER 

Munson-Raynor  Corp.,  Los  Angeles,  Appointed 
Wholesaler  for  Pacific  Coast — Plans  More 
Efficient  Middle  West  Distribution 


The  Diamond  Products  Corp.,  New  York, 
manufacturer  of  the  Diamond  Juvenile  console 
talking  machine,  and  which  also  manufactures 
Juvenile  furniture  for  demonstration  booths, 
which  it  sells  in  conjunction  with  its  Juvenile 
console  machines,  has  just  recently  appointed 
several  new  jobbers  for  its  products  throughout 
the  country.  Among  the  new  distributors  is  the 
Munson-Raynor  Corp.,  of  Los  Angeles,  Cal., 
which  will  represent  Diamond  products  on  the 
entire  Pacific  Coast.  Mr.  Raynor,  general  man- 
ager of  the  company,  recently  made  a  visit  to 
the  New  York  offices  of  the  Diamond  Products 
Corp.  to  discuss  plans  for  1923  distribution  of 
these  products  in  his  territory.  Mr.  Raynor  is 
very  much  pleased  with  the  sales  possibilities 
of  this  little  machine  and  reports  that  dealers 
along  the  entire  Pacific  Coast  have  received  it 
with  keen  enthusiasm,  and  that  1923  business 
promises  to  be  much  larger  than  that  of  last 
year. 

Another  product  manufactured  by  the  Dia- 
mond Products  Co.  is  a  record  rack  which  deal- 
ers place  in  private  hearing  rooms  in  their 
stores.  The  rack  is  designed  to  hold  several 
records  which  the  customers  can  select  and  play 
on  the  machines  themselves,  thereby  eliminating 
a  lot  of  extra  work  by  record  clerks.  This 
device  has  proved  extremely  popular  with  the 
trade  and  the  company  plans  to  give  it  wide 
publicity  during  the  coming  year. 

J.  B.  Price,  Middle  West  representative  of 
the  company,  made  a  special  trip  to  Chicago 
late  in  Januarj^  to  complete  arrangements  for 
the  distribution  of  Diamond  products  through- 
out the  Middle  West.  It  was  intimated  that  a 
new  jobber  possibly  might  be  appointed  for 
this  territory  in  ordeY  to  take  care  of  the  deal- 
ers' requirements  by  giving  them  a  quicker  and 
more  efficient  service  by  way  of  quick  deliveries 
from  Chicago. 


JOIN  REGAL  SALES  ORGANIZATION 

W.  R.  McAllister  to  Represent  Regal  Record 
Co.  in  Middle  West — E.  A.  Power  Covering 
Southern  Territory  in  Regal  Interests 


W.  R.  McAllister,  formerly  a  member  of  the 
sales  staff  of  one  of  the  leading  player  roll 
manufacturing  organizations,  has  been  ap- 
pointed traveling  representative  for  the  Regal 
Record  Co.,  18  West  Twentieth  street.  New 
York  City,  and  will  cover  Ohio,  Michigan  and 
Indiana  for  that  company.  E.  A.  Power  has 
also  joined  the  Regal  sales  staff  and  will  travel 
in  Southern  territory. 


A  FINE  YEAR'S  SALES  RECORD 

Sells  One  Machine  for  Each  Twenty  Persons, 
Despite  Keen  Competition 


Anaheim,  Cal.,  February  3. — A  Brunswick 
dealer,  F.  W.  Schmidt,  of  this  city  of  six  thou- 
sand population,  sold  three  hundred  Brunswick 
phonographs  in  the  year  ending  December  16, 
1922.  In  other  words,  an  average  of  one  instru- 
ment for  every  twenty  people  in  town.  Mr. 
Schmidt  succeeded  in  makin-g  these  sales  de- 
spite the  fact  that  there  are  six  other  music 
dealers  in  town,  or  less  than  nine  hundred 
people  per  dealer.  • 


PEERLESS  PHONOGRAPH  SHOP  SOLD 

Colorado  Springs,  Colo.,  February  5. — The  Peer- 
less Phonograph  Shop,  11  South  Tejon  street, 
this  city,  has  been  purchased  from  I.  Bloom 
by  M.  Krause  and  Mrs.  Angle  Point.  The 
new  owners  have  changed  the  name  of  the 
business  to  the  Phonograph  Shop.  Victor, 
Brunswick  and  Columbia  machines  and  records 
are  handled,  as  well  as  a  line  of  music  rolls 
and  sheet  music. 


PLANS  FEW  CHANGES  IN  REVENUE  ACT 

Present    Congress    Decides    to    Handle  Only 
Revenue  Matters  of  Pressing  Importance 


Washington,  D.  C.,  February  3. — No  general 
revision  of  the  revenue  act  will  be  undertaken 
during  the  present  session  of  Congress,  it  has 
been  decided  by  the  House  Ways  and  Means 
Committee.  F'ollowing  a  general  discussion  of 
the  various  revenue  measures  which  are  pend- 
ing, in  the  course  of  which  it  was  pointed  out 
that  less  than  two  months  remain  of  the  Sixty- 
seventh  Congress,  it  was  decided  that  only  bills 
of  a  purely  emergency  nature  or  of  direct  assist- 
ance to  the  Treasury  in  the  administration  of 
fiscal  affairs  will  be  reported.  It  is  considered 
very  doubtful  whether  any  general  revenue  re- 
visions could  be  given  serious  consideration 
even  in  the  Lower  House  during  the  remainder 
of  the  session. 


OPENS  NEW  GRAFONOLA  DEPARTMENT 

ViCKSBURG,  Miss.,  February  S. — The  Feld  Furni- 
ture Co.,  of  this  city,  which  recently  held  the 
formal  opening  of  its  new  Columbia  Grafonola 
department,  gained  considerable  publicity  from 
this  event  which  has  already  resulted  in  several 
sales  of  machines  and  records.  In  addition,  the 
names  of  a  large  number  of  live  prospects  were 
secured  which  are  being  followed  up. 


The  Wilkenson  Piano  House,  Spokane,  Wash., 
has  disposed  of  its  stock  of  talking  machines 
and  will  handle  pianos  exclusively  in  the  future. 


BURGESS'NASH  CO.'S  LATEST  MOVE 

Prominent  Omaha  Establishment  Takes  on  the 
Brunswick  Line  in  Its  Handsome  Department 


Omaha,  Neb.,  February  5. — R.  S.  Pribyl,  district 
manager,  phonogra-ph  division,  the  Brunswick- 
Balke-Collender  Co.,  announces  that  the  Bur- 
gess-Nash  Co.,  of  this  city,  has  recently  added 
Brunswick  phonographs  and  records  to  its 
music  department.  This  company  has  just  com- 
pleted one  of  the  most  beautiful  music  depart- 
ments in  the  Middle  West,  comprising  the  en- 
tire fifth  floor  of  its  new  building,  which  was 
completed  some  time  ago.  It  is  under  the 
management  of  A.  E.  Chiles,  who  is  well  known 
in  the  music  trade,  having  been  formerly  branch 
manager  for  the  A.  Hospe  Co.  at  Scottsbluff, 
Neb.  About  a  year  ago  he  assumed  the  man- 
agement of  the  Burgess-Nash  Co.'s  piano  de- 
partment and  recently  was  given  complete 
charge  of  the  entire  music  department  of  this 
company,  which  carries  a  complete  line  of  pi- 
anos and  phonographs. 

The  phonograph  department  will  come  under 
the  direct  charge  of  Miss  Lois  M.  Ferrin,  who 
was  formerly  connected  with  the  Patton  Music 
Co.,  of  this  city.  She  will  be  assisted  by  H.  A. 
Groves,  formerly  traveling  representative  for 
the  Brunswick  Co.  in  this  city. 


Ed  Usoskin,  formerly  president  of  Ed  Usos- 
kin  Litho,  Inc.,  has  become  associated  with  the 
Einson-Freeman  Co.,  Inc.,  lithographers.  New 
York  City,  in  a  sales  capacity.  Mr.  Usoskin  is 
an  authority  on  window  'advertising. 


LIBROL A  (Library  Table-Phonograph) 

You  should  $  1  C^/^:^^   (retail  price)  Model  similar 
see  the        AfJVy  to  the  one  below. 

Write  for  illustrations  and  net  prices.  Immediate  Shipment 


Tb*  Bifseit  Value  on  the  Market.   A  Trial  Order  Will  Convince 
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Sonora  Sales  Insure  Profits 


Baby  Grand 
$200 


Queen  Anne 
$275 


In  every  comparison  of  phonographs,  from 
the  dealer's  standpoint,  there  is  only  one  great 
question  that  arises — will  it  sellf 

Compared  to  this  question  prices  and  discounts 
are  minor  matters.  A  big  discount  on  a  dead  line 
is  a  mighty  poor  satisfaction.  A  fair  discount  on 
a  fast-selling,  quality  line  means  sound  businesss. 

Sonora  sells  because  its  reputation  for  quality 
has  spread  far  and  wide.  The  man  or  woman  who 
wants  a  Sonora  does  not  quibble  over  the  price. 
Sonora  sells  so  easily  that  your  selling  cost  and 
overhead  are  materially  reduced. 

And  in  addition  to  the  fairness  of  Sonora's  dis- 
counts, there  is  the  constant  co-operation  of 
Sonora's  dealer  service. 


SONORA  PHONOGRAPH 
COMPANY,  Inc. 

NEW  YORK:    279  BROADWAY 

Canadian  Distributors:  SONORA  PHONOGRAPH,  Ltd.,  Toronto 


THE  INSTRUMENT  OF  QUALITY 

onor 

CLEAR   AS   A  BELL 


The  Highest  Class  Talking  Machine  in  the  World 
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The  distributor  named  below  who  covers  the  terri- 
tory in  which  you  are  located  will  be  glad  to  answer 
all  inquiries  regarding  a  Sonora  agency  on  receipt  of  a 
letter  from  you. 


State  of  New  York 

with  the  exception  of  towns  on 
Hudson  River  below  Pough- 
keepsie  and  excepting  Greater 
New  York. 

Gibson-Snow  Co., 
Syracuse,  N.  Y. 


State  of  New  Jersey. 

Sonora  Sales  Co.  of  New 
Jersey, 

605  Broad  St.,  Newark,  N.  J. 

State  of  Indiana. 
Kiefer-Stewart  Co., 
Indianapolis,  Ind. 


State  of  Nebraska  and 
Western  Iowa. 

Lee  Coit  Andreesen  Hard- 
ware Co., 

Omaha,  Nebr. 


The  New  England  States. 

Sonora    Phonograph    Co.  of 

New  England, 

221  Columbus  Ave.,  Bos- 
ton, Mass. 


Weuhington,  California, 
Oregon,  Arizona,  Nevada, 
Northern  Idaho,  Hawaiian 
Islands. 

The  Magnavox  Co., 

616  Mission  St.,  San  Fran- 
cisco, Cat. 


Southeastern  Pail  of 
Texas. 

Southern  Drug  Company, 
Houston,  Texas. 


Lower  Michigan,  Ohio 
and  Kentucky. 

Sonora     Phonograph  —  Ohio 

Company, 

417  Bulkley  BIdg.,  Cleve- 
land, Ohio. 


States  of  Montana,  North 
Dakota,  South  Dakota, 
Minnesota  and  Northern 
Iowa. 

Doerr-Andrews-Doerr, 
Minneapolis,  Minn. 


Missouri,  Northern  and 
Eastern  Part  of  Kansas, 
and  5  counties  of  N.E. 
Oklahoma. 

C.  D.  Smith  Drug  Co., 

613  Arcade  Bldg.,  St.  Louis, 
Mo.  St.  Joseph,  Mo. 


States  of  Colorado,  New 
Mexico     and  Wyoming 
ea«t  of  Rock  Springs. 
Moore-Bird  &  Co., 

1751  California  St.,  Denver, 

Colo. 


Utah,  western  Wyoming 
and  southern  Idaho. 

Strevell-Paterson  Hardware 
Co., 

Salt  Lake  City,  Utah. 


Illinois  and  Eastern  Iowa. 

Sonora    Phonograph    Co.  of 

Illinois, 

720  S.  Michigan  Ave.,  Chi- 
cago, III. 


Wisconsin,  Upper  Michi- 

Yahr  &  Lange  Drug  Co., 
Milwaukee,  Wis. 


Eastern  Pennsylvania, 
Maryland,  Delaware,  Dis- 
trict of  Columbia  and 
Virginia. 

Sonora  Co.,  of  Phila.,  Inc., 
1214  Arch  St.,  Philadelphia, 
Pa. 


Western  Peimsylvania  and 
West  Virginia. 

Sonora  Dist.  Co.  of 

Pittsburgh, 

505  Liberty  Ave.,  Pitts- 
burgh, Pa. 


All  of  Brooklyn  and  Lons 
Island. 

Long  Island  Phonograph  Cc, 
150  Montague  St.,  Brook- 
lyn, N.  Y. 


New  York  City,  with  the 
exception  of  Brooklyn 
and  Long  Island.  Also 

Counties  of  Westchester,  Put- 
nam and  Dutchess;  all  Hudson 
River  towns  and  cities  on  the 
west  bank  of  the  river,  south 
of  Highland;  all  territory  south 
of  Poughkeepsie. 

Greater  City  Phonograph  Co., 
Inc., 

311  Sixth  Avenue,  New 
York. 
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Outside  "Service"  Women  Can  Pave  Way  and 
Remove  Obstacles  From  Path  of  Salesmen 


^iiiiiiiiiiiiiiiiiiiyiilllli 

During  the  past  few  years  the  appearance  of 
women  acting  in  the  capacity  of  saleswomen 
has  become  a  comparatively  common  sight  in 
the  talking  machine  store.  The  fair  sex  has 
not  been  found  wanting  in  the  selling  of  records 
and  other  departments  connected  with  interior 
selling.  It  is  a  fact  that  women  do  the  bulk 
of  the  buying  of  talking  machines  and  records 
and,  therefore,  it  seems  strange  that  more 
women  are  not  employed  on  the  outside.  This 
is  not  an  argument  in  favor  of  replacing  sales- 
men with  saleswomen,  but  the  woman  is  in  a 
position  to  pave  the  way  for  the  salesman  and 
thus  make  the  road  to  sales  easier  and  more 
certain. 

A  merchant  in  a  mid-Western  city  has  found 
that  a  woman  on  the  outside  can  be  of  vast 
benefit  to  his  business  in  a  number  of  ways. 
This  concern  secured  the  services  of  a  woman 
for  this  work  exclusively  and  finds  that  the 
experiment  is  paying  big  dividends  on  the  in- 
vestment. This  woman  devotes  her  entire  time 
to  ascertaining  by  canvassing  whether  there  is 
a  talking  machine  in  the  homes  she  visits  and, 
if  not,  whether  the  people  she  calls  upon  are 
interested.  Other  valuable  information,  such  as 
the  financial  responsibility  of  the  prospects,  etc., 
is  easily  secured  by  her,  and,  as  a  result,  when 
the  salesmen  of  the  firm  finally  get  the  prospects 
she  has  turned  in  they  may  rest  assured  that 
the  list  is  a  live  one  and  the  consummation  of 
a  sale  rests  largely  upon  their  ability  to  con- 
vince the  prospective  customers  that  the  line  of 
talking  machines  sold  by  this  concern  will  best 
supply  their  musical  and  entertainment  desires. 
In  short,  the  plan  eliminates  much  of  the 
liit-or-rniss  methods   which   result  in  so-called 


mill 

leads  for  the  salesmen  to  follow  up.  It 
saves  considerable  time  because  wild-goose 
chases  are  reduced  to  a  minimum  and  for  this 
reason  the  expense  of  keeping  men  on  the 
outside  is  reduced  in  proportion. 

This  wide-awake  merchant  does  not  stop  with 
securing  live  prospects  in  this  manner,  however, 
but  the  services  of  this  outside  representative 
are  utilized  in  the  actual  building  of  good  will 


■  How  Profits  Result  J 
I  From  the  Employment  M 
mofa  IVoman  to  Render  ■ 

■  a  Unique  Form  of  Out-  M 
M  side  Missionary  Work.  H 


for  the  firm  and  the  sale  of  records.  In  fact, 
she  goes  out  with  several  carefully  selected 
records  each  day.  These  include  a  fair  variety 
of  classical,  dance  and  other  types  of  recordings. 
Arriving  at  a  home  she  states  that  the  Blank 
Phonograph  Co.  is  making  a  survey  of  the 
talking  machine  field  in  the  community  and  in 
addition  an  inspection  of  the  instrument  to  see 
that  it  is  in  perfect  condition;  the  inspection 
and  test  to  be  without  charge.  Of  course,  this 
Vilm  cains  iinine<liate  entree  for  tiic  company's 


THE  MODERNOLA 


We  announce  a  substantial  reduction 
of  price  February  1st. 

This  reduction  will  make  the 
Modernola  a  rapid  seller.  Why  not 
try  something  different? 

Our  portable,  the  Modernolette,  has 
been  acknowledged  to  be  the  biggest 
value  on  the  market. 

Retails  at  $35.00. 


Valuable  Territory 
Open, 

Write  for  T erritory 
and  Prices, 


MODERNOLA  CO.,  Johnstown,  Pa. 

The  Modernola  Sales  Co.,  Inc. 

929  Broadway,  New  York,  N.  Y. 


representative  and  while  she  tests  the  instru- 
ment by  playing  several  records  (first  ascer- 
taining the  particular  type  of  music  favored  by 
the  lady  of  the  house)  there  is  an  ample  oppor- 
tunity for  starting  a  conversation  resulting  in 
the  securing  of  much  valuable  information  con- 
cerning friends  and  acquaintances  of  the  cus- 
tomers who  may  be  in  the  market  for  instru- 
ments, which  is  jotted  down  on  a  card  when 
the  interview  and  test  are  terminated  and  later 
transferred  to  the  files  of  the  company  for 
future  reference.  It  must  be  remembered  that 
every  owner  of  a  talking  machine  is  a  potential 
buyer  of  records  and  whether  the  company  sells 
any  to  these  prospects  depends  greatly  on  its 
own  efforts  and  initiative  after  the  representa- 
tive has  made  her  visit  and  supplied  the  data 
for  the  guidance  of  the  regular  sales  staff. 

This  concern  also  has  a  very  fine  repair  de- 
partment, and  during  the  tests  if  it  is  found  that 
the  instrument  does,  not  perform  perfectly  the 
representative  suggests  that  a  man  be  sent  down 
from  the  Blank  Phonograph  Co.  to  make  the 
necessary  repairs.  A  card  with  the  company's 
name,  address  and  phone  number  is  left  with 
the  prospective  customer  and  often  repair  jobs 
are  thrown  in  the  way  of  the  repair  department 
of  this  concern  which  could  not  be  secured  in 
any  other  manner  and  there  can  be  little  doubt 
that  many  of  these  would  go  to  a  competitor 
if  special  effort  had  not  been  made  to  secure 
the  work. 

Another  factor  which  deserves  consideration 
in  this  plan  of  having  a  female  representative 
on  the  outside  is  the  opportunity  for  making 
record  sales.  As  has  been  stated,  the  representa- 
tive carries  along  a  selected  supply  of  records 
on  each  trip  which  are  played  ostensibly  to  test 
the  reproducing  quality  of  the  instrument.  This 
representative  possesses  considerable  sales  abil- 
ity and,  therefore,  the  matter  of  playing  the 
music  which  the  lady  of  the  house  likes  best  is 
inerely  a  subtle  manner  of  calling  her  attention 
to  the  particular  record  played.  She  casually 
mentions  before  starting  the  instrument  that 
this  is  the  latest  release  by  (mentioning  the 
artist's  name)  and  any  other  information  which 
she  thinks  might  influence  the  owner  of  the 
instrument  to  loosen  up  the  purse  strings  and 
purchase  one  or  more  records.  The  sale  of 
records  alone  nets  this  concern  a  neat  little  profit 
and  the  repair  work  and  sales  of  machines  by 
the  regular  salesmen  as  a  result  of  her  intensive 
canvassing  make  the  plan  exceedingly  profitable 
for  the  firm  by  which  she  is  employed. 

It  is  stunts  such  as  these  which  result  in 
quick  stock  turn-over  and  greater  profits  and 
it  is  most  certainly  the  merchant  who  can  get 
away  from  the  beaten  track  in  going  after  busi- 
ness who  opens  up  the  way  to  larger  sales 
than  was  dreamed  possible.  The  plan  men- 
tioned above  needs  no  further  elaboration  to 
indicate  its  possibilities,  not  only  in  the  making 
of  sales,  but  also  in  the  cultivation  of  the  field 
and  the  elimination  of  needless  expense  in 
weeding  out  the  live  prospects  from  those  who 
offer  little  or  no  possibility  of  ever  developing 
into  customers.  No  one  will  contest  the  state- 
ment that  it  is  better  to  visit  and  sell  four  live 
prospects  a  day  than  to  visit  eight  or  ten  and 
make  one  or  two  sales.  It  is  the  dealer  who 
can  devise  plans  to  reduce  his  cost  of  making 
sales  who  makes  a  maximum  profit  from  his 
business,  and  cutting  down  the  sales  force  does 
not  often  bring  this  desirable  condition  about. 
On  the  contrary,  curtailing  the  sales  staff,  while 
not  reducing  the  cost  of  making  sales,  does 
reduce  the  sales  volume. 


A  general  music  store  has  been  opened  at 
131  North  Commercial  street,  Inglewood,  Cal., 
by  the  Inglewood  Music  Co. 
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This  Is  It 


Walter  Campus  Daily 
Dozen' ^  Set  to  Music  on 
Talking  Machine  Records 

Did  You  Ever  Stop  to  Consider  Why 

in  spite  of  the  competition  of  other  physical  culture  sets  at  a  lower  price, 
there  is  a  decided  demand  for  Health  Builder  sets  and  more  Health  Builder 
sets  are  being  sold  than  ever  before? 

Health  Builder  sets  are  not  merely  physical  culture  exer- 
cises, but  WALTER  CAMP'S  "DAILY  DOZEN."  The 

"Daily  Dozen"  is  nationally  acknowledged  as  the  standard  of 
physical  culture  exercises.  That  is  why  customers  insist  on 
Health  Builder  sets.  In  addition  to  this  distinguishing  feature, 
the  instructions  are  clear — the  commands  inspiring~t  h  e  music 
carefully  chosen  in  each  case  as  the  best  selection  for  the  par- 
ticular exercise,  and  the  recording  and  record  quality  is  of  the 
best. 

Although  the  average  customer  may  not  analyze  as  thoroughly  as  this, 
he  does  specify  Health  Builder  sets  and  it  means  profit  to  you  to  supply  him. 
Remember  there  is  a  big  national  advertising  campaign  that  will  help  bring 
customers  to  your  store. 

If  you  haven't  as  yet  compared  the  ''Daily  Dozen"  with 
other  sets  send  us  $6.00  (list  price  $10.00)  today  for  a  sample 
set.   Your  money  cheerfully  refunded  if  you  send  it  back. 

HEALTH  BUILDERS,  Inc. 

DEPARTMENT  W2 


334  FIFTH  AVENUE 


NEW  YORK,  N.  Y. 
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Follow  Up  Gift  Talking  Machine  Sales  by 
Intensive  Drive  in  Interest  of  Records 


iiiiiiiiiiiiiiiiii 

In  the  last  issue  of  The  World  there  appeared 
an  article  urging  the  necessity  of  going  out 
after  the  record  business  which  should  normally 
■  result  from  the  widespread  giving  of  talking 
machines  as  gifts.  This  is  really  a  wonderful 
opportunity  for  dealers  to  cash  in  and  those 
who  are  wideawake  enough  to  take  advantage 
of  the  profits  which  can  be  had  by  aggressive 
action  during  the  first  quarter  of  this  year  will 
not  regret  it.  That  there  are  some  merchants 
who  have  a  complete  realization  of  the  situation 
and  are  doing  their  utmost  to  get  some  of  this 
business  is  evident  from  the  results  of  inter- 
views with  a  number  of  dealers  in  the  metro- 
politan district  and  territory  adjacent  thereto. 
Some  of  the  plans  used  by  these  merchants  to 
increase  their  record  sales  are  worthy  of  men- 
tion and  other  members  of  the  trade  may  profit 
by  the  suggestions  set  forth. 

Several  concerns  are  reaching  these  new  cus- 
tomers by  means  of  a  personal  letter  calling 
attention  to  the  fact  that  the  opportunity  for 
enjoyment  from  the  new  machine  which  has 
been  purchased  is  unlimited  because  of  the  wide 
selection  of  records  at  the  disposal  of  the  cus- 
tomer. Emphasis  is  also  placed  on  the  necessity 
of  adding  to  the  record  library  steadily  for 
complete  enjoyment  of  the  instrument.  These 
letters  are  brief  and  to  the  point  and  their 
primary  purpose  is  to  keep  the  patron  interested 
in  the  new  recordings  and  also  to  arouse  the 
desire  for  as  complete  a  library  as  the  customer 
can  afford.  The  results  to  date  have  been  ex- 
cellent wherever  this  plan  has  been  used.  Of 
course,  care  must  be  taken  to  use  the  greatest 
tact  in  the  wording  of  the  communication  or 
the  customer  will  put  the  thing  down  in  his 
mind  as  a  purely  commercial  proposition  and 
the  letter  will  be  tossed  into  the  waste  basket. 

Another  dealer  who  is  alive  to  the  new  and 
undeveloped  possibilities  sent  a  letter  to  the 
purchasers  of  instruments  for  Christmas  gifts, 
and,  in  addition,  a  special  list  of  records  was 
prepared  and  sent  at  the  same  time.  This 
method  has  the  advantage  of  not  only  calling 
the  .attention  of  the  prospect  to  the  necessity 
of   staiting  a   record   library,   but   the  record 
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suggestions  carefully  selected  by  the  dealer  gave 
the  patron  something  on  which  to  work.  Natu- 
rally, in  view  of  the  fact  that  the  talking  ma- 
chine is  always  interesting,  the  customers  are  in 
a  receptive  mood  to  sales  promotion  ideas  such 
as  these  and  much  less  effort  is  necessary  now 
to  make  substantial  record  sales  than  will  be 
the  case  six  months  or  a  year  hence.  Besides, 
if  the  customer  is  started  in  the  right  direction 
at  the  present  time  the  possibilities  of  the  talk- 
ing machine  as  a  means  of  culture  and  entertain- 
ment will  unfold  as  the  record  library  grows 
and  a  habit  will  have  been  formed  which  will 
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mean  a  steady  flow  of  profits  to  the  merchant 
with  whom  the  talking  machine  enthusiast  does 
business. 

Personal  contact  is  the  slogan  of  another 
dealer.  His  plan  consists  merely  of  sending 
several  salesmen  to  the  homes  of  the  purchasers 
of  instruments,  ostensibly  to  ascertain  if  the 
machine  is  satisfactory  in  every  way,  but  really 
to  sell  some  records.  The  salesman  is  supplied 
with  a  representative  number  of  records  and 
during  the  process  of  "examining"  the  machine 
these  records  are  played.  Nothing  further  re- 
garding this  plan  need  be  said  excepting  that 
sales  usually  result. 

These  are  only  a  few  of  the  many  plans  in 
use  and,  no  doubt,  if  the  dealers  who  are  making 
no  special  effort  to  get  some  of  this  business 
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EMPIRE  MFG.  COMPANY,  Goldsboro,  N.  C. 


nil 

make  a  thorough  try  at  it,  using  some  of  the 
suggestions  mentioned  above,  the  results  will 
undoubtedly  be  gratifying.  These  plans  can  be 
enlarged  upon  as  the  dealer  sees  fit  and  the 
results  will  be  commensurate  with  the  effort 
expended. 


PLANS  CAMPAIGN  OF  CO=OPERATION 

Talking  Machine  Men,  Inc.,  Plan  Active  Partici- 
pation in  Musical  Culture  in  Public  Schools — 
Demonstration  of  New  World  Record  and 
Audak — Address  by  E.  B.  Marks 


Arrangements  for  active  co-operation  with  the 
Board  of  Education  of  New  York  City  in  the 
promulgation  of  an  ambitious  plan  to  promote 
music  in  the  public  schools  of  Gotham  were 
completed  at  the  monthly  meeting  of  the  Talk- 
ing Machine  Men,  Inc.,  held  in  the  Cafe  Boule- 
vard during  the  latter  part  of  January.  The 
Board  of  Education  has  appropriated  $1,200  for 
the  purchase  of  records  for  use  in  the  schools, 
and  as  this  is  inadequate  to  meet  the  needs  of 
the  many  institutions  in  the  city  members  of 
the  Talking  Machine  Men,  Inc.,  will  make  every 
effort  to  lend  a  hand.  As  part  of  the  program 
of  co-operation  the  Association  is  offering  prizes 
of  70,000  buttons  and  a  grand  prize  of  $100  to 
winners  in  the  April  music  memory  contests. 
In  addition,  individual  dealers  are  contributing 
banners,  etc.  The  plan  also  includes  gifts  of 
records  and  machines,  according  to  the  desires 
of  individual  members,  to  the  schools.  Dealers 
in  the  vicinity  of  various  schools,  are  also  ar- 
ranging to  conduct  concerts  for  the  pupils,  in- 
viting entire  classes  to  attend  these  events. 
Altogether,  this  plan  is  one  of  the  most  ambi- 
tious ever  undertaken  by  the  Talking  Machine 
Men,  Inc.,  and  vast  benefits  should  accrue  to 
dealers  participating  in  it. 

Other  features  of  the  meeting  included  a  dem- 
onstration of  the  new  World  record,  the  inven- 
tion of  Noel  Pemberton  Billing,  of  England, 
who  recently  visited  this  country  in  behalf  of 
this  product.  The  record  plays  for  a  period  of 
twentj'  minutes  and  its  chief  advantages  lie  in 
the  fact  that  much  more  music  is  contained  on  a 
single  recording  and  very  frequent  changing  of 
records  is  eliminated. 

A  demonstration  of  the  new  Audak  record 
demonstration  equipment,  consisting  of  ear- 
phones through  which  the  music  is  heard,  ex- 
cited considerable  interest.  Through  the  Audak 
equipment  it  is  designed  to  decrease  the  num- 
ber of  record  demonstration  booths. 

Edward  B.  Marks,  head  of  the  Edward  B. 
Marks  Music  Co.,  was  the  guest  of  the  talking 
jnachine  men  and  in  a  brief  address  he  empha- 
sized the  necessity  of  the  dealers  getting  behind 
new  productions  as  soon  as  they  are  released 
and  not  waiting  until,  through  the  efforts  of  the 
publisher  alone,  the  songs  have  become  popular. 
Several  of  the  Edward  B.  Marks  Music  Co. 
artists  were  present  and  entertained  by  sing- 
ing some  of  the  latest  productions  of  the  com- 
pany they  represented. 

James  J.  Davin,  who  has  returned  to  New 
York  from  Chicago  and  is  now  connected  with 
Ormes,  Inc.,  Victor  jobber,  as  sales  manager, 
was  welcomed  back  to  the  organization  by 
Irwin  Kurtz,  president. 

E.  G.  Brown,  secretary  of  the  Talking  Ma- 
chine Men,  Inc.,  who  is  planning  to  leave  in  the 
near  future  for  St.  Augustine,  Fla.,  on  a  vaca- 
tion trip,  was  presented  with  a  handsome  trav- 
eling bag  by  his  friends  in  the  association. 


The  music  store  in  Bolder,  Col.,  conducted 
by  Roy  McAllister  has  been  sold  to  Gordon 
Kerr.    Edison  phonographs  are  handled. 
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Pathe  The  World  Over 


The  Radio  Business 
Has  Come  to  Stay 

The  way  to  get  in  it,  safely  and 
slowl)'  and  to  learn  it,  is  to 
start  with  a  few  items  that 
everybody  wants.  Use  the 
coupon  below  and  we  will  send 
you  pamphlets  showing  the 
Pathe  Loud  Speaker,  Vari- 
ometer, Coupler  and  Dials. 

DEALERS 

Clip  Coupon  and  Mail  To  Us 


RADIO 

Please  send  me  pamphlet 
showing  cuts  of  the  Pathe 
Loud  Speaker  and  other 
radio  parts. 

'  Signed   


Make  Money  Selling 
Pathe  Actuelle  Needle- 
Cut  Records 

Turn  your  stock  over  eighteen 
times  a  year  and  have  your 
money  in  your  cash  drawer  in- 
stead of  on  the  shelf  at  the  end 
of  twelve  months. 

Others  are  doing  it,  why  not 
you?  Fill  in  the  coupon  below 
and  mail  it  to  us. 

We  have  preserved  dealers' 
profit  for  him. 

You  can  sell  two  records  easier 
than  one  on  the  55c  each,  two 
for  $1.00  basis  (59c  each,  two 
for  $1.15  in  far  west)  and  cut 
your  overhead  in  half. 


RECORDS 

Please  send  me  100  of  your 
latest  records  —  10  selec- 
tions, 10  of  each  number, 
price  30  cents  each  net 
to  us. 

CHECK 

. . .  Dance 

. .  .Vocal 

. . .  Instrumental 

. . .  Operatic 

. .  .German 

. .  .Italian 


Signed 


Pathe  Phonograph  &  Radio  Corp., 


10-34  GRAND  AVENUE 
BROOKLYN,  N.  Y. 
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I  Four-Minute  Conference  on  Business  Topics  | 


VICTOR  REPAIR  PARTS  CATALOG 


I  No.  10 — Your  Privileges — And 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiuiiuiiiiiiiiiiiiiiuiiiiiiiiiiiiiuii 

[This  is  the  tenth  of  a  series  of  four-minute  conferences 
on  topics  of  direct  interest  to  business  men  in  the  talking 
machine  trade  which  have  been  prepared  for  this  publica- 
tion by  Lester  G.  Herbert. — Editor.] 


All  of  US  have  certain  privileges.  Some  priv- 
ileges are  wise  to  use — and  make  the  most  of. 
Others  are  less  desirable  to  exercise.  Some- 
times it  is  a  good  plan  to  stop  and  to  consider 
which  is  which,  and  which  is  "t'other." 

The  late  Elbert  Hubbard  is  reported  to  have 
remarked  once  that  everybody  has  the  inalien- 
able right — and  usually  makes  use  of  it — of  be- 
ing a  darned  fool  for  five  minutes  every  day. 
And  the  more  we  reflect  upon  this  saying  of 
the  sage  of  East  Aurora  the  more  we  are  bound 
to  recognize  the  truth  of  this  contention  regard- 
ing special  privilege — even  if  we  differ  from 
him  on  some  other  points. 

Being  wise  and  self-restrained  and  efficient  for 
twenty-three  hours  and  fifty-five  minutes  out  of 
every  twenty-four  is  a  dangerous  schedule  to 
follow.  "A  chain  is  no  stronger  than  its  weak- 
est link" — and  that  darned-fool  five-minute  link 
is  just  long  enough  to  spoil  a  business  deal,  a 
character  or  a  life. 

It  takes  less  than  five  minutes  to  misrepresent 
an  important  fact,  or  to  propose  to  the  wrong 
woman,  or  to  agree  to  a  dishonorable  proposi- 
tion, or  to  lose  one's  temper  and  undo  the  care- 
ful work  of  years,  or  to  yield  to  lust  or  passion, 
or  to  destroy  life  and  happiness  itself. 

Being  a  darned  fool  five  minutes  a  day  means 
a  total  of  1,825  minutes  a  year  or  thirty  and 
five-twelfths  hours.  That  is  approximately  a 
day  and  a  quarter  per  year — and  few  of  us 
actually  limit  ourselves  to  the  five  minutes.  We 
are  so  likely  to  stretch  it  to  ten  or  twentj^  min- 
utes or  a  whole  hour.  But  a  day  and  a  quarter 
a  year  means  time  enough  to  travel  a  long  way 
in  the  wrong  direction.  It  means  365  weak 
links  in  the  calendar  of  days — and  no  knowing 
where  the  strain  may  come. 

The  young  chap  who  exercised  his  privilege 
of  speeding — "letting  her  out"  once  a  day  to 
test  how  the  motor  was  running — had  no  inten- 
tion of  killing  the  widowed  mother  of  five  little 
children,  as  she  stepped  off  the  corner  curb,  but 
he  did  it  in  less  time  than  it  takes  to  tell  it. 


How  to  Make  Them  Count  i 

iiiiini!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii;iiiiiiiii!iiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin^^^ 
The  girl  who  loved  admiration  and  a  good 
time  had  no  notion  of  going  too  far,  but  it  be- 
came easier  and  easier  to  go  a  little  nearer  the 
danger  line  and  then — well,  one  day  it  was  too 
late  to  turn  back,  and  the  shame  and  scorn  were 
more  than  she  could  bear.  So  she  ended  it  all, 
and  people  said,  "We  told  you  so.  She  has  been 
making  a  fool  of  herself  for  some  time!" 

And  the  business  man  who  had  been  growing 
more  and  more  intolerant  when  he  was  tired 
and  worried  snapped  out  angrily  at  one  of  his 
faithful  employes  one  day,  saying  a  bitter  and 
unjust  thing,  and  the  emploj^e,  who  had  in  his 
pocket  his  written  refusal  of  a  fine  of¥er  from  a 
competitor  firm,  went  directly  to  his  desk,  de- 
stroyed the  letter  in  his  pocket  and  wired  his 
acceptance.  To-day  he  has  taken  most  of  his 
former  employer's  business  away  from  him,  for 
he  is  now  head  of  the  big  opposing  concern. 
A  few  seconds  did  that! 

The  man  who  was  trusted  to  do  a  small  piece 
of  work,  seemingly  inconsequential,  could  have 
slighted  it.  He  could  have  failed  to  sterilize  his 
instruments  thoroughly — but  he  didn't.  And 
when  a  great  man  was  brought  in  for  an  emer- 
gency operation,  a  man  upon  whom  the  nation 
depended  in  the  crisis  of  war — all  was  well — be- 
cause the  man  out  of  sight  had  not  been  a 
darned  fool  and  said,  "Oh,  that's  good  enough 
for  this  time.  Who'll  know  the  difference  or 
give  me  any  credit." 

Only  mental  two  by  fours  are  always  look- 
ing for  personal  praise.  Big  men  are  too  busy 
doing  worth-while  things  to  think  of  the  unim- 
portant matters. 

It  doesn't  pay  to  be  a  darned  fool  even  for 
five  little  minutes,  for  those  minutes  or  the 
acts  committed  in  them  can  never  be  recalled. 
But  it  does  pay  big  dividends  to  exercise  the 
special  privilege  of  resisting  darned  fool  im- 
pulses and  to  school  and  discipline  ourselves 
to  poise,  self-control  and  the  resulting  power. 
It  makes  a  strong  life — a  cable  without  the 
dangerous  and  weakening  links! 


Too  many  rules  in  the  conduct  of  a  business 
cause  confusion  and  result  in  a  let-down  in 
efnciencv. 


-SSB^  PHONOGRAPH  CASES 

RADIO  CASES 

Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 

Machines  and  Radio  Sets 

Let    as    figare    on    your  requirements 

MADE  BY 

PLYWOOD  CORPORATION,     Goldsboro,  N.  C. 

Mills  in  Va.,  N.  C.  and  S.  C. 

First  Sheets  of  New  Repair  Parts  Catalog 
Mailed  to  Dealers — Valuable  for  Guidance  of 
Dealers  in  Ordering  Repair  Parts 


The  introductory  page  and  fourteen  sheets  of 
a  new  loose-leaf  repair  part  catalog  for  the 
goiidance  of  dealers  have  been  mailed  by  the 
Victor  Talking  Machine  Co.  The  sheets  now 
available  show  the  changes  in  a  number  of  the 
instruments  manufactured  by  the  Victor  Co. 
The  loose-leaf  catalog  consists  of  two  parts, 
part  one  showing  the  repair  part  structure  of 
each  type  instrument  as  originally  made  and 
then  showing  in  detail  all  subsequent  changes. 
The  information  is  classified  according  to  t)-pe 
and  serial  number.  Part  two  is  an  illustrated 
catalog  of  each  part  listed  numerically.  As 
other  changes  are  made  in  the  construction  of 
instruments  gummed  slips  describing  these 
changes  will  be  provided  dealers  for  pasting  in 
the  catalog,  thus  making  it  an  easy  matter  to 
keep  it  up-to-date.  This  catalog  will  prove  of 
value  to  dealers  when  ordering  parts. 


Main-Springs 


For  any  Phonograph  Motor 
Best  Tempered  Steel 

Eacb 

%  inch  z  10  feet  for  all  small  motors  %  .30 

%    "     I  10    "     "   Pathe.  Columbia,  Helneman  35 

1       "    I  10    "     "   Columbia   40 

1       "    X  11    "     "   Columbia  with  hooks  50 

1       "     X  13    "     "  Victor,   old   style  45 

1       "     X  15    "     "  Victor,  new  style  50 

1^4    "    X  18    "     "  Vlntor,  new  or  old  style  70 

1       "     X  12    "     "  Helneman    and    Pathe  45 

1       "     X  10    "         Saal,   SllTertone,  Krasberg  45 

1       "     I  13    "     "   Saal.  Sllvertone.  Bninswlck  50 

1       "     X  16    "     "   Sonora,  Brunswick.  Saal  60 

1  3/16  "  I  18    "     "  Helneman  and  Pathe  75 

1%    "    X  25    "     "  Bdlson  Dlsf^    1.50 

SAPPHIRES— GENUINE 

Pathe.  very  loud  tone,  each  I5c.  100  lots  $11.00. 
Edison  Loud-tone,  each  15c;  in  100  lota.  $11.50. 

TONE-ARMS 

The  Tery  best,   loud   and  clear,   throw-bar^  $4.  SO 

With  large  reproducer,   verj   loud.   Universal  4.00 

With  smaller  reproducer,  but  loud  and  clear  S.50 

PHONOGRAPH  NEEDLES 
We  can  give  you  best  price  on  BriUiantone,  Magnedo,  Wall- 
KftD*.  Tonofone,  Nupoint.  Gilt  Edge.  Incas  and  Telretone 
Needles. 

ORDER  RIGHT  FROM  THIS  AD 
Seed  for  price  list  of  other  repair  parts  and  motors. 
Terms — F.   O.   B.   St.   Louis.  Mo.     Send  enough  to  norer 
postage  or  goods  will  be  shipped  by  express. 

The  Val's  Accessory  House 

1000-1002  Pine  St.         St.  Louts.  Mo 
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Colleffe  men,  their  fathers  and  brothers,  their  sisters 
and  their  cousins  and  their  aunts,  have  welcomed 
Columbia  Records  of  college  songs  with  a  "Rah! 
Rah!  Rah!"  This  month  you  can  offer  them  a  med- 
ley of  the  famous  songs  of  Old  Harvard.  A-3780. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


THREE  NEW  PATHE  MODELS 


ADVERTISING  SHOW  FOR  NEW  YORK 


Just  Introduced  Have  Won  the  Favor  of 
Dealers  and  Discriminating  Purchasers — 
President  Widmann  Reports  on  Business 


Three  new  models  have  been  added  to  the 
talking  machine  line  of  the  Pathe  Phonograph 
&  Radio  Corp.,  Brooklyn,  N.  Y.  Two  of  them, 
Models  30  and  35,  are  of  the  console  type,  and 
Model  14  is  an  upright. 

The  new  Pathe  console  Model  No.  35  is  of 
the  Queen  Anne  period  and  is  produced  in 
satin  finish  mahogany  with  all  metal  parts 
nickel-plated.    It  is  fitted  with  a  Universal  tone 


Pathe  Model  30,  Adam  Style 

arm,  Pathe  reproducer  and  tone  control,  and 
double  spring  motor.  Its  measurements  arc 
35^^"  wide,  20/2"  deep  and  3454"  high  and  it 
is  listed  to  sell  at  $110.  Console  Model  No. 
30  is  in  the  Adam  period  with  the  same  finish 
and  equipment  and  only  a  slight  variation  in 
measurements.  This  model  is  expected  to  be 
particularly  popular  at  a  $100  list  price.  The 
upright  model.  No.  14,  will  list  at  $85  and  is 
fitted  with  the  usual  high-grade  Pathe  equip- 
ment. Particularly  worthy  of  notice  is  the  new 
Pathe  amplifying  horn. 

Eugene  A.  Widmann,  president  of  the  com- 
pany, reports  that  the  new  company  is-  doing 
exceptionally  good  business.  The  daily  record 
production  is  almost  double  that  of  a  few 
months  ago.  He  furtlier  states  that  the  pro- 
duction of  a  first-class  record  at  a  popu- 
lar price  has  created  this  demand  and  pre- 
dicts that  as  the  year  goes  on  the  production 
will  steadily  increase,  judging  from  the  demand 
throughout  the  country. 


PERRY  JAMES  NOW  THE  OWNER 

Macomb,  III.,  February  3. — Perry  James,  of  this 
city,  recently  purchased  the  Brunswick  Shop, 
West  Jackson  street,  from  the  Brunswick  Shop 
Co.  An  entirely  new  stock  has  been  installed. 
Manager  Smiddy,  who  was  in  charge  of  the 
establishment  before  negotiations  for  the  trans- 
fer of  the  business  were  concluded,  has  ac- 
cepted a  position  with  the  Brunswick  Co.  as  a 
member  of  the  sales  staff. 


Plan  Discussed  by  Associated  Advertising  Clubs 
of  the  World  Executive  Committee 


Atlantic  City,  N.  J.,  February  3. — An  adver- 
tising' exposition  to  be  staged"  in  New  York 
and  designed  not  only  to  illustrate  to  the  busi- 
ness man  the  sales-creating  power  of  adver- 
tising but  to  show  the  public  the  service  value 
of  this  great  modern  force  in  business  was  one 
of  the  topics  discussed  at  a  meeting  of  the 
executive  committee  of  the  Associated  Adver- 
tising Clubs  held  in  this  city  recently. 

Business  men  often  disagree  as  to  the  value 
of  advertising,  speakers  at  the  meeting  declared. 
One  is  likely  to  say  his  advertising  is  the  most 
profitable  investment  he  mal<es,  another  that 
advertising  pays  fairly  well,  while  a  third  may 
contend  that  it  does  not  pay  him  at  all.  Yet 
all  three  may  be  buying  the  same  kind  of  ad- 
vertising space  in  the  same  newspapers  and 
magazines,  and  the  difTerence  arises  from  the 
use  which  they  make  of  the  space.  The  pro- 
posed exposition  is  designed  to  emphasize  the 
strikingly  successful  use  of  advertising  by  firms 
which  have  made  fortunes  through  it,  illus- 
trating their  methods  and  policies  for  the  bene- 
fit of  those  who  desire  through  advertising  to 
discover  and  develop  their  markets. 

Of  equal  moment,  in  the  belief  of  the  execu- 
tive committee,  is  the  importance  of  letting  the 
public  know  the  facts  concerning  the  economic 
value  of  advertising.    Hence  the  exposition  will 


set  forth  that  in  many  cases  advertising  is  being 
employed  to  bring  down  selling  costs,  while 
quantity  production,  resulting  from  the  estab- 
lishment of  wider  markets,  often  reduces  manu- 
facturing costs.  It  will  be  the  purpose  lo 
show  that  the  cost  of  advertising  space  is  mo.e 
than  taken  care  of  in  the  saving  of  other  iten]S 
of  selling  costs,  and  that  well-planned  adver- 
tising pays  for  itself. 


INCREASES  BUSINESS  FACILITIES 

Bridgeton,  N.  J.,  February  1. — Riggins,  Gaskell 
&  Hunt,  Inc.,  Victor  dealers  of  this  city,  have 
already  prepared  for  bigger  business  this  year 
through  the  addition  of  three  more  Unico 
demonstration  rooms.  Extra  stock  has  been 
transferred  to  the  basement  which  allows 
greater  space  on  the  main  floor  for  demonstra- 
tion and  sales  purposes.  This  enterprising 
dealer  has  enjoyed  good  business  during  the 
past  year  and  is  looking  forward  to  increased 
business  in  1923. 


STAGES  CONSOLE  EXHIBITION 


Akron,  O.,  February  6. — An  innovation  among 
music  dealers  of  this  city  is  a  console  show 
staged  by  the  George  S.  Dales  Co.,  South  Main 
street.  The  entire  second  floor  of  the  big  store 
has  been  given  over  to  the  display  of  the  con- 
sole models  of  the  Victor,  Cheney  and  Bruns- 
wick machines.  All  of  the  newer  models  are 
on  display,  according  to  Manager  Savage. 


In  Concert  and  Entertainment 
Personal  Appearance  of 

Eight  Popular  Victor 
Favorites  on  One  Program 

A  live  attractioa  for  live  dealers  and  jobbers 

Bookings  now  for  season  1923-1924 
Sample  program  and  paniculars  upon  request 

P.  W.  SIMON,  Manager 

1674  Broadway  New  York  City 


Famous  Ensembles  including 

Campbell  &  Burr  -  Sterling  Trio  -  Peerless  Quartet 
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Advertising  in 


I  ^y^orf^ 
I  mah^n  jv 
sellers  ^ 
I  talking 


Produces  Results 


The  SILENT  MOTOR  CORPORATION  has 
advertised  consistently  in  THE  TALKING 
MACHINE  WORLD  for  two  years,  and  has 
received  results  FAR  BEYOND  ITS  EXPEC- 
TATIONS. Advertising  in  THE  TALK- 
ING MACHINE  WORLD  is  an  in- 


vestment, not  an  expenditure,  and  many  letters 
(all  unsolicited)  similar  to  the  one  shown  below 

have  been  received  from 
TALKING  MACHINE 
WORLD  advertisers 
during  the  past  few 
years. 


Please  note  the  refer 
ence  to  foreign 
inquiries. 


We  maintain  copy  and  art  departments  that  will  be  pleased  to  submit  an  advertising 
plan  adapted  to  your  individual  proposition.     Let  us  send  you  copy  suggestions. 

TALKING  MACHINE  WORLD,  373  Fourth  Ave.,  NewYork 

Published  by  Edward  Lyman  Bill,  Inc. 
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THE  D'LYTE=FUL  TONE  REPRODUCER     "DON'T  WANT  NONE  OF  THEM  THINGS" 


This  Device  Now  Being  Placed  on  the  Market 
by  the  D'Lyte  Co.,  Inc.,  With  Great  Success 


Phil.\delphi.\,  Pa.,  February  3. — The  D'Lyte 
Co.,  Inc.,  of  this  city,  recently  incorporated 
under  the  laws  of  the  State  of  Delaware,  i,s 
now  marketing  its  product,  the  D'Lyte-Ful  tone 
reproducer.  This  company,  which  formerly 
operated  under  the  name  of  the  Del  Marmol 
Tool  Works,  is  also  the  manufacturer  of  tools, 
dies  and  special  machinery.  The  D'Lyte-Ful 
tone  reproducer  has  been  in  the  process  of  de- 
velopment for  several  years  and  was  not  placed 
on  the  market  until  it  had  reached  the  standard 
which  was  originally  set  for  it.  The  D'Lyte-Ful 
tone  is  a  mica  diaphragm  reproducer  together 
with  a  supplementary  resonator  set  about  one- 
half  inch  in  front  of  the  mica  diaphragm  which 
acts  very  much  in  the  manner  of  a  sounding 
board.  The  case  holding  the  diaphragm  and 
resonator  is  perforated  by  numerous  holes  at 
both  the  side  and  the  back  to  clarify  the  sound. 

This  new  reproducer  was  invented  by  C.  J. 
Del  Marmol,  general  manager  of  the  company, 
who  has  had  twenty-two  years'  experience  in 
sound  reproduction,  and  is  finished  in  gold, 
nickel  and  silver.  It  has  already  been  taken 
on  by  a  number  of  dealers  to  whom  it  had 
been  demonstrated,  and  it  is  reported  that  Lit 
Bros.,  big  department  store  of  this  city,  is  hav- 
ing considerable  success  with  it.  Quantity  pro- 
duction has  been  entered  into  and  distributing 
rights  are  now  being  granted  in  various  sec- 
tions of  the  country.  The  initial  success  with 
which  it  has  met  has  already  made  necessary 
the  expansion  of  the  original  quarters  and  it 
is  planned  to  shortly  take  over  the  second  floor 
of  the  factory  building  at  Tenth  and  Diamond 
streets.  The  officers  of  the  company  are:  M.  J. 
Del  Marmol,  president;  John  Williams,  treas- 
urer, and  C.  J.  Del  Marmol,  general  manager. 


DEALERS  SHOULD  DISCRIMINATE 

The  talking  machine  dealer  is  in  a  position 
to  discriminate  in  the  matter  of  selecting  his 
customers.  If  he  does  not,  he  is  running 
chances  of  sustaining  losses.  It  is  obvious  that 
when  a  valuable  product  such  as  a  talking  ma- 
chine is  sold  on  the  instalment  plan  before 
letting  the  instrument  out  of  the  store  the 
dealer  should  be  fairly  sure  that  the  person  who 
desires  it  is  financially  responsible. 


TWO  MEMBERS  OFTHE  TRADE  WED 

Two  members  of  the  talking  machine  trade 
were  united  in  marriage  recently  -when  Mr. 
Harkins,  assistant  to  Meyer  Price,  manager  of 
Landay  Bros,  store  in  Newark,  N.  J.,  entered 
a  life  partnership  with  Miss  Eva  Edinger,  of  the 
New  York  Talking  Machine  Co. 


Record  Business 

.T^HE  Whitsit  organi- 
zation  is  paying 
close  attention  to  the 
dealers'  activities  in 
connection  with  the  de- 
velopment of  Victor 
record  business.  Our 
facilities  and  experience 
are  at  your  disposal — 
why  not  take  advant- 
age of  it? 


Clarissa  J.  Jones,  of  Orange,  Texas,  Has  Some 
Ideas  About  the  "Phonogroapt"  and  Goes  on 
Record  Emphatically  and  Impressively 


Down  in  Orange,  Texas,  the  Phoeni.x  Furni- 
ture Co.,  which  among  other  things  handles 
the  Victor  line  of  talking  machines  and  records, 
recently  utilized  the  Boy  Scouts  to  take  a  musi- 
cal census  of  the  town.  In  this  connection  there 
were  some  amusing  experiences,  one  of  which  is 
in  the  form  ,  of  a  letter  from  Clarissa  J.  Jones, 
which  the  Phoenix  Co.  recently  brought  to  the 
attention  of  John  A.  Hofheinz,  manager  of  the 
wholesale  Victor  department  of  Philip  Werlein, 
Ltd.,  New  Orleans,  because  of  its  oddity.  It 
reads  verbatim: 
"Mr.  Victorai  Man: — ■ 

"Don't  you  all  send  no  more  scoot  boys 
around  to  my  house  to  find  out  about  my 
phonogroapt.  I  don't  want  none  of  them  things 
in  my  house.  I'm  making  my  children  releigeous 
and  I  don't  want  none  of  them  things  around. 
The  devil  got  into  them  things.  Keep  them 
down  ther  in  you  alls  store  where  they  belong. 
I  believe  in  reliegion  and  morals  and  I  don't 
want  none  of  that  stuff.  Keep  youals  scoot 
boys  there  too.  I  don't  want  none  of  that 
stuff  neither.  Hoping  you  will  understand 
what  I  mean  and  not  fool  with  me  no  more 
"(Signed)  Clakissa  L.  Jones, 
"1910  Fourth  Street." 

It  is  quite  clear  that  the  writer  of  the  letter 
holds  the  same  opinions  as  some  of  the  well- 
meaning  Christians  of  the  early  days  of  the 
Republic  who  looked  upon  the  organ  in  the 
church  as  a  devilish  contraption.  But  wait, 
some  day  Clarissa  will  hear  those  colored  jazz 
records  and  be  reborn  to  new  life. 


VALENTINO  MAY  MAKE  RECORDS 

Rodolph  Valentino,  film  star,  may  be  heard 
through  the  talking  machine  record,  according 
to  a  plea  filed  with  the  Supreme  Court,  to  make 
certain  changes  in  his  film  contract  so  that  he 
may  accept  outside  engagements.  Mr.  Valen- 
tino, through  his  attorney,  stated  that  he  had 
been  offered  $5,000  and  royalties  for  records 
made  by  him,  as  well  as  other  substantial  offers. 


'TALKER"  MARKET  IN  MOROCCO 


Washington,  D.  C,  February  3. — A  concern  in 
Morocco  desires  to  secure  an  agency  for  talk- 
ing machines.  Quotations  should  be  c.  i.  f. 
Moroccan  ports.  Terms  are  cash  against  docu- 
ments. For  further  information  apply  to.  the 
Bureau  of  Foreign  and  Domestic  Commerce, 
this  city,  or  any  of  its  district  offices,  mention- 
ing File  No.  5094. 


PAID  VACATIONS  FOR  VICTOR  EMPLOYES 

The  Victor  Talking  Machine  Co.  has  an- 
nounced that  hereafter  the  10,000  employes  who 
are  engaged  in  its  great  plant  in  Camden,  N.  J., 
will  be  given  an  annual  vacation  of  two  weeks 
with  pay.  This  is  a  distinct  departure  in  in- 
dustrial employment. 


CAMEO  CORP.  GRANTED  CHARTER 


The  Cameo  Corp.,  of  15  Exchange  place, 
Jersey  City,  N.  J.,  has  been  incorporated  under 
the  laws  of  that  State  to  engage  in  the  talking 
machine  and  piano  business,  with  a  capital  stock 
of  1,000  shares  of  no  par  value.  Incorporators 
are  C.  J.  Skinner,  A.  F.  McCabe  and  J.  R.  Turner. 


IN  ATTRACTIVE  NEW  QUARTERS 

Oakland,  Cal.,  February  5. — The  music  busi- 
ness conducted  by  Harry  N.  Chessebrough  in 
two  separate  establishments  has  been  combined 
under  one  roof  in  attractive  new  quarters  at 
1432  San  Pablo  street.  The  main  floor  of  the  store 
has  been  given  over  entirely  to  the  talking  ma- 
chine department.  Miss  Irma  Minor  has  been 
placed  in  charge  of  the  record  department. 


^.-w        .  J 


Introducing 
GILT  EDGE 
DANCE  TONE 
NEEDLES 

ANEW  Reflexo  product,  made 
by  "Bagshaw  of  Lowell" — of 
the  same  high  quality  as  other 
Reflexo  products. 

Gilt  Edge  Dance  Tone  Needles  are 
made  especially  for  Dance  Records 
and  Dancing.  They  are  real  Extra 
Loud  Needles. 

Each  Needle  Plays  Ten  Times 

Everybody  dances.  Everybody  will 
buy  more  dance  records  when  they 
learn  how  well  Gilt  Edge  Dance  Tone 
Needles  play  dance  records. 

Ask  Your  Jobber  for  Your 
Free  Sample 

Gilt  Edge  Dance  Tone  Needles  are 
packed  in  "Princeton"  colored  boxes, 
fifty  to  a  box. 

FREE  — 

Introductory  Offer  : 

This  attractive  three-color  metal 
display  stand  FREE  with  your 
order  of  Dance  Tone  Needles  — 
holds  100  packages,  $5.00. 

REFLEXO  PRODUCTS  CO. 

Incorporated 
Sole  Agents  for 
W.  H.  Bagshaw  Co. 
Gilt  Edge  and  Reflexo  Blue  Needles 
Factory,  Lowell,  Mass. 
Office,  347  Fifth  Avenue,  New  York  City 


BLUE  STEEL. 

SC»EMHFICALLY 
PERFECT  -I 

— \  Bl-AVS 

E      10  RECORDS 

r        I  m  iKree  tones 

DANCE  TONE 
i  OPERA  TONE 
e     POPULAR  TONE 
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CLEVER  ST.  PATRICK'S  DAY  TIE=UP 

Plan  Put  Over  by  Southern  California  Music 
Co.  Suggestive  of  Manner  in  Which  Holidays 
Can  Be  Made  to  Pay  Good  Dividends 


'Twas  in  those  happy,  happy  days. 

When  every  peasant  lived  in  clover. 
And  in  the  pleasant,  woodland  ways 

One  never  met  a  begging  rover; 
When  all  was  honest,  good  and  true 

And  nought  was  hollow  or  theatric — 
'Twas  in  those  days  of  golden  hue 

That  Erin  knew  the  great  St.  Patrick. 
A  little  folder,  upon  which  were  sprinkled 
green  shamrocks,  and  the  above  verse  in  a  gold 
border,  was  sent  out  by  the  Southern  California 
Music  Co.,  of  Los  Angeles,  Long  Beach,  River- 
side and  San  Diego,  Cal.,  to  all  its  customers 
shortly  before  St.  Patrick's  Day  last  year.  This 
verse  was  imprinted  on  the  first  page,  and  the 
inside  pages  listed  a  number  of  records  pecu- 
liarly adapted  for  a  St.  Patrick's  Day  celebra- 
tion. These  included  both  vocal  and  instrumen- 
tal selections,  ballads  and  dance  music.  Im- 
printed on  the  envelope  in  which  the  folder  was 
enclosed  was  the  suggestion:  "Stop  in  and  hear 
our  line  of  Irish  records  to-day.  You'll  want 
some  new  ones  for  St.  Patrick's  Day."  At  the 
store  there  was  a  platform  draped  in  green  and 
hung  with  Irish  flags,  on  which  was  a  talking 
machine,  while  a  big  rack  close  by  held  several 
hundred  Irish  selections,  which  were  demon- 
strated at  any  time  to  all  who  wished  to  hear 
them. 

This  plan  produced  results  and  is  worthy  of 
emulation  by  dealers  this  year  who  are  casting 
about  for  ways  and  means  of  cashing  in  on  this 
holiday.  It  is  through  striking  methods  such 
as  this  that  attention  is  attracted  to  the  appro- 
priateness of  talking  machines  and  records  for 
supplying  entertainment  during  the  holidays, 
and  the  resulting  sales  make  the  effort  well 
worth  while. 


The  Kimberly  Phonograph  Co.,  of  New  York 
City,  has  dissolved. 


SPECIAL  ACTUELLE  RELEASE 

Sixteen  Popular  Numbers  From  March  Catalog 
in  Early  Release  to  Dealers — New  Actuelle 
Catcdog  Mailed  to  Members  of  the  Trade 

The  Pathe  Phonograph  &  Radio  Corp.  an- 
nounced during  the  middle  of  the  past  month 
a  special  release  of  si-Kteen  numbers  of  Pathe 
Actuelle  records  from  the  March  list.  This  is 
in  accordance  with  the  policy  of  the  company 
of  getting  in  the  Pathe  dealers'  hands  popular 
numbers  while  they  are  in  the  height  of  their 
popularity. 

Among  the  newest  operatic  releases  is  found 
a  particularly  charming  selection  by  Tito  Schipa, 
of  the  Chicago  Opera  Co.,  "Somewhere  a  Voice 
Is  Calling,"  on  the  reverse  side  of  which  is 
"Don  Pasquale." 

The  Pathe  Co.  announces  that  the  new  Pathe 
Actuelle  numerical  catalog  is  the  most  elaborate 
and  comprehensive  ever  issued  by  the  company 
and  that  it  enables  the  dealer  to  find  at  once 
any  record  by  simply  referring  to  the  number, 
.'^.ttention  is  called  to  the  code  or  telegraph 
name  at  the  left  of  the  page,  providing  a  con- 
siderable saving  in  time  and  money.  The  new 
catalog  was  mailed  to  the  trade  on  January  2S. 

The  drive  on  Pathe  foreign  records  continues. 
These  foreign  records,  placed  on  the  market  at 
the  same  popular  price  as  the  regular  monthly 
leleases,  are  needle  cut  and  have  the  Pathe 
quality.  The  attention  of  dealers  is  being  called 
to  their  non-competitive  value  and  the  big  field 
provided  by  the  foreign-speaking  residents  in 
the  United  States. 

OLDEST  DEALER  ADDS  BRUNSWICK 

New  Br.'^unfels,  Tex.,  February  2. — O.  L.  Pfan- 
stiel,  the  oldest  talking  machine  dealer  in  this 
city,  has  taken  on  the  Brunswick  line  of  phono- 
graphs and  records.  Modern  up-to-date  fi.K- 
tures  are  being  installed  and  an  active  Bruns- 
wick co-operative  advertising  campaign  is  being 
inaugurated 


The  talking  machine  dealer  has  the  oppor- 
tunity of  a  lifetime  in  building  up  his  business 
by  making  his  establishment  the  music  center 
of  the  communit^^  One  dealer  greatly  stimu- 
lated the  demand  for  his  products  by  inviting 
the  musical  organizations  of  his  community  to 
make  his  store  their  headquarters.  As  a  result 
of  this  invitation  several  of  the  most  prominent 
societies  in  the  city  who  were  interested  in 
developing  musical  interest  held  meetings  in  the 
store  and  the  dealer  not  only  made  sales  to 
some  of  these  people,  but  through  them  to 
others.  This  wide-awake  merchant  did  not  stop 
here,  however.  He  entered  into  the  work  of 
some  of  the  musical  organizations  and  took  an 
active  part  in  the  musical  development  and  civic 
work  of  his  city  and  became  widely  known.  His 
store  developed  into  a  true  musical  center  and 
his  sales  during  this  period  grew  steadily. 
5i 

Records  which  for  some  reason  or  another 
fail  to  sell  or  are  the  overstock  from  former 
releases  represent  tied-up  capital.  One  dealer 
successfully  endeavored  to  solve  the  problem  of 
moving  this  stock  by  having  a  number  of 
hangers  prepared  on  which  these  slow-moving 
recordings  were  listed.  There  were  separate 
hangers  for  different  classes,  i.  e.,  one  for  clas- 
sics, one  for  instrumental  selections,  one  for 
operas,  popular  music,  etc.  These  were  placed 
in  the  record  demonstration  booths,  in  various 
parts  of  the  store  where  they  were  most  likely 
to  be  seen  by  patrons,  and  in  the  windows. 
Salesmen  were  given  instructions  to  push  these 
records  as  much  as  consistent,  but  not  to  the 
exclusion  of  the  later  releases,  and  in  order  to 
stimulate  the  interest  of  the  sales  force  a  small 
bonus  was  presented  to  the  man  moving  the 
greatest  number  of  recordings  in  one  month. 
At  the  expiration  of  this  period  the  dealer  who 
tried  this  plan  reports  that  his  stock  was  prac- 
tically cleared  out  and  every  three  months  the 
same  process  is  used  again  to  get  rid  of  the  ac- 
cumulation. 

A  window  display  in  New  York  which  at- 
tracted considerable  attention  on  the  part  of 
the  public  consisted  simply  of  an  upright  model 
talking  machine  placed  on  a  pedestal  in  the 
center  of  the  window.  The  background  and 
floor  space  of  the  window,  including  the 
pedestal,  were  covered  with  blue  velvet.  Sim- 
plicity is  beauty  and  the  display  just  mentioned 
is  typical  of  the  artistic  effects  that  can  be  ob- 
tained where  care  is  taken  not  to  overcrowd. 
A  crowded  window  is  like  a  three-ring  circus; 
the  onlooker  is  bewildered  by  the  vision  of  too 
many  objects  and  is  unable  to  pay  serious  and 
adequate  attention  to  any  single  item. 

A  stunt  in  eflrect  at  Landau's  Wilkes-Barre, 
Pa.,  store  which  has  been  instrumental  in  bring- 
ing many  people  into  the  establishment  and 
advertising  that  concern  to  the  public  is  the 
opening  of  a  box  office  in  the  store  for  the  sale 
of  tickets  for  one  of  the  leading  local  theatres. 
Not  only  customers  of  the  concern,  but  people 
who  would  never  otherwise  have  entered  the 
establishment  take  advantage  of  this  service 
and  a  widespread  favorable  impression  is 
created  which  sooner  or  later  results  in  sales. 

A  plan  productive  of  good  results  in  stimu- 
lating interest  in  talking  machines  and  records 
was  recently  put  in  effect  by  a  merchant  in  the 
Southwest.  Instead  of  the  usual  talking  ma- 
chine concert  he  gave  added  interest  to  the 
event  by  securing  the  services  of  local  musi- 
cians, who  played  an  important  part  in  the 
program. 


%  PHONOGRAPH^S  HfG/fTAHM 

is  the  PHILLIPS  TONE  ARM 


OCTAGONAL  THROW  BACK  ARM 

With  New  Improved  Pivot  Throw  Back  Arm 
Length  8*4  in.  Centre  to  Centre 
Loud,  Deep  Tone 

SAMPLE  $4.50 


Tone  Arms  for  Portable,  Medium  and  High  Grade  Machines 
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I  Neglect  of  Customer  After  Sale  Is  Made  | 
I  Is  Very  Bad  Business  Practice  - 


By  Harold  Parsons  i 


^illlllllllilllllljlllllllllllllllllllllllllllllilllllllllilllllllllllllllllO^ 

Much  has  been  said  and  written  about  serv- 
ice and  it  seems  superfluous  to  emphasize  this 
phase  of  business,  yet  the  fact  remains  that 
this  is  one  of  the  most  important  elements  of 
continued  mercantile  existence  and,  therefore, 
it  cannot  be  stressed  too  much.  In  the  talking 
machine  business,  particularly,  service  is  essen- 
tial to  success  and  future  patronage,  for  it  must 
be  remembered  that,  unlike  commodities  such 
as  groceries,  clothing,  etc.,  the  talking  machine 
business  depends  to  a  great  extent  on  con- 
tinued interest  in  the  first  purchase — the  talk- 
ing machine.  People  cannot  do  without  cloth- 
ing and  groceries,  but  they  can  and  will  do 
without  records  if  the  dealer  is  not  awake  to 
his  opportunities  or  antagonizes  a  customer. 
Many  people  acquire  a  small  library  of  records 
and  then  cease  to  add  new  releases  simply  be- 
cause no  effort  is  made  to  keep  them  interested 
in  the  talking  machine. 

A  prospect  becomes  a  customer  when  the  first 
sale  has  been  made  and  the  dealer  who  con- 
cludes the  sale  of  a  machine  and  then  forgets 
about  the  matter  or  neglects  the  customer  is 
doing  himself  an  injury.  An  example  of  this 
type  of  merchandising  was  recently  brought 
very  forcibly  to  my  attention  because  I  was 
the  sufiferer.  I  had  purchased  a  talking  ma- 
chine from  a  dealer,  considered  the' leader  in 
my  community.  It  had  been  in  the  house  about 
six  months  when  a  noise  developed  somewhere 
in  the  mechanism  which  made  it  extremely  un- 
pleasant because  it  detracted  from  the  repro- 
ducing qualities  of  the  instrument.  I  immedi- 
ately got  in  touch  with  the  dealer  and  ex- 
plained the  trouble  to  him.  He  made  note  of 
it  and  said  that  he  wonld  attend  to  the  matter 


lllllllllllllllllllllllllllllllllllllillllllllllllllllllillllllllllllllllilllllllllllllllll^ 
immediately.  He  even  promised  to  come  up  to 
the  house  on  a  certain  evening.  I  remained 
indoors  that  night  in  order  not  to  miss  him. 
To  make  a  long  story  short  he  failed  to  appear 
and  we  have  not  heard  from  him  since.  That 
was  more  than  a  month  ago. 

Now  here  is  the  point.  During  the  month  we 
have  not  played  our  machine,  nor  have  we  even 
considered  purchasing  new  records.    If  the  in- 
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I  Failure  of  the  Mer-  M 
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tising  to  emphasize  his  service  facilities.  Of 
course  he  has  record  and  machine  demonstra- 
tion booths  and  all  that  sort  of  thing,  but  serv- 
ice is  something  more  than  the  simple  atten- 
tions given  to  customers  when  they  enter  the 
store.  It  extends  to  the  outside — to  the  home — 
and  the  wise  dealer  will  go  far  out  of  his  way 
to  make  a  personal  contact  between  his  store 
and  customers  in  order  to  hold  their  friendship 
and  patronage. 


BIG  RADIO  POSSIBILITIES 

Speaking  at  the  convention  of  the  American 
Society  of  Civil  Engineers  in  the  Engineering 
Societies'  Building,  New  York  City,  recently. 
Otto  T.  BJackwell,  transmission  development 
engineer  of  the  American  Telephone  and  Tele- 
graph Co.,  said  that  the  day  was  not  far  dis- 
tant when  the  President  would  address  the  na- 
tion through  the  radio.  He  believed  the  possi- 
bilities of  radio  had  not  been  realized. 


strument  had  been  repaired  no  doubt  that  dealer 
would  have  been  richer  by  the  sale  of  a  larger 
number  of  records  at  least  and,  furthermore,  if 
the  repairs  had  been  made  promptly  as  prom- 
ised he  would  not  have  lost  anything  by  this 
service.  As  a  matter  of  fact  I  do  not  intend 
to  remind  him  of  the  condition  of  my  machine 
again,  nor  will  I  purchase  any  more  records 
from  him. 

-  The  dealer  should  make  it  a  point  in  his 
direct-by-mail  literature  and  newspaper  adver- 


H         DURATONE  CO.  INCORPORATES 


The  Duratone  Co.,  of  Newark,  N.  J.,  has  been 
granted  a  charter  of  incorporation  under  the 
laws  of  that  State,  with  a  capital  of  $200,000,  to 
manufacture  talking  machine  records.  Incor- 
porators are  G.  Howlett  Davis,  John  A.  Bern- 
hard  and  William  A.  White,  of  Newark. 


The  homely  maxims  laid  down  by  successful 
men  as  rules  for  success  will  always  remain 
the  mere  opinions  of  these  men,  but  the  fact 
cannot  be  denied  that  in  most  cases  they  are 
darned  good  rules  to  follow. 


Build  Your  Radio  Sales 
on  BestoNE  Quality 


Oz/r  Profit-Opportimity  for 

Phonograph  Jobbers  and  Dealers 

Radio  has  come  to  stay  and  develop  as  a  significant  factor  of  enter- 
tainment and  education.  The  notable  improvement  in  radio  broad- 
casting is  winning  over  thousands  of  fans  who  are  live  prospects  for 
radio  receiving  sets. 


Phonograph  Dealers  best  suited  to  handle  Radio  Sales 

Unquestionably,  the  higher  grade  radio  instruments  will  find  their  greatest 
market  through  the  Phonograph  Dealers.  Why  not  investigate  your  oppor- 
tunity NOW? 

The  Quality  of  Bestone  Wireless  Apparatus 

Bestone  Wireless  Apparatus  embraces  an  unusually  high-grade  line  of 
Radio  Receiving  Sets  that  are  noted  for  beauty  of  design,  clarity  of  tone  and 
long-range  receiving  capacity.  The  scientific  accuracy,  quality  materials  and 
expert  workmanship  that  are  incorporated  in  Bestone  Receiving  Sets  assure 
maximum  enjoyment  of  radio  reception. 

Selling  prices  of  Bestone  Radio  Sets  range  from  $17.50  to  $125.00. 

Send  for  Illustrated  Catalog  and  Sales  Proposition. 

HENRY  HYMAN  &  CO.,  Inc. 

Executive  Offices:  manufacturers  Branch; 

476  Broadway,  New  York  City  212  W.  Austin  Avenue,  Chicago,  111. 
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Bestone  No.  703  V.  T.  Tuner  and  Tube  Set 
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The  Unquestioned  Superiority  of  The 
New  EDISON  is  again  indicated  by  a 
steadily  increasing  public  demand 


THE  outstanding  character- 
istics of  the  New  Edison 
Consoles  are  their  artistic  ap- 
pearance and  the  acknowledged 
superiority  of  their  music  repro- 
ducing qualities. 

By  far  the  best  indication  of  their 
value  is  to  be  found  in  the  un- 


precedented demand  that  exists 
for  them  everywhere.  Public 
response  to  Mr.  Edison's  offer- 
ing of  this  representative  group 
of  consoles  has  resulted  in  dealer 
orders  that  in  certain  instances 
It  has  been  all  but  impossible  to 
fill. 


The  New  EDISON 
Baby  Console 

$175 


The  New  EDISON 
London  Console 

S135 


The  NEW 
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The  New  EDISON 
Chippendale 
Console 

$295 


The  New  EDISON 
XVIII  Century 

{Adam)  English  Design 

$375 


The  New  EDISON 
Umbrian  Design 
(Italian) 

$350 


The  New  EDISON 
WilHam  and  Mary 
Design 

$325 


PRICE  is  no  longer  a  barrier 
between  the  New  Edison 
and  the  man  or  woman  who 
would  like  to  own  one.  The 
new  Edison  list  is  varied  enough 
to  fit  the  purse  of  all  music 
lovers. 

THOMAS  A.  EDISON,  Inc 


It  is  obvious  that  because  of 
this  widening  of  the  NEW 
EDISON  field  the  Edison 
dealer  is  offered  an  even  greater 
opportunity  for  developing  a 
profitable  business. 


Orange,  N.  J. 


EDISON 
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You   start   in   step-pin^a-lon^.you  cant—   ^owron^,do-in^  the^'Dum-beir^ — 
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by  ZEZ  CONFREY- 

lou  cant  wron^ 
Wifhan/FEISTson^^' 


J.  M.  ORTON  RETIRES  FROM  FIRM 


THE  PATHE  NEWS  REAPPEARS 


Vice-president,  Treasurer  and  Director  of  Orton 
Bros.  Leaves  After  Thirty  Years'  Connection 
With  Old  Butte,  Mont.,  Music  House 


Butte,  Mont.,  February  3. — J.  M.  Orton,  who 
for  upward  of  thirty  years  has  been  connected 
with  the  firm  of  Orton  Bros.,  one  of  the  lead- 
ing music  houses  in  the  State  and  one  of  the 
oldest  firms  of  its  kind  in  the  Northwest,  has 
retired  as  vice-president,  treasurer  and  director. 
The  firm  was  founded  by  W.  C.  Orton,  who 
still  remains  at  its  head. 


RECEIVER  FOR  ZENITH  MFG.  CO. 

A.  M.  Reynolds,  of  Glen  Ridge,  N.  J.,  has 
been  appointed  receiver  for  the  Zenith  Mfg. 
Co.,  292  Chestnut  street,  Newark,  N.  J.,  manu- 
facturer of  the  Encore  Record  Replayer  and  the 
Cirola  portable  phonograph,  on  the  complaint 
of  Elmer  F.  Powell  through  his  counsel,  John 
j.  McCloskey.  Liabilities  and  assets  are  not 
announced. 


Beginning  with  the  first  of  the  year  the  Pathe 
Phonograph  &  Radio  Corp.,  Brooklyn,  N.  Y., 
resumed  the  publication  of  the  Pathe  News, 
an  interesting  newspaper  published  in  the  in- 
terest of  Pathe  dealers.  Now  that  the  com- 
pany is  producing  loud  speakers  and  radio  parts 
ihe  paper  will  also  publish  radio  news.  The 
new  issue  is  very  interesting  from  a  typo- 
graphical as  well  as  a  news  standpoint  and, 
as  heretofore,  contains  many  newspaper  adver- 
tising suggestions  for  the  use  of  the  dealer,  for 
which  electrotypes  are  furnished  by  the  com- 
pany free  of  charge.  Particular  attention  is 
called  to  the  Pathe  foreign  record  library  which 
has  been  compiled  with  great  care  and  repre- 
sents years  of  study.  This  foreign  catalogue 
contains  a  wide  variety  of  numbers  and  a  cam- 
paign will  shortly  be  entered  into  on  this  im- 
portant part  of  the  business. 


TEXAS  FIRM  INCREASES  CAPITAL 


EXPOSITION  OF  PATENTS 

The  Universal  Exposition  of  Inventions  and 
Patents  which  is  scheduled  to  be  held  at  the 
Grand  Central  Palace,  New  York,  February  17 
to  22,  1923,  is  exciting  a  great  deal  of  interest 
among  the  practical  members  of  the  leading 
industries. 


The  Talking  Machine  Co.,  of  Austin,  Tex., 
has  increased  its  capital  from  $34,500  to  $400,000. 
The  concern  has  also  changed  its  name  to  the 
F'.  E.  Swan  Co.,  and  moved  its  headquarters 
to  Houston,  Tex. 


The  latest  addition  to  the  music  stores  of 
Glenville,  O.,  is  the  Edison  Music  Shoppe.  It 
is  attractively  equipped  with  the  most  modern 
music  store  fittings. 


VELVET  COVERED  TURNTABLES 

ADD  TO  THE  QUALITY  OF  MACHINES 

A.W.B. 


VELVETS 


THE  BEST  TALKING  MACHINES  ARE  EQUIPPED  WITH 

A.  W.  B.  BOULEVARD  VELVETS 

GRAND  PRIZE— GOLD  MEDAL,  ST.  LOUIS  EXHIBITION 

WRITE  FOR  SAMPLES  AND  PRICES 

A.  WIMPFHEIMER  &  BRO.,  Inc. 
450-460  Fourth  Avenue,  New  York 

ESTABLISHED  1845 


THE  SALESMAN  IS  A  SPECIALIST 

There  are  certain  basic  principles,  such  as  per- 
sonality, sincerity,  appearance,  etc.,  which  are 
necessary  for  a  salesman  to  have.  These  apply 
to  selling,  regardless  of  what  is  sold,  but  in 
each  branch  of  industry  the  salesman  should 
be  a  specialist  in  the  line  he  sells.  In  the  talk- 
ing machine  business  a  general  knowledge  of 
music  is  essential,  as  well  as  a  thorough  famil- 
iarity with  the  mechanical  details  and  talking 
points  of  the  instruments  represented. 


SOME  NOTED  COLUMBIA  VISITORS 

Aniong  the  visitors  to  Columbia  Graphophone 
Co.  headquarters  recently  were:  Westervelt 
Terhune,  branch  manager  of  the  Atlanta  dis- 
tributing offices;  W.  C.  Thomas,  president  of 
the  Tampa  Hardware  Co.,  Tampa,  Fla.,  Colum- 
bia distributor  for  that  territory;  S.  H.  Nichols, 
manager  of  the  Pittsburgh  branch,  and  H.  E. 
Gardner,  of  the  Detroit  branch.  These  gentle- 
men came  to  New  York  for  a  conference  with 

G.  W.  Hopkins,  general  sales  manager  of  the 
company,  pertinent  to  Columbia  activities  during 
1923.  Particular  attention  was  given  to  the  wide 
publicity  which  the  Columbia  Co.  is  carrying 
on  at  the  present  time,  announcing  to  the  pub- 
lic the  new  process  Columbia  record.  Other  im- 
portant visitors  were  Messrs.  C.  A.  Dalzel,  D. 

H.  Dalzel  and  C.  A.  SchafTarzick,  members  of 
the  Columbia  Stores  Co.,  of  Denver,  Colo. 


E.  T.  GRAY  VISITS  SONORA  CO. 


Ernest  T.  Gray,  of  the  Heintzman  Co.,  Ltd., 
Toronto,  Canada,  spent  several  days  in  New- 
York  the  early  part  of  January  and  a  good  deal 
of  the  time  at  the  Sonora  headquarters.  This 
company  is  one  of  the  largest  and  leading  musi- 
cal establishments  in  Canada,  having  branches 
all  over  the  Dominion,  and  Air.  Gray  remarked 
that  the  Sonora  is  the  most  popular  phonograph 
sold  by  them.  He  stated  demand  was  good  in 
the  Dominion  and  that  prospects  for  1923  were 
very  bright. 


STANLEY  MUSIC  CO.  INCORPORATES 

The  Stanley  Music  Co.,  of  New  Haven,  Conn., 
has  been  incorporated  in  that  State  with  an 
authorized  capital  of  $25,000.  Incorporators  are: 
William  S.  Hayes,  Donald  H.  Coleman  and  Gus- 
tave  H.  Appel. 


Judge  Knox  has  appointed  William  C.  Hechts, 
Jr.,  receiver  for  the  Riverside  Music  Store,  Inc., 
2496  Broadwaj',  New  York,  under  $2,000  bond. 
Liabilities  are  about  $5,000  and  assets  about 
$3,000.    The  assets  were  sold  on  January  31. 


COTTON  FLOCKS 


.  FOR. 


Record  Manufacturing 
THE  PECKHAM  MFG.  CO..  S^EWAR^.^r  j! 
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THE     NEW      HALL     OF  FAME 


Opens  wide  its  doors 
to  another  celebrity 


Josej^  Hojmann  pianist 


Important  News  for  the  Music  Trades 


Brunswick  makes  this  announcement  with  some  pride,  for  it  again  em- 
phasizes the  marked  tendency  among  the  great  artists  of  toda}"  to  identify 
their  art  with  Brunswick  Records. 

Josef  Hofmann  is  now  an  exclusive  Brunswick  Artist!  It  is  a  name  that 
stands,  the  world  over,  for  the  highest  possible  miisical  achievement. 

"To  analyze  Hofmann's  art,"  as  one  critic  puts  it,  "is  to  enumerate  all 
the  essentials  of  great  piano  playing  and  masterly  interpretation."  There 
are,  indeed,  no  standards  by  which  to  measure  a  musicianship  so  profound 
as  his. 

Hofmann's  first  Brunswick  Recording  will  go  on  sale  February  15th. 

50023 — Hungarian  Rhapsody — No.  2,  Part  I  (Liszt) 
Hungarian  Rhapsody — No.  2.  Part  II  (Liszt) 


BRUNSWIG 


P  H  O  N  O  G  R.A  P  H  S 


A  TV  D 


P^B  C  O  RwO  S 
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Oscar  Seagle  and  The  Shannon  Four  singing  "The 
Stein  Song"  and  "Brown  October  Ale"  recall  those 
good  old  B.  V.  D.*  days  when  the  crowd  gathered  at 
the  oasis  just  before  the  5.1  5  —  A-3768. 

*  Before  Volstead  Decree. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


CAUGHT  IN  CHARACTERISTIC  POSES 

Gathered  in  a  Single  Photograph,  Five  Bruns- 
wick Artists  Show  the  Way  in  Which  They 
Record  Their  Dance  Melodies 


The  recording  laboratories  of  the  Brunswick- 
Balke-Collender  Co.,  New  York,  recently  took 
advantage  of  the  timely  visit  of  several  of  the 
well-known  Brunswick  stars  who  were  at  the 
laboratory  the  same  day  for  recording  purposes 
to  photograph  them  together  in  characteristic 
poses.  Wm.  A.  Brophy,  managing  director  of 
the  laboratory,  took  Isham  Jones,  Joseph  Smith, 
Arnold  Johnson,  Benny  Krueger  and  John  In- 


l-eft  to  right:      AValter   C.   Ilaonschcii.   .lolin  Indian 
(playing  the  tuba),  Isham  Jones,  Joseph  C.  Smith, 
Benny  Krueger,  Arnold  Johnson 

dian  up  on  the  roof  of  the  laboratory  and  there 
caught  them,  as  the  accompanying  illustration 
shows.  John  Indian,  as  his  name  implies,  is  a 
full-blooded  Indian  who  plays  the  tuba  in  the 
Isham  Jones  Orchestra,  and  is  a  valuable  asset 
to  it. 

This  unique  photograph  is  to  be  broadcasted 
through  the  country  and  will  be  reprinted  in 
most  of  the  leading  newspapers  in  every  large 
city.  It  is  splendid  publicity  for  these  popular 
Brunswick  record  artists. 


MAKES  "TALKERS"  FROM  DRIFTWOOD 

The  making  of  uniquely  designed  talking  ma- 
chines from  driftwood  is  the  avocation  of  Cap- 
tain Miller,  who  has  charge  of  the  lighthouse  on 
East  Brothers  Island,  off  San  Francisco  Bay. 
Captain  Miller  is  known  as  the  Pacific  Coast's 
most  expert  wood  carver  and  during  the  last 
two  years  he  has  made  eleven  talking  machines 
from  driftwood. 


GET  YOURS!' 


Free  Samples  of 


NEW  GILT  EDGE 
DANCE  TONE 
NEEDLES 


A  Reflexo  Product 
Hade  by  "Bagshaw  of  liOwell" 


EXTENDS  JOBBING  ACTIVITIES 

Richmond  Music  Supply  Corp.  Now  Handling 
Talking  Machine  Supplies  and  Accessories 


PATHE  ORGANIZATION  LAYS  PLANS 


The  Richmond  Music  Supply  Corp.,  133  West 
Forty-first  street,  New  York  City,  one  of  the 
best-known  sheet  music  jobbing  organizations 
in  the  United  States,  has  extended  its  activities 
and  is  now  stocking  talking  machine  supplies 
and  accessories  and  will  also  introduce  to  sheet 
music  dealers  a  line  of  popular-priced  records. 

The  Richmond  Music  Supply  Co.  is  headed  by 
Maurice  Richmond,  who  for  the  past  twenty-five 
years  has  been  connected  with  some  of  the 
leading  jobbing  organizations  of  the  United 
States.  Max  Mayer,  treasurer  of  the  company, 
recently  returned  from  a  visit  to  the  leading 
trade  centers  in  the  East  and  states  that  he 
found  the  retailers  most  active  everywhere. 


Field  Staff  Meets  in  Conference  at  Factory — 
Sales  Promotion  Plans  and  New  Policy  Dis- 
cussed— Dinner  and  Entertainment 


BROOKLYN  DEALERjN  DIFFICULTIES 

An  involuntary  petition  in  bankruptcy  has 
been  filed  against  Jacob  Josefsberg,  retail  dealer 
in  talking  machines,  2080  Eighty-sixth  street, 
Brooklyn,  N.  Y.  Liabilities  are  estimated  at 
$7,500  and  assets  at  $2,500. 


The  talking  machine  establishment  conducted 
by  W.  W.  Hall  and  Fred  Rumple,  Blooming- 
ton,  Ind.,  is  now  owned  entirely  by  Mr.  Hall. 


The  entire  field  organization  of  the  Pathe 
Phonograph  &  Radio  Corp.  recently  met  in 
conference  at  the  main  factory  of  the  company 
in  Brooklyn  for  the  discussion  of  plans  for 
1923.  It  is  reported  that  a  very  optimistic  spirit 
prevailed  as  to  the  trade  conditions  and  the 
business  outlook,  and  the  various  sessions  were 
taken  up  by  the  discussion  of  sales  promotion 
plans  and  outlining  a  policy  for  marketing  the 
Actuelle  records  and  the  proposed  new  line  of 
Pathe  phonographs. 

Among  those  present  were  W.  E.  Hotchkiss, 
manager  of  the  Chicago  office;  Charles  F.  Usher, 
special  field  representative;  A.  R.  Saunders, 
Ohio  and  Kentucky  representative;  Thomas  J." 
Murphy,  New  England;  J.  A.  Ryan,  New  York 
City  representative;  H.  T.  Leeming,  manager 
of  sales;  W.  A.  Dittmer,  secretary  of  the  cor- 
poration; F.  D.  Lewis,  manager  of  the  Radio 
Division,  and  H.  D.  Rose,  manager  of  the  re- 
cording laboratory. 

E.  A.  Widmann,  president  of  the  Pathe  or- 
ganization, entertained  the  representatives  at 
dinner  at  his  home.  Following  the  dinner  the 
entire  party  went  to  see  the  "Greenwich  Village 
Follies." 


See  Page  29 


MADERITE 

Phono  Moving  Covers 

An  ounce  of  caution  is  worth  end- 
less complaint  and  repolishing 

Every  progressive  dealer  needs  a  supply  of 
dependable  moving  covers.  Mr.  Average  Man 
dislikes  to  unpack  anything  he  buys.  By 
using  padded  delivery  covers  you  protect  and 
deliver  a  perfect  instrument  with  no  necessity 
for  dirt,  inconvenience  or  trouble  to  your 
customer. 

It  is  much  more  simple  to  slip  a  cover  over 
an  instrument  at  the  store  and  off  at  point  of 
delivery  and  the  impression  left  with  your 
customer  is  pleasant.  MADERITE  covers  are 
strong,  well  padded  and  satisfactory  from 
every  standpoint. 

Consult  your  accessory  jobber,  phono  dis- 
tributor  or  write  us  for  literature  and  prices. 


A.  BRUNS  &  SONS 

Manufacturers  o'f  Canvas  Goods 

50  Ralph  Ave.,  Brooklyn,  N.  Y. 
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BaUtmorean  Buys  Interest  Here 
— Snnora  Store  Secures  King 
Aqency — -Activities  of  the  Month 


Denver,  Col,,  February  7. — The  past  month  has 
been  comparatively  quiet  following  holiday 
sales  of  talking  machines  which  surpassed  any 
year  in  the  history  of  Denver  music  dealers. 
Reports  from  all  dealers  are  to  the  effect  that 
records  have  been  selling  like  the  proverbial 
hot  cakes.  This,  of  course,  is  attributed  to  the 
fact  that  those  who  bought  talking  machines 
for  Christmas  need  new  records.  With  a  fall 
of  snow  on  the  night  of  January  26  there  was 
a  run  on  records  and  player  rolls  in  all  Denver 
music  stores  the  next  day.  As  one  dealer  put 
it,  "The  least  little  bit  of  snow  or  rain  will 
bring  them  here  for  records,  anticipating  a 
night  at  home  to  play  over  new  selections." 


E.  M.  Ogilvie,  a  member  of  the  firm  of  the 
H.  D.  Frank  Piano  Co.,  Baltimore,  Md.,  has 
arrived  here  and  has  purchased  an  interest  in 
the  Sharp  Music  Co.,  Fifteenth  street,  a  con- 
cern dealing  in  everything  musical.  Mr.  Ogil- 
vie expects  to  make  Denver  his  home.  Mr. 
Sharp  is  president  of  the  company  and  William 
Schaeffer  is  treasurer. 

Takes  King  Agency 

The  Sonora  Store,  1527  Welton  street,  has 
just  taken  the  agency  for  the  King  musical  in- 
struments put  out  by  the  H.  N.  White  Co.  of 
Cleveland.  King  instruments  have  until  re- 
cently been  sold  directly  to  the  professional 
trade  but  the  company  is  now  locating  agencies 
with  certain  retail  stores  throughout  the  coun- 
try. The  local  store  considers  itself  fortunate 
to  have  been  able  to  land  this  agency.  The 
territory  to  be  covered  includes  half  of  the 
State  of  Colorado. 

New  Columbia  Accounts 

The  new  process  record  put  out  by  the  Co- 
lumbia Co.  is  becoming  so  popular  that  it  is 


BANNER  50C  RECORDS 


//  you  changed  places 
with  your  customers! 


If  you  were  a  consumer,  and  discovered,  from 
your  friends  that  you  could  buy  full  75c 
worth  of  record  value  for  50c — you  would 
take  advantage! 

And  after  you  had  tested  the  record — played 
it — liked  it — considered  it  equal,  perhaps 
superior,  to  records  selling  at  75c — you 
would  continue  to  buy! 

Place  yourself  in  the  other  fellow's  shoes 
and  you  will  be  better  able  to  satisfy  him. 
He  knows  the  BANNER  50c  Record.  It 
serves  his  purpose  and  saves  his  money;  and 
he  is  satisfied. 

And  you,  in  turn,  will  have  greater  sales. 
BANNER  will  bring  more  buyers  to  your 
store — more  profits  to  you — bigger  business ! 


Dependable  "live  wire"  dealers  who  are  interested 
in  an  exclusive  proposition  should  write  us  at  once. 
This  is  the  season  for  the  best  results. 


PLAZA  MUSIC  COMPANY 


18  West  20th  Street 


NEW  YORK 


leading  to  new  business  in  the  territory  covered 
by  the  Columbia  Stores  Co.,  with  headquarters 
in  Denver.  Only  recently  the  local  company 
closed  a  deal  with  Ferrante  &  Stewart,  at  Gal- 
lup, New  Mexico,  to  handle  the  Columbia 
Grafonola  and  records.  January  witnessed 
a  big  sale  of  records  on  the  part  of  Columbia 
dealers  throughout  the  territory.  C.  A.  Del- 
zell,  local  manager  of  the  company,  is  in  New 
York  attending  an  important  meeting  at  Co- 
lumbia headquarters.  His  brother,  D.  H.  Del- 
zell,  of  the  Salt  Lake  City  distributing  point, 
is  also  in  attendance. 

Harry  Lauder  Helps 
For  three  days  recently  Sir  Harry  Lauder 
played  to  packed  houses  at  the  Broadway  The- 
atre. As  a  result  of  his  visit  there  has  been 
a  run  on  Lauder  records  handled  by  local  Vic- 
tor dealers.  His  "Bella,  the  Belle  o'  Dunoon," 
seemed  to  be  the  most  called  for  number  at 
the  Knight-Campbell  music  store.  As  a  result 
of  the  demand  for  Lauder  records  the  company 
found  itself  short  on  stock  for  some  of  his  well- 
known  recordings.  H.  V.  Huntoon,  manager 
of  the  talking  machine  department,  said  he  ex- 
pected two  new  Victor  models  in  Nos.  80  and 
100  to  come  in  shortly.  He  finds  No.  260  is 
the  most  popular  of  the  console  models. 
Plan  to  Attend  Jobbers'  Meeting 

N.  D.  Tharp,  manager  of  the  Edison  depart- 
ment of  the  Denver  Dry  Goods  Co.,  retailer 
and  wholesaler,  attended  the  meeting  of  jobbers 
from  all  parts  of  the  country  in  New  York 
February  13-15.  H.  L.  MacWhirter,  general 
manager  of  the  Denver  Dry  Goods  Co.,  who 
will  be  in  New  York  at  the  time,  also  expects 
to  attend  this  meeting.  Since  the  appearance 
here  of  Olga  Steeb,  pianist,  her  Edison  re-crea- 
tions of  piano  numbers  have  been  in  demand. 
The  re-creation  "Call  Me  Back,  Pal  o'  Mine," 
is  also  a  favored  number. 

Plan  Big  Music  Week 

The  third  annual  Music  Week  for  Denver 
and  all  Colorado,  May  14-21,  is  expected  to  be 
a  bigger  event  than  any  previous  affair  of  the 
kind,  according  to  Frank  B.  Darrow,  of  the 
Darrow  Music  Co.,  chairman  of  the  budget 
committee.  This  year  there  will  be  no  solicita- 
tion for  funds  to  put  the  week  over,  but  those 
who  hold  memberships  will  be  favored  with 
reserved  seats  at  various  performances  given 
at  the  City  Auditorium.  Evening  and  matinee 
performances  will  be  given  and  this  year  the 
public  will  be  introduced  to  Denver's  latest 
musical  organization,  the  Civic  Symphony  Or- 
chestra, of  ninet)''  pieces.  It  is  expected  that 
a  larger  number  of  bands  will  be  present  from 
all  parts  of  Colorado  in  addition  to  municipal 
choruses.  An  evening  will  be  given  over  to 
high  school  choruses  of  Denver,  and  another 
to  aesthetic  and  interpretative  dancing. 
News  Gleanings 

Miss  Leona  Mayse,  private  secretary  to  A.  J. 
Speich,  sales  manager  of  the  Baldwin  Piano  Co., 
left  on  February  1  for  Fort  Worth,  Texas,  to 
remain  two  months,  for  rest  and  recuperation 
after  a  long  period  of  strenuous  work. 

The  Arvidson  Piano  Co.  reports  that  it  could 
sell  more  Edison  consoles  if  it  were  possible 
to  get  them.  The  shortage  was  keenly  felt  by 
the  company  the  past  few  weeks. 

The  Emrick-Nadler  Music  Co.,  which  opened 
an  Edison  shop  at  1624  Tremont  street  less 
than  a  year  ago,  will  close  up  the  business 
February  1.  Mr.  Emrick  is  traveling  for  the 
Denver  Dry  Goods  Co.,  distributors  of  the  Edi- 
son in  this  territory. 

The  Charles  E.  Wells  Music  Co.  in  a  window 
display  featured  the  new  Brunswick  period 
model,  "The  Tudor."  Business  with  Bruns- 
wicks  and  Victrolas  has  kept  up  pretty  well. 

Quite  a  few  sales  of  Brunswicks,  Sonoras  and 
Victrolas  were  made  during  January,  according 
to  H.  W.  Sanders,  manager  of  the  talking  ma- 
chine department  of  the  Denver  Music  Co. 
Records  sold  well  following  the  holiday  buying 
of  machines. 

Calls  for  "The  York" 

Oscar  Frazier,  of  the  talking  machine  depart- 
ment of  the  Darrow  Alusic  Co.,  is  getting  thin 
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over  worrying  about  tlie  non-arrival  of  "Tlic 
York,"  the  popular  console  type  put  out  by 
the  Brunswick.  "I've  got  a  list  of  people  here 
who  want  me  to  call  them  as  soon  as  this 
model  comes  in.  It  is  certain  that  many  sales 
would  result  if  we  could  get  these  instruments." 
January  has  been  a  very  satisfactory  month. 
Secures  Gennett  Agency 

Business  with  the  Victrola  has  been  fairly 
good  during  January  at  the  Pattison  Music  Co. 
During  the  past  week  the  company  was  the 
only  house  in  town  having  on  hand  the  popular 
"Three  o'Clock  in  the  Morning,"  played  by 
Paul  Whiteman  and  His  Orchestra.  Dealers 
can't  keep  this  number  in  stock.  Recently  the 
company  took  on  the  Gennett  record  agency. 
Artists  Help  Sales 

The  coming  to  Denver  of  many  musical  ar- 
tists is  having  a  stimulating  effect  on  the  sale 
of  records.  The  McKannon  Piano  Co.,  which 
handles  the  Edison,  featured  a  window  of  Edi- 
son records  by  Carolina  Lazzari,  contralto 
singer,  who  appeared -in  a  recital  at  the  City 
Auditorium  recently. 

ROBICHEK 

ART  DECORATIONS 

Are  Recognized  by  Leading  Experts 
as  works  of 

GENUINE  ARTISTRY 


P.  W.  SIMON  STORE  SOLD 


SPECIALISTS  IN 
Japanese   and    Chinese    Lacquer— Antique 
Reproductions — Period  Designs  in  any  Fin- 
ish—Polychrome—Expert Gilding. 

We  invite  you  to  come  and  inspect  our 
work.    Write  or  telephone 
for  appointment. 


Aaron's,  Planning  to  Open  Furniture  Store, 
Uniontown,  Pa.,  Buy  P.  W.  Simon  Business — 
Latter  Managing  Victor  Artists'  Tours 


Unjontown,  Pa.,  February  5. — Aaron's,  who 
will  open  their  magnificent  new  furniture  store- 
here  some  time  during  the  Spring,  have  pur- 
chased the  P.  W.  Simon  Music  Store,  with  the 
Victrola  franchise  here.  The  sale  was  consum- 
mated yesterday  morning,  P.  W.  Simon  having 
come  on  from  New  York  to  close  the  deal. 
The  Aaron  Co.  took  possession  of  the  store 
immediately  and  will  operate  it  in  the  present 
location,  West  Mam  street,  until  the  new  Aaron 
store  is  ready  for  occupancy,  at  which  time 
the  Victrola  department  will  occupy  a  large 
and  modernly  equipped  department  of  the  first 
floor  of  the  new  store. 

Mr.  Simon  has  had  other  interests  in  recent 
years  which  led  him  to  dispose  of  his  local 
store.  At  present  he  is  conducting  the  tours 
of  the  Eight  Famous  Victor  Artists.  The  tours 
of  these  famous  artists  have  become  such  a 
popular  enterprise  that  Mr.  Simon  is  maintain- 
ing a  New  York  office,  of  which  he  is  in  per- 
sonal charge,  with  a  personal  representative  on 
tour  with  the  Victor  artists.  At  present  they 
are  in  Texas. 

The  Aaron  Co.  is  not  unknown  as  Victor 
agents.  The  company  has  the  Victor  fran- 
chise in  each  of  its  other  stores  and  because 
of  this  felt  that  it  was  necessary  to  have  a 
Victor  representation  here,  with  the  result  that 
the  Simon  store  was  purchased  outright.  E.  F. 
Gebhard,  who,  for  the  past  several  years,  has 
been  manager  of  the  Simon  store,  will  remain 
in  charge  of  the  store  under  the  Aaron  man- 
agement. 


CRAWFORD  SHOP  IN  NEW  STORE 


Rhinelander,    Wis.,    Concern    Holds  Formal 
Opening  of  Attractive  New  Quarters 


Rhinelander,  Wis.,  February  5. — One  of  the 
most  beautiful  and  elaborate  stores  of  its  kind 
to  be  found  in  the  entire  State  is  the  new  Craw- 
ford Flower  &  Music  Shop,  in  the  Elks'  build- 
ing on  Davenport  street,  which  was  formally 
opened  recently. 

The  store  is  especially  arranged  for  this  par- 
ticular business  and  no  detail  which  might  add 
to  the  convenience  of  patrons  and  employes 
has  been  overlooked.  One  side  of  the  store 
has  been  partitioned  into  sections,  comprising 
floral  and  music  rooms,  work  room  and  office. 
In  the  music  rooms  are  facilities  for  private 
demonstrations  of  pianos,  talking  machines  and 
other  musical  goods.  The  rooms  are  attract- 
ively and  cozily  furnished.  Throughout,  the 
store  presents  an  exceptionally  pleasing  appear- 
ance. The  walls,  ceiling  and  fixtures  are  in 
ivory  and  the  decorations,  though  plain,  add 
charm  to  the  general  surroundings. 


"TALKER"  ACTS  AS  TIQER  DECOY 


The  leader  of  an  African  hunting  expedition, 
who  set  out  on  a  motor  trip  from  Cape  to 
Cairo,  used  a  talking  machine  as  a  decoy  for 
tigers.  In  tiger  hunting  it  is  usual  to  tether 
a  lamb  to  a  tree;  its  bleating  attracts  the  tiger 
within  reach  of  the  hunters.  Before  leaving 
England  an  explorer  had  records  made  by 
bleating  lambs,  and  he  tried  them  on  the  un- 
suspecting tigers  of  the  jungle  with  consider- 
able success. 


Telephone 
Mad.  Sq.  7035 


"TALKER"  AS _RADIO  AMPLIFIER 

Sound  boxes  of  phonographs  may  be  used  as 
radio  amplifiers,  by  the  attachment  of  a  simple 
"adapter"  to  the  tone  arm  of  the  machine, 
after  removing  the  reproducer.  The  appliance, 
shown  in  Popular  Mechanics  Magazine,  is  con- 
structed of  a  non-magnetic  alloy. 


The  diligent  say  "to-day,"  the  sluggards  sa.\- 
'to-morrow." 


TheSupremeTone 
Amplifier 

Attractive  in  appearance 
and  possessing  a  clarity  of 
sound  and  volume  obtain- 
able in  no  other  sound  box 

Incomparable  for  Dancing 
Unique  Products 

are  superior  in  QUALITY 
and  clear  in  tone.  The 
novel  spring  suspension  in- 
sures against  "blasts"  and 
produces  a  perfect  harmo- 
nious rendition. 

The  Unique  {Reproducer 


UNIQUE  REPRODUCTION  CO., 

INCORPORATED 

32  Union  Square,  New  York  City 

DEALERS : 
Write  us  for  prices  and  samples 
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^Aeolian 

VOCALION 


H3 


The  Phonograph  of 
Perfect  Musical  Tone 
— Manuf actured  by 
The  Aeolian  Com- 
pany, the  Greatest 
Musical  Instrument 
Specialists  in  the 
World. 


I'ERIOD  MODEL:  FLORENTINE 
STYLE  1628 

THIS  is  a  beautiful  exauiple  of  the 
technique  of  the  Italian  Styles 
when  they  were  world  leaders  in  the 
arts  and  crafts.  The  decorations  on 
this  case  are  in  Polychrome  on  Wal- 
nut finish,  done  in  a  very  restrained 
manner  and  would  be  as  worthy  of 
admiration  in  any  well  furnished  room 
as  a  picture  that  might  be  placed  there 
for  decorative  purposes  only. 


HE  Vocalion  is  built  upon  principles  developed  by 
^  the  world's  greatest  expert  on  reproduced  tone.  It  is 
the  only  instrument  with  the  remarkable  Graduola — the 
exclusive  Vocalion  Tone  Control. 

Vocalion  instruments  are  set  in  the  beautiful  cabinets 
made  famous  by  the  Aeolian  Company,  who  first  pro- 
duced Period  Model  Phonographs. 

No  wonder  the  Vocalion  has  become  the  standard  of  per- 
fection in  the  phonograph  field ! 

Have  you  seen  the  new  Vocalion  Line? — Console  Period 
Models— Standard  Period  Styles— Conventional  Models. 

Write  for  details  of  our  1923  Proposition. 


The  Aeolian  Company 

AEOLIAN  HALL  NEW  YORK 
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VOCALION 

RED  RECORDS 


-E 


□ 


6( 


The 


Greatest  Tenor 
Ballad  Singer 
of  Our  Time'' 


THAT  is  what  critics  are  saying  of  Colin  O'More, 
whose  beautiful  voice  crowds  Carnegie  Hall,  New 
York,  at  each  concert. 

This  is  the  voice  with  true  sympathy  and  perfect  dic- 
tion which  will  be  heard  again  and  again  singing  the 
beautiful  ballads  Colin  O'More  has  recorded  exclu- 
sively for  Vocalion  Red  Records. 

Every  one  of  the  following  Colin  O'More  records  is  a 
seller.  Keep  your  stock  complete  to  meet  the  steadily 
increasing  demand. 


No. 

24016 —  At  Dawning:  and 

I  Hear  a  Thrnsh  at  Eve  §1.23 

24001 — Bard  of  Armagh,  The,  and 

Norah  O'Neal    1.25 

24017 —  Becaase  and 

A  Dream    1.25 

24018 —  BeUeve  Me  If  All  Those  Endear- 

ing Young  Charms  and 

Foggy  Dew    1.25 

24033 — Bells  of  Shandon  and 

In  the  Wee  liittle  Home  I  liOTe..  1.25 
2402.5 — Bohemian  Girl,  The — Then  You'll 
Remember  Me  and 
.Jocelyn — Berceuse    1.25 

24019 —  Bonnie  Sweet  Bessie  and 

I  Hear  You  Calling  Me   1.25 

24007 — Bonnie  Sweet  Kitty  and 

The  Kiss  That  Made  You  Mine..  1.23 
24013 — Colleen  .\roon  and 

When    1.25 

24027— If  Yon  Would  I.ove  Me  and 

That's  an  Irish  liUllaby   1.25 

24011 — I  Passed  By  Your  Window  and 

Tiassie  o'  Mine   1.25 


48001 —  Kashmiri  Song  and 

Mavis   S1.73 

24022 — Killarney  and 

Molly  Bawn   1.85 

24008 — Little  Town  in  the  Ould  County 
Down  and 

Pretty  Kitty  Kelly   1.25 

24021 — Pale  Moon  and 

The   World   Is   Waiting   for  the 
Sunrise    1.25 

48002 —  She  Is  Far  From  the  Land  and 
Snowy  Breasted  Pearl   1.75 

34039 — When  I  .-Vwake  and 

I  Love  a  Little  Cottage   1.35 

34030 —  Low  Back'd  Car  and 

Dear  Little  Shamrock   1.25 

34031 —  Le  Lied   D'Ossian    (From  "Wer- 

ther")  and 
Le  Keve  (From  "Manon")   1.25 

34032 —  Three  o'clock  in  the  Morning  and 
For  the  Sake  of  Auld  Lang  Syne.  1.25 

24034 — Heaven  at  the  End  of  the  Road  and 

Because  of  You    1.25 


The  Aeolian  Company 


AEOLIAN  HALL 


NEW  YORK 


Distributors 

of  Vocalion  Red  Records 

MUSICAL  PRODUCTS  DISTR.  CO., 
37  E.  18th  St.,  New  York  City. 

WOODSIDE  VOCALION  CO., 
154  High  St.,  Portland,  Me. 

A.  C.  ERISMAN  CO., 

174  Tremont  St.,  Boston,  Mass. 

GIBSON-SNOW  CO., 

306  W.  Willow  St.,  Syracuse,  N.  Y. 

LINCOLN  BUSINESS  BUREAU, 
1011  Race  St.,  Philadelphia,  Pa. 

SONORA  DISTR.  CO., 

505  Liberty  Ave.,  Pittsburgh,  Pa. 

CLARK  MUSICAL  SALES  CO., 
324  N.  Howard  St.,  Baltimore,  Md. 

0.  J.  DEMOLL  &  CO., 

12th  and  G  Sts.,  N.  W.  Washington, 
D.  C. 

LIND  &  MARKS  CO., 

530  Bates  St.,  Detroit,  Mich. 

VOCALION  CO.  OF  CHICAGO, 
Distributors  of  Vocalions  and 
Vocalion  Records, 
529  S.  Wabash  Ave.,  Chicago,  111. 

VOCALION  CO.  OF  OHIO, 

328  W.  Superior  St.,  Cleveland,  O. 

LOUISVILLE  MUSIC  CO., 
529  S.  4th  St.,  Louisville,  Ky. 

THE  AEOLIAN  CO.  OF  MISSOURI, 
1004  OUve  St.,  St.  Louis,  Mo. 

HESSIG-ELLIS  DRUG  CO., 
Memphis,  Term. 

GUEST  PIANO  CO., 
Burlington,  la. 

D.  H.  HOLMES  CO., 
New  Orleans,  La. 

STONE  PIANO  CO., 
Fargo,  N.  D. 

STONE  PIANO  CO., 

826  Nicollet  Ave.,  ]\Iimieapolis, 
Minn. 

STREVELL-PATERSON  HARD- 
WARE CO., 
Salt  Lake  City,  Utah 

MOORE-BIRD  CO., 

1751  Cahfomia  St.,  Denver,  Colo. 

MUNSON-RAYNER  CORP., 

643  S.  Olive  St.,  Los  Angeles,  Cal. 

THE  MAGNAVOX  CO., 

616  Mission  St.,  San  Francisco,  Cal. 
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There  will  be  happiness  in  every  package,  going  out  of  your 
shop,  that  contains  Columbia  New  Process  Record  A-3770.  For 
sheer  fun  and  clever  nonsense  Van  &  Schenck  get  the  pair  of 
handsome  hand-painted  gold  fish  for  "You  Tell  Her — I  Stutter" 
— Their  encore  is  "Way  Down  East  in  Maine.  " 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


SA\n(T  LAKE  CITY 

Satisfactory  Business  Enjoyed — Fred  Beesley,  Sr.,  Convales- 
cent— JF .  G.  Saddler,  of  John  Elliott  Clark  Co.,  Going  on  Road 


WINDOW  FEATURES  POPULAR  WALTZ 


Salt  Lake  City,  Utah,  February  7. — Leading 
talking  machine  men  report  business  as  being 
very  satisfactory,  considerably  better  than  a 
year  ago.  John  Elliott  Clark,  president  of  the 
John  Elliott  Clark  Co.,  local  distributor  for 
the  Victor  line,  saj'S  dealers  have  cleaned  up 
their  surplus  stocks  and  business  is  on  a  better 
basis  than  it  has  been  for  some  time.  Mr.  Clark 
was  very  optimistic  for  the  future.  Manager 
Berr.v,  of  the  Glen  Bros. -Roberts  Piano  Co. 
talking  machine  department,  said  his  firm  could 
not  get  enough  of  several  stj'les  of  Victor  con- 
soles. Dean  Daynes,  speaking  for  the  Con- 
solidated Music  Co.;  Manager  Perry,  of  the 
phonograph  department  of  the  Brunswick- 
Balke-Collender  Co.,  the  Daynes-Beebe  and  the 
O'Loughlin  people  are  among  others  who  de- 
clare that  business  is  very  much  better  than 
it  was  at  the  same  time  in  1922. 

Before  these  lines  appear  in  print — nearly 
two  weeks  before,  in  fact — Sir  Harry  Lauder, 
famous  Scotch  comedian,  will  have  paid  another 
visit  to  the  city.  Already  interest  in  his  records 
is  increasing.  Several  of  the-  dealers — those 
selling  Victor  goods — are  making  the  most  of 
the  visit  in  the  form  of  window  attractions. 

Fred  Beesley,  Sr.,  secretary  of  the  Utah  As- 
sociation of  Music  Industries,  though  still  con- 
fined to  the  hospital,  is  able  to  get  down  to 
his  place  of  business — the  Beeslej^  ]\Iusic  Co., 
Main  street,  once  in  a  while.  His  second  oper- 
ation was  successful  and  he  is  believed  to  be 
making  sure  though  slow  recovery. 

W.  G.  Saddler,  manager  of  the  retail  store 
of  the  John  Elliott  Clark  Co.,  is  going  on  the 
road  for  the  wholesale  division  of  the  com- 
pany. Charles  Pike,  late  manager  of  the  talk- 
ing machine  department  of  the  Consolidated 
Music  Co.,  will  succeed  him. 

"Ukulele"  Hughes,  store  manager  for  the 
O'Loughlin  Co.,  is  sick.  His  condition  is  not 
serious  and  it  is  expected  that  he  will  be  on 
the  job  again  soon. 


Leon  Mayhue,  head  of  the  talking  machine 
repair  department  of  the  Daynes-Beebe  Music 
Co.,  has  accepted  an  appointment  as  deputy 
sheriff  with  County  Sheriff  Harries.  Mr.  May- 
hue  was  formerl}'  a  detective.  He  will  be  suc- 
ceeded by  Ed.  Lewis,  just  returned  from  a  mis- 
sion in  the  South  for  the  Mormon  church. 

In  a  recent  issue  we  said  Miss  Susie  Pearson 
had  joined  O'Loughlin's.  Her  first  name  is 
Gussie,.  not  Susie. 

The  Consolidated  Music  Co.  has  enlarged  its 
wonderful  window.  They  will  now  have  460 
square  feet  of  window  space,  hardwood  floor. 


DEMONSTRATINQJN  THE  HOME 

Large  Percentage  of  Talking  Machines  Placed 
in  Homes  for  Three-day  Trial  Stay  There 

There  has  been  considerable  discussion  pro 
and  con  concerning  the  advisability  of  sending 
machines  to  the  homes  of  prospects  for  demon- 
stration purposes.  One  dealer  has  found  this 
an  excellent  plan  of  insuring  sales.  The  ma- 
chines are  sent  out  to  the  homes  of  prospects 
for  a  period  of  three  days.  During  that  time, 
of  course,  the  instrument  may  be  played  when- 
ever the  prospect  feels  in  the  mood.  It  is  in- 
teresting to  note  that  62  per  cent  of  the  instru- 
ments so  placed  ^vere  sold.  The  machines  re- 
turned are  used  for  demonstration  purposes  and 
others  are  carefully  gone  over  and  repolished 
and  sent  out  on  other  home  demonstrations, 
eventually  being  sold.  Once  people  who  have 
never  had  a  talking  machine  in  their  homes  se- 
cure one  in  this  manner  they  dislike  to  return 
it.  They  have  discovered  the  great  possibilities 
for  pleasure  and  entertainment  in  the  talking 
machine  and  the  matter  of  closing  the  sale  de- 
velops into  overcoming  an}'  doubts  which  the 
customer  may  entertain  as  to  the  merits  of  the 
instrument  in  her  home  compared  to  those 
manufactured  by  other  reputable  concerns. 


QKe^  Records 


STRAND,  GRANBY  and  OUTING  PHONOGRAPHS 

Brilliantone.True  Tone,  Tonofone  and  Gilt-Edge  NEEDLES 
DELIVERY     BAGS     AND  ACCESSORIES 


Complete  Stocks  and  Prompt  Service 
IROQUOIS  SALES  CORPORATION 

Wholesale  Distributors 

210  Franklin  Street  .  ,  BUFFALO,  N.  Y. 


Attractive  Window  Display  of  Vocalion  Record 
of  "Three  o'Clock  in  the  Morning"  by  Blue 
Bird  Music  Shop  Attracts  Attention  of  Public 


A  window  displaj',  used  in  connection  with 
the  Leo  Feist  waltz  hit  "Three  o'Clock  in  the 
Morning"'  and  the  Vocalion  record  of  that  num- 


Blue  Bird  Prize  Window  of  Popular  Record  ~ 

ber,  which  attracted  considerable  attention  and 
resulted  in  some  excellent  publicity,  was  re- 
cently staged  by  the  Blue  Bird  Music  Shop, 
6020  Lansdowne  avenue,  Philadelphia,  Pa.  E. 
A.  Boon,  proprietor  of  the  Blue  Bird  Music 
Shop,  recently  secured  the  agency  for  Vocalion 
records  and  this  window  display  is  only  one 
phase  of  an  intensive  drive  in  behalf  of  this  line. 


BRACKETT  &  SOULE  DOING  WELL 

Sax  Francisco,  Cal.,  February  6.— Brackett  & 
Soule,  well-known  jobbers  of  the  Marvel  re- 
producing record  on  the  Pacific  Coast,  with 
headquarters  at  1406  Glaus  Spreckels  Building, 
are  expanding.  The  firm,  which  is  under  the 
direction  of  F.  Brackett  and  Arthur  H.  Soule, 
has  enjoyed  a  rapid  growth. 


W.  W.  HOUSEL  NOW  THE  OWNER 

The  Brunswick  Phonograph  Shop,  at  27  East 
Third  street,  Williamsport,  Pa.,  has  been  sold 
to  W.  W.  Housel,  of  Woodbury,  N.  Y. 


"United  we  stand,  divided  we  fall.' 
goes  for  a  business  organization,  too. 


That 


FRE  E!' 


DISPLAY  STAND 

With  Your  First  Order  of 

GILT  EDGE 
DANCE  TONE 
NEEDLES 


A  Keflexo  Product 
Made  by  "Bagshaw  of  I/Owell' 


See  Page  29 
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Wide  Ran^e  Proves  r\ 
"  Crosley  Efficiency 


Sebrin^ 
Florida 

Hears 
Honolulu 
Hawaii 


Every  day  there  comes  to  us  unsolicited,  new 
evidence  of  the  remarkable  results  achieved 
with  various  models  of  Crosley  Radio  Receiving  Sets. 

Sebring,  Fla.,  using  a  Model  X  Crosley  Receiver — price  only 
$55  for  this  four-tube  set — "clearly  hears  three  selections  and 
two  announcements  from  K.  D.  Y.  X.  at  Honolulu,  4,900 
miles  away." 

Centerburg,  Ohio,  receives  1,920  miles  from  Los  Angeles, 
Calif. ;  950  miles  from  Fort  Worth,  Tex.;  1,200  miles  from 
Havana,  Cuba;  and  750  miles  from  South  Dartmouth,  Mass. 
A  Crosley  Model  VI,  a  two-tube  set  that  costs  but  $28,  was 
used. 

With  a  Crosley  Harko  Senior,  $20 — a  man  from  Rock 
Valley,  Iowa,  had  these  very  satisfactory  results — "I  have 
tested  out  the  Harko  Senior  and  am  ready  to  agree  that  you 
made  no  over-statements.  We  have  heard  Winnipeg,  Canada; 
Dallas,  Tex.,  and  many  other  points." 

Wide-awake  talking  machine  dealers  everywhere  are  making  large  profits 
by  adding  the  Crosley  line  to  their  talking  machine  business. 

They  have  found  that  the  customers  who  buy  talking  machines  may  be 
easily  interested  in  radio  outfits,  too.  .So  without  increasing  their  over- 
head they  are  getting  this  extra  business. 

Crosley  Radio  receiving  outfits  are  the  ideal  line  for  the  talking  machine 
dealer  to  handle.  They  assure  him  satisfied  customers  because  every 
instrument  will  perform  everything  claimed  for  it — and  more  besides. 

We  also  manufacture  a  complete  line  of  parts  for  those  who  wish  to 
make  their  own  outfit.  Among  these  are  Variable  Condensers,  Knobs 
and  Dials,  V-T  Sockets,  Variometers,  A^ario-Couplers,  Rheostats  and  the 
well-known  Crosley  Radio  Frequency  Amplifying  Tuner. 

W rite  for  Complete  Catalog. 
BETTER- COST  LESS 

RADIO 

RECEIVERS 

CROSLEY  MANUFACTURING  CO. 

226  ALFRED  STREET  CINCINNATI,  OHIO 


The  Three  Most  Popular  Receivers 
on  the  Market 


Crosley  Model  X. 

A  four-tube  set  that  gives  remarkable  results.  Com- 
bines one  stage  of  tuneil  radio  frequency  amplifi- 
cation witli  a  tuner,  audion  detector  and  the 
Crosley  Two-step  Amplifier.  Price,  without  bulbs, 
batteries  or  phones — $.').'5.00. 


Cro=^lej-  JloJel  VI. 

A    two-tube   set   that   gives    uniform  satisfaction 
everywhere.     Combines  one  stage  of  tuned  radio 
frequency  with  tuner  and  audion  detector. 
Price,  without  bulbs,  batteries  or  phones — $28.00. 


Tlie  Crosley  Harko  Senior,  a  one-tube,  non-reg'ener- 
atiA'e  receiver,  of  which  thousands  have  been  sold — 
retail  prices,  §11,  $13  and  $16.  Similar  instruments, 
but  using'  Armstrong  Regenerative  Circuit,  manu- 
factured under  license  under  Armstrong  Patent  No. 
1,113,149,  dated  October  6,  1914,  can  be  obtained 
from  the  manufacturers.  The  Precision  Equipment 
Co.,  Powel  Crosley.  Jr.,  President,  Cincinnati,  Ohio. 
Write  them  direct. 
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It's  IheBeesKnees.and  just  ta^e  it  from  me, There's  one  Ihin^Ivsz; 


YouVe  ^on-nahear  it  ni^ht  and  day. 


BCES 

ABusy  Bee  F^Trot 

RayLopGZ  and  Ted  Lewis 


ES 


You  can't  wron^ 
With  anymSTson^'' 


j       NEW  EMERSON  DISTRIBUTOR 

Murmann  Phonograph  Co.,  St.  Louis,  Appointed 
j  Jobber  for  Missouri  and  Vicinity 


AVOID  MISUNDERSTANDINGS  BY  MAIL       FEATURES  NEW  PATHE  CONSOLES 


j    St.   Louis,   Mo.,   Februarj'  6. — The  ]\Iurmann 
I  Phonograph    Co.,   with    headquarters   at  1518 
i  Olive  street,  this  city,  was  recently  appointed 
^distributor  for  the   New   Emerson   record  in 
:]\Iissouri  and  surrounding  States.     The  com- 
pany has  already  received  a  complete  stock  of 
these  records  and  is  preparing  to  wage  an  in- 
tensive  campaign   in    their   behalf,    giving  to 
Emerson  dealers  the'best  possible  service.  The 
IMurmann  Phonograph  Co.  is  familiar  with  the 
trade  in  this  territory  and  expects  to  gain  a 
wide  distribution  for  this  line  as  soon  as  the 
i  campaign  which  has  been  planned  is  completely 
under  wav. 


Trying  to  Settle  Matters  by  Mail  Often  Results 
in  Loss  of  Trade — Personal  Contact  Elim- 
inates a  Great  Deal  of  Unnecessary  Trouble 


Aggressive  Campaign  in  Behalf  of  These  In- 
struments  Under  Way 


MAKES  SALES  ONLY  ON  CASH  BASIS 

Jackson  Talking  Machine  Shop  Has  Built  Up 
Successful   Victor    Business   by  Demanding 
i     Cash  for  Machines  and  Records 


There  are  some  concerns  in  the  talking  ma- 
chine field  who,  because  most  of  their  business 
with  customers  is  carried  on  by  correspondence, 
lose  sight  of  the  fact  that  very  often  a  letter, 
unless  couched  in  very  diplomatic  language,  will 
create  a  false  impression  and  cause  misunder 
standings  which  result  in  loss  of  customers. 
The  value  of  personal  contact  cannot  be  over- 
estimated. The  gesture,  facial  expression  and 
manner  often  take  the  sting  out  of  words  which 
in  a  letter  result  in  trouble. 

Of  course,  there  are  times  when  communica- 
tion with  a  customer  by  mail  is  the  only  pos- 
sible method  of  making  contact.  In  cases  like 
this  extreme  care  should  be  taken  to  avoid  any 
statements  which  might  cause  offense.  The 
writer  should  place  himself  in  the  customer's 
position,  try  to  recognize  his  viewpoint  and 
then  without  criticism  or  harsh  language  change 
his  views  by  logical,  tactical  explanation. 


The  January  issue  of  Pathe  News  features  in 
a  very  strong  manner  the  new  console  models 
recentl}'  announced  by  the  Pathe  Phonograph 
&  Radio  Corp.  and  which  were  described  in 
detail  in  the  January  issue  of  The  World.  .A.n 
aggressive  campaign  has  been  placed  behind 
these  models  and  Pathe  dealers  in  all  sections 
of  the  country  have  responded  well.  A  number 
of  the  local  newspaper  ads  prepared  bj^  the 
Pathe  Co.  for  the  use  of  the  dealer  are  devoted 
to  th'5  subject.  A  special  drive  on  the  Actuelle 
machine,  model  H,  is  also  announced  in  this 
same  issue  with  accompanying  local  newspaper 
sugg.'x^tions. 

A  photograph  of  the  radio  exhibit  of  the 
Pathe  Corp.  at  the  recent  show  at  Grand  Cen- 
tral Palace  is  shown  together  with  a  number  of 
enthusiastic  comments  from  dealers  in  all  sec- 
tions of  the  country  on  the  Pathe  loud  speaker. 


RocKFORD,  III.,  February  6. — One  of  the  few 
concerns  which  carry  on  a  talking  machine  busi- 
ness exclusively  on  a  cash  basis  and  has 
achieved  success  with  this  policy  is  the  Jackson 
Talking  Machine  Shop,  at  114  West  State 
street,  this  city.  The  concern  handles  the  Vic- 
tor line  of  machines  and  records  and  for  a 
number  of  years  has  enjoyed  a  growing  busi- 
ness. No  outside  solicitors  are  employed,  ad- 
vertising being  the  principal  medium  of  bring- 
ing the  line  to  the  attention  of  the  public. 


GOLDSMITH'S  MUSIC  STORE  GROWS 


SPANISH  FIRM  DESIRES  AGENCY 

Washington,  D.  C,  February  4. — -\  mercantil. 
house  in  Spain  is  in  the  market  for  talking  ma- 
chines of  good  quality,  according  to  advices 
received  by  the  Bureau  of  Foreign  and  Do- 
mestic Commerce  here.  Exclu -ive  agency  is 
required.  Further  information  can  be  secured 
by  communicating  with  the  Bureau  or  any  of 
its  district  offices  and  mentioning  File  No.  5206. 


A  CLEVELAND  INCORPORATION 

A  charter  of  incorporation  has  been  granted 
to  the  Sonora  Phonograph  Co.,  Cleveland,  O., 
with  a  capital  of  $1,000.    Incorporators  are  F. 
D.  McCullough,  W.  H.  Kingrey,  D.  C.  Lovell, 
M.  Schroeder  and  David  D.  Donely. 


ELECTRIC  CO.  SELLS  "TALKERS" 

The  recent  addition  of  a  line  of  talking  ma- 
chines by  the  H.  F.  Newbery  Electric  Co.,  359 
Sutter  street,  San  Francisco,  Cal.,  has  been 
found  a  profitable  investment  by  this  exclusive 
electric  supi>l\'  house. 


C  olumbus,  O.,  February  3. — Goldsmith's  Music 
Store,  at  35  East  State  street,  this  city,  occupy- 
ing a  part  of  the  building  in  which  it  is  now 
located,  has  just  closed  a  lease  for  the  entire 
building  of  four  floors.  This  move  toward 
greater  expansion  is  made  necessary  by  .its  rapid 
growth  since  taking  over  the  present  quarters 
in  May,  1922.  Plans  for  the  immediate  remodel- 
ing and  redecorating  of  the  upper  floors  are 
under  way  and  they  will  be  readj-  for  occu- 
pancy in  the  near  future. 


One  of  the  most  attractive  sales  rooms  in 
Rockford,  111.,  is  that  of  the  HaddorfT  Music 
Co.,  408-410  East  State  street.  The  concern 
handles  Victor  and  Edison  machines  and  rec- 
ords, as  well  as  a  complete  line  of  pianos  and 
musical  instrument?. 


New  Model  "E" 


The  General  Phonograph  Mfg.  Co. 

Model  "E" 

TABLE  PHONOGRAPH 

The  Greatest  Value  on  the  Market 

IMMEDIATE   DELIVERIES   IN   ANY  QUANTITY 

Plays  All  Makes  of  Records 

Superior  Tone  Quality 

ff' rite  for  our  Froposition 

The  General  Phonograph  Mfg.  Co. 

ELYRIA,  OHIO 
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MAIN  SPRINGS 

Price  each 

2     in.  I  0.22  X  10  ft..  Meisselbacli  No.  18   $1.25 

2     In.  X  0.25  X  16  ft.,  for  Edison    1.25 

114  in.  X  0.23  X  17  ft.,  reg.  for  Victor   0,6) 

114  in.  X  0.22  X  17  ft.,  Victor,  bent  arbor   0.60 

1  3-16  in.  X  0.25  X  16  ft..  Heineinan  No.  44   0.60 

1%  in.  for  Edison  Disc   1.25 

1  in.  X  0.25  X  12  ft..  Heineman  No.  33  and  77.  0.33 
1     in.  X  0.2.T  X  16  ft.,  oblong  hole,  for  Meissel- 

bach,  Sonora  and  Krasberg   0.50 

1     in.  X  0.28  X  10  ft.,  for  Columbia    0.33 

1     in.  X  0.22  X  10  ft.,  for  Columbia    0.30 

1     in.  X  0.20  I  13  ft.,  for  Victor    0.33 

1     in.  X  0.20  X  13  ft.,  for  Victor,  bent  arbor   0.33 

%  in.  X  0.23  X  10  ft.,  tor  Blick  motor   0.30 

%  in.  X  0.25  X  10  ft.,   oval   hole  ■. .  0.28 

%  in.  I  0.22  X  8  ft.,  German  motor    0.25 

%  in.  X  0.22  X  8  ft.,  tor  Swiss  motor    0.22 

%  in.  I  0.25  X  11  ft.,  for  Edison    0.22 

1     in.  X  0.25  X  19  ft.,  for  Brunswick    0.60 

1     in.  X  0.22  X  9  ft.,  for  Meisselbach  No.  12   0.30 

COLUMBIA  REPAIR  PARTS 

No.  Price  each 

2051    Columbia  main  springs   $0.33 

.^451    Columbia  spring  barrel  head.  .Complete  0.75 

5008    Spring,  barrel  winding  gear,  old  style..  0.75 

3834    Spring  barrel  winding  gear,  new  style. .  0.75 

604    Needle  cups   Per  100  2.00 

606    Needle  cup  covers  Per  100  1.00 

5106  First  intermediate  gears  Complete  0.40 

5107  Second   intermediate    gears  Complete  0.40 

12537    Worm  gear  for  single-spring  motor   0.30 

12336    Bevel  pinion  single-spring  motor   0.35 

12333  Bevel  pinion,  regular  style   0.75 

12334  Bevel  pinion,  latest  style   0.75 

12235    Bevel  pinion  for  old-style  double  spring.  0.50 

12332    Bevel  pinion  disk  shaft  Complete  1.00 

13496    Male  winding  pinion   0.30 

■   12496    Female  winding  pinion   0.30 

.3004    Governor  shaft    0.40 

11778   Driving  shaft   Complete  0.50 

13796    Governor   balls  Complete  0.08 

3570    Governor  springs,  each  0.02  Per  100  1.50 

6739    Stylus  bar   Complete  0.35 

5010    Universal  attachment    0.35 

13228    Winding  crank.  3  sizes  Each  0.35 

Columbia  Governor  Screws  Per  100  1.00 

Columbia  Barrel  Screws.  No.  2621.Perl00  1.00 
Columbia    Sound   Box   Thumb  Screws 

Per  100  1.50 

PARTS— HARDWARE 

Price  each ' 

5000  Crifwn  gear  for  Blick  motor   $0.25 

5001  Crown  gear  for  Melophone  motor   0.25 

5002  Crown  gear  for  Heineman  No.  0   0.25 

5003  Tone-arm  goose  neck  for  Independent  arm  0.25 

5004  Governor  pinion  for  imported  motor   0.25 

5005  Tone-arm  base  for  Independent  arm   0.25 

Automatic  nickel-plated  lid  supiiorts   0.22 

Automatic  gold-plated  lid  supports   0.45 

Piano  hinjjes.  nickel-plated,  15V>  in.  long  0.22 

Highly  nickel-plated  needle  cups.. Per  100  2.00 

Covers  for  cups  Per  100  (.00 

Highly  gold-plated  cups  Per  100  7.00 

Needle  cup  covers,  gold-plated. . .  .Per  100  5.00 

Turntable  felts,  10-in.,  round  or  square..  0.15 

Turntable  felts,  12-in.,  round  or  .square..  0.18 

Motor  bottom  gear  for  Triton  motor   0.20 


FAVORITE  MFG. 


MEISSELBACH  REPAIR 
PARTS 

Price  each 

P9704    Main  sprinirs  for  motors  16.   17.   19..  $0.50 

P9765   Main  springs  for  motor  No.  12   0.30 

CP532    Governor   Complete  1.50 

P1504    Governor  shaft,  new  style   0.50 

P1505    Governor  shaft,  old  style   0,50 

AP533   Governor  ball   Complete  0.10 

CP644    Turntable  shaft  Nos.  16.  17.  19   1.50 

CP045    Turntable  sliaft  for  No.   12   1.25 

AP697    Spring  barrel  cup  for  Nos.  IC.  17,  19  0.50 

AP698    Spring  barrel  cup  for  No.  12   0.50 

CP1113    Spring  barrel  shaft  and  gear   0.60 

P1529    Brake  lever,  bottom  plate   0.10 

P604    Brake  lever,  top  plate   0.10 

AP528   Winding  shaft  for  Nos.  16,  17,  19   0.50 

AP529    Winding  shaft,  straight  cut  Nos,  16, 

17,   19    0,50 

AP530    Winding  shaft,  spiral  cut,  for  10;  12  0.35 

AP531    Winding  shaft,  straight  cut.  for  10;  12  0.3S 

AP591    Brake    lever   0.35 

CP536    Intermediate  gear  for  Nos.  16.  17,  19  0.90 

M    Winding  cranks,  3  sizes   0.75 

140   Speed  Indicator    0.45 

HEINEMAN  REPAIR  PARTS 

Price  eacli 

CP5226    Governor   Complete  $1.50 

CP9799    Turntable  shaft   Complete  1.50 

AP9924    Governor  balls.  33;  77;  44   0.10 

AP9925    Governor  balls  for  No.  36   0.10 

P5004    Governor  pinion  for  No.  0   0.25 

P5003    Governor  shaft    0.50 

CP9029    Speed  indicator    0.45 

P9764    Main  spring  for  No.  33  or  77   0.33 

P9765    Main  spring  for  No.  30   0.25 

P9766    Main  spring  for  No.  44   0.60 

AP9778    Spring  barrel  cup  for  No.  S3  or  77..  0.50 

AP9779    Spring  barrel  cup  for  No.  36   0.50 

AP9780    Spring  barrel  cup.  for  No.  44   0.75 

P9762    Winding  shaft  for  motor  No.  33   0.60 

P9966    Winding  shaft  for  motor  No.   36   0.40 

5304    Winding  shaft  for  No.  44  or  77   0.75 

5007    Escutcheon   Complete  0.15 

AP9409    Turntable  brake    0.15 

AP10072    Winding  crank,  3  sizes   0.75 

TONE  ARMS 

Price  each 

No.  K,  with  sound  box    $1.25 

No.  P.  nickel-plated  without  sound  bos   2.75 

No.  P,  gold-plated,  without  soiuid  box   4.50 

No.  M.  tone  arm,  Meisselbach  sound  bos   4.75 

No.  M,  gold-plated  Meisselbach  sound  box   7.50 

SOUND  BOXES 

Price  each 

No.  -B-l  Bliss  Sound  Bos,  fit  Victor   $1.25 

No.  B  Balance,  fit  Victor   0.75 

No.  P  Favorite,  fit  Victor   1.75 

No.  I  Nickel-plated,  loud  and  clear   3.00 

No.  I  Gold-plated.  loud  and  clear,  for  Victor...  4.50 

No.  M  Nickel -plated,  mellow  tone,  for  Victor...  1.75 

No.  M  Gold-plated,  mellow  tone,  for  Victor   2.25 

No.  G  Nickel  or  gold-plated,  fit  Victor   1.00 

No.  P  Gloria  patent,  estia  loud   3.00 

No.  P  Gloria,  gold-plated    4.00 

No.  H  Imported,  nickel-plated   1.25 


VICTOR  REPAIR  PARTS 

Price  each 

5012  Windintt  gear    $0.60 

5013  Turntable  gear,  straight  cut,  small  teeth.  0.35 

5014  Turntable  gear,  large  teeth  straight  cut..  0.35 

5015  Turntable  gear,  small  teeth,  spiral  cut..  0.35 

5016  Turntable  gear,   big  teeth,  spiral  cut ....  0.35 

5021  Rubber  back  for  exhibition  box   0.23 

5017  Rul)ber  back  for  No.  2  sound  box   0.25 

5018  Governor  collar    0.15 

5019  Spring  barrel  shaft    0.60 

5020  Stylus  bar  for  No.  2  box   0.35 

5022  Stylus  bar  for  exhibition  box   0.35 

5011    Attachment  for  vertical  cut  record   0.25 

Governor  springs,  for  Victor  Per  100  1.00 

Governor  screws,  for  Victor  Per  100  1.00 

Governor  balls,  new  style,  for  Victor   0.08 

Needle  arm  screws  for  exh.  box,  per  100.  1.50 

Needle  arm  screws  for  No.  2  box.  per  100  1.50 

MICA  DIAPHRAGMS 

Price  each 

1  23-32  in.  Victor  Ex.  Boi.  1st  grade   $0.15 

1%  in.,  new  Victor  No.  2.  very  best   0.18 

1  31-32  iiL.  for  Sonora    0.20 

2  1-16  in.,  for  Meisselbach  box   0.22 

2%  in.,  for  Pathf  new  style   0.35 

2  3-16  in.,  for  Columbia  No.  6   0,25 

2  9-16  in.,  for  Pathe  or  Brunswick   0.45 

SAPPHIRES 

Price  each 

PatW,  very  best,  loud  tone,  genuine  $0.12 

Pathe.  soft  tone,  ivorv  setting   0.18 

Paths,  soft  tone,  steel  settlag   0.10 

Edison,  verv  best,  medium  tone   o.  I« 

Edison,  very  best,  loud  tone   0.15 

Edison,  genuine  diamond   1.25 

STEEL  NEEDLES 

Price  each 

Brilliautone,  all  tones  Per  1000  $0.45 

Blue  Steel  Reflexo,  per  package   0.07'/2 

Wall  Kane  Needles,  per  package   0.06 

ATTACHMENTS 

in  Gold  or  Nickel-Plated 

Price  each 

Kent,  for  Victor  arm   $0,25 

Kent,  for  Edison  with  C  box  [  2.50 

Kent,  without  box  for  Edison,  nickel  or  gold.!!  1.60 

Kent    attach,  for  Victor   0.25 

For  Columbia,  plays  Vertical  records   o!25 

Kent    special   adaptor  with  soimd   box,  gold- 
plate  or  oxidized   4.95 

MOTORS 

Distributors   for   Heineman   and   Meisselbach  Motors. 
Best  Prices.     Immediate  Deliveries. 

Price  each 

Meisselbach  No.   17,  3-spring  $15.00 

Krasbers  No.  38,  4-spring  velvet  turntable   15.00 

No.  36.  complete  with  12-in.  turntable   7,50 

No.  33.  coiDpiete  mth  12-in.  turntable   8.50 

Imported  single-spring,  10-in.  turntable   2.25 

ILSLEY  LUBRICANT 

_  .,  ^  Price  each 

5-  Can    51.60 

1-lb.  Can   0.40 

i-oz.  Can   '    0!  15 


CO.,  105  E.  12111  St.,  New  York  City 

Corner  Fourth  Ave. 

Telephone  1666  Stuyvesant 
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NEW  BRILLIANTONE  NEEDLE  MARKETS 

Foreign  Markets  Opening  Up — Record  January 
Business — Sydney  S.  Risser  Adds  to  His  Ter- 
ritory— Excellent  Outlook  for  Future 


The  increased  facilities  provided  by  the  new 
quarters  of  the  Brilliantone  Steel  Needle  Co., 
at  370  Seventh  avenue.  New  York  City,  have 
already  proved  valuable  in  taking  care  of  the 
heavy  business  experienced  thus  far  this  year. 
January  of  this  year  proved  to  be  the  best  Jan- 
uary in  the  history  of  the  organization.  The 
export  business  of  the  company  has  also  greatly 
increased  since  the  beginning  of  the  year.  Con- 
siderable quantities  of  Brilliantone  steel  needles 
are  now  being  shipped  to  China,  Australia  and 
Japan,  with  other  new  markets  opening  up. 

Byron  R.  Forster,  president  of  the  company, 
recently  completed  an  extensive  trip  through 
Canada  and  the  Middle  West  in  the  interest  of 
Brilliantone  products. 

Sydney  S.  Risser,  of  the  Brilliantone  sales 
staff,  who  lately  added  the  Philadelphia,  Balti- 


more and  Washington  territory  to  his  metro- 
politan field,  has  just  completed  a  thorough  trip 
throughout  the  new  territory.  Mr.  Risser's 
initial  journey  was  attended  with  much  success 
and  a  substantial  volume  of  business  was  re- 
ceived. 

Harry  W.  Acton,  secretary  of  the  company, 
when  interviewed  at  the  Brilliantone  headquar- 
ters, stated  that  the  utmost  confidence  was 
placed  in  business  for  the  balance  of  the  year. 
Mr.  Acton  also  stated  that  the  present  amount 
of  business  being  received  was  exceptional  for 
this  time  of  the  year. 


THE  CANVASSER  WHO  WINS  OUT 


The  chap  who  is  engaged  as  a  canvasser 
and  with  dogged  persistence  thoroughly  works 
one  street  before  starting  on  another  is  bound 
to  get  better  results  than  the  fellow  who  skips 
from  street  to  street  leaving  much  of  his  ter- 
ritory unworked.  Through  intensive  work 
waste  effort  is  eliminated  and  prospects  of  a 
larger  sales  volume  are  practically  assured. 


The  Diamond 

Juvenile  Console 

"A  Real  Musical  Instrument  for  Children" 
describes  this  wonderfully  made,  wonderfully 
finished  and  wonderfully  toned  talking  machine. 
Wherever  it  has  been  displayed  it  has  sold. 
Dealers  say  its  turnover  of  investment  is  higher 
than  normal,  and  it  has  the  added  advantage  of 
creating  a  new  market  for  the  sale  of  records. 

Ask  us  for  full  information. 
THE  DIAMOND  PRODUCTS  CORPORATION 

Executive  Offices  and  Showroom:  200  Fifth  Avenue,  New  York 

DISTRIBUTORS: 

A.  C.  KRISMAN  &  CO.  CABINET  &  ACCESSORIES  CO. 

174  Tremoiit  Street,  Boston,  Mass.  3  West  16th  St.,  New  York 

CONSOLIDATED  TALKING  MACHINE  CO.  Ml'NSON   RAYNOR  CORPORATION 

227-229  N.  Washincton  St.,  Chicagro,  111.  643  So.  Olive  St.,  Los  Angeles,  Cal. 


HEAVY  BANNER  RECORD  SALES 

S.  Kronberg,  Sales  Manager  of  Plaza  Music 
Co.  Record  Division,  Announces  That  Janu- 
ary Sales  Established  a  New  Record 


S.  Kronberg,  sales  manager  of  the  Banner 
record  division  of  the  Plaza  Music  Co.,  recently 
announced  that  the  January  sales  of  Banner 
records  were  the  heaviest  of  any  month  since 
the  inauguration  of  its  popular  record  catalog. 
Mr.  Kronberg  credited  this  activity  to  improved 
trade  conditions,  as  well  as  the  fact  that  there 
are  a  goodly  number  of  popular  songs  of  the 
hit  class  on  the  market. 

The  Plaza  Music  Co.  issued  late  in  January 
some  advanced  releases  on  numbers  which  in 
sheet  music  form  made  unexpected  showings 
during  the  early  part  of  the  year.  A  special 
Hawaiian  record  of  "Three  o'Clock  in  the 
Morning"  has  also  been  issued.  This  number, 
seemingly,  shows  no  signs  of  decreasing  pop- 
ularity. 


TEN  TESTS  FOR  ADVERTISING 

ToPEKA,  Kan.,  February  3. — L.  N.  Flint,  head  of 
the  advertising  department  of  the  Kansas  State 
University  at  Lawrence,  has  worked  out  ten 
tests  for  the  use  of  the  retail  merchant  in  judg- 
ing the  merit  of  his  advertising  copy.  These 
tests  are  as  follows: 

Will  the  ad  be  seen,  not  necessarily  by  every- 
body, but  by  the  people  you  are  after? 

Will  it  be  read?  Is  it  newsy,  timely,  inter- 
esting? 

Will  it  be  believed?  Is  it  sincere  and  con- 
vincing? 

Will  it  get  results  in  action?  Is  it  all  pointed 
toward  one  decision? 

Are  the  headlines  as  effective  as  possible? 

Are  illustration  and  ornament  properly  used? 

Is  the  arrangement  of  text  matter  satisfac- 
tory? 

Is  white  space  effectively  distributed? 

Are  border  lines  and  other  lines  managed  so 
as  to  attract  and  direct  the  eye? 

If  an  advertisement  will  grade  90  per  cent 
under  these  tests  the  chances  are  that  it  will 
produce  results,  says  Professor  Flint. 


DOEHLER  CO.  ELECTS  DIRECTORS 

At  the  annual  meeting  of  the  stockholders  of 
the  Doehler  Die-Casting  Co.,  held  at  the  execu- 
tive offices  of  the  company,  at  Court,  Ninth 
and  Huntington  streets,  Brooklyn,  N.  Y.,  on 
January  6,  1923,  the  company  elected  the  fol- 
lowing directors,  to  serve  for  the  ensuing  year, 
namely:  H.  H.  Doehler,  Charles  Pack,  John  A. 
Schultz,  Jr.,  H.  B.  Griffin,  John  Kralund,  F.  L. 
Duerk,  John  L.  Pratt,  A.  P.  Sloan,  Jr.,  and  E. 
J.  Quintal. 


BUY  RIDDELL  PHONOGRAPH  STOCK 

Dallas,  Tex.,  February  6. — The  CoUins-Decker 
Co.,  Inc.,  operators  of  a  chain  of  music  stores 
throughout  Texas,  with  headquarters  in  Green- 
ville, Tex.,  recently  concluded  negotiations 
whereby  the  stock  and  fixtures  of  the  Riddell 
Phonograph  Co.,  1205  Elm  street,  were  pur- 
chased by  them.  J.  S.  Franl^  for  the  past  six 
years  with  the  Collins-Decker  Co.,  has  been 
appointed  manager  of  the  local  branch. 


NEW  PAUL  SPECHT  ARRANGEMENTS 

Paul  Specht,  Columbia  recording  artist  and 
orchestra  leader,  is  writing  a  series  of  special 
arrangements  of  classical  and  popular  selec- 
tions. Recently  Specht  produced  special  "rhyth- 
mic symphonic"  arrangements  of  Tosti's  "Good- 
bye" and  the  sextet  from  "Lucia,"  which  were 
recorded  by  the  Columbia  Graphophone  Co. 
These  arrangements  met  with  such  success  that 
the  well-known  orchestra  leader  will  continue 
the  series  not  only  for  the  Columbia  firm,  but 
will  also  issue  them,  as  well  as  popular  numbers, 
in  special  orchestral  arrangements  for  use  of 
orchestras  universally  through  his  own  firm. 
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Plays  EDISON 
Records 


THE 

"VICSONIA" 

REPRODUCER 

Truly  a  Reproducer  that  will  please  the  most  cultured  mu- 
sician and  discriminating  critics.  For  over  nine  years  the 
recognized  medium  for  playing  EDISON  Records  on 
VICTOR  and  COLUMBIA  Machines. 

Made  in  Silver  and  Gold.  Fitted  with  Sapphire  or  Diamond  Point. 
One  Silver,  Sapphire  Point   Reproducer  Sent  on  Receipt  of  $4.50. 

VICSONIA  MFG.  CO.,  Inc.,  313  E.  134th  Street,  New  York,  N.  Y. 


INTRODUCES  SONORA  EXECUTIVES 


LIVE  WIRE  VOCALION  DISTRIBUTORS 


DIAPHRAGM  CO.  APPOINTS  JOBBERS 


February  Issue  of  Sonera  Bell  Is  Organization 
Number — Executives  Introduced  to  Dealers 


The  current  issue  of  the  Sonera  Bell,  the 
house  organ  issued  monthly  by  the  Sonera 
Phonograph  Co.,  New  York,  is  termed  an  "or- 
ganization number,"  and  Sonera  dealers  receiv- 
ing this  attractive  publication  are  introduced  to 
the  various  Sonera  executives  through  the  me- 
dium of  photographs  and  brief  biographies. 
Among  the  Sonera  executives  who  are  intro- 
duced to  the  Sonora  jobbers  and  dealers  in  this 
manner  are:  Geo'.  E.  Brightson,  president  of  the 
company;  S.  O.  Martin,  first  vice-president  and 
general  manager;  Joseph  Wolff,  vice-president 
and  manager  of  production;  Frank  J.  Coupe, 
vice-president  and  sales  manager;  Warren  J. 
Keyes,  treasurer;  L.  C.  Lincoln,  advertising 
manager;  John  Herzeg,  vice-president  and  fac- 
tory manager;  John  L.  Jackson,  president  of 
the  factory,  and  C.  A.  Richards,  manager  of  tlie 
export  department. 

The  center  two  pages  present  a  bird's-eye 
view  of  the  mammoth  Sonera  plant  at  Saginaw, 
Mich.,  giving  the  Sonora  dealers  some  idea  of 
the  extent  and  magnitude  of  Sonora  manufac- 
turing facilities.  On  the  back  cover  of  this  pub- 
lication is  shown  a  photograph  of  the  factory  in 
Switzerland  that  makes  Sonora  motors. 


PAUL  WHITEMAN  IN  NEW  ENGLAND 


Paul  Whiteman's  Orchestra,  popular  Victor 
artists,  began  its  first  tour  of  the  New  England 
States  this  month,  under  the  direction  of  Mr. 
Whiteman  and  the  business  management  of 
Hugh  C.  Ernst.  The  bookings  already  secured 
call  for  stops  in  Worcester,  Mass.,  February  6; 
Lowell,  February  7;  Lynn,  February  8;  Fall 
River,  February  9;  Boston,  February  10;  Law- 
rence, February  11;  Portland,  Me.,  February  12, 
and  a  return  to  New  York  via  several  stops  in 
Connecticut. 


Every  foreign  colony  is  a  rich  field  for  talk- 
ing machine  and  record  sales. 


No.  35217. 


Basket  filled  with  flowers, 
each  $0.75,  per 
dozen  $7.50. 

Gar  Spring  Cataiogae 
No.  35  illustrated  in 
colors  of  Artificial 
Flowers,  Plants,  Trees, 
Vines,  Baskets,  etc., 
mailed  free  for  the 
asking. 

Frank  Netschert,  Inc. 

61  Barclay  St. 

New  York,  N.  Y 


V.  T.  Stevens.  Manager  of  Vocalion  Record 
Distribution  of  Stone  Piano  Co.,  Proves  Value 
of  Intensive  Sales  Promotion  Work 


AIiNNEAPOLls,  Minn.,  February  6. — The  ac- 
complishments of  V.  T.  Stevens,  manager  of 
Vocalion  record  distribution  for  the  Stone  Pi- 
ano Co.,  this  city,  and  Mr.  Schaefer,  his  as- 
sistant, show  what  can  be  done  in  gaining  dis- 


V.  T.  Stevens 

tribution  for  a  product  when  intensive  methods 
and  intelligent  service  are  used.  These  two 
Vocalion  representatives  are  considered  among 
llie  livest  record  men  in  the  Northwest  and  that 
this  title  is  justified  may  be  gathered  from  the 
fact  that  they  have  been  largely  instrumental  in 
securing  over  fifty  new  Vocalion  accounts  in 
Minneapolis'  and  St.  Paul.  "Live  Tips  on  Vo- 
calion Red  Records,"  a  weekly  bulletin  pre- 
pared by  Mr.  Stevens,  has  been  of  valuable  as- 
sistance to  dealers  and  has  resulted  in  keeping 
tlie  enthusiasm  in  Vocalion  records  at  top 
notch. 


"Superflake"  Graphite  Spring  Lubricant 

For  PHONOGRAPH  MOTORS 

A  carefullv  prepared  lubricant  containing 
GRAPHITE  of  the  finest  quality 

Will  not  get  hard,  become  rancid  or  leak 

PACKED  IN  TUBES,  CANS  and  BARRELS  for 
JOBBERS,  DEALERS  and  MANUFACTURERS 

SPECIAL  GRAPHITE  for 

RECORD  MANUFACTURERS 

Superior  Flake  Graphite  Co. 

General  Offices:     76  West  Monroe  St. ,  CHICAGO 
Department  J  Warehouse  in  Chicago 


Important  Distributing  Deals  Closed  by  Violin 
Spruce  Diaphragm  Maker — Factory  Facilities 
in  Cleveland,  O.,  Materially  Increased 

The  Diaphragm  Co.,  Cleveland,  O.,  manu- 
facturer of  the  violin  spruce  diaphragm,  an- 
nounced recently  that  arrangements  had  been 
made  whereby  the  Maryland  Diaphragm  Co., 
2806  Pennsylvania  avenue,  Baltimore,  Md., 
would  distribute  these  diaphragms  in  the  States 
of  Maryland,  Virginia,  West  Virginia  and  the 
District  of  Columbia.  The  company  has  also 
entered  into  a  distributor's  contract  for  the 
same  purpose  with  C.  R.  Stowe  &  Co.,  Leader- 
News  Building,  Cleveland,  O.,  which  will  dis- 
tribute violin  spruce  diaphragms  in  the  State  of 
Ohio.  During  the  past  few  months  the  Dia- 
phragm Co.  has  made  rapid  progress  in  the 
introduction  of  its  violin  spruce  diaphragm  in 
the  leading  trade  centers  throughout  the  coun- 
try. The  company  has  increased  its  factor\- 
facilities  materially  and  is  giving  excellent  serv- 
ice and  co-operation  to  its  jobbers  and  dealers. 


Be  human.  Remember  that  you  are  doing 
business  with  human  beings  and  also  that  the 
product  you  are  handling  (music)  is  one  of  the 
.Ui-eatest  elements  in  human  happiness. 


Ward's  Padded  Khaki 


Moving  Covers 


for 
Pianos 
and  all 
Models  of 
Upright 

and 
Console 
Machines 


Distributors 
BRISTOL  &  BARBER,  INC. 
3  E.  14th  St.  New  York  City 

SHERMAN,  CLAY  &  CO. 
741  Mission  St.  San  Francisco,  Calif. 

THE  C.  E.WARD  CO. 

Manufacturers 

NEW  LONDON  OHIO 
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'^Bagshaw  of  Lowell" 

ALL  that  glitters  is  not  gold.  Nor  are  all  phono- 
graph needles  labeled  "Made  in  Lowell" 
Bagshaw  needles. 

We  are  the  foremost  manufacturers  of  phonograph 
needles.  We  have  always  manufactured  at  Lowell, 
Mass.  As  a  result  Lowell  has  come  to  be  known 
as  the  center  for  high  quality,  dependable  phono- 
graph needles.  The  foundation  of  this  fame  and 
repute  is  the  name  Bagshaw. 

We  deem  it  urgent  at  this  time  to  caution  our 
dealers  to  be  certain  that  all  needles  claiming  to 
be  Lowell-made  are  manufactured  by  "Bagshaw 
of  Lowell."  Many  phonograph  needles  have  no 
genuine  claim  to  the  use  of  the  term  "Lowell- 
made."  Particularly  is  this  true  of  manufacturers 
with  meagre  facilities  offering  to  turn  out  large 
quantities  of  needles  "made  in  Lowell."  There  is 
only  one  factory  capable  of  producing  quantities 
of  high' grade  phonograph  needles  in  Lowell,  and 
that  is  "Bagshaw  of  Lowell." 

For  satisfaction  and  profit's  sake  order  only  of 
"Bagshaw  of  Lowell." 

W.HBAGSHAWCO 

FACTORIES,  LOWELL,  MASS. 


SELLING  AGENTS 


Rrilliantone  Steel  Needle  Co.  2 


OF  AMERICA, 
INCORPORATED 


AT  3l8t  STREET 


370  SEVENTH  AVENUE 
NEW  YORK 


SUITE  1214 


■ 
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Moved  to  Larger  Quarters! 

Our  New  Offices  and  Stock  Rooms 
Are  Now  At 

370  SEVENTH  AVE. 


"VrOU  have  rewarded  our  efforts  to 
*  make  Brilliantone  Needles  the 
leader  of  the  field.  You  have  made  it 
necessary  for  us  to  secure  larger 
offices  and  stock  rooms.  You  have 
bought  Brilliantone  Needles  in  such 
quantities  that  our  old  of  f  ices  were  too 
small  to  give  you  the  service  to  which 
you  are  entitled. 

With  our  increased  facilities  w e 
pledge  ourselves  to  maintain  and 
further  those  standards  of  quality  and 
service  that  have  brought  Brilliantone 
Needles  their  high  reputation. 


For  Better  Business  Sell 
Brilliantone  Needles 

Brilliantone  Needles  play 
records  properly,  bringing 
out  the  artistry  of  the  rec- 
ord makers.  Brilliantone 
Needles  will  make  your 
customers  play  their  in- 
struments oftener — and 
keep  them  coming  for  new 
records  regularly.  When 
"needles"  are  asked  for, 
sell  Brilliantone — and  as- 
sure your  customer's  satis- 
faction. 

Write  Today  for  Samples 
and  Prices 

Made  by  "Bagshauf  of  Lowell" 


(The  Oldest  and  Largest  Manufacturers  of  Talking  Machine  Needles  in  the  World) 


STEEL  NEEDLE  COMPANY  OF  AMERICA,  Incorporated 


Selling  Agents  for  W.  H.  Bagshaw  Co.,   F actories,   Lowell,  Mass. 


370  SEVENTH  AVENUE,  at  31st  Street,  Suite  1214,  NEW  YORK 


Pacific  Coast  Distributor ' 
Walter  S.  Gray  Co. 

942  Market  St. 
San  Francisco,  Cal. 


Western  Distributor  : 
The  Cole  &  Dumas  Music  Co. 
50-56  West  Lake  St. 

Chicago  I 


Canadian  Distributor : 
The  Musical  Mdse.  Sales  Co. 
79  Wellington  St.,  W. 
Toronto 


Foreign  Export  ; 
Chapman,  Ltd. 
8-10  Bridge  St. 
New  York  City 


48 


THE   TALKING   MACHINE  WORLD 


February  15,  1923 


A  GOOD  MEANS  OF  OBTAINING  BUSINESS  AND  PUBLICITY     SPECIAL  VICTOR  RECORD  RELEASE 


Methods  of  Intensive  Sales  Promotion  Work  Carried  on  by  Mrs.  O.  E.  Roe,  of  the  A.  Gressett 
Music  House,  Meridian,  Miss.,  Develop  Interest  in  Machines  and  Records  in  Schools 


Although  the  contribution  from  Mrs.  Roe, 
which  we  present  below,  was  received  too  late 
to  be  included  with  others  appearing  in  the 
"contest  section"  of  this  issue  of  The  World  it 
is  considered  valuable  as  showing  what  can  be 
accomplished  by  sales  promotion  work  directed 
toward  schools  in  outlying  districts.  Mrs.  Roe's 
article  follows: 

"I  have  been  traveling  saleswoman  for  the 
A.  Gressett  Music  House,  Meridian,  Miss.,  for 
the  past  five  years,  and  would  like  to  give  my 
tested  experience  in  getting  new  talking  ma- 
chine business,  as  well  as  selling  records.  In 
November,  I  was  out  for  two  weeks  with  the 
supervisor  of  schools  in  one  district,  with  a 
No.  50  Victor  talking  machine  and  a  selection 
of  educational  records,  as  well  as  the  Victor 
Physical  Culture  set  of  records.  My  time  was 
limited  in  most  schools  to  thirty  minutes,  and 
often  twenty  minutes.  In  this  district  I  made 
eight  schools  and  also  met  with  the  teachers 
in  a  general  meeting. 

"In  January  I  was  with  the  county  demon- 
strator and  made  thirty  schools;  I  found  most 
of  the  schools  trying  to  buy  libraries  and  other 
essential  things,  not  including  a  Victrola,  but 
when  one  sees  the  eager  little  faces  before  you, 
drinking  in  every  word  and  sound  from  the  Vic- 
trola, one  feels  they  must  do  something,  so 
I  suggested  a  "Hen  Day."  Each  family  repre- 
sented in  the  school  was  to  give  a  nice  hen  to  be 
sold,  and  the  proceeds  given  towards  the  pur- 
chase of  a  Victrola  for  the  school  I  sold,  in 
all  calls,  only  seven  machines.  I  got  a  wonder- 
ful list  of  prospects,  not  only  for  the  school 
but  outside  as  well,  and  through  this  work 
sold  two  large  machines  to  individuals  as  well 
as  getting  a  number  of  record  orders,  and  I 
believe  50  per  cent  of  the  calls  made  will  buy 


at  least  a  small  Victor  talking  machine  for  the 
opening  of  the  next  school  session. 

"The  A.  Gressett  Music  House,  the  house  I 
represent,  put  this  work  on  as  an  advertising 
proposition.  I  expect  to  rework  this  territory 
intensively  by  the  time  of  the  opening  of  the 
next  session.  We  have  the  county  superin- 
tendent and  county  demonstrator,  both  white 
and  colored,  enthusiastically  boosting  for  us. 
They  each  take  a  Victor  No.  50  and  records 
on  each  visit  to  the  schools. 

"The  superintendent  of  education  has  educa- 
tional pictures  that  he  shows  in  the  evenings 
to  the  different  schools  and  uses  the  Victor 
and  a  selection  of  good  records  for  the  music 
at  these  shows.  These  machines  and  records 
were  purchased  from  us.  Don't  j'ou  think  this 
a  very  good  manner  of  both  advertising  and 
getting  business?" 


GETTING  WINDOW  DISPLAY  IDEAS 


The  Talking  Machine  Dealer  Can  Profit  by 
Window  Display  Ideas  Put  in  Effect  by  Other 
Aggressive  Merchandisers 


Talking  machine  dealers  can  profit  by  analysis 
of  window  displays  of  other  merchants  in  their 
communities  regardless  of  whether  these  dis- 
plays appertain  to  the  music  business.  For 
example:  It  is  especially  noticeable  that  rapid 
strides  in  the  science  of  wmdow  displays  have 
been  made  by  women's  apparel  shops.  Fea- 
tures of  lighting  and  background  eftects  which 
make  these  displays  distinctive  can  be  utilized 
in  most  instances  by  the  talking  machine  dealer. 
At  least  he  can  obtain  some  excellent  ideas  in 
this  manner  and  ideas  are  a  valuable  asset,  pro- 
\  ided  thev  are  carried  out. 


Advertising  and  Other  Helps  to  Boost  Sales  of 
Mid-month  Releases  Placed  at  Dealers'  Dis- 
posal by  the  Victor  Co. 


The  Victor  Talking  Machine  Co.  has  made 
a  special  shipment  of  five  records  which  are  a 
part  of  the  March  supplement  to  be  placed  on 
sale  by  the  retail  trade  the  15th  of  this  month. 
Window  streamers  and  other  dealer  helps  are 
furnished  with  these  records,  and,  in  addition, 
the  advertising  department  of  the  Victor  Co. 
has  prepared  a  special  newspaper  advertising 
service  designed  to  give  publicity  to  these  re- 
leases. The  records  composing  this  release  are 
as  follows: 

(88663)  "Song  of  the  Volga  Boatmen,"  Feo- 
dor  I.  ChaHapin;  (19000)  "Bee's  Knees,"  fox- 
trot. The  Virginians;  "Peggy,  Dear,"  fox-trot, 
Great  White  Way  Orchestra;  (19003)  "Ivy- 
Cling  to  Me,"  fox-trot,  Whiteman  and  His  Or- 
chestra; "I  Gave  You  Up  Just  Before  You 
I'hrew  Me  Down,"  fox-trot,  Whiteman  and  His 
Orchestra;  (19006)  "Carolina  in  the  Morning," 
.'\merican  Quartet;  "Toot,  Toot,  Tootsie,  Goo' 
Bye,'"  B.  Murray-E.  Smalle;  (19007)  "Parade  of 
the  Wooden  Soldiers,"  fox-trot,  Whiteman  and 
His  Orchestra;  "Mister  Gallagher  and  Mister 
Shean,"  fox-trot,  Whiteman  and  His  Orchestra. 


LECTURE  CAMPAIGN  PAYS  WELL 

.\  far-seeing  merchant  in  a  small  town  made 
many  sales  of  talking  machines  and  record 
libraries  to  schools  last  year  as  the  result  of 
a  series  of  lectures  delivered  before  teachers' 
organizations,  boards  of  education  and  pupils. 
The  lectures  dealt  entireljr  with  the  value  of 
the  talking  machine  and  carefully  selected  music 
as  an  aid  to  education  and  culture.  His  itinerary 
included  public  schools,  high  schools,  private 
institutions,  etc.  This  is  a  plan  well  worthy  of 
emulation! 


Specialties 


When  all  other  efforts  fail  to  increase  individual  customer's 
record  purchases,  introduce  a  novelty  selection. 

73487  Gold  and  Silver  Waltz 
73171    The   Swallows  Waltz 

The  above  records  are  two  good  examples 

Study  the  Victor  monthly  supplement  for  other  suggestions. 

The  February  supplement  carried  nearly  two  pages  of  "Odd 
and  Original  Records.  " 

Here  is  an  avenue  of  profitable  business  with  the  domestic 
buyer;  also  an  opportunity  to  enter  the  foreign  record  field. 

♦ 

Collings'  Record  Stock  Meets  the  Requirements  of  Both 
Domestic  and  Foreign  Dealers. 

"Our  Service  Is  Next  Door  to  You" 

COLLINGS  &  COMPANY 

Victor  Distributors  throughout  Northern  New  Jersey  and  Northeastern 

Pennsylvania 


Clinton  &  Beaver  Sts. 


(Plum  Building) 


Newark,  N.  J. 
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VICTOR  SALES  SCHOOL  UNDER  FRENCH  NESTOR  AUSPICES 

Victor  Dealers  and  Salesmen  From  the  Southeastern  Territory  Take  Advantage  of  Victor  Course 
in  Salesmanship  Arranged  by  French  Nestor  Co.  in  Jacksonville 


NEW  SHELTON_CO.  FACTORY 

Shelton  Electric  Co.  Opens  New  Factory  in 
Metropolitan  District 


Jacksonville,  Fla.,  February  5. — Victor  dealers 
from  Florida,  south  Georgia  and  South  Caro- 
lina enjoyed  the  benefits  of  the  Victor  School 
of  Salesmanship  which  was  held  here  recently 
under  the  auspices  of  the  French  Nestor  Co., 
Victor  distributor  of  this  city.  The  classes, 
conducted  by  F.  A.  Delano,  of  the  Victor  Talk- 
ing Machine   Co.,  who  has  conducted  similar 


French  Nestor 
classes  in  various  parts  of  the  country,  were 
held  in  the  Seminole  Hotel. 

Mr.  Delano  was  assisted  by  D.  S.  Pruitt, 
traveling  representative  in  the  Southeastern 
States.  The  course  of  instruction  closed  with 
a  complimentary  banquet  and  dance  to  the 
thirty-eight  Victor  dealers  and  sales  people  and 
guests.  The  Arnold-Victor  Orchestra,  spon- 
sored by  the  Arnold-Edwards  Piano  Co.,  fur- 
nished the  musical  program.  Addresses  were 
made  by  Dr.  Fons  A.  Hathaway,  superintendent 
of  public  instruction  of  Duval  County,  who 
spoke  on  "The  Philosophy  of  Selling";  Mr. 
Delano,  Victor ^W.  Moody,  former  sales  man- 
ager of  the  New  York  Talking  Machine  Co. 
and  more  recently  of  the  Buffalo  Talking  Ma- 
chine Co.,  Buffalo,  N.  Y.,  and  R.  G.  Brice,  of 
Charlotte,  N.  C,  former  president  of  the  South- 
eastern Victor  Dealers'  Association.  Mr.  De- 
lano was  presented  with  a  pearl  and  gold  cuff 
set  from  the  "class."  Another  guest  was  S.  E. 
Philpitt,  owner  and  manager  of  a  chain  of  mu- 
sic stores  in  Florida;  Mrs.  Horace  Hays,  of 
Pittsburgh,  Pa.;  Mr.  and  Mrs.  Morenus,  of  Chi- 
cago, and  the  Misses  Brice  and  McDonald,  of 
Charlotte,  N.  C. 

Enrolled  .students  in  attendance  at  the  classes 
and  firms  represented  were  as  follows: 

Arnold-Edwards  Piano  Co.,  J.  W.  Berry,  B. 
M.  Wherette,  L.  Peroda;  Cable  Piano  Co.,  Wal- 
ter Waldman,  Nell  R.  Cobb;  Cohen  Bros.  Vic- 
trola  department,  W.  C.  Gillespie,  E.  P.  Fryer, 
Melina  LaBrecque;  French  Nestor  Co.,  M.  W. 
Edwards,  Violet  N.  Libert;  E.  M.  Morgan;  S. 
Ernest  Philpitt,  K.  W.  Robinson,  all  of  Jack- 
sonville. Cable  Piano  Co.,  Savannah,  Ga. ; 
Harrison  Hardware  &  Furniture  Co.,  Alma 
Simmerman;  S.  Ernest  Philpitt,  Mrs.  G.  F. 
Allen,  of  St.  Petersburg,  Fla.;  C.  C.  Cocroft 
Music  Co.,  Thomasville,  Ga.,  A.  M.  Feinberg; 
Frink  Furniture  Store,  Fort  Pierce,  Fla.,  H.  D. 
Frink;  Gainesville  Furniture  Co.,  Gainesville, 
Fla.,  R.  A.  Cox;  Grant  Furniture  Co.,  Talla- 
hassee, Fla.,  R.  P.  Grant;  Harwood  &  Wilson, 
Inc.,  West  Palm  Beach,  Fla.,  Mrs.  A.  M. 
Dougherty;  Elmer  Kipp,  Daytona,  Fla.,  Sarah 
Williams;  Lakeland  Book  Store,  Lakeland,  Fla., 
Myron  Booth;  Maas  Bros.  Victrola  department, 
Tampa,  Fla.,  Frances  Hull;  Mathis  &  Youmans, 
Valdosta,  Ga.,  Marguerite  Parker,  Sarah  Dun- 


away;  S.  Ernest  Philpitt,  Miami,  Fla.,  S.  Ernest 
Philpitt;  S.  Ernest  Philpitt,  Tampa,  Fla.,  Eliz- 
abeth Shetterly;  Chas.  E.  Rowton  Co.,  Palatka, 
Fla.,  Douglass  Austin;  J.  Tom  Smith,  New 
Smyrna,  Fla.;  St.  Augustine  Music  &  Furniture 
Co.,  St.  Augustine,  Fla.,  J.  A.  Mullis;  Turner 
Music  Co.,  Miami,  Fla.,  Mrs.  B.  M.  Mullis,  Mil- 
dred Wood;  Turner  Music  Co.,  Tampa,  Fla., 
A.  B.  Averette,  Marjorie  B.  Raines;  West  Drug 
Co.,  Tarpon  Springs,  Fla.,  S.  H.  Maxwell; 
Whipple  Music  Co.,  Bartow,  Fla.,  Miss  Jeffrey 
Easterling;  Yowell-Drew  Co.,  Orlando,  Fla.,  E. 
M.  Blass;  R.  B.  Zachry,  Waycross,  Ga.,  Velma 
Cadle. 


The  Shelton  Electric  Co.,  manufacturer  of  the 
Shelton  electric  motor  and  automatic  stop,  has 
opened  up  a  new  factory  located  at  Third  ave- 
nue and  Forty-ninth  street.  New  York  City. 
The  executive  offices  of  the  company  will  con- 
tinue at  16  East  Forty-second  street.  The  new 
factory  will  provide  greatly  increased  facilities 
which  will  be  largely  devoted  to  the  manufac- 
ture of  talking  machine  motors  and  will,  ac- 
cordingly, provide  increased  production  "in  that 
line. 


The  Brunswick  Shop,  Galesburg,  111.,  is  now 
located  in  spacious  quarters  in  the  Ogle  Build- 
ing, Simmons  and  Kellogg  streets.  Growing 
business  made  the  move  necessary. 


TALKING  PUBLICITY  CORP.  FORMED 

A  charter  of  incorporation  has  been  granted 
to  the  Talking  Publicity  Corp.,  of  New  York 
City,  under  the  laws  of  New  York  State,  to 
carry  on  an  advertising  business  with  a  capital 
of  $5,000.  The  incorporators  are  R.  Vogel,  E. 
London  and  L.  I.  Fink. 


HARPONOLA 


The  Phonograph  with  the 
Golden  Voice 


YOU  can't  get  blood  out  of 
a  turnip, — nor  a  perma- 
nent trade  or  satisfactory 
profit  from  any  talking  ma- 
chines except  those  with  in- 
built quality;  also  musical  and 
mechanical  ability. 

Dealers  and  jobbers  who 
sell  this  line  know  that 
HARPONOLA  has  always 


lived  up  to  all  claims 
and  expectations. 

Back  of  this  machine  is 
an  organization,  long 
experienced  in  produc- 
ing fine  cabinets  of 
true  charm.  And  not 
only  that,  but  with 
ability  also,  in  produc- 
ing them  at  the  right 
price. 

The  Harponola  Prop- 
osition is  not  one  of 
those  take-it-or-leave- 
it  propositions.  We  are 
flexible  business  men  and  we 
make  the  proposition  fit  your 
situation. 

And  that's  a  pretty  attractive 
invitation  for  Jobbers,  Dealers 
and  Assemblers  to  write  for 
information. 

Tell  us  your  requirements  in 
the  first  letter. 


Write  for  the  Harponola  Proposition 


THE  HARPONOLA  COMPANY 

CELINA,  OHIO 
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Devotees  of  Jazz  will  find  the  royal,  simon  pure  variety,  im- 
ported straight  from  Jazzabia,  in  the  latest  fantasia  by  Edith 
Wilson  and  Johnny  Dunn's  Jazz  Hounds — "He  used  to  be  your 
man,  but  he's  my  man  novs^."  This  is  backed  up  with  "Dixie 
Blues  '  by  the  same  incomparable  joy  makers —  A-3787. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


UNLOCKING  SALES  RESISTANCE        BENZ  GETS  IN  TOUCH  WITH  DEALERS    WAREROOM  DECORATIONS  IN  DEMAND 


Professor  Clark  Tells  of  the  Seven  Appecils 
That  Most  Easily  Win  Public  Appreciation 
and  Confidence  and  Overcome  Objections 


It  is  of  interest  to  retailers  to  know  that 
there  are  seven  keys  for  unlocking  sales  resist- 
ance. Professor  H.  S.  Clark,  of  the  University 
of  Chicago,  speaking  recently  before  250  mer- 
chants of  the  Retailers'  Bureau  of  the  New  Or- 
leans Chamber  of  Commerce,  enumerated  the 
seven  appeals  which  would  most  easily  open 
the  door  to  public  appreciation  and  confidence, 
as  follows: 

First — The  money  appeal.  The  purchaser 
buys  something  because  it  will  bring  him  money. 

Second — The  happiness  and  contentment  ap- 
peal. The  purchaser  buys  goods  which  may 
have  no  money  value  to  him,  but  contribute  to 
his  happiness,  health  and  peace  of  mind. 

Third — The  affection  appeal.  The  purchaser 
buys  to  protect  or  benefit  others. 

Fourth — The  vanity  appeal.  Depending  upon 
his  character  and  intelligence,  the  purchaser 
buys  from  motives  that  are  worthy  or  foolish. 

Fifth — Sentiment.  The  purchaser  buys  to 
help  a  good  cause  along. 

Sixth — The  curiosity  appeal.  People  buy 
novelties  to  see  what  they  are  like. 

Seventh — Good  taste.  This  really  is,  in  most 
cases,  which  might  be  called  a  contributing  ap- 
peal. The  sales  presentation  which  is  in  good 
taste  is  greatly  strengthened. 


O.  F.  Benz,  record  sales  manager  of  the  Co- 
lumbia Graphophone  Co.,  New  York,  returned 
recently  from  a  trip  to  the  Middle  West,  where 
he  visited  Pittsburgh,  Detroit  and  Buffalo 
branches.  Mr.  Benz  conferred  with  the  local 
branch  managers  and  discussed  with  them  plans 
for  marketing  Columbia  records  in  their  re- 
spective territories  during  1923.  Branch  man- 
agers took  advantage  of  Mr.  Benz's  visit  to 
get  sales  representatives  together  to  listen  to 
Mr.  Benz,  who  talked  to  them  on  ways  and 
means  of  presenting  Columbia  records  to  deal- 
ers in  a  forcible  manner  and  also  gave  them  a 
general  sales  talk. 


"NOVO"  FINISH  PATHE  PHONOGRAPH 


The  Pathe  Phonograph  &  Radio  Corp., 
Brooklyn,  N.  Y.,  has  announced  the  "Novo" 
finish  Pathe  phonograph.  Two  models.  No. 
12  and  No.  17,  appear  in  this  new  finish.  These 
machines  are  solidly  constructed  of  oak  and 
finished  in  an  attractive  mahogany  red.  It  is 
stated  that  they  harmonize  perfectly  with  the 
mahogany  furniture  in  the  horrie  and  yet  have 
the  property  of  not  marring  or  scratching  so 
easily  and  combine  the  handsome  appearance 
of  mahogany  with  the  sturdiness  and  durability 
of  oak. 


Sales  based  on  square-dealing  are  the  only 
■;ind  that  bring  future  business. 


Sherburne  Automatic  Stop 

Stops  When  You  Want  It  to  Stop 


Manufacturers:  Has  your  automatic  stop  ever 
helped  your  dealers  make  a  sale? 

Investigate  the  Sherburne 

Sample  sent  upon  request 

SHERBURNE  MANUFACTURING  COMPANY 

948  Penobscot  Building  Detroit,  Mich. 


Frank  Netschert,  Inc.,  New  York,  Distributes 
Artistic  Catalog,  Showing  Line  of  Artificial 
Flowers  for  Decorative  Purposes 

Frank  Netschert,  Inc.,  New  York,  well-known 
manufacturer  of  artificial  flowers  used  for  in- 
terior decorations  in  talking  machine  shops,  re- 
ports that  business  the  past  three  months  was 
exceptionally  good,  and  that  talking  machine 
dealers  are  spending  more  time  and  effort  in 
making  their  stores  attractive  from  the  shoppers' 
standpoint.  More  dealers  are  realizing  the 
necessity  of  giving  their  warerooms  a  com- 
fortable homelike  atmosphere,  resulting  in  the 
purchase  of  artificial  plants  and  flowers  to' 
spread  around  in  their  showrooms. 

The  new  1923  catalog  showing  the  various 
fonns  of  plants  and  artificial  flowers  manufac- 
tured by  Mr.  Netschert  has  just  been  sent  out 
to  the  trade  and  is  one  of  the  most  attractive 
and  colorful  circulars  distributed  recently.  The 
two  outside  covers  are  done  in  a  myriad  of 
colors,  showing  up  to  splendid  advantage  the 
large  and  varied  assortment  of  interior  deco- 
rative plants  which  this  company  manufactures. 
The  rest  of  the  catalog  lists  by  numbers  the 
large  number  of  articles  manufactured  and  also 
shows  a  table  of  shipping  instructions  for  the 
dealers'  guidance  in  ordering,  as  well  as  a  gen- 
eral resume  of  the  company's  activities.  The 
several  holidays  throughout  the  year  are  item- 
ized and  shipping  instructions  for  the  ordering 
of  flowers  for  these  dates  are  given  so  that 
dealers  can  make  their  plans  accordingly. 


GEORGE  W.  HOPKINS  MAKES  ADDRESS 

Washington,  D.  C,  February  5. — "The  United 
States  has  a  better  standard  of  living  and  a 
higher  grade  of  civilization  because  advertising 
is  more  highly  developed  here  than  in  any 
other  country,"  declared  George  W.  Hopkins, 
general  sales  manager  of  the  Columbia  Grapho- 
phone Co.  of  New  York,  before  the  National 
Advertising  Commission  here.  He  made  the 
point  that  advertising  creates  a  demand  for  the 
finer  things  of  life  and  thus  improves  the  civi- 
lization of  the  race. 


VICTOR  FOREIGN  RECORDS 


The  Victor  Talking  Machine  Co.  announces 
recordings  in  the  following  languages  which  are 
included  in  the  February  foreign  record  supple- 
ments: Bohemian,  German,  Greek,  Hebrew, 
Italian,  Lithuanian,  Mexican,  Polish  and 
Swedish. 


SAN  FRANCISCO  INCORPORATION 

San  Francisco,  Cal.,  February  3. — Merrill  & 
Merrill  have  been  incorporated  here  to  engage  in 
the  sale  of  musical  instruments  in  Oakland 
with  a  capital  of  $50,000.  The  incorporators 
are  T.  S.  Merrill,  M.  R.  Merrill  and  G.  A.  Con- 
nolly. 


The  Talking  Machine  World,  New  York,  February  15,  1923 


The  two  fastest  sellers  in  the  industry! 

^^^^^J^    J  Both  are 

UKefw  Records 


The  QAisSL  Laughing  Records 


No.  4678 
10-inch,  75c. 


No.  4764 
10-inch,  75c. 


THE  OKEH  LAUGHING  RECORD  THE  OKEH  LAUGHING  RECORD 

(The  Original)  NUMBER  TWO  (The  Singing  Lesson) 

An  Unusual  Dance  Novelty 


ind?,S5c.  Jokes— THE  OKEH  LAUGHING  DANCE  RECORD 


10. 


General  Phonograph  Corporation 

OTTO  HEINEMAN,  President 

25  West  45th  Street  New  York,  N.  Y. 
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WALL  RACKS  AID  RECORDS  SALES 

Edgar  Shoppe,  Tulsa,  Okla.,  Stimulates  Record 
Sales  by  Placing  Small  Racks  in  Demonstra- 
tion Booths  and  Using  Placards 


Tulsa,  Okla.,  February  6. — The  Edgar  Shoppe, 
518  South  Main  street,  this  city,  has  enjoyed  a 
rapid  growth  in  record  business  recently  due 
to  the  inauguration  of  a  clever  and  unusual 
means  of  allowing  the  customer  to  select  the 
records  which  are  desired.  The  plan  consists 
merely  of  placing  on  the  walls  of  the  booths 
small  racks  for  holding  records.  Over  these 
racks  are  signs  reading:  "Records  I  Will  Select 
To-day"  and  "Records  I  Will  Select  Later." 
These  wall  racks  are  capable  of  holding  sev- 
eral talking  machine  records  each,  the  rack 
under  the  first  placard  indicating  the  records 
which  the  customer  intends  to  purchase  im- 
mediately. The  second  rack  is  used  by  cus- 
tomers who  have  selected  the  records  they 
v.ant  to  take  with  them,  but  who  intend  to  pur- 
chase some  of  the  recordings  demonstrated  at 
a  later  date.  These  records  are  placed  in  the 
second  rack  and  the  salesman  makes  a  list  of 
them,  thus  extending  service  by  having  the  list 
of  records  which  the  customer  likes  and  open- 
ing the  way  for  sales.  Some  customers  even 
make  their  own  lists  and  the  plan  has  proved 
of  undoubted  value  in  stimulating  sales.  Then, 
too,  these  lists  are  utilized  when  sending  out 
direct-by-mail  matter. 

At  one  end  of  the  record  counter  there  is 
still  another  rack  over  which  appears  a  placard 
reading:  "Latest  Dance  Records."  In  the  rack 
are  a  number  of  the  latest  and  most  popular 
releases.  This  plan  of  calling  the  attention  of 
all  patrons  to  these  particular  recordings  has 
resulted  in  many  sales. 


EDISONS  IN  FAVOR  IN  OKLAHOMA  CITY 

Oklahoma  City,  Okla.,  February  6. — A  sub- 
stantial increase  in  business  during  the  past 
year  and  an  even  better  business  during  the 
next  year,  based  on  present  indications,  is  the 
optimistic  report  of  C.  P.  Penrose,  local  man- 
ager of  the  Phonograph  Shops,  Inc.  This  con- 
cern handles  the  Edison  line  and  operates  up- 
to-date  establishments  in  a  number  of  important 
cities  throughout  the  State. 

H.  C.  Leitnaker,  president  and  general  man- 
ager, recently  estimated  conditions  in  this  State 
as  being"  50  per  cent  better  than  they  were  a 
year  ago  and  he  also  declared  that  they  expect 
to  increase  their  business  during  1923  by  one- 
third  over  the  volume  secured  in  1922.  Records 
are  also  in  steadily  growing  demand,  said  Mr. 
Leitnaker. 


DISCHARGED  FROM  BANKRUPTCY 

Leonard  Markels,  165  William  street.  New 
York,  engaged  in  the  manufacture  of  talking  ma- 
chine motors,  recently  secured  a  discharge  from 
bankruptcy  in  the  United  States  District  Court 
for  the  Southern  District  of  New  York. 


H.  B.  BERTINE  LEAVES  WANAMAKER 

Prominent  Talking  Machine  Man  Resigns  After 
Twenty-two  Years — Will  Remain  in  Industry 


H.  B.  Bertine,  buyer  and  head  of  the  talking 
machine  department  of  John  Wanamaker,  New 
York,  for  a  long  period  of  years,  resigned  from 
the  Wanamaker  organization  the  first  of  the 
month.  Mr.  Bertine  will  announce  his  plans  for 
the  future  within  the  next  fortnight,  and  in  all 
probability  w'M  remain  in  the  talking  machine 
industry. 

Mr.  Bertine  is  one  of  the  best-known  retail 
talking  machine  men  in  the  East,  having  been 
associated  with  the  John  Wanamaker  institution 
for  twenty-two  years,  fourteen  of  which  were 
spent  in  an  executive  capacity.  He  was  a  mem- 
ber of  the  Wanamaker  Board  of  Trade  for  a 
number  of  years  and  has  a  host  of  friends  in 
the  trade  who  appreciate  the  fact  that  he  is  ex- 
ceptionally well  posted  on  every  phase  of  the 
industry. 


TALKING  MACHINE  MEN  IN  FLORIDA 

Sol.    Lazarus,   prominent   Victor   dealer,  216 

East    Fifty-ninth    street,    New    York,    and  M. 

Friedman,   of   the    Gotham   Shops,   Inc.,  New 

York,  sailed  recently  on  the  "Comanche"  for  a 

sixteen   days'   trip   to    Florida   resorts.  Stops 

include  Jacksonville,  St.  Augustine,  Palm  Beach 

and  Tampa,  Fla.    The  trip  is  in  the  nature  of  a 

\' 
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THE  CAREY  MUSIC  SHOP  OPENS 

Well-known  Pianist  and  Composer  Opens  At- 
tractive Establishment  on  Golden  Gate  Ave- 
nue, in  the  Theatre  District  of  San  Francisco 


San  Fkancisco,  Cal.,  February  5. — The  Carey 
Music  Shop,  located  at  34  Golden  Gate  avenue, 
in  the  heart  of  the  new  theatre  district,  is  the 
newest  and  one  of  the  most  attractive  music 
houses  in  the  Pacific  Coast  metropolis.  It  has 
three  large  show  windows  on  Golden  Gate  ave- 
nue and  a  large  and  handsome  electric  sign 
attracts  the  attention  of  pedestrians  on  Market 
street,  which  is  approximately  one  hundred  feet 
distant. 

The  Carey  Music  Shop  handles  a  line  of 
phonographs,  records  and  sheet  music,  the  lat- 
ter department  being  under  the  personal  direc- 
tion of  Joseph  Carey,  the  well-known  pianist 
and  composer.  The  phonograph  part  of  the 
business  is  directed  by  J.  Allen  Grisham,  an  ex- 
pert salesman,  who  is  familiar  with  this  branch 
of  the  trade.  Business  at  the  new  store  is  re- 
markably good  and  already  enlargements  are 
being  considered  to  take  care  of  the  rapidly 
increasing  business.  A  large  mezzanine  floor 
has  been  contracted  for  and  the  firm  is  con- 
sidering the  feasibility  of  adding  a  line  of  band 
instruments  when  this  addition  to  the  store  has 
been  completed. 

Music  publishers  and  manufacturers  of  talk- 
ing machine  accessories  are  invited  to  make  a 


acation  following:  an  exceptionally  busy  season.      note  of  the  new  store. 


You  Can  Depend  on  Us 


for  the  kind  of  service  that  a  live  dealer  demands  from 
a  distributor.  Our  stock,  complete  and  right  up-to-date, 
enables  us  to  supply  you  with  any  quantity  of  Okeh 
records — and  we  ship  out  your  order  the  same  day  it  is 
received. 

We  have  the  reputation  of  being  honest  to  deal  with  and 
ready  to  co-operate  with  our  dealers  in  every  way.  We 
want  to  add  dealers  to  our  list  who  are  looking  for  quick 
sales  and  good  profits — the  kind  of  dealers  who  will  act 
with  us  for  our  mutual  benefit. 

Just  as  examples  of  records  that  have  a  rapid  turnover 
and  bring  a  substantial  profit,  we  suggest  Sara  Martin's 
latest  hits: 

8041— Achin'  Hearted  Blues. 
Sugar  Blues. 

8043— You  Got  Ev'ry  Thing  a  Sweet  Mama  Needs  But  Me. 
'Taint  Nobody's  Business  If  I  Do. 

THE  ARTOPHONE  CORPORATION 


ThefVecord  OF 


1103  Olive  Street 


St.  Louis,  Mo. 


New  Kansas  City  Branch  Office 


Kansas  City  Life  Bldg. 


Kansas  City,  Mo. 


OHJL^  Records 


The  Records 
of 
Quality 
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More  Sales  and 

More  Profit  per  sale  with 

JlwersoriJTi^orSs 

Why  More  Sales?  The  new  Emerson  Records  have  attained  a  new  standard  of  musical 
perfection.  They  are  not  just  a  reflection  or  approximation  of  the  artist,  but  the  Hving, 
throbbing  personaUty  itself,  undefiled  by  distracting  noises. 

The  new  Emerson  record  selections  are  tuned  to  the  people's  demand.  They  give  what 
they  want,  when  they  want  it.  And  to  stimulate  more  rapid  sales,  helping  the  dealer 
right  among  his  own  trade,  we  offer  a  remarkable  INTENSIVE  AND  COMPLETE 
-  LOCAL  SALES  PROMOTION  SERVICE. 

Why  More  Profits  Per  Sale?  As  promised  we  give  a  discount  on  Emerson  Records — 
substantially  greater  than  standard  discounts.  There  is  20%  extra  profit  right  here. 

Emerson  Phonographs 

Period  design  phonographs  —  masterpieces  of  tonal  and 
visihle  beauty^  trade-marked  by  the  Emerson  name 

The  Louis  XV  Console  is  typical  of  the 
artistry  which  has  harmonized  beauty 
with  utility  m  Emerson  Period  Phono- 
graphs. Console  candles  need  not  be  dis- 
turbed while  playing  the  Emerson,  as  only 
centre  of  the  top  is  raised. 

The  violm  wood  of  the  resonator  and 
round  music  master  horn  enriches  the 
quality  of  Emerson  clear  full  tone. 

Because  our  prices  are  less  than  other  trade 
marked  lines,  your  patrons  may  enjoy  a 
period  Emerson  at  the  price  of  common- 
place design. 

Because  our  discounts  are  greater — you 
make  more  profit  per  sale. 

Investigate 
Several  exclusive  Emerson  markets  are 
open  to  good  men.  It  costs  nothing  to  in- 
vestigate. It  is  more  profitable  to  sell  than 
COMPETE  against  the  Emerson.  Write  for 
particulars  of  our  co-operative  selling  plan. 

EMERSON  PHONOGRAPH  CO.    WASMUTH-GOODRICH  CO. 

Manufacturers  of  Emerson  Records  Manufacturers  Emerson  Phonographs 

Eastern  Distributors  Emerson  Phonographs:  Peru,  Indiana 

10.5-111  W.  20th  St.,  New  York,  N.  Y. 


Becotdsqnd 
Phonog^Jts 
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SAN  FRANCISCO 

Unique  JViley  B.  Allen  Concert — Sherman,  Clay  &  Co.  Plan  Large 
Wholesale  Biiildincj — Neiv  Brunswick  Agencies — News  of  the  Month 


San  Francisco,  Cal.,  February  6.— The  post- 
holiday  business  in  central  California  is  very 
gratifying,  considering  the  depleted  stocks.  The 
holiday  trade  cleaned  out  many  of  the  dealers 
of  popular  models  of  machines  and  record  hits. 
As  yet  the  wholesalers  have  not  been  able  to 
get  sufficient  supplies  from  the  factories  to  fill 
their  orders,  and  for  this  reason  business  is 
not  what  it  easily  could  be  with  more  merchan- 
dise available.  Rainy  weather  since  New  Year's 
has  kept  people  at  home  much  of  the  time  and 
this  has  helped  sales  of  records  especially.  The 
general  situation  on  the  Coast  at  this  time  is 
most  promising.  Good,  steady  business  is  ex- 
pected from  now  on  right  up  to  the  Summ-er- 
months.  Thousands  of  new  homes  will  shortly 
be  ready  for  occupancy  and  a  good  proportion 
of  thes^e  homes  will  enjoy  the  benefits  of  a  talk- 
ing machine.  There  is  no  sign  of  the  building 
boom  abating. 

Jazz  Continues  to  Reign 

It  was  predicted  two  years  ago  on  the  Pa- 
cific Coast  that  jazz  music  was  on  its  last  lap 
of  popularity.  Behold,  to-day  jazz  is  ten  times 
more  popular  than  it  was  two  years  ago.  The 
music  has  passed  from  the  fad  stage  and  has 
assumed  the  importance,  one  may  say,  of 
nationality.  Jazz  has  become  a  national  insti- 
tution and  has  already  been  used  as  the  theme 
of  splendid  symphony  compositions.  Prac- 
tically every  .large  motion  picture  theatre  in 
San  Francisco  has  a  jazz  orchestra  now,  an  aug- 
mented jazz  orchestra  made  up  of  high-class 
artists  who  play  the  modern  music  as  it  should 
be  played.  In  records  jazz  still  leads  the  list 
in  popularity. 

Notable  Wiley  B.  Allen  Concert 

The  Wiley  B.  Allen  Co.  staged  a  most  suc- 
cessful jazz  music  concert  at  noon  on  Janu- 
ary 26  in  the  main  show  window  of  its  large 
San  Francisco  store.  All  week  the  Sam  Fox 
jazz  hits  have  been  featured  in  the  window, 
notably,  "Eleanor,"  as  pla3-ed  on  the  Brunswick 
record,  and  this  particular  day  Paul  Ash,  the 
leader  of  the  wonderful  jazz  orchestra  of  the 
Granada  Theatre,  was  prevailed  upon  to  give  a 
concert  at  the  store  front.  A  piano  was  placed 
in  the  big  show  window  and,  seated  at  this,  Paul 
Ash  directed  his  entire  orchestra  through  a 
maze  of  Sam  Fox  nmsic.  The  concert  was  ad- 
vertised and,  accordingly,  a  large  crowd  gath- 
ered to  hear.    The  sale  of  "Eleanor"  and  other 


pieces,   both   in   sheet  music  and  phonograph 
records,  naturally  received  a  nice  big  boost. 
Big  Wholesale  Building  for  Sherman,  Clay  &  Co. 

Sherman,  Clay  &  Co.  have  decided  to  erect  a 
building  of  their  own  to  house  their  various 
wholesale  departments,  including  the  wholesale 
Victor  department.  According  to  the  prelimi- 
nary plans,  the  structure  will  be  five  stories  in 
height  and  have  three  fronts  almost  entirely  of 
glass.  The  site  of  the  building  is  located  be- 
tween First  and  Second  street  and  Mission.  The 
construction  will  be  of  reinforced  concrete. 
Each  floor  will  have  a  space  of  12,000  square 
feet  and  the  building  will  be  equipped  with  the 
most  modern  and  efficient  devices  for  handling 
merchandise  expeditiously.  It  is  expected  that 
the  new  building  will  be  ready  for  use  early  in 
September. 

A.  G.  McCarthy,  of  Sherman,  Clay  &  Co.,  and 
Robert  Bird,  manager  of  the  wholesale  Victor 
department,  are  on  a  business  trip  to  the  whole- 
sale branch  in  Los  Angeles.  C.  S.  Ruggles, 
manager  of  the  Los  Angeles  wholesale  office, 
has  just  been  in  San  Francisco  consulting  with 
Mr.  McCarthy  and  he  accompanied  the  other 
two  down  to  Los  Angeles.  The  company  has  a 
new  warehouse  in  Los  Angeles  on  Tenth  street. 
New  Brunswick  Pacific  Coast  Agencies 

Tupper  &  Reed,  who  have  been  in  the'  music 
business  in  Berkeley,  Cal.,  for  seventeen  years, 
have  just  taken  on  the  agency  for  Brunswick 
phonographs  and  records.  The  Star  Furniture 
Co.,  Sebastapol,  Cal.,  has  also  been  given  the 
Brunswick  agency.  Frank  Crum,  the  enterpris- 
ing Brunswick  dealer  at  Marysville,  has  just 
moved  into  a  new  store,  his  old  quarters  be- 
coming inadequate  to  the  needs  of  his  rapidly 
growing  business.  Mr.  Corcoran,  Pacific  Coast 
manager  of  the  Brunswick  Co.,  says  the  big- 
gest hit  in  the  Brunswick  line  at  present  is  the 
York  console  type  model,  selling  at  $150.  There 
is  still  a  shortage  of  Brunswick  stock  on  the 
Coast  by  reason  of  the  exceptional  demands  for 
the  holidays. 

Columbia  Record  and  Al  Jolson  in  Test 

The  Columbia  new  process  record  was  tried 
out  in  a  public  manner  at  the  Granada  Theatre 
in  San  Francisco  this  month  and  its  merits  were 
duly  appreciated  by  the  audience.  The  Colum- 
bia Grafonola  was  placed  on  the  stage  and  in 
a  semi-dark  scene  Al  Jolson,  the  singer,  com- 
peted with  his  own  voice  a  la  the  Columbia 


record.  The  mechanical  record  was  at  times 
indistinguishable  from  the  human  voice  of  the 
famous  singing  comedian.  The  song  used  for 
the  novelty  demonstration  was,  "Lost — a  Won- 
derful Girl."  The  novelty  of  the  affair  made 
quite  a  hit  with  the  very  large  audience  in  at- 
tendance. 

A  Live  Columbia  Dealer  in  Fresno 

Chandler  &  Neuman,  Fresno,  Cal.,  who  took 
on  the  Columbia  line  last  November,  already 
have  qualified  for  a  position  in  the  front  rank 
of  dealers.  The  management  attribute  their 
unusual  success  to  the  co-operative  methods  em- 
ployed in  merchandising  in  Fresno  by  the 
Columbia  agencies.  P.  S.  Kantner,  manager  of 
the  San  Francisco  office  of  the  Columbia  Co., 
has  just  been  down  the  San  Joaquin  Valley 
and  he  says  the  talking  machine  business  during 
the  holidays  in  this  region  was  excellent. 

Utilizing  Show  Window  Space  Effectively 

The  Nathan-Dohrmann  Co.,  of  this  city,  is 
devoting  some  more  splendid  show  window 
space  to  the  featuring  of  talking  machine  mer- 
chandise. Ben  R.  Scott,  the  manager  of  the 
department,  says  a  great  part  of  the  success 
achieved  is  due  to  the  co-operation  of  the  man- 
agement of  the  large  store  in  furnishing  .pub- 
licity features  that  pull. 

Good  Call  for  Radio  Merchandise 

Charles  Mauzy,  manager  of  the  talking  ma- 
chine department  of  the  Emporium,  says  that  he 
practically  sold  out  on  radio  merchandise  during 
the  holidays.  He  does  not  see  that  the  radio 
fans  are  on  the  decrease.  Talking  machine  and 
record  business  is  holding  up  well  since  the 
holidays. 


ROB  STORE  TO  "TALKER"  MUSIC 

Anthony  Falsetti,  proprietor  of  a  talking 
machine  establishment  at  442  East  llSth  street, 
New  \'ork,  was  robbed  by  two  bandits  while 
a  record  which  they  had  requested  to  hear  was 
playing  loudly  in  a  booth.  One  of  the  bandits 
followed  Mr.  Falsetti  as  he  was  selecting 
another  record  to  play  for  them,  leaving  the 
door  of  the  booth  open  so  that  the  music 
drowned  out  anv  noise. 


LOUIS  J.  UNGER  ENDS  TRIP 

Louis  J.  Unger,  general  manager  of  Reflexo 
Products,  Inc.,  New  York  City,  recently  com- 
pleted an  extensive  trip  throughout  Canada  and 
the  Middle  West  in  the  interest  of  Gilt  Edge 
needles,  the  new  extra  loud  dance  needle,  and 
the  other  numbers  in  the  line.  Air.  Unger  re- 
ports that  the  year  has  opened  exceptionally 
well  and  expects  that  1923  will  be  a  record  year 
in  the  sales  volume  of  Refle.xo  products. 


JUST  OUT-POPULAR  ITALIAN  RECORDS 


LATEST 
RELEASES 


1091- 


10-INCH  RECORDS  AT  75c 

-Luntano  'a  Me  R.  Ciaramella 

Serenata  Sbmffona  R.  Ciaramella 


1101 — Amor  di  Pastorello  G.  Godono 

Si  te  Scurdave  G.  Godono 

1081 — 'O  Munno  Sotto  e  'Ncoppa.P.  Mazzone 
Si  te  Scurdave  G.  Godono 


New  Hits  Released  the  ISth  of  Each  Month 


WORD  ROLLS  AT  $1.25 

254 — Mandulinata  a  Nnapule 


INSTRUMENTAL  ROLLS  AT  90c 

243 — Serenata  254 — Mandulinata  a  Nnapule  253 — Indifferenza 

E.  Caruso — C.  Bracco  E.  Murolo — E.  Tagliaferri  Mazurka  by  D.  letti 

251 — Fizunme  ne  1'  Ombra  048 — Camicia  Nera  (Canto  Fascista)  256 — Filo  Trauisatlantico 

E.  A.  Mario  U.  Mattioli — F.  Pennino  Polka  by  G.  Capitani 

DISCOUNT  TO  DEALERS  —  ASK  FOR  CATALOGUES 

DISTRIBUTED  BY 

ITALIAN  BOOK  CO.,  Music  Dept.,  145  Mulberry  St.,  NEW  YORK,  N.  Y. 
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Next  to  seeing  Eddie  Cantor  do  his  stuff  is  hearing 
him  sing  his  two  latest  on  Columbia  New  Process 
Record  A-3784  "Joe  Is  Here"  and  "How  Ya  Vjonna 
Keep  Your  Mind  on  Dancing?"  [If  you  enjoy  making 
change  and  wrapping  up  records,  stock  this  live  one. 


COLUMBIA  GRAPHOPHONE  CO. 
New  York 


BRUNSWICK  RECORD  RELEASES  NOW  BEING  MADE  DAILY 


New  Plan  of  Record  Release  and  Merchandising  Went  Into  Force  on  February  1 — Monthly  Lists 
Superseded  by  Distribution  of  Records  as  Fast  as  They  Are  Made — A.  J.  Kendrick's  Views 


Effective  February  1,  the  phonograph  division 
of  the  Brunswick-Balke-Collender  Co.,  Chicago, 
discontinued  monthly  releases  of  records  and 
instituted  daily  releases.  This  move  was  made 
with  the  view  in  mind  of  enabling  Brunswick 
customers  to  get  a  record  the  day  it  is  released 
instead  of  waiting  until  the  monthly  releases 
were  ready  for  distribution  as  under  the  gen- 
eral plan  of  releasing  records.  For  commercial 
purposes  the  Brunswick  Co.  will  continue  to 
designate  certain  groups  as  "ilarch  records," 
"April  records,"  etc.;  but  the  monthly  releases 
of  Brunswick  records  are  entirely  abolished 
insofar  as  the  public  is  concerned. 

The  value  and  importance  of  this  merchan- 
dising move  is  obviously  apparent.  In  order  to 
co-operate  with  tlie  sales  force  the  advertising- 
department  of  the  Brunswick  Co.  has  co- 
ordinated Brunswick  record  advertising  in  such 
a  manner  that  there  will  be  a  release  of  a  new 
record  practically  every  day. 

"Thus  you  will  appeal  to  your  public  twenty 
times  a  month  instead  of  only  once,"  said  a 
statement  commenting  on  the  system  issued 
by  Sales  Manager  A.  J.  Kendrick.  "You  will 
get  people  into  your  store  more  frequently, 
which  of  itself  is  bound  to  increase  both  record 
and  phonograph  sales.  'Brunswick  records  the 
new  ones  as  fast  as  they  come  out'  will  be  the 
public's  verdict  and  there  is  no  need  to  explain 
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the  helpful  effect  that  this  will  have  on  sales. 

"It  is  unnecessary  for  our  dealers  to  change 
their  fundamental  methods  in  anj-  way  to  par- 
ticipate in  the  new  plan,"  Mr.  Kendrick  con- 
tinued. "All  the  dealer  will  do  is  treat  every 
new  record  as  though  it  were  a  special  release. 
Order  blanks  and  notices  will  be  mailed  well  in 
advance  of  each  release,  or  group  of  releases, 
and  no  inconvenience  will  be  worked  upon  any- 
one. To  the  contrary,  the  dealer's  work  of  or- 
dering records  will  be  distributed  more  com- 
fortably over  an  entire  month  and  he  will  have 
a  better  chance  to  devote  the  proper  considera- 
tion to  each  order  he  places  and  estimate  more 


accurately  the  sales  value  of  the  number  than 
he  had  under  the  old  system." 

The  Brunswick  dealers'  co-operative  advertis- 
ing plan  was  also  discontinued  on  February  1. 
The  monthly  portfolio  of  dealers'  tie-up  adver- 
tisements will  be  adapted  to  the  new  releasing 
system  and  the  Brunswick  Co.  will  furnish  mats 
and  electrot}-pes  free  as  heretofore.  Also  on 
February  1  the  Brunswick  Co.  began  running 
advertisements  directed  toward  Brunswick  rec- 
ords and  which  are  being  reproduced  on  the 
first  page  in  500  daily  newspapers  with  a  com- 
bined circulation  of  21,576,345.  These  adver- 
tisements will  be  inserted  three  times  per  week, 
or  156  times  per  year.  Each  paper  and  each 
advertisement  will  feature  some  one  Brunswick 
record.  The  total  number  of  these  advertise- 
ments will  be  considerably  over  3,000,000,000 
per  year. 


GRAFONOLAS  FEATURED  IN  THEATRES 


Pittsburgh  Moving  Picture  Theatres  Use  Graf- 
onolas  in  Novel  Publicity  Idea — All  At- 
tendance Records  Broken — Fine  Publicity 


bia  service.  The  affair  attracted  wide  attention 
and  Rowland  &  Clark  succeeded  in  breaking  all 
attendance  figuies  during  the  week  of  the  con- 
test. 


Pittsburgh,  Pa.,  February  5. — The  Rowland  & 
Clark  chain  of  moving  picture  theatres  in  this 
city  used  four  Columbia  Grafonolas  recently  to 
excellent  advantage  in  breaking  all  attendance 


Columbias  Featured  in  Pittsburgh  Moving  Picture  Theatres 

records  at  their  four  theatres.  The  local  branch 
of  the  Columbia  Graphophone  Co.  co-operated 
with  the  theatre  organization  in  preparing 
proper  display  matter,  consisting  of  posters, 
hand  bills,  etc.,  announcing  that  the  Grafonolas 
would  be  given  away  at  the  theatres  through 
the  medium  of  an  interesting  contest. 

At  each  theatre  the  ushers  had  been  instructed 
as  to  the  exclusive  features  of  the  Grafonola, 
and  demonstrations  were  given  throughout  the 
day.  Before  and  after  each  show  a  slide  in- 
sert featuring  the  G-2  Grafonola  was  run  on 
the  screen  explaining  the  purpose  of  the  con- 
test. In  addition  the  nearest  Columbia  dealer 
in  the  vicinity  of  each  theatre  was  permitted 
to  have  his  business  card  featured  telling  the 
movie  patrons  something  regarding  his  Colum- 


SEIDEL'S  CONCERT  PLEASES  DEALERS 

Many  Columbia  dealers  in  local  territory  and 
their  friends  were  present  at  the  recent  con- 
cert given  by  Toscha  Seidel,  famous  violinist 
and  exclusive  Columbia 
artist,  at  Carnegie  Hall, 
New  York.  Through  the 
courtesy  of  Mr.  Seidel 
and  his  management,  the 
Wolfsohn  Musical  Bu- 
reau, eighty  Columbia 
dealers  were  presented 
with  tickets  for  this  con- 
cert, and  their  enthusi- 
asm regarding  Mr.  Sei- 
del's  performance  was 
reflected  in  the  increased 
sale  of  his  records 
throughout  the  metro- 
politan territory. 
This  plan  of  artist-dealer-buyer  co-operation 
is  admirable  in  every  way — a  move  which  must 
be  commended. 


HAVE  YOU  RECEIVED 

Your  Free  Samples  of 

NEW  GILT  EDGE 
DANCE  TONE 
NEEDLES 


A  Keflexo  Product 
Made  by  "Bagrshaw  of  Lowell" 


See  Page  29 


PHONOMOTOR  PRODUCTS,  PHONOSTOPS  and  NEEDLE  CLIPPERS 

ALWAYS  THE  BEST 

PHONOMOTOR  COMPANY  -  -  121  WEST  AVENUE.  ROCHESTER.  N.  Y. 
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Most  Beautiful  of  all  Phonographs 
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Model  16  Renaissance  Period  Console 
MAXIMUM  DISCOUNT 
Strand  Offers  the  Only  Complete  Line  of  True-to-Period  Consoles 


These  direct  Strand  representatives  are  ready  to  serve  you 


RICHARD    H.    ARNAULT,    95  Madison 

Avenue,  New  York  City 
ARTOPHONE      CORPORATION,  H03 

Olive  Street,  St.  Louis.  Mo. 
ARTOPHONE       CORPORATION,  317 

Kansas  City  Life  Bldg.,  Kansas  City, 

Mo. 

W.  O.  CARDELL,  Tulsa.  Okla. 
CONSOLIDATED  TALKING  MACHINE 
CO.,  227  W.  Washington  St.,  Chicago, 

R.  L.  CHILVERS.  903  New  Birks  Bldg.. 
Montreal.  Que. 


OTIS    C.    DORIAN,    321    King    St.  E., 

Toronto,  Ont. 
A.    C.    ERISM.\N.    174    Tremont  Street, 

Boston,  Mass. 
WALTER   L.    ECKHARDT,    624  Market 

Street,  Philadelphia,  Pa. 
W.    S.    GR.AY,    942    Market    Street,  San 

Francisco,  Cal. 
J.  J.  GRIMSEY,  926  Midway  Place,  Los 

Angeles,  Cal. 
L.    D.    HE.ATER,    357    Ankeny  Street. 

Portland,  Ore. 
H.  T.  IVEY,  Box  235,  Dallas,  Tex. 


L.  C.  LA  VOTE.  West  Hotel.  Minneapolis. 

IROOUOis  SALES  CORP.,  210  Franklin 
Street,  Buffalo,  N.  Y. 

R.  J.  T.\MIESON.  Swetland  Bldg..  Cleve- 
land, O. 

MERVIN  E.  LYLE.  214  Peachtree  Ar- 
cade, Atlanta.  Ga. 

RICKEN,  SEEGER  &  WIRTS.  Globe 
Bldg.,  Detroit.  Mich. 

SILZER  BROS.,  1019  Walnut  Street.  Des 
Moines.  la. 

STERLING  ROLL  &  RECORD  CO.,  137 
West  Fourth  Street.  Cincinnati,  O. 


MANUFACTURERS  PHONOGRAPH  COMPANY,  INC. 
95  Madison  Avenue,  New  York     Geo.  W.  Lyle,  President 
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PEGGYDEAR 


Lfi^ht,  Tuneful  and 
Original  FoTcTrot 


You  can  HEAR  it 
ajid  BUY  it  HERE 


Uoii  cant  go  wron0 
^ith  anj^  'FEISTsonf 


e^-^y  Dear, —  Pe^-^y  dear, — ^\buhavetak-enTn6Com-plete-ly, — 


"DAILY  DOZEN"  ON  GOTHAM  STAGE 

Popular   Star.   Glenn   Hunter.   Goes  Through 
Exercises  in  '"Merton  of  the  Movies" 


Walter  Camp's  ''Daily  Dozen"  continues  on 
the  New  York  stage,  this  time  through  the 
medium  of  "ilerton  of  the  Movies."  Glenn 
Hunter,  popular  star  of  this  great  success,  in 
his  characterization,  goes  through  his  "Daily 
Dozen"  before  the  audience  at  each  perform- 
ance. 

Robert  H.  Wheelan,  president  of  Health 
Builders,  Inc.,  Xe\v  York  City,  producer  of 
Walter  Camp's  '"Daih-  Dozen"  set  to  music,  on 
health  builder  records,  has  secured  a  number 
of  photographic  enlargements  of  Glenn  Hunter 
in  this  scene  for  the  use  of  dealers'  windows. 
Many  dealers  have  already  taken  advantage  of 
tying  up  the  interest  in  this  popular  pla\'  with 
the  "Daily  Dozen"  in  their  windows. 

Mr.  Wheelan  reports  that  as  the  year 
progresses  orders  for  Health  Builder  sets  con- 
tinue to  increase.  The  1923  national  advertising 
campaign  is  well  under  way,  to  which  many 
dealers  attribute  their  increasing  sales  of  this 
popular  record  set. 


The  Rapid  Repeater  Co.,  Long  Island  City, 
X.  Y.,  reports  a  steady  increase  in  the  demands 
for  its  new  product,  the  rapid  repeater.  This 
newest  of  repeating  devices  has  proved  verj- 
popular  and  repeat  orders  are  now  being  re- 
ceived. 


RADIO  REGULATION  BILL  PASSED 

House  Measure  Gives  Commerce  Department 
Control  of  Sending  Stations  Other  Than  Gov- 
ernmental— Amateur   Stations    Not  Affected 


Washington,  D.  C,  February  3. — The  Federal 
Radio  Control  Bill,  vesting  broad  powers  in  the 
Department  of  Commerce  for  regulation  and 
supervision  of  all  phases  of  wireless  telegraph 
and  telephone  communication,  w-as  passed  yes- 
terday by  the  House. 

The  bill  is  intended  to  bring  order  out  of  the 
chaos  in  the  air  resulting  from  thousands  of 
stations  competing  on  similar  wave  lengths. 
Licenses  would  be  required  from  all  transmit- 
ting operators  except  Government  employes  and 
the  Secretary  of  Commerce  would  assign  wave 
lengths  to  various  stations  and  supervise,  when 
necessary,  their  sending  periods. 

A  section  of  the  bill  dealing  with  possible 
monopolies  of  the  w-ireless  business  of  the  na- 
tion vests  in  the  Secretary  the  power  to  refuse 
or  revoke  licenses  where  a  monopoly  is  threat- 
ened. Army,  navy  and  all  other  Government 
stations,  although  exempt  from  the  licensing 
provisions,  would  be  required  to  conform  to 
the  rules  when  handling  comm'ercial  or  other 
non-Government  business.  The  assigning  of 
wave  lengths  for  the  governmental  plants  would 
be  in  the  hands  of  the  President. 

The  bill  provides  for  an  advisory  committee 
consisting  of  men  appointed  by  department 
heads,    radio    e.xperts    and   amateurs,    to  keep 


abreast  of  development  and  the  needs  of  the 
wireless  industry. 

Amateur  receiving  stations  would  not  be 
affected  by  the  bill,  and  amateur  transmitters 
would  have  a  special  series  of  wave  lengths  set 
aside  for  them. 


MANY  NEW  EMERSON  JOBBERS 

Arrangements  Completed  for  Distribution  From 
a  Number  of  Strategic  Points 

The  Emerson  Phonograph  Co.,  Inc.,  manu- 
facturer of  Emerson  records,  has,  since  the  re- 
organization of  the  company,  closed  arrange- 
ments whereby  a  number  of  jobbers  in  centrally 
located  points  will  distribute  its  products.  In 
addition,  several  of  the  old  jobbing  organiza- 
tions formerly  connected  with  the  distribution 
of  Emerson  records  in  the  past  have  succeeded 
in  again  securing  a  distributing  license  from 
the  new  company. 

The  Emerson  Co.  is  now  confining  itself  to 
the  manufacture  of  a  comprehensive  catalog  of 
standard  selections  and  the  current  popular  suc- 
cesses. The  product  is  being  marketed  at  a 
standard  price  and  this  enables  the  company 
to  make  practically  pre-war  arrangements  with 
its  distributors  and  dealers. 

Among  those  who  are  now  distributing  Emer- 
son records  are:  Emerson  Record  Sales  Co., 
Detroit,  Mich.;  Emerson  Philadelphia  Co.,  Phil- 
adelphia, Pa.;  Emerson  Phonograph  Co.,  Bos- 
ton, Mass.;  Murmann  Phonograph  Co.,  St. 
Louis,  Mo.,  and  Targ  &  Dinner  Music  Co.,  Chi- 
cago, 111. 


INJUNCTION  AGAINST  ZENITH  CO. 

Restraining  Order  Placed  on  Manufacture  of 
Encore  Record  Replayer  on  Motion  Filed  by 
Owner  of  Geer  and  Gold  Seal  Patents 


Judge  Reelstab,  in  the  United  States  District 
Court  of  New  Jersey,  recently  granted  an  in- 
junction restraining  the  manufacture  of  the  En- 
core Record  Replayer,  on  a  motion  filed  by  Ed- 
mund S.  Geer,  owner  of  the  patents  under 
which  the  Geer  and  Gold  Seal  repeaters  are 
licensed.  The  action  was  brought  by  the  at- 
torneys for  the  latter  concerns,  Duell,  Warfield 
&  Duell.  The  court  also  granted,  on  request 
of  the  plaintiff's  attorneys,  the  motion  to  have 
the  defendant,  the  Zenith  Mfg.  Co.,  of  Newark, 
N.  J.,  placed  under  a  $5,000  bond.  The  bond, 
however,  within  the  period  designated  by  the 
court,  was  not  filed,  and  as  a  result  the  injunc- 
tion was  issued  by  the  court  "restraining  and 
enjoining  the  Zenith  Mfg.  Co.,  its  officers,  at- 
torneys, agents,  servants  and  workmen  from  in- 
fringing or  contributing  to  the  infringement"  of 
the  Geer  patents  and  from  "making,  using,  sell- 
ing or  offering  for  sale,  or  causing  to  be  made, 
used,  sold  or  offered  for  sale  any  Encore  re- 
peater" or  similar  device  which  might  infringe 
upon  the  Geer  patents. 


Repeat  orders  are  what  make  a  business  grow. 


oju: 

The  Kecord  UF  Q<isUt]| 


Inquiries 
from 
Dealers 
Solicited 


"We  Serve  the  South" 


W  Gone  are  the  days 

when  slipshod  methods  could  keep  a  business  running.  Today 
progress  and  co-operation  are  necessary  for  success.  Especially 
is  closer  contact  between  dealer  and  distributor  needed. 

Dealers  who  are  served  by  us  will  testify  that  we  are  dependable 
and  prompt  in  our  deliveries  and  that  we  are  always  ready  to 
assist  them  in  their  merchandising  problems. 

We  are  looking  for  more  progressive  dealers  who  will  act  with 
us  to  our  mutUcd  benefit  in  supplying  the  public  with  the  famous 

Records 

The  Records  of  Quality 

Wholesale  Ph  onograph  Division 

J.  K.  POLK  FURNITURE  CO.,  Inc. 

Offices  and  Show  Rooms: 
294  Decatur  Street  ATLANTA.  GA. 
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FLETCHER  UNIVERSAL 
TONE  ARM  and  REPRODUCERi 

Gives  Proper  Playing  Weights  for  All  Records.        No  Adjustment  Screws  or  Springs 
SAMPLES  $8.00  Specify  SH"  or  9H"  arm 

FLETCHER-WICKES  CO.,  6  East  Lake  Street,  Chicago,  Illinois 

THE  McLAGAN  PHONOGRAPH  CORPORATION.  LIMITED,  STRATFORD.  ONTARIO.  EXCLUSIVE  CANADIAN  AGENTS 


FLETCHER  REPRODUCER 

Scientifically  ..-"-"Tir — \  Constructed 


Givea  Perfect 
Reproduction 

of  Voice 
or  Instrument 


Reproducer 
and  Connection 

Volume  and 

Dealers,  Send  for       ^rr^M-^r     n       w  /-i       m  t 
Perfect  Detail      Prices  and  Terms       1^  ti  W     tiUI^V  Jill 


ACTUAL  SIZE 

Carried  in  Stock  for  Victor  and  Columbia 


Plays  all  Records 


THE  FLETCHER  "STRAIGHT" 


Design  Patented  November  29th,  1921 


STRAIGHT  INSIDE— Taper  Outside 
BALL  BEARINGS  THROUGHOUT 

NEW  DESIGN    NEW  CONSTRUCTION 

It  is  universal  and  equipped  with  the  Regular  Fletcher 
Reproducer,  giving  the  same  natural  tone  quality  as  heretofore 

Made  in  two  lengths,  8>^'  and  i'A*  SEND  FOR  PRICES  AND  TERMS 

FLETCHER-WICKES  COMPANY 

6  EAST  LAKE  ST.  CHICAGO 

THE  McLAGAN  PHONOGRAPH  CORPORATION.  LIMITED.  STRATFORD.  ONTARIO.  EXCLUSIVE  CANADIAN  AGENTS 
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wron 


gwith\ 


ilhree  Ouocfc  in 

the  Noritiii<^" 

That  Entrancing  Melody  You  Hear  EVeipfhere 


S.  PLATEK  NEW  McCREERV  MANAGER      NEW  STRAND  CONSOLES  POPULAR 


Succeeds  R.  A.  Forbes  as  Manager  of  the  Talk- 
.  ing  Machine  Department  of  Jas.  McCreery 
;    &  Co..  New  York  Department  Store 


Models  23  and  24  Well  Received  by  Strand 
Representatives — Will  Be  Featured  Exten- 
sively During  1923 — Win  Popular  Favor 


-Sr  Pl-art-tkr+ortiterly  assistant  to  R.  A.  Forbes, 
who  recently  resigned  as  manager  of  the  talk- 
ing machine  department  of  Jas.  AlcCreery  & 
Co.,  Fifth  avenue.  New  York,  department  store 
to  become  manager  of  the  talking  machine  de- 
partment of  the  John  Wanamaker  store  in 
Philadelphia.  Pa.,  has  succeeded  to  the  position 
of  manager. 

Mr.  Platek  has  had  wide  experience  in  the 
retailing  of  talking  machines  and,  furthermore, 
is  well  versed  in  the  handling  of  the  high-class 
clientele  which  comes  to  this  establishment.  He 
came  to  the  i^IcCreery  store  with  Mr.  Forbes 
more  than  seven  years  ago,  when  the  talking 
machine  department  was  in  its  infancy,  and  he 
has  developed  with  it,  starting  as  salesman  and 
later  becoming  assistant  to  Mr.  Forbes.  Prior 
to  joining  the  McCreery  force  he  was  connected 
with  Landay  Bros,  in  the  New  York  head- 
quarters, where  he  gained  his  first  knowledge 
•  of  the  talking  machine  business. 

In  a  statement  to  The  World  Mr.  Platek  de- 
clared that  he  had  a  number  of  improvements 
to  the  department  in  mind  which  would  be  put 
in  effect  in  the  near  future.  This  department 
occupies  large  space  on  the  fifth  floor  of  the 
McCreery  Building  and  in  point  of  arrangement 
it  is  one  Qt  the  finest  and  most  complete  in  the 
metropolitan  district. 


As  announced  In-  th€  -January  issue  of  The 
World  the  Alanufacturers"  Phonograph  Co., 
New  York,  manufacturer  of  the  Strand,  line  of 
phonographs,  has  added  two  new  models  to  its 
line,  designated  as  models  23  and  24.  Tliese 
two  instruments  have  alreadv  won  the  favor 


French  Chippendale  period,  and  is  an  excep- 
tionally handsome  instrument  in  two-tone  fin- 
ish, with  ivory-colored  lines  dividing  the  ebon- 
ized  edges  from  tlie  walnut  or  mahogany  cen- 
ters. Both  of  these  instruments  have  the 
Strand  equipment  that  has  been  such  an  im- 
portant factor  in  the  success  of  this  line. 


REACHES  HIS  MAJORITY 

John  S.  jMacdonald,  associate  director  of 
artists  and  repertoire  of  the  Victor  Talking  Ala- 


^^^^ 

1 

;    TALKING  TOYLAND  INCORPORATES 
 * 

Talking  Toyland  is  the  name  of  a  new  con- 
'cern  in  Wilmington,  Del.,  recently  chartered 
under  the  laws  of  that  State  to  engage  in  the 
manufacture  of  machines.  The  concern  is  cap- 
italized at  $1,000,000. 


Strand  Model  23 — Hepplewhite  Period  Console 

of  Strand  representatives  throughout  the  coun- 
try and  judging  from  all  indications  they  will 
rank  among  the  best  sellers  in  the  Strand  line 
during  1923. 

The  accompanying  illustrations  showing  these 
two  new  Strand  instruments  will  give  some  idea' 
of  their  attractiveness  and  artistic  design.  Model 
23,  designed  after  the  Heppelwhite  period,  is 
listed  at  $115,  and  its  cabinet  design  is  in 
thorough  accord  with  the  originality  and  dis- 
tinctiveness of  the  complete  Strand  line.  Strand 
model  24,  listed  at  $175,  is  designed  after  the 


Strand  Model  24— French  Chippendale  Period 

chine  Co.,  accompanied  by  Mrs.  Macdonald, 
visited  Cornell  University,  Ithaca,  N.  Y.,  and 
felicitated  their  son,  who  is  a  student  there,  on 
the  occasion  of  his  twenty-first  birthday. 


RITZ  MUSIC  SHOP  CHARTERED 

The  Ritz  Music  Shop,  of  New  York,  has  been 
chartered  in  this  State  with  a  capital  of  $10,000. 
Incorporators:  M.  Aronson,  A.  Fein,  E.  Fried- 
man. 


NATIONAL  METALS  DEPOSITING  CORPORATION 


FACTORY 
34  East  Sidney  Ave.,  Mt.  Vernon,  N.Y. 

Telephone:  Oakwood  8845 


WE  DEPOSIT  THE 

FINEST  COPPER 

IN  THE  WORLD 

FOR  YOUR  CONVENIENCE 
DELIVER  RECORDED  WAX 
TO  OUR  LABORATORY 


MOUNT  VERNON  — NEW  YORK 

MANUFACTURERS  OF 


LABORATORY 
9  East  47th  St.,  New  York  City 

Tel.  Vanderbilt  4153 


OUR 

IMPROVEMENT 

ALL  STAMPERS 
HAVE 

HIGHLY  POLISHED 
MACHINED  BACKS 
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Mr.  Cohen  (Joe  Hayman)  is  back. 
First  he  phoned  the  Gas  Company  and  then  he 
'phoned  the  service  station  about  his  auto.  The  pos- 
sibilities are  immense?  Yes?  No?  Cohen  makes  the 
most  of  them.    A-3772  on  the  March  list. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


LEADING  EXECUTIVES  IN  NEW  FIRM 

Widely  Known  Business  and  Recording  Experts 
Compose  Executive  Personnel  of  the  In- 
dependent Recording  Laboratory,  Inc. 


The  recently  incorporated  Independent  Re- 
cording Laboratory,  Inc.,  104  West  Thirty- 
eighth  street,  New  York  City,  has  as  its  execu- 
tives several  of  the-  best-known  business  and 
recording  experts  in  the  recording  field.    A.  J. 


much  data  and  made  connections  for  tlie  fu- 
ture extension  of  recordings  of  the  standard 
variety. 

Fred  Ochs,  who  is  in  charge  of  the  active 
recording  in  the  new  quarters,  has  had  long 
experience  in  that  capacity  and  is  well  equipped 
from  a  technical  standpoint. 

Since  the  opening  of  the  new  laboratories  the 
company  has  made  bookings  for  recordings  for 
practically  the  whole  of  every  working  day  and 
the  officers  are  under  the  impression  that  the 
demand  for  good  recordings  is  greatly  on  the 
increase. 


H.  E.  SPEARE'S  NEW  ASSOCIATION 

Well-known  Sales  Executive  Appointed  Gen- 
eral Sales  Manager  of  Musical  Instrument 
Sales  Co. — Ideally  Qualified  for  New  Post 


A.  J.  Baum  Arthur  Bergh 

I'auni,  the  manager,  was  formerly  connected 
with  one  of  the  leading  talking  machine  rec- 
ord companies,  following  which  for  a  number 
of  years  he  actively  operated  a  recording  labo- 
ratory which  was  open  to  the  trade  in  general. 

His  long  experience  in 
arranging  for  record- 
ing, pressing  and  plat- 
ing, as  well  as  acquir- 
ing talent,  gives  him 
unusual  qualifications 
for  his  present  activi- 
ties. 

Arthur  Bergh,  musi- 
cal director  of  the  new 
organization,  for  a  pe- 
Fred  Ochs  riod  of  years,  acted  in 

the  same  capacity  for  the  Emerson  Co.  In 
earlier  days  he  had  much  experience  in  the  de- 
velopment of  both  the  seven  and  ten-inch  rec- 
ords. Early  last  Fall  he  returned  from  an  ex- 
tended trip  through  Europe,  where  he  gathered 


C.  Alfred  Wagner,  president  of  the  Musical 
Instrument  Sales  Co.,  New  York,  Victor  whole- 
saler, announced  recently  the  appointment  of 
Harold  E.  Speare  as  general  sales  manager  of 
the  company.  Mr.  Speare,  who  assumed  his  new 
duties  a  fortnight  ago,  is  well  known  in  talk- 
ing machine  circles  throughout  the  country, 
having  been  identified  with  several  of  the  lead- 
ing Eastern  retail  organizations  for  nearly  ten 
years  and  having  attained  exceptional  success 
as  a  sales  executive.  Incidentally,  in  joining  the 
Musical  Instrument  Sales  Co.,  Mr.  Speare  is 
resuming  an  old  association,  as  he  was  a  mem- 
ber of  this  company's  staff  some  nine  years 
ago. 

Simultaneously  with  Mr.  Speare's  appointment 
as  general  sales  manager  of  the  company  comes 
the  announcement  by  C.  R.  Wagner,  vice-presi- 
dent, as  to  the  organization's  plans  for  extend- 
ing its  activities.  For  the  past  ten  years  the 
M.  I.  S.  Co.,  in  its  Victor  division,  has  served 
only  the  leading  department  stores  throughout 
the  country,  but  it  is  now  planning  to  extend 
its  Victor  activities  to  a  limited  number  of  Vic- 
tor dealers.  This  plan  includes  a  distinctive 
advertising     and     trade     promotional  service, 


K-E   AUTOMATIC  STOPS 

The  K-E  is  still  the  best  Automatic  Stop  made 
Because  it : 
Avoids  motor  strain 
Is  not  attached  to  Tone  Arm 
Low  installation  cost 
No  extra  parts 
Operates  all  Records. 

Send  50c.  for  sample 

Kirkman  Engineering  Corporation 

484-490  BROOME  ST.  -  -  NEW  YORK 


coupled  with  a  definite  plan  of  instalment  sale 
financing,  which  will  be  announced  in  detail 
shortly.    Mr.  Speare  in  his  capacity  as  general 


H.  E.  Speare 
sales  manager  of  the  company  will  be  in  per- 
sonal charge  of  this  new  service,  in  addition 
to  his  duties  as  assistant  to  C.  R.  Wagner. 


PRESENTS  MINSTREL  BY  RADIO 


Baker  Music  House,  of  Albany,  N.  Y.,  Broad- 
casts Unique  Program  in  Form  of  Minstrel 
Show  From  General  Electric  Co.  Station 


Albany,  N.  Y.,  February  7. — The  Baker  Alusic 
House,  of  Albany,  N.  Y.,  put  the  radio  to  new 
use  last  night  when  a  minstrel  show  was  broad- 
casted from  Station  WGY  of  the  General  Elec- 
tric Co.,  of  Schenectady,  N.  Y.  Edward  H. 
Smith,  managing  director  of  the  WGY  players, 
and  an  employe  of  the  Baker  Music  House 
were  in  charge  of  the  program,  which  was  a 
complete  minstrel  show  with  several  special 
features. 

Among  the  artists  were  the  Cambrian  Male 
Chorus  of  fifty  voices,  which  constituted  the 
body  of  the  chorus;  ballad  singers,  a  male  quar-' 
tet  and  others.  A  complete  olio  was  presented 
following  the  first  part  of  the  program.  Fred 
Paige  Wyatt,  a  boy  xylophonist  and  considered 
one  of  the  leading  artists  on  this  instrument, 
took  part  in  the  program.  Another  feature  con- 
sisted of  a  performance  b\'  the  Turnbull 
brothers,  English  music  hall  artists,  who  pre- 
sented a  clog  dance,  the  dance  steps  being 
heard  over  the  radio,  as  well  as  a  clever  line 
of  patter  and  quaint  songs  of  the  English  music 
hall.  The  event  w'as  an  outstanding  success 
and  not  only  did  the  Baker  Music  House  get 
much  deserved  publicitj-,  but  the  performance 
opened  up  an  entirely  new  field  in  radio  broad- 
casting. 
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Ogden's  Sectional  Phonograph  Store  Equipment 


Ogden's  Sectional 
Store  Equipment. 


Price  of  Ogden's  Sectional  Units 

Record  rack,  No.  1-S,  each  $45.00 

Paneled  ends,  each   6.00 

Record  Sales  counter,  No.  1-S,  each   90.00 

Record  sales  counter.  No.  2,  each   70.00 

FINISHES:— GENUINE  ENAMEL 

White,  Old  Ivory  and  Gray 


—  STANDARDIZED- 

Costs  less  than  carpenter  work. 

Produced  economically  in  great  quantities — sold  to  you 
as  you  need  it.  Every  part  accurately  made  to  fit  the 
other.  You  can  keep  adding  to  your  equipment  as  your 
business  grows  or  knock  it  down  and  move  it  to  your 
new  quarters. 

UNLEVEL  FLOORS  are  provided  for  as  each  Pilaster 
and  Section  is  supplied  with  Patented  Capstan  Levelers 
instantly  adjusting  to  a  perfect. level.  (Spirit  Level  also 
supplied) — WALL  PILASTER  adjusts  to  fit  any  size 
Base  Board  and  Wainscot  rail. 

OUR  HIGH  PRICE  COMPETITORS  say  "It  can't  be 
done" — but  it  is  being  done  every  day  and  the  dealer 
is  saving  hundreds  of  dollars  on  every  installation. 

WE  POSITIVELY  GUARANTEE 

ANY  MAN  AND  A  BOY  for  helper  without  carpentry  ex- 
perience can  assemble  a  room  in  one  hour.  There  is  noth- 
ing to  do  but  place  Wall  and  Door  Sections  in  the  Pilaster  and 
turn  down  the  clamps.  Place  Ceiling  units  in  position  and  Base 
Rail  or  Floor  Shoe  around  the  bottom  and  the  job  is  complete,  as 
tight  as  a  drum,  at  a  fraction  of  the  usual  cost. 

Send  a  pencil  sketch  of  your  store  indicating  where  you 
want  Record  Racks  and  the  amount  of  stock,  location 
of  Counters  and  Booths  and  we  will  submit  a  Blue  Print 
and  estimate  for  equipment  which  you  can  install  any 
evening  and  be  "Up  To  Date"  next  day. 

41t  inches  niix-be» 


Prices  of  Complete  Equipment 

PLAN  NO.  1 — 2  Record  Sections,   1  Sales 

Counter,  1  6x6  ft.  Booth .  .  .  $302.50 

PLAN  NO.  2 — 3  Record  Sections,   1  Sales 

Counter,  2  6x6  ft.  Booths .  .  .  467.50 

PLAN  NO.  3 — 2  Record  Sections,  1  No.  1 

Sales    Counter,    1    6x6  ft. 

Booth   335.50 

PLAN  NO.  4 — 3  Record  Sections,   1  Sales 

Counter,  2  6x6  ft.  Booths .  .  .  506.00 
PLAN  NO.  5 — 2  Record  Sections,   1  Sales 

Counter,  1  6x9  ft.  Booth .  .  .  346.50 
PLAN  NO.  6 — 3  Record  Sections,   1  Sales 

Counter,  2  6x9  ft.  Booths .  .  .  522.50 


SECTIONAL  RECORD  CABINETS 

Fit  any  space  for  any  size  stock  and  help  you  grow. 

No.  2  Tier  of  Sections  for  1,500  Records  $46.50 

No.  1  Tier  of  Sections  for  1,500  Records   59.25 

FINISHES:  Oak,  MAHOGANY  and  Genuine  Enamel. 


STANDS  for  Portables 
and  Tables  for  surplus 
Record  Files,  Plant 
Stands,  etc.,  bring  you 
many  new  customers. 


OGDEN  SECTIONAL  CABINET  CO.,  Lynchburg,  Va. 
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SYNCHRONIZES  ^TALKER"  AND  FILM 

Successful  Demonstration  of  Talking  Motion 
Pictures  Held  Before  Newspapermen  by 
Massachusetts  Inventor — Designed  for  Home 


Everett,  Mass.,  February  6. — Synchronization  of 
the  motion  picture  and  the  talking  machine,  the 
aim  of  scientists  since  the  beginning  of  the 
two  industries,  has  been  achieved  by  an  inven- 
tion of  Jules  A.  Perrault,  of  63  Madison  street, 
this  city,  assisted  by  Dr.  W.  Alvan  Hitchcock, 
a  noted  oculist,  of  135  Newbury  street — at 
least,  that  is  the  claim  made. 

The  principle  of  Mr.  Perrault's  idea  lies  in 
the  perforation  of  the  motion  picture  film  so 
that  the  action  shown  on  the  screen  would  be 
timed  exactly  with  the  sound  produced  by  the 
talking  machine. 

He  invented  a  film  perforator  that  was 
mechanically  true  to  one-ten-thousandth  of  an 
inch.  The  ordinary  standard  film  used  in  motion 
picture  projectors  is  perforated  only  at  each 
side.  The  machine  invented  by  Mr.  Perrault 
makes  twelve  perforations  on  a  film  much  wider 
than  the  standard.  The  film,  specially  designed 
by  Mr,  Perrault,  is  non-inflammable  and  costs  a 
fraction  of  the  price  of  the  standard  film. 

In  a  demonstration  given  to  newspaper  repre- 
sentatives recently  Mr.  Perrault  ran  through  the 
ordinary  projection  machine  300  feet  of  standard 
film.  He  then  projected  through  his  special 
machine  the  same  subject  on  the  specially  pre- 
pared film,  synchronized  with  a  talking  machine 
record.  The  pictures  ran  absolutely  true  to 
the  music  on  the  disc. 

The  combined  phonograph  and  projection 
machine  invented  by  Mr.  Perrault  is  in  the  form 
of  a  cabinet  and  is  intended  primarily  for  house- 
hold use.  The  machine  is  so  constructed  that 
the  talking  machine  can  be  run  independently  of 
the  projection  machine,  although  the  same 
motor  controls  both.  The  motion  pictures  also 
can  be  shown  independently  of  the  phonograph. 
Experts  who  have  seen  the  demonstration  are 


of  opinion  that  the  invention  can  be  used  to 
great  advantage  in  the  instruction  of  school 
children. 

Several  different  films  and  records,  all  per- 
fectly synchronized,  were  demonstrated.  The 
first  showed  a  series  of  setting-up  exercises  in 
which  William  Kelleher,  former  Boston  College 
football  captain,  played  the  part  of  instructor. 
Each  command  could  be  heard  distinctly  and 
the  motion  of  the  body  was  in  time  with  the 
music  and  commands.  Another  film  was  a  jazz 
selection  and  dance  in  which  the  dancer  kept 
perfect  time  on  the  screen  with  the  music. 

The  inventor  has  succeeded  in  removing  the 
fire  hazard  from  the  films  used  in  the  projector, 
a  feature  which  not  only  makes  it  perfectly  safe 
to  keep  the  films  in  a  home  without  taking  ex- 
traordinary precautions,  but  also  makes  the 
complicated  machinery  required  in  the  reeling  of 
ordinary  motion  pictures  unnecessary.  An  ordi- 
nary thirty-tvvo-candle  power  electric  bulb  fur- 
nishes sufficient  light  for  successful  picture  pro- 
jection from  the  cabinet.  The  motor  which 
operates  the  projecting  machine  and  the  talking 
machine  is  run  by  electricity. 


MAX  WILLINGER  VISITS  CHICAGO 

Max  Willinger,  president  of  the  New  York 
Album  &  Card  Co.,  makers  of  the  well-known 
Nyacco  albums,  recently  visited  the  Chicago 
factory  of  the  company  and  reports  that  both 
the  Eastern  and  Western  offices  are  receiving 
good  business  and  he  is  entirely  optimistic  over 
future  business,  basing  his  views  on  present 
indications. 


ARMSTRONG  TO  OPEN  STORE 

Spacious  quarters  have  been  leased  at  621 
South  Spring  street,  Los  Angeles,  Cal.,  by  Geo. 
D.  Armstrong,  who  is  planning  to  open  a  music 
store  in  the  near  future.  Talking  machines  and 
records  will  be  handled  and  the  store  itself  will 
be  modern  in  every  way. 


CAMPAIGN  TO  PROMOTE  MUSIC 

Storm  &  Shipley,  Frederick,  Md.,  Overlook  No 
Opportunities  of  Developing  Interest  in  Line 
Handled  by  Them  and  Music  Generally 


Frederick,  Md.,  February  7. — The  firm  of  Storm 
&  Shipley,  201-3  North  Market  street,  this  city, 
has  been  conducting  an  active  campaign  the 
past  Fall  and  during  the  Winter.  Last  October 
during  the  Frederick  County  Fair  they  had  a 
Victrola  exhibit  during  the  entire  week  and  in 
November  the  Eight  Victor  Artists  gave  a  con- 
cert here  under  the  auspices  of  Storm  &  Shipley. 
In  January  the  Quartet  of  Victor  Artists,  con- 
sisting of  Olive  Kline,  soprano;  Elsie  Baker, 
contralto;  Lambert  Murphy,  tenor;  Royal  Dad- 
mun,  baritone,  gave  a  concert  in  Frederick  under 
the  auspices  of  this  enterprising  concern. 
Besides  the  advertising  at  the  fair  and  the  pre- 
senting of  these  artists  to  Frederick  music 
lovers  (the  concerts  being  a  musical  treat  which 
was  greatly  appreciated  and  also  served  as  a 
source  of  publicity  for  this  firm)  they  have  also 
been  doing  extensive  newspaper  advertising, 
which  has  brought  very  good  results,  acting  as 
a  decided  stimulant  to  sales. 


FRIEDA  HEMPEL  NOW  "WI=NISH=TA" 

Miss  Frieda  Hempel,  Edison  artist,  has 
just  joined  the  Camp  Fire  Girls  and  has  a  new 
name.  It  is  Wi-Nish-Ta,  which  in  the  language 
of  the  Indians  means  "to  sing  through  all  the 
night."  The  name,  with  the  highest  honors  of 
a  Camp  Fire  Girl,  that  of  torch  bearer,  was 
bestowed  on  Miss  Hempel  at  a  Council  Fire 
held  in  her  honor  the  day  of  her  concert  in 
Kansas  City,  Kan.  In  answer  to  the  cere- 
monial, the  prima  donna  sang  "Invocation  to 
the  Sun  God" — a  Zuni  Indian  traditional  hymn, 
and  the  "Night  Wind,"  by  Farley.  Miss  Hempel 
is  now  on  a  tour  of  the  Southwest,  which  in- 
cludes twenty-five  "Jenny  Lind"  concerts  in  the 
principal  cities  in  this  section  of  the  country. 


THE  SILENT  MOTOR 

FURTHER  EVIDENCE  of  the  SUPERIORITY  of  the  SILENT  MOTOR  as  expressed 
by  one   of  the  largest    manufacturers    of  Talking    Machines    in    the    United  States 

"We  have  had  such  good  success  with  your  new  Silent  motor  that  we 
feel  it  is  due  your  company  to  receive  some  commendation  upon  the 
qualities  of  this  motor.     Since  using  same,  we  have  had  the  satis- 
faction of  knowing  that  to  date  we  have  not  had  a  broken  spring 
and  the  motor  will  do  all  that  you  claimed  for  it. 

It  is  indeed  a  great  pleasure  to  know  that  our  machine  is  as  good  as 
its  motor,  as  it  is  an  old  saying  among  the  trade  that  a  talking 
machine  is  no  better  than  its  motor,  and  since  using  your  motor  and 
finding  that  it  is  giving  entire  satisfaction,  we  feel  that  we  have 
a  machine  that  is  second  to  none  on  the  market.     We  only  hope  that 
our  future  connections  will  be  as  pleasant  as  those  in  the  past.  The 
writer  wishes  to  extend  to  your  organization  congratulations  for  your 
motor  and  the  quality  for  which  it  stands.     It  is  our  aim  to  make  our 
product  the  same  standard. 

With  best  wishes,  we  remain." 

Motors  manufactured  in  three  models  which  are  guaranteed  to  play  in 
excess  of  two,  three  and  five  records.     Samples  and  prices  on  request. 

THE  SILENT  MOTOR  CORPORATION 

CHARLES  A.  O'MALLEY,  President 

321-323-325  Dean  Street  BROOKLYN,  N.  Y. 
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The  musical  atmosphere  of  your  store  helps  sell  Grafonolas  and 
Columbia  Records.  All  letters  which  leave  your  store  should 
carry  the  same  atmosphere.  Use  Columbia  illustrated  station- 
ery with  your  store  imprint.  Envelopes  $1.90  per  thousand — 
Letterheads  $4.00  per  thousand.  Order  through  your  Columbia 
Branch. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


Mr.  Edison  Man: — 

Don't  Say 

"KAN  T,"  say  "KENT" 

Write  for  catalog  of  complete  line 

The  KENT  No.  1 

With  "S"  Sound  Box 

Has  given  complete  satisfaction 
for  years 


Reg.  U.  S.  Pat.  Off. 

F.  C.  KENT  CO. 

Irvlngton,  N.  J. 


GOOD  RECORDS  SHOULD  BE  PUSHED 


R.  A.  Forbes  Tells  of  Need  of  Good  Music- 
Mission  of  the  Console — Exchanges  and  Al- 
lowances Should  Be  Carefully  Watched 


R.  A.  Forbes,  who  was  recently  appointed 
buyer  and  manager  of  the  talking  machine  de- 
partment of  John  W'anamaker,  Philadelphia, 
Fa.,  contributes  an  interesting  article  in  the 
February  edition  of  the  Sonora  Bell,  the  Sonora 
house  organ.  ^Ir.  Forbes,  who  has  been  iden- 
tified for  fifteen  years  with  the  talking  machine 
industry,  and  who  recently  resigned  as  manager 
of  the  talking  machine  department  of  James 
IMcCreery  &  Co.,  New  York,  is  generally  recog- 
nized as  one  of  the  foremost  members  of  the 
retail  talking  machine  trade.  His  article,  under 
the  title  of  "Some  Needs  of  the  Phonograph 
Industry,"  reads,  in  part: 

"On  the  whole,  the  outlook  is  fully  as  en- 
couraging as  most  of  us  believe  it  to  be.  It 
must  be  borne  in  mind  that  our  business  was 
somewhat  fortunate  during  the  crisis  of  1920 
and  1921.  It  was  one  of  the  last  businesses 
to  suffer  depression,  and  it  did  not  suffer  pro- 
portionately as  much  as  many  others.  The 
Spring  trade  of  1922  was  very  bad,  but  the 
improvement  during  the  Fall  wonderfully  off- 
set it. 

"The  crying  demand  of  the  phonograph  busi- 
ness right  now,  to  my  mind,  is  a  revival  of  the 
interest  in  good  music.  This  has  undoubtedly 
fallen  ofif,  and  high-grade  music  always  will  be 
the  basic  factor  in  phonograph  progress.  Good 
music  should  be  pushed  and  every  effort  made 
to  restore  the  public's  interest  in  it. 

"A  most  promising  sign  is  the  development 
of  the  console  type  of  instrument.  In  this  dis- 
trict, certainly,,  the  console  type  has  come  to 
stay,  and  the  growing  interest  in  the  console 
or  period  style  o-f  talking  machine  is  going  to 
bring  an  added  impetus  to  the  business  that 
will  be  felt  even  more  in  the  "future,  when  the 
console  idea  has  more  thoroughly  permeated 
the  public,  through  the  forces  of  advertising, 
display  and  salesmanship.  The  console  comes 
at  an  opportune  time,  for  it  will  help  restore 
public  confidence  in  the  talking  machine — a  con- 
fidence that  has  been  badly  shaken  in  the  past 
by  the  general  prevalence  of  destructive  poli- 
cies, leading  to  temporary  advantage^  for  cer- 


tain dealers,  but  unquestionably  hurtful  to  the 
business  as  a  whole. 

"The  arrival  of  the  console,  however,  as  the 
volume  of  demand  increases,  threatens  certain 
great  evils  which  the  trade  as  a  body  should  be 
prepared  to  meet  and  check  before  they  have 
grown  too  big  to  cope  with.  Among  these  is 
the  question  of  exchanges  and  allowances  on 
old  machines.  Before  long  a  flood  of  e.xchanges 
is  going  to  pour  in  upon  dealers,  which  will  not 
be  an  evil  if  the  dealers  start  off  right  to  meet 
it.  But  if  they  make  a  wrong  start  the  same 
conditions  we  have  suffered  from  in  the  past 
miay  be  upon  us,  and  the  competition  in  allow- 
ances will  be  as  great  an  influence  for  public 
demoralization  as  the  'dissolution  sales'  of  the 
past. 

"Much  can  be  done  to  prevent  the  develop- 
ment of  this  deplorable  condition  by  associa- 
tions of  talking  machine  men.  Distributors  also 
can  do  constructive  work  in  this  direction.  They 
can  show  people  the  error  of  making  unsound 
allowances.  Efforts  to  curb  competition  in 
allowances  have  already  been  begun,  and  right 
now  is  the  time  when  unified  efforts  will  do 
more  good  than  after  the  deluge  has  struck  us. 

"I  should  say  there  is  one  great  policy  we  all 
ought  to  return  to  that  would  go  a  long  way  to 
purge  the  trade  of  all  these  evils,  past  and  to 
come,  and  stabilize  it  in  the  minds  of  the  public. 
We  all  ought  to  get  back  to  advertising  stand- 
ard merchandise.  That  is  the  panacea  for  the 
phonograph  business.  The  public  expects  and 
will  respond  to  dignified,  high-class  advertising 
that  reflects  sound  quality  and  honest  value." 


VIRTUOSO  CO.  GRANTED  CHARTER 


A  charter  of  incorporation  has  been  granted 
to  the  Virtuoso  Co.,  of  New  York  City,  under 
the  laws  of  New  York  State  to  deal  in  musical 
instruments  with  a  capital  of  $30,000.  Incorpo- 
rators are  R.  Rondinella,  N.  Cardilli  and  F. 
Pignoloni. 


UNITED  RADIO  CORP.  INCORPORATED 

The  United  Radio  Corp.,  of  New  York  City, 
was  recently  granted  a  charter  of  incorporation 
under  the  laws  of  this  State,  with  a  capital  of  . 
$10,000  to  deal  in  radio  supplies.  Incorporators 
;u-e  P..  Katz.  M.  Julien  and  A.  Zweekly. 


THESHELTON 
Electric  Motor 


The  "Simplicity"  electrifies 
Victor,  Edison  and  Columbia 
phonographs  by  simply  tak- 
ing off  winding  handle  and 
placing  motor  against  turn- 
table. Automatic  switch  in 
motor  operated  when  the 
t\irntable  is  started  or 
stopped.  Operating  on  AC 
or  DC  current  of  110  volts. 
Specify  type  of  current 
when  ordering. 


SHELTON  ELECTRIC  CO.,    16  East  42nd  Street,    New  York 
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Announcing: 

the 

D'Lyte-Ful-Tone  Reproducer 


A  NEW  REPRODUCER 

^N^CW   in  principle 

New  in  design 

.New  in  the  quality  of  tone 


After  a  long  period  of  careful  development,  we  have  reached  the  point 
where  we  are  ready  to  market  the  D'Lyte-Ful-Tone  reproducer.  Its 
debut  marks  a  forward  step  in  the  history  of  the  talking  machine 
industry. 

It  is  beautiful  in  design,  eliminates  all  metallic  sound, 
reproduces  the  voice  perfectly  and  individualizes  all 
instruments. 

Manufacturers,  Jobbers,  Dealers: — 

Realizing  that  in  this  case  not  only  Seeing-  but  "Hearing  is  believ- 
ing," we  want  you  to  test  for  yourself  the  remarkable  qualities  of  the 
D'Lyte-Ful-Tone  reproducer.  Send  us  today  $7.50  for  a  sample  and 
full  information.   Money  cheerfully  returned  if  you  desire  to  return  it. 

D'LYTE  COMPANY,  Inc. 


lOth  &  Diamond  Sts. 


Philadelphia,  Pa. 
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You've  ^ot     to     see    Mam  -  ma    ev  -  'vy  ni^ht',(5i-*^you  can't  see  Mam-ma  at 


Olive  GoiTo  See 
aitimaEViyNi^Iii 

^  oj'you  cant  see2)Iamma  at  all) 
^onesome,  toVesick  "Come tolflamma  Blues, 


Sun. 

Mon. 

Tue. 

1Z 

Wed. 

15 

14 

15 

16 

Thu. 
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"Uou  cantgo-^Tong  ^ 
■^ith  any' J  cist  song 


DICTAPHONE  CORP.  INCORPORATED 

Takes  Over  Dictaphone  Business  of  Columbia 
Graphophone  Co. — New  Concern  Headed  by 
C.  K.  Woodbridge,  formerly  of  Columbia 


Formation  of  the  Dictaphone  Corp.  to  take 
over  the  dictaphone  business  of  the  Columbia 
Graphophone  Co.,  recently  purchased  through 
Swartwout  &  Appenzellar  for  more  than  $1,000,- 
000,  was  announced  on  January  31.  The  new 
organization  will  continue  to  manufacture  and 
distribute  the  Columbia  product,  using  a  part 
of  the  Bridgeport  plant  of  the  Columbia  Graph- 
ophone Co.,  which  was  included  in  the  transac- 
tion together  with  the  stock  and  records. 

The  Dictaphone  Corp.  has  been  chartered 
under  the  laws  of  the  State  of  New  York  with 
a  total  authorized  capital  of  $2,000,000  8  per  cent 
preferred  stock,  of  which  $1,400,000  is  outstand- 
ing, and  150,000  shares  of  no  par  value  common 
stock,  of  which  93,333  shares  are  outstanding. 

C.  K.  Woodbridge,  for  the  past  five  years  head 
of  the  Columbia  dictaphone  department,  will 
be  president  of  the  corporation,  and  Richard 
H.  Swartwout  will  be  chairman  of  the  board.' 
Other  directors  are  George  A.  Ball,  Marsden  J. 
Perry,  R.  J.  Scoles,  Paul  Appenzellar,  H.  R. 
Swartz,  J.  Russell  Clarke  and  Alfred  C. 
Andrews. 

"The  new  corporation  will  manufacture  and 
sell  dictaphones,  dictaphone  supplies  and  render 
service  to  all  dictaphone  owners  from  their 
oiifices  in  all  the  principal  cities  of  the  United 
States  and  Canada,"  according  to  a  statement 
issued  by  its  officers.  "Plans  for  sales  and  service 
expansion  in  United  States,  Canada  and  foreign 
countries  are  under  way." 

The  company,  it  is  said,  will  start  business 
without  bonds  or  debts  of  any  kind  and  with 
ample  cash  resources  for  financing  double  the 
business  of  any  former  year.  One  of  the  valu- 
able assets  of  the  corporation  is  held  to  be  the 
name  of  its  product,  the  Dictaphone,  which  is  a 
registered  trade-mark  and  usable  only  on  the 
products  of  the  Dictaphone  Corp. 

New  York  offices  of  the  corporation  will  be 
maintained  in  the  Gotham  Bank  Building,  1819 
Broadway. 


Frank  Berube,  of  Lewiston,  Me.,  has  leased 
quarters  on  Lisbon  street,  in  which  he  will  soon 
open  a  music  store. 


Repair  Parts  and  Main  Springs 

Double-spring  Motors  $  3.25 

Liberty  Motors    6.00 

Three-spring  Motor   12.50 

Four-spring  Motor   15.00 

Tone  Arm  and  Sound  Box,  per  set, 

$1.35  and  up 

WRITE  FOR  CATALOG 

PLEASING  SOUND  PHONO.  CO. 

204  E.  113th  St.  New  York,  N.  Y. 


ADDITIONS  TO  VICTOR  CO.  PLANT 


Contracts  Let  for  Erection  of  Two  New  Build- 
ings, One  for  Record  Manufacturing  Depart- 
ment and  Other  for  the  Grinding  Plant 


C.^MDEN,  N.  J.,  Februar}'  5. — The  Victor  Talking 
Machine  Co.  is  making  additions  and  enlarge- 
ments to  its  present  plant  costing  approximately 
$1,000,000.  The  work  will  consist  of  two  struc- 
tures, one  an  eight-story  record-manufacturing 
plant  436  feet  long.  Two  stories,  and  possibly 
four,  will  be  added  to  the  present  grinding 
plant.  An  interesting  feature  of  the  record- 
manufacturing  building  will  be  that  the  one  bay 
of  twenty  feet  next  to  the  street  will  be  so  de- 
signed and  built  that  it  can  be  removed  if  the 
street  should  later  be  widened.  Stone  &  Web- 
ster, Inc.,  of  Boston,  have  been  engaged  for  this 
designing  and  construction  work. 


TO  ESTABLISH  TRADE  COMMISSION 


Bill  Introduced  in  New  York  State  Legislature 
Creating  New  Body  With  Sweeping  Grant  of 
Power  Over  Business  Corporations 


A  bill  has  been  introduced  in  the  New  York 
State  Legislature  establishing  a  New  York 
State  Trade  Commission,  modeled  on  the  Fed- 
eral Trade  Commission  and  given  similar  pow- 
ers. Every  corporation  doing  business  in  New 
York,  according  to  its  terms,  would  be  sub- 
jected to  its  supervisory  and  regulatory  powers, 
the  bill  authorizing  the  commissioners  to  have 
"access  to  and  the  right  to  inspect  and  make 
copies  of  all  books  of  account,  documents,  cor- 
respondence and  other  papers  relating  to  the 
business  and  affairs  of  all  corporations,  joint 
stock  associations,  trade  associations  and  or- 
ganizations and  other  bodies,  whether  or  not 
the  same  be  incorporated."  This  sweeping 
grant  of  inquisitorial  power,  should  the  bill  be- 
come a  law,  would  go  far  beyond  anything  as 
yet  granted,  although  the  statutes  of  the  State 
already  adequately  cover  the  abuses  which  the 
new  bill  is  designed  to  attack. 


The  Edison  business  conducted  in  Magnolia, 
.Ark.,  by  W.  G.  Eubanks  was  recently  purchased 
by  E.  G.  Pettus,  who  will  feature  this  line  in 
that  city  in  the  future.  Mr.  Pettus  is  planning 
an  aggressive  drive  in  behalf  of  the  Edison. 


ASK  FOR  THEM! 


Free  Samples  of 

NEW  GILT  EDGE 
DANCE  TONE 
NEEDLES 


A  Reflexo  Product 
M.idp  by  "Bagshaw  of  Lowell" 


See  Page  29 


COLUMBUS  ASSOCIATION  ELECTION 


Columbus,  O.,  February  6. — The  officers  of  the 
Music  Industries  Association  during  the  year 
1922  were  re-elected  for  the  coming  year  at  a 
meeting  of  that  organization  at  the  Elks'  Home 
here  recently.  William  V.  Crowe  was  elected 
president;  J.  N.  Robbins,  vice-president;  D.  A. 
Terradell,  secretary,  and  G.  J.  Gulden,  treasurer. 
"N  early  dues  were  reduced  from  $5  to  $2. 


Frank  Curry,  for  several  years  connected  with 
the  Victor  department  of  the  Stewart  Dry 
Goods  Co.  and  later  with  J.  Bacon  &  Sons, 
recently  resigned  from  the  latter  concern  to 
become  an  automobile  salesman.  He  is  now 
connected  with  the  Monarch  Auto  Co. 


Should  be  on  Every 


honograph  and  Player  Piano 


Beautifully  finished  in  Nickel  or  Gold 

It  applies  perfectly  to  every  phonograph  and  player  piano,  no 
instrument  is  complete  without  it. 

For  phonographs  this  light  makes  cumbersome  operations  easy 
and  simple  in  darkest  corners  where  phonographs  are  usually 
placed.  It  prevents  scratching  of  records  and  makes  setting  of 
automatic  stop  positive  and  simple. 

For  player  pianos  it  is  indispensable,  gives  an  abundance  ol 
illumination  for  singing  or  inserting  music  rolls. 

Easily  and  quickly  attached,  comes  complete  ready  for  use, 
no  electricity  or  wiring  necessary. 

RECORD  FLASHERS  last  indefinitely  and  are  fully  guaran- 
teed. Batteries  last  from  6  to  12  months  in  service.  Renewals 
can  be  had  at  75  cents. 


Nickel  Plated  with  Battery 
Gold 


$3.00 
3.75 


Special  Discounts  to  Dealers  and  Manufacturers 
Write  for  descriptive  circular 


Prices  | 

!pi 

Standard  Accessory  Corporation 

Sole  Manufacturers  and  Patentees 

1015  Third  St.  Milwaukee,  Wis. 
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Catering  to  an  Exclusive  Patronage  Requires  [ 

Highest   Type   of  Diplomacy    ::  By  Simon  O.  Foster  I 


The  average  talking  machine  dealer  has  com- 
paratively little  trouble  in  approaching  and  sell- 
ing the  middle  classes  on  his  product.  There 
is  a  sound  reason  for  this,  namely,  that  the 
dealer  and  his  salesmen  are  doing  business  with 
people  whom  they  understand.  Where  the  rub 
comes  in,  however,  is  in  approaching  and  con- 
summating sales  with  those  people  who  live  on 
a  more  pretentious  and  formal  scale.  Reaching 
the  head  of  the  house  of  an  extremely  wealthy 
family  is  a  real  problem  and  requires  a  finesse 
and  a  degree  of  salesmanship  which  is  really  art. 

One  eminently  successful  dealer  has  made 
good  with  this  type  of  customer,  not  by  going- 
out  after  sales,  but  by  working  from  within. 
He  first  organized  and  trained  a  sales  staf? 
capable  of  extending  ultra-service  to  these 
patrons.  These  men  were  thoroughly  experi- 
enced in  the  art  of  diplomacy  and  salesmanship. 
They  were  cultured  and  knew  the  instruments 
they  represented.  With  this  sales  force  in  the 
store  the  dealer  has  built  up  a  large  business 
with  wealthy  patrons  which  is  steadily  in- 
creasing. 

How  does  he  do  it?  Simply  by  extending 
a  type  of  service  which  results  in  sales  and 
recurrent  purchases  of  records.  Not  only  that, 
but  these  patrons  carry  the  message  to  their 
friends  and  the  result  is  an  ever-growing  pros- 
pect list.  One  lady  to  whom  this  dealer  had 
sold  a  machine  has  been  directly  responsible 
for  four  other  sales.  So  impressed  was  she 
with  the  service  of  this  dealer  and  so  pleased 
with  the  machine  that  when  any  one  admires 
the  instrument  she  immediately  calls  up  the- 
store  and  passes  the  good  word  along.  Is  a 
salesman  sent  out  to  try  to  corral  this  prospect 


IIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII 
and  force  a  sale?  On  the  contrary,  the  utinost 
care  is  taken  and  a  plan  of  campaign  is  mapped 
out  which  has  usually  been  found  extremely 
successful.  First  a  brief  note  is  written  to  the 
prospect  mentioning  that  Mrs.  Blank  had  re- 
marked that  she  had  admired  the  instrument 


i  Methods  Used  in  Mak'  1 

I  ing  Sales  to  Exclu-  % 

B  sive   Clientele  Must  | 

B  Embody  Greatest  Tact  | 

B  and  Resourcefulness  M 


by  other  merchants  who  are  at  a  loss  as  to  the 
best  method  of  handling  the  problem.  It  might 
be  mentioned  in  passing  that  a  clientele  of 
people  of  this  type,  if  properly  cultivated,  should 
prove  instrumental  in  bringing  about  a  steady 
stream  of  machine  and  record  sales.  And  while 
the  wealthy  people  in  any  community  represent 
the  minority,  the  field"  is  well  worth  the  most 
serious  consideration  of  the  dealer  who  desires 
to  enlarge  his  sales  field  along  lines  which,  if 
properly  developed,  will  mean  steady  growth. 


ANNOUNCES  NEW  SAPPHIRE  NEEDLE 


Leo  Heilbrun  Co.  Planning  Wide  Distribution 
of  New  Permanent  Sapphire  Needle 


llliB 

which  they  had  placed  in  her  (Mrs.  Blank's) 
home  and  that  they  would  be  pleased  to  conduct 
her  through  their  salon  in  which  were  displayed 
many  types  of  beautiful  instruments.  In  con- 
clusion the  writer  suggested  that  an  appoint- 
ment at  her  own  convenience  be  made  so  that 
the  prospect  would  be  assured  maximum 
attention. 

The  result  of  a  letter  along  these  lines  was 
found  to  be  the  making  of  an  appointment  at 
the  store  or  a  request  that  a  salesman  be  sent 
to  the  prospect's  home.  A  sale  usually  followed. 

What  this  dealer  accomplished  can  be  equalled 


Leo  Heilbrun  Co.,  of  New  York  City,  is  an- 
nouncing to  the  trade  this  month  a  new  perma- 
nent sapphire  needle  designed  to  play  lateral 
cut  records.  This  needle  has  been  thoroughly 
tested  and  will  play  more  than  5,000  records 
before  becoming  useless,  say  officials  of  the 
company.  A  feature  of  the  needle,  it  is  claimed, 
is  that  when  used  it  wears  down  smoothly  with 
a  minimum  amount  of  damage  to  the  records. 

The  company  is  planning  an  extensive  cam- 
paign to  bring  the  merits  of  this  new  product 
before  the  dealers  and  a  wide  distribution  is 
expected  during;' the  year. 


iNeREASES  CAPITAL  TO  $75,000 


The  Pace  Phonograph  Corp.,  of  New  York 
City,  has  increased  its  capital  from  $50,000  to 
$75,000.-  -  -'- 


GENUINE  HAPPINESS 


Can  always  be  brought  into 
the  Home  of  every  Music 
Lover  if  you  sell  them 


DE  LUXE  NEEDLES 


Duo-IONE  Company,  Incorporated 

Sole  Manufacturers  of  De  Luxe  Needles 
ANSONIA,  CONN. 


DON'T  FORGET  THESE  FACTS 


Perfect  Reproduction  of  Tone  No  Scratchy  Surface  Noise 

PLAYS  I00-200  RECORDS 


Full  Tone 


Three  for  30  cents  (40  cents  in  Canada) 

LIBERAL  TRADE  DISCOUNTS 


Medium  Tone 
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NEW  WINDOW  DISPLAY  FEATURES  RECORDS  AND  THE  NEWS 

Display-O-Graph.  Combination  Record  Display  and  Pictorial  News.  Created  by  Arthur  J.  Palmer, 
Placed  at  Disposal  of  Talking  Machine  Dealers  to  Develop  Record  Trade 


Something  new  in  window  display  devices  for 
promoting  the  sale  of  phonograph  records,  es- 
pecially "slow  movers."  is  the  Display-O-Graph, 
a  combination  pictorial  and  record  display  fix- 
ture created  by  Arthur  J.  Palmer,  formerly  ad- 
vertising manager  for 


front  forms  a  frame  to  accommodate  the  il- 
histration  and  advertisement.  Attached  is  a 
supporting  easel  of  nickel  tubing  to  which  are 
attached  nickeled  arms  which  support  the  rec- 
ords in  such  a  manner  that  they  are  parallel 


Thomas  A.  Edison, 
Inc.  This  device  ha> 
already  made  its  de- 
but in  the  window  ot 
a  prominent  F  i  f  t  ': 
avenue  phonograph 
establishment  and  the 
higli  attention  vahu' 
of  this  display  is 
readily  estimated  by 
the  number  of  per- 
sons who  stop  to 
scrutinize  the  Dis- 
play-O-Graph. 

The  original  feature 
of  Mr.  Palmer's  in- 
vention is  the  com- 
bining, in  a  single 
unit,  of  a  windov.- 
"magnet"  in  the  form 
of  a  striking  current 
news  picture  or  inter- 
esting musical  sub- 
ject, hand-colored,  a 
story  about  the  pic- 
ture, the  dealer's  own 
advertisement  and  the 
actual  records  he  de- 
sires to  push.  The 
fixture  is  so  designed 
that  the  records  are  forced 
attention  of  the  passers-by. 

The  Display-O-Graph  is  made  of  solid  brass, 
heavily  nickel-plated  and  highly  polished.  The 


deep  over  all.  The  pictures  are  15;<i  in.  wide  by 
12%  in.  deep.  The  space  at  the  bottom  for  the 
dealer's  copy  is  15;4  in.  wide  by  6  in.  deep. 

With  the  Display-O-Graph  there  is  furnished 
a  newly  patented,  very  simple  hand-lettering 
device,  the  Vizagraph,  which  the  dealer  uses  to 
letter  in  his  announcement  in  the  white  space 
at  the  bottom  of  the  poster.  The  dealer  may 
also  use  the  Vizagraph  for  any  other  lettering 
about  his  establishment.  By  means  of  the  Viz- 
agraph he  can  produce  results  almost  equal  to 
professional  hand-lettering  after  very  little  prac- 
tice, it  is  claimed. 

Mr.  Palmer,  who  is  president  of  the  Pictorial 
Advertising  Service  Co>,  150  Nassau  street.  New 
York  City,  plans  manufacturing  and  selling  the 
Display-O-Graph  service  on  a  large  scale  to 
the  retail  talking  machine  trade. 


UNIQUE  METHODS  BRING  BUSINESS 


San  Antonio,  Tex.,  Concern  Stages  Tie-up  With 
Flour  Demonstrator  by  Supplying  Music — 
Follow-up  Mail  Produces  Results 


The  Display- 
tactfullv,  on  the 


0-Graph  Shown  Featuring  Records 
with  the  frame,  the  whole  making  a  complete 
tie-up  of  pictorial  display,  advertisement  and 
the  merchandise  referred  to  in  the  advertising 
The  size  of  the  frame  is  IS  in.  wide  bv  29  in. 


S-^N  Antonio,  Tex.,  Februarjr  4. — A  consider- 
;ible  volume  of  trade  is  attracted  to  the  talking 
machine  department  of  the  Fox  Co.,  this  city, 
because  of  the  unique  and  effective  methods 
employed  by  this  concern  to  bring  the  merits 
of  its  line  to  the  attention  of  the  public.  A 
typical  example  occurred  recently  when  a  tie- 
up  was  made  with  the  appearance  of  a  demon- 
strator in  this  city  who  was  showing  the  value 
of  a  brand  of  flour  in  public  demonstrations  in 
a  number  of  neighborhood  grocery  stores.  The 
Fox  Co.  supplied  a  musical  program  for  these 
occasions  and  as  a  result  secured  some  worth- 
while publicity.  These  affairs  were  followed  up 
by  sending  to  the  people  in  these  sections  a 
series   of   letters   and   other   publicity  matter. 


The  Brunswick  Phonograph  Shop,  at  27  East 
Third  street,  Williamsport,  Pa.,  has  been  sold 
to  W.  W.  House),  of  Woodbury,  N.  V. 


A  New  Model  in  the  Natural 
Voice  Line 


To  the  models  already  manu- 
factured to  meet  the  needs  of 
the  trade  -we  have  added  this 
new  style. 

The  NATURAL  VOICE  is 
a  high-quality  product  selling 
at  a  popular  price.  It  is  a  com- 
plete line  including  several 
period  models. 

Manufactured  by  expert 
cabinet  makers  it  has  achieved 
a  position  of  prominence  as  a 
sales  creator  and  profit  maker. 


Also  a  Full  Line  of 
Cabinets  Without 
Equipment. 

Write  for  Prices 


It  will  pay  you  to  investigate 
our  proposition. 


The  New  Style  No.  9  is  a  worthy  addition  to  this 
complete  line 


Natural  Voice  Phonograph  Co. 

ONEIDA,  NEW  YORK 
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QUALITY 

Counts  More  Than  Ever 


Motor 


77 


The  Famous  Motor  of  Quality 

Noiseless,  powerful,  steady 
and  continuous 

In  these  times  of  keenest  competition, 
Machines  equipped  with 

HEINEMAN 
QUAUTY  MOTORS 

will  invariably  be  the  winners 

General  Phonograph  Corporation 

OTTO  HEINEMAN,  Pres. 
25  West  45th  Street     New  York 
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Our  AAA  Quality 

India  Ruby  Mica 


DIAPHRAGMS 


Are,  without 


doubt,  the  finest  Diaph 
manufactured. 


ragms 


Samples  and  Prices  on  Request 

WILLIAM  BRAND  &  CO. 

27  East  22nd  Street  New  York  City 

Telephone,  Ashland  7868 


BUFFALO  BRUNSWICK  MEN  ORGANIZE 

Morris  Turcheon  Elected  First  President  of 
Brunswick  Dealers'  Association  of  Western 
New  York — Constructive  Addresses  Heard 


Buffalo,  N.  Y.,  February  7. — The  Brunswick 
Dealers'  Association  of  Western  New  York  was 
organized  at  a  recent  meeting  of  the  members 
at  which  Morris  Turcheon  was  elected  president 
and  Mrs.  Helen  Hammond,  secretary  and  treas- 
urer. The  first  meeting  after  the  organization 
was  the  luncheon  in  the  Statler  Hotel,  on  Feb- 
ruary 1.  The  meeting  was  well  attended  by 
representative  dealers  of  this  part  of  the  State 
and  officers  of  the  Cleveland  and  Chicago  offices. 
Through  the  organization  the  dealers  have  been 
assured  of  a  distributing  station  for  Brunswick 
records  in  Buffalo  and  are  working  hard  for 
a  local  distributing  branch  for  instruments, 
which  they  have  reasons  to  believe'  will  ma- 
terialize. 

Leslie  E.  King,  district  sales  manager  from 
Cleveland,  led  the  round  table  discussion  fol- 
lowing the  luncheon,  giving  a  very  instructive 
sales  talk,  in  which  he  advocated  the  Bruns- 
wick thrift  bank  and  emphasized  window  dis- 
plays to  push  slow-moving  models. 

Mr.  King  announced  the  convention  to  be 
held  some  time  in  the  early  Summer,  in  Cleve- 
land, at  which  there  will  be  three  highly  special- 
ized salesmen  of  national  reputation.  The 
Brunswick  Co.  plans  to  make  this  an  ideal  con- 
vention, to  be  held  yearly. 

Miss  Marion  Harris,  Brunswick  artist,  ap- 
pearing this  week  at  Shea's  Theatre,  attended 
the  meeting  and  gave  a  brief  talk  in  which  she 
said  she  was  in  vaudeville  for  the  sole  purpose 
of  making  her  Brunswick  records  popular. 

Mr.  Turcheon,  speaking  in  behalf  of  the 
organization,  said  that  with  a  local  distributing 
station,  dealers  in  this  territory  would  double 
their  sales  over  1922  this  year. 

Those  attending  the  first  meeting  of  the  or- 
ganization were  Leslie  L  King,  of  Cleveland; 
W.  C.  Hutchings,  general  sales  manager  of 
Chicago;  Ray  Kneeland,  of  Lockport;  Fred 
Walter,  of  Lancaster;  W.  J.  Gauhn,  Charles 
Markham,  H.  H.  Bury,  Mrs.  Helen  Hammond, 
of.  Graf  &  Johnson;  E.  F.  Braner,  of  Braner 
Music  Shoppe;  R.  M.  Armstrong,  of  Edwards 
Store;  J.  C.  Hereth,  of  J.  C.  Hereth  &  Co;  M. 
Turcheon,  Frank  Walpole,  of  Hoffman  Piano 
Co.;  Albert  Messersmith,  of  W.  H.  Messer- 
smith  &  Sons,  Inc.;  George  F.  Pinzel,  of  Ver- 
beck  Musical  Sales  Co.;  A.  E.  Carlson,  of  Carl- 
son Bros. 


HALL  NEEDLE  EXECUTIVE  IN  EAST 

H.  J.  Fiddelke,  manager  of  the  Hall  Mfg.  Co., 
Chicago,  manufacturer  of  Hall  fibre  needles, 
was  a  recent  visitor  to  New  York,  calling  upon 
some  of  the  jobbers  and  dealers  in  Eastern  ter- 
ritory. In  a  chat  with  The  World,  Mr.  Fid- 
delke stated  that  the  company  had  been  enjoy- 
ing a  very  satisfactory  business  for  the  past  six 
months,  and  that  the  sales  for  January  were 
well  ahead  of  last  year.  Mr.  Fiddelke  closed  a 
number  of  important  deals  on  his  trip  and  before 
returning  to  Chicago  visited  several  Eastern 
cities  en  route  home. 


NEW  VICTOR  SYMPHONIC  RECORDS 

Series  of  Orchestral  Records  of  Special  Value 
in  the  Teaching  of  Music  Appreciation  in  the 
Schools  Just  Issued  by  Victor  Co. 


Tlie  great  forward  steps  made  in  the  develop- 
ment of  music  appreciation  in  the  public  schools 
and  other  educational  institutions  of  the  coun- 
try, largely  through  the  medium  of  the  talking 
macliine  and  talking  machine  records,  has 
brought  with  it  a  demand  for  recordings  of 
music  of  the  symphonic  type.  It  is  largely  in 
response  to  this  definite  demand  that  the  Victor 
Talking  Machine  Co.  has  recently  issued  a  new 
series  of  orchestral  records  by  orchestras  of 
recognized  competence  and  under  the  direction 
of  conductors  of  reputation.  These  latest  re- 
leases include  Beethoven,  Symphony  No.  7  in 
A  Major,  first  two  movements,  consisting  of 
two  double  face  records,  made  under  the  baton 
of  Albert  Coates;  overture  to  Wagner's  "Meis- 
tersinger,"  in  two  parts,  symphony  orchestra 
conducted  by  Albert  Coates;  second  and  third 
movements  from  Ravel's  "Mother  Goose"  suite. 


two  parts,  under  the  same  conductor;  "Forest 
Murmurs,"  from  Wagner's  "Siegfried,"  sym- 
phony orchestra  conducted  by  Percy  Pitts,  and 
under  the  same  conductor  a  double  face  record 
of  "Siegfried's  Rhine  Journey"  from  "The  Dusk 
of  the  Gods";  and  Dukas'  "Sorcerer's  Appren- 
tice," in  two  parts,  conducted  by  Landon 
Ronald.  Along  the  same  lines  are  the  Grieg 
A  Minor  piano  concerto,  in  four  parts,  and  the 
Saint-Saens  Concerto  No.  2.  The  new  records 
are  of  a  character  that  will  make  them  of  un- 
usual value  in  school  work.  : 


PLANS  TO  REOPEN  IN  YOUNQSTOWN 

Thos.  Davis,  Whose  Store  Was  Burned  Out 
Recently,  May  Install  Talking  Machine  Line 

YouNCSTOWN,  C,  February  3. — Thomas  Davis, 
well-known  music  dealer  of  this  city,  whose 
place  of  business  was  gutted  by  fire  recently, 
causing  a  heavy  loss,  is  planning  to  reopen  his 
shop  as  soon  as  he  can  get  a  suitable  downtown 
location.  Mr.  Davis  formerly  specialized  in 
^-iolin?,  but  now  mav  include  talking  machines. 


Colin  O'Moore,  Vocalion  artist  and  widely 
famed  tenor,  sang  in  Lowell,  Mass.,  February  11. 


Listen,  Mr.  Jobber 

YOU  WANT  SELLERS 

a.  A  big  machine  is  possible. 

b.  The  purchasers  unable  to  buy  big  machines  will  buy  Portables. 
WHO  WILL  BUY  PORTABLES? 

a.  Those  financially  able  to  buy  big  machines,  will  buy  Portables. 

b.  The  following,  regardless  of  means,  will  buy  Portables: 

CAMPERS         CANOEISTS  AUTOISTS 

WHAT  PORTABLE  SHOULD  YOU  SELL? 

THE  "OUTING,"  because— 

a.  It  is  the  best  Portable  machine  made. 

b.  It    is    manufactured    the    most    economically — no  overhea 

watered  stock. 

c.  It  is  not  a  "seasonable"  Portable.     In  its  modest  dress,  splendid 

finish  of  mahogany,  walnut  or  fumed  oak,  it  is  an  all-year-round 
machine.  It  is  as  appropriate  with  Colonial  antique  furniture 
as  in  the  laborer's  cottage. 

WE  USE  OUR  JOBBERS  FAIRLY 

a.  We  continue  to  advertise. 

b.  We  have  sufficient  goods  on  hand  to  supply  wants.     We  do  not 

keep  you  waiting.  We  make  good.  We  are  not  going  out  of 
business,  but  we  are  continuing  to  grow.  We  are  here  to  stay. 
Why  build  up  a  trade  for  a  Portable  which  is  here  today  and 
gone  tomorrow? 


Xew  York  City 

Buffalo,  N.  Y. 
Boston,  Muss. 
Philadelphia,  Pa. 
Pittsburgh,  Pa. 
Ohio 

Atlanta,  Ga. 
Richmond,  Va. 
Cliicagro,  111. 
Louisville,  Ky. 
Davenport,  la. 
Des  Moines,  la. 
Indianapolis,  Ind. 
San  Franoiseo,  Cal 
Foreign  E.xport 


OliR  PRESENT  JOBBERS 

Cabinet  &  Accessories  Co.,  3  West  Kith  St. 
General  Phonograph  Corp.,  13  West  ISth  St. 
Bristol  &  Barber,  o  Ea-st  14th  St. 
Iroquois  Sales  Co.,  210  Franklin  St. 
A.  C.  Erisman  Co.,  174  Tremont  St. 
George  C.  Ulrich  &  Co.,  56  Ester  BIdg. 
Star  Phonograph  Co.,  G34  Grant  St. 
Vocalion  Co.  ot  Ohio,  Cleveland. 

Sterling  Roll  &  Record  Co.,  137  West  4th  St.,  Cincinnati. 
J.  K.  Polk  Furniture  Co.,  L'94  Decatur  St. 
Richmond  Sport  &  Specialty  Shop,  (516  East  Broad  St. 
M.  &  M.  Distributing  Corp.,  o  South  Wabash  Ave. 
Art  Embroidery  Co. 

Davenport  Phonograph  &  Accessory  Co.,  217  Brady  St. 
Duning  Co.,  303  Second  St. 
Stewart  Talking  Machine  Co. 
Walter  S.  Gray  Co.,  942  Market  St. 
Chipman,  Ltd.,  S-10  Bridge  St.,  New  York  City. 
Cable  address,  Chipmonk,  New  York. 


WE  WANT  MORE  JOBBERS 

If  this  machine  has  not  been  sold  in  your  territory, 
write  for  "Jobber's  Privilege" 


Outing 


TALKING  MACHINE  CO.,  Inc. 


A.  J.  COTE.  Preiident 

MT.  KISCO,  N.  Y. 
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HEAR  IT  NOW! 


LOS  ANGELES 

Business  Continues  Good — Sherman,  Clay  Officials  Visitors — 
Schireson  Bros.  Making  Extensive  Improvements— Month' s  N^ezvs 


Los  Angeles,  Cal.,  Februarj-  6. — Some  of  the 
tardy  reports  from  the  accounting  departments 
of  the  music  stores  in  regard  to  the  total  sales 
for  1922  in  the  talking  machine  departments 
served  to  confirm  previous  reports,  all  indicat- 
ing that  large  increases  were  registered  over 
previous  years.  January  has  been  a  good 
month,  although  a  few  reports  from  record  de- 
partments seemed  to  reveal  the  fact  that  after- 
holiday  buying  of  records  was  not  quite  so 
heavy  as  is  usually  the  case  at  that  time.  Deal- 
ers are  optimistic,  however. 

Sherman,  Clay  &  Co.  Officials  Here 

Andrew  McCarthy  and  Robert  Bird,  of  Sher- 
man, Clay  &  Co.,  visited  this  city  last  month, 
the  former  staying  for  a  day  or  two  only,  while 
the  latter  extended  his  visit  to  two  or  three 
weeks  and  made  a  trip  to  San  "Diego.  Mr. 
Bird,  who  was  for  some  time  in  Camden  with 
the  Victor  Talking  Machine  Co.,  and  who  is 
now  wholesale  manager  for  Sherman,  Clay  & 
Co.,  declared  that  he  was  very  much  impressed 
by  the  exceptionally  fine  line-up  of  handsome 
music  stores  and  declared  that  there  were  few 
towns,  if  any,  where  the  music  store  seemed  to 


dominate  the  main  downtown  section  as  in  the 
Los  Angeles  territory. 

Newlyweds  Paraded  in  Salt  Lake 
When  William  C.  Bell,  talking  machine  man- 
ager of  the  \\'ile3'  B.  Allen  Co.,  left  Los  An- 
geles for  Salt  Lake  City  last  month  he  looked 
forward  to  a  quiet  little  wedding  in  the  lat- 
ter city.  However,  four  strong,  resourceful 
brothers-in-law — brand  new  ones — willed  it 
otherwise  and  the  affair  developed  into  a  street 
parade.  Immediately  after  the  wedding  cere- 
mony Mr.  and  Mrs.  Bell  were  escorted  by 
bridesmaids  and  friends  to  a  waiting  limousine, 
into  which  they  stepped — the  groom  seating 
himself  at  the  wheel.  They  paid  no  attention 
to  an  emergency  truck  which  stood  in  front  of 
them,  until  a  crane  therefrom  suddenly  de- 
scended and  hooked  on  to  the  front  end  of 
their  car  and  raised  the  wheels  a  couple  of  feet 
in  the  air;  then,  with  a  conspicuous  banner 
proclaiming  that  they  were  newlyweds  and  with 
the  bride's  bouquet  prominently  displayed  on 
the  derrick,  the  parade  slowly  wended  its  way 
to  the  depot  amid  honking  of  horns  and  shrieks 
of  sirens.    The  streets  were  lined  with  smiling 


A   NEW  INVENTION! 
A  1923  TRADE  BOOSTER 


Amplifier  vibrators  are  placed  in 
tube  shown  in  illustration. 

Vibrators  are  of  same  material  as 
diaphragms  of  recorder  and  repro- 
ducer thereby  establishing  harmony 
of  vibration  between  recorder, 
reproducer  and  amplifier,  insuring 
purity  of  sound  reproduction. 

Manufacturers,  distributors  and 
large  dealers  are  invited  to  corre- 
spond with  us. 

Patents  have  been  granted  and  others 
are  pending. 

Write  for  Particulars 

MERSMATSr   &  COMPANY 

OTTAWA,  OHIO 


crowds,  who  watched  the  helpless  bride  and 
groom  pass  by,  while  the  latter  with  a  broad 
grin    essayed    to    comfort    his    blushing  com.- 
panion.     The  trade  extends  best  wishes. 
Schireson  Bros.  Enlarge 

Extensive  alterations  and  additions  have  been 
made,  and  are  still  under  construction,  at  the 
North  Main  street  store  of  Schireson  Bros.  The 
front  has  been  widened  by  the  addition  of  sev- 
eral feet  and  handsome  new  windows  have 
been  installed.  The  store  itself  has  been 
widened  considerabh'  and  six  new  record  dem- 
onstration rooms  are  under  construction,  while 
the  entire  interior  is  being  redecorated. 

Victrola  Manager  Has  Fine  Boy 

Mrs.  Burr  Shafer,  wife  of  Burr  Shafer,  of 
Shafer's  Music  House,  Santa  Ana,  has  been  for 
a  long  time  the  very  efficient  manager  of  the 
Victrola  department.  Last  month  a  little  boy 
was  born  to  Mr.  and  Mrs.  Burr  Shafer,  but  at 
the  earliest  possible  moment  the  latter  was 
back  in  charge  of  her  Victors  with  a  compe- 
tent nurse  at  home  taking  care  of  the  boy. 
This  arrival  makes  the  third  generation  of 
Shafer's  Music  House,  Robert  Shafer,  grand- 
father, being  president  of  the  firm  which  he 
founded  some  fifteen  years  ago. 

Vocalion  Artist  Gives  Demonstration 

Betsy  Jane  Shepherd,  popular  Vocalion  ar- 
tist, was  in  this  city  recently  and  visited  the 
Parmelee-Dohrmann  Co.'s  phonograph  depart- 
ment, where  Mrs.  H.  P.  Howard,  who  is  in 
charge,  induced  her  to  sing  several  selections 
with  her  Vocalion  records.  A  large  crowd  of 
store  customers  and  employes  applauded  her 
and  expressed  intense  interest  and  appreciation. 
■Walter  S.  Gray  Pays  Visit 

Walter  S.  Gray,  president  of  the  Walter  S. 
Gray  Co.,  distributor  of  the  Strand  phono- 
graphs and  of  phonograph  accessories,  spent 
several  days  in  this  city  last  month.  He  also 
found  it  necessary  to  purchase  a  new  hat  for 
J.  J.  Grimsey,  local  branch  manager,  in  order 
that  he  might  pay  a  bet  wagered  on  the  in- 
crease of  business  during  the  last  six  months 
and  while  Mr.  Grimsey  has  been  in  charge.  The 
increase  exceeded  100  per  cent. 

Remarkable  Increase  in  Sale  of  Periods 

J.  W.  Boothe,  general  manager  of  the  music 
department  of  Barker  Bros.,  in  commenting  on 
an  increase  in  sales  of  22  per  cent  for  1922 
over  those  for  1921  in  the  talking  machine  de- 
partment, stated  that  the  greatest  increase  was 
made  in  the  sale  of  period  models  and  con- 
soles. The  magnificent  new  department  which 
had  been  opened  early  in  1922  had,  of  course,  a 
great  deal  to  do  with  the  general  increase,  but 
the  demand  was  larger  all  the  time  for  period 
models,  especially  through  their  connections  as 
furniture  dealers  and  owing  to  the  fact  that  in- 
terior decorators  and  furniture  salesmen  were 
constantly  urging,  in  their  "Better  Homes" 
campaign,  the  installation  of  instruments  de- 
signed architecturally  to  harmonize  with  the 
rest  of  the  furnishings.  Mr.  Boothe  prophesies 
the  almost  entire  elimination  of  the  "upright" 
model  in  the  very  near  future. 
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New  Gennetts  Every  Week ! 

In  the  Blue  Label  Gennett  Records  are  released  the  latest  popular  songs  and  dance 
hits  and  standard  numbers.  Their  timeliness,  wide  range  and  quality  have  given  them 
tremendous  popularity. 

Gennett  Records  released  under  the  Green  Label  represent  the  highest  attainment 
in  the  art  of  sound  recording.  The  best  standard  numbers  come  under  this  label,  which 
assures  variety  in  selection,  perfect  reproduction  and  the  real  musicianship  of  the  artist. 

"First  and  Best  on  Gennetts"  is  the  slogan  today.  There  is  an  opportunity  for  you 
in  selling  Gennetts.-  Get  acquainted  with  them. 

GENNETT  RECORDS 

Manufactured  by 

THE  STARR  PIANO  COMPANY 

Kiclimond .  Indiana 

New  Tork — Clncagro — Los  Ang^eles — Birming:ham — Dotroit — Cincinnati — Cleveland — Indianapolis 

Boston — Lon<lon ,  Canada 
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It  is  said  the  aria  mio  tesoro  intanto,"  from  Mozart's 
opera  Don  Giovanni,  is  one  of  the  most  beautiful  in 
music.  Hackett's  radiant  interpretation  of  its  gently 
flowing  phrases  sets  a  new  high  standard  for  this 
classic.    Columbia  New  Process  Record  98047. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


BEN  BERNIE  A  VOCALION  ARTIST 

First  Recording  of  Ben  Bernie's  Orchestra 
Specially  Released  to  Chicago  Dealers  to  Tie- 
up  With  Artists'  Appearance  in  That  City 


SELECT  MUSIC  FOR  MEMORY  CONTEST 

Talking  Machine  Men,  Inc.,  Issues  List  of  Com- 
positions to  Be  Featured  in  Music  Memory 
Contest  in  Public  Schools  of  New  York 


The  first  recording  of  Ben  Bernie's  Orchestra, 
"My  Buddy"  and  "Flower  of  Araby,"  was  re- 
leased specially  to  Chicago  dealers  during  the 
appearance  of  this  aggregation  of  artists  there 
recenth'.  This  orchestra  recently  signed  a  con- 
tract   with    the   Aeolian    Co.   wherebv    it  will 


Ben  Bernie's  Orchestra  Recording 
record  exclusivel}'  for  Vocalion  Red  records. 
O.  W.  Raj-,  general  manager  of  the  Vocalion 
Red  record  division  of  the  Aeolian  Co.,  was  in 
Chicago  at  the  opening  of  Ben  Bernie's  appear- 
ance at  the  Palace  Theatre.  This  orchestra  is 
booked  for  a  ten  weeks'  tour  on  the  Keith  Cir- 
cuit, covering  Washington,  Pittsburgh,  Milwau- 
kee, Chicago,  St.  Louis,  Cleveland,  Buffalo, 
Providence  and  Boston.  Following  this  tour 
appearances  will  be  made  in  New  York  City. 

m 


The  Talking  Machine  Men,  Inc.,  the  organiza- 
tion of  talking  machine  retailers  of  New  York, 
New  Jersey  and  Connecticut,  has  just  issued  a 
list  of  sixty-seven  musical  selections  as  the  basis 
for.  the  music  memory  contest  to  be  conducted 
in  the  public  schools  of  New  York  City  through 

the  co-operation  of 
that  organization. 

The  list  is  a  com- 
prehensive one  and 
includes  the  more 
popular  composi- 
tions of  Grieg,  Mac- 
D  o  w  e  1  1,  Mendels- 
sohn, Rossini  and 
others  of  like  stand- 
ing, together  with 
folk  songs,  negro 
spirituals  and  works 
by  composers  of  the 
modern  school, 
for  Aeolian  Co.  The  music  mem- 

ory contest  will  be  held  in  May  this  year  and 
twenty  numbers  selected  from  the  list  will  be 
used  in  the  final  tests  to  determine  the  status 
of  the  contestants. 


SONORA  ART  POSTERS  PRAISED 

Tlie  February  art  posters  designed  by  the 
advertising  department  of  the  Sonora  Phono- 
graph Co.,  New  York,  for  use  by  Sonora  dealers, 
are  exceptionally  artistic  and  the  reproduction 
shown  herewith  hardly  does  justice  to  the  dis- 


onorii 


Brunswick,  Mo.,  recently  has  had  an  increase 
in  population,  Q.  Anne  Brunswick  and  three  of 
her  brothers  were  induced  to  settle  there,  per- 
suaded by  the  Taylor  Music  Co.,  of  Columbia, 
Mo. 


Artistic  Design  Pleases  Trade 

linctive  and  original  color  designs  that  charac- 
terize these  posters.  The  first  of  the  displays 
represents  a  scene  from  "Romeo  and  Juliet" 
?nd  the  second  of  the  February  art  posters  is 
based  on  the  Massenet  opera,  "Thais."  To  date 
this  series  numbers  twelve  posters  and  the 
Sonora  advertising  department  is  highly  grati- 
fied at  the  enthusiastic  reception  this  series  has 
received  from  its  dealers  and  the  public. 


Answer  this  Question — Edison  Dealers 


Claravox 


=        Instantly  Attached 


Diamond  Pointed 


When  correctly  reproduced,  does  the  average  phonograph  owner 
prefer  the  Edison  Record?  If  you  believe  in  your  product,  can 
you  fail  to  see  the  great  value  of  demonstrating  the  Edison  Record 
in  the  homes  of  ozuners  of  other  talking  macJiincs? 

It  is  impractical  for  a  house  to  house  canvasser  to  carry  an  Edi- 
son Talking  Machine  from  door  to  door ;  but  the  canvasser  will 
carry  the  Claravox  from  home  to  home.  And  he  or  she  will  make 
enough  money  in  commissions  from  the  sale  of  these  reproducers 
and  your  records  to  make  it  a  profitable  and  permanent  work. 

Remember,  the  Claravox  zvill  not  cut  or  injure  the  record.  It 
has  exactly  the  same  size  and  shape  of  diamond  point  and  is 
exactly  the  same  weight  on  the  record  as  the  original  reproducer 
for  playing  these  records,  and  you  can  make  the  sayne  demonstra- 
tions with  it  on  the  record. 

Order  your  Claravox  Reproducers  today  and  put  out  your  can- 
vassers now. 


THE  CLARAVOX  CO. 

Youngstown  OHIO 
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ReproducGr  ancfToriQ  Arm 


Exclusive  Features 

Plays  Edison  and  Pathe  Records  in  actual  Edison  position  and  with  a  fibre  needle. 

Made  in  8>4",  9^^",  lO^/o".  When  thrown  back  on  tone  arm  in  Edison  position,  the  re- 
producer lies  flat,  so  dome  cannot  touch  it  when  closed. 

Finished  in  nickel  or  gold  plate. 


Reproducer  in  position  to  play 
Edison  Records  with  Saffo 
point  or  fibre  needle. 


Shows  reproducer  thrown  back 
on  tone  arm  in  Edison  position. 
Dome  cannot  touch  it. 


Equipped  zvith  or  without 
Mute.  Mica  or  NOM-Y-KA 
Diaphragm. 


150-160  Whiting  Street 


CHICAGO,  ILLINOIS,  U.  S.  A. 
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I  Eijitok's  XuTi:. — This  i>  the  iwemy-third  of  a  series 
of  articles  by  William  Braid  White,  devoted  to  the  vari- 
ous interestinir  opportunities  which  prevail  in  the  domain 
ot  education  for  the  retailer  of  talking  machines.  The  sub- 
ject is  one  of  trreat  interest  and  we  commend  these  articles 
to  the  consideration  of  all  wlio  are  devoting  attention  to 
the  featurini:  and  develonint;  of  the  musical  possibilities 
of  the  talking.'  machine.] 


THE  MACHINE'S  VOICE  AND  OUR  EAR 


The  talking  niacliiiie  merchant,  dealer  or  sales- 
man is  engaged  in  the  definite  work  of  selling 
•  to  his  community  the  home  enjoyment  of  music. 
The  machines,  the  records  and  what-not  are 
merely  accessories  to  the  music  which  in  com- 
bination they  produce.  Each  is  complementary 
to  the  other.  VN'ithout  either  the  other  is  use- 
Together  they  form  the  best  means  ^^et 


devised  by  human  ingeimity  for  bringing  the 
finest  music  to  every  human  being. 

Naturally,  then,  every  intelligent  man  or 
woman  who  takes  up  the  business  of  selling 
machines  and  records  will  wish  to  become  prac- 
tically acquainted  with  the  vast  collections  of 
music,  in  every  sort,  every  style,  every  genre, 
which  are  to-day  available  in  so  many  editions, 
and  whose  numbers  are  increasing  steadily  day 
by  day.  Every  intelligent  salesman  or  sales- 
woman will  wish  to  become  acquainted,  not 
merely  superficially,  but  deeply,  with  a  goodly 
number  of  these  titles.  For,  on  the  one  hand, 
no  person  who  sells  music  ought  to  be  indif- 
ferent to  music.  One  who  is  indifferent  to  what 
he  or  she  sells  ought  to  be  selling  something 


else  more  interesting.  On  the  other  hand,  it 
is  impossible  to  acquire  a  mastery  over  one's 
selling  material  unless  one  is  able  to  make  the 
best  use  of  it,  that  is  to  say,  unless  one  can 
know. what  to  use  and  when  to  use  it  for  demon- 
strating or  for  proving  a  point  made  in  the 
sales  talk. 

Strong  Points  Must  Be  Known 

To  sell  rightly  any  talking  machine,  for  ex- 
ample, it  is  absolutely  necessary  to  know  the 
strong  points  of  that  machine,  if  its  sales- 
strength  is  based  upon  its  reproducing  powers. 
So,  too,  if  a  machine's  strength  is  based  upon 
the  fact  that  it  is  the  best  possible  reproducer 
of  a  given  line  of  records,  which  are  made  for 
it  and  for  which  it  is  made,  it  is  just  as  neces- 
sary to  know  why  this  is  so,  why  the  state- 
ments are  thus  made  about  it  and  what  these 
statements  in  fact  come  to. 

Thus,  in  every  type  of  talking  machine  which 
is  worth  handling  at  all,  there  will  be  found 
certain  features  of  a  musical  nature  which  ought 
to  be  thoroughly  grasped  by  every  salesman. 
Unless  they  are  grasped  the  advertising  na- 
tionally done  by  the  maker  will  not  be  tied  up 
with  the  retail  methods  of  the  dealer;  so  that 
there  will  ensue  much  waste  of  effort  and  con- 
sequent poor  selling  results. 

Use  Educational  Records 

In  studying  the  musical  values  of  any  talking 
machine  it  is  very  important  to  know  what 
records  to  use  and  how  to  use  them.  I  can 
imagine  no  better  introduction  to  the  study  of 
tlie  musical  values  of  a  talking  machine  than 
the  educational  records  which  are  published  by 
the  Victor  "talking  Machine  Co.  These  educa- 
tional records  have  been  devised  especially  for 
teaching  musical  appreciation  to  children  and 
to  students.  They  run  from  the  most  elemen- 
tary presentations  of  musical  ideas  to  complete 
works  chosen  because  of  their  value  in  teaching 
appreciation.  If  it  seems  to  some  that  I  very 
often  find  it  necessary  to  name  Victor  records 
in  dealing  with  these  matters,  the  answer  is 
that  if  there  were  anything  else  available  in 
this  particular  line  I  should  be  glad  to  name  it. 
However,  among  these  Victor  educational  rec- 
ords are  several  devoted  to  the  individual  voices 
of  the  instruments  of  the  orchestra.  Each 
record  contains  on  its  two  faces  eight  or  ten 
short  excerpts  of  music,  each  specially  suited 
to  bring  out  the  tone-quality  and  value  of  some 
special  instrument.  Thus,  one  record  has  on 
one  face  examples  of  the  sounds  of  violin,  viola, 
violoncello  and  contrabass.  The  other  side  has 
piccolo,  flute,  oboe,  clarinet,  English  horn  and 
bassoon.  Another  takes  the  brass  instruments 
and  tlie  percussions  (drums,  etc.)  Here  we 
have,  then,  every  needed  help  for  becoming 
thoroughly  familiar  with  the  musical  media 
through  which  composers  speak. 

How  to  Learn  to  Hear 

Now,  if  we  want  to  know  what  a  talking 
machine  will  do,  we  have  only  to  take  one  of 
these  records — or  any  other  one  like  it  which 
can  be  had — and  listen  carefully  to  the  voice  of 
one  or  two  instruments.  For  instance,  the 
violoncello  and  the  clarinet  are  two  very  good 
examples.  Let  us  listen  carefully  to  the  voices 
of  these  instruments.  When  we  are  sure  that 
we  know  the  voice  of  a  violoncello,  let  us  take 
one  of  the  string  quartet  records  by  the  Flon- 
zaley  Quartet  (Victor)  or  the  London  String 
Quartet  (Columbia)  and  see  if  we  can  clearly 
hear  in  our  talking  machine  the  voice  of  the 
\ioloncello  throughout.  If  we  can  hear  that 
voice  clearly,  then  we  may  say  that  one  of  the 
strong  points  in  our  talking  machine  is  its 
clarity  of  reproduction. 

Returning  to  the  clarinet,  let  us  take  a  record 
like  the  Toscha  Seidel  interpretation  of  the 
slow  movement  or  "Canzonetta"  from  Tschai- 


SALES 


REPEAT  THEMSELVES 
FOURTEEN  TIMES 

"More,  more,"  the  youngsters  cry  when  they  have  spent 
a  w^hole  day  prancing  to  the  tune  of  a  single  Bubble 
Book.'  And  mother  heeds  the  cry.  She  has  known  the 
difficulties  of  keeping  her  children  entertained  when  they 
must  remain  indoors.  She'll  not  deny  them  another,  and 
another,  and  yet  another  Bubble  Book.  There  are  four- 
teen "books  that  sing"  to  choose  from,  each  one  more 
amusing  and  instructive  than  the  last. 

Then  if  you  are  the  dealer  who  sold  this  mother  her  first 
Bubble  Book  she  will  come  to  you  for  more.   Through  a 

single  sale  you  have  earned  a  regular 
customer. 

Keep  your  Bubble  Book  stand  in  full 
view  where  your  customer  cannot  help 
seeing  it.  And  these  "books  that  sing" 
will  sing  for  you! 


3tlBBLE  300KS 

"that  Sing" 

Now  $1.00  a  Book  with  Three  Records 

By  RALPH  MAYHEW 
and  BURGES  JOHNSON 

Illustrated  by  Rhoda  Chase 

When  you  sell  one  you  sell  a  habit 
and  when  you  sell  a  habit  you're 
building  business. 


HARPER  &  BROTHERS,  BUBBLE  BOOK  DIVISION 


Established  1817 


Franklin  Square 
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Eddy  Brown,  the  greatest  of  American  Violin  Virtu- 
osi, has  recorded  two  gems  for  the  March  list,  Men- 
delssohn's sprightly  Capricietto  and  the  delicious 
Entr'acte  Gavotte  from  Mignon.  A-3766. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


kowsky's  violin  concerto,  where  there  is,  in  the 
orchestral  part,  a  very  fine  clarinet  passage  and 
where  the  clarinets  stick  out  often  in  the  accom- 
paniment. Let  us  listen  to  this  record  carefully, 
trying  for  the  time  to  put  out  of  thought  the 
lovely  haunting  strains  of  Toscha  Seidel's  violin, 
and  listening  for  the  orchestral  accompaniment 
only.  The  lesson  will  be  worth  while.  It  will 
teach  our  ears  something  they  usually  much 
need  to  learn — the  art  of  discrimination.  To 
acquire  this  art  will  be  of  the  utmost  use  in 
all  sales  work  which  depends  on  demonstration 
of  the  musical  values  of  a  talking  machine's 
reproduction. 

Take  another  case.  Let  us  listen  carefully 
to  the  voice  of  the  oboe  in  the  Victor  educa- 
tional record  mentioned  and  then  try  to  dig 
out  that  voice  from  the  rest  of  the  instruments 
in  a  simple  piece  like  the  first  movement  of 
Haydn's  Surprise  Symphony  (Victor)  or  the 
Scherzo,  from  Mendelssohn's  "Midsummer 
Night's  Dream"  music.  The  bitter-sweet'tones 
of  the  oboe  are  unmistakable  when  once  they 
have  been  isolated  in  one's  mind.  A  talking 
machine  which  shows  them  clearly  is  a  good 
talking  machine.  One  which  jumbles  them  up 
with  all  the  other  tones,  in  a  mess  of  mere 
noise,  is  a  bad  talking  machine. 

Every  Machine  Individual 

The  same  idea  can  be  carried  out,  of  course, 
in  a  dozen  different  ways.  The  point  with 
which  I  am  now  concerned  is  that  any  intelli- 
gent salesman  can  devise  ways  and  means  for 
learning  the  particular  strong  and  weak  points 
of  each  machine  he  is  selling.  He  can  then  be 
sure  in  the  work  of  demonstration  to  choose 
only  those  records  which  show  up  each  machine 
to  the  best  advantage. 

Of  course,  every  good  talking  machine  gives 
an  adequate  interpretation  of  all  music,  but  this 
does' not  in  the  least  alter  the  fact  that  each 
machine  has  its  own  strong  points.  Even  when 
a  machine  is  specially  designed  only  to  repro- 
duce the  music  of  the  record,  as  put  into  the 
record  by  the  artist,  and  is  specifically  said  not 
to  have  musical  values  of  its  own  apart  from 
the  records,  it  still  remains  that  some  individual 
styles  will  show  better  on  one  kind  of  music, 
and  some  on  another.  Some  will  be  better  for 
voice,  some  for  violin,  some  for  orchestra,  some 
for  band.  Experience  will  soon  show  that  this 
is  true. 

Needle  Discrimination 

Of  course,  the  intelligent  salesman  will  realize 
all  the  time  that  good  demonstration  demands 
the  co-operation  of  all  elements  in  their  due 
order  and  importance.  Not  only  the  machine 
but  the  record,  not  only  the  record  but  the 
needle,  must  be  right  for  each  demonstration. 
Take,  for  instance,  the  question  of  needles.  It 
is  very  easy  to  go  wrong  on  this  point  and  to 
make  certain  music  sound  very  inferior.  We 
have  been  in  stores  where  only  fiber  needles 
are  used  in  demonstrating.  This  is  a  good  idea, 
for  the  records  are  preserved  better  under  use, 
while  the  tone  quality,  though  characteristic,  is 
always  good.  But  where  steel  needles  are  used 
it  is  necessary  to  be  very  careful  how  we  choose 


for  each  type  of  record.  A  violin  record  should 
always  be  given  with  a  light  needle.  So  also 
should  voice  records.  Orchestra  is  usually  best 
with  medium  needles  and  only  band  records 
should  be  used  with  the  loud  needle.  The  rule 
is  to  choose  a  needle  according  to  its  rigidity. 
The  more  rigid  it  is  the  heavier  needs  to  be  the 
volume  of  vibratory  energy  which  passes  through 
it,  if  it  fs  not  to  act  more  as  a  damper  than 
as  anything  else.  Or,  to  put  it  in  another  and 
simpler  way,  one  should  always  use  the  lightest 
needle  which  will  give  a  good  reproduction. 
For  the  purpose  of  classification,  violoncello 
and  string  quartet  may  be  considered  equiva- 
lent to  violin,  string  quartet  and  small  orchestra 
may  be  considered  equivalent  to  small  chorus 
and  dance  orchestra  to  the  symphony  orchestra. 
Each  takes  the  needle  adapted  to  the  class  in 
which  it  is  for  this  purpose  associated.  Atten- 
tion to  these  important  points  will  help  in 
making  successful  demonstration,  which  is  the 
foundation  of  successful  selling. 

But  the  education  of  the  salesman's  ear  is 


always,  after  all,  the  most  important  thing. 
When  this  is  accomplished,  the  task  of  demon- 
stration becomes  a  pleasure  as  well  as  a  duty. 


DOVER,  0.,  STORE  TO  BE  CLOSED 

Linn  Hert  Co.  Unable  to  Obtain  Suitable  Loca- 
tion in  That  City 


Dover,  0.,  February  3. — Through  inability  to 
secure  a  suitable  location,  the  Linn  Hert  Co., 
home  furnishings  store,  maintaining  one  of  the 
largest  talking  machine  departments  in  this 
section  of  Tuscarawas  County,  will  be  discon- 
tinued April  1,  it  was  announced  this  week 
by  officials  of  the  company.  The  talking  ma- 
chine section  of  this  company's  store  at  New 
Philadelphia  will  be  enlarged,  following  the 
closing  of  the  Dover  store,  it  is  announced. 


Persistent  advertising,  regardless  of  space 
used,  is  a  real  business-builder.  Periodical 
splurges  do  not  bring  adequate  returns. 


FAMOUS  RACE  ARTISTS 


Just  read  down  the  list  of  names  and  ask  yourself 
if  you  can  afford  to  miss  the  chance  of  selling  rec- 
ords made  by  these  well-known  race  artists.  Rec- 
ords made  by  them  never  go  out  of  date;  they 
remain  live  articles  even  for  years  after  their  ap- 
pearance and  so  great  is  their  popularity  that  no 
dealer  who  hopes  to  cater  successfully  to  the 
colored  trade  can  do  without  them. 

In  our  relations  with  our  dealers  we  have  gained 
the  enviable  reputation  of  being  a  square  and  re- 
liable house  to  deal  with.  Our  complete  stock, 
not  only  of  records  for  the  colored  trade,  but  of  the 
full  line  of  Okeh  Records,  and  our  promptness  in 
delivery,  show  that  we  are  equipped  to  supply  live 
dealers  with  efficient  service. 

We  pay  especial  attention  to  our  new  dealers  and 
give  them  real  help  in  building  up  their  business. 

INDEPENDENT  JOBBING  CO. 
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Columbia  Mni  Entertained — L. 
R.  Steel  Resigns — Iroquois  Sales 
Co.  in  Larger  Home — The  Nezvs 


Buffalo,  N.  Y.,  February  8. — January  sales  of 
talking  machines  and  records  exceeded  the  ex- 
pectations of  even  the  most  optimistic  dealers 
and  jobbers.  With  the  unfilled  holiday  orders 
as  the  basis  of  new  year  business  dealers  began 
January  under  more  favorable  circumstances 
than  usual  and  new  business  developed  at  a 
rate  which  caused  no  end  of  surprises  among 
the  trade.  Record  business  is  showing  strong 
evidence  of  a  real  comeback  and  dealers  gen- 
erally report  January  business  the  best  for  this 
month  in  three  years. 

New  Victrola  Model  Popular 

C.  N.  Andrews,  Victor  wholesaler,  reports  the 
trade  receiving  the  two  new  Victor  models  with 
the  utmost  enthusiasm.  Orders  have  been  very 
heavy  and  retailers  are  confident  the  new  $100 
.  and  $150  machines  will  prove  real  leaders  in 
their  stocks  from  this  time  on. 

Neal,  Clark  &  Neal  Activities 

Frank  E.  Russel,  sales  manager  of  Neal, 
Clark  &  Neal,  reports  a  good  January  business. 
The  store  is  making  a  special  of  Victrola  model 
80,  which,  Mr.  Russel  says,  is  very  popular. 
The  record  department  is  thriving,  the  "Parade 
of  the  Wooden  Soldiers"  being  the  best  seller. 
Columbia  Men  Entertained 

As  a  result  of  finishing  third  in  the  Lake 
Erie  Triple  Alliance  contest  recently  conducted 
by  the  Bufifalo,  Cleveland  and  Detroit  Columbia 
branches,  which  closed  December  31,  the  Buffalo 
branch  had  the.  honor  of  entertaining  managers 
and  sales  forces  of  the  Detroit  and  Cleveland 
branches  for  the  week  end  of  January  13. 
'Midst  the  fun  and  frivolities,  Field  Sales  Man- 
ager Robert  Porter  conducted  a  real  up-and- 
doing  sales  meeting.  Mr.  Porter  was  presented 
with  a  hajidsome  traveling  bag,  at  the  banquet, 
in  appreciation  of  the  help  he  is  constantly 
extending.  Following  the  banquet  at  the  Iro- 
quois Hotel,  members  of  the  sales  force  pre- 
sented dialogues  and  entertainment  that  would 
have  done  credit  to  professionals.  On  Sunday 
Buffalo's  guests,  sixteen  strong,  visited  Niagara 
Falls  and  dined  at  the  Prospect  House,  Man- 
ager Haring  acting  as  toastmaster. 

Dealers  in  this  territory  are  enthusiastic  over 
the  wonderful  field  which  has  opened  up  before 


them  for  the  Columbia  new  process  records. 
.Sales  have  increased  beyond  all  expectations. 

A  Romance  in  Real  Life 

.\  real  Columbia  romance  culminated  on 
January  25  when  Milton  H.  Batz,  city  repre- 
sentative of  the  Buffalo  branch,  was  married 
to  Irene  Frechette.  Miss  Frechette  has  been 
on  the  staff  of  the  Braner  Music  Shoppe  of 
Buffalo  and  the  couple  met  through  Columbia 
interests.  The  personnel  of  the  Columbia  branch 
presented  the  couple  with  a  chest  of  silver  as 
a  wedding  gift. 

Van  &  Schenck  Score 

As  a  result  of  the  appearance  of  Van  & 
Schenck,  exclusive  Columbia  artists,  in  Syra- 
cuse, every  dealer  in  the  city  put  in  an  attractive 
Van  &  Schenck  window  and  the  couple  made  a 
visit  to  each  Columbia  dealer  in  the  city.  Van 
&  Schenck  records  have  gone  soaring  and  the 
demand  is  greater  than  ever. 

Columbia  dealers  visiting  the  Buff'alo  branch 
recently  were  Wm.  Liske,  of  Niagara  Falls; 
Alax  Lang,  of  Olean;  J.  W.  Beach,  of  Gowanda; 
Robert  Mann,  of  Warsaw;  H.  A.  Gasky,  of 
Eden;  J.  A.  Goldstein,  of  Niagara  Falls,  and 
San  Saeli,  of  Jamestown. 

Closed  Big  January  Business 

Charles  Hoffman,  president  of  the  Hoffman 
Piano  Co.,  who  has  a  large  department  devoted 
to  the  sales  of  Sonora  and  Brunswick  talking 
machines,  reports  this  has  been  the  best  Janu- 
ary in  the  history  of  the  store.  "We  have  not 
had  such  a  volume  of  business  for  January  in 
the  twenty  years  we  have  been  on  Main  street," 
Mr.  Hoffman  said.  "The  success  of  our  talking 
machine  department  has  been  overwhelming. 
We  are  handicapped  somewhat,  however,  by 
the  shortage  of  instruments  in  both  the  Sonora 
and  Brunswick.  We  have  every  reason  to  be- 
lieve this  will  be  one  of  the  best  years  in  our 
history." 

Doubles  Its  Sales  Records 
The  John  Shuler  Co.,  Inc.,  has  doubled  its 
sales  in  the  past  two  months,  Mr.  Shuler  says. 
They  report  especially  a  very  successful  month 
for  the  Sonora,  which  has  proved  their  leader. 
The  store  has  recently  been  enlarged  and  re- 
modeled and  is  now  one  of  the  best-equipped 
and  most  up-to-date  stores  of  its  kind  in  this 
part  of  the  State. 

Converted  Thrift  Into  Music  Week 
By  appropriate  advertising,  Buflfalo  music 
dealers  created  Music  Week  out  of  Thrift  Week. 
The  advertisements  called  attention  to  the  fact 
that  the  purchase  of  a  high-grade  talking  ma- 
chine was  one  of  the  best  ways  in  -which  to 


RECORD  MANUFACTURERS-THIS  YEAR  START  RIGHT 
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Iii>  nu>ney. 

Have  Yoi'   Tried  Our  Cotton  Flocks? 


CLAREMONT  WASTE  MFG.  CO. 


Claremont,  N.  H. 


practice  thrift.  The  wise  merchants  who  repre- 
sented themselves  in  these  advertisements  in- 
creased their  sales  to  a  large  degree. 

Changes  in  L.  R.  Steel  Co. 
L.  R.  Steel,  formerly  president  of  the  L.  R. 
Steel  Co.,  has  resigned  from  the  presidency  and 
directorate.  This  firm  is  interested  in  a  number 
of  difTerent  types  of  stores,  one  of  which,  it 
is  the  plan  of  Mr.  Steel,  is  to  be  a  home 
furnishing  store  with  musical  instrument  de- 
partments. Mr.  Steel's  plans  are  expected  to 
be  carried  out  by  the  comn-iittee  named  to 
represent  the  company. 

Complain  of  Victrola  Shortage 

"Bufl^alo  dealers  in  the  Victrola  are  com- 
plaining of  an  acute  shortage  in  the  popular 
models,"  says  O.  L.  Neal,  of  the  Buffalo  Talk- 
ing Machine  Co.  "Enthusiasm  over  prospects 
for  1923  is  running  high  and  a  number  of  Victor 
merchants  are  making  extensive  improvements 
in  their  stores." 

Larger  Quarters  for  Iroquois  Co. 

Manager  F.  D.  Clare,  of  the  Iroquois  Sales 
Co.,  reports  an  e.xcellent  demand  for  Strand 
machines  and  Okeh  records,  this  firm  being 
the  New  York  State  distributor  for  both  these 
products.  This  company  has  just  moved  from 
the  fourth  to  the  sixth  floor  of  the  King  &  Eisele 
Building.  The  new  quarters  are  larger  than 
the  old  and  have  many  advantages,  such  as 
location,  accessibility  and  sunlight.  They  are 
attractively  furnished  and  are  headquarters  for 
the  company's  dealers  who  visit  Buffalo.  "The 
models  selling  for  $115  and  $250  are  especially 
popular  just  now,"  said  Mr.  Clare,  speaking  of 
Strand  business. 

Some  Trade  Brieflets 

Alexander  Maisel  Co.,  951  Broadway,  will 
remodel  and  refurnish  the  entire  store  this 
Spring  and  will  handle  a  full  line  of  Victrolas 
and  records. 

The  talking  machine  store  of  H.  L.  Ricken- 
brode,  in  Westfield,  N.  Y.,  has  been  bought  by 
J.  L.  Thomas. 

The  J.  N.  Adam  Co.  held  its  annual  mid- 
Winter  ball  in  Elmwood  Music. Hall  recently. 
It  was  voted  one  of  the  most  successful  parties 
thev  have  ever  held. 


R.  H.  Seaman,  for  many  years  proprietor  of 
a  Victor  establishment  at  Broken  Bow,  Neb., 
has  sold  his  business  to  F.  E.  Taylor,  of  this 
citv. 


MOTORS 

Single  spring  motors  at  $2.50 
complete  to  be  used  for  port- 
ables, and  small  machines. 

Pleasing  Sound  Phono.  Co. 

204  E.  113th  Street 
New  York,  N.  Y. 
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TOLEDO 


Trade  Outlook  Good — Music  Mem- 
ory Contests  Help  Sale  s — Nezv 
Stores  and  Changes  of  the  Month 


Toledo,  O.,  February  6. — Trade  for  the  opening 
month  of  the  year  displaj'ed  gratifying  activity. 
Merchants  experienced  a  sales  volume  in  excess 
of  last  year  and  therefore  have  high  hopes  of 
attaining  a  normal  profit  basis  before  the  year 
has  advanced  manj'  months.  The  local  field  is 
particularly  free  from  cut  price  and  unscrupu- 
lous business  methods.  Most  of  those  engaged 
in  sharp  practice  have  been  discovered  by  the 
buying  public  long  ago  and  have,  as  a  conse- 
quence, gone  the  way  of  the  transgressor. 
Dealers  are,  therefore,  confident  of  multiplying 
the  success  of  the  early  weeks  of  1923  many 
times  during  the  months  to  come. 

A  number  of  stores  are  already  engaged  in 
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making  enlargements,  alterations  and  improve- 
ments, while  others  contemplate  an  early  ex- 
pansion. On  the  whole  the  situation  here  is 
of  the  forward  moving  type  and  is  full  of  an 
aggressive  as  well  as  progressive  spirit. 
Music  Memory  Contest  Helps  Record  Sales 

At  the  Toledo  Talking  Machine  Co.,  Victor 
wholesaler,  January  sales  were  above  those  of  a 
year  ago,  according  to  Charles  H.  Womeldorff. 
Record  sales  are  especially  good  with  dance 
selections  maintaining  the  lead. 

However,  at  the  present  time  high-class  selec- 
tions are  enjoying  a  most  favorable  sale  The 
reason  for  this  showing  is  that  throughout  the 
State  of  Michigan  and  parts  of  Ohio  and  In- 
diana schools  are  holding  music  memory  con- 
tests. These  events  stimulate  the  sale  of  rec- 
ords designated  by  the  school  authorities  to  a 
very  marked  degree. 

At  the  LaSalle  &  Koch  Co.,  January  trade 
recorded  an  increase,  Russel  W.  Moore,  in 
charge  of 'the  Victrola  Shop,  states.  The  Bobo- 
link song  and  story  record  books  are  finding- 
favor  with  the  clientele  here.  Each  book  con- 
tains notes  and  words  as  well  as  two  double- 
face  records.  R.  D.  Danforth,  formerly  manager 
of  the  department  here,  has  accepted  a  position 
as  road  representative  for  the  Brunswick  line 
of  machines. 

Record  Shop  Is  Moved  to  Findlay 

The  Compton  Bros,  record  shop  has  been 
moved  to  the  Findlay,  O.,  store.  This  is  one 
of  a  chain  of  phonograph  and  record  shops 
under  the  control  of  Compton  Bros.  Bruns- 
wick, Vocalion  and  Kimball  instruments  are 
dealt  in. 

Brunswick  Thrift  Banks  Popular 

At  the  J.  W.  Greene  Co.,  tlie  Brunswick 
Thrift  Bank  campaign  has  more  than  accom- 
plished its  original  purpose.  For  not  alone 
have  certain  members  of  the  family  taken  a 
bank  to  fill  but  in  a  number  of  instances  sev- 
eral members  of  the  same  household  are  each 
saving  in  this  manner  in  order  to  secure  the 
talking  machine  desired  as  quickly  as  possible. 

E.  A.  Kopf,  manager  of  the  department,  re- 
cently spent  some  time  in  Cleveland  investigat- 
ing the  various  record  filing  systems  in  use  in 
the  music  stores  there  with  the  idea  in  view 
of  adopting  one  of  them  in  the  new  section 
which  is  now  undergoing  extensive  alterations 
and  enlargements. 

John  McCoUister  has  joined  the  talking  ma- 
chine sales  force  of  the  J.  W.  Greene  Co. 

W.  W.  Smith,  president  of  the  company,  has 
been  in  New  York  attending  to  matters  in  con- 
nection with  the  new  store. 

The  Oriole  Terrace  Orchestra,  recording  for 
the  Brunswick,  which  was  booked  for  a  pro- 
gram of  dancing  at  the  Coliseum  under  the 
auspices  of  the  Greene  Co.,  has  been  booked 
over  the  Keith  circuit,  thus  cancelling  the  local 
dance  date. 

New  Store  on  St.  Clair  Street 

The  Colonial  Music  Shop,  which  conducts 
the  record  and  talking  machine  section  in  the 
Tiedtke  Bros.  Co.  department  store,  has  opened 
a  store  on  St.  Clair  street,  in  the  theatre  sec- 
tion. .  Gene  Golin  is  manager.  The  Pathe  line 
is  dealt  in. 

Activities  Result  in  Sales  Gains 

At  the  Home  Furniture  Co.,  Columbia  and 
Brunswick  dealer.  Miss  Helen  Canfield  reports 
a  large  increase  in  sales.  This  growth  will  reach 
nearly  100  per  cent,  it  is  said.  Window  dis- 
plays and  newspaper  advertisements  are  count- 
ed upon  to  produce  sales  volume. 

One  of  the  very  productive  sources  for  sales 
are  the  live  accounts,  of  which  every  depart- 
ment in  the  store  has  many.  These  customers 
are  solicited  at  regular  intervals,  and  the  store 
is  never  without  high-grade  prospects.  Another 
means  by  which  sales  are  kept  on  the  increase 
are  the  house  contests  among  salesmen.  Each 
$1  of  new  business  counts  as  one  point  in  the 
event.  Results  are  always  highly  gratifying. 
The  advertising  appropriation  has  been  in- 
creased recently,  therefore  several  new  activi- 
ties will  be  undertaken. 

{Continued  on  page  76) 


B 


A — An  ordinary  steel  needle; 
showing  hoiv  it  scores  the  record 
grooves. 

B — A  Sonora  Semi-permanent 
needle,  shozving  how  the  point 
maintains  Jiniform  width  as  it 
zvears  down  and  preserves  the 
records. 


Needles  that 
Sell  Themselves 

The  demonstration  above 
can  be  made  in  a  few 
seconds  and  once  under- 
stood by  the  customer,  he 
or  she  becomes  a  steady 
user  of 


STMt  PNSTRUMtNT  OF  QUALITY 
onoi 
CLEAR    AS    A  BELL 

Semi -Permanent 

NEEDLES 

The  income  made  from 
Sonora  Semi-permanent 
needles  is  a  considerable 
factor  every  year  to  dealers 
handling  them.  Put  them 
on  display  in  your  store, 
and  watch  them  go. 

Sonora  Phonograph 
Company,  Inc. 

279  Broadway       New  York 

Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 
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FnU  -  ing  in     love,    yes  fall    -    irig   Fall  -  ing  in     love      with  you  

Falling 

A  Fdscinaiin^  Ballad  Fox  Trot 

JEROME   H.  REMICK   &  CO. 

NEW  YORK.    ♦    CHIC^OO    ♦  DETRrOIT 


HAPPENINGS  IN  THE  TOLEDO  TRADE 

(Ci'iiliiiKCcI  jrinii   t"!/^'   ^5 ) 

Frank  Fleightner,  Cherry  street  Columbia 
dealer,  reports  a  50  per  cent  increase  in  sales, 
^lucli  of  his  trade  is  made  up  of  the  foreign  ele- 
ment, among  which  are  a  large  number  of  Ital- 
ians and  Syrians. 

The  Goosman  Piano  Co.,  Vocalion,  Bush  & 
Lane,  Columbia  and  Granby  dealer,  reports  a 
very  favorable  January  business.  The  method 
of  playing  one  slow-m.oving  record  for  each  cus- 
tomer has  resulted  in  reducing  delinquent  sell- 
ers at  least  15  per  cent,  Grace  Greenman  states. 
Columbia  Dealer  Opens  Branch 

J.  W.  Pietrykowski,  Junction  avenue  Colum- 
bia dealer,  is  opening  a  branch  store  on  La- 
grange street.  The  new  location  is  several 
miles  removed  from  the  first  store  and  in  an- 
other Polish  district.  While  a  large  number 
of  current  dance  numbers  are  sold  by  this  mer- 
chant, nevertheless  the  general  demand  is  for 
native  Polish  music  and  selections  of  more  than 
passing  interest.  The  Columbia  new  process 
record  is  achieving  wide  popularity  here. 

Rae  &  Maxwell  state  that  the  January  volume 
gives  promise  of  a  health}'  Spring  demand 
\  ocalion  and  Columbia  machines  are  dealt  in. 
Window  Display  Arouses  Interest 

At  Grinnell  Bros,  results  the  first  month  of 
the  year  were  encouraging,  R.  C.  Elwell  states. 


NOW 

To  the  Consumer 

RADIO  has  had  its  fling,  so  we 
will  get  back  to 

PHONOGRAPH  SUPPLIES 


The  LIDSEEN 

FIBRE  NEEDLE 

CUTTER 


Sharpens  the  needle  without 
removing   it   from  the  tone 
arm  of  the  machine 


Jobbers,  line  up  on  this 

LIDSEEN 

832-840  So.  Central  Ave.  CHICAGO 


.\  window  di^V'lay  here  of  the  $375  Louis  XV 
j\IodeI  Victrola,  with  ribbons  extending  from 
the  window  pane  to  the  machine  and  empha- 
sizing the  solid  mahogany  finish  tone  chamber, 
record  albums,  flat  top  and  gold-plating,  re- 
sulted in  arousing  more  than  usual  interest  on 
the  part  of  passers-by.  The  display  is  arranged 
on  the  unit  plan  and  gives  the  instrument  an 
opportunity  to  show  to  advantage. 
Kneisel  Co.  Opens  New  Vocalion  Department 

The  Kneisel  Music  Co.  opened  its  new  Vocal- 
ion department  to  the  public  on  February  1. 
During  the  opening  A.  I,ehman  sang  the  latest 
hits  and  presented  copies  of  sheet  music  free 
to  visitors.  This  efifort  was  coupled  with  ef- 
forts in  the  new  department.  Here  a  package 
of  needles  was  presented  to  each  customer  pur- 
chasing a  record.  This  linking  was  very  effec- 
tive, especially  with  regard  to  song  hits  which 
are  rendered  on  records.  Besides  records  and 
sheet  music,  music  rolls  will  figure  in  the  depart- 
ment tie-up.  Window  displays,  advertising  and 
salesmanship  will  each  have  an  important  part 
in  the  success  of  _the  new  section.  Miss  Angle 
Hankenhoff,  who  has  wide  experience  in  sell- 
ing musical  merchandise,  will  have  charge  of  the 
Vocalion  department. 

Talking  Machine  Shop  to  Move 

The  Talking  Machine  Shop,  J.  Frame  &  Son, 
proprietors,  341  Superior  street,  will  move  to  a 
new  store  at  611  Adams  street  March  1.  This 
location  will  give  it  greater  facilities  for  serv- 
ing patrons  and  permit  of  a  broader  merchan- 
dising policy. 

Plans  Enlargements 

At  the  Lion  Store  Victrola  rooms  the  Janu- 
ary volume  was  very  satisfactory,  A.  J.  Pete 
reports.  Timely  events,  such  as  the  local  ap- 
pearance of  noted  recording  artists,  are  one  of 
the  prolific  sources  of  sales  here. 

The  growth  of  this  department  is  making  it 
necessary  to  enlarge  the  section.  The  number 
of  demonstration  booths  will  be  doubled,  mak- 
ing in  all  about  twenty-five.  Special  rooms  for 
machines  will  also  be  a  feature.  The  entire  de- 
partment will  be  recarpeted  and  redecorated, 
and,  when  completed,  it  will  be  one  of  the  finest 
and  largest  in  the  State  of  Ghio. 

Introduces  New  Record  Checking  System 

At  the  Whitney-Blaine-Wildermuth  Co.  a  new 
record-checking  system  is  being  installed  which 
will  enable  the  house  to  keep  almost  a  perpetual 
inventory  of  the  record  stock  each  customer 
has.  It  will  also  assist  in  selecting  numbers  for 
patrons  and  will  give  a  correct  index  of  the  type 
of  music  a  customer  favors  and  buys  most  of. 
With  this  information  it  will  be  much  easier 
to  serve  a  patron  with  satisfaction  and  to  hold 
his  record  trade.  The  system  will  no  doubt  ce- 
ment many  customers  to  the  house.  Miss  M. 
Plotkin  states. 

At  the  Cable  Company  January  record  and 
machine  trade  recorded  a  volume  in  excess  of 
last  year.  The  middle-class  buyer,  with  a  sprin- 
kling of  the  upper  set,  is  doing  most  of  the 
buying  at  this  time,  A.  F.  Maag  reports. 

Frank  H.  Frazell,  Sonora  dealer,  is  linking 


his  store  with  the  advertising  drive  now  under 
way  by  the  manufacturers.  This  campaign  con- 
sists of  newspaper  and  poster  advertising. 


TALKING  MACHINES  IN  THEATRES 

The  Victrola  Featured  Very  EfTectively  in  Sev- 
eral Ohio  Cities  as  a  Part  of  the  Regular 
Programs  of  Various  Theatres 


Columbus,  O.,  February  3. — The  talking  ma- 
chine has  begun  to  play  a  prominent  part  in 
theatrical  programs  in  this  State,  following  the 
realization  by  dealers  that  the  theatres  offer 
an  excellent  means  of  publicity  for  their  prod- 
ucts when  the  campaigns  are  handled  properly. 

Through  an  arrangement  with  the  Keith  The- 
atre, at  Cincinnati,  the  Chubb-Steinberg  Co.,  of 
that  city,  gave  a  half-hour  program  on  the  Vic- 
trola. This  feature  is  part  of  the  regular  pro- 
gram and  is  designated  as  Act  "A." 

Realizing  the  advertising  possibilities  of  a 
Victrola  concert  in  connection  with  theatrical 
attractions,  especially  musical  stock,  the  Lyric 
Theatre,  Dayton,  O.,  is  using  the  Victrola  in 
the  lobby  of  the  theatre  in  presenting  the  mu- 
sical "hits"  of  the  coming  shows.  This  stunt, 
according  to  the  management  of  the  theatre,  is 
of  material  aid  in  calling  the  theatre-goers'  at- 
tention to  the  shows  that  follow. 

In  another  prominent  theatre  in  Dayton, 
where  one  of  the  Paul  Whiteman  orchestras 
called  the  "Romance  of  Rhythm  Orchestra"  ap- 
peared, the  Victrola  again  was  used  in  playing 
the  numbers  which  the  orchestra  later  offered. 
In  this  theatre  the  Victrola  was  placed  on  the 
stage.  The  House  of  Soward,  Victrola  dealer, 
of  Dayton,  is  responsible  for  this  novel  arrange- 
ment. 

At  another  time  the  same  orchestra  furnished 
the  music  for  a  dance  which  was  held  at  the 
Graystone  Hall,  also  in  Dayton.  There  again 
the  Victrola  was  given  a  prominent  place.  The 
numbers  by  the  orchestra  were  played  on  this 
machine  at  various  times.  More  than  5,000 
people  attended  this  affair. 


The  Royalton,  111.,  public  schools  are  hav- 
ing a  composition  contest,  the  subject  being 
"The  Victrola  and  Victor  Records."  The  Vic- 
tor dealer,  Ross-Haverly  Drug  Co.,  has  evi- 
dently been  making  a  public  impression. 


STYLUS  BARS 

(Any  Style) 

Stylus  Bar  and  Mfg.  Co. 

Clague  Rd. 
Bay  Village  OHIO 


Februar 
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S'     Xeiv  List  S7.).(l() 
Model  14 
Brown  Jtahograny 
or  Golden  Oak 
Music  Master  Horn, 
record  shelves 


New  List  SIOO.OO 
Model  n 
Brown  Mahogany  or 

American  Walnut 
Kound  Ivory  Horn, 
record   shelves,  gold 
equipment. 


Xew   List  i512.5.00 
Model  30 
Brown  JIahogany  Only 
Mnsic  Master  Horn 
Xo.   44   Motor,  record 
album  filin§r  device. 
.\11   exposed  parts  gold 
plated. 


$12.-). 00 
Model  200 
.\dam  Brown 
^fahogany 
Queen  Anne  Console 


No  Better  Tone  Instrument 
In  the  World 


- — ~  '-ry^ 


TWO 


"XT 


High  Grade  Lines  of  Phonographs 
With  a  Price  That  Will  Sell 


Every  instrument  on  this  page  is  ex- 
ceptionally good,  regardless  of  price, 
with  the  house  back  of  it  for  years. 

We  offer  you  phonographs  that  are 
masterful  in  their  perfection  of  high 
grade  cabinet  work,  exquisitely 
finished  by  skilled  workmen,  and 
when  you  sell  one  of  these  perfect 
tone  producing  instruments,  you 
prepare  the  way  for  another  sale. 

The  more  closely  you  analyze  our 
high  grade  construction,  combined 
with  perfect  tone  quality,  the  more 
fully  will  you  realize  its  unqualified 
value. 

Write  us  for  our  net  prices,  which 
are  exceptionally  low  in  large  or 
small  quantities  of  either  line. 

Player -Tone  Talking  Machine  Co. 

Office  and  Salesrooms 

967  Liberty  Avenue         Pittsburgh,  Pa. 


Model  40 
_^\ll   gold  equipment, 
with  o  record  filing 
albums.  .$130.00 


Model  30 
All  gold  equipment, 
with  5  record  tiling 
albums.  $13.5.00 


$1.)0.00 
Model  901 
All  Gold  Equipment 


S7.").00 
Model  701 
Mahogany  Only 


*  .Sioo.on 

Model  311 
Oak  or  Mahogany 


'§110.00 
Model  314 
Oak,  Mahogany  or  AValnut 


S123.00 
Model  316 
Oak  or  3Iahogany 
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INDIANAPOLIS 

Price  Rt'ihictions  Fail  lo  Lint'  Discriminating  Buyers — Quality 
in  Demand — Excellent  Biisi)iess  in  Evidence — N^ezi-s  of  the  Month 


IXDiAXAPOLis.  Ixp..  February  7. — The  largest 
increase  in  talking  machine  business  for  Janu- 
ary reported  by  any  Indianapolis  dealer  was 
enjoyed  by  Walter  J.  Baker,  of  the  Bruns- 
wick Shop.  Mr.  Baker  took  charge  of  tlie 
Brunswick  Shop  in  February,  1922,  and  each 
month  since  that  time  he  has  reported  a  stead- 
ily increasing  business.  On  the  15th  of  last 
month  his  books  sliowed  that  the  month's  busi- 
ness had  reached  tlie  total  of  that  done  in  Janu- 
ary, 1922,  so  that  his  total  for  the  entire  month 
was  far  above  tliat  of  the  previous  January. 
His  record  business  for  January  was  next  to 
that  of  December  in  volume,  ^Ir.  Baker  reports. 
He  stimulated  record  sales  largely  by  the  em- 
ployment for  three  da>'~  of  "OtU-on,"  the  liuniaii 


automaton,  who  attracted  the  attention  of  vast 
crowds  by  the  manner  in  which  he  handled 
Brunswick  records. 

He  declared  that  the  only  sound  basis  on 
which  to  build  a  business  is  that  of  conservative 
merchandising  methods  wliereby  real  value  is 
olTered  for  a  fair  price  and  reasonable  terms. 
.A.  period  of  several  months  past  during  which 
the  most  extraordinary  terms  have  been  offered 
lo  talking  machine  buyers  by  dealers  in  well- 
known  makes  of  machines  has  done  much  to 
help  his  business,  Mr.  Baker  says.  "People  are 
becoming  skeptical  of  merchandise  that  is  sold 
on  any  other  than  a  conservative  basis,"  he  ex- 
plained. "I  know  of  several  sales  we  have  made 
that    came    to   u^    rhiefl\-   because    the  bu\-ers 


AN  OPINION 


UNSOLICITED 


i^iffiti  ^^^^ 


) RECORDS 


10W«  CITY.  lOWfl 

23.  1923. 


'Mutual  Phono  Parts  llfg-  Cor.  . 
149  LaFayette  St.  , 
^s-s  vorlc.  E.Y. 

«  ro    l-A  tonearn,  wliich  yot  sent 
receivea  yo^  improved  ^-^  ^         a^sire  to  complxnent 
fo  us  for  examination  and  tryout  an 
^^efif l/faertonearn^U  portable  phonographs. 

,lthou.h  we  MVS  ^-^^^  cho^ronf^fthought  Al. 
II  Lve  seen  feSures.  your  tonearm  excels  xn 

former  tonearm  presents 

Portable.  „„j +o-hip  for 

.e  in  the  mar.et  at  P-^LfraVornt^to^^nl'^ou  an 

°f.-/tonfa?m\^  -e  in  the  future. 

n  ■  ze  ^hat  you  have  left  nothing  undone  ^-J^^^^lTrT- 

reedy  and  ahundant  marlcet. 


Yours 


ruLy. 


No.  l-A  TONE  ARM 

Sizes  614,  7}/2  and  8]/2  Inches  for  Portables  and  Uprights 

Mutual  Phono  Parts  Manufacturing  Corp. 


149-151  LAFAYETTE  STREET 


NEW  YORK  CITY 


The  Russell  Gear  &  Machine  Co.,  Ltd.,  1209  King  St.,  West,  TORONTO, 
CAN.,  Exclusive  Distributors  for  Canada  and  All  Other  British  Possessions 


wanted  to  buy  a  talking  machine  and  not  terms." 
Public  Buying  Instruments,  Not  Prices 

The  same  explanation  of  exceptionally  good 
business  is  offered  by  Edward  L.  Mayer,  man- 
ager of  the  Sonora  department  of  the  Kiefer- 
Stewart  Drug  Co.,  and  C.  H.  Becherer,  of  Chas. 
Mayer  &  Co.,  Indianapolis  retailers  of  Sonora-s. 
Both  dealers  assert  that  aloofness  from  the 
widely  accepted  plan  of  offering  reduced  prices 
and  all  sorts  of  terms  has  been  reflected  in  the 
Sonora  business  to  the  extent  of  substantial  in- 
creases in  sales  and  a  marked  quickening  of 
popular  interest  in  the  machine.  The  most 
noticeable  demand  is  for  period  models,  they 
say,  while  stocks  of  all  models  are  so  reduced 
as  to  make  their  problem  now  one  solely  of  ob- 
taining from  the  factory  such  machines  as  have 
been  ordered. 

Big  Sonora  Demand 

Mr.  Alayer  sa\s  tiiat,  according  to  reports 
made  by  Frank  J.  Coupe,  vice-president  and 
sales  manager  of  the  Sonora  Co.,  and  Mr.  Er- 
vin,  of  the  field  force,  who  were  visitors  to  In- 
dianapolis early  in  January,  the  Sonora  busi- 
ness is  exceptionally  good  throughout  the  coun- 
try. Both  men  reported  that  'the  factory  is 
hard  pressed  to  keep  up  with  the  demand  and 
that  prospects  are  for  an  unusually  big  year. 
Planning  Sales  Development 

A.  C.  Hawkins,  manager  of  the  Indianapolis 
Talking  Machine  Co.,  devoted  a  large  part  of 
his  time  in  Januarj'  to  the  taking  of  his  inven- 
tory. His  sales  of  machines  last  year  were  con- 
siderably over  the  sales  of  the  year  before,  he 
said,  and  he  is  laying  plans  for  the  develop- 
ment of  a  corresponding  increase  for  the  com- 
ing year.  Recently,  Mr.  Hawkins  says,  his  busi- 
ness in  dollars  and  cents  has  been  cut  to  a 
noticeable  degree  by  the  fact  that  the  new 
Victor  flat-top  model,  No.  210,  selling  at  $100, 
is  so  popular  that  many  buyers  are  taking  it, 
whereas  they  had  expected  to  buy  higher-priced 
machines. 

Mild  Winter  Encourages  Rural  Business 

H.  G.  Anderson,  general  sales  manager  of  the 
Phonograph  Corp.  of  Indiana,  Edison  whole- 
sale distributor,  on  his  return  from  a  trip 
through  the  southern  Illinois  part  of  the  com- 
pany's territory,  reported  that  the  morale  among 
the  farmers  is  most  encouraging.  A  mild 
Winter  has  worked  wonders  in  building  up  con- 
fidence and  in  developing  business  in  all  lines, 
he  said.  Console  models  are  growing  in  favor 
among  the  farmers,  according  to  Mr.  Ander- 
son, while  an  extraordinary  feature  of  the  rural 
trade  is  that  the  most  popular  instrument  is  the 
Chippendale,  the  official  laboratory  upright 
model  selling  at  $295. 

"We  are  very  optimistic,"  Mr.  Anderson  said. 
"With  conditions  so  good  in  the  rural  districts 
there  is  no  doubt  but  that  we  will  have  an  ex- 
ceptionally good  year.  The  new  method  of 
releasing  Edison  records  without  reference  to 
any  particular  month  is  assisting  the  dealers 
very  materially  in  building  up  their  record  busi- 
ness. The  system  is  proving  that  when  rec- 
ords were  known  as  January,  February  or 
March  releases  they  more  quickly  became  less 
saleable  than  now,  when  irew  releases  will  for  a 
long  time  be  known  as  the  latest  hits.  Order- 
ing of  records  now  is  more  consistent  than  for- 
merly and  business  is  gradually  increasing." 
Bright  Kimball  Outlook 

Kimball  phonograph  business,  as  conducted 
through  the  Capital  Paper  Co.,  distributor,  will 
continue  during  the  next  few  months  under  its 
own  momentum,  according  to  C.  F.  Kahn.  Dur- 
ing this  period  there  is  little  to  be  gained  from 
attempting  to  force  sales,  Mr.  Kalin  said.  He 
reported  that  throughout  the  territory  dealers 
have  entered  upon  a  year  that  gives  promise  of 
being  the  best  they  have  had  since  the  war. 
Contest  Builds  Sales 

I.  B.  Landman,  manager  of  the  Kimball  de- 
partment of  the  Phoeni.K  Furniture  Co.,  has 
just  ended  a  prize  contest  running  three  months, 
which  resulted  in  such  an  increase  in  talking 
machine  sales  that  the  same  plan  is  to  be  taken 
up  in  other  departments  of  the  store  during 
the  year.   During  Mr.  Landman's  contest  every 
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person  who  purchased  goods  in  any  department 
was  given  a  numbered  ticket  with  every  dollar 
represented  in  the  purchase.  At  the  expiration 
of  the  contest  a  talking  machine  was  presented 
to  one  of  the  ticket  holders.  Mr.  Landman  re- 
ports that  several  thousand  dollars  worth  of 
machines  were  sold  directly  as  a  result  of  the 
contest.  It  was  explained  to  every  purchaser  of 
a  machine  that  under  certain  conditions  the 
money  paid  on  the  purchase  would  be  returned 
to  one  of  them. 

Advertising  Sells  Victrolas 

Miss  Minnie  Springer,  manager  of  the  Vic- 
trola  department  of  the  Taylor  Carpet  Co.,  says 
that  the  business  of  her  department  during 
January  was  practically  double  the  business  of 
the  department  in  Januarj',  1922.  She  credits 
this  increase  to  the  fact  that  she  has  continued 
to  promote  a  consistent  advertising  campaign 
in  the  newspapers. 

Cheery  Reports  of  Business 

F.  R.  Follis,  manager  of  the  Victrola  depart- 
ment of  L.  S.  i\yres  &  Co.,  reports  a  January 
business  slightly  ahead  of  the  previous  Janu- 


Radio  and  phonograph  com- 
bined In  the  LYRADION— 
your  customers  will  prefer 
this  line 


Lyradion  Italian  Renaissance 

Combination  radio  and  phonograph.  A  beautiful 
hand-carved  cabinet  in  polychrome  finish  for  large 
homes  and  clubs.  Wired  for  Westinghouse  "set" 
or  complete  with  Lyradion  5  stage  non-regenera- 
tive set.  All  instruments  and  batteries  completely 
housed. 

Radio  enthusiasts  are  expressing  their  pref- 
erence for  the  Lyradion  line  of  attractively 
housed  radio  sets  in  no  uncertain  terms. 
While  the  lady  of  the  house  has  tolerated 
the  old  method  of  placing  batteries  and  sets 
on  the  library  table  and  floors  as  a  matter 
of  necessity  m  the  past,  she  is  now  demand- 
ing the  attractive  Lyradion  combination 
radio  and  phonograph  completely  housing 
instruments  and  batteries  and  oflfering  dual 
and  perpetual  entertainment  features.  Be- 
sides these  attractive  cabinets  harmonize 
with  the  furnishingo  of  the  modest  as  well 
as  the  most  luxurious  home  surroundings. 

The  wonderful  Seabrook  amplifying  horn 
used  on  all  models  is  responsible  for  the  re- 
markable reproducing  qualities  of  Lyradion 
instruments.  This  horn  employs  entirely 
new  principles  of  sound  reproduction  which 
are  fully  protected  by  basic  U.  S.  patents. 

Lyradion  cabinets  can  be  furnished  wired 
complete  for  Westinghouse  two-stage  R.  C. 
sets  or  with  Lyradion  five-stage  non-re- 
generative receiving  sets. 

Territory  is  being  rapidly  allotted — dealers  or 
jobbers  should  write  or  wire  immediately  for 
proposition. 

Lyradion  Manufacturing  Co. 
Mishawaka,  Indiana 

KENYON  W.  MIX.  Director 


ary,  with  returns  from  the  record  business 
showing  the  greatest  gain.  He  says  he  was 
especially  successful  during  the  early  part  of 
the  month  in  disposing  of  discontinued  lines 
of  Victrolas  through  a  special  sale. 

According  to  C.  P.  Herdman,  manager  of 
the  talking  machine  department  of  the  Baldwin 
Piano  Co.,  the  January  business  was  the  best 
of  any  January  in  the  history  of  the  depart- 
ment. Demand  for  Brunswicks  and  Colum 
bia  Grafonolas  was  excellent. 

Business  was  brisk  during  the  mtsnth  in  Starr 
talking  machines  and  Gennett  records,  accord- 
ing to  T.  H.  Bracken,  manager  of  the  Stan 
Piano  Co.  He  says  that  the  record  business 
particularly  was  good,  the  volume  of  sales  be- 
ing close  to  that  of  December,  which  was  the 
company's  record  month. 

Visitors  to  Widener's 

L.  Nabers,  head  of  the  record  department 
of  the  Columbia  Graphophone  Co.'s  branch  at 
Cincinnati,  and  R.  H.  Woodford,  the  Cincin- 
nati branch  manager,  were  visitors  for  a  few 
days  with  W.  G.  Wilson,  manager  of  Wide- 
ner's Grafonola  Shop.  They  reported  Colum- 
bia business  throughout  this  part  of  the  country 
to  be  cause  for  encouragement  in  the  belief  that 
1923  will  develop  a  marked  increase  of  sales. 
Cleans  Out  "Turned-in"  Stock 

Walter  E.  Kipp,  of  the  Edison  Shop,  pro- 
moted what  he  advertised  as  "Our  first  bar- 
gain sale"  in  January,  and  thereby  disposed  of 
a  large  portion  of  a  $7,000  stock  of  machines 
exchanged  for  Edisons.  The  sale  continued  nine 
days.  Mr.  Kipp  said  the  best  that  could  be  said 
in  favor  of  such  a  sale  was  that  it  provides  the 
only  means  by  which  the  retailer  can  dispose  of 
"trade-ins."  Factories  should  establish  clear- 
ing houses  for  the  disposition  of  the  various 
lines  obtained  by  retailers  in  this  manner,  he 
said. 

"  'Trade-ins'  have  been  a  curse  to  the  indus- 
try," Mr.  Kipp  asserted,  "and  they  will  continue 
to  be  that  so  long  as  the  trade  is  harassed  by 
cheap  instalment  terms.  A  certain  percentage 
of  goods  sold  in  that  way  is  bound  to  come 
back.  The  cheaper  the  terms  the  less  likelihood 
there  is  of  making  the  returned  machines  ap- 
pear like  new.  Those  purchasers  who  cannot 
pay  reasonable  amounts  for  their  machines  will 
have  no  consideration  for  the  goods  they  buy. 
Too  many  accounts  also  are  oversold  by  sales- 
men who  should  consider  their  customers,  and 
more  frequently  urge  smaller  down  payments 
and  instalments  on  lower-priced  machines." 


SONORA  FEATURED  IN  NOVEL  WAY 

Period  Models  Displayed  in  Unusual  Manner 
by  Decoster  Bros.,  Jeannette,  Pa. 


Jeannette,  Pa.,  February  5. — While  it  is  true 
that  there  are  many  small  objects  in  the  fore- 
ground of  the  display  illustrated  and  many 
dififerent  kinds  of  instruments  presented,  never- 
theless this  window  featured  by  Decoster  Bros., 


How  Decoster  Bros.  Feature  Sonora 

of  this  city,  Sonora  dealers,  is  an  effective 
presentation  of  the  Sonora  period  line.  The 
window  had  so  many  objects  featured  that  there 
was  something  interesting  to  everybody  who 
passed  and  there  is  no  doubt  but  that  the  word 
Sonora  was  featured  to  excellent  advantage  in 
this  unusual  display. 


Over  500,000 
Gold  Seal  Repeaters 
Sold  During  1922 


WORTH  OF  PLEASURE 
YOUR  MONEY  CAN  BUY 


J 


UST  lay  it  on  the  record. 
Nothing  to  adjust. 

It  replaces  the  needle  more 
gently  than  any  human  hand 
can  do. 

The  Gold  Seal  Repeater  is 
made  of  fibrous  material  -which 
can  not  possibly  hurt  the  rec- 
ord. 

It  will  never  -wear  out.  Ever- 
lasting satisfaction  goes  with  it. 

No  heavy  metal  device  to  fall 
out  of  one's  hand  and  smash 
the  record. 

Nothing  to  rust  or  get  out  of 
order. 

No  chance  of  injuring  the 
reproducer,  which  a  metal  re- 
peater in  time  is  sure  to  do. 

No  bearings  to  wear  out  or 
rattle. 

No  parts  to  be  oiled  or  lubri- 
cated. 

The  surest  and  safest  repeat- 
ing device  on  the  market. 

No  metal  touches  the  record. 

It  is  as  light  as  a  feather,  but 
durable. 

From  your  jobber  or  sent  pre- 
paid by  Parcel  Post.  Dealers' 
discount  40%. 

Patented  Nov.  10,  1916;  Feb.  29,  1916; 
May  2,  1922.  Other  U.  S.  Patents  Pending. 

GOLD  SEAL  CO.,  Inc. 

105  West  40tli  Street,    New  York.  N.  V. 
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MANY  BUSINESS  CHANGES  IN  THE  TORONTO  TERRITORY 

O.  Wagner.  Wholesale  Manager  for  R.  S.  Williams  &  Sons  Co  .  Resigns — New  Stores  Opened— 
Effective  Record  Display — Dealers  Add  New  Lines — Other  News  of  the  Month 


Toronto,  Oxt.,  February  7— O.  Wagner,  who 
for  sixteen  years  has  been  connected  with  the 
house  of  R.  S.  WiUiams  &  Sons  Co.,  Ltd., 
latterly  in  the  position  of  manager  of  the  firm's 
wholesale  department  and  president  of  the 
Canadian  Phonograph  Manufacturers'  .Associa- 
tion, has  resigned.  As  a  token  of  the  esteem 
in  which  he  was  held  the  firm's  staff  presented 
iiim  with  a  handsome  gold  watch,  while  a  num- 
ber of  his  most  intimate  colleagues,  including 
officials  of  the  company,  gave  him  a  compli- 
mentary dinner  at  the  home  of  A.  Town- 
son,  one  of  the  company's  staff.  Mr.  Wagner, 
who  has  always  taken  a  deep  interest  in  the 
phonograph  business,  has  not  announced  his 
future  plans. 

A  new  music  store  on  Bloor  street,  West 
Toronto,  is  Harmony  Hall,  opened  up  by  the 
proprietors  of  the  Central  Victrola  Parlors,  362 
College  street.  In  addition  to  a  substantial  line 
of  sheet  music  and  small  goods  the  store  car- 
ries His  Master's  Voice-Victor,  Brunswick 
and  Sonora  lines. 

\V.  Milligan,  manager  of  Heintzman  &  Co., 
Ttd.,  St.  Thomas  branch,  recently  sold  two 
portable  Victrolas  to  the  public  schools  there 
and  is  now  after- other  educational  prospects. 

A.  E.  Landon,  Canadian  manager  of  the  Co- 
lumbia Graphophone  Co.,  this  city,  who  was  re- 
cently in  the  Maritime  Provinces,  is  at  present 
on  a  visit  to  western  Canada. 

A.  R.  Blackburn  &  Son,  of  480  Yonge  street, 
have  devised  a  very  effective  way  of  displaying 
ihe  new  His  Master's  Voice  records  in  their 
store  window.  It  consists  of  a  piece  of  beaver 
board  about  ten  feet  long  and  five  feet  wide, 
covered  with  white  cloth,  to  which  the  records 
■  are  fastened  with  large  brass  fasteners.  Many 
record  sales  resulted. 

N.  Cohen,  president  of  the  Wall-Kane  Needle 
Mfg.  Co.,  Inc.,  Brooklyn,  N.  Y.,  is  at  present 
on  an  extended  business  trip  throughout  Can- 
ada, renewing  old  trade  acquaintances. 

McCormick's  Drug  Store,  of  Ford,  Ontario, 
has  opened  a  branch  store  in  Ford,  at  the 
corner  of  Ottawa  and  Janisse  streets,  with  a 
complete  line  of  Victrolas. 

W.  Glover,  druggist  of  Islington,  Ont.,  has 
placed  on  his  floor  a  representative  stock  of 
Starr  phonographs  and  Gennett  records. 

Dealers  in  Ontario  are  enthusiastic  about  the 
sales  possibilities  of  the  recent  complete 
"Mikado"  opera  issued  on  His  Master's  Voice- 
Victor  records.  This  set,  with  the  Victor  Health 
.Exercises,  is  a  splendid  stimulus  to  the  cash 
register  these  days. 

Recent  incorporations  include  the  Beattie 
Automatic  Phonograph  Co.,  Ltd.,  of  this  city. 

Grinnell  Bros.,  of  Windsor,  Ont.,  have  been 
going  very  strongly  after  educational  prospects 
for  the  Victrola  25  (special  school  Victrola). 
So  far  they  have  succeeded  in  putting  eight 
Victrolas  in  the  schools  of  Windsor,  the  last 
one  being  placed  in  the  Prince  Edward  School 
there  a  few  days  ago. 

An  important  innovation  in  connection  with 
its  business  has  been  made  by  the  R.  S.  Wil- 
liams &  Sons  Co.,  Ltd.,  Toronto,  in  the  appoint- 
ment of  Alfred  Bruce  to  the  position  of  music 
supervisor  for  their  store. 

Much  of  the  activity  in  Columbia  circles  just 
now  centers  around  the  announcement  by  the 
Columbia  Graphophone  Co.  of  the  New  Process 
records.  A.  E.  Landon,  Canadian  Columbia 
manager,  and  his  staff  at  Toronto  headquarters 
are  enthusiastic  over  this  improved  product. 

The  Starr  Co.,  of  Canada,  Ltd.,  must  feel  that 
its  efforts  to  give  the  public  a  good  class  of 


records  at  a  reasonable  price  are  appreciated 
when  it  sees  the  reordering  of  Ruthvcn  Mc- 
Donald's new  records  coming  in.  These  com- 
prise '"Hymns  of  the  Old  Church  Choir," 
"Crossing  the  Bar,"  "Lest  You  Forget"  and 
"Bells  of  the  Sea."  "To  a  Wild  Rose"  (tran- 
scription), played  by  Scipione  Guidi  on  the 
violin,  is  another  Starr  record  worthy  of  notice. 

So  successful  were  e.Kperiments  in  radio  re- 
ception on  a  fast  Canadian  National  train  from 
Ottawa  to  Toronto  recently  that  it  is  probable 
all  main  line  trains  on  the  people's  system  will 
soon  carry  radio  receiving  sets  as  part  of  their 
standard  equipment. 

The  train  arrived  at  about  8:30  and  the  listen- 
ing-in was  continued  for  a  while  after  arrival 


lo  determine  whether  the  steel  structures  over 
llie  tracks  at  the  Union  station  would  weaken 
ihc  signals.  But  here,  as  when  the  train  was 
in  motion,  the  reception  was  practically  perfect. 
Various  American  stations  were  listened  to. 
They  included  WEAF,  New  York;  KDFA, 
Pittsburgh,  and  W.IZ,  Newark. 

Pablo  Casals  and  Toscha  Seidel,  exclusive 
Columbia  artists,  recently  delighted  large  audi- 
ences in  Massey  Hall,  this  city,  where  they 
were  both  heard  in  recital. 

The  appearance  here  of  Richard  Bonelli,  ex- 
clusive Brunswick  artist  and  noted  baritone, 
created  a  considerable  demand  for  his  listings 
among  local  music  lovers. 

Robertson,  Pingle  &  Tilley,  Bank  and  Cooper 
streets,  Ottawa,  have  announced  that  they  have 
arranged  to  take  over  the  second  floor  of  the 
R-P-T  store  building  for  use  as  the  company's 
phonograph  department.  Brunswick  and  Edi- 
son machines  are  handled. 


BERLINER  CO.,  LTD.,  MONTREAL,  INSURES  EMPLOYES 

Employes  of  the  Berliner  Gramophone  Co.  With  Record  of  One  or  More  Years  of  Service  In- 
sured— Harris  Record  &  Phonograph  Co.  Allowed  Patent  Claims — News  .of  the  Month 


MoNTRE.'kL,  Que.,  February  7. — The  Harris  Rec- 
ord &  Phonograph  Co.,  Ltd.,  assignee  of  Ed- 
ward R.  Harris,  New  Haven,  Conn.,  has  been 
allowed  four  claims  by  Ottawa  on  a  patent 
(No.  225167)  covering  a  process  of  manufactur- 
ing talking  machine  records  which  consists  in 
combining  ingredients  of  paper  pulp  or  similar 
fibrous  material  with  a  mixture  of  glue,  dex- 
trine and  shellac  and  coating  the  disc  on  one 
or  both  surfaces  with  a  facing  of  phonograph 
stock  and  pressing  the  resultant  non-thermo- 
plastic mass  into  record  form. 

Recently  every  employe  of  Berliner  Gramo- 
phone Co.,  Ltd.,  and  of  the  associated  com- 
pany, His  Master's  Voice,  Ltd.,  in  Montreal, 
Halifax,  Toronto,  Winnipeg,  Calgary  and  Van- 
couver, who  had  been  in  the  service  of  the 
companies  for  one  year  and  upward,  was  pre- 
sented with  life  insurance  policies  ranging  ac- 
cording to  length  of  service,  from  $500  to  $1,500, 
in  the  Sun  Life  Assurance  Co.  of  Canada.  In- 
corporated in  each  policy  was  a  message  from 
Edgar  M.  Berliner. 

Columbia  and  Sonora  business  with  the  firm 
of  C.  W.  I^indsay,  Ltd.,  shows  a  gain  over  the 
same  period  a  year  ago.  This  firm  has  placed 
a  number  of  phonographs  and  Columbia  records 
of  popular  dance  music  with  small  skating 
rinks,  both  open  air  and  closed,  which  feature 
music  by  phonograph  in  place  of  bands. 

Edison,  Brunswick  and  Columbia  Grafonolas 
are  being  given  able  and  vigorous  representa- 
tion by  Layton  Bros.,  Ltd.,  in  Montreal,  and 
the  past  month  saw  quite  a  nunabrer  of  machines 
disposed  of  while  record  business^was  the  best 
in  months. 

Isham  Jones'  selections  are  going  big,  is 
the  way  the  great  majority  of  dealers  handling 
Brunswick  records  express  themselves  regard- 
ing these  particular  orchestra  recordings. 


A.  B.  Valiquette,  Beaubien  street,  has  followed 
in  the  steps  of  his  brother,  N.  G.  Valiquette, 
who  has  recently  joined  the  ranks  of  the  His 
Master's  Voice  dealers  in  Montreal. 

Shanks  &  Frere  and  J.  D.  Langelier  state 
that  their  business  in  His  Master's  Voice  rec- 
ords and  Victrolas  has  greatly  improved  over 
last  year. 

N.  G.  Valiquette,  Ltd.,  has  equipped  an  ex- 
clusive His  Master's  Voice  department  and  has 
greatly  increased  its  stock  of  Victrolas. 

The  Electric  Shop,  Phillips  Square,  has  taken 
on  the  representation  of  the  Strand  phonograph 
and  Apex  records. 

J.  A.  Laframboise,  of  the- Cassavant  Phono- 
graph Co.,  has  been  elected  chairman  of  the 
St.  Hyacinthe  district  branch  of  the  Canadian 
Manufacturers'  Association. 

Layton  Bros.,  Ltd.,  report  good  sales  of  Wal- 
lace reducing  records. 

The  King  of  Syncopation,  Paul  Whiteman, 
exclusive  Victor  artist,  recently  presented  his 
Romance  of  Rhythm  Orchestra,  Alex  Hyde,  di- 
rector, at  Loew's  Theatre,  scoring  a  big  success. 

Wm.  Lee,  Ltd.,  is  still  spending  money  freely 
in  printer's  ink  in  the  Columbia  interests. 


-SOME  LATE  CANADIAN  BRIEFLETS 

The  Matthews  Music  House,  Ltd.,  214a 
Eighth  avenue.  West,  Calgary,  Alta.,  has  closed 
a  contract  for  the  exclusive  agency  of  Aeolian 
Vocalion  records. 

Eddie  Pratt,  at  one  time  manager  of  a 
Toronto  store,  is  now  associated  with  H.  J. 
M.  Gloeckler  in  Saskatoon. 

Dan  Ryan,  of  Ryan's  Victrola  Shop,  639 
Portage  avenue,  Winnipeg,  is  meeting  with  re- 
markable success  in  cultivating  Chinese  record 
business.    He  found  that  the  Celestial  is  rather 


Talking  Machine  Springs 
and  Repair  Parts 


NONE  BETTER  IN  QUALITY 


NONE  LOWER  IN  PRICE 
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difficult  to  get  started  buying,  but  once  started 
he  is  a  liberal  purchaser. 

A.  G.  Farquharson,  manager  of  J.  J.  H.  Mc- 
Lean's Victrola  department,  has  been  badly 
bitten  by  the  radio  bug,  so  much  so  that  he  has 
his  radio  by  the  side  of  his  bed  and  frequently 
goes  to  sleep  listening  to  the  strains  of  His 
Master's  Voice-Victor  records.  Incidentally,  he 
finds,  just  as  soon  as  records  are  broadcasted, 
that  there  appears  to  be  a  revived  interest  in 
them. 

Heintzman  &  Co.,  Victoria,  B.  C,  have  moved 
to  enlarged  and  handsome  new  quarters  on 
Government  street. 

The  Mt.  Ajello  Piano  Co.,  Vancouver,  B.  C, 
to  cope  with  increased  business,  has  removed 
to  more  spacious  quarters  on  Hasting  street. 

The  George  .\.  Fletcher  Music  Co.,  Ltd., 
Nanaimo,  B.  C,  a  new  Victor  dealer,  has  re- 
decorated the  interior  of  the  store  with  hand- 
some paintings  of  Vancouver  Island.  The 
paintings  are  approximately  three  or  four  feet 
long  and  about  three  feet  in  width.  It  is  a 
unique  idea  for  a  store. 

C.  W.  Heaton,  Victoria,  B.  C,  has  been  fea- 
turing the  His  iMaster's  Voice-Victor  record 
No.  73366,  "Parade  of  the  Wooden  Soldiers," 
on  the  map  in  that  city  by  presenting  it  through 
the  medium  of  his  own  orchestra. 


H.  L.  COOMBS  JOINS  REGAL  STAFF 

H.  L.  Coombs,  widely  known  In  the  whole- 
sale talking  machine  trade  in  the  East  and 
West,  has  joined  the  sales  organization  of  the 
Regal  Record  Co.,  New  York,  manufacturer  of 
Regal  records.  Mr.  Coombs  will  be  in  charge 
of  a  new  department  in  the  Regal  organization, 
featuring  "Little  Tots'  Nursery  Tunes,"  a  rec- 
ord designed  specially  for  children.  An  ener- 
getic sales  campaign  will  be  instituted  in  behalf 
of  this  new  record  and,  as  Mr.  Coombs  has 
been  identified  with  the  talking  machine  indus- 
try for  many  years,  his  experience  should  be 
invaluable  in  developing  a  market  for  these  in- 
teresting records. 


FEATURES  NEWARK  AS  TRADE  CENTER 

Article  in  The  Record,  House  Organ  of  Col- 
lings  &  Co.,  Victor  Distributors,  Describes 
Facilities  for  Service 


New.\rk,  N.  J.,  February  7. — Collings  &  Co., 
the  well-known  Victor  distributors  of  this  city, 
in  the  February  issue  of  The  Record,  their  in- 
teresting and  constructive  house  organ,  devote 
considerable  space  to  the  importance  of  New- 
ark as  a  manufacturing,  distributing  and  trade 
center.  The  article  is  entitled  "Newark — Your 
Victor  Market."  The  excellent  parcel  post,  ex- 
press and  freight  service  as  an  aid  to  quick  de- 
liveries, thanks  to  service  of  seven  railroads 
and  remarkable  motor  transportation,  is  point- 
ed out,  as  also  are  the  many  special  service 
features  which  Collings  &  Co.  offer  to  dealers. 
In  this  connection  it  is  stated  in  the  article: 
"Aside  from  the  advantage  of  transportation, 
Collings  &  Co.  offer  many  lucrative  service  fea- 
tures advantageous  to  the  largest  and  smallest 
retailers. 

"Our  record  stock  is  now  as  near  100  per 
cent  complete  as  possible.  We  maintain  13,000 
square  feet  of  floor  space  for  the  storing  of  in- 
struments and  have  the  stock  when  the  dealer 
wants  it,  Summer  or  Winter.  An  unusually  vast 
supply  of  repair  parts  is  constantly  on  hand. 
This  being  a  Victor  distributing  point,  we  han- 
dle no  conflicting  lines,  devoting  our  entire  ef- 
forts to  the  development  of  the  \'ictor  busi- 
ness." 


PLANS  ENLARGEMENT  TO  DEPARTMENT 

Sioux  City,  Ia.,  February  6. — Although  the 
Lindholm  Furniture  Co.,  of  this  city,  recently 
made  considerable  improvements  and  greatly 
enlarged  its  talking  machine  department,  busi- 
ness has  developed  so  rapidly  and  to  such  an 
extent  that  further  enlargement,  consisting  of 
additional  booths,  is  contemplated.  The  Victor 
line  of  talking  machines  and  records  is  fea- 
tured. 


NOW  CONTROL  COLLINS  PIANO  CO. 

Mr.  and  Mrs.  D.  J.  Tremblay  Purchase  Con- 
trolling Interest  in  Collins  Piano  Co.,  New 
Orleans — Both  Well  Known  in  the  Trade 


New  Orleans,  La.,  February  3. — Mr.  and  Mrs. 
D.  J.  Tremblay,  formerly  connected  with  the 
piano  and  Victrola  departments  of  the  Dugan 
Piano'  Co.  of  this  city,  have  purchased  a  con- 
trolling interest  in  the  Collins  Piano  Co.  here 
and  are  operating  the  business  at  this  time. 

Mrs.  Tremblay,  who  was,  before  marriage, 
Miss  Bernice  Jalanack,  is  one  of  the  best-known 
women  in  commercial  circles  in  New  Orleans 
and  especiallj'  among  those  interested  in  the 
Victor  business  in  this  part  of  the  South.  She 
began  some  five  years  ago  with  the  Dugan 
Piano  Co.  and  is  now  in  copartnership  with  her 
husband  in  their  own  business  enterprise.  Mr. 
Tremblay  was  a  salesman  with  the  Dugan  Pi- 
ano Co.  and  will  unquestionably  roll  up  a  big 
success  along  with  his  wife  in  the  management 
of  the  Collins  Piano  Co. 

Martin  W.  Crigler,  who  has  been  with  the 
Werlein  wholesale  Victrola  department  as  trav- 
eling representative,  has  succeeded  Mrs.  Trem- 
blay as  manager  of  the  Victrola  department  at 
Dugan's.  Mr.  Crigler  has  acquired  valuable 
knowledge  of  the  Victor  business  as  a  result  of 
his  position  with  Philip  Werlein,  Ltd.,  and  steps 
into  his  new  position  with  confidence  and  en- 
thusiasm. 


PLACES  "TALKERS"  IN  SCHOOLS 

Orange  City,  Ia.,  February  7. — W.  M.  Du- 
veen,  Victor  dealer,  of  this  city,  recently  staged 
a  vigorous  drive  directed  at  the  public  schools 
in  this  vicinity,  with  the  result  that  seven  in- 
struments have  been  disposed  of  to  local  insti- 
tutions, with  several  additional  sales  in  sight. 
Mr.  Duveen  has  been  handling  the  Victor  line 
but  a  short  time  and  the  rapid  development  of 
sales  is  due  entirely  to  aggressive  merchandis- 
ing methods. 
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TAain  'Wholesale  Depot:' 
741  Mission  Street,  San  Francisco,  Cal. 

Branch  V/holesale  Depots: 
10th  and  Santee  Streets,  Los  Angeles,  Cal. 
N.  W.  Corner  13th  and  Glison  Streets, 
Portland,  Oregon 
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Seattle,  Washington 
330  West  Sprague  Ave.,  Spokane,  Washington 
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DOMES  of  SILENCE 

"Better  than  Casters" 

Made  under  Patent  No.  995758  which 
has  been  vigorously  contested  and 
sustained  by  the  Court  of  Appeals. 
Any  infringers  and  those  involved  in 
the  manufacture,  sale  or  use  of  same 
will  be  liable  for  prosecution  and  sub- 
sequent damages. 


Simplicity 

Slides  for  furniture  have  been 
attempted  in  a  variety  of  forms. 
Many  designs,  many  ways  of 
attaching  these  slides  to  furniture  bases 
have  been  tested,  but  experience  has 
taught  that  the  best  and  simplest  form, 

DOMES  Of  SILENCE 

"Better  '  than  Casters" 

is  THE  ONLY  SATISFACTORY  ONE. 

Combined  with  that  important  quality,  DOMES  of  SILENCE 
have  these  other  sterling  qualities: 

Economy 

Silence 

Invisibility 

Adaptability — Suitable  for  covered  and 
uncovered  floors  alike. 

Service — Long  wear 
These  are  the  factors  that  mean  perfect  footwear  for 
furniture. 

DOMES  Of  SILENCE  Z)>m>on 

Henry  W.  Peabody  &  Co. 
17  Siflle  Street,^  .Nlw  York  City 


In  all  your  Talking  Machine  orders 


Specify  DOMES  of  SILENCE 


''Better  than  Casters 


Extra  Heavy 
Size — 1 J/R  in. 


MADE  IN  SIX  SIZES  SUITABLE  FOR  ALL  KINDS  OF  FURNITURE 


Vs  in. 


H  in.  ^  in.  M  in-  H  in- 

Rei.  U.  S.  Pat.  Off.  No.  995758  vt'hich  will  be  sirictlv  enforced. 


P-J7J 


What  we  say  above  about  Furniture  applies  also 

to  Phonographs 
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Boston,  Mass.,  February  7. — Now  that  jobbers 
and  dealers  have  finished  taking  their  inven- 
tories for  the  year  lately  brought  to  a  close 
there  is  general  satisfaction  over  the  accom- 
plishments of  the  twelve  months.  Even  Janu- 
ary made  a  good  start  and  has  encouraged  the 
trade  to  expect  a  pretty  good  Spring  business. 
Climatically,  the  Winter  thus  far  has  been  dis- 
couraging to  business  from  the  trade  point  of 
view,  for  during  the  month  just  past  there 
have  been  frequent  snow  storms,  making  not 
only  walking  but  motoring  exceedingly  unpleas- 
ant, and  in  the  latter  case  almost  dangerous. 
There  also  has  been  a  serious  delay  in  the 
receipt  of  goods,  due  to  the  congestion  of  the 
railroads,  and  in  not  a  few  cases  consignments 
of  machines  that  were  shipped  weeks  ago  have 
not  yet  reached  the  wholesale  houses.  One  case 
has  been  heard  of  where  a  carload  of  machines 
was  sidetracked  in  Vermont  for  nearly  three 
weeks. 

Music  Trade  Association  Hears  Noted  Speaker 

The  New  England  Music  Trade  Association 
at  its  bi-monthly  luncheon  held  at  Cook's  Res- 
taurant a  fortnight  ago  had  for  the  special  guest 
Dr.  Tehyi  Hsieh,  the  eminent  Chinese  scholar 
and  publicist,  who  gave  the  company  a  talk  on 
China  from  the  industrial  and  economic  point 
of  view.  Dr.  Hsieh  is  in  great  demand  every- 
where and  at  the  conclusion  of  his  address  the 
members  felt  that  they  had  not  listened  to  a 
more  entertaining  and  fascinating  speaker  in  a 
long  time.  It  was  the  unanimous  opinion  of 
those  present  that  he  should  be  invited  to 
address .  a  dinner  gathering  when  he  can  face 
a  much  larger  audience  than  is  possible  at  one 
of  these  luncheons.  The  dinner  and  dance  that 
had  been  tentatively  arranged  by  the  Associa- 
tion for  February  has  been  postponed  until 
April,  this  being  a  month  when  it  will  be  easier 
for  the  members  to  get  to  Boston  than  is  the 
case  in  the  actual  Winter  season. 

Activities  of  Eastern  Talking  Machine  Co. 

The  Eastern  Talking  Machine  Co.  reports  a 
very  good  business  in  records  during  the  month 
of  January,  but  there  was  a  slowing  up  in  the 
demand  for  machines.  The  Eastern  Co.'s  deal- 
ers have  now  about  finished  taking  inventories, 
and  are  about  getting  back  into  the  normal  state, 
and  it  is  the  belief  at  the  Eastern  Co.  offices 
that  February  and  March  will  see  an  unusually 
satisfactory  condition  of  business. 


The  many  friends  of  Herbert  Shoemaker, 
general  manager  of  the  Eastern  Co.,  are  again 
glad  to  see  his  smiling  countenance  at  his  desk 
after  an  absence  of  ten  days,  during  which  time 
he  was  housed  with  an  attack  of  the  grip. 
During  his  absence  the  management  of  the  busi- 
ness fell  on  the  shoulders  of  E.  W.  Killgore, 
the  sales  manager,  whose  activities  with  the 
company  are  showing  results  of  a  pronounced 
character. 

The  Eastern  Co.  is  interested  in  the  opening 
of  a  new  dealer  at  250  Bowdoin  street,  in  Dor- 
chester, Hill's  Music  Store,  which  welcomed 
callers  on  Saturday,  January  27,  on  which  occa- 
sion Sales  Manager  Killgore  and  others  of  the 
Eastern  Co.  staff  went  out  to  extend  congratu- 
lations to  Clarence  H.  Hill,  the  manager.  Mr. 
Hill  has  been  in  business  in  Dorchester  at 
another  location  for  five  years,  carrying  a  dif- 
ferent line  of  talking  machines.  The  store 
opened  with  a  fine  and  complete  line  of  Victor 
models.  The  interior  of  the  store  is  finished 
in  white  and  is  very  attractive  and  on  the 
opening  day  was  resplendent  with  flowers  sent 
by  well-wishing  friends. 

Steinert  Co.  Pleased  With  Outlook 

Kenneth  Reed,  wholesale  manager  of  the 
Victor  department  of  M.  Steinert  &  Sons  Co., 
says  that  the  January  business  from  all  reports 
was  somewhat  ahead  of  January  a  year  ago  and 
he  added  that  it  is  the  prediction  of  the  house 
that  this  is  to  prove  an  exceptionally  fine  year 
from  the  wholesale  angle.  Mr.  Reed  was  over 
at  the  Victor  factory  a  fortnight  ago  and  on 
his  way  back  stopped  in  New  York  to  see  Paul 
Whiteman  relative  to  the  tour  on  which  he  has 
embarked  through  New  England. 

Schedule  of  Whiteman  Orchestra  Tour 

Apropos  this  tour  it  is  interesting  to  note  the 
cities  where  this  talented  orchestra  leader  and 
his  band  are  to  be  heard,  and  the  schedule  in 
the  arrangement  of  which,  as  in  other  details, 
the  Steinert  house,  through  Kenneth  Reed,  has 
given  much  attention,  is  as  follows:  February 
6,  Worcester;  February  7,  Lowell;  February  8, 
Lynn;  February  9,_  Fall  River;  February  10, 
Boston;  February  11,  Lawrence;  February  12, 
Manchester,  N.  H.;  February  13,  Hartford, 
Conn.;  February  14,  Springfield;  February  15, 
New  Haven,  Conn.;  February  16,  Danbury, 
Conn.;  February  17,  Waterbury,  Conn.;  Febru- 
ary 18,  Bridgeport,  Conn.    The  tickets  for  these 


affairs,  which,  with  the  exception  of  two  Sunday 
engagements,  are  to  be  of  a  dance  character, 
will  be  on  sale  at  the  Victor  stores  in  all  of 
these  cities.  Mr.  Whiteman  was  in  Boston  on 
January  30  conferring  as  to  the  final  details  of 
the  New  England  tour. 

Tribute  to  Popular  Columbia  Man 

Here's  a  pleasant  tribute  to  a  popular  man 
in  the  talking  machine  business.  The  tribute 
comes  from  Nixon  Waterman  in  his  department 
in  the  Boston  Traveler,  called  "The  Whirling 
Hub."  All  the  friends  of  the  manager  of  the 
Columbia  Graphophone  Co.  know  it's  all  true. 
Listen  to  this: 

"Fred  E.  Mann — everybody  knows  'Fred' — 
talked  salesmanship  to  the  young  men  of  the 
Boston  Young  Men's  Christian  Union  last  night. 
He  is  one  of  ten  or  a  dozen  practical  business 
men  who  have  been  giving  a  series  of  talks  at 
this  splendid  institution.  Doubtless  Fred's 
long  association  with  the  Columbia  Grapho- 
phone Co.  as  Boston  manager  and  his  long 
familiarity  with  talking  machines  have  made  him 
an  expert  in  the  art  of  talking.  Anyway,  he 
does  it  like  a  letter-proof  record  that  has  re- 
ceived the  last  finishing  touch.  He  says  it  in  a 
very  convincing  manner  that  lingers.  He  ap- 
peals both  to  the  sense  of  sight  and  hearing. 
Out  in  Newtonville  the  people  wishing  things 
done,  from  electing  a  mayor  to  shoveling  the 
streets  clear  of  snow,  just  intuitively  say,  'Let 
Fred  Mann  do  it!'    And  Fred  does  it." 

New  Strand  Catalog  Greatly  Admired 

The  Tremont  street  office  of  A.  C.  Erisman 
is  in  receipt  of  copies  of  the  beautiful  Strand 
catalog  of  models  of  this  machine  and  therein 
are  artistic  reproductions  of  the  two  new 
models,  the  Hepplewhite  and  the  Queen  Anne, 
which  the  New  England  dealers  are  purchasing 
in  large  quantities.  The  road  men  traveling  in 
the  New  England  territory  report  that  there  is 
a  feeling  of  confidence  that  the  Spring  business 
and  in  fact  the  business  of  the  whole  year  is 
going  to  make  a  very  good  showing.  Mr.  Eris- 
man's  quarters  are  undergoing  quite  a  change. 
Gradually  the  retail  end  of  the  business  is  being 
eliminated  and  attention  is  to  be  permanently 
focused  on  the  Strand  machine  and  Voct'iion 
record  business.  The  unusually  artistic  show- 
room on  the  second  floor,  however,  will  be  re- 
tained, and  it  ought  to  be,  as  it  is  a  credit  to 
{Continued  on  page  S4) 


Ditson 
Victor 
Service 


Cashing  In  On  Prosperity 

There  will  be  plenty  of  business  for  the  Victor  dealer  during  the 
next  few  months,  but  he  will  get  his  full  share  only  if  he  gives 
proper  thought  to  his  selling,  his  publicity  and  his  stock.  In  each 
of  these  departments  Ditson  Service  will  prove  of  tremendous 
assistance. 

Victor  Service  Based  on  Knowledge  and  Experience. 


CHARLES  H.  DITSON  &  CO. 

NEW  YORK 


OLIVER  DITSON  CO. 

BOSTON 
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Carolina 
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A  Real  Southern 
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Mr.  Erisman,  who  originally  designed  and 
arranged  it. 
Demand  for  Edison  Goods  Exceeds  Supply 
Frederick  H.  Silliman,  head  of  the  Pardee- 
Ellenberger  Co.,  Inc.,  Edison  distributor,  went 
over  to  New  York  the  latter  part  of  January 
to  see  his  son,  Horace  Silliman,  off  for  England, 
where  he  has  been  in  business  for  several  years. 
The  son  was  here  making  a  few  weeks'  visit 
with  his  parents.  Business  in  the  Edison  line, 
one  learns  at  the  Oliver  street  offices  of  the 
company,  is  moving  along  splendidly,  that  the 
goods  are  oversold  for  some  time  and  that 
many  New  England  dealers  will  be  late  -in 
getting  their  stocks  long  since  ordered.  The 
company  continues  to  experience  the  disadvan- 
tages of  railroad  delays  and  there  are  goods 
dispatched  to  the  Pardee-Ellenberger  Co.  sev- 
eral weeks  ago  that  have  not  yet  arrived  here. 
Noted  Records  Advertised  in  Opera  Program 
Two  concerns  to  go  heavily  into  the  Boston 


Opera  House  program  during  the  fortnight's 
season  of  the  Chicago  Civic  Opera  Co.  were 
the  A.  C.  Erisman  Co.  and  the  Columbia  Co. 
The  Erisman  Co.  featured  the  Vocalion  records, 
drawing  special  attention  to  four  of  the  Chicago 
stars,  Raisa,  Rimini,  Crimi  and  Lazzari.  While 
the  Erisman  Co.,  as  Vocalion  distributor  at 
174  Tremont  street,  was  in  bold  type,  reference 
also  was  made  to  the  fact  that  Vocalion  records 
are  on  sale  at  Vocalion  Hall,  190  Boylston  street. 

"The  Music  of  the  Masters"  was  the  caption 
of  four  paragraphs  of  matter  on  the  page  de- 
voted to  the  Columbia.  After  mentioning  a 
list  of  prominent  artists  singing  in  opera  the 
statement  is  made  that  "Columbia  recording 
has  caught  and  imprisoned  all  the  wonders  of 
their  art,  all  the  majesty  of  their  music." 
Mr.  and  Mrs.  Cressey  to  Havana,  Cuba 

Ernest  A.  Cressey,  of  the  C.  C.  Harvey  Co., 
who  was  confined  to  his  home  in  the  Back  Bay 
with  illness  early  in  the  month,  has  gone  with 


Make  More  Profits  This  Year 


"Perfection"  Edison  Attachments  and  Re- 
producers provide  extra  sales  profits  in 
themselves  and  increase  record  sales. 


Every  Edison  owner 
is  a  prospect. 


It  makes  possible  the 
playing  of  all  makes 
of  lateral  cut  records 
on  Edison  machines. 


This  is  the  "Perfection"  Edison 
Attachment  (Nos.  4  and  7) 


Construction  and 
finish — the  best. 


Send  today  for  complete  information,  prices 
and  dealers^  proposition. 

NEW  ENGLAND  TALKING  MACHINE  CO. 

16-18  BEACH  STREET  BOSTON,  MASS. 


I.  X.  L.  PHONOGRAPH  SPRINGS 

Springs  for  all  types  of  motors  at  prices  that  speak  for 
themselves: 

— Prices  in  assorted  lots  of — 
25  SO  100 

Spring  A 

I  X  .025  X  12   $.47  $.45  $.43 

For  Path^.  Heineman.  Mandel.  Meisselbach,  Aeolian,  Vito- 
nola  (pe.ir-shaped  holes). 


Spring  B 

%  X  .025  X    10  Col   $.35 


Spring  C 

1  X  .028  X    10  Col   $.45 


$.33 


$.43 


  $.47  $.45 

Thomas.    Silvertone,   Meisselbach : 


Spring  E 

I  X  .025  X  12  

For  Sonora,  Saal, 
long  hole). 


Spring  F 

I  X  .026  X  16   $.57 


$.55 


$.30 


$.40 


$.43 

(Ob- 


$.52 


For  Nos.  16,  17.  19  Meisselbach.  Steiger,  Sonora,  Thomas, 
Swiss  &  Krasberg. 


SPRINGS  FOR  VICTOR  VICTROLAS 

Meeting  speciflcations  of  and  corresponding  with  the  following 
Victor  Numbers: 

3335.A   $.35 

3014-A  55 

2I4I-A  35 

5362-A  55 

5427- A  45 

6542-  A  45 

5394- A  45 

6543-  A  55 

(Special  quotations  to  Jobbers  in  1,000  lots) 

We  guarantee  our  springs  to  be  of  highest  grade  quality  and 
our  prices  to  be  the  lowest  in  America. 

We  hereby  authorize  the  return  of  springs  for  Credit  or 
refund  if  unsatisfactory  or  not  as  represented. 

{Springs  shipped  to  any  State  in  the  Union) 
Exclusive  Factory  Distributors 

Rosen  Talking  Machine  Co. 


Tel.  Congress  2934 


II  School  St. 


Boston 


Mrs.  Cressey  to  Havana,  Cuba,  where  they  plan 
to  remain  for  several  weeks.  The  Harvey  Co. 
reports  having  had  an  unusually  good  year 
(1922)  in  the  special  lines  which  the  house 
carries,  namely,  the  Victor,  Brunswick  and 
Edison  makes. 

Hallet  &  Davis  Conference 

The  Hallet  &  Davis  Co.  entertained  all  its 
roadmen  about  the  middle  of  January,  and  for 
nearly  a  week  there  were  business  conferences 
at  the  Boylston  street  executive  offices.  The 
talking  machine  proposition  was  given  consid- 
erable attention  and  the  men  returned  to  their 
respective  territories  with  a  new  and  intelligent 
fund  of  data  touching  the  merits  of  this  Hallet 
&  Davis  product  and  of  the  most  advantageous 
methods  of  calling  the  attention  of  the  trade 
to  its  unusual  qualities. 

Synchronization  of  "Talker"  and  Film 

There  is  considerable  local  interest  in  the  in- 
vention of  Jules  A.  Perrault,  of  Everett,  who 
has  perfected  a  device,  described  in  another 
section  of  this  issue,  whereby  one  may  now  have 
talking  movies. 

Featuring  New  Model 

The  Hallet  &  Davis  Co.  is  featuring  just  now 
a  new  model  machine,  the  Hepplewhite,  known 
as  Model  W,  which  is  to  sell  for  $150.  This  is 
a  very  artistic  type,  graceful  in  its  lines  and  with 
the  public  is  sure  to  be  popular.  Already  the 
Hallet  &  Davis  Co.  has  received  a  number  of 
large  advance  orders  and  it  is  the  general  ex- 


February  15,  1923 


THE   TALKING   MACHINE  WORLD 


THE  TRADE  IN  BOSTON  AND  NEW  ENGLAND— (Continued  from  page  84) 


pectation  that  this  model  will  prove  a  great 
seller.  R.  O.  Ainslie,  of  the  official  staff,  who 
gives  his  special  attention  to  this  end  of  the 
company's  business,  went  over  to  New  York 
toward  the  end  of  January  and  made  a  stop  at 
New  Haven  en  route. 

Piatt  R.  Spencer  Enters  Field 

Harrj'  Spencer,  whose  company,  Kraft,  Bates 
&  Spencer,  Inc.,  is  New  England  wholesaler  for 
the  Brunswick,  was  over  in  Chicago  a  few  weeks 
ago  conferring  with  the  home  offices,  and  upon 
his  return  to  Boston  said  that  with  the  increas- 
ing output  of  the  Brunswick  factory  his  ter- 
ritory would  be  well  taken  care  of  this  year. 
Incidentally,  Mr.  Spencer  said  that  the  Janu- 
ary business  was  the  biggest  of  any  similar 
month  in  the  history  of  the  Brunswick.  A  new 
member  of  the  Brunswick  personnel  here  is 
Piatt  R.  Spencer,  brother  of  Harry  Spencer, 
who  has  been  added  to  the  traveling  staff  and 
has  the  State  of  Maine  for  his  territory.  At  this 
writing  Piatt  R.  is  "down  East,"  as  they  say 
here,  and,  while  there  is  lots  of  snow,  he  is  able 
to  make  pretty  good  headway  and  is  finding 
business  very  good.  Mr.  Spencer  also  reports 
the  opening  of  exclusive  Brunswick  shops  in 
western  Massachusetts,  the  towns  of  Green- 
field and  Northampton. 

The  New  Brunswick  Record  Releases 

One  interesting  piece  of  news  coming  from 
the  Brunswick  which  is  likely  to  get  more  for- 
mal attention  from  the  Chicago  offices  of  the 
company  is,  that  beginning  right  now  there  is 
to  be  a  change  in  the  record  release  day;  that 
instead  of  the  present  system  there  are  to  be 
daily  record  releases.  The  company  is  start- 
ing in  on  an  enormous  newspaper  and  maga- 
zine advertising  campaign  through  which  the 
Brunswick  proposition  will  meet  the  eyes  of 
millions  of  readers. 

Columbia  Sales  Class  for  Women 

At  this  writing  there  is  a  very  interesting 
class  being  held  at  the  Columbia  headquarters 
in  this  city  which  involves  an  interesting  story. 
Some  time  ago  Manager  Fred  E.  Mann  became 
impressed  with  the  call  that  came  from  deal- 
ers for  skilled  women  to  handle  the  Columbia 
machines  and  records.  After  giving  the  mat- 
ter considerable  thought  advertisements  were 
placed  in  the  daily  newspapers  giving  the  in- 
formation of  a  ten  days'  training  course  at  no 
expense  to  the  applicants.  The  result  was  that 
thirty-two  women  were  accepted  for  the  course, 


An  improved  line  of  Victor  Machines, 
A  better  business  year  ahead, 
A  wide-awake  STEINERT  organization, 

convince  us  this  year  is  going  to  be  a 
big  one  for  New  England  Victor  Dealers. 

Let  STEINERT  SERVICE  help  you 
make  the  most  of  these  conditions. 


May  we  also  call  your  attention  to 
our  separately  organized  Radio  De- 
partment, handling  DeForest  Receiv- 
ing Sets  and  Parts  exclusively. 

We  welcome  your  inspection  of  the 
most  improved  Radio  merchandise  on 
the  market  today. 


M.  STEINERT  &  SONS 

Victor  Wholesalers 
35-37  Arch  Street     Boston,  Mas 


^mX^HERE  IN  NEW 


and  it  is  these  women  who  are  now  in  training, 
as  one  may  say,  in  all  the  details  of  Columbia 
service.  The  course  was  begun  on  January  31 
and  is  continuing  until  February  10.  In  order 
that  there  may  be  no  inconvenience  to  the  ap- 
plicants there  are  two  parallel  courses,  one  in 
the  daytime  and  the  other  in  the  evening.  Be- 
sides having  the  constant  supervision  of  Man- 
ager Mann,  Mrs.  A.  W.  Graves,  the  Columbia 
sales  and  stockkeeping  expert,  is  always  present 
and  she  is  able  to  impart  a  fund  of  valuable  in- 
formation in  the  mechanics  of  the  business,  the 
proper  method  of  presenting  propositions  to 
prospective  customers  and  the  proper  develop- 
ment of  the  mailing  list  for  purposes  of  circu- 
larizing; in  fact,  all  the  details  of  the  business. 
It  is  of  interest  that  the  women  who  have  regis- 


KRAFT-BATES-'>SPENCER 

newenglq\nd  distributors 


P  M  ONO C  P  A  P  H  S 


ALL  EYES  ARE  ON  THE  BRUNSWICK 


We  think  you  will  agree  with  us  that  the  Brunswick  is  the  most  talked  of 
phonograph  today,  with  the  public  and  among  dealers. 

Brunswick  policies  and  Brunswick  advertising  have  created 
a  new  personality  for  a  product  which  many  thought  had  reached 
its  limit.  The  methods  of  the  old  school  of  phonograph  music 
have  been  thoroughly  revolutionized. 

No  effort  or  expense  was  spared  to  make  the  Brunswick  a 
phonograph  as  perfect  as  science  could  make  it — a  revelation  to 
all  who  hear  it  for  the  first  time. 

There  may  be  an  enviable  opportunity  for  a  Brunswick 
Franchise  in  your  community.  We  will  be  glad  to  discuss  it 
with  you,  either  in  person  or  by  mail. 


KRAFT,  BATES  &  SPENCER,  Inc. 

1265  Boylston  St.  Boston,  Mass 

New  England  Distributors 


Steel  Needles 


Record  Brushes 


tered  for  this  course  are  above  the  average  in 
intelligence;  some  have  had  a  limited  amount  of 
business  experience  and  others  have  come  into 
the  class  to  get  their  first  insight  into  the  prin- 
ciples of  business  routine.  As  soon  as  these 
women  have  qualified.  Manager  Mann  says, 
there  is  no  question  but  that  they  will  find  good 
places,  since  there  is  a  demand  for  just  this 
kind  of  trained  employes,  and  Columbia  dealers 
probably  will  not  be  slow  in  availing  themselves 
of  this  service. 

Vocalion  Record  Competition 

There  has  been  a  Vocalion  record  competi- 
tion on  at  the  headquarters  of  the  A.  C.  Eris- 
man  Co.,  and  so  rapidly  did  the  "marks"  mount; 
up  that  the  competition  had  to  be  called  off 
earlier  than  was  expected  because  of  the  com- 
pany's inability  to  supply  the  records  to  fill  the 
call  from  the  New  England  territory.  Those 
competing,  all  Mr.  Erisman's  field  men,  were: 
Arthur  Chamberlain,  T.  Norman  Mason,  H.  M. 
Blakeborough,  John  O'Hara  and  M.  C.  Perkins, 
each  having  his  respective  field.  Mr.  Mason 
came  out  ahead  and  won  the  silver  cup  which 
the  New  York  office  of  the  Vocalion  had  offered 
as  a  prize. 

New  Columbia  Agencies 

Manager  Fred  E.  Mann,  of  the  Columbia  Co., 
has  opened  up  several  new  accounts  in  New 
England  lately,  these  including  the  Bloomberg 
Furniture  Co.,  at  West  Lynn;  the  Champagne 
Furniture  Co.,  at  Wakefield,  and  the  Normyle 
Music  Co.,  Natick  and  Framingham. 

Buys  Last  Bailey  Store 

From  the  men  on  the  road  your  correspond- 
ent learns  that  Bailey's  Music  Store,  Berlin, 
N.  FL,  which  is  the  last  one  of  a  famous  chain- 
of  Bailey  stores  with  the  exception  of  the  one 
now  at  St.  Johnsbury,  Vt. — the  home  store — 
has  been  purchased  by  E.  A.  Steady  and  will 
be  conducted  hereafter  under  the  firm  name  of 
E.  A.  Steady  &  Son.  Mr.  Steady  was  a  for- 
mer employe  of  the  Bailey  store. 

Big  Sonora  Output  ■ 

Joe  Burke,  speaking  of  the  Sonora  business,' 
says  that  the  January  output  was  almost  double 
that  of  January  of  the  previous  j^ear  and  the 
business  would  be  unusual  were  it  not  for  the 
railroad  situation,  which  is  holding  back  goods 
to  a  most  embarrassing  degree.  Mr.  Burke  says 
there  will  shortly  be  a  meeting  to  complete  all 
the  details  incident  to  the  change  in  the  name 
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Over  500  Performances  in 
New  York 

Three  Companies  Now 
Playing  in  U.  S.  A. 


^  l/ou  can  't  go  Wrong 
with  anujeist  song"^ 


GLEANINGS  FROM  THE  BOSTON  TRADE 

(Conti)iued  from  page  85) 

of  the  company,  which,  as  the  trade  now  knows, 
is  called  the  Sonora  Phonograph  Co.  of  New 
England. 

News  Gleanings 

W.  C.  Fuhri,  general  sales  manager  of  the 
record  department  of  the  General  Phonograph 
Co.,  was  in  Boston  for  several  days  lately,  mak- 
ing arrangements  for  a  new  representation  of 
the  Okeh  records  in  this  territory. 

George  W.  Hopkins,  of  the  Columbia  offi- 
cial staff,  New  York,  is  expected  ui  Boston  in 
a  few  days  and  he  will  "look  in"  on  the  class  in 
salesmanship  which  Manager  Fred  E.  Mann  is 
starting  at  the  local  headquarters  of  the  New 
England  department  of  the  company. 

Secretary  William  Merrill,  of  the  New  Eng- 
land Music  Trade  Association,  has  been  miss- 
ing from  his  desk  for  the  last  week  or  more, 
having  been  laid  up  with  a  severe  cold  at  his 


home  on  the  North  Shore.  Mr.  Merrill  ven- 
tured into  the  office  once,  but  has  taken  no  fur- 
ther chances  since.  When  "Billy"  is  away  the 
machinery  of  the  Association  comes  to  a  dead 
standstill. 

George  W.  Lyle,  president  of  the  Strand,  was 
a  Boston  visitor  the  first  of  the  month,  spend- 
ing a  day  in  conference  with  New  England 
Manager  Erisman. 

Fred  Miller,  who  has  charge  of  the  Vocalion 
record  stock  at  the  A.  C.  Erisman  Co.'s  shop, 
was  confined  to  his  home  by  illness  for  a  week 
toward  the  end  of  January. 

The  Eight  Famous  Victor  Artists  are  due  in 
Boston  March  7  and  8  and  are  to  give  local 
concerts  at  that  time. 

F.  C.  Collins  a  Benedict 

F.  C.  Collins,  Columbia  salesman  in  Connecti- 
cut and  western  Massachusetts,  became  a  bene- 
dict a  short  time  ago,  when  he  married  Miss 
Anna  Catherine  Cammus,  the  wedding  taking 
place  in  St.  Mary's  Roman  Catholic  Church  in 
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New  Haven.  Mr.  Collins  and  his  bride  went 
on  a  wedding  trip  to  Niagara  Falls,  and  while  in 
Buffalo  he  attended  a  sectional  conference  of 
Columbia  men  from  Cleveland,  Detroit  and 
Buffalo,  which  was  conducted  under  the  super- 
vision of  Field  Salesman  Robert  Porter,  of  New 
York. 


LEMON  THAT  BELIES  ITS  NAME 


Ashland^  O.,  February  5. — Lemon  has  been 
often  heard  in  connection  with  advertising,  but 
the  two-pound  lemon  in  the  window  of  the 
Smith  Music  Store  on  East  Main  street  in  this 
city  is  proving  to  be  a  peach  insofar  as  its 
being  an  attraction  is  concerned. 


GRUBBS  MUSIC  CO.  INCORPORATED 

Dallas,  Tex.,  February  5.— The  C.  B.  Grubbs 
Music  Co.  has  been  formed  in  Houston,  Tex., 
with  a  capital  of  $20,000.  Incorporators:  C.  W. 
Grubbs,  C.  B.  Grubbs  and  Dr.  R.  C.  Bass. 
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Ted  Lewis  has  been  knocking  out  dance  hits  with 
surprising  regularity.  For  March  he  uncorks  another 
that  has  a  promise  written  all  over  it.  Get  hep  to 
"Runnin'  Wild"  and  *'St.  Louis  Blues,"  two  on  the 
same  record.  A-3790. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


THE  REAL  TEST  OF  CREDIT  VALUE 

Liquidating  Power  of  Credit  the  Real  Proof  of 
Its  Quality,  Declares  J.  H.  Tregoe,  Secretary- 
Treasurer  of  the  National  Association  of 
Credit  Men — An  Important  Consideration 


This  is  tlie  era  of  credit.  It  is  amazing  how 
the  use  of  credit  and  credit  instruments  has 
grown  since  the  industrial  revolution  a  century 
and  a  half  ago  and  what  a  necessary  part  credit 
is  playing  in  domestic  and  world  trade. 

Familiar  things  are  usually  taken  as  they  are 
and  receive  but  little  study.  It  is  so  with  credit. 
Credit  has  become  a  part  of  our  daily  lives  in- 
terwoven into  our  trade.  This  very  familiarity 
with  credit  has  been,  probably  more  than  any- 
thing else,  the  reason  why  we  have  not  ques- 
tioned very  much  what  credit  is. 

Credit,  the  invisible  element  in  man's  rela- 
tions, has  much  to  do  in  building  up  a  prosper- 
ous nation;  the  misuse  of  credit  causes  great 
damage — that     fact     cannot    be    too  greatly 


stressed.  A  better,  understanding  of  credit  is 
therefore  essential.  If  the  proper  use  of  credit 
is  of  the  utmost  importance  to  our  individual 
and  social  happiness  and  prosperity,  is  it  not 
imperative  that  it  be  better  understood  es- 
pecially by  the  men  who  deal  in  credit  affairs? 

Now,  the  test  of  the  goodness  of  credit  is 
its  liquidating  power.  Will  the  credit  be  ex- 
tinguished according  to  the  contract  upon  which 
it  rests?  That  is  the  question.  This  liquidating 
power  involves  many  elements,  and  careful  ap- 
praisal of  these  elements  is  the  important  credit 
task.  These  credits  involve  the  willingness  and 
the  ability  of  the  promiser  to  redeem  or  ex- 
tinguish the  credit.  This  question  should  al- 
ways be  asked  when  a  credit  is  under  considera- 
tion: "Will  or  can  it  be  liquidated  according  to 
contract?" 

To  gather  the  various  elements  together 
necessary  to  answer  this  question,  to  study  them 
closely  and  reach  a  sound  determination  is  no 
mean  task.  It  is  a  task  of  importance  because 
upon  the  wisdom  or  unwisdom  of  creating  the 


credit  depends  the  piofit  or  the  loss.  Every 
sound  credit  enters  into  the  sum  total  of  our 
commercial  transactions  from  which  is  derived 
more  capital  or  wealth  for  the  nation;  every 
unsoundly  created  credit  tends  to  fritter  away 
the  existing  wealth  and  capital  of  the  nation. 


WM.  L.  BUSH  ON  VISIT  TO  GOTHAM 


President  of  Bush  &  Gerts  Piano  Co.  Enthu- 
siastic Over  Prospects  in  Southwest 


Among  the  trade  visitors  to  New  York  re- 
cently was  Wm.  Lincoln  Bush,  president  of  the 
Bush  &  Gerts  Piano  Co.,  of  Chicago,  and  of 
the  Bush  &  Gerts  Piano  Co.,  of  Texas,  operat- 
ing a  number  of  successful  retail  music  estab- 
lishments in  that  State.  Mr.  Bush  brought 
with  him  his  usual  cheerful  spirit  of  optimism 
and  declared  that  the  business  prospects  in 
the  Lone  Star  State  and  throughout  the  South- 
west were  without  any  question  of  doubt  thor- 
oughly encouraging. 
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Heppelwhile 
Style  W.  $150. 
Finest  mahogany  or  walnut 
Above  illustration  reduced  from  our  art  catalog 


Phonograph  Beautiful 

A  New  Heppelwhite  Model 

Made  by  the  makers  of  fine  pianos  for  84  years 

Retail  Price  $150 

THIS  magnificent  niotle!  just  added  to  "the  Phono- 
graph Beautiful"  line  portrays  in  true  style  the 
dainty  charm  and  grace  of  Heppelwhite. 

The  demand  today  is  for  art  Consoles  of  true  period 
design  and  the  Hallet  &  Davis  offers  four  of  the  most 
popular  of  these  styles. 

CONSOLE  MODELS 

Queen  Anne     Heppelwhite     Colonial     Louis  XVI 
$13.5.  .S150.  $18.5.  $250. 

Also  one  upright  Model  Louis  XV,  $115 

Exclusive   territory  given.      Write  for  catalogs, 
firices  and  merchandising  information. 

Sold  by  many  of  the  biggest  dealers. 

HALLET  &  DAVIS  PIANO  CO. 


Phonograph  Division 


146  Boylston  Street 


BOSTON 
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La-dyLuekyoiit  you  smile  on   rriG?     I've  wait-ed  solon^and     pa  -  tient  -  ly 

LAmriucK 


A  GEM  SONG  FROM  THE  NEW  MUSICAL  COMEDY 


UP  SHE  GOES  byi 

Music  by  Harry  Tierney 
^      Lyrics  by  Joseph  McCarthy 


IRENE' 


You  can't  wron^ 
WthanyFEISTson^" 


CANTON,  0. 


Record  Demand  Predominates — 
Tie  Up  With  'Artist — Business  in 
General  Satisfactory  —  The  News 


Canton,  O.,  February  3. — The  retail  music  busi- 
ness throughout  the  entire  Canton  district  was 
most  satisfactory  during  the  month  of  January, 
more  especially  during  the  last  few  days  before 
the  opening  of  the  new  month.  Unseasonable 
weather  during  the  past  ten  days  has  had  a 
tendency  to  detract  from  retail  merchandising 
and  keep  many  interurban  shoppers  from  the 
business  district. 

One  unusual  development  of  the  trade  locally 
the  past  month  has  been  the  increase  in  record 
sales.  This  is  true  in  practicallj'  every  instance 
where  record  departments  are  maintained  and 
the  representative  of  The  World  was  informed 
that  record  sales  in  January  topped  those  of 
any  previous  month  in  fifteen  months.  Lists 
the  past  two  months  have  been  unusually 
attractive. 

There  has  been  no  great  influx  of  new  ma- 
chine models,  but  local  stores  report  the  trade 
is  satisfied  with  the  array  now  on  the  floors. 

Much  optimism  exists  with  respect  to  the 
coming  Spring  months,  there  being  no  dealer 


who  is  in  any  way  skeptical  that  the  forth- 
coming season  will  not  be  one  of  activity.  The 
trade  is  showing  a  tendency  to  pay  cash,  is 
becoming  easier  to  sell  and  is  making  less 
demand  for  credit,  dealers  report. 

Merchants  Join  Chamber  of  Commerce 
The  Canton  Chamber  of  Commerce  Expan- 
sion Campaign  passed  its  goal  the  end  of  the 
fourth  day,  when  a  total  of  2,169  new  member- 
ships was  announced.  One  of  the  soliciting 
committees  was  composed  entirely  of  retail 
music  dealers.  It  is  reported  that  every  music 
dealer  in  Canton  is  now  affiliated  with  the 
Chamber. 

Tie  Up  With  Comedian's  Appearance 

Dealers  in  talking  machines  and  records  took 
advantage  of  the  recent  appearance  of  Harry 
Lauder,  famous  Scotch  comedian,  to  boost  the 
sales  of  machines  .and  records.  Practically 
every  Victor  dealer  arranged  a  special  window 
display  of  machines  or  records,  featuring  Victor 
records  by  Lauder.  One  enterprising  establish- 
ment, that  of  the  Henry  Ackerman  Piano  Co., 
secured  two  tinted  photographs  of  the  comedian, 
both  unusually  large,  and  gave  them  prominent 
place  in  the  display.  Increased  sales  of  records 
were  noted  by  nearly  all  dealers. 

Wille  Says  Radio  Business  Is  Better 

"Probably  the  biggest  gain  in  business  is  in 
our  radio  departments,"  said  George  H.  Wille, 
head  of  the  stores  bearing  his  name  in  Canton 
and  Massillon.    "There  has  been  a  decided  im- 
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in  the  World 
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JOBBERS — Act  at  once  and  cecure  jobbing 
proposition  while  your  territory  i<  still  open 

WALL  KANE  NEEDLE  MFG.  CO. 


3922  Fourteenth  Avenue 


BROOKLYN,  N.  Y. 


provement  in  this  particular  line  of  merchan- 
dise. The  sheet  music  department  of  the  stores 
is  showing  a  slight  gain,  due  to  the  presence  of 
a  number  of  musical  shows  in  the  city."  Mr. 
Wille  predicts  Spring  business  will  be  of  a 
satisfying  volume. 

Zollinger's  Business  Grows 
W.  H.  Pyle,  manager  of  the  talking  machine 
department  of  the  William  R.  Zollinger  Co., 
reports  that  the  talking  machine  department 
showed  a  gain  of  approximately  25  per  cent 
this  January  over  the  same  month  a  year  ago. 
"The  situation  as  I  view  it,"  said  Mr.  Pyle,  "is 
adjusting  itself  to  a  status  where  talking  ma- 
chine sales  and  record  sales  are  about  on  a 
30-50  basis."  This  store  sells  only  Victor  ma- 
chines and  reports  the  No.  260  console  model 
is  the  leader  at  this  time,  with  the  No.  210  a 
close  second. 

Moving  of  Department  Helps  Trade 
The  talking  machine  department  of  the  Klein- 
HefTelman-Zollars  Co.,  this  city,  reports  an  in- 
crease over  January  of  last  year,  P.  Q.  Schrake, 
manager,  said  to  The  World  representative  this 
week.  "I  attribute  the  gain  to  the  changing 
of  the  talking  machine  department  from  the 
fourth  floor  to  the  rear  mezzanine  floor,"  he 
said.  Records  are  showing  a  decided  gain  in 
output  and  are  now  running  neck  and  neck 
with  talking  machines. 

Going  After  the  Rural  Trade 
C.  M.  Alford,  of  the  Alford-Fryar  Piano 
Co.,  distributor  of  the  Starr  and  Cheney  talk- 
ing machines,  reports  a  slight  falling  off  in 
sales  for  the  past  month.  "I  believe  the  un- 
seasonable weather  has  had  much  to  do  with 
the  apathy  in  talking  machines,"  Mr.  Alford 
said.  "This  is  true  of  records,  which  busi- 
ness has  been  spotty."  Competition  never  has 
been  keener  in  the  rural  field,  according  to 
Mr.  Alford,  who  says  that  the  country  is  alive 
with  talking  machine  salesmen,  working  on 
rural  prospects  at  this  time,  when  farmers  are 
not  so  busy  with  duties  of  the  farm. 


TAKES  ON  THE  BRISTOL  LINES 

Cabinet  &  Accessories  Co.,  Inc.,  Announces  Im- 
portant Additions  to  the  Many  Important 
Lines  Which  This  Company  Handles 


The  Cabinet  &  Accessories  Co.,  Inc.,  New 
York  City,  has  added  the  Bristol  Audiophone 
and  Audiophone  Junior  to  its  line.  These  loud 
speakers  are  adaptable  to  both  radio  receiving 
and  the  increasing  of  tone  of  the  talking  ma- 
chine. It  is  used  in  conjunction  with  the  Audio- 
phone reproducer,  which  can  be  used  with  any 
make  of  talking  machine.  With  an  entirely 
moderate  list  price  and  usual  dealer  discounts, 
these  ioud  speakers  are  proving  very  popular 
throughout  the  talking  machine  industry.  An- 
other new  addition  to  the  line  is  the  Add-A- 
Tone,  which  device  is  also  going  good.  Mr. 
Goldsmith  reports  that  there  is  general  activity 
throughout  the  entire  line,  with  generally  good 
business  for  this  period  of  the  year. 
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The  New 


PROFITS 


CAROLA 

"The  Nightingale  of  Phonographs" 


TURNOVER 


National  advertising  in  the  magazines  shown  above  will  create  the  demand  for  Carolas.  You  should  be  pre- 
pared to  supply  that  demand.  600  new  dealer  accounts  were  opened  in  the  last  three  months  of  1922  and 
without  any  national  advertising. 

Carola  dealer  plans  call  for  a  campaign  of  full  co-operation. 
Inquiries  developed  from  National  Advertising  will  be  sent 
to  Carola  dealers  in  the  territories  they  come  from. 
Window  displays,  booklets,  printed  matter  and  special  news- 
paper copy  and  cuts  will  be  supplied  to  Carola  dealers. 
Our  liberal  trade  discounts  mean  big  profits  for  you.  Rapid 
turnover  is  assured  by  the  low 


retail  price  of  SgO  *'" 
10%  additional  in  the  Far  West 

Cabinet  Specifications 

Weighs  17  pounds:  is  31  inches  high  open  in  play- 
ing position.  Uses  standard  needles,  plays  all 
standard  disc  records,  has  spacious  record  com- 
partment. 

Reproducer — improved  construction,  equal  to  that 
in  highest  priced  machines.  Tone  graduated  by 
raising  and  lowering  lid.  May  be  played  when 
closed. 

Motor — perfected,  worm  driven;  smooth  and 
silent,  no  spur  gears;  plays  twelve-inch  records. 
All  parts  standardized  and  interchangeable. 
Made  of  special  acoustic  metal;  finished  in 
Mahogany  or  Ivory  with  nickel  fittings.  Poly- 
chrome finish  with  fittings  gold  plated  $5.00  extra. 


Send  for  our  approval  proposition 

THE  CAROLA  COMPANY 

310  Lakeside  Ave.,  N.  W.         Cleveland,  Ohio 


Carola  meets  the  demand  for  a  full  toned,  well  constructed 
phonograph  at  a  price  within  reach  of  everyone. 

It  embodies  a  new  acoustic  principle  which  consists  in  car- 
rying the  sound  waves  through  a  violin  fibre  tone  arm  to  the 
domed  top  and  allowing  them  to  flow  up  and  out  instead  of 
driving  them  down  as  in  other  phonographs.    The  Carola  tone 

is  equal  to  that  of  machines 
costing  many  times  as  much. 

Big  sales  are  assured  at  the 
remarkable  low  price  ofSgQ'"" 


Portable  Specifications 


Retail  Pr 


$20.00 


Weighs  fifteen  pounds.  Uses  standard 
needles  and  plays  all  standard  disc  rec- 
ords. Carola  Portable  made  of  acoustic 
rnetal  and  finished  in  jet  black  with 
nickeled  fittings.  Record  container  holds 
six  records;  fits  on  top  of  turntable.  A 
compact,  easily  carried  machine. 

Reproducer  and  motor  guaranteed 
Same  as  used  in  Carola  cabinet  machine. 

Retail  Price  $20.00 
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Interesting  Analysis  of  Factors  Which 
Eventually  Culminate  in  Sales  = 


By  W.  Braid  White  | 
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The  art  of  selling  cannot  be  reduced  to  a 
formula;  but  it  does,  nevertheless,  rest  upon 
facts  of  human  nature,  which  cannot  be  gain- 
said. Successful  salesmanship  rests  partly  upon 
whatever  understanding  of  the  causes  and  proc- 
esses of  human  behavior  the  salesman  possesses, 
and  partly  upon  his  ability  to  put  his  knowledge 
to  good  use. 

Every  kind  of  sale  may  be  analyzed,  whether 
it  refers  to  a  pound  of  tea  or  to  a  five-hundred- 
dollar  talking  machine  outfit.  Every  sale,  when 
the  facts  about  it  are  analyzed,  is  found  to 
have  gone  through  certain  stages,  forming 
together  a  certain  process.  It  does  not  always, 
or  often,  matter  whether  the  successive  stages 
are  consciously  recognized.  What  is  important 
is  that  these  stages  must  be  gone  through  in 
any  and  every  case  and  that  the  more  thor- 
oughly their  presence  is  understood  and  their 
inevitable  existence  allowed  for  the  easier  the 
sale  will  be. 

When  we  are  engaged  in  the  sale  of  any 
piece  of  musical  goods,  whether  low  or  high- 
priced,  whether  small  or  large,  we  find  ourselves 
going  through  certain  processes  of  thought  and 
action  with  relation  to  the  prospective  buyer, 
who  in  turn  goes  through  a  parallel  process 
with  relation  to  ourselves.  This  process  is  gone 
through  in  all  cases,  and  whether  the  sale  is 
or  is  not  made.  In  other  words,  whatever  else 
happens,  the  prospect  either  is  or  is  not  favor- 
ably affected  at  each  of  the  six  stages  into 
which  any  sale  may  be  analyzed.  If  the  prospect 
is  affected  favorably  a  sale  will  result,  other 
things  being  equal,  and  if  unfavorably  no  sale 
may  be  expected. 


The  first  of  these  stages  may  be  described 
as  the  stage  of  attention.  It  is  necessary  to 
attract  the  attention  of  the  prospect  before  any 
further  step  in  a  sale  can  be  taken.  In  the  case 
of  the  talking  machine,  attention  is  usually 
attracted  in  the  first  place  by  means  of  adver- 
tising. Now,  the  best  of  advertising  has  done 
all  it  can  do  when  it  has  led  a  person  to  the 
store  and  placed  him  of  her  inside  the  door 


J  Certain  Processes  of  J 

I  Thought  and  Action  M 

I  Are  Gone   Through  | 

B  Before  a  Sale  of  Any  J 

■  Product  Can  Be  Made  ■ 


thereof  in  a  receptive  frame  of  mind.  Adver- 
tising does  not  directly  sell  a  talking  machine, 
though  it  may,  sometimes  but  not  often,  directly 
sell  a  record.  On  the  other  hand,  advertising 
does  attract  attention  and  does  put  the  prospect 
into  a  receptive  state  of  mind. 

Advertising  which  attracts  attention  in  this 
way,  however,  does  actually  always  more  than 
merely  startle  the  reader  of  it.  It  does  (or 
should)  create  in  his  or  her  mind  a  desire  to 
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learn  more  about  the  thing  advertised.  That 
is  why,  when  in  Victor  advertising  one  sees  a 
crowd  of  celebrities  of  the  opera  and  of  the 
concert  hall,  in  pictured  guise,  appearing  before 
one,  with  the  statement  that  the  Victor  brings 
all  the  world's  great  artists  to  one's  home  the 
picture  shocks  the  attention  and  the  text 
clinches  the  idea  which  it  is  the  main  purpose 
of  the  advertisement  to  impart. 

When  we  see  Brunswick  records  advertised 
by  series  of  portraits  of  Brunswick  artists  with 
the  general  caption,  "The  New  Hall  of  Fame," 
we  have  an  illustration  of  the  same  principle. 
So  with  the  advertising  of  the  new  Columbia 
record-making  process.  So,  too,  with  the  Edi- 
son pictures  showing  Mr.  Edison  listening  to 
one  of  his  own  machines.  So,  too,  with  the 
phantom  photos  of  the  Cheney  acoustic  system. 
And  so  on. 

Advertising,  then,  shocks  the  reader  into 
attention  and  utilizes  the  emotions  thus  aroused 
in  order  to  drive  home  some  suggestion. 

Plainly,  then,  it  may  be  taken  for  granted 
that  the  salesman  who  sells  any  sort  of  talking 
machine  or  record  which  is  advertised  at  all 
generally  will  find  his  prospects  already  charged 
with  certain  more  or  less  definite  ideas  about 
the  machines  and  records  they  are  coming  in 
to  see.  The  first  stage,  then,  of  attention,  is 
already  successfully  passed,  in  all  these  cases. 
Arousing  of  Interest 

But  it  is  not  sufficient  to  attract  attention 
unless  it  can  be  maintained  and  transformed 
into  interest.  Here  is  where  the  salesman's 
first  real  work  begins.  Interest  is  aroused  when, 
for  instance,  some  part  of  the  claims  which 


SYNONYMOUS  TERMS 

The  Unico  System  and  Successful  Musical  Merchandisin; 

Unico  Equipment 

Stimulates  sales  and  produces  profits  with  all  classes 
of  musical  merchandise — 

Phonographs  and  Records 
Pianos  and  Player  Rolls 

Sheet  Music — Small  Goods — Musical  Instruments 

At  moderate  cost  the  Unico  System  will 
double  your  facilities — and  do  it  overnight. 

Shipments  from  stock — expedited  deliveries. 
Week-end  installations. 

No  delay,  confusion  or  business  interruption. 

"Follow  the  Lead  of  the  Leaders" 
Consult  the  nearest  Unico  Branch  today. 


NEW  MUSICAL  DEPARTMENT  STORE— UNICO  EQUIPPED  THROUGHOUT 
THE  J.  W.  JENKINS  &  SONS  CO..  WICHITA,  KANSAS. 


UNIT  CONSTRUCTION  COMPANY 


NEW  YORK,  N.  Y. 
299  Madison  Ave. 


RAYBURN  CLARK  SMITH,  President 
58th  Street  and  Grays  Avenue,  Philadelphia,  Pa 


DALLAS.  TEX. 
209  Dallas  Bank  Bldg. 
SAN  FRANCISCO,  CAL. 
275  Post  St. 


NEW  ORLEANS.  LA. 
506  Marine  Banlc  Bldg. 

H.  A.  MOORE  4  CO.,  LTD.  (Sale»  Agenu) 
Premier  House,  London  (W.C.I.).  England 


CHICAGO,  ILL. 
30  N.  Michigan  Blvd. 

SALT  LAKE  CITY,  UTAH 
150  Main  St. 
DENVER,  COLO. 
1642  Arapahoe  St 
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JDUBNEYSEND 


TheBigSongHit 

Up  She  Goes! 
TheBigShovHit 


THENEV'MICE  BLUE  GOWN"  hy  the  sameWriters- 


Music  by  Harry  Tierney 
Lyrics  by  Joseph  McCarthy 
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have  been  made  in  the  advertising  can  be  trans- 
lated into  action  and  fact  on  the  spot.  Thus, 
to  put  on  a  Caruso  record  is  to  make  good 
some  part  of  the  Victor  claim.  To  show  how 
quietly  a  new  process  Columbia  record  rotates 
on  the  turn-table  under  a  steel  needle  is  to  make 
good  a  Columbia  claim.  To  call  the  listener's 
attention  to  some  refinement  of  reproduction 
is  to  make  good  the  Cheney  claim  to  a  special 
acoustic  system. 

Importance  of  Confidence 

But  it  is  not  enough  even  to  arouse  interest. 
Unless  a  feeling  of  confidence  can  be  aroused 
and  maintained,  unless  the  prospect  can  be  made 
to  feel  that  all  statements  made  about  the  ma- 
chine or  the  records  are  substantially  true  and 
will  be  backed  up.  Here  the  salesman,  after 
he  has  made  the  necessary  practical  demonstra- 
tions, may  fall  back  upon  the  reputation  of  the 
house,  and  of  the  makers  when  the  latter  are 
well  known.  But  in  most  cases  it  is  the  repu- 
tation of  the  house.  No  salesman,  therefore,  can 
afiford  to  make  a  promise  which  the  house  will 
find  difficult  to  carry  out;  but,  at  the  same 
time,  no  house  can  afford  not  to  make  good 
on  any  promise  made  by  a  salesman.  It  is  a 
task  of  no  little  magnitude  to  build  up  a  reputa- 
tion for  complete  reliability  and  to  create  that 
feeling  of  universal  confidence  which  we  have 
when  we  deal  with  some  great  houses;  but  to 
destroy  that  reputation  is  not.  very  difficult. 
One  woman  complaining  that  she  has  been 
"stung"  will  do  more  harm  than  a  thousand 
satisfied  customers  can  ever  repair;  for  the 
satisfied  customer  does  "not  commonly  sing  the 
praises  of  the  house.  R-eliability  is  taken  for 
granted  very  often;  but  woe  to  those  who  fail 
to  make  good. 

Desire,  Action,  Satisfaction 

Demonstration,  which  we  discussed  when 
talking  about  the  second  step  (interest),  when 
backed  up  by  confidence  in  the  house  and  in  the 
salesman's  statements,  produces  desire.  From 
desire  to  favorable  action  is  but  a  step.  From 
action  to  satisfaction  should  also  be  but  one 
more  simply,  easily-taken  step,  and  so  it  will 


SECOND  YEAR  SUCCESSFUL  LEADER 

The  Most 
Dependable  and 

Inexpensive 
Lid  Support 
on  the  Market 


Canada  Patent 
Applied 


Patented 
5etrt.9.l9l9' 

Two  other  patenti' 
Aoolied  foi 

flexible  and  bent. 


The  bottom  plate  is  con- 
structed of  one  piece 
of  metal  and  it  works 
automatically  perfect. 
No  parts  to  go  out  of 
order.  The  hinges  are 
made  in  two  styles — 
Samples  on  request. 


STAR  MACHINE  &NOVELTYCO. 

81  MILL  STREET  BLOOMFIELD,  N.  J. 

G.  L.  LAING  CO.,  Canadian  Distributor 
41  Richmond  St.,  East,  Toronto,  Ont. 


be  if  the  policy  of  the  house  is  broadminded 
and  rests  on  the  understanding  that  service, 
liberally  conceived  and  generously  carried  out, 
forms  the  foundation  of  a  successful  music 
business.  To  be  always  ready  to  make  good  a 
defect  or  a  complaint,  even  when  the  latter  is 
not  above  reproach,  is  to  found  one's  business 
on  a  rock. 

This  slight  sketch  will  indicate,  perhaps,  how 
a  salesman,  if  he  be  really  thoughtful,  may  re- 


study  his  sales  talks  and  methods  so  as  to  bring 
them  within  this  framework  of  stages.  All  sales 
go  through  these  stages,  but  unless  the  sales- 
man's work  is  designed  so  as  to  bring  about 
the  appropriate  reaction  at  each,  he  should 
hardly  be  surprised  if  he  scores  more  misses 
than  hits.  On  the  other  hand,  even  though  he 
retains  the  utmost  freedom  within  these  limits, 
he  will  find  it  worth  his  while  to  respect  them 
and  keep  within  them. 


JOSEF  HOFMANN  BRUNSWICK  ARTIST 

World-famous  Pianist  to  Record  Exclusively 
for  the  Brunswick  Co. — First  Number  Will 
Be  Liszt's  Hungarian  Rhapsody  No.  2 


Josef  Hofmann,  whose  fame  as  a  pianist  is  in- 
ternational, has  closed  a  contract  whereby  he  will 
make  records  exclusively  for   the  Brunswick- 


Josef  Hofmann 

Balke-CoUender  Co.,  according  to  an  announce- 
ment emanating  from  the  Brunswick  Co.'s  head- 
quarters. Brunswick  dealers  and  enthusiasts 
will  soon  be  in  a  position  to  hear  the  first 
recording  made  for  the  Brunswick  Co.  by  this 
master  pianist.  It  is  Liszt's  "Hungarian  Rhap- 
sody No.  2,"  appearing  on  Record  No.  50023. 
In  every  musical  center  a  Hofmann  recital 
makes  musical  history.  In  his  tours  of  this  and 
foreign  countries,  Josef  Hofmann,  by  his  play- 
ing, has  become  one  of  the  outstanding  figures 
in  the  musical  world,  thanks  to  his  supreme 
art  and  individuality.  He  attracts  such  audi- 
ences as  but  one  or  two  other  artists  have  ever 
drawn,  and  among  pianists  it  is  recorded  that 
he  has  established  the  largest  box  office  receipts 
in  the  history  of  Carnegie  Hall,  New  York — 
as  high  as  $4,000  an  hour  having  been  paid  to 
hear  him. 

Hofmann  is  one  of  the  very  few  musicians 


PHONOMOTOR  PRODUCTS,  PHONOSTOPS  and  NEEDLE  CLIPPERS 

ALWAYS  THE  BEST 

PHONOMOTOR  COMPANY  -  -  121  WEST  AVENUE.  ROCHESTER,  N.  Y. 


whose  youthful  musical  genius  has  blossomed 
into  a  great  and  lasting  one.  He  was  born  in 
Crakow,  Poland,  and  when  barely  five  years 
old  displayed  an  unusual  talent  for  music.  After 
working  for  years  with  his  father,  himself  a 
pianist,  Hofmann  had  become  an  international 
celebrity  by  the  time  he  was  sixteen.  Then  he 
became  the  only  private  pupil  that  Anton  Rubin- 
stein ever  had.  There  are  many  Americans 
who  well  remember  his  first  visit  to  this  coun- 
try when  he  was  still  a  child.  For  many  years 
Hofmann  has  made  his  home  in  Aiken,  S.  C, 
and  his  career  in  America  has  been  a  veritable 
procession  of  successes. 

The  announcement  that  this  celebrity  will 
record  exclusively  for  Brunswick  is  being  broad- 
casted to  the  public  and  the  Brunswick  March 
supplement,  hanger,  courier  and  window  display 
service  will  feature  his  first  recording. 


RECOVERING  FROM  RECENT  ILLNESS 

The  many  friends  throughout  the  trade  of 
Billy  Peate,  well-known  music  and  musical  mer- 
chandise dealer,  of  Utica,  N.  Y.,  will  be  pleased 
to  know  that  he  has  for  some  time  past  shown 
considerable  improvement  in  his  convalescence 
from  a  recent  illness. 


Artistic  Decorating 

On  Phonographs 

Dealers  and  manufacturers,  send  your  phonographs 
to  us  for  decorations  and  special  finishes.  We 
maintain  a  high-class  studio  devoted  entirely  to 
this  work.  We  wUl  decorate  your  phonographs 
from  our  large  selection  of  designs  or  from  de- 
signs you  may  particularly  specify. 

Let  us  show  you  our 
work  and  submit  estimate 

MOHAWK  WORKS  OF  ART 

Mohawk  Building 
160  Fifth  Avenue  New  York 

Manufacturers,  SencI  for  Quantity  Price* 
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In  Chicago — It  is 


Guyon's  Paradise  Orchestra 


In  Detroit — It  is 


FinzeFs  Detroit  Society  Orchestra 

In  Chicago  and  in  Detroit,  thousands  and  thousands  of  people  every 
year  dance  to  original  and  unusually  effective  arrangements  of  the 
latest,  up-to-the-minute  dance  hits,  as  played  by  Guyon's  Paradise 
Orchestra  and  Finzel's  Detroit  Society  Orchestra.  Speak  of  the  best 
dance  music,  and  Chicagoans  will  say,  "Guyon's" — Detroiters  will 
quickly  answer,  "Finzel's." 

These  two  famous  orchestras 
now  record  exclusively  for 

Records 


Chicagoans,  Detroiters,  and  people  from  the  neighboring  cities  are 
enthusiastically  greeting  the  opportunity  for  hearing  their  favorite 
orchestra  right  in  their  own  homes.  The  release  of  each  new  record- 
ing shows  a  further  increase  in  the  already  marked  demand  for  the 
recordings  of  these  famous  organizations. 

Recordings  by  these,  or  any  other  OKeh  artists  or  organizations  may 
be  obtained  from  Consolidated  with  the  same  promptness  and  smooth 
efficiency  that  are  always  so  characteristic  of  CONSOLIDATED 
SERVICE. 


Consolidated  Talking  Machine  Co. 

227  W.  Washington  Street  Chicago,  111. 

Branch:  2957  Gratiot  Avenue,  Detroit,  Mich: 
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IN  PITTSBURGH 

Building  and  Industrial  Revivals  A  feet  Business — New  Joseph  Home 
Home — C.  B.  Hammond  in  New  Post — To  Open  Brunswick  Shop 


Pittsburgh,  Pa.,  February  7. — The  first  month 
of  the  new  year  in  the  talking  machine  trade 
here  showed  more  activity  than  did  the  same 
period  a  year  ago.  This  is  taken  as  a  most 
hopeful  sign.  While  it  is  true  that  tlie  talking 
machine  business  of  itself  is  now  not  as  active 
as  it  was  two  weeks  ago,  there  is  marked 
activity  in  the  record  trade,  a  brisk  demand 
existing  for  all  makes  of  records. 

There  is  an  optimistic  tone  among  dealers 
and  it  is  believed  that,  backed  with  the  activity 
in  the  industrial  establishments  of  the  Pitts- 
burgh district  and  fortified  by  the  fact  that  the 
coal  mines  will  be  operated  steadily  from  now 
on  and  all  during  the  Summer,  the  danger  of  a 
miners'  strike  having  been  removed,  it  is  safe 
to  assume  that  there  will  be  considerable  activ- 
ity in  the  talking  machine  market  here  the 
entire  year. 

Building  operations  in  Pittsburgh  were  never 
greater  or  more  extensive.  Hundreds  of  new 
dwelling  houses  are  being  erected  and  scores 
of  new  apartment  buildings  are  under  course 
of  construction.  This  means  that  in  every  place 
where  a  family  will  reside  there  is  a  place 
where  a  talking  machine  can  be  placed.  Some 
wide-awake  talking  machine  dealers  have  made 
a  canvass  of  the  houses  that  are  in  course  of 
building  in  their  immediate  neighborhoods  and 
are  planning  to  make  a  campaign  to  "land  the 
new  business"  that  is  bound  to  come. 
How  Sales  Are  Made 

Recently  in  one  of  the  suburban  towns  ad- 
joining this  city,  when  a  new  family  moved  into 
a  house  that  had  just  been  completed,  an  enter- 
prising talking  machine  dealer  asked  leave  to 
place  a  talking  machine  in  the  house.  One  of 
the  records  that  he  sent  was  a  recording  of  a 
noted  pianist.  It  .so  happened  that  the  younger 
boy  in  the  family  was  given  the  same  selection 
to  study  for  a  piano  exercise.  It  is  needless  to 
state  that  the  talking  machine  remained  in  the 
house  and  the  live-wire  dealer  is  now  assured 
of  a  regular  patron  for  records. 

Plans  Better  Store  Following  Fire 

J.  E.  Bumbera,  whose  place  of  business  in 
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Swissvale  was  destroyed  by  fire  late  in  Decem- 
ber, wiping  out  his  stock  of  Edison  and  Colum- 
bia merchandise,  is  preparing  for  a  new  place 
of  business  on  a  much  larger  scale  than  he  had 
before.  At  present  he  is  operating  his  pharmacy 
and  talking  machine  shop  a  short  distance  from 
his  former  location. 

Pleased  With  Radio  and  "Talker"  Demand 

Frank  Dorian,  who  is  widely  known  to  the 
trade  in  practically  every  .section  of  the  country, 
and  who  is  now  manager  of  the  General  Radio 
Corp.'s  Pittsburgh  branch  on  Penn  avenue, 
where  he  distributes  the  Strand  phonograph, 
Okeh  records  and  the  General  Radio  Corp.  line, 
is  highly  pleased  with  the  business  he  has 
handled  since  locating  here  several  weeks  ago. 
He  stated  that  the  outlook  for  the  future  was 
most  hopeful. 

The  New  Joseph  Horne  Quarters 

Within  a  few  days  the  new  talking  machine 
department  of  the  Joseph  Horne  Co.  will  be 
settled  down  in  the  new  location  and  the  noise 
of  the  carpenter  and  mechanic  will  not  inter- 
fere with  the  music  from  the  instruments.  The 
large  new  demonstration  and  show  rooms  are 
now  being  given  their  finishing  touches.  One 
large  room  will  be  utilized  for  an  exhibition 
parlor  for  the  various  lines  of  talking  machines 
handled  by  the  Joseph  Horne  Co. — Victor, 
Cheney,  Pooley  and  Columbia  Grafonolas.  A.  R. 
Meyers  is  manager  of  the  department.  He 
stated  that  business  during  the  month  of  Janu- 
ary was  highly  satisfactory. 

C.  B.  Hammond  Takes  Over  Cheney 

C.  B.  Hammond,  of  Cleveland,  O.,  has  been 
appointed  manager  of  the  Cheney  Phonograph 
Distributing  Co.,  806  Penn  avenue.  He  suc- 
ceeds Marion  Cheney,  who  has  been  located  in 
Pittsburgh  for  some  months.  Mr.  Hammond 
is  an  experienced  Cheney  man  and  stated  that 
the  outlook  for  the  Spring  trade  in  the  Cheney 
line  was  exceptionally  bright. 

Installs  Audak  for  Record  Demonstrations 

An  innovation  for  expediting  the  sales  of 
Victor  records  has  been  made  in  the  record  sales 
department  on  the  main  floor  of  KaufTmann's 
(The  Big  Store).  There  records  only  are  sold, 
the  Victrola  and  main  record  department  being 
located  on  the  eleventh  floor.  Mrs.  C.  H.  Wal- 
rath  is  the  manager.  She  is  pleased  with  the 
business  handled  in  January  and  anticipates 
a  brisk  movement  of  records  and  Victrolas  in 
the  current  month.  The  innovation  on  the  main 
floor  consists  of  the  Audak,  a  device  which 
enables  several  customers  to  hear  records 
through  individual  ear-phones  while  standing 
side  by  side.  The  sound  from  one  does  not 
conflict  with  the  other.  Miss  H.  Cole,  who  is 
in  charge  of  the  record  department  on  the  main 
floor,  speaks  highly  of  this  innovation. 

Plan  to  Open  Brunswick  Shop 

On  February  15  a  new  Brunswick  Shop  will 
be  opened  in  Wheeling,  W.  Va.,  by  Chester 
Brubaugh  and  E.  H.  Waterhouse.  The  new 
Brunswick  Shop  will  be  one  of  the  most  com- 
plete of  its  kind  and  will  contain  sixteen  hear- 
ing rooms.  Messrs.  Brubaugh  and  Waterhouse 
have  also  purchased  the  Hanson  Music  Shop  at 
Moundsville,  W.  Va.,  and  will  feature  Bruns- 
wick phonographs  and  records  in  addition  to 
the  Victor  line. 

The  Pittsburgh  Brunswick  offices  are  now 
distributing  the  Brunswick  records  as  hereto- 
fore and  this  is  a  change  that  is  much  relished 
by  the  various  Brunswick  dealers  in  this  terri- 
tory. It  is  stated  that  the  company  is  oversold 
on  the  Tudor  and  York  models  and  that  it  will 
be  weeks  before  all  orders  can  be  filled. 
Reports  Exceptionally  Good  Month 

A.  A.  Buehn,  treasurer  of  the  Buehn  Phono- 
graph Co.,  was  laid  up  for  several  days  at  his 
(Continued  on  page  94) 


0  Profit! 


1 500 ; 

One  REGAL  dealer 
is  seHing  an  average 
of  600  records  per 
week  with  a  stock  in- 
vestment of  $400.  This 
brings  him  23  turn- 
overs a  year,  and  each 
turnover  leaves  him  a 
gross  profit  of  $271.29, 
a  return  of  1500%. 


But  this  can  only  be 
accomplished  by 
REGAL  50c  REC- 
ORDS. A  stock  of 
REGAL  means  a 
stock  of  "bestsellers  " 
only  rather  than  a 
stock  of  25%  "best 
sellers"  and  75%  slow- 
moving  merchandise. 


To  summarize:  The 
REGAL  policy  of 
"best  sellers,"  plus  the 
REGAL  quality  and 
the  50c  price,  enables 
REGAL  dealers  to 
achieve  sales  success 
that  to  outside  dealers 
seems  quite  unusual. 


Yet  the  instance 
quoted  above  is 
merely  one  example 
of  hundreds  of  similar 
successes  that 
REGAL  has  helped 
develop.  REGAL 
creates  business  for 
dealers  quickly — 
without  extensive 
preparation. 


REGAL  RECORD  CO. 


20  W.  20th  ST 


NEW  YORK 


94 


THE   TALKING   MACHINE  WORLD 


February  IS,  1923 


I^^'mI'.  r  P  ff  r 


3oft  5had-ow5play.F]o-vei-s^v§)^NeaththeJap-a-neSi^Moon 


Therein  its li^ht,Ev-Vy  ni^ht.LiMleJap-a-neseci-oon,- 


"You  cant  wi-on^ 
^thany'FElSrsong' 


NEWS  FROM  PITTSBURGH  TERRITORY 

(Continued  from  page  93) 

home  in  Dormont,  but  is  now  O.  K.  H.  M. 
Swartz,  general  manager  of  the  Buehn  Phono- 
graph Co.,  reports  an  exceptionally  good  month 
in  January  for  the  Edison  line,  both  in  machines 
and  records. 

Fine  Victor  Demand 

"We  are  shipping  to  our  clients  all  the  Victor 
machines  that  we  are  able  to  secure,"  said  T.  T. 
Evans,  the  well-known  manager  of  the  whole- 
sale Victor  department  of  the  C.  C.  Mellor  Co., 
a  leading  distributor  of  western  Pennsylvania. 
Mr.  Evans  stated  that  business  for  the  past 
month  had  been  very  good  and  that  all  indica- 
tions pointed  to  a  very  brisk  month  ahead.  Mr. 
Evans  also  stated  that  the  Victor  record  busi- 
ness was  excellent  and  that  some  retail  dealers 
had  to  make  repeat  orders  of  popular  records 
very  frequently.  During  the  past  week  Mr. 
Evans  made  a  business  trip  to  Canton,  Alliance 
and  other  eastern  Ohio  points. 

P.  W.  Simon,  Victor  dealer  at  Uniontown, 
Pa.,  has,  as  referred  to  elsewhere  in  The  World, 
sold  out  his  place  of  business  to  the  Aaron  Co., 
of  Uniontown,  which  has  also  secured  the  Vic- 
tor franchise  in  Uniontown. 

News  Gleanings 

Theodore  Hoffmann,  of  the  J.  M.  Hoffmann 
Co.,  and  Horace  Hays,  of  the  E.  G.  Hays  Co., 
both  Brunswick  dealers,  are  spending  the  re- 
mainder of  the  Winter  in  Florida. 


The  E.  A.  Searls  Co.,  Edison  dealer,  at  Hunt- 
ington, W.  Va.,  gave  an  Edison  tone  test  in 
the  City  Auditorium  on  February  5.  The  enter- 
tainers were  Glen  Ellison  and  Alta  Hill. 

John  Henk,  manager  of  the  Columbia  Music 
Co.,  Columbia  Grafonola  and  Edison  dealer, 
reports  business  as  very  brisk  for  the  past 
month.  Mr.  Henk  stated  that  record  sales, 
especially  for  foreign  records,  were  highly 
pleasing. 

S.  H.  Nichols,  manager  of  the  Pittsburgh 
branch  of  the  Columbia  Co.,  emphasized  the  fact 
that  the  outlook  for  the  Columbia  line  was  never 
better.  He  said:  "Our  business  both  in  Grafo- 
nolas  and  records  is  very  gratifying  and  I  am 
more  than  satisfied  that  our  Spring  business 
will  far  exceed  that  of  the  Spring  of  1922." 

C.  L.  Dawson,  of  Dawson  Bros.  Piano  Co., 
Starr  phonograph  and  Gennett  record  dealer,  is 
spending  the  Winter  in  Florida. 

Playertone  Business  Is  Active 

I.  Goldsmith,  president  of  the  Playertone 
Talking  Machine  Co.,  said:  "Our  business  for 
1923  is  opening  up  very  good  and  I  am  pleased 
at  the  demand  that  is  being  made  for  the  con- 
sole models  of  the  Playertone  line.  We  have 
opened  some  very  fine  distributing  agencies  in 
the  Southwest  and  our  sales  in  that  section  are 
increasing  materially." 

Frederick  Coi  Entertains 

Following  a  long-established  custom,  W.  F. 
Frederick,  president  of  the  W.  F.  Frederick 
Piano  Co.,  Victor  distributor  and  dealer,  gave 


a  dinner  to  the  employes  in  the  banquet  hall  of 
the  store  here,  635  Smithfield  street.  One  of 
the  features  was  the  awarding  of  prizes  to  em- 
ployes who  distinguished  themselves  by  individ- 
ual effort  during  the  past  year.  C.  E.  Lucore 
was  toastmaster.  Addresses  were  made  by  Mr. 
Frederick,  E.  B.  Heyser,  the  vice-president;  Ed- 
ward Snyder  and  M.  H.  Terry.  The  wholesale 
Victrola  department  is  in  charge  of  George  H. 
Rewbridge,  while  Fred  Drake  is  manager  of  the 
retail  Victrola  department. 

Talking  Machines  in  the  Schools 

Teachers  of  the  Washington  Heights  school 
at  I.emoyne,  Pa.,  purchased  a  Victrola  and  a 
number  of  records  for  use  in  school.  For  weeks 
the  pupils  have  been  collecting  old  newspapers, 
etc.,  several  tons  in  all,  which  were  sold,  the 
proceeds  being  used  to  buy  the  Victrola  out- 
fit. The  teachers  who  managed  the  affair  were 
Miss  Naomi  Bentz  and  A.  H.  Calaman. 

Faller  Bros.,  the  Victor  dealers  of  Donora, 
Pa.,  awarded  a  number  of  prizes  to  women  in 
an  advertisement  contest.  The  second  prize,  a 
Victrola,  was  won  by  Mrs.  Robert  Holmes. 

A  new  Victrola  has  been  purchased  for  the 
Washington  School  at  Birdsboro,  Pa.,  with  the 
proceeds  of  sales  by  the  pupils.  Each  of  the 
three  school  buildings  in  the  borough  is  now 
equipped  with  a  Victrola  and  an  assortment  of 
records. 

TO  ADDRESS  RETAIL  MERCHANTS 

G.  A.  Garver,  Edison  Dealer  of  Strasburg,  O., 
to  Speak  at  St.  Louis  Conference  • 

Strasburg,  O.,  February  3. — G.  A.  Garver,  head 
of  the  store  of  the  Garver  Bros.  Co.,  this  city, 
is  one  of  three  nationally  known  retailers  who 
will  address  the  Semi-annual  Retail  Merchants' 
Business  Conference  at  St.  Louis,  February  13. 
His  subject  will  be  "Building  a  $1,000,000  Busi- 
ness in  a  Town  of  1,000  Population."  The  Garver 
store  is  the  only  Edison  agency  in  the  entire 
Strasburg  district. 

OPENING  OF  GRIGGS  CO.'S  NEW  STORE 

MoLiNE,  Ia.,  January  30. — The  new  store  of  the 
Griggs  Piano  Co.  at  1413  Sixth  avenue,  this 
city,  was  opened  recently  with  an  appropriate 
musical  program  both  m  the  afternoon  and  in 
the  evening.  This  .  company  was  formerly  lo- 
cated at  1509  Sixth  avenue,  but  the  expansion 
of  business  necessitated  moving  to  the  larger 
quarters  in  which  they  are  now.  Interest  mani- 
fested in  the  opening  indicates  prosperity. 

INCREASES  ITS  ARTISTIC  STAFF 

The  Mohawk  Works  of  Art,  New  York  City, 
has  again  found  it  necessary  to  add  several 
artists  to  its  staff  to  take  care  of  the  steadily 
increasing  business.  M.  E.  Estrin,  head  of  the 
organization,  reports  that  the  popularity  of  re- 
decorating phonographs  is  increasing  and  that 
dealers  report  that  the  redecoration  of  these 
cabinets  help  sales. 
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Philadelphia,  Pa.,  February  6. — Phonograph 
and  talking  machine  dealers  and  distributors 
of  the  Quaker  City  and  its  vicinity  are  unani- 
mous in  voicing  their  satisfaction  over  their 
sales  records  for  January.  This  activity,  ex- 
perienced in  both  the  wholesale  and  retail 
branches  of  the  trade  during  the  first  month 
of  1923,  has  served  to  bring  forth  an  "I  told 
you  so"  smile  upon  the  faces  of  the  dealers, 
who  are  well  pleased  at  this  corroboration  of 
their  optimistic  forecasts  of  increased  business 
for  this  year,  which  they  made  after  the  holiday 
and  post-holiday  rush. 

Many  of  the  leading  distributors,  including 
those  handling  the  New  Edison,  Victor,  Bruns- 
wick, Columbia  and  Vocalion,  report  decided 
increases  in  their  business  and,  in  fact,  quite 
a  number  of  them  state  that  the  volume  of  their 
business  during  the  past  month  was  at  least 
twice  as  large  as  that  transacted  during  the 
same  period  last  year. 

Greatly  Increased  Edison  Business 

One  instance  of  this  notable  improvement  in 
conditions  prevailing  in  the  trade  is  to  be  found 
in  the  following  statement  of  Arthur  W. 
Rhinow,  of  the  Girard  Phonograph  Co.,  dis- 
tributor of  the  New  Edison  in  the  Philadelphia 
territory: 

"Our  business  for  January  was  slightly  more 
than  double  that  of  January  of  last  year  and 
there  is  every  indication,  barring  unforeseen 
difficulties  in  the  labor  situation  in  the  coal 
mining  regions,  that  we  will  experience  the 
biggest  year  in  the  Edison  business  during  1923. 

"The  extensive  campaign  for  new  dealers, 
which  was  described  at  some  length  in  last 
month's  issue  of  The  World,  has  been  decidedlv 


more  fruitful  than  anticipated  and  our  traveling 
representatives  reported  no  less  than  eight  new 
dealers  last  week.  At  the  present  rate  it  will 
be  only  a  short  time  before  we  will  have  new 
dealers  of  a  satisfactory  caliber  located  in  all 
of  the  unoccupied  territories  in  this  section  and 
we  believe  that  when  this  prediction  is  fulfilled 
it  will  be  ample  proof  of  the  stability  of  the 
New  Edison  line  and  the  growing  demand 
especially  for  the  newer  models." 

Activities  of  Penn  Phonograph  Co. 

Increased  Victor  sales  are  reported  by  each 
of  the  five  local  Victor  distributors  and  T.  W. 
Barnhill,  secretary  of  the  Penn  Phonograph 
Co.,  declares  that  its  business  during  January 
showed  a  decided  improvement  over  that  done 
during  the  same  month  last  year,  despite  the 
fact  that  there  is  still  a  shortage  of  stock,  as 
he  has  found  it  almost  impossible  to  obtain 
various  popular  Victor  models,  although  this 
condition  is  being  relieved  gradually. 

Both  F.  E.  Hippie  and  D.  W.  Mayberry,  two 
well-known  traveling  representatives  for  the 
Penn  Phonograph  Co.,  who  had  been  ill  for 
several  weeks,  are  back  at  work  again  and 
calling  on  members  of  the  trade. 

Among  the  recent  visitors  seen  by"  Mr.  Barn- 
hill  were  C.  N.  Andrews,  of  C.  N.  Andrews, 
Buffalo,  N.  Y.,  and  A.  H.  Bates,  of  the  Ohio 
Talking  Machine  Co.,  Cincinnati,.  O. 

Brunswick  Dealers  Doing  Well 

Excellent  reports  of  prevailing  business  con- 
ditions among  Brunswick  dealers  throughout 
the  State  are  made  by  O.  F.  Jester,  local  dis- 
tributor of  the  Brunswick-Balke-Collender  Co. 
Mr.  Jester  declares  that  the  outlook  for  business 
in   his   entire   territorv   in   this   State   is  verv 


promising.  He  found  conditions  very  favorable 
in  Lancaster  and  Harrisburg  and  also  in  the 
coal  regions  despite  some  signs  of  unrest  among 
the  miners,  due  to  the  approaching  expiration 
of  the  wage  scale  agreement  later  in  the  year. 
He  says  that  his  only  worry  at  the  present  time 
is  due  to  'the  serious  shortage  of  Brunswick 
machines,  which  is  especially  acute  in  the  new 
line  of  console  models,  as  the  factory  is  far. 
behind  in  making  deliveries  of  these  models. 
Large  Victrola  Demand  at  Weymann's 

"All  of  our  Victor  dealers  in  this  territory," 
declares  H.  W.  Weymann,  of  H.  A.  Weymann 
&  Son,  "report  big  increases  in  their  sale  of 
Victor  records  during  January  over  the  same 
month  last  year.  We  are  sending  out  Victrolas 
just  as  fast  as  we  can  get  them  and  the  new 
style  No.  80  and  No.  210  Victor  models  which 
we  received  in  January  shipments  were  sent  out 
the  same  day  we  received  them.  We  are  also 
receiving  a  great  many  advance  orders  for  the 
No.  100  model." 

Edison  Tone  Test  by  Radio 

Something  entirely  new  in  the  annals  of 
phonograph  merchandising  will  take  place  in 
about  two  weeks,  the  e.xact  date  to  be  announced 
later  by  the  Girard  Phonograph  Co.  Wright  & 
Wright,  who  claim  now  to  have  the  best- 
equipped  radio  broadcasting  station  in  Phila- 
delphia and  who  have  just  entered  the  ranks 
of  New  Edison  dealers,  have  arranged  at  con- 
siderable cost  to  themselves  and  with  the 
assistance  of  the  Girard  Phonograph  Co.,  Edison 
distributor,  to  give  an  Edison  tone  test  of  one 
of  the  leading  Edison  artists  for  the  benefit  of 
the  radio  fans  in  this  section  of  the  country. 
{Continued  on  page  96) 


Opportunity 


We  believe  this  year  provides  the  Opportunity  to  set  a  new  high  mark  for 
every  Victor  Dealer  who  will  adopt  our  suggestion  of  last  month  and  put  real 
constructive  W ork  into  his  efforts. 

Conditions  have  improved  materially  and  we  can  all  plan  confidently  for  better 
business.  We  have  set  our  House  in  order  and  are  prepared  to  give  better  and 
more  efficient  Victor  Service  in  every  way. 

May  we  suggest,  as  a  result  of  our  preparation,  we  are  ready  to  accept  the 
responsibility  of  supplying  Victor  Merchandise  to  every  Victor  Dealer  within 
a  reasonable  distance  of  Philadelphia.  Many  are  already  depending  upon  us 
almost  exclusively  and  we  invite  those  who  are  not  to  give  us  an  Opportunity 
to  prove  our  ability. 


THE  LOUIS  BUEHN  COMPANY 

OF  PHILADELPHIA 
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Practice — Not  Theory 

n^ALKING  MACHINE  CO.  Service  doesn't 
stop  with  telling  you  how  to  increase  your 
Victor  Sales.    We  stand  ready  to  show  you  and 
help  you. 

The  Talking  Machine  Co. 

Victor  Wholesalers 
1025  Arch  Street  Philadelphia,  Pa. 
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Inasmuch  as  the  radio  concerts  broadcasted  by 
this  firm  are  reported  to  have  been  heard  west 
of  the  Rocky  Mountains,  the  benefits  to  the 
Edison  trade  throughout  the  country  are  bound 
to  be  manifold. 

Announcement  of  this  tone  test  will  be  made 
by  radio  every  evening  for  a  week  prior  to  its 
occurrence  and  it  is  expected  that  the  audience 
which  will  "listen  in"  on  that  evening  will  be 
the  largest  that  has  ever  been  attracted  to  any 
entertainment  since  the  radio  has  become  a 
household  fixture.  Without  question,  it  will 
be  by  far  the  largest  single  achievement  since 
Mr.  Edison  announced  the  disc  phonograph 
some  years  ago  and  combines,  for  the  first  time, 
the  performances  of  what  many  consider  the 
two  greatest  inventions  of  the  century. 

Heppe  Increases  Capital  to  $2,500,000 
C.  J.  Heppe  &  Son  recently  announced  an  in- 
crease in  their  capitalization  from  $1,100,000  to 
$2,500,000,  the  increase  to  be  used  in  the  ex- 
pansion and  development  of  the  business. 

H.  S.  Zeigler,  manager  of  the  retail  depart- 
ment at  Heppe's,  has  returned  from  a  trip  to 
Boston  and  New  York  City,  following  his  re- 
covery from  an  illness  of  several  weeks'  dura- 
tion. 

M.  J.  Snyder,  the  Brunswick  dealer  of  Sun- 


bury,  Pa.,  has  just  moved  into  his  new  quarters 
in  that  city  and  now  has  one  of  the  most  up-to- 
date  phonograph  stores  in  that  section  of  the 
State. 

F.  J.  Heppe,  with  his  wife  and  family,  have 
gone  to  Atlantic  City  for  several  weeks. 
Walter  Linton  Elected  President 

Walter  Linton,  of  Linton  &  Co.,  was  elected 
president  of  the  Philadelphia  Victor  Dealers' 
Association  for  the  ensuing  year  at  its  recent 
meeting  held  at  the  Adelphia  Hotel.  Other 
officers  also  elected  included  Homer  Davis,  vice- 
president;  H.  Royer  Smith,  secretary,  and  A.  C. 
Weymann,  treasurer. 

Miller  Piano  Co.  Entertains  Employes 

Harry  Miller,  of  the  Miller  Piano  Co.,  Edison 
dealer  in  Coatesville  and  West  Chester,  Pa., 
tendered  a  banquet  to  the  employes  of  both 
stores  at  Downingtown,  Pa.,  on  the  evening  of 
January  26,  as  a  reward  for  having  reached  a 
previously  stipulated  amount  in  sales  over  the 
holiday  season.  Among  those  present  were 
P.  R.  Hawley,  manager  of  the  Girard  Phono- 
graph Co.,  Edison  distributor;  W.  C.  Stiver, 
A.  W.  Merrihew  and  A.  W.  Rhinow,  all  repre- 
senting the  Philadelphia  Edison  organization. 
Mr.  Miller  was  in  complete  charge  of  arrange- 
ments and  acted  as  toastmaster  during  the  affair. 


N 


O  two  Victor  retailers  have  exactly 
the  same  sales  problems.  One 
of  the  important  points  in  Weymann 
Victor  service  is  the  individual  attention 
given  to  the  individual  needs  of  the 
individual  dealer. 


VICTOR  WHOLESALERS 
1108  Chestnut  Street 

Philadelphia,  Pa. 

Authorized  distributors  of  BUESCHER  TRUE  TONE  Saxophones  and  Band  Instruments 
Manufacturers  of  WEYMA1>IN  "KEYSTONE  STATE"  String  Instruments 
Wholesale  distributors  of  Q  ■     ■  S  Player  Rolls 


He  literally  outdid  himself  in  providing  a  red 
letter  event  for. those  who  attended. 

Baker-Flick  Store  Entertains 

The  first  of  a  series  of  monthly  concerts  to 
be  given  in  the  interest  of  music-loving  citizens 
of  Camden  took  place  last  week  in  the  store 
of  the  Baker-Flick  Co.,  Market  street,  Camden, 
N.  J.,  under  the  direction  of  Mrs.  Rae  P.  Lute, 
who  has  been  arranging  musicales  in  many  of 
the  largest  department  stores  in  the  country  and 
who  is  now  in  charge  of  the  music  department 
of  the  Baker-Flick  store. 

Wright  Music  Stores  Buy 

The  Brunswick  Phonograph  Shop,  of  Easton, 
Pa.,  was  taken  over  recently  by  the  Wright 
Music  Store  and  after  extended  alterations  and 
remodeling  it  will  be  reopened  as  one  of  the 
finest  phonograph  stores  in  Northampton 
County. 

Opens  New  Wholesale  Offices 

The  Fox  Philadelphia  Co.,  general  distributor 
of  talking  machine  records  and  accessories,  has 
opened  spacious  and  attractive  new  offices  at 
420  Market  street,  in  the  wholesale  center  of 
this  city.  Under  the  progressive  management 
of  Harry  Fox  this  distributing  house  has  not 
only  placed  on  its  books  a  large  number  of 
dealers  in  Philadelphia  and  vicinity  in  a  short 
period  of  time,  but  has  secured  the  distribution 
of  many  well-known  lines  in  the  talking  machine 
field.  In  the  talking  machine  line  this  company 
distributes  Kimberly  upright  phonographs  and 
various  console  type  machines.  In  the  record 
field  it  distributes  Broadway  and  Triangle  rec- 
ords and  also  the  well-known  juvenile  sets  of 
Kiddie  Rekords.  It  also  distributes  the  Kodisk, 
Health  Builder  sets  of  Walter  Camp's  "Daily 
Dozen"  set  to  music,  the  Health  Builder 
"Weight  Reducing"  set  and  Brilliantone  steel 
needles.  Mr.  Fox  stated  that  the  year  opened 
well  and  is  entirely  optimistic  over  the  future. 
As  evidence  of  his  belief  in  the  good  business 
ahead,  Mr.  Fox  has  taken  on  greatly  increased 
space  in  his  new  quarters  and  will  shortly  in- 
augurate an  energetic  sales  campaign.  It  is 
also  his  plan  to  add,  from  time  to  time,  new 
articles  in  the  talking  machine  trade  to  his  list. 
Reports  Increased  Demand 

The  Philadelphia  Badge  Co.,  manufacturer  of 
record  cleaners  for  advertising  purposes,  reports 
increased  demand  for  its  product  and  that  ex- 
port business  has  also  increased  materially. 

Everybody's  T.  M.  Co.  Opens  New  Agencies 

Everybody's  Talking  Machine  Co.,  manufac- 
turer and  distributor  of  talking  machine  parts. 


Italian  Music  Rolls 

Largest  collection  of  Italian  and  other  foreign 
music  rolls  in  the  United  States.  Catalogs  and 
discounts  on  application. 

UNITED  UCSIC  STORES 

619  Cherry  Street  FhlUdelphls,  Pa. 

226  W.  Malberry  St.  Baltimore,  Ud. 
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reports  the  opening  of  a  number  of  new  ac- 
counts thus  far  this  year,  both  in  this  country 
and  abroad.  Through  the  quality  of  merchan- 
dise and  fair  business  dealings,  this  concern  has 
built  up  a  great  reputation  for  itself.  An  evi- 
dence of  the  prestige  of  this  company  is  to  be 
found  in  several  pieces  of  mail  recently  delivered 
to  the  offices  of  the  company,  one  letter  bearing 
only  the  address  "Honest  Quaker,  Philadelphia," 
and  the  other  "E.  T.  M.  Co.,  Philadelphia."  The 
trade  mark,  "Honest  Quaker,"  has  proven  a 
very  valuable  asset  to  the  company  and  it  has 
ever  been  the  policy  of  this  company  only  to 
place  this  trade  mark  upon  merchandise  of 
proven  merit. 

Strand  and  Radio  Demand  Grows 
The  General  Radio  Corp.,  of  this  city,  dis- 
tributor of  R  C  A  sets  and  manufacturer  of  the 
well-known  Geraco  line  of  radio  parts,  has 
found  that  the  new  year  has  opened  well  in  the 
radio  field.  Walter  L.  Eckhardt,  president  of 
the  company,  is  an  indefatigable .  worker  and 
has  many  plans  for  1923  for  the  still  further  in- 
crease of  radio  business.  In  the  talking  machine 
department  of  the  organization  all  lines  are  re- 
ported going  good.  Strand  phonographs  and 
Okeh  records  continue  to  grow  in  popularity 
throughout  the  Philadelphia  territory  and  it  is 
expected  that  1923  will  prove  a  record  year  in 
these  lines. 

International  Mica  Co.  Busy 
The  International  Mica  Co.  reports  that  its 
factory  in  West  Philadelphia  is  busy.  The  sub- 
sidiary company,  the  Pennsylvania  Radio  Labo- 
ratories, manufacturer  of  Parla  'phone  radio 
sets,  is  also  active.  James  A.  Crabtree,  of  this 
organization,  is  now  abroad  analyzing  trade  con- 
ditions on  the  other  side. 

F.  J.  Todd  Sells  Victor  Business 
Frank  J.  Todd,  Victor  dealer,  for  many  years 
located  at  1330  Girard  avenue,  has  sold  his  busi- 
ness to  the  Strand  Music  Shop,  which  will  con- 
tinue this  Victor  business  two  blocks  below,  at 
1114  Girard  avenue. 

Business  Increase  of  100  Per  Cent 
The  National  Decalcomania  Co.,  of  this  city, 
manufacturer  of  decalcomania,  reports  that  dur- 
ing 1922  its  business  was  increased  over  100 
per  cent.  The  new  year  has  opened  well  and 
George  C.  Greenawald,  head  of  the  organiza- 
tion, is  entirely  optimistic  regarding  conditions 
throughout  the  balance  of  the  year. 

Harry  Fox  and  the  Emerson  in  Evidence 
Harry  Fox,  who  is  well  known  throughout 
Philadelphia  and  vicinity  through  his  former 
connection  as  local  distributor  of  the  old  Emer- 
son Co.,  is  once  more  in  the  Emerson  field  as 
chief  executive  of  the  Emerson  Philadelphia 
Co.,  distributor  of  Emerson  talking  machines 
and  records.  This  new  company  has  opened 
very  attractive  offices  at  420  Market  street  in 
the  wholesale  district.  Mr.  Fox  is  most  familiar 
with  both  the  Emerson  line  and  the  Philadel- 


phia territory  and  it  is,  therefore,  safe  to  pre- 
dict a  bright  future  ahead. 

Derbyshire  Bros.  Beautify  Store 
Derbyshire  Bros.,  Brunswick  dealers  of  this 
city,  have  installed  Unico  equipment  for  the 
more  efficient  handling  of  their  rapidly  grow- 
ing business.    The  remodeling  of  the  store  and 


at  Lit  Bros.,  one  of  Philadelphia's  leading  de- 
partment stores  and  gave  a  concert  that  was 
attended  by  a  capacity  audience.  At  the  Lit 
Bros,  concert  Columbia  New  Process  record 
advertising  literature  was  distributed  and  con- 
siderable interest  was  manifested  in  the  latest 
Columbia  records.  The  Philadelphia  branch  of 
the  Columbia  Graphophone  Co.  co-operated 
with  the  Happy  Six  Orchestra,  preparing  win- 
dow cards,  streamers,  hangers  and  newspaper 
advertising. 

B.  B.  Todd  Closes  Branch  Store 
B.  B.  Todd,  well-known  Victor  dealer  of  this 
city,  who  has  previously  conducted  two  Victor 
warerooms,  has  given  up  his  location  at  1623 
Chestnut  street,  and  will  hereafter  conduct  his 
activities  entirely  from  the  store  at  1306  Arch 
street.  Mr.  Todd  is  an  enthusiastic  and  pro- 
gressive Victor  retailer  and  a  firm  believer  in 
advertising.  He  has  developed  much  business 
through  publicity  in  local  newspapers. 


A  Well-arranged  Establishment 

the  addition  of  these  up-to-date  fixtures  have 
added  greatly  to  the  attractiveness  of  the  estab- 
lishment and  the  service  facilities  at  the  com- 
mand of  customers  should  prove  a  valuable  fac- 
tor in  making  sales. 

Newlyweds  Receive  Congratulations 

Miss  Marie  Harrison,  in  charge  of  the  Victor 
department  of  J.  M.  Hough,  of  Shenandoah, 
Pa.,  for  two  years  past,  was  married  recently 
to  Leonard  Bernhardt,  of  the  same  city.  Mr. 
and  Mrs.  Bernhardt  were  visiting  in  Phila- 
delphia and  took  the  opportunity  of  visiting  the 
salesrooms  of  the  Penn  Phonograph  Co.,  where 
the  staff  extended  congratulations  to  the  happy 
couple  and  wished  them  a  long  and  happy  life. 
Happy  Six  Orchestra  Scores  Big 

The  Happy  Six  Orchestra,  Columbia  artists, 
appeared  in  Philadelphia  the  week  of  January 
22,  playing  a  very  successful  engagement  at  the 
Lorraine  Hotel.    This  orchestra  also  appeared 


EMERSON  DEALERS  HOLD  CONCLAVE 

Forty  Dealers  From  Philadelphia  and  Vicinity 
Listen  to  Addresses  Dealing  With  New  Emer- 
son Policies  and  Plans  for  1923 


Philadelphia,  Pa.,  February  5. — One  of  the 
most  enthusiastic  and  progressive  gatherings  of 
phonograph  dealers  ever  held  in  the  Quaker 
City  was  the  dealers'  convention  that  was  held 
by  the  Emerson  Philadelphia  Co.  at  its  offices, 
420  Market  street,  on  Thursday,  February  1. 

More  than  forty  dealers  from  Philadelphia 
and  vicinity  attended  the  convention,  which 
was  marked  by  a  number  of  addresses  dealing 
with  the  Emerson  policies  and  plans  made  by 
prominent  phonograph  officials.  During  the 
afternoon  several  Emerson  artists  enlivened  the 
gathering  with  some  of  their  latest  recordings. 

Arthur  H.  Cushman,  who  was  the  chairman 
of  the  meeting,  introduced  the  various  speakers, 
including  B.  Abrams,  the  president  of  the  Emer- 
{Contintied  on  page  98) 
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son  Phonograph  Co.,  who  promised  those  pres- 
ent that  they  would  receive  the  co-operation  of 
the  company  at  all  times,  and  he  also  revealed 
the  plans  for  an  extensive  Emerson  advertising 
campaign,  which  he  believes  will  have  a  great 
influence  in  boosting  sales  of  Emerson  machines 
and  records.  These  plans  are  in  line  with  the 
policy  of  the  company  in  extending  every  pos- 
sible assistance  to  its  dealers. 

The  opening  address  was  made  by  Harry 
Fox,  head  of  the  Emerson  Philadelphia  Co.,  lo- 
cal jobber  for  the  Emerson  phonograph.  Other 
addresses  were  made  by  Joseph  Wexler,  who 
spoke  on  the  past,  present  and  future  of  the 
Emerson  Philadelphia  Co.,  and  Charles  Hasin, 
who  outlined  the  Emerson  plans  for  recording 
the  latest  popular  songs  and  classical  composi- 
tions. Among  the  Emerson  artists  who  rendered 
selections  were  Lada's  Louisiana  Orchestra,  Miss 
Alexandria  and  Miss  Lillian  Morton,  Irving  and 
Jack  Kaufman  and  others.  An  interesting  fea- 
ture of  the  convention  was  the  address  bj^  Miss 
Lillian  Guth,  credit  manager  of  the  Emerson 
Philadelphia  Co.,  who  assured  the  dealers  that 
she  would  give  them  all  possible  co-operation. 
Many  representatives  of  the  leading  music  pub- 
lishers and  others  well  known  to  the  trade  were 
present  at  the  convention,  including  Emerson 
Yorke,  of  the  Witmark  Co.;  Mr.  Edwards,  of 
the  local  branch  of  the  Witmark  Co.;  T.  F. 
Oldewurtle,  president  of  the  Philadelphia  Co- 
lumbia Music  Dealers'  Association,  and  others. 


BUILT  SUCCESS^  SMALL  SALES 

Everybody's  Talking  Machine  Co.,  Inc.,  Now  a 
Prosperous  Business  Because  Small  Sales 
Were  Not  Neglected — An  Interesting  Point 


The  importance  of  the  multiplicity  of  small 
sales  is  well  brought  out  in  an  interesting  article 
appearing  in  a  recent  issue  of  the  Philadelphia 
Public  Ledger,  describing  the  success  that  Isaac 
B.  Grabuski,  head  of  Everybody's  Talking  Ma- 
chine Co.,  Inc.,  has  had.  The  article  states  in 
part: 

"A  multiplicity  of  sales — many  of  them  of 
articles  bringing  five  cents  each,  wholesale — • 
spelled  success  in  a  few  years  for  a  Philadelphia 
salesman,  who  at  one  time  sold  ice-making  ma- 
chinery on  commission,  with  single  orders 
ranging  from  $10,000  to  $20,000  each. 

"Giving  up  his  commission  job  to  establish 
a  business  for  himself,  the  salesman  opened  a 
retail  store,  handling  talking  machines  and  rec- 
ords' It  took  only  a  short  time  for  him  to 
discover  there  was  a  field,  open  and  virtually 
without  competitors,  that  was  awaiting  a  pio- 
neer. That  field  was  the  sale  of  parts  of  the 
\arious  talking  machines  to  dealers. 

"He  opened  his  door  to  opportunity  when  it 
called.  To-day  his  company,  well  established 
with  a  capital  investment  of  $50,000,  has  17,000 
dealers  on  its  books,  with  fifteen  distributors  in 
far-distant  points.    Its  volume  of  business  last 


year  was  $200,000  and  sales  were  made  in  Singa- 
pore, China  and  Australia. 

"Isaac  B.  Grabuski,  head  of  the  Everybody's 
Talking  Machine  Co.,  Inc.,  is  the  man  who  went 
out  and  sought  the  small  sales  that  other  deal- 
ers did  not  feel  offered  sufficient  profit  for  them 
lo  bother  with." 


R.  A.  FORBES  WITH  WANAMAKER 

Former  Manager  of  James  McCreery  &  Co. 
Department  in  Similar  Post  With  Wanamaker 


Philadelphia,  Pa.,  February  6. — R.  A.  Forbes, 
who  takes 'rank  as  one  of  the  best-known  retail 
talking  machine  executives  in  the  East,  arrived 
here  on  Thursday  to  assume  the  position  of 
buyer  and  manager  of  the  talking  machine  de- 
partment of  John  Wanamaker.  Mr.  Forbes  for 
several  years  was  manager  of  the  talking  ma- 
chine department  of  James  McCreery  &  Co., 
New  York,  where  he  attained  exceptional  suc- 
cess. He  has  been  identified  with  the  talking 
machine  industry  for  more  than  ten  years,  hav- 
ing been  associated  with  Landay  Bros,  prior  to 
his  appointment  as  the  McCreery  manager.  He 
is  thoroughly  versed  in  every  detail  of  phono- 
graph and  record  merchandising,  and  his  ap- 
pointment as  manager  of  the  Wanamaker  de- 
partment is  a  well-deserved  tribute  to  his  many 
years  of  experience  and  knowledge. 


C.  E.  Jones  is  planning  to  open  a  music  store 
in  Akron,  O.,  in  the  near  future. 
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Showing  Reproducer  of  Jewel  Needle  Equipment  in 
Position  for  Playing  Edison  Record  With  Fibre  Needle. 
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access  to  needle  socket  and  saves  records  from 
unnecessary  scratching. 

Is  the  ONLY  equipment  that  plays  vertical  cut 
records  with  a  Fibre  needle  in  the  proper 
"EDISON"  position  with  the  Reproducer 
turned  FACE  DOWN  to  the  record,  giving  it 
a  floating  action. 


NOT 

Just  Another  Equipment 

BUT 

a  distinct  improvement  in 
Tone  Reproduction  as  well  as 
in  Mechanical  Construction 
and  Finish. 

Send  for  descriptive  circular 
which  contains  "HINTS  RE- 
GARDING THE  CARE  OF  A 
PHONOGRAPH." 
WRITE  YOUR  EDISON  JOB- 
BER.   HE  HAS  IT. 

Price  the  same.     Liberal  dis- 
count to  dealers. 
GUARANTEED    IN  EVERY 
WAY. 

MONEY  BACK  IF  NOT 
SATISFIED. 

We  handle  highest  grade 
Jewel  Point  Needles. 


JEWEL  PHONOPARTS  COMPANY 


EH 


Showing  Back  View  of  Jewel  Needle  Equipment  in  Posi- 
tion for  Playing  Lateral  Cut  Records  on  Edison  Phonograph 


Needle  CENTERS  on  all  records. 

Straight  air-tight  construction  and  absence  of 
movable  joints  insure  perfect  reproduction  and 
great  volume. 

Pivoted  ball- joint  insures  perfect  reproduction  and 
freedom  of  movement  both  vertically  and  hori- 
zontally. 

Weight  is  the  lightest  that  can  produce  perfect 
results,  thus  saving  the  record,  and  _  permitting  a 
freedom  and  sweetness  of  tone  considered  impos- 
sible. 

Indestructible  NGM-Y-KA  diaphragms  do  not 
blast,  crack,  split  or  warp,  and  are  the  greatest 
development  in  phonographic  sound  reproduction 
in  years. 

160  W.  Whiting  St.,  Chicago 
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Advertising  Rates 
on  Request 


If  you  are  manufacturing  or 
distributing  any  talking  ma- 
chine product,  you  should 
be  listed  in  the  TALKING 
MA  CHINE  WORLD 
TRADE  DIRECTORY. 
This  service  is  free.  Send 
for  data  sheets  if  you  desire 
to  be  listed. 


YOUR  CHANCE 

If  you  are  a  manufacturer  or  whole- 
saler in  the  talking  machine  industry, 
you  will  be  listed  free  in  the  1923  edi- 
tion of  the  TALKING  MACHINE 
WORLD  TRADE  DIRECTORY, 
provided  you  have  sent  in  your  data 
sheet. 

BUT  WHEN 

you  stop  to  realize  that  virtually 
every  manufacturer  and  jobber  and 
upwards  of  10,000  retail  talking  ma- 
chine merchants  will  be  making  con- 
stant use  of  this  handbook  and  refer- 
ence volume,  devoted  exclusively  to 
the  industry  to  which  they  belong, 

YOU  WILL 

no  doubt  agree  with  us  that  here  is  an 
ideal  medium  in  which  to  supplement 
your  free  listing  with  a  forceful  and 
impressive  advertising  message. 

MOREOVER 

If  vou  do  pursue  such  a  course,  you 
will  be  keeping  company  with  the  ma- 
jority of  the  industry  and  they  will  be 
confirming  your  good  judgment  in 
utilizing  this  medium,  and  you  in  turn 
will  be  confirming  their  good  judg- 
ment. 

WHEREFORE 

we  repeat  that  this  advertisement  is 
inserted  to  call  your  attention  to 

YOUR  CHANCE 

to  make  use  of  a  valuable  medium  in 
which  the  advertising  section  is 
limited  and  the  rates  are  exceedingly 
reasonable.  We  recommend  that  you 
write  or  wire  your  space  reservation 
today. 


Edward  Lyman  Bill,  Inc. 

373  Fourth  Ave.,  New  York,  N.  Y. 
i>itiiio«>t>tttt>»mi>eniiittn>»88>iMf>»ttiiiiii>»; 
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If  CIT  F  V'^  GRAPHITE  PHONO 
mijj  l-illi  J     J  SPRING  LUBRICANT 

Hsley's  Lubricant  makes  the  Motor  make  good 
Ii  prepared  In  tbe  proper  oon9l8tei»7.  will  not  run  oat. 
di;  up,   or   become  stlctqr  or  rancid.     Bemalna  In  its 
orUinal   form  indefinitely. 

Put  up  in  1,  St  lOt  25  and  50-pound  cans  for  dealers 
Thlj  lubricant  Is  also  put  up  In  4'ounce  cans  to  retail  at 
25  r«nta  each  under  tbe  trade  name  of 

FTTRFKA  NOISELESS  talking 

%J  M\.M^lxr^    MACHINE  LUBRICANT 

IV rite  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St.,  New  York 


VICTOR  SCHOOL  COMING  TO  OMAHA      APPOINT  NEW  MANAGER  IN  COLUMBUS 


LARGE  HOUSTON  FIRM  CHANGES  HANDS 

Horton-Smith  Piano  Co.  Succeeds  Smith-Wood- 
ward Co.  and  Will  Handle  Brunswick 


Houston,  Tex.,  February  5. — The  Smith- 
Woodward  Piano  Co.,  910  Capital  street,  this 
city,  has  been  succeeded  by  the  Horton-Smith 
Piano  Co.,  which  will  be  an  exclusive  Bruns- 
wick dealer. 

The  Smith-Woodward  Piano  Co.  was  formed 
in  1916,  when  Robert  Smith,  long  in  the  busi- 
ness, and  M.  O.  Woodward  formed  a  partner- 
ship. Mr.  Woodward  died  in  1919  and  his  in- 
terest was  continued  by  his  widow,  Margaret 
W.  Woodward,  until  recently,  when  H.  W.  Hor- 
ton  purchased  her  interest.  The  name  of  the 
firm  has  accordingly  been  changed. 

Mr.  Horton  was  connected  with  the  Bush  & 
Gerts  Piano  Co.,  at  Dallas,  and  later  was  man- 
ager of  that  concern's  local  branch  at  Hous- 
ton. Already  a  big  dealer,  it  is  believed  that 
the  Horton-Smith  Co.  will  become  the  most 
active  phonograph  dealer  in  the  surrounding 
territory. 


FOREIGN  RECORDS  IN  NEW  CATALOG 

Victor  Record  Catalog  for  1923  Includes  Over 
Two  Score  Instrumental  Selections  From 
Foreign  Catalogs  of  Unusual  Interest 


The  Victor  Talking  Machine  Co.  announces 
that  forty-three  instrumental  records  selected 
from  various  foreign  catalogs  have  been  listed 
in  the  1923  general  alphabetical  catalog  under 
English  titles.  A  number  of  the  selections 
have  been  featured  as  odd  and  original  records 
in  the  various  domestic  supplements  last  year, 
and  it  has  been  found  that  a  goodly  proportion 
of  them  find  much  favor  with  domestic  buyers 
who  are  in  search  of  something  a  little  differ- 
ent in  music. 


PRAISE  FOR  NEW  TONE  ARM 

A.  Frangipane,  secretary  of  the  Mutual 
Phono  Parts  Mfg.  Corp.,  New  York,  reports 
that  the  entire  line  of  tone  arms  and  repro- 
ducers is  going  good.  The  new  improved  No. 
lA  tone  arm  for  portable  machines  continues 
to  grow  in  popularity  and  many  letters  have 
been  received  by  the  Mutual  Co.,  compliment- 
ing it  upon  this  new  tone  arm,  from  different 
houses  in  the  trade.  Mr.  Frangipane  reports 
that  business  has  increased  steadily  since  the 
first  of  the  year  and  sees  a  decidedly  bright 
future  ahead. 


A  Music  Memory  Contest  is  in  progress  in 
the  Mt.  Olive,  111.,  schools  and  J.  E.  Rice,  Vic- 
tor dealer  there,  arranged  for  Miss  Airy,  of  the 
Koerber-Brenner  Co.,  to  spend  a  day  in  the 
schools,  dealing  with  music  appreciation  work 
in  general. 


WE  HAVE  YOURS ! 


Free  Samples  of 


NEW  GILT  EDGE 
DANCE  TONE 
NEEDLES 


A  Rsflcxo  Produit 
Made  by  "Bagsliaw  of  I.owcH' 


See  Page  29 


Practical  Course  in  Salesmanship  Scheduled  for 
Omaha  Under  Auspices  of  Mickel  Bros.,  Vic- 
tor Distributors,  in  March 


Geo.  L.  Roth  Takes  Charge  of  Talking  Machine 
Department  of  Morehouse-Martens  Co. 


Omaha,  Neb.,  February  6. — The  Victor  School 
of  Salesmanship,  which  has  been  conducted  in 
various  cities  throughout  the  country,  under 
the  personal  direction  of  F.  A.  Delano,  will  be 
held  in  this  city  early  in  March,  according  to 
an  announcement  by  Mickel  Bros.,  prominent 
Victor  distributors  of  this  territory,  under 
whose  auspices  the  classes  will  be  held.  The 
course  of  instruction  will  be  of  four  days'  du- 
ration and  Victor  dealers  and  salespeople  who 
contemplate  taking  advantage  of  the  opportu- 
nity have  been  urged  to  enroll  at  an  early  date, 
so  as  to  evidence  their  support. 


Columbus,  O.,  February  3. — Geo.  L.  Roth, 
formerly  connected  with  the  Robbins  Piano 
Co.,  this  city,  has  been  made  sales  manager  of 
the  talking  machine  department  of  the  More- 
house-Martens Co.,  this  city,  handling  the  Vic- 
tor and  Brunswick  lines  of  machines  and  rec- 
ords. Mr.  Roth  has  already  made  plans  for  re- 
organizing the  department  along  more  efficient 
lines  and  is  arranging  for  an  intensive  cam- 
paign for  the  purpose  of  increasing  sales  of 
both  machines  and  records.  - 

Another  new  member  of  the  executive  staff 
of  the  Morehouse-Martens  Co.  is  Mrs.  Glen 
Lowry,  who  has  been  placed  in  charge  of  the 
music  department  of  the  store. 


O.  A.  Thurmond,  of  Johnston  City,  111,,  is  a 
persistent  dealer.  Two  years  ago  at  Christmas 
time  he  found  a  prospect.  He  sold  him  this 
year. 


Miss  Gladys  L.  Gillmore  has  just  taken 
charge  of  the  Brunswick  record  department  of 
the  Bruce  Co.,  Springfield,  111. 


m 


Bimfllt  by  Eegmeen 

with  the  highest  Enrlneerlmir  Ski 


Designed  to  stand  the  strain  of  hard 
usage. 

Built  to  run  smoothly  and  noise- 
lessly under  varying  conditions. 

Operated  with  uniformity,  and  con- 
stant in  speed. 


IS 


Write  for 
Prices 


Write  for 
Prices 


Sphinx  Gramophone  Motors  L( 


21  East  40th  St. 

NEW  YORK  CITY 
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LARKINS  JOINS  ORMES  STAFF 


MUSIC  MEMORY  CONTEST  IN  OHIO 


ATTRACTIVE  WINDOW  WINS  AWARD 


Ormes  Appoints  Brooklyn  and  Long  Island 
Representative — Vice-president  Price  Gradu- 
ally Building  Up  New  Organization 


James  J.  Davin,  sales  manager  of  Ormes, 
Inc.,  New  York,  \'ictor  wholesaler,  announced 
recently  the  appointment  of  Joseph  E.  Larkins 
as  Ormes  representative  in  Brooklyn  and  Long 
Island,  and  also  to  act  as  an  assistant  to  Harry 
C.  Hawkin,  who  is  in  charge  of  the  metropoli- 


State-wide  Contest  Under  Official  Direction 
Launched  on  February  1 — Final  Contest  to 
Be  Held  in  April — Music  Merchants  of  State 
Strong  in  Support  of  Movement 


Display  of  Newman's  Music  Shop,  Jersey  City, 
Selected  as  the  Best 


Joseph  E.  Larkins 
tan  district.  Mr.  Larkins,  who  is  a  graduate  of 
Fordham  LTniversity,  has  had  a  broad  experi- 
ence in  the  sales  promotion  departments  of  sev- 
eral prominent  manufacturers  in  the  East.  For 
the  past  year  Mr.  Larkins  has  been  in  the  music 
field,  where  he  applied  his  previous  business  ex- 
perience in  sales  promotion  work  to  excellent 
advantage,  and  he  is  planning  to  co-operate 
with  \  ictor  dealers  along  practical  lines. 


Columbus,  O.,  February  3. — Talking  machine 
dealers  in  this  city  and  vicinity  are  taking  an 
active  part  in  the  State-wide  music  memory 
contest  which  was  started  actively  on  Febru- 
ary 1,  following  conferences  at  the  Hotel  Desh- 
ler  here,  called  by  Mrs.  Nellie  I.  Sharpe,  Ohio 
State  Supervisor  of  Music. 

The  contest,  which  is  under  the  direction 
of  the  State  Department  of  Education,  is  held 
to  be  the  first  State  contest  under  official  super- 
vision and  great  results  are  e.Kpected  from  the 
movement.  Among  those  who  have  assisted  in 
making  the  plans  for  the  contest  are:  Miss 
Margaret  Streeter,  of  the  Educational  Depart- 
ment of  the  Victor  Talking  Machine  Co.,  and 
C.  M.  Tremaine,  director  of  the  National  Bu- 
reau for  the  Advancement  of  Music. 

The  contestants  are  divided  into  three  classes 
and  elimination  contests  will  be  held  in 
individual  schools  in  counties  and  in  districts 
in  regular  rotation,  with  the  final  contest  to 
be  held  in  this  city  on  or  about  April  28. 
By  dividing  the  contestants  into  classes  it  is 
expected  that  a  greater  number  of  children  will 
have  an  opportunity  for  making  a  good  show- 
ing. The  pupils  of  the  rural  schools  must  be- 
come familiar  with  twenty  numbers,  those  in 
elementary  schools  in  cities  and  villages  thirty 
numbers,  and  those  in  high  schools  forty  num- 
bers, while  adults  must  familiarize  themselves 
with  fifty  selections.  In  addition  to  the  sup- 
port of  the  talking  machine  and  music  dealers, 
a  number  of  clubs  and  other  organizations  have 
promised  their  co-operation  in  making  the  con- 
test a  success. 


The  value  of  originality  in  window  display 
was  well  exemplified  recently  by  Newman's 
Music  Shop,  92  Monticello  avenue,  Jersey  City, 
N.  J.,  handling  Sonora,  Columbia  and  Vocalion 
machines  and  records.  A.  B.  Newman,  proprie- 
tor of  the  shop,  arranged  a  special  window  dis- 
play in  competition  with  the  other  merchants 
on  Monticello  avenue,  with  a  view  to  captur- 
ing a  prize  for  the  most  attractive  arrange- 
ment. He  was  successful  in  carrying  off  tue 
first  award  and  the  accompanyint;  reproduction 


Newman's  Effective  Display 
of  the  window  would  indicate  that  the  prize  wa^ 
well  deserved. 

In  addition  to  the  Monticello  avenue  store 
Mr.  Newman  also  conducts  a  shop  at  209  New- 
ark avenue,  Jersey  City,  where  the  same  lines 
of  machines,  as  well  as  pianos,  are  handled. 


RECENT  SALE  IN  COLORADO  SPRINGS 


The  Harry  B.  Loeb  Piano  Co.,  New  Orleans, 
La.,  is  now  located  in  spacious  quarters  at  323 
Baronne  street. 


Colorado  Springs,  Col.,  February  3. — The 
Peerless  Phonograph  Shop,  the  music  store 
conducted  by  the  Peerless  Furniture  Co.,  has 
been  sold  to  M.  N.  Krause  and  Mrs.  A.  Point. 
The  personnel  of  the  stafl:  will  remain  un- 
changed, J.  L.  Zimmermann  continuing  as  man- 
ager of  the  shop,  with  Miss  Harriet  St.  John 
in  charge  of  the  sheet  music. 


IT  PAYS  TO  PUSH 

HALL  FIBRE  NEEDLES 

The  one  needle  that  makes  tone — that  cannot  possibly  injure 
the  record — is  naturally  a  necessary  accessory  of  the  T.\L.K- 
ING  M.4CHINE  BUSINESS.  YOV  NEED  HALL,  FIBKE 
NEEDLES  in  your  business  to  give  satisfactory  service  to  your 
customers. 

HALL  MANUFACTURING  CO. 

Successors  to  B  &  H  FIBRE  MFG.  CO. 

33-35  W.  Kinzie  St.  Chicago,  IH. 


Date. 

Jobber's  Name 

Address   

Gentlemen: — Please  forward  via. 

 CARTONS  COMBINATION  HALL  FIBRE  NEEDLES 

25  pkg.  No.  1—50  pkg.  No.  5. 

 CARTONS  NO.  5  PACKAGES  HALL  FIBRE  NEEDLES 

100  pkg.  in  carton. 

 CARTONS  NO.  1  PACKAGES  HALL  FIBRE  NEEDLES 

50  pkg.  in  carton. 

DEALER'S  NAME  

ADDRESS   
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Buy  from  the  two  largest  jobbers  irr  the  country 


JSTEWYORK  ,  CHICAGO 

TALKING  MACHINE  G      ■     p^^.^'f f  TALKING  MACHINE  Q 

521  West  57  th  Street  12  North  Michigan  Ave 

Victor  Wholesalers  T:Kclusively 
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Western  Dlvisiox  of  The  World,  Chicago,  III.,  Feb.  8,  1923. 
The  business  skies  are  brightening.  Of  that  there  can  be  no  doubt 
whatever.  But  we  must  not  allow  our  confidence  and  our  optimism 
to  be  wrongly  based.  Let  us  indeed  be  confident. 
Let  us  be  optimistic.  We  have  every  reason  for 
both  feelings.  But  let  us  know  precisely  what  we 
are  doing.    Let  us  know,  that  is  to  say,  not  only 


How  the 

Barometer 

Reads 


that,  but  why  we  feel  happier  over  existing  conditions  and  more 
optimistic  about  the  future.  There  are  several  reasons,  and  we 
ought  to  understand  them  all,  if  not  exhaustively,  then  at  least  ac- 
curately. First  of  all  stands  the  undoubted  fact  that  the  world 
situation  is  clarifying.  The  blunders,  the  errors,  the  stupidities,  of 
politicians  everywhere — and  not  less  in  our  own  Congress — have 
pretty  nearly  wrecked  the  whole  scheme  of  world-reconstruction 
which  was  envisaged  at  the  close  of  the  war.  Even  to-day  local 
political  jealousies  are  still  allowed  to  interfere  with  the  most  ob- 
vious facts  and  the  plainest  national  duties.  But  there  are  signs  that 
the  people  are  beginning  to  see  that  politicians  are  asleep.  The 
people  are  asking  themselves  what  is  to  be  done,  what  should  Amer- 
ica do  in  the  world  situation,  what  relation  has  that  situation  to  the 
domestic  business  situation,  and  many  other  searching  questions  of 
the  sort.  This  is  w-hat  we  mean  by  the  clarification  of  the  world- 
situation.  Confidence  is  returning  as  wisdom  comes  to  the  surface. 
It  is  seen  that  we  have  a  duty  to  do  in  the  world,  and  as  we  see  this 
we  find  ourselves  facing  the  facts  and  discovering  in  the  process  the 
right  road  to  world-reconstruction  and  therefore  to  national  pros- 
perity. It  is  safe  to  say  that  1923  will  witness  an  extraordinary  re- 
vival of  activity,  based  more  than  anything  else  upon  the  realization 
in  this  country  that  America  must  get  into  the  world  game.  The 
mid-West  farmer  begins  to  see  this  now.  x\.s  he  sees  it,  so  will  the 
politicians  who  depend  on  him  suddenly  discover  the  same  truth. 
Soon  we  all  shall  see  our  duty,  and  as  we  see  it  we  shall  begin  to 
work  to  rebuild  our  world  position  and  our  world  trade  on  terms 
that  the  world,  anxious  for  our  goods,  can  manage  to  accept  and 
carry  out. 


There  undoubtedly  will  be  a  great  deal  of  interest  aroused  in  trade 
circles  by  the  announcement  that  Brunswick  records  are  hereafter 
to  be  released  daily  instead  of  monthly.  What 
precise  method  will  be  used  is  not  so  important  as 
the  fact  that  a  new  system  of  record  distribution 
is  to  be  put  into  operation.   Not  alone  in  following 


Regarding 

Record 

Releases 


the  breathless  procession  of  popular  hits,  but  in  keeping  up  with  the 
latest  operatic  favorites  of  each  season,  there  has  always  been  the 
difficult  question  of  choice.  On  the  one  hand  it  seems  rather 
illogical  to  make  the  people  wait  till  the  end  of  the  month  to  get 
music  which  in  printed  form  is  already  a  hit.  But,  on  the  other 
hand,  by  thus  waiting  one  can  always  be  sure  that  the  greater  num- 
ber of  titles  released  are  at  least  likely  to  be  successful  and  therefore 
profitable  to  record.  The  whole  question  is  very  interesting  and  it 
is  by  no  means  easy  to  render  a  wise  opinion  upon  it.  There  have 
been  suggestions  before  now  in  many  quarters  looking  towards  a 
reform  in  the  conventional  methods  of  releasing  records,  while  a 
similar  condition  in  the  music-roll  industry  has  also  provoked  a 
parallel  feeling  of  dissatisfaction  and  desire  for  change.  However, 
it  is  dangerous  to  prophesy  until  one  knows,  but  the  new  move  will 
at  least  give  us  all  something  to  think  about,  hence  the  development 
of  the  Brunswick  move  will  be  watched  with  interest  by  the  entire 
trade. 


Some  good  people  in  the  local  trade  have  been  a  bit  upset  by  the 
advertising  w^hich  certain  department  stores  have  been  doing  on 
cheap  talking  machines.  It  seems,  however,  that 
there  is  really  no  cause  for  alarm.  In  more  than 
one  case  of  which  we  have  personal  knowledge  the 
event  turned  out  to  be  something  quite  unlooked 
for  by  the  promoters.  There  have  been  on  the  market  in  the  Middle 
West  lately  various  lots  of  machines  of  more  or  less  dubious  origin 


Bargains 

and 

People 


or  quality  which  have  been  offered  at  extremely  low  prices  in  quan- 
tities. Certain  larger  merchandisers  have  supposed  that  by  adver- 
tising apparent  bargains  in  talking  machines  at  very  low  prices  they 
could  get  the  crowd  into  tlieir  music  departments.  And  they  have 
acted  accordingly.  There  is  no  doubt  that  the  crowd  in  every  case 
was  quick  to  materialize.  The  people  fell  over  each  other  getting 
into  the  stores.  But  when  they  had  seen  the  sort  of  machines  they 
were  to  get  they  discovered  their  enthusiasm  cooling  oft'  rapidly. 
The  bargains,  upon  close  inspection,  did  not  look  good,  and  sounded 
about  as  they  looked.  Whereupon,  smart  salesmen  lost  no  time  in 
showing  the  disappointed  visitors  better  goods ;  with  many  sales  re- 
sulting. That  a  good  many  cheap  machines  remain  on  the  floors 
does  not  matter  so  much,  for  these  in  due  course  will  be  disposed  of 
one  by  one.  But  what  matters  is  that  these  big  stores  have  made 
two  discoveries.  They  have  found  that  the  public  is  still  looking  for 
impossible  bargains,  hoping  to  get  much  for  little.  But  also  they 
have  discovered  that  the  public  does  not  really  want  the  bargain 
goods  when  it  sees  them.  It  really  wants  the  best.  And  it  will  pay 
for  the  best  when  it  knows  that  it  must  do  so.  There  is  a  moral 
here.  It  is — do  not  be  afraid  of  bargain  advertising.  Stick  to  the 
high-class  goods,  advertise  them  consistently  and  push  them  hard. 


The  other  day  we  had  the  opportunity  of  talking  with  a  clever  sales- 
woman who  has  learned  and  who  practices  the  art  of  selling  records 
better  than  most  of  her  contemporaries.  She  told 
us  that  it  is  surprising  to  note  how  buyers  of 
popular  music,  after  a  certain  time  of  enthusiastic 
collecting,    slow   up   in   buying.     Regular  cus- 


Fed  Up 

With 

Jazz 


tomers  of  the  sort,  when  asked  why  they  are  not  continuing  to  buy 
as  many  hits  per  month  as  they  used  to,  often  reply,  it  seems,  that 
they  have  too  much  money  tied  up  already  in  popular  stuff  which 
no  one  wants  to  play  any  more.  "Now,"  says  this  lady,  "when  I 
meet  such  a  customer,  I  always  try  to  get  him  or  her  to  buy  one 
operatic  record — say  a  Caruso  record,  for  instance.  I  demonstrate 
this,  expatiate  upon  its  beauties  and  incidentally  boost  the  Victrola 
Book  of  the  Opera.  I  show  this,  and  try  to  sell  the  customer  a 
copy,  on  the  ground  that  it  will  be  intensely  interesting  and  will  dis- 
close a  new  field  of  pleasure  in  better  music.  If  I  can  get  even  the 
worst  jazz  fiend  to  buy  one  operatic  record  (chosen  by  myself)  and 
one  copy  of  the  Victrola  Book  of  the  Opera,  I  have  got  that  cus- 
tomer going.  In  nine  cases  out  of  ten  I  have  started  that  customer 
on  the  right  path,  and  have  for  the  future  a  more  or  less  steady 
l)uyer  of  better-class  records."  There  are  several  morals  in  this  and 
the  intelligent  reader  may  amuse  himself  or  herself  by  digging  them 
up  and  applying  them.  Actual  experience  has  shown  that  there 
are  a  number  of  excellent  mediods  of  developing  the  customer's 
interest  in  records  of  the  better  and  permanent  sort  while  still  taking 
advantage  of  the  normal  and  steady  demand  for  popular  selections. 
The  successful  adaptation  of  one  or  more  of  these  methods  means 
the  maintenance  of  interest  in  the  talking  machine  on  the  part  of 
the  owner  and,  in  view  of  the  wealth  of  material  offered  by  the 
various  manufacturers,  this  sales  promotion  work  should  not  pre- 
sent any  great  difficulty. 


That 

Cheney 

Bunch 


One  of  the  most  engaging  groups  of  men  at  present  engaged  in  the 
talking  machine  industry  is  to  be  found  in  the  Marshall  Field  Annex 
Building  here  in  Chicago,  and  in  two  most  interest- 
ing and  well-equipped  manufacturing  plants  in 
Grand  Rapids.  We  refer,  of  course,  to  the  direct- 
ing members  of  the  Cheney  organization,  who  the 
other  day  gave  a  dinner  to  their  local  retailers  at  which  much  was 
said  that  was  a  delight  to  the  judicious  ear.  Professor  Cheney 
himself  has  the  faculty  of  making  men  like  him,  and  his  machine 
seems  to  have  the  faculty  of  making  those  who  build  and  sell  it 
enthusiastic  believers  in  the  special  claims  which  are  made  for  it. 
There  is  no  question  but  that  this  enthusiasm  has  had  a  very  direct 
effect  in  the  development  of  the  Cheney  product  from  a  reproducing 
standpoint  and  in  broadening  the  channels  of  distribution. 
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Chicago,  February  8. — Of  trade  conditions  it 
may  be  said  predictions  may  come  and  predic- 
tions may  go,  but  the  good  old  dollar  rolls  on 
forever.  After  all,  what  is  a  better  "predictor" 
or  barometer,  if  you  please,  of  trade  conditions 
than  the  merry  music  of  every  dollar  as  it  drops 
into  the  till  of  the  tradesman?  We  know  of 
none,  and  we  are  willing;  to  wager  you  know 
of  none,  so  we  believe  we  are  right  when  we 
say  that  business  in  the  Chicago  district  is  bet- 
ter off  at  present  than  it  has  been  for  many  a 
day.  No  matter  where  we  go,  whether  it  be 
into  the  smallest  retail  establishment  or  the 
largest,  the  most  unpretentious  talking  ma- 
chine manufacturer,  or  the  most  pretentious,  we 
get  the  same  story  on  all  sides.  The  credit 
situation  has  eased  up  tremendously  and  bills, 
some  of  them  so  old  the}-  have  whiskers  on 
them,  are  being  paid  in  full. 

Now  what  does  this  situation  bring  about? 
Nothing  more  or  less  than  increased  activity 
on  all  sides.  The  wholesale  business  has 
"pepped"  up,  and  the  retail  business,  which 
"pepped"  up  shortly  before  the  holidays,  con- 
tinues the  process. 

Although  there  has  been  a  slight  falling  off 
in  the  amount  of  machine  business  in  the  Chi- 
cago trade,  the  increased  demand  for  records 
and  small  goods  has  more  than  offset  this.  The 
record  business  in  itself  suffered  from  a  some- 
what acute  shortage  towards  the  middle  of 
January,  but  it  seems  that  the  manufacturers 
got  busy  and  worked  overtime  to  fill  the  breach. 
They  have  succeeded  in  this  admirably,  while 
the  retail  men  here  are  still  keeping  the  whole- 
salers busy  filling  orders  for  records. 

The  unemployment  situation  may  be  looked 


upon  as  the  origin  of  all  of  this  activity.  For 
the  first  time  in  many  months  there  are  more 
jobs  than  workers.  This  is  practically  true  in 
all  lines.  Building  activities  are  going  on  at  a 
merry  clip  and  everyone  agrees  that  the  con- 
troversies in  this  particular  branch  of  activities 
were  in  a  large  measure  responsible  for  the 
topsy-turvy  conditions  which  helped  bring  busi- 
ness to  more  or  less  of  a  stand-still  some  time 
ago.  But  all  these  arguments  seem  to  be  things 
of  the  past  at  present.  All  the  men  are  work- 
ing and  trade  is  showing  the  favorable  reac- 
tion. 

Another  interesting  feature  which  may  tend 
to  throw  some  light  on  the  employment  situa- 
tion may  be  gleaned  from  a  recent  Govern- 
mental report,  which  says  tliat  during  1922  the 
railroads  bought  145,553  cars  and  2,824  loco- 
motives. This  is  quite  an  increase  in  freight 
cars  when  compared  with  the  76,117  cars  which 
were  built  in  1921.  Now  we  know  that  Chicago 
territory  did  not  get  all  this  trade,  but  when 
one  stops  to  consider  that  the  railroad  car- 
building  shops  are  very  extensive  in  this  terri- 
tory, reaching  from  the  southwestern  part  of 
the  city  to  a  distance  some  sixty  miles  east,  and 
that  all  the  shops  within  this  territory  are 
working  to  capacity,  we  may  safely  assume  that 
Chicago  certainly  did  get  a  nice  little  slice  of 
the  business.  In  the  car-building  sections  we 
are  receiving  reports  from  the  dealers  there 
that  they,  too,  are  having  wonderful  business 
and  that  collections  are  coming  in  exceptionally 
well.  Not  only  are  the  talking  machine  dealers 
and  manufacturers  claiming  this,  but  men  in 
other  trades  are  making  the  same  assertion. 
Furniture  men,  for  example,  are  all  sewed  up 


and  often,  lately,  have  had  to  refuse  orders  for 
future  delivery.  The  outlook,  everything  con- 
sidered, is  most  satisfactory. 

Opens  New  York  Headquarters 

The  United  Manufacturing  &  Distributing 
Co.,  of  this  city,  manufacturer  of  the  well- 
known  United  Motors,  has  opened  Eastern 
headquarters  at  50  Church  street.  New  York 
City.  The  United  Co,  will  be  represented  in 
this  new  location  by  Arthur  Deery,  who  is  well 
known  to  the  wholesale  machinery  trade.  He 
assumesL  his  new  duties  immediately.  Another 
newcomer  into  the  United  Manufacturing  & 
Distributing  Co.  sales  force  is  A.  E.  Drier,  who 
has  been  appointed  sales  manager.  Mr.  Drier 
is  an  old  hand  in  the  talking  machine  industry 
and  is  very  well  known  to  the  Western  trade. 
To  Feature  Premier  Receiving  Sets 

W.  A.  Fricke,  of  the  Lakeside  Supply  Co., 
has  been  appointed  head  of  the  city  sales  radio 
^livision  of  the  Premier  Electric  Co.,  of  this  city. 
Mr.  Fricke  is  also  vice-president  of  the  Lake- 
side Supply  Co.  and  his  new  appointment  will 
in  no  way  affect  his  affiliation  with  this  con- 
cern. The  Premier  Co.  will  have  no  direct  con- 
nection with  the  Lakeside  Co.,  as  it  has  opened 
a  special  office  for  Mr.  Fricke  at  20  East  Jack- 
son Boulevard.  The  Premier  Co.  is  marketing 
Premier  radio  receiving  sets  and  detector  units. 
Those  instruments  are  supplied  to  the  trade 
complete  or  if  desired  without  the  tubes,  bat- 
teries, head  sets,  etc. 

Eugene  Taylor  New  Sales  Manager 

Eugene    Taylor    has    been    appointed  sales 
manager  of  Lidseen  Products,  with  headquar- 
ters at  832-40  South  Central  avenue,  this  city. 
(Coiitiiiiicd  oil  page  104) 


LYON  &  HEALY 


INC. 


—  First  in  Radio! 

Offering  Largest  Stock— Best  Service 

Music  stores  are  the  logical  outlet  for 

radio  sets.  The  chief  factor  of  public  interest  in 
radio  is  due  to  the  musical  programs  broadcasted.  The  two  are 
closely  associated  in  fact  and  in  the  opinion  of  the  consumer. 

To  the  progressive  dealer,  the  radio 

business  is  a  profitable  one.  It  is  beyond  the  experi' 
mental  stage,  requires  only  small  space  for  display,  and  shows 
a  nice  turn'over.  Low  priced  efficient  sets  are  very  popular 
and  lead  to  resales  in  higher  priced  outfits. 

We  shall  be  glad  to  send  to  you  litera^ 

ture  about  stocks,  prices,  and  terms.  Tear  out  this 
advertisement,  write  your  name  across  the  margin,  and  mail 
it  to  us  today. 


Distributors  for 


The  Radio  Corporation  of  America 
General  Electric  Company 
Westinghouse  Elec.  &  Mfg.  Co. 
Wireless  Specialty  Apparatus  Co. 
The  Western  Electric  Co. 
Clapp-Eastham  Co. 
Colin  B.  Kennedy  Co. 
Lyradion  Mfg.  Co. 
DeForest  Radio  Tel.  and  Tel.  Co. 


Burgess  Battery  Co. 

Willard  Storage  Batter>'  Co. 

Nathaniel  Baldwin  Co. 

The  Magnavox  Co. 

Herbert  H.  Frost 

The  Radiopera ; 

A  complete  radio  Installation  in- 
closed in  a  mahogany  cabinet. 
Made  by  LYON  Si.  HEALY. 
Inc. 


Lyon  8C  Healy's  Radio  Department,  Chicago,  lu. 
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FROM  OUR  CHICAGO  HEADQUARTERS— (Continued  from  page  103) 


Mr.  Taylor  has  been  connected  with  the  sales 
force  of  Lidseen  Products  for  over  a  year, 
taking  the  place  of  E.  W.  Koom,  who  has  ac- 
cepted the  sales  managership  of  a  large  manu- 
facturing company  in  Detroit. 

McArthur  Back  From  Trip 
R.  N.  McArthur,  advertising  manager  and 
sales  manager  of  the  talking  machine  sales  divi- 
sion of  Barnhart  Bros.  &  Spindler,  has  jus.1 
returned  from  a  trip  to  Toronto  and  other 
Canadian  points.  Mr.  McArthur  brings  back 
tiie  good  news  that  the  majority  of  high-grade 
manufacturers  of  talking  machines  in  Canada 
are  very  happy  o\  er  business  conditions  and  are 
also  very  optimistic  over  the  outlook  for  the 
year  1923. 

Barnhart  Bros,  are  getting  a  tremendous 
amount  of  their  product  into  the  Canadian  ter- 
ritory and  Mr.  McArthur  believes  that  the 
Canadians  are  going  to  have  a  real  banner  year. 
Orders  for  Earnhardt  products  coming  in  from 
manufacturers  throughout  the  United  States 
also  indicate  that  the  manufacturers  of  this 
country  are  going  to  produce  a  tremendous 
amount  of  instruments.  It  has  truly  been  a 
case  of  the  survival  of  the  fittest  and  those  who 
have  survived  are  beginning  to  reap  the  re- 
wards. 

Schoenwald  Appointed  Sales  Manager 

Harry  Schoenwald,  well  known  to  the  trade 
through  his  activities  with  the  Consolidated 
Talking  Machine  Co.  and  also  as  an  active 
member  of  the  Piano  Club  of  Chicago,  and  who 
is  now  on  the  board  of  governors  of  this  or- 
ganization, has  been  appointed  sales  manager 
of  the  Consolidated  Talking  Machine  Co. 

Mr.  Schoenwald  has  been  with  the  Consol- 
idated Co.  for  over  two  years  and  has  made  an 
excellent  name  for  himself  in  establishing  the 
Okeh  record  in  the  city  of  Chicago,  for  which 
the  Consolidated  Talking  Machine  Co.  is  dis- 
tributor. The  popularity  of  Okeh  records  has 
greatly  increased  within  the  past  year  or  so  and 


the  most  progressive  dealers  are  now  found 
handling  this  line.  Of  course,  this  popularity 
has  been  accentuated  by  the  progressive  adver- 


Harry  D.  Schoenwald 

tising  campaign  that  the  company  is  running 
in  the  daily  papers  in  connection  with  Chicago 
dealers. 

Need  for  Both  Upright  and  Console  Models 

Officials  of  the  W.  W.  Kimball  Co.  are  very 
pleased  over  the  result  of  the  first  month's 
business  of  the  new  year.  The  end  of  1922  left 
a  good  many  old  problems  to  be  solved  and  the 
beginning  of  1923  found  some  new  ones.  One 
of  these  was  the  big  demand  for  console  models 
during  the  holidays,  which  made  a  shortage  on 
this  type  of  machine  and  accumulated  a  number 
of  orders  on  the  books  of  many  manufacturers. 
Now,  with  the  beginning  of  1923  and  this  ap- 
parent shortage,  some  deep  thinking  was  done. 

The  W.  W.  Kimball  Co.  put  on  a  selling 


campaign  on  the  upright  as  well  as  the  period 
models  with  excellent  results.  This  company 
has  found  that  there  is  just  as  much  of  a  need 
and  practically  as  large  a  field  for  upright 
models  as  for  consoles,  and  with  this  idea  in 
mind  has  convinced  the  dealers  not  only  of  the 
large  field  for  the  upright,  but  also  of  the  merits 
and  sales  possibilities  it  has  always  been  known 
to  possess.  In  other  words,  dealers  who  thought 
they  could  only  sell  console  machines,  because 
people  would  ask  only  for  them,  have  become 
thoroughly  sold  on  the  upright  machine  again. 

It  is  a  known  fact  that  there  is  a  field  for 
both  the  upright  and  the  console.  The  pro- 
gressive dealer  has  this  in  mind  when  putting 
on  a  sales  campaign.  It  is  found,  of  course, 
tliat  it  is  a  great  deal  easier  to  sell  a  console 
model  when  the  customer  says  her  neighbor 
has  one  and  she  wants  to  be  in  the  vogue,  but 
is  it  a  good  sale  to  place  a  console  machine  in 
a  home  where  it  does  not  fill  an  apparent  need 
or  desire?    Is  it  a  satisfactory  sale? 

Open  Strand  Salon 

The  Consolidated  Talking  Machine  Co.  has 
redecorated  and  altered  the  main  floor  of  the 
building  at  headquarters,  229  West  Washington 
street,  and  has  built  an  additional  room  for  the 
display  of  Strand  talking  machines.  This  room 
is  very  spacious  and  enclosed  entirely  by  glass, 
showing  a  complete  line  of  Strand  talking  ma- 
chines to  excellent  advantage.  Numerous  other 
changes  in  the  store  have  greatly  enhanced  its 
appearance. 

Okeh  Artists  Entertain  Piano  Club 

Harry  Schoenwald  and  E.  A.  Fearn,  co- 
chairmen  of  the  entertainment  committee  for 
the  February  5  meeting  of  the  Chicago  Piano 
Club,  arranged  a  novel  feature  for  this  meeting 
in  the  appearance  of  the  new  exclusive  Okeh 
artists,  Guyon's  Paradise  Orchestra,  of  Chicago, 
who  will  entertain  the  members  on  this  date. 

This  orchestra  is  known  to   Chicagoans  by 
(Confinticd  on  page  106) 
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Magnola  Style  Louis  XVi 


"Built      tone  specialists" 

IN  ITS  SEVENTH  YEAR 
OF  STEADY  SUCCESS 

4  Cabinet  Styles: 

Mahogany,  Walnut  and  Oak  Finishes. 

Patented    Tone-Deflecting  System: 

Unsurpassed  Workmanship. 

Vertical  Record  Filing: 

Mechanical  and  Acoustic  Equipment  Be- 
yond Criticism. 

Write  for  our  Revised  Wholesale  Prices 

Magnola  Talking  Machine  Company 

OTTO  SCHULZ,  President 

711  Milwaukee  Avenue  Chicago 
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We  illustrate  herewith  the  two  finest  equipments  ever  produced 
for  playing  all  disc  records  on  the  superb  Edison  phonograph 

Ask  your  Edison  Jobber  for  samples — or  order  either  or  both  styles  from  us  on  30  days'  approval. 

No.  2-EC  EDISON  CONCERT  EQUIPMENT   This  illustration  showsthe2-EC  concert 

equipment  which  plays  all  disc  records 
on  the  superb  Edison  phonograph. 

Illustration  shows  reproducer  in  posi- 
tion for  playing  Victor  or  other  lateral 
cut  records  on  the  Edison.  An  instant 
turn  of  the  reproducer  to  the  left  and  it 
is  in  position  for  playing  Edison  or  all 
\  ertical  cut  records.  No  adjustment  re- 
quired. Reproducer  fitted  with  special 
indestructible  Oro-Tone  diaphragm. 
HUNDREDS  OF  DEALERS  have  told  us  that  they  have  been  able  to  close  many  sales 
on  machines  where  the  customer  hesitated  until  shown  that  with  the  Oro-Tone  equipment 
all  disc  records  could  be  played  perfectly.  You  will  find  that  with  Oro-Tone  equipment 
vou  have  an  unbeatable  argument  that  quicklv  boosts  sales. — HEx\R  THAT  DEEP 
RICH  TONE. 

No.  4  EDISON  CONCERT  EQUIPiVIENT 

PAT.  PENDING 

For  playing  all  disc  records  on  the  Edison  phonograph — a  marvel  of  mechanical  ingenuity 

tS=  AUTOMATICALLY  ADJUSTS  ITSELF  TO  PERFECT  NEEDLE  CENTER  AND  CORRECT 
WEIGHT  CONDITION  WHEN  TURNED  TO  PLAY  THE  DIFFERENT  RECORDS 


PAT.  PENDING 


Illustrating^  position  for  playing  Victor  or          Illustrating  position  for  placing  Edison  or  Illustrating  position  for  changing  needles 

all  lateral  cut  records  on  the  Edison  phono-          other  vertical  cut  records.    Fibre,  jewel  or  and  when  at  rest, 
graph.                                                                    diamond  point  may  be  used  as  desired. 

NOTE  THESE  mixmcTivE  jj^^        4  Eji^oQ  CoDcert  Equipment 

Powerful,  deep  rich  Edison-like  tone  Automatically  centers  the  needle  with  the  turntable  spindle  (see  dotted 
Perfect  needle  center  lines)  when  playing  either  lateral  or  vertical  cut  records.    It  automat- 
Correct  weight  condition  on  both  lateral  and  ically  decreases  the  weight  when  turned  to  play  Edison  records  and 
vertical  cut  records  likewise  slightl}'  increases  the  weight  when  tttrned  to  play  Victor 
Height  adjustment  feature  records.  Both  weight  conditions  are  correct  for  the  two  tvpes  of  records. 
Reproducer  will  not  coast  when  record  is  -p^e  height  adjustment  feature  permits  instant  height  "adjustment  so 
played  t  roug  reproducer  will  swing  clear  of  record  when  played  in  either  position 
Reproducer  rests  on  all  records  at  correct  ,              ,          ...         ru-Ui.j-.t       i.  \ 
^gjj^jg  (arrow  shows  location  of  height  adjustment  screw). 

Plays  Edison  records  with  fibre  needle,  pro-  The  reproducer  will  not  coast  when  record  is  pla^'ed  through,  due  to 

ducing    great    volume    without    surface  perfect  centering  condition, 
noise 

Proper  swing  or  arc  insures  playing  largest  LlSt  PfICCS 

size  records  .    ,     it-/-      j         -vt  j 

of  the  2-EC  and  the  No.  4  ^^^^ 

^,^yr^—^                     -    Permanent    Safety  Edison   attachments    packed  .^^^H^il^^xJl^ 

Point  Needles  ^^"^^          "^''^^             ^^^^6^'  Mii\^ 

'-  our  two-vear  guarantee:  ^ 

miui^m^vvm,^'  ^^'^T^   aV?^  .Nickel  .  .   $7.00  #         '  jTm 

""'-""tiwllifif— '        safety  point  needles  for  .  ,  „ 

EDISON         "     Edison  and  Pathe  rec-  '  j 

VELVETiRUNKL^"  ords   practically   elimi-  Oxidized   9.00 

1                    nate  all  surface  noises.  (To  match  Edi-on  finish) 

You  will  marvel  at  the  jjguai  Discount  to  Dealers 

sort,    rich,    pure    tone  r\  ^     r                t::-j-        t  u 

quality.      Each    needle  Order  from  your  Ed.son  Job- 

N^FETt  POINT  il     mounted  on  fancy  card  ^"-7°""         ^'^^  ^^"^  °"  ^0 

and  enclosed  in  trans-  ^^^^^  approval. 
EDISON  RECORDS  '!      p^.g^j  envelope. 

J           •  -                 No.  E-VR-For  THc  ORO-TONE  CO.                'NO.  1  NEEDLE  CASE 

TheOro-T      Lt             Edison                  65c  i  nnf»  mi  f\             ^     c                    Rich  maroon  color,  gun  metal  finish  needle 

i,|£w^,                        No  P-VR-For  1000-1010  George  Street          cups-Holds    either  2-EC   or   the    No.  4 

L  _               ~'         J       Pathe                      65c  ,      CHICAGO,  ILLS.  equipment. 

List  price   35c 
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its  irresistible  dance  music  and  through  its 
recording  this  dance  music  for  Okeh  records. 
Some  of  the  numbers  played  at  this  meeting 
included  "Silver  Swanee/'  "Lovin'  Sam,"  "Lost" 
and  several  other  popular  numbers. 

Victor  Dealer  Active  in  Kiwanis  Club 
C.  M.  Reichardt,  of  the  Reichardt  Piano  Co., 
1311  Milwaukee  avenue,  and  one  of  the  largest 
Victor  dealers  on  the  Northwest  side,  has  been 
made  vice-president  of  the  Northwest  Kiwanis 
Club,  an  organization  well  known  for  its  social 
and  civic  activities.  This  division  of  the  Kiwanis 
Club  was  given  its  charter  on  the  26th  of  Jan-  ' 
uary  at  the  Congress  Hotel,  during  the  National 
Kiwanis  convention,  when  also  the  Northwest 
flivision,  which  was  recently  organized,  was  of- 
ficially recognized. 

Eddie  Cantor  Entertains  Piano  Club 
,    Eddie    Cantor,   star   in   "Make   It  Snappy," 
which  plaj-ed  at  the  Apollo  Theatre  last  month, 


entertained  the  members  of  the  Piano  Club  of 
Chicago  at  its  January  IS  meeting.  He  told 
humorous  stories,  sang  and  displayed  his  usual 
wit,  which  has  been  demonstrated  exclusively 
on  Columbia  records. 

Opens  Music  Shop 
AI.  H.  Ritter,  wiio  was  formerly  assistant  to 
H.  D.  Schoenwald.  of  the  Consolidated  Talking 
Machine  Co.,  has  opened  the  Dreamland  Music 
Shop  at  Madison  and  Ashland  avenues.  He  has 
secured  a  very  advantageous  location  as  well  as 
an  attractive  store  and  will  feature  Okeh  and 
C)deon  records  along  with  Strand  phonographs. 

Lakeside  Co.  in  New  Quarters 
.  Tli£  Takeside  Supply  Co.,  well-known  manii- 
facturer  of  talking  machines,  parts,  radio  and 
parts  and  jobber  thereof,  has  moved  from  339 
South  Wabash  avenue  to  new  and  much  larger 
headquarters  on  the  second  floor  of  73  West 
Van  Buren  street. '"Since  the  entrance  of  this 


company  into  the  talking  machine  trade  over 
seven  years  ago  Lakeside's  history  has  been 
one  of  continued  progress,  enlargements  and 
success.  G.  C.  Fricke,  president,  and  W.  A. 
Fricke,  secretary  and  treasurer,  made  their  bow 
to  the  trade  in  a  little  space  at  202  South  Clark 
street  years  ago.  When  they  first  started  they 
occupied  little  more  than  desk  room,  but  by 
consistent  business  methods  gradually  increased 
their  activities  at  that  place  until  within  three 
years  they  not  only  occupied  the  entire  floor 
of  that  building,  but  found  that  they  were 
cramped  for  room.  They  therefore  moved  to 
416  South  Dearborn  street,  which  was  a  more 
commodious  location  and  after  three  years  in 
this  location  they  found  that  they  were  again 
crowded  for  room.  The  next  move  was  to  339 
South  Wabash  avenue,  which  place  was  nearly 
six  times  the  size  of  their  original  headquarters, 
and  after  being  in  this  place  for  something  over 


KIMBALL  PHONOGRAPHS 

Value  that  produces  Ready  Sales 

It  is  not  exaggeration  to  say  that  there  is  no  phonograph  to  excel 
the  Kimball.  You  will  be  convinced  of  its  exceptional  value  when 
you  know  the  instrument.  The  Kimball  Phonograph  stands  com- 
parison on  all  of  the  vital  points:  Superior  construction;  visible 
beauty;  accurate  reproduction  of  the  record  and  natural  TONE. 
There  is  also  name  value  and  prestige  in  selling  the  Kimball. 


Console  and  Upright  Types; 
Variety  of  designs; 
Wide  range  of  prices; 
Reliable  guarantee. 

Ask  About  Territory  and  Agency  Terms 

W.  W.  KIMBALL  CO. 

Established  185  7 

Kimbatll  Hall  306  So.  Wabash  Ave. 

CHICAGO 

Manufacturers  of  Phonographs ,  Pianos , ^Player  Pianos, 
Pipe  Organs;  Distributors  of  OKeh  Records 


Style  L 

One  of  Several  Beautiful  Art 
Models 


KIMBALL  PHONOGRAPHS  PLAY  ALL  RECORDS 
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a  year  it  grew  too  small  for  them.  The  ISth  of 
January  found  them  still  on  the  increase  with 
a  greater  amount  of  business  coming  in  and  in 
order  to  cope  with  this  situation  it  was  found 
advisable  to  look  for  even  larger  quarters  than 
ever  before,  and  these  quarters  were  found  in 
their  present  place  of  business  on  the  second 
floor  of  the  building  located  at  73  West  Van 
Piuren  street. 

"Talkers"  in  Furniture  Stores 
It  is  interesting  to  note  that  in  a  recent  sur- 
vey of  the  furniture  manufacturing  and  retail 
furniture  industry  of  Chicago,  conducted  by 
Frederick  M.  Babcock  for  the  Cliicago  Cham- 
ber of  Commerce,  87  per  cent  of  tlie  firms  re- 
ported handling  one  or  more  lines  of  talking 
machines.  Of  the  variety  of  lines  handled 
floor  coverings  were  first  and  talking  machines 
second. 

Charles  E.  Byrne's  Views  of  Year's  Prospects 

The  Chicago  Herald  and  Examiner  has  been 
running  a  series  of  interviews  witli  prominent 
business  men,  setting  forth  their  opinions  re- 
garding business  conditions  and  particularly 
business  prospects  for  the  current  year.  Among 
those  who  prepared  a  special  story  for  the 
newspaper  was  Charles  E.  Byrne,  secretary- 
treasurer  of  Steger  &  Sons  Piano  Mfg.  Co., 
who  delivered  the  following  optimistic  message 
in  the  issue  of  January  22: 

"Personal  investigation  convinces  me  that  the 
outlook  for  1923  may  be  regarded  with  firm 
optimism.  It  is  the  opinion  of  the  majority  of 
those  who  keep  their  fingers  on  the  pulse  of 
business  that  a  feeling  of  'go-ahead'  surety  is 
current  in  all  quarters.  This  does  not  seem  to 
be  optimism  or  snap  judgment.  It  appears 
rather  to  be  a  vigorous,  satisfied  expression 
based  on  close  analysis  of  trade  conditions  by 
the  executive  heads  of  industry. 

"Many  manufacturing  institutions  catering  to 
the  general  public,  through  direct  and  retail 
channels,  which  for  the  past  two  years  have 
been  'beating  time,'  have  discovered,  from  a 
furvev  of  distributing  outlets,  that  1923  holds 


promise  of  eclipsing  other  satisfactory  years. 

"Recent  trade  analysis  covering  retail  chan- 
nels, in  diversified  lines,  shows  a  growing  tend- 
ency on  the  part  of  the  retailers  to  'clean  house.' 
In  this  way  tliey  advance  their  own  interests 
by  developing  better  buying  and  selling 
mctliods. 

"It  is  not  uncommon  to-day  for  neighborhood 
merchants  to  meet  frequently  to  discuss  methods 
of  improving  their  business,  thereby  increasing 


not  a  word  concerning  sales,  advertising  or  busi- 
ness of  any  sort  was  mentioned  by  any  of  the 
speakers.  Prof.  Cheney  held  down  the  floor 
for  about  an  hour  and  talked  in  the  most  amus- 
ing manner  concerning  everytiiing  one  could 
imagine.  The  talk  was  an  impromptu,  as  were 
the  talks  by  other  members  of  the  parly. 

The  opening  announcement  by  the  Professor 
was  to  the  efifect  that  the  guests  were  tliere  to 
cat  and  licar  some  funny  stories  and  that  any- 


Prof.  Cheney  Host  to  Dealers  and  Wholesale  Representatives  at  Morrison  Hotel 


their  usefulness  to  the  community.  They  ex- 
change views  on  merchandising  in  its  many 
phases.  Sucli  co-operation  lielps  to  raise  the 
good,  dependable  merchant  to  a  higher  plane. 
It  is  a  matter  of  self-preservation,  but  it  will 
inevitably  lead  to  greater  unity  between  the 
producer,  retailer  and  ultimate  buyer." 

Professor  Cheney  Gives  a  Party 
Prof.  Forest  Cheney,  inventor  of  the  Cheney 
talking  machine  and  an  official  of  this  well- 
known  company,  was  host  to  Cheney  dealers 
and  wholesale  representatives  and  Cheney  office 
officials  on  the  evening  of  January  26  at  the 
Morrison  Hotel.    The  party  was  unique  in  that 


one  talking  sales  or  anything  pertaining  to  busi- 
ness would  be  drawn  and  quartered. 

N.  A.  Fegen  Appointed  Sales  Manager 
N.  A.  Fegen  has  been  appointed  sales  man- 
ager of  the  Chicago  Radio  Laboratories,  manu- 
facturers of  Zenith  radio  receiving  sets,  whose 
headquarters  are  on  the  twentieth  floor  of  the 
McCormick  Building.  In  his  new  capacity,  as 
manager  of  the  sales  department,  Mr.  Fegen 
again  comes  in  contact  with  the  music  trade 
after  a  lapse  of  about  one  year,  during  which 
time  he  was  connected  with  the  sales  depart- 
ment of  the  Cadillac  Motor  Car  Co.  Prior  to 
(Continued  on  page  108) 
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The  Phonograph  of  Marvelous  Tone 
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No.  45-List  $175.00 

Mahogany  or  Walnut,  Two-lone  Finish 


Just  as  science  offers  her  final  triumph  in  sound  re- 
production in  the  marvelous  tone  of  the  Vitanola — 
so  is  the  greatest  achievement  in  woodworking 
craftsmanship  exemplified  in  the  new  Vitanola 
models  in  two-tone  finish. 

The  Vitanola  exactly  fits  in  with  the  present  demand 
for  a  phonograph  that  is  a  real  musical  instrument 
and  at  the  same  time  is  moderately  priced. 

Dealers  of  the  better  class,  in  all  cities  and  towns 
where  we  are  not  already  adequately  represented, 
are  urged  to  write  us  for  new  catalog  and  current 
wholesale  prices. 


Vitanola  Talking  Machine  Co. 

Saginaw,  W.  S.,  Michigan 
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this  time  ^Ir.  Fegen  was  for  thirteen  years 
sales  manager  of  the  wholesale  piano  depart- 
ment of  Lyon  &  Healy,  Inc.,  and  in  this  con- 
nection he  became  very  intimate  with  the  entire 
music  industry.  This  close  association  with  the 
music  trade  is  a  wonderful  asset  to  !Mr.  Fegen, 
as  he  needs  no  introduction  and  is  therefore 
enabled  to  go  right  into  the  sales  proposition 
of  putting  Zenith  radio  receiving  sets  into  the 
dealers'  stores.  During  the  long  association 
with  Lyon  &  Healy,  Inc.,  Mr.  Fegen  made  an 
enviable  record  for  himself,  and  his  numerous 
friends  in  the  trade  are  of  the  opinion  that  he 
will  add  to  his  laurels  while  in  the  capacity  of 
sales  manager  for  the  Chicago  Radio  Labora- 
tories. 

Brooks  With  Krasco 
At  a  recent  meeting  of  the  officers  of  the 
Krasco  Mfg.  Co.,  C.  C.  Brooks,  who  was  for- 
merly with  the  Brooks  ^Ifg.  Co.,  of  Saginaw, 
Mich.,  and  later  with  the  Fenton  Mfg.  Co.,  of 
Fenton,   Mich.,    was   elected   to   the   office  of 


\  ice-prcsident  and  general  manager.  Mr.  Brooks 
has  been  connected  witii  the  talking  machine 
industry  for  many  years  and  is  the  inventor 
of  several  well-known  automatic  stops  and  re- 
peating devices. 

Illustrates  Importance  of  Window  Display 
Artistic  eftect  at  a  minimum  of  expense  is 
evidently  the  slogan  of  F.  J.  Joers,  talking 
machine  and  piano  dealer  with  two  stores,  one 
on  Irving  Park  Boulevard  and  the  other  on 
Lawrence  avenue,  Chicago.  Mr.  Johnson,  head 
salesman  at  the  headquarters  store  on  Irving 
Park  Boulevard,  has  achieved  some  excep- 
tionally artistic  window  displays  and  interior 
arrangements  which  have  resulted  in  attracting 
a  great  deal  of  attention  to  this  store  and  boost- 
ing business,  substantial  evidence  of  the  value 
of  attractive  windows.  The  manner  in  which 
the  general  effect  is  secured  is  difficult  to 
explain  because  it  is  all  so  much  a  matter  of 
detail.  It  is  simple  of  execution,  however,  al- 
though the  adapting  of  the  mean?  to  the  end  is 


a  matter  of  wide  experience  and  brainwork. 

Just  for  instance,  the  truly  artistic  decora- 
tions suspended  from  the  electric  lamps  in  win- 
dow and  store  are  simply  strings  on  which  are 
twisted,  in  a  manner  known  to  and  easily  taught 
by  a  nimble-fingered  window  trimmer,  little 
peculiarly  but  uniformly  cut  scraps  of  crepe 
paper.  These  are  of  different  colors  and  to  the 
proper  blending  and  contrasting  of  them  is 
largely  due  the  excellent  and  striking  effects 
secured. 

A  window  display  at  the  Irving  Park' Boule- 
vard store  right  now  features  band  instruments, 
small  goods  and  talking  machine  records.  The 
cost  of  producing  this  trim  was  absolutely  in- 
consequential and  ytt  it  is  an  artistic  and  prac- 
tical display  of  the  attention-attracting,  result- 
producing  type. 

To  illustrate  the  simplicity  of  the  means  some- 
times employed  it  may  be  said  that  there  are 
several  upright  fixtures  on  each  of  which  there 
are  six  records  displayed,  slightly  overlapping 
each  other,  but  practically  one  above  another. 
This  is  a  home-made  fixture.  The  base  or 
pedestal  is  simply  a  pasteboard  box  covered 
with  white  cloth  neatly  draped.  The  upright  is 
a  two-by-four  timber  rising  from  the  center 
of  the  box  in  which  a  hole  was  made  to  accom- 
modate it,  one  end  of  the  timber,  of  course, 
being  fastened  to  the  floor  of  the  window. 

Any  number  of  simple  means  like  these  are 
used  to  secure  varying  effects  in  the  window 
and  to  display  the  different  instruments  shown 
in  an  attractive  form  and  in  many  instances 
much  above  the  floor  and  away  from  the  back- 
ground or  walls  of  the  window. 

Mr.  Joers  has  some  convictions  regarding 
selling  which  are  worth  recording.  He  thinks 
that  the  salesman  should  do  a  good  deal  of 
talking  when  not  engaged  in  making  a  sale. 
Intelligent,  though  not  too  verbose,  talking,  so 
that  knowledge  may  be  obtained  from  the  casual 
acquaintance  who  has  something  to  give,  helps 
the  listener.  The  salesman  can  easily  talk  a 
prospect  out  of  a  sale  if  he  is  too  fluent.  Undue 
anxiety,  fear  of  losing  a  sale,  unnecessary  ner- 
vous strain,  is  the  cause  of  much  useless  and 
often  destructive  "sales  talk."  Mr.  Joers  be- 
lieves that  the  best  way  and  the  right  way  is 
just  to  do  the  best  one's  capable  of,  believing 
that  if  the  consummation  of  the  sale  is  the  right 
thing  for  the  customer  and  the  right  thing  for 
you  the  sale  wall  be  made.  This  attitude  will 
not  check  but  promote  the  right,  sane,  con- 
vincing type  of  argument.  In  other  words,  the 
right  kind  of  sale  is  generally  the  result  of 
the  right  mental  attitude  instead  of  frenzied 
mental  effort. 

A.  H.  Rintelman  Dies 

A.  H.  Rintelman,  inventor  of  the  Goldentone 
needle,  passed  away  on  the  evening  of  January 
27  at  his  home  in  this  city,  2478  Orchard  street. 
At  the  time  of  his  death  he  was  sixty-two  years 
old,  and  is  survived  by  his  widow-,  Emma,  and 
two  daughters,  Mrs.  William  Lang  Hauschild 
and  Elizabeth  Rintelman. 

Mr.  Rintelman  was  a  pioneer  in  the  music 
trade  of  Chicago,  coming  here  from  Milwaukee 
in  1881,  at  which  time  he  joined  the  sales  force 
of  the  Julius  Bauer  Co.  He  stayed  with  this 
concern  for  many  years  and  finally  opened  a 
small  retail  shop  for  himself  on  the  north  side 
of  the  city.  He  maintained  this  location  for 
several  years  and  then  about  eight  years  ago 
opened  a  retail  shop  in  the  Republic  Building. 
Besides  being  a  music  salesman,  Mr.  Rintelman 
was  quite  capable  as  a  chemist  and  spent  most 
of  his  leisure  hours  in  research  work  along  this 
line.  It  was  while  amusing  himself  at  one  time 
during  his  career  as  a  business  man  in  the 
Republic  Building  that  he  discovered  a  process 
for  making  a  synthetic  chemical  composition 
simulating  amber  in  appearance.  Continuing  his 
researches  further,  he  discovered  that  this  com- 
position had  certain  chemical  properties  which 
made  it  adaptable  for  talking  machine  needles 
and  he  therefore  devised  a  small  clip  for  the 
(Continued  on  page  UO) 


More  GEER  REPEATER 

Sales  Records  Broken 

Since  the  improved  genuine  gold  plated  Geer 
Repeater  has  been  offered  to  the  public,  sales  have 
jumped  every  month  to  new  heights.  This  re- 
peater, with  its  exclusive  adjustable  feature  and 
its  lifelong  serviceability,  is  steadily  increasing 
in  popularity  wherever  continuous  music  is  de- 
sired. It  positively  does  not  affect  reproducer. 
Hundreds  of  dealers  and  jobbers  frankly  say  that 
the  Geer  Record  Repeater  is  the  most  outstanding 
phonograph  accessory  that  has  been  developed  in 
many  years.  Orders  must  be  placed  early  to  insure 
prompt  delivery. 

Old  Price  $2.50  New  Price  $1.50 

WALBERT  MFG.  CO. 

925-41  Wrightwood  Ave.         Chicago,  111. 
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No.  6 — This  motor  is  equipped 
with  two  springs,  in  series,  each 
spring  14  ft.  long.  It  plays  three 
records  at  one  winding. 

With  each  motor  are  included 
turntable  winding  crank,  speed 
regulator,  turntable  stop,  mount- 
ing screws,  etc. 

All  parts  of  these  models  are 
interchangeable  with  our  present 
line. 


OUR  PLANT 

with  a 
Capacity  of 

1200  Motors  Daily 

is  tuned  to  precision-workmanship  of  the 
highest  class.  Our  tool  equipment  has  no  su- 
perior in  America.  Our  workmen  are  trained 
to  the  highest  degree  of  accuracy.  Our 
testing  practice  will  permit  nothing  to  pass 
that  is  not  as  perfect  as  anything  man-made 
can  be. 


The  New  "United" 
Phonograph  Motor 


For 
Portable 
and 


All  Other 
Styles 


No.  5 — This  motor  is 
equipped  with  two 
springs,  in  series,  each 
spring  10  ft.  long.  It 
plays  two  records  at 
one  winding. 


Not  satisfied  with  having  what  the  whole 
trade  recognizes  as  the  best  phonograph  motor, 
in  terms  of  easy-winding,  silent-running,  and 
endurance,  we  have  "made  perfection  doubly 
perfect"  with  our  new  "United"  Motor. 

It  i.s  enclosed  in  the  same  rigid  protecting  cast-iron 
housing  as  our  other  models. 

The  same  automatic  capillary  siphon  lubricating 
system. 

The  same  ball-l)earing  features. 

The  same  sturdy,  efficient  long-lasting  gear,  pinion 
and  worm  transmission,  convc_\'ing  power  of  barrel 
spring  to  table  without  loss,  and  in  complete  silence. 

The  same  provision  against  end-thrust. 

The  same  large  measure  of  self-protection  against 
damage  in  assembling,  in  shipping,  in  demonstrating, 
in  delivery,  and  in  the  hands  of  the  consumer. 

And  in  every  way  possible  to  highly  trained  me- 
chanical minds,  these  features  have  been  given  im- 
proved finishing  touches. 

The  over-all  dimensions  of  this  motor  qualify  it 
for  use  in  Portable  machines. 

Manufacturers  of  Phonographs 

will  be  accorded  every  facility  for  putting  "United" 
Motors  to  any  test. 

Send  for  descriptive  circular. 


UNITED  MANUFACTURING  &  DISTRIBUTING  CO. 


536  Lake  Shore  Drive 


CHICAGO,  ILL. 
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purpose  of  holding  this  synthetic  needle  in  the 
stylus  bar.  This  needle  he  gave  the  trade  name 
'"Goldentone"  and  claims  were  made  for  it  that 
it  would  play  over  10,000  records.  He  marketed 
litis  needle  for  a  while  and  then  made  a  deal 
whereby  certain  individuals  in  this  city  were 
licensed  to  manufacture  and  market  it. 

Mr.  Rintelman  was  an  active  member  and 
supporter  of  the  Chicago  Piano  &  Organ  Asso- 
ciation, as  well  as  of  the  Chicago  Piano  Club 
of  Chicago.  At  a  joint  meeting  of  botii  of  these 
bodies,  which  was  held  in  the  afternoon  of  Janu- 
ary 28,  resolutions  were  adopted  to  convey  tlie 
sympathies  of  both  of  these  bodies  lo  tlie  family 
of  Mr.  Rintelman. 

Cheney  Introduces  New  Model 

The  constantly  increasing  demand  for  the 
console  type  machines  has  led  the  Cheney  Talk- 
ing Machine  Co.  to  announce  a  new  addition 
to  the  Cheney  line  in  the  Salisbury,  which  has 
been  designed  to  sell  for  $200. 

This  new  model  embodies  the  finer  taste  for 
period  models  which  is  in  great  demand.    It  is 


LOUD!!! 

For  Dancing  and  Band 
Records 

MEDIUM!!! 

(The  Original  Tonofone) 

For  Voice  and  Instrumental 
Records 

BOTH  ARE 


The  Meedlr.  WUiA  .fflindUe  ft»int 


Sufficient  volume  is  now  attain- 
able with  a  quality  only 
TONOFONE  can  give  by  the 
new  loud  Tonofone.  And  at  the 
same  price  and  same  construc- 
tion, but  LOUD. 

TONOFONE  alone  gives  out 
all  that  is  in  the  record.  This  is 
because  of  its  famous  flexible 
resilient  non-scratching  point — 
an  exclusive  feature  of 


the  best  needle 
ofifered  the  trade. 


value  ever 


Write  for  samples  and  particu- 
lars— free. 

THE  TONOFONE  COMPANY 

no  So.  Wabash  Ave.,  CHICAGO,  ILL. 

Inventors  and  Sole  Makers 


Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


IffCOJtPORA  TED  UNDER  THS 
LA  WS  OF  ILLINOIS 


SUCCESSORS'    TO  ^ 
Standard  Taliine  Machine  Co, 
i'litrd  Talking  Maenmt  Co. 
Harmony  Talking  Machiom  Co. 
O-Neilt'Jamaa  Co. 
Armtino  Co. 


■  Higli  Grade  TalbmoMaclunesiDLSC  Rzcords, 
Talking  Machmg  Supplies,  Etc 

227-229  W.  WASHINGTON  ST.,  CHICAGO,  ILL. 
Branch  :  2957  Gratiot  Ave.,  Detroit,  MicK. 


TRADE  MARX 

CONSOLA.* 


a  simplified  interpretation  of  the  work  of  the 
late  eighteenth  century  in  England  and  is  an 
adaptation  from  the  work  of  Sheraton  and 
Shearer.  This  newest  addition  to  the  Cheney 
line  is  in  keeping  with  its  policy  of  pro- 
moting the  period  styles  and  to  meet  the  de- 
mand for  a  low-priced  console  without  sacrific- 
ing artistic  distinction. 

The  Salisbury  is  made  in  walnut  and  mahog- 
any woods,  overlaid  with  a  secoya  burl.  The 
top  measures  21  3-16  inches  by  38^4  inches.  The 
instrument  is  3334  inches  high.  It  is  completely 
equipped  with  two  reproducers  for  playing  all 
records.  All  exposed  metal  parts  are  heavily 
gold  plated  in  a  rich  Roman  finish. 

One  of  the  features  of  this  model  is  that  it 
does  not  lose  its  grace  and  dignity  of  line 
when  opened,  as  one  side  discloses  a  neatly  ar- 
ranged record  cabinet  with  record  albums,  while 
the  other  side  shows  a  beautiful  grill  which  is 
in  keeping  with  the  simple,  yet  artistic,  lines 
of  the  model  itself.  Like  the  other  models  of 
the  Cheney  line,  the  Salisbury  contains  the  va- 
rious features  that  have  popularized  the  Cheney 
talking  machine. 

Successful  Test  Zenith  Set 

Music  merchants  handling  the  Zenith  radio 
set,  manufactured  by  the  Chicago  Radio  Labo- 
ratories, will  be  interested  to  learn  of  the  suc- 
cess this  outfit  is  having  in  recent  broadcasting 
messages  that  E.  F.  DiIcDonald,  president  of 
the  company,  is  staging. 

The  first  effort  to  communicate  by  radio 
from  a  Chicago  broadcasting  station  with  an 
Atlantic  liner  at  sea  was  attempted  last  week 
by  the  Chicago  Radio  Laboratories  from  sta- 
tion WDAP  at  the  Drake  Hotel.  Tlie  test 
broke  scvernl  broadcasting  records  and  showed 


the    possibilities    of   this   most    excellent  set. 

Mr.  McDonald  gave  a  Zenith  set  to  his  sister, 
Miss  Florence  McDonald,  who  was'  leaving  on 
the  liner  Berengaria,  which  sailed  last  week 
from  New  York  for  Cherbourg.  Each  morning 
at  one  o'clock  messages  are  being  sent  and 
will  continue  until  the  Berengaria  arrives  at 
Cherbourg.  The  steamship  was  1,000  miles  out 
from  New  I'ork  when  the  first  message  was 
sent  and  a  reply  was  received  within  a  few 
hours  from  the  Berengaria. 

The  Chicago  Radio  Laboratories  have  made 
an  excellent  record  with  the  Zenith  radio  set 
and  sell  exclusively  to  music  industries. 
Introduces  Baby  Grand  Piano 

The  Excel  Phonograph  Co.,  of  this  city,  has 
just  developed  a  small  fifty-nine  by  fifty-six 
baby  grand  piano.  This  little  instrument  is 
known  as  the  Columbian  and  has  been  devel- 
oped, according  to  the  Excel  Co.,  particularly 
for  talking  machine  dealers  who  are  desirous 
of  handling  small  grand  pianos.  The  company 
also  reports  that  it  is  having  an  excellent 
demand  for  its  portable  talking  machine.  This 
little  portable  is  made  in  a  very  unique  manner 
and  carries  a  Universal  tone  arm,  which  per- 
mits it  to  play  all  records. 

Cheney  Jobbers  Visit  Chicago 

During  the  month  of  January  many  Cheney 
jobbers  were  in  Chicago,  notably  Dunbar  Shew- 
ell,  president  of  the  Chenej'  Sales  Corp.,  of 
Philadelphia  and  New  York;  George  R.  Mad- 
son,  president  of  the  Cheney  Phonograph  Sales 
Co.,  Cleveland,  O.;  Edward  G.  Hoak,  exclusive 
distributor  for  Cheney  Phonograph  Co.  in  the 
Northwest  and  ^Minnesota;  J.  A.  Scanlan,  ex- 
clusive sales  representative  for  Clieney  in  west- 
( C oiitiiuicd  on  page  112) 


Motors  Tone  Arms 

Automatic  Stops 

DON'T  GUESS  AT  TURN  TABLE  SPEED 

USE  THE 

Lake  Side  Rotometer 

It  is  a  most  accurate  Speed  Indicator.  Gun  metal 
finish. — Retail  Price  ;$1.25  and  special  discounts 
and  terms  to  Dealers  and  Wholesalers. 

Write  us  Today. 

LAKESIDE  SUPPLY  CO. 


Note  New  Address 
73  West  Van  Buren  Street 

CHICAGO.  ILL. 
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The  Steger  is  famed  for  the  spar- 
Iding  vivacity  and  fidehty  with  which 
it  brings  to  life  the  I'ecorded  music 
of  voice  or  instrument. 

Without  any  troublesome  parts  to 
change,  the  Steger  plays  all  makes  of 
disc  records  correctly. 

True  artistry  of  design  and  per- 
fection of  cabinet  work  are  distinctive 
of  the  Steger.  Music-lovers  are 
quick  to  discern  real  merit.  The  more 
critical  they  are,  the  quicker  they  will 
decide  in  favor  of  the  incomparable 
Steger. 

INSURE  YOUR  SUCCESS! 

From  a  sales-standpoint,  the  Steger 
offers  wide  possibilities  to  the  active 
dealer. 

Write  today  for  details  of  the 
Steger  merchandising  plan  and  a  copy 
of  our  latest  stvle  brochure. 


Phonograph  Division 

STEGER  &  SONS 

Piano  Manufacturing  Company 

Established  by  John  V.  StPger,  1879 

Steger  Building,      -      -      CHICAGO,  ILL. 

Factories:  Steger,  Illinois,  where  the  "Lincoln" 
and  "Dixie"  Highways  meet. 

"//  it's  a  Steger— it's  the  most  valuable  Piano  in  the  world." 


Model 
505 

'  '  ml 
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ern  New  York  State;  Robert  L.  Rayner,  presi- 
dent of  Munson-Rayner  Corp.,  Cal.  All  the 
distributors  feel  very  optimistic  concerning 
business  conditions  for  1923.  The  New  Eng- 
land territory,  comprising  the  States  of  Massa- 
chusetts, Rhode  Island,  Connecticut,  Vermont, 
Maine  and  New  Hampshire,  which  have  been 
handled  directly  by  the  Cheney  Talking  Ma- 
chine Co.  for  the  past  several  years,  has  now 
been  turned  over  to  the  Cheney  Sales  Corp., 
which  has  represented  the  Cheney  in  Philadel- 
phia for  a  number  of  years  and  in  New  York 
City  for  the  past  several  years. 

Offices  will  be  established  in  Boston,  but  tem- 
porarily all  New  England  business  will  be  han- 
dled by  the  Cheney  Sales  Corp.  at  its  New 
York  office,  1107  Broadway. 

Reilly  Acclaimed  Champion 

R.  M.  Reilly,  who  handles  the  loop  territory 
for  the  Chicago  division  of  the  Columbia 
Graphoplione  Co.,  is  now  the  proud  possessor 
of  the  title  of  champion  salesman  of  the  entire 
Columbia  sales  force.  Here  is  how  it  came 
about.  The  sales  organization  of  the  Columbia 
Co.  conducts  what  is  known  as  the  Grafonola 
Hunters'  Club  and  each  salesman,  when  he- 
makes  a  sale,  is  given  credit  in  points  for 
bagging  certain  "animals."  For  example,  when 
a  salesman  sells  from  one  to  five  Grafonolas 
he  gets  the  credit  for  bagging  a  "chipmunk," 
whereas,  if  he  sells  forty-six  or  more  Grafo- 
nolas he  bags  a  "bull  moose,"  which  counts  for 
5,000  points.  At  the  end  of  the  year  the  grand 
totals  are  figured  up  and  a  certain  number  of 
the  highest-pointed  salesmen  are  then  qualified 
and  receive  certificates  as  charter  members  of 
the  Hunter  Club. 

The  part  that  the  Chicago  office  is  proud  of 
is  that  it  is  now  in  a  position  to  give  the  merry 
ha-ha  to  the  New  York  bunch.  Mr.  Reilly  was 
approximately  93,500  points  ahead  of  his  nearest 
competitor.  During  the  months  of  November 
and  December  alone  he  sold  over  7,000  Colum- 
bia instruments  to  his  dealers  in  the  loop  terri- 


tory. The  interesting  part  about  it,  according 
to  Mr.  Reilly,  was  that  he  not  only  sold  the 
Columbia  dealers  this  large  amount  of  instru- 
ments, but  they  in  turn  resold  them,  which 
proves  to  him  that  there  is  still  a  big  market 
for  high-grade  instruments. 

Mr.  Reilly's  total  amount  was  240,500  points 
for  the  entire  year  and  these  points  were  gained 


A  Better  Fibre  Needle  Cstter  for  Less  Money 
RETAIL  PRICE  *1.22. 


The  ALTO 


Manufactured  by 

ALTO  MFG.  CO. 

1801-1803  Cornelia  Ave.,     CHICAGO,  ILL, 


R.  M.  ReiUy 

by  the  sale  of  Grafonolas  alone,  as  the  by-laws 
of  the  Hunters'  Club  specify  that  no  points  are 
to  be  given  for  the  sale  of  records. 

New  Oro-Tone  Portable 

After  many  months  of  deliberation  and  ex- 
perimenting the  Oro-Tone  Co.  has  at  last  de- 


veloped its  portable  talking  machine,  which  will 
be  announced  to  the  trade  in  a  short  time.  This 
instrument  is  of  very  high-grade  work  and  car- 
ries out  the  tone  deflector  principles  of  sound 
emission  to  the  highest  degree.  The  base  of 
the  tone  arm  is  located  on  a  foundation  which 
bridges  a  space  and  which  in  turn  acts  as  the 
deflector  in  that  the  sound  traverses  through 
the  tone  arm,  crosses  an  air  gap,  hits  the  bot- 
tom of  the  trough  and  is  deflected  back.  The 
tone  arm  and  reproducer  is  of  special  Oro- 
Tone  design  and  the  reproducer  is  equipped 
with  the  Oro-Tone  indestructible  diaphragm. 
The  hardware,  besides  the  sound  box  and 
throw-back  Universal  arm,  consists  of  non- 
spill  needle  cups,  corner  reinforcements,  con- 
tinuous hinge  and  two  bolt  snaps  for  holding 
the  cover  in  place.  The  motor  is  hung  in  a  cast 
iron  frame  and  is  attached  to  the  motor  boards 
by  means  of  rubber-insulated  bolts  and  rubber 
washers,  which  act  in  the  capacity  of  shock 
absorbers. 

The  size  of  the  instrument  is  seven  by  eleven 
and  a  half  by  sixteen  inches  ana  comes  in  ma- 
hogany, gold  and  silver-gray  oak  finishes.  All 
of  these  finishes  are  also  waxed,  the  purpose  be- 
ing that  should  they  come  up  against  rough 
handling  while  in  the  camp  or  elsewhere  any 
(Continued  on  page  114) 


The  "OLD  RELIABLE" 
Over  1,000,000  KRASCO 
Motors  in  Use  Today. 


451 


^•KRASCO"  No.  33 


No  matter  what  your  motor  requirements  eure  KRASCO  will  fill  the  bill.  If  your  trade  wants 
reliable  motors  to  play  from  four  to  ten  ten-inch  Records  at  one  winding  KRASCO  will  do  it. 
Write  for  literature  on  KRASCO  MOTORS.    Types  2,  3,  4,  22,  33  and  41. 

KRASCO  MANUFACTURING  COMPANY 

East  Ohio  Street  CHICAGO,  ILL. 

Eastern  Branch,  120  West  42nd  Street,  New  York 
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AT  LAST 

A  Perfect  Universal  Tone  Arm — 

The  BLOOD  MONO -TURN 

permitting  positive  centering  of  the  needle  when  playing  a  record  in 
the  Victor  position  or  genuine  Edison  position. 


The  dictates  of  the  Buying  Public — the  Backbone  of  the  Trade — made 
it  absolutely  necessary  for  talking  machine  engineers  to  produce  a  per- 
fect Universal  tone  arm  and  reproducer. 

The  Blood  Mono-turn  is  a  radical  departure  from  all  present  types  of 
arms;  but  its  simplicity  makes  its  value  apparent.  By  means  of  this  in- 
genious construction,  the  user  of  the  Blood  Mono-turn  can  turn  the 
reproducer  from  the  Victor  position  to  the  genuine  Edison  position 
with  face  of  diaphragm  parallel  with  the  record  with  a  single  ( Mono) 
turn,  and  the  needle  remains  perfecdy  centered,  with  the  stylus  in  actual 
alignment. 


Send  For  Sample 

BLOOD  TONE  ARM  CO. 

CHICAGO,  ILL. 


326  River  Street 
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scratches  or  mars  can  easily  be  taken  care  of 
by  a  little  rubbing  up. 

The  record  file  fits  into  the  lid  and  is  of  the 
pocket  type.  By  loosening  one  snap  the  back 
drops  forward  and  exposes  all  twelve  of  the 
records  and  then,  by  tlie  removal  of  another 
snap,  the  entire  record  file  can  be  lifted  out  of 
the  lid.  The  instrument  is  carried  by  means  of 
a  shaped  leather  handle  which,  when  not  in  use, 
lies  flat  to  the  surface  of  the  portable  and  this 
detail  in  itself  will  permit  easy  packing  in  an 
automobile  or  c.amper'.s  outfit.  The  motor  will 
play  two  ten-inch  records  at  one  winding  and 
the  list  price  of  the  Oro-Tone  portable  is 
quoted  at  $35. 

Lyon  &  Healy,  Inc.,  New  Stock  Issue 

Following  the  incorporation  of  Lyon  &  Healy 
in  Chicago  last  month  to  acquire  the  assets  and 
business  of  the  old  house  of  Lyon  &  Healy, 


the  new  concern  recently  ofifered  through  a 
prominent  banking  house  an  issue  of  $2,- 
500,000  cumulative  7  per  cent  preferred  stock, 
at  a  price  of  $100  per  share  and  accrued  divi- 
dends. It  is  stated  that  the  proceeds  of  this- 
stock  will  be  used  to  reimburse  the  new  cor- 
poration for  the  cash  expended  in  acquiring 
the  assets  of  the  old  concern  and  for  additional 
working  capital. 

In  making  the  announcement  of  this  stock 
issue  Marquette  A.  Healy,  president  of  the  com- 
pany, stated  that  the  balance  sheet  of  the  new 
corporation  prepared  by  a  prominent  firm  of 
auditors  based  on  the  last  balance  sheet  of  the 
old  concern  showed  current  assets  amounting 
to  more  than  five  and  three-tenths  times  cur- 
rent liabilities  and  presented  the  following  fig- 
ures covering  the  earnings  of  the  old  house  for 
the  past  five  years: 


Years 
Ended 
Dec.  31 
1917.. 

1918.. 

1919.. 
1920.. 
1921.. 

1922*. 


Net  Sales 
and  Other 
Income 

$5,768,122 
5,734,311 
8,060,314 
8,313,749 
7,167,592 
7,835,747 


Net  Profits 
Before 
Interest 
and  Federal 
Taxes 

$860,815 
813,534 
1,582,765 
1,074,284 
357,426 
589,338 


Interest 
and 
Federal 
Taxes 

$151,182 
210,560 
463,895 
218.642 
54,992 
87,000 


Surplus 
Net  Profits 

$709,633 
602,974 

1,118,871 
855,642 
302,434 
502,338 


*  December  estimated  by  the  management. 

Lyon  &  Healy  are  one  of  the  leading  dis- 
tributors of  Steinway  pianos  in  the  country, 
and  in  their  territory  are  said  to  be  the  largest 
distributors  of  Aeolian  and  Victor  products. 
At  Healy,  111.,  the  firm  manufactures  the  Lyon 
&  Healy  piano,  the  Lyon  &  Healy  harp  and 
other  musical  instruments.  The  house  is  also 
one  of  the  large  distributors  of  small  goods 


INCREASE  YOUR  PHONOGRAPH  SALES 

PROFIT  NATURALLY  FOLLOWS 


Tell  Us  Your  Problems  and  We  Will  Have 
A  Model  for  That  Purpose 


ATTRACTIVE  PRICES 


QUALITY 


SERVICE 


LARGEST  PHONOGRAPH  DEPARTMENTS 
USE  OUR  SALES  SERVICE 

May  We  Not  Work  With  You? 

Address  "Sales  Service" 

WOLF  MANUFACTURING  INDUSTRIES 

QUINCY,  ILL. 
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and  claims  to  have,  at  the  present  time,  more 
than  35,000  active  accounts  upon  its  books. 
S.  J.  Tumes'  Important  New  Post 
Sam  T.  Turnes,  who  for  the  past  five  years 
has  been  advertising  manager  and  assistant  gen- 
eral sales  manager  of  the  phonograph  division 
of  the  Brunswick-Balke-Collender  Co.,  an- 
nounces his  resignation  from  this  concern,  effec- 
tive   February   15.     From  the   Brunswick  Co 


Sam  J.  Turnes 

Mr.  Turnes  goes  with  the  Yellow  Cab  Co.,  as 
assistant  sales  manager. 

Mr.  Turnes  came  into  the  music  trade  man> 
years  ago.  His  first  important  position  was  as 
sales  manager  for  the  Western  States  and  ad- 
vertising manager  of  the  Cable-Nelson  Piano 
Co.  From  this  concern  he  went  to  the  Geo.  P 
Bent  Co.,  then  maker  of  the  famous  Crown 
piano,  where  he  was  associated  with  the  sales 
department  and  had  charge' of  the  advertising. 
D.  B.  Miller  Succeeds  S.  J.  Tumes 

Mr.  Turnes  is 'succeeded  at  the  Brunswick  Co 
by  Dave  B.  Miller,  who  has  had  fourteen  years 
of  advertising  experience  and  has  seen  much 
service  in  both  the  wholesale  and  retail  trade 
as  advertising  manager  for  several  well-known 
concerns  handling  Victor  talking  machines  and 
records.  His  last  connection  was  as  director 
of  advertising  for  the  T.  H.  Towell  enterprises 
of  Cleveland,  which  concern  wholesales  and 
retails  Victor  products  and  Cadillac  motor  cars 
While  connected  with  the  Towell  enterprises 
Mr.  Miller  became  known  as  the  editor  of  The 
Total  Eclipse,  the  monthly  publication  of  the 
Eclipse  Music  Co.,  Victor  wholesaler.  This  pub- 
lication created  quite  an  impression  through 
the  trade,  not  only  locally,  but  nationally  as 
well.  Mr.  Miller  assumes  his  new  duties  as  ad- 
vertising manager  of  the  Brunswick  Co.  on 
February  15. 

Jewel  Tone  Arms  Well  Received 

A.  B.  Cornell,  sales  director  of  the  Jewel 
Phonoparts  Co.,  this  city,  in  a  recent  chat 
with  The  World,  stated  that  the  new  Nos.  3 
and  4  tone  arms  and  reproducers  recently  in- 
troduced by  the  company  had  been  attaining 
exceptional  success.  Mr.  Cornell  states  that  one 
of  the  important  factors  in  the  demand  for  these 
new  tone  arms  is  the  new  and  original  way  in 
which  Edison  records  may  be  played.  Referring 
to  this  method  of  construction  Mr.  Cornell 
stated:  "We  are  particularly  gratified  at  the 
demand  for  our  Nos.  3  and  4  tone  arms  because 
the  Jewel  Co.  was  the  first  tone  arm  manu- 
facturer to  equip  tone  arms  in  such  a  way  that 
Edison  records  might  be  played  with  the  re- 
producer facing  the  record.  With  these  tone 
arms  hill  and  dale  records  can  now  be  played 
with  a  fibre  needle,  another  important  factor 
in  the  sales  possibilities  for  this  product.  We 
have  been  advised  by  our  clientele  that  these 
new  additions  to  our  line  are  noteworthy  for 
the  fact  that  they  do  away  with  surface  noises, 
and  I  am  glad  to  say  that  our  sales  figures  for 
January  are  far  ahead  of  the  corresponding 
month  in  1922.    Incidentally,  we  closed  last  year 


the  best  trade  in  our  history,  and  are  making 
plans  for  a  much  larger  business  during  1923." 
Wolf  Adds  Large  New  Factory 

The  Wolf  Mfg.  Industries,  Qiiincy,  111.,  has 
just  added  a  new  building  to  its  plant,  giving  it 
an  additional  100,000  square  feet  for  the  manu- 
facture of  its  products.  This  organization  has 
made  an  exceptional  growth  during  the  past 
few  years  and  is  now  selling  its  phonographs 
and  cabinets  to  leading  concerns  from  one  end 
of  the  country  to  the  other. 

With  this  added  factory  the  Wolf  Mfg.  In- 
dustries will  have  sufficient  floor  space  to  turn 
out  with  one  crew  between  200  and  300  in- 
struments per  day.  The  company  is  manufac- 
turing a  complete  line,  including  juvenile  in- 
struments as  well  as  the  standard  upright  and 
console  types.  The  organization  has  made  a 
special  endeavor  to  study  the  problems  of  its 
individual  consumers,  so  that  co-operation  of  a 
practical  and  constructive  nature  can  be  con- 
stantly extended  to  them. 


The  sales  and  service  departments  of  the 
Wolf  Mfg.  Industries  are  under  the  supervision 
of  Carl  Knittel,  one  of  the  best-known  designers 
and  builders  of  talking  machines  in  the  coun- 
try, who  is  devoting  his  entire  time  to  the 
rendition  '  of  efficient  service  to  the  Wolf 
clientele. 

Walnut  Association  Meets 
The  American  Walnut  Manufacturers'  Asso- 
ciation held  its  annual  convention  in  this  city 
recently  and  elected  the  following  officers: 
President,  W.  H.  Day,  Wood  Mosaic  Co.,  Louis- 
ville, Ky.;  vice-president,  Alex.  Schmidt,  Kosse- 
Shoe-Schleyer  Co.,  Cincinnati,  O.;  treasurer,  J. 
C.  Rodaholfer,  Penrod  Walnut  &  Veneer  Co., 
Kansas  City,  Mo.  George  N.  Lamb,  who  makes 
his  headquarters  at  the  executive  offices  of  the 
Association,  616  Michigan  avenue,  Chicago,  was 
re-elected  secretary  of  the  company.  Associa- 
tion officials  and  members  expressed  themselves 
as  well  pleased  vv-ith  the  progress  made  through 
(CuiitiiiHcd  on  page  116) 


WALLACE 

REDUCING 

RECORDS 

For  one  year  we  have  been  distributing  Wallace  Records  thru 
the  better  class  stores  in  the  United  States  and  Canada.  We 
have  built  up  a  wonderful  business  and  it  continues  to  grow 
despite  the  efforts  of  plagiarists  to  gather  in  a  few  dollars  by 
special  price  inducements  and  what  not.   . 

The  fact  remains  that  when  a  woman  wants  to  get  thin  to  music 
she  thinks  of  Wallace  and  insists  upon  Wallace  Reducing 
Records. 

Wallace  Reducing  Records  retail  for  $15.00.  They  are  not 
to  be  found  listed  in  mail  order  catalogs  at  reduced  prices  and 
cannot  be  bought  by  the  public  except  thru  retail  stores,  which 
in  most  instances  are  exclusive  representatives,  or  direct  by  mail 
from  the  Wallace  Institute. 

We  want  more  high  class  exclusive  representatives  and  cah: 
show  that  kind  of  a  store  a  profit  ranging  from  40  to  50%.  , 

Write  to  me  today  for  our  proposition. 

W.  C.  ECKHARDT, 

Sales  Manager. 

WALLACE  INSTITUTE, 
630  So.  Wabash  Ave.,  Chicago. 
62  Albert  St.,  Winnipeg,  Canada. 
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advertising-  and  building  up  the  domestic  mar- 
ket for  walnut.  Magazine  and  newspaper  cam- 
paigns, together  with  direct  mail  advertising, 
have  taught  consumers  to  identify  walnvit  and 
have  successfully  created  a  steady  demand  for 
walnut  furniture. 

More  New  Orotone  Products 

Among  the  new  accessories  now  being 
brought  out  by  the  Orotone  Co.  is  the  No.  4 
Orotone  Edison  attachment,  which  plays  in 
the  Edison  position  with  the  diaphragm  facing 
the  record.  It  is  constructed  so  that  it  auto- 
matically adjusts  itself-  to  length  and  weight 
when  the  sound  box  is  turned  fron-i  one  position 
to  another.  This  length-adjusting  feature  does 
awaj'  with  all  possibilities  of  skidding,  for  the 
needle  is  perfectly  centered  while  playing  both 
hill-and-dale  and  lateral-cut  records. 

The  company  has  also  brought  out  a  fea- 
ture attachment,  known  as  Orotone  No.  5,  which 
employs  the  same  features  as  the  Edison  No.  i 
attachment. 

The  Orotone  No.  6  arm,  another  new  prod- 
uct of  the  Orotone  Co.,  is  of  the  universal  type 
and  also  embodies  automatic  weight  and  length 
adjustment  principles.  All  these  new  attach- 
ments are  constructed  with  stylus  bars,  which 
permits  the  use  of  fiber  needles  for  playing 
either  Edison  or  Victor  records. 

Vitanola's  New  Catalog 

The  X'itanola  Talkiiic;-  ^lachine  Co..  of  Sa^i 


naw,  Mich.,  has  just  brought  out  a  new  catalog, 
which  shows  the  entire  Vitanola  line  in  a  very 
artistic  manner.  It  is  being  sent  to  the  trade 
and  it  may  be  mentioned  here  that  according  to 
the  latest  information  requests  for  it  have  been 
very  numerous.  This  concern  recently  added 
several  new  console  models  to  its  already  attrac- 
tive line,  these  new  instruments  coming  in  ma- 
hogany and  walnut  two-tone  finishes  only.  They 
embody  many  special  features  in  construction 
and  in  the  skillful  matching  of  beautifully  fig- 
ured woods.  Although  shown  in  the  catalog 
mentioned  heretofore,  the  technique  of  the 
printer  fails  to  do  these  instruments  justice. 
Every  indication  points  to  a  big  talking  machine 
business  throughout  the  country,  is  the  belief 
of  the  Vitanola  officials,  and  this  concern  is 
therefore  urging  its  dealers  to  keep  Vitanola 
samples  constantly  on  the  floor  and  to  hold  a 
sufficient  reserve  stock  so  that  when  several 
sales  are  made  the  dealer  does  not  have  to  keep 
his  customers  waiting  for  delivery. 

F.  W.  Clement  Tells  of  Aeolian  Activity 
F.  W.  Clement,  head  of  the  local  office  of  the 
.A.eolian  Co.,  reports  very  active  conditions  in 
the  Chicago  trade  for  the  past  month — in  fact, 
it  proved  to  be  one  of  the  busiest  in  his  life,  as 
he  not  only  had  to  acquaint  himself  with  the 
new  office  conditions  since  taking  over  the 
Chicago  office  on  the  first  of  the  year,  but  it 
was  necessary  for  him  to  do  this  in  coniimction 


with  a  tremendous  amount  of  new  business 
closed  during  the  month.  He  also  gave  out  the 
news  that  the  Aeolian  salesmen  were  anxious 
to  set  a  high  mark  throughout  a  period  ranging 
from  January  1  to  March  31,  as  there  is  a  special 
competition  on  in  the  Chicago  office  among  the 
salesmen,  the  winners  of  which  will  be  awarded 
prizes.  The  rivalry  among  the  men  is  very 
keen  and  each  and  every  one  of  them  is  de- 
termined to  be  the  winner,  and  nothing  will 
please  Mr.  Clement  more  than  to  have  them  all 
prize-winners. 

B.  D.  Colen  Visits  Western  Trade 

B.  D.  Colen,  president  of  the  Alusical  Prod- 
ucts Co.,  New  York  City,  was  a  visitor  to  the 
Chicago  trade  this  week.  He  is  making  an  in- 
spection of  the  Chicago  circuit  and  said  that 
every  place  he  visited  he  found  dealers  eager 
to  make  1923  a  real  talking  machine  year.  He 
found  conditions  greatly  improved  at  all  points. 
Sonora  Dealer  Prepares  Float 

The  artistic  float  illustrated  herewith  was  pre- 
pared and  used  by  Becker-Ryan  &  Co.,  of  this 
city,  Sonora  dealers,  in  a  neighborhood  Pag- 


Becker-Ryan  &  Co.'s  Artistic  Float 

cant  of  Progress,  held  recently.  Mr.  Schroeder, 
one  of  the  proprietors  of  this  establishment,  is 
seated  at  the  wheel,  and  this  float  attracted  un- 
limited praise  and  attention  all  along  the  route 
of  the  parade. 

Blood  Brings  Out  New  Tonearm 

Many  new  and  "revolutionary"  talking  ma- 
chine parts  have  been  brought  out  in  this  sec- 
tion during  the  past  few  months.  From  present 
indications  the  Chicago  trade  is  forging  away 
ahead  of  all  other  sections  of  the  country  in 
so  far  as  these  radical  departures  are  concerned. 
For  example,  the  trade  looked  for  many  a  day 
for  a  tonearm  and  reproducer  that  would  play 
both  hill  and  dale  as  well  as  lateral  cut  records 
in  their  proper  positions,  but  it  was  not  until 
recently  that  tonearm  manufacturers  were  able 
to  gratify  what  was  believed  by  them  to  be 
an  ideal  combination.  It  remained  for  the  Chi- 
cago trade,  as  stated  before,  to  bring  about  a 
realization  of  these  long  looked  for  essentials, 
and  this  has  been  accomplished  in  several  in- 
stances lately  by  one  or  two  large  tonearm 
manufacturers  in  Chicago.  Among  the  latest 
IS  the  Blood  Tone  Arm  Co.,  which  a  week  or  so 
ago  introduced  its  new  model  tonearm  and  re- 
producer for  playing  Edison  records  with  the 
face  of  the  diaphragm  horizontal  to  the  face 
of  the  record.  This  new  Blood  product  is  so 
constructed  that  the  stylus  bar  contains  double 
needle  perforations  which  permits  the  use  of 
a  fibre  needle  when  playing  either  type  of 
record.  The  Blood  Co.  is  now  prepared  to  fur- 
nish this  new  product  in  unlimited  quantities,  as 
it  recently  signed  articles  of  agreement  with 
one  of  the  largest  die  casting  houses  in  this 
section,  whose  function  will  be  to  devote  a 
major  portion  of  its  workings  to  the  manu- 
facture of  Blood  products. 

First  Trip  Successful 

A  most  successful  trip,  the  first  sinre  his  re- 
cent appointment  as  Western  sales  ii  anager  for 
the  Chicago  office  of  the  Unit  Construction  Co., 
has  just  been  completed  by  G.  A.  Lyons.  Mr. 
Lyons'  territory  embraces  fourteen  States, 
which  were  formerly  looked  after  by  W.  D. 
Montgomery,  who  recently  resigned  from  this 
position  and  went  with  the  Brunswick  Co.  Mr. 
Lyons   is   an    old    hand   at    the    trade,  having 
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NO.  5  CONCERT  VICTOR 
EQUIPMENT  FOR  PLAYI^G 
ALL  DISC  RECORDS  O  i 
THE    VICTOR  TALKING 

Showing  position  for  playing  Edison  records  MACHINE. 
— Fibre  needle  shown  in  reproducer. 

NOTE  SPECIAL  FEATURES— Needle  centers  with  turn  table  spindle. 
Reproducer  -will  not  coast  or  skate  to  center  of  record  -when  the  sai-ne  is 
played  through. 

\\  hen  turned  to  play  Edison  records  the  reproducer  automatically  adjusts 
itself  to  the  correct  weight  for  Edison  records. 

Plays  Edison  records  with 
no  surface  noise. 


needle,    producing    splendid    volume  and 


ILLUSTRATING  THE  NO.  5 
CONCERT  VICTOR  EQUIP- 
MENT  IN  POSITION  FOR 
PLAYING  VICTOR,  COLUM- 
BIA, BRUNSWICK  AND 
OTHER  LATERAL  CUT 
RECORDS. 

Reproducers  fitted  with  ORO-TONE  special  indestructible  diaphragms 

The  No.  5  Victor  Concert  Equipment  is  simplicity  itself.  It  can  be  attached 
in  one  second  and  no  further  adjustment  is  necessary. 

Simply  turn  the  reproducer  to  play  the  different  records  and  it  automat- 
ically adjusts  itself  to  the  correct  weight  and  needle  position. 

Sapphire  needles,  genuine  diamond  needles,  fibre  needles  or  our  special 
VEIA'ET   RUNNING   permanent   needles  mav  be  used. 

HIGHEST  GRADE  NICKFL  FINISH-$6.00 
HIGHEST   GRADE   GOLD   FINISH  —  8  00 

YOU  WILL  APPRECIATE  THE  DEEP,  RICH,  POWERFUL  TONE  QUALITY 

ASK  YOUR  JOBBER  FOR  SAMPLE  OR  WE  W!LL 
SEND   THE   SAME  ON   30   DAYS'  APPROVAL 


1000  to  1012 
George  Street 


.]IMIL..'JIJI-U.i 


CHICAGO 
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been  for  many  years  assistant  general  sales 
manager  at  the  home  office  of  the  Unit  Con- 
struction Co.,  Philadelphia.  In  his  work  as 
manager  Mr.  Lyons  was  assisted  by  W.  K. 
Badger,  in  charge  of  the  Cleveland  office,  and 
by  H.  C.  Baish,  who  is  connected  with  the  Chi- 
cago office.  However,  Mr.  Baish  is  no  longer 
with  the  Chicago  office,  as  he  resigned  on  Feb- 
ruary 3.  The  news  has  been  going  around  the 
Chicago  trade  that  Mr.  Badger  is  not  now  a 
member  of  the  "Thirsty  Knights  Out"  Club, 
efTective  January  27.  At  this  writing  we  do  not 
know  the  maiden  name  of  the  beautiful  young 
lady  he  led  to  the  altar. 

New  Loud  Tonofone  Needle 
The  Tonofone  Co.,  manufacturer  of  the  Ton- 
ofone needle,  has  just  announced  a  new  loud 
needle  which  the  company  states  will  play 
from  twenty  to  fifty  records  without  injury  to 
the  record.  The  new  loud  needle  is  particularly 
recommended  for  the  playing  of  dance  and  band 
records,  -whereas  the  medium  Tonofone  needle 


is  advocated  for  playing  violin  solos,  opera  and 
classical  records. 

Some  Trade  Brieflets 
George  Jarrow,  e.xclusive  Columbia  dealer, 
for  years  located  at  North  Clark  street,  passed 
away  recently.  Mr.  Jarrow  was  very  well 
known  in  his  community  and  had  established 
an  extensive  American  and  Scandinavian  record 
business.  A  widow,  a  son  and  two  daughters 
survive. 

John  McKenna,  manager  of  the  Chicago 
branch  of  the  Columbia  Co.,  has  returned  from  a 
visit  to  the  executive  office  at  New  York. 

A.  R.  Rodway  and  John  Corcoran,  represent- 
ing the  Sonora  Phonograph  Co.  of  Illinois,  have 
left  for  an  extended  trip  in  order  to  make  a 
personal  call  on  each  and  every  dealer  whom 
the  Sonora  Co.  of  Illinois  serves. 

Leon  Colder,  general  sales  manager  of  the 
Illinois  representative  of  Sonora,  intends  to 
make  this  one  of  the  biggest  years  Sonora  has 
ever  enjoyed  in  this  territory. 


W.  DE  A.  MONTGOMERY  IN  NEW  POST 

Joins  Sales  Organization  of  Brunswick  Co. — 
Headquarters  in  Chicago — Widely  Experienced 
and  Popular  Member  of  the  Trade 


ager.  His  wide  experience  and  ability  will  un- 
doubtedly make  a  great  success  for  Mr.  Mont- 
gomery in  his  new  position. 


The  Brunswick-Balke-Collender  Co.  has  an- 
nounced that  W.  de  A.  Montgomery,  formerly 
Western  district  sales  manager  of  the  Unit  Con- 
struction Co.,  has  been  added  to  its  sales  force. 
Mr.  Montgomery  resigned  his  position  as  dis- 
trict sales  manager  of  the  Unit  Co.  in  January 
and  for  the  present  he  will  be  located  in  Chicago 
for  the  Brunswick  Co. 

An  old  phonograph  man,  Mr.  Montgomery 
will  undoubtedly  prove  a  valuable  aid  to  Bruns- 
wick dealers.  His  experience  in  musical  mer- 
chandising has  covered  practically  every  phase 
of  the  business,  and  he  is  well  equipped  to  serve 
the  interests  of  the  members  of  the  trade. 
Having  once  operated  a  phonograph  retail  de- 
partment of  his  own,  he  can  readily  get  the 
dealers'  point  of  view.  He  was  an  active  factor 
in  organizing  the  Pittsburgh  Dealers'  Associa- 
tion, of  which  he  was  vice-president,  and  was 
very  successful  in  retailing  phonographs  in  that 
city. 

For  five  years  Mr.  Montgomery  was  con- 
nected with  one  of  the  largest  phonograph  man- 
ufacturers, serving  as  salesman,  special  sales 
representative  and  assistant  promotional  man- 


NEW  EMERSON  JOBBER  ANNOUNCED 

Targ  &  Dinner  Music  Co.,  Chicago,  New  Dis- 
tributor for  That  City  and  Adjacent  Territory 


The  Targ  &  Dinner  Music  Co.,  with  offices 
at  1457  West  Chicago  avenue,  Chicago,  111.,  has 
been  appointed  distributor  for  the  New  Emer- 
son record  in  Chicago  and  adjacent  territory. 
The  above  firm  is  now  carrying  a  full  stock  of 
Emerson  records  of  both  current  and  standard 
selections  and  is  prepared  to  make  immediate 
deliveries  to  retailers  in  the  Middle  West.  The 
appointment  of  the  Chicago  distributor  follows 
the  opening  of  branch  Emerson  offices  in  Bos- 
ton and  Philadelphia.  Other  distributors  in 
specially  selected  territories  will  be  announced 
at  an  early  date.  It  is  the  plan  of  the  Emerson 
Co.  to  market  the  new  Emerson  record  on  a 
basis  which  will  extend  to  the  trade  the  most 
efficient  service. 

Arthur  H.  Cushman,  director  of  sales  for 
Emerson  records,  is  quite  enthusiastic  over  the 
development  of  the  Emerson  distributing  or- 
ganization and  the  response  to  the  new  ar- 
rangement received  from  Emerson  dealers  in 
all  parts  of  the  country. 


SERVICE 


Reliable,  Ready,  Efficient 
attention  to  dealers*  needs. 


Records 


Best  Sellers;  latest  "hits";  Famous  Singers  and  In- 
strumentalists ;  Clear  recordings  that  are  a  delight. 

IVrite  today 

W.  W.  KIMBALL  CO.,  Wholesale  Distributors 
306  So.  Wabash  Ave.        Kimball  Bldg.  Chicago 


Attention  Dealers 
Introducing  the 
COLUMBIAN 
Baby  Grand  Piano 


Exquisite  in  tone  this  little  instrument  59"x56"' 
has  the  volume  of  a  concert  grand.  Elastic  in 
touch,  wonderful  repeating  and  faultless  action. 
Finished  throughout  in  brass.  Beautiful  and  stately 
in  design,  highly  finished  in  mahogany  only.  To- 
gether with  our  line  of  Phonographs  made  in  five 
sizes.  We  have  the  best  offer  to  the  music  dealers 
today. 


STYLE  4 

Size  48  inches  high,  21  inches  wide,  23  inches  deep. 
Cabinet;  Genuine  mahogany  or  oak.  Panels  5  ply. 
Motor  plays  4  records  with  one  winding. 


PORTABLE  PHONOGRAPH 


STYLE  16 

Carries  10  Records 

Compact  enough  to  be  carried  anywhere  and  abso- 
lutely substantial  in  construction.  Its  durability  is 
assured  by  the  use  of  a  double  spring  Heineman 
motor  and  a  tonearm  with  a  large  powerful  repro- 
ducer.   Universal  plays  all  disc  records. 

Excel  Phonograph  Company 

M  anufacturers 
400-412  West  Erie  St.      Chicago,  III. 
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K  A  N  S  A  S  C  I  T  Y 

A.  A.  Trostler  Comments  on  Business  Outlook — P.  R.  Schiil  Buys 
Building — Plan  Netv  Brunszvick  Ilome — G.  Standke  in  New  Post 


Kansas  City,  Mo.,  February  6. — Condition  of 
business  in  the  talking  machine  trade,  as  stated 
by  A.  A«  Trostler,  secretary  of  the  wholesale 
department  of  the  Schmelzer  Co.,  to  a  repre- 
sentative of  The  World,  is  in  agreement  with 
opinions  expressed  by  other  jobbers  of  talking 
machines.    His  statement  follows: 

"I  have  just  returned  from  a  visit  to  the 
Victor  Talking  Machine  Co.,  Camden,  N.  J.,  and 
I  find  them  very  busy.  I  have  never  left  this 
factory  feeling  more  optimistic  than  I  have  on 
this  trip.  Visiting  them  about  every  eight 
weeks,  I  am  in  a  position  to  make  this  an- 
nouncement. I  know  that  we  are  going  to  have 
the  biggest  year  in  our  history.  It  is  in  the 
air!  Our  January  business  is  ahead  of  Janu- 
ary, 1922,  and  it  will  go  on  in  this  same  manner 
for  the  balance  of  the  year  1923.  I  have  talked 
to  distributors  from  Boston,  Cleveland,  New 
York,  Chicago,  Columbus,  Pittsburgh  and 
Omaha,  and  they  are  of  this  optimistic  frame  of 
mind;  not  fictitiously  so,  but  absolutely  we  look 
for  a  very  big  year. 

"The  Victor  salesmanship  school  has  been 
booked  for  Kansas  City  and  its  trade  territory 
for  the  week  of  March  5,  one  of  the  biggest 
things  that  we  could  wish  for.  We  have  been 
able  to  engage  the  Roof  Garden  of  our  new 
three-million-dollar  Kansas  City  Club  to  hold 
these  salesmanship  classes  in.  We  are  doing 
everything  to  impress  upon  our  dealers  and 
their  employes  to  come  to  Kansas  City  for  this 
week  to  take  in  these  classes.  In  closing  allow 
me  to  say  that  optimism  reigns  supreme  in  this 
territory." 

Buys  Fine  Establishment 
Three  years  ago  P.  R.  Schul  decided  to  open 
a  music  store  in  Wichita,  Kan.  At  that  time 
the  only  available  location  he  could  secure  was 
one-half  of  a  plumbing  establishment.  Grafo- 
nolas  and  gas  pipes  didn't  look  like  they  ever 
could  hitch,  but  P.  R.  said  he  could  stand  the 
combination  if  the  plumber  could,  for  a  while, 
anyway.     And  he  did.     He  stood  it  for  two 


years,  but  all  the  while  he  kept  after  the  real 
estate  people  for  something  more  to  his  liking. 
Recently  Mr.  Schul  made  up  his  mind  that  rent- 
ing a  suitable  store  in  Wichita  was  out  of  the 
<4uestion  and  that  the  proper  thing  was  to  buy 
a  building  of  his  own.  Thus  it  happens  that  we 
find  him  in  a  store  that  is  not  surpassed  for 
convenience  and  beauty  by  any  other  in  the 
Middle  West. 

Autographs  Records  to  Aid  Sales 

After  a  lapse  of  several  years  Al  Jolson, 
Columbia  artist,  returned  to  Kansas  City  and 
was  greeted  by  the  largest  audience  that  has 
attended  the  Shubert  this  season. 

Jolson  signed  several  of  the  numbers  record- 
ed on  Columbia  records  and  made  quite  a  hit 
with  his  latest  record,  entitled  "Who  Cares." 
Quite  a  demand  for  this  artist's  records  devel- 
oped as  a  result. 

The  Grafonola  Shop,  O.  D.  Standke,  proprie- 
tor, devoted  its  entire  window  space  to  featuring 
Al  Jolson's  records  and  decorated  the  interior 
with  large  posters  of  Jolson.  He  reported  that 
during  the  week  the  sale  of  Jolson's  records 
was  greater  than  that  caused  by  any  artist""? 
appearance  in  recent  years. 

The  Grafonola  Shop  has  always  profited  by 
such  tie-up.  It  was  successful  in  having  a 
large  sign  displayed  in  the  lobby  of  the  thea- 
tre, on  which  were  listed  several  of  Jolson's  lat- 
est hits  and  advising  the  public  where  they 
could  procure  the  records. 

Many  Visitors  to  Edison  Headquarters 

Among  the  dealer  visitors  to  the  Phonograph 
Co.  of  Kansas  City,  Edison  jobber,  during  the 
past  two  weeks  was  C.  G.  Meinershagen, 
Hoefer  &  Meinershagen,  Higginsville,  Mo.  Vis- 
itors from  Kansas  included  F.  E.  Horejsi,  Holy- 
rood;  H.  H.  Kahn,  Blackledge  Music  Co.,  Cof- 
feyville;  H.  P.  Ripley,  H.  P.  Ripley  &  Co., 
Leavenworth;  Frank  Chappell,  Chappell  Music 
Co.,  Salina;  C.  J.  Eriksen,  Eriksen  Furniture 
Co.,  Lawrence;  B.  G.  Hall,  Lincoln;  L.  W. 
Muir,  Norton;  O.  Scott  Morgan,  Morgan  Book 


DIRECT  FACTORY  PRICE— JUST  MENTION  THE  QUANTITY 


MOTORS  CASTINGS 
TONE  ARMS  Grey  Iron  - 

REPRODUCERS     and  Brass  for 


TURNTABLES 
MOTOR  FRAMES 
TONE  ARMS 
HORNS  and  THROATS 


Stylus  Bars 

Screw  Machine  Parts 

Talking  Machine  Hardware 


Direct  Quantity  Importations  On 


JEWEL  and  STEEL  (Bulk  or  Packed) 
PHONOGRAPH  NEEDLES 
GENUINE  RUBY  BENGAL  MICA 


D.  R.  DOCTOROW 


Vanderbilt  /I've.  Bldg. 
5/  East  <f2nd  Street,  New  York 
Tel.  Vanderbilt 
Murray  Hill  800 


Co.,  Baldwin;  W.  L.  Roberts,  Roberts  Hard- 
ware Co.,  Coldwater;  C.  H.  Andrews,  Andrews 
Music  House,  Hiawatha;  H.  C.  Allphin,  Berke- 
bile  &  Allphin,  St.  John;  C.  H.  Martin,  Ellis  & 
Martin,  Parsons.  Others  from  this  State  were: 
W.  G.  Hutchens,  Hutchens  Music  Co.,  Inde- 
pendence; L.  I.  Bowden,  R.  N.  Bowden  &  Son, 
Brookfield;  F.  R.  Allen,  Allen  Music  Co.,  Lees 
Summit;  T.  R.  Burns,  T.  R.  Burns  Furniture 
Co.,  Willow  Springs;  Jas.  O.  Thornton,  Hamil- 
ton; H.  L.  Kelley,  H.  L.  Kelley  &  Son,  Lex- 
ington; Will  McQueen,  McQueen  Bros.,  Car- 
rollton;  H.  D.  Schaeffer,  Schaeffer  Mercantile 
Co.,  Polo. 

Mr.  Blackman,  of  the  Phonograph  Co.,  this 
city,  just  returned  from  a  ten  days'  trip  to 
New  York,  where  he  visited  the  Edison  labora- 
tories; also  the  Edison  jobber  in  Boston  and 
Edison  dealers  in  Westerley,  Mass.,  and  New 
Haven,  Conn.  Mr.  Blackman  reports  that  busi- 
ness conditions  in  the  East  are  good,  in  spite 
of  snow  and  ice. 

H.  A.  Bailey,  manager  of  Blackman's  (The 
Edison  Shop),  1012  Grand  avenue,  this  city,  re- 
ceived his  first  carload  shipment  of  Gulbran- 
sen  player-pianos  last  week  and  started  off  with 
a  sale  the  first  day  they  were  opened. 

Negotiating  for  New  Brunswick  Home 

The  Brunswicke-Balke-Collender  Co.,  dealing 
through  the  real  estate  department  of  the  news- 
per  The  Kansas  City  Star,  has  arranged  for  a 
new  home,  which  it  expects  to  occupy  by  the 
first  of  March.  Moving  into  new  quarters  is 
necessitated  by  continued  growth  since  the  ad- 
dition of  the  phonograph  department  some 
years  ago. 

The  company  has  occupied  its  present  loca- 
tion at  1329  Main  street  for  the  past  thirteen 
years.  The  new  quarters  will  be  2014-20  Grand 
avenue,  the  second  and  third  floors  of  the  new 
building  situated  in  a  semi-wholesale  district. 
All  equipment  for  the  offices  and  showrooms 
will  be  quite  up  to  date  and  attractive.  One 
of  the  added  features  of  the  new  place  will  be 
the  switch  track  from  the  Belt  Line,  which  will 
deposit  all  freight  at  the  back  door. 

George  Standke  in  New  Post 

George  Standke,  in  charge  of  the  phonograph 
department  of  the  Wunderlich  Music  Co.  for 
the  past  year,  has  gone  to  St.  Louis,  where  he 
has  been  placed  as  manager  of  the  music  de- 
partment of  the  Famous  &  Barr  department 
store. 

Get  Acquainted  With  Latest  Recordings 

Always  interested  in  the  new  record  releases 
for  the  month  because  they  mean  so  much  to 
the  phonograph  business  in  a  selling  way,  the 
record  sales  people  at  Botefuhr'i,  Pittsburg, 
Kan.,  have  long.-.made  it  a  custom  to  study  and 
play  over  carefully  the  new  lists  as  they  come 
out.  Usually  the  same  records  are  taken  home 
by  the  sales  force  in  turn  and  played  over  in 
quiet.  Then  they  are  again  played  over  by  the 
force  collectively  in  the  store  and  an  order  for 
the  records  is  made  up. 
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RADIO  CONGRESS  IN  PHILADELPHIA 

Notable  Speakers  Deliver  Brilliant  Addresses 
at  Radio  Congress  Held  Under  General 
Radio  Corp.  Auspices,  Philadelphia,  Pa. 


Philadexphia,  Pa.,  February  5. — Alany  of  the 
leaders  and  great  men  of  the  radio  world  were 
gathered  together  here  today  on  the  occasion 
of  the  Radio  Congress  which  was  held  at  the 
Bellevue-Stratford  Hotel  under  the  auspices  of 
the  General  Radio  Corp.,  Walter  L.  Eckhardt, 
president,  in  co-operation  with  the  Radio  Corp. 
of  America. 

The  biggest  feature  of  the  day's  events  was 
probably  the  banquet  and  evening  session,  which 
was  attended  by  several  hundred  dealers  in 
radio  sets  and  accessories  and  who  heard  bril- 
liant addresses  by  those  whose  names  are  known 
to  every  radio  fan  from  coast  to  coast. 

The  afternoon  session  was  devoted  to  ad- 
dresses dealing  with  the  technical  aspects  of 
radio  and  sales  talks  on  the  marketing  of  the 
finished  radio  sets  and  their  parts.  Included 
among  the  principal  speakers  of  the  afternoon 
session  were  Walter  L.  Eckhardt,  who  discussed 
the  sale  of  radio  apparatus  to  the  public;  E.  E. 
Bucher,  general  sales  manager  of  the  Radio 
Corp.  of  America  and  widely  known  authority 
on  things  electrical;  Rev.  Frank  A.  Raflferty,  of 
Villanova  College,  who  spoke  on  "Transmission 
on  the  Underground  System";  C.  E.  Bonine, 
electrical  and  radio  engineer  and  consulting 
physicist  of  the  General  Radio  Corp.;  George  H. 
Clarke,  of  the  Radio  Corp.  of  America,  and 
J.  H.  Cross,  president  of  J.  H.  Cross  Co.,  adver- 
tising agents.  Mr.  Eckhardt  acted  as  chairman 
of  the  meeting. 

The  speakers  at  the  banquet  included  such 
well-known  men  as  David  SarnofF,  vice-presi- 
dent and  general  manager  of  the  Radio  Corp. 
of  America;  Goidon  Cilly,  who  is  in  charge  of 
the  broadcasting  stations  of  the  Wanamaker 
stores,  here  and  in  New  York;  Andrew  C. 
McGowin,  also  of  Wanamaker's  radio  stations; 
Harry  M.  Neely,  well-known  authority  and 
writer  on  radio  and  kindred  subjects;  Charles 
H.  Grakelow;  Hon.  John  M.  Patterson,  former 
judge  of  the  city  courts;  N.  B.  Kelly,  secretary 
of  the  Philadelphia  Chamber  of  Commerce; 
Charles  P.  Vaughn,  the  newly  elected  president 
of  the  Chamber  of  Commerce;  Otto  Heineman, 
president  of  the  General  Phonograph  Corp.; 
W.  Freeland  Kendrick,  Receiver  of  Taxes;  Mri 
Eckhardt,  Mr.  Bucher,  Mr.  Bonine,  Mr.  Cross 
and  Father  RafTerty. 

During  the  course  of  the  banquet  many  musi- 
cal numbers  were  rendered  by  Okeh  record 
artists  under  the  personal  direction  of  F.  W. 
Hegar,  managing  director  of  the  Okeh  Studios.' 
Mr.  Eckhardt  acted  as  toastmaster  and  won 
hearty  applause  for  his  felicitous  manner  in 
presenting  the  various  speakers  of  the  evening. 
He  also  made  the  address  of  welcome  at  the 
opening  of  the  congress  at  the  morning  session. 

A  large  room  on  the  roof  garden  of  the  Belle- 
vue-Stratford was  devoted  to  a  comprehensive 
exhibit  of  radio  sets  and  supplies  and  included_ 
the  Radio  Corp.  of  America's  products,  Geraco- 
products,  Strand  phonographs  and  Okeh  .  rec- 
ords. During  the  afternoon  session  all  the 
latest  products  and  radio  sets  of  these  concerns' 
were  demonstrated  to  those  attending  the 
congress. 


TO  HANDLE  BRUNSWICK  LINE 

Fort  Scott,  Kan.,  February  6. — The  Fort 
Scott  Furniture  Co.,  of  this  city,  has  announced 
that  in  the  future  it  will  handle  Brunswick 
phonographs  and  records  exclusively.  This 
concern  is  well  known  in  this  territory,  and  the^ 
fact  that  it  has  chosen  the  Brunswick  exclu-j 
sively  is  a  distinct  tribute  to  its  merits  and- 
sales  possibilities. 


Wymore  Bros.,  Fulton,  Mo,,  have  sponsored 
three  artists'  appearances  in  their  city  in  the 
space  of  two  years — Godowsky,  Rosen  and  Theo 
Karle.  The  latter  appeared  there  recently  and 
gave  one  of  his  usual  polished  recitals. 


Note  these  conveniences: 

1.  The  records  are  up  liigh.  It 
isn't  necessary  to  stoop  to  get 
them. 

2.  The  inside  construction  elimi- 
nates the  necessity  for  albums. 

3.  It  is  a  beautiful  and  attrac- 
tive piece  of  furniture. 


Udell  Flexi-File  Record 
Cabinet,  No.  151 — Fin- 
isherl  in  Brown  Ma- 
hogany. Height,  34  in.; 
width,  20  in.;  depth,  19 
in.  Capacity  up  to  150 
records. 


Pick  Up  Many  Extra 

Profit  Dollars  With  This 


Every  time  you  sell  a  vertical  cabinet  phonograph  you  have  made 
a  prospect  for  this  beautiful  Udell  record  cabinet.  The  e.xtra  profit 
and  the  extra  service  to  j-our  buyer  in  selling  him  this  cabinet  make 
it  mighty  valuable  merchandise  to  handle.  It  sells  itself,  because  the 
need  for  it  is  instantly  apparent. 


Look  at  its  consumer  appeal,  its  talking  points,  and  see  whether 
or  not  you  have  buyers  for  it!  (If  it  is  good  for  the  consumer 
to  buy,  it  is  good  for  you  to  sell.)  No  longer  is  it  necessary  to 
stoop  to  the  floor  to  get  records  out  of  an  inaccessible  file  in  the 
base  of  a  vertical  cabinet  phonograph.  Now  they  are  at  a  height 
of  34  inches  from  the  floor,  just  the  right  height  to  be  convenient. 
No  longer  is  it  necessary  to  spill  records  on  the  floor  in  the  search 
for  your  favorite,  it  is  right  up  under  your  eyes,  at  3'our  finger  tips. ' 
The  Udell  Flexi-File  Cabinet  eliminates,  too,  the  necessity  for  and 
cost  of  albums  at  $1.50  each.  Besides  its  convenience  it  is  a  beauti- 
ful piece  of  furniture,  made  of  the  same  fine  materials  with  the 
same  fine  workmanship  that  has  always  characterized  Udell  cabinets. 

Can't  you  sell  this  cabinet?  Have  you  seen  anything  recently  with 
the  same  profit  possibilities  ?  Better  write  today  for  further  in- 
formation. 


THE  UDELL  WORKS 

28th  Street  and  Barnes  Avenue 
INDIANAPOLIS 
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BROOKLYN  MERCHANTS 

DEVELOPING  BUSINESS 


Good  Business  Results  From  Efforts  of  Dealers 
— Personal  Contact  Gets  Results — Concerts 
Boost  Record  Sales — Price  Cutting  Wanes — 
H.  L.  Terry  &  Sons  Plan  New  Store— Co- 
operative Drive — Fire  Opening  Gun  of  Sonora 
Drive — Other   Important   News  Happenings 


Talking  machine  business  generally  for  the 
month  of  January  and  the  first  half  of  Febru- 
ary has  been  of  a  very  satisfactory  nature.  Ma- 
chine business  fell  off  somewhat,  but  it  is  en- 
couraging to  note  that  this  phase  of  the  busi- 
ness compared  favorably  with  sales  for  the  same 
period  last  year.  During  the  Christmas  holi- 
days many  types  of  machines  were  not  avail- 
able, and,  in  many  cases,  substitute  models  were 
placed  in  homes  for  the  time  being  until  the 
desired  model  was  procured  for  them.  Conse- 
quently, at  this  time  these  models  have  been 
secured  from  the  factory  and  exchanges  are  in 
order.  An  interesting  phase  of  this  exchange 
which  dealers  are  capitalizing  on  is  the  fact  that 
this  affords  the  dealer  another  chance  to  create 
a  contact  with  the  customer,  and  as  a  result 
when  the  new  machine  is  delivered  the  dealer 
makes  it  his  business  to  take  along  with  him 
a  few  of  the  new  records,  with  which  the  ma- 
chine is  tested,  and,  of  course,  the  customer  has 
a  chance  to  hear  these  new  records  in  the  home. 
This  has  resulted  in  many  record  sales. 

Concerts  Move  Records 
Record  business  has  been  exceptionally  good, 
which  has  helped  materially  in  making  January 
a  very  good  month.  Intensive  selling  cam- 
paigns have  been  in  order  since  the  first  of  the 
new  year,  specializing  on  the  record  phase  of 
the  business,  which  has  resulted  in  an  increase 
that  has  put  sales  totals  over  the  top  for  this 
period.  A  feature  of  this  campaign  has  been 
the  large  number  of  dealers  who  have  resorted 
to  well-advertised  concerts,  which  were  given 
in  dealers'  stores.  For  these  occasions  an  or- 
chestra or  some  form  of  entertainment  was  se- 
cured which  has  brought  many  new  people  into 
their  stores,  who  in  many  cases  went  away  with 
several  new  records  purchased  during  the  eve- 
ning. These  entertainments  were  so  arranged 
that  the  orchestra  featured  several  selections 
of  records  which  are  considered  slow-selling 
numbers,  and  of  which  the  dealer  had  a  quan- 
tity on  his  shelf.    The  interest  aroused  by  the 


R 


Red  Seal  Sales 

Hundreds  of  Victrola  sales  during  and 
after  the  holidays  were  made  under  cir- 
cumstances that  did  not  allow  the  retailer 
to  devote  the  proper  attention  to  Red 
Seal  Records. 

The  sale  of  these  standard  works  of  a 
permanent  character  to  every  Victrola 
purchaser  will  give  the  music  lover  the 
world's  best  music  and  assure  the  Victor 
retailer  that  the  instrument  he  has  sold 
is  giving  its  best  service. 


GTWILLIAMJ'  CO./^^ 

272  Flatbush  Avenue  Extension       Brooklyn,  N.  Y. 


playing  of  these  records  resulted  in  the  sale  of 
many  of  the  slow-moving  numbers.  One  deal- 
er's campaign  was  so  successful  that  another 
evening's  entertainment  was  planned  and  car- 
ried out,  and  several  more  are  being  contem- 
plated. In  one  evening,  he  stated,  enough  rec- 
ords were  sold  to  pay  for  the  orchestra  many 
times  over,  and  altogether  a  very  fine  profit 
was  realized,  in  addition  to  the  advertising  value 
of  the  event. 

Drive  Against  Price-cutting  Succeeds 
It  seems  as  if  the  campaign  which  has  been 
carried  on  by  the  large  majoritj'  of  dealers  dur- 
ing the  past  few  months  against  the  evil  of 
price-cuttmg  is  beginning  to  show  results,  as 
at  the  present  time  those  dealers  who  resorted 
to  this  undesirable  method  of  procuring  busi- 
ness have  stopped  this  practice  and  are  now 
carrying  on  business  on  a  normal  basis.  Much 
pressure  was  brought  to  bear  upon  these  of- 


THE  INSTRUMENT  OF  QUALITY 
CLEAR    AS   A  BELL 


THE  more  experience  you  have  as  a 
Phonograph  Dealer  the  more  you  will 
appreciate  the  service  we  are  prepared 
to  render  as  Distributors  of  Sonora  Phono- 
graphs in  this  territory. 

We  invite  correspondence  or  calls  from 
Dealers  who  have  come  to  recognize  the  dis- 
tinct value  of  the  Sonora  line. 

Why  not  find  out  for  yourself  what 
Sonora  is  doing  for  other  Dealers  under  con- 
ditions more  or  less  like  your  own  ? 

Any  communication  from  you  will  have 
our  prompt  and  careful  attention. 


LONG  ISLAND  PHONOGRAPH  CO.  INC. 


150    Monta^  ue   S-treei-  ,  Brooklyn 


fenders,  and  dealers  generally  are  gratified  to 
see  this  practice  stopped. 

H.  L.  Terry  &  Sons  Planning  New  Home 
H.  L.  Terry  &  Sons,  progressive  Victor  deal- 
ers, of  Sayville,  L.  I.,  recently  purchased  an 
entire  block  in  the  heart  of  the  business  sec- 
tion of  this  town,  where  they  are  erecting  one 
of  the  finest  talking  machine  shops  in  Long 
Island.  This  company  has  been  in  the  Vic- 
tor business  for  some  years  past,  and  has  been 
highly  successful,  so  much  so  that  the  enlarge- 
ment of  their  store  was  found  necessary.  The 
entire  first  floor  will  be  devoted  exclusively  to 
a  retail  talking  machine  shop  and  there  is  a  pos- 
sibility that  an  auditorium  and  concert  hall  will 
be  constructed  on  the  second  floor  of  the  build- 
ing. Business  during  the  holiday  season  was 
exceptionally  large,  stated  Mr.  Terry,  and  from 
all  indications  1923  promises  to  be  one  of  the 
most  prosperous  years  the  company  has  yet  en- 
joyed. 

Co-operate  in  Sales  Campaign 

The  American  Talking  Machine  Co.,  Victor 
wholesaler  of  Brooklyn  and  Long  Island,  is 
very  enthusiastic  over  the  way  its  dealers'  are 
co-operating  in  new  plans  to  stimulate  record 
business  since  the  new  year.  Campaigns  have 
been  outlined  in  conjunction  with  these  dealers 
to  increase  the  sale  of  Red  Seal  records,  which 
liave  resulted  in  a  very  satisfactory  demand  for 
this  class  of  records.  The  month  of  January 
showed  a  decided  increase  in  demand  for  all 
records,  and  with  the  added  stimulus  of  Red 
Seal  record  campaigns  there  has  been  a  decided 
spurt  that  has  netted  much  additional  busi- 
ness. R.  H.  Morris,  general  manager  of  the 
company,  stated  that  his  house  has  co-operated 
with  the  dealers  in  taking  inventory  of  their 
stocks  of  both  machines  and  records,  and  at 
the  present  time  these  dealers  are  in  splendid 
shape  as  far  as  their  stocks  are  concerned.  Num- 
bers which  had  been  liquidated  have  been  re- 
plenished and  surplus  stocks  have  been  sold 
by  making  a  special  effort  on  these  particular 
numbers.  From  all  indications,  Mr.  Morris 
stated,  the  talking  machine  trade  during  the 
ne.xt  three  or  four  months  should  prove  to 
be  a  very  fine  one  in  every  respect. 

Newcomer  in  Local  Field 
A  recent  newcomer  into  the  talking  machine 
retail  trade  in  Brooklyn  is  Miss  Rose  Steiner, 
who  has  purchased  the  store  formerly  owned 
by  A.  L.  Young,  at  149  Ralph  avenue,  which 
is  to  be  conducted  as  the  Rose  Steiner  Music 
jShop.  Miss  Steiner  has  a  large  number  of 
friends  in  this  section  of  Brooklyn,  and,  with  a 
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American  Service 


IS  IN  ITS  20th  YEAR. 

ARE  YOU,  AS  A  DEALER,  GETTING 
THE  BENEFIT  OF  IT?— IF  NOT, 


knowledge  of  talking  machine  business  which 
she  has  obtained  through  her  connection  with 
talking  machine  retail  shops  in  Brooklyn,  is 
competent  to  give  her  clientele  a  service  that 
is  bound  to  create  for  her  a  very  successful 
business.  This  new  shop  is  to  feature  the 
Sonora  phonograph  and  will  carry  the  complete 
line  of  Vocalion  records. 

Sonora  Drive  Inaugurated 

The  Long  Island  I'honograph  Co.,  Sonora 
wholesaler  for  Brooklyn  and  Long  Island,  has 
inaugurated  an  intensive  campaign  designed  to 
help  Sonora  dealers  make  the  month  of  Feb 
ruary  the  starting  point  of  a  very  fine  new 
year  and  Spring  business.  Representatives  of 
the  company,  including  J.  J.  Schrat weiser,  sales 
manager,  are  visiting  every  Sonora  dealer  per 
sonally  and  going  over  with  them  a  well-laid- 
out  campaign  that  is  bound  to  create  new  busi- 
ness in  Sonora  machine  sales. 

R.  H.  Keith,  general  manager  of  the  com- 
pany, recently  secured  a  large  number  of  im- 
ported wire  novelty  dolls,  done  in  attractive 
colors,  which  he  is  sending  out  to  Sonora  deal- 
ers in  his  territory.  This  novelty  doll  has 
created  considerable  interest  among  Sonora 
dealers  who  have  seen  it  and  is  being  used 
extensively  in  talking  machine  window  displays. 
Dealers  place  them  on  the  turntable  of  models 
on  display  and  passers-by  invariably  stop  to 
admire  them,  thereby  bringing  their  attention 
to  the  Sonora  model  on  which  the  doll  is  placed. 
This  little  advertising  feature,  stated  Mr.  Keith, 
is  bound  to  create  interest  in  Sonora  deal- 
ers' stores.  This  novelty  doll  is  not  charged 
to  the  dealers,  but  is  given  to  them  gratis  by  the 
Long  Island  Phonograph  Co.  as  a  part  of  the 
service  which  this  progressive  wholesaler  is 
planning  to  give  to  dealers  during  the  year. 

C.  W.  Keith,  treasurer  of  the  company,  left 
this  month  for  a  two  months'  vacation  in  com- 
pany with  Mrs.  Keith,  which  will  be  spent  in 
Belleaire,  Fla.  An  interesting  phase  of  this 
trip,  stated  Mr.  Keith,  is  the  fact  that  this  will 
be  his  first  visit  to  the  State  of  Florida.  Mr. 
Keith  has  visited  at  some  time  or  other  dur- 
ing his  life  every  other  State  in  the  Union.  His 
plans  call  for  a  two  months'  stay  at  this  popu- 
lar resort. 

Fosters  Drive  on  Red  Seal  Records 

G.  T.  Williams,  head  of  the  G.  T.  Williams 
Co.,  Inc.,  well-known  Victor  distributor,  this 
city,  has  been  encouraging  Victor  retailers  in 
his  territory  to  make  a  special  drive  on  Victor 
Red  Seal  records.  It  is  Mr.  Williams'  belief 
that  many  sales  of  Victrolas  were  made  during 
the  holiday  period  under  circumstances  that  did 
not  allow  the  retailer  to  give  normal  attention 
to  the  possibilities  of  the  sale  of  Red  Seal  rec- 
ords and  that  an  efifort  at  this  time  will  re- 
sult in  substantial  sales. 

Fine  Sonora  Business 

William  Harkins,  manager  of  the  talking  ma- 
chine department  of  Wisser  &  Sons,  Inc.,  at 
55  Flatbush  avenue,  reports  that  talking  ma- 
chin'e  business  since  the  first  of  the  new  year 
has  been  exceptionally  good.  Mr.  Harkins  has 
featured  the  Sonora  phonograph  in  his  adver- 
tising, which  has  resulted  in  the  sale  of  many 
high-priced  models.  This  progressive  store  has 
a  very  fine  clientele.  Recently  two  DeLuxe 
Sonora  models  were  sold  to  one  customer,  and 
from  these  two  sales  more  than  six  others  can 
be  traced,  due  in  great  measure  to  the  excep- 
tional service  extended  to  patrons. 

Staging  a  "Community  Week" 

The  Brownsville  section  of  Brooklyn,  which 
has  Pitkin  avenue  for  its  main  street,  is  inaugu- 
rating this  month  one  of  the  most  novel  adver- 
tising campaigns  which  has  been  staged  in  met- 
ropolitan New  York  for  some  time  past.  This 
campaign  is  to  be  called  "Community  Week," 
and  is  being  conducted  by  the  Chamber  of 
Commerce  of  this  section  of  Brooklyn,  which 
comprises  every  merchant  conducting  a  retail 
establishment  on  Pitkin  avenue.  To  stimulate 
interest  $10,000  in  prizes  are  to  be  offered, 
among  which  will  be  a  Durant  touring  car  and 
a  period  model  talking  machine.  Among  the 
most  active  members  in  this  novel  campaign  are 


Krakauer  Bros.,  who  conduct  an  exclusive  So- 
nora business  on  Pitkin  avenue.  The  store  has 
been  attractively  decorated  throughout  and  a 
splendid  window  Sonora  display  is  being  made. 
Honor  Irving  Riesenberger 

A  very  fine  tribute  was  paid  Irving  Riesen- 
berger, progressive  Victor  dealer  of  Flushing, 
L.  I.,  when  he  was  recently  elected  Regent  of 
the  local  Royal  Arcanum.  A  testimonial  din- 
ner was  given  in  his  honor  by  his  many  friends, 
indicative  of  the  splendid  regard  in  which  he 
is  held  by  people  generally  in  Flushing.  Mr. 
Riesenberger  has  conducted  a  very  successful 
Victor  business  here  for  some  years  past,  and 
he  has  built  up  a  clientele  of  machine  and  rec- 
ord customers  through  courtesy  and  service. 
Rountree  Orchestra  Much  in  Demand 

The  Talking  Machine  Fraternity  of  Brook- 
lyn numbers  among  its  personnel  a  musician  of 
considerable  merit,  who  is  recognized  as  such 
among  the  talking  machine  trade  generally,  in 
the  person  of  Maine  M.  Rountree,  popular  repre- 
sentative of  the  American  Talking  Machine  Co., 
Victor  wholesaler,  with  which  he  has  been  con- 
nected for  some  years  past.  Mr.  Rountree  is  an 
accomplished  musician  and  is  the  leader  and 
manager  of  the  Rountree  Orchestra,  whose 
services  are  sought  after  pretty  generally 
throughout  Brooklyn.  The  latest  phase  of  Mr. 
Rountree's  activities  with  his  orchestra  is  the 
rendering  of  concerts  in  talking  machine  deal- 
ers' stores,  which  dealers  have  inaugurated  since 
the  first  of  the  new  year.  The  first  week  in 
February  Mr.  Rountree  and  his  orchestra  played 
at  the  concert  given  by  E.  A.  Schweiger  in  his 
Broadway  store,  which  was  a  complete  success. 
So  much  so  that  Mr.  Rountree  was  engaged  for 
another  concert,  to  be  given  on  the  evening  of 
February  24,  and  a  later  one  some  time  during 
the-  month  of  March.  Another  engagement 
which  Mr.  Rountree  is  supervising  is  a  concert 
to  be  given  at  the  store  of  Sofus  Kjeldsen,  5116 
Fifth  avenue,  well-known  Victor  dealer,  whicli 
will  be  given  by  the  "Trio  De  Danse,"  an  or- 
ganization well  known  throughout  metropolitan 
New  York.  Mr.  Rountree  has  engaged  his  trio 
with  which  he  will  play  at  the  concert  given 
by  this  Victor  dealer.  Commenting  on  his 
plans,  Mr.  Rountree  stated  that  there  are  many 
other  Victor  dealers  in  this  section  of  metro- 
politan New  York  that  are  contemplating  such 
concerts,  and  that  in  all  probabilit)'  he  will  be 
kept  busy  until  Summer  taking  care  of  his 
numerous  engagements.    It  is  surprising,  stated 


Mr.  Rountree,  to  see  the  large  amount  of  busi- 
ness which  these  concerts  create. 

New  Sonora  Dealers 

Among  the  new  Sonora  dealers  recently 
established  by  the  Long  Island  Phonograph  Co. 
are  the  Aaron  Music  Co.,  at  713  Knickerbocker 
avenue,  a  live  store  conducted  by  William  Ru- 
benstein;  the  Benson  Music  Shop,  at  2011 
Eighty-sixth  street,  in  charge  of  E.  Kane,  well- 
known  talking  machine  salesman;  Schwartz, 
Kramer  &  Jelling,  956  Kings  Highway.  Another 
new  account  recently  secured  is  that  of  A.  L. 
Young,  who  has  just  opened  a  new  store  at  1393 
Flatbush  avenue.  This  store  is  in  addition  to 
another  establishment  conducted  by  Mr.  Young 
at  2124  Fulton  street,  where  he  has  developed 
a  very  successful  business.  One  of  the  most 
important  accounts  recently  secured  by  the 
Long  Island  Phonograph  Co.  is  the  Broadway 
Music  Shop,  at  1651  Broadway.  Sidney  Rosen- 
thal, who  was  formerly  with  the  WykofJ  Music 
Shop,  is  manager  of  this  progressive  retail  store. 
Sklar  Music  Shop  Reorganized 

The  Sklar  Music  Shop,  268a  Sumner  avenue, 
lias  just  completed  the  reorganization  of  its 
company  and  has  increased  its  capital  more 
than  double.  This  store  was  formerly  known 
as  the  Ralph  Music  Shop,  but  will  be  known 
from  now  on  by  the  above  new  name.  Plans 
of  the  company  call  for  a  large  expansion  of 
activities  in  the  retail  talking  machine  field, 
which  will  include  an  intensive  campaign  dur- 
ing the  coming  Spring  and  Summer  months. 
The  Sonora,  which  the  company  has  handled 
for  some  time  past,  will  be  featured. 

Milton  Young  in  New  Post 

Milton  Young,  who  was  formerly  connected 
with  the  Harmony  Talking  Machine  Co.,  Ninth 
street,  this  city,  is  now  connected  with  J.  W. 
Ackerly,  well-known  Victor  dealer  in  Patch- 
ogue,  L.  I.  Mr.  Young  was  appointed  man- 
ager of  this  progressive  talking  machine  store, 
and  with  his  wide  experience  in  retail  mer- 
chandising in  metropolitan  talking  machine  cir- 
cles is  well  qualified  to  take  over  the  duties 
of  his  new  position. 

New  Autos  for  Sales  Representatives 

The  American  Talking  Machine  Co.,  Victor 
wholesaler,  has  recently  purchased  for  its  sales 
representatives  two  new  automobiles  for  use  in 
covering  the  respective  territories.  Chas.  Offer- 
man,  through  his  busy  activities,  has  already 
worn  out  two  or  three  automobiles  in  his  daily 
trips  in  visiting  the  trade. 
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Save  Experimental  Costs 


Van  Veen  Equipment  for  Phono- 
graph and  Musical  Merchandise 
Stores  is  especially  favored  by  those 
who  have  had  previous  unsatisfactory 
experience  with  other  equipment  not 
built  to  a  quality  standard. 

It  is  real  economy  to  install  Van 
Veen  products  in  the  first  instance 


and  thus  save  the  cost  of  experiments. 
You  will  be  pleased  at  the  moderate 
price  of  Van  Veen  equipment. 

Hearing  rooms,  record  racks,  coun- 
ters and  all  necessary  selling  fixtures 
for  musical  merchandise  stores. 

Your  inquiry  for  our  catalogue  and 
prices  will  receive  prompt  attention. 


VAN  VEEN  &  COMPANY,  Inc.,  413-417  EriWhsCN:;  York  city 

Phone:   7758  Harlem 


ENLARGING  VICTOR  PLANT  TO  DOUBLE  RECORD  OUTPUT 

Work  Already  Started  on  New  Eight-story  Building  and  Three-story  Addition  to  Existing  Struc- 
ture— Additional  Facilities  Will  Provide  for  More  Efficient  Operation 


The  Victor  Talking  iMachine  Co.  has  an- 
nounced the  starting  of  work  on  additions  to 
the  Victor  plant  in  Camden  that,  when  com- 
pleted, will  make  possible  the  doubling  of  the 
record  output  of  the  company.  The  details  of 
the  construction  plan  were  authorized  recently 
by  B.  G.  Royal,  vice-president  of  the  Victor  Co. 

This  latest  move  of  the  Victor  Co.  is  most 
significant  for  the  reason  that  it  is  calculated 
not  only  to  provide  badly  needed  increases  in 
record  output,  but  reflects  the  confidence  held 
by  the  officers  and  directors  of  that  company  in 
the  future  of  the  industry,  inasmuch  as  the  work 
calls  for  an  expenditure  of  approximately  $1,- 
000,000. 

The  new  factory  building  will  be  located  at 
the  southwest  corner  of  Delaware  avenue  and 
Cooper  street,  and  will  extend  from  the  corner 
to  join  the  "grinding  building"  at  the  south  side 
of  Cooper  street,  below  Delaware  avenue.  The 
latter  building,  now  four  stories  in  height,  will 
be  converted  into  a  seven-story  building. 

Contracts  awarded  to  Stone  &  Webster,  Inc., 
of  Boston,  call  for  an  eight-story  structure  of 
reinforced  concrete,  435  feet  in  length,  and  with 


The  building  will  provide  vastly  increased 
facilities  for  the-  manufacture  of  records  and 
will  concentrate  this  department  in  one  build- 
ing. The  present  buildings  of  this  department 
are  located  at  Front  and  Cooper  streets,  and 
Front  and  Linden. 

When  the  new  factory  is  in  full  swing  the 
output  of  Victor  records  will  be  doubled.  The 
working  force  also  will  be  greatly  augmented. 

The  new  building  will  follow  the  general  ex- 
terior architectural  scheme  of  the  present  Vic- 
tor buildings.  It  is  hoped  that  the  structure 
will  be  completed  by  July  1,  and  if  these  plans 
materialize  a  new  record  in  construction  will 
have  been  set. 

The  construction  of  the  factory  will  be  along 
the  most  modern  lines.  The  roof  will  be  of 
slag,  and  the  floors  will  be  of  the  flat  slab  type 
of  construction.    This  form  of  reinforced  con- 

PAUL  SPECHT  AS  HEADLINER 

Paul  Specht,  exclusive  Columbia  artist,  re- 
ceived an  ovation  recently  when  he  appeared 
at  the  Palace  Theatre,  New  York,  as  a  head- 
liner.  The  B.  F.  Keith  Palace  Theatre  is  known 
as  the  greatest  vaudeville  house  m  America, 
and  it  is  the  ambition  of  every  vaudeville  act 
to  be  booked  for  this  house. 

Mr.  Specht  and  his  orchestra  were  obliged 
to  respond  to  numerous  encores  and,  notwith- 
standing the  length  of  the  program,  Mr.  Specht 
was  called  upon  to  make  a  short  speech.  Two 
novel  creations  arranged  by  Mr.  Specht  were 
received  enthusiastically;  these  selections  being 
"The  Evolution  of  a  Modern  Dance  Orchestra" 
and  a  unique  rendition  of  the  "Yankee  Doodle 
Blues"  as  it  might  be  played  in  various  coun- 
tries. 

STARTS  THE  NEW  YEAR  PROPERLY 

Benjamin  Lehrer,  who  is  associated  with  M. 
Rappaport's  Music  Shop,  at  880  Westchester 
avenue,  Ne-w  York,  together  with  Mrs.  Lehrer, 
is  receiving  the  congratulations  of  his  friends 
on  the  arrival  of  a  son  at  the  Lehrer  home  on 
January  17. 

Grand  Pharmacy,  Du  Quoin,  111.,  has  arranged 
to  co-operate  with  the  local  Ford  dealer  for  a 
display  of  Brunswick  models  in  the  show  win- 
dow of  the  garage.  A  large  sign  proclaims  that 
here  are  "Two  of  the  most  popular  family  en- 
tertainers in  the  world." 


crete  flooring  improves  on  the  type  known  as 
"beam -and  girder,"  allowing  greater  lighting  ef- 
ficiency and  facility  in  the  running  of  pipes  and 
conduits.  A  sub-station  for  electrical  power  will 
be  incorporated  in  the  structure. 

Approximately  1,500  concrete  piles  will  be 
sunk  as  a  foundation  for  the  new  building.  The 
pile  drivers  and  collapsible  mandrels  used  in 
placing  of  shells  which  form  the  molds  for 
the  concrete  are  already  on  the  ground. 

The  erection  of  the  factory  necessitates  the 
demolishing  of  a  four-story  building  on  Dela- 
ware avenue,  south  of  Cooper  street,  known  as 
the  old  Boyer  Building.  It  was  formerly  used 
by  a  department  of  the  cabinet  department. 

The  work  of  demolishing  the  Boyer  and  other 
smaller  buildings  in  the  path  of  the  new  struc- 
ture, and  the  necessary  excavation  work  has 
been  started  and  is  progressing  rapidly. 

The  Victor  Talking  Machine  Co.  group  of 
office  and  factory  buildings  in  Camden  numbers 
twenty-five.  This  represents  an  approximate 
total  of  forty  aci-es  of  floor  space.  The  com- 
pany employs  close  to  ten  thousand  persons. 

TIMELY  DISPLAY  PRODUCES  SALES 


The  window  illustrated  herewith  was  pre- 
pared by  Allan's,  a  South  Australian  Sonora 
dealer,  and  it  attracted  considerable  attention 
in  the  city  of  Adelaide.    The  race  for  the  Great 


Sonora  Window  Display  in  Adelaide 

Melbourne  cup  is  the  biggest  sporting  event  in 
South  Australia  and  Allan's  window  dresser 
cleverly  tied  up  the  winning  horse,  "King 
Ingoda,"  with  the  Sonora.  The  window  not 
only  attracted  attention,  but  direct  sales  were 
reported  as  a  result  of  this  display. 


Meyer's  Music  House,  Carlinville,  111.,  is  plan- 
ning to  move  into  more  attractive  quarters  in 
the  St.  George  Building  in  the  near  future.  The 
company  handles  the  Victor  line,  and  increased 
business  is  responsible  for  the  move. 


a  varied  width  of  seventj-  to  ninetj-  feet. 


Removes  All  But  The  Music 
FromPhonographRecords 

Removes  all  but  the  music 
from  phonograph  records 

Helps  dealers  to  sell  more  records  by  giving 
users  a  better  appreciation  of  phonograph  music. 
Practically  eliminates  surface  noises  and  metallic 
sounds.  Stops  "scratching"  and  "rasping."  Puri- 
fies and  clarifies  every  note;  individualizes  each 
tone. 

Makes  phonograph  music  soft,  sweet  and  mellow 
without  "muffling"  or  "killing"  the  tones.  Attaches 
to  any  phonograph  except  those  using  diamond 
point. 

Beautifully  finished  in  heavy  gold  plate.  Retails 
at  S5.00  with  liberal  discounts  to  dealers.  Satis- 
faction guaranteed.  Let  Bakertone  help  increase 
your  profits.    Write  today  for  terms  and  discounts. 

Bakertone  Corporation 

Dept.  603        408-12  Pearl  St. 
Buffalo,  N.  Y 
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THIS  shows  our  MACHINE  DIS- 
PLAY ROOM.  Here  we  have  on 
exhibition  the  Period  Designs  and  other 
higher-priced  Victrolas.  Our  dealers 
are  cordially  invited  to  use  this  room 
with  their  customers  who  may  be  inter- 
ested in  these  types. 

Our  organization  will  always  be  found 
ready  and  willing  to  assist  you. 


Talking  Machine  Co. 
28-30  W.  235£  ST.    New  York  N.Y 

VICTOR  WHOLESALE  DISTRIBUTORS 
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You  can't      wi  on^ 
Withan/FEISTsony 


AUDAK  DEMONSTRATING  DEVICE  GAINS  IN  POPULARITY 

Invention  of  Maximilian  Weil,  Allowing  Demon  stration  of  Records  Without  Help  of  Salesmen 
or  Use  of  Sound-proof  Booths,  Installed  by  Many  Prominent  Concerns 


During  the  past  several  months  there  has 
been  introduced  into  a  number  of  retail  talk- 
ing machine  establishments  in  Eastern  territory 
a  new.  original  and  unique  method  of  demon- 
strating records.  The  device  allows  prospec- 
tive purchasers  to  hear  records  in  a  small 
space  without  the  use  of  booths  or  interfer- 
ence with  other  record  demonstrations  that  may 
be  given  in  the  same  warerooms.  The  product 
is  called  the  Audak  and  is  manufactured  by  the 
Audak  Co.,  565  Fifth  avenue.  New  York  City. 

In  addition  to  the  fact  that  a  number  of  the 
above  devices  can  be  placed  in  the  same  space 
now  given  over  to  one  demonstration  booth,  it 
has  the  merit  of  encouraging  self-service.  In 
fact,  in  a  majority  of  places  where  it  has  been 
accepted  as  equipment  for  retail  establishments 
the  dealers  have  devised  ways  for  record  pur- 
chasers to  select  and  demonstrate  without  help 
of  salesmen. 

The  Audak  is  a  product  perfected  by  Maxi- 
milian Weil,  who  for  quite  a  number  of  j-ears 
has  been  recognized  in  talking  machine  circles 
as  an  acoustical  and  mechanical  engineer  of 
prominence  in  the  industry.  He  is  a  member  of 
the  American  Institute  of  Engineers,  the  Aero- 
nautical Society  of  America  and  other  scientific 
bodies.    His  professional  and  scientific  training 


Maximilian  Weil 

embraces  a  thorough  European  academic  course, 
with  post-graduate  study  in  American  technical 
schools.     As  a   mechanical   and   electrical  en- 


The  Metropolitan  District 


thickly  populated,  and  offering  the  greatest 
market  in  the  world,  is  the  territory  we  cover. 
Live  dealers  who  are  eager  to  make  the  best  of 
the  opportunities  at  hand  in  this  great  market 
for  OKeh  records  should  get  in  touch  with  us. 
We  have  an  exceptionally  complete  stock  and 
we  make  shipments  with  the  promptness  that  is 
essential  in  handling  phonograph  records. 

Bristol  &  Barber  Co.,  inc. 

3  East  14th  Street  New  York  City 

Stuyvesant  1724 


Records 


The  Records 
of  Quality 


gineer  he  has  been  associated  with  the  Bell 
Motor  Corp.,  the  Westinghouse  Electric  &  Mfg. 
Co.,  S.  Pearson  &  Son,  Ltd.,  of  London,  Eng- 
land, and  the  New  -York  Central  Railroad. 

In  phonograph  motor  design  and  operation 
the  United  States  Patent  Office  records  show 
that  Mr.  Weil's  research  in  this  subject  com- 
menced over  ten  j^ears  ago.  He  is  an  occa- 
sional contributor  to  engineering  journals  and 
his  experience  ranges  from  dynamo  and  elec- 
trical apparatus  construction  to  subaqueous 
tunnel  building  and  electrification  of  railroads. 

Among  the  retail  establishments  now  using 
the  -A^udak  are:  McCreery  &  Co.,  Bloomingdale 
Bros.,  R.  H.  Macy  &  Co.,  Levine's  Victrola 
Shop,  of  New  York  City;  Frederick  Loeser  & 
Co.  and  Abraham  &  Straus,  of  Brooklyn,  N.  Y. ; 
Bambergers'  and  Hahne  &  Co.,  Newark,  N.  J.; 
Kaufman's  and  Joseph  Horne  Co.,  Pittsburgh, 
Pa.;  William  Taylor's  Sons  &  Co.,  Cleveland, 
O.;  Jordan  Marsh  Co.,  Boston,  Mass.,  and 
other  prominent  concerns  handling  talking  ma- 
chines and  records. 


PACE  PHONO.  CORP.  CHANGES  NAME 


Name  of  Manufacturer  of  Black  Swan  Records 
Changed  to  Black  Swan  Phonograph  Co. — 
Specializes  in  Records  by  Colored  Artists 


The  Pace  Phonograph  Corp.,  2289  Seventh 
avenue,  New  York  City,  manufacturer  of  Black 
Swan  records,  announces  the  change  of  name 
of  that  corporation  to  the  Black  Swan  Phono- 
graph Co.  The  Black  Swan  record  is  a  ten- 
inch,  double-faced  disc  record,  the  catalog  of 
which  is  comprised  of  songs  and  instrumental 
selections  rendered  by  colored  artists.  The 
company  was  organized  by  Harry  Pace  several 
years  ago  and  has  built  up  a  record  business 
of  substantial  proportions,  confining  itself  to 
the  production  of  records  which  appeal  to  those 
who  prefer  negro  melodies  or  the  modern  jazz 
as  rendered  by  colored  orchestras.  The  Black 
Swan  record  has  been  stocked  by  dealers  in  all 
parts  of  the  country. 


TRIP  TO  BERMUDA  IS  INCENTIVE 

D.WTON,  O.,  February  6. — The  sales  department 
of  the  National  Cash  Register  Co.,  of  this  city, 
announced  recently  that  a  trip  to  Bermuda  ne.xt 
January  is  the  inducement  to  the  members  of 
the  sales  staff  toward  making  1923  the  biggest 
year  in  the  history  of  the  company.  To  be 
eligible  for  the  Bermuda  trip  a  salesman  must 
sell  at  least  100  per  cent  of  his  quota  for  the 
>  ear,  and  with  their  quotas  increased  25  per  cent 
over  1922  the  salesmen  have  their  work  cut  out 
for  them  in  order  to  gain  the  coveted  reward. 
In  1922  the  American  selling  force  broke  all 
sales  records  for  the  months  of  August,  Octo- 
ber, November  and  December,  and  started  the 
new  year  with  the  biggest  January  in  the  com- 
pany's history.  The  company's  foreign  business 
showed  a  big  increase  last  year  also,  being  50 
per  cent  better  than  in  1921. 
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AUDAK 


Audak  Successfully  Solves  the 
Problem  of  Doing  a  Greater 
Record  Business  at  Less  Cost 


Record  Service,  With  Audak  VI. 
Mounted  on  Table  Cabinet 

What  Audak  Is- 

AUDAK  is  a  specially  -  designed 
talking  machine  reproducing 
mechanism,  attachable  to  any 
style  of  cabinet,  table  or  counter  for 
purposes  of  record  demonstration  in 
the  store. 

The  reproduction  of  the  record  is 
concentrated  within  a  limited 
radius  of  the  customer. 

AUDAK  is  purposely  made  to  look 
like  a  conventional  phonograph. 
Therefore : 

AUDAK  may  be  operated  on  sight 
by  anyone  who  has  ever  played 
a  record  on  a  talking  machine. 

AUDAK  is  absolutely  fool-proof. 

AUDAK  is  as  much  a  part  of  the 
stores  in  which  it  has  been  in- 
stalled as  electric  lights,  cash 
registers  or  display  signs,  but  it 
costs  nothing  to  operate  it  or 
maintain  it. 


Audak  X,  Ready  for  Installation 


List  Price  $80.00 
Usual  Trade  Discounts 
Net  Cost  to  Dealer  $48.00 


Record  Serz'ice,  With  Audak  X. 
Mounted  on  Table 

What  Audak  Does— 

AUDAK  PERMITS  ABSOLUTE- 
LY PERSONAL  DEMON- 
STRATION OF  ANY  RECORD 
WITHOUT  CONFINING  THE 
HEARER  TO  A  PRIVATE 
BOOTH  OR  ANY  OTHER 
VALUABLE  SPACE  IN  YOUR 
STORE. 

Any  number  of  AUDAKS  may  be 
played  at  the  same  time  within 
arm's  length  of  each  other  with- 
out the  slightest  interference  or 
discord  between  them. 

AUDAK  multiplies  the  sales  ca- 
pacity of  your  store,  however 
large  or  small  it  may  be,  and 
increases  the  profits  from  your 
equipment,  whether  it  is  elaborate 
or  plain. 

AUDAK  quickens  your  record 
stock  turn-over ;  discovers  slow 
sellers  in  less  time;  reveals  best 
sellers  quickest ;  enables  the 
records  to  sell  themselves  and 
stops  for  all  time  the  public's 
"joy-riding"  at  your  expense. 


Two  Styles  of  AUDAK 
Available 

VI  — Attachable  to 
any  table-style 
cabinet 

X — Attachable  to  any 
cabinet,  table  or 
counter 


Ask  AUDAK  Users— They  Know! 

Here  are  some  of  the  conspicuously   successful   retail  talking 
machine  concerns  which  now  have  in  use  from  two  to  forty- 
two  AUDAKS  apiece  in  their  establishments: 


McCreery  &  Co.,  New  York  City 
Bloomingdale  Brothers,  New  York  City 
R.  H.  Macy  &  Co.,  New  York  City 
Levine's  Victrola  Shop,  New  York  City 
Frederick  Loeser  &  Co.,  Brooklyn,  N.  Y. 
Abraham  &  Straus,  Brooklyn,  N.  Y. 
Kaufman's,  Pittsburgh,  Pa. 


Wm.  Taylor,  Son  &  Co.,  Cleveland,  O. 
Arthur  Fields'  Song  Shop,  New  York  City 
Joseph  Horne,  Pittsburgh,  Pa. 
Jordan  Marsh  Co.,  Boston,  Mass. 
Bamberger's,  Newark,  N.  J. 
Hahne  &  Co.,  Newark,  N.  J., 


Jobbers  Now 
Being 
Appointed 

Write  for 
name  of  Jobber 
nearest  you 


AUDAK  CO. 


AND  OTBEKS 


565  Fifth  Avenue 


New  York,  N.  Y. 
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Don  t  miss  this.  You  ought  to  sell  a  carload  of  it.  A-3783. 
On  one  side  Paul  Biese's  Orchestra  gives  an  instrumental  ver- 
sion of  "Mr.  Gallagher  and  Mr.  Shean"  that  is  simply  immense. 
On  the  other  is  a  crazy  classic — "Hello!  Hello!  Hello!"  sung 
by  Lewis  and  Dody,  the  Mike  and  Ike  of  big-time  vaudeville. 
It's  a  scream.        ' /"^^ 


s  a  scream. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


VICTOR  SCHOOL  IN  BIRMINGHAM 

Nearly  Two  Score  Dealers  in  Alabama  and 
Neighboring  States  Attend  Sessions  of  School 
of  Salesmanship  Conducted  by  F.  A.  Delano 
Under  Auspices  of  the  Talking  Machine  Co. 


Birmingham,  Ala.,  February  6. — A  most  suc- 
cessful course  of  the  Victor  School  of  Sales- 
manship, under  the  direction  of  F.  A.  Delano, 
of  the  \'ictor  Talking  Machine  Co.,  was  held  in 
this  city  late  last  month  under  the  auspices  of 
the  Talking  Machine  Co.,  local  Victor  whole- 
saler, and  attracted  dealers  and  their  sales 
people  from  points  as  far  distant  as  Macon, 
Ga.;  Knoxville,  Tenn.;  Vicksburg,  Miss.,  and 
Pensacola,  Fla.,  to  the  numjber  of  thirty  or 
more. 

Mr.  Delano  was  accompanied  by  David 
Pruitt,  Victor  Co.  traveler,  and  ofTered  to  the 
gathered  dealers  and  salesmen  the  program 
that  has  proven  so  successful  in  connection  with 


Victor  Schools  of  Salesmanship  held  in  various 
other  cities  throughout  the  country. 

While  in  the  city  the  visiting  dealers  were 
entertained  by  the  Talking  Machine  Co.  at  a 
vaudeville  performance  at  the  Lyric  Theatre 
and  on  the  following  night  by  a  trip  to  the  top 
of  Red  Mountain,  where  the  visitors  saw  how 
iron  is  made,  a  particularly  spectacular  process 
when  viewed  at  night. 

Each  day  while  the  school  was  in  session  the 
Talking  Machine  Co.  issued  a  little  tabloid 
newspaper  full  -of  snappy  paragraphs  regarding 
the  activities  of  the  sessions  and  those  in  at- 
tendance. The  little  publication  was  entitled 
"The  Dog,"  referring,  of  course,  to  the  Victor 
trade-mark. 


A  highly  successful  Grafonola  sale  has  just 
been  concluded  by  the  Mason  Furniture  Co., 
Huntsville,  Ala.  Many  Grafonolas  were  sold 
during  the  sale  and  this  dealer  is  most  pleased 
with  the  results. 


SELF-SELLING 

to 

MUSIC  LOVERS 


The  J'ioliii  Spruce  Reproducer  cre- 
ates business  wherever  demonstrated. 
Dealers  who  sell  it  know  that  it  is 
here  to  stay.  No  other  reproducer 
equals  the  Violin  Spruce  Reproducer 
for  purity  and  sweetness  of  tone,  and 
for  the  elimination  of  metallic  harsh- 
ness. Everyone  recognizes  its  superi- 
ority on  first  hearing.  All  phono- 
graphs are  improved  by  its  use — all 
records  sound  better. 

Our  new  Edison  Violin  Spruce  Re- 
producer brings  out  the  full  possibil- 
ities of  lateral  cut  records  on  Edison 
instruments.  A  great  field  is  open 
here. 

You  can't  afford  to  overlook  the 
wonderful  possibilities  presented  by 
the  Violin  Spruce  Reproducer.  A 
trial  will  convince  and  delight  you. 
Here's  a  real  business  opportunity. 

Write  Today  Foe  Full  Information 


Retails  for 

$7.50 

(Usual   Dealer's  Discount) 


THE  DIAPHRAGM  COMPANY 

5005  Euclid  Avenue,  CLEVELAND,  OHIO 


Violta  Spmee  Diaphragm 


SPONSORS  THE  OUTING  PORTABLE 

A.  J.  Cote  Important  Factor  in  Success  of  Well- 
known  Portable — Spends  Considerable  Time 
Visiting  Trade  Throughout  the  Country 

Mt.  Kisco,  N.  Y.,  February  6. — Although  A.  J. 
Cote,  president  of  the  Outing  Talking  Machine 
Co.,  Inc.,  of  this  city,  has  been  identified  with 
the  talking  machine  industry  for  only  a  little 
more  than  a  year,  he  has  already  won  the  re- 
spect and  esteem  of  talking  machine  jobbers 


A.  J.  Cote 

and  dealers  throughout  the  country.  Mr.  Cote, 
who  has  been  associated  with  the  Outing 
portable  since  its  inception,  has  been  an  im- 
portant factor  in  the  success  of  this  instrument 
and  has  realized  the  tremendous  value  of  per- 
sonal contact  with  the  companies  and  indi- 
viduals merchandising  its  product. 

When  the  Outing  portable  was  first  placed 
on  the  market  Mr.  Cote  decided  to  "sell"  the 
machine  to  himself  before  trying  to  sell  it  to 
the  trade.  After  this  had  been  accomplished 
he  sponsored  the  manufacture  of  a  thousand 
machines,  and  when  these  had  been  sold  the 
Outing  was  fairly  well  established  in  the  port- 
able field.  Well-known  jobbing  houses  in  all  of 
the  leading  trade  centers  are  now  handling  the 
Outing  portable,  and  in  addition  a  prominent 
export  house,  Chipman,  Ltd.,  of  New  York,  is 
doing  a  splendid  export  business  for  the  Out- 
ing. 

Incidentally,  Mr.  Cote  states  that  he  is  goi,ng 
to  hang  a  sign  outside  of  his  door  reading  "Dr. 
Outing,"  for  only  the  other  evening  one  of  his 
physician  friends  in  this  city  asked  him  to  send 
two  Outing  portables  to  the  homes  of  two 
patients  who  were  in  dire  need  of  cheerfulness 
and  entertainment.  Mr.  Cote  sent  the  machines 
up  immediately  and  the  next  day  received 
checks  in  payment,  with  the  assurance  that  the 
machines  were  proving  indispensable. 


Marie  Tif¥any,  renowned  concert  soprano  and 
exclusive  Brunswick  artist,  appeared  recently 
as  a  soloist  at  the  first  concert  of  the  season 
given  by  the  Mendelssohn  Club  of  Philadelphia 
at  the  Academy  of  Music.  Miss  Tiffany  was 
obliged  to  give  a  number  of  encores. 
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SCHNITZELRANK 


^^^^^ 

KUKZ  UVD -UAJJG 

tlEBUfJPl^ 

'  ^^^^^ 

GROSE 

GROSERFISCH 

KLEINER  nSCH 

vif/s  mm  ■ygwB! 


RECORDS 


GUTTE  WURST  HERflEROSAUff 


AFFENGESICHT 


Helles  L'Ci 


£'i7er^  One  A  Hit! 


f 


Here  are  the  records  every  German  has  wanted  but  could  not  get 
before.  The  records  every  dealer  must  have  to  win  German  trade. 
If  you  desire  this  profitable  business,  stock  these  records  at  once 
and  share  in  immediate,  liberal  profits. 

Here  Is  Your  Opening  Wedge 
To  New  and  Profitable  Trade 

These  records  include  the  most  popular  humorous  songs  in  the 
German  language — the  favorite   Dance   Music  of  a  generation  or 


more. 


Exclusive  Arion  Recordines. 


Stahrs  Original 
German  Dance 
Band 

Recorded  exclusively  for  Arion 

505 —  Bogaroscher  Walzer. 
Lieblings  Polka 

506 —  Ujgeler  Walzer. 
Suzi  heb  dich.  Polka. 

507—  M  artinovsky  — 
Marsch 

Blume,  Schottisch, 
Stahl. 

508—  R  udolfsgaden  — 
Walzer.  Stahl. 
Naninka-Polka, 
Stahl. 

501 — Ein    reisender  Mu- 
sikus. 

Der  Musikalische 
Rekrut.  (Potpourri 
mit  Posthorn) 


NEUESTER  SCHLAGER 


GEHENWIERMAL  RUBER  ZUSCIIDT 


SEINER  FRAU 

Anon  Record  tt.Z.  Price  $1.25 

i«o  Cnu  BaJle  ail  Anoa  Vscal  Qwitet 


Large  Illustrated 
Chart  Given  Free 
With  Records 

Ernst  Balle  and  Arion  Quartet. 

12  inch.  $1.25 


504 — Geh'n   wir  mal   riiber  zu 
.Schmidt. 

O,  du  lieber  Augustin. 

502 — Vereinspraesidents       G  e  - 
burtstag.  (Schnitzelbank) 

Schnaderhiipferl 

1212 — Staendchen  (Der  Betrun- 
kene)  Ernst  Balle  und 
Stahl  Trio. 


Die  lustigren  Schwaben. 


CO^THtaMT   1*33.    •Y  AKION  RCCOMD  IMTORT.  PHILADCI. 


ARION  Records  Will  Bring 
You  Desirable  NEW  Trade 

Here  is  a  proposition  your  competitors  do  not  have 
and  cannot  get  if  you  ACT  QUICKLY!  We  still 
have  some  very  desirable  EXCLUSIVE  territory  in 
all  parts  of  the  country  open  for  live  responsible 
dealers.  Two  new^  releases  every  month.  Write  us 
at  once. 


ARION  RECORD  IMPORT 

1501  Germantown  Ave.,  Philadelphia 

■  Importers  of  Polyphon  Records 
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London's  Newest  Waltz  Hit! 

lOVELY  I UCERNE 


AsBeautifuI  asValseSeptembre  and  by  thesameWriter 


You  can't  5°  wong 
WilhanijFElSTson^"' 


"VHien  falls  the  calm  of    e-ven-tide,There  comes  a  vis-ion  ^low-in^— 


CLEVELAND 


or  them  Ohio  Association  Formed — New  Sonora  Jobber — Passing 
of  B.  JJ\  Smith — Jamieson  in  New  Home — Other  Important  News 


Clen-elaxd,  O.,  February  5. — Probably  the 
most  decisive  step  toward  constructive  business 
building  in  the  talking  machine  industry  ever 
taken  has  been  that  by  leading  members  of  the 
industry  here  in  the  formation  of  the  Music 
^Merchants'  Association  of  Northern  Ohio.  The 
organization  became  effective  at  a  special  meet- 
ing, which  has  followed  several  preliminary 
meetings  of  leaders  in  the  trade  in  the  immedi- 
ate Cleveland  territory. 

The  new  association  starts  ofT  with  seventeen 
charter  members,  though  the  probability  is  that 
of  the  260  dealers  in  the  music  and  talking  ma- 
chine fields,  who  were  invited,  many  will  be- 
come members  at  an  early  date. 

Program  of  activity  will  comprise  primarily 
the  development  of  music  appreciation  among 
the  people  in  the  district  within  a  radius  of 
fifty  miles  of  Cleveland,  and  with  this  will  be 
linked  a  publicity  campaign  that  will  inspire 
the  people  to  want  more  music. 

Though  talking  machine  interests  make  up 
ilie  bulk  of  the  membership,  piano  merchants, 
sheet  music  factors,  band  instrument  distribu- 
tors and,  in  fact,  any  firm  identified  with  the 
retailing  of  musical  merchandise  will  be  ex- 
pected to  join.  The  completion  of  this  organiza- 
tion will  make  it  the  largest  local  institution  of 
its  kind  in  the  countrv. 


One  of  the  numerous  constructive  features 
outlined  will  be  the  admission  of  jobbing  fac- 
tors as  members,  for  these,  as  leaders  and  guid- 
ers  of  the  retail  element,  are  considered  to  have 
a  vast  fund  of  knowledge  which  will  be  at  the 
command  of  the  retailers  in  putting  over  the 
music  development  plan.  Jobbers  who  were 
present  at  the  organization  meeting  indicated 
they  would  support  the  entire  movement  in 
every  way. 

The  new  association  starts  off  with  these 
firms  as  members:  Day's  Music  Store,  Elyria; 
M.  O.  Hallock,  Medina  and  Wellington;  George 
A.  Clark  Co.,  Elyria;  the  Phonograph  Co.,  the 
Sonora  Phonograph  Ohio  Co.,  Eclipse  Musical 
Co.,  B.  Dreher's  Sons  Co.,  Euclid  Music  Co., 
Knabe  Warerooms,  Columbia  Graphophone 
Co.,  Cheney  Phonograph  Sales  Co.,  Buescher 
Co.,  Granby  Phonograph  Corp.,  Lipstreu's  Mu- 
sic Store,  Jirasek's  Music  Store  and  A.  J.  Mo- 
tika,  all  of  Cleveland.  The  next  meeting  will 
be  held  this  month,  and  it  will  be  the  aim  to 
have  every  present  member  bring  in  at  least 
one  or  more  new  members. 

At  the  initial  meeting  the  following  were 
elected  officers:  President,  W.  G.  Bowie,  the  B. 
Dreher's  Sons  Co.;  vice-president.  Grant  Smith, 
the  Euclid  Music  Co.;  treasurer,  Louis  Meier, 
the  L.  Meier  &  Sons  Co.;  secretary,  Rexford 


C.  Hyre.  The  latter  gentleman  was  chosen  sec- 
retary as  the  logical  one  for  that  post  as  a 
result  of  the  good  association  building  work  he 
has  done  in  the  last  eight  years  as  assistant 
secretary  of  the  Cleveland  Music  Trade  Asso- 
ciation and  the  Music  Merchants'  Association 
of  Ohio. 

New  Distributor  for  the  Sonora 

A  new  wholesale  distributor  for  Ohio  and 
adjacent  territory  is  announced  here  this  week 
in  the  formation  of  the  Sonora  Phonograph 
Ohio  Co.,  which  will  handle  the  business  for 
this  State,  Iventucky  and  Michigan.  The  ar- 
rangement was  completed  by  Frank  J.  Coupe, 
general  manager  of  the  Sonora  Phonograph 
Co.  of  New  York. 

J.  L.  Du  Breuil,  who  has  had  years  of  suc- 
cessful experience  in  the  wholesale  division  of 
the  talking  machine  business,  will  be  general 
manager  of  the  new  company.  He  was  for- 
merly with  the  Columbia  Co.  as  branch  man- 
ager in  the  Cleveland  -  district,  and  in  similar 
capacity  in  Pittsburgh,  New  York  and  other 
Eastern  cities.  ]\Iore  recently  he  was  district 
manager  for  Brunswick,  with  Cleveland  as  the 
center  of  a  wide  territory,  and  during  his  pe- 
riod of  management  Brunswick  has  come  de- 
cidedly to  the  front  ranks  in  standard  instru- 
ments, with  a  tremendous  increase  in  dealer 
distribution. 

Headquarters  for  the  new  Sonora  firm  have 
been  opened,  in  the  Bulkley  Building.  Here 
general  offices  have  been  established  and  a 
sales  salon,  where  the  higher-priced  instru- 
ments and  period  models  will  be  displayed  for 
the  benefit  of  such  dealers  as  do  not  care  to 
stock  on  these  lines.    Expert  sales  aids  will  be 


DEVELOPING  RECORD  SALES 

January  was  an  excellent  record  month,  and  those 
Victor  dealers  v^fho  v^'ere  equipped  to  handle  the 
demands  of  their  patrons  closed  a  healthy,  profit- 
able business. 

The  Eclipse  staff  has  made  a  careful  study  of  the 
possibilities  for  developing  Victor  record  business 
during  1923,  and  the  results  of  this  research  work 
are  at  your  service. 

ECLIPSE  MUSICAL  CO. 

Victor  Wholesalers 

CLEVELAND,  OHIO. 


ECLIPSE  ■ 
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given  the  dealers  in  this  connection,  and  every 
effort  will  be  made  to  close  prospects  they  will 
send  to  inspect  these  instruments. 

Until  the  new  territory  is  more  thoroughly 
developed  J.  M.  Ervin,  special  sales  representa- 
tive from  the  New  York  offices,  will  assist  Mr. 
Du  Breuil  in  organizing  the  district.  J.  T. 
Pringle  will  be  office  manager.  Mechanical 
service  will  be  under  the  personal  direction  of 
Fred  E.  Roediger,  factory  representative,  who 
will  instruct  dealers  in  the  mechanical  qualities 
of  the  Sonora.  In  order  to  cover  the  southern 
part  of  the  territory  more  intensively  it  is 
planned  to  have  a  resident  sales  manager  with 
headquarters  in  Cincinnati. 

During  the  last  week  or  so  General  Manager 
DuBreuil  has  been  inspecting-  the  Sonora  fac- 
tory at  Saginaw  Bay,  Mich.,  and  also  study- 
ing methods  in  the  New  York  offices. 

Death  of  Benjamin  W.  Smith 

The  talking  machine  trade  here  has  lost  one 
of  its  foremost  figures  in  the  death  of  Benjamin 
W.  Smith,  head  of  the  Phonograph  Co.,  Edison 
distributor.  Mr.  Smith  was  identified  with  the 
company  for  the  last  ten  years  and,  under  his 
direction,  it  has  developed  the  Edison  interests 
to  a  marked  degree,  particularly  in  Ohio,  where 
two  offices  were  maintained,  the  second  being 
in  Cincinnati.  Mr.  Smith  was  also  head  of  the 
Smith  Metal  Bed  Co.,  of  Cleveland  and  New 
York,  and  associated  with  many  other  business 
enterprises  here.  He  was  born  in  Cleveland 
in  1868  and  lived  here  all  his  life,  although  he 
spent  much  time  in  New  York  and  the  East  on 
his  business  projects.  He  was  a  member  of 
many  fraternal  and  social  organizations  in 
Cleveland  and  of  the  Montauk  Club,  Brooklyn. 
The  conduct  of  the  Phonograph  Co.  will  not 
be  changed  by  the  passing  of  Mr.  Smith,  ac- 
cording to  L.  M.  Bloom,  treasurer.  Associated 
with  Mr.  Bloom  are  Harry  R.  Tucker,  sales 
manager,  and  E.  S.  Hirschberger,  advertising 
manager. 

New  Quarters  for  R.  J.  Jamieson 

R.  J.  Jamieson,  well-known  distributor  in  this 
territory,  has  removed  his  headquarters  for  the 
Strand  to  the  Swetland  Building.  Here  more 
adequate  space  will  be  available  for  the  display 
of  instruments  and  better  facilities  for  retailers 
who  come  in  from  out  of  town  to  make  their 
selections.  Progressing  steadily  for  the  last 
several  months,  the  Strand,  in  the  opinion  of 
Mr.  Jamieson,  is  entering  upon  a  period  that 
indicates  for  it  a  wonderful  future. 

Paul  Specht's  Band  to  Play 

Conspicuous  work  by  wholesalers  in  keeping 
alive  the  timely  factors  relating  to  the  talking 
machine  is  that  by  the  stafiF  of  the  Columbia 
Co.  branch  here,  headed  by  S.  S.  Larmon.  Mr. 
Larmon  and  George  Krauslick,  service  director, 
recently  returned  from  New  York,  where  they 
arranged  for  the  appearance  of  the  Paul  Specht 
Orchestra  to  appear  for  one  night  at  a  frater- 
nal order  dance  in  Public  Hall.  The  orchestra 
will  receive  $2,500,  the  largest  fee  ever  paid  for 
a  single  appearance  of  such  an  assemblage. 

In  connection  with  the  local  appearance  of 
Toscha  Seidel  some  thirty  windows  depicting 
that  artist's  work  were  arranged  by  the  Colum- 
bia branch,  with  the  result  that  not  only  was 
the  concert  itself  better  attended,  but  the  move- 
ment of  .Seidel  music  stimulated  far  beyond  the 
expectation  of  Columbia  dealers  who  partici- 
pated in  the  tie-up. 

New  Edison  Weekly  Releases  Please 

Marked  improvement  in  record  sales  already 
is  seen  by  Edison  dealers  since  the  advent  of 
the  weekly  listings  by  the  Edison  factory  made 
its  appearance  here.  Edison  jobbers  can  make 
up  their  own  lists,  and  three  to  six  records  are 
being  sent  to  dealers  by  the  Phonograph  Co. 
every  Monday  and  Tuesday.  It  is  expected  to 
be  a  big  help  to  dealers  in  getting  new  busi- 
ness, in  the  opinion  of  E.  S.  Hirschberger,  ad- 
vertising manager,  as  in  the  listings  customers 
are  bound  to  find  something  they  want. 
New  Brunswick  Appointments 

Several  new  appointments  have  been  made 
at  the  Cleveland  district  Brunswick  headquar- 
ters.   F.  G.  Baird  becomes  director  of  dealers' 


service,  coming  from  the  Morehouse-Martens 
Co.,  Columbus.  Charles  Hamm,  formerly  of 
the  Cincinnati  Brunswick  branch,  will  be  man- 
ager of  the  record  department.  J.  D.  Bright, 
also  from  Cincinnati,  will  be  a  member  of  the 
sales  division. 

New  Music  Memory  Contest 

The  third  music  memory  contest  has  been 
started  in  Cleveland  by  Mrs.  Arthur  Shepherd, 
formerly  Miss  Grazella  Puliver.  Miss  Puliver 
will  follow  the  same  principles  used  in  previ- 
ous years,  using  talking  machine  records  to 
carry  the  message  of  music  home  in  the  lessons 
of  the  children.  The  finals  are  scheduled  for 
April  13.  Three  records  will  be  used  each  week 
for  lessons,  as  wide  a  variety  as  possible  in 
the  class  of  music  being  in  effect.  A  great  deal 
of  interest  in  the  event  is  evident. 

Freight  Delays  Cause  Trouble 

Just  as  manufacturers  get  about  caught  up 
with  production  along  come  the  railroads  with 
inability  to  get  the  goods  to  the  wholesalers, 
and  talking  machine  jobbers  are  compelled  to 
give  dealers  excuses  instead  of  machines  and 


records.  This  is  the  condition  as  cited  by  Ed- 
ward B.  Lyons,  general  manager,  the  Eclipse 
Musical  Co.,  and  Howard  J.  Shartle,  general 
manager,  the  Cleveland  Talking  Machine  Co., 
and  the  conditions  affecting  the  Victor  distribu- 
tion here  are  typical  of  every  standard  line 
where  Cleveland  is  a  center  of  distribution.  Sig- 
nificantly, there  have  been  no  cancellations  of 
last  year's  orders,  and  the  business  of  the  lat- 
ter part  of  1922  yet  remains  to  be  filled.  In 
most  instances  jobbers  assert  their  business  is 
limited  only  by  their  ability  to  get  sufficient 
goods  to  meet  demands. 

E.  F.  Hughes  Opens  Store 
E.  F.  Hughes,  formerly  service  director  for 
Brunswick  and  of  the  Columbia  branches  here, 
has  embarked  in  business  for  himself  as  the 
Songland  Music  Shoppe,  in  the  East  End. 
While  music  will  be  the  feature  of  the  business 
the  store  will  mean  another  addition  to  the  list 
of  Columbia  in  this  territory,  as  arrangement 
is  provided  for  the  display  and  demonstration 
of  Grafonolas  and  Columbia  records.  An  active 
sales  drive  is  under  way. 


JOBBERS 
DEALERS 


A  MlLsio  Master  will 
be  sent  to  members 
of  tile  trade  with  full 
privilege  of  return.  Complete  de- 
tails and  prices  on  refiuest. 


Geraco  Phonograph  Attachment 
converts  the  Victrola  or  Colum- 
bia into  an  efficient  loud-speaker. 
Complete,  $10. 


A  trained  ear  or  a  knowlede  of  inusic  are  unnecessary. 
Anyone  can  appreciate  the  Music  Master  Radio  Am- 
plifier. The  Wooden  Horn  gives  a  sweetened  and  mel- 
lowed tonal  quality  to  the  reproduction,  that  imitates 
the  human  voice  more  closely  than  any  other  type  of 
amplifier. 

The  principle  was  proved  by  ceaseless  research  of 
phonograph  experts  years  before  radio  was  a  reality. 

The  specially  designed  reproducing  unit  found  in  the  art- 
metal  base  of  the  Music  Master  is  attached  directly  to  the  cast 
aluminum  gooseneck,  which,  being  a  non-vibrating  material, 
carries  the  mechanically  created  sound  to  the  wooden  horn,  by 
which,  beautifully  enriched,  the  message  is  delivered  to  th'j 
audience. 

Complete,  ready  to  attach  in  place  of  headphones ;  no  bat- 
teries or  extra  circuit  required — 


14-inch  (Home  Model)   

21-inch  (Concert,  Dancing,  etc.). 


$30 
$35 


GENERAL    RADIO  CORPORATION 

Makers  and  Distributors  of  High-Grade  Radio  Apparatus 

WALTER   L   ECKHARDT  President 
624-628  MARKET  STREET, PHILADELPHIA  806  PENN  AVENUE,  PITTSBURGH 


"Geraco"  on  radio 
apparatus  means  that 
it  -is  thoroughly  test- 
ed and  guaranteed. 
Write  for  description 
arid  details  of  com- 
plete line.  For  sale 
through  jobbers  and 
dealers  everywhere. 


Distributors 
for  O  K  E  H  Records 
and  STR.\ND  Phono- 
graphs and  GOLD 
SEAL  Record-Re- 
peaters. 
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Announcing  a  New  Complete  Line 

LONG  CONSOLES 

Due  to  heavy  demand,  necessitating  large  cuttings,  we  have  been  able  to  reduce  our  manufacturing  costs. 
We  pass  this  saving  to  our  customers — more  than  10  per  cent  below  former  prices: 

Please  note  that  while  Consoles  601,  602,  603,  608  and  610  are  regularly  fitted  to  take  care  of  Victrola 
VI,  these  same  cabinets  can  be  fitted  to  take  care  of  Victrola  IV,  and,  when  taking  the  reduction  in  price  of 
Consoles  into  consideration,  it  enables  the  dealer  to  sell  an  up-to-the-minute  standard  outfit  at  a  very  moderate 
price. 

Long  Consoles  are  covered  by  basic  patents  and  infringements  will  be  prosecuted. 
Long  Consoles  are  distinctive  in  design  and  have  the  divided  top. 
Long  Cabinets  are  regarded  by  the  trade  as  the  Standard  of  Quality. 
Deliveries  can  be  made  at  once. 
Made  in  dark  red  mahogany  only. 
Order  now  for  Fall  and  Holiday  requirements. 
Write  to-day  for  catalog  of  full  line. 


All  of  the  Long  Consoles  illustrated 
on  this  page,  except  Style  606,  are 
also  ideally  adapted  for  use  with  the 
Columbia  Grafonola  A-2. 


Style  601 
Price  $27.00 


Style  606 
For  Victrola  IV  only 
$20.00 

Specifications: 
Made  in  dark  red  mahogany  only. 
One  piece  top,  19>^  inches  long; 
34  inches  high;  21 'A  inches  deep. 


Style  603 
Price  $29.00 


New  LONG  Radio  and 
Talking  Machine 
Cabinet 


Style  608 
Price  $30.00 


Style  610 
Price  $28.00 


Specifications  for  all  models  ex- 
cept 606.  Made  in  dark  mahog- 
any only.  Two-piece  top,  36 
inches  long,  34  inches  high  and 
22  inches  deep. 


LOXG  combination  Radio  and  talking 
machine  cabinet  for  Victrola  VI.  Radio 
chamber  will  accommodate  receiving 
set  7  inches  or  less  in  height;  room 
available  for  dry  batteries.  Head-sets 
or  loud  speaker  may  be  attached  to 
radio  terminals.  Cabinet  shown  equip- 
ped with  Westinghouse  Aeriola,  Sr., 
and  Baldwin  loud  speaker. 


R^^^S  The  Geo.  A.  Long  Cabinet  Company 


HANOVERi  PA. 
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HARRY  B.  LEVY  NOW  IN  NEW  YORK      DAVEQA  ADDRESSES  VICTOR  DEALERS     CLARKE  TO  RECORD  FOR  BRUNSWICK 


Former  Manager  of  the  Aeolian  Co.  Branch  in 
Chicago  Now  Connected  With  Wholesale 
Vocalion  Department  at  the  New  York  Head- 
quarters— Many  Years  With  the  Company 


"Stopping  the  Leaks"  Subject  of  Abram  Davega, 
Head  of  Knickerbocker  T.  M.  Co.,  at  Meeting 
of  Metropolitan  Victor  Dealers 


Herbert  L.  Clarke,  Famous  Comet  Soloist, 
Signs  Contract  to  Record  for  the  Brunswick 
Co.  Exclusively — First  Numbers  Soon  Ready 


Harry  B.  Levy,  formerly  manager  of  the 
Aeolian  Co.'s  branch  in  Chicago,  prior  to  the 
taking  over  of  the  distribution  of  Vocalion 
phonographs  and  records  and  Melodee  rolls  in 
that  city  by  the  Vocahon  Co.,  of  Chicago,  is 
now  located  in  the  wholesale  Vocalion  depart- 
ment of  the  Aeolian  Co.  in  New  York,  where 
he  will  devote  his  entire  time  to  the  selling 
of  Aeolian-Vocalion  instruments. 

Mr.  Levy  is  one  of  the  best-known  talking 


Harry  B.  Levy 

machine  men  in  the  country  and  has  been  with 
the  Aeolian  Co.  about  thirteen  years,  starting 
with  that  company's  branch  in  St.  Louis,  where 
he  spent  six  years  as  manager  of  the  wholesale 
Vocalion  department.  From  there  he  went  with 
the  Chicago  branch,  where  he  was  the  man- 
ager of  the  wholesale  Vocalion  department,  and 
later  he  was  made  manager  of  the  company's 
entire  business  at  Chicago. 


EXCELLENT  BRUNSWICK  WINDOW 

Louisiana,  Mo.,  February  7. — The  Parks  Mu- 
sic House  Co.,  this  city,  has  an  attractive  Bruns- 
wick window.  They  took  a  Tudor,  placed  it  in 
back  center  of  window,  a  floor  lamp  at  each 
end  of  instrument,  five  pieces  of  green  velvet 
about  three  feet  square,  placing  the  velvet  on 
floor  of  window  in  a  perfect  square,  the  fifth 
piece  in  center  of  square  and  five  Brunsv#ick 
records  placed  on  each  piece  of  velvet  and  two 
Brunswick  hangers  in  frames  at  each  side  of 
the  window. 


The  Bristol  &  Barber  Co.,  New  York  jobber 
of  Okeh  records,  the  Audak  and  other  products, 
has  been  enjoying  an  excellent  business,  accord- 

ine  to  officials  of  the  company. 


"Stopping  the  Leaks"  was  the  subject  of  a 
very  interesting  address  delivered  by  Abram 
Davega,  president  of  the  Knickerbocker  Talk- 
ing Machine  Co.,  Inc.,  Victor  wholesaler.  New 
York  City,  at  a  meeting  of  metropolitan  Victor 
dealers  held  in  the  auditorium  of  the  company 
on  Tuesday,  February  6.  The  March  Victor 
record  releases  were  played  for  the  benefit  of 
those  present,  after  which  Mr.  Davega  spoke. 
Mr.  Davega  pointed  out  that  in  every  business 
certain  errors  occur  from  day  to  day  which 
result  in  the  loss  of  sales  and  merchandise. 
Many  sales  are  lost  because  the  clerks  cannot 
find  the  goods  readily.  A  better  knowledge  or 
filing  system  was  suggested  as  the  remedy. 
Every  sales  person  cannot  expect  to  be  able 
to  sell  every  one  that  comes  into  the  store  and 
where  a  salesman  finds  that  he  is  unable  to 
close  the  sale  it  was  suggested  that  he  turn  the 
customer  over  to  another  member  of  the  staff. 
Actual  experience  proved  that  this  had  saved 
many  sales  for  dealers.  As  a  remedy  for  lost 
sales  because  of  merchandise  being  out  of 
stock  a  want  book  was  suggested.  In  this  book 
would  be  listed  all  merchandise  called  for  which 
was  not  supplied,  which  would  also  serve  ad- 
mirably as  a  guide  for  future  ordering.  Mr. 
Davega  said:  "Don't  tell  a  prospective  customer 
who  comes  into  your  store  'We  are  out  of  it.' 
Take  him  into  a  record  booth  immediately,  then 
ask  him  what  he  desires.  Even  if  it  is  not  in 
stock  it  is  not  necessary  to  immediately  tell 
him  so.  Go  to  the  stock  department,  letting 
the  customer  think  you  are  looking  for  the 
goods,  then  play  some  record  of  similar  appeal 
vi'hich  very  often  saves  the  day.  Greet  cus- 
tomers cordially.  A  handshake  or  pleasant 
'How  do  you  do?'  makes  the  customer  feel  at 
home." 

Summing  up,  Mr.  Davega  said:  "Take  a  men- 
tal inventory  of  your  establishment  in  much 
the  same  way  that  you  take  stock  for  your  an- 
nual inventory  and  you  will  then  be  able  to 
determine  the  faults  of  your  establishment,  or, 
as  we  call  them,  the  leaks.  Knowing 'the  fault 
is  half  the  battle  in  correcting  it  if  the  desire 
to  do  so  is  only  there." 

Mr.  Davega's  address  was  enthusiastically  re- 
ceived by  those  present.  The  Knickerbocker 
Talking  Machine  Co.  again  played  host  at  the 
Hotel  Theresa,  where  luncheon  was  served. 
Every  person  attending  received,  as  a  souvenir, 
an  attractive  card  case  finished  in  green  and 
stamped  in  gold  with  the  slogan  of  the  Knicker- 
bocker Talking  Machine  Co.,  "If  it's  a  Victor 
product  we  sell  it."  There  were  also  distributed 
celluloid  telephone  mouthpieces  bearing  the 
new  Knickerbocker  phone  numbers.  Morning- 
side  3009-3010-3011-3012. 

The  Knickerbocker  Talking  Machine  Co.  also 
recently  entertained  its  employes  at  a  banquet 


The  Brunswick-Balke-CoUender  Co.  an- 
nounces that  it  has  closed  a  contract  with  Her- 
bert L.  Clarke,  famous  cornet  soloist,  whereby 
Mr.  Clarke  will  make  Brunswick  records  exclu- 
sively. The  first  of  his  recordings,  a  pair  of 
cornet  solos,  are  offered  on  the  new  Brunswick 


Herbert  L.  Clarke 

record  No.  2367,  which  will  be  released  as  soon 
as  possible.  The  selections  are:  "Carnival  of 
Venice"  and  "Stars  in  a  Velvety  Sky,"  and  it  is 
declared  that  both  numbers  are  splendidly  rep- 
resentative of  the  work  of  this  famous  cornet 
soloist  at  his  best. 

Mr.  Clarke's  reputation  as  a  cornet  soloist  is 
world-wide,  for  during  his  career  he  has  trav- 
eled over  800,000  miles  with  various  organiza- 
tions, including  Gilmore's  Band  and  the  bands 
of  John  Philip  Sousa,  Victor  Herbert  and  Innes. 
He  has  played  over  5,000  programmed  solos 
and,  in  addition  to  making  thirty-four  tours  of 
the  United  States  and  Canada,  has  taken  part 
in  four  tours  in  Europe.  In  adding  Mr.  Clarke's 
name  to  its  list  of  exclusive  artists  the  Bruns- 
wick Co.  has  made  a  notable  addition  to  its  roll 
of  instrumentalists. 

commemorating  the  completion  of  its  twenty- 
first  year  in  the  Victor  business.  At  this 
memorable  affair  the  company  followed  its 
usual  custom  of  distributing  the  yearly  bonuses 
to  employes. 


Recordings  of  Distinction 


High  grade  record  work  by  responsible  men  with 
many  years  of  experience  in  all  branches  of  the  art 

Ask  for  estimate,  by  piece  or  contract 

Full  Satisfaction  Guaranteed 

A.  E.  SATHERLEY,  Manager      AL  HAUSMANN,  Recorder       CHARLES  A.  PRINCE,  Musical  Director 

NEW  YORK  RECORDING  LABORATORIES,  Inc. 

Manufacturers  and  Distributors  of  Paramount  Records 
1140  BROADWAY  Phone  Madison  Square  3763  NEW  YORK,  N.  Y. 
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Double  Unit  Display  Case  With  Counter 


SHEET  MUSIC 

ATTRACTS  TRADE  SELLS  ITSELF 

REQUIRES  LITTLE  SPACE  NO  EXTRA  CLERKS 

HELPS  TO  SELL  RECORDS  AND  ROLLS 

AND  IT  PAYS  LIBERAL  PROFITS 

The  Music  Publishers'  Protective  Association  shows 
herewith  a  desirable  method  of  displaying  sheet  music, 
simple  in  design  but  attractive  enough  for  the  most 
elaborate  store.  The  photograph  on  the  left  is  a  two 
unit  display  case  and  show  counter.  In  this  manner, 
on  a  very  small  investment,  the  retailer  is  enabled  to 
display  all  of  the  numbers  in  sheet  music  form  in  a 
monthly  record  list.  The  accompanying  display  case 
and  counter  are  manufactured  by  the  Unit  Construction 
Co.,  of  Philadelphia,  Pa.,  which  makes  deliveries  of  the 
units  in  any  finish  desired  to  match  the  store  interior, 
'and  with  or  without  an  electric  reflector.  Can  also  be 
obtained  in  a  single  unit  display  case.  One-half  size 
shown. 

FU  r  r  OUR  CO-OPERATION.  LET  US  TELL  YOU 
K    Ej    III     HOW  TO  ADD  "SHEET  MUSIC  PROFITS" 


To  E.  C.  MILLS,  Music  Publishers' 

Protective  Association,  56  West  45th  St.,  New  York  City 

City 

State 

Street  Address 

Name  of  Store 

Name  of  Manager 

Do  You  Handle 

Would  You 

Be  Interested 

Be  Profitable?  
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LE\NINSSWORL[yHyS 


WINDOW  DISPLAYS  INCREASE  SALES  OF  SHEET  MUSIC 

Dealers  Find  That  Show  Windows,  When  Properly  Used,  Are  the  Most  Direct  Means  of  Arousing 

the  Interest  of  the  Public  in  New  Numbers 


This  department  had  occasion,  some  months 
back,  to  comment  upon  tlie  attention  sheet 
music  dealers  have  given  in  recent  years  to 
their  windows.  .Since  that  time  there  has  been 
further  evidence  that  the  proper  dressing  of 
the  window  means  not  only  additional  sales  of 
sheet  music  and  other  goods,  but  is  an  adver- 
tisement for  the  store,  as  well. 

The  World  receives  an  average  of  five 
or  six  photographs  a  week  from  either  music 
publishers  or  sheet  music  dealers  in  which 
special  attention  is  given  to  one  or  two  songs 
by  aid  of  a  window  display.  Such  houses  as 
H.  A.  Weymann  &  Son,  Inc.,  Volkwein  Bros., 
Pittsburgh;  Rudolph  Wurlitzer  Co.,  New  York; 
Lyon  &  Healy,  Chicago;  J.  W.  Jenkins'  Sons 
Music  Co.,  Kansas  City,  and  other  equally  well- 
known  organizations,  have,  of  course,  long  real- 
ized the  possibilities  and  value  of  their  window 
space.  They,  indeed,  have  been  the  leaders  in 
paving  the  way  for  the  general  recognition 
which  the  store  window  now  is  receiving  as  a 
sales  medium  from  the  great  majority  of  music 
dealers. 

In  a  recent  national  contest  on  sheet  music 
displays  many  hundreds  of  photographs  were 
received  by  the  publishers  who  had  promoted 
the  competition  and  all  of  them  showed  the 
care  and  attention  which  the  present-day  re- 
tailer gives  to  his  store  front.  However,  the 
trade  is  so  imbued  with  the  importance  of  the 
proper  dressing  of  its  windows  that  it  is  not 
necessary  to  plan  a  contest  in  order  to  encour- 
age attention  to  that  factor  of  its  establishment. 

While  it  is  true  that  dealers  in  arranging 
attractive  windows  often  go  to  unusual  expense 
lo  get  the  effects  they  have  in  mind,  it  need 
not  be  assumed  that  the  proper  dressing  of 
windows  is  an  expensive  undertaking.  Title 
pages  well  arranged  often  are  as  impressive  as 
the  more  elaborate  and  expensive  setting.  This, 
of  course,  is  not  to  say  that  an  appropriation 
for  window  display  purposes  should  not  be  en- 
couraged, for  a  fund  for  that  purpose  is  in- 
variably found  to  be  a  profitable  investment. 


A  good  way  to  judge  the  value  and  make 
comparisons  as  to  the  amount  a  window  is 
worth  for  publicity  purposes  is  arrived  at  by 
counting  the  number  of  people  who  pass  the 
store.  Naturally,  the  more  advantageous  the 
location  the  more  valuable  the  window  becomes. 
There  is  hardly  a  city  in  the  country  to-day 
which  has  not  electric  and  painted  display  signs 
in  conspicuous  places  along  its  main  highways. 
The  sign  companies  charge  for  these  showings 
on  what  is  known  as  the  amount  of  circulation: 
the  cost  of  a  sign  is  based  on  the  number  of 


people  who  will  pass  through  territory  where 
the  sign  will  be  within  their  range  of  vision. 
By  asking  the  local  sign  company  the  charges 
of  such  spaces,  the  rents  will  be  found  to  be 
most  surprising.  They  are  not  cheap  by  any 
means  and  neither  is  the  window.  Indeed,  the 
window,  in  some  respects,  has  more  value,  cer- 
tainly for  the  average  dealer's  purposes. 

No  matter  how  conspicuous  the  sign,  or 
how  expensive,  it  would  still  be  necessary  for 
the  retailer  who  used  such  space  to  dress  up 
his  window  to  a  somewhat  similar  standard. 
Everyone  in  business  to-day  does  some  form 
of  advertising  and  the  window  of  the  retail 
establishment  is  only  supplementing  any  of  the 
other  advertising  channels  that  may  be  utiHzed 
by  the  progressive  dealer. 


"MARY"  PROMISES  TO  BE  SUCCESS 

Music  by  Maurie  Sherman,  W.  Bradley  and 
Andy  Padula,  Composers  of  "Red  Hot" 


"DEAREST"  SCORES  IMMEDIATELY 

New  Berlin  Number  by  Davis  and  Akst  Meeting 
With  an  Immediate  Demand  From  Orches- 
tras and  Well-known  Vaudeville  Artists 


Maurie  Sherman,  leader  of  the  orchestra 
bearing  his  narrie,  playing  at  the  Bismarck  Ho- 
tel, Chicago,  111.,  has  composed  the  music  for 
a  new  song  entitled  "Mary"  (Why  Don't  You 
Marry  Me?).  This  composition  is  now  being 
published  by  Will  Rossiter,  of  Chicago,  111., 
and,  judging  from  the  enthusiasm  manifested 
by  the  dancers  at  the  Bismarck  Hotel,  "Mary" 
is  an  assured  success.  In  the  composition  of 
this  number  Mr.  Sherman  was  assisted  by  two 
members  of  his  orchestra,  Wallace  Bradley  and 
Andy  Padula,  and  this  same  trio  has  also  com- 
posed another  new  number  called  "Red  Hot," 
which  will  be  published  very  shortly. 


FEIST  NEW  NUMBERS  IN  DEMAND 

Among  the  new  numbers  added  to  the  catalog 
of  Leo  Feist,  Inc.,  which  are  receiving  attention 
in  both  song  and  dance  form  are  "Carolina 
Mammy,"  "Peggy  Dear,"  "Save  the  Last  Waltz 
for  Me,"  "Just  Keep  on  Smiling,"  "Wonderful 
One,"  "You've  Got  to  See  Mamma  Ev'ry  Night" 
and  "Apple  Sauce." 

The  professional  department  and  the  various 
branch  offices  of  the  Feist  concern  are  finding 
the  demand  for  these  new  issues  most  active. 


"Dearest"  is  the  title  of  a  new  song  recently 
added  to  the  catalog  of  Irving  Berlin,  Inc.,  and 
which  practically  overnight  showed  indications 
of  having  wide  popularity.  It  has  been  played 
by  the  leading  dance  orchestras  of  the  country, 
many  of  which  announce  it  as  one  of  the  fea- 
tures of  their  programs.  In  addition,  as  a  love 
song,  it  is  frequently  heard  in  vaudeville,  and 
the  Irving  Berlin,  Inc.,  professional  rooms  are 
feeling  quite  a  demand  from  vaudevillians  for 
copies. 

"Dearest"  is  from  the  pen  of  Benny  Davis,  the 
writer  of  "Margie,"  "Say  It  While  Dancing"  and 
a  long  list  of  other  popular  successes.  As  a  col- 
laborator in  this  number  he  had  the  assistance 
of  Harry  Akst,  who  is  considered,  from  a  musi- 
cal standpoint,  one  of  our  best  present-day  song- 
writers. 

Benny  Davis  during  the  past  two  years  has 
not  had  his  name  on  any  song  that  could  be 
described  as  "a  real  lemon"  and  for  this  reason, 
if  for  no  other,  the  trade  has  come  to  look 
forward  to  releases  from  his  pen  as  of  more 
than  ordinary  merit,  at  least  from  a  sales 
standpoint.  Our  heartiest  congratulations  to 
Mr.  Davis. 


4 Reasons  for  "mRTHA' 


I. 


A  simple  melody-beautifully 
arran^ed-combined  With  at* 
consistent  lyric. 


M 


Now  bein^  played  bif 
every  orchestra  in  the 
countpij. 


ALLTAL 

ORDE 


OV    soot*  f=Of*.  J 

KINO  MACHIMES  i 
PER  NOW  ^ 


beiiyi  a  big  hit 

2. 

Hundreds  of  acts  and  singers 
bein^f  constantly  added  to  ^reat 
throng  now  sinc^\nc['Y[MWY\K* 


The  best  sin^ina  fox- 
trot now  before  tne 
public. 
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Vampme  and  maKemehap-pyVampTne  and  TnaKeitsnap-py,AlMhat    I    want  is   love; — 


T??^  A^p*^  Fq)c-Step 
bythoWrifer  o/  'The  Vamp 


You  caritAo  wron^ 
With  airy  FEISTson^^' 


BALL  AND  WITMARK  CELEBRATE 


Proper  Cognizance  Taken  of  Twentieth  Anni- 
versary of  Noted  Song  Writer's  Connection 
With  the  House  of  M.  Witmark  &  Sons 


Twentj'  years  ago  Ernest  R.  Ball  was  a  name 
that  meant  nothing  to  America.  To-day,  how- 
ever, it  is  quite  another  story,  as  the  house  of 
M.  Witmark  &  Sons  is  celebrating  the  twen- 
tieth anniversary  of  Ernest  R.  Ball's  connection 


Ernest  R.  Ball 
with  that  firm,  he  having  joined  the  Witmark 
staff  as  piano  player  and  demonstrator.  Mr. 
Ball  was  born  in  Cleveland  and  after  studying 
music  at  some  local  conservatories  gave  a  few 
lessons  and  then  started  for  New  York.  His 
earliest  efforts  as  a  composer  were  a  few 
marches  and  some  songs,  but  shortly  after 
joining  the  Witmark  staff  he  was  destined 
to  write  one  song  that  set  the  whole  world 
a-singing.  That  was  "Love  Me  and  the  World 
Is  Mine,"  and  it  established  the  composer  in 


the  front  rank  of  American  songwriters.  It  was 
translated  into  every  singable  language.  From 
that  moment  Mr.  Ball  forged  ahead  with  re- 
markable rapidity,  song  after  song  coming  from 
his  pen,  nearly  all  of  which  were  numbered 
among  the  best  sellers. 

Among  Mr.  Ball's  most  noteworthy  successes, 
besides  "Love  Me  and  the  World  Is  Mine,"  is 
that  evergreen  classic,  "Mother  Machree,"  and 
such  favorites  as  "Little  Bit  of  Heaven,"  "Dear 
I^ittle  Boy  of  Mine,"  "Down  the  Trail  to  Home 
Sweet  Home,"  "I'll  Forget  You,"  "Let  the  Rest 
of  the  World  Go  By,"  "In  the  Garden  of  My 
Heart,"  "My  Dear,"  "My  Rosary  for  You,"  "The 
Night  Wind,"  "When  Irish  Eyes  Are  Smiling," 
"Who  Knows,"  "Goodbye,  Good  Luck,  God 
Bless  You,"  "Turn  Back  the  Universe,"  "  'Till 
the  Sands  of  the  Desert  Grow  Cold,"  "All  the 
World  Will  Be  Jealous  of  Me,"  "Mother  of 
Pearl,"  "You're  the  Best  Little  Mother  God 
Ever  Made,"  "As  Long  as  the  World  Rolls 
On,"  "Goodbye,  My  Love,  Goodbye,"  "I'd  Live 
or  I  Would  Die  for  You,"  "To  the'  End  of  the 
World  With  You,"  "-After  the  Roses  Have 
Faded  Away,"  "Goodbye,"  "My  Sunshine  Jane," 
"I'll  Miss  You,  Old  Ireland,  God  Bless  You, 
Goodbye,"  "I  Love  the  Name  of  Mary,"  "She's 
the  Daughter  of  Mother  Machree,"  "Time  After 
Time,"  "Will  You  Love  Me  in  December  as 
You  Do  in  May,"  "That's  How  the  Shannon 
Flows,"  "  'Tis  an  Irish  Girl  I  Love  and  She's 
Just  Like  You"  and  "For  the  Sake  of  Auld 
Lang  Syne."  The  Ball  catalog  of  songs,  issued 
by  M.  Witmark  &  Sons,  is  an  impressive  tribute 
to  his  work  and  reveals  an  almost  inexhaustible 
source  of  melody  and  inspiration. 

In  addition,  Mr.  Ball  has  written  the  musical 
numbers  for  practically  all  of  the  successful 
stage  productions  in  which  Chauncey  Olcott 
starred. 

His  contracts  with  M.  Witmark  &  Sons,  who 
have  been  his  exclusive  publishers  for  twenty 
years — an  unprecedented  record — have  been  re- 


newed from  time  to  time.  The  last  one  expired 
on  December  26,  1922,  and  its  place  has  been 
taken  by  a  new  contract  taking  immediate  efifect 
and  renewing  the  pleasant  and  profitable  asso- 
ciation for  all  concerned — and  that  includes  the 
public — for  a  long  term  of  years.  In  the  list 
of  American  ballad  composers  no  name  has  won 
a  higher  place  than  that  of  Ernest  R.  Ball  dur- 
ing his  period  of  activity. 


NEW  SOUTHERN  NOVELTY  NUMBER 

Shapiro,  Bernstein  &  Co.,  Inc.,  have  just  re- 
leased a  new  Southern  novelty  song,  entitled 
"My  Dixie  Pair  O'  Dice."  This  is  the  third  of 
a  series  of  colored  novelty  songs  which,  seem- 
ingly, at  present  are  having  a  vogue.  The  pro- 
fessional department  of  the  company  is  ex- 
ceptionally busy  placing  this  new  issue  in  the 
programs  of  many  leading  vaudeville  per- 
formers. 


STEAL  PAUL  SPECHT'S  INSTRUMENTS 


Paul  Specht,  head  of  the  Paul  Specht  Or- 
chestra, recently  played  at  Proctor's  Theatre, 
Newark,  N.  J.,  and  had  stolen  from  his  dressing 
room  three  costly  instruments,  a  Cremona  vio- 
lin and  two  $500  saxophones.  Mr.  Specht  re- 
ported the  loss  to  the  Newark  police,  who  made 
a  report  of  the  theft  to  the  New  York  depart- 
ment. New  York  detectives  located  the  in- 
struments in  a  Si-xth  avenue  pawnshop.  The 
violin  is  said  to  be  worth  $5,000. 


"Lady  Butterfly,"  the  new  musical  comedy 
which  has  appeared  recently  on  Broadway,  is  a 
new  Oliver  Morosco  production,  the  music  of 
which  will  be  published  by  Harms,  Inc.,  by 
special  arrangement  with  Leo  Feist,  Inc.  In 
addition  to  the  above,  the  Feist  Co.  will  pub- 
lish a  song  from  the  show  "Lady  Butterfly," 
by  Clifford  Grey  and  Warner  Janssen. 
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A  New  and  Delightful  Walt^  Melody 
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IRVING  WEILL  k'n/ers 
WILLIAM  F  CAESAR, 


u 


TRIPOLI -CROONING^ 


M.WIT/IIARK  &  SOMS  -  Publishers  -  WitmarK  Build inC-  /^  yQRK 


Clay  &  Co.  retail  establishment  of  that  city,  received  by  this  number  and  gave  much  promi- 
which  took  advantage  of  the  unusual  publicity     nence  to  it  in  sheet  music  form. 


DEMAND  FOR  MUSIC  CENSORSHIP  AGAIN  COMES  TO  FORE 

Dancing  Master  Suggests  Committee  to  Judge  Publications  by  Arbitrary  Standard — Movement 
Should  Be  Regarded  Seriously  by  the  Publishers  to  Prevent  Outside  Control 


MOVIES"  FEATURING  FOX  NUMBER 


"Romany  Love"  Used  in  Leading  Frisco  The- 
atres— Dealers  Link  Up  With  Window  Dis- 
plays to  Cash  in  on  Theatrical  Publicity 


"Romany  Love,"  song  and  novelty  fox-trot, 
published  by  the  Sam  Fox  Publishing  Co., 
Cleveland,  O.,  has  in  recent  v^reeks  been  fre- 
quently featured  by  both  the  Granada  and  Cali- 


Sherman-Clay  "Romany  Love"  Display 

fornia  Theatres,  San  Francisco.  These  two 
houses  are  the  leading  photoplay  theatres  of 
that  city  and,  in  conjunction  with  the  publicity 
"Romany  Love"  has  received,  the  various  San  Fran- 
cisco dealers  have  co-operated  by  giving  window 
displays  to  this  successful  Sam  Fox  number. 
Herewith  is  shown  a  window  in  the  Sherman, 


Once  again  there  comes  to  the  front  propa- 
ganda for  the  establishment  of  some  form  of 
censorship  for  music,  particularly  popular  music, 
this  time  sponsored  by  a  prominent  dancing 
teacher  who  suggests  a  committee  to  assume 
the  duty  of  passing  on  the  relative  quality  of 
new  music  publications  and  placing  a  ban  on 
those  that  do  not  come  up  to  the  standard  fixed 
by  the  committee. 

This  question  of  censorship  is  one  that  both 
music  publishers  and  dealers,  and  particularly 
the  former,  should  take  very  seriously,  for  ex- 
perience in  other  fields  has  shown  that  censor- 
ship in  most  cases  leads  to  evils  that  in  them- 
selves are  greater  than  those  that  the  super- 
visory work  is  calculated  to  eliminate. 

Beyond  a  steadily  decreasing  few  of  frankly 
suggestive  songs,  the  value  of  music  rests 
largely  with  the  individual  taste.  What  appeals 
to  one  individual  is  distasteful  to  another.  Some 
believe  in  certain  standards  of  composition  and 
others  disagree  with  them.  To  have  any  com- 
mittee, voluntary  or  duly  appointed,  set  itself 
up  as  a  tribunal  before  which  all  popular  songs 
must  pass  before  publication  would  not  only 
be  disastrous  to  the  industry,  but  aba.olutely 
unfair  to  the  public. 

We  have  had  a  number  of  cases  recently 
where  in  the  matter  of  book  publications  self- 
appointed  "vice"  hunters  have  presumed  to  pass 
judgment  and  find  the  volumes  wanting.  In 
several  of  the  cases  that  came  into  the  courts 
the  decision  of  the  unbiased  judges  has  been 
that  the  books  in  question  were  not  in  any 
sense  calculated  to  impair  public  morals.  To 


the  vice  hunters  apparently  everything  is  evil, 
and  so  it  is  likely  to  be  with  any  official  or 
unofficial  committee  of  song  censors.  They  will 
not  be  looking  for  the  good  things,  but  will 
search  diligently  for  the  bad  things,  with  minds 
that  are  more  than  likely  to  be  too  greatly 
biased  to  make  possible  an  impartial  decision. 

Music  publishers  need  no  greater  warning 
against  song  censorship  than  that  afforded  by 
the  experiences  of  the  motion  picture  producers. 
Films  that  were  absolutely  innocent  in  them- 
selves and  actually  designed  to  appeal  to  chil- 
dren were  passed  in  certain  States  and  barred 
in  others,  according  to  the  whims  of  local 
censors. 

If  songs  are  vulgar  or  suggestive  then  there 
are  still  courts  functioning  that  are  empowered 
to  take  the  proper  measures  for  the  protection 
of  the  public  against  such  works.  The  fact  that 
neither  words  nor  music  may  be  of  the  highest 
order,  or  have  an  appeal  for  the  lovers  of  the 
tragic,  does  not  mean  that  they  should  be  placed 
beyond  the  reach  of  the  hundreds  of  thousands 
who  are  inclined  to  favor  popular  music  even 
for  its  jazzy  tunefulness,  at  the  cost  of  having 
their  tastes  described  as  depraved. 

The  music  publishing  trade  has,  up  to  this 
time,  considered  the  question  of  censorship 
largely  as  a  joke  and  has  made  little  effort  to 
take  the  matter  seriously  and  organize  a  strong 
resistance.  Unless  this  attitude  is  changed,  the 
industry  is  liable  to  wake  up  some  fine  morning 
to  find  that  before  a  song  can  be  offered  to 
the  public  it  must  pass  the  scrutiny  of  a  group 
of  "Holier-than-Thou"  individuals. 
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JEROME  H.  REMICK  &  CO.,  NEW  YORK  -  CHICAGO  -  DETROIT 

McCarthy  and  tierney  repeat  in  double  measure         """ti" "t"  " 

  the  overture  to    Glory.     It  is  haunting  in  its 

beautiful  measures,  full  of  fine  expression  and 
a  perfect  delight  to  the  ear.  And,  throughout 
the  play,  the  music  was  just  as  satisfactory. 

The  big  numbers  in  "Glory"  are  "Saw  Mill 
River  Road,"  "Mother's  Wedding  Dress,"  "Post 
Office,"  "We've  Got  to  Build,"  "The  Upper 
Crust,"  "The  Little  White  House"  and  "Pop- 
ularity." 

Both  Joseph  McCarthy  and  Harry  Tierney 


Authors  of  "Irene"  Have  "Glory"  and  "Up  She  Goes"  Both  Scoring  Simultaneous  Successes  on 
Broadway  at  Present  Time — Newspapers  Compare  Their  Work  to  Gilbert  &  Sullivan 


It  was  not  thought  when  Joseph  McCarthy 
and  Harry  Tierney  wrote  the  successful  show, 
"Irene,"  that  it  would  be  possible  for  them  to 
repeat  with  another  musical  show  of  similar 


Joseph  McCarthy 
caliber  for  some  time  to  come.  For  "Irene"  was 
one  of  the  most  successful  and  profitable  musi- 
cal comedies  in  a  quarter  of  a  century.  It 
played  two  years  in  New  York,  a  number  of 


road  shows  toured  the  United  States,  and  was 
produced  in  practically  every  country. 

However,  it  seems  as  though  this  combination 
of  writers  has  repeated  with  success  and  per- 
formed the  almost  unbelievable  act  of  writing 
two  successful  musical  shows  in  succession, 
"Up  She  Goes"  and  "Glory,"  which,  by  the  way, 
are  playing  opposition  houses  in  New  York. 

"Up  She  Goes"  was  the  first  offering  of  the 
two  and  overnight  it  was  recognized  that  Mc- 
Carthy and  Tierney  had  written  a  show  that 
would  rival  "Irene"  so  far  as  popularity  was 
concerned.  It  is  a  musical  version  of  the  suc- 
cessful production  "Too  Many  Cooks,"  orig- 
inally produced  by  William  A.  Brady,  who  is 
also  behind  the  new  show  and  whicli  marks  his 
first  entry  as  a  musical  comedy  producer. 

On  the  opening  night  William  A.  Brady  paid 
a  remarkable  tribute  to  McCarthy  and  Tierney 
in  a  curtain  speech,  calling  them  the  modern 
Gilbert  and  Sullivan.  There  are  not  a  few 
music  lovers  who  agree  with  the  Brady  con- 
clusion. It  may  be  said  that  the  lyrics  in  such 
songs  as  "The  Talk  of  the  Town"  in  "Irene," 
"The  Upper  Crust"  in  "Glory"  and  "Settle 
Down  and  Travel"  in  "Up  She  Goes"  closely 
approach  the  work  of  Gilbert  at  his  best. 

The  leading  songs  in  "Up  She  Goes"  are 
"Journey's  End,"  "Lady  Luck,"  "Nearing  the 
Day"  "Ty-Up,"  "Let's  Kiss,"  "Settle  Down  and 
Travel,"  "Takes  a  Heap  of  Love"  and  "Bobbin' 
About." 

In  the  New  York  Times'  criticism  of  "Glory" 
the  caption  said:  "'Glory'  Makes  Hit  With 
Pretty  Tunes."  The  New  York  Evening  Post 
said:  "Not  since  Victor  Herbert  wrote  'Babes 
in  Toyland'  has  such  delightful,  melodious,  real 


Harry  Tierney 
are  quite  young,  so  it  can  be  assumed  that 
besides  "Irene,"  "Up  She  Goes"  and  "Glory" 
the  lovers  of  musical  comedy  will  have  the  op- 
portunity of  hearing  more  of  their  work. 


=  PLEASE  COME  BACK  TO  ME  = 


SLOW    BLUES    FOX  TROT 

Stock  the  Records,  Player  Rolls  and  Sheet  Music 

PHILIP  PONCE  PUBLICATIONS  1658  BROADWAY,  N.  Y.  C. 


The  Publishers  of  "DELAWARE  WALTZ  '  and  "BABY  CLOTHES" 
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BY  BENNY  DAVIS  weiTEes 


AND  ABNER  SILVER  of    ANGEL  CHIID  "TO*™ CAROLINA  HONE 


SAY  IT  WHILE  DANCING 

RYMEByi 
TO  MY 


At.WIT/HARIV  &SOfilS  -  Publishers  -  WEhmark  Building  -  /NEW  VORK 


FEIST  NUMBER,  "TOOT,  TOOT,  TOOTSIE,"  IS  DISPLAYED      RECORD  GIFTS  NOVELTY  AT  SHOW 


Chicago  Dealers  Feature  Number  Attractively  During  the  Engagement  in  That  City  of  Al  Jol- 
son's  Musical  Success,  "Bombo" — Cut-Outs  Prove  Profitable  Sales-Builder 


During  the  long  run  of  the  Al  Jolson  musical 
show,   "Bombo,"   in    Chicago,   the    Leo  Feist, 


number  were  attractively  arranged,  as  were 
("olumbia  records  of  the  same  title.    The  ma- 


Chicago  Window  Display 
Inc.,  number,  "Toot,  Toot,  Tootsie,"  was  inter- 
polated as  one  of  the  feature  songs.  The  suc- 
cess of  "Bombo"  encouraged  a  number  of  sheet 
music  and  talking  machine  dealers  to  give  window 
displays  to  the  outstanding  songs  in  sheet  music 
and  record  form.  Among  this  series  was  the 
accompanying  display  showing  Al  Jolson  on  the 
observation  platform  of  a  speeding  train  with 
the  title  of  the  Leo  Feist  song,  "Toot,  Toot, 
Tootsie,"  shown  to  advantage.  Surrounding  the 
cut-out  of  the  moving  train  title  pages  of  the 


of  "Toot,  Toot,  Tootsie" 

terial  used  in  the  displays  in  every  case  proved 
to  be  profitable  to  the  dealers  who  used  it. 


Louis  Bernstein,  head  of  the  music  publishing 
firm  of  Shapiro,  Bernstein  &  Co.,  Inc.,  left  early 
this  month  for  Palm  Beach,  Fla.,  accompanied 
by  Mrs.  Bernstein.  Walter  Donaldson,  the  well- 
known  songwriter,  who  was  to  accompany  the 
party  on  their  Southern  trip,  is  now  convalescing 
in  a  hospital  after  undergoing  an  operation  for 
appendicitis. 


Starr  Piano  Co.,  Kansas  City,  Presents  Thou- 
sand Records  to  Visitors  at  Better  Homes 
Show — Music  Prominent  Feature 


Kansas  City,  Mo.,  February  7. — Among  the 
novel  features  of  tiie  Better  Homes  Show  at 
the  Convention  Hall  which  opened  February 
5  was  the  giving  away  of  a  thousand  phono- 
graph records  by  the  Starr  Piano  Co.  They 
were  distributed  to  visitors. 

The  Starr  Piano  Co.  is  one  of  255  exhibitors. 
The  attendance  and  interest  manifested  last 
year  justifies  the  prediction  that  thousands  of 
people  will  have  visited  the  show  before  it 
closes  this  year.    Many  nnisic  men  have  booths. 


WOULD  PUT  STOP  TO  FAKE  SALES 


An  amendment  to  the  Penal  Law  of  New 
York  State  prohibiting  the  sale  at  auction  or 
at  retail  of  a  specified  stock  of  merchandise 
advertised  as  the  stock  of  another  person  or 
firm  until  the  person  offering  it  for  sale  files 
with  the  City  Clerk  a  sworn  inventory  in  de- 
tail of  such  stock  has  been  proposed.  The 
City  Clerk,  is  required  to  transmit  such  inven- 
tory to  the  District  Attorney  of  the  county. 


MAURICE  ABRAHAMS'  NEW  NUMBERS 


Maurice  Abrahams,  who  recently  announced 
the  opening  of  the  new  publishing  firm  of  Mau- 
rice Abrahams,  Inc.,  Hilton  Building,  1591 
Broadway,  New  York  City,  has  released  two 
songs  to  the  profession,  one  a  fox-trot  num- 
ber, entitled  "You  Said  Something  When  You 
Said  Dixie"  and  "When  the  Gold  Turns  to 
Gray"  (You'll  Be  the  Same  to  Me).  George 
A.  Friedman  is  general  manager  of  the  new 
company  and  Harry  Tenney  director  of  the 
professional  department. 


M.WITMARK  &  SOMS  -  Publishers  -  Wihmark  Building  -  /NEW  VORK 
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THE  NEW  NOVELTY  FOX-TROT 

I  GOT  IT 
THE  FIDG  ETTY  FIDGE 

Being  Featured  by  Orchestras  from  Coast  to  Coast 


IRVING  BERLIN,  Inc. 


1607  BROADWAY 


NEW  YORK  CITY 


TRADE  DEVELOPS  GROWING  INTEREST  IN  SHEET  MUSIC    FUND  TO  AID  EUROPEAN  MUSICIANS 


Dealers  Keep  Overhead  Down  Pending  Growth    of   Business — Many   Concerns   Now  Handling 
Sheet  Music  as  Result  of  Campaign  of  Music  Publishers'  Protective  Association 


Talking  machine  dealers  who  during  the  past 
few  jears  have  taken  an  interest  in  the  sales 
possibilities  of  sheet  music  have  endeavored, 
whenever  stocking  such  goods,  to  keep  the  cost 
of  the  equipment  to  as  low  a  figure  as  possible 
until  such  time  as  sheet  music  stocks  assured 
reasonable  profits. 

In  the  past  the  most  economical  method  of 
displaj'ing  popular  sheet  music  was  the  use  of 
the  metal  floor  or  wall  racks  which  required 
little  or  no  investment.  In  recent  months,  how- 
ever, several  equipment  concerns,  who  make  a 
specialty  of  talking  machine  store  interiors, 
have  produced  attractive,  substantial  display 
cases  for  sheet  music  which  are  an  improvement 
on  the  metal  racks  as  far  as  general  appear- 
ance is  concerned,  but  which  are  manufactured 
at  a  price  which  keeps  expenditure  for  the  open- 
ing of  sheet  music  counters  to  a  low  figure. 

These  new  cases  are  made  of  wood  and  carry 
out  the  color  scheme  of  the  balance  of  the 
woodwork  in  the  store — mahogany,  oak,  etc. 
They  are  made  in  units  that,  at  the  outset,  take 
up  a  ver\'  small  amount  of  space,  but  which  can 
be  added  to  as  the  activity  of  the  sheet  music 
department  justifies. 

The  campaign  of  the  Music  Publishers'  Pro- 
tective Association,  an  organization  of  popular 
publishers,  to  interest  talking  machine  dealers 
in  the  distribution  of  its  goods  has,  according 
to  the  officers  of  that  body,  borne  very  sub- 
stantial results.  Some  hundreds  of  talking  ma- 
chine dealers  who  had  not  heretofore  stocked 
sheet  music  of  any  kind  are  now  carrying  at 
least  the  popular  songs  that  appear  on  the  cur- 
rent record  lists. 

During  the  coming  months  sheet  music  will 


gain  added  importance  to  retailers  everywhere. 
The  fact  that  several  music  publishing  houses 
have  slightly  raised  the  wholesale  price  on  such 
goods  will  make  it  necessary  for  syndicate 
stores  and  other  retailers  to  sell  sheet  music 
at  from  30  to  35  cents  retail.  This  will  assure 
the  dealer  a  reasonable  profit,  and,  when  it  is 
considered  that  popular  music  has  a  quick  turn- 
over, the  returns  should  be  most  substantial. 
It  is  v\'orth  while  for  the  dealer  to  know  that 
with  present  wholesale  prices  it  is  possible  for 
him  to  compete  with  the  syndicate  or  depart- 
ment stores  which  in  the  past  have  made  efforts 
to  use  such  goods  as  a  business  attraction 
rather  than  for  the  substantial  profits. 


Ernest  Urchs,  Treasurer  of  Austro-German 
Musicians'  Relief  Fund,  Designed  to  Provide 
Food  for  Starving  Musicians 


VICTOR  YOUNG  SAILS  FOR  EUROPE 


Victor  Young,  popularly  known  as  the  "long- 
est pianist  in  the  world,"  recently  sailed  for  a 
sojourn  of  six  months  in  Europe.  He  was  ac- 
companied bi^  his  wife,  Helen  Davis,  who  is 
also  a  popular  Edison  artist  whose  records 
have  met  with  great  favor  in  the  United  States. 
While  abroad  both  Mr.  Young  and  Miss  Davis 
plan  to  give  a  number  of  tone  tests  in  the 
British  Isles,  under  the  auspices  of  the  Ex- 
port Division  of  Thomas  A.  Edison,  Inc. 


DAVIN  AIDS  IN  WHITEMAN  TIE=UP 


In  an  effort  to  relieve  the  destitution  and 
distress  of  hundreds  of  musicians  in  Austria 
and  Hungary,  there  has  been  organized  the 
Austro-German  Musicians'  Relief  Fund,  spon- 
sored by  a  committee  including  such  well-known 
artists  as  Victor  Herbert,  Fritz  Kreisler,  Efrem 
Zimbalist,  Ossip  Gabrilowitsch  and  many  others, 
with  Ernest  Urchs,  manager  of  the  wholesale 
and  artists'  departments  of  Steinway  &  Sons, 
as  treasurer,  and  B.  H.  Balensiefer,  also  of  the 
Steinway  wholesale  department,  as  assistant 
treasurer. 

According  to  reports  that  have  come  from 
middle  Europe,  and  particularly  Germany,  mu- 
sicians of  international  renown  are  facing  a 
pitiable  situation,  in  some  cases  being  called 
upon  to  witness  the  starvation  of  their  families 
without  power  to  earn  enough  to  provide  sus- 
tenance. In  a  number  of  cases  musicians  have 
been  known  to  commit  suicide  in  order  that 
tlieir  families  might  purchase  some  relief 
through  money  realized  from  insurance  policies. 

Although  the  fund  has  been  under  way  only 
a  short  time,  the  response  has  been  generous 
and  it  is  expected  a  very  substantial  total  will 
be  realized  shortly,  for  the  need  is  said  to  be 
urgent.  Contributions  from  members  of  the 
music  trade  are  solicited,  and  may  be  forwarded 
to  Mr.  Urchs  or  Mr.  Balensiefer  at  Steinway 
Hall,  New  York. 


Considerable  valuable  assistance  was  given  to 
Victor  dealers  in  Hartford,  Conn.,  by  James  J. 
Davin,  sales  manager  of  Ormes,  Inc.,  who  aided 
them  to  tie-up  with  the  appearance  in  that  city 
of  Paul  Whiteman  and  His  Orchestra,  February 
13.    Record  sales  increased  as  a  result. 


The  comedy,  "Not  So  Long  Ago,"  produced 
by  Comstock  &  Gest,  will  be  revived  by  the 
firm  in  musical  form,  with  Harry  Tierney  and 
Toe  McCarthy  looking  after  the  tunes,  while 
Guv  Bolton  will  revise  the  book. 


WADklTWnf  ThisMelodij  is  Contagious! 

▼ViHlvllI  IIH \J  •  Onceuou>t if uoucarit forAet it !  , 


Once  you  ^et  if  you  cant  forget  it ! 


Europe'0  Latent  and  Bikkest  Fox  Trot  Tune 

>-%^  'T^Sir  ij?  tf,:  .  HI     ,  I  I  .  II  I  ,    ,1  I  I  I  II  I 

^SW^  1(^<|-J  JIJ    J  J  Ici  J  JIJ  J  I  JIJ  J  J'J^^ 

;iST5on4-  ®mH^./^    vT         •    ...     ...    •   ..•      .   •  •  •   •  ^ — ■■  '  


-You  cant  |owronfe^^^^^   IC^^-JJId      JJleJJJIJJJJUJJ^^If'  pMd«'|o--- 

With  anijFEISTson^     fj^y;;?^  'Cause  Im    goin,  ye5,]m    goirCwith  a  love  thals  ever  ^rowin' to  that  Coal  BlackMammy  tf  niine- 
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A  DIFFERENT  KIND  OF  A  FOX-TROT 

fBY  m  SnALIHARl 

FEATURED  BY  ORCHESTRAS  EVERYWHERE 

IRVING  BERLIN,  Inc.  Vi 

1607  Broadway  New  York  City 

"ROMANY  LOVE"  FEATURED  STRONGLY  BY  OHIO  DEALER      NEW  HOUSE  bill  on  copyright 


Warner's  Music  Shop,  Youngstown,  C,  Makes  Handsome  Window  Display  of  Sam  Fox  Number- 
Window  Displays  Increase  Sales  at  Once,  Is  This  Dealer's  Experience 


Davis  Measure  Would  Permit  United  States  to 
Enter  International  Copyright  Union 


Herewith  is  shown  a  reproduction  of  a  win- 
dow display  which  recently  was  used  by 
Warner's  Music  Shop,  Youngstown,  O.,  on  the 
Sam  Fox  Publishing  Co.'s  number,  "Romany 
Love."  This  progressive  music  house  makes 
a  specialty  of  such  displays  on  selected  numbers 
and  invariably  the  results  more  than  justify  the 
time,  attention  and  expenditure  in  preparing  the 
windows.    In  this  instance  the  shop  reports  that 


period.  At  least,  all  indications  point  in  this 
direction,  judging  from  the  trend  of  opinion. 


'Romany  Love"  Display  of  Warner's  Music  Shop 


"Romany  Love"  sales  increased  considerably 
and  were  gratifying  to  both  the  management 
and  the  sales  force.  A  similar  display  on 
"Romany  Love"  was  made  at  Warner's  New 
Castle,  Pa.,  store,  with  the  same  results.  Almost 
without  exception  the  displays  of  this  firm  have 
been  reflected  in  an  increased  business. 

"Romany  Love"  is  the  feature  number  at  the 
present  time  in  the  Fox  catalog  and,  while  it 
is  a  popular  seller,  it  is  of  a  standard  that  will, 
no  doubt,  appeal  to  music  lovers  over  a  long 


BERLIN  NOVELTY  SONG  A  HIT 

Novelty  songs  are,  according  to  music  pub- 
Hshers,  the  hardest  type  of  numbers  on  which 
to  make  predictions.  This  is  true  both  in  regard 
to  their  appeal  to  singers  and  to  the  demand 

created  with  the 
public.  It  is  well 
known,  however, 
that  the  constant 
singing  of  any  song, 
whether  it  is  a  nov- 
elty, comedy,  ballad, 
o  r  whatnot,  will 
create  sales. 

The  above  is  quite 
interesting  as  ap- 
plied to  the  Irving 
Berlin,  Inc.,  novelty 
comedy  song,  "You 
Tell  Her,  I  S-t-u-t- 
t-e-r."  The  number, 
we  believe,  was  orig- 
inally introduced  by 
Billy  Jones  and  since  that  time  by  a  great  many 
others.     It  has  achieved  great  popularity. 


Washington,  D.  C,  February  7. — Amendment  of 
the  existing  copyright  law,  so  as  to  permit  the 
United  States  to  enter  tiic  International  Copy- 
right Union,  is  provided  for  in  a  bill  which  has 
been  introduced  in  Congress  by  Representative 
Davis  of  Tennessee.  The  Davis  bill  would  place 
the  United  States  in  the  first  class  of  the  coun- 
tries who  are  members  of  the  Union,  as  pro- 
vided in  article  23  of  the  convention  signed  at 
Berlin  on  November,  13,  1908. 

Under  the  terms  of  the  measure,  on  and  after 
the  date  of  the  President's  proclamation  that 
the  United  States  has  joined  the  Union,  foreign 
authors  not  domiciled  in  the  United  States  who 
are  citizens  or  subjects  of  any  country  which 
is  a  member  of  the  Union,  or  whose  works  are 
first  published  in  and  enjoy  copyright  protection 
in  any  such  country,  shall  have  within  the 
United  States,  for  the  term  of  copyright  pro- 
vided by  law,  including  the  right  of  renewal, 
and  beginning  upon  the  date  of  the  proclama- 
tion, for  all  of  their  works  in  which  copyright 
is  subsisting  at  that  date  and  for  all  of  their 
works  first  published  thereafter  from  such  date 
of  publication,  the  same  rights  and  remedies  in 
regard  to  their  works  as  are  enjoyed  by  Ameri- 
can citizens.  The  Supreme  Court  is  authorized 
to  prescribe  such  additional  rules  and  regula- 
tions as  may  be  necessary. 


J.  B.  KALVER  GOES  TO  CHICAGO 

J.  B.  Kalver,  for  over  sixteen  years  in  charge 
of  sales  and  promotion  for  Jerome  H.  Remick 
&  Co.,  has  been  appointed  Chicago  professional 
manager  of  the  company  to  succeed  Murray 
Bloom.  Harry  Werthan  remains  as  business 
manager  in  the  Chicago  -territory. 


NEW  FEIST  NUMBER  RELEASED 


Leo  Feist,  Inc.,  has  released  to  vaudeville  per- 
formers a  new  song,  entitled  "Crying  for  You," 
by  Ned  Miller  and  Chester  Cohn,  writers  of 
"Why  Should  I  Cry  Over  You?"  This  latest 
Feist  production,  even  at  this  early  date,  prom- 
ises to  become  very  popular. 


^EJSSATiOJWAL  FROM  THE  START 

Carry  Ate  Back  To 


54  F>\ Sa/^AT^iyWG  f^OX^  TROT 


Ai,winnarK  &  Sons  Wirmark  Duildin^  AcwYorR 
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THE  TIME  IS  NEARING -YOU'LL  SOON  BE  HEARING 

DEAREST 

YOU  RE    THE    NEAREST  TO  MY  HEART 


Soon  to  Be  Released  by  All  Mechanical  Companies 


IRVING  BERLIN,  Inc. 


1607  BROADWAY 


NEW  YORK  CITY 


SAUL  BIRNS'  EMPLOYES  DINED 


One  Hundred  Employes  of  Popular  New  York 
Music  Dealer  Present  at  Second  Annual  Din- 
ner— Evening  Closed  With  Dancing 


About  one  hundred  employes  of  Saul  Birns, 
prominent  New  York  dealer,  operating  five 
stores  in  New  York  and  Brooklyn,  gathered  at 
Lorber's  restaurant,  Broadway,  at  the  second 
annual  dinner,  Sunday  evening,  February  4,  as 
guests  of  Mr.  Birns.  Following  the  gastronomic 
end  of  the  program  business  conditions  for  1922 
and  the  outlook  for  the  present  year  were  dis- 
cussed. Following  the  discussion  the  party 
proceeded  to  the  Hotel  Pennsylvania,  where 
the  evenin.g  was  spent  in  dancing. 


NEW  EDITOR  OF  "SONORA  BELL" 

L.  C.  Lincoln,  advertising  manager  of  the 
Sonora  Phonograph  Co.,  announced  recently  the 
appointment  of  R.  H.  Meade  as  his  assistant. 
Mr.  Meade,  in  addition  to  other  duties,  wil!  edit 
the  successful  house  organ,  "Sonora  Bell,"  and 
as  he  was  formerly  editor  of  the  house  organ 
issued  by  the  Durant  Alotor  Car  Co.  he  is 
thoroughly  familiar  with  this  particular  work. 


RICHARD  J.  POWERS  RETURNS 

Richard  J.  Powers,  Eastern  representative  of 
Sherman,  Clay  &  Co.,  has  returned  to  New  York 
after  a  six  weeks'  trip  and  reports  that  all 
dealers  speak  optimistically  regarding  business 
lor  the  coming  year.  He  also  reports  that  the 
firm's  three  newest  numbers,  "Without  You," 
".After  Every  Party"  and  "Teddy  Bear  Blues," 
are  in  big  demand  throughout  the  countrv. 


Published  by 

Sam  Fox  Publishing  Co. 

CLEVELAND  and  NEW  YORK 


EDISON  WINDOW  FOR  FEBRUARY 


COLUMBIA  DEALER  PASSES  AWAY 


Display  Prepared  by  Thomas  A.  Edison,  Inc., 
Features  Tone  of  Instruments 


The  fundamental  theme  of  the  window  dis- 
play, which  Thomas  A.  Edison,  Inc.,  has  pre- 
pared for  the  use  of  Edison  dealers  during  the 


James  E.  Sterling,  owner  of  Sterling's  Music 
Store  and  one  of  the  best-known  men  in  Benton 
Harbor,  Mich.,  died  on  January  23  at  his  home 
in  that  city. 

Widely  known  in  Benton  Harbor,  where  he 
had   resided  about   twenty  years,   and  in  St. 


Very  Striking  Display  Prepared 

month  of  February,  is  the  message,  "Direct 
Comparison  With  the  Living  Artist  Reveals 
No  Difference."  The  display,  as  may  be  seen 
from  the  accompanying  illustration,  was  ar- 
ranged to  incorporate  two  models  of  the  New 
Edison,  several  records  and  four  secondary 
posters  which  feature  "Flashes  From  Broad- 
way," "The  Furniture  Value  of  the  New  Edi- 
son," "The  New  Models  and  the  New  Prices" 
and  Edison  records  in  general.  This  window 
display,  it  will  be  noted,  is  not  strictly  seasonal 
in  that  it  is  adaptable  at  any  time  of  the  year. 


by  Thos.  A.  E  dison,  Inc.,  for  February 

Joseph,  Mr.  Sterling  was  a  member  of  the 
Rotary  Club  and  other  organizations.  Burial 
was  made  at  Crystal  Springs  Cemetery. 


The  Kotteman  Furniture  Co.,  4100  Magazine 
street.  New  Orleans,  La.,  Columbia  dealer,  is 
preparing  to  move  into  a  handsome  new  build- 
ing in  the  uptown  section  of  the  city. 


FREE!' 


NEW  HIMMELREICH  EDISON  RECORDS 

Thomas  A.  Edison,  Inc.,  recently  announced 
the  release  of  several  piano  records  by  Ferd- 
inand Himmelreich,  among  which  was  the 
"Lucia  Sextette."  Mr.  Himmelreich  is  known 
as  the  blind  pianist  and,  despite  his  affliction, 
has  attained  a  national  reputation  for  his  ex- 
ceedingly fine  technique. 


DISPLAY  STAND 

With  Your  First  Order  of 

NEW  GILT  EDGE 
DANCE  TONE 
NEEDLES 


A  Kefiexo  Produrt 
Made  by  "Bagrsliaw  of  T>o\vo]I' 


Sec  Page  29 
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NEW  ORO=TONE  PORTABLE  READY 

Latest  Addition  to  Oro-Tone  Line  Announced— 
Has  Many  Important  Constructional  Features 


EMANUEL  BLOUT  SELLS  QUARTERS 

Well-known  Victor  Distributor  of  New  York 
to  Remain  in  Building  Despite  Sale 


WILL  ATTEND  EDISON  CONCLAVE 


A.  C.  Dennis,  of  Texas-Oklahoma  Phonograph 
Co.,  to  Carry  Dallas  Greetings  to  Thomas  A. 
Edison  During  Disc  Jobbers'  Convention 


In  the  accompanying  photograph  is  presented 
the  new  portable  just  announced  by  the  Oro- 
Tone  Co.,  of  Chicago.  Detailed  specifications 
of  this  instrument  are  given  in  another  section 


Emanuel  Blout,  the  well-known  wholesale 
distributor  of  Victor  products,  who  for  a  num- 
ber of  years  has  occupied  quarters  at  the  south- 
vicst  corner  of  Broadway  and  lOSth  street, 
New  York  City,  recently  sold  the  premises  to 
real  estate  speculators. 

However,  the  Blout  Co.  expects  to  remain  in 
the  present  location  for  some  time  to  come. 
According  to  an  announcement  which  followed 
the  sale,  Mr.  Blout  said  that  there  were  no 
contemplated  changes  in  his  business.  The 
property  consists  of  a  two-story  business  build- 
ing on  a  plot  100  by  100,  and  is  considered  one 
of  the  most  valuable  locations  in  the  district 
in  which  it  is  situated. 


The  New  Oro-Tone  Portable 

of  this  issue  and  the  trade  will  undoubtedly  be 
quite  interested  in  its  appearance. 

Leigh  Hunt,  secretary  of  the  Oro-Tone  Co., 
who  is  in  charge  of  sales,  is  keenly  enthusiastic 
regarding  the  sales  possibilities  for  this  new 
portable,  and  important  sales  plans  are  now  in 
the  process  of  completion.  Oro-Tone  dealers 
will  receive  practical  co-operation  in  "merchan- 
dising this  portable  and  Mr.  Hunt  has  asked 
the  Oro-Tone  clientele  to  submit  suggestions 
that  will  insure  efficient  co-operation. 


ENDS  SUCCESSFUL  TRADE  TRIP 

S.  Goldberg,  president  of  the  Universal  Fix- 
ture Corp.,  New  York  City,  recently  returned 
from  an  extended  trip  throughout  the  Dominion 
of  Canada  and  the  Middle  West.  The  success 
of  Mr.  Goldberg's  trip  is  attested  by  the 
large  volume  of  orders  he  brought  back  with 
him,  as  well  as  the  increased  business  since 
received  from  that  territory.  The  company  re- 
ports that  its  business  in  display  fixtures 'sold 
to  talking  rhachine  dealers  is  increasing  steadily 
and  good  business  is  predicted  for  the  balance 
of  the  vear. 


Dallas,  Tex.,  February  6. — .\.  C.  Dennis,  local 
manager  of  the  Texas-Oklahoma  Phonograph 
Co.,  of  this  city,  which  serves  the  major  por- 
tion of  Texas  and  Oklahoma  as  Edison  phono- 
graph jobbers,  will  leave  Dallas  on  February  7 
to  visit  A.  H.  Curry  at  the  Edison  Laboratories 
and  to  attend  the  annual  Edison  disc  jobbers' 
convention  to  be  held  at  the  Waldorf-Astoria, 
New  York  City,  on  February  12,  13  and  14. 

Mr.  Dennis  said  that  while  they  could  take 
care  of  a  greater  volume  of  business,  there  is 
no  reason  to  complain  at  the  rate  at  which  their 
business  is  returning  to  normalcy,  which  con- 
dition he  attributes  to  general  conservativeness 
of  the  buying  public  and  to  the  hustle  of  re- 
tailers of  his  line. 

Mr.  Dennis  personally  will  deliver  to  Mr. 
Edison  and  Mr.  Curry  the  best  wishes  of  Dallas 
and  the  entire  territory  he  represents,  which 
territory  is  considered  by  Mr.  Edison  as  one 
of  the  very  best  of  the  thirty-six  which  he 
serves. 


EDISON  PLANNING  FLORIDA  TRIP 


STEWART  CORP.'S  ACCOUNTS  SOLD 

The  accounts  receivable  of  the  bankrupt 
Stewart  Phonograph  Co.,  Binghamton,  N.  Y., 
were  sold  at  public  auction,  in  pursuance  of  an 
order  issued  by  the  United  States  District 
Court  of  the  Northern  District  of  New  York, 
at  the  court  house  in  that  citv  on  February  13. 


Thomas  A.  Edison  plans  to  leave  for  Florida 
the  latter  part  of  February  in  accordance  with 
his  annual  custom.  He  will  be  accompanied  by 
•Mrs.  Edison  and  his  staff  of  laboratory  experts. 
He  probably  will  be  South  for  about  two 
months  and  while  there,  in  addition  to  contin- 
uing his  inventive  activities,  will  relax  by  doing 
some  shark  fishing. 


SURPRISING  GOLD  SEAL  BUSINESS 

Considerably  over  a  half  million  Gold  Seal 
record  repeaters  were  sold  in  1922  by  the  Gold 
Seal  Co.,  Inc.,  manufacturer  of  this  popular 
product,  according  to  a  statement  recently 
emanating  from  the  headquarters  of  the  com- 
pany. 


THE  EMPIRE  UNIVERSAL  TONE  ARMS 

Will  Give  Your  Product  Individuality  That  Will  Greatly  Strengthen  Its  Selling  Force 


Send  for  sample  of  our  new 
Tone  Arm  for  Portable 
Machines. 


We  invite  a  personal  test.  There  is 
nothing  more  convincing.  Order  a 
sample  arm  and  test  it  out.  It  will 
win  you  on  merit  only.  Our  prices 
are  low  and  the  quality  second  to  none. 

Write  or  wire  us  for  samples  and  quo- 
tations and  give  us  an  outline  of  your 
requirements. 


THE  EMPIRE  PHONO  PARTS  COMPANY,  1362  East  Third  Street,  Cleveland,  0. 


Ettablithed  in  1914 


Manufacturers  of  High-Grade  Tone  Arms  and  Reproducers 


W.  J.  McNAMARA.  President 


Cable  Address  **Emphono*' 
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You  spend  your  money,      On  some  s'^^eet  hon-ey.      You  have  a  Von-der-ful  time. 


— 0- 


Some  Advice  in  Fo;c  Trot  Time 


You  can't \tfron& 
WithanyFElSTsonf' 


BIG  DEPARTMENT  STORE  MERGER 

Incorporation  of  National  Department  Stores, 
Inc.,  With  Capital  of  $8,300,000.  Consolidates 
Several  of  the  Leading  Concerns 


A  merger  of  department  stores  which  prom- 
ises to  be  one  of  the  most  gigantic  in  the 
United  States  and  representing  an  aggregate 
annual  business  of  approximately  $33,000,000 
came  to  light  in  the  incorporation  this  month 
of  the  National  Department  Stores,  Inc.,  with  a 
capitalization  of  $8,300,000  of  preferred  stock  and 
300,000  shares  of  common  stock  of  no  par  value. 

The  stores,  in  many  of  which  talking  niachine 
departments  are  a  feature,  involved  in  the  deal 
are:  Bailey  Co.,  Cleveland,  O.;  Rosenbaum  Co., 
Pittsburgh,  Pa.;  B.  Nugent  &  Bro.  Dry  Goods 
Co.,  St.  Louis,  Mo.,  and  the  George  E.  Stifel 
Co.,  Wheeling,  W.  Va.  V.  W.  Sincere,  of  the 
Bailey  Co.,  is  president  of  the  new  organization 
and  L.  A.  Behr  is  chairman  of  the  board  of 
directors. 


BELIEVES  IN  VALUE  OF  SERVICE 


Every  notice  of  payment  due  on  a  Brunswick 
mailed  to  a  patron  of  Meyer  Piano  Co.,  ex- 
clusive Brunswick  dealer  located  on  the  West 
Side  of  St.  Louis,  has  eight  questions  enumer- 
ated on  the  back  thereof  that  spell  SERVICE 
in  capital  letters. 


A  NEW 
Repeating  Device 


A  new  Repeating  Device.  Wonderfully  simple. 
Overcomes  and  eliminates  objections  to  other  re- 
peaters. Will  not  mar  or  scratch  the  record. 
Made  of  metal — will  last  a  lifetime.  Adjustable 
for  lO-inch  or  12-inch  records. 

THE  RAPID  REPEATER 

Repeats  any  record  instantly — no  breach  between 
ending  and  starting,  thus  providing  continuous 
music.  Here  is  a  sturdily  built  repeater  that  sells 
for  almost  the  same  price  as  celluloid  or  other 
flimsily  made  machines.    Fully  Guaranteed. 


RETAIL 
PRICE 


$2.00 


Send  for  sample  and  discounts.  Agencies  now 
being  established.  Write  for  our  attractive  propo- 
sition. 

THE  RAPID  REPEATER  CO. 

266  Van  Alst  Avenae     LONG  ISLAND  CITY,  N.  Y. 


RELEASES  NEW  EDISON  CATALOG  - 

"Recent    Record    Releases"    Title    of  Latest 
Catalog  Issued  by  Thomas  A.  Edison,  Inc. 


THOMAS  A.  EDISON  HONORED 


The  new  Edison  record  catalog,  entitled 
"Recent  Record  Releases,"  made  its  debut  the 
latter  part  of  January  and  the  cover  of  the 
first  catalog  of  this  type  is  reproduced  here- 


RECENT  RECORD  RELEASES 


Cover  Design  of  New  Edison  Record  Catalog 

with.  It  will  be  noticed  that  no  efifort  is  made 
to  link  up  the  records  included  in  this  catalog 
with  any  particular  month  of  the  year,  but  that 
this  catalog  gives  the  Edison  dealer  an  oppor- 
tunity to  provide  the  record  purchaser  with  a 
complete  digest  of  all  the  latest  releases.  The 
first  of  these  catalogs  includes  an  extensive 
array  of  records  of  classical  and  high-grade 
music,  as  well  as  a  large  number  of  popular 
musical  numbers.  The  catalog  is  printed  in  a 
dark  brown  sepia  ink  on  a  soft  white  stock. 


GRANBV  SALES  GAIN  STEADILY 

February  has  shown  a  decided  increase  in 
the  sales  of  Granby  phonographs.  O.  P.  Graf- 
fen,  New  York  district  manager  for  the  Granby 
Phonograph  Corp.,  of  Newport  News,  Va.,  re- 
ports that  the  first  two  weeks  of  February 
showed  more  sales  than  the  entire  month  of 
January,  which  in  itself  was  a  fair  month.  Mr. 
GrafTen  states  that  many  new  dealers  have 
taken  on  the  Granby  line  and  that  the  outlook 
for  the  balance  of  the  year  is  particularly  good. 


The  salesman  who  develops  his  powers  of 
analyzation  has  the  "edge"  on  his  competitors 
in  the  race  for  sales. 


Edison  Pioneers  Present  at  Luncheon  on  Occa- 
sion of  Inventor's  Seventy-sixth  Birthday 


On  February  12  the  Edison  Pioneers  held  a 
luncheon  in  the  restaurant  of  the  Edison  Stor- 
age Battery  Building  in  honor  of  the  seventy- 
sixth  birthday  of  Thomas  A.  Edison.  This  af- 
fair was  attended  by  about  one  hundred  and 
fifty  pioneers,  their  wives  and  descendants.  The 
dining  room  was  attractively  decorated  and  the 
affair  proved  a  very  successful  event.  Novel 
electric  efifects  were  supplied  by  the  New  York 
Edison  Co.  for  the  entertainment  of  this  body, 
which  is  made  up  of  the  old  and  original  asso- 
ciates of  Mr.  Edison. 


H.  G.  WILLIAMS  WITH  GOURLIE  CO. 


Miami,  Fla.,  February  6. — H.  G.  Williams,  who 
is  widely  known  in  the  Southern  States  in  the 
talking  machine  industry,  is  now  manager  of 
the  Gourlie  Music  Co.,  this  city.  Mr.  Williams 
says  that  business  is  booming  in  and  around 
Miami.  He  states  also  that  they  have  a  bumper 
tourist  crop  and  that  the  next  thirty  or  forty- 
five  days  look  extremely  bright. 


Walton  &  Co.  and  the  R.  L.  Stulce  Furniture 
Co.,  Columbia  dealers  of  Chattanooga,  Tenn,, 
are  looking  forward  to  a  "record  breaking" 
year  for  business  during  1923.  They  state  that 
there  has  been  a  steady  demand  for  Grafonolas 
and  records  since  Christmas. 


PHONOGRAPH  DE  LUXE 

The  instrument  of  incomparable  tone,  that 
plays  any  record  better  than  you  have  ever 
heard  it  played  before. 

Complete  line  of  table,  upright  and  console 
models. 

Prices  to  the  Trade  Range  from 

$8.50  to  $125.00 

Cabinets  of  beautiful  design  and  finish,  im- 
proved motor  equipment. 

Dealers  write  us:  The  Reginas  now  in 
homes  are  making  lots  of  friends;  people 
come  in  and  ask  for  them.  Watch  us  in- 
crease our  sales. 

Ca.sh  in  on  the  Regina;  now  is  the  time. 
Also  Regina  Music  Boxes  with  or  without 
phono  attachment. 

Regina  Hexaphones  and  Mandolin  orches- 
trions. 

Regina  tune  discs  and  parts  for  any  in- 
strument ever  manufactured  by  the  Regina 


Co. 


Send  for  particulars  on  territory 
arrangements. 


Musical  Instrument  Specialty  Co. 

MANUFACTURERS 

RAHWAY  NEW  JERSEY 
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PHONOGRAPH 

Qriic  Aristocrat  q/~  Phonographs 


You,  too,  can  enjoy  a  new  prestige 
and  constantly  growing  patronage 


T  TNEXCELLED  beauty  of  tone— master 
^  craftsmanship  in  cabinet  work — these  fea- 
tures of  Widdicomb  phonographs  make  an  in- 
stant appeal  to  discriminating  buyers. 

Merchants  handling  the  Widdicomb  find  that 
they  are  steadily  broadening  their  prestige  and 
increasing  their  sales  among  people  of  taste  and 
good  judgment.  The  twofold  appeal  of  the 
Widdicomb  will  help  you  to  get  your  share  of 
this  class  of  patronage. 

It  will  pay  you  to  investigate  the  possibilities 
of  the  Widdicomb  franchise.  Write  today  for 
catalog  and  complete  details. 


THE  WIDDICOMB  FURNITURE  COMPANY 

Grand  Rapids,  Michigan 
Fine  Furniture  Designers  Since  1865 
NEW  YORK:  105  W.  40th  Street  CHICAGO:  327  S.  La  Salle  Street 


ords  automatic 
and  patented 
control. 


stop 
tone 


Adam  Model  12 — finished  in 
Red  or  Antique  Mahogany  or 
Walnut.  Equipped  ivith  al- 
bums for  records,  automatic 
stop  and  patented  tone  control. 


Widdicoynh  Phonographs  in  Period  Styles  are  faithful  inter- 
pretations of  the  best  designs  of  the  old  masters  of  the  art 
of  wood  fashioning.  They  are  the  handicraft  of  an  or- 
ganization which  for  three  generations  has  enjoyed  a  repu- 
tation for  leadership  as  designers  of  fine  furniture.  Widdi- 
comb Phonographs  play  all  records.  New  prices  on  the  vari- 
ous models  range  from  $90  to  $260. 
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BIG  OPPORTUNITY  IN  HANDLING  MUSICAL  MERCHANDISE 


Musical  Merchandise  Department  Entails  Small  Investment  and  Pays  Dividends  to  the  Talking 
Machine  Dealer — Brings  People  Into  the  Store  and  Acts  as  Trade  Stimulant 


During  the  past  year  a  great  many  talking 
machine  dealers  have  added  a  full  line  of  small 
musical  instruments,  popularly  termed  "musical 
nierciiandise,"  as  well  as  sheet  nmsic,  to  their 
business  with  the  object  of  stimulating  interest 
in  the  store,  and  as  a  means  of  attracting  a 
larger  clientele  of  buyers. 

Those  who  have  made  this  move  have  found 
it  a  great  success.  The  volume  of  business  has 
been  considerably  enlarged,  the  cost  of  over- 
head reduced  and  the  sales  of  talking  machines 
and  records  have  been  stimulated,  due  to  the 
fact  that  the  smaller  musical  instruments  have 
tended  to  attract  many  people  musically  in- 
clined who  would  not  generally  visit  a  local 
talking  machine  dealer  in  the  natural  course  of 
events  unless  there  was  something  special  to 
attract  their  attention.  Dealers  have  found  that 
once  a  person  has  been  sold  a  saxophone  or 
some  other  band  or  orchestral  instrument,  and 
his  name  and  address  secured,  a  contact  value 
lias  been  established,  which,  followed  up  intelli- 
gently, results  in  interesting  the  purchaser  in 
talking  machines  and  records. 

Many  Convincing  Arguments 

There  are  many  arguments  in  favor  of  the 
addition  of  small  goods  to  the  stock  of  the 
talking  machine  merchant.  The  investment  is 
comparativel}^  small  and  the  opportunities  for 
profits  are  excellent.  To-day  more  than  ever 
before  such  instruments  as  sa.xophones,  cornets, 
violins,  banjos,  ukuleles — in  fact,  all  the  popular 
types  grading  down  to  the  modest  harmonica — 
are  being  sought  by  the  younger  generation  to 
satisfy  their  musical  proclivities  and  from  the 
desire  for  possession  of  any  of  these  instru- 
ments to  an  equally  strong  desire  for  ownership 
of  a  talking  machine  and  a  library  of  records, 
with  all  that  such  ownership  means  to  the  enter- 
tainment-loving nature  of  the  young  man  or 
woman,  is  but  a  small  step.  In  view  of  this, 
^viiat  is  more  logical  than  that  the  purchase  of 
the  talking  machine  will  be  made  from  the  mer- 


chant wlio  has  already  sold  this  patron  a  small 
musical  instrument  which  has  given  unbounded 
satisfaction?  On  the  other  hand,  if  there  is  a 
talking  machine  in  the  home  and  the  younger 
members  of  the  family  are  anxious  to  learn  to 
pla\-  some  musical  instrument,  the  natural  in- 
clination is  to  buy  it  from  the  dealer  who  has 
sold  the  head  of  the  family  a  talking  machine. 
Other  Considerations  Worth  While 

Another  consideration  in  favor  of  small  musi- 
cal instruments  in  the  store  of  the  talking  ma- 
chine dealer  is  the  fact  that  a  fairly  representa- 
tive line  occupies  comparatively  small  space. 
In  fact,  this  department  could  easily  be  placed 
in  some  part  of  the  store  where  bare  walls  now 
face  people  who  come  in  to  buy  machines  and 
records.  Special  cabinets  for  displaying  small 
musical  instruments  are  being  manufactured 
which  are  ideal  for  this  purpose.  They  fit 
against  the  wall  or  on  the  counter  and  the 
space  occupied  is  very  small.  If  there  is  a  lack 
of  room  the  dealer  need  not  even  have  a  counter 
for  this  department.  The  wall  case  will  be 
sufficient  in  the  matter  of  display  to  attract 
considerable  attention  and  with  the  opportuni- 
ties for  window  displays  there  can  be  little 
doubt  that  the  stock  turnover  will  be  quick 
enough  to  return  dividends  on  the  investment. 

After  all,  the  dealer  who  by  one  means  or 
another  has  the  greatest  number  of  people  come 
into  his  store  and  who,  through  the  ability  of 
his  sales  staff,  sells  a  large  percentage  of  these 
visitors,  is  the  most  successful.  One  thing  is 
certain,  there  is  an  opportunity  here  for  profits, 
and  the  degree  of  success  of  any  dealer  in 
handling  a  sideline  is  measured  by  the  ability 
of  the  merchant  to  push  his  goods.  The  field  is 
open  and  awaiting  development  and  it  is  safe 
to  say  that  dealers  who  go  in  with  their  eyes 
open  and  the  determination  to  make  a  go  of  a 
line  of  small  musical  instruments  will  not  regret 
it  when  they  balance  their  accounts  at  the  end 
of  the  vear. 


Tenor  Banjos  Are  Selling! 


Last  Fall's  big  Tenor  Banjo  Business  was 
no  mere  flash  in  the  pan. 

The  new  year  starts  out  with  an  ever-increas- 
ing demand  for  these  popular  instruments, 
and  the  merchant  who  has  them  in  stock  is 
all  set  for  a  nice  business  this  spring.  No- 
lice,  we  say  ''in  stock."  For  after  all,  mer- 
chandise is  its  own  best  salesman. 

And  when  you  are  looking  for  Tenor  Banjo 
values  that  will  attract  sales  and  at  the 
same  time  bring  you  the  liberal  gross  profit 
a  good  merchant  is  always  seeking,  we  know 
of  nothing  on  the  market  to  compare  with 
these  five  specials.  (.All  of  them  Gretsch- 
made.) 

A  S12.00  Seller 

No.  460'/4 — The  best  value  you'll  find  any- 
where in  a  GOOD  low-priced  tenor  banjo, 
11-inch  metal  rim. 


A  SI5.00  Seller 

No.  \% — A  rugged,  true-toned  instrument. 
11-inch,  double-wired  metal  rim.  Natural 
maple  neck. 

The   "Clarophone" — S15.00 

No.  41— A  S15.00  seller  and  a  wonder!  All 
maple.  And  fitted  with  a  new  idea  reso- 
nator back.  More  selling  points  than  you've 
ever  seen  at  this  low  price. 

An  §18.00  Seller 

No.  15^^i — Another  all-maple  tenor  banjo, 
regular  style.  Sturdy  and  powerfully  toned. 
Il-inch  rim. 

A  S25.00  Seller 

No.  2.5Yi — number  you'll  be  proud  to 
sell.  All  maple  construction,  with  special 
tone  ring  to  stretch  the  head  doubly  tight. 

Write  for  Catalog  and  Wholesale  Prices 

on  these  and  hundreds  of  other  splendid 
values  in  all  lines  of  Musical  Instruments 
and  Accessories.    For  Dealers  only. 


The  FRED.  GRETSCH  MFG.  CO. 

Musical  Instrument  Makers  Since  1883 

60  BROADWAY,  BROOKLYN,  N.  Y. 

We  still  have  some  valuable  territory  for  Couturier    Band    Instrument    Agencies    in   the  East 

and  South.  Write  for  our  proposition. 


Don 't  Be  An 
Undertaker 


That's  the  position  of  a  phono- 
graph dealer  when  only  selling 
phonographs.  He's  like  the  un- 
dertaker who  only  gets  his  man 
once. 

More  Phonograph  dealers  added 
Musical  .Merchandise  Departments  in 
1922  than  at  any  other  time  in  the 
history  of  the  Music  Trade. 

Every  one  of  these  dealers  unani- 
mously proclaims  success  with  his 
adventure — no  dull  days — and  the 
quick  turnover  of  the  new  depart- 
ment more  than  pays  all  the  over- 
head expenses. 

A  bigger  year  is  ahead  of  you  than 
can  possibly  be  anticipated  if  you 
can  supply  your  trade  with  the  right 
kind  of  merchandise! 

The  policy  of  the  house  of  Durro  is: 
SUPPLYING  DEPENDABLE  NA- 
TION.ALLY  ADVERTISED  MER- 
CHANDISE OF  QUALITY. 

This  is  one  reason  that  all  merchants 
rind  it  easy  to  sell  such  instru- 
ments as 

Durro  Violins,  Bows,  Strings 
S.  S.  Stewart  Guitars,  Banjos, 

Ukuleles,  Etc. 
Duss  Band  Harmonicas 
Lester  and  Monarch  Accordions 
Abbott  Saxophones  and  Band 

Instruments 

Talking  machine  dealers  can  assure 
their  success  for  the  next  year  in  no 
better  way  than  stocking  this  guar- 
anteed merchandise. 


6u[G[ieis[N  &  Jacobson 

5-7-9  Union  Square 
NEW  YORK 


BRUNO  HOLDERS  GREATLY  INTEREST 


Folding  Holders  Listed  for  Saxophone,  Cornet, 
Violin.  Clarinet  and  Various  Combinations 


The  "Perfection"  series  of  folding  sa,\ophone 
and  combination  musical  instrument  holders — 
seven  in  all — which  have  recently  been  intro- 
duced to  the  trade  by  C.  Bruno  &  Son,  Inc.,  of 
New  York  City,  have  made  a  strong  appeal  be- 
cause of  their  wide  utility.  These  holders  are 
available  for  window  display  purposes,  but  arc 
of  especial  value  to  the  player  in  the  orchestra, 
particularly  in  the  smaller  organizations  where 
several  instruments  are  used  during  the  program. 


February  15,  1923 


THE   TALKING   MACHINE  WORLD 


145 


IN  THE  MUSICAL  MERCHANDISE  FIELD— (Continued  f.om  page  144) 


FIVE  IMPORTANT  SELLING  LEADERS 

Talking  Machine  Dealers  Find  Musical  Mer- 
chandise a  Profitable  Venture,  Says  Phil  Nash 


Phil  Nash,  Eastern  representative  of  the  Fred. 
Gretsch  Mfg.  Co.,  Brooklyn,  N.  Y.,  manufac- 
turer and  importer  of  musical  merchandise,  who 
was  at  headquarters  during  the  last  week  of 
January,  reports  business  throughout  his  terri- 
tory as  very  good  and  states  that  the  five  leaders 
in  the  musical  merchandise  domain  at  the 
present  time  are  saxophones,  tenor  banjos,  uku- 
leles, banjo-mandolins  and  trap  drum  outfits. 

Mr.  Nash  has  been  in  this  field  for  many  years 
and  his  familiarity  with  the  remarkable  growth 
and  development  of  the  small  goods  trade 
enables  him  to  keenly  analyze  conditions.  In 
a  recent  conversation  with^The  World  Mr.  Nash 
called  attention  to  the  increasing  number  of 
talking  machine  dealers  who  have  elected  to 
add  musical  merchandise  to  their  line,  and  said, 
in  part:  "Talking  machine  dealers  who  also 
carry  musical  merchandise  are  'sitting  pretty.' 
Small  goods  are  so  correlated  with  talking  ma- 
chines as  to  enable  the  talking  machine  dealer 
to  add  this  department  with  practically  no  in- 
crease in  overhead,  which  also  results  in  making 
his  warerooms  the  headquarters  for  everything 
musical.  From  those  dealers  that  I  have  inter- 
viewed I  would  say  that  the  talking  machine 
dealer  is  planning  to  get  a  good  share  of  the 
profits  on  these  sales  during  1923.  During  the 
last  few  years  the  average  amount  of  sale  of 
musical  merchandise  has  reached  a  figure  well 
calculated  to  be  attractive  to  the  talking  ma- 
chine dealer.  This  class  of  retailer  is  also  par- 
ticularly well  equipped  to  handle  higher-priced 
articles,  such  as  saxophones  and  trap  drum  out- 
fits, on  a  down  payment  and  lease  plan.  I 
believe  that  as  the  year  progresses  an  increas- 
ing number  of  talking  machine  dealers  will  add 
musical  merchandise." 

The  Fred.  Gretsch  Mfg.  Co.  reports  generally 
good  business.  Fred.  Gretsch,  president  of  the 
company,  accompanied  by  Mrs.  Gretsch,  took 
a  brief  vacation  in  Florida  during  the  past 
month. 


RUNQ 


The  Oldest  and 
Largest  Musical 
Merchandise  House 
IN  America 

Exclusivelv  Wholesale 


ESTABLISHED  1834 


C.BRViNfOSrSoNjNc. 

351-53FourthAve.NewYorkCity 


DEALERS  APPEAR  INTERESTED 

Many  Talking  Machine  Dealers  Installed  Mu- 
sical Merchandise  Departments  in  1922 — 
Buegeleisen  &  Jacobson  Very  Active 


BUESCHER  SAXOPHONES  POPULAR 

Many    Prominent    Record-making  Orchestras 
Using  Buescher  Instruments  Exclusively 


Volkwein  Bros.,  musical  merchandise  dealers, 
Pittsburgh,  Pa.,  report  great  success  with  the 
Volkwein  Bros,  saxophone  and  the  Claraphone 
banjo  lines. 


Bob  White,  of  the  Robert  L.  White  Music 
Co.,  Cleveland,  O.,  an  enthusiastic  booster  for 
the  Couturier  line  of  band  instruments,  left  for 
a  two  months'  vacation  at  his  home  in  Florida. 


With  the  advent  of  the  new  year  Buegeleisen 
&  Jacobson,  New  York,  importers  and  whole- 
salers of  musical  merchandise,  are  planning  to 
devote  a  considerable  part  of  their  time  to  the 
development  of  business  in  the  talking  machine 
industry.  During  1922  this  house  closed  ac- 
counts with  many  prominent  dealers,  who  in- 
stalled musical  merchandise  departments. 

Samuel  Buegeleisen,  head  of  the  firm  of  Bue- 
geleisen &  Jacobson,  has  become  quite  inter- 
ested in  sales  possibilities  in  the  talking  ma- 
chine field,  and  his  sales  staff  will  be  furnished 
with  material  to  assist  dealers.  He  points  out 
that  the  live-wire  talking  machine  merchant  will 
find  musical  merchandise  a  help  in  attracting  a 
most  desirable  type  of  patrons. 


The  Buescher  Band  Instrument  Co.,  of  Elk- 
hart, Ind.,  is  achieving  signal  success  in  the  in- 
troduction of  its  band  instruments  among  well- 
known  orchestras  making  talking  machine  rec- 
ords. Buescher  saxophones  in  particular  have 
been  adopted  exclusively  by  many  of  the  lead- 
ing saxophonists  in  these  dance  orchestras. 

Among  the  prominent  recording  organizations 
using  Buescher  instruments  exclusively  are  the 
following:  Paul  Whiteman's  Orchestra,  Six 
Brown  Brothers,  Paul  Spechl's  Orchestra,  Carl 
Fenton's  Orchestra,  Selvin's  Orchestra,  Vincent 
Lopez  and  His  Orchestra,  Clyde  Doerr's  Or- 
chestra, Oriole  Terrace  Orchestra,  Columbia 
Saxophone  Sextet,  Biltmore  Society  Orchestra, 
Lanin's  Orchestra,  and  many  other  organiza- 
tions equally  as  prominent. 


PAUL  WHITEMAN 

100  Per  Cent  Equipped 


and  HIS  ORCHESTRA  ^5% 

with  Buescher  Instruments 


of  all  the  popular  records  of 
1^  today  are  played  with  the 
^     internationally  celebrated 


THE  RECORD 
DEALER 


Band  Instruments  and  Saxoptiones 

Five  famous  Victor  orchestras,  5  great 
Columbia  orchestras,  6  celebrated  Bruns- 
wick orchestras,  5  O-Keh  record  orchestras 
and  5  popular  independent  recording  orches- 
tras use  Buescher  instruments  exclusively. 

has  all  these  orchestras  as 
sales  aids.  Colored  coun- 
ter and  window  displays, 
mailing  pieces,  newspaper  electros — all  de- 
voted to  the  Nation's  Record  Makers — 
make  it  easy  to  sell  Buescher  Band  and 
Orchestra  instruments,  the  instruments  all 
professionals  use  and  all  good  players  de- 
mand, and  the  most  widely  advertised, 
nationally  and  locally. 

Write  for  profitable  dealer  proposition  and 
open  territory. 


Buescher  Band  Instrument  Company 


G  93  Buescher  Block 


Elkhart,  Indiana 
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Trade  Participates  in  Retail  Merchants'  Week— All  Lines  in  Brisk 
Demand — George  F.  Ruez  Honored — Badger  Shop  Changes  Name 


Milwaukee,  Wis.,  February  10. — The  progress 
of  talking  machine  and  record  trade  at  retail 
in  this  city  and  vicinity  in  the  first  five  to  six 
weeks  of  the  new  year  is  substantiating  the 
predictions  which  have  been  made  that  1923 
doubtless  will  enter  history  as  the  best  ever. 
True,  a  great  many  things  are  liable  to  happen 
before  the  3'ear  is  over,  to  act  as  deterrents, 
but  dealers  have  come  to  the  conclusion  that 
after  the  wonderful  year  experienced  in  1922 
it  would  take  a  "national  calamity"  to  over- 
throw hopes,  and  no  one  is  even  hinting  that 
a  "national  calamity"  is  likely. 

The  distributing  and  jobbing  trade  has  passed 
through  January  in  a  wa\-  that  has  set  them 
to  thinking  that  there  is  no  such  thing  as  an 
ofT-month.  Past  experience  led  most  jobbers 
to  expect  that  January  would  be  a  good  month 
in  which  to  take  vacations  without  losing  sleep 
over  business,  but  the  Wisconsin  and  Upper 
Michigan  retail  trade  evidently  entered  the  new 
year  with  stocks  so  depleted  that  a  relatively 
large  volume  was  placed  on  jobbers'  books  in 
the  past  month.  February  started  out  even 
more  briskly,  and  at  this  time  the  jobbing  trade 
is  unusually  active. 

The  fact  that  Easter  comes  quite  early  this 
year,  being  on  April  1,  has  advanced  the  Spring 
selling  season  from  ten  days  to  two  weeks 
from  normal,  with  the  result  that  retailers  in 
all  lines  of  trade  are  more  concerned  about 
their  stocks  of  merchandise  at  the  middle  of 
February  than  customarily.  Considerable  of 
the  activity  of  demand  for  merchandise  up  to 
this  time  has  been  due  to  the  need  of  replen- 
ishment from  holiday  selling,  which  was  hardly 
the  case  a  year  ago  and  two  years  ago.  But 
in  the  main,  good  current  demand,  supplement- 


ing the  previous  depletion  of  stocks  and  the 
good  outlook,  have  swelled  buying  into  an  ex- 
cellent volume  for  so  early  in  the  year. 
Participate  in  Retail  Merchants'  Week 
The  talking  machine  distributing  trade  in 
Milwaukee  took  an  active  part  in  the  "Retail 
Merchants'  Week,"  conducted  February  5  to  9 
by  the  manufacturers'  and  jobbers'  division  of 
the  Milwaukee  Association  of  Commerce,  This 
brought  several  thousand  retail  merchants' from 
all  parts  of  Wisconsin,  northern  Michigan, 
southeastern  Minnesota,  northeastern  Iowa  and 
northern  Illinois  to  Milwaukee.  These  dis- 
tricts comprise  the  Milwaukee  jobbing  trade 
territory. 

The  Badger  Talking  Machine  Co.,  Victor  job- 
ber, stood  out  prominently  as  being  perhaps  the 
most  active  participant  in  the  Merchants'  Week 
observance  among  talking  machine  interests. 
The  Badger  Co.  joined  with  other  representa- 
tive manufacturers  and  jobbers  of  Milwaukee 
in  financing  the  event  and  its  officers  served 
on  various  committees  which  were  responsible 
for  the  unqualified  success  which  was  achieved. 

All  visiting  retailers  were  given  wide  latitude. 
Jobbers  and  manufacturers  opened  their  ware- 
houses, factories  and  offices  to  them.  Special 
showings  of  stocks  were  made  for  their  benefit. 
Outside  of  the  private  entertainment  by  the 
individual  hosts,  there  was  a  set  program  and 
a  series  of  banquets  with  special  entertain- 
ments each  day  under  joint  auspices.  Experts 
on  various  phases  of  successful  retailing  and 
general  merchandising  were  brought  to  Mil- 
waukee and  addressed  the  merchants. 

The  Merchants'  Week  was  a  new  idea.  It 
brought  patrons  and  potential  customers  di- 
rectly to  the  great  Northwestern  jobbing  rnar- 


ket.  The  Milwaukee  jobbers  for  nearly  twenty 
years  have  gone  out  to  visit  their  friends,  and 
now  their  friends  repaid  the  call. 

Brunswick  Sales  on  Higher  Level 
Brunswick  instrument  and  record  business  as 
well  is  maintaining  a  level  much  higher  than 
usual  at  this  early  season,  according  to  reports 
from  the  offices  of  Thomas  I.  Kidd,  manager 
of  the  local  Brunswick  Co,  branch.  The  sales 
of  records  -in  January  were  far  above  the  same 
month  in  1922  and  established  a  new  high-water 
mark  for  that  month.  In  some  of  the  more 
popular-priced  styles  there  is  now  an  actual 
shortage  of  goods,  due  to  the  calls  for  stock 
from  retailers  in  Milwaukee  and  throughout  the 
State  and  Upper  Peninsula. 

Fred  E.  Yahr  Tells  of  Sonora  Progress 
The  deep  impression  made  by  the  Sonora 
in  the  past  three  years  under  the  vigorous  pro- 
motion given  this  line  by  the  Yahr  &  Lange 
Drug  Co.  continues  to  make  itself  manifest.  Pres- 
ident Fred  E.  Yahr  is  one  of  the  most  enthu- 
siastic men  in  the  talking  machine  jobbing 
trade,  for  after  closing  "the  best  year,"  business 
kept  right  on  going  and  the  splendid  volume 
recorded  in  January  is  being  exceeded  so  far 
in  February. 

Columbia  New  Process  Records  Liked 

The  Columbia  New  Process  record,  so  far 
as  Milwaukee  and  Wisconsin  are  concerned,  is 
more  than  doing  everything  expected  of  it  in 
the  way  of  building  up  a  still  greater  demand 
for  this  popular  line.  Dealers  for  the  most 
part  have  accomplished  the  task  of  making  dis- 
position of  the  stocks  of  the  former  type  of 
discs  to  make  room  for  the  new  style,  and 
orders  to  jobbers  in  the  past  four  to  six  weeks 
have  been  exceptionally  heavy.  Grafonolas, 
likewise,  are  in  good  demand  and  a  healthy 
volume  of  sales  is  being  made  through  retail 
as  well  as  jobbing  channels. 

Flanner-Hafsoos  House  Doubles  Trade 

Edison  trade  is  of  excellent  proportions  and 
reports  as  to  the  demand  for  instruments  as 
well  as  records  are  highly  encouraging.  Mil- 


Columbia  A-2  Grafonola  and  The  Long  Console 

Here  is  your  chance,  Mr.  Dealer,  to  cash  in  again  on  all  the  Columbia  A-2  Model 
Grafonolas  that  you  have  sold.  Every  owner  can  make  a  handsome  console  out  of 
his  A-2  Grafonola  in  a  jifify  vi^ith  one  of  these  Long  Console  cabinets. 

The  A-2  Grafonola  slips  easily  into  one  compartment  of  the  Long  Console,  through 
the  back,  no  bother,  no  trouble.    Cash  in  on  this  easy  v^^ay  to  make  another  sale. 


Specifications 

Made  in  dark  red  Mahog- 
any only.  Two-piece  top. 
36  inches  long,  34  inches 
high,  22  inches  deep. 


Columbia  A-2 
Grafonola 


The  Geo.  A.  Long  Cabinet  Co. 

HANOVER,  PA. 
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Five  sales  messages,  illustrated  in  color,  sent  direct  to  your 
prospects'  homes,  one  following  the  other,  will  pleasantly  create 
the  desire  to  own  a  Columbia  Grafonola. 

Columbia  furnishes  these  folders  free.  You  pay  only  for  your 
imprint.  1  c  covers  the  postage  on  each.  Order  from  your 
Columbia  Branch. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


waukee  Edison  retailers  enjoyed  a  better  Janu- 
ary business,  than  ever  before  and  in  the  case 
of  the  Flanner-Hafsoos  Music  House  was 
nearly  double  that  in  the  same  month  a  year 
ago.  Other  dealers  also  have  enthusiastic  re- 
ports to  make. 

Victor  Dealers  Report  Splendid  Progress 

The  fifteen  Victor  dealers  in  the  cit}-  of  Mil- 
waukee have  been  reaping  a  veritable  harvest 
in  record  sales  through  the  good  influence  ex- 
erted by  the  appearance  of  celebrated  artists. 
Since  January  1  more  world-known  musicians 
and  musical  organizations  have  appeared  on 
the  Milwaukee  concert  stage  than  in  any  past 
j'ear,  and  Victor  record  sales  have  profited 
correspondingly.  The  local  dealers  keep  in 
close  contact  and  have  a  very  active  social  or- 
ganization. Membership  includes  the  Kessel- 
man-O'Driscoll  Co.,  Gimbel  Bros.,  the  three 
Schuster  department  stores,  the  Badger  Music 
Shop,  Geo.  H.  Eichholz  Co.,  Vollmar's,  J.  B. 
Bradford  Piano  Co.,  Peter  F.  Piasecki,  C.  C. 
Warner,  C.  H.  Schefft  &  Sons,  Boston  Store, 
H.  W.  Krienitz,  Inc.,  American  Household  Fur- 
niture Co.,  and  the  suburban  firms  of  Dalin  at 
West  Allis  and  Dretzka  &  Sons  at  Cudahy. 
Geo.  F.  Ruez  Honored 

George  F.  Ruez,  president  of  the  Badger 
Talking  Machine  Co.,  Victor  jobber,  has  been 
elected  vice-president  of  the  Merchants  & 
Manufacturers  Bank  of  Milwaukee,  in  which  he 
has  been  a  director  since  its  establishment 
about  ten  years  ago.  Harry  A.  Goldsmith, 
secretary  of  the  Badger  Co.,  has  been  elected 
a  director  with  the  elevation  of  Mr.  Ruez  to 
the  vice-presidency  of  the  bank. 

Drug  Co.  to  Handle  Musical  Instruments 

The  Plymouth  Wholesale  Drug  Co.,  at  Plym- 
outh, Wis.,  is  establishing  a  new  department 
which  will  handle  musical  instruments  of  all 
kinds  and  specialize  in  the  talking  machine  and 
record  trade.  The  capital  stock  has  been  in- 
creased to  $50,000  for  this  purpose.  R.  L. 
Fischer  is  president,  and  John  P.  Anton,  secre- 
tary. 

J.  L.  Ogle,  a  veteran  salesman,  has  become 
associated  with  the  C.  C.  Warner  Victor  store 
at  428  Eleventh  avenue,  and  will  assist  Clarence 
Warner  in  the  active  management. 

Big  Call  for  Kimball  Phonographs 

The  Eyrie  Music  Co.  not  only  broke  all  past 
records  for  Kimball  phonograph  business  in 
1922,  but  reports  a  January  trade  at  a  rate 
which,  if  sustained  all  the  year,  will  excel  even 
that  achievement. 

Increase  Business  Fifty  Per  Cent 

Hugh  W.  Randall,  proprietor  of  the  J.  B. 
Bradford  Piano  Co.,  departed  February  1  with 
Mrs.  Randall  for  a  two  months'  recreation  tour 
which  will  take  them  to  Cuba,  the  Bermudas 


EXPERT  REPAIRING 

of  all  parts  and  makes  of  phonographs 

LOWEST  PRICES  -  24  HOUR  SERVICE 

Send  us  the  article  to  be  replaced  or 
repaired  by  Parcel  Post  or  Express 

PENN  PHONOGRAPH  CO.  of  N.  Y. 


513  8th  Avenue 


New  York 


and  I'lorida.  The  Bradford  store,  which  fea- 
tures the  Victor,  Vocation  and  Brunswick,  in- 
creased 1921  business  over  50  per  cent  in  1922, 
and  January  business  this  year  was  60  per  cent 
over  January,  1922,  at  the  same  time  forming 
the  largest  January  volume  since  the  business 
was  established  fifty-two  years  ago. 

Some  High-priced  Purchases 

While  a  great  many  talking  machine  dealers 
necessarily  think  in  terms  of  instruments  sell- 
ing at  $100  to  $250,  there  is  one  dealer  in  Mil- 
waukee who  can  boast  of  enough  sales  each 
representing  over  $1,000  to  make  it  a  factor. 
Edmund  Gram,  Inc.,  representing  the  Cheney 
and  the  Brunswick,  had  more  than  a  sprinkling 
of  such  sales  in  November  and  December,  but 
the  remarkable  part  of  it  all  is  that  in  January 
a  Cheney  costing  $1,175  was  sold,  furnishing  a 
new  mark  for  Gram  salesmen  to  shoot  at. 
Change  of  Corporate  Name 

The  Badger  Talking  Machine  Shop  is  now 
officially  known  as  the  Badger  Music  Shop, 
by  a  change  in  the  corporate  style.  It  has 
been  the  custom  to  use  Badger  Music  Shop 
for  a  year  or  more,  due  to  the  gradual  con- 
version of  the  business  from  an  exclusively 
Victor  retail  shop  to  one  embracing  pianos  and 
other  musical  merchandise.  Leslie  C.  Parker, 
president  and  general  manager  of  the  company, 
also  occupies  the  same  positions  in  the  Badger 
Music  Shop  of  Fond  du  Lac,  Wis.,  handling 
the  Victor  and  the  same  lines  of  pianos  and 
instruments  as  the  Milwaukee  store.  The  talk- 
ing machine  departments  of  both  stores  handle 
only  the  Victor  line. 


START  NATIONAL  SALES  CAMPAIGN 


After  six  years  of  successful  local  merchan- 
dising the  Columbia  Mantel  Co.,  Brooklyn, 
N.  Y.,  has  entered  a  sales  campaign  that  will 
embrace  the  entire  country.  The  Columbia 
Mantel  Co.  is  an  old-established  house,  having 
entered  the  woodworking  business  some  twenty 
years  ago.  About  a  decade  ago  this  company 
turned  its  attention  to  the  producing  of  unfitted 
talking  machine  cabinets.  These  models  were 
attended  with  such  success  that  in  a  fey/  years 
the  company  began  making  completely  fitted 
machines  of  its  own  under  the  name  of  the 
Recordion.  The  Recordion  talking  machine 
proved  very  popular  in  local  circles,  to  which 
the  company  for  the  past  si.x  years  has  devoted 
most  of  its  energies.  It  is  now  planned  to 
expand  the  market  to  include  the  entire  coun- 
try and  sales  promotion  plans  are  under  way. 


Claire  Dux,  famous  operatic  star  and  exclu- 
sive Brunswick  artist,  who  is  now  touring  the 
United  States,  has  won  enthusiastic  approval 
and  praise  at  the  recitals  that  she  has  given  in 
Philadelphia,  Albuciuerque,  Montgomery,  Port- 
land, Jacksonville  and  other  important  cities. 
Brunswick  dealers  in  the  localities  where  Miss 
Dux  has  given  recitals  have  found  that  her  con- 
certs have  stimulated  materially  the  demand 
for  Brunswick  records. 


EFFECTIVE  WINDOW  IN  PROVIDENCE 

Strand   Machines  and   Vocalion   Records  Dis- 
played to  Unusual  Advantage 

Providence,  R.  I.,  February  5. — The  show  win- 
dows of  the  Boston  store  here  operated  by 
Widener  have  long  been  noteworthy  for  their 
attractive  arrangement,  and  the  effect  of  the 
displays    on    the    passers-by    has    made  itself 


Display  Strand  Phonographs,  Vocalion  Records 

evident  in  the  increased  business  realized  in 
the  talking  machine  department. 

The  window  shown  herewith,  representing 
one  of  the  most  recent  displays,  was  particu- 
larly successful  as  a  business  builder  and  was 
devoted  exclusively  to  the  Strand  talking  ma- 
chine and  to  Vocalion  records,  which  are  han- 
dled in  very  substantial  quantities  by  the  Bos- 
ton store. 


A  window  display  recently  staged  by  the 
Sprinkle  Piano  Co.,  Greensboro,  N.  C,  attracted 
a  great  deal  of  attention.  It  consisted  of  the 
complete  mechanical  parts  of  the  Brunswick 
phonograph,  arranged  so  that  the  public  gained 
an  idea  of  "what  makes  the  wheels  go  round." 


lEGO  BRysH 

made  to  fit  all  makes 
machines 

THERE  MUST  BE  A  REASON 


"OVER  10,000  BRUSHES 
SOLD  IN  ROCHESTER. N.Y. 
IN  LESS  THAN  6  MONTHS" 

25c.  brings  a  sample 


List  Price 
25c. 

Dealers 
$1.80perdz. 

Jobbers 
$15.00 
per  gross 


CLEANS 
RECORDS 

WHILE 

PLAYING 
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No.  15— Standard  ORO-TONE  Concert  Arm 

and  0-1  Concert  Reproducer 


Hear  the  rich  glowing  tone  quality  and  you  will  under- 
stand why  Oro-Tone  Equipment  pleases  the  music  critic 

Reproducers  fitted  with  our  special,  clear  mica  Oro-Tone  indestructible  diaphragms 


This  Arm  and  Re- 
producer on  your 
phonosravili  will  in- 
s  u  r  e  continuous 
bervice  free  from 
complaints. 


The  improved 
Angle  Throw  liack 
permits  Reproducer 
to  clear  the  Tone 
Arm  when  thrown 
back  in  the  Edison 
position.  ,No 
broken  Repro- 
ducers, marred  cov- 
ers or  lids  with  the 
ORO-TONE  Angle 
Tlirow  Back. 


PAT.  PENDING 


Explanation  No  16— Base.  No.  15— Large  Elbow.  No.  5— Adjustable  Extension.  No.  6-9— Floating  Elbow.  M.— Screw 
for  adiustino-  'hei<^ht  of  Tone  Arm.  L.— Ball-bearing  insuring  extremely  .sensitive  swing  to  Tone  Arm.  S.— Fixed  stud  m 
Laree  Elbovv  E.-^Stop  Screw  for  swing  or  arc  of  Arm.  This  Screw  also  holds  Base  to  Large  Elbow.  C— Assembly  Screw  for 
6-9TElbow.  I.— Hard  Fibre  Washer  to  insure  perfect  joint  and  alignment,  also  prevents  shake  or  rattle.  G.— Lock  Screw  to 
prevent  Assembly  Screw  H  from  working  loose.    Not  a  single  weak  point  in  the  entire  construction. 

Built  like  a  watch  with  the  strength  of  a  Hercules.    Samples  on  approval  for  the  asking. 

Manufactured  in  Canada  under  trade  name  ORO-TONE  BANFIELD 
by  W.  H.  Banfield  &  Sons,  Ltd.,  Toronto,  Canada 


Ask  for  Catalog  of  ORO-TONE  Radio  Specialties. 


Manufactured  by  the  Oro-Tone  Company. 


1000-1010  George  St. 


Chicago,  Illinois 
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No.  16 


New  ORO-TONE  Concert  Arm 

and  0-1  Concert  Reproducer 


Advantages  of 
this  remarkable 
new  Concert 
Arm 

By  simph-  turning  the  Reproducer 
to  play  the  various  records  we 
automatically  secure  the  correct 
needle  center,  the  correct  weight 
and  the  correct  angle  on  the 
record. 

No  adjustment 
to  make. 

Nothing  to  get  out 
of  order. 

Simplicity  itself. 

Turn  Reproducer  to  play  Victor, 
Columbia,  Brunswick  or  other 
lateral  cut  records  and  it  auto- 
matically adjusts  itself  to  the  cor- 
rect needle  center,  the  correct 
weight  and  the  correct  angle  for 
these  records. 

Turn  the  Reproducer  to  play  Edi- 
son records  and  the  weight  is 
automatically  decreased  to  .the 
correct  Edison  weight.  The  needle 
retains  perfect  center  and  the  Re- 
producer is  adjusted  to  the  flat  or 
horizontal  position. 


Reproducer  will  not  coast  to  cen- 
ter of  record  when  the  same  is 
played  through  due  to  the  perfect 
centering  condition. 

The  correct  Edison  weight  and 
perfect  centering  feature  permits 
Edison  records  to  be  played  suc- 
cessfully with  the  ordinary  fibre 
needle  with  results  that  are  sur- 
prising. You  secure  the  rich  Edi- 
son tone  quality  with  splendid 
volume  and  no  surface  noises. 


Illustrating  Reproducer  at  rest 
when  thrown  back  in  the  Edison 
position. 

Reproducers  fitted  with  our  spe- 
cial, clear  mica  ORO-TONE  in- 
destructible diaphragms. 


Note  the  perfect  needle  center  in  playing 
either  lateral  or  vertical  cut  records 


There  are  positively  no  ad- 
justments to  make  in  securing 
the  scientific  results  we  have 
obtained  in  the  perfect  center- 
ing, correct  weight  and  angle 
of  Reproducer  on  the  record. 

Tone  Arm  is  adjustable  in 
length  from  7-3/4  in. 
to  9-1/2  in. 

Tone  Arm  is  adjustable  in 
height  from  3-9/16  in. 
to  4-1/8  in. 


1000-1010 
GEORGE  ST. 


You  owe  it  to  yourself  and 
your  business  to  hear  the  deep, 
rich,  mellow  yet  powerful  tone 
of  this  equipment  and  to  note 
the  scientific  construction  and 
perfect  operation. 

Shall  we  send  sample  on 
approval  ? 


Manufactured  in  Canada 

under  trade  name 
ORO-TONE  BANFIELD 
by  W.  H.  Banf  ield  &  Sons,  Ltd. 
Toronto,  Canada. 


CHICAGO, 
ILLINOIS 
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C  I  N  C  I  N  N  A  T  I 

Good  Business  Continues  and  Optimism  Prevails — Interesting  Colum- 
bia  Sales   Contest — /.   B.   Bright   and   Charles   Ilannn  Promoted 


CixcixxATi.  O.,  February  7— The  demand  for 
lalkins  machines  and  records  continues  un- 
abated in  this  territory  and  the  only  fly  in  the 
ointment  is  the  inability  of  dealers  to  get  suf- 
iicient  instruments  and  records  to  meet  an  un- 
precedented demand.  Dealers  are  unanimous 
ir.  their  expressions  of  optimism  for  the  future. 
An  indication  of  the  volume  of  business  being 
done  may  be  gleaned  from  the  fact  that  the 
local  Columbia  branch  received  a  delivery  of 
100  new  console  models  and  in  a  few  days 
these  were  all  disposed  of.  The  local  Edison 
headquarters  was  in  receipt  of  two  carloads  of 
instruments  several  weeks  ago  and  these  were 
disposed  of  in  a  day.  Record  stocks  generally 
are  also  low  and  dealers  are  clamoring  for 
supplies. 

An  interesting  demonstration  of  the  sim- 
plicity and  power  of  the  Victor  electric  motor 
was  recently  staged  at  the  headquarters  of 
the  Ohio  Talking  Machine  Co.,  this  city.  F. 
C.  Jones,  superintendent  of  the  motor  depart- 
ment of  the  Victor  Talking  Machine  Co.,  was 
in  charge  of  the  demonstration. 

The  energy  and  aggressiveness  of  the  mem- 
bers of  the  sales  force  of  the  local  Columbia 
branch  has  placed  five  of  them  in  the  foremost 
rank  in  the  record  sales  contest.  Competition  is 
keen  for  the  prizes  of  handsome  traveling  bags 
designed  especially  for  lady  friends  of  the  win- 
ners. U.  V.  O.  Banyon,  w^ho  covers  the  central 
Indiana  territory  for  the  local  company,  is  well 
in  the  lead,  and  at  the  present  time  C.  E.  Hall, 
of  Kentucky;  Ross  Wilson,  of  southern  Indi- 
ana; Carl  Krauer,  of  West  Virginia,  and  G.  E. 
Kleeman,  of  southern  Ohio,  are  each  second 
in  their  own  groups,  and  are  all  in  the  running 
for  first  prize.  The  contest,  which  ends  Feb- 
iuary  15,  has  resulted  in  such  a  decided  stim- 
ulation of  sales  that  the  local  branch  has  great 
difficulty  in  meeting  the  demand. 

J.  B.  Bright  and  Charles  Hamm,  two  members 
of  the  local  Brunswick  sales  staff,  have  been 
transferred  to  the  Cleveland  branch,  both  being 
placed  in  positions  of  greater  opportunity.  Mr. 
J^right  is  now  connected  with  the  sales  staff  of 
the  Cleveland  headquarters  and  Mr.  Hamm  has 
been  made  assistant  to  the  sales  manager. 
Ralph  Hook  and  C.  T.  McKelvy  succeed  to 
the  positions  left  vacant.  ^Ir.  McKelvy  has 
been  placed  in  charge  of  the  Kentucky  territory. 

The  local  branch  of  the  Brunswick  Co.  re- 
cently announced  the  addition  of  several  new 
accounts,  including  the  Stonaker  Music  Co., 
Bedford,  Ind.;  Isaac's  Department  Store,  Poor 
Folk,  Ind.;  Cumberland  Valley  Music  Co.,  Har- 
lan, Ky.,  and  the  Chase  Furniture  Co.,  Cleve- 
land, Tenn. 

The  Imfeld  Music  Co.,  of  Hamilton,  O..  re- 


cently purchased  the  Victor  stock  of  the  Gul- 
bransen  Piano  Co.,  of  that  city,  along  with  the 
slock  of  Gulbransen  pianos. 

Aliss  Lillian  Stevens,  formerly  in  charge  of 
the  music  roll  department  at  the  Baldwin  Piano 
Co.  store  here,  has  been  made  manager  of  the 
Victrola  and  music  roll  departments,  succeeding 
to  the  position  left  vacant  by  the  resignation 
of  Airs.  Ida  McCue. 

The  talking  machine  stock  in  the  Shillito  de- 
partment was  recently  disposed  of  at  a  sale, 
and  Frank  Donavan,  retiring  manager  of  Shil- 
lilo's,  has  moved  to  Indianapolis  to  take  over 
the  management  of  the  Pearson  Music  Co. 

The  John  Church  Co.  has  taken  on  the  Sonora 
line  of  phonographs.  The  progressive  policies 
of  this  concern  have  already  resulte'd  in  making 
lliis  new  addition  an  important  element  in  the 
business. 

.\mong  the  recent  visitors  to  the  local  head- 
(iUarters  of  the  Brunswick  Co.  were:  R.  M. 
.\nderson  and  E.  S.  Bucher,  of  the  Anderson 
Piano  Co.,  Dayton,  O.;  H.  E.  Wertheimer,  man- 
ager of  Gottschalk  &  Co.,  Chattanooga,  Tenn.; 
J.  E.  Henderson,  sales  manager  of  the  Bruns- 
wick Co.;  S.  Reis,  general  manager,  and  C.  S. 
Browning,  of  Steinway  &  Sons,  were  recent 
visitors  to  the  company's  offices  in  Chicago. 

CLEVELAND  JOINS  STRAND  STAFF 

Prominent  Veteran  of  Industry  Joins  New 
York  Strand  Representative's  Force — Identi- 
fied With  Trade  More  Than  Twenty  Years 


Hayward  Cleveland,  one  of  the  best-known 
members  of  the  auditing  division  of  the  talkmg 
machine  industry,  has  joined  the  force  of  the 
Manufacturers'  .Phonograph  Co.,  New  York, 
and  has  been  appointed  auditor  for  the  New 
^'ork  representative,  R.  H.  Arnault.  Mr.  Cleve- 
land has  been  identified  with  the  talking  ma- 
chine field  for  more  than  a  score  of  years, 
having  been  associated  with  the  Columbia 
Graphophone  Co.  for  the  greater  portion  of 
this  period.  He  occupied  important  posts  with 
this  company,  concentrating  his  activities  in  the 
auditing  division.  For  several  years  he  was  a 
manager  of  one  of  the  Columbia  Co.'s  retail 
branches,  and  he  is  generally  recognized  as  one 
of  the  best-posted  men  in  the  industry.  Mr. 
Cleveland  brings  to  his  new  position  a  wealth 
of  invaluable  experience  and  training  which  will 
undoubtedly  benefit  the  Strand  organization. 


Congratulations  and  best  wishes  were  re- 
ceived by  Mr.  and  Mrs.  M.  Rappaport,  of  New- 
York,  on  the  occasion  of  their  ninth  wedding 
anniversary  this  month. 


MICA 
DIAPHRAGMS 

Absolutely  Guaranteed  Perfect 
We  get  the  best  India  Mica  directly. 
We  supply  the  largest  Phonograph  Manu- 
facturers. 

Ask  (or  our  quotations  and  samples  before 
placing  your  order. 

American  Mica  Works 


47  West  St. 


New  York 


EDISON  SALES  RECORD  IN  JANUARY 

A.  H.  Curry,  Vice-president  of  Thomas  A.  Edi- 
son, Inc..  Reports  Best  January  in  History 


In  an  interview  with  The  World  A.  H.  Curry, 
vice-president  of  Thomas  A.  Edison,  Inc.,  in 
charge  of  the  phonograph  division,  reported 
that  the  Edison  record  sales  for  January  were 
the  largest  for  any  month  in  the  history  of  the 
companj'.  Considerable  significance  is  attached 
by  the  trade  to  this  report  because  it  repre- 
sents the  result  of  the  first  month  during  which 
the  new  plan  of  releasing  Edison  records  has 
been  in  effect.  Needless  to  say,  the  Edison  of- 
ficials are  highly  pleased  with  the  auspicious 
beginning  of  the  new  plan  and  feel  thoroughly 
optimistic  regarding  its  further  success. 


NEW  WALBERT  REPRESENTATIVE 


H.  G.  Larson  Will  Represent  Geer  Repeater  in. 
East — Company  Has  Exhibit  at  Toy  Show 


W.  H.  Huth.  head  of  the  Walbert  Mfg.  Co., 
Chicago,  manufacturer  of  the  Geer  repeater, 
announced  this  week  the  appointment  of  H.  G. 
Parson  as  Eastern  representative  of  the  com- 
pany W'ith  headquarters  at  200  Fifth  avenue. 
New  York.  Mr.  Larson  will  represent  the  com- 
pany in  behalf  of  all  its  products,  which  in- 
clude, in  addition  to  the  Geer  repeater,  mechan- 
ical toys,  a  general  line  of  toys  and  the  Uni- 
vernier,  a  radio  accessory. 

The  Walbert  Mfg.  Co.  is  represented  at  the 
New  York  toy  show,  which  opened  February 
5  at  the  Hotel  Breslin,  and  Mr.  Huth  attended 
the  show  for  about  ten  days.  Mr.  Larson  will 
be  in  charge  of  the  exhibit,  and,  judging  from 
the  orders  already  booked,  the  show  will  be  a 
signal  success. 


H.  RUSHIN  SLOWLY  RECOVERING 


Herman  Rushin,  manager  of  the  record  order 
department  of  the  American  Talking  Machine 
Co.,  Brooklyn,  N.  Y.,  Victor  w'holesaler,  who 
has  been  confined  to  his  home  for  several 
months  as  the  result  of  an  operation,  is  re- 
covering slowly,  and  his  friends  in  the  trade  are 
looking  forward  to  the  time  when  he  will  again 
be  active. 


t5 


Announcing 

Prest-Wood  Amplifying  Horns ^ 


The  Violin  Makers'  Art — Injected  Into  the 
Manufacture  of  Phonograph  Sound  Boxes 

Let  our  expert  staff  of  acoustic  engineers  and  craftsmen  improve  your  product 
At  the  same  time — Reduce  Your  Factory  Costs 

Made  round  or  in  any  shape  at  same  cost.  Horn  made  to  extend  from  grill  to  tone  arm. 

No  castings  required.  Easy  to  assemble. 

Can  be  designed  to  fit  entire  space  without  additional  extensions  from  the  bell. 

Actual  tests  have  proven  its  superiority  Send  us  your  specifications 


PREST-WOOD  PRODUCTS  CO. 


1140  Broadway 


New  York  City 
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NATIONAL  EDISON  DISC  JOBBERS  CONVENE  IN  NEW  YORK 


Edison  Jobbers  From  All  Over  Country  Gather  in  Hotel  Waldorf  in  Annual  Convention — Honor 
Thos.  A.  Edison's  76th  Birthday — Entertainment  and  Inspiring  Addresses  Feature  Event 


JANUARY  SHOWED  300%  INCREASE 

Remarkable  Showing  Made  by  Strand  Repre- 
sentatives in  January — Chicago  Sales  Nine 
Times  Greater  Than  Same  Month  in  1922 


In  his  February  bulletin  to  the  members  of 
his  organization  Geo.  W.  Lyle,  president  of  the 
Manufacturers'  Phonograph  Co.,  New  York, 
maker  of  the  Strand  phonograph,  called  atten- 
tion to  the  fact  that  the  factory  shipments  for 
January,  1923,  had  shown  an  increase  of  more 
than  300  per  cent  over  January,  1922.  Mr. 
Lyle  congratulated  his  representatives  upon  this 
wonderful  showing  and  suggested  that  February 
should  prove  equally  as  satisfactory. 

In  quoting  details  as  to  this  splendid  business 
Mr.  Lyle  advised  his  representatives  that  sales 
in  Chicago  territory  were  nine  times  greater 
than  January,  1922;  Philadelphia  sales  were 
eight  times  larger,  Detroit  sales  five  times 
greater,  Cincinnati  three  and  one-half  times 
larger  and  Kansas  City  sales  two  and  one-half 
times  larger.  This  is  a  remarkable  tribute  to 
the  efforts  of  the  Strand  representatives  in  these 
territories  and  emphasizes  the  popular  recep- 
tion that  has  been  accorded  the  Strand  instru- 
ments everywhere. 


PLANS  DRIVE  ON  TRUMPETONE 

The  Trumpetone  Co.  Announces  Small  Portable 
Ready  for  Distribution  to  Wholesalers  and 
Dealers — Advertising  Campaign  Scheduled 

The  Trumpetone  Co.,  New  York  City,  manu- 
facturer of  a  portable  talking  machine  by  that 
name,  is  announcing  to  the  trade  this  month 
that  it  is  now  ready  to  distribute  this  little  ma- 
chine to  dealers  and  jobbers  throughout  the 
country.  T.  F.  DeLaney,  Jr.,  who  is  well  known 
in  talking  machine  circles  and  who  was  until 
recently  connected  with  the  Aeolian  Co.  as 
manager  of  the  metropolitan  dealer  department, 
is  vice-president  and  general  manager  of  the 


Just  as  this  issue  of  The  World  is  going  to 
press  the  members  of  the  National  Edison  Disc 
Jobbers'  Association  are  convening  for  and 
concluding  the  celebration  of  Thomas  A.  Edi- 
son's seventy-sixth  birthday  and  their  own  an- 
nual convention,  which  took  place  the  12th,  13th 
and  14th  of  this  month  at  th^  Hotel  Waldorf  in 
New  York  City. 

Monday,  the  opening  day,  was  devoted  to 
the  private  sessions  of  the  Jobbers'  Associa- 
tion. Tuesday  was  devoted  to  conferences  with 
officials  of  Thomas  A.  Edison,  Inc.,  and  to  ad- 
dresses by  members  of  the  Edison  staff.  These 
latter  included  greetings  and  an  inspirational 
message  from  Thomas  A.  Edison,  president; 
Charles  Edison,  chairman  of  the  board;  A.  H. 
Curry,  vice-president,  in  charge  of  the  phono- 
graph division;  F.  C.  Beatty,  assistant  to  Mr. 


company  and  will  be  directly  responsible  for 
the  affairs  of  the  company  in  general.  Mr. 
DeLaney  has  had  a  wide  experience  in  talking 
machine  merchandising  extending  from  coast  to 
coast,  as  he  was  formerly  connected  with  the 
Columbia  Graphophone  Co.  as  sales  representa- 
tive and  later  with  the  Sonora  Co.  On  leaving 
the  Sonora  Co.  he  was  placed  in  charge  of  the 
metropolitan  dealer  department  of  the  Aeolian 
Co.,  where  he  was  successful  in  developing  a 
very  fine  trade. 

Mr.  DeLaney  is  very  enthusiastic  over  the 
possibilities  of  this  instrument  and  predicts  for 
it  a  wide  distribution  within  a  very  short  time. 
In  commenting  upon  the  company's  plans  for 
the  introduction  of  this  machine  he  stated  that 
there  is  no  doubt  but  that  talking  machine  deal- 
ers will  receive  it  most  enthusiastically  and  ap- 
preciate its  great  sales  value.  Plans  now  being 
formed  call  for  an  extensive  advertising  cam- 
paign that  will  bring  to  the  attention  of  the 


Curry;  John  Sherman,  manager  of  the  order 
service  department;  A.  L.  Walsh,  advertising 
manager;  Warren  Taylor,  manager  of  sales 
promotion;  William  Hildebrand,  traffic  mana- 
ger, and  Fred  C.  Pullin,  manager  of  the  record 
manufacturing  division. 

On  Wednesday  noon  the  jobbers  were  the 
guests  of  the  Edison  Co.  at  a  very  fine  luncheon 
at  the  Waldorf,  and  on  Wednesday  evening 
they  were  again  the  guests  of  the  Edison  Co. 
at  a  very  sumptuous  and  attractively  staged 
banquet.  The  banquet  was  held  in  the  Astor 
Gallery  of  the  Waldorf  and  was  featured  by  an 
address  by  A.  H.  Curry,  who  acted  as  toast- 
master,  Charles  Edison  and  others,  and  was 
flavored  with  merriment  by  an  elaborate  dinner 
show  and  dance  music  by  Kaplan's  Melodists, 
the  well-known  Edison  dance  orchestra. 


public  generally  the  merits  of  the  Trumpetone. 
The  makers  point  out  that  this  little  machine  has 
many  features  that  will  appeal  to  dealers. 


WOLFE  MUSIC  CO.  EXPANDS 

What  is  expected  to  be  one  of  the  finest  mu- 
sic establishments  in  Cleveland,  already  noted  for 
the  elegance  of  its  music  merchandising  stores, 
is  seen  in  the  improvements  being  made  by  the 
Wolfe  Music  Co.  Twice  the  former  space  has 
been  acquired,  the  store  is  being  rebuilt  and  re- 
decorated and  refurnished  entirely.  One  side 
of  the  main  floor  room  will  be  given  over  to 
talking  machine  demonstrations  and  displays. 
The  Victor  lines  will  continue  to  be  featured. 


George  L.  Roth  was  recently  made  manager 
of  the  Victor  department  of  Morehouse-Martins, 
Columbus,  O.  Mr.  Roth  has  had  wide  ex- 
perience in  the  retail  end  of  the  trade. 


We  Make  Records 

Get  Our  Figure  on  Making  Yours 

We  manufacture  records  in  any  quantities  and  give  prompt  deliveries 
on  the  dates  promised.  Our  plant  has  the  most  modern  equipment, 
and  is  devoted  wholly  to  production  of  highest  grade  records  under 
private  label. 

Sole  makers  for  Wallace  Institute  whose  instruction  records  must  stand 
up  under  several  hundred  playings.  Send  for  sample  of  our  work  and 
prices  before  you  place  a  record  pressmg  order  of  any  size. 

CLARK 

PHONOGRAPH  RECORD  CO. 

317  Market  Street,  Newark,  N.  J. 
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SAINT  LOUIS 

A.  TV.  Todd  Made  President  of  Tri-State  Victor  Dealers'  Associa- 
tion— Promotions  in  the  Trade — Co-operative  Ad  Drive — The  Nezvs 


St.  Louis,  Mo.,  February  6. — Tanuarj-  is  past, 
and  that  is  one  good  thing.  Because  January, 
as  is  pretty  well  known,  brings  with  it  little  to 
make  the  talking  machine  man  glad.  The  most 
that  can  be  said  for  the  one  that  has  gone  is 
that  it  was  a  little  better  than  January  of  a 
year  ago.  Business  gathered  considerable  head- 
way toward  the  end  of  the  month  and  Febru- 
ary started  ofiF  with  what  looked  like  a  deter- 
mination to  make  the  most  of  a  short  month. 
Some  of  the  dealers  are  saying  that  the  faithful 
old  conventional  models  have  been  crowding 
the  consoles  for  the  honors  since  the  holidays. 
The  consoles  easily  had  the  best  of  it  for 
Christmas  business,  from  considerations  of 
style  and  sentiment,  but  the  uprights  have  en- 
joj-ed  greater  favor  since.  Greater  conserva- 
tism in  buying  is  also  manifest.  Dealers  say 
they  never  saw  so  many  lookers.  Most  of  the 
purchases  are  of  medium-priced  machines. 
G.  F.  Standke  and  F.  S.  Homing  in  New  Posts 

Talking  machine  men  are  coming  to  the  front 
in  managerial  positions  in  this  city.  Within 
one  week  two  men  whose  experience  had  all 
been  in  talking  machines  were  placed  in  charge 
of  St.  Louis  piano  departments.  George  F. 
Standke  was  made  manager  of  the  Famous  & 
Barr  Co.  piano  and  talking  machine  depart- 
ments, and  F.  S.  Horning  was  given  charge  of 
the  Stix,  Baer  &  Fuller  piano  and  talking  ma- 
chine and  radio  departments.  Mr.  Standke, 
who  succeeds  J.  F.  Ditzell  at  the  Famous  & 
Barr  Co.,  has  never  been  anything  but  a  talking 
machine  man.  For  the  past  year  he  has  been 
in  charge  of  the  talking  machine  department  of 
the  Wunderlich  Piano  Co.,  Kansas  City,  where 
he  handled  the  Victor  and  Brunswick  lines.  For 
five  years  he  was  in  charge  of  the  Brunswick 


Shop  at  Indianapolis.  Before  that  he  was  with 
the  Columbia  Co.  He  took  charge  here  on  Feb- 
ruary 1.  He  had  been  here  several  days  before 
that,  however,  invoicing  and  getting  the  run  of 
the  department,  fie  said  he  had  no  plans  for 
any  immediate  changes.  Mr.  Horning,  who  has 
been  manager  of  the  talking  machine  and  radio 
departments  at  the  Stix,  Baer  &  Fuller  store, 
took  over  the  piano  branch  on  January  29,  suc- 
ceeding J.  E.  Dockstader.  Mr.  Horning  came 
here  a  few  months  ago  from  Boston  and  has 
not  heretofore  had  any  official  connection  with 
the  piano  business.  Mr.  Ditzell  has  not  an- 
nounced his  plans,  but  is  known  to  have  several 
propositions  under  consideration.  Mr.  Dock- 
stader will  take  a  vacation  on  the  Pacific  Coast, 
where  his  relatives  live,  before  making  another 
connection. 

Tri-State  Dealers  Meet  and  Elect 
The  Tri-State  Victor  Dealers'  Association 
held  its  annual  meeting  Tuesday  night,  January 
30,  at  the  Missouri  Athletic  Association,  at 
which  the  following- officers  were  elected:  Pres- 
ident, A.  W.  Todd,  of  the  Todd  Jewelry  Co.; 
vice-president,  William  Bauer,  of  the  Bauer 
Music  Co.;  secretary,  C.  B.  Gilbert,  of  the  Koer- 
ber-Brenner  Music  Co.;  treasurer,  Fred  Leh- 
man, of  Lehman's  Music  House,  East  St.  Louis. 
Directors,  Val  Reis,  of  the  Smith-Reis  Piano 
Co.;  T.  W.  Maetten,  of  the  Kieselhorst  Piano 
Co.,  and  A.  W.  Hosier,  of  the  Scruggs,  Vander- 
voort  &  Barney  talking  machine  department. 
Mr.  Maetten  was  president  last  year  and  Wil- 
liam Daumiller,  of  Lebanon,  III.,  was  vice-presi- 
dent. The  treasurer's  report  showed  so  much 
money  in  the  strong  box  that  it  was  decided  to 
reduce  the  dues  of  St.  Louis  members  from  $12 
to  $6  a  year  and  those  of  out-of-town  members 


from  $6  to  $3  a  year.  Entertainment  was  pro- 
vided by  Miss  Sara  Curry  and  Miss  Alice  Mace, 
of  Lehman's  Music  House. 

Appoints  Edison  Jobbers 

Gerald  Manne,  who  started  out  on  the  road 
late  in  January  for  the  Silverstone  Music  Co., 
made  four  new  contracts  for  Edison  distribu- 
tion in  southeast  Missouri  the  first  week.  Which 
goes  to  show,  they  think  at  Silverstone's,  that 
the  country  trade  is  opening  up  Mr.  Manne 
returned  to  St.  Louis,  but  started  out  to  make 
a  big  trip  through  Arkansas  and  Tennessee  to 
Texas.  The  orders  coming  into  the  Silverstone 
wholesale  department  strengthen  the  impres- 
sion that  the  country  is  all  right  and  that  stocks 
were  pretty  well  cleaned  out  during  the  holi- 
days. It  is  interesting  that  for  every  console 
order  there  are  two  for  uprights.  The  prices 
are  usually  under  $150.  This  is  in  line  with  the 
increase  in  conservatism  which  has  been  re- 
marked at  the  Silverstone  store  and  among  the 
Edison  retailers  of  late. 

Specicd  Lists  Boost  Record  Sales 

The  monthly  list  of  specials  which  Paul  Gold, 
manager  of  the  retail  department  of  the  Sil- 
verstone Music  Co.,  inaugurated  in  January  was 
a  pronounced  success.  Violin  numbers  were 
featured  and  a  great  many  were  sold.  The  Feb- 
ruary list  is  made  up  of  comics  and  it,  too,  has 
speeded  up  sales.  The  lists  are  sent  to  all  Edi- 
son owners.  The  idea  is  to  move  old  numbers 
out  of  stock  and  it  works. 

D.  Stellar  Returns  to  Silverstone  Co. 

David  Stellar,  who  was  with  the  Silverstone 
Music  Co.  several  years  ago,  but  in  the  interim 
was  in  business  for  himself  in  Chicago,  is  back 
with  the  Silverstone  organization  as  an  outside 
city  salesman. 

Victor  Dealers'  Co-operative  Ad  Drive 

Nineteen  St.  Louis  dealers  in  Victor  prod- 
ucts put  on  a  co-operative  advertising  campaign 
for  boosting  the  sale  of  opera  records.  The 
occasion  was  the  week's  engagement  of  the 
San  Carlo  Opera  Co.,  the  only  opportunity  dur- 
ing the  year  for  St.  Louisans  to  hear  the  kind 
of  music  of  which  there  is  such  a  large  quantity 
in  the  Victor  catalog. 

The  advertisements  are  unique  in  that  they 
present  in  headlines  the  striking  action  of  the 
story:  "He  loved  a  slave  girl — spurned  a  prin- 
cess," catches  the  eye  of  a  seeker  for  thrills,  as 
well  as  "The  dagger  clattered  to  the  floor — 
Butterfly  staggered  from  behind  the  screen," 
and  other  equally  exciting  moments  in  the 
operas  to  be  played. 

Receives  Congratulations 

R.  K.  Brandenberger,  traveling  representative 
of  Koerber-Brenner  Co.,  is  receiving  congratu- 
lations of  friends  in  the  trade  upon  his  mar- 
riage during  the  holidays  to  Miss  Pearl  Annis, 
of  Springfield,  111.  After  a  honeymoon  of  sev- 
eral weeks  Mr.  and  Mrs.  Brandenberger  are  at 
home  at  5540  Pershing,  St.  Louis. 

Music  Memory  Contest  in  School 

In  a  recent  Music  Memory  Contest  in  the 
East  St.  Louis  High  School  fourteen  girls  were 
100  per  cent  perfect.  All  were  pupils  in  the 
chorus  classes.  Representatives  of  the  Leh- 
man Music  House,  Victor  dealer,  visited  each 
school  recently  carrying  educational  literature 
for  the  teachers  and  inspecting  the  Victrolas. 
Interesting  Victor  Gatherings 

Some  very  interesting  meetings  for  the  ex- 
change of  ideas  are  being  held  each  month  by 
local  Victor  dealers.  The  meetings  began  inOcto- 
ber  and  are  a  monthly  affair.  The  dealers  are 
guests  of  the  Koerber-Brenner  Co,  at  a  dinner 
at  six  o'clock  at  the  Missouri  Athletic  Associa- 
tion, at  which  time  the  records  for  the  suc- 
ceeding month  are  heard  and  the  best-selling 
records  are  picked.  To  make  this  guessing  a 
real  affair  a  prize  is  contended  for.  The  prize 
for  the  December  records  went  to  Fred  Gerbig, 
of  the  Hunleth  Music  House.  At  the  Decem- 
ber meeting  T.  LaRue  Husselton,  who  had  just 
spent  several  days  at  the  Victor  factory  and  so 
had  much  interesting  first-hand  information  to 
give,  addressed  the  dealers.  The  next  meeting 
was  held  January  30,  at  which  time  March  rec- 
ords were  discussed.  This  was  a  joint  meet- 
(Continued  on  page  154) 


The  veritable  network  of  shipping  facilities  which  Buffalo 
offers  to  Victor  dealers— is  the  answer  why  the  Buffalo  Talking 
Machine  Co.  service  is  reaching  a  larger  number  of  dealers  each 


year. 

This  is  unquestionably  a  real  service  which  builds  long-lasting 
friendship  with  a  better  and  more  efficient  business  for  all. 
Why  not  try  this  service?    It  will  pay  you. 

BUFFALO  TALKING  MACHINE  CO. 

Victor  Wholesalers 

BUFFALO,   N.  Y. 
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HAPPENINGS  IN  ST.  LOUIS  TRADE 

(Coutiniied  from  page  152) 

ing   with    the    Tri-State    Dealers'  Association. 

The  Kieselhorst  Piano  Co.  has  added  to  its 
force  a  sales  promoter  in  the  person  of  Paul 
J.  Freeman,  formerly  of  Detroit. 

Many  New  Columbia  Accounts 

The  local  branch  of  the  Columbia  Grapho- 
phone  Co.  announces  that  E.  D.  Gillen,  of  the 
Gillen  Furniture  Co.,  Blytheville,  Ark.,  reports 
his  first  Grafonola  caimpaign  a  complete  success 
and  it  was  so  successful  that  it  was  necessary 
to  place  an  additional  order  for  Grafonolas. 
This  is  a  new  Columbia  account  and  Mr.  Gil- 
len is  certainly  to  be  complimented  on  the  ag- 
gressive way  he  is  promoting  the  Columbia 
line. 

New  Columbia  dealers  recently  appointed  are 
the  St.  Louis  Music  Co.,  Deeken  Music  Co.,  two 
stores;  DeLuxe  Music  Store,  all  of  this  city, 
and  Potter  &  Vaughn  Co.,  Quincy,  111. 

Recent  visitors  to  the  St. 'Louis  branch  were: 
E.  D.  Gillen,  of  Blytheville,  Ark.;  E.  C.  Milli- 


kan,  of  Rolens  &  Millikan,  Murphysboro,  111., 
and  B.  S.  Bussey,  of  Clinton,  Ky.  These  deal- 
ers all  report  very  active  sales  of  the  New 
Process  records  and  they  state  that  their  cus- 
tomers are  more  than  pleased  with  this  change. 
Sonora  Outlook  Grows  Better 

The  C.  D.  Smith  Drug  Co.,  613  Arcade  Build- 
ing, this  city,  distributor  of  the  Sonora  phono- 
graph for  Missouri,  northern  and  eastern  Kan- 
sas and  part  of  Oklahoma,  reports  a  very  satis- 
factory business  for  1922.  J.  E.  Maunder,  man- 
ager of  the  St.  Louis  office  of  the  C.  D.  Smith 
Drug  Co.,  with  headquarters  in  St.  Joseph,  is 
very  optimistic  about  the  year  i923.  He  re- 
ports that  there  are  many  back  orders  carried 
over  from  last  year,  but  that  in  nearly  all  cases 
the  dealers  are  having  these  machines  shipped 
to  them,  their  stocks  of  console  models  being 
practically  depleted.  With  the  great  amount  of 
building  going  on  throughout  the  entire  coun- 
try and  with  the  scarcity  of  labor  and  help  in 
nearly  all  branches  of  business  if  is  clear  that 
1923  should  be  one  of  the  biggest  phonograph 
years  in  the  history  of  the  industry.  The  mon- 
grel type  of  phonograph,  or  the  non-standard 
type,  is  fast  disappearing  from  the  market,  and 
those  stores  that  are  still  selling  this  class  of 
merchandise  are  using  it  as  a  leader  to  get  the 
people  interested  in  buying  a  phonograph  and 
then  switching  them  to  something  of  reliable 
make.  There  is  still  a  very  acute  shortage  of 
Sonora  console  models  at  this  time,  but,  with 
the  factories  speeding  up  ijroduction,  deli\eries 
should  be  coming  through  in  a  good  volume 
before  very  long. 

Gets  Results,  Thanks  to  Experience 

Mrs.  Thomas  Reed  has  kept  Kaemmerer's 
Music  Shop,  St.  Louis  Brunswick  dealer,  busi- 
ly humming  with  business  for  fourteen  months. 
The  remarkable  thing  about  Mrs.  Reed,  out- 
side solicitor,  is  that  she  has  not  missed  a  sin- 
gle day  during  this  length  of  time,  regardless 
of  weather,  and  she  is  eighty-nine  years  of  age. 
Mrs.  Reed  knows  a  prospect  when  she  meets 
one  and  always  turns  in  on  her  reports  suffi- 
cient data  on  which  to  base  a  sales  campaign. 
News  Brieflets 

R.  P.  Van  Zile,  of  the  Chicago  Talking  Ma- 
chine Co.,  was  a  recent  visitor. 

Frederick  Putnam,  of  the  Putnam-Page  Co., 
Peoria,  111.,  was  a  visitor  here  recently. 

Miss  Emily  Nagle  has  resigned  from  the  Stix, 
liaer  &  Fuller  talking  machine  department  to 
get  married. 

George  Foster,  of  the  Brilliantone  Needle 
Co.,  New  York,  called  on  the  local  trade  re- 
cently. 

R.  H.  Cone,  formerly  manager  of  the  Arto- 
phone  Co.,  but  more  recently  with  the  Aeolian 
Co.  and  the  Conroy  Piano  Co.,  has  been  ap- 
pointed manager  of  the  P.  A.  Starck  Piano 
Co.'s  St.  Louis  store. 

The  Oriole  Terrace  Orchestra  played  a  two 
weeks'  engagement  at  the  New  Grand  Central 
Theatre  late  in  January  and  early  in  February. 
The  Brunswick  dealers  co-operated  with  the 
Grand  Central  management  in  the  advertising. 

Thomas  Tucker  has  left  the  sales  organiza- 
tion of  the  Sti.K,  Baer  &  Fuller  talking  machine 
department. 

Col.  W.  L.  Bush,  of  the  Bush  &  Gerts  Piano 
Co.,  Dallas,  Te.x;.,  and  his  wife  visited  here  re- 
cently on  their  way  to  Chicago  and  New  York. 

The  Brunswick  dealers  had  one  big  Brunswick 
night  January  25  at  the  Arcadia  dance  hall, 
with  the  Oriole  Terrace  Orchestra  furnishing 
the  music.  The  members,  their  wives  and  em- 
ployes attended.  The  arrangements  were  made 
by  F.  S.  Horning  and  J.  F.  Ditzell. 

H.  E.  Usher,  of  the  Pathe  Co.,  passed 
through  here  recently  on  his  way  West. 

J.  R.  Minnett,  formerly  credit  manager  for 
the  Lehman  Piano  Co.,  has  gone  into  business 
for  himself  in  Peoria,  111.,  where  he  handles 
the  Victor  and  Brunswick  lines. 

Miss  Lacey  McGhee,  who  left  the  Lehman 
Piano  Co.  a  few  months  ago  to  take  a  position 
with  Martin  Bros.,  Springfield,  Mo.,  has  re- 
turned and  is  again  in  charge  of  the  record  and 
roll  department  of  the  Lehman  Co. 


APPOINTED  STRAND  REPRESENTATIVE 


C.  Le  Voie  Will  Represent  Strand  Line  in  Twin 
Cities — Well  Known  in  Canadian  Trade 


Geo.  W.  Lyle,  president  of  the  Manufacturers' 
Phonograph  Co.,  New  York,  manufacturer  of 
the  Strand  phonograph,  announced  recently  the 
apgointment  of  Clarence  Le  Voie  as  Strand  rep- 
resentative with  headquarters  in  Minneapolis, 
Minn.  Mr.  Le  Voie  is  well  known  in  the  talk- 
ing machine  trade,  having  been  associated  with 
llie  Canadian  division  of  the  Columbia  Grapho- 
phone  Co.  for  more  than  ten  years  and  subse- 
quently was  identified  with  the  Pathe  Freres 
Phonograph  Co.  of  Canada.  More  recently  Mr. 
Le  Voie  has  been  sales  manager  of  the  Ger- 
hard Heintzmann  Co.,  talking  machine  manu- 
facturer of  Toronto.  Mr.  Le  Voie  will  con- 
centrate his  efforts  on  the  development  of 
Strand  business  in  the  Twin  Cities  territory, 
;ind  his  previous  experience  should  enable  him 
to  give  excellent  service  to  the  dealers  in  this 
section  of  the  country. 


MAKE  LARGE  SALES  OF  AUDAKS 


Bristol  &  Barber  Co.  Find  Increasing  Apprecia- 
tion of  This  Sales-making  Means  for  Dealers 


The  Bristol  &  Barber  Co.  have  had  much 
success  with  the  Audak  which  they  have  added 
to  the  line  of  accessories  which  they  distribute. 
The  Audak  is  a  record  demonstrating  device 
for  talking  machine  dealers  which  may  be  in- 
stalled on  any  type  of  talking  machine.  Any 
number  of  talking  machines  may  be  placed  side 
by  side,  each  playing  a  different  record,  and 
the  listeners  with  the  Audak  to  their  ears  only 
hear  the  one  particular  record  that  is  being 
played  for  them. 

The  Bristol  &  Barber  Co.  have  sold  the  Audak 
10  a  large  number  of  prominent  retailers  and 
the  talking  machine  departments  of  the  big  de- 
partment stores.  The  users  are  reported  en- 
thusiastic and  repeat  orders  have  been  received 
f  I  om  original  purchasers  who  desire  to  increase 
the  number  of  Audaks  in  use. 

N.  G.  Barber  reports  general  activity  through- 
out the  entire  line.  Exceptional  orders  have 
been  received  for  the  "Laughing  Record"  and 
other  popular  numbers  of  the  Okeh  line.  The 
Ritz  and  Clayola  lines  are  also  receiving  their 
share  of  good  business. 

Model  75,  Sample  $27.50 

Queen  of  Phonographs 


Mahogany,  41x17x19,  double  spring  motor, 
Universal  Tone  Arm. 

Send  for  Sample  To-day 

TERMS — Cash  with  order  or  a  small  deposit 
and  balance  C.O.D. 
Phonographs  and  Accessories,  Kepair  Parts 

for  All  Makes. 
Piirltone  and  Truetone  needles  at  25c  per  M 

in  lots  of  10  M  and  up. 
ASK  FOR  CATALOGS  and  Price  Lists  of  our 
No.  35  and  50  Machines.    It  will  pay  you. 

FULTON  TALKING  MACHINE  CO. 

253-255   Third   Ave.,   New   York  City 

Uetvveen  20th  and  21st  Streets 


COMBINATION  RACK 


Sheet  Music  and  Century  Ad- 
dition made  in  sections  of  3  feet. 

Finish  to  match  store  interior. 

Moderate  Cost 

SOUND  PROOF  BOOTHS 
RECORD  RACKS 
SERVICE  COUNTERS 

Ready  for  Immediate 
Delivery 

ZIMMERMAN -BITTER 

CONSTRUCTION  CO. 

325-27  East  94th  Street 

PHONE  LENOX  2960  N.  Y.  City 
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HAAG  RECORD  FILES 

Sold  to  the  Trade  in  Every  State 

in  the  Union 


The  demand  has  been  so  great  that  we  were  compelled  to  re-equip 
our  plant  to  meet  the  rapidly  increasing  business. 

We  wish  to  announce  to  our  many  friends  that  our  new  plant 
is  now  ready  to  deliver  Haag  Record  Files  in  any  quantity. 

Haag  record  files  are  made  in  sizes  to  fit  all  makes  of  phonographs  and 
talking  machines  and  will  accommodate  all  sizes  and  makes  of  records. 


STOCK  SIZES 

All  files  except  for  Edison 
models  are  made  a  standard 
height  of  15  inches;  standard 
depth,  14  inches.  Files  for 
Edison  machines,  standard 
height,  llyi  inches;  standard 
depth,  12  inches. 


Symbol 

A 
B 
C 
D 
E 
F 
G 
H 
I 

J 

K 
L 
M 
N 
O 
P 

Q 
R 


Width  of 
rUe  in 
Inches 

6!/2 

7 

73/8 

7% 

8!/4 

8  1-3 

m 
m 

10 

103/8 
10/8 

n/4 

113/4 
12/8 
12/8 

13 

133/8 
13/8 


Capacity 

30 
32 
34 
36 
38 
40 
42 
44 
46 
48 
50 
52 
54 
56 
58 
60 
62 
64 


Order  by  Symbol 


il  It 
llil 


By  gently  pressing  a  key  it  hands  you 
the  desired  record  instantly  and  when 
returning  the  record  it  automatically  rolls 
back  to  its  proper  position. 


STOCK  SIZES 

All  files  except  for  Edison 
models  are  made  a  standard 
height  of  15  inches;  standard 
depth,  14  inches.  Files  for 
Edison  machines,  standard 
height,  12j4  inches;  standard 
depth,  12  inches. 


Symbol 

s 

T 
U 
V 

w 

X 
Y 

Z 

AA 

BB 

CC 

DD 

EE 

FF 

GG 

HH 

1 1 

JJ 


Width  of 
File  in 
Indies 

14/4 
143/4 
15/8 
155/8 

16 

16/2 
16/8 
173/8 

18/8 
19/8 
19/2 
19/8 
203/8 
203/4 
21/4 

21% 


Capacity 

66 
68 
70 
72 
74 
76 
78 
80 
82 
84 
86 
88 
90 
92 
94 
96 
98 
100 


Order  by  Symbol 


Send  us  the  name  and  model  of  the  talking  machine  or  cab- 
inet to  be  equipped  and  we  can  furnish  you  a  Haag  record  file 
to  fit.    Write  today  for  full  details. 


HAAG  AND  BISSEX  CO.,  Inc. 

General  Sales  Offices 
Calvert  Building  BALTIMORE,  MD. 

Factory:  Philadelphia,  Pa. 
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See  Page  125  of  this  Issue 

We  are  distributors  of  the  Audak,  the  newest  development  in  the  talking  ma- 
chine field.  You  can  increase  your  record  sales  over  night  at  a  very  small  cost. 
With  the  Audak  you  can  serve  five  customers  where  you  have  served  one  be- 


fore. Let  us  show  you  how. 
them  with  success. 


Many  progressive  stores  have  already  installed 


BRISTOL  &  BARBER  CO. 

NEW  YORK  CITY 


3  EAST  14th  STREET 


Distributors 


COLUMBUS 


Goldsmith  Complete  Store  Plans 
Enlargement — Alma  Gliick  Visits 
Dealers — Activities    of  Month 


CoLL".MBes,  O.,  February  7. — Local  Victor  dealers 
had  a  distinguished  visitor  in  their  stores  when 
Alma  Gluck,  the  famous  singer,  called  on  them 
recently  when  she  arrived  in  this  city  to  be 
the  guest  of  her  niece,  Mrs.  S.  D.  Edelman. 
Immediately  upon  her  arrival  she  was  taken 
out  on  what  she  termed  a  "progressive  party." 

The  dealers  whom  Miss  Gluck  visited  are 
the  Elite  Music  Store,  AIorehouse-Martens  Co., 
Spence  Alusic  Store,  C.  C.  Baker  Co.,  Z.  L. 
White  Co.,  Otto  B.  Heaton  Co.,  Stewart  Bros. 
Furniture  Co.,  People's  Furniture  Co.  and  the 
Ferry  B.  Whitsit  Co.,  Victor  distributor.  She 
was  received  everywhere  with  enthusiasm  by 
dealers,  sales  people  and  customers  alike. 

The  Goldsmith  Complete  Store,  25  East  State 
street,  occupying  a  part  of  the  building  in  which 
it  is  now  located,  has  just  closed  a  lease  for 
the  entire  building  of  four  floors.  This  firm 
deals  in  pianos,  talking  machines  and  records, 
band  and  other  musical  instruments  and  sheet 
music.  This  move  toward  greater  expansion 
has  been  made  necessary  by  the  rapid  growth 
in  its  business  since  the  taking  over  of  the 
present  location  in  May,  1922.  Plans  for  im- 
mediate remodeling  and  redecorating  of  the 
upper  floors  are  under  way  and  they  will  soon 
be  ready  for  occupancy.  Among  the  improve- 
ments contemplated  will  be  the  installation  of 
elevator  service  for  the  convenience  of  patrons. 

Members  of  the  Review  Club,  of  Newark,  O., 
heard  a  delightful  address  on  opera  which  was 
delivered  by  H.  G.  Simpson,  Columbus.  He 
availed  himself  of  the  Victrola  and  Victor  rec- 
ords in  emphasizing  a  number  of  points  in  ref- 
erence to  the  famous  operatic  productions. 

The  demonstration  of  the  twelve  exercises 
which  accompany  the  Victor  records  for  health 
exercises  attracted  the  attention  of  numerous 
pedestrians  as  they  passed  the  window  of  Sell 
Bros.,  Victor  dealers,  Delaware,  O.  The  music 
was  conveyed  to  the  front  of  the  store  by  means 
of  a  magnavox  and  the  counting  and  descrip- 
tion of  the  exercises,  together  with  the  music, 
were  plainly  heard  as  M\ss  Marjorie  Barnhart 
executed  her  e.xercises  five  times  each  day. 


O  T  O  R  S 

Ready  lor  Delivery 

Double  Springs;  plays  two  10-inch  Rec- 
ords; suitable  for  Portable  Phonographs. 
Sample,  $3.75.  Larger  motor  playing  two 
to  three  12-inch  Records;  suitable  for 
Phonograph  selling  for  $100.  Sample,  $5.75. 

MERMOD    &    CO.,  «74  Broadway 


F.  F.  Dawson,  Cardinal  Sales  Co.,  this  city, 
has  just  returned  from  a  trip  through  the  State 
of  Indiana.  He  stopped  for  several  days  in 
Richmond  and  Indianapolis  and  states  that  the 
sales  of  Cardinal  phonographs  and  Cardinal  rec- 
ords are  increasing  each  month. 

A  sale  that  George  L.  Roth,  manager  of  the 
Victrola    and    Brunswick    department    of  the 


Morehouse-Martens  Co.,  will  long  remember  is 
the  one  he  made  on  the  last  day  of  January. 
He  sold  a  Victrola  and  library  of  records  to 
Mrs.  Vic.  Donahey,  wife  of  the  Governor  of 
Ohio.  The  machine,  a  Victor  console  model, 
will  be  electrically  equipped  and  will  have  a 
prominent  place  in  the  ballroom  of  the  Gov- 
ernor's mansion. 


B  A  L  T  I  M  0  R  E 

H.  R.  Eisenbrandt  Sons,  Inc.,  Discontinue  Retail  Victor  De- 
partment— Brisk  Sale  of  Records — Trade  Changes  of  the  Month 


Baltimore,  Md.,  February  10. — While  the  "talker" 
business,  like  all  other  lines  of  industry,  slumped 
last  month,  following  one  of  the  best  holiday 
trades  in  the  history  of  the  business  here,  sales 
of  records  of  all  makes  have  been  exceptionally 
good  and  some  of  the  jobbers  report  being  still 
oversold  on  many  of  the  popular  styles  of 
machines. 

H.  R.  Eisenbrandt  Sons,  Inc.,  Victor  whole- 
salers, recently  turned  over  the  retail  depart- 
ment of  their  business  to  the  Knabe  Studios 
here,  which  will  conduct  that  department  in 
the  future  as  a  part  of  its  regular  retail  busi- 
ness. H.  R.  Clark,  formerly  with  the  Aeolian 
Co.,  in  Boston  and  New  York,  will  be  in  charge 
of  the  department  for  the  Knabe  Studios  and 
will  be  assisted  by  Miss  Dorothy  Eisenbrandt, 
who,  in  addition  to  being  thoroughly  familiar 
with  the  Victor  line,  is  a  singer  of  note. 

With  the  turning  over  to  the  Knabe  Studios 
of  their  Victor  retail  branch,  H.  R.  Eisenbrandt 
Sons,  Inc.,  Victor  wholesalers,  followed  the 
lead  of  another  Victor  jobber,  Cohen  &  Hughes, 
Inc.,  leaving  E.  F".  Droop  &  Son  the  only  Victor 
jobber  still  engaged  in  the  retail  end  of  the 
business.  Manager  Roberts  said  that  the  Droop 
firm  had  no  idea  of  going  out  of  the  retail 
business  and  would  continue  as  long  as  it 
occupied  its  present  location  on  North  How- 
ard street,  in  the  heart  of  the  shopping  district. 

Manager  Shaw,  of  the  Brunswick  agency,  also 
reports  unusually  large  increases  in  the  sale 
of  records  in  this  territory,  which,  to  a  large 
extent,  he  attributes  to  the  new  plan  of  daily 
releases  instead  of  monthly. 

One  of  the  most  enthusiastic  of  the  Bruns- 
wick dealers  is  C.  B.  Noon,  of  C.  B.  Noon,  Inc., 
who  reports  that  his  sale  of  records  since  the 
inauguration  of  the  daily  release  has  more  than 
doubled.  Dr.  Coue  and  his  famous  advice  for 
the  betterment  of  the  world  was  brought  into 
service  by  Mr.  Noon,  who  displayed  a  large 
sign  in  the  window  of  his  North  Charles  street 
store  with  the  words,  "Day  by  Day,  in  Every 
Way,  the  Brunswick  Talking  Machine  Is  Sell- 


ing Better  and  Better,"  a  very  timely  slogan. 

Manager  Parks,  of  the  Columbia  branch,  says 
the  new  process  records  have  made  a  wonderful 
hit  throughout  the  Baltimore  territory  and  it 
is  practically  impossible  to  keep  up  with  the 
demand  for  them.  Not  only  have  the  dealers 
taken  to  the  new  records,  but  he  has  received 
a  number  of  letters  from  people  outside  of  the 
business  complimenting  the  company  on  the 
achievement  and  offering  suggestions  how  to 
bring  the  product  more  forcibly  to  the  attention 
of  the  public. 

The  new  $100  console  Columbia  has  made  an 
instant  hit  with  the  trade,  according  to  Manager 
Parks,  and  the  only  question  now  is  how  to 
supply  the  orders  already  taken  from  the  ship- 
ment allotted  the  territory,  he  said.  New  Colum- 
bia dealers  established  since  the  first  of  the 
year  include  G.  Bradley  Rowe,  of  Warsaw,  Va.; 
L.  R.  McDowell,  formerly  manager  of  H.  C. 
Grove,  Inc.,  of  Washington,  and  L.  Consorti, 
also  of  Washington. 

P.  W.  Peck,  well-known  Columbia  dealer  in 
North  Carolina,  has  taken  charge  of  the  Bullock 
Furniture  Co.'s  Grafonola  department  at  Rocky 
Mount  and  reports  a  gratifying  increase  in 
business. 

C.  C.  Nichols  has  been  placed  in  charge  of 
the  North  Carolina  territory  of  the  Brunswick 
agency,  succeeding  H.  H.  Sheldon,  who  has 
been  transferred  to  the  Virginia  field. 

The  Phonolamp  Co.  has  moved  back  into 
its  first  location  at  106  North  Eutaw  street, 
where  it  has  again  taken  up  the  retail  end  of 
the  business  in  addition  to  jobbing. 

The  P.  J.  Caulfield  Co.,  Inc.,  204  North  Eutaw 
street,  distributor  of  the  Edison,  reports  busi- 
ness as  being  very  good  since  the  holidays, 
with  the  usual  heavy  sales  of  records  that  gen- 
erally follow  a  good  Christmas  trade. 

The  Columa  Corp.,  manufacturer  of  the 
Voluma  machine  and  Voluma  reproducing  at- 
tachment, is  building  up  a  splendid  business 
since  moving  into  larger  quarters  in  the  Acad- 
emy of  Music  Building  on  North  Howard  street. 


PHONOMOTOR  PRODUCTS,  PHONOSTOPS  and  NEEDLE  CLIPPERS 

ALWAYS  THE  BEST 

PHONOMOTOR  COMPANY  -  -  121  WEST  AVENUE.  ROCHESTER.  N.  Y. 
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Hi 


one 


Maximum  Tone  Minimum  Cost 

The  acoustic  properties  by  which  phonographs  create  tone, 
scientifically  accurate,  are  in  The  TrumpeTone.    Its  tone 

is  rich,  full  and  distinctive. 

LIST  PRICE  $17.50 


Special  Features 

Start  and  Stop 
Device 

Speed 
Regulating 
Device 

Carrying 
Handle 


The  Motor 

is  of  the  same  con- 
struction and  exact- 
ness of  larger  in 
struments 

SIMPLE, 
EFFICIENT 
and 
DURABLE 


Its  volume  is  surprising,  and  compares  with  that  of  larger  instruments.  In  all-round 
qualifications  it  is  positively  the  best  portable  or  table  model  in  the  field  today. 


The  TrumpeTone  possesses  every  me- 
chanical feature  of  the  larger  phonograph. 
The  motor  is  of  simple  construction  and 
durable.  Its  speed  is  uniform.  The  am- 
plifier is  TrumpeT-shaped,andis  of  highly 
nickelled  alloyed  metals. 


Cabinet  is  made  of  substantial  wood, 
13  inches  wide,  IIK  inches  long,  11  inches 
high,  mahogany  finish,  with  bevelled 
edges,  and  has  a  highly  nickelled  carrying 
handle. 


These  achievements  reflect  the  exceptional  skill  and  long  experience  of  the  manu- 
facturers of  this  wonderful  portable  phonograph. 

Liberal  Dealers  and  Jobbers  Discounts 
Exclusive  Territories  Are  Now  Being  Allotted 
Jobbers!    Communicate  With  Us  At  Once 

'^wndmp  iltw  Pork  tiip 


Telephone — Bowling  Green  8826 
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you,La-dy  But -hep  -  fly, 


0  ^ 
,>O'0 


YOU  CAN  HEAi 
'  and 
BUY  IT -HERE 


"'[Ifou  cdiitgo  w'ron^ 

y^^'^^'X^  wifh  duufeisf'soM' 
The  Irresistible/ox- trot 
Hit  from  Oliver  Moposcds 
_Q    Radiant  Musical  Comedy 
O-^cP  -     Success"Lady  Butterfly" 


TWO  NEW  ARTISTIC  HORIZONTAL  VICTROLAS  ANNOUNCED 

Members  of  Victor  Trade  Receive  News  of  Victrola  No.  215  and  Victrola  No.  220  With  Enthusi- 
asm— First  of  the  New  Models  Will  Be  Ready  for  Shipment  on  or  About  April  1 


The  Victor  Talking  Alachine  Co.  has  announced 
to  the  trade  the  addition  to  its  line  of  two  new 
horizontal  models,  namely,  Victrola  No.  215, 
retailing  at  $150,  and  Victrola  No.  220,  retailing 
at  $200.  Both  models,  which  may  be  obtained 
either  in  mahogany  or  walnut,  are  most  attrac- 
tive in  appearance,  have  divided  tops,  a  new 
Victrola  feature,  a  generous  record  compart- 
ment fitted  with  double  doors,  as  is  the  sound  ' 
chamber,  and   a   drawer  under   the  left-hand 


section  of  the  lid  for  special  records  and 
accessories. 

Both  new  models  are  well  proportioned  and 
finished  in  the  characteristically  thorough  Victor 
manner.  No.  215  is  34  inches  high,  32-34  inches 
wide  and  21^  inches  deep,  while  No.  220  is 
34.?4  inches  high,  36J4  inches  wide  and  22-}4 
inches  deep. 

The  Victor  trade  has  received  the  announce- 
ment of  the  new  models  with  great  enthusiasm, 
and  with  the  feeling 
that  they  serve  to  make 
the  assortment  of  Vic- 
trolas  very  complete 
and  in  a  position  to 
meet  every  requirement 
of  the  buyer.  Within 
twenty-four  hours  after 
the  announcement  of 
the  new  styles,  together 
with  the  folder  illus- 
trating them  and  giving 
specifications,  had  been 
mailed  from  Victor  Co 
headquarters,  messages 
of  congratulation  and 
substantial  orders  be- 
gan to  come  in  from 
distributors.  It  is  ex- 
pected that  the  first  of 
the  new  models  will  be 
ready  for  shipment 
about  April  1,  and  even 
at  this  early  date  there 
has  been  created  the 
problem  of  taking  care 
of  the  requirements  of 
the  wholesalers  and 
retailers. 

In  presenting  the 
two  new  styles  the 
Victor  Co.  says :  "In  de- 


signing these  new  models  we  have  kept  in  mind 
that  a  musical  instrument  has  musical  value  in 
proportion  to  the  excellence  of  its  performance 
and  no  more.  The  quality  of  Victrola  perform- 
ance has  been  assured  through  a  research  in 
the  recording  and  reproduction  of  sound  to 
which  the  Victor  Co.  has  devoted  its  entire 
effort  for  over  twenty-five  years. 

"To  incorporate  Victrola  musical  quality  in  a 
cabinet  of  simple  and  beautiful  design,  to  add 
snch  conveniences  as  will  assist  operation,  and 
to  place  the  ensuing  combination  within  reach 
of  a  large  number  of  people,  has  been  the  task 
so  successfully  accomplished  in  these  new  at- 
tractive additions  to  the  Victor  line." 


JOINS  NEW  YORK  T.  M.  CO.'S  STAFF 


M.  B.  Prout  Appointed  Assistant  to   H.  M. 
Kelley — Arthur  D.  Geissler  Visiting  Chicago 


New  York  Talking  Machine  Co.  was  J.  H. 
Barney,  Victor  dealer  at  Newport,  R.  I.,  who 
brought  with  him  excellent  reports  of  business. 


Chas.  B.  Mason,  sales  manager  of  the  New 
York  Talking  Machine  Co.,  New  York,  Victor 
wholesaler,  announced  this  week  the  appoint- 
ment of  M.  B.  Prout  as  a  member  of  the  gen- 
eral sales  department.  According  to  present 
plans  Mr.  Prout  will  assist  H.  M.  Kelley,  of 
the  company's  sales  force,  who  is  in  charge  of 
Xew  York  City  territory. 

Arthur  D.  Geissler,  president  of  the  New  York 
Talking  Machine  Co.,  is  spending  several  weeks 
in  Chicago,  making  his  headquarters  at  the 
offices  of  the  Chicago  Talking  Machine  Co.,  of 
which  he  is  also  president. 

Among  the  recent  callers  at  the  offices  of  the 


SWANSON  EXECUTIVE  ON  TRIP 

Los  Angeles,  C.^L..  February  5. — E.  M.  Runyon, 
sales  manager  of  the  Swanson  Portable  Phono- 
graph Distributors,  left  I.os  Angeles  recently 
for  an  extensive  sales  trip.  According  to  Mr. 
Runyon's  plans  he  will  visit  all  of  the  leading 
trade  centers  in  the  South,  .Southeast,  Atlantic 
States,  New  England,  Central,  Mid-West  and 
Western  States.  His  reports  received  at  the 
company's  offices  indicate  that  1923  will  be  an 
exceptional  year  for  portables  and  Mr.  Runyon 
has  already  established  several  important 
agencies  which  are  planning  to  feature  the 
Swanson  during  the  coming  year. 


GEORGIANS  MAKE  COLUMBIA  RECORDS 

Paul  Specht.  Prominent  Orchestra  Leader,  Or- 
ganizes Another  Record-making  Combination 
to  Record  for  Columbia  Graphophone  Co. 


Paul  Specht,  well-known  dance  orchestra 
leader  and  exclusive  Columbia  artist,  has  or- 
ganized another  record-making  combination  for 
the  Columbia  Graphophone  Co.  that  is  meeting 
with  very  pleasing  success.  This  orchestra, 
which  is  known  as  the  "Georgians,"  consists, of 
six  pieces  and  it  will  concentrate  its  activities 
on  the  production  of  records  of  the  blues  and 
jazz  type.  Next  Spring  the  "Georgians"  will 
be  the  feature  at  the  new  Alamac  Grill,  Atlantic 
City,  N.  J.,  while  Paul  Specht's  original  orches- 
tra will  play  on  the  roof  garden  of  the  same 
building. 
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The  demand  for  La  Velle  Bobolink  Books  and 
Talking  Machines  has  grown  rapidly.  Retailing  at 
$1.00  Bobolink  Books  have  made  their  mark.  They 
are  today  handled  by  music  stores  and  departments 
in  ever-increasing  quantities. 

This  year  we  have  added  three  new  books  to  the 
line.  There  are  two  new  song  books  with  the  same 
type  of  beautifully  colored  illustrations  that  have  made 
the  Bobolink  Books  famous.  Illustrations  for  these 
books  were  made  by  one  of  the  foremost  English 
artists.  The  songs  and  stories  are  all  taken  from  the 
best-known  Mother  Goose  rhymes.  The  game  book 
is  particularly  attractive  and  increases  the  effective- 
ness of  the  line  considerably.  These  additions  make 
the  Bobolink  Book  line  stronger  than  ever  and  more 
attractive  to  every  dealer. 

See  the  line  on  display  at  the  Toy  Fair  in  New 
York,  Room  817-819  at  the  Hotel  Breslin.  Our  sales 
manager  will  be  glad  to  go  over  it  with  you  per- 
sonally. If  you  are  not  going  to  the  Fair  write  for  a 
complete  catalog  and .  proposition  to  dealers. 


Bobolink  Books 

Retail  East  of  Rockies   $1.00 

West  of  Rockies   1.25 


4  Song  Books 


(Two  new  books  added  this  year.  Contain  best- 
known  Mother  Goose  rhymes  and  stories.) 


2  Reading  Books 
1  Game  Book 


Bobolink  Talking  Machines 


No.  401  —  (Illustrated)  Retails  at  

No.  403 — Added  this  year.  Plays  1  0-inch  records.  Retails  at . 
No.  404  Now  plays  10-inch  records.    Retails  at  


$10.00 
15.00 
25.00 


Write  for  Catalog  and  Trade  Prices 


La  Velle  Mfg.  Go. 


NEW  HAVEN,  CONN. 
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Cry- in^  for  you,  cry-in^ 


01-  you,   Heai-t  bro-ken  lone-Soraeand blue, • 


CRHNGMHIMI 


ANEW  BALLAD 

Bylhe  Writers  of  Why  Should  I  Cry  Over^u? 


ATLANTA 

Indications  Point  to  Prosperity 
— Many  Attend  Victor  School — 
Business  Changes  and  Activities 

Atlanta,  Ga.,  February  7.— As  a  record  and  a 
forecast  of  prosperity  in  the  Southeast,  the 
current  monthly  survey  of  the  Federal  Reserve 
Bank  of  Atlanta,  touching  developments  in 
Georgia,  Florida,  Alabama,  Mississippi,  Louisi- 
ana and  Tennessee,  is  enough  to  cheer  even  the 
most  "dumpish."  That  business  conditions  in  the 
district  are  nearer  normal  than  ever  before  since 
the  outbreak  of  the  World  War;  that  they  are 
fundamentally  sound,  with  no  untoward  tenden- 
cies discernible,  and  hence  that  the  prospect  for 
the  year  1923  is  thus  far  highly  heartening— 
such  are  the  conclusions  warranted  by  the  Re- 
serve Bank's  careful  review.  More  impressive 
than  any  comment  or  prediction  is  its  simple 
statement  of  the  facts.  When  savings  deposits 
grow  from  10  to  25  per  cent,  when  both  retail 
and  wholesale  trade  register  substantial  gains, 
when  building  activities  go  steadily  and  vigor- 
ously forward  and  when  agricultural  values  in- 
crease by  tens  of  millions  of  dollars,  we  have 
assuredly  the  bases  of  firm  prosperity. 

Excellent  Outlook  for  Edison 
W.  L.  F.  Rosenblatt,  president  of  Phono- 
graphs, Inc.,  Edison  jobber,  before  leaving  for 
New  York  to  attend  the  annual  meeting  of  the 
Edison  Disc  Jobbers'  Association,  commented 
as  follows  regarding  Edison  conditions  in  this 
section:  "The  new  year  has  started  out  in  fine 
shape  with  us  and  our  dealers  throughout  the 
Atlanta  Zone  are  very  much  encouraged  over 
the  prospects  for  a  greatly  increased  volume  of 
business  during  1923." 

The  Edison  Jobbers'  Convention  which  Mr. 


Rosenblatt  is  attending  is  held  each  year  as 
near  to  February  11  as  possible,  in  order  to 
celebrate  Mr.  Edison's  birthday.    The  meeting 
this  year  marks  his  seventy-sixth  birthday. 
New  Okeh  Accounts 

Chas.  J.  Rey,  assistant  sales  manager  of  the 
wholesale  phonograph  division  of  the  J.  K.  Polk 
Furniture  Co.,  local  distributor  of  Okeh  records 
and  other  talking  machine  accessories,  has  just 
returned  to  Atlanta  after  a  very  successful  trip 
of  four  weeks  to  the  principal  points  in  Georgia, 
South  Carolina  and  Florida.  He  reports  that 
conditions  are  very  good  in  the  sections  men- 
tioned and  that  he  found  a  great  improvement  in 
this  respect  over  his  last  trip  in  this  territory. 
He  also  reports  that  Okeh  records  are  increas- 
ing in  popularity  and  demand,  and  also  the  fact 
that  the  Polk  Co.,  being  the  first  and  only  house 
in  the  Southeast  to  carry  a  complete  line  of 
accessories  and  repair  parts  for  all  makes  of 
phonographs,  is  meeting  with  a  hearty  recep- 
tion with  the  trade. 

New  Okeh  accounts  in  Atlanta  include  the 
Cochran  Furniture  Co.  and  the  College  Park 
Furniture  Co. 

Victor  Sales  School  Well  Attended 

Under  the  auspices  of  the  Elyea  Talking  Ma- 
chine Co.,  of  this  city,  F.  A.  Delano  conducted 
the  Victor  School  of  Salesmanship  during  the 
week  of  January  19.  The  meetings  were  held 
in  the  Piedmont  Hotel  and  were  attended  by 
about  thirty  persons  from  the  sales  organiza- 
tions of  the  local  and  nearby  Victor  dealers. 
Interesting  News  Brieflets 

J.  E.  Bivins,  who  has  been  looking  after  the 
Columbia  Co.'s  mterests  in  the  Tennessee  terri- 
tory, is  now  special  sales  representative,  work- 
ing with  the  Columbia  salesmen  throughout  the 
entire  Southeast.  He  has  been  succeeded  in 
Tennessee  by  D.  D.  Warner. 

M.  E.  Lyle,  Strand  representative,  reports  that 
all  models  are  again  available  for  immediate 
delivery.     Many  designs  were  completely  sold 


out,  but  the  factory  at  Salem  has  succeeded  in 
leplacing  the  exhausted  stock. 

The  Queen  Anne  consolette  is  once  more 
being  shipped  in  large  numbers  to  the  Victor 
trade.  Those  Victor  dealers  who  are  short  of 
the  Victor  Model  VI  can  now  obtain  it. 

Salesmen's  new  portfolio  showing  the  entire 
1923  line  of  Strand  console  phonographs,  as 
well  as  leaflets  for  retail  distribution,  are  being 
rapidly  distributed  to  Strand  dealers. 

M.  E.  Lyle  has  concluded  an  arrangement  to 
act  as  sales  representative  for  the  O.  J.  DeMoll 
Co.,  of  Washington,  D.  C,  Vocalion  distributor. 
Columbia  Records  in  Demand 

Columbia  dealers  here  report  a  large  record 
business  for  the  month  of  January.  J.  P.  Riley, 
of  the  Atlanta  Phonograph  Co.,  says  the  "Evil 
Blues,"  by  Edith  Wilson,  is  one  of  the  best 
records  of  this  nature  ever  made. 

All  Columbia  dealers  in  Atlanta  comment 
favorably  on  the  special  three-inch  Columbia 
record  advertising  which  is  appearing  in  all  of 
the  local  papers  every  three  days. 

Westervelt  Terhune,  local  manager  of  the 
Atlanta  branch  of  the  Columbia  Co.,  has  re- 
turned from  a  trip  to  Jacksonville,  Tampa  and 
other  main  points  in  Florida.  He  found  condi- 
tions favorable  in  this  section  of  the  country. 


TALKING  MACHINE  MEN  TO  MEET 

The  February  meeting  of  the  Talking  Ma- 
chine Men,  Inc.,  is  scheduled  for  the  fourteenth 
of  the  month  at  noon  at  the  Cafe  Boulevard, 
New  York.  The  program  includes  entertain- 
ment, consisting  of  musical  productions  of  M. 
Witmark  &  Sons  and  addresses  by  Phil  Abrams 
and  S.  Mason  Timberlake.  A  report  of  the 
entertainment  committee  regarding  the  banquet, 
which  will  be  held  on  April  25,  will  also  be 
heard.  The  Music  Memory  Contest  among  the 
schools  of  New  York  which  the  Association  is 
supporting  will  also  be  further  considered. 


5-2-1  *  A  FIVE  TO  ONE  FAVORITE  *  5-2-1 


THE  SWANSON  PORTABLE 

WILL  IT  SELL? 

A  jobber,  handling  four  other  well-known 
Portables,  advises  The  Swanson  outsold  the 
other  four  combined  and  characterized  it  as  a 
Five  to  One  (5-2-1)  seller.  It  sells  on  its 
merits.  Weight,  including  album,  15^  lbs- 
Size,  111/8x1314x714  inches.  Tone,  natural  and 
sonorous. 


Swanson 


PORTABLE 
PHONOGRAPH 


Distributors 


PERFECT  and  PORTABLE 

HAS  IT  MERIT? 

Another  big  jobbing  firm  states  they  have 
been  offered  many  other  makes,  but  after 
thorough  comparison  signed  1923  contract  for 
The  Swanson  because  it  excels  in  tonal  qual- 
ity (due  to  unique  sounding  board  and  wood 
tone  arm)  construction,  light  weight  and  com- 
pactness. 

Write  us  to-day  for  full  particulars. 

738  So.  Los  Angeles  Street 

Los  Angeles,  CaHfornia 
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WARNING! 


Be  sure  you  buy  metal  disc  blanks  having  the  trade  mark,  KODISK, 
the  only  Metal  Recording  disc  legally  protected  by  U.  S.  Patent  No. 
1,421,045  issued  June  27,  1922.  This  patent  covers  every  basic  prin- 
ciple of  sound  recording  on  a  metal  disc  on  any  phonograph  and  is 
your  protection  as  well  as  our  protection  against  unfair  competition. 

KODISK  can  be  bought  from  our  authorized  distributors  and  every 
KODISK  bears  our  registered  trade  mark,  KODISK,  and  the  number 
of  our  patent  and  the  date  it  was  issued.  We  will  protect  our  rights 
by  prosecuting  all  infringers.  You  are  liable  if  you  sell  merchandise 
not  properly  protected  by  granted  Government  Patents. 

Protect  YourseW  From  Liability  to  Expensive 

and  Troublesome  Lawsuits 

BUY  RECORD  BLANKS  MARKED 

KODISK 

Snapshots  of  Your  Voice 


99 


a  silvery  disc  made  of  a  special  metal  on  which  you  can  record  any 
sound  clearly  and  distinctly  on  any  phonograph,  using  the  sound  box 
and  a  KODISK  needle  as  a  recorder  and  reproducer. 

The  record  blank  KODISK  is  the  greatest  profit  producing  gem  on 
the  talking  machine  market — simple  and  attractive,  an  article  which 
meets  a  long-felt  want  and  which  sells  itself.  The  greatest  merchants 
in  the  country  are  selling  and  featuring  "KODISK"  because  they  rec- 
ognize its  power  to  create  new  customers  and  profits.  KODISK  rec- 
ord blanks  should  be  your  feature  number.  TAKE  ADVANTAGE  of 
its  quick  selling  qualities. 

DON'T  BE  THE  INNOCENT  BYSTANDER.  BUY  discs  marked 
"KODISK"  AND  BE  PROTECTED  AGAINST  INFERIOR  QUAL- 
ITY AND  UNLAWFUL  MANUFACTURE. 

We  have  a  splendid  proposition  for  progressive,  well-equipped  jobbers.  Some 
choice  territory  still  open.    Write  or  wire  TODAY  for  details. 

METAL  RECORDING  DISC  CO. 

Manufacturers 

Fisk  Building,  Broadway  and  57th  St. 
NEW  YORK 


BRITISH    KODISK,  LTD., 

4   ANSDELL  STREET 
Kensington,  London,  W.  8.,  England 
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Kid,     Its    the  Kid. 


It's  the 


''pep-py"    lit  -  tie  Tan  -  Kid, 


TANGO 


The  Tan^o  Dance  Hit 
of  PARIS! 


Emile  Doloire 

Qief  d'Orchestra 

Follies  Berber  Paris 


You  cant  ^0  wron^ 
With  ary  FEIST  song' 

Y)u  can  HEAR  it  and 
BUY  it  HERE! 


AKRON,  0, 


nnnnonnfiiii 


Business  Reviewed  —  Classes  in 
Sales m a ns h ip — Padereivski  Coming 
— Tying   Up  JVtth  Noted  Artists 

Akron,  O.,  February  3. — Although  the  talking 
machine  business  during  the  first  part  of  Janu- 
ary was  rather  dull  it  took  on  considerable  life 
towards  the  end  of  the  month,  and  February 
opened  up  in  a  promising  way  for  the  retail 
trade.  Medium-priced  machines  appear  to  have 
the  call: 

Classes  in  salesmanship  for  new  clerks  in 
downtown  retail  stores  have  been  started  in  the 
rooms  of  the  Akron  Retail  Merchants'  Associa- 
tion, with  music  dealers  of  the  city  co-operat- 
ing. Miss  Nina  Clover,  retail  sales  expert,  is 
in  charge.  Twenty-seven  havd  been  enrolled 
and  classes  will  be  held  once  a  week.  The 
courses  will  deal  with  courtesy  in  treatment  of 
customers,  personality  as  a  salesman's  asset 
and  businesslike  methods  behind  the  store  coun- 
ter. Music  dealers  believe  the  plan  will  be  a 
big  asset  to  inexperienced  clerks,  especially  in 
record  and  musical  merchandise  departments 
of  their  stores. 

Edgar  Roush,  for  many  years  a  salesman  for 
the  Davis  Burkham  Tyler  Co.,  music  dealers, 
of  East  Liverpool,  died  recently  at  his  home  in 
Canton,  O.  He  was  one  of  the  best-known 
talking  machine  salesmen  in  that  section. 

Not  in  recent  years  has  an  announcement 
caused  more  satisfaction  and  excitement  than 
that  of  the  Windsor  Poling  Music  Co.,  Victor 
dealer  here,  of  the  coming  concert  of  Paderew- 
ski  in  the  Akron  Armory,  April  10.  Mr.  Poling 
told  a  representative  of  The  World  that  his 
firm  paid  $5,000  for  the  appearance  of  the  noted 
pianist.  "We  believe  that  this  event  will  be 
unparalleled  in  Akron  music  circles  and  are 
doing  this  merely  to  show  our  patrons  that  we 
appreciate  their  support  in  past  concerts,"  said 
Mr.  Poling. 

E.  C.  Rockwell,  who  for  several  years  has 
conducted  a  music  shop  on  South  Main  street, 
has  retired  temporarily  from  business.  Mr. 
Rockwell,  in  recent  months,  went  in  extensively 
for  radio. 

Earle  Poling,  of  the  Windor  Poling  Co.,  Vic- 
tor distributor,  states  that  medium-priced  ma- 
chines are  moving  best  at  the  present  time  and 
that  record  sales  are  on  the  increase.  He  also 
remarked  that  the  series  of  popular  concerts 
fostered  by  his  house  have  stimulated  record 
sales  to  a  great  extent. 

Miss  Elsie  Baer,  head  of  the  talking  machine 
department  of  the  M.  O.  Neil  Co.,  taking  ad- 
vantage of  the  presence  on  the  Colonial  Thea- 
tre bill  of  Miss  Patricola,  prominent  vaudeville 
singer,  used  a  small  doorway  window  to  ex- 
ploit Victor  records  made  by  the  popular  ar- 
tist. Large  photographs,  together  with  several 
copies  of  her  latest  song  hits  in  sheet  music 


and  record  form,  made  a  most  attractive  and 
timely  display. 

Cheney  and  Victor  talking  machine  sales  in 
January  were  slow  at  the  start,  but  with  the 
advent  of  February  increased  50  per  cent,  ac- 
cording to  W.  H.  Savage,  manager  of  the  talk- 
ing machine  department  of  the  George  S.  Dales 
Co. 

In  November  and  December  the  A.  B.  Smith 
Co.  store  disposed  of  a  total  of  200  machines, 
according  to  Mr.  Smith.  Record  sales  were 
also  reported  heavy. 

George  S.  Dales,  head  of  the  George  S.  Dales 
Co.,  left  this  week  for  Florida,  where,  with  his 
family,  he  will  spend  several  weeks. 


WASHINGTON  HOUSE^  NOW  A  BRANCH 

Cohen  &  Hughes  Dissolve  District  of  Columbia 
Corporation  Following  Move  in  Maryland 


Baltimore,  Md.,  February  10.— Following  the 
recent  incorporation  of  the  business  of  Cohen 
&  Hughes,  Victor  wholesalers  in  this  city,  under 
the  la  ws  of  Maryland,  the  business  of  the  com- 
pany in  Washington  was  made  a  branch  of  the 
local  house  and  the  corporation  of  Cohen  & 
Hughes  in  the  District  of  Columbia  was  dis- 
solved. The  actual  status  of  the  business  re- 
mains unchanged. 


ENJOINED  IN  RADIO  PATENTS 

Preliminary  injunctions  were  granted  last 
week  by  Federal  Judge  A.  N.  Hand  in  three 
patent  suits  instituted  by  the  Radio  Corp.  of 
America  for  alleged  infringement  of  the  De- 
Forest  Audion  patents  against  the  La  France 
Import  and  Sales  Co.,  which  is  making  and 
selling  a  vacuum  tube  known  as  "La  France," 
and  against  Harry  Rosenthal,  who  is  making 
and  selling  a  detector  and  amplifier  known  as 
the  "Perfection"  tube.  The  other  suit  is  against 
the  Radio  Guild,  Inc.,  a  dealer  in  "Perfection" 
tubes. 


IMPORTANT  MOVE  IN  MINNEAPOLIS 

Minneapolis,  Minn.,  February  12.— The  Con- 
solidated Talking  Machine  Co.,  of  Chicago,  has 
taken  over  the  stock  and  distribution  of  the 
Minneapolis  Drug  Co.  for  Okeh  and  Odeon 
records  in  this  city,  and  has  opened  a  branch 
store  at  1121  Nicolett  avenue,  in  the  heart  of 
the  retail  district,  to  do  a  wholesale  business 
only.  B.  C.  Eggars,  formerly  with  the  Minne- 
apolis Drug  Co.,  has  been  appointed  to  look 
after  the  local  branch,  which  will  also  carry  a 
complete  line  of  talking  machine  accessories 
and  repair  parts. 


SILVER  STAR  RECORDS  CHARTERED 

A  charter  of  incorporation  has  been  granted 
to  Silver  Star  records,  sound-producing  ma- 
chines, under  the  laws  of  the  State  of  Dela- 
ware, with  a  capital  of  $410,000.  Incorporators 
are  H.  G.  Knowles,  T.  Langner  and  M.  J. 
Bidwell. 


BUYS  STORE  IN  PENDLETON,  ORE. 

Portland,  Ore.,  February  9. — Jack  Milligan, 
formerly  a  piano  salesman  for  Sherman,  Clay 
&  Co.,  in  the  eastern  Oregon  territory,  has  taken 
over  the  Warren  Music  Co.  in  Pendleton,  Ore., 
and  will  handle  the  Victor  and  Edison  lines,  as 
well  as  pianos.  '  Mr.  Milligan  already  has 
started  an  aggressive  business  drive. 


AN  ADVERTISING  STUNT  THAT  ATTRACTED  ATTENTION 


Ravenna,  Ohio, 
February  7. — 
The  H.  M.  Wolf 
Piano  Co.,  of  this 
city,  Okeh  dealer, 
staged  a  novel 
advertising  stunt 
recently  that  at- 
tracted wide  at- 
tention. A  seven- 
foot  reproduction 
of  the  popular 
Okeh  record, 
"Three  o'Clock  in 
the  Morning," 
was  rolled 
through  the 
streets  of  the  sur- 
rounding neigh- 
borhood which 
were  crowded 
with  interested 
onlookers.  The 
unusual  sight  at- 
tracted attention. 
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Announcing  a  New 

Record  Pressing 
Plant 

Record  Pressing  of  the 
very  highest  quality  for 
a   few  responsible 
manufacturers 

Latest  Improved 
Modern  Equipment 

Under  the  management  of 
an  internationally  experi- 
enced  record  authority 


SANDERS,  Inc. 

Springdale,  Conn. 

Near  Stamford 
Phone,  Stamford  3980 


OTTO  HEINEMAN  BACK  FROM  EUROPE 

President  of  General  Phonograph  Corp.  Returns 
After  Two  Months'  Stay  Abroad — Brings  Back 
Many  New  Recordings  of  General  Interest 


Otto  Hcineiiian,  president  of  the  General 
Phonograpli  Corp.,  arrived  in  New  York  a  fort- 
night ago  on  the  steamer  "Berengaria,"  accom- 
panied by  Mrs.  Heineman,  after  spending  iwo 
months  in  Europe,  during  which  he  visited 
London,  Paris  and  Berlin.  In  a  chat  with  The 
\\  orld  Mr.  Heineman  volunteered  the  informa- 
tion that  he  and  Mrs.  Heineman  had  thoroughly 
enjoyed  the  trip,  but  that  it  was  purely  a  vaca- 
tion journey  and  nothing  whatsoever  of  a  busi- 
ness nature  had  taken  place. 

However,  credible  reports  from  abroad  indi- 
cate that  Air.  Heineman,  with  his  usual  energy 
and  aggressiveness,  started  several  important 
deals  working  which  will  be  consummated  in 
the  verj'  near  future  and  which  will  undoubtedly 
prove  of  interest  to  the  General  Phonograph 
Corp.'s  clientele.  Mr.  Heineman  brought  back 
with  him  quite  a  large  number  of  new  matrices 
from  abroad,  which  will,  of  course,  be  included 
in  the  company's  record  catalog  as  soon  as 
manufacturing  conditions  permit. 

GRIFFIN  ON  SUCCESSFUL  TOUR 

Exclusive  Okeh  Artist  Well  Received  on  Vaude- 
ville Tour — Co-operates  With  Dealers 


Gerald  Griffin,  well-known  tenor  and  exclusive 
Okeh  artist,  is  achieving  e.Kceptional  success  on 
a  vaudeville  tour  that  is  including  the  principal 
cities  throughout  the  coun- 
try. His  programs  include 
a  number  of  selections  that 
he  has  made  for  Okeh  rec- 
ords, and  wherever  he  ap- 
pears he  has  been  obliged 
to  give  numerous  encores  in 
order  to  satisfy  his  audi- 
Gerald  Griffin  ences.  Mr.  Griffin's  tour  is 
noteworthy  for  the  unusual  co-operation  that 
he  is  extending  Okeh  dealers  in  all  the  cities 
he  visits.  Whenever  he  reaches  a  fair-sized  city 
Mr.  Griifin  makes  it  a  point  to  call  on  the  Okeh 
dealers  and  offer  them  his  personal  co-operation 
in  any  practical  way  that  the  dealers  might 
suggest.  He  has  appeared  in  many  Okeh  estab- 
lishments and  his  visits  have  invariably  resulted 
in  an  increased  demand  for  his  records. 

SONATA  MFG.  CO.  INCORPORATES 

Chicago,  III.,  February  8. — The  Sonata  Mfg. 
Co.,  Inc.,  has  been  granted  a  charter  of  incor- 
poration in  this  State,  with  a  capital  of  $7,500. 
The  concern  will  manufacture  the  Sonata  talk- 
ing machine.  Incorporators  are  J.  H.  Liner, 
president;  D.  Fagenberg  and  William  Piotrow- 
ski.  A  factory  has  been  purchased  at  664-666 
Grand  avenue. 

VISITING  EDUCATIONAL  BODIES 

MiBS"  Margaret  Martin,  of-  the  educational 
department  of  the  Columbia  Co.,  has  been 
spending  the  past  few  weeks  in  North  Carolina 
giving  talks  before  universities,  colleges  and 
teachers'  meetings  and,  according  to  reports 
reaching  the  local  branch,  meeting  with  great 
success  in  the  sale  of  educational  records,  as 
well  as  being  the  direct  cause  of  the  sale  of 
several  Grafonolas  to  schools. 

THEY'RE  FREE!  — 

Ask  for  Samples  of 

NEW  GILT  EDGE 
DANCE  TONE 
NEEDLES 

A  Reflexo  Product 
Made  by  "Bagshaw  of  l.oweir* 

— ^—  Sec  Page  2i 


TONE=ARM  DECISION  AFFIRMED 

U.  S.  Circuit  Court  of  Appeals  Affirms  Decision 
of  District  Court  Dismissing  Victor  T.  M. 
Co.'s  Bills  of  Complaint  Against  Brunswick 
Co.  and  General  Phonograph  Corp. — Court 
Holds  Tone  Arms  of  These  Companies  Do 
Not  Infringe  Patents  in  Question 


In  the  case  of  the  Victor  Talking  Machine 
Co.  against  the  Brunswick-Balke-Collender  Co. 
and  the  Victor  Talking  Machine  Co.  against  the 
General  Phonograph  Corp.,  the  Circuit  Court 
of  Appeals  for  the  Sixth  Circuit  at  Cincinnati, 
O.,  in  the  so-called  "tone-arm"  suits  affirmed 
on  February  6  the  decree  of  the  District  Court 
entered  by  Judge  Sessions  dismissing  the  bills 
of  complaint.  The  Court  based  its  decision 
upon  its  former  interpretation  of  the  patents 
in  the  Cheney  case  and  held  that  the  structure 
of  the  Brunswick  tone  arm  and  the  structure 
of  the  General  Phonograph  Corp.'s  tone  arms, 
which  were  Heineman  and  Meisselbach  tone 
arms,  are  not  tapered  tone  arms  within  the 
meaning  of  the  patents  and  that  any  machines 
which  have  Brunswicks,  Heineman  or  Meissel- 
bach tone  arms  are  not  infringements  of  the 
patents  in  suit. 


JOHNSON  TALKS  IN  SANTA  BARBARA 

President  of  Victor  Talking  Machine  Co.  Ad- 
dresses the  Rotary  Club  in  That  City 


Los  Angeles,  Cal.,  February  7. — Eldredge  R.^ 
Johnson,  president  of  the  Victor  Talking  Ma- 
chine Co.,  was  one  of  the  principal  speakers  at 
the  dinner  of  the  Rotary  Club  of  Santa  Barbara 
last  night  and  took  occasion  to  make  some  in- 
teresting promises  regarding  future  activities  of 
the  Victor  Co.  in  Pacific  Coast  territory.  Mr. 
Johnson  came  out  strongly  in  support  of  the 
administration  and  voiced  his  faith  in  the  sound- 
ness of  the  country's  business.  His  talk  was 
strongly  featured  in  the  daily  newspapers. 


ENTERPRISE  OF  J.  F.  QUINN  SCORES 

J.  F.  Quinn,  of  the  Brunswick  Shop  in  De- 
troit, secured  considerable  publicity  recently  for 
the  Brunswick  phonograph  in  army  and  navy 
circles.  ■  Mr.  Quinn  had  arranged  to  place  a 
Brunswick  advertisement  in  the  Army  and 
Navy  Club's  bulletin,  and  in  order  to  tie  up 
with  this  advertising  he  also  arranged  to  have 
a  Brunswick  at  the  club's  next  dance,  playing 
several  Brunswick  records.  It  so  happened, 
however,  that  the  orchestra  which  had  been  en- 
gaged by  the  Club  failed  to  appear,  and  as  a  re- 
sult the  Brunswick  phonograph  was  used 
throughout  the  entire  evening,  playing  from 
nine  o'clock  in  the  evening  to  two  o'clock  the 
following  morning  for  the  entertainment  of  the 
dancers.  Members  of  the  club  and  their  guests 
were  delighted  with  the  performance  of  the 
Brunswick  and  it  is  understood  that  the  Pur- 
chase Board  of  the  Club  is  prepared  to  buy  a 
Brunswick  Georgian  model  as  a  result  of  the 
dance. 

RECORDS  POPULAR  WITH  SAILORS 

Columbia  dealers  in  Norfolk,  Va.,  report  an 
unusually  heavy  sale  of  records  to  sailors  of 
the  fleet,  which  just  left  that  port  for  a  six 
months'  cruise  in  foreign  waters.  Some  of  the 
sales  averaged  as  high  as  $60  to  $70  to  one 
customer  and,  in  addition  to  all  the  latest  popu- 
lar dance  and  song  hits,  many  of  the  old  favor- 
ites were  selected.  In  some  instances  the  pur- 
chaser bought  four  and  five  of  the  same  record 
in  the  event  of  damage  to  any  one  selection. 

ERNEST  E.  SMITH  IN  NEW  POST 

Grand  Rapids,  Mich.,  February  8. — Ernest  E. 
Smith,  formerly  manager  of  the  W.  F.  Frederick 
Piano  Co.,  of  Pittsburgh,  Pa.,  is  now  manager 
of  the  Victrola  and  piano  departments  of  the 
Friedrich  Music  House,  206  Munroe  street,  this 
city. 


PLAN  EXTENSIVE  SALES  CAMPAIGN 

Haag  &  Bissex  Co  ,  Inc.,  Bringing  Its  Remark- 
able Record  Filing  Device  to  Attention  of 
the  Trade  in  an  Impressive  Way 


Baltimore,  Md.,  February  9. — After  a  period  of 
reorganization  the  Haag  &  Bissex  Co.,  Inc., 
of  this  city  and  Philadelphia,  Pa.,  is  planning 
an  extensive  sales  campaign  on  the  Haag  rec- 
ord file  which  it  manufactures.  This  ingenious 
record  filing  device,  which  was  placed  on  the 
market  several  years  ago,  proved  so  popular 
throughout  the  entire  country  that  the  pro- 
duction was  temporarily  curtailed  to  allow  the 
installation  of  new  machinery  and  the  entire  re- 
equipping  and  modernizing  of  the  plant.  With 
the  completion  of  these  improvements  the  com- 
pany is  now  ready  to  resume  activities. 

The  Haag  record  file,  it  will  be  remembered, 
provides  for  the  vertical  filing  of  records  and 
through  the  gentle  pressure  of  a  key  immedi- 
ately hands  out  the  desired  record.  The  plans 
of  the  company  now  provide  for  the  making 
of  these  automatic  files  for  installation  in  ever}' 
make  of  talking  machine  in  existence. 

Alfred  H.  Haag,  head  of  the  organization  and 
an  executive  of  highest  standing,  will  have 
cliarge  of  the  sales  and  will  make  his  head- 
quarters in  Baltimore,  Md.,  where  offices  and 
showrooms  have  been  opened  in  the  Calvert 
Building. 

George  Bissex,  general  factory  superintendent, 
who  will  have  charge  of  the  factory  located  in 
Philadelphia,  is  equally  well  suited  for  his  im- 
portant duties.  Mr.  Bissex  has  had  charge  of 
the  production  of  these  files  from  the  very  be- 
ginning and  for  many  years  was  in  charge  of 
a  prominent  bookbinding  plant,  which  operation 
is  very  similar  to  that  of  producing  the  Haag 
record  cabinets. 


Carl  Droop,  president,  and  Samuel  J.  Harper, 
treasurer,  of  E.  F.  Droop  &  Sons,  Inc.,  paid  a 
visit  this  month  to  the  Baltimore  store,  the  first 
in  over  a  year.  Both  officials  were  highly 
pleased  with  the  business  record  made. 
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We  Pick  'Em  Because  We  Know  *Em 

If  You  Want  Hits  of  the  Kind  Sung  by 
Colored  Singers — 

You  Will  Gel  Them  First  on 

Black  Swan  Records 

Over  300  Records  of  Colored  Singers 

Try  These  Few  Now  for  Quick  Sales  : 

14136 — Four  O'Clock  Blues,  by  Josie  Miles. 
14120— That  Da  Da  Strain,  by  Ethel  Waters. 

14128 —  At  the  New  Jumpsteady  Ball,  by  Ethel  Waters. 

14129—  The  Wicked  Fives  Blues,  by  Lena  Wilson. 
14132— I'm  Done  Through  With  You,  by  Trixie  Smith. 

2104 —  Fate,  Laurel  Dance  Orchestra. 

2105 —  Carry  Me  Back  to  My  Carolina  Home,  Sammy  Swift's  Orchestra. 
PerfectlylRecorded      ::      Good'Looking     ::      Pleasing  to  Your  Customers 

BLACK  SWAN   PHONOGRAPH  CO. 

2289   SEVENTH   AVENUE     ::     NEW   YORK  CITY 


CLOSED  EXCELLENT  MONTH 

Player-Tone  Sales  for  January  Very  Satisfac- 
tory— Queen  Anne  Model  Popular  With  Trade 

Pittsburgh,  Pa.,  February  7.— The  Player-Tone 
Talking  Machine  Co.,  of  this  city,  reports  the 
closing  of  a  very  satisfactory  month,  and  I. 
Goldsmith,  president  of  the  company,  states  that 
orders  are  being  received  from  dealers  through- 
out the  country.  At  the  furniture  exhibit  in 
Grand  Rapids  the  company  closed  an  excellent 
business,  particularly  with  its  console  machines, 
which  were  greatly  admired  by  a  large  number 
of  visitors. 

The  most  recent  addition  to  the  Player-Tone 
line,  consisting  of  a  Queen  Anne  model  listing 
at  $100,  is  meeting  with  exceptional  favor  and 
the  factory  is  oversold  on  this  particular  type. 
The  Player-Tone  consoles,  known  as  Nos.  150 
and  200,  are  also  popular  with  the  dealers,  and 
according  to  his  present  plans  Mr.  Goldsmith 
will  have  several  new  instruments  to  introduce 
to  the  trade  in  the  very  near  future. 


FOR  SALE 

Modern 
RECORD 
PRESSING 
Plant 

A  completely  equipped  plant 
in  the  East  with  daily  capacity 
of  five  thousand  records  must 
be  sold.  Ideal  for  any  one 
whose  requirements  are  2  to  5 
thousand  records  daily,  or  can 
continue  to  manufacture  for 
those  customers  now  on  the 
books.  It  is  offered  as  a  going 
business,  and  represents  a  de- 
sirable investment  as  such. 

A  Bargain 

If  Bought  NOW 

Terms  to  a  Desirable 
Purchaser 

Investigate  the  location,  equip- 
ment and  reputation  of  this 
plant,  and  the  favorable  price 
and  terms  owner  is  prepared 
to  make  to  an  immediate  buyer. 

Address  Box  1264 

The  Talking  Machine  World 

373  Fourth  Avenue 
New  York 


•   NEW  OKEH  NEW  ENGLAND  JOBBER 

General  Phono.  Corp.  of  New  England  Pur- 
chases Bay  State  Music  Co.— Norman  B. 
Smith  Has  Been  Appointed  Manager 

The  General  Phonograph  Corp.,  New  York, 
manufacturer  of  Okeh  records,  announced  this 
week  that  it  had  purchased  the  assets  and  stock 
of  the  Bay  State  Music  Co.,  Okeh  jobber,  and 
that  hereafter  Okeh  dealers  in  New  England 
territory  would  be  served  by  the  General 
I'honograph  Corp.  of  New  England.  This  latter 
company  will  maintain  the  same  offices  as  its 
predecessor,  142  Berkeley  street,  Boston,  Mass., 
and  plans  are  being  made  for  an  active  cam- 
paign in  behalf  of  Okeh  records  throughout 
New  England  territory. 

Norman  B.  Smith,  who  has  been  identified 
with  the  talking  machine  industry  for  many 
years,  has  been  appointed  manager  of  the  Gen- 
eral Phonograph  Corp  of  New  England  and  has 
already  assumed  his  new  duties.  Prior  to  join- 
ing the  Okeh  organization  Mr.  Smith  was  as- 
sistant manager  of  the  Columbia  Graphophone 
Co.'s  branch  at  Chicago  and  his  experience  in- 
cludes a  thorough  knowledge  of  the  problems 
confronting  the  dealer  in  record  development. 

SANDERS,  INC.,  IS  ORGANIZED 

S.  Sanders,  formerly  factory  manager  of  the 
Brunswick-Balke-Collender  Co.  in  the  Jersey 
City  plant,  recently  formed  a  company  and  built 
a  factory  for  the  pressing  of  quality  records. 
The  factory  is  located  in  Springdale,  Conn.,  near 
Stamford,  and  is  operating  under  the  name  of 
Sanders,  Inc.  Mr.  Sanders  is  well  known  in  trade 
circles.  Over  twenty  years  ago  he  was  asso- 
ciated with  E.  Berliner,  the  well-known  in- 
ventor, and  later  spent  five  years  with  the  Ber- 
liner Gramophone  Co.  in  Montreal,  Can.  Fol- 
lowing his  Canadian  activities  he  was  designated 
by  the  Gramophone  Co.,  of  London,  to  open 
up  and  equip  the  first  record  pressing  plant  in 
Calcutta,  India — doubtless  the  first  modern 
plant  of  its  kind  in  the  Orient.  The  new  fac- 
tory, equipped  with  all  the  latest  improved 
record  presses,  is  now  in  operation. 


I  WILL  BUY  FOR  CASH 

Any  quantity  of  records,  talking  machines, 
cabinets,  motors,  tone  arms  and  parts,  or 
complete  machines.  What  have  you  got? 
D.  Jacobs,  326  Roebling  St.,  Brooklyn,  N,  Y, 


BUILDS  SUBSTANTIAL  CLIENTELE 

The  Penn  Phonograph  Co.,  of  New  York,  al- 
though only  established  a  little  over  a  year, 
has  built  up  a  substantial  clientele  through  its 
ofifering  of  a  twenty-four-hour  repair  service  to 
local  dealers  and  jobbers,  and  also  service  to 
out-of-town  manufacturers  almost  as  rapid.  The 
establishment  of  the  repair  shop  at  518  Eighth 
avenue,  only  two  blocks  from  the  main  post 
office,  saves  considerable  time  and  allows  repair 
work  to  be  remailed  within  twenty-four  hours 
of  receipt.  The  company  is  a  partnership  be- 
tween Ralph  West,  who  has  been  associated 
with  the  manufacturing  end  of  the  business  for 
the  past  fifteen  years,  and  Sam  Evert,  formerly 
with  one  of  the  big  New  York  department 
stores.  Some  big  orders  with  a  number  of 
establishments  have  been  closed  recently. 


WANTED 

Jobbers  and  dealers  to  handle  long  estab- 
lished line  of  RECORDION  phonographs. 
Reputation,  quality  and  service  responsible 
for  past  success,  locally.  Sales  plans  now 
include  entire  country.  Write  today  for  full 
details  and  secure  exclusive  territory  rights 
now  being  awarded. 

Columbia  Mantel  Co. 
173-177  Powers  St.,  Brooklyn,  N.  Y. 


WE  BUY  FOR  SPOT  CASH 

No  quantity  too  large. 
Phonographs  and  Records. 
What  have  you  to  offer? 
St.  Louis  Jobbing  Assn. 
312  Victoria  Bldg.,  St.  Louis,  Mo. 


WANTED 

Executive  with  small  amount  of  capital  to 
devote  entire-  time  to  the  disposing  the 
manufacturing  of  a  new  and  improved 
talking  machine.  Address  Amplifier  Co., 
Inc.,  Eau  Claire,  Wis. 


FOR  SALE 

Phonograph  store,  up-to-date  Sonora,  Bruns- 
wick and  Vocalion  agency.  Live  opportunity. 
Address  "Box  1262,"  care  of  The  Talking 
Machine  World,  373  Fourth  Ave.,  New  York, 
N.  Y. 


February  15,  1923 


THE   TALKING   MACHINE  WORLD 


165 


WORLD'S  CLASSIFIED  ADVERTISING 

Any  member  of  the  trade  may  forward  to  this  office  a  "Situation"  advertisement 
intended  for  this  Department  to  occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without  cost.  Additional  space  will 
be  at  the  rate  of  2Sc.  per  line.  If  bold  faced  type  is  desired  the  cost  of  same  will  be 
25c.  per  line.    Rates  for  all  other  classes  of  advertising  on  application. 


POSITION  WANTED  — Material  expert 
available.  Installations,  production,  buying  and 
formulas.  Fifteen  years'  practical  experience. 
Also  good  knowledge  of  record  pressing.  Ap- 
ply in  confidence  to  "Progress,"  care  The  Talk- 
ing Machine  World,  373  Fourth  Ave.,  New 
York,  N.  Y. 

WANTED — Salesman  calling  on  phonograph 
trade  to  carry  a  patented  record  brush  with 
dealers'  "ad."  Our  brush  is  absolutely  the 
best  seller,  trade-marks,  buildings,  portraits  re- 
produced on  a  celluloid  top  in  1  to  9  colors. 
Send  for  sample  and  commission  proposition. 
Address  Philadelphia  Badge  Co.,  942  Market 
St.,  Philadelphia,  Pa. 

POSITION  WANTED— Salesman  or  mana- 
ger with  twelve  years'  experience  in  both  whole- 
sale and  retail.  Understands  all  phases  of  the 
talking  machine  industry  and  has  extensive 
training  of  sales  force.  Traveled  all  over  the 
United  States.  Address  "Box  1255,"  care  The 
Talking  Machine  World,  373  Fourth  Ave.,  New 
York,  N.  Y. 

POSITION  WANTED— Technical  phono- 
graph laboratory  man  with  years  of  experience 
in  finest  of  work.  I  can  handle  the  work  from 
recording  to  the  finished  stamper  or  backed-up 
matrix.  A  man  for  a  real  position.  Wishes 
interview.  Address  "Box  1257,"  care  The  Talk- 
ing Machine  World,  373  Fourth  Ave.,  New 
York,  N.  Y. 

WANTED — One  of  the  large  phonograph 
companies  requires  the  services  of  a  high-grade 
machine  salesman  who  is  acquainted  with  the 
trade  in  the  territory  of  Pennsylvania,  Mary- 
land and  District  of  Columbia.  All  communica- 
tions held  in  strictest  confidence.  Address 
"Box  1260,"  care  The  Talking  Machine  World, 
373  Fourth  Ave.,  New  York,  N.  Y. 

WANTED — Two  traveling  men  who  between 
them  cover  the  United  States  and  Canada  with 
phonograph  needles  calling  on  the  wholesale 
phonograph  jobbers,  druggists,  etc.,  would  like 
to  add  suitable  side  line  on  a  commission  basis. 
Apply  Maurice  Fedder,  2110  Smallwood  St.. 
Baltimore,  Md. 

WANTED — Salesman  on  commission  basis  to 
sell  splendid  line  of  phonographs  and  com- 
mercial pianos.  Correspondence  confidential. 
Address  "Box  1243,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 

POSITION  WANTED— Phonograph  salesman,  with  four 
years'  experience  as  traveling  salesman  and  crew  manager, 
desires  to  make  connection  with  a  reliable  phonograph 
concern  selling  in  any  capacity.  Excellent  record  and 
numerous  recommendations.  Address  "Box  1256,"  care 
of  The  Talking  Machine  World,  373  Fourth  Ave.,  New 
York.  N.  Y. 


FOR  SALE 

Four  Unico  Booths 

One  record  rack,  capacity  3,000  records 

One  booth  size  9x9 

Three  booths  size  6x9 

Original  cost  $2,200.00 

Will  sell  cheap. 

For  details  write 

The  Denecke  Co. 
c/o  Mr.  Torgensen, 
Cedar  Rapids,  la. 


SPRINGS 

VICTOR 

l%"x.022xl8' 6"  marine  ends  No.  3014  $.68 

l^"x.022xl7'  marine  enda  No.  3014  .55 

l%"x.022xl7'  bent  arbor  No.  5362  .57 

iy4"x.022xl3'  bent  arbor  No.  6423  .50 

l>4"x.022x0'  bent  arbor  No.  5427  .42 

lV4"x.022x9',  bent  each  end  No.  6546  .42 

l"x. 020x13' 6"  marine  ends  No.  2141  .32 

l"x.020xl5'  marine  ends  No.  3335  .35 

l"x.020xl5'  bent  arbor  No.  53»4  .38 

l"x.020xl5',  bent  each  end  No.  6546  .43 

%"x.020x»'  marine  ends  No.  988  .29 

COLUMBIA 

l"x.028xl0'  Universal  No.  2951  .33 

l"x.028xll'  Universal  No.  2951  .35 

l"x.030xll'  hook  ends  45 

l"xll'  for  motor  No.  1  35 

HEINEMAN 

l"x.025xl2'  motors  No.  33  &  77  .33 

1  3/lt)"x. 026x19',  also  Path6  75 

1  3/16"x.026xl7'   No.  4  .59 

AIEISSELBACH 

y8"xl0'  motors  No.  9  &  10  .29 

l  "x»'  motors  No.  11  &  12  .2U 

l"xl6'  motors  No.  16,  17  &  19  .49 

SAAL-SILVBBTONE 

l"x. 027x10",  rectangular  hole  No.  141  .42 

l"x.027xl3',  rectangular  hole  No.  145  .48 

l"x.0_'7xl6',  rectangular  hole  No.  146  .58 

BRUNSWICK 
l"x.025xl2',  rect'glar  hole,  regular. ..  No.  201  .45 
l"x.026xl8',  rect'glar  hole,  regular. ..  No.  401  .65 
l"x.025xl6',  rect'glar  hole  58 

KRASBERG 
l"xl2'  motor  2A,  pear-shape  and  rect.  holes.  .49 

l"xl6'  motor  3  and  4  on  outer  end  60 

EDISON  DISC 

l%"\.028x25',  regular  size  disc  motors   1.47 

l"x.032xU',  Standard  55 

1  5/16",   Home  70 

1  5/16"xl8'  type  A  150,  old  style  disc   1.28 

1"  Amberola  30-50-75  66 

SMAXL,  MOTORS 

%"x. 023x10',  marine  ends,  Heln.  Col.,  etc  29 

%"x.025xl0',  marine  ends,  Hein.  Col.,  etc  27 

%"x.020x9',  marine  ends  21 

y2"x.020x9',  marine  ends  18 

Victor  Gov.  springs,  No.  1729  per  100  .95 

Victor  Gov.  spring  screws.  No.  3304.. per  100  .92 

Victor  Gov.  balls,  n/style,  No.  3302  each  .07 

Victor  Gov.  spring  screw  washer  per  100  .72 

Columbia  Gov.  springs.  No.  3510  per  100  .95 

Columbia  Gov.  spring  screws.  No.  439. per  100  .92 
Columbia  Gov.  spring  screw  waslieis. per  100  .72 
Columbia  Gov.  ball,  lead,  flat  and  spring...  .08 
Columbia  Gov.  ball,  new  style  &  spring...  .08 
Turntable  felts,  all  wool,  green,  10",  round.  .15 
Turntable  felts,  all  wool,  green,  12".  round.  .18 
Terms,  2%  cash  with  order. 

TALKING  MACHINE  SUPPLY  CO.,  PARK  BIDGE,N.J. 


FOR  RENT 

On  a  Royalty  Basis. 

Only  record  plant  in  the  heart  of  New  York 
City.  Production  12,000  daily;  with  double 
shift  can  make  24,000  records  daily.  Have 
facilities  to  increase  to  100,000  records  daily. 
Apply  Lucky  13  Phonograph  Co.,  424-430 
East  19th  St.,  New  York,  N.  Y. 


SALESMAN  WANTED 

Salesman  traveling  established  territory, 
calling  on  talking  machine  and  drug 
trades,  can  make  large  additional  income 
through  large  initial  commission  and  com- 
mission on  repeat  orders.  No  bulky  sam- 
ples required.  Greatest  line  of  semi-per- 
manent needles  on  the  market.  Made  by 
one  of  oldest,  time-tried  and  proven  con- 
cerns affiliated  with  phonograph  industry 
from  its  inception.  When  replying  state 
territory  covered  and  period  of  time  trav- 
eled. Address  "Box  1241,"  care  The  Talk- 
ing Machine  World,  373  Fourth  Ave.,  New 
York,  N.  Y. 


CARVED  LEGS 

Eight  designs  in  gum,  oak  and  ma- 
hogany. Prices  reduced.  Send  for  cir- 
cular. Klise  Mfg.  Co.,  Grand  Rapids, 
Mich. 


Electric  Phonograph  Motors 
at  a  Bargain 

An  oversupply  of  electric  phonograph 
motors  calls  for  early  disposition  of  sur- 
plus stock.  They  are  universal  motors, 
110  volts,  60-cycle  single  phase,  complete 
with  turntable,  cord  and  socket,  ready  for 
immediate  installation.  Housed  in  highly 
polished  nickel-plated  shell.  Prices  are 
attractively  low. 

Phonograph  Hardware 

We  have  quantities  of  phonograph  hard- 
ware, including  door  knobs,  dome  sup- 
ports, bullet  catches,  needle  cups  and 
covers.  All  this  material  is  available  for 
immediate  sale.  Quantity,  description  and 
prices  on  request. 

Industrial  Division 

Steger  &  Soas  Piano  Manufacturing  Co. 

Third  Floor,        Steger  BIdg.,  Chicago,  III. 


RECORD  PRESSING  PLANT 
FOR  SALE 

Complete  with  twelve  Watson  &  Stillman 
presses,  twelve  steam  tables,  Thropp  rolls, 
with  link  chain  belt  and  motor  drive, 
blanker  with  conveyor  belt,  four  plunger 
pump  and  accumulator,  two  grinding  and 
beating  mills,  steam  boiler,  all  new  and  in 
perfect  condition,  also  raw  materials.  Will 
sell  plant  and  machinery  as  installed  at  pres- 
ent, or  will  sell  machinery  and  lease  the 
factory  to  the  purchaser,  or  will  sell  ma- 
chinery separately.  Address  "Box  1261," 
care  of  The  Talking  Machine  World,  373 
Fourth  Ave.,  New  York,  N.  Y. 


FOR  SALE 

Booths.  Three  oak  booths,  well-made,  used 
one  year,  original  cost  $950.00,  for  sale 
$30000.  F.O.B.  Denison,  Tex.  Linn  Bros., 
Denison,  Tex. 


FOR  SALE 

Must  sell  established  music  shop  in  rapidly  growing 
town  in  New  Jersey.  45  minutes  from  New  Yorlc. 
Population  12,000.  Going  South.  Will  settle  with 
first  one  ready  to  take  over.  Write  quiclcly.  Ad- 
dress "Box  12.';s,"  care  of  The  Talking  Machine 
World,  373  Fourth  .Ave.,  New  York,  N.  Y. 


FOR  SALE 

Four  "Unico  Equipment"  phonograph  booths. 
Michigan  Furniture  Co.,  420  East  Tremont 
Ave.,  Bronx,  N.  Y. 


WANTED 

To  buy  veneer  for  phonographs.  Use  any  quantity, 
size  or  thickness  at  a  price.  Write  us  what  surplus 
stock  you  have.  Address  "Bo.x  1259,"  care  of  The 
Talking  Machine  World,  373  Fourth  Ave  New 
York.  N.  Y. 


FOR  SALE 

A  good  ""S'l:  business  in  a  prosperous  Missouri 
town  of  2,500  people  surrounded  by  some  of  the 
best  agricultural  territory  in  the  state.  The  near- 
est competitor  is  twenty  miles  away.  Address  "D  " 
V'"''^  °l  '^'''^  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 


I  WILL  BUY  FOR  CASH 

any  quantity  of  records,  talking  machine 
parts  or  complete  machines.  What  have 
you  got?  Address  Box  "1246,"  care  The 
Talking  Machine  World,  373  Fourth  Ave. 
New  York,  N.  Y. 


POSITION  WANTED— Accountant.  Bookkeeping  done 
for  firms  without  bookkeepers.  Systems  installed.  Tax 
matters  executed.  References  Victor  dealers.  Address 
"Box  1244,"  care  The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 


POSITION  WANTED— Recording  engineer,  with  2S 
years'  experience,  also  plating.  Can  handle  the  wax 
from  start  to  finish.  Is  open  for  engagement.  Address 
"Box  1263,"  care  of  The  Talking  Machine  World,  373 
Fourth  Ave.,  New  York.  N.  Y. 
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Excellent  Demand  for  Machines  and  Records 
Continues — Collections  Troublesome  in  Some 
Quarters — Plans  Under  Way  for  Big  Fair — 
Trade  Turning  to  Wireless— H.  A.  Marshall 
Passes  Away — Record  Exchange  Problem 
Comes  Up — E.  K.  Balcombe  a  Director — 
Changes  and  Activities  of  the  Month 


LoN'DON',  E.  C,  February  1. — It  is  very  satis- 
factory to  be  able  to  report  a  good  after-holi- 
day trade.  It  is  a  splendid  sign  for  the  present 
year  that  this  happy  condition  obtains  in  all 
branches  of  the  music  industries.  Trade  during 
January  usually  shows  a  considerable  drop 
compared  with  December  and  though,  of 
course,  it  is  by  no  means  level  the  demand  for 
both  gramophones  and  records  has  continued 
to  make  a  most  excellent  showing.  Not  a  few 
firms  have  been  compelled  to  maintain  over- 
time; indeed,  at  one  or  two  factories  night 
shifts  are  necessarj^  to  cope  with  the  call  for 
record?,  especially  those  of  the  terpsichorean 
class.  All  recent  programs  itemize  a  preponder- 
ance of  dance  numbers  and  it  is  fair  to  admit 
that  the  growing  extensive  use  of  such  records 
for  private  and  public  dancing  contributes  not 
a  little  to  the  present  prosperity  of  the  whole 
trade.  Even  so,  there  is  still  room  for  develop- 
ment. A  SO  per  cent  increase  of  trade  could 
easily  be  registered,  I  believe,  if  only  dealers 
would  realize  the  enormous  sales  scope  there  is 
for  creating  a  new  demand  by  taking  advantage 
of  the  present-time  dancing  vogue.  The  aver- 
age student  is  so  enthusiastic  that  a  gentle  hint 
(b.v  local  advertisement  or  circular)  would  un- 
doubtedly promote  investigation  of  the  gramo- 
phone as  an  aid  to  dancing  class  or  private 
practice.  Much  depends  on  the  man  in  direct 
touch  with  the  public  and  I  would  suggest  that 
every  dealer  give  thought  to  this  question:  Is 
my  trade  the  result  of  what  people  come  in  and 
buy  or  tlie  result  of  what  I  sell  them?  The 
latter  only  ensures  a  decent -bank  balance! 

Inquiry  tiiroughout  the  trade  reveals  that 
money  is  a  little  easier,  but  collections  remain 
unsatisfactory.  The  latter  is  quite  a  problem. 
Complaints  of  overlong  credit  are  general  In 
one  or  two  cases  money  is  coming  in  quite 
well  1  am  told.  Inquiry  proved  the  existence 
of  a  system  or  the  exercise  of  diplomacy.  I 
will  give  an  instance:  Instead  of  nibbling  price- 
reductions,  as  some  firms  indulge  in,  to  meet 
keen  competition  my  informant  said  it  was  his 
plan  to  make  it  up  to  customers  by  oflfering  a 
cash  discount  of  5  per  cent.  It  had  proved 
highly  successful.  From  all  of  which  it  would 
seem  that  such  schemes  of  encouragement  do 


tend  to  prompt  easement  of  the  buyer's  pocket- 
book  and  generally  bring  increased  sales. 
Exhibits  at  the  British  Industries  Fair 

Great  plans  are  under  way  to  ensure  that  this 
year's  fair  will  make  a  much  better  showing 
and  be  productive  of  more  business  than  the 
last  exhibition.  Over  forty  firms,  representing 
piano,  player,  gramophone  and  other  musical 
interests,  will  demonstrate  the  improvements  in 
British  merchandise.  Anticipations  point  to  a 
really  effective  show  that  should  and  undoubt- 
edly will  attract  a  satisfactory  number  of  pro- 
vincial and  oversea  buyers. 

The  Federation  is  taking  a  hand  in  fathering 
the  musical  section.  Its  action  will  tend  to 
encourage  a  good  attendance  and  facilitate  co- 
operation between  buyer  and  seller.  To  the 
Federation  is  due  the  fact  that  exhibits  Of  non- 
British  manufacture  will  this  year  be  excluded 
under  Board  of  Trade  rules.  This  official  de- 
partment has  concerned  itself  closely  with  the 
publicity  side.  Many  thousands  of  invitations, 
catalogs  and  advertising  literature  in  a  number 
of  languages  have  been  broadcasted  throughout 
the  world  and  if  but  1  per  cent  results  in  the 
shape  of  trade  buyers  the  British  Industries 
Fair  will  prove  a  big  success. 

Visitors  are  expected  from  Canada,  the  Unit- 
ed States,  Latin-America,  Australia,  New  Zea- 
land, South  Africa,  India,  from  Continental  and 
other  countries.  The  British  Industries  Fair  is 
open  from  February  19  to  March  2  at  the 
White  City,  Shepherds  Bush,  London. 

The  Gramophone  Trade  and  Wireless 

For  one  reason  and  another,  mainly  owing  to 
delay  by  the  British  Broadcasting  Co.,  Ltd.,  in 
fixing  a  definite  sales  program,  the  handling  of 
wireless  apparatus  by  gramophone  dealers  has 
only  just  got  going.  True,  the  music  shopman 
may  have  been  a  little  slow  in  appreciating  the 
great  scope  of  wireless,  bu-t  in  the  chaotic  cir- 
cumstances associated  with  the  definite  organ- 
ization of  this  new  business  he  is  not  over- 
blamable.  However,  serious  attention  is  now 
being  given  to  inauguration  of  wireless  depart- 
ments by  music  dealers  all  over  the  country. 
Radio  Communication  Co.,  Ltd.,  Metropolitan 
Vickers,  Marconi  and  General  Electric  Co.  are 
among  those  firms  who  have  now  commenced 
to  advertise  directly  to  gramophone  dealers.  As 
far  as  the  latter  only  is  concerned  the  General 
Electric  has  placed  its  sales  interests  in  the 
hands  of  the  Columbia  Co.,  whose  circulars  are 
already  broadcasted  among  dealers.  Altogether, 
it  truly  looks  as  though  we  are  really  on  the 
move  here  at  last.  By  reason  of  the  small 
number  of  electrical  shops  throughout  the  coun- 


Hornless,  Table  Grand,  Upright 
and  Horizontal  Cabinet  Grands 


Actual'Manufacturers 


Export  a  specialty 


REX  GRAMOPHONE  COMPANY 

59  Chiswell  Street,  LONDON,  E.  C,  England 

Cable  Address  "Lyrecodisc,  London" 


try  there  is  a  wonderful  scope  for  gramophone 
dealers  to  build  up  a  very  big  trade  in  radio 
sets  and  parts.  May  they  rise  to  the  occa- 
sion ! 

Otto  Heinemsm's  European  Visit 
Otto  Heineman  sailed  January  20  on  his  re- 
turn to  New  York  after  a  round  of  visits  to  the 
European  capitals  and  centers  of  trade  activity 
lasting  over  a  period  of  some  weeks.  I  under- 
stand that  he  has  consummated  very  important 
business  arrangements,  particulars  of  which,  il 
is  expected,  will  be  available  for  publication 
within  the  near  future,  but  which  at  the  mo- 
ment I  am  precluded  from  mentioning. 
Thos.  Edens  Osborne  Listening-in 
Ever  up  to  date,  it  is  not  surprising  to  learn 
that  this  eminent  gramophone  factor,  of  Bel- 
fast, Ireland,  has  installed  a  special  department 
for  the  handling  of  wireless  receiving  apparatus. 
A  very  successful  "listening-in"  concert  was  re- 
cently given  by  J.  E.  Morrison,  manager  of  the 
General  Electric  Co.'s  wireless  department,  at 
his  Holywood  (County  Down)  home,  when  Ma- 
dame Melba,  in  "La  Boheme"  at  Covent  Garden, 
London,  was  excellently  well  heard.  Mr.  Os- 
borne was  one  of  the  party. 

Death  of  H.  A.  Marshall 
The  whole  trade  has  incurred  a  great  loss  in 
the  passing  of  Herbert  A.  Marshall,  of  the  well- 
known  firm  of  Sir  Herbert  Marshall  &  Sons, 
Ltd.,  London  and  Leicester.  He  was  a  popular 
character — a  man,  too,  of  great  activities  in 
every  department  of  the  trade,  closely  associ- 
ated with  its  welfare,  and  took  a  prominent 
part  as  chairman  of  the  trade  committee  of  the 
Federation  of  British  Music  Industries.  The 
funeral  was  attended  by  a  host  of  trade  friends, 
who  paid  a  last  tribute  to  one  whom  in  life  all 
had  held  in  respect  and  personal  esteem. 
"H.  M.  V."  Records  by  President  Harding 
Great  interest  is  taken  here  in  the  announce- 
ment of  two  speeches  recorded  by  the  United 
States  President,  Warren  G.  Harding.  These 
are  the  orations  made  by  him  at  Hoboken,  N.  J., 
in  May  last  on  the  occasion  of  the  burial  of 
about  5,000  American  combatants  and  nurses. 


EDISON  BELL 


CABLE 
"PHONOKINO. 
LONDON" 


ARE  THE  GREATEST  VALUE  FOR  MONEY  PRODUCED  IN  GREAT  BRITAIN 

TEN  INCH  DOUBLE  SIDED  NEEDLE  CUT 

PLAY  ON  ALL  GRAMOPHONES 


^Catalogue  contains  4000  Titles  by  the  Premier  Artistes,  Instrumentalists,  Orchestras  and  Bands 

of  the  British  Empire 


DEALERS  PREPARED  TO  DO  BUSINESS  ARE  INVITED  TO  COMMUNICATE  WITH 

Proprietors  and  Mannfactarers,  J.  E.  HOUGH,  Ltd.,  62  Glengall  Road,  London,  S.  E.  15,  England 
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and  at  Washington,  at  the  opening  of  the  big 
Conference  in  November. 

The  Record  Exchange  Problem 

Although  this  question  of  placing  the  ex- 
change of  unsalable  records  upon  an  equitable 
basis  was  prominently  before  the  trade  many 
months  ago  and  definite  progress  made  in  rec- 
ognition of  the  principle,  no  actual  scheme  has 
yet  been  registered  in  practice.  That  the  pres- 
ent scheme  of  a  three-to-one  exchange  is  now 
generally  condemned  as  an  aggravation  of  this 
evil  leads  one  to  hope  for  a  substantial  allevia- 
tion of  the  dealers'  unfortunate  position.  The 
Gramophone  Dealers'  Association  remains  in- 
creasingly active.  It  is  conducting  a  campaign 
which  must  early  result  in  bringing  manufac- 
turers together  in  serious  conclave.  As  a  mat- 
ter of  fact,  I  have  good  reason  to  believe  that 
progress  has  so  far  been  made,  quite  recently 
to  a  substantial  extent,  as  will  warrant  publica- 
tion of  more  detailed  information,  probably  of 
a  highly  satisfactory  nature. 

Brief  Paragraphs  of  Interest 

The  annual  dinner  of  the  Federation  of  Brit- 
ish Music  Industries  took  place  January  25  at 
the  Hotel  Victoria,  London.     It  was  a  most 


successful  affair  in  every  way,  well  attended  by 
members  of  all  sections  of  the  trade  and  pro- 
fession, some  of  H.  M.  High  Commissioners 
for  the  Colonies,  members  of  Parliament  and 
ofificial  departments. 

The  Sonora  products  are  energetically  han- 
dled this  side  by  Keith  Prowse  &  Co.,  Ltd., 
who  inform  me  that  substantial  price  reduc- 
tions on  all  models  have  recently  been  put  into 
force.  This  should  be  productive  of  a  goodly 
sales  fillip. 

Much  money  is  being  spent  just  now  on  ad- 
vertising dance  record  programs.  The  front 
page  of  a  prominent  London  newspaper,  cost- 
ing $5,000  to  $6,000,  was  recently  occupied  by  a 
"His  Master's  Voice"  advertisement  of  new 
dance  records. 

The  work  of  the  Gaelic  League  and  the  So- 
ciety for  Preservation  of  Irish  Language  and 
the  National  Music  of  Ireland  is  admirably  sup- 
ported by  the  Aeolian  Co.'s  issue  of  records  of 
some  of  the  best  Irish  folk  songs.  The  records 
are  by  Irish  singers  and  a  few  are  in  the  Irish 
language. 

Advance  pressings  of  some  of  the  new  Zono- 
piionc  record  issues,  all  ten-inch,  arc  of  more 


than  usual  interest  this  month,  and  in  character 
and  musical  merit  should  command  the  close 
attention  of  music  lovers. 

An  Interesting  Book 

"The  Talking  Machine  Industry"  is  the  title 
given  to  a  very  interesting  book  by  Ogilvie 
Mitchell,  M.A.,  published  at  3s.  by  Sir  Isaac 
Pitman  &  Sons,  Ltd.,  London.  It  represents 
in  brief  a  history  of  the  birth  and  life  of  the 
talking  machine  trade  and  its  development  from 
about  1877  to  the  present  day.  A  book  well 
worth  perusing. 

A  Directorship  for  E.  K.  Balcombe 

In  celebration  of  his  recent  "coming  of  age," 
E.  K.  Balcombe,  elder  son  of  A.  J.  Balcombe, 
has  been  appointed  a  director  of  A.  J.  Bal- 
combe, Ltd.,  this  city,  which  represents  the  in- 
terests here  of  the  Otto  Heineman  Corp.  Con- 
gratulations! 

An  International  Music  Exhibition 

A  scheme  was  put  forward  last  year  for  the 
holding  of  an  international  music  exhibition  at 
the  Crystal  Palace,  London.  It  was  subsequent- 
ly abandoned  on  advice  from  the  Federation  of 
British  Music  Industries.  Plans  are  now  under 
way  for  its  revival. 


You  Ought  to  Know 

In  case  you  are  contemplating  expanding  the  sphere  of  your  business  to  include 
departments  devoted  to  Pianos,  Player-Pianos,  Musical  Merchandise  or  Sheet  Music, 
that  you'll  find  news  and  comments  about  them  all  in 
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ESTABLISHED  1876 

The  oldest  and  leading  music  trade  weekly,  which  covers  every  branch  of  the  industry 

It  Contains 

Instructive  and  educational  articles.  Hints  on  salesmanship  and  advertising.  Editorials  that  are  timely 
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LATEST  PATENTS 


RELATING  ToTALKING 


RECORDS 


Washington,  D.  C,  February  8. — Phonograph. 
George  H.  Underbill,  Fbiladelpbia,  Pa.  Louise 
U.  Hussey,  Westfield,  Mass.,  administratrix  of 
said  George  H.  Underbill,  deceased.  Patent 
No.  1,438,000. 

The  invention  relates  to  phonographs  and 
more  particularly  to  automatic  multiplaj'ing  de- 
vices of  this  character.  As  herein  shown,  the 
invention  is  illustrated  in  connection  with  a  disc 
type  having  means  for  the  automatic  successive 
transfer  of  the  records  to  playing  position  and 
the  actuation  of  the  reproducer  in  proper-timed 
relation  in  reproducing  the  records  thus  pre- 
sented. 

The  invention  further  comprehends  adjustable 
means  whereby  the  reproducer  is  actuated  in 
accordance  with  the  beginning  and  ending  of 
the  groove  in  each  individual  record  so  that  the 
playing  may  be  accurately  controlled. 

Figure  1  is  a  plan  view  of  a  phonograph  con- 
veniently illustrating  the  invention.  Fig.  2  is 
a  vertical  sectional  view  through  the  multiple 
record  carrier  and  its  driving  connections. 
Figs.  3  and  4  are  detail  cross  sectional  views 
through  the  spindle  of  the  record  carrier  on 
an  enlarged  scale  and  designated  respectively 
by  the  arrows  3 — 3  and  4 — 4  in  Fig.  2.  Fig.  5  is 
an  inverted  plan  view  on  an  enlarged  scale  of 
the  driving  mechanism  for  the  record  carrier, 
also  showing  the  devices  for  efTecting  the 
changing  of  the  records.  Fig.  6  illustrates  a 
rotary  switch  included  in  the  mechanism  shown 
in  Fig.  5.  Fig.  7  is  a  longitudinal  sectional  view 
through  the  controlling  device  for  the  tone  arm 
through  the  instrumentality  of  which  said  arm 
is  at  the  proper  time  lowered  into  playing  en- 
gagement with  the  record  or  raised  therefrom 
after  the  record  has  been  played.  Fig.  8  is  an 
elevation  of  the  controlling  drum  as  viewed 
from  the  left  of  Fig.  7.  Fig.  9  is  a  detail  cross- 
sectional  view  of  the  same  taken  on  line  9 — 9  of 
Fig.  7.  Fig.  10  illustrates  in  perspective  one  of 
the  adjustable  contacts  carried  by  the  con- 
trolling drum.     Fig.    11    is   a   sectional  view 


through  the  tone  arm  and  the  parts  immedi- 
ately associated  therewith  for  actuating  the 
same  in  automatic  playing.  Fig.  12  is  a  plan 
sectional  view  along  the  line  12 — 12  of  Fig.  11. 
Fig.  13  is  an  elevation  of  the  mechanism  for 
raising  and  lowering  the  tone  arm  with  respect 
to  the  records,  and  Fig.  14  is  a  detail  cross- 
sectional  view  along  the  line  14 — 14,  in  Fig,  13. 

Turntable  for  Talking  Machines.  John  Kra- 
lund,  Brooklyn,  N.  Y.,  assignor  to  the  Doehler 
Die  Casting  Co.,  same  place.  Patent  No. 
1,438,765. 

This  invention  relates  to  an  improved  form 
of  turntable  for  talking  machines,  upon  which 
the  usual  disc  records  are  adapted  to  be  posi- 
tioned. The  invention  is  designed  to  produce  a 
turntable  which  shall  be  of  light  construction, 
inexpensively  made,  readily  assembled  and  of 
attractive  appearance  and  with  the  further  ad- 


vantage that  the  same  should  at  all  times  rotate 
in  a  horizontal  plane  without  deviation. 

These  results  are  achieved  by  the  provision 
of  a  spider  having  hub  and  rim  portions  and 
portions  connecting  the  same,  in  which  the 
metal  is  evenly  distributed  and  which  is  of  suf- 
ficient rigidity  to  maintain  its  shape  at  all  times. 
This  spider  is  preferably  formed  by  the  die- 
casting  process,  by  which  a  maximum  of  uni- 
formity may  be  secured  and  formed  of  alum- 
inum or  other  light  metal. 

A  thin  metal  disc  is  mounted  upon  the  spider 
and  a  covering  of  felt  or  the  like,  such  as  is 
usually  used  upon  talking  machine  turntables, 
is  secured  upon  this  disc.  The  disc  is  preferably 
secured  to  the  spider  by  means  of  clips  formed 
on  or  punched  from  the  disc,  which  are  ex- 
tended through  suitable  openings  in  the  spider 
and  bent  to  position  to  hold  the  disc  flat  upon 
the  spider.  The  felt  covering  is  preferably 
stretched  over  the  metal  disc  and  secured 
thereto  by  means  of  prongs  on  the  edge  of  the 
disc,  which  pass  through  the  edge  portion  of 
the  felt  and  are  turned  over  on  the  under  side. 
A  peripheral  recess  is  preferably  provided  upon 
the  upper  face  of  the  spider,  adjacent  to  the 
outer  rim  portion,  and  the  turned-over  edge  of 
the  felt  cloth  and  the  prongs  referred  to  are 
received  within  this  recess. 

In  the  drawings  Figure  1  represents  a  side 
elevation  of  a  turntable  embodying  the  inven- 
tion, parts  being  shown  broken  away  and  parts 
shown  in  section.  Fig.  2  is  a  partial  bottom  plan 
view  of  the  same,  Fig.  3  is  an  enlarged  partial 
vertical  section  taken  on  line  3 — 3  of  Fig.  2,  Fig. 
4  is  a  partial  vertical  section  through  the  rim 


portion  of  the  construction  taken  on  line  4 — 4  of 
Fig.  2  drawn  to  a  further  enlarged  scale  and 
Fig.  5  is  a  partial  enlarged  bottom  plan  view  of 
the  metal  disc  with  the  cloth  covering  thereon. 

Polyphone  Sound  Box  and  Mounting  There- 
for. John  Graham,  Stratford,  Conn.  Patent 
No.  1,438,642. 

This  invention  relates  particularly  to  talking 
machines  of  the  type  known  as  polyphones, 
wherein  two  or  more  styli  track  simultaneously 
in  the  record  groove.  Broadly  stated,  the  in- 
vention comprises  firstly  a  novel  polyphone 
sound  box,  and,  secondly,  suitable  mechanism 
whereby  the  plurality  of  reproducing  styli  are 
maintained  in  such  relative  position  that  they 
can  be  lowered  with  certainty  into  simultane- 
ously operative  engagement  with  the  same 
groove,  and  whereby  said  styfi  will  always  be 
in  tangential  relationship  with  the  side  wall  of 
the  engaged  portion  of  the  groove.  Further- 
more, said  mechanism  is  likewise  applicable  to 
the  ordinary  talking  machine  with  a  single 
stylus,  for  maintaining  such  stylus  in  said 
tangential  relationship. 

More  particularly,  the  invention  comprises  a 
sound  box  having  two  separate  and  distinct 
diaphragms,  each  with  its  own  stylus,  the  two 
styli  being  in  proximity  for  tandem  engagement 
in  the  same  convolution  of  the  record  groove. 
The  invention  further  comprises,  in  its  pre- 
ferred form,  the  swiveling  of  a  sound  box  (hav- 
ing either  a  single  stylus  or  two  styli)  for  rota- 
tive adjustment  upon  vertical  axis  at  the  end  of 
the  tone  arm  or  other  carrier;  and,  in  combina- 
tion with  such  swiveled  sound  box  the  provi- 
sion of  suitable  mechanism  actuated  by  the  ad- 
vance or  swing  of  the  tone  arm  or  carrier  for 
automatically  imparting  to  the  swiveled  sound 
box  the  progressive  rotary  adjustments  requisite 


for  maintaining  the  stylus  or  styli  in  the  de- 
sired tangential  relationship  aforesaid.  Said 
polyphone  sound  box  can  be  used  without  the 
adjusting-mechanism  aforesaid;  and  said  adjust- 
ing-mechanism can  be  used  with  a  single-stylus 
sound  box;  but  preferably  the  two  features  are 
employed  in  combination. 

Figure  1  is  a  plan  view  showing  in  full  lines  the 
swinging  arm  presenting  a  polyphone  sound  box 


in  one  position  of  operative  engagement  with 
the  record-disc,  another  operative  position  of 
said  arm  and  sound  box  being  indicated  by 
broken  lines;  Fig.  2  is  an  edge  view,  partly 
broken  away,  of  the  new  polyphone  sovmd  box 
itself;  Fig.  3  is  a  diagram  illustrating  the  rela- 
tionship of  the  parts  with  respect  to  the  tangen- 
tial feature  aforesaid;  Fig.  4  is  a  side-elevation 
or  face-view  of  said  polyphone  sound  box, 
partly  broken  away,  showing  portions  of  ad- 
jacent parts;  Fig.  5  is  a  side-elevation,  partly  in 
vertical  section,  of  the  down-turned  elbow  of 
the  tone  arm,  and  of  certain  adjacent  features 
of  the  automatic  adjusting-mechanism  aforesaid; 
and  Fig.  6  is  a  side  elevation  of  a  modification 
of  the  structure  of  Fig.  4. 

Talking  Machine.  James  F.  Smith,  St.  Louis, 
Mo.,  assignor  of  one-third  to  Anthony  F.  Ittner 
and  one-third  to  Arthur  H.  Bradley,  same  place. 
Patent  No.  1,439,533. 

This  invention  relates  to  talking  machines 
and  has  for  its  principal  objects  to  provide 
means  for  adjusting  the  weight  of  the  over- 
hanging portion  of  the  tone  arm  with  relation 
to  the  sound  record  whereby  the  desired  press- 
ure of  the  stylus  on  the  sound  record  may  be 
obtained.  Another  object  is  to  provide  a  flexible 
joint  or  connection  between  the  tone  arm  and 
the  main  sound  amplifying  device  that  will 
permit  universal  movement  of  the  tone  arm 
without  permitting  escape  of  sound  through  the 
joint.  A  further  object  is  to  improve  the  tone 
quality  by  providing  the  tone  chamber  with  a 
sound  diffusing  device. 

Figure  1  is  a  central  vertical  section  taken 
through  a  portion  of  a  talking  machine  showing 


the  invention  applied  thereto,  the  section  being 
taken  lengthwise  of  the  sound  conduit;  Fig.  2 
is  a  vertical  section  crosswise  of  the  sound 
conduit,  the   section  being  taken  on   the  line 
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2 — 2  in  Fig.  1;  Fig.  3  is  a  detail  plan  view 

showing  the  means  for  sliding  the  weight  along 
the  free  end  of  the  lever  arm;  and  Fig.  4  is  a 
plan  view  of  the  slotted  plate  through  which  the 
weight  actuating  lever  projects. 

Phonograph  or  Like  Cabinet.  Wilhelni  G. 
Aldeen,  Rockford,   Illr    Patent   No.  1,439,496. 

The  invention  relates  to  cabinets  for  phono- 
graphs and  the  like,  and  has  for  its  general 
object  the  provision  of  an  improved  counter- 
balancing device  for  the  cover  or  hood  of  the 
cabinet. 

A  more  specific  object  of  the  invention  is  to 
provide  a  counterbalancing  device  wherein  a 
torsion  spring  is  advantageously  employed  to 
resist  the  action  of  gravity  in  the  varying  de- 
gree required  to  balance  the  cover  in  any  open 
position,  and  to  be  automatically  held  out  of 
actuating  engagement  when  the  cover  is  closed, 
the  device  being  substantially  noiseless  in  opera- 
tion, durable  and  otherwise  of  an  efficient  and 
practical  character. 

Figure  1  is  a  fragmentary  sectional  view 
through  the  upper  portion  of  a  phonograph 
cabinet,  having  said  improved  counterbalancing 
device  applied  thereto,  and  showing  the  position 
of  the  parts  when  the  hood  is  closed,  with  that 
portion  of  the  spring  supporting  member  indi- 


is  a  horizontal  sectional  view  of  an  enlarged 
scale,  taken  on  line  5 — 5  of  Fig.  1.  Fig.  6  is  a 
fragmentary  elevation  showing  a  detail  of  con- 


cated  below  the  line  3 — 3  in  Fig.  2  removed. 
Fig.  2  is  a  horizontal  sectional  view  on  a  re- 
duced scale,  taken  on  line  2 — 2  of  Fig.  1.  Fig. 
3  is  a  sectional  view  taken  on  the  line  3 — 3  of 
Fig.  2  and  showing  the  construction  permitting 
the  adjustment  of  the  counterbalancing  spring. 
Fig.  4  is  a  fragmentary  elevation  showing  a 
detail  of  construction  which  facilitates  assem- 
bling of  the  device. 

Phonograph  or  Like  Cabinet.  Wilhelm  G. 
Aldeen,  Rockford,  111.    Patent  No.  1,439,497. 

The  invention  relates  to  cabinets  for  phono- 
graphs and  the  like,  and  has  for  its  general  ob- 
ject the  provision  of  an  improved  counterbal- 
ancing device  for  the  cover  or  hood  of  the 
cabinet. 

A  more  specific  object  of  the  invention  is  to 
provide  a  counterbalancing  device  wherein  a 
torsion  spring  is  advantageously  employed  to 
resist  the  action  of  gravity,  the  device  being 
substantially  noiseless  in  operation,  durable  and 
otherwise  of  an  efficient  and  practical  character. 

Figure  1  is  a  vertical  sectional  view  through 
the  upper  portion  of  a  phonograph  cabinet, 
having  the  improved  counterbalancing  device 
applied  thereto,  and  showing  the  position  of 
the  parts  when  the  hood  is  closed.  Fig.  2  is 
a  similar  view  but  showing  the  position  of  the 
parts  with  the  hood  raised.  Fig.  3  is  an  en- 
larged detail  view  showing  the  counterbal- 
ancing means,  the  view  being  taken  in  the 
plane  of  line  3 — 3  of  Fig.  5.  Fig.  4  is  a  sec- 
tional view  taken  on  the  line  4 — 4  of  Fig.  S  and 
showing  the  construction  permitting  the  adjust- 
ment of  the  counterbalancing  spring.     Fig.  5 
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truction  which  facilitates  the  assembling  of 
the  device.  Fig.  7  is  a  sectional  view  taken  on 
line  7 — 7  of  Fig.  6. 

Talking  Machine.  13.  R.  Seabrook,  Winnipeg, 
Canada,  assignor  to  Lyradion  Mfg.  Co.,  Misha- 
waka,  Ind.    Patent  No.  1,436,689. 

The  general  object  of  this  invention  is  to 
provide  an  attachment  to  a  talking  machine 
whereby  the  quality,  modulation  of  the  sounds 
reproduced  from  the  record  can  be  controlled 
to  give  a  more  natural  reproduction  of  the  re- 
corded sound  and  further  to  construct  the  at- 
tachment so  that  it  can  be  set  to  accommodate 
the  particular  record  being  reproduced. 

A  still  further  object  of  the  invention  is  to 
construct  a  talking  machine  having  the  sound 
box  tube  entirely  independent  of  the  horn  and  to 
provide  for  the  introduction  of  air  to  the  horn 
at  the  point  where  the  sound  box  tube  delivers 
to.  the  horn. 

Fig.  1  represents  a  side  view  of  the  upper 
part  of  the  talking  machine  showing  invention 
applied.  Fig.  2  represents  an  enlarged  detailed 
vertical  sectional  view  through  one  of  the  upper 
corners  of  the  machine  body  and  showing  in- 
vention as  applied  and  in,  side  elevation.  Fig. 
3  represents  a  front  view  of  the  parts  appear- 
ing in  Fig.  2.  Fig.  4  represents  a  vertical  sec- 
tional view  centrally  through  the  adjoining 
ends  of  the  tone  arm  and  the  horn  with  at- 
tachment applied.     Fig.   5   represents   a  hori- 


zontal sectional  view  through  the  appliance,  the 
section  being  taken  in  a  plane  directly  above  the 
sliding  gate  or  shutter  and  looking  downwardly. 
Fig.  6  represents  a  vertical  sectional  view 
through  the  guide  for  the  shutter.  Fig.  7  rep- 
resents a  perspective  view  of  the  pivoted  lever 
for  changing  the  position  of  the  tone  ring.  Fig. 
8  represents  an  enlarged  detailed  side  view  of 
the  adjusting  screw  associated  with  the  tone 
ring  lever. 

Phonograph.  Allan  K.  Bowman,  Wilkins- 
burg.  Pa.    Patent  No.  1,436,790. 

This  invention  relates  to  phonographs  and 
other  talking  machines  and  it  has  special  ref- 
erence to  the  turntables  of  such  machines  upon 
which  disc  records  are  placed  for  reproducing 
purposes. 

One  object  of  the  invention  is  to  provide 
record-centering  means  for  phonographs  and 
the  like  that  is  absolutely  independent  of  any 
necessity  for  central  engagement,  such  as  the 
usual  center  post.  Peripherally  located  shoul- 
ders, or  elevated  portions,  are  employed  for 
enclosing  and  accurately  positioning  discs  of 
various  sizes.  Consequently,  a  record  may  be 
very  readily  and  always  accurately  slid  into  its 
proper  depression  or  seat  within  the  cor- 
responding shoulders.  In  fact,  it  is  entirely 
practicable  to  accurately  position  a  disc  upon 


a  turntable  constructed  in  accordance  with  the 
present  invention  without  requiring  any  light 
or  any  particular  skill. 

Figure  1  is  a  top-plan  view  of  a  phonograph 
turntable  constructed  in  accordance  with  the 


present  invention;  Fig.  2  is  a  view  of  the  re- 
verse or  bottom  side  of  the  table;  and  Fig.  3 
is  a  transverse  sectional  view,  taken  along  the 
broken  lines  II — II  of  Figs.  1  and  2. 

Stylus-Bar  Mounting  for  Sound  Boxes. 
Harry  J.  Durborow,  Philadelphia,  Pa.  Patent 
No.  1,436,796. 

One  object  of  the  invention  is  to  provide  a 
mounting  for  a  stylus  bar  for  sound  boxes  of 
talking  machines  which  will  efifect  an  improved 
or  more  accurate  reproduction  of  sound.  An- 
other object  is  to  make  such  mounting  of  a 
construction  which  can  be  quickly  and  easily 
installed. 

Figure  1  is  a  front  elevation  of  a  sound  box 
including  the  improved  stylus  bar  mounting. 
Fig.  2  is  an  inverted  plan  view  of  Fig.  1.  Fig. 
3  is  an  enlarged  fragmentary  section  taken  on 
the  line  3 — 3  of  Fig.  1.  Fig.  4  is  an  enlarged 
fragmentary  sectional  elevation  taken  on  the 


line  4 — 4  of  Fig.  2.  Fig.  5  is  an  enlarged  front 
elevation  of  a  spring  device  which  forms  a  part 
of  the  invention.  Fig.  6  is  a  bottom  plan  view 
of  the  device  shown  in  Fig.  5.  Fig.  7  is  a  top 
plan  view  of  the  device  shown  in  Figs.  5  and 
6,  and  Fig.  8  is  a  plan  view  of  a  blank  out  of 
which  the  device  shown  in  Figs.  5,  6  and  7  is 
constructed. 

Sound  Wave  Transmitting  Device.  Frederick 
L.  Shelor,  Petersburg,  Va.    Patent  No.  1,437,270, 

The  present  invention  relates  to  sound  re- 
producers and  other  sound  wave  transmitting 
devices,  and  aims  to  provide  a  novel  and  im- 
proved vibratory  means  for  devices  of  that  kind 
which  will  efliciently  and  accurately  transmit 
the  sound  vibrations  from  a  stylus  or  needle 
engaging  a  phonographic  record  to  the  dia- 
phragm or  sound  producing  means,  or  the  like. 

Another  object  is  the  provision  of  a  novel 
connection  between  the  stylus  or  needle  and 
the  sound  bo.x  or  shell  of  the  sound  repro- 
ducer or  other  similar  device,  which  will  pro- 
vide for  the  effective  lateral  vibration  of  the 


stylus  and  transmission  of  the  vibrations,  so 
that  the  sounds  are  transmitted  for  the  clear 
and  amplified  reproduction  of  the  sounds,  with 
a  minimum  "scraping"  or  "grating"  noise  due 
to  the  frictional  contact  of  the  stylus  and  record. 

Figure  1  is  an  elevation  of  a  sound  repro- 
ducer including  the  improvements.  Fig.  2  is  a 
median  section  thereof  taken  on  the  line  2 — 2 
of  Fig.  1.  Fig.  3  is  an  enlarged  plan  view  of 
the  vibratory  device.  Fig.  4  is  a  section  on  the 
line  4 — 4  of  Fig.  3.  Fig.  5  is  a  plan  view  of 
the  base  member.  Fig.  6  is  a  cross-section  on 
the  line  6 — 6  of  Fig.  1. 
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POIHir.AR  SONGS 
In  a  Corner  of  tlie  World  All  Onr  Own 

Edna  Brown-Henry  Hnrr 

Sunset   Valley  Peerless  Onartet 

Carolina  in  the  Morning  American  Quartet 

Toot,  Toot,  Tootsie,  Goo'bye 

15illy  Murray-Ed.  Snialle 
I'm  Just  a  I.ittle  liluc.  Helen  Clark-Lewis  James 
l)own    l»y   the   0\d  Apple  Tree 

Hilly   Murraj'-Ed.  Sma 
When  Yvii  and  I  Were  Yoimg  jNTatrgie  Hlnes 

Miss  Patricola  and  Billy  Murray  with 
The  Virginians 

Come  On  Home 

Miss  Patricola  with  The  Virginians 
DANCE  RECORDS 

Knees — Fox-trot  The  Virginians 

Dear.. The  Great  White  Way  Orchestra 
Who  Did  You  Fool  After  All  ?— Fox-tror 

The  Virginians 
Rose  of  the  Rio  Grande — Fox-trot 

The  Virginians 

La  Paloma — Fox-trot 

International  Novelty  Orchestra 

0  Sole  Mio— Waltz 
International  Novelty  Orchestra 

Ivy  (Cling  to  Me)— Fox-trot 

Paul  \Vhiteman  and  His  Orchestra 

1  Gave  You  Up  Just  Before  You  Threw  Me 
Down — Fox-trot 

Paid  Whiteman  and  His  Orchestra 
Parade  of  the  ^\'ooden  Soldiers — Fox-trot 

Whiteman  and  His  Orchestra 
Mr.  Gallagher  and  Mr.  Shean — Fox-trot 

Whiteman  and  His  Orchestra 
\\'lien  All  Your  Castles  Come  Tumbling  Down 
— Fox-trot. .  .Zez  Confrey  and  His  Orchestra 
The  Lonely  Nest — Fox-trot 

Paul  W'hiteman  and  His  Orchestra 
Dumbell — Fox-trot 

Zez  Confrey  and  His  Orchestra 
Baby  Blue  Eyes— Fox-trot 

The  Great  White  Way  Orchestra 
VOCAL  AND  INSTRUMENTAL  RECORDS 
It's  a  Fine  Thing  to  Sing.  .  .  .Sir  Harry  Lauder 

Saturday  Night  Sir  Harry  Lauder 

Not  a  Sparrow  Falleth  Merle  Alcock 

My  Task  Merle  Alcock 

Moonlight  Sonata 

Olive  Kline  and  Male  Quartet 
Hymn  to  the  ^Madonna 

Lucy  I\Iarsh  and  Male  Quartet 
O  Sacred  Head  Surrounded.  ..  .Trinity  Quartet 

Jesus  Lives!  Trinity "  Quartet 

Gems  from  "Blossom  Time" 

Victor  Light  Opera  Company 
Gems  from  "The  Y^ankee  Princess" 

Victor  Light  Opera  Company 
La  Forza  Del  Destine — Overture,  Part  I 

Victor  Symphony  Orchestra 
La  Forza  Del  Destine — Overture,  Part  II 

Victor  Symphony  Orchestra 
of  Ireland — Part  I 

Arthur  Pryor's  Band 
Reminiscences  of  Ireland — Part  II 

Arthur  Pryor's  Band 
Reel — V^IolIn  and  Accordion 
Michael  Redmond  and  ]\[arty  Perry 
Medley  of  Irish  Reels  No.  8 — Accordion  with 

Piano  John  J.  Kimmel 

RED  SEAL  RECORDS 
Feodor  CiiALiAPiN,  Sfljrj — III  Russian 
Song  of  the  Volga  Boatmen 

Emilio  df,  Gogofza,  Bai'itonc 
Blue  Bells  of  Scotland 

MisCHA  Elman,  Violinist 
(Piano  accomp.,  Josef  Bonime) 

Waltz   in   A   Major  :  Hummel 

Amelita  Gai.li-Curci,  Sofrano — In  Italian 
Lucia — Mad   .Scene — Part    11    (Spargi  d'amaro 
pianto — Cast  on  My  Grave  a  Flower 

Donizetti 

Beniamino  Gigli,  Tenor — In  Italian 
Andrea    Chenier — Un    di    all'    azzurro  spazio 

(Once  O'er  the  Azure  Fields  Giordano 

Orville  Harrold,  Tenor 
Ride  On!  Ride  On  in  Majesty !.. Milman-Eville 

Louise  Homer,  Contralto 
Christ  the  Lord  Is  Risen  Today  .Charles  Wesley 

M.\ria  Jeritza,  Soprano — In  German 
Tannhhauser — Dich,  teure  Halle  (Oh,  Hall  of 

Song)   Wagner 

Hans  Kindler,  Violoncellist 

Killarney   Michael  W.  Balfe 

Frttz  Kreisler,  Violinist 

Pale   Moon  Logan-F.  Kreisler 

JoHK  McCORMACK,  Tcnpr 
Jesus,  Jly  Lord,  My  God.  My  All 
Ign.'^ce  Paderevvski,  Pianist 

Valse  in  A  Flat  (Op.  42)  Chopin 

Serget   Racjimaninopf,  Pianist  \ 

Serenade  (Op.  3,  No.  5)  Rachmaninoff 

.Stokowski  axij  PmLAnELPHiA  Orchestra 
Dance    of   the    Flutes    (Danse    des  Mirlitons) 
(From  "Casse-N'oisette" — Nutcracker  Ballet 

Tschaikowsky 

COLUMBIA  RECORDS 
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1S997  Reminiscences 
Reminiscences 
1899S    The  Blackbird- 
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9S047 

49925 
A3777 


A376.S 


A3766 


A3790 


SY'MPHONY  RECORDS 
Don   Giovanni — "11   mio   tesoro   intanto"  (To 
My   Beloved,   O   Hasten)    (Mozart) — Tenor 

Solo   Charles  Hackett 

Rachem  (ilana-Zucca) — Soprano  Solo 

Rosa  Ponselle 

O   For  the  Wings  of  a  Dove  (Mendelssohn-- 
Bartholdy) — Mezzo-Soprano  Solo 

Barbara  Maurel 
Were  My  Song  With  W'ings  Provided  (Hahn) 

— Mezzo-Soprano   Solo  Barbara  Maurel 

Crown  October  Ale — From  "Robin  Hood" 
(Smith  and  De  Koven) — Baritone  Solo  and 
Male  Quartet, 

Oscar   Seagle   and    Shannon  Four 
Stein    Song    (Bullard) — Baritone    Solo  and 
Jfale  Quartet 

Oscar  .Seagle  and  Shannon  Four 
Capricietto      (Mendclssohn-Burmester)  — Violin 

.Solo   Eddy  Brown 

Entr'acte  Gavotte — From  "Mignon"  (Thomas) 

— Violin    Solo  Eddy  Brown 

Runnin'  Wild   (Gibbs) — Fox-trot 

Ted  Lewis  and  His  Band 
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A37S6 
A377S 

A3775 
A37S9 

A37S5  I 

A37S3 
A37SS 
A37S4 
A3770 
A3791 

A37S7 

A3772 
A3769 

A3773 

A7S78 

A3767 
A37S0 


St.  Louis  Blues   (Handy) — Fox-trut 

Ted  Lewis  anti  His  Band 
Stop    Your    Kidding    (Mills-Grofe-McHugh) — 
F'ox-trot.  ..  .Frank  Westphal  and  His  Orcli. 
Greenwich  Witch    (Confrey) — F'ox-trot 

-  ■         •/        Frank  Westphal  and  His  Orch. 
Porcelain  Maid — From  "Irving  Berlin's  Music 
Box   Revue'    (Berlin) — Fox-trot 

Paul  Specht  and  His  Orchestra 
Lady  of  the  Evening — F'rom  "Irving  Berlin  s 
Alusic  Box  Revue     (Berlin) — Fox-trot 

Paul  Specht  and  His  Orchestra 
I  Wish  I  Could  Shimmy  Like  My  Sister  Kate 

(I'iron) — Fox-trot   '1  he  (Georgians 

Chicago    (That    Toddling    Town)    (Fisher)  — 

F'ox-trot   The  Georgians 

Just  As  Long  As  Y'ou  Have  Me — Introducing 
"The  Twinkle,  in  Your  Eye,"  from  "The 
Gingham  Girl"  (Von  Tilzer)  (Schwarzwald) 

— Medley  F'ox-trot  The  Columbians 

Syncopate — Introducing  "When  All  Y'our 
Castles  Come  Tumbling  Down,"  from 
"Molly   Darling" — Medley  Fox-trot 

The  Columbians 
Gave  Y'ou  Up  Just  Before  You  Threw  Me 
Down    (Kalmar-Ruby-Ahlert) — F'ox-tr6t 

Phil  (3hman  and  Harry  Reser 
Don't  Say  Good-bye   (Friedland) — Fox-trot 

Pliil  Ohman  and  Harry  Reser 
Mr.  Gallagher  and  Mr.  Shean  (Gallagher  and 
Shean) — One-step  ...Paul  Biese  s  Orchestra 
Hello!  Hello!  Hello!  (Askt)— Comedians 

Lewis  and  Dody 
Baby    Blue    Eyes     (Hirsch-Jessel-Greer) — Ac- 
cordion Solo  Guido  Deiro 

When  Y'oure  Near  (Sherman-Coslow) — Ac- 
cordion Solo  (iuido  Deiro 

Joe  Is  Here  (Kalmar-Ruby) — Comedian 

•  Eddie  Cantor 
How  Y'a  Gonna  Keep  Your  Mind  on  Danc- 
ing (Hartley) — Comedian  Eddie  Cantor 

Y'ou  Fell  Fler — I  Stutter  (F'riend) 

Van  and  Schenck,  Comedians 
Away  Down  East  in  Maine  (Donaldson) 

Van,  and  Schenck,  Comedians 
I'm  Just  a  Little  Blue   (For  You)   (Van  Al- 
styne) — Soprano  and  Tenor  Duet 

Nelson  and  Hart 
Falling  (Collins-Cameron-Fields)^ — Baritone 

Solo   .Elliott  Shaw 

He  Used  to  Be  Y'our  Man,  But  He's  My 
Man     Now  (Bradford)-^ — (Comedienne-  and 

Jazz  Band  Edith  Wilson  and 

Johnny  Dunn's  Original  Jazz  Hounds- 
Dixie    Blues     (McCoy-HendrIx) — Comedienne 

and  Jazz  Band  Edith  Wilson  and 

Johnny  Dunn's  Original  Jazz  Hounds 
Cohen  'Phones  About  His  Anto   (Leverich)  — 

Comedy   Monologue.  Joe  Hayman 

Cohen   'Phones  the   Gas  Company  (Hayman) 

— Comedy   Monologue  Joe  Hayman 

Angelina   (Browne) — Baritujie   Solo  and  jNIale 
Quartet. Harry  C.  Browne  and  Male  Quartet 
De  Darkies'  Jubilee  (Browne) — Baritone  Solo 
and  Male  Quartet 

Harry  C.  Browne  and  Male  Quartet 
Job  of  Journey  Work — Irish  Pipes,  Violin  and 

Piano...,  Eivnls.  Morrison  and  Muller 

Irish    Jig    Medley — Irish    Pipes,    Violin  and 

Piano  Ennis,  Morrison  and  Muller 

Parade      of      the      Wooden      Soldiers — From 
"Chauve  Souris"  (Jessel) ...  .Columbia  Band 
Portland  Cadets  March  (Reeves) 

Columbia  Band 

-Pirouette  (Finck) — One-step . Prince's  Orchestra 
-  Espana  { \Valdteufel) — Spanish  Waltz 

Columbia  ..Orchestra 
Harvard  Songs — i^tedley  No.  1 — The  Gridiron 

King,       Sofdter's  •     Field,        Harvardiana  _ 
i  -  (Fletcher-Fletcher- Williams-Steele) 
'  -    Shannon  Four,  Male  Quartet 

Harvard  Songs — Medley  No.  2 — Australia, 
Rhine  Wine,  Johnny  Harvard  (HaiiGock- 
Mendelssohn ..  Shannon,  Four,  Male  Qu.artet 
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EDISON  DISC  RE=CREATIONS 


ALREADY  RELEASED 
SPECIALS 
51103  La  Paloma  (The  Dove), 

Marta  de  la  Torre-Anibal  Y'alencia 

Hawaiian  Rainbow   Waikiki  Hawaiian  Orch. 

51106  Down  by  the  Old  Apple  Tree. Billy  Jones-Ernest  Hare 

My  Dawg   .Al  Bernard 

■51115  O-Le-O-I.ady   Al  Bernard-Frank  M.  Kamplain 

Wearing  of  the  Green, 

Walter  Scanlan  and  Mixed  Chorus 

51116  She  Was  Bred  in  Old  Kentucky, 

Walter  Scanlan  and  Mixed  Chorus 
When  You  Were  Sweet  Sixteen, 

■Walter  Scanlan  and  Mixed  Chorus 

51121  Amazon  (River  of  Dreams) ...  .The  Homestead  Trio 
The  Sands  oi  Sandy  Hook, 

Billy  Jones  and  Male'  Chorus 
FLASHES  ■    ■-  '  . 

51111  On  a  Moonlight  Night — Waltz.  ...  Kaplan's  Melodists 
Underneath    the    Mellow    Moon    (Intro.:  "My 

Carolina  Rose") — Medley  Waltz. Kaplan's  Melodists 

51112  Cocoanut  Dance — Banjo  Solo   Fred  Van  Eps 

Chinese  Picnic  and  Oriental  Dance — Banjo  Solo, 

Fred  Van  Eps 

51113  That   Dixie   Melody — Fox-trot. ..  .Kaplan's  Melodists 
Jennie  (Intro.:  "Honey  Moon  Lane") — Fox-trot, 

Stevens'  Quartet 

51117  Spanish  Rose — Tango   Kaplan's  Melodists 

My  Cuban   Pearl — Tango  Kaplan's  Melodists 

51120  Open  Your  Arms,  My  Alabamy — Fox-trot, 

Kaplan's  Melodists 
Chicago   (That  Toddling  Town  Fox-trot) — F'ox- 
trot  Stevens'  Trio 

51122  When  WiW  I  Know? — Fox-trot, 

Frank  Craft  and  His  Strand  Dance  Orch. 

Sunny  Jim — Fox-trot   Kaplan's  Melodists 

GENERAL  LIST 

.S0736  Smile  Through  Y'our  Tears  Joseph  Phillips 

That  Old-Fashioned  Mother  of  Mine   (An  Old- 
F'ashioned   Lady)   foseph  Phillips 

51114  The  Old  Rugged  Cross. Helen  Clark  and  Roy  Roberts 
Under  His  Wings   Metropolitan  Quartet 

511!.S  Whisiiering  Pines — Fox-trot.. Al  Burt's  Dance  Orch. 
The  Fuzzy-Wuzzy  Bird — Fox-trot, 

Al  Burt's  Dance  Orch. 
51119  We're  Nearing  the  Day  ("Up  She  Goes"), 

Walter  .Scanlan-E.  Spencer 
Just  an  Old  Love  Song  The  Homestead  Trio 


EDISON  BLUE  AMBEROL  RECORDS 

4681  Sweet  SoiUhern  Dream, 

Walter  Scanlan  with  Elizabeth  Spencer  in  Refrain 

4682  Melodies  of  Ireland — Chimes, 

The  Bells  of  Old  Trinity,  New  York 

4683  Erin   Charles  Hart  and  Chorus 

4684  On  a  Woodland  Glade — Piano  Solo  Huston  Ray 

4685  Porters  on  a  Pullman  Train  Collins-Harlan 

4686  Love  Sends  a  Little  Gift  of  Roses — Valse  Senti- 

mentale   E.  L,  Stevens'  Trio 

4687  Dear  Little  Shamrock   William  A.  Kennedy 

4688  Stack  O'Barley — Medley — Accordion  Solo,  - 

John  J.  Kimmel 

4689  A  Visit  to  Reilly's — Comic  Sketch  Charles  Reilly 

4690  Lonesome  Mama  Blues — Banjo  Solo..F'red  Van  Eps 
BLUE  AMBEROL  HITS  FOR  MARCH,  1923 

4706  Dumbell — Fox  trot   Broadway  Dance  Orch. 

4707  Whistling — F'ox-trot   Al  Burt's  Dance  Orch. 

470S  "Calanthe"  Waltzes— Piano  Solo.. Ernest  L.  Stevens 

4709  Fate   (It  Was  Fate  When  1  First  Met  You)  — 

Fox-trot   Atlantic  Dance  Orch. 

4710  Baby   Blue   Eyes — Fox-trot   Stevens'  Trio 


AEOLIAN  CO. 


VOCALION  RECORDS 
OPERATIC  SELECTION 
52045  Che    Gelida    Manina     (From     "La  Boheme") 
(What    an    Icy    Little    Hand)     (Puccini)  — 
Tenor — Aeolian  Orch.  Accomp. ..  Giulio  Crimi 
STANDARD  SELECTIONS 
30167  Come  and  Trip  It  (Handel) — Baritone — Aeolian 

Orch.  Accomp  Giacomo  Rimini 

30166  My    Message     (D'Hardelot) — Baritone — Aeolian 

Orch.  Accomp  John  Charles  Thomas 

20008  Deep  River  (Negro  Spiritual)  (Arranged  by 
William  Arms  Fischer)  —  Soprano  —  Orch. 
Accomp  Sara  Kouns 

14490  The   Wearin'   of  the  Green   (Old  Irish  Air)— 

Tenor — Orch.  Accomp  Charles  Harrison 

When  Irish  Eyes  Are  Smiling  (Ernest  R.  Ball) 

, — Tenor — Orch.  Accomp  (Charles  Harrison 

14495  Only    a    Year    Ago    (Albers) — Soprano — Orch. 

-Accomp  Claire  Lillian  Peteler 

Roses   Softly  Blooming   (Ball) — Soprano — Orch. 

Accomp  Grace  Kerns 

24035  Mary  of  Argyle  (Nelson-Jeffreys) — Tenor — Orch. 

Accomp  Colin  O'More 

The  Old  Refrain  (Kreisler-Mattulath)— Tenor— 

Orch.  Accomp  Colin  O'More 

INSTRUMENTAL  SELECTIONS 
60002  Guitarre      (Moszkowski) — Violinist — Piano  Ac- 
comp.. by  Helen  Hamilton  ...  Sasha  Culbertson 
Zapateado    (The   Cobbler)    (Sarasate) — Violinist 
— Piano  Accompaniment  by  Helen  Hamilton, 

Sasha  Culbertson 
35015  Madame  Butterfly  Fantasie  (Puccini), 

Aeolian  Symphony  Orch. 
Conducted  by  Gennaro  Papi, 
Metropolitan  Opera  House  Conductor 
Dance    of   the   Hours    (From    "La  Gioconda") 

-  (Ponchielli)   Aeolian  Symphony  Orch. 

Conducted  by  Gennaro  Papi, 
Metropolitan  Opera  House  Conductor 
14492  Medley     of     Irish     Jigs — Violin     Solo — Piano 

Accomp  Michael  Coleman 

The  Union  Reel — Accordion  Solo — Piano 
-Accomp  Patrolman  Frank  Quinn 

14491  Gate  City  March  (Weldon), 

Lieut.  Francis  W.  Sutherland 
and   His  7th   Regiment  Band 
Gushing  Academy  March  (Kiefer), 

Philadelphia  Police  Band 
CHILDREN'S  NURSERY  RHYMES 
14489  Mother  Goose  Song  Medley  No.  1  (Intro.:  (1) 
"Baa!  Baa!  Black  Sheep";  (2)  "Little  Jack 
Horner";  (3)  "Ding  Dong  Dell";  (4)  Ten 
Little  Indians";  (5)  "Three  Little  Kittens"; 
(6)  "London  Bridge") — Tenor — Orch.  Ac- 
comp Lewis  James 

Mother  Goose  Song  Medley  No.  2  (Intro.:  (1) 
"Mary  Had  a  Lfttle  Lamb";  (2)  Little  Bo- 
Peep";  (3)  "Pop!  Goes  the  \Veasel";  (4)  The 
Farmer  in  the  Dell";  (5)  "Hickory  Dickory 
Dock";  (6)  "Let  Your  Feet  Tramp,  "Tramp") 

— Tenor — Orch  Accomp   Lewis  James 

JEWISH  SELECTIONS 
14502    Ich   Bin   a   Border   Bei   Mein   Weib  (Rubin 
Doctor) — Tenor — Abe      Schwartz'  Orch. 

Accomp  Aaron  Lebedeff 

Gegen  A  Weib  Ken  Men  Kein  Chchem  Gur 
Nit    Sein    (Aaron    Lebedeff) — Tenor — Abe 
Schwartz'  Orch.  Accomp..  .  .Aaron  Lebedeff 
POPULAR  SONGS 

14497  Lost   (A   Wonderful   Girl)    (Hanley-Davis)  — 

Tenor — Selvin's  Orch.  Accomp. 

Irving  Kaufman 
Carry    Me    Back    to    My    Carolina  Home 
(Silver-Davis)  —  Tenors  —  Selvin's  Orch. 

Accomp  Irving  and  Tack  Kaufman 

DANCE  SELECTIONS 
14456    Way  Down  Yonder  in  New  Orleans  (Creamer- 
Layton) — Fox-trot 

Gene  Fosdick's  Hoosiers 
Y^ou've  Got  to  See  Mamma  Ev'ry  Night  (Or 
You  Can't  See  Mamma  At  All) —  (Conrad- 
Rose) — Fox-trot.  .Gene   Fosdick's  Hoosiers 
14488    Three    O'Clock    in    the    Morning  (Robledo- 
Terriss) — Novelty  Waltz  with  Vocal  Chorus 
Selvin's  Dance  Orchestra 
Isle  of  Sweethearts   (Maurice  Yvain) — Nov- 
elty Waltz  with  Hawaiian  Guitar  Chorus 
Selvin's  Dance  Orchestra 

14493  Down     in     Maryland     (Kalmar-Ruby) — Fox- 

trot— Vocal  Chorus  by  Irving  Kaufman 

The  Boardwalk  Orchestra 
The  Loveliglit  in  Your  Eyes  (Johnson-Smith- 
Wheeler) — Fox-trot 

The  Boardwalk  Orchestra 

14494  My  Buddy  (Donaldson-Kahn) — Fox-trot 

Ben  Bernie  and  His  Clrchestra 
Flower   of.  Araby  (Cherkasky-Schmit-Davis) 
— Fox-trot.  .  Ben  Bernie  and  His  Orchestra 

14498  Fate  (Gay) — Fox-trot 

JJar  HaTbor-Society  Orchestra 
Starlight  Bay  (Donaldson) — Fox-trot 

The  Broadway  Syncopators 

14499  Paddy  (Meyer) — Fox-trot 

Emil  Coleman  and  His 
Montmarte  Orchestra 
The  Thief  (Fisher)— Fox-trot 

Emil  Coleman  and  His 
Montmarte  Orchestra 
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-Jen -nie, my  lit -He    <Jen  -     -  me,      Soon      Veil  be  loV-in' plen  -  ty 

JENNIE 


"You  caret  vrond 
Vithany'FEISTson^" 


A  Happy  Fox  Trot  Son^ 


ADVANCE  RECORD  BULLETINS  FOR  MARCH— (Continued  from  page  170) 


.14500    You   Know   You   Belong   to   Somebody  Else 
(Monaco-West) — Fox-trot 

The  Bar  Harbor  Society  Orchestra 
Love  Sends  a   Little  Gift  of  Roses  (Open- 
shaw-Cooke) — FoN-trot 

The  Bar  Harbor  Society  Orchestra 
14465    The  Cup  of  Forgiveness  (La  Copa  del  Olvido) 
— Tango-Fox-trot — (Eurique  Delfino) 

Max  Dolin's  Orchestra 
Olimpica— Vals  (WalU)— (H.  Gallardo) 

Max  Dolin's  Orchestra 


OKEH  RECORDS 


^1734  My  Buddy  (Kahn-Donaldson) — Tenor  with  Orch., 

Billy  Jones 

Old  Kentucky  Jloonlight  (Gillespie-Van  Alstyne) 
— Mixed  Trio  with  Special  Orch.. 

Crescent  Mixed  Trio 

4735  I'm  Going  to  Plant  Myself  in  My  Old  Planta- 

tion Home  (W'ilson-Brennan) — Fox-trot, 

Finzel's  Detroit  Society  Orch. 
Stop  Your  Kiddin'  (Mills-Grofe-McHugh) — Fox- 
trot  Finzel's  Detroit  Society  Orch. 

4736  .\way  Down  East  in  Maine  (Donaldson) — Fox- 

trot. 

Vincent  Lopez  and  His  Hotel  Pennsylvania  Orch. 

With  Aileen  Stanley 
Swanee  Smiles  (Ring-Hager) — Fox-trot, 
Vincent  Lojiez  and  His  Hotel  Pennsylvania  Orch. 

4737  Lost  (A  Wonderful  Girl)  (J.  F.  Hanley)— Fox- 

trot— Incidental  Piano  by  Del  Symonds, 

Guyon's  Paradise  Orch. 
Jules  R.  Herbuveaux,  Director 
I'm  Through  (Shedding  Tears  Over  You)  (E.  J. 
Weber) — Fox-trot — Incidental    Piano    by  Del 

Symonds   Guyon's  Paradise  Orch. 

Jules  R.  Herbuveaux,  Director 

4739  Who  Cares?  (Ager)— Fox-trot.  .Markel's  Orch. 
Some  Winter's  Night  (Kortlander) — Fox-trot, 

Markets'  Orch. 

4740  I  Wish  I  Could  Shimmy  Like  My  Sister  Kate 

(A.  J.  Piron) — Contralto  Solo — Piano  Accomp. 

by  Clarence  Williams   Eva  Taylor 

Baby,  Won't  You  Please  Come  Home?  (War- 
field-Williams) — Contralto  Solo — Piano  Accomp. 
by  Clarence  Williams  Eva  Taylor 

4741  Horace    Goldin's    Sawing    a    Woman    in  Half 

(Part  T) — Descriptive  Specialty  (Goldin), 

Operated  by  Dr.  Cohn  (CJeorge 
Thompson)    and  Company 
Horace    Goldin's    Sawing    a    Woman    in  Half 
(Part  II) — Descriptive  Specialty  (Goldin), 

Operated  by  Dr.  Cohn  (George 
Thompson)    and  Company 
473.S  Some  of  These  Days  (Brooks) — Fox-trot, 

Original  Dixieland  Jazz  Band 
Toddlin'  Blues  (La  Rocco) — Fox-trot, 

Original  Dixieland  Jazz  Band 

4742  Hawaii    (I'm   Dreaming  of   You)  (Klickmann) 

— Waltz — Hawaiian  Guitar  Effect  by  Vir- 
ginia Burt  Guyon's  Paradise  Orch. 

Jules  R.  Herbuveaux 
Isle  of  Sweethearts  (Yvain) — Waltz, 

Guyon's  Paradise  Orch. 
Jules  R.  Herbuveai.ix 

4743  Blowing  Bubbles  All  Day  Long   (Intro.:  "The 

Tale  of  a  Fan,"  From  the  Hippodrome  *Shovv, 
"Better  Times")   (Hubbell)— Medley  Fox-trot, 
Finzel's  Detroit  Society  Orch. 
I  Gave  You  Up  Just   Before  You  Threw  Me 
Down   CKalmar-Ruby-.'Vhlert) — Fo.x-trot, 

Finzel's  Arcadia  Orchestra  of  Detroit 

4744  La  Paloma   (The  Dove)    (Yradier)— Fox-trot, 

Vincert  I,opez  and  His  Hotel  Pennsylvania  Orch. 
Pinafore    Selection    (From    the    Opera,  "Pina- 
fore")   (Sullivan) — Fox-trot, 
Vincert  Lopez  and  His  Hotel  Pennsylvania  Orch. 

4745  Lady  of  the  Evening  (From  "The  Music  Box 

Revue,  1922-1923")   (Berlin)— Fox-trot, 

Herbert  Berger's  St.  Louis  Club  Orch. 
I  .Still  Can  Dream   (Intro.:   Chorus  of  "In  the 
Starlight,"   From  the  Musical  Comedy,  "The 
Yankee    Princess")     (Kalman) — Medley  Fox- 
trot  Hotel   Cleveland  Dance  Orch. 

Ivan  Francisci,  Director 

4746  Marianna    (From    the    Musical    Comedy,  "The 

Lady  in  Ermine)   (Gilbert) — Waltz, 

Hotel    Cleveland    Dance  Orch. 
Ivan  Francisci,  Director 
Rocky    Mountain    Moon    (Marshall- Whiting)  — 

Waltz   Hotel  Cleveland  Dance  Orch. 

Ivan  Francisci,  Director 

4751  Homesick  (Berlin) — Male  Trio  with  Orch., 

Crescent  Trio 

I'll  Be  in  My  Dixie  Home  Again  To-morrow 
(Turk-Robinson) — Male  Trio  with  Orch., 

Crescent  Trio 

4752  I  Ain't  Gonna  Give  Nobody  None  o'  This  Jelly 

Roll     (Williams- Williams)  —  Popular  Colored 

Singer  ..Mamie  Smith  and  Her  Jazz  Hounds 
Don't  Mess  With  Me   (Gold) — Popular  Colored 

Singer  ...Mamie  Smith  and  Her  Jazz  Hounds 
8043  You  Got  Ev'ry  Thing  a  Sweet  Mama  Needs  But 

]V[e  (Fowler) — Contralto  Solo — Piano  Accomp. 

by  T.  Waller  Sara  Martin 

'Tain't   Nobody's  Bus-ness   if  I   Do  (Grainger- 

Robbins) — Contralto   Solo — Piano   Accomp  by 

T.  Waller   Sara  Martin 
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474S 


4749 


4750 


21010 


2002 


2003 


3036 


3037 


303S 


5013 


5014 


53202 
63002 
72105 


Tenting  on  the  Uld  Camp  Ground  (Kittredge) 
Male  Quartet   Shannon  Four  10 

Soldier's  Farewell  (Kinkel) — Male  Quartet, 

Shannon  Four  10 

Sweet  Adeline  (Armstrong) — Male  Quartet, 

Shannon  Four  10 

When  the  Corn  Is  Waving,  Annie,  Dear — 
Male  Quartet  Shannon  Four  10 

En  Mi  Tierra  Azteca  (In  My  Aztec  Land) 
(Hegbom.Meek) — Fox-trot  —  Mexican  Instru- 
mental Trio, 

Trio  de  Celebres  Instrumentalistas  "Cinta  Azul"  10 
Fox   Del   Silbido    (Whistling  Fox)    (Uranga)  — 
Fo-x  trot — Mexican  Instrumental  Trio, 
Trio  de  Celebres  Instrumentalistas  "Cinta  Azul"  10 
Maui  Girl — Hawaiian  Yodeling — Tenor  Accomp. 

by  Kalani  Peterson's  Trio  Prince  Lei  Lani  10 

Ua  Like  No  a  Like  (Sweet  Constancy) — Ha- 
waiian  Yodeling — Tenor  Accomp.   by  Kalani 

Peterson's  Trio  Prince  Lei  Lani  10 

Bonnie  Annie   Reel  —  Accordion   Solo— Piano 
."kccomp.  by  Tom  Muller. .......  Frank  Quinn  10 

Drowsy    Maggie    Reel — Accordion    Solo — Piano 

Accomp.  by  Tom  Muller  Frank  Quinn  10 

ODEON  RECORDS 
Aida — Act  II — Finale  (Verdi) — Band, 

Royal  Italian  Marine  Band  10|4 
{Recorded  in  Europe) 
Uno  Ballo  in  Maschera  (Masked  Ball) — Act  II 
— Prelude   (Verdi) — Band, 

Royal  Italian  Marine  Band  1034 
(Recorded  in  Europe) 
Aida — Act    I — Scene     II — Ballet     and  Sacred 
Dance  (Verdi) — Band, 

Royal  Italian  Marine  Band  lOM 
(Recorded  in  Europe) 
Rigoletto — Act     III — The     Tempest     (Verdi)  — 

Band   Royal  Italian  Marine  Band  10}.-J 

(Recorded  in  Europe) 
.Artist's  Life  ■  (Johann  Strauss) — (Drchestra, 

Marek  Weber  and  His  Orch.  12 
(Recorded  in  Etirope) 
Wine,    Woman   and    Song    (Johann    Strauss)  — 

Orchestra   Marek  Weber  and  His  Orch.  12 

(Recorded  in  Europe) 
Dreaming  (Archibald  Joyce) — Orchestra, 

Marek  Weber  and  His  Orch.  12 
(Recorded  in  Europe) 
Souvenir    de    Marie     (Marien-Klange)  (Josef 
Strauss) — Orchestra, 

Marek  Weber  and  His  Orch.  12 
(Recorded  in  Europe) 
Tannhauser    (Intro,    to    3d    Act)  (Tannhauser 
Romfahrt)     (Part    I)     (R.     Wagner)— Sym- 
phony Orchestra. .  .European  Symphony  Orch.  12 
(Recorded  in  Europe) 
Tannhauser    (Intro,    to    3d    Act)  (Tannhauser 
Romfahrt)     (Part    II)     (R.    Wagner)— Sym- 
phony ■  Orchestra.  .European  Symphony   Orch.  12 
(Recorded  in  Europe) 
Tales  of  Hoffmann — Barcarolle  (Radiant  Night) 
(Barcarole      aus      Hoffmann's  Erzahlungen) 
(Jacques  Offenbach) — Symphony  Orchestra, 

Eduard  Morike  and  the  Orchestra  of 
the   German   Opera   House,  Berlin 
(Recorded  in  Europe) 
Tales  of  Hoffmann — Minuet  and  Waltz  (Menuett 
und    Walzer    aus    Hoffmann's  Erzahlungen) 
(Jacques  Offenbach) — Symphony  Orch., 

Eduard  Morike  and  the  Orchestra  of 
the   German   Opera   House,  Berlin 
(Recorded  in  Europe) 
Siegfried — Schwertlied  .     (R,     Wagner) — Sword 
Song-^Tenor  with  Orch. — Sung  in  German, 

Fritz  Vogelstrom 
(Recorded    in  Europe) 
Siegfried — Du    Holdes    Voglein    (Thou  Happy 
\Varbler)    (R.  Wagner) — Tenor  with  Orch. — 

'  Sung  in  German   Fritz  Vogelstrom 

-  -       (Recorded    in  Eurol^c) 
FONOTIPIA  RECORDS 
I    Pagliacci — No,    Pagliaccio    Non    Son  (No. 
Punchinello,  No  More)    (Leoncavallo) — Tenor 
with  Orch — Sung  in  Italian  .  -  Nino  Piccaluga 
Otello — Addio  Sante  Memorie  (Farewell,  Sacred 
Memories)    (Verdi) — Tenor  with  Orch. — Sinig 

in   Italian  Nino  Piccaluga 

I  Vespri  Siciliani — Aria  di  Montforte  (Mont- 
ford's  Aria)  (Verdi) — Baritone  with  Orch. — 
Sung  in  Italian   Riccardo  Stracciari  10 


BRUNSWICK  RECORDS 

50023    Hungarian  Rhapsody  No.  2 — Part  I  (Liszt) 

Pianoforte  Solo  Josef  Hofmann 

Hungarian  Rhapsody  No.  2 — Part  II  (Liszt) 

Pianoforte  Solo  Josef  Hofmann 

15038  Preguntales  a  las  Estrellas.  (O  Ask  of  the 
Stars  Beloved) — Mexican  Folk  Song — .\r- 
ranged  by  Frank  La  Forge — Soprano  in 

Mexican   Florence  Easton 

El  Cefiro  (The  Zephyr) — Mexican  Folk  Song — 
Soprano,    in    Mexican — Arranged    by  Frank 

La  Forge   Florence  Easton 

2342  My  Buddy  (Donaldson)— Waltz— Violin  Solo, 

Frederic  Fradkin 
A  Kiss  in  the  Dark  (From  "Orange  Blossoms")"^ 
(De    Sylva-Victor    Herbert)  —  Waltz — Violin 
Solo   Frederic  Fradkin 
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In  a  corner  of  the  World  (Keyes-Crawford)  — 

Baritone   Solo   Ernest  Hare 

November  Rose  (Jack  Snyder) — Baritone  Solo, 

Ernest  Hare 
Georgia  Cabin  Door  (Squires- Young-Parish). 

White  Way  Male  Quartet 
Who  Did  You  Fool,  After  All?   ( Van-Schenck- 

Black)— Tenor  Solo   Billy  Jones 

Lucrezia  Borgia — Brindisi  (It  Is  Better  to  Laugh) 
(Donizetti)  —  Drinking    Song  —  Contralto,  in 

Italian   Sigrid  Onegin 

Trovatore — Stride    la    vampa!     (Fterce  Flames 
Are   Soaring)    (Act  II,   Scene  I)    (Verdi)  — 

Contralto,  in  Italian   Sigrid  Onegin 

Lolita  (Buzzi-Peccia) — Spanish  Serenade — Tenor, 

in  Italian   Mario  Chamlee 

Mattinata     ('Tis  ,  the     Day)     (Leoncavallo) — 

Tenor,  in  Italian   Mario  Chamlee 

Oh,   That    We   Two   Were   Maying    (Nevin)  — 
Soprano  and  Tenor.. Marie  Tiffany.Theo  Karle 
Alice,  Where  Art  Thou   (Gurnsey-Ascher) — So- 
prano and  Tenor.  ..  .Marie  Tiffany-Theo  Karle 
In    a    Monastery    Garden    (Ketelbey) — Concert 

Orchestra   Capital  Grand  Orch. 

Erno  Rapee,  Conductor 
Cavalleria   Rusticana — Intermezzo    (Mascagni)  — 

Concert  Orchestra   Capital  (^rand  Orch. 

Erno  Rapee,  Conductor 
Crinoline   Days    (From   "Music   Box   Revue  of 
1922-23")   (Irving  Berlin)— Fox-trot, 

Arnokl  Johnson  and  His  Orch. 
Away  Down  East  in  Maine  (Donaldson) — Fox- 
trot  Arnold  Johnson  and  His  Orch. 

Open  Your  Arms,  My  Alaliamy  (Young-Lewis- 
Meyer) — Fox-trot  Bennie  Krueger's  Orch. 

Nothing  But.  ( Ward-Grofe-Busse) — Fox-trot. 

Bennie  Krueger's  Orch. 
Whoa,  Tillie,  Take  Your  Time  (Creamer-Lay- 
ton) ...  Margaret  Young,   Singing  Comedienne 
Don't  Think  You'll  Be  Missed  (Fred  Rose). 

Margaret  Young.  Singing  Comedienne 
I  Gave  You  Up  Just  Before   You  Threw  Me 
Down  (Kalmar-Ruby-Ahlert), 

Marion  Harris,  Singing  Comedienne 
Rose  of  the  Rio  Grande  (Warren-Gorman), 

Marion  Harris,  Singing  Comedienne 
Medley  of  Irish  Waltzes — No.  1  ("Little  Bit  of 
Heaven";  "Where  the  River  Shannon  Flows"; 
"My  Wild  Irish  Rose"), 

Jos.  C.  Smith  and  His  Orch. 
Medley  of  Irish  Waltzes — No.  2   ("Come  Back 
to  Erin";  "Believe  Me  if  All  Those  Endear- 
ing' Yoimg    Charms":    "Low    Back'd  Car"; 
"Cruiskeen  Lawn";  "Wearin'  o'  the  Green"), 
Jos.  C.  Smith  and  His  Orch. 
Think  of  Me  (Eldridge)— Fox-trot, 

Isham  Jones'  Orch. 
Play  the  Funny  Blues  (Panico) — Fox-trot. 

Isham  Jones'  Orch. 
Starlight    Bay     (Kahn-Donaldson)  —  Fox-trot — 
Orchestral — Arranged   by   Walter  Haenschen. 

Carl  Fenton's  Orch. 
Only  Just  Suppose  (Harris-Solman) — Fox-trot — 
Orchestral — Arranged   by   Walter  Haenschen, 
Carl  Fenton's  Orch. 
He  May  Be  Your  Man,  but  He  Comes  to.  See 
Me-  Sometimes   (Fowler) — Fox-trot, 

The  Cotton  Pickers 
Great   White   Way   Blues  (Napoleon-Signorelli) 

—  Fox-trot   The  Cotton  Pickers 

Loose  Feet  (Spencer  Williams) — Fox-trot, 

The  Cotton  Pickers 
Runnin'  Wild  (Grey-Gibbs) — Fox-trot, 

The  Cotton  Pickers 
Teddy   Bear   Blues    (Jackson) — Fox-trot — Piano 
Passages  by  Gene  Rodemich  and  Allister  Wylie, 
Gene   Rodemich's  Orch. 
Fate    (Byron    Gay) — Fox-trot — Piano  Passages 
by  Gene  Rodemich  and  Allister  \Vylie, 

Gene   Rodemich's  Orch. 
Flower    of    Araby     (Cherkasky-Sclimit-Davis)  — 

Fox-trot   Gene  Rodemich's  Orch. 

Three  Little  Words  (Branch-Brown) — Fox-trot — 
Piano     Passages    by     Gene     Rodemich  and 

Allister  Wylie   Gene  Rodemich's  Orch. 

Journey's  End  (Intro.:  "Tie  Up,"  From  "Up 
She  Goes")    (^IcC^arthy-Tierney) — Fox-trot, 

Oriole  Terrace  Orch. 
Porcelain   ilaid    (From   "Music   Box  Revue  of 
1922-23")  (Irving  Berlin)— Fox-trot, 

Oriole  Terrace  Orch. 
Carnival    of    Venice    (Arban) — Cornet    Solo — 
Arranged  by  Herbert  L,  Clarke, 

Herbert  L.  Clarke 
Stars  in  a  Velvety  Sky  (Clarke) — Cornet  Solo, 

Herbert  L.  Clarke 
^lartha  (Sanders) — Fox-trot — Accordion  Solo 

Frank  Papila 

You  Can  Have  Him,  I  Don't  Want  Him,  Didn't 
Love  Him  Anyhow  Blues  (Tracey-Dougherty) 
— Fox-trot — Accordion  Solo  Frank  Papila 
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GENNETT  LATERAL  RECORDS 

GREEN  LABEL  RECORDS 
10068  Spring     Song     (Mendelssohn)  —  Violin — Pianq_ 

Accomp.   by   Thos.   Griselle  Scipione  Guidi 

{Continued  on  page  172) 
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10069 

491S 

5013 
5014 

5015 

5016 

5017 

501S 

5020 

5023 

5024 

5025 

5026 

5027 

5028 

S029 
S5012 

5019 
1-5021 

1-5022 


Moment     Musical     (Schubert) — Violin — Piano 

Accorap.  by  Thos.  Griselle  Scipione  Guidi 

I'll  Take  \ou  Home  Again,  Kathleen  (Wes- 
tendorf) — Tenor — Violin  Obbligato  by  A.  Dra- 
sein — Piano  Accorap.  by  Thos.  Griselle, 

Henry  Moeller 
Sing  Me  to  Sleep  (Sing  Mir  Dein  Lied) — Tenor 
— Violin    Obbligato    by    A.     Drasein — Piano 

Accomp.  by  Thos.  Griselle  Henry  Moeller 

We'll    Say    "Good    Night"    Here  (DeArmond- 

Rodeheaver) — Baritone   Homer  Rodeheaver 

God  Will  Take  Care  of  You  (Martin-Martin) — 

Baritone   Homer  Rodeheaver 

Baby  Blue  Eyes  (Hirsh-Jessel-Greer) — Fo-x-trot, 

Bailey's  Lucky  Seven 
Dumbell  (Confrey) — Fox-trot. Carolina  Cotton  Pickeri 
Beautiful  California  (Dewitt-Storer) — Waltz, 

Morgan's  Court  Orch. 
Wait  Till  the  Sun  Shines  (Reeves), 

Morgan's  Court  Orch. 
Two  Little  Wooden  Shoes   (Stanley-Hartley) — 

Fo.x-trot  Harold  Leonard  and  His  Red  Jackets 

Think  of  Me  (Eldridge)— Fox-trot, 

Harold  Leonard  and  His  Red  Jackets 
Georgia  Cabin  Door  (Young-Squires) — Fox-trot, 

Carolina  Cotton  Pickers 
'Way  Down  Yonder  in  New  Orleans  (Creamer- 

Layton) — Fox-trot   Bailey's  Lucky  Seven 

Open  Your  Anns,  My  Alabamy  (Meyer) — Fo.x- 
trot   Bailey's  Lucky  Seven 

Flower    of    Araby    (Cherkasky-Schmit-Davis) — 

Fox-trot   Cal  Smith's  American  Orch. 

Great   White   Way   Blues  (Napolian-Signorelli) 

— Fox-trot   Ladd's  Black  Aces 

Railroad  Men  (Schoebel-Erdman-Meyers) — Fo.x- 
trot   Ladd's  Black  Aces 

The  Lovelight  in  Your  Eyes   (Johnson) — Fox- 
trot  Cal  Smith's  American  Orch. 

Down  in  Maryland  (Kalmar-Ruby) — Fox-trot, 

Cal  Smith's  American  Orch. 
Aggravatin'  Papa  (Turk-Robinson) — Fox-trot, 

Ladd's  Black  Aces 
Sweet  Levin'  Mama  (Please  Come  Back  to  Me) 

(Wagner-Lockard) — Fox-trot  ...Ladd's  Black  Aces 
Fate  (Gay) — Fo.x-trot, 

Harold  Leonard  and  His  Red  Jackets 
Can  You  Forget?  (Frey), 

Harold  Leonard  and  His  Red  Jackets 
If  Winter  Comes  ( Leonard- Williams-Aldin), 

Harold  Leonard  and  His  Red  Jackets 
When  Eyes  Meet  Eyes  (When  Lips  Meet  Lips) 

(Edwards) .  .Harold  Leonard  and  His  Red  Jackets 
Y''ou  Know  Why  (Leonard-Fett), 

Harold  Leonard  and  His  Red  Jackets 
Red  Jacket  Blues  (Fett), 

Harold  Leonard  and  His  Red  Jackets 
Mother's  Love  (Loescher-Schmidt) — Tenor, 

Charles  Harrison 
Falling  (Collins-Cameron-Fields) — Baritone, 

Elliott  Shaw 
In   a   Corner  of   the  World    (All   Our  Own) 

(Crawford)   Woodland  Inn  Orch. 

Red  Moon   (DeMartini-Kortlander) — Waltz, 

Woodland  Inn  Orch, 

Mother's  Stories   Charles  Gordon 

Mother's  Stories   Charles  Gordon 

GENNETT  FOREIGN  RECORDS 
Maldito  Tango  (J.  M.  Hernandez) — Tango  Ar- 
gentine  Gennett  Dance  Orch. 

Sufrimiento    de    Amor    (Guillermo    Posadas) — 

Vals   Nathan  Glantz  y  su  orquesta 

Der  Besoffene  Deutsche  Amusir  Gesellschaft 

Von  Frankfurt  Am  Main 

Der  Lustige  Hans  Frankfurter  Stahl-Kapelle 

Inno  Dei  Fascist!  (Marcia), 

G.  lasilli  and  His  Orch. 
Un   Pensiero  Notturno   (A  Night's  Thought) 

(S.  Persico)— Waltz  G.  lasilli  and  His  Orch. 

Speranze  Perdute   (A.   Morelli) — Waltz, 

G.  lasilli  and  His  Orch. 
Tra  Veglia  E  Sonno  (Luigi  Canoro — Mazurka, 

G.  lasilli  and  His  Orch. 


PATHE  PHONOGRAPH  AND  RADIO  CORP. 

(Actuelle  Records) 

STANDARD  VOCAL 

020879  Minstrel  Boy  (Moore)   Henry  Burr 

The    Harp    That    Once    Thro"    Tara's  Halls 

(Moore)   Henry  Burr 

020880  Kerry  Dance   Arthur  Wilson 

Just  a  Bit  of  Irish  Lace  Arthur  Wilson 

INSTRUMENTAL 
IRISH  JIGS 

020882  Casey  at  the  Party — Accordion  Frank  Quinn 

Bowl  of  Coffee — Accordion   Frank  Quinn 

OPERATIC 

025098  Sto  Stoma  Sto  Stoma  (In  Greek), 

Mandolinata  of  S.S.  King  Alexandre 
Ernani  (In  Greek), 

Mandolinata  of   S.S.  King  Alexandre 

025099  The  Two  Grenadiers  (Schumann) .. David  Bispham 
Mistress  Magrath  (Graves-Duncan)  .David  Bispham 

025100  Caprice  Viennois  (Kreisler) — Violin  Solo, 

Alexander  Debruille 
Valse  Bluette  (Drigo) — Violin  Solo, 

Alexander  Debruille 

025101  Who  Knows?   Craig  Campbell 

The  Banks  of  Allan  Water  (Horn), 

Craig  Campbell 

POPULAR  VOCAL 

020893  Honeymoon  Time   Frank  Sterling 

Don't  Forget  Me  When  You're  Gone. Robert  Bruce 

020894  Jimbo    Jambo     (Dance     Rhythm)  (Chorus- 

Harry  Blake  and  Robert  Judsan)  Royal  Trio 

Down  by  the  Old  Apple  Tree  (Dance  Rhythm) 
(Chorus — Harry  Blake  and  Robert  Judson), 

Royal  Trio 

020895  Martha   William  Rundall 

Mother  in  Ireland  Arthur  Wilson 

DANCE 

020898  Falling — Fox-trot   (Vocal   Chorus— Hugh  Lati- 

mer)  Hazay  Natzy  and  His  Orch. 

The  Lovelight  in  'Your  Eyes — Fox-trot  (Vocal 
Chorus — Hugh  Latimer), 

Hazay  Natzy  and  His  Orch. 

020899  Love  Sends  a  Little  Gift  of  Roses — Waltz, 

Elite  Dance  Orch. 
Lest  You  Forget — Fox- trot  Eckstein  Trio 

020881  I  Gave  You  Up  Just  Before  You  Threw  Me 

Dov/n — Fox-trot  (Vocal  Chorus — Harry  Blake), 

Elite  Dance  (Drch. 
Burning    Sands — Fox-trot  Elite  Dance  Orch. 

020900  Ivy — Fox-trot   Original  Memphis  Five 

Aunt  Hagar's  Blues — Fox-trot, 

Original  Memphis  Five 

020901  My  Buddy— Fox-trot   Al  Burt's  Orch. 

Without  You — Fox-trot   Al  Burt's  Orch. 

020902  Aggravatin'  Papa — Fox-trot. .  New  Synco  Jazz  Band 
You've  Got  to  See  Mamma  Ev'ry  Night — Fox- 
trot (Vocal  Chorus — Hugh  Latimer), 

Majestic  Dance  Orch. 

020903  Open  Your  Arms,  My  Alabamy — Fox-trot, 

Max  Terr's  Orch. 

When  Will  I  Know?— Fox-trot, 

Don  Parker's  Western  Melody  Boys 


0J0904  Apple  Sauce — Fox-trot   Majestic  Dance  Orch. 

Peggy,  Dear — Fox-trot   .'.Elite  Dance  Orch. 

020905  The  Voice  in  My  Heart  (From  "Little  Nellie 

Kelly") — Waltz    (Vocal   Chorus— Frank  Ster- 
ling)  Elite  Dance  Orch. 

Red  Moon — Waltz  (Vocal  Chorus — Hugh  Lati- 
mer)  Majestic  Dance  Orch. 

020906  Starlight    Bay— Fox-trot    (Vocal    Chorus— Ar- 

thur Wilson)   Elite  Dance  Orch. 

Baby  Blue  Eyes — Fox-trot   Elite  Dance  Orch. 

020893  Four  o'Clock  Blues— Fox-trot, 

Original  Memphis  Five 
Whoa,  Tillie,  Take  Your  Time— Fox-trot, 

New  Synco  Jazz  Band 

EMERSON  RECORDS 

LATEST  DANCE  RECORDS 

10577  Dearest — Fo.x-trot   Lanin's  Roseland  Orch. 

When  Hearts  Are  Y'oung — Fox-trot, 

Lada's  Louisiana  Orch. 

10578  Sweet  One — Fox-trot  Lanin's  Roseland  Orch. 

My  Buddy — Waltz   Lada's  Louisiana  Orch. 

10579  Liza — Fox-trot   Emerson  Dance  Orch. 

Starlight  Bay — Fo.x-trot   Emerson  Dance  Orch. 

10580  Kune  Jine — fox-trot,  with  Vocal  Chorus, 

Lada's  Louisiana  Orch. 

Hello  Paddy — Fox-trot  Emerson  Dance  Orch. 

LATEST  VOCAL  RECORDS 
10576  I  Gave   You  Up  Just  Before  You  Threw  Me 

Down — Tenor  Solo  Billy  Jones 

You   Know   You   Belong  to   Somebody  Else — 
Tenor  Solo   Billy  Jones 

10581  Little  Rover — Tenor  Solo   "..Irving  Kaufman 

New  Hampshire — Tenor  and  Baritone  Duet, 

Irving  and  Jack  Kaufman 

10582  St.  Louis  Blues — Comedy  Song  Al  Bernard 

Henry    Jones,    Your    Honeymoon    Is    Over — 

Comedy  Duet   Al  Bernard-Ernest  Hare 

10583  Roaming  in  the  Gloaming — Tenor  Solo, 

Scott  Blakely 

I  Love  a  Lassie — ^Tenor  Solo  Scott  Blakely 

10584  Little  Town  in  the  Ould  County  Down— Tenor 

Solo   Walter  Scanlan 

St.  Patrick's  Day— Tenor  Solo  Gerald  Griffin 

1 0585  Come  Back  to  Erin — Tenor  Solo  John  Finnegan 

The    Green,    the    White   and   the    Gold — Tenor 

Solo   Hugh  Donovan 

GLOBE  DISTRIBUTING  CO. 

DANCE  RECORDS 

7202  When  Hearts  Are  Young — From  "The  Lady  In 

Ermine" — Fox-trot   California  Ramblers 

Am  I  To  Blame? — Fo.x-trot  California  Ramblers 

7200  Burning  Sands — Fox-trot  Coreyfonic  Orchestra 

Carmen   Potpourri — Fox-trot.  .  .Coreyfonic  Orchestra 

7203  Wonderful  One — Waltz .  Symphonia  Dance  Orchestra 
A  Kiss  in  tlie  Dark — From  "Orange  Blossoms" 

— Waltz   Symphonia  Dance  Orchestra 

7194  Lost,  A  Wonderful  Girl— Fox-trot 

Cali.'ornia  Ramblers 

When  Will  I  Know? — Fox-trot 

Louis  Cohen's  Roman  Garden  Orchestra 

7195  Open  Your  Arms,  My  Alabamy — Fo.x-trot 

Coreyfonic  Orchestra 

Ivy,  Cling  to  Me — Fo-x-trot 

Louis  Cohen's  Roman  Garden  Orchestra 

7196  Fate  (It  Was  Fate  When  I  First  Met  You)— 

Fox-trot   Coreyronic  Orchestra 

Carry  Me  Back  To  My  Carolina  Home — Fox-trot 

California  Ramblers 

7197  I'm  Just  A  Little  Blue  For  You— Waltz 

Symphonia  Dance  Orchestra 
November  Rose,  Good-bye — -Waltz 

Symphonia  Dance  Orchestra 
VOCAL  RECORDS 

7206  You  Tell  Her,  I  Stutter— Tenor-Baritone  Duet 

— Orchestra  Acc  Billy  Jones  and  Ernest  Hare 

Down  By  the  Old  Apple  Tree — Baritone-Tenor 
Duet — Orchestra  Acc. 

Ernest  Hare  and  Billy  Jones 

7207  My  Buddy — Tenor  Solo — Orchestra  Acc. 

Charles  Harrison 
I  Gave  You  All  the  Love  I  had — Baritone  Solo 
— Orchestra  Acc  Artliur  Fields 

7198  To-Morrow  (I'll  Be  In  My  Dixie  Home  Again) 

Tenor  Solo — Orchestra  Acc  Arthur  Hall 

Away    Down    East    In    Maine — Tenor    Solo — 

Orchestra  Acc  Billy  Jones 

INSTRUMENTAL  "BLUES"  RECORDS 

7204  Four  O'Clock  Blues— Fox-trot 

Original  Memphis  Five 
Sweet    Mama,    Please    Come    Back    To    Me — 
Fox-trot   Original  Memphis  Five 

7205  Loose  Feet — Fox-trot  Syncopating  Skeeters 

Telephone    Blues — Fox-trot.  ...  Syncoj»ating  Skeeters 

7199  Hot  'N  Cold — Fox-trot  Original  Memphis  Five 

Whoa,  Tille,  Take  Your  Time! — Fox-trot 

Original  Memphis  Five 
HAWAIIAN  RECORD 

7201  Isle   Of   Sweethearts — Waltz — Hawaiian  Duet — 

F.  Ferera  and  A.  Franchini.    Vocal  Chorus  by  * 
Vernon  Dalhart 
Mahina  Malamalama — Waltz — Hawaiian  Duet 

K.  Ferera  and  A.  Franchini 
STANDARD  VOCAL  RECORD 

5112  Love    Sends    a    Little    Gift    Of    Roses — Tenor 

Solo — Orchestra  Acc  Charles  Hart 

Gypsy  John — Baritone  Solo — Orchestra  Acc. 

George  Dexter 

POLISH  RECORDS 

5113  Spiewka    O    Pieciu    Ulanach — Folk    Song — Ac- 

cordion .-Xcc  Vincent  Rozycki 

Sokolica  Polka — Clarinet  Solo — Orchestra  Acc. 

F.  Mallek 

5114  Frajda  Polka — Accordion  Solo  K.  S.  Wronski 

Od  Krakowa  Czarna  Rola — Folk  Song — Accor- 
dion Acc  Vincent  Rozycki 


BANNER  RECORDS 


1150  Down 


1151 


1152 


1153 


1154 


1155 


DANCE  RECORDS 
Maryland — Fox-trot 

Sam  Lanin's  Roseland  Dance  Orchestra 
November    Rose — Fox-trot — Vocal  Chorus — Ar- 
thur Fields. ..  .Joseph  Samuels  and  His  Orchestra 

Falling — Fox-trot  Roy  Collins'  Orchestra 

In  Our  Front  Parlor — -Fox  trot — Vocal  Chorus — 

Arthur  Fields.  .Joseph  Samuels  and  His  Orchestra 
Railroad  Man — Fo-x-trot 

Sam  Lanin's  Roseland  Dance  Orchestra 
Ivy  Cling  to  Me — Fox-trot 

Sam  Lanin's  Roseland  Dance  Orchestra 
The  Love  Light  in  Your  Eyes — Fox-trot 

Roy  Collins'  Orchestra 

Flower  of  Araby — Fox-trot 

Majestic  Dance  Orchestra 
When  Will  I  Know? — Fox-trot 

Louis  Katzman's  Dance  Orchestra 
Teddy  Bear  Blues — Fox-trot 

Hollywood  Dance  Orchestra 
I   Gave  You  Up  Just  Before  You  Threw  Me 
Down — Fox-trot  Hollywood  Dance  Orchestra 


Fate — Fox-trot  Majestic   Dance  Orchestra 

1156  The  Voice  In   My  Heart — From   "Little  Nelly 

Kelly"— Waltz  Broadway  Xylo  Orchestra 

Lovely  Lucerne — Waltz.  ...  Broadway  Xylo  Orchestra 
POPULAR  VOCAL  RECORDS 

1157  Lost    (A   Wonderful   Girl)— Tenor   Solo — Orch. 

Acc  Billy  West 

Away  Down  East  In  Maine — Tenor  Solo — Orch. 

 Acc  Billy  Clarke 

11:!8    I  Gave  You  Up  Just  Before  You  Threw  Me 

Down — Baritone  Solo — Orch.  Acc  Arthur  Fields 

Whoa  Tillie— Comedy  Solo 

Al  Bernard  and  The  Six  Black  Diamonds 

1159  You    Know    You    Belong   to    Somebody   Else — 

Tenor  Solo — Orch.  Acc  Billy  Clarke 

Aggravatin'  Papa — Duet 
Thomas  and  Bernard  and  The  Six  Black  Diamonds 

1160  When  Hearts  Are  Young — From  "The  Lady  In 

Ermine" — Tenor  Solo — Orch.  Acc. 
.  Hugh  Donovan 

Crinoline    Days — From    "Music    Box    Revue" — 
Tenor  Solo — Orch.  Acc  Hugh  Donovan 

1161  Down  By  the  Old  Apple  Tree — Duet 

Thomas  and  West  and  The  Six  Black  Diamonds 
Jimbo  Jambo — Duet 

Thomas  and  West  and  The  Six  Black  Diamonds 


REGAL  RECORDS 

DANCE  RECORDS 

9419  The  Love  Light  In  Your  Eyes— Fox-trot 

Roy  Collins'  Orchestra 
November    Rose — Fox-trot — Vocal    Chorus— Ar- 
thur Fields  Jos.  Samuels  and  His  Orchestra 

9420  When  Will  I  Know  ?— Fox-trot 

Louis  Katzman's  Dance  Orchestra 
Falling — Fox-trot  Roy  Collins'  Orchestra 

9421  Down  In  Maryland — Fox-trot 

Sam  Lanin's  Roseland  Dance  Orchestra 
In   Our   Front   Parlor — Fox-trot — Vocal  Chorus 
— Arthur  Fields 

Joseph   Samuels   and   His  Orchestra 

9422  Ivy  Cling  To  Me— Fox-trot 

Sam  Lanin's  Roseland  Dance  Orchestra 
Railroad  Man — Fo.x-trot 

Sam  Lanin's  Roseland  Dance  Orchestra 

9423  Fate — Fox-trot  Majestic  Dance  Orchestra 

Flower  of  Araby — Fox-trot 

Majestic  Dance  Orchestra 

9424  Lovely  Lucerne — Waltz  Xylo  Novelty  (Orchestra 

The   Voice  In   My  Heart — From  "Little  Nelly 

Kelly" — Waltz  Xylo  Novelty  Orchestra 

9425  I   Gave  You  Up  Just  Before   You  Threw  Me 

Down — Fox-trot  Imperial  Dance  Orchestra 

Teddy  Bear  Blues — Fox-trot 

Imperial  Dance  Orchestra 
POPULAR  VOCAL  RECORDS 

9426  Lost    (A    Wonderful   Girl)— Tenor  Solo — Orch. 

Accomp  Billy  West 

Whoa,  Tillie — Comedy  Solo, 

Al  Bernard  and  The  Six  Black  Diamonds 

9427  I   Gave   You   Up   Ju.st   Before   You   Threw  Me 

Down — Baritone  Solo — Orch.  Accomp.Arthur  Fields 
Aggravatin'  Papa — Duet, 

Thomas-Bernard  and  The  Six  Black  Diamonds 

9428  You  Know  You  Belong  to  Somebody  Else — Tenor 

Solo — Orch.  Accomp  Billy  Clarke 

Away  Down  East  in  Maine — Tenor  Solo — Orch. 
Accomp  Billy  Clarke 

9429  Down  by  the  Old  Apple  Tree — Duet, 

Thomas-West  and  The  Six  Black  Diamonds 
Jimbo  Jambo — Duet, 

Thomas-West  and  The  Six  Black  Diamonds 

9430  Crinoline   Days   (From   "Music  Box  Revue") — 

Tenor  Solo — Orch.  Accomp  Billy  Burton 

When  Hearts  Are  Young  (From  "The  Lady  in 
Ermine") — Tenor  Solo — Orch.  Accomp., 

Billy  Burton 

BLACK  SWAN  RECORDS 

BLUES 

14136  Four    o'Clock    Blues     (Dunn-Horsley  —  Blues 

Singer  with  Orch   Josie  Miles 

How  I've  Got  Dem  Twilight  Blues   (Grant)  — 
Blues  Singer  with  Orch  Josie  Miles 

14137  2  A.  M.  Blues  (Johnson-Irving) — Blues  Singer 

with  Orch.  ...Trixie  Smith  and  Her  Syncopators 
I'm  Gonna'  Get  You  (Grainger- Ricketts) — Blues 
Singer  with  Orch., 

Trixie  Smith  and  Her  Syncopators 

14138  Radio    Blues    (Laurie  Wallace)- — Blues  Singer 

with  Piano   Inez  Wallace 

Aggravatin'  Papa  (Don't  You  Try  to  Two-time 
IVIe) — Blues  Singer  with  Piano — ^Accomp.  by 

Henderson   Inez  Wallace 

COMEDY  RECORD 

2108  No  One  Would  Do  It  Now  (Westfield)  Come- 

dian with  Orch  Earl  B.  Westfield 

Asleep  Five  years  (And  Just  Woke  Up) — Come- 
dian with  Orch  Earl  B.  Westfield 

RED   LABEL  RECORDS 

7101  Caro   Nome    (From    "Rigoletto")    (Verdi)— So-  . 

prano  with  Orch  Antoinette  Games 

7102  Ah,  Fors  e  Lui  (From  "La  Traviata")  (Verdi) 

— Soprano  with  Orch  Antoinette  Games 

DANCE  RECORDS 

2109  Bees  Knees — Fo.x-trot   The  Jazz  Masters 

Sweet   Lovin'   Mama — Fox-trot. . .  .The  Jazz  Masters 

2110  Burning  Sands — Fox-trot  Laurel  Dance  Orch. 

You  Remind  Me  of  My  Mother  (From  "Little 

Nellie  Kelly")   Laurel  Dance  Orch. 

2111  All  Muddled  Up— Fox-trot.  .Johnson's  All  Star  Orch. 
Apple  Sauce — Fo-x-trot  Johnson's  All  Star  Orch. 


OLYMPIC  RECORDS 


1514 

1515 

1421 
1422 

1423 

1424 

1425 
1426 


POPULAR  SONGS 
You  Know  You  Belong  to  Somebody  Else  (So 
Why  Don't  You  Leave  Me  Alone) — Baritone 

with  Orch    Russell  Paige 

I  Gave  You  Up  Just  Before  You  Threw  Me 

Down — Baritone  with  Orch  Russell  Paige 

Four  o'clock  Blues — Comedienne  with  Orch., 

Pearl  Harris 
Love  Me  in  Y'our  Old-time  Way — Comedienne 

with  Orch  Pearl  Harris 

DANCE 

Aunt  Hagar's  Children's  Blues. Olympic  Dance  Orch. 

Aggravatin'  Papa   Olympic  Dance  Orch. 

Who  Cares  Londop  Dance  (Drch. 

The  World  Is  Waiting  for  the  Sunrise, 

London  Dance  Orch. 

All  Muddled  Up — Fox-trot  Melody  Dance  Orch. 

You  Said  Something  When  You  Said  Dixie — 

Fox-trot   Melody  Dance  Orch. 

A  Kiss  in  the  Dark  (From  "Orange  Blossoms") 

— Waltz  Wallace  Downey  Dance  Orch. 

Love  Sends  a  Gift  of  Roses — Waltz, 

Wallace  Downey  Dance  Orch. 
Down  in  Maryland — -Fox-trot, 

Palm  Beach  Society  Orch. 
Apple   Sauce — Fox-trot. ...  Palm  Beach  Society  Orch. 

Try  and  Play  It- — Piano  Solo  Mike  Loscalzo 

Up  and  Down  the  Keys — Piano  Solo.. Mike  Loscalzo 
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Some  Leading  Jobbers  of  Talking  Machines  in  America 


TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  repmtation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  G.  STREET.  WASHINGTON,  D.  C. 
281  N.  HOWARD  STREET.  BALTIMORE,  MD 


Where  Dealers  May  Secure 

COLUMBIA 


Product 


Ready,  Full  Stock*,  and  Prompt  Deliveries 
from  Convenient  Shipping  Centers 
all  over  the  United  State* 

Distributors 

Atlanta,    Ga.,    Columbia    Graphophone  Co., 
561-563  Whitehall  St. 

Baltimore,  Md.,  Columbia  Graphophone  Co., 
16  South  Howard  St. 

Boston,    Columbia    Graphophone    Co.,  1000 
Washington  St. 

Buffalo,  N.  T.,  Columbia  Graphophone  Co., 
737  Main  St. 

Chicago,  111.,  Columbia  Graphophone  Co.,  325 
W.  Jackson  Blvd. 

Cincinnati,  O.,  Columbia  Graphophone  Co., 
317-321  East  8th  St. 

Cleveland,   O.,  Columbia  Graphophone  Co., 
1812  East  30th  St. 

Dallas,  Tex.,  Columbia  Graphophone  Co..  316 
North  Preston  St. 

Denver,    Colo.,    Columbia   Stores   Co.,  1608 
Glenarm  Ave. 

Detroit,  Mich.,  Columbia  Graphophone  Co., 
115  State  St. 

Kansas    City,    Mo..    Columbia  Graphophone 
Co.,  2006  Wyandotte  St. 

Los   Angeles,    Cal.,    Columbia  Graphophone 
Co.,  809  S.  Los  Angeles  St. 

Minneapolis,   Minn,,   Columbia  Graphophone 
Co..  18  N.  3rd  St. 

New   Orleans,   La.,   Columbia  Graphophone 
Co.,  323  North  Peters  St. 

New  York  City.  Columbia  Graphophone  Co., 
121  West  20th  St. 

Omaha,    Neb.,   Columbia   Graphophone  Co., 
Eighth  and  Jackson  Sts. 

Philadelphia,    Pa..    Columbia  Graphophone 
Co.,  40  N.  6th  St. 

Pittsburgh,  Columbia  Graphophone  Co.,  632- 
640  Duquesne  Way. 

Salt  JjnUe  City,  Utah.  Columbia  Stores  Co.. 
221  South  West  Temple. 

San  Francisco,  Cal.,  Columbia  Graphophone 
Co.,  345  Bryant  St. 

Seattle,  Wash.,  Columbia  Graphophone  Co., 
911  Western  Ave. 

Spokane,  Wash..  Columbia  Stores  Co.,  161 
South  Post  St. 

St.  I/onis,  Mo.,  Columbia  Graphophone  Co., 

1127  Pine  St. 
Tampa,  Fla.,  Tampa  Hardware  Co. 

Headanarterg  for  Canada: 
Toronto,  Ont.,  Columbia  Graphophone  Co., 
347  West  Adelaide  St. 

Montreal.  Que.,  Columbia  Graphophone  Co., 
824  St.  Denis  St. 


Executive  Office 

COLUMBIA  GRAPHOPHONE  CO. 

Gotliam  National  Bank  Buildins  New  York 


W.  J.  DYER  &  BRO. 

DYER  B'LD'G,  ST.  PAUL,  MINN. 

NORTHWESTERN  DISTRIBUTORS 


OF  THE 


VICTOR 

Machines,  Records  and  Supplies 

Shipned  Promptlr  to  all 
Points  in  the  Northwest 


Mickel  Bros.  Co. 

Omaha,  Nebraska 
Des  Moines,  Iowa 

Victor  Distributors 


Sherman.^ay&Co. 

San  Franeisce,  Los  Anaeles,  Portland,  Seattle,  Spokane 
PACIFIC  COAST  DISTRIBUTORS  OF 

VICTOR  PRODUCTS 


Southern 
Victor.  WHOLEaALERS 


f^lCMMOND 


VIRGINIA- 


The 

Toledo  Talking  Machine  Co. 

Toledo,  Ohio 

Wholesale  Victor 
Exclusively 


■iiiiiipiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiNiiiiii 


CONSTRUCTIVE  ARTICLES  IN  THIS  I 
ISSUE  OF  THE  WORLD  | 

I  Ready  Reference  for  Salesmen,  Dealers  and  Department  Heads  | 

i 


iiiuiiiiuiiiiiiiiiiiiiiiiiiiiiiyiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiwiiuiiiiii^ 

How  the  Sales  of  Dance  Records  Are 
Increased   

Use  of  Proper  Collection  Methods  a 
Vital  Necessity  in  Successful  Mer- 
chandising   

Four  Constructive  Articles  in  Talking 
Machine  World  Contest  Contain 
Valuable  Ideas  

Some  Facts  and  Figures  That  Incite 
Optimism   

The  Possibilities  of  Co-operative  Pub- 
licity   

Successfully  Combating  the  "Gyp" 
Dealer  Evil  

Some  Interesting  Deductions  From 
the  Census  Figures  

The  Value  of  Continuous  Advertising 
Emphasized   

How  Victrola  Exposition  Opens  Way 
to  Future  Sales  

Start  the  Customer's  Record  Library 
When  Sale  of  Machine  Has  Been 
Consummated   

The  Music  Store  Staff  Discusses  Meth- 
ods of  Increasing  Sale  Volume ...  1  5 

Outside  "Service"  Women  Can  Pave 
the  Way  and  Remove  Obstacles 
From  Path  of  Salesmen  

Follow  Up  Gift  Talking  Machine  Sales 
by  Intensive  Drive  in  Interest  of 
Records   

Four-Minute  Conference  on  Business 
Topics  

Clever  St.  Patrick's  Day  Tie-up .... 


6 
8 
8 
8 


Neglect   of   Customer   After   Sale  Is 
Made  Is  Bad  Business  Practice ...  31 

Avoiding  Misunderstanding  by  Mail.  42 

Good  Means  of  Obtaining  Business 

and  Publicity   48 

Unlocking  Sales  Resistance   50 

Catering  to   an  Exclusive  Patronage 

Requires  High  Type  of  Diplomacy .  65 

New  Window  Display  Features  Rec- 
ords and  the  News   66 

Featuring  the  Musical  Possibilities  of 

the  Talking  Machine  72-73 

Interesting  Budget  of  News  from  the 
Dominion  of  Canada   80 

Review  of  Trade  Conditions  in  Bos- 
ton and  New  England  83-86 

The  Real  Test  of  Credit  Value   87 

Interesting  Analysis  of  Factors  Which 

Eventually  Culminate  in  Sales.  ...  90 

Trade  Happenings  in    Quaker  City 
and  Pennsylvania  95-98 

Mid-West  Point  of  View  and  General 
Western  Trade  News  102-117 

Gleanings  From  the  World  of  Mu- 
sic  133-140 

22     In  the  Musical  Merchandise  Field.  144-145 


9 
10 

12 
-18 


24 

26 
30 


The    Talking    Machine    Situation  in 

Europe   1  66- 1  67 

Late  Patents  of  Interest  to  the  Talk- 
ing Machine  Trade  168-169 

Advance  List  of  March  Bulletins  of 

Talking  Machine  Records  1  70-1  72 
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^Uhe  New  Scotf  ord  Tonearm 

and  Superior 

Reproducer 


CA  new  external  shape 
of  ace  and  heauty^ 
without  chan^in^  the 
internal  design : 
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The 

NEW 


That  same  an^e  turn  with  the  solid  inclined  plane 
deflecting  the  sound  waves  straight  downward  into 
amplifying  chamber.  That  same  famous  Scotford 
tone^ — the  tone  of  refinement. — genuinely  musical. 
Now  in  a  tonearm  of  accepted,  conventional,  popu- 
lar design.  WRITE  FOR  SAMPLES. 


New  Construction 


The  lon^  straight  tube  is  o£  drawn 
Yellow  Brass.  Tonearm  Base,  Main 
Elbow  and  Connection  Elbow  and 
the  Reproducer  Frame,  Face  Rin^ 
and  Back  Plate  are  cast  of  TENSO 
White  Brass  Alloy. — ^an  alloy  more 
than  double  the  tensile  strength  of 
cast  iron. — .much  stronger,  harder 
and  lighter  in  weight  than  ordinary 
white  metal  alloys.  New  dies  have 
been  produced  for  casting  all  parts. 
The  new  parts  are  solidly  cast,  and 
are  very  substantial  and  durable. 
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STYLE  No.  1  FINISH 
A  combination  of  Nickel  or  Gold  Plate  and  Black  Rubber  Japan 


STYLE  No.  2  FINISH 
A  different  combination  of  Nickel  or  Gold  Plate  and  Black  Rubber  Japan 


STYLE  No.  3  FINISH 
All  parts  Plated  in  Nickel  or  Gold 


In  ordering  specify  whether  Reproducer  should  have  Plain  Gilt  Plate  or"  Superior"  Name 
Plate.  To  ohtain  Individual  Name  Plate,  customer  must  furnish  Decalcomania  Transfer 

Samples  Will  be  Submitted  on  Approval 


Style  1  Tonearro  lonfetube  and  main 
elbow,  Reproducer  face  rinfe  and 
back  Black  Japanned ;  other  parts 
Plated. 


Style  2  Tonearm  lon^  tube  and  main  elbow  Plated,  base  Black  Japan- 
ned :  Reproducer  back  Black  Japanned,  the  face  rinfe  and  frame 
Plated. 

Style  3  All  parts  of  Tonearm  and  Reproducer  are  Plated. 


Gold  $  9.00 
Gold  10.00 
Gold  11.00 


No.  1  New  Scotf  ord  Tonearm  atid  Superior  Reproducer  .  Nickel  $7.00 
No.  2  New  Scotf  ord  Tonearm  and  Superior  Reproducer  .  Nickel  7.75 
No.  3  New  Scotf  ord  Tonearm  and  Superior  Reproducer    .    Nickel  8.50 

Samples  Prepaid  at  the  Ahove  Prices 

Write  for  Our 
Specification  Sheet  and  Quantity  Price  List 

BARNHART  BROTHERS 
&  SPINDLER 


®©©©®®©©©@©©@@®<g®©®®©©©®©@®@©©©@®@@i     Monroe  and  Throop  Streets 


CHICAGO,  ILLINOIS 


SIX 

NEW  EDISON 
CONSOLES 


That  Are  Building  Business 
for  EDISON  Dealers 
Everywhere 

See  Pages  32  and  33 


JOBBERS  OF  THE  NEW  EDISON,  EDISON  RE-CREATION,  THE  NEW  EDISON  DIAMOND  AMBEROLA 


AND|BLUE  AMBEROL  RECORDS 


CAUFORNIA 
Lm  Ancelei — Eduon  Phonographs, 
Ltd. 

Saa  Fraacuco — Ediion  Phonographs, 
Ltd. 

COLORADO 
Deaver — Denrer  Dry  Goods  Co. 

GEORGIA 
Atlanta — Phonographs,  Inc. 

ILLINOIS 
Ckleago — The  Phonosraph  Co. 
Wb.  E.  Lyons  (Ambcrola  only). 

INDIANA 
Indianapolis — Phonograph  Corpora- 
tion of  Indiana. 

IOWA 

Dc«  Koines — Harger  &  Blish. 

LOUISIANA 

Netr  Orleans — Diamond  Music  Co., 
Inc. 


MASSACHUSETTS 
Boston — Pardee-Ellenberger  Co. 
Iver  Johnson  Sporting  Goods  Co. 
(Ambcrola  only). 

MICHIGAN 
Detroit — Phonograph  Co.  of  Detroit. 


MINNESOTA 
Minneapolis — Laurence  H. 


Lacker. 


MISSOURI 
Kansas  City — The  Phonograph  Co. 

of  Kansas  City. 
St.  Louis — Silverstone  Music  Co. 

MONTANA 
Helena — Montana  Phonograph  Co. 

NEBRASKA 
Omaha — Shultz  Bros. 


of 


NEW  JERSEY 
Orange — The  Phonograph  Corp. 

Manhattan. 


NEW  YORK 
Albany — American  Phonograph  Co. 
Syracuse — Frank  E.  Bolway  8c  Son, 

Inc.,  W.  D.  Andrews  Co. 

(Ambcrola  only). 

OHIO 

Cincinnati — ^The  Phonograph  Co. 
Cleveland — The  Phonograph  Co. 

OREGON 
Portland — Edison  Phonographs,  Ltd. 

PENNSYLVANIA 
Philadelphia  —  Girard  Phonograph 
Co. 

Pittsburgh — Buehn  Phonograph  Co. 
Williamsport — W.  A.  Myers. 

RHODE  ISLAND 
Providence — J.  A.  Foster  Co. 
(Ambcrola  only). 


TEXAS 

Dallas — Texas-Oklahoma  Phono- 
graph Co. 

UTAH 

Ofden — Proudfit  Sporting  Goods  C«. 

VIRGINIA 
Richmond — The  C  B.  Haynet  Co.. 
Inc. 

WISCONSIN 
Milwaukee — The  Phonograph  Co.  of 
Milwaukee. 

CANADA 
Montreal— R.  S.  Williams  &  Son* 
Co.,  Ltd. 

St.  John— W.  H.  Thome  ft  Co..  Ltd. 
Toronto — R.   S.   Williams  &  Sons 

Co.,  Ltd. 
Vancouver — Kent  Piano  Co.,  Ltd. 
Winnipeg — R.  S.  Williams  ft  Sons 

Co.,  Ltd. 
Babson  Bros.  (Ambcrola  only). 
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Victrola 


REG.  U.S.  PAT.  OFF. 


The  word  "Victrola**  as  well  as  the  picture  "His 
Master's  Voice"  is  an  exclusive  trademark  of  the 
Victor  Talking  Machine  Company.  Being  registered 
trademarks  they  cannot  lawfully  be  applied  to  other 
than  Victor  products. 


«4 


HIS  master's  voice 


1^ 


REG.  U  S   PAT.  OFF 


"Victor  Talking  Machine  Company,  Camden, N.J. 


Entered  as  second-class  matter  May  2,  190S,  at  the  post  office  at  New  York.  N.  Y.,  under  tlie  act  of  Congress  of  March  5,  1879. 
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Serenade — $150 

Improved  nickel-plated  tone 
arm  and  trimmings.  Nickel- 
plated  double-spring  motor  of 
substantial  construction.  En- 
velope filing  system  for  forty 
records.  Construction  and  de- 
sign patented. 


Marlborough — $185 

Improved  nickel-plated  tone 
arm  and  trimmings.  Nickel- 
plated  double-spring  motor  of 
substantial  construction  writh 
good  record  capacity.  Envel- 
ope record  filing  system  for 
sixty  records.  Construction 
and  design  patented. 


Two  New 
Sales  Builders 
Now  Ready 


In  line  with  Sonora's  policy  of  constant  advance- 
ment and  improvement,  two  new  models,  shown  on 
this  page,  have  been  designed  and  are  now  ready 
for  the  trade. 

The  Marlborough  and  Serenade  are  additions  to 
the  standard  period  line  that  reflect  increased  pres- 
tige to  these  splendid  instruments.  They  incorpo- 
rate all  the  improvements  which  have  produced  the 
incomparable  tone  quality  of  the  Sonora  periods, 
including  the  new,  large  tone  arm. 

With  new  models  and  general  improvements  on 
the  old,  the  demand  for  Sonora  in  1923  promises  to 
eclipse  that  of  all  previous  years.  Seize  this  oppor- 
tunity to  create  a  larger  and  higher  quality  busi- 
ness !    Wire  today  for  information. 


Sonora  Phonograph  Company,  inc. 

279  BROADWAY,  NEW  YORK 

Canadian  Distributors:  Sonora  Phonograph,  Ltd.,  Toronto 


STHE  INSTRUMENT  OF  QUALITY 
CLEAR   AS  A  BELL 

TheJHighest  Class  Talking  Machine  in  the  World 


The  Talking*  Machine  World 


Vol.  19.   No.  3 


New  York,  March  15,  1923 


Price  Twenty-five  Cents 


OUK  EXPORTS  OF  TALKING  MACHINES 


Export  Figures  on  Talking  Machines  and  Rec- 
ords iinow  Increasing  Tendency  as  Compared 
Vvitn  Last  Year — Our  Buyers  Abroad 


Washington,  D.  C,  March  10. — In  the  sum- 
mary of  exports  of  the  commerce  of  the  United 
States  for  the  month  of  December,  1922  (tlie 
latest  period  for  which  it  has  been  compiled;, 
which  has  just  been  issued,  the  following  are 
the  figures  on  talking  machines  and  records: 

Talking  machines  to  the  number  of  5,139, 
valued  at  $190,231,  were  exported  in  December, 
1922,  as  compared  with  2,679  talking  machines, 
valued  at  $140,318,  sent  abroad  in  the  same 
period  of  1921.  The  twelve  months'  total  showed 
that  we  exported  34,862  talking  machines,  val- 
ued at  $2,015,933,  as  against  36,568  talking  ma- 
chines, valued  at  $1,725,153,  in  1921. 

The  total  exports  of  records  and  supplies  for 
December,  1922,  were  valued  at  $98,512,  as 
compared  with  $188,199  in  December,  1921.  The 
twelve  months  ending  December,  1922,  show 
records  and  accessories  exported  valued  at 
$1,080,149,  as  compared  with  $2,203,666  in  1921. 

The  countries  to  which  exports  were  made  in 
December  and  the  values  thereof  are  as  follows: 
France,  $820;  United  Kingdom,  $9,669;  Can- 
ada, $49,380;  Central  America,  $11,542;  Mexico, 
$18,037;  Cuba,  $4,609;  Argentina,  $12,980;  other 
South  American  countries,  $11,892;  China, 
$1,330;  Japan,  $13,366;  Philippine  Islands,  $1,- 
812;  Australia,  $22,118;  Peru,  $2,034;  Chile,  $5,- 
385;  other  countries,  $25,257. 

In  the  above  report  the  imports  are  not  in- 
cluded and  this  is  explained  by  the  Bureau  of 
Foreign  and  Domestic  Commerce,  which  informs 
The  World  that  "Only  the  exports  of  domestic 
merchandise  by  articles  and  principal  countries 
are  published  at  this  time  on  account  of  the 
delay  in  the  import  reports.  The  corresponding 
statement  of  imports  will  be  published  when 
the  delayed  reports  are  received." 


E.  J.  TOTTEN  WITH  COHEN  &  HUGHES 

Well-known  Talking  Machine  Man  Now  Sales 
Manager  for  Victor  Wholesalers  in  Baltimore 


Baltimore,  Md.,  March  5.— E.  J.  Totten,  for 
the  past  ten  years  associated  with  the  Musical 
Instrument  Sales  Co.  as  sales  manager,  has 
joined  the  staff  of  Cohen  &  Hughes,  Inc.,  Victor 
wholesalers  of  this  city  and  W^ashington,  in  the 
same  capacity.  Mr.  Totten  has  for  years  trav- 
eled all  through  the  East  and  has  a  wide  ac- 
quaintance with  the  Victor  trade.  He  is  par- 
ticularly well  versed  in  the  retail  merchandis- 
ing of  Victor  products  and  for  that  reason 
should  be  able  to  prove  of  great  service  to 
Cohen  &  Hughes  dealers. 


MAKE  BOOTHS  PAY  DIVIDENDS 

A  Practical  Suggestion  to  Draw  Patrons  to  the 
Demonstration  Booths  and  Thus  Increase  In- 
terest in  Records  and  Boost  Sales 


The  more  people  the  talking  machine  dealer 
can  get  into  his  demonstration  rooms  to  hear 
records  the  more  records  will  be  sold.  That's 
why  it  would  be  good  business  for  the  dealer 
to  place  a  sign  on  each  demonstration  room, 
or  even  ,  the  store  window,  reading  somewhat 
as  follows: 

illllllltlllllllllllllllllllllllllllllllllllllllllllllllllllljlllllllllllllllllllllllllllllllllllllllllllU^ 

I  You  Are  Invited  | 

1  To  step  into  our  demonstration  rooms  i 

i  and  hear  some  records  while  you  are  in  | 

I  the  store,  whether  you  buy  a  record  or  | 

I  not.  I 

I  Let  the  salespeople  suggest  some  new  | 

I  records  for  you  to  hear,  or  call  for  any  | 

I  you  want  to  hear  and  we'll  be  glad  to  § 

I  get  them  out  of  stock  for  you.  | 

1  We  want  all  visitors  to  this  store  to  1 

I  ■  feel  perfectly  free  at  all  times  to  use  our  | 

1  demonstration  rooms  and  our  records  for  | 

I  their  enjoyment  and  to  do  this  without  | 

I  any  thought  of  obligation  on  their  part  1 

I  to  buy  anything  from  us.  "1 

pjii;iiiiuillilliiiiiiiiiilllllllllliillllillllllll!llllllillillllilllllllliiilllilllllilliliiiw 

Such  an  invitation  would  be  sure  to  get  a 
worth-while  response  from  visitors  and  would 
be  sure  to  make  a  lot  more  visitors  use  the 
demonstration  rooms  which  are  in  the  store  for 
the  purpose  of  making  demonstrations  conveni- 
ent and  increasing  business.  And  yet  during  a 
large  part  of  the  time  these  rooms  are  not  func- 
tioning at  all  in  helping  the  store  to  get  more 
business  and  make  more  money.  This  plan 
would  make  them  function  at  more  nearly  100 
per  cent. 

If  the  store  has  a  big  rush  of  buying  visitors 
at  certain  hours  of  the  day  it  could  specify  on 
the  signs  on  the  rooms  that  during  these  hours 
the  rooms  were  reserved  for  such  patrons.  In 
this  way  the  dealer  can  make  sure  that  the 
invitation  didn't  in  the  least  interfere  with  the 
regular  run  of  business. 


NEW  JERSEY  CONCERN  CHARTERED 


A  charter  of  incorporation  has  been  granted 
to  the  Thomas  Carbon  Black  Co.,  525  Main 
street.  East  Orange,  N.  J.,  under  the  laws  of 
that  State,  to  manufacture  and  deal  in  all  ma- 
terials used  in  rubber  talking  machine  records 
and  other  products.  The  concern,  which  has  a 
capital  of  $10,000,  was  chartered  by  Harry  H. 
Picking,  George  L.  McCloud  and  Charles  O. 
Gever. 


JOHNSTOWN  FIRM  OPENS  DEPARTMENT 


T.  Reed  List  Manager  of  Talking  Machine  De- 
partment Opened  by  M.  Nathan  &  Co. 


Johnstown,  Pa.,  March  6. — A  large  talking 
machine  department  has  been  opened  by  M. 
Nathan  &  Co.,  one  of  the  leading  local  depart- 
ment stores,  and  Sonora  and  Edison  phono- 
graphs and  records  and  Vocalion  Red  records 
will  be  featured.  The  department  consists  of 
a  large  display  space  for  the  instruments  and 
five  record  demonstration  booths.  Fittings  are 
the  most  modern  obtainable. 

T.  Reed  List,  formerly  connected  with  Jacob 
Doll  &  Son,  of  New  York,  and  A.  H.  List  & 
Son,  of  McKeesport,  Pa.,  who  has  had  wide 
experience  in  the  retail  end  of  the  talking  ma- 
chine business,  has  been  selected  as  manager 
of  the  new  department,  and  a  vigorous  cam- 
paign is  being  planned  in  the  interest  of  this 
branch  of  the  business. 


DR.  DE  FOREST  DECORATED 

Presentation  of  the  Elliott  Cresson  Medal  to 
Dr.  Lee  de  Forest  for  his  invention  of  the 
audion  or  three-electrode  vacuum  tube  took 
place  late  last  month  at  the  meeting  of  the 
Franklin  Institute  of  the  State  of  Pennsylvania 
in  connection  with  the  joint  meeting  of  the 
Institute  and  the  Philadelphia  section  of  the 
American  Society  of  Civil  Engineers. 


J.  C.  DUNCAN^O^ADDS  VICTOR 

Massillqn,  0.,  March  2. — The  J.  C.  Duncan  Co., 
music  and  jewelry  dealer,  which  recently  moved 
into  its  new  building,  has  added  the  Victor  line 
of  talking  machines  and  records,  and  the  second 
floor  of  the  spacious  warerooms  has  been 
turned  over  to  this  branch  of  the  business.  A 
complete  service  department  is  maintained  by 
the  J.  C.  Duncan  Co.  and  a  vigorous  campaign 
in  the  interest  of  the  Victor  line  has  been  in- 
augurated. 


C.  S.  ELLIS  WITH  BLOOMINGDALE 

C.  S.  Ellis,  formerly  sales  manager  of  the 
retail  branch  of  the  Sonora  Co.  at  279  Broad- 
way, New  York  City,  has  joined  the  sales  or- 
ganization of  the  talking  machine  department 
of  Bloomingdale  Bros.,  Inc. 


DELAWARE  CONCERN  CHARTERED 


The  Cunningham  Manufacturing  Industries, 
Inc.,  Wilmington,  Del.,  have  been  chartered 
under  the  laws  of  that  State,  with  a  capital  of 
$200,000.  The  new  concern  will  engage  in  the 
manufacture  of  talking  machines. 


H.  J.  KING  WITH  DICTAPHONE  CO.      NEW  DISTRIBUTING  PLAN  OF  COLUMBIA  GRAPHOPHONE  CO. 


Bridgeport,  Conn.,  March  6. — Henry  J.  King, 
of  New  Haven,  former  general  superintendent 
of  the  New  Haven  Clock  Co.,  has  been  ap- 
pointed general  superintendent  of  the  new  dicta- 
phone plant  to  be  operated  by  a  company  that 
recently  purchased  the  patent  rights  from  the 
Columbia  Graphophone  Co. 

The  dictaphone  plant  will  be  conducted  inde- 
pendently of  the  Columbia  shops  here  in  a 
building  that  has  been  leased  for  a  five-year 
term  by  the  new  concern.  The  leased  factory 
is  one  of  the  present  units  of  the  Columbia 
Graphophone  Co.,  at  Howard  avenue  and  Cherry 
street. 


Country  Divided  Into  "Big"  Branches  and  District  Branches  for  Distribution  of  Columbia  Grafo- 
nolas  and  New  Process  Records — Plan  Provides  More  Satisfactory  Service  to  Dealers 


A  charter  of  incorporation  has  been  granted 
to  the  Glee  Compact  Phonograph  Co.,  of  New 
York  City,  under  the  laws  of  this  State,  with  a 
capital  of  $500,000.  Incorporators  are  W.  F. 
Lanigan,  H.  G.  Hooper  and  J.  R.  Hoyt. 

See  second  last 


Geo.  W.  Hopkins,  general  sales  manager  of 
the  Columbia  Graphophone  Co.,  New  York, 
made  the  following  announcement  this  week: 
"The  distribution  of  new  Columbia  Grafonolas 
and  New  Process  Columbia  records  has  been  the 
dominant  thought  at  the  Columbia  Graphophone 
Co.'s  executive  headquarters  this  month,  espe- 
cially as  the  introduction  of  a  complete  new  line 
is  always  a  problem  for  every  company. 
Analysis  of  service  has  brought  about  changes 
in  branches  that  are  based  on  one  thing  alone, 
and  that  is,  more  satisfactory  service  than  ever. 

"The  stock  maintained  in  the  bigger  and  bet- 
ter assortments  in  the  larger  branches  has 
given  a  service  to  the  Columbia  dealers  served 
by  these  branches  that  has  been  most  satisfac- 
tory, and,  with  this  in  mind,  we  have  re- 
pose for  Index  of  Articles  of  Interest  in  this  issue 


distributed  the  United  States,  supplementing  the 
'big  branch'  service  with  district  branches  that 
will  give  perfect  distribution  over  the  e.ntire 
country.  The  'big  branch'  service  will  come 
from  Atlanta,  Boston,  Chicago,  Cleveland, 
Dallas,  Kansas  City,  Los  Angeles,  Minneapolis, 
New  York,  Philadelphia,  Pittsburgh  and  San 
Francisco.  The  supplementary  service  will 
come  from  Buffalo,  Detroit,  New  Orleans,  St. 
Louis  and  Seattle.  * 

"In  this  move  the  officers  of  the  company  are 
looking  forward  to  more  satisfactory  service 
than  ever  before  in  connection  with  New  Process 
records  and  new  types  of  Grafonolas,  of  which 
the  $100  console  and  portable  are  available.  An- 
nouncements of  additional  new  types  will  be 
made  from  time  to  time  in  the  near  future." 
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I  Dealers  Can  Build  Profits  by  Use  oif  Val- 1 
I  uable  Publicity  Prepared  by  Manufacturers  I 
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If  talking  machine  dealers  generally  were 
compelled  to  pay  a  substantial  amount  each 
month  for  the  advertising  service  that  the  ma- 
jority of  the  leading  manufacturers  are  now 
furnishing  without  charge  or  in  some  few  in- 
stances, as  in  the  case  of  window  displays,  at 
less  than  actual  cost,  the  amount  of  such  ma- 
terial used  regularly  would  increase  to  a  sur- 
prising degree  and  the  methods  of  its  use  would 
be  much  more  etTective  than  is  at  present  the 
rule. 

The  great  trouble  is  that  although  a  goodly 
number  of  retailers  appreciate  the  advertising 
service  and  sales  helps  provided  by  the  fnanu- 
facturers,  a  far  greater  proportion  accept  such 
service  as  a  matter  of  course  and  make  use  of 
it  only  sparinglj'.  In  some  cases  valuable  busi- 
ness-bringing posters,  streamers  and  other  ad- 
vertising materials  are  left  for  weeks  in  the 
packages  or  tubes  in  which  the}'  come  from  the 
factory  and  are  either  thrown  away  unopened 
or  inspected  at  a  time  when  their  value  has 
disappeared. 

Only  recently  the  advertising  department  of 
a  well-known  manufacturer  received  a  most  in- 
dignant letter  from  a  dealer  in  one  of  the 
smaller  cities  who  declared  that  he  was  being 
discriminated  against  in  the  matter  of  advertis- 
ing material  in  favor  of  a  larger  competitor  on 
a  neighboring  avenue.  He  cited  as  an  example 
the  fact  that  his  competitor  was  attracting  much 
attention  with  a  special  window  display  featur- 
ing a  certain  group  of  opera  records  which  had 
quite  evidently  been  prepared  by  the  manufac- 
turer while  he  himself  had  not  been  supplied 
with  similar  material.  The  manufacturer,  in- 
stead of  endeavoring  to  explain  things  by  mail, 
had  the  traveler  in  the  territory  wherein  the 
complaining  dealer  was  located,  call  at  his  store 
and  take  up  the  matter  in  person.  The  traveler 
was  ushered  into  the  dealer's  office  and  listened 
for  a  quarter  of  an  hour  or  more  to  a  rabid 
attack  on  the  discriminatory  tactics  of  his 
house. 

The  dealer  having  finished  his  monologue,  the 
traveler  went  to  bat  and  began  to  ask  some 
questions  regarding  material  that  he  knew  had 
been  received  by  the  dealer,  and  which  proved 
that  he  was  on  the  regular  mailing  list.  He 
then  glanced  about  the  office  and  found  in  one 
corner  several  rolls  and  packages  of  advertising 


II 

matter  and  dealer  service  material  from  his 
company  that  had  lain  there  unopened  so  long 
that  they  were  covered  with  dust. 

The  second  roll,  opened,  yielded  a  great  mass 
of  detailed  descriptive  matter  regarding  the  dis- 
play of  which  the  dealer  had  complained,  to- 
gether with  several  free  posters  and  streamers 
that  were  a  part  of  that  display.  A  circular 
letter  explained  that  materials  for  the  display 
could  be  purchased  from  the  company  at  a  sur- 
prisingly low  figure. 

The  traveler  then  pointed  out  to  the  dealer, 
with  a  proper  show  of  indignation,  that  his 
"favored"  competitor  had  simply  read  and  ab- 
sorbed the   information   and  suggestions  sent 


J  Use  of  Publicity  Mat-  1 
I  ter  and  Sales  Helps  ■ 
m  Prepared  by  Experts  M 
I  Will  Bring  Returns  | 
J  in  Sales  and  Profits  ■ 
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ness  for  him,  but  can  only  prove  profitable  if 
he  studies  it  and  stores  it  in  his  mind  instead 
of  in  the  waste  basket. 

Perhaps  the  inauguration  of  a  definite  sub- 
scription charge  for  advertising  and  dealer 
service  by  the  manufacturers  would  have  a 
stimulating  effect  upon  the  retailer.  If  he  were 
paying  -for  the  service  each  month  he  would 
insist  upon  getting  it  or  find  out  the  reason 
why.  Being  free,  he  often  feels,  wrongly,  of 
course,  when  he  consigns  the  tubes  and  pack- 
ages to  the  back  of  his  desk,  or  the  corner  of 
his  office,  without  opening,  he  is  not  losing  any- 
thing.   No  greater  mistake  could  be  made. 

The  advertising  service  particularly  is  sent 
out  when  the  material  is  most  timely  and  if 
it  is  allowed  to  lie  unheeded  for  even  a  fort- 
night it  often  happens  that  its  value  in  connec- 
tion with  the  general  countrywide  campaign  is 
lost.  The  material  is  just  as  important  as  the 
monthly  invoices  and  should  receive  equal  at- 
tention from  recipients. 


W.  E.  GUTHRIE  WITH  WANAMAKER 

Made  Assistant  to  Lambert  Friedl,  Manager  of 
the  Talking  Machine  Department 


out  by  the  manufacturer  regularly  and  thor- 
oughly and  had  taken  advantage  of  the  oppor- 
tunities offered.  On  the  other  hand,  the  com- 
plaining dealer  had  contented  himself  with 
throwing  the  same  valuable  material  in  the 
corner  and  forgetting  about  it. 

The  publicity  material  and  selling  helps  sent 
out  by  manufacturers,  and  in  many  cases  by 
wholesale  distributors,  are  not  forwarded  to  the 
dealer  simply  in  an  effort  to  increase  the  postal 
receipts,  but  are  prepared  and  sent  out  for  the 
reason  that  they  have  some  genuine  value  to 
the  man  on  the  firing  line.  The  circular  letters 
and  the  literature  provide  the  contact  between 
the  factory  or  wholesaler  and  the  dealer,  and  are 
designed  to  give  him  information  regarding  new 
features  of  the  line  and  the  products  upon 
which  special  exploitation  campaigns  are  being 
centered.    This  is  information  that  means  busi- 


W.  E.  Guthrie,  formerly  connected  with  the 
Columbia  Graphophone  Co.  and  later  associated 
with  the  General  Phonograph  Corp.,  has  been 
made  assistant  to  Lambert  Friedl,  manager  of 
the  talking  machine  department  of  the  New 
York  Wanamaker  store.  Mr.  Guthrie  succeeds 
Harry  Bertine,  who  recently  resigned.  He  has 
been  engaged  in  various  capacities  in  the  talk- 
ing machine  business  for  a  period  of  ten  years 
and  brings  to  his  new  position  experience  in 
this  field  which  will  undoubtedly  prove  of  profit 
to  himself  as  well  as  to  the  Wanamaker  de- 
partment. 


QODOWSKY  SCORES  IN  THE  ORIENT 

The  newspapers  of  the  Orient  have  been  print- 
ing ecstatic  criticisms  of  the  playing  of  Leopold 
Godowsky,  famous  pianist  and  Brunswick  artist, 
who  has  been  giving  a  series  of  recitals  in  the 
principal  cities  of  China.  Everywhere  he  played 
Mr.  Godowsky  impressed  his  audiences  with  his 
masterly  interpretations  and  his  amazing  tech- 
nique. 


THE  TALKING  MACHINE'S  HELPMATE 


Nyacco  Albums  are  bound 
to  Give  Satisfaction 

Every  detail  in  the  construction  of  Nyacco 
albums  has  been  so  perfected  that  satisfied 
customers  are  assured. 

Another  source  of  satisfaction  in  handling 
the  Nyacco  line  is  the  price.  High  quality 
and  low  prices  offer  an  excellent  proposi- 
tion to  the  trade. 


The  Best  Interchangeable  Leaf 
Record  Album  on  the  Market 


The  prices  of  raw 
album  prices  higher 


materials   may  force 
We  advise  ordering 
now  at  present  low  prices. 

Freight  items  eat  up  profits.  Order  from  nearest  point, 
Chicago  or  New  York,  and  save  on  freight  charges. 


Write  fordispla})  card — mailed 
Tvithout  cost.  It  will  help  \)ou 
sell   more    Nyacco  Albums 


New  York  Album  &  Card  Co.,  Inc. 


NEW  YORK 

23-25  Lispenard  St. 

Pacific  Coast  Representative:  Munson  Raynor  Corp.,  643  South  Olive  Street,  Los  Angeles,  Calif 


CHICAGO 

415-417  S.  Jefferson  St 
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Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  VI,  $35 

Mahogany  or  oak 


Victrola  No.  90 
$125 

Mahogany,  oak  or  walnut 


Victrola  No.  210 
$100 

Mahogany  or  walnut 


"There  is  no  way  to 
judge  the  future  except 
by  the  past." 

Victor  supremacy  ex- 
tends over  a  quarter-cen- 
tury. A  consideration  of 
vital  importance  to  every 
dealer  m  Victor  products. 


Victrola  IX 
$75 

Mahogany  or  oak 


Victrola  No.  130 
$350 

Victrola  No.  130,  electric,  $390 

Mahogany  or  oak 


Victrola  No.  330  electric,  $390 

Mahogany 


HIS  MASTERS  VOICE" 


Victrola 


'  REG.  u  s.  PAT.  OFF. 

Important    Look  for  these  trade-marks.  Under  the  hd.  On  the  label. 

Victor  Talking  Machine  Company 

Camden,  New  Jersey 
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M.  M.  KUHN  WITH  RICHMOND  FIRM      MUNSON  SONS  CO.  ELECTS  OFFICERS 


Former  Director  of  Edison  Sales  Promotion 
Work  Now  Sales  Manager  of  C.  B.  Haynes 
Co.,  Inc..  Edison  Wholesaler,  Richmond,  Va. 


Charles  E.  Munson  Elected  President  and  J. 
Miller,  Vice-president  and  Manager 


Oldham  has  been  with  the  company  for  twenty- 
four  years  and  Mr.  Brelsford  for  twenty-three 
years,  and  they  have  aided  in  building  up  the  busi- 
ness to  its  present  prosperous  state. 


Richmond,  Va.,  March  3. — M.  M.  Kuhn,  for- 
merly a  director  in  sales  promotion  work  at 
the  Edison  Laboratories,  Orange,  N.  J.,  has 
been  appointed  sales  manager  of  C.  B.  Haynes 
Co.,  Inc.,  19-21  West  Broad  street,  Edison  dis- 
tributor in  this  territory.  Mr.  Kuhn  has  had  a 
wide  experience  in  the  talking  machine  field, 
especially  with  the  Edison  line,  beginning  as  an 
Edison  retail  salesman  and  advancing  to  the 
position  of  territorial  supervisor  for  Thomas 
Edison,  Inc.,  which  brought  him  in  contact 
with  dealers  in  all  parts  of  the  country. 


A  charter  of  incorporation  has  been  granted 
to  the  Harlem  Music  House,  of  New  York  City, 
with  a  capital  of  $10,000,  to  deal  in  musical 
instruments.  Incorporators  are  I.  and  L.  and 
R.  Goldstein. 


Zanesviixe,  Ohio,  March  3. — The  annual  meet- 
ing of  the  H.  D.  Munson  Sons  Music  Co.,  the 
oldest  exclusive  music  house  in  this  city,  was 
held  recently.  The  ofificers  were  re-elected  as 
follows :  President,  Charles  E.  Munson ;  vice- 
president  and  general  manager,  }.  T.  Miller; 
secretary,  Miss  E.  A.  Oldham,  and  treasurer, 
J.  M.  Brelsford.  The  board  of  directors  in- 
clude C.  E.  Munson,  J.  T.  Miller,  Miss  E.  A. 
Oldham,  J.  M.  Brelsford  and  Mrs.  Helen  Mun- 
son Frye, 

Reports  of  the  officers  showed  a  very  pros- 
perous year  and  prospects  for  the  future  are 
exceptionally  bright.  This  well-known  firm  has 
been  at  the  same  location  for  thirty-five  years 
and  on  May  1  will  observe  the  seventy-second 
anniversary  of  its  origin.  Mr.  Miller,  the  vice- 
president  and  general  manager,  has  been  con- 
nected with  the  company  for  forty  years,  Miss 


OLSON  WITH  FINANCING  COMPANY 


Arthur  J.  Olson,  well  known  in  the  talking 
machine  trade  and  for  some  time  connected 
with  the  Jones  Motrola  Co.,  New  York,  is  now 
associated  with  the  Commercial  Investment 
Trust,  Inc.,  of  New  York,  a  financing  company, 
as  New  England  representative. 


BNPITCH  CO.  CHARTERED 


The  Bi-Pitch  Instrument  Co.,  of  Wilmington, 
Del.,  has  been  granted  a  charter  of  incorpora- 
tion, under  the  laws  of  that  State,  to  handle 
talking  machines,  with  a  capital  of  $100,000. 


The  salesman  who  keeps  track  of  past  sales 
and  endeavors  to  break  his  record  each  month 
will  do  better  than  if  he  had  no  goal  at  all. 


ORMES' 

"Parade  of  the  Wooden  Soldiers" 

WINDOW  DISPLAY 

For  Victor  Dealers — Victor  Record  19007 — Special  Release 


By  Exclusive  Arrangement  With 

COMSTOCK-GEST 

Producers  of  "CHAUVE  SOURIS" 
We  Are  Able  to  Rent  You  This  Big  Record  Sales  Producer 

Write  Now  for  Reservations 

ORMES,  Inc. 


VICTOR  DISTRIBUTORS 


Victrolas  and  Victor  Records 
15  West  37th  Street 
NEW  YORK 


PHONE,  FITZROY  3271-2-3 
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Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  IV,  $25 

Oak 


Victrola  No.  Ill 
$225 

Victrola  No.  Ill,  electric.  $265 

Jlahogany,  oak  or  walnut 


Mahogany 


HIS  master's  voice" 


Victrola  VIII,  $50 
Oak 


The  Victrola  stands 
alone.  It  meets  the  su- 
preme test  of  music — and 
of  business,  as  every 
dealer  in  Victor  products 
knows. 


Victrola  No.  120 
$275 

Victrola  No.  120,  electric,  $315 

Mahogany  or  oak 


Victrola  No.  300,  electric  $290 

Mahogany,  oak  or  walnut 


Victrola 


REG.  U.S.  PAT. OFF. 

Important    Look  for  these  trade-marks.  Under  the  hd.  On  the  label. 

Victor  Talking  Machine  Company 

Camden,  New  Jersey 
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I  IMPORTANCE  OF  INTEREST  ON  TIME  PAYMENTS 

THE  merchants  who  sell  on  instalments  are  really  loaning  money 
to  their  customers  for  periods  ranging  from  six  to  twelve 
months.  If  the  merchant  goes  to  his  bank  to  secure  a  loan  for  six 
months  or  more  he  not  only  must  prove  that  his  credit  standing  is 
unquestioned  but  must  pay  the  current  rate  of  interest  for  his 
accommodation,  yet  this  same  merchant  will  loan  his  money,  as  rep- 
resented by  the  capital  invested  in  his  merchandise,  to  a  perfect 
stranger  without  a  hint  of  interest.   It  is  not  businesslike. 

Talking  machine  dealers  have  been  urged  time  and  again  to 
insist  upon  the  current  rate  of  interest  on  time  payments ;  first,  in 
order  to  recompense  them  for  their  accommodation  in  making  the 
loan,  and,  secondly,  in  justice  to  the  cash  customer  who  is  deserving 
of  some  consideration  for'his  willingness  to  clean  up  the  account  at 
once.  Unfortunately  there  have  been,  in  practically  every  locality, 
just  enough  obdurate  dealers  to  prevent  any  general  adoption  of 
the  interest-charging  system.  However,  individual  dealers  have 
and  do  insist  upon  interest  and  get  it  without  suffering  any  material 
loss  of  trade. 

.  The  charging  of  interest  is  calculated  to  stimulate  cash  sales 
and  to  provide  a  means  for  obtaining  .shorter  terms  on  time  sales. 
Shorter  terms  in  turn  mean  fewer  repossessions  and  sounder  busi- 
ness in  every  way.  There  is  no  question  but  that  the  wide  adver- 
tising of  long  terms,  frequently  with  no  down  payment,  has  done 
more  to  injure  the  standing  of  the  talking  machine  trade  as  a  whole 
than  any  other  single  factor. 

Long  terms,  and  the  announced  willingness  to  sell  on  instal- 
ments without  interest  charges,  naturally  lead  the  discerning  public 
to  believe  that  there  is  a  great  surplus  of  talking  machines,  that  the 
dealers  have  difficulty  in  moving  them,  and  that,  as  a  consequence, 
the  careful  buyer  can  procure  substantial  price  concessions. 

Moreover,  the  individual  who  purchases  a  machine  on  long 
terms  and,  for  one  reason  or  another,  loses  interest  in  it  after  three 
or  four  months  is  quite  willing  to  permit  of  its  being  repossessed  by 
the  dealer  and  sacrifice  the  small  amount  paid  as  rental.  If  that 
same  purchaser  has  a  fifty  or  sixty  per  cent  equity  in  the  instrument, 
as  a  result  of  short  terms,  the  danger  of  repossession  is  reduced 
materially. 


Long  terms  and  no  interest  represent  bad  merchandising  even 
if  forced  by  competition,  and  the  real  sufferer  is  the  legitimate 
dealer  who  seeks  to  do  business  on  a  sound  basis,  giving  fair  value 
and  service  in  return  for  the  payment  of  full  prices  for  the  products 
he  handles. 

I  MAKING  REPLACEMENT  BUSINESS  PROFITABLE 

'  I  '  HE  increasing  exploitation  of  console  models  of  talking  ma- 
chines  by  manufacturers  and  retailers  and  the  popularity  of 
those  models  with  the  public  threatens  to  develop  some  fresh  prob- 
lems for  retailers  unless  great  care  is  used  in  the  making  of  allow- 
ances on  the  inany  upright  instruments  offered  for  and  accepted  in 
exchange. 

In  one  or  two  sections  of  the  country  the  situation  is  already 
developed  to  a  point  where  local  associations  have  given  thought  to 
the  matter  and  seen  fit  to  warn  their  members  against  overgenerosity 
in  placing  valuations  on  instruments  taken  in  exchange. 

What  is  termed  in  the  piano  business  the  "trade-in"  problem  has 
not,  up  to  the  present  time,  been  very  evident  in  the  talking  machine 
industry,  but  with  the  increasing  number  of  console  and  art  models 
being  offered  there  is  a  strong  tendency  toward  replacing  small  ma- 
chines, or  those  of  early  types,  with  the  latest  styles.  This  accom- 
plishes two  things — first,  it  brings  more  money  into  the  dealers' 
stores,  and,  secondly,  it  is  calculated  to  revive,  for  a  time  at  least, 
interest  in  talking  machines  and  records. 

Starting  with  a  comparatively  clean  slate,  talking  machine  deal- 
ers can  well  avoid  the  pitfalls  that  have  engulfed  some  of  their 
piano-selling  friends  and,  at  the  same  time,  make  the  replacement 
business  prove  a  profitable  asset  rather  than  a  liability.  The  secret 
lies  in  making  only  a  fair  allowance  on  used  instruments,  an  allow- 
ance that  will  make  it  possible  to  put  the  used  machines  into  salable 
shape  and  then  resell  them  for  a  sum  sufficient  to  show  at  least  a 
fair  profit  on  the  deal. 

The  making  of  a  fair  allowance  rests  particularly  with  the 
dealer  himself,  rather  than  with  the  salesman,  for  the  latter  is 
naturally  interested  in  closing  the  sale  and  is  liable  to  be  a  little 
lenient  in  the  matter  of  allowances  in  his  anxiety  to  do  business. 
It  must  be  realized  as  a  fundamental  principle  that  any  allowance 
made  upon  an  old  machine  is  a  charge  against  the  profits  of  that 
particular  sale  and  every  dollar  that  is  lost  in  the  resale  of  the 
"trade-in"  is  a  dollar  taken  away  from  the  profits — net  profits. 

In  making  a  fair  allowance  on  a  used  instrument,  it  must  be 
remembered  that  cartage,  repairs,  refinishing,  storage  and  reselling 
all  cost  real  money.  When  these  factors  are  estimated,  their  costs 
added  to  the  amount  allowed  the  customer  in  the  exchange  and  the 
final  figure  comes  within  the  amount  for  which  the  used  instrument 
can  be  resold  at  a  profit,  then  the  allowance  is  a  fair  one,  otherwise 
it  is  excessive. 

I     THE  PROBLEM  OF  FINANCE  IN  RETAIL  TRADE 

THE  problem  of  financing  a  retail  talking  machine  business  where, 
perhaps,  the  capital  is  limited  and  much  of  it  is  tied  up  in  sales 
leases  has  attracted  considerable  attention  from  dealers,  both  indi- 
vidually and  in  association  meetings,  for  although  the  credit  terms 
on  the  majority  of  talking  machine  sales  are  sound  and  the  accounts 
pay  out  well  within  the  year,  the  amounts  that  can  be  tied  up  in 
paper  for  periods  of  several  months  are  substantial  and  mean  just 
that  much  capital  taken  out  of  circulation  in  the  business,  with  the 
consequent  curtailment  of  turnover. 

LTnlike  the  situation  that  exists  in  certain  sections  of  the  music 
industry,  the  talking  machine  manufacturers  have  not  assumed  the 
burden  of  financing  retailers,  and,  as  the  wholesaler  obviously  cannot 
carry  on  such  work  to  any  great  degree  and  still  carry  on  his  busi- 
ness, the  dealer  must  resort  to  his  bank  or  discount  his  paper  through 
some  other  medium  if  he  finds  it  necessary  to  get  cash  to  meet  his 
obligations  and  develop  his  business. 

In  this  connection  at  least  one  well-known  manufacturer  has 
put  into  effect  a  successful  plan  for  financing  deferred  payments 
for  dealert  through  the  medium  of  an  established  commercial  in- 
vestment company  and  a  number  of  individual  retailers  have  taken 
advantage  of  the  facilities  offered  by  similar  concerns  to  secure  the 
use  of  part  of  the  cash,  at  least,  tied  up  in  instalment  notes. 

In  making  arrangements  to  finance  his  business,  the  retailer  has 
three  things  to  bear  in  mind ;  first,  that  the  company  he  plans  to  do 
business  with  is  a  sound  organization ;  secondly,  that  his  retail  credit 
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risks  are  good  and  calculated  to  meet  contract  obligations  promptly 
and,  thirdly,  that  arrangements  be  made,  where  possible,  to  charge 
interest  on  deferred  payments  in  order  to  pay  at  least  the  bulk  of 
the  cost  of  financing.  It  is  significant  that  in  the  financing  of  auto- 
mobile, furnace  and  even  vacuum  cleaner  sales,  where  deferred  pay- 
ments are  accepted,  the  customer,  and  not  the  dealer,  pays  for  the 
accommodation.  This  protects  the  cash  customer  for  his  willingness 
to  pay  the  full  price  in  one  lump  and  makes  the  time  customer  pay 
fair  interest  for  the  use  of  the  dealer's  capital  for  a  year  or  so.  In 
other  words,  it  is  good  business. 


ANALYZING  THE  BUSINESS  OUTLOOK 


TEN  weeks,  or  practically  one-fifth  of  the  year,  have  passed 
since  the  1923  calendar  came  into  use,  and  the  business  results 
for  this  fifth-year  in  the  talking  machine  trade  have  as  a  rule  been 
sufficiently  satisfactoiy  to  sustain  confidence  in  the  predictions 
of  those  who  during  the  holiday  season  or  thereabout  declared 
that  1923  was  going  to  be  prosperous  for  the  talking  machine  trade 
as  a  whole. 

It  is  true  that  there  have  been  slight  drawbacks  in  certain  sec- 
tions, but  despite  a  long  spell  of  Winter  weather,  the  tendency  in 
some  quarters  to  clean  up  stocks  of  used  and  discontinued  styles 
of  instruments  and  other  similar  factors  have  not  been  able  to  keep 
legitimate  talking  machine  retailers  from  turning  over  a  volume 
of  business  considerably  in  excess  of  that  during  the  same  period 
last  year. 

Under  existing  conditions  there  should  b^  no  reason  why  the 
talking  machine  trade  should  not  be  able  to  report  a  better  than 
normal  business  for  the  entire  twelve  months  when  the  new  cal- 
endar year  rolls  around,  and  this  result  seems  to  be  further  assured 
through  the  actions  of  some  of  the  leading  manufacturers  in  intro- 
ducing new  models  of  machines  calculated  to  prove  distinctly  pop- 
ular to  the  public,  together  with  new  merchandising  plans,  par- 
ticularly in  the  matter  of  records  that,  it  is  believed,  will  have  a 
wholesome  effect  in  rejuvenating  and  maintaining  the  interest  of 
record  buyers. 

In  the  leading  lines  there  has  been,  and  still  exists,  a  very 
definite  shortage  of  machines,  particularly  among  those  styles, 


mostly  flat  top  models,  that  have  taken  such  a  hold  of  the  public 
during  the  past  couple  of  seasons.  Record  stocks,  too,  are  in 
excellent  shape,  due  to  the  cleaning  out  process  brought  about 
through  liberal  exchanges,  and  although  the  public  demand  for 
records  does  not  measure  up  with  that  registered  during  some  other 
seasons,  it  is,  nevertheless,  fairly  healthy  and  promises  to  improve 
steadily  during  the  year. 

In  short,  the  general  trade  situation  is  better  than  it  has  been 
for  at  least  two  or  three  years,  and  with  the  general  business  con- 
ditions as  sound  and  satisfactory  as  they  are  at  present  and 
promise  to  continue  there  seems  to  be  no  need  for  worry  on  the 
part  of  the  talking  machine  dealer  who  really  knows  the  game  and 
is  willing  to  work  hard  and  consistently. 


CLASSIFYING  CUSTOMERS  ACCORDING  TO  AGE 


IT  is  probable  that  few,  if  any,  talking  machine  dealers  have  taken 
occasion  to  classify  their  customers  according  to  ages.  Yet  such 
a  classification  should  prove  both  interesting  and  helpful  in  deter- 
mining the  sort  of  appeal  most  likely  to  get  results  from  the  stand- 
point of  sales. 

A  recent  survey  made  under  the  auspices  of  the  Photoplay 
Magazine,  New  York,  and  republished  in  part  on  another  page  of 
The  World  this  month,  indicates  that  forty-eight  per  cent  of  talking 
machine  record  buyers  are  between  the  ages  of  eighteen  and  thirty, 
twenty-four  per  cent  between  thirty  and  forty-five,  and  the  rest 
fairly  evenly  divided  between  those  over  forty-five  and  under 
eighteen. 

This  is  in  contrast  to  the  ages  of  wind  instrument  buyers,  for 
twenty-six  per  cent  of  them  are  under  eighteen  and  an  equal  per- 
centage of  them  over  thirty.  Both  talking  machines  and  wind  in- 
struments, therefore,  seem  to  make  an  especially  strong  appeal  to 
Youth,  while  the  piano  is  for  those  of  more  mature  years,  sixty-two 
per  cent  of  pianos  being  bought  by  those  over  thirty. 

The  talking  machine  dealer  who  advertises  to  reach  the  middle- 
aged  couple  sitting  in  the  library  in  the  evening  is  not  so  liable  to 
get  results,  according  to  the  survey,  as  he  who  goes  after  those  of 
the  "flapper"  and  "cake-eater"  ages  or  those  who  have  achieved  the 
distinction  of  "newlvweds." 


Tut-Ankh-Amen 

His  records  have  been  saved  to  serve 
us  centuries  after  him. 

Some  Record  Service! 

Today  Pearsall  Service  holds  the 
Record. 

Ask  any  Pearsall  Dealer,  he'll  tell  you. 
"Desire  to  serve,  plus  ability." 
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How  many  talking  machine  dealers  have,  in 
classif\ing  their  customers,  given  real  thought 
to  the  age  question  with  a  view  to  making  their 


talking  machine  and  record  purchasers,  or  48 
per  cent,  are  between  the  ages  of  eighteen 
and  thirty,  24  per  cent  between  the  ages  of 


Table  showing  relative  importance  of  4  age  groups  in  purchase  of 
PHONOGRAPHS  AND  RECORDS 


Number  of 
Stores 

Per  Cent  Buvers 
Under  1 8 

Per  Cent  Buyers 
1 8  to  30 

Per  Cent  Buyers 
3c  ^0  4  5 

Per  Cent  Buyers 
Over  45 

Buffalo  

7 

lO 

45 

29 

16 

Providence  

3 

I J 

48 

22 

17 

^  Hartford  

10 

12 

46 

26 

16 

Wilkes-Barre  

7 

15 

50 

21 

14 

Easton  

7 

1 5 

21 

'4 

Dunkirk  

23 

•55 

17 

< 

Natick  

TOTAL  AVERAGE  % 

36 

14 

48 

u 

15 

Copyright,  Photoplay  Mariasine 

Stores  Covered  by  the  Phonographs  and  Records  Investigation 

Buffalo — Denton,  Cottier  &  Daniels;   Loud's;   Neal,   Clark  &  Neal. 

Providence — G.  Schirmer  Music  Stores;  the  Meiklejohn  Co.;  Place  Music  Co. 

Wart/oriJ— Flint,  Brace  &  Co.;  McCoy's;  Sedpm'ick  &  Casey;  Alfred  Gallup;  Watkins  Bros. 

Wilkes-Barre — MacWilliams;  Fowler,  Dick  &  Walker;  Bevan   Piano  Co.;  Murray  Smith  Co.;  Ludwig  &  Co. 

Music  Store;  Snyder's  Music  Co.;  Benesch  &  Sons. 
Easton — M.  Kowitz  &  Co.;  Kalph  Brothers;  The  Brunswick  Shop;  Wm.  Keller  &  Son;  Wright's;  Lauter  Co.; 
Dunkirk — Johnston's  ^^^lsic  Store. 


Landau's 
Werner's. 


sales  and  advertising  appeal  directly  to  that 
class  which  represents  the  majority  of  buyers? 
How  many  dealers  know  accurately  whether  the 
youth  of  twenty,  or  the  settled  individual  of 
forty-five  to  fifty,  proves  the  best  customer  for 
machines  and  records? 

For  the  great  majority  who  have  overlooked 
the  age  question  much  interest  lies  in  the  re- 
sults of  an  extensive  survej'  made  under  the 
direction  of  the  Photoplay  Magazine,  New 
York,  to  determine  the  factor  of  age  in  retail 
selling.  In  making  the  survey  the  representa- 
tives of  the  magazine  went  right  into  the  field 
and  secured  facts  and  figures  from  music  houses 
of  standing  in  Buffalo,  Providence,  Hartford, 
Wilkes-Barre,  Easton  and  Dunkirk. 
•  As  a  result  of  the  survey  the  very  interesting 
information  was   developed   that   the  bulk  of 


thirty  and  forty-five,  15  per  cent  over  forty- 
five  and  14  per  cent  under  eighteen.    Of  the 


purchasers  of  wind  instruments,  48  per  cent 
likewise  are  between  the  ages  of  eighteen  and 
thirty,  with  26  per  cent  under  eighteen,  18  be- 
tween thirty  and  forty-five  years  old  and  only 
8  per  cent  above  forty-five.  In  contrast,  and 
particularly  interesting,  are  the  figures  regarding 
pianos,  for  here  the  chief  buying  age  changes 
materially.  Of  piano  purchasers,  only  36  per 
cent  are  between  eighteen  and  thirty  years  old, 
whereas  43  per  cent  are  between  thirty  and 
forty-five,  19  per  cent  over  forty-five  and  only 
2  per  cent  under  eighteen.  In  short,  it  appears 
as  though  the  piano  was  the  instrument  for 
those  of  mature  years,  wind  instruments  for 
the  more  youthful  and  phonographs  and  records 
fairly  divided  between  the  young  and  the 
middle-aged. 

Percentages  Verify  Selling  Methods 

It  is  conceded  that  the  results  of  the  survey 
cannot  be  held  to  apply  in  every  locality  and 
under  all  conditions,  but  reflect  the  situation 
as  it  exists  in  five  fairly  representative  cities. 
The  percentages  would  seem  to  signify  that  the 
music  merchants  have  been  right  in  seeking  to 
interest  the  newlyweds  and  the.  potential  build- 
ers of  new  homes,  for  the  greatest  volume  of 
all  classes  of  merchandise  is  purchased  by  those 
of  an  age  that  would  naturally  come  within 
those  classifications. 

In  commenting  editorially  upon  the  situation 
in  the  musical  instrument  field  the  survey  says. 


Phonographs  and  Records 


Wind  Insirumems 


Pianos 


Cotyright,  Photoplay  Magazine 

Charting  the  Ages  of  Musical  Instrument  Prospects 

Graphic  charts  showing  relative  importance  of  four  age  groups  in  its  purchase  of  three  major  divisions  of  musical 
instruments.  Notice  how  the  younger  age  group  predominates  in  the  case  of  phonographs,  records  and  wind  instruments. 
It  i.s  not  directly  so  great  on  pianos,  but  indirectly  it  is  eno  rmous.  


Your  time  is  our  time. 

Gall  and  see  us  any 
time. 


THE  IMSTBUMfNT  ©r  QU41ITY 


CLCAR   A*  &   BCLL  ^ 

(greater  Citp  ^i)onosrapt)  Co.,  inc. 

Exclusive  Distributors  for  New  York,  Staten  Island 
and  the  Lower  Hudson  Valley 

311  Sixth  Avenue,  N.  Y. 

Telephone  Chelsea  9237 


in  part;  "Who  but  the  young  are  so  absorbed 
with  the  rhythm  and  cadence  of  things,  so  keen 
in  their  enthusiasm  for  music  and  its  outlet,  for 
dreams  and  visions  and  abundant  spirits? 

"It  needs  but  a  suggestion  of  the  pleasures 
that  music  can  bring  to  capture  the  imagination 
of  the  younger  generation.  Youth  is  never  too 
solemn  or  too  sophisticated  for  the  thrill  that 
comes  from  the  deep-toned  summons  of  the 
saxophone,  the  call  of  the  bugle  or  the  romance 
of  piano  keys. 

"No  one  knows  better  than  the  experienced 
advertising  man  the  need  of  keeping  his  message 
constantly  before  the  eyes  of  such  readers. 

"The  rewards  of  musical  advertisers  in 
America  have  been  commensurate  with  their  in- 
terest in  the  younger  generation.  The  names  of 
their  products  are  familiar  to  every  up-and- 
doing  youth.  Particularly  is  the  interest  of 
younger  people  eager  in  phonographs  and 
records." 

An  interesting  feature  of  the  survey,  which, 
as  a  whole,  covered  ten  leading  lines  of  mer- 
chandise, and  was  finally  presented  by  the 
Photoplay  Magazine  in  the  form  of  an  elab- 
orately illustrated  volume  for  the  information 
of  advertisers,  was  the  presentation  of  a  num- 
ber of  statements  from  talking  maChine  dealers, 
several  of  which  follow: 

Mr.  Oscar,  of  the  Meiklejohn  Co.,  Providence, 
R.  I.,  says: 

"The  eighteen  to  thirty  age  group  makes  50  per  cent 
of   the   purchases   of  phonographs   and   records,    and  the 

(Continued  on  page  12) 
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Peerless  Popularity 


NEW  BUSINESS- 
OLD  CUSTOMERS 

In  looking  over  our 
Customer  list  the 
other  day  I  was  agree- 
ably surprised  to  find 
the  addition  of  num- 
erous new  names  — 
stores  recently  opened 
and  some  who  have 
never  before  favored 
us  with  their  patron- 
age. 

But  the  most  gratify- 
ing aspect  of  the  list 
lies  in  the  fact  that, 
with  only  four  ex- 
ceptions, all  our  cus- 
tomers of  previous 
years  have  placed 
orders  with  us  since 
last  November. 

This  means  just  two 
things:  first,  that  our 
efforts  are.  being  re- 
warded, and  second, 
that  business  really  is 
good  all  along  the 
line — Peerless  Albums 
are  selling. 


Write  for  prices  on  our  "Specia 
No.  6"  Album 


Peerless   quality   is   uniform    and  de- 
pendable.    There    are    no    two  ways 
about  it. 


Popularity,  in  the  common  application  of  the  word,  usually 
stands  for  something  in  timely  favor — but,  in  the  category 
of  trade-marked  and  trade-named  merchandise,  it  means 
"constant  public  demand." 


The  popular  brands  are 
always  best  sellers. 

PEERLESS 

— the  Album 


A  Postal  will  bring  this  sign  to  you  in 
the  next  mail  — WRITE 


has  a  universal  host  of  friends  and  admirers  among  talking 
machine  owners  who  have  tested  its  merit — everybody  who 
has  purchased  one  Peerless  Album  is  a  ready  prospect  for 
many  more. 

Peerless  is  the  sort  of  album  which  makes  friends  quickly 
and  keeps  them  indefinitely — its  wide  popularity  will  prove 
an  asset  to  your  business. 


It  Does  Make  A  Difference  What  Album  You  Sell 


Peerless  Carrying  Case  is  not  only 
an  exceptionally  good  case  but  one 
you  can  offer  at  an  attractive  price. 
It  will  add  to  your  sales,  for  every 
record  owner  is  a  possible  purchaser 
of  this  fine  case. 


Manufacturers  of: 


Peerless  De  Luxe  Albums 
Peerless  All  Grades  of  Record  Al- 
bums 

Peerless  "Big  Ten"  Albums 
Peerless  Record-Carrying  Cases 
Peerless  Interiors  for  Victrolas  and 
Phonographs 


Peerless  "Classification  Systems" 
Peerless  Record  Album  Sets  for  All 

Make  Machines 
Peerless  Record  Stock  Envelopes 
Peerless  Delivery  Bags 
Peerless  Supplement  Envelopes 
Peerless  Photo  Albums 


PEERLESS  ALBUM  COMPANY 


WALTER  S.  GRAY 
San  Francbco 
942  Market  St. 


PHIL.  RAVIS,  President 

636-638  BROADWAY 
NEW  YORK 


L.  W.  HOUGH 

Boston 
20  Sudbury  St. 
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THE  AGE  FACTOR  IN  ADVERTISING       $1,500,000  BUILDING  FOR  BRUNSWICK  CO.  IN  NEW  YORK 


(Continued  from  page  10) 


flapper  type  15  per  cent.  The  flapper  plays  a  little  part  in 
tlie  purchase  of  phonographs,  but  she  has  a  great  deal  to 
Jo  in  the  buying  of  records.  She  is  usually  well  supplied 
with  money  and  pays  cash  for  her  purchases.  If  she 
comes  in  with  her  mother  the  mother  always  allows  her  to 
make  her  own  choice  of  records." 

Mr.  Tipling,  manager  of  the  1-aiiler  Co., 
Easton,  Pa.,  says: 

"If  it  were  not  for  tlie  flapper  the  Victor  people  might 
as  well  go  out  of  business.  They  buy  90  per  cent  of  the 
records — mostly  dance  records.  In  the  home  she  influences 
the  father  and  mother  to  buy  a  talking  machine — she  is 
the  factor — it  is  rarely  that  we  sell  one  to  an  elderly 
couple  or  one  without  children.  The  mother  thinks  if  they 
have  a  talking  machine  or  piano  it  will  help  to  keep  the 
girl  at  home,  and  the  girl  says  she  will  stay  at  home  if  the 
folks  will  buy  one.  The  largest  percentage  of  our  sales 
are  made  that  way.  I  think  the  girl  lias  a  good  deal  more 
influence  than  she  used  to  have." 

Mr.  Bowers,  of  Ludwig  &  Co.,  Wilkes-Barre, 
Pa.,  says: 

"Young  girls,  not  more  than  fifteen  to  nineteen,  come 
in  to  buy  the  smaller  musical  instruments,  such  as  the 
ukulele,  and  sheet  music  and  records. 

"In  the  purchase  of  a  talking  machine  they  usually  come 
in  with  an  older  person,  but  they  practically  get  what  they 
want  at  such  times,  though  I  do  not  think  they  have  as 
much  influence  in  leading  up  to  its  purchase  as  in  the  case 
of  a  piano — that  is,  each  one  in  the  family  is  interested  in 
the  talking  machine." 


JOHN  McCORMACK  SCORES  ABROAD 


John  McCormack,  the  great  Victor  artist,  re- 
ceived a  wonderful  reception  at  his  two  con- 
certs in  Dublin  last  month.  The  proceeds, 
amounting  to  over  $20,000,  were  donated  to  the 
Mater  Hospital  and  St.  Vincent  de  Paul  Society. 
Mr.  McCormack -is  now  singing  at  Monte  Carlo, 
and,  according  to  the  cablegrams  to  the  New 
York  papers,  scored  a  great  triumph  in  his  ap- 
pearance in  "The  Barber  of  Seville"  and 
"Madame  Butterfly."  His  plans  call  for  his  ap- 
pearance in  Berlin,  Copenhagen,  Christiania, 
Stockholm,  Budapest  and  other  European  cities. 


Gothic  Structure  Will  Be  Built  on  Large  Seventh  Avenue  and  Fifty-second  Street  Site  for  Con- 
cern on  Long  Lease — Will  House  Various  Interests  of  Brunswick-Balke-Collender  Co. 


The  Brunswick-Balke-Collender  Co.,  manufac- 
turer of  the  Brunswick  phonographs  and  rec- 
ords, billiard  tables  and  tires,  has  completed 
arrangements  to  locate  its  Eastern  interests  in 
a  large  new  building  in  the  Times  Square  sec- 
tion of  New  York  City.  The  structure  will  be 
designed  especially  to  house  the  varied  interests 
of  the  company.  This  important  accession  for 
the  northerly  edge  of  the  theatre  and  hotel 
center  is  focused. on  a  plot,  125  by  100  at  Nos. 
789  to  799  Seventh  avenue,  southeast  corner  of 
Fifty-second  street,  opposite  the  Manhattan 
Storage  Warehouse,  and  will  necessitate  an  in- 
vestment of  approximately  $1,500,000,  including 
the  land  value. 

Back  of  the  project  are  Thomas  L.  and  Frank 
L.  Cunningham,  who  secured  the  site  last  year 
as  the  No.  799  Seventh  Avenue  Corp.,  and  who 
have  closed  with  the  Brunswick-Balke-Collender 
Co.  a  deal  whereby  they  are  to  start  erecting 
on  May  1,  for  its  headquarters,  a  seven-story 
and  basement  structure  to  be  leased  for  a  long 
term,  with  renewal  privileges,  in  which  the 
lessees  will  concentrate  their  activities  now 
housed  in  several  buildings,  principally  at  Nos. 
29  to  35  West  Thirty-second  street  through  to 
Thirty-third  street. 

Contract  for  construction  of  the  building, 
plans  for  which  have  been  prepared  by  F.  B. 
and  A.  Ware,  architects,  has  been  let  to  Cun- 
ningham &  Foley,  Inc.,  which  calls  for  com- 
pletion of  the  proposed  structure  by  January, 
1924. 

The  space  contracted  in  this  structure  by  the 
Brunswick  Co.  approximates  40,000  square  feet, 
to  be  specially  designed  and  to  include  its 
phonograph  department,  billiard  room  equip- 
ment, automobile  tire  section  and  a  recording 


laboratory  for  the  productions  of  famous  sing" 
crs  and  musicians  on  phonograph  records.  The 
latter  branch  is  now  housed  in  No.  16  West 
Thirty-sixth  .street.  The  building  will  be  of  the 
Gothic  type  of  architecture  and  will  have  a 
base  area  of  12,500  square  feet. 


FEATURES  RECORDING  IN  ARTICLE 

Jack  Hood.  Manager  of  Andersen  Bros.  Co. 
Talking  Machine  Store,  Writes  Instructive 
Article  on  Recording 


Jack  Hood,  manager  of  Andersen  Bros.  Co., 
I'ortsmouth,  O.,  well-known  talking  machine  re- 
tailer of  that  city,  has,  during  the  past  year, 
contributed  a  series  of  articles  on  retail  sales 
methods  to  a  number  of  publications,  including 
the  Retail  Philadelphia  Public  Ledger.  Some 
time  ago  Mr.  Hood  made  a  trip  to  New  York 
City  and  through  the  courtesy  of  Emil  Schenkel, 
advertising  manager  of  the  Regal  Record  Co., 
he  was  enabled  to  watch  the  recording  of  rec- 
ords during  a  visit  to  the  laboratory  operated 
by  that  company. 

Upon  his  return  to  Portsmouth  he  contributed 
a  lengthy  article  on  the  making  of  phonograph 
records  to  his  local  paper,  Which  proved  in- 
teresting matter  for  its  readers,  being  an  out- 
line of  the  technique  of  recording,  descriptions 
of  the  methods  of  artists  and  orchestras  and 
other  pertinent  facts  relating  to  this  industry. 


H.  B.  Herr,  talking  machine  and  sporting 
goods  dealer  of  Lancaster,  Pa.,  has  sold  his 
stock  of  sporting  goods  and  will  devote  more 
time  and  space  to  the  talking  machine  end  of 
the  business  in  the  future. 


Showing  Reproducer  of  Jewel  Needle  Equipment  Turned 
Up  to  Change  Needle;  Also  Position  Wnen  Not  in  Use 


Showing    Reproducer    of    Jewel    Needle    Equipment  in 
Position    for    Playing    Lateral    Cut   Records  on  Edison 
Phonograph 


For  The  New  Edison 


Showing  Reproducer  of  Jewel  Needle  Equipment  in 
Position  for  Playing  Edison  Record  With  Fibre  Needle. 


1 


Plays  all  types  of  records.  Operates  the  same  as 
the  "EDISON"  with  the  LEVER. 

No  adjustments  necessary  when  changing  from 
lateral  to  vertical  cut  records.  Stop  prevents 
swinging  to  the  right. 

Needle  scratch  almost  entirely  removed. 

Turning  back  of  Reproducer  permits  of  easy 
access  to  needle  socket  and  saves  records  from 
unnecessary  scratching. 

Is  the  ONLY  equipment  that  plays  vertical  cut 
records  with  a  Fibre  needle  in  the  proper 
"EDISON"  position  with  the  Reproducer 
turned  FACE  DOWN  to  the  record,  giving  it 
a  floating  action. 


NOT 

Just  Another  Equipment 

BUT 

>  distinct  improvement  in 
Tone  Reproduction  as  well  as 
in  Mechanical  Construction 
and  Finish. 

Send  (or  descriptive  circular 
which  contains  "HINTS  RE- 
GARDING THE  CARE  OF  A 
PHONOGRAPH." 
WRITE  YOUR  EDISON  JOB- 
BER.  HE  HAS  IT. 

Price  the  same.     Liberal  dis- 
count to  dealers. 
GUARANTEED    IN  EVERY 
WAY. 

MONEY  BACK  IF  NOT 
SATISFIED. 

We  handle  highest  grade 
Jewel  Point  Needles. 


JEWEL  PHONOPARTS  COMPANY 


Showing  Back  View  of  Jewel  Needle  Equipment  in  Posi 
tion  for  Playing  Lateral  Cut  Records  on  Edison  Phonograph 


Needle  CENTEIRS  on  all  records. 

Straight  air-tight  construction  and  absence  of 
movable  joints  insure  perfect  reproduction  and 
great  volume. 

Pivoted  ball-joint  insures  perfect  reproduction  and 
freedom  of  movement  both  vertically  and  hori- 
zontally. 

Weight  is  the  lightest  that  can  produce  perfect 
results,  thus  saving  the  record,  and  permitting  a 
freedom  and  sweetness  of  tone  considered  impos- 
sible. 

Indestructible  NO'M-Y-KA  diaphragms  do  not 
blast,  crack,  split  or  warp,  and  are  the  greatest 
development  in  phonographic  sound  reproduction 
in  years. 

160  W.  Whiting  St.,  Chicago 
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HARRY  C.  HAWKEN  NOW  SUPERVISOR    MISS  M.  H.  RICH'S  BIG  ACHIEVEMENT 


Of  Ormes.  Inc..  in  the  Metropolitan  District — 
Widely  Known,  Popular  and  Highly  Esteemed 


Makes  Three   Half-hour  Appearances  During 
State  Teachers'  Convention  in  Oklahoma  City 
-  — Scores   Big  Success  in  Educational  Field 


C.  L.  Price,  vice-president  and  general  man- 
ager of  Ormes,  Inc.,  Victor  ivholesaler,  an- 
nounced recently  the  appointment  of  Harry  C. 
Hawken  as  supervisor  of  the  Ormes  metropol- 
itan district.  ^Ir.  Hawken  has  represented  this 
wholesaler  in  the  metropolitan  district  for  the 
past  three  j^ears  and  during  that  time  has  won 


Miss  Mabel  H.  Rich,  of  the  Victor  educational 
department,  outclassed  all  previous  records  in 
Victrola  educational  demonstration  at  Okhihoma 
City  earl^'  last  month  when  she  made  three 
half-hour  appearances  with  only  five-minute  in- 
tervals between.  Arrangements  for  the  demon- 
stration were  made  by  the  Oklahoma  Talking 
ilachine  Co.  before  the  State  Teachers'  Asso- 
ciation. Miss  Rich  arrived  in  Oklahoma  City 
direct  from  Camden  just  in  time  to  make  her 
first  appearance  before  the  Women's  Advertis- 
ing Club  of  Oklahoma  City.  There  were  eight 
thousand  school  teachers  at  the  convention  and 
at  each  of  the  demonstrations  Miss  Rich  used 
entirel3'  different  sets  of  records,  as  each  ad- 
dress called  for  a  different  appeal.  It  is  likely 
that  the  first  demonstration  reached  a  larger 
combined  audience  than  has  ever  been  attained 
before  in  any  talking  machine  demonstration. 


NEW  PHILHARMONIC  CONDUCTOR 


Harry  C.  Hawken 

the  respect  and  esteem  of  the  Victor  retailers 
throughout  his  territory. 

Mr.  Hawken  entered  the  Victor  field  some  ten 
years  ago  as  manager  of  his  father's  Victor  store 
in  Springfield,  O.  After  being  graduated  from 
Wittenberg  College  he  entered  the  school  of 
commerce  at  New  York  University,  and  after 
serving  as  an  ensign. of  the  U.  S.  Navy  returned 
to  New  York  Universitj^,  where  he  received 
his  master's  degree  in  business  administration, 
ilr.  Hawken  is  always  ready  to  co-operate  with 
the  dealers  in  solving  their  merchandising  prob- 
lems and  his  promotion  is  a  well-deserved 
tribute  to  his  conscientious  work. 


The  announcement  recentljr  that  William  Van 
Hoogstraten  has  been  engaged  to  succeed  Josef 
Stransky,  resigned,  as  co-conductor  with  Wil- 
liam Mengelberg,  of  the  New  York  Phil- 
harmonic Orchestra,  has  aroused  considerable 
interest  in  musical  circles  in  view  of  the  fact 
that  Mr.  Van  Hoogstraten  is  the  husband  of 
Mme.  EUy  Ney,  famous  pianist  and  Brunswick 
artist,  who  has  been  widely  acclaimed  in  con- 
certs in  this  countrv  and  abroad. 


LANDAU  BRANCH  IN  NEW  HOME 

Hazleion,  Pa.,  ■  March  1. — Landau's  Music  & 
Jewelry  Store,  for  several  years  located  at  37 
North  Wyoming  street,  this  city,  has  been 
moved  into  attractive  new  quarters  at  25  West 
Broad  street.  All  departments  of  this  branch  of 
the  Landau  chain  have  been  enlarged  and  im- 
proved by  the  addition  of  the  most  modern 
equipment  obtainable. 


A  dusty  window  and  a  display  which  has  been 
in  the  window  so  long  that  it  is  obscured  by  a 
film  of  dust  is  a  repellent  sight  and  turns  away 
trade. 


FILES  BANKRUPTCY  SCHEDULES 

Schedules  in  bankruptcy  have  been  filed  by 
Usoskin  Litho,  Inc.,  230  West  Seventeenth 
street,  New  York  City,  listing  liabilities  of  $28,- 
033  and  assets  of  $23,271. 


You  Can  Depend  on  Us 


for  the  kind  of  service  that  a  live  dealer  demands  from 
a  distributor.  Our  stock,  complete  and  right  up-to-date, 
enables  us  to  supply  you  with  any  quantity  of  Okeh 
records — and  we  ship  out  your  order  the  same  day  it  is 
received. 

We  have  the  reputation  of  being  honest  to  deal  with  and 
ready  to  co-operate  with  our  dealers  in  every  way.  We 
want  to  add  dealers  to  our  list  who  are  looking  for  quick 
sales  and  good  profits — the  kind  of  dealers  who  will  act 
with  us  for  our  mutual  benefit. 

Just  as  examples  of  records  that  have  a  rapid  turnover 
and  bring  a  substantial  profit,  we  suggest  Sara  Martin's 
latest  hits: 

8041— Achin'  Hearted  Blues. 
Sugar  Blues. 

8043— You  Got  Ev'ry  Thing  a  Sweet  Mama  Needs  But  Me. 
'Taint  Nobody's  Business  If  I  Do. 

THE  ARTOPHONE  CORPORATION 

1103  Olive  Street  St.  Louis,  Mo. 

New  Kansas  City  Branch  Office 
Kansas  City  Life  Bldg.  Kansas  City,  Mo. 


The  Record  «<|<i»U»y 


CaisL^  Records 


The  Records 
of 
Quality 


Announcing  a  New 

Record  Pressing 
Plant 

Record  Pressing  of  the 
very  highest  quality  for 
a   few  responsible 
manufacturers 

Latest  Improved 
Modern  Equipment 

Under  the  management  of 
an  internationally  experi- 
enced  record  authority 


SANDERS,  Inc. 

Springdale,  Conn. 

Near  Stamford 
Phone,  Stamford  3980 


CONCERT  HALL  FOR  MUSIC  CLASSES 

Knickerbocker  Talking  Machine  Co.  Donates 
Use  of  Spacious  Hall  to  Musical  Organiza- 
tions to  Promote  Interest  in  Music 


The  ICnickerboclcer  Talking  Machine  Co., 
Inc.,  Victor  wholesaler.  New  York  City,  has 
planned  to  give  the  free  use  of  its  attractive 
concert  hall  to  musical  classes  or  societies  week- 
days between  the  hours  of  8  a.  m.  and  6  p.  m. 
Several  years  ago,  when  the  new  headquarters 
of  the  company  were  planned,  an  attractive  con- 
cert hall  was  included.  The  value  of  this  hall 
has  been  often  proved  when  filled  with  large 
numbers  of  enthusiastic  dealers  at  the  various 
get-together  meetings  and  recitals  held  under 
the  auspices  of  the  Knickerbocker  Talking  Ma- 
chine Co.  Although  the  hall  is  frequently  in 
use,  there  are  many  days  in  which  it  is  empty. 

Abram  Davega,  president  of  the  company, 
believes  that  the  offering  of  this  hall,  without 
cost,  to  music  classes  and  societies  will  have  a 
general  favorable  effect  in  the  advancement  of 
music,  which  will  in  turn  benefit  everyone  con- 
nected with  the  music  industry. 


"TALKERS"  POPULAR  IN  NEW  ZEALAND 

Washington,  D.  C,  March  2. — Talking  ma- 
chines are  in  brisk  demand  and  those  retailing 
at  £10  to  £15  have  an  excellent  sale.  The 
portable  type  is  favored  on  account  of  trans- 
portation difficulties  outside  of  the  cities,  ac- 
cording to  Consul- K.  de  G.  ^lacVitty,  stationed 
at  .Auckland,  New  Zealand. 


BUYS  STEWART  CORP.  ACCOUNTS 

BiXGHAMTON,  N.  Y.,  February  28. — John  W. 
Kingsbury,  owner  of  the  bankrupt  Stewart 
Phonograph  Corp.,  of  this  city,  bid  in  the  out- 
standing accounts  receivable  of  the  concern  for 
the  sum  of  $150.  These  accounts  total  $4,000, 
hut  are  scattered  all  over  the  continent.  The 
sale  was  conducted  in  this  city  by  William  H, 
Rilcy,  trustee. 
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Statistics  of  Development  of  Export  Trade 

During  the  Twelve-Year  Period    By  Joseph  N.  Kane 


In  spite  of  the  vogue  of  the  talking  machine 
in  foreign  fields  and  its  immense  popularity  in 
all  the  four  corners  of  the  United  States,  the 
exports  for  the  year  1922  declined  considerably, 
although  their  value  increased  over  the  preced- 
ing year.  The  exports  of  accessories  were  the 
lowest  in  the  last  six  years!  This  condition 
may  be  attributed  to  the  fact  that  the  American 
talking  machine  or  phonograph  is  inimitable 
with  regards  to  both  quality  and  price,  while 
accessories  can  be  more  readily  copied.  An- 
other reason  is  that  purchases  are  usually  being 
made  of  the  bare  commodity  first,  the  embel- 
lishments and  accessories  coming  second  when 
financial  conditions  permit. 

Other  vital  reasons  governing  the  decline 
in  export  trade  in  the  talking  machine  field 
have  been  the  disturbed  monetary  conditions 
throughout  the  world.  The  decline  in  the  value 
of  foreign  money  as  compared  with  the  Ameri- 
can has  necessarily  narrowed  down  our  foreign 
markets  to  a  very  considerable  extent. 

The  first  recorded  exportation  of  phonographs 
was  made  in  1910  when  phonographs,  grapho- 
phones,  records  and  accessory  parts  to  the  value 
of  $2,381,172  were  sent  abroad.  There  is  no 
record,  however,  showing  the  quantity  or  value 
of  each  of  these  items.  The  progress  of  the 
industry  from  this  period  may  be  seen  in  the 
accompanying  chart. 

It  will  be  seen  from  this  diagram  that  the 
exports  for  the  period  1910  to  1914,  inclusive, 
are  bulked  together  and  are  not  classified  as 
are  the  exports  of  the  following  years.  This 
is  due  to  the  fact  that  export  statistics  were 
not  itemized  as  has  been  the  custom  in  the  last 
seven  or  eight  years.  The  figures  and  statistics 
referred  to  are  those  compiled  by  the  Depart- 
ment- of  Commerce  by  the  Bureau  of  Foreign 
and  Domestic  Commerce. 

The  bulk  figures,  from  1910  to  1914,  inclusive, 
are  shown  by  perpendicular  lines. 

From  1915  to  1922,  inclusive,  the  exports  are 
divided,  the  exports  of  talking  machines  being 
represented  by  black  spaces,  while  the  exports 
of  records  and  accessories  are  represented  by 
parallel  lines. 

The  chart  is  simple  and  is  in  reality  self- 
explanatory.  Accurate  figures  covering  the 
above  chart  are  herewith  presented  for  those 
who  prefer  to  make  a  more  intensive  study  of 
the  situation  in  the  talking  machine  field: 

Talking  Machines, 
Records  and 
Materials 

1910    $2,381,172 

1911    2,983,686 

1912    2,520,292 

1913    2,805,978 

1914    2,512,320 

Records 
Talking  and 
Machines  Materials 

1915   $794,011  $769,098 

1916   1,198,647  939,790 

1917   1,987,878  1,660,439 

1918   1,906,052  2.276,357 

1919   2,490,719  3,702,668 

1920   4,130,312  3,746,387 

1921   1,725,153  2.203.666 

1922   2,015,933  1,080,149 

This  exportation  covered  practically  every 
country  in  the  world.  Detailed  statistics  for 
1922  are  not  yet  available,  but  the  exports  to 
the  greatest  country  consumers  have  been  com- 
piled. The  country  which  buys  the  greatest 
number  of  talking  machines  from  the  United 
States  is  Canada. 

In  considering  the  figures  presented  in  con- 
nection with  this  article,  as  well  as  all  other 
export  statistical  matter,  it  is  best  to  consider 
quantity  exportation  if  an  accurate  figure  is 
desired.  This  is  due  to  the  varying  prices 
charged  for  talking  machines  and  the  different 
unit  values  of  the  dollar.  For  example,  if.  one 
hundred  machines  are  exported  at  a  value  of 
$50  each,  the  value  of  the  exported  products 
will  be  $5,000.     If  the  sale  price  of  these  in- 


struments advance  to  $100  for  each  phonograph 
instead  of  $50  as  formerlj',  and  if  the  same 
quantity  of  talking  machines  is  exported,  the 
value  of  the  exportation  will  be  $10,000.  If  a 
comparison  of  the  two  years  is  made  solely 
on  a  valuation  basis,  the  impression  is  conveyed 
that  the  exports  of  one  year  were  double  those 
of  the  preceding  year.  From  the  illustration 
given,  we  know  that  this  impression  is  a  false 
one,  for  the  exportations  of  both  years  were  ex- 
actly alike!  For  this  reason,  it  is  better  to 
view  the  exports  in  a  quantity  capacity. 

(imrfHONOOfiftPHS  GRAPHOPHONES-  GRA/IOPHONES 

mmMmmmmmiHmDmm 

imms  hWHccmm 


1919,  when  the  exports  were  valued  at  $1,174,775. 

Japan  was  the  second  largest  importer  in 
1922,  rising  from  third  place  in  1921.  In  1922 
Japan  imported  7,348  machines  valued  at  $194,- 
750,  more  than  three  times  the  quantity  con- 
sumed the  previous  year. 

Mexico,  which  was  the  second  largest  im- 
porter in  1921,  fell  back  to  third  place  in  1922, 
the  place  occupied  by  Japan.  Mexico  purchased 
5,795  machines  valued  at  $183,144  in  1922,  a 
considerable  gain  over  1921,  when  the  importa- 
tion was  4,648  machines.    Although  the  gain 
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In  1922  Canada  imported  from  the  United 
States  16,945  machines  valued  at  $714,205.  In. 
1921  it  imported  11,014  machines  valued  at 
$535,944;  in  1920,  21,641  machines  valued  at 
$1,158,438;  in  1919,  27,468  machines  valued  at 
$1,174,775,  and  in  1918,  34,071  machines  valued 
at  $1,037,799.  The  greatest  quantity  of  talking 
machines  was  exported  to  Canada  in  1918,  when 
the  exportation  consisted  of  34,071  instruments, 
but  the  greatest  value  of  the  exports  was  in 


was  a  noticeable  one,  it  was  not  as  large  as 
that  made  by  Japan.  The  gain  by  Japan  merely 
illustrates  the  point  that  business  may  be  ob- 
tained if  intensive  efforts  are  made  to  obtain  it. 

Argentina,  which  was  the  fourth  largest  cus- 
tomer in  1921,  with  a  purchase  of  1,807  phono- 
graphs, bought  2,684  machines  valued  at  $98,562 
in  1922.  Australia,  the  fifth  largest  pur- 
chaser in  1921  with  an  importation  of  1,580  ma- 
(Coiitiiiiicd  OH  page  IS) 


THERE'S  A  VICTOR 
RECORD  PROGRAM 

For  Every  Day  I 

For  Every  Occasion  >  IN  THE  YEAR 

For  Every  Event  \ 

CASH  IN 

By  Featuring  a  New  Victor  Record  Program 
Each  Week  for  Your  Customers 

WE'LL  SHOW  YOU  HOW 

Phone  Morningside  3009.3010-3011-3012  You'll  Be  Sure  to  Get  Us 

KNICKERBOCKER 

TALKING  MACHINE  CO.,  Inc. 

Victor  Wholesalers 

138  West  124th  Street  New  York  City 


16 


THE   TALKING   MACHINE  WORLD 


March  15.  1923 


Columbia  Discoveries 

have  made  phonographic  art 

what  it  is 


Many  of  the  basic  patents  on 
which  the  present-day  phonograph 
industry  rests,  were  originally  the 
exclusive  property  of  the  parent 
company,  which  granted  licenses  to 
other  companies  to  operate. 

Columbia  made  the  first  practical 
phonograph  for  general  use.  It  was 
called  a  Graphophone. 

Columbia  made  the  first  com- 
mercially possible  record,  manufac- 
tured to  play  on  any  machine. 

By  producing  the  modern  disc 
record,  Columbia  relegated  to  the 
discard  the  perishable  cylinder  wax 
record,  which,  a  score  of  years  ago, 
was  considered  the  ultimate  achieve- 
ment of  phonographic  science. 

Finally,  in  1922,  Columbia  brought 
the  phonograph  into  its  destined 
place  as  a  musical  instrument  of  the 
highest  and  purest  type  by  tracing 
annoying  Scratch  and  penetrating 
Scrape — those  jinx  of  melody — to 
their  lair  and  destroying  them. 

By  the  Columbia  process  of  con- 
structing records  in  layers  or  leaves 
— permitting  a  hard,  strong  centre, 
or  core,  surfaced  with  a  new  sub- 


stance of  such  exquisitely  fine  tex- 
ture and  such  unbelievable  smooth- 
ness, the  objectionable,  irritating 
noise  of  the  needle  gliding  over  the 
record  is  reduced  to  the  ultimate 
thinness  of  perceptible  sound. 

The  enthusiastic  reception  by  the 
public  of  this  greatest  of  all  phono- 
graph improvements  has  been  as- 
tonishing. Continually  increased 
sales  are  proof  beyond  dispute  that 
Columbia  New  Process  Records  are 
preferred  by  all  who  hear  them. 

Visit  your  Columbia  Branch  and 
test  this  superior  quality  by  any 
comparison  you  choose. 

Columbia  New  Process  Records 
enable  you  to  offer  your  customers 
the  music  they  most  delight  in — the 
well-loved  ballads,  arias  from  the 
famous  operas,  the  lilt  and  swing  of 
dance  music,  songs  of  the  violin  and 
'cello,  the  surging  harmonies  of 
great  orchestras — all  noticeably  free 
from  the  blur  of  objectionable  sur- 
face sounds. 

This  marvelously  quiet  surface  is 
found  in  Columbia  New  Process 
Records,  exclusively.  No  one  else 
can  make  anything  even  resembling 
them.    The  process  is  patented. 


COLUMBIA  GRAPHOPHONE  COMPANY 

NEW  YORK 


Columbia 
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The  ALBUM  method  EXCELS  all  other  RECORD  FILING  systems  EVER  TRIED 


To  the  Trade: 

Our  Record  Album  factory — all  or  any  part  of 
it — is  at  your  command.  Hundreds  of  customers 
can  and  will  gladly  testify  as  to  the  good  quality  of 
our  production. 

Our  large  and  growing  business  is  due  to  satis- 
fied customers  and  repeat  orders. 

Imprint  (firm  name  or  trade  mark)  stamped  on 
covers  if  desired  when  orders  are  sufficiently  large 
to  justify  it. 

OUR  ALBUMS  ARE   MADE  TO  CONTAIN  VICTOR. 
COLUMBIA,  EDISON,  PATHE.  VOCALION  AND 
ALL  OTHER  DISC  RECORDS 

NATIONAL  PUBLISHING  CO.,  239  S.  American  St.,  PHILADELPHIA,  PA. 

New  York  Office,  54  Franklin  Street,  Telephone,  Franklin  1227,  James  E.  Magaire,  Representative 


SELECTING   THEIR  FAVORITES 


THE  PERFECT  PLAN 


STATISTICS  OF  THE  EXPORT  TRADE 

(Co)iliiuicd  from  page  15) 

chines,  bought  2,524  machines  in  1922  valued 
at  $140,504. 

In  practically  every  instance  the  export  trade 
increased!  Other  countries  which  purchased 
more  than  100  machines  were:  Chile,  China, 
Philippine  Islands,  Peru,  Great  Britain,  Bel- 
gium, Netherlands,  Italy,  Switzerland,  Costa 
Rica,  Guatemala,  Honduras,  Nicaragua,  Panama, 
Salvador,  Jamaica,  Trinidad  and  Tobago,  Do- 
minican Republic,  Virgin  Islands  of  the  United 
States,  Colombia,  Venezuela,  Aden,  India, 
Straits  Settlerrients,  Dutch  East  Indies,  French 
Indo-China,  Hongkong,  New  Zealand,  British 
South  Africa,  etc. 

Summing  up  the  exportation  statistics  and 
expressing  the  result  in  quantity  production  the 
talking  machine  exportation  was  54,862  ma- 
chines in  1922;  36,568  machines  in  1921;  87,571 
in  1920;  66,157  in  1919,  and  64,459  in  1918. 

There  is  a  large  demand  for  American  talk- 
ing machines  throughout  the  world.  The  de- 
mand is  much  larger  than  expressed  in  the 
above  figures  because  many  American  factories 
have  branch  offices  and  factories  which  they 
control  located  in  foreign  countries  from  which 
source  they  may  draw  upon.  Because  of  this 
no  export  tariff  is  levied  upon  the  products  sold 
in  the  countries  in  which  the  factories  are 
located.  These  plants  often  are  run  inde- 
pendently and  incorporated  under  the  laws  of 
the  country  in  which  they  are  established. 

Taking  the  situation  into  the  balance  scales, 
it  will  be  seen  that  the  export  trade  in  talking 
machines  is  gradually  developing  into  a  posi- 


A  Real  Money  Maker 


Patented 
1914 


Patented 
1914 


Boston  Interchangeable  Leaf  Album 

The  envelope  leaves  may  be  changed 
at  will.  This  new  feature  made  pos- 
sible only  by  our  newly  patented  wood- 
back. 

Remember,  when  you  sell  Real  Mer- 
chandise your  customers  will  never 
trade  elsewhere. 

Boston  Book  Company 


501-509  Plymouth  Court, 


Chicago,  III. 


tion  of  prominence.  Unfortunately,  there  are 
but  few  factories  in  the  United  States  trying 
to  solicit  foreign  business.  Were  a  concentrated 
effort  made,  it  is  almost  certain  that  the  exports 
in  talking  machines,  records  and  accessories 
could  easily  be  doubled. 


SAUL  BIRNS  OPENS  SIXTH  STORE 

Progressive  Metropolitan  Talking  Machine 
Dealer  Inaugurates  ■  Policy  of  Expansion — 
Plans  to  Have  Twenty  Branches  by  1924 


Saul  Birns,  prominent  metropolitan  talking 
machine  dealer,  with  five  stores  in  New  York 
and  Brooklyn,  has  opened  his  sixth  store  at  16 


Saul  Bims 

Avenue  B,  downtown.  New  York,  the  first  of 
a  number  of  new  branches  which  will  be  opened 
in  advantageous  sections  of  the  city  whenever 
it  is  deemed  advisable.  Herman  Gordon,  who 
has  been  with  the  Saul  Birns  organization  for 
the  past  five  years,  has  been  made  manager  of 
the  new  establishment.  Mr.  Gordon  was  for- 
merly manager  of  the  Bronx  branch  and  before 
entering  his  duties  in  the  latest  branch  he  was 
connected  with  the  Washington  Heights  store. 

Mr.  Birns,  in  an  interview  with  a  representa- 
tive of  The  World,  declared  that  his  policy  of 
expansion  included  the  opening  of  as  many 
stores  as  possible  during  the  next  few  years. 
While  no  actual  limit  has  been  set,  Mr.  Birns 
believes  that  his  chain  of  stores  will  be  in  the 
neighborhood  of  twenty  by  1924. 

A  vigorous  publicity  campaign,  which  is  quite 
out  of  the  ordinary,  was  recently  inaugurated 
by  this  progressive  merchant.  The  drive  is  di- 
rected mainly  toward  the  Jewish  people  in  met- 
ropolitan New  York  and  vicinity  and  consists 
of  an  entire  page  once  each  month  in  the  leading 
Jewish  daily,  "Forward,"  which  is  devoted  ex- 
clusively to  discussions  on  musical  subjects, 
such  as  brief  and  interesting  bits  of  history  of 
the  lives  of  great  composers,  how  to  get  the 
best  out  of  the  talking  machine,  etc.  Music 
lovers  are  also  privileged  to  ask  any  questions 
on  musical  subjects  and  these  are  promptly 
answered.  The  title  of  the  page  is  "Saul  Birns' 
Bulletin,"  and  the  advertising  value  of  this  plan 
is  far-reaching,  in  view  of  the  fact  that  the 
paper  has  a  circulation  of  280,000. 


PLAN  BIG  FAIR  AT  ATLANTIC  CITY 

Musical  Instruments  to  Be  Featured  at  Pro- 
posed Exposition  From  June  to  September 


An  American  Exposition  Fair,  to  rival  the 
greatest  of  those  of  European  countries,  will 
take  place  on  Young's  Million  Dollar  Pier,  At- 
lantic City,  N.  J.,  from  June  16  to  September 
8,  1923.  The  affair  is  given  under  the  auspices 
of  the  American  Home  and  City  Beautiful  Asso- 
ciation with  the  twofold  object  of  encouraging 
the  use  of  articles  of  American  manufacture 
and  education  of  the  people  of  the  United  States 
in  home  and  city  beautification. 

All  of  the  exhibit  floor  space  of  the  Million 
Dollar  Pier,  America's  largest  and  finest  exhibi- 
tion structure,  in  excess,  of  100,000  square  feet, 
has  been  engaged  for  this  exhibit,  which  will 
be  devoted  to  eight  principal  groups  with  allied 
classifications.  Musical  instruments  of  all  kinds 
and  radio  will  occupy  an  important  section  at 
the  exhibit. 


LOUISVILLE  CONCERN  ENLARGES 


Louisville,  Ky.,  March  3. — The  Bensinger  Out- 
fitting Co.,  prominent  talking  machine  and 
furniture  dealer  of  this  city,  recently  conducted 
a  clearance  sale  of  its  large  stock  of  machines, 
records  and  furniture,  preparatory  to  moving 
into  the  Main  street  warehouse  until  the  present 
quarters  can  be  rebuilt.  The  concern  is  to  erect 
a  four-story  and  basement  building  on  the  site 
of  the  present  quarters  which  will  be  designed 
especially  for  the  various  branches  of  its  busi- 
ness. 
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Repair  Parts 

SAMUEL  ESHBORN 

65  Fifth  Avenue 
New  York 
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DAILY 

"This  'New 
Way 

No  more  waiting  for  new  records  to  come 
out. 

Brunswick  now  releases  them  every  DAY 
as  they  come  out — old  method  of  giving 
you  new  records  only  once  a  month  is 
supplanted. 

You  can  get  what  you  want  TODAY  on 
a  Brunswick  record. 

New  records  released  every  day. 

So  —  say  "Brunswick"  when  you  want  a 
record.  The  world's  truest  reproductions. 

Play  On  Any  Phonograf»K 


"New  Brunswick  Records 

Every  Day'' 

— Is  the  Appeal  ^runswicV  Dealers  Now  Have 
For  the  Record-Buying  Public 


Sensational  Departure  From 
Beaten  Paths 

Brunswick  progressiveness  is  exem- 
plified by  the  radical  change  in  selling 
and  advertising  Brunswick  Records 
which  became  effective  February  1, 
1923.  The  old  plan  of  releasing  records 
monthly  has  been  discarded  and  now 
Brunswick  Records  are  new  to  the 
public  every  day  instead  of  monthly. 
The  biggest  drive  for  record  business 
ever  planned  is  now  fully  under  way. 

Over  Three  Billion  Record 
Advertisements 

The  new  system  is  backed  up  by  a 
gigantic  advertising  campaign  in  over 
600  daily  newspapers,  with  a  com- 
bined circulation  of  more  than  21,000,- 
000  DAILY. 


Every  Record  a  "Special  Release" 

Brunswick  dealers  now  receive  ship- 
ments of  Brunswick  Records  so  fre- 
quently that  it  enables  them  to  place 
a  new  record  on  sale  practically  every 
day.  From  the  buyer's  viewpoint  new 
Brunswick  Records  are  on  sale  daily. 

We  ship  Brunswick  Records  as  fast 
as  they  are  made  up,  singly  or  in 
groups,  to  catch  the  public  interest  at 
the  peak  of  the  wave.  Every  Bruns- 
wick Release  is  now  a  "Special." 

Record-Buying  Public 
Attracted  Daily 

The  Brunswick  Dealer  now  appeals 
to  the  public  many  times  a  month  in- 
stead of  once.  Record  buyers  are  at- 
tracted to  his  store  daily  seeking  new 
records,  instead  of  once  a  month. 
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New  Brunswick  Business 

Daily 

—  No  More  Waiting  Until  the  Next  Monthly  Release 


Instead  of  crowding  a  month's  business 
into  a  few  days  the  Brunswick  Dealer  now 
does  new  record  business  every  day. 

Instead  of  keeping  his  patrons  waiting 
for  the  "next  release"  he  strikes  while  the 
iron  is  hot.  The  record  buying  public  has 
always  wanted  this  system.  As  a  natural 
result  of  public  demands,  we  have  cooperated 
with  Brunswick  Dealers  to  give  the  public 


what  it  wants  by  releasing  Brunswick  Rec- 
ords as  fast  as  they  are  pressed. 

The  new  service  fills  a  want  long  felt  by 
both  the  public  and  the  phonograph  dealer. 

Its  enthusiastic  reception  already  evi- 
denced by  a  flood  of  letters  of  congratula- 
tion from  Brunswick  Dealers  and  Bruns- 
wick Record  buyers,  is  not  surprising,  for  it 
means  better  service  and  more  sales. 


The  Brunswick  Phonograph  Plays  All  Makes  of  Records 

Brunswick  Records  Can  Be  Played  on  Any  Phonograph 

The  World's  Truest  Reproductions! 
Hear!  Compare! 

THE    BRUNSWICK- BALKE-COLL EN DER 

Manufacturers — Established  1845 
CHICAGO  NEW  YORK  CINCINNATI  TOROXTO 

Branches  in  All  Principal  Cities 


CO. 


Means  New 
Record  Customers 
Every  Day 
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SALESMANSHIP  SCHOOL  IN  NEW  QRLFANS  A  BIG  SUCCESS 

Over  Fifty  Victor  Dealers  and  Salesmen  From  City  and  Adjacent  Territory  Attended  Classes  ton- 
ducted  by  F.  A.  Delano  Under  Auspices  of  Philip  Werlein,  Ltd. — Closed  With  Carnival  and  Dance 


New  Orleans,  La.,  March  5. — Attracting  a  class 
of  more  than  fifty  from  the  ranks  of  retail 
Victor  dealers  in  Louisiana,  Mississippi,  Texas 
and  Alabama,  the  Victor  school  of  salesman- 
ship, conducted  by  F.  A.  Delano,  of  the  Victor 
Talking  Machine  Co.,  in  this  city,  was  a  signal 
success.  The  wholesale  Victor  department  of 
Philip  Werlein,  Ltd.,  co-operated  with  Mr. 
Delano  in  every  possible  way,  and  succeeded  in 


dancing  was  the  center  of  attraction  for  all. 

Mr.  Delano,  as  usual,  gave  the  members  of 
the  school  invaluable  ideas  and  instruction  as 
to  the  most  efficient  and  profitable  methods  to 
be  pursued  in  the  merchandising  of  Victor 
products.  After  the  school  session  on  the  last 
day  Mr.  Delano  was  presented  with  a  set  of 
golf  clubs  and  bag  as  a  token  of  esteem  by 
those  who  were  in  attendance  at  the  conference. 


La.;  Miss  Lois  Taylor,  Jackson,  Miss.;  Ellis 
Sarphie,  McComb,  Miss.;  Mrs.  Culpepper, 
Meridian,  Miss.;  C.  E.  Sadlier,  Baton  Rouge, 
La.;  Mrs.  T.  W.  Shearer,  Galveston,  Tex.;  D.  J. 
Sessums,  Columbus,  Miss.;  Miss  Kathryne  Hun- 
ter, Biloxi,  Miss. 

Local  dealers  and  salesmen  who  registered 
were:  Charles  Palmissano,  H.  Karnofsky,  J.  D. 
Moore,  Ralph  A.  Young,  M.  A.  Golden,  Frank 
Allen,  Sam  L.  Rosenbaum,  Walter  Dwyer,  Sid- 
ney W.  Fried,  Martin  W.  Crigler,  Misses  Hoch- 
stein,  Hess,  Schafer,  Drago,  Le  Brun,  Hawley, 
Hoyt,  Kellier,  Ronquette,  Burkette,  Boos. 

The  Werlein  wholesale  organization  was  rep- 


Attendants  at  Victor  Salesmanship  Class  Held  in  New  Orleans  Under  Auspices  of  Philip  Werlein,  Ltd. 


arousing  considerable  interest  among  the  dealers 
in  this  territory. 

The  school  was  held  in  the  Convention  Hall 
of  the  Association  of  Commerce  Building,  and 
the  four  days  were  given  over  entirely  to  the 
class  work,  with  the  exception  of  one  night,  at 
which  time  the  house  of  Werlein  was  host  at  a 
carnival  reception  and  dance  at  the  Werlein  re- 
tail store,  605  Canal  street.  The  first  carnival 
parade  of  the  1923  Mardi  Gras  passed  through 
the  streets  that  same  evening,  and  was  viewed 
by  the  guests  from  the  Werlein  balcony.  After 
the  parade  the  guests  adjourned  to  the  Ampico 
Hall,  which  was  cleared  for  the  occasion,  and 


Those  registered  for  the  class  from  out  of 
town  were  as  follows:  C.  L.  Broussard,  F.  J. 
D'Albor,  Plaquemine,  La.;  Edward  C.  Beasley, 
Mrs.  Thomas  Blewster,  Texarkaua,  Ark.;  D.  J. 
Burns,  Covington,  La.;  F.  P.  Berry,  Jr.,  Min- 
den.  La.;  F.  J.  Bernard,  Rayne,  La.;  Miss  Coun- 
cill,  Mr.  Reynalds,  Judah,  Mobile,  Ala.;  Edgar 
P.  Guthrie,  Port  Gibson,  Miss.;  Philip  F.  Bern- 
hardt, Monroe,  La.;  Robert  P.  Bryson,  Shreve- 
port,  La.;  Alfred  F.  Boyd,  Baton  Rouge,  La.; 
D.  G.  Anderson,  Centreville,  Miss.;  Mrs.  Gladys 
F.  Britton,  Haynesville,  La.;  F.  H.  Marchand, 
Donaldsonville,  La.;  Miss  Charlotte  Shroud, 
Hattiesburg,  Miss.;  F.  W.  Raggio,  De  Ridder, 


resented  at  the  school  by  Parham  Werlein,  Paul 
S.  Felder,  Ernest  Staples,  Joseph  L.  Briou,  Miss 
Emma  Delery  and  John  A.  Hofheinz,  and  they 
were  heartily  congratulated  on  the  success 
achieved. 


WABASH  CABINET  CO.  RUSHED 

Wabash,  Ind.,  March  1. — The  Wabash  Cabinet 
Co.,  manufacturer  of  talking  machine  cabinets 
for  several  large  concerns,  has  speeded  produc- 
tion to  capacity  to  meet  the  growing  demand  for 
its  products  and  to  take  care  of  the  large  con- 
tracts for  cabinets  which  it  has  secured. 


DEMONSTRATES  PALLOPHOTOPHONE 


Charles  A.  Hoxie,  Inventor,  Shows  Members  of 
the  A.  I.  E.  E.  Apparatus  Making  Talking 
Moving  Pictures  a  Possibility 


LIBROLA 

$1 


You  should 
see  the 


(Library  Table-Phonograph) 

[.OO    (retail  price)  Model  similar 
to  the  one  below. 


The  Pallophotophone,  which  records  the  hu- 
man voice,  music  and  other  sounds  by  photo- 
graphy, was  demonstrated  recently  by  Charles 
A.  Hoxie,  of  the  General  Electric  Co.,  at  a 
meeting  of  the  American  Institute  of  Electrical 
Engineers  at  the  Engineering  Societies  Building, 
29  West  Thirty-ninth  street.  New  York  City. 

A  violin  was  played  and  then  the  light-record 
of  the  violin  piece  was  reproduced  on  the  Pallo- 
photophone, showing  with  what  distinctness  the 
invention  was  capable  of  reproducing  the  sounds 
of  high  pitch  which  are  blurred  on  most  repro- 
ducing devices. 


Write  for  illustrations  and  net  prices. 


Immediate  Shipment 


AMERICAN  "TALKERS"  IN  HONGKONG 

Washington,  D.  C,  March  1. — While  the  im- 
ports of  talking  machines  and  records  into 
Hongkong  decreased  from  £27,502  in  1920  to 
£16,135  in  1921,  America's  share  in  the  trade  in- 
creased in  this  period  from  £7,009  to  £11,587. 
This  shows  that  American  instruments  and  rec- 
ords are  very  popular  in  the  Hongkong  market. 
The  only  limit  to  the  market  is  the  purchasing 
power  of  the  people.  At  present  the  sales  are 
confined  to  Europeans  and  the  small  wealthier 
class  of  natives,  according  to  United  States 
Vice-consul  William  T.  McCafferty,  Hongkong. 


NEWBURGH  RADIO  SHOP  CHARTERED 

The  Newburgh  Radio  Shop,  Inc.,  Newburgh, 
N.  Y.,  has  been  granted  a  charter  of  incorpora- 
tion under  the  laws  of  New  York  State,  with  a 
capital  stock  of  $10,000.  The  concern  will  deal 
i  .  radio  supplies,  talking  machines  and  sporting 
goods.  Directors  are  J.  H.  Hinmon,  Jr.;  M.  M. 
Hinmon  and  Thomas  Gray. 


Seaburg  Mfg.  Co. 

Jamestown,  N.Y. 


1^  No.250T,List  Price  $195.00 
Usual  discounts  to  dealers 

I  48"x28"x31"high.  FioUhedall 
\  around 

Geootne  Mahogany.  Wabiat  or  Oak 


The  Bisgeat  Value  on  the  Market.   A  Trial  Order  Will  Convince 
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Build  For  The  Future 
With  Sonora 

In  the  final  analysis,  the  truly  worth-while  business 
is  founded  principally  upon  quality.  You  will  find 
examples  of  this  great  truth  on  every  hand. 

Today  Sonora  offers  the  phonograph  dealer  an 
opportunity  to  build  a  solid  groundwork  of  quality 
which  will  engender  lasting  success.  When  you  sell  a 
Sonora  you  can  be  confident  that  it  is  going  to  please  its 
owner.  You  know  that  an  unwavering  fidelity  to 
quality  ideals,  which  has  always  dominated  Sonora  con- 
struction, can  have  but  one  result — absolute  owner 
satisfaction. 

This  builds  future  sales  by  making  of  Sonora 
owners  living  advertisements  of  your  business.  The 
more  Sonoras  you  sell,  the  more  you  will  continue  to 
sell.   Write  us  today  and  we  will  send  full  details. 

SONORA  PHONOGRAPH  COMPANY,  Inc. 

NEW  YORK:  279  BROADWAY 

Canadian  Distributors:  SONORA  PHONOGRAPH,  Ltd.,  Toronto 


THE  INSTRUMENT  OF  QUALITY 

onor 

CLEAR    AS   A  BELL 


The  Highest  Class  Talking  Machine  in  the  World 
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The  distributor  named  below  who  covers  the  terri- 
tory in  which  you  are  located  will  be  glad  to  answer 
all  inquiries  regarding  a  Sonora  agency  on  receipt  of  a 
letter  from  you. 


State  of  New  York 

with  the  exception  of  town*  on 
Hudson  River  below  Pough- 
keeptie  and  excepting  Greater 
New  York. 

Gibson-Snow  Co., 
Syracuse,  N.  Y. 


State  of  New  Jersey. 
Sonora    Sales    Co.    of  New 
Jersey, 

605  Broad  St.,  Newark,  N.  J. 


Stale  of  fndijaoa, 
Kiefer-Stewart  Co., 
Indianapolis,  Ind. 


State  of  Nebraska. and 
Western  Iowa. 

Lee  Coit  Andreesen  Hard- 
ware Co., 

Omaha,  Nebr. 


Lower  Michigan,  Ohio 
and  Kentucky. 

Sonora     Phonograph  —  Ohio 

Company, 

417  Bulkley  Bldg.,  Cleve- 
land, Ohio. 


States  of  Montana,  North 
Dakota,  South  Dakota, 
Minnesota  and  Northern 

Iowa. 

Doerr-Andrews-Doerr, 
Minneapolis,  Minn. 


Missouri,    NQk°ii.n&rn  and 

Eastern  Part  of  Kansas, 

and  5  counties  of  N.E. 

Oklahoma. 

C.  D.  Smith  Drug  Co., 

613  Arcade  Bldg.,  St.  Louis, 
Mo.  St.  Joseph,  Mo. 


Wisconsin,  Upper  Michi- 
gan. 

Yahr  &  Lange  Drug  Co., 
Milwaukee,  Wis. 


Eastern  Pennsylvania, 
Maryland,  Delaware,  Dis- 
trict of  Columbia  ^nd 
Virgim© 

Sonora  Co.,  of  Phila.,  Inc., 
1214  Arch  St.,  Philadelphia, 
Pa. 


Western  Pennsylvania  and 

Sonora  Dist.  Co.  of 

Pittsburgh, 

505  Liberty  Ave.,  Pitts- 
burgh, Pa. 


The  •'■     '  - 

Sonora    Phonograph    Co.  of 

New  England, 

221  Columbus  Ave.,  Bos- 
ton, Mass. 


States  of  Colorado,  New 
Mexico    and  Wyoming 

east  of  Rock  Springs. 
Moore-Bird  &  Co., 

1751  California  St.,  Denver, 

Colo. 


All  of  Brooklyn  and  Long 
Island. 

Long  Island  Phonograph  Co., 
ISO  Montague  St.,  Brook- 
lyn. N.  Y. 


Witshington,  California, 
Oregon,  Arizona,  Nevada, 
Northern  Idaho,  Hawaiian 

The  Magnavox  Co., 

616  Mission  St.,  San  Fran- 
cisco, Cal. 


Southeastern  Pait  of 

Southern  Drug  Company, 
Houston,  Texai. 


Utah,  western  Wyoming 
and  southern  Idaho. 

Strevell-Paterson  Hardware 
Co., 

Salt  Lake  City,  Utah. 


Sonora    Phonograph    Co.  of 

Illinois, 

720  S.  Michigan  Ave.,  Chi- 
cago, III. 


New  York  City,  with  the 
exception  of  Brooklyn 
and  Long  Island.  Also 

Counties  of  Westchester,  Put- 
nam and  Dutchess;  all  Hudson 
River  towns  and  cities  on  the 
west  bank  of  the  river,  south 
of  Highland;  all  territory  south 

Greater  City  Phonograph  Co., 
Inc., 

311  Sixth  Avenue,  New 
York. 
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Clever  Plan  for  Preventing  Loss  of  Sales 
by  Delays  in  Decisive  Action  in  Closing 


There  are  few  salesmen  engaged  in  the  talk- 
ing machine  business  for  any  length  of  time 
who  cannot  easily  recall  the  loss  of  sales 
through  the  sudden  stalling  or  backing  out  of 
a  prospect  at  the  last  moment,  in  fact,  just  when 
the  salesman  was  sure  that  his  arguments  had 
been  effective  and  equally  sure  that  the  time 
was  ripe  for  the  closing  of  the  deal  and  the 
signing  of  the  contract.  Before  the  salesman 
can  dig  up  a  contract  form  and  get  out  his  pen 
to  complete  the  deal  something  happens  to  the 
prospect,  or  takes  place  in  her  mind,  which 
results  in  a  change  of  front,  the  deferment  of 
the  purchase  on  one  excuse  or  another,  with 
the  chances  in  favor  of  some  other  dealer  mak- 
ing the  sale  when  the  prospect  finally  decides 
to  buy. 

What  takes  place  in  the  prospect's  mind  and 
how  can  it  be  overcome?  This  leak  has  been 
practically  eliminated  by  Saul  Birns,  one  of  the 
foremost  talking  machine  dealers  in  New  York 
City,  by  the  use  of  the  forms  illustrated,  which 
the  salesman  fills  in  when  he  has  the  prospect 
to  the  closing  point.  These  forms  come  in 
book  form,  small  enough  to  carry  in  the  pocket, 
and  the  salesmen  never  attempt  to  make  a  sale 
unless  this  book  is  about  their  persons.  If 
necessary,  they  leave  the  prospect  for  a  few 
moments  while  they  secure  a  book  of  these 
blank  forms. 

Here  is  how  the  plan  is  worked:  A  prospect 
enters  the  store  and  is  immediately  approached 
by  a  salesman,  who  demonstrates  the  various 
instruments  and  delivers  his  sales  talk.  When 
the  prospect  has  reached  the  point  where  a  de- 
cisive move  will  result  in  a  sale  or  where  further 
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talk  and  delay,  such  as  is  made  necessary  by 
leading  the  customer  to  the  office  or  place 
where  contract  forms  are  kept,  the  salesman 
takes  this  book  of  forms  from  his  pocket  and 


Illustration  No.  1 


Sold  to 
Address 


Deliver  on 

Style  

and  


No  

.Price  $. 


Exchange. 


Down  

Monthly. . 
Weekly.  . . 
Remarks 
Sold  by  . 

Date   

Signature 


Date  

Received  from 


Dollars 


in  part  payment  of. 


By. 


without  the  slightest  hitch  starts  asking  the 
prospect  questions  which  make  it  difficult  to 
stall  or  dodge  the  issue.  Instead  of  requesting 
the  name  and  address  of  the  patron  the  sales- 
man works  in  a  more  subtle  manner.  He  first 
asks  the  customer  how  much  she  can  pay  down 
on  the  instrument  which  she  has  shown  a  pref- 
erence for,  how  much  she  can  pay  each  month 
or  week,  whatever  is  most  convenient?  Then 
he  asks  where  the  machine  should  be  sent  and 


THE  MODERNOLA 


We  announced  a  substantial  reduc- 
tion of  price  on  February  1st. 

This  reduction  will  make  the 
Modernola  a  rapid  seller.  Why  not 
try  something  different? 

Our  portable,  the  Modernolette,  has 
been  acknowledged  to  be  the  biggest 
value  on  the  market. 

Retails  at  $35.00. 


Valuable  Territory 
Open. 

Write  for  Territo 
and  Prices. 


MODERNOLA  CO.,  Johnstown,  Pa. 

The  Modernola  Sales  Co.,  Inc.  -^fi^ 

929  Broadway,  New  York,  N,  Y. 
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'not  until  then  does  he  request  the  name  of  the 
customer. 

These  forms  are  not  contracts.  They  are 
merely  used  to  avoid  a  delay  which  often 
means  the  loss  of  a  sale.  Now  comes  another 
clever  little  twist  in  salesmanship.  Instead  of 
following  the  sale  of  a  machine  up  with  an  at- 
tempt to  sell  records,  the  first  salesman  turns 
the  new  customer  over  to  a  record  salesman. 
While  the  second  salesman  is  demonstrating 
various  records  the  slip  on  which  the  informa- 
tion mentioned  above  is  recorded  is  quickly 
sent  into  the  office  where  the  contract  is  pre- 
pared. Meanwhile,  the  customer  has  selected 
the  start  of  her  record  library.     When  this 


Illustration  No.  2 — Reverse 


M. 


Has  purchased  a  talking 

Cash 

machine.  Style  

Instalment 

and  bought  the  folloiving  accessories: 

FIRE  INSURANCE   $  

RECORDS   $  

HEALTH  RECORDS   $  

MOTROLA   $  

REPEATER  $-  ■ 

ALBUMS  ..:  $  

NEEDLES   $  

OIL  and  CAN   $  

RECORD  CLEANER   $  

BOTTLE  OF  POLISH  $  

 $  


DEMONSTRATION  GIVEN..... - 

TOTAL  $- 

Salesman   

Date   


task  has  been  completed  the  customer  is  in- 
itiated in  the  value  of  various  accessories,  in 
the  order  listed  on  the  reverse  side  of  the  form 
illustrated.  Thus,  by  systematic  methods,  no 
opportunity  is  overlooked  in  the  way  of  selling 
customers  the  necessary  accessories  for  the 
complete  enjoyment  of  the  instrument. 

Of  course,  as  he  makes  sales,  the  second  sales- 
man records  on  the  form  what  has  been  pur- 
chased. And  as  soon  as  the  customer  has  fin- 
ished, these  are  added  to  the  contract,  and  in 
a  few  moments  the  deal  is  closed  as  far  as 
making  the  sale  is  concerned.  To  eliminate 
any  possibility  of  dissatisfaction  through  igno- 
rance of  the  details  of  the  instrument,  the  cus- 
tomer is  led  back  to  the  talking  machine  she 
has  purchased  and  the  salesman  shows  her  how 
to  play  it,  makes  the  customer  try  it  herself  to 
be  sure  the  information  has  been  absorbed  and 
explains  the  care  of  the  machine  and  records 
and  passes  along  other  pertinent  information 
with  which  the  new  talking  machine  owner 
should  be  familiar. 


RECORD  SHIPMENT  TO  HAVANA 


Kingston,  N.  Y.,  March  1. — The  Columbia  Shop, 
Fair  street,  dealer  in  Grafonolas  and  records, 
recently  made  a  shipment  of  Columbia  records 
to  Havana,  Cuba.  Several  shipments  have  been 
made  to  distant  countries,  the  safe  delivery  be- 
ing guaranteed  by  Mr.  McDonough,  who  passes 
by  no  opportunity  of  making  sales. 


A  dusty  window  and  a  display  which  has  been 
in  the  window  so  long  that  it  is  obscured  by  a 
film  of  dust  is  a  repellent  sight  and  turns  away 
trade. 
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Selling  Records 

vs. 

Selling  an  Idea 

Although  Health  Builder  sets  consist 
of  five  ten-inch  double  disc  records, 
they  are  most  successfully  sold,  how- 
ever, as  the  idea  of  "Keeping  Fit  to 
Music. " 


In  this  way  it  is  practically  easier  to  sell  five  records  as  a  complete  course 
with  an  idea  behind  it  than  it  is  to  sell  individual  records,  and  with  far 
greater  profits. 

Health  Builder  S  ets  are  Walter  Camp's  ''Daily 
Dozen,"  set  to  music.  The  "Daily  Dozen"  is  na- 
tionally acknowledged  as  the  standard  of  physical 
culture  exercises. 

Walter  Camp's  "Daily  Dozen"  has  become  a  by- word  m  the  language  of 
the  country.  It  is  mentioned  in  the  drama,  on  the  vaudeville  stage,  in  the 
press,  and  on  the  streets.    It  needs  no  introduction. 

» 

In  addition  to  this,  an  extensive  national  advertising  campaign  is 
keeping  Health  Builder  sets  continually  before  the  people. 

Dealers  in  every  part  of  the  country  are  already  getting  the  large  profits  by  satisfying  this 
demand.    They  know^  how  easy  it  is  to  sell  these  w^ell-known  sets. 

It  is  to  those  dealers  who  haven't  as  yet  featured  these  sets  that  this  message  is  addressed. 
It  may  be  that  you  haven't  compared  the  "Daily  Dozen  "  with  other  sets  and  found  out  why 
Walter  Camp's  "Daily  Dozen"  is  insisted  upon. 

Send  us  $6.00  (list  price  $10.00)  today  for  a  sample 
set.  Investigate  it  to  your  satisfaction.  If  you  return 
it  we  will  cheerfully  return  your  money. 

HEALTH  BUILDERS,  Inc. 

DEPARTMENT  W3 


Walter  Camp 


334  FIFTH  AVENUE 


NEW  YORK,  N.  Y. 
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Financing  the  Retail  Talking  Machine  Bus- 
iness and  Some  of  the  Attending  Problems 


Those  who  realize  that  the  talking  machine 
trade  is  now  well  stabilized  and  who  look  into 
the  future  with  reference  to  the  possibilities  of 
development  that  lie  before  the  average  talking 
machine  dealer  are  giving  considerable  thought 
to  the  question  of  financing  those  retailers 
whose  business  runs  so  largely  to  instahii«nt 
sales. 

With  the  growing  tendency  of  the  public  to 
purchase  console  models  and  other  types  of 
talking  machines  at  substantial  prices,  the  re- 
tailer, particularly  if  he  is  operating  with  limited 
capital,  faces  a  real  problem  in  keeping  enough 
of  his  resources  in  liquid  forni  to  provide  for 
the  operation  and  the  natural  expansion  of  his 
business,  for  he  finds  verj-  often  that  too  large 
a  proportion  of  his  assets  is  represented  by 
instalment  leases,  the  income  from  which  is  in- 
sufficient to  meet  his  current  obligations. 

The  ordinary  merchant  doing  business  largely 
on  a  cash  basis,  thereby  realizing  a  complete 
turnover  of  capital  several  times  a  j^ear,  is 
able  to  finance  himself  through  banks  and  by 
means  of  ordinary  commercial  loans  without 
any  great  dif¥icult\'.  On  the  other  hand,  the 
merchant  selling  on  instalments  finds  that  even 
though  his  leases  are  sound  and  represent  first- 
class  collateral,  the  banks  are  not  inclined  to 
make  very  heavy  loans  on  them.  The  banker 
is  under  obligation  to  his  depositors  and,  facmg 
the  necessity  of  keeping  the  bulk  of  his  assets 
in  liquid  form  and  readily  transferable  into 
cash  for  the  service  and  convenience  of  those 
depositors,  is  much  more  inclined  to  favor  a 
direct  sixty  or  ninety-day  note,  with  proper 
collateral,  rather  than  instalment  leases  paying 
out  in  ten  or  eleven  months. 

Any  instalment  paper  that  pays  out  well 
within  the  year  affords  the  best  kind  of  col- 
lateral, and  can  be  readily  discounted,  if  not  by 
the  bank,  by  one  of  the  numerous  finance  com- 
panies whose  primary  business  is  to  loan  money 
on  such  securitj'.  On  this  basis  the  retailer 
can  realize  at  once  in  cash  the  first  payment 
made  on  the  instrument  and  between  65  and  80 
per  cent  of  the  face  value  of  the  leases  through 
placing  them  with  a  finance  company.    The  cost 
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on  leases  varies  but  according  to  the  plan  of 
one  prominent  company  approximates  6}^  per 
cent  per  annum  and  by  using  the  cash  thus  ob- 
tained for  discounting  his  merchandise  bill  and 
charging  the  customer  interest  on  deferred  pay- 
ments for  the  accommodation  afforded,  this  cost 
of  financing  is  brought  down  to  a  very  low  figure. 

Numerous  automobile  manufacturers,  piano 
manufacturers,  vacuum  cleaner  makers  and  at 
least  one  talking  machine  manufacturer  have  in 
co-operation  with  finance  companies  mapped 
out  practical  and  workable  plans  looking  to  the 
handling  of  instalment  paper  with  a  view  to 
m 


I  Keeping  Resources  in  J 

I  Liquid  Form  Through  M 

I  Financing  Companies  M 

I  and  Banks  Important  M 

■  to  Business  Success  ■ 


giving  the  dealer  the  advantage  of  cash  for  the 
operation  and  expansion  of  the  business.  In 
the  case  of  talking  machines,  the  plan  covers 
instalment  leases  running  from  six  months  to 
a  year  and,  in  addition  to  getting  10  per  cent 
of  the  price  of  the  instrument  as  down  pa.y- 
ment,  the  dealer  through  the  finance  company 
gets  for  his  paper  cash  to  cover  the  cost  of 
the  instrument  plus  a  fair  profit. 

The  handling  of  instalment  paper  through 
finance  companies  is  calculated  to  help  the  mer- 
chant in  other  ways  and  particularly  in  the 
matter  of  collections.  The  companies  have  col- 
lection departments  that  firmly  but  courteously 
insist  upon  the  "dealer  remitting  regularly  the 
payments  on  his  leases  as  they  come  due.  With 
this  oblieation  imprf^sed  npon  him,  the  dealer 
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upon  his  part  invariably  puts  additional  energy 
into  his  own  collection  department  and  thus 
shuts  off  a  leak  thai  exists  in  many  stores  where 
there  is  no  exceptional  incentive  to  prompt 
collecting. 

It  happens  that  a  great  many  talking  machine 
retailers  are  inclined  to  keep  their  leases  in 
their  safes  and  in  casting  up  their  accounts 
figure  in  those  leases  as  real  assets.  As  a  mat- 
ter of  fact,  paper  that  lies  in  the  safe  repre- 
sents really  frozen  capital  and  is  a  luxury  that 
even  a  well-established  and  sound  business  can 
;11  afford.  Business  success  depends  upon  the 
frequent  turning  over  of  capital  and  in  making 
every  dollar  work  instead  of  permitting  it  to 
lie  idle.  A  proper  appreciation  of  sound  finan- 
cing, with  a  view  to  having  workable  cash 
in  place  of  leases  in  the  safe,  means  a  healthy 
business  condition. 

In  a  sense  the  discount  company's  system  is 
very  similar  to  that  of  the  bank;  in  the  latter 
case  the  merchant  gives  his  note  for  a  lump 
sum,  say  ten  thousand  dollars,  payable  in  ninety 
days  or  four  months,  and  he  must  pay  interest 
on  that  sum  for  the  entire  period,  although  he 
has  money  coming  in  and  does  not  require  the 
full  amount  except  for  a  period  of  three  or  four 
weeks.  In  pledging  leases  with  the  discount 
company,  the  retailer  simply  makes  a  series  of 
monthly  notes  for  the  period  covered  by  the 
instalment  lease  and  meets  those  notes,  each 
one  as  it  is  due,  from  the  amounts  collected 
from  customers. 

This  is  carrying  on  what  is  termed  the  "self- 
liquidating"  plan.  If  the  business  expands  the 
merchant  has  more  leases  to  place  with  the 
finance  company  upon  which  to  realize  cash  for 
the  needs  of  the  growing  business.  If,  on  the 
other  hand,  sales  fall  off  temporarily,  the  regu- 
lar monthly  payments  on  his  leases  serve  to 
reduce  steadily  his  obligation  to  the  financing 
concern. 

In  considering  any  financing  plan,  however, 
it  must  be  remembered  that  sound  credit  must 
be  accepted  as  the  basis  and  the  retailer  must 
be  particularly  careful  in  selling  only  to  those 
whose  credit  is  good,  because  when  he  secures 
cash  on  the  instalment  contracts  customers  have 
signed,  he  stands  sponsor  for  those  contracts, 
and,  in  event  of  default  by  the  purchaser  of 
the  machine,  must  make  good  himself.  The 
retailer  who  takes  advantage  of  financing  ar- 
rangements, without  due  regard  for  the  obliga- 
tion he  assumes  in  the  matter  of  protecting  his 
credits,  is  building  up  trouble  for  himself, 
whether  he  does  business  with  his  bank,  a 
financing  company,  or  through  some  other 
channel. 


HANDSOME  NEW  HOME  IN  PORTLAND 

Seiberling-Lucas   Music    Co.   Now    Settled  in 
Modern  Four-story  Building 

Portland,  Oregon,  March  3.— The  Seiberling- 
Lucas  Music  Co.  is  now  comfortably  settled  in 
its  new  quarters  at  151  Fourth  street,  this  city, 
to  which  the  company  moved  early  last  month. 
The  building  is  a  modern,  four-story,  reinforced 
concrete  structure,  50  by  100  feet,  and  com- 
pletely equipped  with  freight  and  passenger 
elevators  especially  suited  to  the  music  business. 

Before  moving  in  the  company  spent  close 
to  $20,000  in  remodeling  the  studios  and  recital 
halls  and  in  installing  special  equipment.  The 
company's  lease  is  for  ten  years  and  the  addi- 
tional space  thus  acquired  is  expected  to  prove 
very  valuable  for  taking  care  of  business  growth. 


Politeness  is  a  requisite  of  master  salesinan- 
ship. 
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Revolutionary! 

Automatic  DUR-A-PRESS 


Makes  any  article  of  plastic  material 


1  girl  does  the  work  of  4  men 
4  perfect  records  a  minute 


DUR-A-PRESS  CORPORATION 


G.  HOWLETT  DAVIS.  President 


15  West  Park  Street  NEWARK,  N.  J. 
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I  Four-Minute  Conference  on  Business  Topics  | 

I  No.  11— Your  Surroundings— And  Their  Influence  Upon  You  | 


[This  is  the  eleventh  of  a  series  of  four-minute  confer- 
ences on  topics  of  direct  interest  to  business  men  in  the 
talking  machine  trade  which  have  been  prepared  for  this 
publication  by  Lester  G.  Herbert. — Editor.] 

We  are  all  influenced  by  our  surroundings. 
Most  of  us  are  extremely  susceptible  to  tem- 
perature. Some  people  mind  very  warm  weather 
much  more  than  others. 

The  first  group  wilt  like  a  rag  when  the 
temperature  gets  too  high  in  their  opinion. 
These  same  people  are  exceedingly  prone  to 
complain  bitterly  when  the  weather  is  corre- 
spondingly cold. 

The  second  group  remarks  about  the  heat, 
or  the  cold,  or  the  dampness  or  cloudiness,  but 
promptly  change  the  subject  as  one  not  deserv- 
ing of  too  much  time  or  attention.  In  their 
minds,  climate,  atmosphere,  or  the  amount  of 
sunshine  or  rain  is  something  which  cannot  be 
controlled  and  so  must  be  accepted  and  made 
the  best  of  in  a  cheerful  manner. 

In  reality,  the  way  in  which  we  regard  the 
weather  and  our  surroundings  has  a  very  great 
deal  to  do  with  our  business  success,  and  the 
sooner  we  realize  it,  the  better  it  is  for  us. 

One  head  of  a  going  concern  will  hustle  all 
W'inter  and  the  first  part  of  the  Spring,  for  he 
will  enjoy  the  early  mild  daj-s.  But  as  soon 
as  the  sun  gets  high,  he  persuades  himself  that 
he  cannot  be  expected  to  make  strenuous  efforts 
in  any  such  temperature,  and  he  proceeds  to 
moan  about  the  weather  for  about  the  next 
four  months.  It  takes  another  two  months  for 
him  to  get  back  into  working  routine — and  so 
half  of  the  year  is  gone. 

Scientists  tell'  us  that  some  people  feel  the 
heat  and  the  cold  more  acutely  than  they  should, 
on  account  of  impaired  physical  health.  Pos- 
sibly the  little  sheaths  covering  the  nerve  ter- 
minals have  worn  out  or  been  dissolved,  or  not 
properly  furnished  on  account  of  improper  food 
and  exercise,  or  lack  of  fresh  air.  Or  some 
other  condition  exists  requiring  the  attention 
of  a  skilled  physician.  This  shows  the  im- 
portance of  being  physically  fit. 

If  the  business  man  is  up  to  par  and  has  the 
right  mental  outlook  upon  life,  he  can  get  as 
good  results,  all  things  being  equal,  in  warm 
weather  as  in  cold.  He  will  be  able  to  carry 
his  climate  with  him,  as  it  were,  and  to  appre- 
ciate the  advantage  of  a  warm  day  with  open 
windows;  a  cold  day  with  its  ozone  and  pep; 
a  damp  day  with  its  inside  cheer,  or  whatever 


the  weather  may  be.  He  will  be  able  to  banish 
the  weakening  thought  that  he  is  a  creature 
so  sensitive,  and  so  susceptible  to  temperature 
and  so  temperamental — that  everything  must  be 
just  right  or  he  cannot  labor  resultfully.  This 
is  foolish  in  the  extreme  and  there  is  nothing 
to  it. 

We  can  humor  ourselves  by  thinking  of  the 
heat,  and  drinking  and  perspiring,  and  then 
drinking  some  more  and  looking  at  the  ther- 
monieter — until  we  are  wretched.  We  can  per- 
suade ourselves  that  the  weather  is  so  cold  and 
raw  that  we  are  excusable  if  we  are  late  in  the 
morning,  or  find  reasons  for  not  doing  what  we 
ought  to  do. 

In  reality,  good  commonsense  will  keep  us 
comfortable.  In  the  Summertime,  bathe  often, 
eat  lightly,  take  little  meat,  partake  freely  of 
fruit  and  vegetables,  dress  in  a  sensible  manner, 
and  be  thankful  for  the  good  old  Summertime. 
In  the  Winter,  rejoice  that  here  is  the  oppor- 
tunity to  walk  to  and  from  business,  and  to 
develop  lots  of  muscle  and  punch.  This  means 
resistance  against  disease,  against  discourage- 


ment, against  flabby  flesh,  weak  nerves  and 
soft  muscles.  It  means  a  storage  battery  of 
energy  for  the  rest  of  the  year. 

Nature  sends  the  seasons  in  rotation  for  the 
benefit  of  man.  But  man  is  often  so  absorbed 
in  his  own  little  aflairs,  and  so  near-sighted, 
that  he  doesn't  make  the  most  of  these  seasons. 
Let  us  begin  right  now  to  take  advantage  for 
our  own  personal  well-being  of  each  season  as 
it  comes. 

If  a  vacation  is  in  order — let's  make  it  a 
period  of  actual  recreation.  If  there's  a  hard 
job  ahead  and  the  day  is  a  drizzling,  rainy  one — 
let's  rub  our  hands  and  say  (and  mean  it): 

"This  is  corking  weather  for  just  what  I 
want  to  do!  I'll  not  be  interrupted  and  I  can 
make  every  minute  count." 

It's  the  same  way  with  our  surroundings. 
We  can  continue  to  whine  and  to  preface  every 
sentence  with  "If";  or  we  can  turn  our  ob- 
stacles into  stepping-stones  and  make  wings  out 
of  the  handicaps  which  will  stop  the  other 
fellow. 

It's  a  case  of  the  way  you  look  at  things, 
and  the  will-power  you  bring  to  bear  on  your 
determination  to  rise  above  surroundings,  to 
make  your  own  environment,  and  to  create  in 
your  own  feelings  the  climate  which  you  enjoy 
most. 


BOBOLINK  DISPLAY  AT  TOY  SHOW 


Talking  Machine  Line  and  Song  Books  Aroused 
Interest  of  a  Large  Number  of  Visitors — New 
Song  Books  Introduced 


Among  the  most  diversified  and  popular  ex- 
hibits at  the  Toy  Show  held  recently  at  the 
Hotel  Breslin,  New  York  City,  was  that  of  the 
La  Velle  Mfg.  Co.,  New  Haven,  Conn.  This 
company  is  well  known  throughout  the  talking 
machine  industry  as  the  manufacturer  of  the 
juvenile  line  of  Bobolink  talking  machines  and 
record  books.  This  company  also  specializes 
in  games  and  instructive  pastimes  for  girls. 
Of  particular  interest  in  the  talking  machine 
line  was  the  first  showing  of  the  new  Bobolink 
model  No.  403,  which  will  list  at  the  price  of 
$15,  between. the  two  other  models  of  the  line. 
This  new  model  will  also  play  ten-inch  records. 
It  is  announced  that  changes  have  been  made 
in  Model  No.  404  whereby  this  popular  machine 
will  also  play  ten-inch  records. 

Two  new  song  books  have  been  added  this 
year,  Nos.  3  and  4,  which  consist  of  a  number 
of  new  recordings  by  Charles  Harrison  and 
Victor  Vlante.  These  two  new  books  will  follow 
the  plan  of  song  books  Nos.  1  and  2  with  addi- 


tional popular  Mother  Goose  rhymes  and 
stories.  In  addition  to  the  attractive  recordings 
particular  attention  has  been  given  to  the  pro- 
duction of  the  books  themselves  and  the  artistic 
work  and  the  colored  illustrations  are  particu- 
larly attractive.  The  game  book,  which  was 
originally  introduced  in  a  size  somewhat  smaller 
than  the  other  Bobolink  books,  will  now  be 
produced  in  the  same  size  as  the  other  numbers. 


BATHED  IN  FLORIDA  SUNSHINE 


The  many  friends  in  the  trade  of  V.  W. 
Moody,  formerly  associated  with  Neal,  Clark  & 
Neal,  Buffalo,  N.  Y.,  Victor  distributors  and 
popular  as  well  in  the  New  York  jobbing  field, 
have  been  envying  him  during  the  continuous 
snowstorm  performance  of  the  elements  in  this 
part  of  the  country  for  the  past  couple  of 
months,  inasmuch  as  the  genial  V.  W.  had  been 
rusticating  in  the  balmy  and  exhilarating  at- 
mosphere of  Florida  from  which  he  has  so 
recently  returned.  He  spent  some  time  in 
Jacksonville  and  his  shapely  form  in  bathing 
costume  had  been  observed  on  the  beaches  ad- 
jacent thereto.  It  is  a  wise  man  who  has  a 
super-friendly  feeling  for  Old  Sol  these  sneezing 
days. 
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Under  the  sympathetic  bow  of  Eddy  Brown,  four  little  strmgss  ' 
sing  their  way  through  "Petite  Valse,"  a  Victor  Herbert  wMtz|^J 
tune  bubbling  over  with  life.    Then,  still  singing,  they  lead  you^V'S 
in  Beethoven's  "Minuet  in  G,  No.  2."    Never  did  a  record  catch  " 
that  elusive  singing  tone  of  a  violin  better  than  does  A-3801. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


COLUMBUS 


State  Music  Memory  Contest  Plans 
Being  Carried  Out — Salzer  &  Bro. 
Add  Victor  Products — Other  News 


Columbus,  O.,  March  3. — The  great  State  Music 
Memory  Contest,  plans  for  which  have  been 
under  way  for  many  weeks,  will  shortly  be- 
come an  accomplished  fact,  and  organizations  in 
over  thirty-five  counties  are  carrying  on  the 
work  of  familiarizing  the  children  with  the  two- 
score  selections  upon  which  the  contest  will 
be  based. 

Prominent  among  the  organized  bodies  co- 
operating with  the  State  Department  of  Edu- 
cation for  the  success  of  the  contest  is  that  of 
the  Motion  Picture  Theatre  Owners  of  Ohio, 
and  over  eleven  hundred  moving  picture  houses 
will  work  in  unison  with  the  public  schools 
in  putting  before  the  children  the  numbers 
which  will  be  used  in  the  memory  test  in  April. 

Saturday,  February  24,  was  an  eventful  day 
in  the  progress  of  the  contest.  Members  of  the 
committee  on  prizes  from  all  over  Ohio  met  in 
Columbus  under  the  direction  of  Joseph  Wylli, 
supervisor  of  music  in  Toledo,  who  is  chairman 
of  this  committee.  The  discussion  covered  the 
arrangement  for  proper  prizes  to  be  distributed 
among  the  most  talented  competitors.  Offers 
have  already  been  made  for  State  prizes  from 
the  National  Bureau  for  the  Advancement  of 
Music  in  New  York  and  the  Cincinnati  Con- 
servatory of  Music. 

On  the  same  day,  February  24,  several  thou- 
sand youngsters  listened  to  the  first  program 
of  a  series  of  three  that  have  been  arranged  in 
the  attempt  to  familiarize  the  school  children 
with  the  musical  numbers  included  in  the  con- 
test. This  program  consisted  of  twelve  num- 
bers of  the  forty  on  the  list.  Robert  W.  Rob- 
erts, supervisor  of  music  of  the  Columbus  pub- 
lic schools,  arranged  this  program.  One-minute 
talks  about  each  selection  were  given  by  Mr. 
Roberts. 

Victor  talking  machine  dealers  throughout 
the  State  are  working  in  close  co-operation  with 
the  school  authorities  in  this  contest  and,  be- 
sides distributing  literature  on  the  numbers  in 
the  contest,  they  are  conducting  concerts  in 
which  they  feature  the  selections. 

A  very  attractive  record  catalog  has  been  is- 
sued by  the  Cardinal  Sales  Co.,  this  being  the 
first  catalog  this  company  has  ever  published. 
Every  Cardinal  record  issued  up  to  January  31, 
1923,  is  included  in  the  volume.  In  the  first 
section  is  a  complete  alphabetical  list  of  each 
record  and  its  coupling. 

John  L.  Kraus,  of  the  Brunswick  sales  de- 
partment of  Steinway  &  Sons,  reports  a  splen- 
did business,  particularly  in  the  sales  of  Bruns- 
wick phonographs.  This  firm  handles  both  the 
Brunswick  machines  and  records.  Some  very 
beautiful  period  models  among  the  Brunswick 
machines  were  sold  by  Mr.  Kraus  recently. 


Marietta  has  just  closed  its  fourth  season  of 
concert  series.  These  concert  courses  are  given 
under  the  auspices  of  the  Community  Club, 
an  organization  devoted  to  the  purpose  of 
bringing  famous  artists  to  Marietta  on  a  non- 
profit basis.  The  climax  of  the  1922-23  season 
was  the  song  recital  given  by  Sophie  Braslau, 
well-known  contralto  and  Victor  artist. 

With  programs  were  distributed  blanks  on 
which  the  people  were  requested  to  indicate 
the  concert  most  enjoyed  during  the  past  sea- 
son. This  was  done  in  order  to  give  the  com- 
mittee charged  with  the  responsibilty  of  secur- 
ing talent  for  the  next  season  an  idea  for  next 
year's  program.  The  results  indicated  that  Miss 
Braslau  received  one  and  one-half  more  votes 
than  her  nearest  competitor,  which  was  an- 
other Victor  organization — the  Flonzaley  Quar- 
tet.   They  were  second  on  the  list. 

The  Wainvvright  Music  Co.,  Marietta,  handled 
the  seat  sale  for  the  entire  course.  This  firm 
has  also  furnished  nearly  all  of  the  pianos  and 
has  even  secured  the  ushers.  This  service  was 
given  gratis  as  it  is  the  desire  of  W.  E.  Wain- 
wright,  president  of  the  Wainwright  Co.,  and 
those  associated  with  him  in  this  concern,  to 
advance  music  appreciation  in  Marietta. 

Gustav  M.  Salzer  &  Bro.,  11 1-1  IS  East  High 
street,  Springfield,  O.,  have  recently  purchased 
the  entire  Victor  stock  from  the  Frank  J.  Pier- 
son  Co.  This  purchase  necessitated  the  build- 
ing of  demonstration  booths  and  a  rearrange- 
ment of  the  other  merchandise  handled  in  this 


store.  The  new  Victrola  department  is  now 
under  the  personal  supervision  of  Henry  M. 
Salzer.  Mr.  Salzer  will  be  assisted  in  the  record 
department  by  Miss  Mathilda  Hannewald. 

Due  to  the  illness  of  D.  R.  Cowman,  former 
manager  of  the  Greenfield  Piano  Co.,  the  entire 
stock  of  Victrolas,  Victor  records  and  pianos 
was  sold  to  the  Gray-Wolfe  Co.  The  Gray- 
Wolfe  Co.  will  consolidate  its  stock  with  that 
of  the  Greenfield  Piano  Co.  The  quarters  for- 
merly occupied  by  the  Greenfield  Piano  Co.  have 
been  recently  improved,  which  will  afiford  addi- 
tional space  to  the  Gray-Wolfe  Co. 


DON  C.  PRESTON  IN  NEW  STORE 


Prominent  California  Dealer  Greatly  Enlarges 
Branch  Store  to  Handle  Growing  Business 


B.MiERSFiELD.  Cal.,  March  1. — Don  C.  Preston, 
the  popular  music  dealer  of  Bakersfield  and 
Taft,  has  greatly  enlarged  his  branch  store  at 
Taft.  On  account  of  the  greatly  increased 
patronage  on  the  West  Side,  Mr.  Preston  has 
leased  a  large  storeroom  in  the  post  office  block. 

Mr.  Preston  is  known  as  a  live  man,  and  has 
the  reputation  of  being  one  of  the  best  sales- 
men in  the  State. 

The  new  Taft  store  will  be  modernized  in 
every  way  to  bring  it  up  to  the  standard  set 
by  Mr.  Preston  in  conducting  the  Bakersfield 
store.  Victrolas,  Sonoras,  records,  small  musi- 
cal instruments  and  pianos  are  handled. 


[C^HT  FAMOUS 


In  Concert  and  Entertainment 
Personal  Appearance  of 

Eight  Popular  Victor 
Favorites  on  One  Program 

A  live  attraction  for  live  dealers  and  jobbers 

Bookings  now  for  season  1923-1924 
Sample  program  and  particulars  upon  request 

P.  W.  SIMON,  Manager 

1674  Broadway  New  York  City 


RUDY  WIEDO&FT  | 


Famous  Ensembles  including 
Camobell  &  Burr  -  Sterling  Trio  •  Peerless  Quartet 
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REFLECTIONS 


As  the  face  in  the  crystal  mirror  is  true  to  the  gazer,  so  are  (SpmtPtt 
Sprnrftfl  faithful  to  the  original  voice  or  instrument. 

To  know  the  utmost  in  music's  reproduction  hear  (Srmtrtt  No.  5030, 
"Apple  Sauce  "  (fox-trot),  played  by  Bailey's  Lucky  Seven,  which 
makes  your  toes  fairly  tingle,  and  on  the  reverse  the  same  orchestra 
brings  out  the  snappiness  of  "You  Know  You  Belong  to  Somebody 
Else"  (fox-trot)  with  great  vivacity. 

(gennett  ^ecorbsJ 

Manufactured  by 

THE  STARR  PIANO  COMPANY 

RICHMOND,  INDIANA 

New    York — Chuago — Los    Angeles — Birmingham 
Detroit — Cinoinnatl — Cleveland — Indianapolis 
Boston — London.  Canada 
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NEW  POST  FOR  J.  NEIL  HALLINAN       VENTILATORS  FOR  BUYERS'  COMFORT 


Joins  Sales  Staff  of  Musical  Instrument  Sales 
Co.,  Victor  Wholesaler,  in  New  York  City 


It  was  announced  recently  that  J.  Neil  Halli- 
nan  has  been  appointed  a  member  of  the  sales 
staff  of  the  Musical  Instrument  Sales  Co.,  New 
York,  Victor  wholesaler.  Mr.  Hallinan  will 
work  in  close  co-operation  with  H.  E.  Speare, 
general  sales  manager  of  the  company,  in  de- 
velopment of  this  concern's  Victor  activities.  - 

Mr.  Hallinan  is  well  known  in  the  local  talking 
machine  field,  having  bieii  associated  with  the 


J.  Neil  Hallinan 

Unit  Construction  Co.  for  a  number  of  years. 
During  this  time  he  visited  the  Victor  retailers 
in  this  territory  frequently  and  acquired  an  in- 
timate knowledge  of  retail  merchandising  which, 
no  doubt,  will  enable  him  to  attain  success  in 
his  new  post. 


BUSINESS  MARKET  IN  SOUTH  AFRICA 


Washington,  D.  C.,  March  1. — A  South  African 
concern  desires  to  secure  the  agency  for  phono- 
graphs with  cylinder  records,  blank  records, 
pianos,  organs,  sheet  music  and  other  musical 
instruments,  according  to  the  Bureau  of  For- 
eign and  Domestic  Commerce.  Terms:  Cash. 
Quotations,  c.i.f.  African  port.  Further  informa- 
tion can  be  secured  from  the  Bureau  or  any 
of  its  district  offices  by  referring  to  File  No. 
5577. 


lEGO  BRUSH 

made  to  fit  all  makes 
machines 

THERE  MUST  BE  A  REASON 


"OVER  1  0,0  0  0  BRUSHES 
SOLD  IN  ROCHESTER. N.Y. 
IN  LESS  THAN  6  MONTHS' ' 


25c.  brings  a  sample 


List  Price 
25c. 
Dealers 
$1.80perdz. 

Jobbers 
$15.00 
per  gross 


CLEANS 
RECORDS 

WHILE 

PLAYING 


THE  STDRGIS  NOVELTY  WORKS 


Medina,  N.  Y. 


George  J.  Birkel  Co.,  Los  Angeles,  Cal.,  Installs 
Ventilating  System  to  Lessen  Fatigue  and 
Make  Customers  Comfortable 


Los  Angeles,  Cal.,  March  2. — The  George  J. 
Birkel  Co.,  445-448  South  Broadway,  this  city, 
one  of  the  most  prominent  music  concerns  on 
the  Pacific  Coast  and  a  feature  of  whose  store 
is  an  artistically  arranged  and  large  talking  ma- 
chine department,  recently  installed  a  ventilating 
system  in  its  store  and  demonstration  booths  to 
keep  the  atmosphere  pure  and  thus  lessen  fa- 
tigue of  patrons  and  salesmen  who  spend  some 
lime  in  these  rooms,  as  well  as  keeping  the  pros- 
spect  in  a  receptive  mood  and  insuring  the  best 
performance  of  the  salesmen. 

The  ventilating  system,  as  part  of  the  service 
of  the  Birkel  Co.,  has  been  made  the  subject 
of  considerable  local  advertising.  The  ads,  clev- 
erly displayed,  stressed  the  value  of  fresh  air 
and  pointed  to  this  installation  as  one  of  many 
services  installed  for  the  comfort  and  well  being 
of  patrons.  Florence  Gottlieb,  of  the  advertis- 
ing department,  reports  satisfactory  results  from 
this  publicity. 


BRISK  PEERLESS  EXPORT  TRADE 


Peerless  Album  Co.'s  Products  Enjoying  Grow- 
ing Foreign  Demand 


Phil  Ravis,  president  of  the  Peerless  Album 
Co.,  New  York  City,  manufacturer  of  record 
albums,  stock  envelopes,  delivery  bags,  carry- 
ing cases,  etc.,  is  well  pleased  over  the  increased 
export  business  enjoyed  by  his  company  du.ing 
the  past  few  months.  Recently  the  company  re- 
ceived a  cable  order  for  2,(  00  Peerless  albums 
from  a  prominent  distributor  in  Amsterdam, 
Holland.  This  followed  the  original  rej^eipt  by 
that  firm  of  samples  of  the  Peerless  product. 

Foreign  sales,  particularly  in  South  American 
countries,  have  been  quite  active  for  over  a  two- 
year  period.  Owing  to  the  exchange  situation, 
the  European  importers  are  not  so  anxious  to 
buy  American  products.  American  goods  must 
be  of  superior  quality  in  order  to  compete  with 
domestic  and  other  products,  so  as  to  induce  the 
European  business  man  to  consider  articles  of 
American  manufacture  a  good  buy.  The  receipt 
of  such  a  substantial  order  from  Europe  speaks 
well  for  the  Peerless  album. 


NEW  MUSIC  STORE  IN  ALLIANCE,  0. 

Main  &  Arcade  Music  Store  to  Carry  Complete 
Line  of  Pianos,  Talking  Machines,  Etc. 


Alliance,  O.,  February  28. — Announcement  is 
made  of  the  opening  of  the  Main  &  Arcade 
Music  Store,  in  the  Arch  and  Main  Market 
Building,  by  F.  W.  Mahan,  popular  local  mer- 
chant. He  announces  the  store  will  carry  a 
complete  line  of  pianos,  talking  machines,  music 
lolls  and  records.  Among  piano  lines  carried 
are  Mehlin  &  Sons,  Packard,  Chase  Bros.,  Bond, 
Hackley,  Virtuola,  etc.  The  Cheney  and  Pathe 
talking  machines  will  be  featured  together  with 
I'athe  records. 


D.  C.  SMITH  GIVES  RADIO  ADVICE 

Some  excellent  advice  to  dealers  handling 
radio  supplies  and  equipment  is  contained  in 
an  article  by  Douglas  C.  Smith,  manager  of  the 
radio  department  of  John  Wanamaker,  appear- 
ing in  The  American  Exporter.  Mr.  Smith 
stresses  the  necessity  of  quality  merchandise 
for  the  successful  upbuilding  of  this  branch  of 
the  business  and  he  also  points  out  that  dealers 
can  only  be  sure  of  the  quality  of  the  radio 
equipment  they  carry  by  making  their  pur- 
chases from  reliable  houses  whose  reputations 
are  unquestionable. 


The  records  of  failures  show  two  things.  They 
either  failed  because  stock  did  not  turn  over 
often  enough  or  because  the  margin  of  profit 
was  too  low. 


Going  Strong! 

GILT  EDGE 
DANCE  TONE 
NEEDLES 

Every  phonograph  owner  wanted  a 
real  dance  tone  needle.  Every  hve 
dealer  who  saw  Gilt  Edge  Dance  Tone 
Needles  realized  that  at  last  he  could 
give  his  customers  what  they  want. 
Tliat's  wh}^  our  Dance  Tone  Needles 
are  going  strong. 

Each  Needle  Plays  Ten  Times 

Gilt  Edge  Dance  Tone  Needles  are 
made  by  "Bagshaw  of  Lowell."  That's 
your  assurance  of  their  high  quality 
and  dependability. 

The  public  is  waiting  for  these 
needles.  Display  them  prominently  on 
your  countfer. 

FREE!  — 

An  attractive  counter  display  stand  (illustrated 
above)  which  holds  100  boxes.  There  are  SO 
needles  in  each  "Princeton"  colored  box. 

Don't  delay!  Order  today.  Ofifer  them  to  your 
customers  before  they  ask  you  for  them. 

Gilt  Edge  Needles  also  made  in 
the  following  tones:  Extra  Loud, 
Loud,  Medium. 

REFLEXO  PRODUCTS  CO. 

Incorporated 
Sole  Agents  for 
W.  H.  Bagshaw  Co. 
Gilt  Edge  and  Reflexo  Blue  Needles 

347  Fifth  Ave.,  New  York  City 

Factory,  Lowell,  Mass. 


Su*»ntif  icallq 


\WH  not  injure 
if  our  rrcoi  di 


BLUE  STEEL 

SCIEHTIFICALLY 


10  RECORDS 

1 1«  IKreelones 

DAHCEIONE 
OP  ERA TONE 
POPULAR  TOWE 


MADE  FROH  SUPERIOR  BLUE  STEEL 
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OKLAHOMA  DEALER  PUTS  TELEPHONE  TO  PROFITABLE  USE 

The  Edgar  Music  Shoppe,  Tulsa,  Okla.,  Installs  Private  Phone  for  Use  in  Soliciting  Biisiness — 
Plan  Has  Proved  Practical  as  a  Stimulator  of  Sales 


Made  in  Our 
Watch  Oil 

DEPARTMENT 

which  for  hall  a  century 
has  made  80%  of  all  the 
watch,  clock  and  chronom- 
eter oil  used  in  America. 


The  Best  Oil  For  Any  Talking  Machine 

In  refining,  Nyoil  is  given  the  same  care  as  our 
famous  watch  oil  receives.  All  gums  and  impuri- 
ties are  removed,  leaving  it 

Colorless,  Odorless  and  Stainless. 

Htousekeepers  say  they  would  not  be  without 
Nyoil  because  it  is  best  for  phonographs  and  sew- 
ing machines — for  polishing  furniture  and  wood- 
work and  is  odorless  and  will  not  stain.  It  is  free 
from  acid  and  will  not  gum,  or  become  rancid. 
Sportsmen  find  it  best  for  guns  because  it  prevents 
rust, 

NYOIL  is  put  up  in  1-oz.,  3-oz.  and  8-oz.  Bottles 

and  in  Quart  and  Gallon  Cans. 
For  Sale  by  all  Talking  Machine  Supplies  Dealers 

WILLIAM  F.  NYE,  New  Bedford,  Mass.,  U.S.A. 


An  unlisted  tclcpiionc,  installed  in  one  of  the 
booths  used  for  playing  talking  machine  rec- 
ords, is  proving  a  valuable  asset  to  the  Edgar 
Music  Shoppe  of  Tulsa,  Okla.,  in  selling  mu- 
sical instruments  and  supplies.  This  telephone 
is  used  to  transact  business  originating  in  the 
store,  leaving  the  listed  telephone  for  the  use 
of  customers  who  desire  to  transact  from  out- 
side. 

As  compared  to  railroading,  the  two  tele- 
phones give  the  store  a  "double  track"  with 
traffic  on  each  line  traveling  in  one  direction. 

T.  J.  Edgar,  proprietor  of  the  Tulsa  concern, 
is  a  believer  in  the  telephone  for  selling  talking 
machines  and  records,  as  well  as  other  articles 
in  the  music  line.  He  uses  the  telephone  ex- 
tensively, as  do  employes  of  the  store.  Fre- 
quently a  telephone  is  needed  for  an  hour  in 


soliciting  business  from  customers,  known  to 
the  store,  who  should  be  interested  in  some 
particular  merchandise  which  has  recently  been 
added  to  the  stock. 

Such  use  of  a  telephone  proved  detrimental 
to  sales  that  might  originate  outside  the  store, 
the  telephone  being  the  means  of  placing  the 
order.  So  it  was  decided  to  install  the  other 
telephone,  the  number  of  which  would  not  be 
generall)'^  known  except  to  those  in  the  store. 

This  telephone  was  placed  in  .the  booth 
farthest  removed  from  the  entrance  of  the 
store.  The  booth,  however,  has  all  the  equip- 
ment necessary  to  the  playing  of  records,  but 
salesmen  are  instructed  never  to  use  it,  except 
when  all  others  are  occupied.  This  leaves  the 
telephone  free  for  use  within  the  store. 

"It  pays  for  itself  several  times  each  month," 


said  T.  J.  Edgar,  in  discussing  this  feature  of 
his  business.  "I  use  it  for  long  periods  fre- 
quently and  I  have  sold  hundreds  of  dollars' 
worth  of  merchandise  over  it.  Employes  of 
the  store  find  it  as  valuable  as  I  do. 

"We  believe  in  the  telephone  here.  We  start 
sales  and  close  them  over  it.  T3ut  we  do  not 
believe'  in  withholding  business  from  the  out- 
side in  our  efforts  to  gain  it  from  inside.  The 
combination  of  telephones  prevents  this. 

The  fact  that  this  telephone  is  in  a  sound- 
proof enclosure  adds  to  its  value.  I_^ike  every 
other  business,  the  Edgar  Music  Shoppe  has 
dealings  which  are  not  for  the  ears  of  all  who 
may  come  and  go.  Inside  this  booth  a  tele- 
phone conversation  may  be  secret,  so  far  as 
those  in  the  store  are  concerned. 

Being  inside  the  booth  gives  a  talker  silence; 
something  necessary  to  a  satisfactory  conversa- 
tion. Neither  are  others  bothered  with  hearing 
one-half  of  a  conversation  with  which  they  are 
not  concerned. 

Again  some  customer,  unknown  in  the  store, 
may  ofifer  a  check  in  payment  for  merchandise. 
That  is  always  an  embarrassing  moment.  But 
a  clerk  in  the  Edgar  Music  Shoppe,  under  the 
pretext  of  getting  the  check  approved,  can  go 
into  this  booth,  call  the  bank  and  learn  of  the 
value  of  the  check. 


NEW  YORK'S  MUSIC  INDUSTRIES 

Merchants'  Association  Compiles  Some  Inter- 
esting Figures  Regarding  the  Value  of  the 
Annual  Output  of  Pianos  and  Talking  Ma- 
chines in  the  Country's  Metropolis 


In  collating  statistics  for  its  industrial  map, 
the  Industrial  Bureau  of  the  Merchants'  Asso- 
'■'ciation  of  New  York  has  developed  some  in- 
teresting figures  regarding  the  importance  of 
New  York's  various  industries.  In  the  hundred 
lines  in  which  New  York  City  is  the  leading 
manufacturer,  producing  from  7  to  99  per  cent 
of  the  country's  entire  output  of  the  items 
named,  there  are  included  both  pianos  and  talk- 
ing machines.  According  to  the  figures,  pianos, 
organs  and  other  musical  instruments  and  ma- 
terials made  in  New  York  City  each  year  have 
a  value  of  $41,845,975  and  represent  26.7  per 
cent  of  the  total  United  States  production. 
Talking  machines  manufactured  in  the  city  each 
year  average  in  value  $15,320,626  and  represent 
9.7  per  cent  of  the  total  production  of  the  coun- 
try. The  figures  are  interesting  if  nothing  else. 
It  might  be  well  for  the  Merchants'  Association 
in  compiling  its  industrial  census  to  give 
thought  to  the  music  publishing  division  of  the 
music  industry  where  both  values  and  per- 
centages will  be  highly  in  favor  of  the 
metropolis. 


The  Diamond 

Juvenile  Console 

"A  Real  Musical  Instrument  for  Children" 
describes  this  wonderfully  made,  -wonderfully 
finished  and  wonderfully  toned  talking  machine. 
Wherever  it  has  been  displayed  it  has  sold. 
Dealers  say  its  turnover  of  investment  is  higher 
than  normal,  and  it  has  the  added  advantage  of 
creating  a  new  market  for  the  sale  of  records. 

Ask  us  for  full  information. 
THE  DIAMOND  PRODUCTS  CORPORATION 

Executive  Offices  and  Showi-oom:  200  Fifth  Avenue,  Nev*^  York 

DISTRIBUTORS: 

A.  C.  ERISMAN  &  CO.  C.4BINET  &  ACCESSORIES  CO. 

1*4  Tremont  Street,  Boston,  Mass.  3  West  16th  St.,  New  York 

CONSOI-inATED  TAIyKING  MACHINE  CO.  MTNSON   RAYNOR  CORPORATION 

227-233  N.   Uashincton  St.,  Chicago,  111.  643  So.  Olive  St.,  Lo»  Aneele§,  Cal. 
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I  How  to  Prepare  a  Practical  and  Efficient  | 
I  Sales  Budget  for  Your  Business  = 


The  first  test  of  a  truly  successful  business 
man  is  that  he  knows  his  business.  All  great 
business  men  not  only  know  their  business,  but 
usually  know  that  they  know  it;  and  are  not 
only  right  in  their  opinions,  but  they  usually 
know  that  they  are  right  in  them.  And  the 
reason  for  this  is  that  they  have,  not  alone 
some  means  of  studying  their  business,  but  also 
some  method  of  checking  up  their  conclusions 
and  judgments  in  the  light  of  the  evidence  of 
actual  facts. 

How  to  Study  Your  Business 

The  man  who  habituates  himself,  in  his  daily 
life,  to  seek  for  the  stern  facts  in  whatever  he 
is  engaged,  will  have  these  facts  brought  before 
him  again  and  again  as  the  basis  upon  which 
he  may  form  his  conclusions  and  base  his  judg- 
ments. Thus,  if  in  his  business  the  proprietor 
or  manager  seeks  for  the  accurate  circum- 
stances in  connection  with  any  business  transac- 
tion, and  having  ascertained  them,  will  dwell 
upon  and  think  about  them  without  the  slight- 
est care  for  any  desirableness  in  them,  but  for 
their  own  truth's  sake,  then  these  truths  will 
afterward  rise  up  and  form  the  body  of  his 
vision  of  his  business,  united  and  perfected  in 
a  way  to  serve  him  advantageously. 

Such  a  business  man  never  stops  at  estimates 
and  approximations,  or  generalizations  of  any 
kind,  but  plows  them  all  aside,  and  plunges 
into  the  very  central  heart  of  the  thing  he  is 
considering.  Nothing  else  will  content  him.  He 
wants  to  know.  Whatever  semblances  and  vari- 
ous outward  shows  and  phases  each  subject 
may  possess  go  for  nothing.  He  gets  within 
all  fences,  cuts  down  to  the  root,  and  drinks 
the  vital  sap  of  that  with  which  he  deals. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy^ 

Whatever  it  is  advisable  and  desirable  to 
know  about  your  business,  it  is  desirable  and 
advisable  to  know  as  quickly  and  as  completely 
as  possible.  Therefore,  you  should  have  some 
means  by  which  the  necessary  and  vital  facts 
of  your  business  may  be  presented  to  you  in 
the  most  constant  manner;  and  brought  again 
and  again,  not  only  within  your  thoughts,  but 
before  your  eyes.    Can  anything  be  more  evi- 

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHJl 


m  The  Budget  Furnishes  m 
I  the  Dealer  With  the  | 
H  Salient  Facts  of  His  B 
I  Business  With  Which  m 
B  He  Must  Be  Familiar  J 
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dently  and  indisputably  natural  and  right  than 
this:  that  you  should  desire  to  know  what  you 
ought;  what  is  worthy  of  your  attention  and 
helpful  to  your  business;  to  know  that — nothing 
more,  nothing  less — and  to  keep  records  and 
definitions  of  such  language  near  you  in  the 
most  vivid  and  explanatory  form. 

One  way  of  accomplishing  this — a  way  com- 
ing more  and  more  into  favor  with  business 
men — is  the  use  of  budgets.  It  is  obvious  to 
any  thinking  business  man  that  all  his  plans 


::    By  G.  W.  Hafner  | 

Auditor  ami  Industriai  Engineer  = 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy 

should  be  based  upon  past  and  present  per- 
formances and  future  possibilities.  Therefore, 
every  concern  ought  to  map  out  an  estimate  of 
future  l)usiness  transactions,  for  the  purpose  of 
regulating  its  financial  affairs  and  assuring  a 
sound  relation  between  income  and  expendi- 
tures. 

Preparing  the  Sales  Budget 

Such  an  estimate,  which  analyzes  all  the  ele- 
ments of  revenues  and  expenses,  is  termed  a 
"budget."  It  provides  safeguards  against  in- 
judicious spending;  reveals  the  unseen  items 
which  are  ordinarily  overlooked;  points  out  the 
path  to  a  sounder  administration  of  financial 
affairs. 

Budgets  for  business  purposes  comprise  two 
main  groups,  i.  e., 

1.  Sales  budgets; 

2.  Expense  budgets. 

They  should  be  based  upon  .the  records  of 
past  periods,  and  take  into  consideration  any 
changes  expected  in  the  ensuing  period. 

In  the  preparation  of  a  sales  budget  it  is 
necessary,  first  of  all,  to  arrive  at  an  estimate 
of  the  goods  which  can  probably  be  sold  during 
the  period  to  be  covered  by  the  budget.  If  pos- 
sible this  should  be  done  both  as  to  volume  and 
character.  It  is  naturally  to  be  assumed  that 
sales  statistics  for  past  years — or  at  least  for 
the  past  year — are  available  for  such  an  esti- 
mate. This  means  that  an  analysis  of  sales  has 
been  maintained  by  the  business  in  question 
which  will  give  the  sales  by  articles  or  com- 
modities, if  possible.  There  is  a  distinct  ad- 
vantage in  knowing  what  your  sales  have  been 
by  lines  of  merchandise  handled,  and  when 
{Continued  on  page  34) 


The  "Apartment  Baby  Grand" 
of  Phonographs 

A  distinctive  Adam  period  model,  correct  in  design  and 
convenient  in  size;  superbly  constructed;  and  guaranteed — 

W     The  I 

Adam  Period  Short  Console  Phonograph 


Meets  a  Specific  Need 

There  is  a  pronounced  and  growling 
demand  for  a  short  console — and 
Granby  has  met  that  demand  with  this 
especially  designed  ntw  model. 


Reduced  List  Prices  on 

Other  Granbys : 

Was 

Now 

Slieraton  Upright 

$140 

$120 

Karly  Virginian  Upright  200 

175 

Louis  XVI  Upright 

275 

23.> 

Adam  Console 

27.5 

200 

Louis  XVI  Console 

325 

250 

Queen  Anne  Console 

375 

250 

Granby  Uprights 

:  $100  up 

Granby  Consoles 

:  $135  up 

The  List  Price:  $135 

The  price  is  right.  Your  customers 
will  recognize  the  big  value  in  the 
Granby  Adam  Short  Console  at  $135. 

This  is  proving  to  be  one  of  the 
most  popular  models  ever  introduced 
b)'  Granby.  Get  your  order  in  early. 


Granby  merchandise  is  good  merchandise,  and  you  can  get  behind  the  Granby  line  with  enthusiasm.  Granby 
discounts  are  liberal  discounts — and  that  fact  won't  make  you  any  the  less  enthusiastic  about  having  a  Granby 
franchise.    Write  or  wire. 


'(c?  (C)  i>  ' 


Offices  and  Factory:    NEWPORT  NEWS,  VIRGINIA 
New  York  Branch:   37  WEST  20th  ST.,  NEW  YORK,  N.  Y.      Tel  Watkins  4508 
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NEW€DlSON 


COMPARISON  WJTH  THE  LIVING  ARTIST 
s!        REVEALS  NO  DIFFERENCE  ^ 


nn  HE  NEW  EDISON  actually  Re-Creates  the 
^  golden  tonal  quality  of  famous  voices.  Every 
glorious  color  and  tint  of  tone,  every  fine  shading, 
every  perfection  that  distinguishes  the  talented 
musician,  are  preserved,  reproduced  and  unmarred 
on  the  New  Edison. 

The  New  Edison  is  the  only  phonograph  that  dares 
the  test  of  direct  comparison  with  the  living  artist. 
It  is  the  phonograph  upon  which  Mr.  Edison  spent 
$3,000,000  in  laboratory  research  to  perfect.  It  is 
the  phonograph  that,  through  its  superior  quality, 
is  meeting  with  public  approval  and  extending  the 
New  Edison  market  evervwhere. 

The  New  Edison  group  of  Upright  and  Console 
models,  including  period  and  other  designs,  offer 
a  broad  and  popular  selection  of  superior  phono- 
graphs. They  are  encased  in  attractive  cabinets 
that  harmonize  with  the  furnishings  of  any  room 
and  are  varied  enough  in  price  to  place  them  with- 
in the  means  of  all. 

The  popularity  of  the  New  Edison  group  and  the 
extension  of  the  New  Edison  market  offer  an 
opportunity  to  dealers  to  develop  a  more  profitable 
business. 


I 


THOMAS  A.  EDISON,  Inc. 

Orange,  New  Jersey 
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The  New  EDISON 
Baby  Console 

To  meet  a  broad  demand  for  a  console 
of  conservative  design — of  music  repro- 
ducing qualities  up  to  the  standard  set 
by  Mr.  Edison  and  yet  of  moderate 
price,  the  New  Edison  Baby  Console 
was  designed.  This  beautiful  model 
won  enthusiastic  approval  from  the 
start.  It  is  considered  one  of  the  most 
popular  models  of  the  New  Edison 
group. 


Priced  at  $175.00 
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PREPARING  A  PRACTICAL  BUDGET 

(Coiiliinicd  from  page  31) 

these  sales  were  made;  that  is,  during  what 
particular  seasons  of  the  year.  Space  must  be 
provided  for  counter  stocks,  reserve  stocks  and 
warehouse  stocks,  and  some  sort  of  tangible 
information  ought  to  be  available  as  to  the 
quantity  of  particular  kinds  of  goods  sold  in 
the  past,  as  well  as  the  time  they  were  sold, 
in  order  to  do  this  successfully.  Of  course, 
you  want  also  to  know  the  value  of  the  goods 
sold,  so  that  the  necessary  financial  preparation 
for  their  purchase  may  be  made. 

Necessity  for  Adequate  Analysis  of  Sales 

In  the  case  of  department  stores  it  would 
perhaps  be  sufficient  to  have  an  analysis  of  sales 
by  departments  and  by  seasons,  in  quantities  as 
well  as  in  value;  but  even  here  a  really  ade- 
quate sales  analysis  should  tell  the  merchant 
how  many  customers  in  the  past  have  wanted 
particular  sizes,  styles  and  makes,  and  when 
they  wanted  them.  If  the  retail  merchant  is 
possessed  of  this  knowledge,  it  is  evident  he 
can  always  meet  the  demands  of  the  future  by 
having  the  goods  on  hand  when  called  for. 

But  let  us  take  the  worst  possible  case,  and 
assume  that  all  sales  have  been  credited  to  one 
account  only.  It  is  still  possible  to  obtain 
sufficient  information  for  the  construction  of  a 
sales  budget  by  going  back  over  your  records 
and  analyzing  this  total  into  sales  by  days, 
weeks  and  months.  If  this  is  done  for  a  period 
of  at  least  a  year — an  analysis  of  two  or  three 
years  would  be  better,  of  course — a  fairly  clear 
idea  of  the  seasonable  turnover  for  sales  as  a 
whole  will  be  secured.  In  this  case,  it  will  be 
found  advisable  to  make  the  budget  period  a 
month  in  length  only,  during  which  time  the 
current  sales  can  be  properly  analyzed,  and  this 
information  used  for  the  preparation  of  subse- 
quent budgets.  In  no  instance,  however,  should 
the  period  covered  by  the  budget  be  longer 
than  the  turnover  period  of  the  business.  Each 
enterprise  must  be  studied  to  arrive  at  the 
period  to  be  covered. 

Factors  Affecting  Budget  Construction 

Now,  the  information  secured  from  an  an- 
alysis of  your  sales  will  give  you  the  material 
for  the  construction  of  a  sales  budget.  But  it 
is  necessary,  also,  to  consider  a  number  of  other 
factors  in  connection  with  this.  The  proprietor 
or  manager  must  decide  whether  it  is  possible 
to  increase  the  volume  of  sales;  and,  further. 


what  margin  of  gross  profit  is  necessary.  In 
this  connection  the  business  man  should  seri- 
ously consider  reducing"  his  margin  of  gross 
profit,  if  by  that  means  the  sales  may  be  con- 
siderably increased.  To  sell  $150,000  worth  of 
merchandise  on  a  gross  profit  margin  of  30 
per  cent  is  obviously  more  advantageous  than 
to  dispose  of  goods  worth  $100,000  at  a  mark-up 
of  35  per  cent,  even  though  expenses  increase 
in  the  same  proportion  as  sales. 

This  is  never  the  case,  however,  as  any  busi- 
ness man  knows.  A  large  increase  in  sales  will 
naturally  bring  increased  expenses,  but  it  will 
be  found  that  they  will  not  increase  relatively 
as  fast  as  sales.  And  the  reason  for  this  is 
that  certain  types  of  expenditures  remain  virtu- 
ally constant,  irrespective  of  whether  the  busi- 
ness is  brisk  or  slow.  Rent,  taxes,  interest  on 
mortgage,  heat,  light,  depreciation,  insurance — 
all  these  will  remain  constant  in  both  instances. 
Repairs  will  not  be  materially  affected  by  the 
increased  business.  Buying  expenses  will  be  in- 
creased to  a  negligible  degree  only.  The  salaries 
of  department  heads  will  not  change.  And 
when  Items  of  this  kind  are  summarized  they 
will  be  found  to  represent  a  considerable  por- 
tion of  the  total  expenses. 

Thus,  the  next  step  in  the  preparation  of  a 
sales  budget  is  to  determine  the  total  expense 
of  doing  business.  As  has  been  indicated  in 
the  preceding  paragraph,  the  gross  profit  may 
be  consumed  by  the  expenses.  The  business 
man  must  ever  be  alert  to  insure  his  margin 
of  net  profit,  which  is,  of  course,  the  difference 
between  the  gross  profit  and  the  total  of  his 
expenses.  Consequently,  when  price  has  been 
forecast,  if  the  net  earnings  are  to  be  predicted, 
all  the  variable  items  of  expense  must  likewise 
be  forecast.  (The  matter  of  preparing  expense 
budgets  will  be  treated  in  the  next  succeeding 
article  of  this  series.) 

Beyond  this,  the  amount  of  capital  required 
to  execute  the  sales  program  must  be  estimated. 
This  will  show  the  probable  income  and  ex- 
penditures for  the  budget  period,  and  whether 
the  proposed  program  is  financially  possible  in 
view  of  the  finances  which  are  and  will  be  avail- 
able. 

Using  Budget  Control  Records 

All  of  this  information  is  necessary,  of  course, 
in  order  to  enable  the  management  definitely 
to  determine  whether  the  requirements  of  the 
sales  budget  can  be  met,  and  if  the  margin 
between  cost  and  selling  is  sufficient.  A  de- 
cision having  been  reached,  then,  as  to  the  sales 
that  can  and  should  be  made  for  the  period 
to  be  covered  by  the  budget,  these  estimated 
quotas  are  listed  on  the  budget  control  record 
for  comparison  with  the  actual  sales  for  the 
same  period. 

The  best  way  to  accomplish  this,  of  course, 
is  by  the  use  of  percentages.  Hence,  the  budget 
control  record  is  ruled  in  triple,  columns ;  the 
first  division  of  each  column  showing  the 
budget  estimates,  the  second  the  actual  figures 
and  the  third  the  percentage  of  actual  to  esti- 
mated. Sales  are  entered  in  the  first  triple 
column  on.  the  record,  while  all  the  other  col- 
umns, as  many  as  may  be  necessary,  are  re- 
served for  certain  subdivisions  or  groups  of  ex- 
penses. Expense  budgets  will  be  described  in 
the  next  succeeeding  article  of  this  series. 

The  barometer  of  good  management  is  to  be 
found  in  the  ability  to  forecast  your  business. 
To-day's  business  is  in  anticipation  of  to-mor- 
row's requirements.  The  business  that  sees 
farthest  ahead  is  the  business  that  wins.  And 
this  is  the  main  idea  underlying  the  preparation 
and  use  of  budgets. 

Business  men  who  never  before  thought  of 
forecasting  their  business  are  beginning  to  sense 
its  benefits,  now  that  the  Federal  Government 
is  lined  up  under  a  systematic  national  budget. 
Time  was  when  a  yearly  closing  of  the  books 
of  a  concern  was  considered  sufficient.  To-day, 
this  old  method  is  being  questioned,  and  the 
thinking  business  man  considers  it  necessary  to 
close  his  books  at  least  once  each  month,  in 
order  that  the  finaacial  condition  of  his  busi- 


ness may  be  ascertained  at  frequent  intervals. 
As  a  next  step,  the  progressive  concerns  of  the 
country  are,  more  and  more,  finding  it  neces- 
sary to  look  ahead,  plan  out  the  financial  results 
that  ought  to  be  secured,  and  then  hew  to 
this  line. 

A  Standard  of  Accomplishment 

Hence,  the  budget.  By  its  use  the  business 
man  may  set  up.  a  goal — a  standard  of  accom- 
plishment— ^and  have  a  means  of  comparing  ac- 
tual results  with  this  standard.  This  is  only 
another  way  of  saying  that  we  stand  a  much 
better  chance  of  getting  to  a  place  if  we  know 
where  we  are  going.  If  cash  is  to  be  needed, 
plans  for  raising  it  may  be  made  in  due  time, 
thus  avoiding~.the  cost  which  is  usually  entailed 
in  hasty,  forced  financing.  Purchasing  may  be 
done,  not  on  a  hand-to-mouth  basis,  but  in 
quantities  when  the  market  is  right.  Every 
purchase,  it  must  be  remembered,  is  a  double 
transaction,  involving  on  the  one  hand  the  se- 
curing of  merchandise  and  on  the  other  the 
parting  with  money.  Leaks  in  the  business  will 
be  discovered;  waste  eliminated;  correct  meth- 
ods of  financing  devised;  effective  methods  of 
managerial  control  put  into  operation.  All 
these  benefits — and  many  more — can  be  secured 
by  the  use  of  a  budget. 

Then,  again,  the  budget  will  serve  one  of  its 
most  important  functions,  in  directing  every- 
body's attention  to  the  final  measure  of  suc- 
cess. Those  of  you  who  were  reared  on  a 
farm  will  recall  that  when  you  started  to  plow 
you  set  up  a  red  flag  as  a  standard  at  the  other 
end  of  the  field.  You  kept  your  eye  on  that. 
You  plowed  up  to  that.  Keeping  your  eye  on 
that,  you  made  a  straight  furrow.  Losing  sight 
of  that,  you  made  a  crooked  furrow.  Much  the 
same  idea  should  be  applied  in  business.  The 
budget  should  be  your  standard. 

♦Copyright,  1922,  by  G.  W.  Hafner. 


Recording  for  the 
Phonograph  Trade 

The  best  equipped  and  efficient 
— low  cost — laboratory  in  the 
industry. 

Our  success  in  recording  for 
some  prominent  makes  of 
records  assures  you  a  high-class 
product. 

A  visit  or  telephone  call  will 
give  you  the  details. 

Let  us  solve  your  technical 
problems. 

A.  J.  BAUM.  .  .  Manager 
ARTHUR  BERGH.  Musical  Director 
FRED  OCHS,  Recorder 

INDEPENDENT  RECORDING 
LABORATORY,  Inc. 

102-104  West  38th  Street        New  York 
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The  "Four  Hundred" 

now  share  their  favorite  dance  music  with 

The  "Four  Million" 


The  exclusive  "Four  Hundred"  of 
Society  have  unlimited  opportunities 
for  hearing  and  comparing  the  many 
splendid  orchestras  who  have  become 
famous  for  their  accomplished  playing 
of  modern  dance  music.  Of  all  these, 
discriminating  Society  seems  to  prefer, 
almost  unanimously,  the  unique 
arrangements,  perfect  tempo,  and  tech- 
nique of  Markels  Orchestra.  At  most 
of  the  smart  dances  of  the  "Four 
Hundred"  this  talented  organization  is 
the  first  choice  for  music. 

The  same  style  of  delightful  dance 
orchestrations  which  captivated  Society 
has  quickly  won  the  favor  and 
admiration  of  the  countless  dance 
lovers  throughout  the  land.  While 
the  "Four  Hundred"  and  the  "Four 
Million"  may  differ  widely  on  many 
other  subjects,  on  the  matter  of  dance 
music  both  have  agreed  unquestion- 
ably on  Markels  Orchestra.  The 
"Four  Hundred"  have  shown  their 
preference  for  Markels  at  their  private 
dances — the  "Four  Million"  have 
shown  theirs  at  the  stores  of  OKeh 
dealers  by  an  insistent  demand  for 
his  exclusive  OKeh  Records. 


Markels  Orchestra 

Records  Exclusively  for  OKeh 

In  presenting  Markels  records  to  his  customers,  every  OKeh 
dealer  has  the  confidence  that  comes  from  knowing  that  he  is 
giving  dance  music  that  is  favored  by  the  most  discriminating 
dancing  public  in  the  world.  He  knows  that  he  is  selling  the 
records  which,  in  quality  of  register,  are  the  best  dance  records 
on  the  market  today,  and  he  knows  that  the  exclusive  contract 
which  the  General  Phonograph  Corporation  has  with  Markels 
Orchestra  insures  continued  business  on  these  fast  selling 
numbers. 

Records 

The  Records  of  Quality 


Markels  Orchestra — "Society's 
Favorite" — has  signed  an  exclu- 
sive OKeh  contract  for  a  term  of 
years.  Four  or  more  nezv  num- 
bers ez'cry  month  are  played  by 
Markels  and  brought  out  on 
OKeh  Records. 


General  Phonograph 
Corporation 

OTTO  HEINEMAN.  President 
25  West  45th  St.        New  York 
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That  piano  sits  up  on  its  hind  legs,  begs,  rolls  over  and  jumps 
through  when  Frank  Westphal  records  A-3800.  "You  Tell  Em 
Ivories"  lets  the  whole  world  know  the  master-mind  of  piano- 
fiends  is  hereabouts.  And  he  proves  his  right  to  the  title  by 
"Coaxing  the  Piano,  '  on  the  reverse  of  this  record. 


COLUMBIA  GRAPHOPHONE  CO. 
New  York 


UKRAINIAN  CHORUS  IN  MEXICO 

Capacity  Audiences  Greet  Brunswick  Artists  in 
Series  of  Concerts  in  Mexico — Prominent 
Government  Officials  Hear  Folk  Songs 


CAROLA  CO.  OPENS  NEW  YORK  OFFICE      NEW  PLAN  FOR  HANDLING  REPAIRS 


J.  A.  Myrock  Will  Be  in  Charge — Cleveland 
Concern  Makes  Interesting  Exhibit  at  Toy 
Show — General  Manager  Schwartz  a  Visitor 


A.  H.  Dodin  Issues  Coupon  Books  for  the  Use 
of  Metropolitan  Retailers 


The  Ukrainian  National  Chorus,  exclusive 
Brunswick  artists,  enchanted  the  people  of 
Mexico  and  charmed  the  government  on  its 
recent  visit  to  that  country.  Max  RabinofF,  who 
introduced  the  Ukrainian  National   Chorus  to 


Immense  Crowds  Hear  Ukrainian  Chorus  in  Mexico 

the  American  continent,  is  just  back  from  Mex- 
ico, where  the  Brunswick  artists  sang,  under 
the  auspices  of  the  Mexican  government,  to 
crowded  houses  all  over  Mexico  for  two  months. 
The  illustration  above  is  typical  of  the  immense 
crowds  that  flocked  to  hear  the  talented  chorus. 
Pictured  here  is  a  crowd  of  32,600. 

The  President  and  his  cabinet  were  present 
at  nearly  every  one  of  the  twenty-three  con- 
certs presented  by  the  Ukrainians  in  Mexico 
City.  The  Brunswick  recorders  were  feted  and 
entertained  during  their  visit  as  no  other  mu- 
sical organization  has  been  in  the  past  and  the 
tour  was  an  outstanding  success. 


The  Carola  phonograph,  manufactured  by  the 
Carola  Co.,  Cleveland,  O.,  was  one  of  the  pop- 
ular exhibits  at  the  recent  toy  fair,  held  at  the 
Hotel  Imperial,  New  York.  This  instrument 
was  attractively  displayed  in  one  of  the  most 

desirable  sections 
of  the  toy  show, 
and  many  out-of- 
town  buyers 
evinced  keen  in- 
terest in  the  mu- 
sical qualities  of 
the  phonograph 
and  its  sales  pos- 
sibilities. In  ad- 
d  i  t  i  o  n  to  the 
standard  Carola 
model  there  was 
also  on  display 
the  new  Carola 
portable,  which  is 
meeting  with  ex- 
ceptional success. 
This  instrument, 
which  retails  at 
$20,  includes  in 
its  equipment  a 
ten-inch  record 
container,  f  u  1  1  - 
size  Carola  re- 
producer, regular 
Carola  motor  and 
weighs  about  fif- 
teen pounds.  Comments  of  the  many  interested 
visitors  to  the  Carola  Co.'s  exhibit  indicated  a 
growing  popularity  for  this  instrument. 

N.  I.  Schwartz,  general  manager  of  the  Carola 
Co.,  was  a  visitor  to  the  toy  show  the  early 
part  of  the  month  and  while  here  announced 
the  opening  of  the  company's  Eastern  office  at 
118  East  Twenty-eighth  street.  New  York.  This 
office  is  in  charge  of  J.  A.  Myrock  and  it  is 
expected  that  the  Eastern  headquarters  will 
prove  an  important  factor  in  the  development 
of  Carola  activities  in  this  section  of  the  coun- 
try. The  Chicago  office  is  now  located  at  1523 
I'eople's  Bank  Building,  30  North  Michigan 
Boulevard. 


Andrew  H.  Dodin,  well-known  talking  ma- 
chine repair  man  of  28  Sixth  avenue,  New  York, 
and  editor  of  the  Repair  Department  of  The 
Talking  Machine  World,  has  evolved  a  very 
successful  plan  calculated  to  relieve  the  dealer 
of  the  expense  and  trouble  connected  with  the 
handling  of  repair  jobs  for  his  custoiners. 

Under  the  plan  Mr.  Dodin  supplies  the  deal- 
ers on  his  list  with  books  of  coupons.  When 
the  customer  comes  in  with  a  repair  job  he  is 
given  a  coupon  and  advised  to  take  the  work 
direct  to  Mr.  Dodin  in  order  that  the  problem 
may  be  explained  in  detail.  The  slip  is  made 
out  with  the  name  of  the  customer  and  the 
signature  of  the  dealer,  and  credit  in  the  form 
of  commission  is  given  to  the  dealer  on  each 
repair  job. 

A  number  of  dealers  who  have  been  using 
the  coupons  for  some  time  past  are  quite  en- 
thusiastic over  them  and  find  that  the  system 
works  out  more  satisfactorily  to  both  them- 
selves and  the  customer. 


UNICO  EQUIPMENT  FOR  RADIO  DEPT. 

Philadelphia,  Pa.,  March  5. — Among  recent 
contracts  received  by  the  Unit  Construction  Co. 
was  one  for  the  construction  of  a  radio  broad- 
casting department  for  Lit  Bros.,  of  this  city. 
The  contract  was  received  on  February  14  and 
completed  on  February  26,  standard  Unico 
equipment,  which  is  ideally  adapted  for  the  pur- 
pose, being  used.  Unico  equipment  is  now  be- 
ing generally  used  for  radio  merchandising  and 
special  types  of  fixtures  have  been  developed  by 
the  Unit  Co.  which  are  adapted  for  both  radio 
and  musical  merchandise,  thus  serving  a  dual 
purpose.  Among  the  concerns  using  this 
equipment  are:  Gimbel  Bros.,  of  New  York  and 
Philadelphia;  The  Fair,  Chicago;  Leo.  J.  Mey- 
berg  Co.,  San  Francisco,  and  many  other  promi- 
nent concerns. 


The  man  whose  mind  is  centered  on  the  speed 
of  the  hour  hand  on  the  clock  to  the  detriment 
of  his  work  will  never  get  very  far  in  the 
business  world,  where  competition  is  keen.  He 
will  soon  be  replaced  by  a  better  and  more 
interested  worker. 


Never  forget  that  when  people  are  not  in- 
clined to  buy  advertising  will  pay  larger  divi- 
dends on  the  investment  than  when  these  same 
people  would  buy  anyway  because  of  better 
financial  condition.  No  merchant  can  afford  to 
cut  down  or  dispense  with  advertising  at  any 
time. 


COTTON  FLOCKS 


.  FOR. 


Record  Manufacturing 
THE  PECKHAM  MFG.  CO.,    wark.^n?  j. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Let    US    figure   on   your  requirements 

MADE  BY 

PLYWOOD  CORPORATION,     Goldsboro,  N.  C. 

Milli  in  Va.,  N.  C.  and  S.  C. 
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FINAL  HEARINGS  ON  EXPRESS  RATES 

Interstate  Commerce  Commission  to  Hold 
Hearings  on  Demand  for  Lower  Rates  and 
Better  Service  in  Washington  on  April  9 


Washington,  D.  C,  March  3. — Final  hearings 
in  the  matter  of  express  rates  will  be  held  be- 
fore the  examiners  of  the  Interstate  Commerce 
Commission  on  April  9.  Investigation  of  ex- 
press rates  was  inaugurated  early  in  the  Winter, 
following  complaints  filed  by  shippers  that, 
while  freight  rates  had  been  materially  reduced, 
express  rates  were  still  at  the  peak  level  reached 
during  the  war.  Preliminary  hearings  were  held 
in  Washington,  following  which  it  was  an- 
nounced that  hearings  would  be  held  in  the 
principal  express  centers  of  the  country.  These 
hearings  are  now  under  way  and  will  be  con- 
cluded with  the  one  in  Washington  in  April. 

At  the  preliminary  hearings  held  in  Wash- 
ington representatives  of  many  shippers  told 
the  examiners  that  they  were  not  so  anxious 
for  reduced  express  rates  as  they  were  for  bet- 


DIRECT  FACTORY  PRICE— JUST  MENTION  THE  QUANTITY 


MOTORS  CASTINGS 
TONE  ARMS  Grey  Iron 

REPRODUCERS     and  Brass  for 


TURNTABLES 
MOTOR  FRAMES 
TONE  ARMS 
HORNS  and  THROATS 


Direct  Quantity  Importations  On 


D.  R.  DOCTOROW 


Stylus  Bars 

Screw  Machine  Parts 

Talking  Machine  Hardware 

JEWEL  and  STEEL  (Bulk  or  Packed) 
PHONOGRAPH  NEEDLES 
GENUINE  RUBY  BENGAL  MICA 


Vanderbilt  Ave.  Bldg. 
SI  East  42nd  Street,  New  York 
Tel.  Vanderbilt  $462 
Murray  Hill  800 


ler  service,  including  uniform  pick-up  and  de- 
livery service  in  the  large  cities.  It  was  as- 
serted that  at  the  present  time  this  service  is 
afforded  in  some  cities  and  not  in  others.  They 
also  asked  that  the  Commission  order  improved 
service  and  quicker  transportation,  pointing  out 
that  these  two  were  essential. 

It  is  claimed  by  representatives  of  the  ex- 
press companies  that  instead  of  the  rates  being 


BANNER  50C  RECORDS 


IMPORTANT! 

Have  you  read  the  Story  of  the  Dealer 
Who  Sidestepped  the  50c.  Record? 

It  tells  of  two  phonograph  men.  One  used 
the  50c  record  to  draw  more  buyers  and 
create  new  profits.  And  the  other,  the  man 
who  "sidestepped"  this  progressive  step  in 
record  merchandising,  wondered  what 
force  steered  business  from  his  door. 

Write  for  the  story.  It  includes  facts,  fig- 
ures, and  full  details  on  BANNER  50c  REC- 
ORDS. It  tells  you  how  to  reach  out  into 
wider  sales,  greater  profits,  bigger  business! 

Your  name  and  address  on  the  coupon  will 
bring  you  a  free  pamphlet.    Clip  it  now! 


PLAZA  MUSIC  CO.  (Banner  Record  Div.) 

18  West  20th  Street  NEW  YORK 

Please  mail  me  your  free  pamphlet 

"THE  STORY  OF  THE  DEALER  WHO  SIDESTEPPED 
THE  FIFTY-CENT  RECORD" 

Name  

Address  

City   State  


lowered  they  should  be  increased,  an  applica- 
tion for  permission  to  increase  rates  being  filed 
with  the  Commission  by  the  American  Railway 
E.xpress  Co.  The  application  was  based  on  the 
fact  that  the  railroads  claim  to  be  taking  a  loss 
in  the  transportation  of  express  matter,  and  it 
was  asserted  that  during  the  first  six  months 
of  1922  it  was  necessary  for  the  express  com- 
panies to  pay  to  the  railroads  more  than  the 
sums  agreed  on  in  order  to  cover  the  alleged 
deficit. 


TIMELY  WINDOW  DISPLAY 

Milwaukee,  Wis.,  March  6.— The  Wisconsin 
News,  one  of  the  leading  newspapers  in  this 
State,  recently  featured  Columbia  products  to 
excellent  advantage  in  its  merchandising  win- 
dow.   This  display  attracted  considerable  atten- 


Columbia  Window  That  Attracted  Attention 

tion  and  Columbia  dealers  in  this  city  were 
quick  to  take  advantage  of  the  co-operation 
afforded  by  this  newspaper. 


BUSINESS  OPPORTUNITY  IN  JAPAN 

Washington,  D.  C,  March  2.— A  Japanese  con- 
cern desires  to  secure  the  agency  for  machinery 
and  instruments  for  voice  and  sound  reproduc- 
tion, such  as  microphones,  dictaphones,  acous- 
ticons  and  magnaphones;  wireless  telephone  ap- 
paratus and  materials;  talking  machines  and 
parts,  and  talking  machine  record  manufactur- 
ing materials  and  machinery,  according  to  a 
request  received  by  the  Bureau  of  Foreign  and 
Domestic  Commerce  here.  Quotations,  c.i.f. 
Nagoya  or  Kobe.  Terms:  Cash.  For  fur- 
ther information  communicate  with  the  Bureau 
or  any  of  its  district  offices,  referring  to  File 
No.  5517. 


INVISIBLE  HINGE  WELL  RECEIVED 

Detroit,  Mich.,  March  5.— The  Sherburne  Mfg. 
Co.,  of  this  city,  which  has  attained  considerable 
success  in  the  production  of  automatic  stops 
and  balance  lid  supports,  is  well  pleased  with 
the  enthusiastic  reception  accorded  its  latest 
product,  an  invisible  hinge.  The  company  has 
received  many  letters  of  praise  from  factory 
superintendents  who  are  using  the  new  hinge, 
and  many  of  these  letters  refer  particularly  to 
the  ease  of  installation  and  the  excellent  serv- 
ice that  the  hinge  is  rendering. 


The  salesman  who  can  base  his  reasons  for 
a  salary  increase  on  his  production  has  a  mighty 
good  chance  of  getting  it. 
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The  Meyer  Piano  Co.,  St.  Louis,  Mo.,  is  pro- 
moting good  will  with  its  customers  through 
the  medium  of  eight  questions  on  a  card  which 
is  mailed  to  all  customers  with  notices  of  pay- 
ment due.    The  questions  follow: 

1.  Is  your  phonograph  working  properly  and 
giving  you  the  results  expected? 

2.  Do  you  understand  it  thoroughly? 

3.  Are  you  getting  the  benefit  of  all  its  fea- 
tures? 

4.  Have  you  read  the  direction  book  sent  with 
the  phonograph? 

5.  Has  our  representative  called  on  you  since 
you  received  the  phonograph? 

6.  Can  we  be  of  any  further  assistance  to  you? 

7.  Do  you  know  of  anyone  else  who  might  be 
interested  in  our  phonographs? 

8.  Are  you  in  need  of  supplies? 

One  can  easily  imagine  how  this  evidence  of 
the  desire  to  serve  affects  customers  and  there 
can  be  no  doubt  that  misunderstandings  have 
been  eliminated  and  sales  have  resulted. 
Jg 

The  Anderson  Music  House,  of  Charles  City, 
la.,  has  inaugurated  monthly  concerts  to  which 
special  invitations  are  sent  to  patrons.  A  rule 
has  been  established  that  absolutely  no  sales 
will  be  made  on  the  evening  of  the  concerts, 
when  only  the  latest  record  releases  are  played. 
However,  orders  are  taken  then  for  delivery  the 
next  day.  This  rule  has  eradicated  any  ele- 
ment of  commercialism  which  might  mar  an 
event  of  this  character,  thus  nullifying  any  good 
which  might  result. 

Publicity  of  various  kinds  is,  of  course,  the 
dealer's  strongest  means  of  bringing  his  wares 
and  his  store  before  the  public.  In  this  connec- 
tion it  must  be  remembered  that  the  dealer 
who  can  make  his  store  so  well  known  that  as 
soon  as  anyone  in  his  community  thinks  of  pur- 
chasing a  talking  machine,  records,  accessories, 
etc.,  the  name  of  his  store  is  linked  thereto  as 
the  proper  place  of  making  the  purchase,  suc- 
cess is  practically  assured.  A  method  of  bring- 
ing the  store  to  public  attention  which,  while 
not  new,  is  very  effective  has  been  adopted  by 
Hickey's  Lyceum  Music  Store,  Ithaca,  N.  Y. 
A  small  booklet  has  been  prepared  which  has 
been  broadcasted  to  all  live  prospects.  The 
booklet  describes  the  policies  of  the  house  and 
contains  illustrations  of  various  parts  of  the 
interior,  talking  machine  department,  etc. 

A  certain  wide-awake  dealer  in  New  York 
has  reaped  substantial  profits  from  the  sale  of 
a  number  of  records  and  several  talking  ma- 
chines to  musicians,  music  teachers  and  their 
pupils  through  a  series  of  small  advertisements 
in  the  daily  papers  pointing  out  that  the  music 
of  the  masters  as  interpreted  by  the  foremost 
musicians  of  the  present  age  can  be  secured  on 
records  and  that  these  i-ecordings  are  of  in- 
calculable value  to  the  student  as  well  as  all 
musicians  because  of  the  pointers  which  can 
be  secured  by  listening  to  these  artists'  play- 
ing. It  is  always  the  "different"  thing  which 
attracts  attention  and  there  is  no  doubt  that, 
had  this  dealer  run  his  usual  advertising,  he 
would  never  have  secured  the  patronage  of  so 
many  of  this  class  of  customers. 

A  sign  placed  at  a  dangerous  railroad  cross- 
ing has  certainly  been  instrumental  in  attract- 
ing attention  to  fhe  West  Frankfort  House 
Furnishing  Co.,  of  St.  Louis,  Mo.,  which  oper- 
ates a  large  Victor  department.  It  bears  a 
skull  and  crossbones  and  the  following  illumi- 
nating legend:  "Drive  slowly  or  we  may  lose 
a  customer." 


REGAL  RECORD  DEMAND  GROWS 


H.  G.  Neu,  Sales  Manager  of  Regal  Record  Co., 
Sees  Bright  Future 


H.  G.  Neu,  sales  manager  of  the  Regal  Record 
Co.,  18  West  Twentieth  street, -New  York  City, 
in  a  recent  statement  to  a  representative  of  The 
World,  said:  "Despite  the  fact  that  February 
is  the  shortest  business  month  of  the  year,  the 
sales  of  Regal  records  showed  a  substantial  in- 
crease over  the  first  month  of  the  year."  He 
further  stated  that  every  indication  pointed  to 
continued  and  increased  activity  throughout  the 
present  year  in  the  demand  for  talking  machine 
records.  He  pointed  out  the  fact  that  the  gen- 
eral use  of  talking  machines  in  the  homes  of 
this  country  has  made  it  possible  for  the  record 
manufacturer  to  do  a  normal  business  in  all 
months.    While  it  is  true  that  in  sorrre  sections 


during  the  Summer  months,  this  is  largely  offset 
by  increased  Summer  business  in  other  sections, 
particularly  in  the  lake  regions.  The  company's 
optimism  is  based  on  facts  and  the  future  is 
very  bright  for  this  popular  line. 


POSTCARD  SERVICE  PRODUCES 

Ormes,  Inc.,  New  York,  Victor  wholesaler, 
is  receiving  splendid  results  on  the  campaign 
it  recently  introduced  whereby  the  company 
furnishes  its  dealers  with  "hit"  mailing  cards, 
featuring  special  releases  of  Victor  records  and 
other  popular  records  that  can  be  presented 
through  this  effective  medium  of  publicity. 
Many  dealers  have  enrolled  for  this  Ormes 
service  during  the  past  few  weeks,  and  what  is 
more  important  is  the  fact  that  they  have  ad- 
vised James  J.  Davin,  sales  manager  of  the 
company,  that  the  use  of  these  postal  cards  is 


of  the  country  demand  falls  off  considerably     producing  tangible  results. 


Ask  AUDAK  Users 

THEY  KNOW! 

Audak  demonstrates  records  to  more  customers  without 
enlarging  the  store ,  without  adding  new  booths  and  adding 
to  your  sales  force. 

Audak  increases  the  sales  capacity  without  increasing 
"overhead"  expense. 

Audak  personally  cJemonstrates  any 
record  without  confining  the  hearer  to 
a  booth  or  any  other  valuable  space  in 
your  store. 

Any  number  of  Audaks  may  be 
played  at  the  same  time  within  arm's 
length  of  each  other  without  interfer- 
ence between  them. 

No  more  waiting  for  booths;  no 
more  customers  walking  out  and  prom- 
ising to  return  later. 

Audaks  are  saving  thousands  of 
dollars  and  valuable  space  to  deal- 
ers opening,  altering  and  enlarging 
stores. 

There  is  a  responsible  jobber  in 
your  territory  who  will  demonstrate 
Audaks  to  you  because  he  knows 
they  do  sell  more  records. 

List  price,  $80 
Usual  trade  discounts 
Net  cost  to  dealer,  $48 


Record  Service,  With  Audak  X. 
Mounted  on  Table 


Audak  X,  Ready  for  Installation 


He  re  are  some  of  the  conspicuously 
successful  retail  talking  machine  concerns, 
each  of  whom  now  have  in  use  from 
two  to  forty-two  AUDAKS  in  their  estab- 
lishments : 

McCreery  &  Co.,  New  York  City 
Bloomingdale  Brothers,  New  York  City 
R.  H.  Macy  &  Co.,  New  York  City 
Frederick  Loeser  &  Co.,  Brooklyn,  N.  Y. 
Abraham  &  Straus,  Brooklyn,  N.  Y. 
Kaufman  s,  Pittsburgh,  Penna. 
Levin's  Victrola  Shop,  New  York  City 
Wm.  Taylor,  Son  &  Co.,  Cleveland,  Ohio 
Goldberg's  Music  Shop,  Passaic.  N.  J. 
Joseph  Home  Co.,  Pittsburgh,  Penna. 
Jordan  Marsh  Co.,  Boston,  Mass. 
Bamberger's,  Newark,  N.  J. 
Hahne  ^<  Co.,  Newark,  N.  J. 

And  others 


Some  jobbing  territory  s 

till 

open 

Dealers  write  for  name 

of 

your 

nearest  jobber 

Two  Styles  of  AUDAK  Available 
VI — Attachable    to    any  table-style 
cabinet 

X — Attachable  to  aay  cabinet  table 
or  counter 
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J^AEO  LIAN 

VOCALION 


i 


a- 


<iy7  Spring  Leader  for  1923 


Style  1640 — Late  XVII  Century  Flemish  Design 
Specifications  of  this  Classic  Style  No.  1640: 


Dimensions  —  Height.  35  inches; 
width,  35  inches;  depth,  22  inches. 

Finish — Mahogany  and  Walnut. 

Motor  —  Multiple  spring,  constant 
speed,  non-\'ibrating  and  mounted 
free  from  contact  with  resonating 
parts.  Equipped  with  speed  regula- 
tor. 


Vocalion  Automatic  Stop — Of  an  en- 
tirely novel  and  improved  type;  su- 
perior to  and  simpler  than  any  other 
on  the  market. 

Reproducer — The  Vocalion  Improved 
Sound  Box. 

Equipped  with  Graduola,  the  exclu- 
sive tone  control. 


This  Magnificent 
Style  No.  1640 
To  Retail  at 

nis 

TT  IS  Aeolian  ■  Made 
which  means  it's  musi- 
cally the  best.  Its  beau- 
tiful cabinet  design  is 
worthy  of  the  high  stan- 
dard of  the  Aeolian 
Company  who  first  intro- 
duced authentic  Period 
Phonographs.  <<c^<c<C<C< 


Write  for  Details 
on  Our  1923 
Proposition 


The  New  Vocalion  Line 
Includes:  Console  Period 
Models,  Standard  Period 
Styles  and  Conventional 


The  Aeolian  Company 

AEOLIAN  HALL  NEW  YORK 


-tiJ 
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VOCALION 

RED  RECORDS 


BEN.  BERNIE 


Encore! 

Again!  Again! 

npHIS  is  the  cry  when  Ben  Bernie  and  his  musical 
dozen  appear  on  the  Keith  Circuit. 

It  will  be  the  call  Vocalion  dealers  will  hear  again  and 
again  for  Ben  Bernie  Orchestra  numbers  recorded 
exclusively  for  VOCALION  RED  RECORDS. 

Don't  fail  to  order  this  record  which  introduces  Ben 
Bernie  to  phonograph  audiences,  with  the  two  best 
Fox  Trots  you  ever  heard  or  danced  to. 


No.  14494  f  My  Buddy  

10  inch    [  Flower  of  Araby . 


1  $.75 


VOCALION  RED  RECORDS  Play  on  All  Phonographs 


The  Aeolian  Company 


AEOLIAN  HALL 


NEW  YORK 


Distributors 

of  Vocalion  Red  Records 

MUSICAL  PRODUCTS  DISTR.  CO., 
37  E.  18th  St.,  New  York  City. 

WOODSIDE  VOCALION  CO., 
154  High  St.,  Portland,  Me. 

A.  C.  ERISMAN  CO., 

174  Tremont  St.,  Boston,  Mass. 

GIBSON-SNOW  CO., 

306  W.  Willow  St.,  Syracuse,  N.  Y. 

LINCOLN  BUSINESS  BUREAU, 
1011  Race  St.,  Philadelphia,  Pa. 

SONORA  DISTR.  CO., 

505  Liberty  Ave.,  Pittsburgh,  Pa. 

CLARK  MUSICAL  SALES  CO., 
324  N.  Howard  St.,  Baltimore,  Md. 

O.  J.  DEMOLL  &  CO., 

12th  and  G  Sts.,  N.  W.  Washington, 
D.  C. 

LIND  &  MARKS  CO., 

530  Bates  St.,  Detroit,  Mich. 

VOCALION  CO.  OF  CHICAGO, 
Distributors  of  Vocalions  and 
Vocalion  Records. 
529  S.  Wabash  Ave.,  Chicago,  III. 

VOCALION  CO.  OF  OHIO, 

328  W.  Superior  St.,  Cleveland,  O. 

LOUISVILLE  MUSIC  CO., 
529  S.  4th  St.,  Louisville,  Ky. 

THE  AEOLIAN  CO.  OF  MISSOURI, 
1004  Olive  St.,  St.  Louis,  Mo. 

HESSIG-ELLIS  DRUG  CO., 
Memphis,  Term. 

GUEST  PIANO  CO., 
Burlington,  la. 

D.  H.  HOLMES  CO., 
New  Orleans,  La. 

STONE  PIANO  CO., 
Fargo,  N.  D. 

STONE  PIAJNO  CO., 

826  Nicollet  Ave.,  Minneapolis, 
Minn. 

STREVELL-PATERSON  HARD- 
WARE CO., 
Salt  Lake  City,  Utah 

MOORE-BIRD  CO., 

1751  California  St.,  Denver,  Colo. 

MUNSON-RAYNER  CORP., 

643  S.  Olive  St.,  Los  Angeles,  Cal. 

THE  MAGNAVOX  CO., 

616  Mission  St.,  San  Francisco,  Cal. 
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A  nightingale  singing  in  a  Persian  garden — that's 
Tandy  Mackenzie  singing  "Ah,  Moon  of  My  Delight." 
The  lyric  tenor  voice  pours  forth  romantic  sentiment 
in  flowing,  graceful  phrases.  It  breathes  poetry,  the 
Rubaiyat,  Omar  Khayyam.    The  number  is  98043. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


BLINN  TALKS  ON  RAISING  THE  SALESMANSHIP  STANDARD 

Manager  of  Talking  Machine  Department  of  Baldwin  Co.,  in  Denver,  Believes  That  Successful 
Salesmanship  Depends  Upon  a  Constant  Study  of  the  Public  So  as  to  Make  a  Proper  Appeal 


One  of  the  outstanding  figures  in  the  talking 
machine  trade  in  Denver,  Colo.,  is  J.  H.  Bhnn, 
manager  of  the  talking  machine  department  of 
the  Baldwin  Piano  Co.  store  in  that  city,  which 
post  he  has  held  four  years  and  with  remark- 
able success.  A  native  of  Chicago,  Mr.  Blinn 
came  to  Colorado  in  1901  and  entered  the  talk- 
ing machine  business  in  1910  with  the  whole- 
sale Edison  phonograph  department  of  the  Den- 
ver Drygoods  Co.,  where  he  started  on  filling 
orders.  He  remained  with  that  company  for 
seven  years  and  rose  to  the  position  of  assistant 
manager  of  the  Edison  department,  wholesale 
and  retail.  Then  he  left  to  become  sales  man- 
ager of  the  Grafonola  Shop,  and  when  that  busi- 
ness was  sold  a  year  or  so  later  took  charge 
of  the  talking  machine  department  of  the  Bald- 
win Co. 

Since  he  has  been  with  the  Baldwin  Co.  the 
department  has  shown  a  substantial  increase 
each  year,  the  business  for  1922  being  25  per 
cent  over  that  for  the  year  preceding  and  the 
largest  in  the  history  of  the  department.  At 
the  present  time  the  business  has  actually  out- 
grown the  available  quarters. 

Mr.  Blinn  writes  all  his  own  advertising  copy 
for  circulars,  newspapers,  etc.,  and  also  ar- 
ranges his  own  window  displays,  which  have 
attracted  wide  attention.  Mr.  Blinn,  incidentally, 
is  a  regular  reader  of  The  Talking  Machine 
World  and  states  that  he  gets  many  ideas  from 
its  pages.  "I  read  it  from  cover  to  cover,"  he 
said,  "and  in  my  opinion  The  Talking  Machine 
World  is  the  most  complete  publication  of  its 
kind,  and  it  is  a  difficult  task  to  find  a  subject 
concerning  the  trade  that  has  not  been  dis- 
cussed in  its  columns." 

Mr.  Blinn  is  a  firm  believer  in  the  fact  that 
successful  salesmanship  depends  upon  a  con- 
stant study  of  the  public  in  order  that  a  proper 
and  understanding  appeal  may  be  made  to  the 
customer.    In  this  connection  he  says: 

"If  you  are  to  be  a  success  either  as  a  sales- 
man or  a  merchant  you  must  study  the  public 
constantly.  The  public  is  your  meal  ticket.  No 
plan  should  be  adopted  until  you  have  analyzed 
as  nearly  as  possible  what  the  public's  attitude 
is  going  to  be.  You  will  find  that,  while  your 
analysis  will  not  be  correct  in  every  detail,  yet 
it  will  bring  to  light  many  defects  in  your  plan. 
It  is  needless  to  say  that  the  more  perfect  a 
plan  can  be  made  before  being  submitted  to  the 


O  T  O  R  S 

Ready  for  Delivery 

Double  Springs;  plays  two  10-inch  Rec- 
ords; suitable  for  Portable  Phonographs. 
Sample,  $3.75.  Larger  motor  playing  two 
to  three  12-inch  Records;  suitable  for 
Phonograph  selling  for  $100.  Sample,  $5.75. 

874  Broadway 
N.  Y. 


MERMOD  &  CO. 


public  the  greater  the  success  is  bound  to  be. 

"You  may  say,  'What  has  this  to  do  with  a 
salesman?'  It  has  just  this:  Consider  the  pub- 
lic's definition  of  a  salesman.  I  think  you  will 
all  agree  with  me  that  a  salesman  appears  to 
the  average  individual  as  a  man  who  is  hired 
to   sell  any  merrhandi^f   rrs^ardless   of  value. 


J.  H.  Blinn 

He  will  take  advantage  of  you  whenever  the 
opportunity  permits  and  anything  he  says 
should  be  taken  with  a  'grain  of  salt.' 

Be  Fair  to  Customer 

"To  be  a  success  as  a  salesman  you  must 
first  prove  the  falseness  of  this  definition.  Prove 
to  the  customers  with  whom  you  come  in  con- 
tact, by  every  act  and  word  on  your  part,  that 
you  are  not  one  of  these  fire-eating  demons 
they  think  you  to  be.  This  is  easily  accom- 
plished if  you  are  an  easy  talker,  by  not  holding 
yourself  aloof  and  trying  to  drive  them  as  so 
many  sheep,  but  get  on  a  more  familiar  level 
by  reasoning  out  their  difficulties  for  them  and 
discussing  subjects  they  are  interested  in.  Let 
them  see  that  you  are  really  interested  in  them 
beyond  the  amount  of  the  instrument  you  are 
selling  them.  Try  to  be  a  real  friend.  Do  not 
tie  them  up  on  a  more  expensive  instrument 
than  they  can  pay  for.  Don't  take  advantage 
of  them  in  any  way. 

"You  will  think  you  could  get  by  with  it,  but 
the  few  extra  dollars  are  more  than  insignificant 
compared  to  the  customer's  good-will.  Then, 
too,  if  the  customer  can  see  where  you  could 
have  taken  advantage  of  him  and  didn't,  he 
knows  he  can  trust  you.  Do  not  lie  about  your 
merchandise  to  sell  it.  It  is  not  necessary  in 
the  first  place,  and  in  the  second  place  nothing 
will  destroy  confidence  more  quickly  when 
found  out.  Do  not  promise  them  anything  un- 
less you  can,  and  intend  to,  keep  your  promise. 
Nothing  will  destroy  their  confidence  in  you 
more  quickly  than  this  practice  and  you  must 


retain  a  customer's  confidence.  Make  your 
word  your  bond. 

"These  are  only  a  few  ways  in  which  you  will 
make  every  customer  a  friend,  both  for  your- 
self and  your  firm.  Your  worth  will  be  judged 
by  your  employer  by  this  quality  as  well  as  by 
your  sales  in  dollars  and  cents.  Then,  too,  every 
friend  you  make  is  like  every  deposit  you  make 
on  your  savings  account  at  the  bank.  It  is 
something  you  can  draw  upon  according  to  the 
amount  deposited.  Friends  are  constantly 
working  for  you. 

"I  have  only  set  up  a  skeleton;  you  may  build 
around  it  in  so  many  ways  that  it  would  be 
practically  impossible  for  any  one  individual 
to  cover  them  all.  Give  this  subject  thought, 
for  the  more  you  reason  it  out  the  more  its 
importance  will  emphasize  itself. 

"May  we  all  help  in  raising  the  standard  of 
salesmanship." 


C.  S.  Leonard  and  Worley  Jenkins  opened  a 
talking  machine  and  clothing  store  in  Hartford 
City,  Ind.,  on  March  1.    The  combined  business 

is  operated  in  one  establishment. 


Main-Springs 


For  any  Phonograph  Motor 


Best  Tempered  Steel 


Kach 

inch  X  10  feet  for  all  amall  motors  %  .SO 

10  "  "   Pathe,  Columbia,  Helneman  35 

10  "  "  ColomMa  40 

"    X  11  "  "  Columbia  with  hook*  50 

J  13  .«  *,  Victor,  old  style  45 

X  15  "  "  Tlctor,  new  atyle  60 

%          X  18  "  "  Vlrtor,  new  or  old  style  70 

«•    J  22  "  "   Heioeman    and    Pathe  45 

"    X  10  "         Saal.  Silvertone,  Krasbere  45 

"     I  IS  "  "   Saal,  Silvertone,  Brunswick  50 

*•     z  16  "  "   Sonora,  Brunswick,  Saal  60 

3/16  "  I  18  "  "   Helneman  and  Pathe  75 

%    "    X  25  "  "  Bdlson  Dlsn    1.50 

SAPPHIRES— GENUINE 
Pathe,  very  loud  tone,  each  l5o.  100  Iota  $11.00. 
E^iison  Loud-tone,  each  15c;  in  100  lota,  $11.50. 

TONE-ARMS 

Hie  Ter7  best,  loud  and  clear,  throw-bank  $4.50 

With  large  reprodurer,   very   loud.   Universal  4.00 

With  smaller  reyrodu^^er,  but  loud  and  clear  S.50 

PHCmbGRAPH  NEEDLES 
We  can  give  you  best  price  on  BrlUiantone,  Magnedo,  Wall- 
Kaoe,  Tonofone,  Nupolnt,  Gilt  Sdc«,  Ineaa  and  YelrttoDa 

Needles. 

ORDER  RIGHT  FROM  THIS  AD 
Send  for  price  list  of  other  repair  parts  and  motors. 
Terms — F.   O.   B.   St.   Louis.   Mo.     Send  enough  to  rom 
postage  or  goods  will  be  shipped  by  express. 

The  VaFs  Accessory  House 

1000-1002  Pine  St. 


St.  Louis.  Mo. 
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The  Phonograph  of 

Distinctive  Features 

•^fce  Cheney 


brown  < 
with  over  lay  of  walnut,  43?4 
inches  high,  with  top  21  x 
22^i  inches.  Equipped  with 
gold-plated   metal  parts,  automatic  stop, 
steel  and  jewel  needles,  two  reproducers, 
counterbalance  cover  supports,  and  eight 
albums. 

Retail  price,  $200 

Exist  of  the  Rockies 


An   Early    English  period 
design  in  deep,  rich  oak.  with 
walnut  applique,  42^3  inches 
high,  with  top   20'^  by  21 
inches.  Equipped  with  nick- 
eled  metal   parts,  automatic 
stop,  counterbalance  cover  supports,  steel 
and  jewel  needles,  two  reproducers, shelves 
for  records,  and  compartment  for  album. 

Retail  price,  $150 

Ea-i'  of  ihc  Rockies 


The  most  perfect  music- 


reprodi 


ucmg 


instrument  made 


Any  salesman  who  has  met  The  Cheney  in  competition 
will  vouch  for  the  fact  that  its  features  are  far  more  than 
selling  points.  Phonograph  against  phonograph,  value  against 
value,  The  Cheney  is  more  than  a  match  for  any  other. 

Consider  these  five  great  features: 

X  An  acoustic  system  that  develops  and  restores  the 
original  tone  from  the  record. 

2  Practical  elimination  of  needle  scratch. 

3  A  violin  resonator  which  makes  Cheney  tones 
grow  sweeter  with  age. 

4  Designs  which  set  the  standard  in  the  industry  for 
elegant  simplicity. 

5  Cabinet  workmanship  which  bears  the  imprint  of 
craftsmanship. 

Cheney  dealers  find  their  trade  constantly  increasing — and  they  have 
behind  them  the  assurance  of  sales  policies  which  are  eminently  fair 
and  permanent.  The  Cheney  franchise  is  growing  increasingly  valuable. 

Two  of  our  most  popular  models 

Note  particularly  the  two-tone  finish  of  The  Oxford 
and  The  Westminster.  Two-tone  furniture  is  so  pop- 
ular this  season  that  these  models  have  proved  excep- 
tional sellers. 

The  prices  are  hardly  short  of  sensational.  With 
these  models  you  can  advertise,  and  you  can  deliver,  a 
rarely  artistic  musical  instrument  famous  for  its  tone — 
which  cannot  be  duplicated — at  the  price  of  an  ordinary 
phonograph. 

Asl^  us  for  detailed  description  of  these 
models  and  prices 


THE  CHENEY  TALKING  MACHINE  COMPANY 

DISTRIBUTORS 


CHICAGO 


CHENEY  PHONOGRAPH  SALES  CO. 
1965  E.  66th  St.  Cleveland.  O. 
806  Pennsylvania  Ave.,  Pittsburgh 
Ohio,  W.  Va.,  Western  Pa. 


CHENEY  SALES  CORPORATION 
1107  Broadway,  New  York  City 
Oreater  Neiv  York,  Western  Conn., 
Neu*  Jersey 


CHENEY  SALES  CORPORATION,  1 105  Chestnut  St.,  PhiladelphiH 
Eastern  Pa.,  Del.,  Md.,  Washingtonf  D.  C. 


CHENEY  SALES  COMPANY 
Brandeis  Bldg.,  Omaha 
Iowa,  Nebr.,  Colo.,  Wyo. 


EDW.  G.  HOCH  &.  CO. 
27-29  Fourth  St.  N.,  Minneapolis 
Minn.,  N.  D.,  S.  D.,  Northern  Wis.,  Mont. 


RIDDLE  PHONOGRAPH  CO.,  1205  Elm  St.,  Dallas,  Tex. 

Texas,  Southern  Okla. 


ROLYAT  DISTRIBUTING  CO. 
Provo.  Utah 
Utah,  Southern  Idaho 


CHENEY  PHONOGRAPH  CO. 
212  Selling  Bldg.,  Portland 
Washington  and  Oregon 


MUNSON-RAYNER  CORP.,  643  S.  Olive  St.,  Los  Angeles 
California,  Western  Net'.,  Ariz. 

All  territory  not  listed  above  is  handled  direct  by  the  Cheney  Tallying  Machine  Company,  Chicago 
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REPAIRS 

TALKING  MACHINE  TROUBLES  AND 
HOW  TO  REMEDY  THEM 


Cdiiduitcd  by  Andrciv  H.  Dodiii 


ADJUSTING  THE  REPRODUCER 


"Andrew  H.  Dodin, 

"Care  The  Talking  Machine  World. 

"Dear  Sir: — Being  subscribers  to  The  Talk- 
ing Machine  World  we  have  often  noticed  your 
helpful  advice  regarding  repairs  and  would  like 
to  know  if  you  can  give  us  the  information 
outlined  below. 

"We  refer  to  the  technique,  if  such  there  is, 
of  adjusting  the  reproducer  of  a  machine  to 
overcome  certain  minor  defects  in  tone  quality. 
Of  course,  due  to  long  use,  abuse  or  defective 
mica  we  presume  there  are  some  cases  such 
as  of  pronounced  blasting  that  require  installa- 
tion of  new  mica,  but  would  think  minor  de- 
fects could  be  overcome  by  some  adjustment. 
We  have  noticed  three  types  of  defects:  Blasting 
upon  rendition  of  certain  tones  of  low  pitch  and 
large  volume  such  as  found  in  Caruso  and  cer- 
tain band  records;  a  "fuzzy"  sound,  similar  to 
blasting,  but  more  of  a  lack  of  clarity,  upon 
rendition  of  tones  of  the  highest  register  such 
as  found  in  Galli-Curci  operatic  records  or  whis- 
tling records:  a  harmonic  or  sympathetic 
vibration  of  the  diaphragm  with  low-pitched 
notes,  not  in  the  nature  of  a  buzz  or  blast,  but 
having  the  effect  of  reinforcing  the  particular 
harmonic  whenever  said  tone  occurs  in  the  rec- 
ord to  the  point  of  shrillness,  but  repoducing 
perfectly  all  tones  of  any  other  pitch.  We  have 
not  noticed  any  reproducers  which  exhibit  more 
than  one  of  these  types  of  defects  at  the  same 
time.  Same  cannot  be  attributed  to  the  tone  arm 
or  chamber. 

"We  would  like  to  know  the  effect,  if  any, 
upon  all  or  one  of  these  types  by  the  adjustment 
of  the  stylus  bar  adjustment,  looser  or  tighter 
tension,  or  by  adjustment  of  the  gaskets  about 
diaphragm.  Although  it  would  not  apply  in  this 
case,  gaskets  being  new,  what  is  the  effect  of 
old  hardened  diaphragm  gaskets  upon  tone  in 
general  ? 

"The  reproducers  concerned  use  the  coil- 
spring  type  of  stylus  bar  tension,  bearing  on 
two  needle  points. 


"While  we  realize  that  care  and  some  skill 
are  necessary  in  attempting  repairs  of  this  na- 
ture, we  should  like  to  find  out  some  means  of 
repairing  besides  having  new  mica  installed  by 
the  factory,  and  would  greatly  appreciate  any 
advice  on  the  subject.    Respectfully  yours, 

"P.  Miller." 

Answer:  In  order  to  make  proper  adjust- 
ments to  a  sound  box  the  best  method  to  em- 
ploy probably  is  the  application  of  a  thorougii 
knowledge  of  its  component  parts  in  relation 
to  one  another. 

There  is  a  difference  in  tojie,  both  in  volume 
and  quality,  in  almost  any  two  sound  boxes  you 
chance  to  play.  The  tone  obtained,  after  as- 
sembling the  various  parts  into  a  completed 
sound  box,  is  derived,  not  merely  from  guess- 
work, but  is  the  result  of  careful  study  and 
e.xperiment  as  to  the  size,  weight  and  materials 
used  for  the  different  parts. 

The  tone  of  the  sound  box  depends  chiefly  on 
the  material  used  for  the  diaphragm.  Almost 
every  known  substance  has  been  tried,  but  mica 
seems  to  be  the  final  acceptance  of  all  experi- 
menters. Mica  used  for  diaphragms  must  be 
of  the  very  best  quality  obtainable  and  of  a 
certain  thickness,  determined  by  its  diameter. 

The  size  of  a  diaphragm  is  limited,  for  as  you 
increase  the  diameter  you  must  also  increase 
the  length  of  the  needle  bar,  and  when  the  dis- 
tance from  the  fulcrum  point  to  the  diaphragm 
center  is  changed  you  must  also  change,  in 
proportion,  the  distance  from  the  fulcrum  point 
to  the  needle  point.  With  any  change  of  length 
of  the  needle  bar  must  also  be  considered  the 
necessary  change  in  the  tension  applied  to  the 
needle  bar.  Other  points  which  must  be  con- 
sidered are  the  space  betv\een  the  diaphragm 
and  the  back  of  the  sound  box  frame,  and  the 
I  diameter  of  the  connection  with  the  tone  arm, 
which  vary  in  different  sound  boxes. 

Theoretically,  all  any  diaphragm  does  is  to 
convert,  by  causing  a  series  of  compressions 
and  decompressions,  the  mechanical  vibrations 
of  the  needle  bar  to  air  waves. 

Practically,  the  diaphragm  superimposes  upon 
these  air  waves  its  own  inherent  resonant  quali- 
ties, with  the  familiar  resultants,  tone  modifica- 
tions and  false  harmonics.  This  accounts  for 
the  tonal  differences  between  mica,  aluminum, 
fibre  and  other  materials. 

The  mechanical  vibrations  set  up  at  the  cen- 
ter of  any  diaphragm  tend  to  radiate  in  circles 
to  the  edge.    This  has  been  recognized  by  many 


inventors  who  have  endeavored  to  do  away 
with  this  objectionable  feature  by  one  method 
or  another,  mostly  by  making  rings  or  fluting 
in  metal  diaphragms  to  break  the  radial  pas- 
sage of  these  waves. 

■  In  themselves  these  circular  radiations  are 
comparatively  unimportant  in  the  transmission 
of  tones  of  ordinary  magnitude,  yet  they  destroy 
to  a  great  extent  the  more  delicate  overtones 
on  which  we  depend  for  musical  quality  and 
tonal  recognizability. 

The  natural  periodicity  or  point  of  resonance 
of  any  diaphragm  depends  upon  its  structure, 
size  and  thickness,  the  usual  point  being  about 
900  cycles  per  second,  which  is  well  within  the 
range  of  those  frequencies  used  vocally.  It  is 
readily  seen,  therefore,  that  when  a  note  that 
is  approximately  of  the  same  resonance  point  as 
a  diaphragm  is  thrown  mechanically  on  that 
diaphragm  there  is  undue  distortion  and  blast. 

The  ideal  diaphragm  must  be  one  that  has  a 
point  of  resonance  above  that  of  vocal  and  in- 
strumental vibrations.  It  must  possess  the  nec- 
essary resilience  to  transforrfi  the  delicate  over- 
tones without  distortion,  at  the  same  time  stiff 
enough  to  carry  the  loudest  tones  without  over- 
vibration. 

It  is  presumed  that  the  manufacturer  has 
taken  these  facts  into  consideration  before  mak- 
ing his  product,  so  that  when  the  sound  box 
reaches  your  hands  there  is  nothing  that  can 
be  done  with  it,  aside  from  changing  the  ten- 
sion. The  parts  being  right,  these  are  the  fol- 
lowing causes  for  blasts:  Gaskets  not  resilient 
enough,  diaphragm  touches  the  frame  of  the 
box,  or  needle  bar  not  properly  tensioned.  You 
can  find,  by  testing,  the  best  tension  to  apply 
to  the  particular  sound  box  you  have  in  hand, 
and  you  will  find  that  there  can  be  no  set  rule 
which  will  apply  to  all  sound  boxes. — A.  H. 
Dodin. 


VICTOR  RECORDS  FOR  EASTER 


Coincident  with  the  beginning  of  Lent  the 
Victor  Talking  Machine  Co.  issued  a  very  in- 
teresting list  of  records  of  hymns  and  sacred 
music  particularly  fitting  in  the  observance  of 
Easter,  and  announced  that  a  special  four-page 
circular  featuring  the  dozen  or  more  records 
would  be  available  to  the  trade. 


Courteous  treatment  of  complainants  builds 
good  will. 


— !•  1^ 

1 — m 

1  50   blue  thru  and  thru  vhenfheleavre come  a  lum -ble-in^  down  from  the  trees. 

The  Bi^  Boston  Fox  Trot  Hit 

When  The  Leaves 


ComeTunibliii^Dpwii 


HEAR  IT  NOW! 
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Pathe  The  World  Over 


Make  Money  Selling 
Pathe  Actuelle  Needle- 
Cut  Records 

Turn  your  stock  over  eighteen 
times  a  year  and  have  your 
money  in  your  cash  dravi'er  in- 
stead of  on  the  shelf  at  the  end 
of  twelve  months. 

Others  are  doing  it,  why  not 
you?  Fill  in  the  coupon  below 
and  mail  it  to  us. 

We  have  preserved  dealers' 
profit  for  him. 

You  can  sell  two  records  easier 
than  one  on  the  55c  each,  two 
for  $1.00  basis  (59c  each,  two 
for  $1.15  in  far  west)  and  cut 
your  overhead  in  half. 


RECORDS 


Please  send  me  100  of  your 
latest  records  —  10  selec- 
tions, 10  of  each  number, 
price  30  cents  each  net 
to  us. 

CHECK 

. . .  Dance 

. . .  Vocal 

. . .  Instrumental 

. . .  Operatic 

. .  .German 

. .  .Italian 


Signed 


The  Radio  Business 
Has  Come  to  Stay 

The  way  to  get  in  it,  safely  and 
slowly  and  to  learn  it,  is  to 
start  with  a  few  items  that 
everybody  wants.  Use  the 
coupon  below  and  we  will  send 
you  pamphlets  showing  the 
Pathe  Loud  Speaker,  Vari- 
ometer, Coupler  and  Dials. 

DEALERS 

Clip  Coupon  and  Mail  To  Us 


RADIO 

Please  send  me  pamphlet 
showing  cuts  of  the  Pathe 
Loud  Speaker  and  othfr 
radio  parts. 


Signed 


Pathe  Phonograph  &  Radio  Corp.^ 


10-34  GRAND  AVENUE 
BROOKLYN,  N.  Y. 
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he  WaltxSGn^agjjn  for  l;^2.3j 


Watch 
this  JBaby 


V. 


POSTCARD  MESSAGES  BRING  SALES        CHECKING  BAD  BILLS  IN  OREGON      DEALERS  CO  OPERATE  WITH  ARTISTS 


Manager  Blinn,  of  Talking  Machine  Depart- 
ment of  Baldwin  Piano  Co.,  Gets  Excellent 
Results  From  Hand-written  Messages  to 
Prospects — Unique  Form  of  Publicity 


Music   Trades'   Association   Gets   Results  by 
Keeping  Close  Watch  on  Legislature 


Different  talking  machine  dealers  have  various 
ideas  regarding  ways  and  means  for  bringing 
new  records  to  the  attention  of  the  customers 
and  prospects  on  their  lists,  and  there  are  sev- 
eral plans  ihat  have  worked  out  very  success- 
fully. 

J.  H.  Blinn,  manager  of  the  talking  machine 
department  of  the  Baldwin  Piano  Co.,  Denver, 


Hand-written  Postcard  Appeal  to  Customers 

Colo.,  has  realized  particularly  satisfying  results 
from  hand-written  postcards  sent  to  customers 
and  prospects.  The  postcards,  the  ordinary 
type  of  one-cent  card  purchased  at  the  post- 
office,  are  run  through  a  mimeograph  and  the 
result  is  a  reproduction  of  an  ordinary  hand- 
written card  sufficiently  accurate  to  deceive  the 
ordinary  reader. 

The  cards  are  all  addressed  by  hand  and  the 
result  is  that  the  recipient  at  first  glance  be- 
lieves that  the  message  is  a  personal  one  from 
a  friend.  The  accompanying  reproduction  gives 
some  idea  of  the  text  used  on  the  cards.  The 
significant  part  is  that  the  direct  results  have 
been  excellent  and  have  developed  more  actual 
record  sales  than  any  form  of  publicity  tried  by 
the  house. 


Portland,  Ore.,  March  5.— The  wisdom  of  the 
officers  of  the  Oregon  Music  Trades'  Asso- 
ciation in  keeping  in  touch  with  the  activities 
of  the  State  Legislature  has  been  emphasized 
on  several  occasions  recently  in  connection  with 
the  introduction  of  bills  calculated  to  work  to 
the  disadvantage  of  music  dealers.  In  every  case 
where  protest  was  made  the  Association  suc- 
ceeded in  convincing  the  Legislature  of  the 
bad  features  of  the  bill  and  in  having  them 
killed. 

An  especially  vicious  measure  was  known  as 
House  Bill  51,  which  makes  it  compulsory  for 
the  dealers  to  file  with  the  County  Clerk  every 
contract  of  conditional  sales  within  ten  days 
after  it  had  been  executed,  and  if  the  security 
was  transferred  to  another  county  a  certified 
copy  of  the  original  contract  was  to  be  filed. 
The  bill  also  provided  for  filing  fees  in  each 
case. 

The  most  objectionable  feature  of  the  bill  was 
that  it  would  have  compelled  the  dealers  to  file 
all  of  their  time  contracts,  and  thus  to  make 
public  the  private  affairs  of  their  customers. 


Pittsburgh  Columbia  Dealers  Feature  Artists' 
Appearances  to  Advantage — Theatre  Lobby 
Displays  Stimulate  Sales  of  Records 


Pittsburgh,  Pa.,  March  6.— Columbia  artists 
who  have  been  appearing  in  Pittsburgh  territory 
have  been  receiving  valuable  assistance  from 
the  local  Columbia  dealers  and  the  Pittsburgh 
branch  of  the  Columbia  Co.  through  the  medium 
of  window  displays  and  other  forms  of  publicity. 
Recently  eight  downtown  dealers  appropriately 
arranged  their  store  windows  in  order  to  pre- 


SWANSON  SALES  MANAGER  ON  TRIP 


STORE  ENLARGEMENT  NECESSARY 


Everett  M.  Runyon,  sales  manager  of  the 
Swanson  Portable  Phonograph  Distributors, 
manufacturer  of  the  Swanson  portable  phono- 
graph, was  a  recent  visitor  to  New  York  in  the 
course  of  an  extensive  sales  trip  which  calls  for 
a  visit  to  practically  every  important  trade 
center  in  the  country.  In  a  chat  with  The 
World  Mr.  Runyon  stated  that  the  Swanson 
portable  was  being  accorded  an  enthusiastic  re- 
ception everywhere,  and  that  a  number  of  im- 
portant jobbing  deals  had  been  closed  which 
would  be  announced  in  the  near  future.  After 
leaving  New  York  Mr.  Runyon's  itinerary 
called  for  a  trip  through  New  England  with  a 
visit  to  all  of  the  leading  cities  in  the  North 
and  West  before  returning  to  Los  Angeles. 


Educating  the  Public  in  Smoky  City 

sent  exclusive  Columbia  features  and  give 
timely  publicity  to  Columbia  New  Process 
records. 

Schedule  appearances  of  such  well-known  Co- 
lumbia artists  as  Al  Jolson,  Van  and  Schenck, 
Frank  Crumit,  Ruth  Roye  and  Blossom  Seeley 
were  actively  played  up  by  streamers  placed 
on  all  Pittsburgh  branch  trucks.  These  stream- 
ers called  attention  to  the  date  and  place  of 
the  artists'  appearances  and  gave  a  list  of  late 
records  they  had  recorded.  Lobby  displays 
were  presented  in  the  Alvin,  Pitt  and  Davis 
Theatres,  these  displays  proving  important 
factors  as  a  stimulant  to  record  sales,  as  well 
as  valuable  publicity. 


The  M.  O'Ncil  Co.,  furniture  and  talking  ma- 
chine dealer,  of  Akron,  O.,  has  enjoyed  such 
an  increase  in  business  that  general  expansion 
has  become  necessary.  The  talking  machine  de- 
partment already  has  been  enlarged  by  one- 
third,  according  to  Miss  Elsie  Baer,  head  of  that 
section  of  the  business.  The  aggressive  mer- 
chandising policies  of  this  concern  have  been  in- 
strumental in  its  rapid  growth. 


TWO  NEW  VICTOR  RECORD  HANGERS 

The  Victor  Talking  Machine  Co.  has  recently 
issued  for  the  use  of  dealers  two  attractive 
hangers,  one  devoted  to  an  extensive  and  well- 
selected  list  of  Easter  music  in  Victor  record 
form,  and  the  other  to  a  list  of  instrumental 
novelties,  including  a  number  of  selections  of 
foreign  flavor  and  of  unusual  interest. 


GOGGAN  PURCHASES  NEW  SITE 

San  Antonio,  Tex.,  March  5. — The  Thomas 
Goggan  Bros.  Co.,  of  this  city,  has  purchased 
the  property  corner  of  Avenue  C  and  Travis 
street,  the  consideration  being  $160,000.  The 
company  has  not  as  yet  announced  its  plans 
for  the  improvement  of  the  site.  Several  months 
ago  it  vacated  the  three-story  building  formerly 
occupied  by  it  on  Houston  and  Navarro  streets 
and  since  that  time  it  has  been  located  on  the 
Alamo  Plaza. 


-o- 


Home   SWeet  Home,      "Well    call  it  Jour-neys  End, 

JDUBNEYSEND 


TheBigSongHit 

Up  She  Goes. 
"BiEBiGSHawHiT 


THENEW  ALICE  BLUE  GOWN  tj'lKe  sameWriters- 


"^m  carit^owi'on^ 


Music  by  Harry  Tierney 
Lyrics  by  Joseph  McCarthy 
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UTTL&  TOTS'  NURS&Ry  TUN&S 

SONGS,  GAMES.  STOR.IES  —  ON  RECORDS 


And 

for  juvenile  records 

LITTLE  TOTS' ^^u^£\Y 
are  best! 

They  are  the  only  juvenile 
record  outfits  sold  in  loose 
leaf  pockets  and  loose  leaf 
books! 

They  are  the  largest  juve- 
nile record  made — 7-inch, 
double-faced — a  $2  value 
for  $1. 


Album  contains  three  double-faced,  7-inch 
records  (six  selections  in  all).  With  each 
record  is  furnished  a  set  of  two  beautifully 
colored  cards,  illustrating  the  song  and 
giving  the  story  of  the  selection.  Separate 
records  in  loose  leaf  pockets  are  made  to 
fit  the  album.  These  are  also  fitted  with  a 
set  of  illustrations  and  stories.  Retail 
price  25c  per  record. 


And  now!— 

Juvenile  Records 
In  loose  leaf  form! 

The  loose  leaf  feature  will  bring  you 
a  continual  stream  of  profits  through 
additional  sales! 

THE  ordinary  child's  record  outfit  is  sold  in  bound 
books,  making  it  impossible  to  replace  old  or  add 
new  titles.  LITTLE  TOTS'  NURSERY  TUNES 
are  sold  in  loose  leaf  books  and  individual  loose 
leaf  pockets.  They  make  possible  a  greatly  widened 
sale  in  juvenile  records.  After  the  purchase  of  the 
first  album,  people  will  readily  buy  individual  records 
if  they  are  in  loose  leaf  form.  They  prefer  buying 
single  records  at  25c  each  to  spending  a  dollar  or 
more  for  a  complete  new  album. 

And  too,  LITTLE  TOTS'  NURSERY  TUNES 
possess  other  exclusive  and  important  advantages 
that  give  them  a  distinct  supremacy  in  the  juvenile 
record  field.  LITTLE  TOTS'  NURSERY  TUNES 
are  the  largest  child's  records  made.  They  are 
7  inch  double  faced  with  a  playing  time  of  approxi- 
mately four  minutes.  Each  set  contains  three  rec- 
ords in  a  new  unique  packing. — A  $2  value  for  $1. 

In  every  way  the  LITTLE  TOTS'  product  deserves 
your  attention.  It  will  bring  you  not  just  one  long 
margin  of  profit,  but  that  long  margin  repeated  day 
in  and  day  out,  month  after  month,  year  after  year. 


An  excellent  proposition  offered 
to  jobbers.    Write  us  today. 


Single  Records 
(In  Loose  Leaf 
Pocket)  25c. 


REGAL  RECORD  CO. 

Manufacturers  of 

LITTLE  TOTS' 

20  West  20th  Street,       New  York 


Clip  this  coupon  and  mail  it  today! 

REGAL  RECORD  COMPANY 
20  West  20th  Street,  New  York 

Please  send  us  full  details  on  the  "LITTLE 
TOTS'  NURSERY  TUNES"  proposition. 

Name   

Address  

City    State   

Jobber    □  Dealer  □ 
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PERMANENT  BODY  FORMED  FOR  NEW  YORK'S  MUSIC  WEEK 

New  York  Music  Week  Association,  Inc.,  Incorporated,  With  Otto  H.  Kahn  as  Honorary  Presi- 
dent, to  Handle  Event  Inaugurated  by  National  Bureau  for  Music  Advancement 


New  York's  annual  Music  Week,  which  was 
launched  by  the  National  Bureau  for  the  Ad- 
vancement of  Music  three  years  ago,  has  now 
been  put  on  a  permanent  basis  by  the  formation 
of  the  New  York  Music  Week  Association,  Inc., 
through  the  efforts  of  Miss  Isabel  Lowden,  who 
has  worked  with  C.  M.  Tremaine  in  organizing 
the  observance  for  the  past  two  years.  The  in- 
corporation has  already  taken  place,  the  incor- 
porators being  Felix  Warburg,  of  the  great 
banking  firm  of  Kuhn,  Loeb  &  Co.;  George 
Cromwell,  for  many  years  president  of  the  Bor- 
ough of  Richmond  and  later  State  Senator  from 
Richmond;  Ray  Palmer,  president  of  the  Queens 
Chamber  of  Commerce;  Morgan  J.  O'Brien,  Jr.; 
Thomas  L.  Teeming,  president  of  the  Brooklyn 
Academy  of  Music,  and  Albert  Goldman,  presi- 
dent of  the  Bronx  Board  of  Trade.  The  board 
of  directors  includes  most  of  those  just  named, 
also  Paul  T.  Cravath,  lawyer  of  international 
reputation;  Dr.  E.  A.  Noble,  executive  head  of 
the  Juilliard  Foundation:  W.  Rodman  Fay,  of 
the  firm  of  G.  Schirmer;  Martin  Conboy  and 
Miss  Lowden. 

Otto  H.  Kahn,  the  honorary  chairman  of  New 
York's  Music  Week  for  the  past  three  years,  is 
honorary  president  of  the  new  organization 
and  is  giving  it  generous  financial  support. 
There  is  also  every  indication  that  many  of  the 
important  interests  and  patrons  of  art  in  the  city 
will  put  their  power  behind  the  movement. 
Financial  support  has  been  given  by  the  Juil- 


INSTALL  NEW  RADIO  TRANSMITTER 


Exact  Reproduction  a  Feature  of  Device  Which 
Has  Replaced  Microphone  at  Station  KDKA, 
Pittsburgh,  Pa. — An  Important  Contribution 


A  new  radio  transmitter  has  replaced  the 
microphone  at  Station  KDKA,  Pittsburgh,  and 
will  eventually  be  installed  in  the  radio  studios 
of  all  Westinghouse  broadcasting  stations.  This 
transmitter  makes  possible  the  broadcasting  of 
music  and  sounds  exactly  as  produced.  The 
basis  of  the  invention  is  the  elimination  of  the 
diaphragm,  a  thin  disc  of  metal  or  other  sub- 
stance which  vibrates  when  sound  waves  strike 
it.  A  diaphragm  is  used  in  most  transmitters 
in  practical  service  at  the  present  time.  How- 
ever, no  diaphragm  is  capable  of  vibrating  per- 
fectly within  the  entire  range  of  audible  sound. 
This  is  why  the  highest  notes  of  the  piano  by 
radio  have  in  many  cases  sounded  like  a  series 
of  clicks  and  the  bass  notes  as  a  roar.  In  the 
new  transmitter  a  minute  electrical  discharge 
takes  the  place  of  the  vibrating  diaphragm. 
The  discharge  flows  between  two  points,  sep- 
arated by  a  fraction  of  an  inch.  It  is  affected 
by  sound  waves  just  like  the  diaphragm,  but 
being  non-material  and  having  no  perceptible 
inertia,  it  responds   equally  well  to  all  sound 


Hard  Foundation  and  promised  by  the  Rocke- 
feller Foundation. 

The  Association's  permanent  headquarters  at 
299  Madison  avenue  were  formally  opened  with 
a  house  warming  and  tea  recently  which  was 
well  attended.  This  event  also  started  the  pub- 
licity for  the  coming  observance,  the  dates  for 
which  have  been  set  for  April  29  to  May  5. 

The  incorporation  of  New  York's  Music 
Week  Association  is  a  conspicuous  illustration 
of  the  National  Bureau's  methods  of  operation 
and  solid  constructive  work.  With  the  growth 
of  the  Music  Week  movement,  already  adopted 
in  over  100  cities,  it  was  easy  to  foresee  that 
Mr.  Tremaine  could  not  actively  direct  the  pres- 
ent Music  Week  event  in  New  York  as  he  has 
in  the  past.  His  plan  of  organization  therefore 
included  the  transfer  of  responsibility  to  some 
group  equipped  to  manage  the  observance  as  a 
permanent  feature  of  the  life  of  New  York,  and 
both  he  and  the  trade  have  reason  to  be  greatly 
gratified  that  it  has  been  successfully  placed  in 
such  competent  hands. 

The  Music  Week  plans  for  this  year  include 
the  organization  of  the  city  by  boroughs  for  the 
purpose  of  more  intensive  activity  along  certain 
lines  of  the  observance  which  will  be  announced 
shortly.  The  work  in  each  borough  will  be  in 
charge  of  a  local  committee,  headed  by  a  mem- 
ber of  the  board  of  directors  representing  that 
borough,  as  named  above.  Only  the  chairman- 
ship for  Manhattan  remains  to  be  filled. 

vibrations.  In  appearance  the  transmitter  re- 
sembles a  large  watch,  the  front  and  back  cov- 
ered with  gauze.  When  looking  into  it  a  point 
of  light  can  be  seen,  caused  by  the  flow  of 
electric  energy  across  the  terminals,  and  for 
this  reason  it  is  called  the  "Glow-Discharge 
Transmitter." 


REASON  WHY  THIS  SALESMAN  FAILED 


Lack  of  Sympathy  With  the  Progressive  Poli- 
cies of  a  House  Always  a  Detriment  to  the 
Success  of  a  Salesman  Despite  Capability 


A  salesman  for  a  big  Eastern  manufacturing 
plant  was  discharged  recently,  says  the  Treasure 
Chest,  because,  while  he  had  been  a  fair  pro- 
ducer, the  management  felt  that  he  had  not 
produced  what  the  territory  was  worth.  When 
the  management  told  him  what  he  might  do  to 
increase  his  business  he  resented  the  suggestion 
and  refused  to  co-operate.  In  a  frank  letter  to 
him  the  general  manager  presented  the  follow- 
ing arraignment  of  his  deficiencies: 

"There  are  two  things  that  have  stood  in  your 
way  to  earning  more  money.  First,  you  have 
thought  that  we,  who  are  responsible  for  the 
policy  of  the  business,  do  not  know  how  to 
run  it.    This  applies  to  myself  in  particular. 


You  have  not  hesitated  to  express  this  opinion 
to  your  trade.  As  I  said  before,  it  has  only  been 
consideration  for  your  long  service  with  us, 
the  hope  that  you  would  change  your  point  of 
view  and  an  honest  desire  to  benefit  you  that 
has  kept  us  from  asking  for  your  resignation. 
If,  by  the  way,  you  had  tried  to  pull  with  us 
on  our  specialty  program  four  years  ago  you 
would  have  a  nice  specialty  business  now  which 
would  be  yielding  you  a  good  income. 

"In  the  second  place  you  have  not  been 
friendly  to  nor  interested  in  the  clerks  growing 
up  in  stores  of  your  customers. 

"You  seldom  come  into  the  office  to  get  new 
ideas  or  suggestions.  You  never  suggest  any 
new  items  or  plans  that  will  help  the  other 
salesmen.  You  talk  about  the  house  as  'you' 
instead  of  'we'  and  talk  about  it  in  uncompli- 
mentary terms.  How  can  you  expect  to  in-' 
crease  your  business  and  income  under  these 
conditions?" 


m 


r  h  h  K  J. 


You  spend youl  mon  ey,      On  some  s^eet  hon-ey.      You  have  a  Von- dei'-ful  Hme, 


Some  Advice  in  Fo;c  Trot  Time 


"You  carft ^o\Oron$, 
WithanyFElSTsong" 
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Plays  EDISON 
Records 


THE 

"VICSONIA" 

REPRODUCER 

Truly  a  Reproducer  that  will  please  the  most  cultured  mu- 
sician and  discriminating  critics.  For  over  nine  years  the 
recognized  medium  for  playing  EDISON  Records  on 
VICTOR  and  COLUMBIA  Mach  ines. 

Made  in  Silver  and  Gold.  Fitted  with  Sapphire  or  Diamond  Point. 
One  Silver,  Sapphire  Point  Reproducer  Sent  on  Receipt  of  $4.50. 

VICSONIA  MFG.  CO.,  Inc.,  313  E.  134th  Street,  New  York,  N.  Y. 


SELECTING  RECORDS  AS  GIFTS 

Preparing  Lists  of  Records  Selected  by  Patrons 
as  Gifts  Gives  the  Dealer  Knowledge  of  What 
to  Suggest  to  Customers  When  They  Call 


People  are  constantly  buying  records  for  pres- 
entation as  gifts  and  often  ask  the  advice  of 
•the  dealer  as  to  what  records  are  particularly 
suitable  for  birthday  gifts,  for  wedding  gifts 
and  so  on.  But  the  majority  of  stores  have  no 
particular  data  to  go  on  in  advising  customer? 
in  regard  to  such  matters.  Consequently,  it 
would  be  a  good  stroke  of  business  on  the  part 
of  the  dealer  to  keep  a  list  of  the  names  of 
records  purchased  for  use  as  gifts,  these  records 
to  be  classified  according  to  the  occasions  on 
which  they  were  presented. 

For  instance,  one  list  could  show  the  names 
of  records  purchased  for  presentation  to  young 
people  on  their  birthdays.  Another  list  could 
show  the  sort  of  records  purchased  for  presenta- 
tion to  bridal  couples.  Another  list  could  show 
the  records  purchased  as  gifts  to  old  people  on 
their  wedding  anniversaries,  etc. 

Then  when  a  customer  comes  into  the  store 
and  asks  for  a  record  suitable  for  a  certain 
occasion  the  list  of  those  recordings  could  be 
consulted  and  authoritative  advice  could  be 
given,  and  the  salesman  in  response  to  this 
could  display  the  list  of  records  purchased  by 
people  for  use  as  gifts  on  similar  occasions  and 
could  tell  the  customer  to  look  over  the  list, 
as  by  doing  so  the  customer  would  probably 
get  some  ideas  as  to  the  sort  of  a  record 
preferred. 


NEW  STORE  OPENS  IN  DANVILLE 


Danville,  III.,  March  2. — "The  Brunswick 
Shop"  is  the  name  of  an  attractive  music  store 
which  was  recently  opened  at  210  North  Ver- 
milion street  here.  The  concern  held  a  formal 
opening  and  from  the  large  number  of  visitors 
who  displayed  their  interest  in  the  Brunswick 
line  of  phonographs  and  Baldwin  pianos,  which 
the  concern  handles,  its  future  success  is  as- 
sured.   Robert  A.  Kiningham  is  manager. 


A  steady  customer  is  worth  two  prospective 
customers.  Therefore,  it  pays  to  make  every 
eflfort  to  retain  patronage  once  it  is  secured. 


MOTORS 

Single  spring  motors  at  $2.50 
complete  to  be  used  for  port- 
ables, and  small  machines. 

Pleasing  Sound  Phono.  Co. 

204  E.  113th  Street 
New  York,  N.  Y. 


McOUHAE  NEW  BRUNSWICK  ARTIST 


Allen  McQuhae,  One  of  the  Foremost  Irish 
Tenors,  Joins  Brunswick  Ranks — First  Re- 
cordings to  Be  Released  Soon 


Allen  McQuhae,  Irish  tenor,  who  has  gained 
fame  during  the  past  five  years,  has  joined  the 
ranks  of  Brunswick  artists,  according  to  an 
announcement  emanating  from  the  headquarters 
of  the  Brunswick-Balke-CoUender  Co.  in  Chi- 


AUen  McQuhae 

cago,  and  his  first  recordings,  "Lady  of  the 
Evening"  and  "Will  She  Come  from  the  East?" 
will  be  released  at  an  early  date,  in  accordance 
with  the  new  policy  of  releasing  records  an- 
nounced last  month  by  the  Brunswick  Co. 

Mr.  McQuhae  is  unique  among  artists  in  that 
his  early  life  contained  experiences  that  fall  to 
the  lot  of  few  men.  Before  attaining  his  ar- 
tistic ambitions  he  worked  as  a  ranchman,  rail- 
road hand,  miner  in  the  Klondike,  engine- 
worker,  vaudeville  and  cabaret  singer.  As  a 
cabaret  singer  the  beauty  of  his  voice,  although 
untrained,  made  him  popular  throughout  the 
country.  In  a  Cleveland  cabaret  in  1915,  Felix 
Hughes,  the  baritone  and  teacher,  heard  him 
and  for  the  next  two  years  Mr.  McQuhae 
.studied  under  his  tutelage.  Two  years  later  he 
made  his  debut  and  during  the  two  years  follow- 
ing he  steadily  gained  in  experience  and  won  a 
large  measure  of  popularity. 


EXPANDS  BY  PURCHASING  STORES 

The  Central  Furniture  Co.,  operating  talking 
machine  and  furniture  stores  on  Third  street 
and  Market  street,  Louisville,  Ky.,  recently  pur- 
chased several  stores  on  Jefferson  street  which 
will  be  remodeled  and  connected  with  the  pres- 
ent stores,  all  of  them  being  on  the  same  block. 


CO=OPERATION  IN  MERCHANDISING 


Advertising  and  Salesmanship  Depend  in  Great 
Measure  on  Each  Other  for  Success 


There  are  two  great  forces  in  modern  busi- 
ness which  are  so  interlaced  that  the  utmost 
success  can  never  be  realized  unless  they  are 
both  functioning  properly.  Advertising  is  one 
and  salesmanship  is  the  other.  No  matter  how 
effective  the  advertising  is  in  bringing  people 
into  the  store  sales  to  these  interested  people 
will  not  be  large  unless  the  sales  staff  is  on  its 
toes  and  every  individual  earnestly  endeavors  to 
make  a  sale  to  every  prospective  customer  with 
whom  he  has  occasion  to  come  in  contact.  This 
also  means  that  the  members  of  the  sales  or- 
ganization must  be  experienced  and  they  also 
must  have  a  thorough  knowledge  of  the  goods 
they  are  trying  to  sell.  On  the  other  hand  ex- 
perienced salesmen  alone  cannot  place  the  busi- 
ness on  a  sound  footing.  It  is  obvious  that  if 
there  are  not  enough  people  for  the  salesmen 
to  sell  to  to  cause  sufficiently  quick  stock  turn- 
over, the  business  must  eventually  go  under. 
Therefore,  advertising  must  be  effective  enough 
and  assert  such  a  powerful  appeal  that  the  sales 
organization  will  have  the  opportunity  to  func- 
tion. . 

These  few  lines  are  worthy  of  thought  be- 
cause apparently  few  merchants  realize  that 
these  two  most  vital  elements  of  business  are 
each  of  comparatively  little  value  alone.  Co- 
operation in  this  and  every  other  branch  of 
business  is  necessary  to  success  and  this  fact 
should  never  be  forgotten. 


UNICO  FOR  KOHLER  &  CHASE  STORES 


San  Francisco,  Cal.,  March  5. — Kohler  & 
Chase,  prominent  Pacific  Coast  piano  and  talk- 
ing machine  house,  operating  a  chain  of  stores 
in  this  city,  Oakland,  Sacramento,  Stockton  and 
San  Jose,  are  standardizing  the  equipment  of 
their  various  branches  and  have  adopted  the 
Unico  system  for  this  purpose.  Over  500  lineal 
feet  of  Unico  partition  is  being  used  and  ship- 
ments started  in  February. 


Canada  Patent 
Applied 


SECOND  YEAR  SUCCESSFUL  LEADER 

The  Most 
Dependable  and 

Inexpensive 
Lid  Support 
on  the  Market 

The  bottom  plate  iscon- 
structed  of  one  piece 
of  metal  and  it  works 
automatically  perfect. 
No  parts  to  go  out  of 
order.  The  hinges  are 
made  in  two  styles — 
flexible  and  bent.         Samples  on  request. 

STAR  MACHINE  &  NOVELTY  CO. 

81  MILL  STREET  BLOOMFIELD.  N.  J. 

G.  L.  LAING  CO..  Canadian  Distributor 
41  Richmond  St.,  East,  Toronto,  Ont. 


Two  other  patents 
Apolied  for. 
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Not  Yet,  But 


There  is  as  yet  no  actual  shortage  of 
steel  needles,  but — .  Prices  thus  far 
have  not  advanced,  but—.  Steel  wire 
from  which  steel  needles  are  made  is 
comparatively  plentiful  as  yet. 

But  the  price  of  steel  wire  is  poised  for 
an  upward  climb.  And  when  steel  wire 
goes  up  keen  observers  know  that  it  in- 
dicates that  steel  wire  is  going  to  be 
scarce,  that  steel  needles  are  going  to  be 
scarce,  that  steel  needles  are  going  to 
cost  more. 

We  will  keep  prices  down  as  long  as 
possible,  but  we  are  not  masters  of  the 
situation.  We  urge  everybody  to  stock 
up  at  once;  to  lay  in  their  season's 
supply  of  Bagshaw  needles  immediately 
while  present  prices  hold. 

Remember,  prices  have  not  gone  up  yet, 
but—. 


W.H.  BAGSHAW  CO 

FACTORIES,  LOWELL,  MASS. 


SELLING  AGENTS 


Rrilliantone  Steel  Needle  Co-  I 


OF  AMERICAN 

incorporated j 


AT  31st  STREET? 


370  SEVENTH  AVENUE 
NEW  YORK 


SUITE  1214 
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ANEWwaytosellMORE 
BRILLIANTONE 

NEEDLES 


The  Brilliantone 
Combination 

Needle  Container 

and 

Record  Cleaner 


Just  out:  J  Brilliantone  Creation 
that  NO  dealer  should  overlook  ! 


To 


Dealers 


Here  is  a  new  idea  to  help  you  sell 
Brunswick  Needles  in  large  quantities, 
to  increase  your  sales  and  profits.  Here 
is  an  opportunity  to  sell  Brunswick 
Needles  in  quantities  of  500 — in  the  ex- 
clusive Combination  Needle  Container 
and  Record  Cleaner. 

Your  regular  Brunswick  distributor  can 
supply  you.  Communicate  with  him  at 
once.  Be  the  first  in  your  territory  with 
this  doubly  useful  novelty. 


Yovii  iliitiributor'i  i 


Please  send  me  full  particulars  of  new  Brilliantone  Com- 
bination  Needle  Container  and  Record  Cleaner  Proposition. 


To  Other  Talking  Machine 
Dealers 

The  field  for  this  newest  Brilliantone  product  is  lim- 
ited only  to  the  thousands  upon  thousands  of  phono- 
graphs in  this  country.  The  Combination  Needle 
Container  and  Record  Cleaner  meets  a  real  need. 

And  think  how  your  sales  will  increase  when  you  sell 
500  needles  at  a  time! 

This  is  a  real  opportunity  for  you.   You  can  reap  the 
greatest  harvest  of  sales  by  being  the  first  to  offer 
this  Brilliantone  Patented  Combination.^  Inquire  of  . 
your  distributor.  Mail  the  coupon  today — now — while 
you  think  of  it. 

BRILLIANTONE 

STEEL  NEEDLE  CO.  OF  AMERICA,  Inc. 
370  Seventh  Avenue 


at  31st  Str( 
New  York  City 
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The  Ireland  all  the  world  loves  comes  stealing  out  of  record 
A-3796  when  Will  iam  A.  Kennedy  sings  "Little  Town  in  The 
Ould  County  Down"  and  "In  the  Valley  Near  Sleivenamon." 
This  new  Columbia  artist  casts  a  spell  over  the  senses  with  his 
first  few  measures.  You  will  almost  wager  the  smell  of  peat 
smoke  is  in  your  nostrils. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


NEW  HYDRAULIC  RECORD  PRESS 


Geo.  Hewlett  Davis  Inventor  and  Builder  of  the 
"Dur-A-Press,"  Which  Interests  the  Trade  Be- 
cause of  Its  Many  Money-saving  Qualities 

Geo.  Howlett  Davis,  one  of  the  best-known 
inventors  and  manufacturers  in  the  music  in- 
dustry, recently  organized  a  company  for  the 


effected  are  due  to  the  fact  that  three  different 
steps  in  the  process  of  manufacture  are  car- 
ried on  simultaneously  at  three  different  sta- 
tions, the  material  or  article  being  automatically 
transferred  from  one  station  to  another.  With 
each  movement  the  finished  product  is  turned 
mto  the  hands  of  the  operator  who  refeeds  the 
press  W'ith  plastic  material,  which,  at  the  will 
of  the  operator,  is  in  turn  automatically  car- 
ried through  the  three  successive  steps. 

Public  demonstrations  for  the  trade  of  the 
new  Dur-A-Press  are  being  held  at  the  plant 
of  the  Watson-Stillman  Co.,  Aldine,  N.  J.,  on 
Friday  of  each  week.  At  the  various  demon- 
strations many  technical  authorities  in  the  talk- 
ing machine  industry  have  been  visitors,  and 
from  reports  the  new  press  has  attracted  un- 
usual interest. 

The  main  office  of  the  Dur-A-Press  Co.,  Inc., 


G.  Howlett  Davis 
purpose  of  manufacturing  and  licensing  a  new 
hydraulic  record  press  which,  it  is  announced, 
is  most  revolutionary  and  satisfactory  in  char- 
acter. Among  the  merits  claimed  for  the  new 
press  is  that,  with  the  aid  of  only  one  oper- 
ator, four  records  can  be  turned  out  in  the 
same  space  of  time  as  required  to  manufac- 
ture one.  It  is  also  said  to  save  90  per  cent 
in  use  of  steam  and  considerable  water  power, 
as  it  operates  on  a  one-eighth  horsepower 
motor. 

The  speed  of  the  press  and  the  economies 


White,  treasurer;  J.  Granville  Meyers,  Percival 
S.  Jones  and  Herbert  L.  Davis  are  directors. 

G.  Howlett  Davis,  the  inventor,  in  the  past 
has  been  chiefly  connected  with  the  develop- 
ment of  the  player-piano  and  the  perforated 
music  roll.  Leaving  the  engineer  corps  of  the 
United  States  Army,  his  first  commercial  ac- 
tivity' was  the  invention  of  a  self-playing  piano 
which  was  called  the  Automaton.  Following 
this  he  invented  an  electric  perforating  machine; 
later  he  was  connected  with  the  Aeolian  Co. 
both  as  patent  attorney  and  inventor,  following 
which,  for  over  seven  years,  he  was  connected 
with  the  Q  R  S  Co.  in  the  same  capacity.  For 
a  time  he  headed  the  Perforated  Music  Roll 
Co.  and  subsequently  •  organized  the  Standard 
Music  Roll  Co.,  of  Orange,  N.  J.,  which  to-day 
is  one  of  the  large  music  roll  manufacturing 
plants  in  the  world.  Several  years  ago  he  con- 
ceived the  idea  of  a  new  record  press  which 
through  increased  production  would  insure 
many  economies,  and  during  this  period  much 
of  his  time  has  been  spent  in  the  laboratory 
perfecting  such  a  machine  as  is  now  being 
placed  before  the  trade. 


The  "Dur-a-Press"  in  Operation 

is  at  15  West  Park  street,  Newark,  N.  J.  G. 
Howlett  Davis  is  president  of  the  company; 
John  A.  Bernhardt,  vice-president;  William  A. 


BELIEVE  IN  WINDOW  DISPLAYS 

Ben  Reynolds  &  Co.,  Sonora  dealers  in  Wash- 
ington, Pa.,  are  enthusiastic  believers  in  the 
sales  value  of  attractive  window  displays,  and 
their  Sonora  windows  have  not  only  been  the 
subject  of  favorable  comment  from  passers-by, 
but  have  also  produced  actual  sales.  Mr.' 
Reynolds  has  achieved  signal  success  with  the 
Sonora  line  and  he  attributes  a  considerable 
measure  of  this  success  to  the  effectiveness  of 
his  window  displays,  coupled  with  the  use  of 
consistent  publicity,  an  aggressive  sales  policy 
and  fair  dealing. 


Business  men  must  receive  their  money  when 
it  is  due  if  they  are  to  meet  their  obligations 

promptly. 


NATIONAL  METALS  DEPOSITING  CORPORATION 


FACTORY 
34  East  Sidney  Ave.,  Mt.  Vernon,  N.Y. 

Telephone:  Oakwood  8845 


WE  DEPOSIT  THE 

FINEST  COPPER 

IN  THE  WORLD 


FOR  YOUR  CONVENIENCE 
DELIVER  RECORDED  WAX 
TO  OUR  UBORATORY 


MOUNT  VERNON  — NEW  YORK 

MANUFACTURERS  OF 


LABORATORY 
9  East  47th  St.,  New  York  City 

Tel.  Vanderbilt  4153 


OUR 

IMPROVEMENT 

ALL  STAMPERS 
HAVE 

HIGHLY  POLISHED 
MACHINED  BACKS 
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THE  STRONG  RECORD  COMPANY,  Inc.,  206  Filth  Ave,  NEW  YORK  CITY 

Announce  the  first  release  of  "STRONG"  Records  specializing  German  Selections,  featuring  the  latest  success  of 


IVA/Sf  rRANK 


This  versatile  Artist  has  won  popular  favor  by  his  stellar  performances  for  all  the  leading  Phonograph  Record  Companies 

and  has  been  engaged  for  "STRONG"  Records  as 


EXCLUSIVE  ^OCA.LIST*» 


THE   SUPPLEMENT   INCLUDES   THE    FOLLOWING  SELECTIONS 
BY    IVAN  FRANK 


3001  A 


"Komnr   mein  Schatz.  wir  trinken  ein   Likorchen"  (Fox-tiot) 

(Come.   My  Sweetheart,   We'll   Drink  a  Glass  of  Liqueur) 
"Gestern  Naclit.  Iiab'  icli  Marie  nach  Haus  gebraclit!"  (One-step) 

(Last  Night  I  Saw  Marie  Home) 
"Im  Hotel  zur  Nachtigall"  (One-step) 

(In  the   "Nightingale"  Hotel) 
"Komm'   mein    Lieschen — Lieschcn — Lieschen"  (Fox-trot) 

(Come  to  Me,   My  Lizzie,   Lizzie.  Lizzie) 
•Wenn  die  Wolken  iiber  Hamburg  zeih'n"  (Fox-trot) 

(When  the  Clouds  Float  Over  Hamburg) 
"Was  ist  denn  mit  dcr  Paula  los?"  (One-step) 

(What  Is  Wrong  With  Paula?) 


SMALL'S   MELODIAN  MEN 

FAMOUS    ROSEMONT    DANCE  ORCHESTRA 

lOOOl  A  "Last  Night  I  Saw  Marie  Home"  (Fox-trot) 

B  "Come,  My  Sweetheart,  We'll  Drink  a  Glass  of  Liqueur"  (Fox-trot) 

LUCIE    WESTERN.    OFTEN     REFERRED    TO    AS    THE  AMERICAN 
NIGHTINGALE.  SINGS  THIS  NUMBER   IN   HER  USUALLY 
PLEASING   AND   EFFECTIVE  MANNER 


3003  A 


Mein  Liebchen  weine  nicht" 
(Don't  Cry,  My  Dear) 
8  "Puppchen  Liese" 

(Lizzie,  the  Dolly) 


2,06  F/FTH'AVE/^ue:* 
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Three  Sensationa  I  Waltz  Hitsf 


ONE 


k  /THREl 


OCLOCK 


THE 


LOVELY 
LUCERNE 


r 


Played,Sun^  and DancQd-to.Every where 

"You  can't  go  wrong, -With  any 'FEIST'son^* 

"PARADE  OF  THE  WOODEN  SOLDIERS' 


Ormes,  Inc.,  Arranges  Unique  and  Artistic 
Window  Set  on  Victor  Release  of  "Chauve- 
Souris"  Hit  Which  Is  Being  Utilized  by  More 
Than  Fifty  Dealers — Producing  Good  Results 


The  accompanying  illustration  will  give  only 
a  slight  indication  of  the  very  handsome  window 
display  offered  to  Victor  retailers  in  Greater 
New  York  by  Ormes,  Inc.,  Victor  distributor. 
C.  L.  Price,  vice-president  of  this  organization. 


Artistic  Ormes  "Window  Display 

and  James  J.  Davin,  sales  manager,  have  been 
congratulated  on  their  initiative  and  aggressive- 
ness in  offering  to  Victor  retailers  one  of  the 
most  unique  and  artistic  window  sets  that  have 
been  prepared  in  recent  years. 

As  soon  as  the  Victor  Talking  Machine  Co. 
had  announced  a  special  release  for  the  pop- 
ular number,  "The  Parade  of  the  Wooden 
Soldiers,"  Ormes,  Inc.,  made  arrangements  with 
Comstock  &  Gest,  producers  of  "Chauve- 
Souris,"  in  which  the  number  appears,  to  sup- 
ply them  with  fifty  complete  sets  of  wooden 
soldiers  with  the  incidental  material.  When 
these  arrangements  had  been  completed  a  letter 
was  forwarded  to  Victor  retailers  advising  them 
of  the  opportunity  to  secure  this  material  on  a 
rental  basis,  and  within  forty-eight  hours  after 
the  latter  had  been  sent  out  the  fifty  sets  had 
been  reserved.  In  fact,  it  has  been  necessary 
to  secure  additional  sets,  and  even  with  this 
increased  material  it  is  likely  that  quite  a  num- 
ber of  dealers  will  be  disappointed.  The  dis- 
play has  already  made  its  appearance  in  many 
windows  and  renewed  rentals  have  been  ordered. 

This  special  release  in  the  Victor  catalog  fea- 
turing "The  Parade  of  the  Wooden  Soldiers"  is 
designated  as'  No.  19007,  and  is  played  by  Paul 


Whiteman  and  His  Orchestra.  Victor  dealers 
using  the  special  Ormes  display  report  an  ex- 
ceptionally active  demand  for  this  record,  which 
features  on  the  reverse  side  "Mr.  Gallagher  and 
Mr.  Shean." 


ARTISTIC  EFFECTS  IN  BOOTHS 

Interior  Decoration  of  Talking  Machine  Stores 
Making  Great  Strides  Forward — Booths  Offer 
Exceptional  Decorative  Possibilities 


Great  changes  have  taken  place  in  the  interior 
arrangement  of  talking  machine  establishments 
during  the  past  few  years.  The  matter  of  the 
location  of  the  booths,  record  department  and 
talking  machine  display  rooms  and  the  effect  on 
customers  and,  of  course,  sales  have  been  given 
deep  and  earnest  consideration,  with  the  result 
that  talking  machine  stores  are  on  a  par  or  sur- 
pass in  beauty  and  convenience  the  establish- 
ments devoted  to  almost  any  other  business. 

For  example:  In  talking  machine  booth  dec- 
oration great  strides  forward  have  been  and  are 
being  made  steadily.  Where  formerly  demon- 
stration booths  were  all  practically  similar  in 


appearance,  to-day  the  use  of  various  colors  and 
divergence  in  arrangement  are  playing  their 
part  in  placing  the  customer  in  a  receptive 
mood.  Woodward  &  Lothrop,  Inc.,  prominent 
Victor  dealers  in  Washington,  D.  C.,  have  car- 
ried originality  and  artistic  arrangement  of 
booths  to  a  higher  degree  than  usual.  In  this 
store  each  booth  is  different.  There  is  a  Colo- 
nial room,  Italian  room,  Chinese,  French  and 
willow  and  reed  rooms,  etc.  The  entire  deco- 
rations, including  all  furnishings  in  these  vari- 
ous rooms,  faithfully  reproduce  the  style  of  the 
country  or  period  which  they  are  supposed  to 
represent.  The  willow  and  reed  room  is  an 
especially  attractive  feature  in  the  warm 
months,  exuding,  as  it  does,  an  air  of  coolness 
and  homelike  atmosphere.  This  is  simply  an 
illustration  of  the  extent  to  which  booth  -ar- 
rangement is  being  carried  out  by  live  dealers, 
who  realize  the  effect  of  harmonious  surround- 
ings on  patrons  and  spare  no  expense  in  mak- 
ing their  customers  comfortable. 


"Salesmanship,"  said  a  successful  salesman, 
"is  the  art  of  convincing  people  they  need  the 
product  you  are  selling." 


The  territory  we  supply 


comprises  the  entire  Metropolitan  district — a  vast 
OKeh  field  that  offers  almost  unlimited  opportun- 
ities to  OKeh  dealers. 

If  you  are  a  live  dealer  and  would  know,  in  detail, 
the  full  possibilities  that  this  great  market  holds  for 
OKeh  Records,  we  suggest  that  you  get  in  touch 
with  us. 

We  carry  at  all  times  an  exceptionally  large  stock, 
and  in  addition,  we  have  the  essential  facilities  for 
handling  your  orders  promptly  and  efficiently. 

Bristol  &  Barber  Co..  Inc. 

3  East  14th  Street  New  York  City 

Stuyvesant  1724 


Records 


The  Records 
of  Quality 
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A  DECADE  OF  UN  ICO  SERVICE 


The  First  Unico  Installation — March,  1913  (as  it  appears  today  after 
10  years'  profitable  service.) 

"We  are  proud  of  our  Unico  Equipment  and  we  would  not  have  any 
other  kind." 

Hammann-Levin  Co.,  Baltimore,  Md.,  Feb.  21,  1923. 


A  Recent  Unico  Installation — January,  1923  (the  26th  Unico  Installa- 
tion in  City  of  Baltimore). 

"You  are  to  be  congratulated.  Thanks  for  your  speedy  work  and 
co-operation." 

The  Knabe  Studios,  Baltimore,  Md.,  Jan.  21,  1923. 


lor  ten  years  the  music  trades  have  favored  the  Unico  System  with  their  endorsement  and  patron- 
age and  have  evidenced  their  confidence  in  our  ability  and  desire  to  serve. 


m 


t^gl&juring  the  ten  years  it  has  been  our  privilege  to  plan  and  equip  a  large  percentage  of  what  are 
5|^J|  today  the  most  successful  Musical  Merchandising  Establishments  in  the  Country. 

e  desire  to  express  to  the  entire  trade  our  appreciation  of  their  confidence  and  to  pledge  our  con- 
tinued adherence  to  those  principles  which  have  expanded  Unico  Service  nationally. 

he  Unico  System  will  always  be  predicated  upon: — 

Engineering  skill  plus  merchandising  experience  in  departmental  development. 
Quality  products  economically  manufactured  by  trained  artisans. 
Fair  and  moderate  prices — Equitable  and   uniform  terms. 
Dependable  service  backed  by  our  superior  Unico  facilities. 

he  year  1923  is  big  with  opportunity  for  the  music  trades  and  the  Unico  Organization  is  prepared 
to  render  the  trade  thruout  the  country  an  even  more  constructive  service  than  ever. 

Exceptional  retail  demand  is  predicted  for  the  1923  Spring  Season. 

Prepare  for  this  dematid  thru  Unico  Service. 

Phone — wire  or  write  our  nearest  branch  today. 

UNIT  CONSTRUCTION  COMPANY 


m 


NEW  YORK,  N.  \. 
299  Madison  Ave. 

DALLAS  TEX. 
209  Dallas  Bank  Bldg. 
SAN  FRANCISCO,  CAL. 
275  Post  St. 


RAYBURN  CLARK  SMITH,  President 
58th  Street  and  Grays  Avenue,  Philadelphia,  Pa. 


NEW  ORLEANS,  LA. 
506  Marine  Bank  Bldg. 

H.  A.  Moore  &  CO.,  LTD.  (Sales  Agents) 
Premier  House,  London  (W.C.I. ),  England 


CHICAGO,  ILL. 
30  N.  Michigan  Blvd. 
SALT  LAKI,  CITY',  UTAH 
150  Main  St. 
DENVER,  COLO. 
1642  Arapahoe  St. 


1913  Unico  Installation 
Neal,  Clark  &  Neal  Co. 
Buflalo,  N.  Y. 


1914  Unico  Installation 
Aeolian  Company 
Cincinnati,  Ohio 


1915  Unico  Installation 
G.  A.  Barlow  &  Sons 
Trenton,  N.  J. 


1916  Unico  Installation 
Ansell,  Bishop  &  Turner 
Washington,  D.  C. 


1917  Unico  Installation 
M.  Steinert  &  Sons, 
Boston,  Mass. 
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TEN  YEARS  OF  TRADE  DEVELOPMENT 


The  Gramophone  Company,  Ltd.,  London,  England.      1921  Unico  Installation. 


nico  Equipment  is  a  quality  product  built  with  a  conscience. 
Correct  in  design,  detail,  appointments  and  finish,  it  remains  always  modern. 
Sturdy  in  construction  it  is  intended  for  life-time  service. 


latented  features  endow  Unico  Equipment  with  the  virtue  of  elasticity  and  adaptability  to  un- 
limited changes  in  dimensions,  plan  and  arrangement,  thus  facilitating  without  loss  of  time  or 
money  any  and  every  change  required  by  business  growth. 

nee  equipped  with  the  Unico  System  your  store  or  department  is  bound  to  grow.    In  fact  Unico 
Equipment  quickly  pays  for  itself  out  of  profits  from  increased  sales. 


nd  here  is  one  of  the  best  features: — 

Unico  Equipment  costs  no  more  than  ordinary  equipment. 
Let  us — no — inake  its  prove  this  statement  to  you. 


Many  dealers — because  of  the  quality  of  the  Unico  Equipment  and  the  number  of  prominent  Unico 
Installations — have  the'  erroneous  idea  that  Unico  is  high  priced. 

Complete  Unico  Departments  are  available  from  $350.00  upwards 

including  Installation  Service  in  your  store  ready  for  use. 

In  fairness  to  yourselves  do  not  fail  to  call  for  Unico  Service  in  connection  with  any  contemplated 
departmental  improvements  either  large  or  small. 

Phone,  wire  or  write  our  nearest  branch  today. 


UNIT  CONSTRUCTION  COMPANY 


NEW  YORK,  N.  Y. 
299  Madison  Ave. 

DALLAS  TEX. 
209  Dallas  Bank  Bldg. 
SAN  FRANCISCO,  GAL, 
275  Post  St. 


RAYBURN  CLARK  SMITH,  President 
58th  Street  and  Grays  Avenue,  Philadelphia,  Pa 


NEW  ORLEANS,  LA. 
506  Marine  Bank  Bldg. 

H.  A.  MOORE  &  CO.,  LTD.  (Sales  Agenta) 
Premier  House.  London  (W.C.I.).  England 


CHICAGO,  ILL. 
30  N.  Michigan  Blvd. 
SALT  LAKE  CITY,  UTAH 
150  Main  St. 
DENVER,  COLO. 
1642  Arapahoe  St. 


1918  Unico  Installation 
Yahrling  &  Raynor  Co. 
Youngstown,  Ohio 


1919  Unico  Installation 
Maison  Blanche 
New  Orleans,  La. 


1920  Unico  Installation 
Kaufmann-Baer  Co. 
Pittsburgh,  Pa. 


1921  Unico  Installation 
Geo.  J.  Birkel  Co. 
Los  Angeles,  Calif. 


1922  Unico  Installation 
Foster  &  Waldo 
Minneapolis,  Minn. 
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Save  time  and  valuable  counter  space.  Keep  your  counter  neat 
and  businesslike. 

The  Nevs^  Columbia  Record  Catalogues,  supplements  and  other 
advertising  literature  are  dollars,  invested  by  Columbia,  for  your 
benefit,  if  you  use  them  right. 

Use  the  Columbia  Literature  Displayer,  $3  at  your  Columbia 
Branch. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


Five  Business  Promotion  Pointers 

That  Are  Well  Worthy  Emulation 


1  Suggestions  Presented  to  W  orld  Readers 
I  Merit  of  Having  Been  Tried  O 

piiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiii^ 

It  would  be  a  splendid  builder  of  business 
for  the  talking  machine  store  if  each  month, 
when  the  new  records  are  released,  a  public 
concert  is  held  at  which  all  of  the  new  rec- 
ords are  played.  This  concert  should  be  held 
in  the  morning  on  that  day  of  the  week  when 
the  store  usually  does  the  least  amount  of  busi- 
ness, and  it  should  be  rather  extensively  adver- 
tised in  the  local  papers  and  by  means  of 
placards  placed  in  the  show  windows  of  the 
store.  Also,  some  of  the  people  who  are  the 
greatest  buyers  of  the  new  records  as  they 
come  out  should  be  informed  of  each  concert 
by  phone.  Such  a  stunt  as  this  would  bring 
a  very  large  number  of  people  into  the  store 

and  would  be  a  very  decided  business  booster. 
*    ♦  * 

A  Middle  Western  store  which  has  six  dem- 
onstration rooms  always  has  ten  or  a  dozen 
records  lying  on  the  tables  in  these  rooms. 
The  store  does  this  so  that  the  customers  will, 
in  addition  to  demonstrating  to  themselves  the 
particular  records  they  ask  for,  also  try  out 
some  of  the  records  on  the  table.  The  concern 
finds  that  by  this  simple  method  it  adds  con- 


by  Frank  H.  Williams  That  Possess  the 
ut  With  Considerable  Success 


siderably  to  the  number  of  records  it  sells, 
many  of  the  customers  buying  some  of  the  rec- 
ords' found  on  the  tables  in  addition  to  the 

records  they  came  into  the  store  to  purchase. 

*  *  * 

Another  concern  which  has  a  number  of  dem- 
onstration rooms  always  has  an  attractive  ad- 
vertisement featuring  one  particular  record  in 
each  room,  the  advertisements  being  different 
for  each  room.  And  it  alternates  the  ads  each 
day.  The  store  finds  that  this  exploitation 
method  results  in  a  number  of  calls  for  the 
records  thus  advertised  and  brings  in  a  number 
of  sales  for  these  records.  The  reason  the  store 
alternates  the  advertisements  in  the  various 
rooms  is  because  some  of  the  rooms  are  more 
frequently  used  than  others  and  by  changing 
the  records  it  develops  a  well-diversified  busi- 
ness for  all  of  the  records  thus  advertised  in- 
stead of  confining  sales  to  records  advertised 
constantly  in  the  rooms  which  were  most  ex- 
tensively used. 

*  *  * 

The  more  quickly  talking  machines  or  old 
pianos  which  the  owners  wish  to  trade  in  are 


VELVET  COVERED  TURNTABLES 

ADD  TO  THE  QUALITY  OF  MACHINES 


A.W.B. 


VELVETS 


THE  BEST  TALKING  MACHINES  ARE  EQUIPPED  WITH 

A.  W.  B.  BOULEVARD  VELVETS 

GRAND  PRIZE— GOLD  MEDAL,  ST.  LOUIS  EXHIBITION 

WRITE  FOR  SAMPLES  AND  PRICES 

A.  WIMPFHEIMER  &  BRO.,  Inc. 
450-460  Fourth  Avenue,  New  York 

ESTABLISHED  1S45 


appraised  the  more  certain  are  the  chances  of 
making  the  sale.  One  very  successful  store 
has  a  rule  that  when  people  want  to  make 
trades  the  appraisals  must  be  made  within  five 
hours  and  the  trade-in  goods  must  be  removed 
and  the  new  goods  delivered  on  the  same  day 
or  the  morning  of  the  following  day.  It  should 
be  remembered  that  when  people  want  new  in- 
struments they  generally  want  them  without  too 
much  loss  of  time,  and  the  store  which  makes 
this  a  rule  will  build  not  only  good-will,  but 
will  also  get  the  business. 

*    *  * 

A  certain  store  which  catered  to  high-class 
patronage  made  a  decided  increase  in  its  busi- 
ness with  this  class  of  trade  by  the  simple  pro- 
cedure of  delivering  record  purchases  instead  of 
making  the  customers  carry  the  records  home 
themselves.  This  store  figured  that  many 
people,  particularly  this  type  of  patron,  hate 
to  carry  bundles  through  the  streets  even  if  it 
is  only  to  their  waiting  automobiles.  So  this 
store  put  on  a  motorcycle  delivery  service  and 
advertised  it  extensively,  with  the  result  that  a 
considerable  increase  in  trade  was  secured.  And 
it  is  interesting  to  note  that  half  of  its  patrons, 
after  the  announcement  of  the  service,  immedi- 
ately asked  that  their  purchases  be  delivered 
without  the  store  offering  to  make  such 
deliveries. 


LUMBER  TARIFF  RULING  IS  MADE 


Line  of  Demarkation  Between  Veneers  of  Wood 
and  Lumber  Defined  by  Assistant  Secretary 
of  Treasury  in  a  Recent  Ruling 


Washington,  D.  C,  March  5.— The  line  of 
demarkation  between  veneers  of  wood  and  lum- 
ber for  the  purpose  of  classifying  imports  under 
the  tariff  act  was  drawn  recently  by  Assistant 
Secretary  of  the  Treasury  Clifford  in  a  ruling 
assessing  all  lumber  one-eighth  of  an'  inch  in 
thickness  or  less  dutiable  at  the  rate  of  20  per 
cent  ad  valorem. 

His  ruling,  made  in  response  to  a  request 
from  the  collector  of  customs  at  Detroit,  said: 
"In  your  correspondence  on  this  subject  you 
inclose  statements  from  various  lumber  manu- 
facturers, some  of  them  specializing  in  veneers 
of  wood,  and  after  a  careful  examination  of  the 
record  and  consideration  of  this  question  the 
department  has  reached  the  conclusion  that  all 
lumber  one-eighth  of  an  inch  in  thickness  or 
less  should  be  assessed  20  per  cent  ad  valorem 
under  Paragraph  403." 


ENLARGES  VICTOR  DEPARTMENT 

Shenandoah,  Pa.,  March  1. — John  M.  Hough, 
Victor  dealer  of  this  city,  has  just  completed 
a  fine  addition  to  his  Victor  department,  which 
places  this  department  among  the  most  attrac- 
tive in  the  Keystone  State.  Mr.  Hough  is  a 
Victor  enthusiast  and  has  built  up  excellent 
business  in  this  field  in  his  city  and  surround- 
ing territory. 
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FLETCHER-WICKES  CO.,  6  East  Lake  Street,  Chicago,  Illinois 


THE  McLAGAN  PHONOGRAPH  CORPORATION,  LIMITED.  STRATFORD.  ONTARIO.  EXCLUSIVE  CANADIAN  AGENTS 


THE  FLETCHER  "STRAIGHT 

Design  Patented  November  29th,  1921 


THE  McLAGAN  PHONOGRAPH  CORPORATION.  LIMITED.  STRATFORD.  ONTARIO.  EXCLUSIVE  CANADIAN  AGENTS 
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Ted  Lewis  and  His  Band  reach  just  about  the  pinnacle  of  fox-trot 
perfection  this  month  in  "Jenny,  '  record  A-38  1  4.  They  get  under 
your  hide  and  send  dance-chills  scurrying  down  to  your  feet. 
Then  along  comes  "Liza,  "  on  the  reverse  side,  and  Frank 
Westphal  and.  His  Orchestra  keep  you  stepping  through  a  mir- 
aculous recording. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


CANTON,  0 


Console  Styles  Lead  in  Excel- 
lent General  Business — Exhibits 
at  Kixvauis  Fair — Month's  News 


Cantox.  0.,  March  5. — Despite  the  fact  that  the 
month  of  February  was  rather  quiet  in  all  lines, 
there  is  the  greatest  optimism  among  the  talk- 
ing machine  dealers  in  the  Canton  district  re- 
garding the  future  outlook.  Stocks  are  being 
replenished  and  trips  to  the  manufacturing  cen- 
ters have  been  verj'  frequent  the  past  six  weeks. 
The  record  business  shows  improvement  over 
the  same  month  a  year  ago,  but  the  demand 
for  machines  of  all  types  has  fallen  off.  There 
is  a  difference  of  opinion  here  as  to  whether 
there  is  business  in  the  rural  districts,  but  it 
appears  that  outside  men  are  confining  their 
efforts  largely  to  town  prospects. 

Probably  the  most  important  issue  before  the 
trade  to-day  is  the  financing  of  talking  machine 
and  piano  sales.  Dealers  claim  that  many 
methods  are  being  tried  out  and  that  within 
a  short  time  it  will  be  as  easy  to  finance  talking 
machine  and  piano  transactions  as  it  is  to  sell 
an  automobile  under  the  manjr  financing 
arrangements  of  to-day. 

George   C.  Wille,  of  the   George   C.  Wille 


I.  X.  L.  PHONOGRAPH  SPRINGS 

Springs  for  all  typos  of  motors  at 
prices  that  spcalv  for  themselves: 

— Prices  in  assorted  lots  of — 
25  50  100 

Spring  A 

1  .X  .03.5  -x  12   9.4"  $.45  $.43 

For  Path^.  Heineman.  SFandel.  Meisselbach.  Aeolian,  Vito- 
nola  (pe.ir-shaped  holcsl. 


Spring  T5 
%  X  .Olo  X  10  Columbia.  ..  S.3.3 


Spring  C 
1  X  .O'JS  X  10  Columbia... 


5.4.5 


5.33 


5.43 


5.30 


5.40 


Spring  K 

1  X  .(11a  X  12   $.47  S.45  5.43 

For  Sonora.  Saal.  Thomas,  Silvertone.  Meisselbach:  (Ob- 
long hole). 

Spring  r 
1  X  .026  X  IG  


5.5- 


$.55 


For  Nos.  16.  17,  19  Meisselbach.  Steiger.  Sonora.  Thomas. 
Swiss  &  Krasberg. 


SPRINGS  FOR  VICTOR  VICTROIAS 

Meeting  specifications  of  and  correspondins  with  the  following 
Victor  Numbers: 

3335-A   $.35 

3014-A  55 

2I4I-A  35 

5362-A  55 

5427-A  45 

6542.A  45 

5394-A  45 

6543- A  55 

(Special  quotations  to  Jobbers  in  1.000  lots) 

We  guarantee  our  springs  to  be  of  highest  grade  qualify  and 
our  prices  to  be  the  lowest  in  America. 

We  hereby  authorize  the  return  of  springs  for  Credit  or 
refund  if  unsatisfactory  or  not  as  represented. 

(Springs  shipped  to  any  State  in  the  Union) 
Exclusive  Factory  Distributors 

Rosen  Talking  Machine  Co. 

Tel.  Congress  2034  11  School  St.,  Boston 


Alusic  Co.,  had  a  very  attractive  booth  at  the 
Canton  Pure  Food  Show  and  Household  Ex- 
position, held  in  the  city  auditorium  the  past 
week.  He  reports  many  prospects  listed  as  a 
result. 

Console  types  of  talking  machines  are  leading 
by  a  wide  margin,  according  t-c  T.  Q.  Shrake, 
of  the  Klein-Heffelman-Zollars  Co.'s  talking 
machine  department.  The  sales  floor  of  this 
store  is  jammed  with  new  console  models,  some 
of  which  have  not  been  available  for  several 
months.  Mr.  Shrake  reports  January  brisk,  but 
that  February  was  quiet,  although  record  busi- 
ness helped  considerably  to  hold  up  the  sales 
volume  of  this  department.  This  concern  has 
been  successfully  pushing  the  Wallace  reducing 
records  and  hundreds  of  sets  have  been  disposed 
of  in  the  past  year. 

The  talking  machine  section  of  the  William 
R.  Zollinger  Co.,  according  to  Manager  Fyle, 
experienced  a  very  successful  February,  Ma-- 
chine  business  fell  of¥  slightly,  records  being 
the  factor  to  be  considered  during  this  month. 

Business  was  somewhat  quiet  in  February, 
staled  C,  M.  Alford,  of  the  Alford  Fryor  Co., 
to  a  representative  of  The  World  this  week. 
He  predicts- little  change  in  the  talking  machine 
trade  until  after  April  1,  when  he  believes  that 
all  stores  will  do  a  good  business.  Mr.  Alford 
spent  most  of  the  month  in  the  East  visiting 
factories  and  placing  orders  for  Spring  delivery. 

Miss  Katherine  Kestel,  for  the  past  five  years 
in  charge  of  the  music  roll  and  sheet  music 
department  of  the  Alford  Fryor  Co.,  Canton, 
was  married  recently  to  Lawrence  J.  Rebillot, 
of  Louisville.  The  young  couple  will  reside  in 
Louisville. 

A  substantial  increase  in  Edison  sales  through- 
out the  rural  districts  in  the  Canton  territory  is 
reported  by  William  Rutledge,  manager  of 
Rhines  Edison  Shop.  "In  two  days  we  sold 
three  machines  to  farmers  who  came  to  our 
store,  one  of  them  a  prospect  from  the  county 
fair  a  year  ago,"  said  Mr.  Rutledge.  Salesmen 
for  the  Rhines  Shop  say  farmers  are  more  in- 
terested in  talking  machines  than  at  any  other 
time  in  recent  years  and  for  this  reason  they 
are  spending  most  of  their  time  in  the  rural' 
districts.  The  $200  machine  seems  to  be  the 
limit  for  the  farmer,  although  an  occasional 
high-priced  machine  is  sold  in  the  countr}^ 

Sales  at  this  store  have  been  satisfactory  in 
February  and  records  are  still  in  big  demand. 
Chippendale  models  are  most  in  demand  in  the 
Canton  district  and  there  is  a  noticeable  increase 
in  cash  sales,  according  to  Mr.  Rutledge.  He 
reports  the  Massillon  store  of  this  concern 
doing  a  brisk  business. 

The  Lewis  Bros.  Co.,  East  Liverpool,  dealers 
in  Victor  talking  machines  and  records,  tied  up 
with  Miss  Mary  Craig,  Pittsburgh,  Pa.,  girl 
athlete,  and  the  Ceramic  Theatre,  in  that  city, 
in  presenting  Miss  Craig  in  physical  culture 
demonstrations.  Her  repertoire  included  graphic 
poses  showing  how  to  keep  fit  to  music,  re- 
ducing and  other  exercises  with  Victor  records. 
The  store  officials  say  business   was  greatly 


beueiited  and  that  the  stunt  did  much  toward 
popularizing  health  records  in  the  upper  Ohio 
vallej'. 

Talking  machine  exhibits  were  in  much  prom- 
inence at  the  Kiwanis  Merchants'  Exposition 
held  t}';b"7veek  in  Zanesville,  O.,  fostered  by 
the  Kiwanis  Club,  of  that  city.  Among  music 
firms  which  exhibited  were  the  Spence  Music 
Co.,  Burrier  &  Strickrath,  musical  instruments; 
Weber  Home  Store,  Munson  Music  Co.  Dealers 
report  sales  and  prospects  as  a  result  of  the 
exhibits. 

The  stock  of  the  Better  Store,  Market  avenue, 
North  Canton,  was'  sold  this  week  to  W.  L.  ' 
Milner  &  Co.,  Toledo,  for  $42,000,  according 
to  announcemetit  by  Frank  Zink,  trustee  in 
bankruptcy  for  the  company.  Plans  of  the  new 
owners  were  not  announced. 

De  Mar  Miller,  orchestra  leader,  formerly  of 
East  Liverpool,  now  located  in  Canton,  is  seek- 
ing a  location  to  open  a  song  shop,  he  told  a 
representative  of  The  World  this  week. 

The  annual  stockholders'  meeting  of  the  Car- 
ver Bros.  Co.  at  Strasburg,  O.,  held  recently,  re- 
sulted in  the  re-election  of  G.  A.  Garver  as  pres- 
ident and  general  manager,  and  E.  L.  Van  Cur- 
ren,  vice-president  and  head  of  the  music  depart- 
ment. Mr.  Van  Curren  will  continue  to  handle 
Edison  phonograph  sales,  sheet  music,  records, 
player  rolls,  etc.  He  has  been  eminently  suc- 
cessful in  pushing  those  lines. 

Talking  machine  dealers  of  Canton  have  ac- 
cepted the  invitation  of  the  Canton  Retail  Mer- 
chants' Association  to  participate  in  the  annual 
Spring  style  exposition,  which  will  be  observed 
March  15,  16  and  17.  The  affair  this  year  will 
not  be  confined  to  women's  and  men's  wear 
stores,  but  will  extend  to  all  lines.  Dealers 
are  making  ambitious  plans  for  the  event. 
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JeweHone 

Reproducer  s^o'Tone  Arm 


Original  and  Exclusive  Features 

Plays  Edison  and  Pathe  Records  in  actual  Edison  position  and  with  a  fibre  needle. 

Made  in  8^^",  ^Y^" ,  \^yi" ■  When  thrown  back  on  tone  arm  in  Edison  position,  the  re- 
producer lies  flat,  so  dome  cannot  touch  it  when  closed. 

Finished  in  nickel  or  gold  plate. 


150-160  Whiting  Street  CHICAGO,  ILLINOIS,  U.  S.  A. 
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REMARKABLE  BUSINESS  ACHIEVEMENT  WITHIN  DECADE 

Rapid  Growth  of  the  Manufacture  of  Unico  Equipment  Shows  Value  of  Sound  Business  Principles 
and  Satisfactory  Product — A  Tribute  to  the  Untiring  Efforts  of  President  Rayburn  Clark  Smith 


Philadelphia,  Pa.,  March  6.-^This  month 
marks  a  decade  of  successful  business  accom- 
plished by  the  Unit  Construction  Co.,  of  this 
city,  during  which  it  has  built  an  excellent  rep- 
utation for  itself  throughout  the  talking  ma- 
chine trade  with  Unico  equipment.  The  growth 
of  the  business  within  this  span  of  years  has 
been  remarkable  and  is  a  decided  tribute  to  the 
untiring  efforts  of  Rayburn  Clark  Smith,  presi- 
dent of  the  company,  who  has  directed  the  des- 
tinies of  the  organization  from  its  very  begin- 
ning. Mr.  Smith  has  gathered  about  him  a 
personnel  of  co-workers  of  the  highest  caliber, 
men  well  equipped  and  specifically  trained  to 
carry  on  the  work  before  them. 

From  a  small  beginning  this  company  grew 
to  its  present  magnitude,  and  the  large  factory 
situated  at  Fifty-eighth  street  and  Grays  ave- 
nue, this  city,  is  often  taxed  to  its  utmost  ca- 
pacity to  turn  out  the  orders  for  Unico  equip- 
ment. In  that  length  of  time  the  scope  of  the 
products  of  the  Unit  Construction  Co.  has  also 
widened.  Although  originally  the  Unico  line 
consisted  of  hearing  rooms  and  record  racks, 
it  now  also  covers  sales  counters,  repair 
benches,  interior  equipment  for  the  furnishing 


of  warerooms,  ventilating  and  lighting  of  the 
rooms,  sales  stimulators,  service  tables  for  table 
model  talking  machines  and  radio  cabinets.  The 
variety  of  designs  and  finishes  of  the  equipment 
has  also  been  greatly  diversified  since  the  early 
days  of  the  company. 

The  first  Unico  installation  made  by  the  Unit 
Construction  Co.  was  during  March,  1913,  ex- 
actly ten  years  ago,  in  the  warerooms  of  the 
Hammann-Levin  Co.,  Baltimore,  Md.,  which  is 
in  use  at  the  present  time,  and  has  given  ten 
years  of  profitable  service.  As  time  passed 
Unico  equipment  found  its  way  into  practically 
all  the  large  trade  centers  of  this  country  and 
the  handsome  installation  made  a  year  or  so 
ago  in  the  warerooms  of  the  British  Gramo- 
phone Co.,  of  London,  England,  started  a  new 
era  of  wareroom  equipment  in  the  British  Isles 
and  on  the  Continent,  which  resulted  in  the 
opening  of  a  worldwide  market  for  Unico 
products,  and  the  demand  for  equipment  is 
steadily  growing. 

The  present  officers  of  the  company  are  Ray- 
burn Clark  Smith,  president;  Harry  A.  Beach, 
vice-president;  F.  L.  Rice,  secretary,  and  Alfred 
Spering,  treasurer. 


PLAN  TO  DEVELOP  HOLIDAY  TRADE 

Talking  Machine  Men,  Inc.,  Appoints  Com- 
mittee to  Devise  Holiday  Sales  Plans — Music 
Memory  Contest  Plans  Progress — Interesting 
Discussions  and  Exhibits  in  Evidence 


Several  discussions  of  topics  of  vital  interest 
to  the  talking  machine  trade  and  a  number  of 
interesting  exhibits  marked  the  February  meet- 
ing of  the  Talking  Machine  Men,  Inc.,  of  New 
York,  in  the  Cafe  Boulevard.  The  proper  han- 
dling of  the  mailing  list  as  an  increasing  source 
of  profit  was  pointed  out  by  Irwin  Kurtz, 
president  of  the  association,  and  several  other 
members. 

A  move  which  has  great  potential  possibilities 
was  made  in  the  appointment  of  a  committee 
to  develop  plans  for  increasing  sales  during  all 
holidays.  The  committee  includes  Max  Landay, 
president  of  Landay  Bros.,  chairman;  J.  J. 
Davin,  of  Ormes,  Inc.;  C.  L.  Dennis;  Lloyd 
Spencer,  of  the  Silas  E.  Pearsall  Co.;  Edward 
Strauss,  of  the  Brunswick-Balke-Collender  Co.'s 
New  York  office,  and  Philip  Marcus,  of  the 
S.  B.  Davega  Co. 

The  members  of  the  Talking  Machine  Men, 
Inc.,  are  solidly  in  back  of  the  Music  Memory 
Contest  to  be  held  in  the  public  schools  of 
New  York  this  Spring,  according  to  a  report 
on  the  progress  of  the  plans  for  this  event. 
Many  members  have  donated  records  as  well 
as  machines  as  prizes  for  the  schools  in  their 
districts  and  at  this  meeting  the  following  addi- 
tional gifts  were  announced:    Silas  E.  Pearsall 


Co.,  $150  worth  of  merchandise;  Ormes,  Inc., 
$150  worth  of  merchandise;  Modernola  Co.,  a 
Modernola  portable;  Brilliantone  Steel  Needle 
Co.,  500  'needles  and  a  record  cleaner  to  each 
school;  Sol  Lazarus  gave  an  additional  prize, 
and  H.  Emerson  Yorke,  mechanical  manager  of 
the  Wilmark  music  publishing  organization,  an- 
nounced that  this  concern  would  give  a  quantity 
of  Black  &  White  sheet  music  to  be  distributed 
as  prizes. 

A  guest  of  the  association,  S.  Mason  Timber- 
lake,  of  the  New  York  offi  ces  of  the  Elliot  Co., 
made  an  interesting  address  on  the  advantages 
of  the  Elliot  Addressing  System,  after  which 
he  gave  a  demonstration  of  the  system  to  those 
interested. 

Among  the  exhibits  was  a  display  of  "The 
Parade  of  the  Wooden  Soldiers,"  which  has 
been  prepared  by  Ormes,  Inc.,  Victor  jobbers. 
This  display  is  being  featured  by  Ormes,  Inc., 
to  aid  dealers  in  boosting  sales  of  the  records 
of  this  selection  by  Paul  Whiteman  and  His 
Orchestra.  Other  displays  which  attracted  con- 
siderable attention  included  an  exhibit  of  sport- 
ing goods  by  the  S.  B.  Davega  Co.,  designed 
to  show  how  sporting  goods  and  talking  ma- 
chines could  be  profitably  combined,  and  a  new 
model  talking  machine  by  I.  H.  Isaacs. 

A  committee  composed  of  S.  M.  Creedman, 
chairman;  J.  J.  Davin,  Sol  Lazarus  and  C.  L. 
Dennis  was  appointed  to  collect  old  records  for 
the  Welfare  League  of  Sing  Sing  prison,  who 
re'quested  this  service  in  a  letter  to  the  Asso- 
ciation. 

The  meeting  closed  with  musical  entertain- 
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ment  furnished  by  M.  Witmark  &  Sons,  who 
presented  some  of  their  most  recent  and  leading 
song  hits.  H.  Emerson  Yorke,  who  represented 
the  company,  gave  a  brief  talk  and  some  of  the 
leading  composers  of  popular  songs  in  the  Wit- 
mark  organization  followed  with  songs. 


VICTOR  FOREIGN  SUPPLEMENTS 

The  March  foreign  language  record  supple- 
ments include  listings  of  recordings  in  the  fol- 
lowing languages:  Bohemian,  French-Canadian, 
German,  Greek,  Hebrew- Yiddish,  Italian,  Mexi- 
can, Norwegian,  Polish,  Russian,  Slovak,  Swed- 
ish, Ukrainian. 


The  118  Nassau  Corporation  sold  the  fifteen- 
year  lease  on  the  five-story  and  basement  build- 
ing at  118  Nassau  street.  New  York,  to  Herman 
Steinlauf,  who  will  conduct  his  music  and 
phonograph  business  in  the  premises. 


PEGmpDEAR 


Lfi^ht  ,Tunetul  and  \ 
Original  Fo^Ti'oi  \ 


You  can  HEAR  it 
and  BUY  it  HERE 


iJou  cant  go  wron0 
])^ith  anj  'FEISTsonf 


3 


'e^ -^y  Dear ,—  Pe^-^y  deai',  — ^You  have  tak-en  me  com-plete-ly,- 
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She  almost  forgot  to  buy  those  New  Columbia  Records  for  the 
party  tonight.  But  not  quite!  She  just  happened  to  see  the 
Columbia  Exterior  Metal  Sign  in  front  of  Jones'  Music  Shop. 

It  was  a  narrow  escape.  Would  she  have  seen  one  in  front 
of  your  store? 

$5  at  your  Columbia  Branch. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


KENNEDY  NEW  COLUMBIA  ARTIST       OPENS  MODERN  VICTOR  DEPARTMENT 


WeU-known  Singer  of  Irish  Songs  Added  to 
Columbia's  List  of  Exclusive  Artists 


The  latest  addition,  to  the  fast-growing  list 
of  exclusive  Columbia  artists  is  Wm.  A.  Ken- 
nedy, a  tenor  who  specializes  on  the  rendition 
of  Irish  ballads.    Mr.  Kennedy  is  well  known 


William  A.  Kennedy 

in  the  East,  having  achieved  considerable  suc- 
cess in  vaudeville  and  having  also  appeared  at 
a  number  of  formal  and  informal  concerts  where 
he  was  enthusiastically  received.  His  first 
Columbia  record,  now  ready  for  release,  fea- 
tures two  popular  Irish  ballads,  "Little  Town 
in  the  Ould  County  Down"  and  "In  the  Valley 
Near  Slievenamon."  Mr.  Kennedy's  voice  is 
particularly  adapted  to  singing  Irish  ballads 
and  Columbia  dealers  who  have  visited  the  com- 
pany's recording  laboratories  have  highly 
praised  Mr.  Kennedy's  first  record. 


UNIQUE  STUNT  DRAWS  CROWDS 

Members  of  Sales  Staff  of  Barker  Bros.  Record 
Department  Costumed  to  Represent  Charac- 
ters of  Various  Operas — Effective  Publicity 


Los  Angeles,  Cal.,  March  6. — On  the  occa- 
sion of  the  visit  here  recently  of  the  San  Carlo 
Grand  Opera  Co.,  arrangements  were  made  by 
J.  W.  Boothe,  general  manager  of  the  rnusic  de- 
partment of  Barker  Bros.,  for  the  costuming  of 
the  entire  sales  force  in  the  record  department 
to  represent  characters  from  the  various  operas. 
The  plan,  which  was  originated  by  Miss  Don- 
zella  Cross,  of  Sherman,  Clay  &  Co.,  was  well 
carried  out,  the  salesladies  in  costume  appear- 
ing daily  for  the  two  weeks  of  opera.  The 
Hotel  Ambassador  Orchestra,  under  the  direc- 
tion of  Abe  Lyman,  was  engaged  for  the  open- 
ing day  of  the  opera,  playing  from  2:30  to  3:30 
in  the  afternoon  and  attracting  hundreds  of 
people.  This  orchestra  is  specially  noteworthy, 
owing  to  the  fact  that  the  members  include  Abe 
Lyman  and  Gus  Arnheim,  composers  of  "Peggy 
Dear"  and  "Apple  Sauce,"  which  have  been 
recorded  by  the  Vocalion  Co.  and  are  now  on 
sale;  John  Schonberger,  composer  of  "Whisper- 
ing"; JRay-  Lopez,  composer  of  "Bees'  Knees," 
Gus  Muller,  composer  of  "Wang  Wang  Blues." 


Empire  Music  Co.,  Atlanta,  Ga.,  New  Concern, 
Opens  for  Business  With  Complete  Line 


Atlanta,  Ga.,  March  8. — An  up-to-date  talking 
machine  department  has  been  established  on  the 
fourth  floor  of  the  J.  M.  High  Co. 

The  department  was  installed  by  the  Empire 
Music  Co.,  a  $25,000  corporation  recently  organ- 
ized in  Atlanta  by  Walter  F.  Higgins,  William 
A.  Barfield  and  R.  H.  Hixon.  They  are  all  well 
known  in  this  city,  having  been  in  business  here 
fpr  a  number  of  years. 

"Ours  will  be  an  exclusive  line  of  Victrolas 
and  Victor  records,"  said  Mr.  Barfield,  who  has 
had  twenty-one  years'  experience  in  the  talking 
machine  business.  "We  will  be  the  only  Vic- 
trola  house  in  the  Whitehall  street  shopping 
district." 

Mr.  Higgins,  who  will  actively  manage  the 
new  department,  has  been  district  manager  of 
the  Ajax  Rubber  Co.  for  five  years.  Mr.  Hixon 
formerly  w-as  manager  of  the  F.  W.  King  Candy 
Co.  On  the  opening  day  exhibitions  of  the  latest 
Victrolas  were  made. 


PLANS  FOR  DALLAS  MUSIC  WEEK 


Dallas,  Tex.,  March  5. — The  monthly  meeting 
of  the  Dallas  Music  Industries'  Association  was 
held  in  this  city  just  recently  and  the  chief  dis- 
cussion centered  around  the  plans  for  the  annua! 
music  week  to  be  held  from  April  30  to  May  5. 
It  is  announced  that  an  elaborate  preliminary 


HAAG  RECORD  FILES 

Accommodate  all  makes  of  Records 

Sold  in  Every  State 


program  has  already  been  arranged  and  that 
all  the  musical  interests  of  the  State  will  take 
part,  including  the  churches,  schools,  clubs, 
theatres,  etc.  Among  the  features  will  be 
a  massed  piano  concert,  with  each  local  dealer 
providing  a  grand  piano  for  the  affair,  and  there 
will  also  be  a  massed  talking  machine  concert 
presented  by  recording  artists  of  the  difTerent 
companies. 


FIRST  RECORD^  WILL  ROGERS 

Included  in  Special  Release  of  Six  Victor  Rec- 
ords to  Be  Placed  on  Sale  on  March  15 


The  first  Victor  record  by  Will  Rogers,  the 
popular  comedian  of  the  "Ziegfeld  Follies,"  who, 
as  recently  announced,  has  arranged  to  record 
exclusively  for  the  Victor  Co.,  is  included  in  a 
special  release  of  six  records  to  be  placed  on 
sale  by  Victor  dealers  on  March  15.  Five  of 
the  records  will  be  listed  in  the  April  supple- 
ment and  the  other  one  in  May.  The  Will 
Rogers  record  is  doubled-sided,  one  side  bearing 
a  monologue  on  "A  New  Slant  on  War,"  and 
the  other,  "Timely  Topics." 

A  new  record  by  Caruso,  "Nina";  another  by 
the  Shannon  Quartet,  a  record  of  "Fate,"  and 
"Lady  of  the  Evening,"  two  fox-trots,  from 
"The  Music  Box  Revue,"  played  by  Whiteman 
and  his  orchestra;  "Aggravatin"  Papa,"  and 
"Aunt  Hagars  Blues,"  played  by  the  Virginians; 
"Down^  in  Maryland"  and  "Georgia  Cabin 
Doors,"  and  two  fox-trots  by  the  Benson  Or- 
chestra  of  Cliicago  make  up  the  special  list. 


HAAG 
RECORD  FILES 

Instantly  hand  you  the 
desired  record  and  auto- 
matically file  them  for 
you. 

Beautifully  finished  in 
Olive,  Green,  Gold  and 
Black,  durably  con- 
structed, beautifies  the 
appearance  of  the  Talk- 
ing Machine  in  which  it 
is  installed. 

Made  in  sizes  to  fit  any 
Talking  Machine 


Haag  &  Bissex  Co.,  Inc. 

SALES  OFFICE 

Calvert  BIdg.  Baltimore. 
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In  Chicago — It  is 


Guyon's  Paradise  Orchestra 


In  Detroit — It  is 


FinzeFs  Detroit  Society  Orchestra 

In  Chicago  and  in  Detroit,  thousands  and  thousands  of  people  every 
year  dance  to  original  and  unusually  effective  arrangements  of  the 
latest,  up-to-the-minute  dance  hits,  as  played  by  Guyon's  Paradise 
Orchestra  and  Finzel's  Detroit  Society  Orchestra.  Speak  of  the  best 
dance  music,  and  Chicagoans  will  say,  "Guyon's" — Detroiters  will 
quickly  answer,  "Finzel's." 

These  two  famous  orchestras 
now  record  exclusively  for 

Records 

Chicagoans,  Detroiters,  and  people  from  the  neighboring  cities  are 
enthusiastically  greeting  the  opportunity  for  hearing  their  favorite 
orchestra  right  in  their  own  homes.  The  release  of  each  new  record- 
ing shows  a  further  increase  in  the  already  marked  demand  for  the 
recordings  of  these  famous  organizations. 

Recordings  by  these,  or  any  other  OKeh  artists  or  organizations  may 
be  obtained  from  Consolidated  with  the  same  promptness  and  smooth 
efficiency  that  are  always  so  characteristic  of  CONSOLIDATED 
SERVICE. 

Consolidated  Talking  Machine  Co. 


227  W.  Washington  Street 


Chicago,  111. 


Branches: 
2957  Gratiot  Avenue,  Detroit,  Mich. 
1121  Nicollet  Avenue,  Minneapolis,  Minn. 
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BILL  TO  CHECKJVHSLEADING  ADS 

Proposed    Legislation    in    Wisconsin  Would 
Establish  Rigid  Advertising  Censorship 


Mauison,  Wis.,  March  5. — The  unscrupulous  mer- 
chant will  have  to  turn  over  a  new  leaf  if 
Assemblyman  J.  Timmerman  succeeds  in  get- 
ling  the  approval  of  the  solons  on  his  bill  estab- 
lishing a  rigid  State  censorship  on  misleading 
or  untruthful  advertising.  The  bill  will  come 
up  for  debate  at  this  session  of  the  legislature. 

Violators  of  the  act  would  come  under  three 
divisions.  The  first  is  the  merchant  who  falsely 
advertises  a  sale  on  damaged  goods  or  stocks 
of  bankrupt  concerns.  The  maximum  penalty 
for  this  olTense  is  a  $50.  fine. 

Persons  misrepresenting  the  quality,  value, 
motive  of  sale  or  the  source  of  purchase  of 
merchandise,  which  is  known  to  be  untrue,  will 
be  subject  to  a  maximum  fine  of  $1,000,  60  days' 
imprisonment,  or  both. 

The  third  class  of  violator  is  he  who  adver- 
tises a  sale  of  merchandise  sold  at  a  fixed  price 
and  who  fails  to  state  the  amount  of  goods 
offered  and  who  does  not  mention  the  quality 
of  the  article.  This  section  is. designed  to  reach 
those  selling  "seconds"  as  first-class  merchan- 
dise. 


SUCCESSFUL  SOUTHERN  SALESWOMAN 


Miss  Willie  Cox,  of  Clark  &  Jones,  Birmingham, 
Ala.,  Featured  in  Newspaper  Article 


RECORDING  COMPANY  CHARTERED 


A  charter  of  incorporation  has  been  granted 
to  the  Prince  Lance  Recording  Laboratories, 
under  the  laws  of  the  State  of  Delaware.  The 
concern,  which  is  capitalized  at  $100,000,  will 
engage,  it  is  announced,  in  the  manufacture  of 
talking  machine  records. 


In  a  series  of  feature  articles  on  "Successful 
Business  Women  of  Birmingham,"  the  Birming- 
ham Age-Herald  recently  devoted  considerable 
space  to  a  portrait  of  Miss  Willie  Cox,  for  ten 
years  connected  with  the  Victor  record  depart- 
ment of  Clark  &  Jones,  that  city,  together  with 
an  interesting  story  regarding  the  young  lady's 
accomplishments  as  a  record  saleswoman. 

In  an  interview  Miss  Cox  reiterated  the  oft- 
rcpeated  advice  of  those  who  handle  records 
most  successfully,  namely,  that  the  sales  person 
should  have  a  complete  and  accurate  knowledge 
of  every  record  in  the  catalog  in  order  to  meet 
the  requirements  of  customers  properly  and  to 
give  proper  advice  in  the  selection  of  numbers. 


Many  dealers  have  passed  out  of  business  ex- 
istence because  they  did  not  believe  in  adver- 
tising. 


LEASES  STOREJN  PATERSON 

George  E.  Gevas,  proprietor  of  the  United 
Music  Store,  567  Broad  street,  Newark,  N.  J  , 
has  concluded  arrangements  for  a  long-term 
lease  on  a  large  establishment  at  24  Main  street, 
Paterson,  N.  J.,  which  he  will  soon  open  as  a 
branch  store. 


WERRENRATH  SCORES  IN  RECITALS 

Noted  Baritone  and  Victor  Artist  Presents  a 
Number  of  Popular  Programs  During  the 
Season,  Including  Recital  on  February  22 


Reinald  Werrenrath,  the  noted  baritone  and 
Victor  record  artist,  has  been  giving  a  sei'ies 
of  very  successful  recitals  during  the  present 
season,  at  times  in  connection  with  musical 
organizations  and  again  giving  the  entire  pro- 
gram himself.  Mr.  Werrenrath,  for  instance, 
succeeded  in  filling  Carnegie  Hall  on  the  after- 
noon of  Washington's  Birthday,  February  22, 
and  gave  a  program  of  particular  interest  to 
record  buyers  and  talking  machine  dealers. 

In  addition  to  a  number  of  folk  songs  in 
native  tongue,  Mr.  Werrenrath's  program  on 
Irial  occasion  included  such  recorded  numbers 
as  "Znr  Ruh!  Zur  Ruh!",  and  three  of  the 
Kipling  numbers  for  which  he  is  famous,  namely, 
"On  the  Road  to  Mandalay,"  "Fuzzy  Wuzzy," 
and  "Danny  Deever."  As  an  encore  he  also 
sang  "Drink  to  Me  Only  With  Thine  Eyes," 
also  a  recorded  number. 

In  the  case  of  popular  artists  of  the  Werren- 
rath type,  it  is  well  for  dealers  to  secure  ad- 
vance programs  of  recitals  and  concerts  with 
a  view  to  featuring  the  records  of  the  num- 
bers appearing  on  the  program.  Werrenrath's 
repertoire  is  what  may  be  termed  the  popular 
ballad  type  and  has  a  far  wider  appeal  than  that 
of  the  average  concert  artists,  hence  the  im- 
portance of  tying  up  with  his  recitals. 


MANY  STUDY  WOOD=USING  METHODS 

Many  Courses  Conducted  by  the  Forest  Prod- 
ucts Laboratory  Show  Constructive  Work 
Being  Successfully  Carried  On 


The  educational  work  in  boxing,  crating,  glu- 
ing and  kiln  drying  among  men  from  the  leading 
wood-using  industries  of  the  country  being  car- 
ried on  by  the  Forest  Products  Laboratory, 
Madison,  Wis.,  is  indicated  by  the  fact  that  in 
a  period  of  five  years  fifty-three  short  courses 
have  been  given  and  532  representatives  from 
almost  every  State  in  the  Union  have  taken 
these  courses.  Thirty-nine  courses  in  kiln  dry- 
ing, with  an  enrollment  of  326;  nineteen  courses 
in  boxing  and  crating,  with  167  enrolled,  and 
five  classes  in  the  gluing  of  wood,  'with  an 
enrollment  of  thirty-nine,  have  been  given. 
Among  those  in  the  talking  machine  industry 
who  enrolled  for  the  last  course  in  boxing  and 
crating  was  A.  W.  Bergeon,  of  the  Brunswick- 
Balke-Collender  Co.,  M'uskegon,  Mich.  Other 
courses  are  planned  for  the  near  future. 


THE  SUPREME  TONE  AMPLIFIER 


A  simple,  neat  appliance,  easily  attached  to  your  machine. 

Produces  a  pure  natural  tone,  free  from  all  "blast,"  vibration 
or  distortion. 

Note  the  novel  spring  suspension 

Incomparable  for  Dancing 


Renewed  pleasure  from  your  favorite  record  is  assured. 
Doubles  the  volume,  yet  improves  the  quality  and  detail. 

"If  you  haven't   heard  the 
ADD-A-TONE 
You  haven't  heard  your  machine" 

UNIQUE  REPRODUCTION  CO.,  Inc. 

32  Union  Square,  New  York 
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Financial  Service 

for 

Phonograph  Dealers 

G.  1.  T  Service 


Means  to  the  dealer  all  the  advantages  of  additional  capital. 
It  is  a  real  sales  aid — it  enables  you  to  increase  your  time 
sales  without  financial  strain.  It  means  more  volume  and 
more  profits. 

It  is  a  sound  and  simple  arrangement  for  converting  your 
time  payment  paper  into  cash. 

Our  charges  are  moderate. 

Our  long  experience  has  enabled  us  to  eliminate  all  red 
tape. 

We  invite  inquiries.  Write  for  details,  which  we  will  gladly 
send  without  cost  or  obligation  to  you. 


BRUNSWICK  DEALERS 

Write  for  special  Brunswick — G.  I.  T. 
plan  arranged  with  and  recommended 
by  the  Brunswick-Balke-Gollender  Co. 


Commercial  Investment  Trust  Incorporated 

(Organized  under  the  investment  section  of  the  Banking  Laws  of  New  York  State) 

Capital  -  $6,000,000 
Liggett  Building,  41  East  42nd  Street        New  York  City 
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BUFFALO 


Exhibits  at  Better  Homes  Show 
— Fire  Destroys  Brunswick  Home 
—  Business    in    All    Lines  Good 


Buffalo,  N.  Y.,  March  6. — The  month  whidh 
has  just  closed  has  brought  the  largest  volume 
of  business  to  leading  talking  machine  dealers 
of  Bnflalo  of  any  February  for  the  past  three 
or  four  years. 

Sales  Manager  Raymond  Smith,  of  the  Hoff- 
man Piano  Co.,  reports  that  he  has  had  the 
most  successful  February  in  the  history  of  the 
store,  which  has  been  located  on  Main  street 
over  twenty  years.  "There  is  about  a  50-50 
demand  for  the  Sonora  and  Brunswick,"  Mr. 
Smith  said."  Sales  on  one  have  been  about 
as  good  as  the  other.  We  have  never  experi- 
enced such  a  demand  for  talking  machines." 

The  new  Victor  models,  Styles  210  and  215, 
are  meeting  with  the  enthusiastic  approval  of 
dealers,  according  to  C.  E.  Seigesmund,  sales 
manager  of  C.  N.  Andrews,  Victor  wholesaler. 
Mr.  Seigesmund  is  in  charge  during  the  absence 
of  Mr.  Andrews,  who  is  now  enjoying  a  few 
weeks'  vacation  at  Altamount  Springs,  Fla., 
accompanied  by  Mrs.  Andrews. 

E.  E.  Burley,  of  West  Ferry  street,  says  he 
has  just  closed  a  very  satisfactory  February, 
which  brought  in  a  volume  of  business  much 
la-rger  than  the  corresponding  month  of  last 
year.  Mr.  Burley  is  now  preparing  a  direct 
advertising  campaign  and  planning  for  a  record- 
breaking  Spring  and  Summer  trade.  The  rec- 
ord business  is  keeping  up  with  the  general 
trend  also,  he  said. 

Louis  Kurtzman,  manufacturer  of  the  Kurtz- 
man  electric  phonograph,  reports  a  steadily  in- 
creasing business.  He  is  featuring  the  period 
models  in  attractive  displays.  Mr.  Kurtzman  is 
planning  for  a  good  Spring  business. 

The  Victor  talking  machine  will  be  repre- 
sented in  the  Buffalo  Better  Homes  Exposition 
by  Neal,  Clark  &  Neal,  Main  street  dealers. 
Speaking  of  the  display,  Sales  Manager  Frank 
E.  Russell  says:  "We  were  very  successful  last 
year,  when  we  made  a  number  of  sales  at  the 
show,  and  took  quite  a  large  number  of  orders. 
This  year  we  expect  to  profit  even  more,  for 
the  exposition  of  1923  is  a  much  larger  show." 

Ben  Neal,  of  this  concern,  recently  addressed 
the  Syracuse  University  Alumni  Association  in 
this  city. 

E.  F.  Braner,  of  the  Braner  Music  Shoppe, 
says  they  have  had  a  good  Columbia  business 


and  the  record  business  has  been  exceptionally 
brisk. 

R.  M.  Armstrong,  manager  of  the  phonograph 
department  of  the  Edward  Store,  says  they  have 
a  number  of  orders  for  Brunswick  models  200 
and  210,  and  the  York  model.  "It  is  hard  to 
get  the  popular  models,  which  has  been  quite 
an  inconvenience  to  us,"  Mr.  Armstrong  said. 
"However,  this  condition  is  not  discouraging, 
as  we  find  patrons  willing  to  wait  until  tlieir 
particular  choice  can  be  secured." 

The  John  G.  Schuler  Co.,  Inc.,  is  conducting 
a  sale  of  pianos  and  small  musical  instruments 
to  make  room  for  new  Spring  stock.  A  com- 
plete and  attractive  line  of  Edisons  and  Sonoras 
is  handled  in  this  large  store.  They  have  en- 
joyed a  very  profitable  business  in  this  depart- 
ment, said  Arnold  T.  Armbrust,  secretary  of 
the  company. 

The  building  of  the  Brunswick-Balke-Collender 
Co.  and  contents  were  completely  destroyed  by  fire 
on  February  23.  The  talking  machines  were 
stored  in  a  building  across  the  street  from  the 
fire  and  escaped  damage.  The  loss  is  estimated 
at  between  $30,000  and  $50,000,  which  is  covered 
by  insurance. 

The  music  store  of  Alexander  Maisel  is  under- 
going changes  that  will  make  it  a  first-class 
talking  machine  store.  The  entire  interior  is 
being  refurnished.  Mr.  Maisel  says  there  will 
be  fifteen  record  demonstration  booths  on  the 
first  floor.  Offices  will  be  located  on  the  bal- 
cony and  the  second  floor  will  be  used  for 
sample  rooms.  A  twenty-three-foot  electric 
Victor  sign  will  be  erected  in  front  of  the  store 
announcing  the  complete  Victor  line,  which  will 
be  handled. 

The  new  store  of  Charles  Bellanca  is  expected 
to  be  finished  early  in  June.  It  will  be  located 
at  Carolina  and  Niagara  streets.  The  store  will 
be  complete  and  up-to-date  in  every ,  respect, 
according  to  Mr.  Bellanca.  The  present  loca- 
tion of  the  Bellanca  store  is  at  159  Court  street, 
where  business  has  grown  to  such  a  degree  that 
larger  quarters  have  been  found  imperative.  Mr. 
Bellanca  will  cater  to  the  Italian  trade  of  this 
district. 

Goold  Bros.,  Main  street  music  dealers,  who 
handle  the  Sonora  line,  are  conducting  a  series 
of  concerts  throughout  the  city,  for  which  they 
have  secured  nationally  known  artists. 

O.  L.  Neal,  of  the  Buflfalo  Talking  Machine 
Co.,  is  enjoying  a  vacation  in  Atlantic  City, 
N.  J.,  accompanied  by  Mrs.  Neal.  Previous  to 
going  to  Atlantic  City  he  visited  the  Victor 
plant  in  Camden,  N.  J. 

C.  H.  Herneke,  manager  of  the  talking  ma- 
chine department  of  Denton,  Cottier  &  Daniels, 
is  in  New  York  on  a  vacation  trip. 


SILK  PLUSH  FOR  WINDOW  TRIM 

■  Buy  Direct 
HYDOL  PLUSH  MFG.  CO. 

"Plush  For  Every  Use  Since  1889" 
Write  for  samples ,  Dept. 
41  East  20th  Street  New  York  City 


Columbia  dealers  of  Buffalo  and  western 
New  York  gave  a  testimonial  dinner  in  the 
Hotel  Iroquois  recently  to  H.  B.  Haring,  man- 
ager of  the  local  Columbia  branch,  which  closed 
last  month.  The  dining  room  was  decorated  in 
Columbia  colors  and  paraphernalia  and  the  par- 
ticipants wore  the  festive  gift  envelopes  as  hats. 

M.  Turchin,  local  dealer,  presented  a  gold 
penknife  to  Mr.  Haring  in  behalf  of  the  dealers 
and  in  his  speech  praised  the  honored  guest 
for  the  help  they  had  received  from  him  while 
in  charge  of  the  Buffalo  branch.  In  response, 
Mr.  Haring  spoke  on  the  co-operation  he  had 
received  from  the  dealers.  J.  J.  Daugherty, 
assistant  manager  of  the  local  branch,  was  also 
present  and  gave  a  short  talk.  S.  F.  Larmon, 
of  the  Cleveland  branch,  spoke  on  what  the 
dealers  might  expect  from  his  offices  from 
which  distribution  to  this  district  will  now 
be  made.  Mr.  Haring  is  now  in  New  York  City 
with  the  general  offices  of  the  Columbia  Grapho- 
phone  Co. 

Lafayette  Lipe,  of  Jamestown,  has  bought  a 
four-acre  tract  of  land  on  Church  street  in 
Randolph,  N.  Y.,  where  he  will  erect  a  factory 
for  the  manufacture  of  phonographs.  Mr.  Lipe 
has  not  made  public  the  details  of  his  plan 
further  than  to  say  he  expects  to  erect  a  small 
plant  and  expand  as  business  increases.  He 
has  been  manufacturing  instruments  and  cabi- 
nets in  Jamestown  for  about  a  year. 


BERNIE  ORCHESTRA'S  FIRST  RECORD 


First  Vocalion  Record  by  Noted  Dance  Orches- 
tra Attracts  Much  Attention 


The  Aeolian  Co.  reports  a  very  substantial 
demand  for  the  first  of  the  new  Vocalion  rec- 
ords made  by  Ben  Bernie  and  his  noted  dance 
orchestra,  who  have  played  very  successfully 
over  the  various  vaudeville  circuits  and  have 
contracted  to  record  exclusively  for  the  Vo- 
calion. The  first  record  bears  on  one  side  "Aly 
Buddy,"  and  on  the  other  "Flower  of  Araby," 
two  particularly  interesting  fox-trots. 


The  Eckophone  Co.,  manufacturer  of  talking- 
machines,  Rockwell  Terrace,  Brooklyn,  N.  Y., 
recently  was  considerably  damaged  by  a  fire 
which  started  in  an  adjoining  building. 


As  Buffalo  is  the  power  distribution  center  of  this  great  territory 

So  is  the 

BUFFALO  TALKING  MACHINE  COMPANY 

Buffalo,  New  York 

the  power  distribution  center  of  Victor  machines 
and  records.  The  Buffalo  Talking  Machine  Co. 
service  forms  a  truly  appreciated  work.  It  fur- 
nishes a  power  of  incentive  to  the  Victor  dealer  that 
helps  materially.    Why  not  let  us  help  you? 

Just  write  or  wire 
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EDISON  JOBBERS  HOLD  ANNUAL  MEETING  IN  NEW  YORK 

Laurence  H.  Lucker  Re-elected  President,  A.  A.  Buehn  Elected  Vice-president  and  P.  H.  Oelman, 
Secretary  and  Treasurer — Present  Situation  Big  Improvement  Over  Last  Year's 


The  members  of  the  National  Edison  Disc 
Jobbers'  Association  convened  during  the  first 
lialf  of  the  weelc  of  February  12  for  their  annual 
convention  and  on  the  week-end  preceding  cele- 
brated the  seventy-sixth  birthday  of  Thos.  A. 
Edison. 

The  convention  was  held  at  the  Hotel  Wal- 
dorf on  Mondaj^,  Tuesday  and  Wednesday. 
Monday  was  devoted  to  a  private  session  in 
which  only  the  jobbers  participated.  Tuesday 


facturing  division;  E.  H.  Philips,  credit  man- 
ager, and  R.  Karch,  special  traveling  representa- 
tive of  the  phonograph  division. 

On  Wednesday  morning  the  final  session  was 
held,  which  consisted  of  a  joint  meeting  be- 
tween the  jobbers  and  Edison  officials,  at  which 
time  the  plans  and  policies  which  had  been  dis- 
cussed and  announced  during  the  previous  two 
days  were  ratified  and  enthusiastically  endorsed 
by  the  Edison  Co.  on  the  one  hand  in  so  far 


to  70  per  cent,  which  is,  of  course,  very  satis- 
factory progress. 

The  jobbers  were  particularly  enthusiastic 
about  the  unprecedented  demand  for  the  new 
models  of  the  Edison  which  have  been  intro- 
duced during  the  last  year  and  the  public  ap- 
proval, which  has  already  been  made  manifest, 
of  the  new  record  release  plan  introduced  by 
the  Edison  Co.  last  month.  No  official  an- 
nouncements were  made  regarding  the  various 
plans  that  were  voted  through  at  the  conven- 
tion, but  it  is  expected  that  a  number  of  an- 
nouncements will  be  forthcoming  as  soon  as 
these  plans  have  been  put  in  concrete  shape 
for  efficient  operation. 


Edison  Jobbers  Who  Attended  th  e  Annual  Meeting  in  New  York 


Reading  Left  to  Right— 1,  Glenn  Ellison;  2,  A.  A.  Buehn;  3,  A.  C.  Dennis;  4,  F.  C.  Beatty;  5,  Warren  Taylor;  6,  Charles  Edison;  7,  M.  Goldberg;  8,  Dan  Hagi;erty;  9,  B.  Wolnitzky; 
10,  Laurence  Lucker;  11,  F.  H.  Silliman;  12,  F.  Keeney;  13,  A.  H.  Curry;  14,  L.  H.  Ripley;  15,  M.  M.  Blackman;  16,  H.  L.  EUenberger;  17,  P.  H.  Oelman;  18,  E.  Bowman;  19.  A. 
L.  Walsh;  20,  V.  L.  Eddy;  21,  D.  Shultz;  22,  Mrs.  Shultz;  23,  L.  W.  Bloom;  24,  R.  Karch;  25,  R.  B.  Ailing;  26,  Walter  Kipp;  27,  Frank  E.  Bolway;  28,  E.  H.  Hershberger;  29,  A. 
Meskill;  30,  \\41Iiam  Hildebrand;  31,  F.  S.  Hemenway;  32,  W.  L.  Rosenblatt;  33,  R.  Proudfit;  34,  William  Schmidt;  35,  J.  W.  Scott;  36,  E.  H.  Philips;  37,  John  Sherman;  38,  E. 
Trautwein;  39,  D.  Griffin;  40,  A.  R.  Rhinow;  41,  P.  R.  Hawley;  42,  J.  J.  Mehl;  43,  Howard  Eckert;  44,  Ralph  Allen;  45,  William  Lucker;  46,  W.  A.  Myers;  47,  M.  D.  Tharp; 

48,  H.  G.  Stanton;  49,  James  Harris;  50,  H.  H.  Blish;  51,  H.  Parchan. 


was  devoted  to  a  series  of  talks  by  officials  of 
the  Edison  Co.,  who  outlined  the  prospective 
plans  and  policies  of  Thos.  A.  Edison,  Inc.,  for 
the  coming  year.  Among  those  who  spoke 
were  Thos.  A.  Edison,  president;  Charles  Edi- 
son, chairman  of  the  board;  A.  H.  Curry,  vice- 
president,  in  charge  of  the  phonograph  division; 
F.  C.  Beatty,  assistant  to  Mr.  Curry;  John  Sher- 
man, manager  of  the  order  and  service  depart- 
ment; A.  L.  Walsh,  advertising  manager;  War- 
ren Taylor,  manager  of  sales  promotion; 
Stephen  B.  Mambert,  vice-president  in  charge 
of  finance;  William  Hildebrand,  traffic  manager; 
Fred  C.  Pullin,  manager  of  the  record  manu- 


as  the  jobbers  were  concerned  and  by  the  job- 
bers in  so  far  as  the  plans  of  the  Edison  Co. 
were  concerned. 

One  feature  of  the  convention  was  the  com- 
parison made  between  business  conditions  with 
the  Edison  industry,  at  this  time  and  a  year 
ago  when  the  last  convention  was  held.  On  the 
basis  that  the  depression  which  beset  the  whole 
industry  a  year  ago  represented  a  100  per  cent 
serious  problem  for  the  Edison  manufacturing, 
jobbing  and  retailing  forces,  it  was  figured  that 
the  situation  at  present  is  only  30  per  cent 
serious.  In  other  words,  that  the  improvement 
in  Edison  business  during  the  last  year  amounts 


QUALITY   IS   NOT    AN  ACCIDENT 

The  superior  quality  of  our  COTTON  FLOCKS  for  record  manufacture  is  the  result  of  con- 
tinual study  of  the  manufacturer's  requirements — diligent  adherence  to  the  use  cri  raw  materials 
which  will  produce  the  best  flocks  and  scrupulous  attention  to  every  detail  of  their  manufacture. 

Numerous  record  manufacturers  are  profiting  by  the  cleanliness  and  uniformity  of  our 
product  through  reduction  in  spoilage  of  records. 

ARE  YOU  ONE  OF  THESE  MANUFACTURERS f 

CLAREMONT  WASTE  MFG.  CO.  Claremont,  N.  H. 


The  following  officers  were  elected  for  the 
ensuing  year:  President,  Laurence  H.  Lucker 
(re-elected);  vice-president,  A.  A.  Buehn;  secre- 
tary and  treasurer,  P.  H.  Oelman.  An  executive 
committee  was  elected  for  the  forthcoming  year 
consisting  of  these  officers  and  William  Schmidt, 
Frank  E.  Bolway,  H.  G.  Stanton  and  F.  H. 
Silliman. 

The  convention  was  also  replete  with  social 
pleasures.  These  included  a  very  delightful 
luncheon  given  by  the  Edison  jobbers  to  the 
Edison  officials  on  Tuesday  at  the  Waldorf  and 
a  banquet  given  by  the  Edison  Co.  in  the  Astor 
gallery  of  the  Waldorf  on  Wednesday  night,  at 
which  the  Edison  jobbers  were  the  honored 
guests.  At  this  latter  aflPair  significant  talks 
were  made  by  A.  H.  Curry,  who  acted  as  toast- 
master,  Chas.  Edison  and  other  important  per- 
sonages in  the  Edison  trade.  A  "big-time" 
vaudeville  dinner  show  was  presented  for  the 
delectation  of  the  diners,  and  throughout  the 
meal  invigorating  music  was  supplied  by  Kap- 
lan's Melodists,  the  famous  Edison  dance 
orchestra. 

Among  those  who  attended  the  convention,  in 
addition  to  the  representatives  of  Thos.  A.  Edi- 
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son,  Inc.,  mentioned  above,  were:  M.  M.  Black- 
man,  The  Phonograph  Co.,  of  Kansas  City;  M. 
D.  Tharp,  Denver  Drygoods  Co.,  Denver;  L.  W. 
Bloom  and  E.  H.  Hershberger,  of  the  Phono- 
graph Co.,  Cleveland;  R.  Proudfit,  Proudfil 
Sporting  Goods  Co.,  Ogden,  Utah;  Wm.  Schmidt, 
I'he  Phonograph  Co.,  Chicago;  R.  B.  Ailing, 
T'honograph    Co.    of    Detroit,    Detroit;    F.  S. 


A.  H.  Curry,  Vice-pres.,  Thos.  A.  Edison,  Inc. 
Hemenway,  Diamond  Music  Co.,  Inc.,  New 
Orleans;  D.  Shultz,,  Shultz  Bros.,  Omaha;  N. 
D.  Griffin,  American  Phonograph  Co.,  Albany; 
VV.  L.  Rosenblatt,  Phonographs,  Inc.,  Atlanta; 
A.  Meskill,  Phonograph  Corp.  of  Indiana,  In- 
dianapolis; A.  C.  Dennis,  Texas-Oklahoma 
Phonograph  Co.,  Dallas;  A.  C.  Ireton,  repre- 
senting Edison  Phonographs,  Ltd.,  of  San  Fran- 
cisco, Los  Angeles  and  Portland,  Ore.;  H.  G. 
Stanton,  of  R.  S.  Williams  &  Sons  Co.,  Ltd., 
Toronto;  Frank  E.  Bolway,  Frank  E.  Bolway 
&  Sons,  Inc.,  Syracuse,  N.  Y.;  H.  H.  Blish, 
Harger  &  Blish,  Des  Moines,  la.;  A.  A.  Buehn, 
Buehn  Phonograph  Co.,  Pittsburgh;  P.  H.  Oel- 
man,  The  Phonograph  Co.,  Cleveland;  Laurence 
H.  Lucker,  Minneapolis;  F.  H.  Silliman,  F. 
Keeney,  L.  H.  Ripley  and  H.  L.  Ellenberger, 
of  Pardee-Ellenberger  Co.,  Boston;  H.  Parchan, 
Montana  Phonograph  Co.,  Helena;  M.  Goldberg, 
Silverstone  Music  Co.,  St.  Louis;  P.  H.  Oelman, 
The  Phonograph  Co.,  Cincinnati;  P.  R.  Hawley 
and  A.  R.  Rhinow,  of  the  Girard  Phonograph 


Co.,  Philadelphia,  and  E.  Bowman,  The  C.  B. 
Haynes  Co.,  Inc.,  Richmond,  Va. ;  Glenn  Ellison, 
Edison  artist;  William  Lucker,  Minneapolis-; 
James  Harris,  W.  H.  Thorne  &  Co.,  Ltd.,  St. 
John,  New  Brunswick;  Walter  Kipp,  Indian- 
apolis; L.  H.  Ripley,  Syracuse;  Dan  Haggerty, 
B.  Wolnitzky,  V.  L.  Eddy  and  E.  Trautwein, 
of  the  Edison  organization. 


NEW  CANADIAN  COPYRIGHT  BILL 


RECORD  ARTISTS  IN  FILM  THEATRES 


Signing  Up  of  Jardon,  Harrold,  Ciccolini  and 
Others  to  Appear  in  Motion  Picture  Theatres 
of  Genuine  Interest  to  Trade 


A  piece  of  news  of  unusual  interest  to  talking 
machine  dealers  is  that  concerning  the  signing 
up  by  motion  picture  theatre  operators  of  a 
number  of  prominent  artists,  including  several 
opera  stars,  who  will  appear  on  the  programs 
of  some  of  the  leading  picture  theatres  of  the 
country.  Among  those  who  have  already  been 
signed  up  by  various  interests  are  Doiothy  Jar- 
don, of  the  Chicago  Grand  Opera  Co.;  Orville 
Harrold,  of  the  Metropolitan  Opera  Co.;  Sig 
Ciccolini,  of  the  Chicago  Opera  Co.;  Victor 
Herbert,  who  will  act  as  guest-conductor;  Can- 
tor Rosenblatt,  noted  Jewish  artist,  and  others. 

While  it  is  believed  that  the  press  agent 
stories  of  the  sums  paid  these  famous  artists 
by  the  film  magnates  are  greatly  exaggerated, 
the  fact  that  they  have  been  induced  to  appear 
in  motion  picture  theatres  is  significant.  It 
means  that  the  talking  machine  dealer  has 
opened  another  opportunity  for  tying  up  with 
the  personal  appearance  in  his  town  of  the 
prominent  recording  artists,  with  the  additional 
advantage  that  through  the  picture  theatre  he 
is  able  to  appeal  to  a  class  considerably  different 
from  that  patronizing  the  operas  and  the 
concerts. 


BERGENER  CO.  IN  NEW  HANDS 

Price,  Utah,  March  6. — The  Bergener  Music 
Co.,  of  this  city,  has  passed  into  the  hands  of 
A.  Turner,  Kenneth  Dunn  and  J.  E.  Caldwell,  of 
Provo,  Utah,  who  will  operate  the  business 
without  any  changes  of  policy.  Mr.  Bergener 
and  George  Richards  will  remain  with  the  com- 
pany for  the  present. 


The  Baton  Rouge  Music  Co.,  Brunswick  deal- 
er, of  Baton  Rouge,  La.,  reports  a  decided  in- 
crease in  its  business  since  removal  to  its  new 
location,  which  is  now  one  of  the  best-arranged 
shops  in  central  Louisiana. 


Provides  for  Royalties  of  5  Per  Cent  on  High- 
est Retail  Price  for  Roll  and  Record 


Ottawa,  Can.,  March  5. — James  A.  Rulib,  the 
Minister  of  Trade  and  Commerce,  recently  in- 
troduced in  Parliament  a  new  copyriglit  bill,  at 
the  suggestion  of  the  Canadian  Authors  &  Coin- 
posers'  Society,  providing  for  roj  allies  on  the 
mechanical  reproduction  of  musical  composi- 
tions. Heretofore,  no  songwriter  or  publisher 
received  revenue  for  any  music  roll  or  record 
made  in  this  country  and  this  applied  to  liritish 
and  American  composers  as  well  as  Canadians. 

There  was  passed  in  1921  a  copyright  act 
which  had  never  been  proclaimed.  There  v.'ere 
several  resolutions  presented  urging  an  amend- 
ment to  the  1921  copyright  act  and  these  have 
been  withdrawn. 

The  new  copyright  law  calls  for  5  per  cent 
royalty  to  tile  copyright  proprietor,  based  on 
the  highest  retail  price  per  roll  and  record.  If 
the  bill  is  passed  and  approved  in  its  present 
form  the  royalty  on  individual  records  sold  to 
the  public  will  be  much  larger  than  that  now- 
obtained  in  the  LTnited  States.  The  percentage 
of  royalty  is  the  same  as  is  now  prevalent  in 
the  British  Empire. 


SPECIAL  HEALTH  RECORD  CAMPAIGN 


Standard  Talking  Machine  Co.  in  Co-operation 
With  Dealers  Places  Demonstration  of  Victor 
Health  Records  on  Bills  of  Movie  Theatres 


Pittsburgh,  Pa.,  March  3. — The  Standard  Talk- 
ing Machine  Co.,  Victor  wholesaler  of  this 
city,  recently  fostered  a  very  strong  campaign 
for  the  exploitation  of  Victor  Health  Records 
in  co-operation  with  the  various  Victor  dealers 
in  the  territory.  The  new  campaign  hooks  up 
with  the  local  motion  picture  theatres  and  Miss 
Mary  Craig,  the  girl  athlete  of  Pittsburgh,  was 
engaged  to  demonstrate  the  use  of  the  records 
as  a  regular  feature  of  the  regular  bills  at  the 
theatres. 

A  particularly  interesting  feature  of  the  cam- 
paign was  the  amount  of  newspaper  publicity 
it  developed.  The  dealers  carried  special  an- 
nouncements of  the  feature,  as  did  the  theatres, 
and  stories  regarding  the  demonstration  were 
carried  in  the  theatrical  columns  of  the  news- 
papers. The  result  of  this  co-operative  cam- 
paign was  a  noticeable  increase  in  sales  of  these 
records  and  the  development  of  interest  which 
will  result  in  future  sales. 


ATTRACTIVE    JOBBING  PROPOSLTION 

Wall-Kane  Phonograph 

Needles 

THE     TEN  RECORDNEEDLES 
Some  Jobbing  Territories  Still  Open 

WALL-KANE  NEEDLE  MFG.  GO.,  Inc.,  3922  14th  Ave.,  Brooklyn,  N.  Y. 
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COLUMBIA  CO;S  CATALOG  FOR  1923 

Artistically  Designed  Volume  Is  Admirably  Ar- 
ranged and  Very  Carefully  Edited 


The  Columbia  Graphophone  Co.,  in  the 
preparation  of  its  1923  catalog,  spared  no  ex- 
pense in  order  to  place  in  the  hands  of  its  deal- 
ers a  sales  aid  of  artistic,  effective  design.  The 


pattern,  these  figures  representing  authentic 
drawings  of  leading  characters  from  famous 
operas.  It  is  expected  that  curiosity  will  in- 
fluence many  music  lovers  to  try  to  pick  out 
the  operas  and  names  of  characters  represented' 
in  this  pattern,  and  in  order  to  assist  these 
curiosity  seekers  a  key  to  the  characters  is  pre- 
sented on  the  second  page. 

Tlie  catalog  contains  a  white  section  which 
lists  all  "A"  series  records,  and  this  listing  is 
as  complete  as  experience  and  knowledge  could 
make  it.  The  tint  section  is  devoted  exclusivelj' 
to  Columbia  artists  and  contains  a  brief 
biography  with  a  listing  of  all  records  issued  to 
date.  This  section  is  printed  on  soft  finished, 
tint  paper,  giving  a  photographic  appearance  to 
the  artists'  portraits.  The  illustration  of  the 
artists  are  all  uniform  and  a  pleasing  border 
arrangement  m^akes  this  section  particularly 
attractive. 


the  figures  were  ahead  of  the  sales  totals  of 
February,  1922,  and  Okeh  jobbers  everywhere 
report  a  steadily  increasing  demand  for  this 
popular  record. 


NEW  VOCALION  RECORD  FOLDERS 

Particularly  Attractive  Pieces  of  Literature 
Featuring  Noted  Vocalion  Ilecording  Artists 
Just  Issued  by  the  Aeolian  Co. 


OKEH  SALES  SHOW  100%  INCREASE 

W.  C.  Fuhri,  general  sales  manager  of  the 
General  Phonograph  Corp.,  New  York,  manu- 
facturer of  Okeh 
irr-,   ,.  records,  who  re- 

turned recently 
from   a  Western 
trip,  is  keenly  en- 
:      -  thusiastic  regard- 

.    ,  ing  the  sales  to- 

'   ;  tals   reported  by 

Okeh  jobbers 
■    ■  '  throughout  the 

country.    In  a 
'  '  c  h  a  t  w  i  t  h  The 

World  Mr.  Fuhri 
stated  that  Okeh 
record   sales  for 
_    •  _ — ~~  February  showed 

an   increase  of 

Cover  of  the  Columbia  Graphophone  Co.'s  New  Catalog  more   than  100 

cover  design,  which  is  exceptionally  attractive,  per  cent  over  the  corresponding  period  of  last 
has  miniature  figures  worked  into  an  intricate      year.     In   fact,  by  the  fifteenth   of  February 


The  trade  promotion  department  of  the 
Aeolian  Co.  has  just  issued  the  first  two  of  a 
series  of  particularly  striking  folders  featuring 
the  famous  artists  who  record  exclusively  for 
the  Vocalion  Red  records.  The  folders,  the 
first  of  which  is  devoted  to  May  Peterson,  well- 
known  opera  star,  and  the  second  to  Rosa  Raisa, 
of  the  Chicago  Civic  Opera  Co.,  are  unusually 
attractive  in  appearance  and  outside  the  stereo- 
typed forms  On  the  covers  appear  striking 
photographs  of  the  individual  artists  set  in  bril- 
liantly colored  backgrounds  and  the  text  is  of 
the  interesting  readable  sort.  The  back  page 
of  the  four-page  folder  carries  a  list  of  some 
of  the  recordings  .of  the  particular  artists. 

The  folders  are  well  worth  while  and  should 
prove  of  material  assistance  to  the  dealer  in 
calling  the  attention  of  music  lovers  to  the 
prominent  artists  who  record  for  the  Vocalion. 


CONDUCT  MUSIC  MEMORY  CONTEST  ■ 

AlouND  City,  III.,  March  8. — Pulaski  Countj', 
111.,  conducted  a  county-wide  Music  Memory 
Contest  early  this  month  which  resulted  in  wide 
interest.  Miss  Golda  Airy,  of  the  Koerber- 
Brenner  Co.,  St.  Louis,  Mo.,  gave  an  illustrated 
talk  on  music  appreciation  at  both  afternoon 
and  morning  sessions.  E.  C.  Crosson,  Victor 
dealer  at  Mound  City,  furnished  the  Victrola 
for  the  demonstration.  Miss  Airy  also  gave  a 
program  before  the  Belleville,  111.,  Women's 
Club.  A  Victrola  was  furnished  by  the  Knapp 
Music  Co. 


THINK  TWICE 

Before  purchasing  your  next  lot  of 
needles  permit  us  to  suggest  your 
securing  samples  and  prices  of  our 

DE  LUXE  NEEDLES 

(Best  By  Every  Practical  Test) 


Duo-|ONE  Company,  Incorporated 

Sole  Manufacturers  of  De  Luxe  Needles 
ANSONIA,  CONN. 


g       Full  Tone 


DON'T  FORGET  THESE  FACTS 


Perfect  Reproduction  of  Tone  No  Scratchy  Surface  Noise^ 

PLAYS  1 00-200  RECORDS 


Three  for  30  cents  (40  cents  in  Canada) 

LIBERAL  TRADE  DISCOUNTS 


Medium  Tone 
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For  the  Sons  of  Erin— 
C3Kefs^  Irish  Records 


What  a  world  of  difference  there  is  in  the  popu- 
larity of  "jazz"  and  that  of  the  old  Irish  melodies! 
The  much-heralded  "hit"  is  here  today — and  gone 
tomorrow.  The  entrancing  lilt  of  Irish  tunes, 
and  the  beauty  and  sentiment  of  their  verses  stay 
with  us  indefinitely.  There  always  has  been,  and 
always  will  be,  a  steady  demand  for  the  true  Irish 
music. 

In  meeting  this  demand,  our  repertoire  of  Irish 
records  has  become  justly  famous.  The  majority 
of  all  the  favorite  songs,  ballads,  reels,  and  jigs 
that  are  dear  to  the  lovers  of  Irish  music  will  be 
found  on  OKeh  Records,  recorded  by  artists  who 
are  noted  particularly  for  native-like  interpreta- 
tion of  the  melodies  and  verse  of  the  Emerald 
Isle. 

Take,  for  example,  Gerald  Griffin,  the  famous 
Irish  tenor  who  records  exclusively  for  OKeh 
Records.  Gifted  with  a  widely-ranging,  pure  and 
silvery  tenor  voice  and  an  unusual  faculty  for 
vivid  expression,  his  singing  of  Irish  lyrics  has 
earned  the  praise  and  admiration  of  thousands. 
When  the  demand  for  Irish  music  ceases,  then, 
and  only  then,  will  the  demand  for  Griffin's 
records  cease  also. 

OKeh  Irish  Records  are  faster  sellers,  simply 
because  they  sell  themselves. 

St.  Patrick's  Day,  the  day  for  all  true  Irishmen, 
will  soon  be  here,  and  with  it,  a  notable  increase 
in  the  demand  for  Irish  records  of  every  character. 
It  offers  an  excellent  opportunity  for  a  quick  in- 
crease in  sales,  and  we  urge  all  OKeh  dealers  to 
take  every  possible  advantage  of  the  opportunity, 
and  to  make  sure  that  their  stocks  of  the  famous 
OKeh  Irish  Records  are  thoroughly  complete. 


Reeord 

The  Records  of  Quality 


4 


GERALD  GRIFFIN 


The  Record  omii»ll')l 


General  Phonograph 
Corporation 

OTTO  HEINEMAN.  President 
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You  don't  need  ear-muffs  when  Paul  Specht  and  his  orchestra 
start  you  fox-trotting  with  "My  Buddy,"  record  A-381  7.  Smooth 
That's  the  word  !  Pep  to  spare — s-o-m-e  smooth !  A  worthy  fox- 
trot partner,  "When  You  and  I  Were  Young  Maggie  Blues,"  is  on 
the  other  side.  Two  prize  dancing  numbers  that  are  extra  prom- 
inent on  this  month's  list. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


OBTAIN  BETTER  INSTALMENT  TERMS 

W.  P.  Doing  Gives  Interesting  Comments  on 
Business  Outlook — Expects  1923  to  Be  a 
Banner  Year — Points  Out  Pertinent  Factors 


"Allowances  on  old  machines  should  be  dis- 
couraged wherever  possible  to  close  a  sale  with- 
out taking  in  the  old.  When  it  becomes  neces- 
sary the  offer  should  not  be  too  liberal.  It  is 
not  good  business  to  be  forced  to  sell  two  in- 


HYATT  TO  ERECT  NEW  BUILDING 

Head  of  Portland  Talking  Machine  Co.  Pur- 
chases Site  for  New  Two-story  Structure  in 
Growing  Section  of  the  City 


W.  P.  Doing,  manager  of  the  phonograph 
department  of  Abraham  &  Straus,  Brooklyn, 
N.  Y.,  contributes  an  interesting  article  to  the 
current  issue  of  the  Sonora  Bell  entitled  "Pos- 
sibilities and  Policies  for  1923."  In  this  article 
Mr.  Doing  coniments  as  follows: 

"There  are  a  number  of  sound  reasons  why 
1923  should  be  the  best  phonograph  year  since 
1919.  The  vast  army  of  unemployed  has 
dwindled.  New  dwellings  spring  up  daily;  ten- 
ants are  quick  to  take  advantage  of  a  modern 
place  or  lower  rental;  a  new  home  requires  at 
least  some  new  furniture  and  perhaps  an  up-to- 
date  phonograph.  This  has  been  reflected  in 
the  tremendous  increase  in  sales  of  furniture 
and  has  also  had  its  effect  on  phonograph  sales. 

"Our  policy  in  regard  to  instalment  business 
should  be  to  obtain  better  terrris.  Ninety  per 
cent  of  those  who  buy  phonographs  can  and 
will  pay  at  least  10  per  cent  down  and  the  bal- 
ance in  twelve  monthly  payments.  More  liberal 
terms  tend  to  cheapen  the  merchandise.  Ap- 
proximately 95  per  cent  of  phonograph  pur- 
chasers are  women.  Advertising  should  appeal 
lo  women  and  phonograph  shops  be  designed 
to  attract  them.  Stocks  should  be  kept  up  and 
advertised.  Advertising  should  feature  the 
newest  model  phonograph.  People  are  discard- 
ing old-style  living  room  suites  for  new,  up- 
holstered ones;  why  not  discard  the  old  talking 
machine  ? 


Portland,  Ore.,  March  6. — Looking  into  the  fu- 
ture and  with  great  business  foresight  E.  B. 
Hyatt,  of  the  Hyatt  Talking  Machine  Co.,  the 
only  exclusive  talking  machine  establishment  in 
Portland,  has  purchased  50  by  100  feet  on  the 
north  side  of  Alder  street,  near  Thirteenth,  on 
which  he  plans  to  erect  a  two-story  building. 
The  trend  of  business  is  to  the  west,  in  the 
direction  of  Mr.  Hyatt's  purchase,  and  he  has 
announced  that  he  has  made  the  purchase  as 
an  investment.  The  first  floor  will  be  fitted  up 
with  stores  and  the  second  will  be  arranged 
for  light  manufacturing.  While  Mr.  Hyatt's 
lease  on  his  present  location  will  expire  some 
time  this  Spring,  he  has  not  indicated  that  he 
will  move  into  the  building  which  he  proposes 
to  erect. 


TRADE  MARKET  IN  SOUTH  AFRICA 


W.  P.  Doing 

struments  for  the  profit  on  but  one.  In  figur- 
ing an  allowance  on  an  old  one  it  will  be  well 
to  remember  that  it  will  have  to  be  overhauled, 
polished,  sold  and  guaranteed  to  the  new  cus- 
tomer. The  same  profit  should  be  made  on 
this  sale  that  there  is  in  the  sale  of  a  new  one. 
Competition  on  allowances  must  be  met  fairly 
and  squarely." 


Washington,  D.  C,  March  7. — ^A  concern  in 
South  Africa  desires  to  secure  the  agency  for 
pianos,  organs,  talking  machines  with  cylinder 
records,  blank  records,  sheet  music  and  other 
musical  instruments,  according  to  a  request  re- 
ceived by  the  Bureau  of  Foreign  and  Domestic 
Commerce  here.  Terms,  cash.  Quotations, 
c.  i.  f.,  African  port.  Further  information  can 
be  secured  by  communicating  with  the  Bureau 
or  any  of  its  district  offices  and  referring  to 
File  No.  5577. 

I,.|^iiii[iiiiniiiiiiiiii'^ 


The  Claravox  Does  Not  Injure  Edison  Records  ■ 


Claravox 


=        Instantly  Attached 


Diamond  Pointed 


You  can  make  any  test  with  a  Claravox  on  Edison  Records  as  with 
the  original  reproducer  for  playing  these  records. 

It  has  a  diamond  point  (not  sapphire),  an  exact  duplicate  of  the 
Edison  point.  It  is  miscroscopically  ground  to  the  correct  contour  and 
is  guaranteed  not  to  cut  the  record.  Records  have  been  played  hundreds 
of  times  without  apparent  evidence  of  wear. 

The  weight  is  the  same  on  the  record  as  with  the  original  reproducer 
for  these  records. 

The  reasons  why  the  Claravox  gives  a  natural  reproduction  without 
nasal  or  metallic  tone  are  as  follows: 

The  diaphragm  is  crowned  in  the  center  and  mounted  with  cork  ring, 
tapered  to  the  outside  so  that  it  vibrates  as  a  whole  and  not  in  partials. 

It  is  padded  front  and  back,  to  reduce  surface  noise  without  reducing 
the  volume. 

_  The  stylus  is  light,  pivoted  on  knife  edge,  minimizing  friction  and 
giving  best  possible  definition  of  record. 

You  can  safely  sell  and  recommend  the  Claravox  as  a  reproducer 
which  does  full  credit  to  Edison  Records. 

THE  CLARAVOX  CO. 

Youngstown  OHIO 
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$10,000,000  FOR  MUSIC  STUDY 

Juilliard  Foundation  Announces  That  Sum  at 
Disposal  for  Musical  Education  of  Youth  of 
United  States — General  Plan  Outlined 


More  than  $10,000,000  has  been  received  by  the 
Juilliard  Music  Foundation  formed  by  the  will  of 
the  late  Augustus  D.  Juilliard,  to  give  American 
youth  a  free  musical  education,  the  income  of 
which  will  be  devoted  to  that  purpose.  This 
was  announced  recently  by  the  trustees,  who 
for  the  past  year  have  been  awaiting  the  receipt 
of  the  n'oney 

After  much  consideration  the  following  gen- 
eral plan  for  the  income's  disposition  has  been 
annoimced : 

"Income  from  funds  in  hand  or  yet  to  come 
will  be  used  to  assist  students  of  music,  to 
aid  schools  and  colleges  where  music  is  taught, 
to  aid  organized  musical  movements,  to  advance 
musical  appreciation  and  to  stimulate  musical 
ability  in  the  United  States.  All  aid  granted  by 
the   Foundation   will   be   for  American  music. 

"Suggestions,  advice  and  information  have 
been  sought  and  received  from  innumerable 
sources  concerning  the  possible  functions  and 
services  of  such  an  organization  as  Mr.  Juilliard 
provided  for. 

"The  final  test  applied  to  each  plan  or  project 
submitted  to  or  considered  by  the  Foundation 
has  been  its  actual  or  possible  value  in  a  broad 
American  scheme.  Limited  activities  deserve 
support,  but  not  from  a  Foundation  whose  prov- 
ince is  general.  In  connection  with  so  delicate 
a  subject  as  music  there  will  always  be  differ- 
ences of  opinion  about  measures  of  value,  but 
it  is  the  intention  of  the  trustees  to  distribute 
the  income  from  Mr.  Juilliard's  bequest  for 
general  musical  goods." 


DEVELOPING  SCHOOL  TRADE 


RoLi,.\,  Mo.,  March  8. — Miss  Lillian  M.  Allen,  of 
the  J.  A.  Spilman  Victor  Store,  this  city,  is 
spending  a  fifteen-minute  period  in  each  room 
of  the  public  schools  each  week  at  the  request 
of  the  superintendent.  A  grade  school  enter- 
tainment in  Rolla  recently  used  the  A"ictor 
health  exercises  as  a  part  of  their  program. 


FOSTER  CO.  IN  NEW  QUARTERS 

Troy,  N.  Y.,  March  8.— The  Foster  Piano  Co. 
is  now  located  in  its  new  quarters  at  283 
River  street,  this  city.  The  new  quarters  are 
a  few  doors  south  of  the  old  ones  in  which  it 
was  housed  for  nineteen  years.  The  new  build- 
ing is  a  decided  improvement  over  the  old. 


COLUMBIA  SALES  LEADERS  IN  1922 

Charter  and  Associate  Membership  of  the 
Grafonola  Hunters'  Club — Columbia  Salesmen 
Show  Their  "Speed"  in  the  Sales  Field 


The  accompanying  illustration  presents  the 
twenty-five  charter  members  of  the  Grafonola 
Hunters'  Club,  together  with  the  twenty-five 
associate  members.    These  fifty  men  represent 


the  campaign.  The  "game"  hunted  consisted 
of  Grafonola  sales  plans  put  out  for  Grafonola 
dealers,  each  sales  plan  counting  in  the  score 
according  to  the  number  of  Grafonolas  involved 
in  the  plan.  Record  sales  were  not  considered 
in  this  campaign,  and  it  is  interesting  to  note 
that  Raymond  M.  Reilly,  of  the  Chicago  branch, 
finished  first  in  the  entire  organization,  having 
attained  a  phenomenal  record.  However,  the 
New  York  branch  of  the  company  is  to  be  com- 


Charter  and  Associate  Members  of  Grafonola  Hunters'  Club 


the  successful  Columbia  salesmen  who  finished 
1922  as  leaders  in  the  Columbia  organization. 

This  unique  and  interesting  "Club"  was 
formed  during  1922  at  the  executive  offices  of 
the  Columbia  Graphophone  Co.  Geo.  W.  Hop- 
kins, general  sales  manager  of  the  company, 
was  an  active  figure  in  the  preparation  of  the 
details,  while  Robert  W.  Porter,  field  sales  man- 
ager of  the  company,  took  personal  charge  of 


mended  for  its  remarkable  sales  record,  for 
included  in  the  first  twenty-five  members  of 
the  Grafonola  Hunters'  Club  there  are  eleven 
members  of  the  New  York  sales  staflf.  Kenneth 
Mills,  manager  of  the  New  York  branch,  has 
been  congratulated  upon  the  aggressiveness  of 
his  sales  force,  which  enabled  this  branch  to  be 
represented  so  effectively  in  the  Grafonola 
Hunters'  Club. 


It's  t'heBeesKnees.and  just  ta^e  it  from  me, There's onGlhin^Iw; 


YouVe  ^on-nahear  it  ni^ht  and  day,  ■ 


BBES 


ABusyBeeF^Trot 

Lopez  and  Ted  Lewis 


KNEES 


"You  can'\  wron^ 
With  anymSTson^^' 
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New  List  §"5.00 
Model  14 
Brown  Mahogany 
or   Golden  Oak 
Music  blaster  Horn, 
record  slielves 


New  List  $100.00 
Model  n 
Brown  Mahogany  or 

American  Walnut 
Round  Ivory  Horn, 
record    shelves,  gold 
equipment. 


New  List  $123.00 
Model  20 
Brown  Mahogany  Only 
Music  Master  Horn 
No.    44    Motor,  record 
album  filing  device. 
All   exposed   parts  gold 
plated. 


TWO  ^--^^ 

High  Grade  Lines  of  Phonographs 
With  a  Price  That  Will  Sell 


Every  instrument  on  this  page  is  ex- 
ceptionally good,  regardless  of  price, 
with  the  house  back  of  it  for  years. 

We  offer  you  phonographs  that  are 
masterful  in  their  perfection  of  high 
grade  cabinet  work,  exquisitely 
finished  by  skilled  workmen,  and 
when  you  sell  one  of  these  perfect 
tone  producing  instruments,  you 
prepare  the  way  for  another  sale. 

The  more  closely  you  analyze  our 
high  grade  construction,  combined 
with  perfect  tone  quality,  the  more 
fully  will  you  realize  its  unqualified 
value. 

Write  us  for  our  net  prices,  which 
are  exceptionally  low  in  large  or 
small  quantities  of  either  line. 

Player -Tone  Talking  Machine  Co. 

Office  and  Salesrooms 

967  Liberty  Avenue         Pittsburgh,  Pa. 


$75.00 
Model  701 
Mahogany  Only 


§100.00 
Model  311 
Oak  or  Mahogany 


'$110.00 
Model  314 
Oak,  Mahogany  or  Walnut 


Sl2.'-).00 
Model  316 
Oak  or  Mahogany 
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SAINT  LOUIS 


Customer  Co-operation  Boosts  Sales — Closing  Columbia  Branch 
■ — /.  F.  Ditzell  Joins  Brunswick — Koerher-Brenner  Dealers  Meet 


St.  Louis,  Mo.,  March  8. — After  a  February 
that  was  somewhat  disappointing  to  a  good 
many  talking  machine  dealers,  due  to  adverse 
weather  conditions  which  continued  almost 
throughout  the  month,  March  started  off  like 
a  lion.  Practically  all  of  the  St.  Louis  Winter 
was  compressed  within  the  short  limits  of  Feb- 
ruary. When  the  weather  was  not  cold  it  was 
otherwise  disagreeable  and  most  of  the  dealers 
complained  that  business  felt  the  effects.  Con- 
soles and  cheaper  machines  contend  for  favor, 
with  a  slacking  up  of  the  demand  for  medium- 
priced  goods.  Record  sales  are  good.  Dealers 
are  all  most  optimistic  and  look  forward  con- 
fidently to  good  Spring  business. 

Customer  Canvass  Boosts  Sales 

One  place  wliere  February  business  was  good 


was  at  the  Silverstone  Music  Co.  It  was  not 
only  a  good  month,  but  the  best  February  in 
the  history  of  the  firm.  The  result  was  achieved 
mainly  by  the  retail  department  and  this  was 
a  result  of  a  campaign  among  Edison  owners. 
All  owners  were  solicited  for  names  of  pros- 
pects and  inducements  were  held  out.  The 
response  was  above  expectations.  In  three  in- 
stances two  sales  were  made  through  one 
owner.  Favorable  terms  also  helped  to  jump 
the  sales.  E.  J.  Miller  was  high  salesman  for 
the  month.  He  has  been  with  the  firm  fifteen 
years  and  it  was  his  best  month's  business. 
Fifty  per  cent  of  the  month's  business  was 
done  through  the  co-operation  of  owners.  Paul 
Gold,  manager  of  the  retail  department,  is  try- 
ing out  salesmen  who  have  not  had  experience 


Three  good  reasons 


Our  mark  on  all  motors 


why  you  should  use 

SPHINX 

FIRST — Designed  to  stand  the  strain  of 
hard  usage. 

SECOND— Built  to  run  smoothly  and 
noiselessly  under  varying  conditions. 

THIRD — Operated  with  uniformity, 
and  constant  in  speed. 

Write  for  our  earliest  delivery 


5phinx  Gramophone  Motors  Lk 


21  East  40th  St. 

NEW  YORK  CITY 


in  selling  talking  machines,  and  is  getting  good 
results.  Oliver  Scott,  who  was  formerly  a 
railroad  mechanic,  sold  twenty-three  machines 
in  February,  totaling  about  $3,000.  Dave  Steller, 
who  was  taken  out  of  the  bookkeeping  depart- 
ment, also  is  making  good.  The  wholesale  de- 
partment also  made  a  good  record  for  the 
month.  Geoffrey  Menne  opened  four  new  ac- 
counts the  first  week  he  was  out  and  has  been 
averaging  three  a  week.  O.  A.  Reynolds  is 
doing  well  too.  The  store  is  being  redecorated 
and  two  additional  record  booths  are  being  in- 
stalled. 

Closing  Columbia  Branch 

The  local  branch  of  the  Columbia  Co.  is  in 
process  of  being  closed,  under  a  decision  of 
the  company  to  make  distribution  to  the  St. 
Louis  trade  territory  hereafter  from  Chicago. 
The  members  of  the  St.  Louis  organization 
will  be  scattered  around  to  the  other  branches. 
The  Columbia  business  for  St.  Louis  and 
vicinity  will  be  taken  care  of  by  Young  Hel- 
wig,  city  salesman,  who  will  have  an  office  on 
the  fourth  floor  of  the  Nelson  Chesman  Build- 
ing, where  the  branch  has  been  located. 
Victor  Educator  Delivers  Talks 

Miss  Mabel'  Rich,  of  the  Victor  educational 
department,  spent  two  days  here  recently  and 
gave  a  very  interesting  talk  in  the  Vandervoort 
Music  Hall.  Some  sixty  supervisors  and  music 
teachers  were  present  and  each  carried  away 
some  new  ideas  in  music  appreciation.  Miss 
Rich  went  from  St.  Louis  to  Oklahoma  City, 
where  she  appeared  three  times  on  the  pro- 
gram of  the  State  Teachers'  Association  and 
talked  to  the  Oklahoma  City  Advertising  Club 
on  how  the  city  can  help  the  Music  Memory 
Contest. 

Brunswick  Artist  Scores 

Margaret  Young,  Brunswick  artist,  who  was 
here  for  two  weeks  at  the  Orpheum,  showed 
dealers  how  it  is  that  some  artists,  new  to  the 
public,  quickly  become  popular.  She  had  not 
been  here  three  days  before  records  by  her 
could  not  be  purchased  at  the  shops  of  twenty 
dealers.  She  visited  many  dealers,  sang  with 
her  records  and  made  many  friends. 

The  Schmitt-Baker  Music  Co.,  3749  South 
Jeflerson  avenue  and  Jefferson  avenue  and 
Gravois  street,  has  recently  spent  about  $200  in 
direct-by-mail  suggestions  to  patrons  impress- 
ing them  with  the  benefits  of  the  new  Bruns- 
wick method  of  releasing  records. 

News  Briefiets  of  the  Month 

P.  J.  Ricklin,  Victor  representative  in  the  St. 
Louis  territory,  is  spending  a  month  in  this 
city,  after  which  he  will  work  southern  Illinois 
and  eastern  Missouri. 

J.  McKinnon,  wholesale  representative  of  the 
Aeolian  Co.,  after  spending  two  weeks  here, 
departed  for  Chicago  and  other  parts  of  his 
territory. 

The  talking  machine  department  of  the  Stix, 
Baer  &  Fuller  Co.  is  being  remodeled  and  re- 
decorated and  presents  a  very  attractive  appear- 
ance. 

Mark  Silverstone,  president  of  the  Silverstone 
Music  Co.,  and  his  wife  went  to  Marion,  111.,  to 
attend  a  concert  recently  given  by  Miss  Anna 
Case,  Edison  artist,  under  the  auspices  of  the 
G.  W.  B.  Music  Co. 

Manager  Hosier,  of  the  Scruggs,  Vandervoort 
&  Barney  talking  machine  department,  has  re- 
covered from  an  illness  which  kept  him  at  home 
a  few  days. 

George  F.  Standke,  new  manager  of  the  Fa- 
mous &  Barr  Co.  talking  machine  department, 
made  a  business  trip  to  Cleveland,  O.,  early  in 
March. 

F.  S.  Horning,  manager  of  the  Stix,  Baer  & 
Fuller  talking  machine  department,  was  in  New 
York  on  a  buying  trip  for  ten  days  late  in  Feb- 
ruary and  early  in  March. 

The  Koerber-Brenner  Co.  was  represented  at 
the  "Move  More  Merchandise"  Institute  of  the 
seventh  district  conference  of  the  advertising 
clubs  by  a  display  of  advertising  prepared  by 
the  firm  of  Roeder  &  Schanuel,  who  do  the 
Koerber-Brenner  advertising.     It  consisted  of 
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Charles  Hackett  reaches  out  and  grips  men's  souls  in  "The 
Living  God,"  record  No.  80599.  The  author  has  called  this 
song  "a  man  s  idea  of  religion,  '  and  Hackett's  marvelous  tenor 
voice  is  displayed  vv^ith  a  strong  dramatic  quality  that  makes  the 
song  sink  in  deep.    It's  a  record  never  to  be  forgotten. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


the  advertising  done  in  connection  with  the 
"Victrola  Exposition  Week,"  the  Koerber-Bren- 
ner  Salesmanship  School  and  the  school  held 
recently  by  the  Victor  Co.  in  this  city. 

Val  Reis,  of  the  Smith-Reis  Piano  Co.,  has 
returned  from  Hot  Springs,  Ark.,  where  he  went 
for  his  health. 

Victor  dealers  of  St.  Louis  had  the  advantage 
of  having  Mme.  Schumann-Heink  and  Maier 
and  Pattison  in  recitals  recently. 

J.  F.  Ditzell  With  Brunswick  Co. 

J.  F.  Ditzell,  for  several  years  manager  of 
the  talking  machine  department  of  the  Famous 


acting  as  critics,  observing  the  twelve  vital 
points  of  presentation. 

The  winner  of  the  contest  on  guessing  the 
best-selling  February  records  was  A.  F.  Hosier, 
of  Scruggs- Vandervoort-Barney,  whose  score 
was  100  per  cent.  From  the  Koerber-Brenner 
Co.  Tom  Cummings  had  high  score.  A  selling 
contest  between  two  dealers  will  take  place  at 
the  next  meeting,  which  will  be  held  March  28. 
Wurlitzer  Co.  Buys  Lehman  Concern 

The  Lehman  Music  House,  East  St.  Louis, 


has  been  purchased  from  Fred  Lehman  by  the 
Rudolph  Wurlitzer  Co.  and  will  be  operated  un- 
der the  direction  of  Manager  J.  B.  Moran,  of 
the  St.  Louis  branch.  It  is  understood  that  the 
Wurlitzer  Co.  plans  to  acquire  a  string  of  stores 
in  southern  Illinois  and  through  Missouri  as  far 
as  Jefferson  City.  Mr.  and  Mrs.  Lehman  have 
gone  to  Hot  Springs  for  a  stay  of  a  few  weeks. 
Later  they  will  go  to  California  for  a  prolonged 
stay.  Mr.  Lehman  has  no  present  plans  for  re- 
suming business. 


REMARKABLE  TIE=UP  WITH  ARTISTS 


John  F.  Ditzell 
&  Barr  Co.,  has  gone  to  Chicago  to  become 
general  sales  manager  of  the  record  promotion 
department  of  the  Brunswick-Balke-Collender 
Co.  His  resignation  from  the  Famous  &  Barr 
Co.  took  effect  in  February  and  shortly  there- 
after he  chose  the  Brunswick  proposition  among 
several  that  were  open  to  him.  He  expressed 
himself  enthusiastically  regarding  his  important 
new  connection  and  regretted  leaving  his  friends 
in  St.  Louis  and  the  local  trade,  but  in  his  new 
position  he  hopes  to  be  able  to  give  many  of 
them,  as  well  as  other  Brunswick  dealers 
throughout  the  United  States,  the  benefits  of 
his  several  years'  e.xperience  in  the  retail  field. 
Koerber-Brenner  Dealers  Meet 
Victor  dealers  of  the  Koerber-Brenner  Co. 
held  their  usual  monthly  meeting  February  27 
at  the  Missouri  Athletic  Association  for  dinner 
and  an  evening's  discussion  of  April  records 
and  other  vital  topics.  In  this  and  future  meet- 
ings out-of-town  dealers  will  join  the  city  deal- 
ers. Each  member  present  was  asked  to  pre- 
sent one  of  the  records  in  a  manner  he  or  she 
considered  proper,  with  the  rest  of  the  company 


When  the  orchestra  appeared  at  the  Arcadia 
Dance   Pavilion   on   "Brunswick   Night"  there 
Dealers  in  St.  Louis  and  Surrounding  Towns     were  distributed  1,500  large  gas  balloons,  1,000 
Carry  Out  Unprecedented  Publicity  Program,     horns  with  confetti  paper  stuffing  and  1,000 
Tying  Up  With  Brunswick  Artists  squawker  balloons.    On  all  of  these  novelties 

  were   imprinted  the  words   "Insist  on  Bruns- 

St.  Louis,  Mo.,  March  6. — The  Oriole  Terrace  wick." 
(Orchestra,  Brunswick  artists,  were  met  by  a  As  a  result  of  the  wonderful  dealer  co-opera- 
special  delegation  of 
Brunswick  dealers 
when  they  appeared 
here  recently.  Bal- 
loons, horns  and  ban- 
ners played  a  promi- 
nent part  in  the  re- 
ception. Broad  pub- 
licity was  given  the 
appearance  of  the  ar- 
tists through  a  com- 
bined committee  from 
the  New  Grand  Cen- 
tral Theatre,  the  Ar- 
cadia Dance  Pavilion 
and  Brunswick  deal- 
ers. The  local  news- 
papers gave  a  great 
deal  of  space  and  in 
addition  25,000  cards 
of  miniature  Bruns- 
wick  records  an- 

noimcing  the  appearance  of  the  exclusive  Bruns- 
wick orchestra  were  attached  to  steering  wheels 
of  automobiles  through  the  congested  district ; 
30,000  inserts  were  mailed  by  Brunswick  dealers 
and  an  additional  30,000  folders  were  distributed 
throughout  the  city. 

Further  advertising  was  secured  by  Bruns- 
wick dealers  with  the  co-operation  of  the  local 
Brunswick  branch  office  when,  on  the  opening 
night  of  the  orchestra's  engagement  at  the  New 
Grand  Central  Theatre,  500  air  balloons  with 
the  words  "Insist  on  Brunswick"  imprinted  on 
them  were  distributed  over  the  audience  from 
the  balcony  of  the  theatre.  Dealers  in  the  sur- 
rounding small  towns  also  tied  up  with  the  St. 
Louis  advertising  and  publicity. 


Oriole  Terrace  Orchestra  at  Arcadia  Pavilion  on  Brunswick  Night 

tion  evidenced  by  this  celebration  Brunswick 
records  by  the  Oriole  Terrace  Orchestra  ex- 
perienced a  demand  many  times  greater  than 
usual  for  even  that  popular  orchestra.  Dealers 
here  and  in  surrounding  towns  were  almost 
completely  sold  out. 


SEND  OPERA  THROUGH  THE  ETHER 

Washington,  D.  C,  March  8. — The  entire  opera 
of  "Faust"  was  recently  broadcasted  from  the 
auditorium  of  Woodward  &  Lothrop,  under  the 
direction  of  A.  D.  Keller,  manager  of  the  Victor 
department  of  the  store.  The  AVashingtonians, 
a  local  opera  organization,  sang  the  opera, 
which  was  transmitted  from  station  WIAY. 


For  St.  Louis 

and  adjacent  territory 

Distributing  Branch 

THE    BRUNSWICK-BALKE-COLLENDER  CO. 

915-19  N.  Sixth  St.  R.  W.  Jackson,  Branch  Mgr. 
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AGGRESSIVE  POLICIES 

WIN  OUT  IN  SYRACUSE 


All  Lines  of  Machines  and  Records  in  Grood 
Demand — Shortage  in  Some  Lines  Hampers 
Dealers — Optimism  Prevalent  in  Trade — New 
Accounts  Opened — Other  Activities 


Syracuse,  N.  Y.,  March  7.— The  talking  machine 
situation  in  this  city  since  the  first  of  January, 
particularly  in  sales  of  machines  and  records, 
has  been  very  satisfactory,  and  dealers  gen- 
erally are  keenly  optimistic  and  predict  a  ban- 
ner year.  As  Syracuse  caters  to  a  large 
suburban  clientele  in  small  towns  within  a 
radius  of  fifty  miles,  it  is  particularly  fortunate 
in  this  respect,  and  as  a  result  talking  machine 
sales  are  not  confined  to  the  so-called  busy 
Winter  months,  but  extend  throughout  every 
month  of  the  year. 

Wholesale  houses  which  are  located  in  this 
city  are  extending  helpful  co-operation  to  deal- 
ers in  Syracuse  and  in  the  territories  they  cover 
throughout  New  York  State.  Sales  promotion 
letters  have  been  sent  out  and  representatives 
from  these  wholesalers  have  made  special  visits 
to  dealers  with  the  idea  in  mind  of  helping 
them  prepare  their  stores  and,  in  other  ways, 
boost  sales.  All  in  all,  the  talking  machine 
situation  is  very  encouraging  and  the  future 
is  bright. 

The  W.  D.  Andrews  Co.,  well-known  Victor 
jobber,  with  headqiiarters  in  this  city  and  which 
serves  a  large  territory  in  New  York  State,  re- 
ports that  the  demand  for  Victrolas  since  the 
holidays  has  been  very  large  and  that  dealers 
are  ordering  all  types  of  machines  in  large 
quantities.  The  demand,  stated  Mr.  Andrews, 
is  far  ahead  of  the  supply,  and  dealers  are 
impressed  more  than  ever  with  the  fact  that 
orders  for  machines  must  be  placed  far  in  ad- 
vance in  order  to  insure  delivery  on  time.  The 
announcement  of  the  new  horizontal  models 
recently  made  by  the  Victor  Co.  has  met  with 
a  hearty  reception,  with  the  result  that  the  sup- 
ply of  these  machines  was  exhausted  within  a 
few  days  after  they  arrived  at  the  local  head- 
quarters. Mr.  Andrews  stated  that  dealers  are 
very  enthusiastic  over  these  new  horizontal 
types  and  now  feel  that  the  Victor  line  is  more 
complete  than  ever,  offering  an  assortment  of 
sizes,  models,  finishes  and  prices  to  meet  the 
requirements  of  every  buyer.  Of  course,  with 
the  sale  of  so  many  new  machines,  record  busi- 
ness has  increased  accordingly. 

The  Gibson-Snow  Co.,  wholesale  distributor 
of  the  Sonora  phonograph  and  Vocalion  rec- 
ords for  New  York  State,  with  headquarters  in 
this  city,  is  much  concerned  over  the  acute 
shortage  which  exists  at  the  present  time.  Ef- 
forts have  been  made  to  get  delivery  of  Sonora 
phonographs  so  as  to  be  able  to  meet  the  re- 
quirements of  dealers,  and  while  this  has  been 
accomplished  in  a  degree  it  has  been  impossible 


THE  PERFORMANCE 
OF  SERVICE 

is  the  test  of  any  organization 

The  Gibson-Snow  Co.  as 
distributors  in  New  York 
State  for  the  Sonora 
phonograph  and  Vocal- 
ion  records,  accomplishes 
this  test  of  service  that 
does  help  the  dealer 
merchandise  his  product 
in  an  efficient  manner. 

We  are  prepared  to  help  you.  Ask  us  for 
our  co-operation. 

Sonora  phonograph  and  Vocalion  record 
distributors  for  New  York  State. 

GIBSON-SNOW  CO.,  Inc. 


to  furnish  dealers  with  the  number  of  machines 
ordered.  C.  B.  Malcomb,  general  manager  of 
the  company,  has  tried  every  means  possible  to 
meet  the  situation  which  has  existed  since  the 
holidays,  and  as  a  result  many  dealers  through- 
out the  territory  which  they  serve  have  been 
able  to  secure  a  fair  number  of  machines.  "This 
is  our  greatest  problem,"  stated  Mr.  Malcomb, 
"and  we  hope  to  be  able  in  the  next  few  months 
to  gather  enough  machines  in  our  warehouses 
so  that  we  can  have  a  representative  stock  on 
hand  at  all  times,  insuring  prompt  shipment." 
Vocalion  records,  Mr.  Malcomb  stated,  are 
meeting  with  wide  popularity  throughout  the 
territory,  and  dealers  everywhere  are  very  en- 
thusiastic over  the  reception  received  by  this 
line.  Each  month  a  large  number  of  dealers 
are  established  through  our  featuring  this  rec- 
ord and  from  all  indications  during  the  coming 
year  we  expect  it  will  meet  with  an  even  larger 
distribution. 

This  month  the  company  announced  to  its 
trade  that  the  newly  equipped  repair  depart- 
ment is  now  at  the  service  of  dealers.  The 
initiative  of  Mr.  Soule,  manager  of  this  branch 
of  the  business,  resulted  in  the  installation  of 
the  improved  repair  service.  It  is  located  on 
the  top  floor  of  the  large  Gibson-Snow  Build- 
ing, where  plenty  of  light  is  available  and  space 
enough  to  allow  for  the  installation  of  a  fully 


equipped  machine  shop.  A  complete  line  of 
Sonora  motors  and  parts  has  been  arranged  in 
an  efficient  manner  on  specially  constructed 
shelves  and  cabinets. 

This  month  the  first  of  a  series  of  concerts, 
which  are  to  be  given  to  the  school  children 
of  Syracuse,  N.  Y.,  through  the  auspices  of 
Melville  Clark,  proprietor  of  one  of  the  largest 
retail  Victor  stores  in  New  York  State,  was 
held  in  Keith's  Theatre.  Mr.  Clark,  who  is 
president  of  the  Syracuse  Symphony  Orchestra, 
is  planning  to  deliver  a  lecture  after  each  selec- 
tion, explaining  each  individual  instrument  of 
the  orchestra.  This  analysis  of  the  use  of  the 
different  instruments  that  go  to  make  up  a 
Symphony  Orchestra  provides  a  very  instruc- 
tive as  well  as  entertaining  program,  designed 
to  enable  children  to  better  appreciate  music 
in  general. 

A  sale  worthy  of  mention  made  this  month 
in  Syracuse  is  that  of  a  Gothic  Deluxe  Sonora, 
which  retails  at  $750,  by  the  Gibson-Snow  Co. 
to  the  Clark  Music  Co.,  of  this  city.  It  is 
rumored  that  this  high-class  instrument  has  al- 
ready found  a  place  in  the  home  of  a  consumer, 
as  Mr.  Clark  had  already  made  plans  and  nego- 
tiations for  its  sale. 

Among  the  new  accounts  recently  opened  by 
the  Gibson-Snow  Co.,  Sonora  jobber,  is  Joseph 
Alpert,   of  Elmira,  and  the   Corning  Jewelry 
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Co.,  of  Corning,  N.  Y.,  who  have  taken  on  the 
complete  line  of  Sonora  phonographs.  Both 
these  stores  have  previously  handled  the  Vo- 
calion  records,  and  with  the  addition  of  the 
Sonora  phonographs  promise  to  give  Sonora 
and  Vocalion  records  a  strong  and  high-class 
representation. 

Frank  E.  Bolway  &  Son,  Inc.,  jobbers  of 
Edison  Diamond  Disc  products,  closed  a  very 
satisfactory  month  in  February,  and  the  Edison 
dealers  in  this  territory  all  showed  a  substan- 
tial gain  over  last  year.  This  was  particularly 
true  with  Edison  Diamond  Disc  Re-creations, 
and  quite  a  number  of  the  dealers  used  exten- 
sive publicity  and  aggressive  sales  methods 
with  excellent  results.  The  Bolway  sales  stafif 
is  co-operating  with  the  dealers  in  every  pos- 
sible way  and  this  co-operation  is  proving  an 
important  factor  in  the  development  of  Edison 
business  in  this  section  of  the  State. 


REPORTS  INCREASING  PROSPERITY 


Federal  Reserve  Board  and  Labor  Department 
Both  Find  Steady  Improvement 


Washington,  D.  C,  March  7. — Evidence  of 
a  rising  tide  of  prosperity  was  portrayed  to-day 
by  the  Federal  Reserve  Board.  Making  public 
its  monthly  report  on  finance  and  commerce, 
it  told  of  increases  taking  place  in  the  produc- 
tion volume  of  commodities  generally  and  ex- 
pansion of  enterprises.  The  Department  of 
Labor,  on  the  basis  of  responses  of  its  employ- 
ment agents  in  thirty-seven  States  to  official 
queries,  reported  decreased  unemployment, 
heightening  demand  for  labor  in  nearly  all  in- 
dustrial centers  and  an  impending  labor  short- 
age in  many  areas. 

The  Reserve  Board's  account  of  heavier  bank- 
lending,  increasing  building  operations,  maxi- 
mum railroad  loadings  of  freight,  particularly 
forestry  products,  and  expanding  production  in 
basic  industries  like  steel  and  cotton  weaving, 
checked  completely  with  the  Labor  Depart- 
ment's findings. 

Industrial  employment  continued  to  increase 
during  February  and  shortages  of  both  skilled 
and  unskilled  labor  were  reported  by  the  textile 
and  steel  mills  and  in  the  anthracite  mines.  The 
board  added,  however,  that  there  was  still  some 
unemployment  west  of  the  Mississippi  River, 
but,  generally  speaking,  important  wage  in- 
creases were  reported.  Office  workers,  the 
board  declared,  have  not  been  in  such  great 
demand,  yet  in  Eastern  industrial  centers  this 
class  of  workers  is  being  absorbed  more  rapidly 
than  conditions  a  few  months  ago  would  have 
indicated. 

Reports  from  other  sources  show  the  same 
indications  of  continuing  industrial  prosperity 
in  every  section  of  the  country. 


ENJOY  FLORIDA  SUNSHINE 

Utica,  N.  Y.,  March  6. — Arthur  F.  Ferris,  popu- 
lar Victor  dealer  of  this  city,  enjoyed  the  balmy 
air  of  Florida  during  February  on  a  well- 
earned  vacation.  Mr.  Ferris  was  accompanied 
by  Mrs.  Ferris  and  they  returned  on  the  first 
of  March.  Another  dealer  who  has  left  the 
cold  and  windy  climate  of  New  York  State  for 
a  rest  and  vacation  in  Florida  is  I.  D.  Bramer, 
Victor  dealer,  Fairport,  N.  Y. 


MILLIGIN  MUSIC  SHOPS  CHARTERED 

Chicago,  III.,  March  7. — The  Milligin  Music 
Shops,  Inc.,  3232  West  Madison  street,  this  city, 
have  been  granted  a  charter  of  incorporation 
under  the  laws  of  this  State  with  a  capital  of 
$100,000.  The  concern  will  manufacture  and 
deal  in  musical  instruments,  radio  cabinets,  etc. 
Incorporators  are  B.  H.  Milligin,  B.  E.  Milligin 
and  M.  G.  Milligin. 


James  MacFarquhar,  manager  of  the  Victor 
department  of  S.  Kann,  Sons  &  Co.,  one  of  the 
largest  department  stores  in  Washington,  D.  C, 
left  recently  on  a  visit  to  Europe. 


NEW  COLUMBIA  DISTRIBUTORS 

Columbia  Wholesalers,  Inc.,  Formed  in  Balti- 
more— New  Concern  Headed  by  W.  S.  Parks 


George  W.  Hopkins  general  sales  manager  of 
the  Columbia  Graphophone  Co.,  New  York,  sent 
out  a  notice  to  the  Columbia  trade  on  March  1 
advising  the  dealers  that,  effective  this  date,  the 
Columbia  Graphophone  Co.  had  disposed  of  its 
Baltimore  wholesale  branch  to  a  new  company, 
which  would  be  known  as  the  Columbia  Whole- 
salers, Inc.  This  new  company  is  headed  by 
W.  S.  Parks,  formerly  manager  of  the  Columbia 
wholesale  branch  in  Baltimore,  one  of  the  best- 
known  members  of  the  Columbia  organization. 
Associated  with  Mr.  Parks  are  L.  L.  Andrews, 
formerly  South  American  representative  for  the 
Ford  Motor  Car  Co.,  and  W.  H.  Swartz,  previ- 
ously identified  with  the  Columbia  wholesale 
branch  in  Baltimore.  The  Columbia  Whole- 
salers, Inc.,  will  distribute  Columbia  Grafonolas 
and  Columbia  New  Process  records  in  the  terri- 
tory formerly  covered  by  the  Columbia  whole- 


sale branch,  which  comprises  Maryland,  Dis- 
trict of  Columbia,  Virginia,  West  Virginia  and 
part  of  North  Carolina.  As  soon  as  all  arrange- 
ments are  completed  Columbia  Wholesalers, 
Inc.,  will  be  located  at  205  West  Camden  street, 
Baltimore,  Md. 


LOUIS  H.  SCHUTTER  ON  VACATION 

Albany,  N.  Y.,  March  7. — Louis  H.  Schutter, 
secretary  and  treasurer  of  the  Thomas  Music 
Stores,  this  city,  is  away  on  a  vacation  trip 
which  will  take  him  through  the  sunny  South 
and  eventually  to  California.  Mr.  Schutter  left 
New  York  by  boat  for  New  Orleans,  thence 
through  the  Panama  Canal  to  California.  He 
plans  to  return  to  Albany  overland.  Air. 
Schutter  is  considered  one  of  the  livest  dealers 
in  New  York  State,  and  according  to  W.  D. 
Andrews,  Victor  jobber,  who  serves  him,  this 
live  retailer  is  successful  in  putting  out  a  large 
number  of  Victor  talking  machines  and  records 
each  3'ear.  He  has  built  up  a  large  clientele, 
and  is  aggressive  in  the  pursuit  of  business. 


The  New  Single  Spring  Motor  for  Portables 


D  ECOGNIZING  the  absolute  necessitv  for  the  best 
in  motors  and  the  increasing  use  of  smaller  machines 
has  resulted  in  the  building  of  our  S.  S.  motor  pictured 
above.  Combining  the  superior  features  of  our  larger 
motors  with  the  weight  reduced  to  a  minimum  makes  the 
S.  S. — the  perfect  motor  for  portables.  Absolutely  SILENT 
in  operation,  easy  w^inding,  designed  to  stand  severe  strain 
and  built  to  give  a  perfect  performance  under  any  condi- 
tion. The  S.  S.  plays  in  excess  of  two  records  at  one 
winding.  We  will  be  pleased  to  supply  you  with  samples 
of  the  S.  S.  and  our  larger  machines  playing  in  excess  of 
three  and  five  records. 


The  SILENT  MOTOR  CORPORATION 

CHARLES  A.  O'MALLEY,  President 

321-323-325  Dean  Street  BROOKLYN,  N.  Y. 
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W31  Receive  the  Appropriation 


After  making  a  careful  survey  of  the  field,  the  Everybody's  Talking  Machine  Co., 
Inc.,  has  decided  to  give  its  advertising  appropriation  to  THE  TALKING  MACHINE 
WORLD.   The  answer  is  obvious — advertising  in  THE  WORLD  produces  results. 


810  Arch  Street.  Philadelphia.  Pa. 

e^Wa^ers  of  Honest  Quaker 

(^ain  Springs,  Umantone  Needles  and  a 

Complete  Line  of  Talking  Machine  Repair  Materials 


January  8,  1923. 


The  Talking  Machine  World, 
373  FoiiTth  Avenue, 
New  York  City. 


Gentlemen: — 

We  have  been  advertisers  for  years  -  in  faot  sinoe 
the  time  we  entered  business.      Advertising  never  has 
had  to  be  sold  to  us  —  we  have  always  bought  it  willing- 
ly.   We  understand  its  advantages  and  know  what  good  it 
has  done  for  us  —  and  consequently  it  is  only  a  oase  of 
trying  to  invest  it  in  the  best  manner  possible  and  as 
much  as  we  can  afford. 

At  the  time  of  this  writing  the  writer  does  not  know 
of  the  exact  appropriation  to  be  made  in  advertising  in 
Trade  Journals,  but  we  do  know  that  whatever  will  be  spent 
will  certainly  be  invested  in  the  Talking  Machine  World, 
and  this  statement  is  not  made  boastful  or  in  haste. 

There  is  no  doubt  that  your  ;journal  has  giv6n  us  more 
results  than  any  other,  and  probably  you  know  that  we  have 
just  tried  one  of  your  competitors  and  consequently  our 
statement  is  true. 


Yoursl/very  trult. 
Everybody' A  Talkingf  M^hiM  Co.Inc, 


Secretary 


No.  5  of  a 
Series 


We  maintain  copy  and  art  departments  that  will  be  pleased  to  submit  an  advertising 
plan  adapted  to  your  individual  proposition.     Let  us  send  you  copy  suggestions. 

TALKING  MACHINE  WORLD,  373  Fourth  Ave.,  NewYork 

Published  by  Edward  Lyman  Bill,  Inc. 
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TOLEDO 

Dealers  Adopt  A ggressive  Tactics 
— Displays  Aid  Sales — A.  E.  Rae 
Moves — Other   Important  News 

Toledo,  O.,  March  6. — While  talking  machine 
sales  the  past  month  have  been  good  the  out- 
standing feature,  however,  is  the  unprecedented 
demand  for  records.  The  call  is  not  confined 
to  any  one  class  of  buyer  or  to  any  special 
type  of  record,  but  embraces  the  whole  list. 
Many  concert  artists  and  vaudeville  stars  have 
appeared  locally  during  the  past  weeks,  which 
has  given  impetus  to  a  number  of  selections. 
But  the  great  bulk  of  music  is  of  the  kind  which 
is  purchased  apparently  to  satisfy  the  desire 
for  a  great  variety.  Collections  are  more  than 
fair.  Customers  are  meeting  their  obligations 
promptly  and  delinquents  are  catching  up  on 
back  payments.  On  the  whole  the  local  field 
is  in  a  flourishing  state. 

Victor  Displays  Boost  Sales 

The  Toledo  Talking  Machine  Co.,  Victor  job- 
ber, has  enjoyed  a  successful  business  the 
opening  months  of  the  year.  Record  demand 
is  especially  brisk.  The  service  idea  and  the 
desire  to  be  of  greater  help  in  securing  full 
returns  from  a  release  have  never  been  more 
fully  developed  than  at  the  present  time.  Two 
recent  window  displays  offered  retailers  at  a 
very  low  cost  have  attracted  wide  attention 
and  closed  many  sales.  Whiteman's  "Parade 
of  the  Wooden  Soldiers"  was  made  the  center 
of  such  a  display.  Wood  or  pasteboard  soldiers 
were  arranged  in  parade  formation.  Then  the 
head  of  Paul  Whiteman  was  cut  from  a  poster 
and  pasted  over  the  head  of  the  leading  soldier, 
a  colored  ribbon  was  run  from  this  soldier  to 
a  sign  or  streamer — the  effect  was  striking. 

Another  display  which  drew  even  more  inter- 
est is  the  Victor  Dog  Ferris  Wheel.  This 
mechanical  device  is  rented  to  dealers.  In  each 
car  are  seated  two  dogs  and  to  each  car  is  at- 
tached a  sign  giving  the  name  of  a  selection. 
As  the  wheel  moves  the  different  titles  appear. 
Persons  are  always  interested  in  watching  a 
moving  object  and  this  on  account  of  its  novelty 
is  especially  interesting.  Many  dealers  have  en- 
gaged this  Ferris  wheel  display,  Chas.  H. 
WomeldorfF  states. 

New  Columbia  Records  in  Demand 

At  the  Goosman  Piano  Co.  Columbia  New 
Process  records  are  greatly  in  demand.  The 
national  advertising  carried  on  by  the  manu- 
facturers is  drawing  many  to  the  store.  Co- 
lumbia, Vocalion,  Bush  &  Lane,  Granby  and 
Starr  phonographs  are  dealt  in  here.  A  Spring 
talking  machine  drive  is  soon  to  be  launched. 

A  new  addition  to  the  sales  force  is  Harold 
Johnson,  who  was  formerly  connected  with  the 
Cable  Piano  Co. 

Adds  Brunswick  and  Cheney 

At  the  Lion  Store  Music  Rooms  the  1923 
showing  has  exceeded  by  a  good  margin  any 
previous  result  for  a  similar  period.  Part  of 
this  fine  record  is  no  doubt  due  to  the  fact  that 
this  department  has  added  the  Brunswick  and 
Cheney  phonographs  to  its  stock.  A.  J.  Pete, 
manager,  in  announcing  the  additions,  stated 
that  the  demand  for  flat  top  period  machines 
compelled  them  to  add  these  lines  to  the  Victor 
in  order  to  satisfy  a  growing  clientele.  The 
new  system  of  releasing  Brunswick  records  is 
proving  a  very  great  aid  to  record  sales  here. 
The  releases  are  being  exploited  by  the  factory 
through  newspaper  ads  appearing  three  times  a 
week  in  each  of  the  local  dailies. 

Further,  the  store  featured  the  five  Victor 
mid-month  releases  by  mailing  a  card  listing 
them  to  several  thousand  talking  machine  own- 
ers the  day  before  the  release  went  on  sale. 
This,  A.  J.  Pete  states,  is  a  wonderful  help  in 
enlarging  record  sales.  It  not  alone  draws  the 
patron  to  the  department,  but  it  gives  him  the 
opportunity  to  ask  for  a  selection  after  he  gets 
there.    So  many  persons,  it  is  found,  do  not 


know  what  to  inquire  for  after  they  reach  the 
record  counter.  Moreover,  a  window  display 
of  wooden  soldiers  to  exploit  the  Whiteman 
record,  "Parade  of  the  Wooden  Soldiers,"  in 
conjunction  with  the  Brunswick  and  Cheney 
flat  top  models,  drew  attention  to  this  number. 
Moves  to  Better  Location 

A.  E.  Rae,  Jefferson  avenue,  Columbia  and 
Vocalion  dealer,  who  in  the  recent  past  suc- 
ceeded Rae  &  Ma.Kwell,  moved  his  store  to 
Adams  and  Twelfth  street  the  first  of  March. 
The  new  shop  is  now  known  as  the  Rae  -Record 
Shop.  No  change  in  the  lines  carried  is  con- 
templated. This  location  brings  him  nearer  to 
a  neighborhood  which  buys  many  records. 

Allen  Maxwell  is  conducting  a  repair  service 
on  all  makes  of  machines.  The  need  for  this 
service  is  apparent  from  the  fact  that  already 
he  has  been  compelled  to  enlarge  his  staff. 

The  Talking  Machine  Shop,  owned  by  J. 
Frame  &  Son,  is  now  installed  in  the  new  store 
at  611  Adams  street.  This  location  makes  it 
possible  to  reach  a  larger  sales  total. 

Display  Attracts  Trade 

At  the  J.  W.  Greene  Co.  the  mechanical  Fer- 
ris Wheel  with  its  array  of  Victor  dogs  is  prov- 
ing one  of  the  most  attractive  features  of  the 
year.  At  eleven  and  five  o'clock  each  day  the 
wheel  is  stopped.  Persons  are  asked  to  come 
in  and  register  and  guess  which  car  will  be 
the  uppermost  when  the  wheel  stops.  The  lucky 
person  is  given  a  Victor  dog.  This  feature  is 
proving  most  interesting  and  is  drawing  an  un- 
usual amount  of  interest  to  the  store.  Then, 
for  the  new'  enlarged  record-  department  the 
Amberg  record  file  has  been  chosen.  E.  A. 
Kopf,  manager,  visited  several  cities  before 
making  a  decision.  Victor,  Cheney  and  Bruns- 
wick instruments  are  dealt  in  here. 

News  Gleanings 

The  Fremont,  O.,  branch  of  the  Greene  Co., 
in  charge  of  Clifford  Struble,  has  moved  re- 
cently to  the  new  location,  319  Garrison  street. 
The  talking  machine  department  has  been 
greatly  enlarged  and  new  booths  added. 


At  the  La  Salle  &  Koch  Co.  the  fiftieth  an- 
niversary of  Caruso  was  made  the  subject  of  a 
special  anniversary  appeal  for  Caruso  records. 
Large  newspaper  space  was  devoted  to  this 
event. 

F.  O.  Edwards  has  been  appointed  manager 
for  the  Henderson  Shop.  He  was  formerly 
manager  of  the  Henderson  Service  Shop,  Chi- 
cago, and  has  a  fine  business  record. 

R.  O.  Danforth,  formerly  manager  here,  has 
accepted  the  position  of  manager  of  the  talking 
machine  department  of  the  Fair  Store,  Chicago. 
A  host  of  friends  wish  him  well. 

At  the  Whitney-Blaine-Wildermuth  Co.  the 
Victor  catalog  is  made  the  basis  for  sales  ap- 
peals directed  at  groups  of  persons.  The  native 
American,  it  is  found,  for  example,  is  becoming 
a  buyer  of  foreign  records.  He  wants  some- 
thing different.  The  weird  and  catchy  music  of 
many  foreign  people  appeals  to  him,  hence  he 
buys,  reports  Miss  M.  Plotkin,  in  charge. 

The  Home  Furniture  Co.,  Brunswick  and  Co- 
lumbia dealer,  is  cashing  in  on  both  the  Co- 
lumbia New  Process  discs  and  the  daily  Bruns- 
wick record  releases.  Persons  will  purchase 
additional  records  if  they  are  made  acquainted 
with  these  features.  Miss  Helen  Canfield  states. 

Frank  H.  Frazelle,  Sonora  dealer,  is  working 
the  city  in  sections  to  close  sales  while  the 
factory  co-operative  advertising  and  promotion 
campaign  is  going  on. 

Frank  Fleightner,  Cherry  street  Columbia 
dealer,  is  developing  his  foreign  record  and  ma- 
chine trade.  Many  Italian,  Mexican  and  Yiddish 
record  buyers  are  among  his  clientele.  These 
folk  are  real  music  lovers. 

Grinnell  Bros,  devote  a  good  share  of  their 
efforts  to  interesting  old  customers  in  new  mer- 
chandise— new  machines,  new  records,  operatic, 
classic  and  standard  selections.  W.  L.  Bierd, 
formerly  with  the  Social  Service  Federation, 
has  established  connection  with  this  house  as 
a  salesman. 

R.  E.  Kane,  of  the  Chicago  Talking  Machine 
Co..  reports  Michigan  trade  greatly  improved. 


The  MUTUAL  THROW-BACK 


IN  TONE  REPRODUCTION  AND  APPEARANCE  THIS 
TONE  ARM  CANNOT  BE  EQUALLED  ANYWHERE 


Write  to-day  for  our  new  catalogue  illustrating  the  complete  line  of 
MUTUAL  TONE  ARMS  AND  REPRODUCERS. 


MUTUAL  PHONO  PARTS  MFG.  CORP. 

149-151  LAFAYETTE  STREET  NEW  YORK  CITY 

The  Russell  Gear  &  Machine  Co.,  Ltd.,  1209  King  St.,  West,  TORONTO, 
CAN.,  Exclusive  Distributors  for  Canada  and  All  Other  British  Possessions 
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For  Minneapolis 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

426-28-30  Third  St.,  South  E.  L.  Kern,  Branch  Mgr. 


THE  TWIN  CITIES 


Demonstration  of  Health  Records  l.iires  Heavyweights — Mer- 
chants Ha)idHng  All  I  jnes  Unanimous  in  Optimistic  Expressions 


Minneapolis  and  St.  Paul,  Minn.,  March  8. — 
The  Northwest's  first  large  public  demonstration 
of  Victor  Health  Records  brought  throngs  of 
women,  plump,  overly  plump  and  frankly  fat, 
to  the  Victrola  parlors  of  the  L.  S.  Donaldson 
Co.,  March  2.  The  exhibition,  arranged  through 
the  co-operation  of  Murray  M.  Kirschbaum, 
manager  of  the  store's  Victrola  department,  and 
Charles  K.  Bennett,  secretary  and  general  man- 
ager of  George  C.  Beckwith  Co.,  Victor  jobbers, 
resulted  in  a  rush  for  the  record  counter,  where 
thirty  sets  of  a  dozen  records  each  were  sold 
in  less  than  that  many  minutes. 

The  exercises  were  performed  by  Miss  Vir- 
ginia Vennema,  physical  instructor  of  the  Young 
Women's  Christian  Association.  Miss  Vennema 
worked  with  clocklike  precision  to  the  tunes  of 
"Comin'  Through  the  Rye"  and  "Oh,  Dem 
Golden  Slippers"  and  the  other  exercise  tunes, 
demonstrating  the  entire  course  from  Lesson  1 
to  Lesson  12  without  intermission.  Her  exhibi- 
tion was  preceded  by  a  talk  on  "Exercising  for 
Health"  by  Miss  Ermina  Tucker,  physical  in- 
structor in  the  Minneapolis  public  schools. 

Miss  Vennema  has  been  demonstrating  the 
use  of  the  Victor  reducing  records  preceding 
some  of  her  swimming  classes  and  found  her 
pupils  enthusiastic  about  ridding  themselves  of 
undesirable  avoirdupois  in  this  manner. 

"The  year  is  going  to  be  very  big,"  is  the  pre- 
diction of  Mr.  Bennett,  who  returned  March  1 
from  a  short  tour  of  inspection,  traveling  as  far 
as  Duluth.  Sales  on  the  Iron  Range  and  in  the 
region  of  Sault  Ste.  Marie  are  fine  now,  ac- 
cording to  his  statement,  but  North  and  South 
Dakota  will  show  poor  returns  until  they  pro- 
duce a  crop.  Mr.  Bennett  recently  returned 
from  a  visit  to  the  Victor  factory  in  Camden, 
N.  J.,  and  to  New  York,  where  he  visited 
members  of  the  New  York  trade. 

Exclusive  Brunswick  artists,  Maria  Ivogun, 
coloratura  soprano,  who  created  a  tremendous 
sensation  with  the  Straus  aria  here  last  season, 
and  Isa  Kremer,  are  both  appearing  at  the 
Minneapolis  Auditorium  this  month  and  giv- 
ing impetus  to  the  sale  of  their  records.  Madame 
Ivogun  was  soloist   March  2  with  .the  Minne- 


apolis Symphony  Orchestra.  Madame  Kremer 
appears  March  7. 

Eugene  F.  O'Neill,  of  the  Brunswick-Balke- 
Collender  Co.,  states  that  the  Brunswick  busi- 
ness is  very  good  and  is  showing  steady  im- 
provement. The  new  system  of  Brunswick  rec- 
ord releases,  that  of  issuing  records  as  soon  as 
completed,  is  much  liked  by  dealers  in  the 
Northwest,  he  says. 

"Everything  points  to  a  good  year,"  says 
George  A.  Mair,  head  of  the  Victrola  depart- 
ment of  W.  J.  Dyer  &  Bro.  "The  dealers  in 
the  country  are  much  encouraged."  The  week 
of  the  blizzard  early  last  month  affected  busi- 
ness, but  since  then  it  has  been  fairly  good, 
he  stated. 

Sales  of  Vocalion  machines  are  as  good  day 
for  day  as  they  have  been  at  any  time  during 
the  year,  according  to  A,  E.  Munson,  manager 
of  the  Stone  Piano  Co.,  Northwestern  distribu- 
tors. The  Red  records,  he  says,  are  going  good. 
Aeolian  company  representatives  who  visited 
the  trade  March  2  were  W.  H.  Alfring  and 
H.  B.  Levy,  of  New  York. 

Edison  phonograph  and  record  business  at 
the  Minnesota  Phonograph  Co.'s  Minneapolis 
store  was  "simply  immense"  the  concluding 
part  of  last  month,  according  to  Milton  Lowie, 
although  the  month  started  rather  poorly.  He 
attributes  this  year's  good  sales  largely  to  the 
$100  and  $125  console  models. 

Cold  cash  may  be  all  that  talks  in  city  busi- 
ness transactions,  but  the  horse  swappin'  in- 
stinct has  not  died  out  in  the  rural  districts 
as  is  testified  by  a  recent  transaction  of  M.  B. 
Hagen,  Victrola  merchant  in  Hopkins,  adjacent 
to  Minneapolis.  Mr.  Hagen  was  asked  to  take 
a  horse  in  payment  for  a  Victrola,  and  he  did. 


CLOSES  BIG  ORDERS  FOR  CABINETS 

Wabash,  Ind.,  March  7.— Officials'  %i  the 
Wabash  Cabinet  Co.,  this-  city,  .  recently  an- 
nounced that  contracts  have  been  closed  by 
them  with  an  Eastern  company  to  manufacture 
$250,000  worth  of  talking  machine  cabinets  in 
its  local  factory  this  vear.    About  tv^-o  months 
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ago  the  company  closed  a  contract  with  the 
same  concern  to  make  $1,000,000  worth  of  cabi- 
nets. The  machines  will  be  assembled  at  Wa- 
bash and  the  company  plans  to  employ  300 
more  workers  soon. 


The  reason  why  some  advertising  does  not 
prove  effective  is  because  of  its  cheapness  and 
lack  of  dignity  which  the  business  warrants. 
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NEW  BILL  TO  PROVIDE  FOR  RESALE  PRICE  MAINTENANCE 

Measure  Introduced  in  House  by  Representative  Merritt,  of  Connecticut,  Along  the  Lines  of  Pre- 
vious Bills  Designed  to  Protect  Interests  of  Manufacturers  of  Branded  Articles 


Washington,  D.  C,  jMarch  3. — Representative 
Schuyler  Merritt  has  introduced  in  the  House  a 
measure  entitled  "A  Bill  to  Prevent  Discrim- 
ination in  Prices,  to  Provide  for  Publicity  of 
Prices  and  to  Protect  Good-will."  The  bill, 
wrhich  has  the  backing  of  the  American  Fair 
Trade  League  and  numerous  commercial  or- 
ganizations, provides  that  the  manufacturer  of 
a  trade-marked  or  branded  article  may,  for  the 
purpose  of  preventing  discrimination  and  pro- 
tecting his  good-will,  mark  his  product  with  an 
established  uniform  retail  price,  and  may  by 
contract  with  his  vendee,  prescribe  uniform 
prices  and  manners  of  settlement  to  all  pur- 
chasers in  'like  circumstances  at  which  the 
different  qualities  and  quantities  of  each  ar- 
ticle covered  by  such  contract  may  be  resold. 

The  bill,  of  course,  applies  only  to  articles 
manufactured  and  sold  in  interstate  commerce, 
and  in  order  to  conform  to  already  existing 
legislation  directed  against  monopolies  it  pro- 
vides that  the  vendor  of  the  article  shall  not 
have  any  monopoly  or  control  of  the  market 
for  articles  belonging  to  the  same  general  class 
as  his  product,  and  that  he  shall  not  be  a  party 
to  any  agreement,  combination  or  understand- 
ing with  any  competitor  in  the  production, 
manufacture  or  sale  in  interstate  commerce  of 
any  merchandise  in  the  same  general  class. 

A  further  provision  which  is  of  interest  to 
all  manufacturers  who  desire  to  maintain  uni- 
form resale  prices  for  their  articles  is  that,  if 
the  purchaser  shall  in  good  faith  be  unable  to 
sell  such  goods  at  the  published  price,  he  shall 
first  ofTer  them  back  to  the  seller  at  the  pur- 
chase price  before  he  may  resell  them  at  less 
than  the  established  uniform  resale  price. 

The  Music  Industries  Chamber  of  Commerce, 
with  which  a  number  of  talking  mathine  manu- 
facturers and  other  talking  machine  trade  fac- 
tors are  affiliated,  has  addressed  a  letter  to  the 


members  of  the  House  Committee  on  Interstate 
and  Foreign  Commerce  urging  the  support  of 
the  bill  and  pointing  out  some  of  the  evils  that 
have  resulted  from  the  price-cutting  of  stand- 
ard advertised  goods. 

This  is  the  latest  measure  designed  to  per- 
mit retail  price  maintenance  on  trade-marked 
articles.  It  has  the  endorsement  of  the  Amer- 
ican Fair  Trade  League  and  other  commercial 
organizations.  The  trouble  has  been  that  for 
several  years  past  there  has  been  introduced 
at  practically  every  session  of  Congress  some 
measure,  generally  similar  to  the  original 
Stephens  bill,  designed  to  legalize  the  main- 
tenance of  resale  prices  on  trade-marked  ar- 
ticles. Each  time  such  a  bill  comes  up  for 
consideration  various  commercial  bodies,  in- 
cluding the  piano  and  talking  machine  associa- 
tions, endorse  the  bill  strongly  and  there  the 
matter  rests. 

If  this  and  other  industries  really  desire  a 
measure  legalizing  price  maintenance,  some- 
thing will  have  to  be  done  beyond  simply  en- 
dorsing the  idea.  The  Chamber's  letter  to  the 
House  Committee  is  a  move  in  the  right  direc- 
tion, but  it  should  not  be  the  final  one.  If  the 
principle  is  worth  fighting  for,  members  of 
the  trade  as  individuals  should  impress  their 
Senators  and  Congressional  representatives 
with  the  desirability  of  the  measure  and  the 
fact  that  it  should  pass. 

The  arguments  of  this  policy's  opponents  are 
chiefly  to  the  effect  that  price  maintenance  leads 
to  monopoly  and  is  a  burden  on  the  public. 
These  have  been  shot  to  pieces  on  numerous 
occasions,  for  it  has  been  proved  that  price 
maintenance  under  proper  regulation  really  pro- 
tects the  public  by  preventing  price-cutters 
from  using  reductions  on  nationally  known 
trade-marked  articles  as  a  bait  to  draw  cus- 
tomers to  the   store  where  they  may  be  in- 


fluenced to  buy  articles  of  inferior  quality  at 
excessive  prices.  It  is  significant  that  most  of 
the  troubles  of  the  talking  machine  trade  came 
after  the  courts  had  placed  the  ban  on  price 
maintenance. 


NEW  LOCATION  IN  MARSHFIELD,  ORE. 

L.  L.  Thomas  Music  Co.  Holds  Formal  Opening 
of  New  Music  Establishment  in  That  City — 
New  Home  Modern  in  All  Details 


Marshfield,  Ore..  March  3. — The  L.  L.  Thomas 
Music  Co.,  of  this  city,  moved  into  a  new  loca- 
tion at  162  South  Second  street  during  the  past 
month,  having  its  formal  opening  February  16. 
Mr.  Thomas  is  most  enthusiastic  over  his  new 
establishment  and  future  business.  The  new 
store  is  modern  in  every  respect  and  artistically 
finished  throughout  in  old  ivory  and  gray.  A 
large  room  has  been  installed  for  the  display  of 
the  Gulbransen  line  of  player-pianos,  as  well  as 
four  modern  audition  booths  and  one  large  dem- 
onstrating room  for  Victrolas  and  Brunswick 
phonographs. 

Mr.  Thomas  has  been  in  business  in  Marsh- 
field  for  eleven  years  and  is  a  prominent  figure 
in  the  business  world  of  this  thriving  lumber 
community.  He  is  president  of  the  Oregon 
State  Retail  Merchants'  Association,  vice-presi- 
dent of  the  Chamber  of  Commerce  and  a  direc- 
tor of  Coos  County  Business  Men's  Association, 
and  is  altogether  a  "live  wire."  The  Thomas 
Music  House  claims  the  distinction  of  being  the 
farthest  west  of  any  music  store  on  the  con- 
tinent. 

A.  WOOKEY  RETIRING  FROM  TRADE 

Peoria.  III.,  March  7. — Alonzo  Wookey,  veteran 
music  merchant  of  this  city  and  widely  known 
to  the  trade,  is  closing  out  his  large  business, 
preparatory  to  retiring.  For  many  years  he  has 
been  one  of  the  leaders  in  the  trade  in  this 
section  of  the  country.  He  is  planning  to  spend 
most  of  his  time  between  his  home  here  and 
Los  Angeles,  Cal. 
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Victrolas  Victor  ^^R^ords 
Victor  cAccessories 

Main  Wholesale  Depot  ■: 
741  Mission  Street,  San  Francisco,  Cal. 

Branch  'Wholesale  Depots: 
10th  and  Santee  Streets,  Los  Angeles,  Cal. 
N.  W.  Corner  13th  and  Glison  Streets, 
Portland,  Oregon 
Oceanic  Bldg.,  Cor.  University  and  Post  Streets, 

Seattle,  "Washington 
330  West  Sprague  Ave.,  Spokane,  Washington 
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Philadelpliia's  Greatest  Sale  of  Phonograph  Records 
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CROONINC,  Foi  Trot. 

STOLEN  KISSES.  Fox  Trot. 

WKY  DEAR?  Foi  Trtt 

JUST  UKE  A  RAIKBOW.  Fox  TrwL 

TI-O-SAN-  Tax  Tnrt. 

SECOND  HAND  ROSE. 

OH  JOY!  Tcr  Trot. 

AJJNA  IN  IKD'\NA. 

KJLL  'EM  WITH  KINDNESS. 

l-VE  COT  THE  JOYS. 


SUNSHINE.  One  Step. 
TWO  LITTLE  LOVE  BIRDS,  Fox 
BRING  BACK  NfY  BLUSHING  Er 
YOU  HADE  ME  FoaCET  HOW 
CRY. 

MOLLY  ON  A  TROLLEY 
AJNT  YOU  COMIN'  OUT.  MELDJ 
AXL  BY  MYSELF.  Foi  Trot 
OPEN  AitMS.  Fox  Trot. 
MY  MAN,  Fox  Tret 
UIMI.  Fox  Tret 


HATS  TRIMMED  FREE  OF  CHARGE 
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EETHEABT.  Fox  Trot. 
Y  YOUTX  BE  MLNE,  V/tiu. 
kEN  AT  TKE  TELEPRO.VE.  Com- 

edy  Monelog. 
EtEN'S  "WEDDING.  Comedy  Modo- 


SCANDINAVIA.  Ch«fKl«T  Soot 
STRUT  MISS  LIZZIE  Blot 
HORTENSE,  Cosudy  Soni, 
VAMPING  ".CBE,  Comedr  Son* 
Z  JAZZ-ME  BLUES,  -^loe*"  Char-    COHEN'S  ITW  AUTO.  Comttiy 

TNTUCKY  BLUES,  Fox  TtoI. 
'  WONDER  I'M  BLUE,  Fox  TreL 
.•JO.  Fox  TVol 


America's  greatest  stores  have  used  the  Regal  Record  with  tremendous  success! 


RegaVs  quality  brings  more  customers 
— bigger  business — greater  profits! 


The  Regal  quality  constitutes  a  selling 
force  that  has  opened  the  way  for  hun- 
dreds of  dealers  to  infinitely  greater 
sales  than  they  ever  believed  possible. 
Regal  artists  are  the  same  talented 
stars  who  record  for  other  leading  rec- 
ord companies. 

Regal  uses  the  best  materials  obtain- 
able because  only  the  best  materials 
make  a  record  that  will  stand  up  under 
constant  use. 

Regal  Record  pressing  is  perfectly 
done  in  a  factory  that  is  the  third 
largest  in  the  world. 


Regal  selections  are  recorded  by  ex- 
perts who  have  had  long  experience  in 
this  very  important  branch  of  record 
making. 

That  comprises  Regal's  quality.  But 
remember,  too,  that  Regal  is  invariably 
out  with  the  hits  first!  And  that  it 
maintains  a  twenty-four-hour  delivery 
service  in  shipping  these  hits  to  the 
dealer. 

Isn't  it  logical  that  Regal  is  the  kind 
of  record  you  could  handle  profitably 
and  satisfactorily? 


Write  us  for  exclusive  territory  today  J 


REGAL  RECORD  CO.,  20  W.  20th  Street,  New  York 
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IN  PITTSB  URGE 


Merchants  Unanimous  in  Predictions  of  Bright  Outlook — Nezv  Edi- 
son Accounts — Ne-w  Sonora  Agencies — Trade  Changes  and  Nezvs 


Pittsburgh,  Pa.,  March  10. — General  indications 
for  the  talking  machine  business,  as  far  as  the 
Spring  trade  is  concerned,  are  excellent.  There 
is  more  than  an  optimistic  feeling  among  the 
leading  talking  machine  dealers,  who  are  keenly 
alive  to  the  fact  that,  with  the  pronounced  ac- 
tivity in  the  industrial  area  of  Pittsburgh  and 
this,  coupled  with  the  tremendous  building  oper- 
ations in  which  apartment  dwellings  and  small 
dwelling  houses  are  being  featured  quite  nu- 
merously, there  is  a  new  field  opening  for  the 
sale  of  talking  machines  and  records. 

Predict  Steadily  Growing  Business 

Thomas  T.  Evans,  manager  of  the  wholesale 
Victor  department  of  the  C.  C.  Mellor  Co.,  said: 
"The  general  outlook  for  the  Victor  business 


Mr.  Edison  Man: — 

Don't  Say 

"KAN  T,"  say  "KENT" 

Write  for  catalog  of  complete  line 

The  KENT  No.  1 

With  "S"  Sound  Box 

Has  given  complete  satisfaction 
for  years 


Reg.  U.  S.  Pat.  Off. 

F.  C.  KENT  CO. 

Irvington,  IV.  J. 


in  our  territory  is  good.  From  all  tliat  I  could 
gather,  as  the  result  of  a  recent  trip  to  a  num- 
ber of  our  dealers,  I  am  more  than  impressed 
with  the  fact  that  there  will  be  a  shortage  of 
Victor  merchandise.  At  the  present  time  many 
of  the  dealers  whom  we  serve  are  disposing  of 
their  shipments  of  goods  about  as  fast  as  they 
are  able  to  uncrate  them  and  place  them  on 
display.  The  general  line  of  Victrolas  is 
bound  to  have  a  very  good  sale  and  it  will  be 
the  wise  retail  dealer  who  will  so  place  his  or- 
ders as  not  to  be  disappointed  when  he  needs 
merchandise  most  of  all." 

S.  H.  Nichols  Reviews  Situation 

S.  H.  Nichols,  manager  of  the  local  offices  of 
the  Columbia  Graphophone  Co.,  is  very  hopeful 
concerning  the  field  that  he  serves.  In  review- 
ing the  situation  Mr.  Nicholas  said:  "As  I  view 
it  the  sales  of  Grafonolas  and  Columbia  rec- 
ords for  the  Spring  season  are  bound  to  show 
a  marked  increase  over  the  same  period  a  year 
ago.  With  the  good  times  that  are  on,  due  to 
the  activity  in  the  iron  and  steel  mills  and  the 
improvement  of  mining  conditions,  coupled  with 
the  fact  that  the  menace  of  a  miners'  strike  has 
been  averted,  it  is  my  candid  opinion  that  sales 
of  Columbia  goods  from  now  on  will  be  very 
satisfactory.  Reports  from  our  many  dealers 
in  the  vast  territory  that  we  cover  indicate 
most  plainly  and  positively  that  a  good  Colum- 
bia season  is  about  to  dawn." 

New  Edison  Accounts 

A.  A.  Buehn,  treasurer  of  the  Buehn  Phono- 
graph Co.,  Edison  distributor,  stated  that  the 
Edison  business  is  increasing  right  along  and 
that  every  indication  points  to  a  highly  satisfac- 
tory Spring  business.  Mr.  Buehn  declared  that: 
"Busy  mills  mean  large  payrolls  and  this  means 
good  business  for  all  other  lines  of  trade,  and 
this  includes  the  Edison  dealers  in  this  territory." 

Among  the  new  Edison  retail  dealers  in  west- 
ern Pennsylvania  is  W.  H.  Bonnage,  of  Beaver 
Falls.  L.  Bert  Hartman,  of  Tunnelton,  W.  Va., 
is  also  a  new  Edison  dealer. 

One  of  the  features  at  the  opening  of  the 
new  Nathan  store,  at  Johnstown,  Pa.,  February 
25-28,  was  the  distribution,  free  of  charge  to  all 
dealers,  of  the  celebrated  sapphire  points,  by 
which  Edison  records  can  be  played  on  all  talk- 
ing machines.  Nathan's,  one  of  the  largest  de- 
partment stores  in  that  section,  are  Edison  deal- 
ers and  have  a  fine  department  in  their  new 
store  devoted  to  the  Edison  line.  T.  A.  Dillon, 
of  the  Buehn  Phonograph  Co.  staff,  of  Pitts- 
burgh, Edison  distributor,  was  at  the  opening. 

A.  H.  Hunt,  for  the  past  twelve  years  con- 
necteU  with  the   Buehn  Phonograph  Co.,  has 
resigned  to  accept  the  management  of  the  talk- 
ing machine  shop  of  G.  M.  Fincik,  of  Latrobe. 
New  Department  Almost  Ready 

A.;*.R.  Meyer,  manager  of  the  talking  machine 
department  of  the  Joseph  Horne  Co.,  has  an- 
nounced that  he  expects  that  by  March  23, 
which  will  mark  exactly  one  year  since  his  de- 
partment had  to  move  owing  to  building  opera- 
tions, the  new  department  will  be  ready  for 
complete  occupancy.  The  demonstration  booths 
and  salesrooms  are  very  attractively  fitted  up, 
fifteen  in  all,  and  will  have  ample  facilities  for 
caring  for  the  many  patrons  of  the  company's 
talking  machine  division.  Mr.  Meyer  antici- 
pates that,  with  his  increased  space  and  enlarged 
quarters,  there  will  be  a  marked  increase  in  sales 
of  the  several  lines  of  talking  machines  that 
are  handled — the  Victrola,  Cheney,  Pooley  and 
Columbia.  L.  J.  O'Neill,  a  well-known  talking 
machine  man,  is  also  connected  with  the  depart- 
ment. 

Expect  Big  Spring  Victor  Trade 

T.  A.  Shorten,  manager  of  the  Victor  depart- 
ment of  the  S.  Hamilton  Co.,  is  of  the  opinion 
(Continued  on  page  82) 
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that  Spring  business  in  the  Victor  line  will  be 
a  very  brisk  one.  He  bases  his  view  on  the 
fact  that  the  industrial  situation  in  the  Pitts- 
burgh and  adjoining  districts  is  excellent  and 
that  the  large  payrolls  which  are  disbursed 
weekly  will  cause  a  large  volume  of  cash  to  be 
sent  into  various  channels,  and  in  which  the 
talking  machine  business  must  eventually  share. 

Mrs.  C.  H.  Walrath,  manager  of  the  Victor 
department  of  Kaufmann's  (The  Big  Store), 
stated  that  the  business  in  Victrolas  and  Victor 
records  for  February  was  highly  satisfactory 
and  that  the  volume  of  business  handled  showed 
a  marked  increase  over  the  same  month  a  year 
ago.  Mrs.  Walrath  is  of  the  opinion  that  Spring 
business  in  the  Victor  line  will  be  excellent. 
The  foreign  record  sales  department  of  Kauf- 
mann's in  the  basement  store  is  being  well 
patronized. 

Marion  Cheney  Now  in  Columbus 

Marion  Cheney,  who  was  formerly  with  the 


Pittsburgh  sales  offices  of  the  Cheney  Phono- 
graph Co.,  is  now  located  at  Columbus,  O.  Mr. 
Cheney  made  many  friends  while  stationed  m 
Pittsburgh  and  his  departure  caused  deep  re- 
gret in  trade  circles'  here. 

John  Henk,  of  the  Columbia  Music  Co.,  Edi- 
son and  Columbia  dealer,  said  that  February 
sales  showed  a  big  gain  over  the  same  month  a 
year  ago.  Mr.  Henk  feels  that  a  steady  increase 
in  business  is  bound  to  come,  due  to  the  fact 
that  the  talking  machine  trade  must  reflect  the 
prosperity  that  other  lines  are  enjoying.  The 
foreign  record  department  of  the  Columbia  Mu- 
sic Co.  reports  a  big  call  for  foreign  records. 
Player-Tone  Line  in  Demand 

"We  feel  that  the  Spring  business  of  the 
Player-Tone  line  of  talking  machines  will  be 
better  than  in  some  time  and  only  governed  by 
the  ability  of  the  manufacturing  end  of  our  busi- 
ness to  deliver  merchandise  on  time  to  our  re- 
tail representatives  in  all  sections  of  the  coun- 
try" was  the  statement  of  I.  Goldsmith,  presi- 
dent of  the  Player-Tone  Talking  Machine  Co. 

C.  L.  Dawson,  president  of  Dawson  Bros., 


dealers  in  Starr  phonographs  and  Gennett  rec- 
ords, is  spending  the  Winter  months  in  Florida. 
C.  S.  Mechling,  sales  manager,  reports  very  sat- 
isfactory sales  of  Starr  machines  and  Gennett 
records. 

New  Sonera  Agencies 

H.  Milton  Miller,  manager  of  the  Sonora  dis- 
tributing agency  and  the  Vocalion  record 
agency,  reports  business  at  a  high  mark  and 
stated  that  the  Spring  outlook  is  most  roseate. 
Among  the  new  Sonora  dealers  booked  recent- 
ly were  the  following:  Nathan's,  Johnstown; 
Clark  Music  Co.,  Greensburg,  Pa.;  A.  J.  Showal- 
ter,  809  Homewood  avenue,  Pittsburgh;  M. 
Michelson,  Uniontown,  Pa.;  Zelt  &  Letton,  St. 
Marys,  Pa.;  W.  I.  Straitii¥  Piano  Co.,  Union- 
town,  Pa.;  California  Hardware  &  Furniture 
Co.,  California,  Pa.;  Pennsylvania  Salt  Mfg.  Co., 
Natrona,  Pa.;  Cunningham  Furniture  Co.,  Turtle 
Creek,  Pa.;  Moore,  Keppel  &  Co.,  Ellamore, 
W.  Va.;  R.  Reich  &  Son,  Meyersdale,  Pa.  Earl 
S.  Miller,  of  the  Sonora  agency,  spent  several 
days  at  Johnstown,  Pa.,  at  the  opening  of  the 
Nathan  store,  assisting  the  manager  of  the 
talking  machine  department,  T.  Reed  List,  in 
receiving  the  many  callers  in  the  department. 
A  full  line  of  the  Sonora  phonographs  was  on 
display. 

Frank  J.  Coupe,  vice-president  and  general 
sales  manager  of  the  Sonora  Co.,  of  New  York, 
and  R.  H.  Keith,  of  the  Long  Island  Phono- 
graph Co.,  Brooklyn,  N.  Y.,  were  callers  at  the 
offices  of  Mr.  Miller  here.  The  outside  men  of 
the  Pittsburgh  offices  of  the  Sonora  and  Vo- 
calion are:  R.  J.  Steenson,  who  covers  West 
Virginia;  Earl  S.  Miller,  who  traverses  western 
Pennsylvania,  and  Henry  Lewis,  who  is  in  the 
Pittsburgh  district  proper. 

Interesting  News  Brieflets 

E.  J.  Hays,  a  well-known  talking  machine 
man,  of  Marietta,  O.,  is  now  affiliated  with  the 
firm  of  Amsler  &  Hilliard,  of  Coraopolis,  Pa., 
talking  machine  dealers. 

Batchelor  Bros.,  talking  machine  dealers,  of 
Monaca,  Pa.,  have  opened  a  new  music  store  in 
Rochester,  Pa.  The  department  devoted  to  rec- 
ords and  talking  machines  is  a  very  attractive 
one. 

J.  M.  Hornberger,  formerly  manager  of  the 
talking  machine  department  of  Kaufman  &  Baer 
Co.,  is  now  affiliated  with  the  General  Radio 
Corp.,  dealer  in  Strand  phonographs  and  Okeh 
records. 

Enjoy  Florida's  Sunny  Clime 
Horace  Hays,  of  the  E.  G.  Hays  Co.,  Bruns- 
wick dealer,  is  spending  the  remainder  of  the 
Winter  and  early  Spring  months  at  St.  Peters- 
burg, Fla.  While  in  Jacksonville  he  called  on 
his  old  friend,  French  Nestor,  well-known  Vic- 
tor distributor  and  former  Pittsburgh  dealer. 

Edward  Hoffman,  of  the  J.  M.  Hoffman  Co., 
Brunswick  dealer,  left  last  week  for  Miami,  Fla., 
for  a  three  weeks'  stay.  His  brother,  Theodore 
Hoffman,  treasurer  of  the  company,  spent  prac- 
tically the  entire  month  of  February  in  Florida. 


TALKING  ALARM  AROUSES  INTEREST 

Use  of  Talking  Machine  to  Warn  of  Thieves  or 
Fire  Shown  at  Inventors'  Exhibition 


One  of  the  interesting  exhibits  at  the  Inter- 
national Exhibition  of  Inventions  and  Invest- 
ments held  recently  in  New  York  was  a  talk- 
ing machine  alarm  which  attracted  considerable 
attention.  An  ordinary  telephone  instrument  is 
placed  in  the  box  with  a  specially  designed  talk- 
ing machine  so  hooked  up  that  when  either  the 
heat  of  a  fire  affecting  a  thermostat  or  the 
raising  of  a  window  by  a  burglar  energizes  a 
magnet  the  telephone  hook  is  lifted,  a  phono- 
graph, its  small  horn  jutting  into  the  trans- 
mitter, is  set  in  motion,  and  a  clear  voice  calls, 
over  and  over  again: 

"Central,  there  is  a  fire  in  the  shop  of  John 
Jones,  23  Forty-ninth  street;  notify  the  Fire 
Headquarters  at  once." 

When  the  record  is  done,  a  repeater  sets  it 
in  motion  again  and  the  alarm  keeps  up  for 
ten  minutes. 


HARPONOLA 


Has  good  looks  and  super  quality 
Cashable  Sales  Value? 


That's  not  a  trick  question. 

If  an  article  is  so  finely  made  that 
its  cost  is  far  above  all  similar  ar- 
ticles, the  average  dealer  will  have 
a  sorry  time  making  sales. 

But,  if  you  can  get  (we  are  speak- 
ing of  talking  machines  now) 
superlatively  handsome  cabinets 
with  mechanical  units  as  trust- 
worthy as  are  produced,  you  have 
a  real  proposition,  PROVIDING 


Important:  We  have  a  re- 
markably attractive  proposi- 
tion for  assemblers  who  want 
cabinets  only. 


Write  for  the 
Harponola  Proposition 
on  Complete  Machines 
or  Cabinets 


THE 
HARPONOLA 
COMPANY 

CELINA,  OHIO 


you  can  meet  competition  on  price. 

The  Harponola  is  such  a  proposi- 
tion. It  meets  all  competition,  ex- 
cept bankrupt  competition,  on 
every  standard:  looks,  perform- 
ance, durability  and  price. 

If  your  returns  on  talking  machine 
sales  have  been  less  than  antici- 
pated, you  may  have  the  wrong 
machine.  Some  propositions  excel 
others.  It  is  to  your  interest  to 
investigate  Harponola  Machines. 


The  Phonograph  with  the 
Golden  Voice 


HARPONOLA 
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QUALITY 

Counts  More  Than  Ev^. 


Mlllllllllllllllllllllll^ 


Motor 


The  Famous  Motor  of  Quality 

Noiseless,  powerful,  steady 
and  continuous 

In  these  times  of  keenest  competition, 
Machines  equipped  with 

HEINEMAN 
QUALITY  MOTORS 

will  invariably  be  the  winners 

General  Phonograph  Corporation 

OTTO  HEINEMAN,  Pres. 

25  West  45th  Street     New  York 
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Boston,  Mass.,  March  8. — With  a  large  propor- 
tion of  the  retail  shops,  and  it  was  particularly  so 
with  the  wholesale  distributors,  the  past  month 
on  the  whole  proved  especially  good  so  far  as 
volume  of  business  went.  We  say  on  the  whole, 
for  the  particular  spurt  that  brought  the  month 
up  was  in  the  last  week,  as  up  to  that  time 
business  was  nothing  to  boast  about.  The 
greatest  deterrent  element — and  this  has  been  of 
prolonged  duration — is  the  weather,  for  the 
Winter  of  1922  and  1923  will  go  into  climatic 
history  as  something  quite  out  of  the  ordinary; 
severe  in  the  extreme,  and  such  as  to  keep 
people  housed,  the  very  people  on  whom  retail 
stores  most  depend.  Business  generally  has 
been  affected  and  of  course  the  talking  ma- 
chine end  has  had  to  bear  its  share  of  the 
burden.  In  a  larger  way,  too,  the  weather  has 
badly  disrupted  railroad  schedules,  this  with 
particular  reference  to  freightage,  and  the 
wholesale  and  retail  houses  alike  have  at  times 
had  great  difficulty  in  getting  goods  through 
which  had  been  shipped  over  one  or  another 
of  the  railroads  weeks  earlier.  In  not  a  few 
cases  the  consignments  have  had  to  be  sent 
by  express;  and  where  vessels  have  been  re- 
sorted to  instead  of  the  railroads  freight  has 
been  on  the  wharves  days  at  a  time  before 
facilities  could  be  found  to  place  the  goods 
aboard.  The  general  situation,  however,  is 
likel}'  now  to  be  vastly  improved  because  of 
the  advent  of  good  weather,  when  transporta- 
tion facilities  will  be  getting  back  to  normal  and 
efficient  operation. 

Association  "Party"  in  April 

It  looks  now  as  though  the  deferred  "party" 
of  the  New  England  Music  Trade  Association 
will  be  held  on  some  date  toward  the  middle 
of  April;  the  17th  has  been  mentioned,  but 
that  is  only  tentative.  The  Hotel  Somerset  is 
likely  to  be  the  scene  of  the  function,  which 
will  be  in  the  nature  of  "Ladies'  Night,"  and 
this  means  that  there  will  be  dancing.  Gov- 
ernor Channing  Cox  has  been  invited  to  be  a 
guest,  and  it  is  likely  that  Dr.  Tehyi  Hsieh, 
the  Chinese  publicist,  who  addressed  a  recent 
Association  luncheon,  will  also  be  present  if 
his  engagements  permit. 

Fire  Damages  Steinert  Quarters 

The  Victor  headquarters  of  M.  Steinert  & 
Sons,  35  Arch  street,  suffered  considerably  from 
a  fire  toward  the  middle  of  February,  entailing 


a  loss  of  $50,000  before  the  blaze  was  extin- 
guished. The  fire  was  discovered  just  before 
closing  time  and  smoke  had  been  scented  by 
some  of  the  employes  for  some  little  while 
before  the  blaze  could  be  located.  When  finally 
found  it  was  between  the  walls  and  the  firemen 
had  a  difficult  task  in  getting  it  finally  extin- 
guished. As  the  fire  was  mostly  at  the  rear, 
where  the  secondary  surplus  stock  of  records 
is  kept,  the  loss  here  was  most  severe,  although 
the  protective  department  did  good  work  in 
removing  large  quantities  of  goods.  The  em- 
ployes who  were  at  work  at  the  time  the  fire 
broke  out  never  for  a  moment  lost  their  heads, 
but  saw  to  it  that  all  the  books  were  put  away 
in  the  safe  and  stayed  at  their  posts,  exhibiting 
a  rare  presence  of  mind  all  through  the  excite- 
ment. Before  the  first  of  March  the  insurance 
was  all  adjusted  and  now  the  workmen  are 
busily  at  work  making  necessary  repairs.  For- 
tunately the  retail  department  did  not  suffer 
any  from  the  fire  so  that  business  there  was 
not  in  the  least  interrupted. 

Enjoys  Unusual  Victor  Demand 
Kenneth  Reed,  wholesale  Victor  manager  for 
the  Steinert  house,  reports  February  as  having 
been  a  very  good  month  with  an  unusual  de- 
mand for  Victor  merchandise  crowded  into  the 
last  three  days.  Mr.  Reed  says  his  house  has 
had  some  difficulty  in  getting  goods  through 
from  the  factory  owing  to  the  railroad  situation 
and  he  adds  that  the  Merchants  and  Miners 
Steamship  line,  which  the  Steinert  Co.  uses  in 
the  forwarding  of  merchandise  from  Philadel- 
phia, has  had  its  piers  so  crowded  with  freight 
that  it  has  not  infrequently  happened  that  trucks 
laden  with  Victor  merchandise  have  had  to 
wait  at  the  docks  all  day  and  then  carry  the 
goods  back  and  return  the  following  day,  thus 
causing  serious  delay.  The  steamship  company 
has  been  appealed  to  by  way  of  improving  the 
situation,  but  the  congestion  is  such  that  very 
little  betterment  can  be  looked  for  for  the 
present. 

Record  Month  for  Brunswick 

February  was  one  of  the  best  months  in  the 
history  of  the  Brunswick  in  so  far  as  the  New 
England  territory  is  concerned,  but  Kraft, 
Bates  &  Spencer,  Inc.,  have  experienced  the 
same  difficulty  as  have  the  other  large  con- 
cerns in  getting  goods  through  owing  to  the 
railroad  congestion.    Several  new  accounts  have 
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lately  been  opened  up  by  this  house  for  Bruns- 
wick representation.  Harry  Spencer,  head  of 
the  house,  is  over  in  New  York  just  now.  This 
has  been  his  second  visit  to  that  city  within 
the  past  fortnight. 

Paul  Whiteman  Closes  Tour 
Paul  Whiteman's  Orchestra  played  its  last 
New  England  engagement  at  Bridgeport,  Conn., 
{Continued  on  page  84) 
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Service 


Cashing  In  On  Prosperity 

There  will  be  plenty  of  business  for  the  Victor  dealer  during  the 
next  few  months,  but  he  will  get  his  full  share  only  if  he  gives 
proper  thought  to  his  selling,  his  publicity  and  his  stock.  In  each 
of  these  departments  Ditson  Service  will  prove  of  tremendous 
assistance. 

Victor  Service  Based  on  Knowledge  and  Experience. 


CHARLES  H.  DITSON  &  CO. 
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on  February  18,  and  Kenneth  Reed,  who  was  a 
prime  factor  in  arranging  this  tour,  went  down 
there;  in  fact,  he  has  been  present  at  nearly 
every  concert  this  famous  band  has  given  on 
its  recent  visit  to  New  England  centers. 
Through  the  medium  of  this  series  of  visits 
Paul  Whiteman's  personality  and  the  superiority 
of  his  musicians  have  been  so  indelibly  im- 
pressed on  the  minds  of  the  public  that  it  has 
acted  as  a  stimulus  to  the  buj'ing  of  the  rec- 
ords of  this  orchestra. 

Talking  Machine  Dealers  Meet 
Two  meetings  have  been  held  by  the  newh' 
organized  Massachusetts  Talking  Machine 
Dealers'  Association  and  plans  are  moving 
along  in  a  way  satisfactory  to  those  instru- 
mental in  forming  this  body.  The  first  meet- 
ing was  held  at  the  Conclave  Phonograph  Co.'s 
store  at  45  Court  street,  and  in  a  resolution 
adopted  it  was  ordered  that  "the  purpose  of 
this  association  is  to  adjust  trade  conditions  so 


that  a  better  and  more  profitable  relationship 
shall  be  maintained  by  and  between  all  dealers, 
jobbers  and  manufacturers  in  the  talking  ma- 
chine industry."  "It  was  the  unanimous  opin- 
ion of  those  present,"  said  a  typewritten  state- 
ment subsequently  sent  out,  "that  this  territory 
has  long  felt  the  need  of  an  organization  of 
this  nature  and  that  the  benefits  to  be  derived 
therefrom  would  be  of  great  value  to  all  con- 
cerned." The  temporary  officers  elected  were: 
Chairman,  Harry  Rosen;  vice-chairman,  Joseph 
Katz;  treasurer,  Henry  Reinherz,  and  secretary, 
Ralph  W.  Longfellow. 

Columbia  Training  Course  a  Success 
The  training  course  successfully  inaugurated 
by  Manager  Fred  E.  ]Mann,  of  the  Columbia 
Co.,  to  give  intelligent  instruction  to  women 
in  the  handling  of  Columbia  merchandise  and 
to  which  reference  was  made  last  month,  fin- 
ished up  in  a  blaze  of  glory,  and  success  in 
capital  letters  tells   the   whole   story.  During 


the  progress  of  the  course  there  were  talks  by 
W.  A.  Willson,  manager  of  the  educational  de- 
partment, who  came  over  here  from  the  execu- 
tive offices;  O.  F.  Benz,  record  sales  manager, 
who  also  came  over  from  New  York;  E.  H. 
McCarth}-,  Boston  branch  salesman,  and  Man- 
ager  i\Iann.  The  class  also  had  the  privilege 
of  listening  to  talks  by  Olin  Dowries,  music 
critic  of  the  Boston  Post  and  author  of  "The 
Lure  of  Music";  Toscha  Seidel,  the  violinist, 
who  records  exclusively  for  the  Columbia  and 
who  was  appearing  at  the  Boston  Symphony 
Orchestra  at  that  time;  Harrj^  C.  Browne,  lead- 
ing man  with  Irene  Bordoni,  who  was  playing 
at  the  Tremont  Theatre,  who  entertained  with 
banjo  and  negro  vocal  melodies.  Since  the 
class  has  finished  its  course  Columbia  dealers 
have  made  a  number  of  overtures  for  the  serv- 
ices of  these  j'oung  women.  So  successful  was 
it  that  the  management  has  in  mind  to  start 
another  similar  class  in  the  near  future,  be- 
lieving that  these  trained  saleswomen  who  have 
a  love  for  and  a  knowledge  of  music  will  play 
an  important  part  in  solving  for  the  dealer  the 
problem  of  securing  plus  sales. 

N.  B.  Smith  With  General  Phono.  Corp. 
N.  B.  Smith  is  now  the  New  England  man- 
ager of  the  General  Phonograph  Corp.  and  he 
has  retained  the  old  headquarters  at  the  corner 
of  Columbus  avenue  and  Berkeley  street.  Mr. 
Smith,  who  is  a  New  Englander  and  knows 
the  business  traditions  of  the  East,  comes  here 
from  Chicago,  where  he  was  identified  with  the 
Columbia  Co.  Beginning  on  March  1  he  in- 
stituted a  businesslike  program  looking  to  the 
careful  and  efficient  covering  of  the  New  Eng- 
land territory,  and  it  is  probable  that  ere  long 
the  Okeh  line  of  records  will  be  known  in  all 
the  corners  of  the  six  States  comprising  this 
field.  Mr.  Smith  has  very  carefully  chosen  his 
staff,  and  the  latest  one  to  be  taken  on  and 
who  officiall}''  started  out  on  March  1  was 
Charles  P.  Hodgkins,  who  has  the  metropoli- 
tan Boston  territor}'.  P.  J.  Donovan,  who  has 
been  with  the  Bay  State  and  the  Lansing  Sales 
Co.,  w-ill  cover  western  Massachusetts,  with 
Springfield  as  his  headquarters.  Forrest  P. 
Conklin  will  have  southern  Massachusetts, 
Rhode  Island  and  Connecticut.  Mr.  Conklin 
formerly  was  assistant  to  the  sales  manager 
of  the  Sonora  Co.  With  Manager  Smith  in  the 
Boston  office  is  J.  W.  Conne'lley  as  assistant 
manager.  He  was  formerb^  with  the  New  York 
distributing  division  of  the  General  Phonograph 
Corp. 

New  Columbia  Accounts 

Business  throughout  Manager  Fred  E.  Mann's 
territor}',  in  the  Columbia  line,  has  been  very 
good  thus  far  and  for  the  two  months  of  Jan- 
uar3'  and  Februar\'  there  was  a  large  demand 
for  the  new  Columbia  models  as  well  as  for  the 
records  of  this  house.  Since  E.  M.  McCarthy 
has  again  taken  over  the  reins  in  his  old  North- 
eastern and  New  Hampshire  territory  business 
has  picked  up  surprisingh-.  Some  of  the  new 
accounts  which  he  has  been  able  to  open  up 
have  been  Ralph  Leavitt,  Orange;  the  Normyle 


IBEI 


Make  More  Profits  This  Year 


"Perfection"  Edison  Attachments  and  Re- 
producers provide  extra  sales  profits  in 
themselves  and  increase  record  sales. 


This  is  the  "Perfection"  Edison 
Attachment  (Nos.  4  and  7) 


A  new  gold  finish  by  the 
Chesley  process  is  now  be- 
ing put  on  all  Perfection 
attachments.  It's  a  good 
heavy    durable    gold  finish 

 a  "five-ply"  finish.  You 

can  recommend  and  sell 
Perfection  ?ittachments, 
with  a  guarantee  of  100% 
service. 


Every  Edison  owner  is 
prospect. 


It  makes  possible  the  play- 
ing of  all  makes  of  lateral 
cut  records  on  Edison  ma- 
chines. 


Construction  and  finish- 
the  best. 


Send  today  for  complete  information,  prices 
and  dealers*  proposition. 
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THE  TRADE  IN  BOSTON  AND  NEW  ENGLAND — (Continued  from  page  84) 


An  improved  line  of  Victor  Machines, 
A  better  business  year  ahead, 
A  wide-awake  STEINERT  organization, 

convince  us  this  year  is  going  to  be  a 
big  one  for  New  England  Victor  Dealers. 

Let  STEINERT  SERVICE  help  you 
make  the  most  of  these  conditions. 


May  we  also  call  your  attention  to 
our  separately  organized  Radio  De- 
partment, handling  DeForest  Receiv- 
ing Sets  and  Parts  exclusively. 

We  welcome  your  inspection  of  the 
most  improved  Radio  merchandise  on 
the  market  today. 


M.  STEINERT  &  SONS 

Victor  Wholesalers 
35-37  Arch  Street     Boston,  Mass. 


^ar!(!^HERE  IN  NEW 


Music  Shop,  Framingham,  and  Natick,  Lord  & 
Co.,  Inc.,  Lawrence,  all  in  Massachusetts. 

Recent  visitors  at  the  Boston  branch  of  the 
Columbia  Co.  have  been  Jack  Shaughnessy,  of 
the  United  Music  Stores,  Portland,  Me.;  Louis 
Feldman,  of  the  F.  &  F.  Talking  Machine  Co., 
of  Fall  River;  Mr.  Bradford,  manager  of  the 
talking  machine  department  of  the  Atherton 
Furniture  Co.,  Plymouth;  Mr.  Perrault,  of  Per- 
rault  &  Smith,  of  Nashua,  N.  H.,  and  Mr. 
Hardigan,  of  the  Franklin  Stacey  Co.,  of 
Andover. 

Sonora  Co.  of  New  England  Chartered 
The  Sonora  Co.  of  New  England,  Inc.,  is 
now  the  official  name  of  the  concern  that  has 
been  formally  incorporated  under  the  laws  of 
Massachusetts.  This,  it  will  be  recalled,  is  what 
was  formerly  known  as  the  Musical  Supply  & 
Equipment  Co.,  though  the  newer  name  has 
been  used  in  this  department  when  reference 
has  been  made  to  it  for  the  past  two  or  three 
months.  The  officers  as  they  at  present  stand 
are:  President,  George  B.  Brightson,  who  is 
the  president  of  the  parent  company  in  New 
York;  vice-president  and  general  manager, 
Joseph  Burke,  and  treasurer,  W.  J.  Keyes,  of 
New  York. 

General  Manager  Burke,  of  this  company,  re- 
ports that  the  Sonora  consignments  are  now 
coming  along  better  than  in  some  time.  The 
weather  has  been  such  that  there  has  been  a 
serious  delay  in  transportation  and  the  facilities 
for  getting  goods  through  have  been  seriously 
handicapped.  On  several  occasions,  Manager 
Burke  says,  consignments  had  to  be  shipped  by 
express  direct  to  dealers,  so  behind  were  they 
in  getting  goods  through.  February  was  an 
unexpectedly  .good  month,  he  reports.  A  new 
representation  for  the  Sonora  is  the  Shepard 
store  at  Providence,  R.  I.,  where  the  talking 
machine  department  is  conducted  by  F.  C. 
Henderson.  The  initial  order  is  now  being  de- 
livered to  these  headquarters. 

Eastern  Co.  Makes  Some  Changes 

Because  of  some  very  advantageous  changes 
and  rearrangements,  the  Eastern  Co.  is  now  in 
a  splendid  position  to  meet  the  demand  of  the 
trade.  In  the  first  place  the  stock  house,  which 
heretofore  has  been  over  in  South  Boston,  is 
now  in  the  headquarters  building  at  85  Essex 
street.  By  eliminating  several  booths  (one  is 
really  all  that  is  necessary  for  the  Eastern's 
purposes)  considerable  more  room  is  given  for 
record  racks,  the  shipping  department  at  the 
rear  has  been  considerably  enlarged,  and  a  new 


repair  parts  compartment  has  been  built.  A 
number  of  minor  changes,  all  of  them  with  an 
eye  to  better  accommodating  the  dealers  as  they 
come  in,  have  been  installed,  so  that  now  the 
Eastern  Co.  is  about  the  last  word  in  industrial 
and  managerial  efficiency 

W.  A.  Harvey  in  Georgia 

Winthrop  A.  Harvey,  head  of  the  Harvey  Co., 
at  this  writing  is  in  Augusta,  Ga.,  where  he 
and  Mrs.  Harvey  went  ten  days  or  more  ago. 
Mr.  Harvey  had  a  severe  cold  when  he  started, 
but  has  much  improved  since  going  South. 
New  Yorkers  Greet  "Billy"  Merrill 

Those  New  Yorkers  who  have  the  pleasure 
of  knowing  "Billy"  Merrill,  secretary  of  the 
New  England  Music  Trade  Association,  were 
glad  to  see  him  on  Broadway  the  end  of  last 


month,  for  he  took  several  days  away  from  his 
desk  to  run  over  to  the  metropolis  to  dispose  of 
some  matters  of  business.  "Billy" 'doesn't  often 
get  so  far  away  from  home. 

Returns  From  Southern  Trip 

Ernest  A.  Cressey,  of  the  C.  C.  Harvey  Co., 
whose  illness  in  January  compelled  him  to  go 
South  for  a  time,  has  returned  from  his  trip 
which  he  took  with  Mrs.  Cressey.  They  got 
as  far  as  Havana,  Cuba,  where  Mr.  Cressey 
found  everything  quite  to  his  liking.  En  route 
home  Mr.  and  Mrs.  Cressey  stopped  over  at 
Key  West,  Daytona  and  St.  Augustine,  Fla. ; 
Washington,  D.  C,  and  New  York  City,  where 
Mr.  Cressey  had  several  business  appointments. 
Bostonians  on  Pacific  Coast 

Wilbur  VV.  Longfellow,  who  is  pleasantly  re- 
membered locally  by  men  in  the  talking  ma- 
chine trade,  is  now  located  on  the  Pacific  Coast, 
whither  he  went  a  few  weeks  ago.  He  is  in 
charge  of  the  talking  machine  department  of 
the  Keystone  Hall  of  Music  at  Riverside,  Cal. 
.Another  local  man  similarly  identified  who  is 
on  the  Coast  is  George  Leonard,  lately  with 
the  C.  C.  Harvey  Co.,  who  is  located  at  San 
Jose,  Cal.,  where  he  is  with  Kohler  &  Chase, 
Victor  and  Brunswick  dealers. 

Mr.  and  Mrs.  Cotter  in  Florida 

John  L.  Cotter,  vice-president  of  the  Hallet 
&  Davis  Co.,  is  on  a  several  weeks'  leave  of 
absence  and  at  present  is  a  guest  at  the  Al- 
cazar, St.  Augustine,  Fla.,  where  he  and  Mrs. 
Cotter  write  home  of  the  delightful  climate 
which  they  are  enjoying. 

Farnsworth  Visits  Victor  Plant 

Charles  H.  Farnsworth,  president  of  the 
Eastern  Talking  Machine  Co.,  was  a  caller  at 
the  Victor  factor}'  at  Camden,  N.  J.,  recently. 
He  stayed  there  for  a  few  days  and  also  stopped 
over  in  New  York  on  his  return  to  Boston. 
Columbia  Briefiets 

Manager  Fred  E.  Mann,  of  the  Boston 
branch  of  the  Columbia  Co.,  recently  spent 
three  days  at  the  executive  offices  of  the  com- 
pany over  in  New  York. 

J.  D.  Simonds,  of  Skowhegan,  Me.,  a  Colum- 
bia dealer  in  that  place,  was  in  town  lately  and 
he  reported  that  they  were  having  real  Winter 
down  his  way,  with  the  thermometer  hovering 
between  30  and  40  below  zero,  and  with  four 
or  five  feet  of  snow  on  the  ground.  "Wonder," 
(Continued  on  page  86) 


KRAFT-BATES--SPENCER 

NEW  ENGLAND  DISTRIBUTORS 


PMONOCRAP H  S 


NOW  IS  THE  ACCEPTABLE  TIME 

It  takes  three  angles  to  make  a  triangle.  And  it  takes  selling  force  exerted  at  three  nnint« 
claim,  to  make  a  really  successful  phonograph  dealer.  pumts. 

In  the  case  of  your  Brunswick  franchise,  all  the  needed  elements  are  present 
in  a  marked  degree. 

1.  Your  own  standing  and  your  own  selling  ability  in  your  community. 

2.  Brunswick    newspaper   and    magazine    advertising,    constant   and  dominating, 
creating  Brunswick  customers  everywhere. 

3.  The  intensive  local  work  of  a  thoroughly  organized  Brunswick  Dealer's  Service 
Department,  co-operating  with  you  at  all  times. 

The  steady  and  rapid  growth  nf  Brunswick  sales  and  the  notable  increase  In 
Brunswick  dealer  representation  are  well-known  facts  which  need  no  coloring  and 
which  cannot  be  gainsaid. 


KRAFT,  BATES  &  SPENCER,  Inc. 

1265  Boylston  St.  Boston,  Mass. 


Steel  Needles 


New  England  Distributors 

Motrolas  Record  Brashes  Khaki  Covers 
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he  says,  "if  folks  in  Alabama  and  Florida  can 
believe  that!" 

Congratulations  are  in  order  for  W.  R.  In- 
galls,  Columbia  traveler  in  northern  New  Eng- 
land, for  he  and  Mrs.  Ingalls  recently  became 
the  proud  parents  of  a  seven-pound  bouncing 
boy.  Fine  cigars,  those,  Ingalls  is  sending  his 
friends. 

Sympathy  for  Kenneth  Reed 

Kenneth  Reed,  wholesale  Victor  manager  for 
M.  Steinert  &  Sons,  has  the  sympathy  of  his 
large  circle  of  friends  in  the  serious  illness  of 
his  young  son,  Carleton  Reed,  who  has  been 
sick  for  several  weeks,  first  with  an  attack  of 
whooping  cough,  which  lately  developed  into 
pneumonia.  At  last  accounts  the  lad  was  show- 
ing some  improvement. 

Frank  Horning  a  Visitor 

The  local  Victor  trade  was  glad  recently  to 
extend  a  cordial  welcome  to  Frank  Horning, 
who  paid  Boston  a  visit  while  East  from  St. 


Louis,  Mo.,  where  he  went  less  than  a  year  ago. 
Mr.  Horning,  it  will  be  recalled,  was  president 
of  the  New  England  Music  Trade  Association, 
and  his  sudden  decision  to  sell  out  his  business 
here  and  accept  a  lucrative  offer  in  St.  Louis 
came  as  a  surprise  to  his  friends.  Mr.  Horning 
was  accompanied  by  Mrs.  Horning,  who  also 
has  many  acquaintances  here. 

Enjoying  Florida's  Balmy  Breezes 

Alexander  Steinert,  head  of  M.  Steinert  & 
Sons,  is  another  of  those  who  are  enjoying  the 
balmy  breezes  of  the  South.  He  is  at  Palm 
Beach,  Fla.,  and  he  did  not  forget  to  take  his 
golfing  outfit,  for  annually  this  enterprising 
Boston  music  merchant  finds  himself  on  some 
of  the  best  of  the  Southern  links  indulging  him- 
self in  his  pet  game. 

W.  J.  Fitzgerald  Moves 

W.  J.  Fitzgerald,  "Billy,"  as  he  is  known 
to  the  trade,  who  has  had  a  thriving  store  in 
Cornhill,  has  been  obliged  to  make  a  move 
owing  to  the  plans  made  for  demolishing  the 
building,  which  is  a  very  old  one,  and  the 
erection  of  a  new,  up-to-date  structure.  Mr. 


Another  Big  Step  in  Advance 

No.  4  —  Plays  All  Records  on  the  Edison 

Sample  Sent  on  30  Days'  Approval 


Show!  n  (J   position   for  playing  all   lateral -cut  records. 


END  for  our  latest  improved 
No.  4  Edison  Concert 
Equipment  on  thirty  days' 
trial.  This  new  Edison  Equipment 
is  by  far  the  most  finished  and  de- 
sirable attachment  available  for 
playing  all  disc  records  on  the  Edi- 
son. It  is  a  marvel  of  simplicity  and 
mechanical  ingenuity. 

Many  plKjiiograph  dealers  have  told  us  that 
they  have  been  a])le  to  close  many  sales  of 
machines  merely  through  showing  their 
customers  how  with  Oro-Tone  Equipment 
all  records  can  Ije  pla3'ed  perfectly  and 
beautifully. 

Weigh  These  Special  Advantages 


1 


Showing   position   for   playing   Edison   and  other  "hitl-and-dale" 
records. 


3. 

4. 
5. 


The  No.  4  Edison  Concert  Equip- 
ment automatically  adjusts  itself  to 
the  correct  Edison  weight,  the  cor- 
rect needle  center  and  the  correct 
angle  for  playing  Edison  or  other 
"liill-and-dale"  cut  records. 

It  also  automatically  adjusts  itself 
to  correct  needle  center,  correct 
weight  and  correct  angle  for  play- 
ing Victor  or  other  lateral-cut 
records. 

The  height  adjustment  feature  in- 
sures that  the  reproducer  will 
swing  clear  of  the  record  just  the 
same  as  the  regular  Edison  repro- 
ducer which  is  controlled  by  the 
raising  and  lowering  lever. 

The  reproducer  will  not  coast  over 
record  when  played  through,  due 
.to  the  correct  needle  center  and 
perfect  operation. 

No.  4  Edison  Concert  Equipment 
plays  an  Edison  record  with  the 
regular  fiber  needle,  producing 
splendid  volume  and  entirely  elimi- 
nating surface  noises. 


Showing  ease  with  wliicli  neediet  may  be  ciianged. 


1000-1010 
George  Street 


livery  attachment  is  guaranteed  to  be 
mechanically  perfect  in  workmanship  and 
operation  for  a  period  of  two  years.  All 
Oro-Tone  products  are  guaranteed  because 
they  are  made  right  and  thoroughly  tested 
before  leaving  the  factory. 


CHICAGO 
ILLINOIS 


Fitzgerald  has  found  other  quarters  farther 
down  Washington  street. 

Brieflets  of  Interest 

Carbone  Bros.,  who  operate  stores  in  Rox- 
bury  and  South  Boston,  have  just  put  in  a  line 
of  Okeh  records,  for  which  they  are  finding  a 
big  demand. 

W.  C.  Fuhri,  general  sales  manager  of  the 
record  department  of  the  General  Phonograph 
Corp.,  is  expected  over  in  this  city  in  a  few  days. 

Henry  Kahn,  who  operates  several  talking 
machine  shops  in  Boston,  has  opened  a  new 
one  at  22  Hayward  Place,  which  promises  to 
be  a  popular  rendezvous  for  the  purchase  of 
the  Columbia  line. 

Joseph  Burke,  vice-president  and  general 
manager  of  the  Sonora,  has  just  purchased  a 
new  home  in  Newton,  of  which  he  will  take 
possession  on  May  1. 

E.  W.  Kilgore  on  Maine  Trip 

E.  W.  Kilgore,  sales  manager  of  the  Eastern, 
accompanied  by  E.  A.  Johnson,  of  the  staff  of 
salesmen  at  the  same  quarters,  took  a  trip  to 
Maine  a  short  time  ago,  visiting  Bangor,  where 
they  found  the  glass  registering  42  degrees  be- 
low zero  at  Waterville,  Portland  and  other 
places.  Yet  despite  the  cold  they  got  warmed 
up  in  finding  business  good  in  all  these  places. 
W.  R.  Fleming  in  New  Post 

Beginning  March  1  William  R.  Fleming,  of 
the  Columbia  Boston  offices,  became  foreign 
record  salesman  and  stockman  of  this  branch. 
His  work  as  supervisor  of  merchandise  will  be 
handled  by  Robert  Kerr,  formerly  with  the  New 
Haven  and  Buffalo  branches  of  the  Columbia 
Graphophone  Co. 


DISCUSS  MUSIC  MEMORY  CONTEST 

Victor  Dealers  of  Northern  Ohio  Gather  in 
Cleveland  to  Hear  Mrs.  Frances  E.  Clark  Ex- 
plain Important  Features  of  the  Contest 


Cleveland,  O.,  March  5. — More  than  fifty  Victor 
dealers  in  the  northern  Ohio  territory  were 
guests  of  the  Cleveland  Talking  Machine  Co. 
and  the  Eclipse  Musical  Co.,  Victor  jobbers,  at 
a  special  meeting  at  Hotel  Winton  to-day, 
where  they  heard  Mrs.  Frances  Elliott  Clark, 
head  of  the  educational  department  of  the  Vic- 
tor Co.,  tell  of  the  development  of  the  music 
memory  contest,  and  of  facts  pertaining  to  the 
contest  in  Ohio  particularly.  With  Mrs.  Clark 
were  her  aides.  Miss  Marie  Finney,  Miss  Mar- 
garet M.  Streeter  and  R.  J.  Coleman. 

The  contest  in  Ohio  is  believed  to  be  inter- 
esting 150,000  children.  Contests  are  being  held 
in  nearly  every  town,  city  and  county.  Winners 
in  these  localities  will  compete  in  finals  for  the 
State  at  Columbus  during  May.  The  contest  in 
Cleveland  will  close  some  time  in  April.  The 
schools  are  using  the  Victor  records  specified 
by  individual  workers  in  the  respective  districts. 
Approximately  fifty  numbers  are  being  used  in 
each  school  as  well  as  instruments  on  which  to 
play  them.  The  children  need  these  records  to 
keep  themselves  abreast  of  the  work, .and  thus 
their  elders  are  made  interested,  and  made  cus- 
tomers for  the  live  merchants  who  want  to  cash 
in  on  this  business. 

The  work,  dealers  here  learned,  is  the  result 
of  twelve  years'  eflrort  on  the  part  of  Mrs.  Clark 
to  put  it  across  with  school  interests.  The  first 
State  contest  was  held  in  1916.  Seven  State 
contests  now  are  being  conducted.  It  is  be- 
lieved that  perhaps  twice  as  many  such  con- 
tests may  be  held  next  year. 


THEARLE  MimCO.  ELECTS 

San  Diego,  Cal.,  March  7.— The  Thearle  Music 
Co.,  prominent  music  concern  of  this  city,  re- 
cently elected  the  following  officers  at  its  annual 
meeting:  A.  D.  La  Motte,  president  and  gen- 
eral manager;  H.  E.  Calaway,  vice-president, 
and  L.  E.  Burton,  secretary  and  treasurer.  The 
concern  handles  musical  instruments  of  all 
kinds,  including  a  complete  line  of  talking  ma- 
chines and  records,  and  its  establishment  is 
among  the  finest  on  the  Coast. 
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It's  rosemary  for  remembrance — this  "Medley  of  Old  Timers"  on 
both  sides  of  record  A-3797.  Sweet  Rosie  O'Grady,  Little 
Annie  Rooney,  Daisy  Bell  and  all  the  fancies  they  recall  come 
trooping  to  mind  under  the  magic  harmony  of  the  Shannon  Four. 
Whe  never  the  crowd  gets  together,  this  record  is  bound  to  start 
em  singing. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


DENVER 


Dealers  Enjoy  Substantial  Busi- 
ness— -N'ew  Boot  Melody  Shop — 
Many  Record  Artists  Come  Here 


Denver,  Col.,  March  7. — At  the  end  of  Februarj' 
the  talking  machine  dealers  of  Denver  report  a 
very  satisfactory  month's  business.  Edison 
dealers  are  hopeful  that  the  Edison  Co.  will 
soon  be  able  to  get  a  100  per  cent  production 
on  the  popular  baby  console.  If  that  number 
were  in  stock  to-day  there  would  be  a  big  local 
demand  for  it,  say  the  dealers.  Columbia  deal- 
ers likewise  cannot  take  care  of  the  trade  seek- 
ing the  console  model  No.  239.  The  Brunswick 
model  "The  York"^  is  likewise  wanted  by  deal- 
ers lo  take  care  of  their  trade  and  the  Victrola 


Ward's  Padded  Khaki 


Moving  Covers 


for 
Pianos 
and  all 
Models  of 
Upright 

and 
Console 
Machines 


Distributors 
BRISTOL  &  BARBER,  INC. 
3  E.  14th  St.  New  York  City 

SHERMAN,  CLAY  &  CO. 
741  Mission  St.  San  Francisco,  Calif. 

THE  C.  E.WARD  CO. 

Manufacturers 

NEW  LONDON  OHIO 


dealers  are  after  more  models  No.  80  and 
No.  210.  If  the  factories  will  speed  up  de- 
liveries in  all  these  lines  Denver  talking  ma- 
chine men  will  be  happy. 

Demand  Is  Heavy  for  Columbia  Console 

The  Columbia  Stores  Co.,  Columbia  jobber 
for  several  Western  States,  reports  a  very  big 
month  for  February.  The  new  console  model 
No.  239  is  meeting  with  such  high  favor  that  a 
recent  shipment  received  by  the  company  did 
not  nearly  take  care  of  the  dealers.  Even  an- 
other shipment  now  on  the  way  will  not  be 
sufficient.  A  new  account  has  been  opened  at 
Albuquerque,  N.  M.,  the  Maisel  Music  &  Jewelry 
Store  taking  over  the  Columbia  agency,  suc- 
ceeding H.  D.  Rothman.  The  new  account  is 
the  only  one  handling  the  Columbia  products  in 
.\lbuquerque.  The  company  reports  the  New 
Process  record  as  the  biggest  thing  developed 
by  the  Columbia  Co.  in  months.  Records  con- 
tinue to  sell  better  than  at  any  previous  time. 
Still  Making  Deliveries  on  Holiday  Sales 

The  Arvidson  Piano  Co.,  which  handles  the 
Hdison,  has  been  able  to  make  some  of  its 
deliveries  of  the  console  model  sold  at  Christ- 
mastime during  the  past  month,  but  because 
of  non-arrival  of  machines  is  yet  behind  on 
Christmas  deliveries.  The  recent  appearance  of 
Frieda  Hempel  in  concert  here  has  created  a 
demand  for  her  re-creations  at  this  store. 

Russell  Gates,  handling  Brunswicks  and  Co- 
lumbias,  reports  a  good  month's  business  for 
February  and  a  lively  sale  of  records. 

Sheet  Music  Sales  Active 

Manager  Thompson,  of  the  Charles  E.  Wells 
Music  Co.  talking  machine  department,  having 
both  the  Victor  and  Brunswick  machines,  re- 
ports a  fairly  good  business  for  February.  In 
the  sheet  music  department  there  has  been  a 
run  on  "Who  Cares"  and  "Fate"  and  the  sale 
of  the  latter  number  has  been  aided  by  the 
talking  machine  record  of  "Fate." 

Huntoon  Back  from  Chicago 

Harry  Huntoon,  manager  of  the  Victrola  de- 
partment of  the  Knight-Campbell  Co.,  had  just 
arrived  from  Chicago  and  Milwaukee  when  The 
World  representative  called.  He  was  so  tired 
from  his  ten-day  hobnobbing  with  the  delegates 
to  the  International  Convention  of  Gyro  Clubs, 
held  in  Milwaukee,  that  he  had  not  had  time  to 
see  how  many  Victrolas  had  been  sold  during 
his  absence. 

Tharp  Back  from  the  East 

N.  D.  Tharp,  buyer  for  the  Edison  wholesale 
and  retail  department  of  the  Denver  Dry  Goods 
Co.,  is  back  from  the  East,  where  he  attended 


a  meeting  of  Edison  Disc  jobbers.  He  reports 
the  Edison  Co.  as  promising  to  soon  have  an 
adequate  output  to  meet  the  demands  of  the 
trade,  though  the  call  for  the  baby  console 
model  is  so  heavy  at  present  that  the  factory 
cannot  begin  to  fill  the  orders.  However,  an 
effort  is  to  be  made  for  a  100  per  cent  pro- 
duction on  this  model  within  a  month  or  so. 
New  Boot  Melody  Shop 

Herman  B.  Castle,  formerly  of  the  Golden 
Eagle  Song  Shop,  has  removed  to  the  Boot 
Music  Store,  1628  Champa  street.  The  new 
department  will  be  known  as  the  Boot  Melody 
Shop.  All  the  popular  songs  will  be  sold  and 
at  the  Shop  a  demonstration  of  any  song 
wanted  will  be  made. 

Many  Record  Artists  Come  to  Denver 

Denver  music  lovers  have  been  visited  by  one 
artist  after  another  in  such  rapid  succession 
that  a  great  variety  of  music  has  been  offered 
to  the  delight  of  thousands  of  people.  Thou- 
sands heard  Frieda  Hempel  when  she  presented 
her  famous  Jenny  Lind  costume  recital  at  the 
City  Auditorium  Monday  evening,  February  26. 
Madame  Louis  Homer  and  daughter  pleased  an- 
other large  audience  on  February  28.  Bookings 
announced  for  March  include  Paderewski,  great- 
est of  pianists,  and  Emma  Rubinstein,  eminent 
violinist. 


PAIGE'S  MUSIC  STORE  REMODELED 

Terre  Haute,  Ind.,  March  8.— Paige's  Music 
Store,  this  city,  has  recently  remodeled  its  sales- 
rooms to  provide  more  space  for  the  display 
of  Victor,  Edison  and  Aeolian  instruments.  The 
entire  basement  of  the  store  has  been  rear- 
ranged and  redecorated,  practically  doubling  the 
amount  of  floor  space  allotted  to  the  talking 
machine  department.  A  sale  of  discontinued 
styles  of  machines  at  special  prices  is  being 
held. 


Repair  Parts  and  Main  Springs 

Double-spring  Motors  $  3.25 

Liberty  Motors    6.00 

Three-spring  Motor   12.50 

Four-spring  Motor   15.00 

Tone  Arm  and  Sound  Box,  per  set, 

$1.35  and  up 

WRITE  FOR  CATALOG 

PIEASING  SOUND  PHONO.  CO. 

204  E.  113th  St.  New  York,  N.  Y. 
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VICTOR  SCHOOL  IN  OKLAHOMA  CITY 

Dealers  and  Salesmen  in  Oklahoma  Talking 
Machine  Co.'s  Territory  Take  Advantage  of 
Instruction  in  Selling  Victor  Products — 
Banquet  and  Entertainment  at  Close 


Oklahoma  City,  Okla.,  March  7. — The  Victor 
School  of  Salesmanship  was  held  here  during 
the  four  days  following  February  26  under  the 
auspices  of  the  Oklahoma  Talking  Machine  Co., 
Victor  distributor,  and  under  the  direction  of 
F.  A.  Delano,  who  has  been  successfully  con- 
ducting classes  in  salesmanship  in  various  cities 
throijghout  the  country  during  the  past  year. 
The  classes,  of  course,  were  conducted  along 
similar  lines  to  those  in  other  cities.  Victor 
dealers  came  from  all  parts  of  the  territory 
served  by  the  Oklahoma  Talking  Machine  Co. 
to  attend  the  classes  and  profited  greatly  there- 
from. 

P.  A.  Ware,  sales  manager  and  secretary  of 
the  Oklahoma  Talking  Machine  Co.,  presided 
at  the  banquet  at  the  Huckins  Hotel  at  the 
close  of  the  classes  and  E.  L.  Gratigny,  presi- 
dent of  the  company,  delivered  a  few  words  of 
welcome  to  the  assembled  Victor  dealers. 
Others  who  made  brief  addresses  included  T. 
L,aRue  Husselton,  A'ictor  factory  representa- 
tive; iMiss  Mabel  H.  Rich,  of  the  educational 
department  of  the  Victor  Talking  Machine  Co., 
and  F.  A.  Delano.    An  excellent  program,  in- 


cluding a  number  of  songs,  reading  and  piano 
solos,  was  rendered  for  the  entertainment  of 
the  guests. 

The  Victor  dealers  and  employes  who  en- 
rolled for  the  course  were:  Rudolph  A.  Arn, 
Miss  Winnifred  Alvis,  Mrs.  Warren  Andrews, 
Warren  Andrews,  Edgar  Bee  Brain,  Arthur 
Bradbur\-,  Mrs.  Ruth  Bradbury,  Mrs.  J.  B. 
Billingsley,  Eunice  E.  Brown,  James  S.  Billings, 
Miss  Dorothy  F.  Billings,  O.  C.  Billings,  Mrs. 
J.  H.  Barthold,  J.  H.  Barthold,  Miss  Harriet 
V.  Coleman,  Miss  Anis  Campbell,  William 
Nathan  Cooper,  Bird  H.  Campbell,  Jr.,  Mrs.  J. 
Frank  Corry,  J.  L.  Constant,  Mrs.  J.  L.  Constant, 
Mrs.  Robert  Dennard,  Miss  Grace  Drabek, 
Thomas  J.  Edgar,  John  B.  Frederickson,  Mrs. 
John  B.  Frederickson,  George  Frederickson, 
Mrs.  George  Frederickson,  Mrs.  Clara  Garver, 
J.  H.  Garner,  Mrs.  B.  W.  Gratigny,  B.  Wayne 
Gratigny,  E.  L.  Gratigny,  Mrs.  E.  L.  Gratigny, 
C.  W\  George,  Noble  F.  Hilsmeyer,  R.  A.  Hick- 
erson,  Mrs.  R.  A.  Hickerson,  Mrs.  Willie  Mae 
Joiner,  L.  G.  Jenkins,  Mrs.  L.  G.  Jenkins,  Miss 
Willa  McBee,  Tuttle  Meder,  William  J.  Martin, 
C.  O.  Morton,  Ned  R.  Mann,  Miss  Marie  Mc- 
Elvany,  George  J.  Mauck,  Mrs.  George  J. 
Alauck,  Mrs.  T.  L.  Neal,  James  F.  Neece,  Jr., 
William  M.  Puckett,  Miss  Bess  M.  Potter,  Airs. 
Mattie  E.  Payne,  Major  Parley  Parkinson,  T.  D. 
Pedigo,  Airs.  T.  D.  Pedigo,  Miss  Frances 
Quarles,  Miss  Frances  C.  Rude,  Miss  Pauline 
Roberts,  D.  L.  Ray,  Walter  Ross,  W.  B.  Rus- 


^yl reliable  combination — 

Records 

The  Records  of  Qaality 

and  Independent  Service 

You  can  always  rely  upon  Okeh  Records  for  early  releases  on  all 
the  popular  hits,  and  a  well-balanced  monthly  release ;  to  sell  as 
.  fast  as  they  are  released ;  to  make  satisfied,  friendly  customers. 

You  can  rely  upon  Independent  Service  to  be  operating  at  its 
best,  for  your  interests,  at  all  times ;  to  have  on  hand  continually 
a  complete  line  of  Okeh  Records  ;  to  be  able  to  fill  your  most 
urgent  wants  immediately. 

If  you  are  not  already  an  Okeh  dealer  it  will  pay  you  to  investi- 
gate our  unique  sales  plan. 

INDEPENDENT  JOBBING  COMPANY 

122  East  Centre  Street,  N.  GOLDSBORO,  N.  C. 


sell.  Miss  Mildred  Russell,  Ira  D.  Row,  Miss 
Eula  Rutherford,  Miss  Sarah  Shay,  Miss  Byrd 
Schrader,  Miss  Cleo  Shaffer,  George  B.  Sahm, 
Myles  F.  Smith,  Mrs.  K.  M.  Smith,  Miss  Thelma 
Snodgrass,  Wallace  Stofle,  E.  M.  Snedeker,  Lee 
Thagard,  Mrs.  Lee  Thagard,  Harry  A.  Wheeler, 
Aliss  Georgia  Walker,  Miss  Letha  Walker,  Mrs. 
Alice  B.  Walker,  Edwin  V.  Walker,  P.  A.  Ware. 


W.  SCHROEDER  WITH  TOLEDO  FIRM 

Now  Associated  With  Traveling  Staff  of  Toledo 
Talking  Machine  Co..  Victor  Wholesaler — 
Formerly  With  Philip  Werlein 


Toledo,  O.,  March  6. — Walter  Schroeder,  until 
recently  connected  with  Philip  Werlein,  Ltd., 
New  Orleans  music  house,  as  road  representa- 


Walter  Schroeder 

live,  has  joined  the  traveling  force  of  the  Toledo 
Talking  Machine  Co.  He  will  be  assigned  to 
territory  in  Ohio,  Indiana  and  Michigan. 

This  addition  to  the  sales  force  is  in  line 
with  the  expansion  policy  and  progressive  spirit 
of  the  house.  Mr.  Schroeder  is  not  unknown 
to  Toledo,  however.  For  a  number  of  j^ears 
he  was  associated  with  the  old  Whitney  & 
Currier  Co.,  which  is  now  Grinnell  Bros.  Fol- 
lowing this  he  joined  the  army,  later  becoming 
connected  with  Philip  Werlein,  where  he  re- 
mained for  some  time. 


L.  R.  McDowell  opens  store 

Washington,  D.  C.  March  6.— L.  R.  McDowell, 
who  for  the  past  eighteen  }-ears  has  been  con- 
nected with  local  music  concerns,  has  opened 
a  talking  machine  establishment  at  3710 
Georgia  avenue,  N.  W.  A  complete  line  of 
Columbia  and  Aeolian-Vocalion  instruments 
and  records  is  handled. 


Physical  culture  exercises  in  a  theatre  act  in 
Clearfield,  Pa.,  have  resulted  in  a  decided  boom 
in  the  demand  for  exercise  records. 
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. .  Treasure 

-mat  means 

Gold  jDoTlars 

No   other   line    of   merchandise    in   the  talking 
machine  industry,  in  fact,  no  other  industry  on 
earth,  has  a  sales-builder  of  anything  like  the 
power  that  is  in  "The  Victrola  Book  of  the  Opera."    Just  stop 
for  a  moment,  Mr.  Victor  Dealer,  and  consider  what  this  means  to 
you. 

In  the  four  hundred  thirty  pages  of  that  volume  are  embodied  the 
highest  form  of  Victrola  entertainment,  education  and  inspiration 
and  the  Victor  records  of  the  world's  greatest  operas  by  the  world's 
greatest  artists.  It  contains  more  than  a  story — the  cast  of  characters,  the 
musical  significance,  and  the  profuse  illustrations  of  scenes  and  characters 
in  over  two  hundred  undying  operatic  productions.  Truthfully,  it  is  the 
encyclopedia  of  the  world's  best  music. 

"The  Victrola  Book  of  the  Opera"  invites  the  reader  to  ownership  of  a 
Victrola,  to  continuous  participation  in  the  limitless  wealth  of  operatic 
entertainment  afforded  exclusively  by  the  Victor  catalogue.  It  speaks  more 
eloquently  than  the  most  persuasive  salesman.  It  speaks  authoritatively. 
It  is  a  "treasure  chest."  It  is  prepared  and  printed  complete  by  the  Victor 
Company. 

So,  whether  one  may  already  own  a  Victrola  or  has  yet  to  learn  of  its 
delights,  the  purchase  of  "The  Victrola  Book  of  the  Opera,"  Mr.  Victor 
Dealer,  will  enable  your  customer  to  enjoy  infinitely  more  and  patronize 
far  more  regularly  the  colossal  store  of  musical  treasure  you  have  to  offer. 

Get  this  book  into  the  hands  of  your  prospects.    Sell  it  to  them 
with  enthusiasm  and  as  energetically  as  you  would  sell  any  other 
Victor  merchandise.     This  book  paves  the  way  to  greater 
enjoyment  for  the  customer  and  to  bigger  and  better 
business  for  you. 


€*.  jBruMO    $011 ,  Inc. 

551  "Pour  tlLj^ve.  ^ew^^^rk 
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SAN  FRANCISCO 

Construction  of  New  Wholesale  Establishment  of  Sherman,  Clay 
&f  Co.  to  Be  Started  in  Spring — Business  Good — News  of  Month 


San  Francisco,  Cal.,  March  3. — The  latter  part 
of  February  was  fairly  satisfactory  in  the  talking 
machine  business  in  San  Francisco  and  vicinity, 
but  the  first  part  was  rather  slow,  probably  on 
account  of  the  many  post-holiday  sales  which 
for  the  time  being  exhausted  the  people's  in- 
terest. The  wholesalers  now  have  ample  stocks 
of  machines  and  records  for  the  trade,  many 
shipments  having  arrived  from  the  factories  in 
the    last   few   weeks.     The    sale    of  Chaliapin 
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records  has  been  lively  with  many  dealers  and 
there  would  have  been  a  very  much  better  de- 
mand if  the  great  singer  had  not  been  taken 
ill  and  so  could  not  fill  his  widely  advertised 
concert  engagement  in  San  Francisco.  Jazz  se- 
lections lead  in  the  sales  records. 

Robert  Bird,  manager  of  the  wholesale  Victor 
department  of  Sherman,  Clay  &  Co.,  says  the 
indications  are  that  the  new  Victrola  consoles, 
Nos.  215  and  220,  which  are  expected  on  the 
Coast  in  about  two  months,  will  meet  a  very 
popular  demand,  many  inquiries  being  received 
every  day.  The  February  wholesale  business 
is  satisfactory.  In  records,  a  special  hit  is  the 
new  record  of  Chaliapin's,  "The  Volga  Boat- 
man." Floor  plans  for  the  new  wholesale  es- 
tablishment of  Sherman,  Clay  &  Co.  have  been 
drawn  and  the  members  of  the  company  are 
puzzling  their  heads  trying  to  apportion  the 
space  satisfactorily  among  the  various  depart- 
ments.   Building  will  be  commenced  this  Spring. 

J.  Bray,  manager  of  the  retail  talking  machine 
department  of  Kohler  &  Chase,  says  that  the 
sales  of  Burnham  phonographs  and  Okeh  rec- 
ords during  February  have  been  pretty  fair  and 
that  the  demand  for  the  high-class  models  in 
machines  is  increasing. 

The  Kohler  St  Chase  store  in  Sacramento  has 
taken  over  the  stock  of  Victor  merchandise  held 
by  Hale  Bros.,  of  that  city.  The  latter  com- 
pany has  discontinued  its  phonograph  depart- 
ment in  the  Sacramento  store. 

Brunswick  goods  are  coming  to  the  Coast 
regularly  and  the  dealers  are  liberal  in  their 
orders.  The  Wiley  B.  Allen  Co.  has  just  re- 
ceived a  carload  of  Brunswicks  and  the  Jackson 
Furniture  Co.,  of  Oakland,  another  carload. 

The  O'Connor  Music  Co.,  Merced,  Cal.,  has 
just  taken  on  the  Brunswick  agenc}'. 

George  Morton,  manager  of  the  talking  ma- 
chine department  of  the  White  House,  says 
that  the  business  of  his  department  is  30  per 
cent  greater  than  a  year  ago.  The  highest  class 
merchandise  is  in  steady  demand. 

George  Hughes,  of  the  Wiley  B.  Allen  Co.. 
took  a  week  off  at  Rio  Vista.  Cal.,  the  last  of 
February.  J.  J.  Black,  treasurer  of  the  com- 
pany, together  with  T.  M.  Fletcher,  president 
of  the  Q  R  S  Music  Co.,  enjoyed  a  week  of 
golfing  at  the  famous  Del  Monte  links  during 
the  month.  Mr.  Black  says  that  the  volume  of 
January  and  February  business  indicates  that 
this  will  be  a  prosperous  year  for  the  trade. 

The  Oakland  establishment  of  the  Wiley  B. 
Allen  Co.  has  been  moved  to  a  new  location  at 
Washington  street,  near  Fourteenth.  The  new 
talking  machine  department  will  be  the  largest 
in  Oakland  and  will,  of  course,  be  most  mod- 
ernly  equipped. 

Billy  Morton,  manager  of  the  retail  talking 
machine  department  of  Sherman,  Clay  &  Co., 
is  about  to  visit  the  talking  machine  depart- 
ments of  the  company's  stores  in  Oregon  and 
Washington. 

The  San  Jose  store  of  Sherman,  Clay  &  Co. 
is  being  remodeled  in  order  to  provide  for 
greater  space  and  convenience. 

F.  B.  Travers,  Western  Sonora  general  agent, 
called  a  meeting  of  the  Sonora  dealers  in  the 
vicinitv  of  San  Francisco  on  Februarv  20  for 


the  purpose  of  discussing  matters  pertinent  to 
the  merchandising  of  this  product.  The  little 
convention  was  held  at  the  Phonograph  Shop 
in  San  Francisco.  Most  of  the  Sonora  dealers 
were  able  to  attend.  There' is  still  a  shortage 
of  Sonora  phonographs  on  the  Coast,  but  early 
shipments  are  promised. 

P.  S.  Kantner,  manager  of  the  San  Francisco 
branch  of  the  Columbia  Graphophone  Co.,  has 
been  spending  most  of  his  time,  on  the  road  in 
the  last  three  months,  during  which  time  he 
has  opened  forty  new  Columbia  accounts.  These 
mew  agencies  are  located  mostly  in  the  smaller 
cities  of  the  interior.  The  next  campaign  of 
Mr.  Kantner  will  be  centered  on  developing 
,  Columbia  business  in  the  larger  commercial 
centers.  The  vogue  of  the  console  is  strong 
throughout  the  California  territory. 

The  latest  benedict  in  the  San  Francisco 
trade  is  G.  A.  Einselin,  owner  of  the  two  thriv- 
ing music  stores  on  Mission  street.  The  bride 
was  Elizabeth  Storer,  a  belle  of  Marin  County. 
The  couple  spent  their  honej-moon  on  an  auto- 
mobile trip  to  Southern  California. 

The  Music  Trades  Association  of  Northern 
California  will  hold  a  dinner  meeting  some  time 
in  March  in  honor  of  Alex  McDonald,  of  the 
executive  committee  of  the  National  Piano 
Manufacturers'  Association,  who  is  coming  to 
the  Coast  to  boost  the  annual  trade  convention 
to  be  held  this  year  in  Chicago. 


PLAN  MUSIC  WEEK  IN  LOUISVILLE 

Louisville,  Ky.,  March  7. — Extensive  prepara- 
tions are  under  way  for  Music  Week,  which 
will  be  held  here  from  April  8  to  April  14. 
The  Music  Week  program  is  in  charge  of  Miss 
Carolyn  Bourgard,  who  is  arranging  for  spe- 
cial features  each  day.  A  number  of  other 
committees  have  been  appointed  to  work  out 
the  complete  details  of  the  pro.L;ram.  Talking 
machine  and  other  music  dealers  will  co-operate 
to  make  the  event  a  success.  Special  window 
displays  will  be  staged  and  other  forms  of  pub- 
licitv  will  be  indulged  in. 


PHONOGRAPH  DE  LUXE 

The  instrument  of  incomparable  tone,  that 
plays  any  record  better  than  you  have  ever 
heard  it  played  before. 

Complete  line  of  table,  upright  and  console 
models. 

Prices  to  the  Trade  Range  from 

$8.50  to  $125.00 

Cabinets  of  beautiful  design  and  finish,  im- 
proved motor  equipment. 

Dealers  write  us:  The  Regrinas  now  in 
homes  are  malcing-  lots  of  friends;  people 
come  in  and  ask  for  them.  Watch  us  in- 
crease our  sales. 

Cash  in  on  the  Regina;  now  is  the  time. 
Also  Regina  Music  Boxes  with  or  without 
phono  attachment. 

Regina  Hexaphones  and  Mandolin  orches- 
trions. 

Regina  tune  discs  and  parts  for  any  in- 
strument ever  manufactured  by  the  Regina 
Co. 

Send  for  particulars  on  territory 
arrangcments. 

The  Regina  Phonograph  Co. 

MANUFACTURERS 
RAHWAY  NEW  JERSEY 


For  San  Francisco 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

767-69-71  Mission  St.  F.  A.  Smith,  Branch  Mgr. 
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BALTIMORE 

Jobbers  Hold  Back  in  Extending/  Franchises  Because  of  Stock 
Shortage — Local  Firm  Takes  Over  Columbia  Branch — Trade  Brisk 


Baltimore,  Md.,  March  7. — The  after-Christmas 
slump  which  usually  follows  the  holidays  in  all 
lines,  and  especially  in  the  musical  instrument 
business,  was  not  noticeable  during  the  past 
month,  according  to  reports  from  the  trade  gen- 
erally and  the  outlook  for  an  increased  business 
during  1923  over  that  of  last  year  is  very  prom- 
ising. Practically  all  of  the  leading  jobbers 
here  are  oversold  on  the  popular  makes  of 
their  machines  and  in  many  instances  have 
stopped  taking  orders  for  some  models  until 
the  factories  can  supply  the  orders  booked. 

Hardly  any  of  the  jobbing  houses  have  opened 
a  new  account  during  the  past  month  for  the 
reason  that  thej^  are  unable  to  promise  any- 
thing definite  in  the  way  of  delivery  and  con- 
sider it  poor  policy  to  take  on  new  customers 
when  it  is  impossible  to  supply  their  regular 
trade  with  the  goods.  Notwithstanding  this 
handicap,  however,  dealers  generally  report  an 
increase  last  month  over  that  of  the  correspond- 
ing month  of  last  year.  W.  F.  Roberts,  man- 
ager of  E.  F.  Droop  &  Sons,  Inc.,  said  that  his 
business  in  January  this  year  was  ahead  of  that 
of  January,  1922,  but  that  the  increase  last 
month  over  that  of  February,  1922,  was  con- 
siderably more  than  the  percentage  increase  of 
the  previous  month.  Mr.  Roberts  is  very  opti- 
mistic over  the  prospects  for  this  year  and 
predicts  a  better  business  during  1923  than  last 
year,  which  was  one  of  the  firm's  banner  years. 

The  Baltimore  branch  of  the  Columbia 
Graphophone  Co.  has  been  absorbed  by  the  Co- 
lumbia Wholesalers,  Inc.,  a  local  company  com- 
posed of  W.  S.  Parks,  formerly  manager  of  the 
Columbia  branch;  L.  L.  Andrews,  who  has  been 
the  South  American  representative  of  the  Ford 
Motor  Co.,  and  W.  H.  Swartz,  for  the  past 
year  assistant  manager  of  sales  for  the  Co- 
lumbia branch  here.  The  new  company  has 
leased  a  four-story  building  at  205  West  Cam- 
den street  and  will  move  from  the  present  loca- 
tion on  South  Howard  street  as  soon  as  exten- 
sive alterations  are  completed.  With  but  few 
exceptions  the  entire  force  of  the  Columbia  Co. 
will  be  taken  over  by  the  new  company.  The 
subject  is  referred  to  elsewhere  in  this  issue. 

Manager  C.  F.  Shaw,  of  the  Brunswick 
Agency,  said  his  one  great  worry  now  is  to 
supply  the  orders  which  he  has  already  booked 
on  the  popular  types  of  the  Brunswicks,  espe- 
cially the  York  model.  The  new  Tudor  models 
have  been  received  here  in  limited  number  and 
are  being  distributed  as  fast  as  received.  Mr. 
Shaw  has  just  returned  from  a  trip  through 
the  southern  portion  of  the  territory  of  the 
local  agency  and  reports  prospects  as  very  good. 
Business  generally,  he  says,  shows  unmistakable 
signs  of  improvement  and  he  looks  for  one  of 


the  best  years  in  the  history  of  the  local  branch 
if  the  factory  can  keep  them  supplied  with  the 
popular  models,  as  he  reports  being  oversold 
on  a  number  of  types,  especially  the  York,  for 
several  months. 

Need  for  Local  Association 

"One  of  the  things  that  is  proving  detri- 
mental to  the  talking  machine  business  in  Balti- 
more," said  one  prominent  dealer,  who  did  not 
care  to  have  his  name  mentioned,  to  The  World, 
"is  the  practice  of  many  dealers  in  the  city  ol 
cutting  the  price  on  talking  machines  in  the 
way  of  giving  a  discount  on  cash  sales. 

"There  are  few  houses  in  Baltimore  where  a 
customer  cannot  get  a  discount  of  from  5  to  10 
per  cent  oS  on  the  purchase  price  of  any  make 
of  machine  for  cash.  This  not  only  cuts  the 
dealer's  legitimate  profit,  but  in  my  estimation 
lowers  the  standard  of  the  business,  which 
should  be  on  a  higher  plane  and  not  stoop  to 
the  'cheap  John'  practice  of  cutting  profits  in 
the  way   of  cash  discounts. 

"One  of  the  things  that  is  needed  here,  and 
needed  badly,"  he  continued,  "is  a  real  organi- 
zation of  the  dealers.  The  trade  should  be 
organized  and  placed  on  a  higher  plane  through 
organization.  The  practice  of  some  dealers  ot 
selling  a  machine  without  a  substantial  cash 
payment  and  on  practically  any  terms  the  cus- 
tomer may  want  is  one  that  can  only  lead  to 
disastrous  results  to  the  trade  generally  and 
encourages  the  public  to  look  for  greater  in- 
ducements in  the  future. 

"We  arc  engaged  in  a  legitimate  business  and 
selling  standard  lines  of  merchandise  and  just 
why  some  dealers  consider  it  necessary  to  let 
their  machines  go  out  of  the  house  without  a 
substantial  cash  payment  and  a  fair  plan  for 
deferred  payments  on  the  balance  is  a  puzzle 
to  me. 

"I  certainly  would  like  to  see  some  move 
toward  getting  the  trade  together  in  the  way 
of  an  organization  through  which  we  could 
regulate  the  business  so  there  would  be  no 
more  price-cutting,  or  any  other  evils  that  may 
crop  up  in  the  industry." 

Kranz-Smith  Co.  Remodeling 

The  Kranz-Smith  Piano  Co.  is  featuring  the 
health  exercise  records  of  the  Victor  Co.  This 
company  is  remodeling  and  redecorating  its 
talking  machine  booths  under  the  direction  of 
F.  C.  Schyler,  formerly  connected  with  the 
Chickering    Warerooms    and    Knabe  Studios. 

C.  B.  Noon,  Inc.,  325  North  Charles  street, 
is  working  the  personal  letter  appeal  witii  good 
results.  The  company  is  sending  out  the  follow- 
ing letter  to  a  select  clientele: 

"We  have  two  very  important  announcements 
to  make  to  our  customers.     One  is  that  Josef 
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Hofmann,  the  world-famous  pianist,  is  now  re- 
cording for  the  Brunswick  exclusively. 

"The  second  is  that  the  Brunswick  people 
have  discontinued  the  old  system  of  monthly 
release  of  records  and  are  now  releasing  records 
daily,  or  as  often  as  they  come  out. 

"We  shall  be  very  glad  to  send  you  samples 
of  the  new  records  as  we  receive  them  if  it  is 
not  convenient  for  you  to  call,  and  remember, 
you  are  not  in  any  way  obligated  to  keep  them, 
if  by  chance  the  records  do  not  please  you." 

The  Monumental  Music  Stores  Co.,  108  North 
Eutaw  street,  distributor  of  the  Phonolamp, 
has  made  some  extensive  improvements  in  its 
showrooms  and  business  is  excellent. 

Sanders  &  Stayman  continue  to  be  the  only 
music  house  in  the  city  to  do  radio  broadcasting 
and  sell  radio  sets  and  supplies.  Contrary  to 
the  belief  of  some  dealers  radio  has  not  af- 
fected the  sales  of  musical  instruments  here  and 
it  certainly  has  affected  the  sales  of  the  Voca- 
lion,  according  to  jManas'cr  W^.  B.  Turlington. 


Recordings  of  Distinction 


High  grade  record  work  by  responsible  men  with 
many  years  of  experience  in  all  branches  of  the  art 

Ask  for  estimate,  by  piece  or  contract 

Full  Satisfaction  Guaranteed 

A.  E.  SATHERLEY,  Manager      AL  HAUSMANN,  Recorder       CHARLES  A.  PRINCE,  Musical  Director 

NEW  YORK  RECORDING  LABORATORIES,  Inc. 

Manufacturers  and  Distributors  of  Paramount  Records 
1140  BROADWAY  Phone  Madison  Square  3763  NEW  YORK,  N.  Y. 
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More  Profits  per  sale 
More  Sales  per  week 

\EmersoriJ\R^ords 


The  new  type  Emerson  Records  are 
miles  ahead  in  the  qualities  that  make  for 
enjoyment.  With  Emerson  you  don't 
sell  your  customers  just  "records",  but 
the  one  thing  they  come  to  buy — and 
that  is,  ENTERTAINMENT  VALUE. 

Emerson  Records  of  Hits  are  first  in 
the  market.  They  yield  you  209^  extra 


profit.  And  you  don't  get  "out  of  stock" 
reports  from  Emerson  in  substitute  for 
the  shipments  you  are  calling  for.  In' 
stead,  Emerson  Service  is  always  on  the 
job  to  fill  your  reorders  at  once — you 
cash  in  on  every  sale  opportunity  by 
always  having  the  stock  you  want. 
You  know  what  all  this  means. 


ISlew  Emerson  Fhonographs 

Exquisitely  rich  in  tonal  heauty 
Incomparable  masterpieces  of  period  design 


Emerson  Phonographs  are  pre'eminently  a  pleas' 
ure  for  the  dealer  to  sell.  For  in  them  we  build 
the  quality  that  spells  ENDURING  SATIS- 
FACTION for  his  customers.  Every  Emerson 
sale  wins  another  appreciative  friend  tor  the 
dealer  that  makes  it — 
increases  his  good-will. 

Given  the  distinctive 
Emerson  features  that 
combine  to  create  in 
the  Emerson  Phono- 
graph its  surpassing 
richness  of  tonal 
beauty,  we  resolved  to 
carry  our  period  de- 
signs to  the  same  high 
plane  of  craftsmanship. 


Beauty  of  design  is  a  matter  of  lines — not  of 
needlessly  more  costly  materials,  but  of  higher 
artistry.  Once  our  designs  of  more  graceful  lines 
were  achieved,  we  found  our  production  costs 
no  greater.   Hence  we  are  enabled  to  furnish 

our  dealers  the  maxi- 
mum of  Emerson  excel- 
lence in  both  tonal  and 
case  value — still  at  the 
lower  discounts  that 
yield  the  greater  profit 
per  sale. 

Get  particulars  of  our 
co-operative  selling 
plan.  It  may  lead  to 
greater  prosperity  for 
both  you  and  us. 


EMERSON  QUEEN  ANNE  MODEL 
Mahogany  or  Walnut,  Retail  Price  $150 


All  Emerson  Phonographs  are  constructed  with  the  Emerson  Music  Master 
Horn — the  radical,  distinctive  feature  of  superiority  in  the  phonograph  world  today 

Distribution  is  being  re-aligned  in  some  districts  —  write  or  wire  in  today 


EMERSON  PHONOGRAPH  CO. 

Manitfaciurers  of  Emerson  Records 
Eastern  Distributors  Emerson  Phonographs 
105-111  W.  20th  St.,  New  York.  N.Y. 


^mersoTh 

Records  and 
Phonographs 


WASMUTH-GOODRICH  CO. 

Manufacturers  of  Emerson  Phonographs 
Peru,  Indiana 
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An  Ebony  <iaX7,Tixtxe  - 
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AsB^aHitas^  HOT  LIJPS 

An  QiiltrQlyj/G\\?—and 
dUfforent  rhythm- 
A  Sensational  Dance  tune 
and  just  6fs  ^ood  as  a  5or^ 


KA  N  S  A  S  C I T Y 

Display  Brings  Prospects — /Vert'  Edison  Travelers — Fire  in  Briins- 
zvick  Home — Death  of  C.  ly .  Cosgrove — L.  S.  Blythe  in  New  Post 


Kansas  City,  Mo.,  March  7. — The  Victor  School 
of  Salesmanship  opened  Monday,  March  5,  and 
was  in  continuous  session  for  four  days  with 
F.  A.  Delano  in  charge.  The  two  Victor  job- 
bers, the  Schmelzer  Co.  and  the  J.  W.  Jenkins' 
Sons  Music  Co.,  worked  hard  to  bring  it  to 
the  attention  of  the  dealers  in  this  territory, 
sending  out  circular  letters  stressing  its  impor- 
tance and  value  and  urging  all  lO  attend. 
New  Victor  Models  Please 

"Regarding  business  conditions,"  A.  A.  Trost- 
ler,  secretary  of  the  Schmelzer  Co.,  said,  "it 
looks  as  though  we  will  enjoy  a  very  healthy 
business  for  the  balance  of  the  year.  The  new- 
type  instruments  announced  by  the  Victoi-  Co. 
have  taken  the  trade  by  storm  and  we  are  satis- 
fied they  will  fulfill  a  long-felt  want." 

Okeh  and  Odeon  Records  in  Demand 

The  Artophone  Corp.,  distributor  of  Okeh 
records  in  this  territory,  reports  an  unusual 
month  in  the  sale  of  records  during  February. 
The  popular  selection,  "Sugar  Blues,"  is  selling 
by  the  thousands.  "Mamma's  Got  the  Blues" 
is  also  a  topnotcher.  The  Odeon  records  are 
in  great  demand,  too.  The  company  has  re- 
cently added  Claude  Herrington,  of  this  city, 
as  manager  of  the  shipping  department. 
Prospects  Result  from  Edison  Display 

Blackman's  music  booth  at  the  Better  Homes 
Exhibit,  held  here  last  month,  was  a  very  great 
success.  Three  thousand  names  were  turned  in 
upon  cards  as  being  interested  in  purchasing 
musical  instruments.  M.  M.  Blackman  has  just 
returned  from  the  East,  where  he  spent  two 
days  at  the  American  Piano  Co.  in  New 
York,  and  returned  via  Baltimore  for  the  object 
of  making  a  personal  visit  to  the  Knabe  factory. 
While  in  the  East  Mr.  Blackman  closed  defi- 
nitely with  the  American  Piano  Co.  for  the 
agency  of  the  Knabe-Ampico,  Plscher  Ampico 
and  Franklin  Ampico  lines.  Blackman's  Music 
Store  will  be  located  some  time  the  latter  part 
of  May  or  the  first  of  June  in  new  quarters  at 
1209-11  Walnut  street. 

New  Edison  Travelers  for  Phonograph  Co. 

C.  M.  Severns  and  Mr.  V.  P.  Heimlich  are 
new  traveling  representatives  of  the  Phono- 
graph Co.  of  Kansas  City  for  the  Edison  line 
of  phonographs.  Mr.  Severns  is  an  Edison  man 
of  several  years'  experience,  having  come  from 


the  Martin-Durham  Music  Co.,  of  Rogers,  Ark., 
to  the  Chappell  Music  Co.,  of  Salina,  Kans.  His 
work  there  was  of  sufficient  note  so  that  he 
attracted  attention  of  the  management  of  the 
Phonograph  Co.  He  is  meeting  with  splendid 
success  on  the  road.  Mr.  Heimlich  was  for- 
merly associated  with  the  Edison  Shop,  of  this 
city,  and  he  has  had  wide  experience. 

The  following  Edison  dealers  were  visitors  to 
the  Phonograph  Co.  during  the  past  month: 
C.  H.  Lane,  Lane  Music  Co.,  Eureka,  Kans.; 
Scott  Morgan,  Morgan  Book  Co.,  Baldwin, 
Kans.;  Carl  Latenser,  Carl  Latenser  Music  Co., 
Atchison,  Kans.;  E.  Cahill,  Cahill  Bros.)'  Wind- 
sor, Mo.;  Mr.  Brown,  of  Halley  &  Brown, 
Fayette,  Mo.,  and  Mr.  Wilkinson,  of  Sims- 
Wilkinson,  Clinton,  Mo. 

Death  of  C.  W.  Cosgrove 

C.  W.  Cosgrove,  partner  and  manager  of  the 
Innes-Cosgrove  Music  Co.,  Wichita,  Kans.,  died 
very  suddenly  Thursday,  February  22.  Mr.  Cos- 
grove left  a  traveling  position  at  the  Phono- 
graph Co.,  Edison  jobber,  six  and  a  half  years 
ago  to  take  management  of  the  Edison  depart- 
ment of  the  Innes  Dry  Goods  Co.  Later  a 
partnership  was  formed  and  an  exclusive  Edison 
Shop  located  on  Douglass  avenue.  Mr.  Cos- 
grove was  markedly  successful  both  in  a  per- 
sonal and  business  way. 

New  Edison  Dealers 

Among  the  new  Edison  accounts  recently 
opened  are:  Grimes  &  Co.,  Barstow,  Okla.; 
T.  S.  Terry,  Bartlesville,  Okla.;  Forrest  Smith 
Jewelry  Co.,.  Richmond,  Mo.;  Durland-Sawtell, 
Junction  City,  Kans.;  Rorabaugh-Wiley  Dry 
Goods  Co.,  Hutchinson,  Kans.;  Jas.  M.  Laughlin, 
Marceline,  Mo.,  and  Frank  Crabtree,  Potwin, 
Kans. 

The  local  appearance  of  Ted  Lewis,  Columbia 
artist,  in  concert  here  recently  and  broadcasted 
through  the  Kansas   City  Star,   resulted  in  a 
stimulation  of  the  demand  for  his  records. 
A.  A.  Doerr  Offered  Public  Post 

A.  A.  Doerr,  Columbia  dealer  of  Earned, 
Kans.,  has  been  ofl^ered  the  post  of  state  busi- 
ness manager  under  the  present  administration. 
Mr.  Doerr  has  built  up  a  large  general  mer- 
chandise and  phonograph  business,  was  a  mem- 
ber of  the  House  of  Representatives  several 
years  ago  and  later  was  in  the  Senate.  Mr. 


Doerr  has  had  considerable  experience  in  gen- 
eral business  and  will  be  of  great  value  to  the 
trade  in  handling  the  business  afi:airs  of  the  big 
institutions  which  consume  approximately  50 
per  cent  of  the  State  ta.xes. 

New  Grafonola  Style  Brings  Business 

The  local  branch  of  the  Columbia  Co.  has 
just  received  a  shipment  of  a  quantity  of  the 
new  type  console  Grafonolas.  This  new  type 
console  Grafonola  is  listed  at  $100  and  the  few 
dealers  who  have  been  fortunate  to  get  some 
of  these  Grafonolas  report  a  big  business. 
Big  Brunswick  Fire  Loss 

The  Brunswick-Balke-Collender  Co.  suffered 
a  severe  loss  when  its  leased  warehouse  at 
Second  and  Main  streets  caught  fire  the  night 
of  Sunday,  February  25.  The  origin  of  the 
fire  is  unknown.  There  were  687  talking  ma- 
chines destroyed,  many  of  every  style,  but  the 
majority  were  of  the  higher  priced  instruments. 
While  the  fire  handicapped  the  company,  tem- 
porarily depleting  its  stock  of  some  models, 
orders  were  immediately  placed  and  are  en 
route  and  will  be  on  the  floor  just  about  as 
soon  as  the  company  is  situated  at  its  new  lo- 
cation at  2020  Grand  avenue. 

Artist's  Appearance  Boosts  Sales 

Irene  Williams,   Brunswick  artist,  scored  in 
her  recent  tour,  appearing  in  Norman,  .Shawnee 
and   Oklahoma    City,    Okla.     The    dealers  re- 
I'cived  a  volume  of  business  as  a  result. 
L.  S.  Blythe  Rejoins  Brunswick  Co. 

L.  S.  Blythe,  who  formerly  was  with  the  local 
branch  of  the  Brunswick  Co.,  but  for  the  past 
three  years  has  been  traveling  in  the  Southern 
territory  with  the  Columbia  Graphophone  Co., 
has  returned  to  the  Brunswick-Balke-Collendcr 
Co.  Mr.  Blythe  has  a  wide  acquaintance  among 
dealers  in  this  section  and  the  news  that  he  is 
to  return  to  the  Brunswick  Co.  will  be  gladly 
received  by  his  many  friends. 

The  Brunswick  branch  recently  added  several 
new  accounts  in  the  immediate  territory,  among 
them  the  Chappel  Music  Co.,  of  Salina,  Kans., 
and  Chestnut  Bros.,  of  Okemah,  Okla. 
Hold  Wallace  Reducing  Classes 

A  deal  of  interest  was  shown  in  the  Wallace 
Reducing  Classes  held  in  Kansas  City  during 
the  month  of  February.  For  two  weeks  the 
"heavyweight"  ladies  worked  earnestly  under 
the  instruction  of  Miss  Betty  Crampton,  of 
the  Wallace  Institute  of  Chicago.  The  demon- 
strations and  class  instructions,  which  were 
given  free,  were  held  three  times  each  day.  The 
first  week  the  Jones  Store  introduced  it  and 
later  the  J.  W.  Jenkins'  Sons  Music  Co.  held 
classes. 


For  Kansas  City 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-BALKE-COLLENDER  CO. 

1329-31  Main  St.  Paul  Bradford,  Branch  Mgr. 
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ANNUAL  EXECUTIVE  STAFF  DINNER  OF  THE  EDWARD  LYMAN  BILL,  INC.,  PUBLICATIONS 


The  aiimial  dinner  of  llic  administrative,  edi- 
torial and  business  staffs  of  the  publications  of 
Edward  Lyman  Bill,  Inc.,  including  The  Talking 


Machine  World,  was  held  in  the  clubrooms  of 
the  Builders'  Exchange,  34  West  Thirty-third 
street,  New  York,  on  Friday  evening,  February 


23.  The  affair  was  entirely  informal  and  a 
pleasant  evening  was  spent  by  all  those  who 
were  in  attendance. 


C.  L.  MARSHALL  CO.  ADDS  NEW  LINES 

Well-known  Detroit  and  Cleveland  Jobber  Will 
Distribute  Pooley  and  Outing  Lines — Vo- 
calion  Records  Will  Also  Be  Distributed 


■  Detroit,  Mich.,  March  7. — C.  L.  Marshall,  head 
of  the  C.  L.  Marshall  Co.,  this  city,  jobber  of 
the  Vocalion  record  line  and  well  known 
throughout  tliis  territory,  announced  to  the 
trade  this  week  that  his  company  had  been  ap- 
pointed distributors  of  the  Pooley  phonograph 
line  and  the  Outing  portable  line.  Both  of  these 
products,  together  with  Vocalion  Red  records, 
will  be  distributed  from  the  two  offices  of  the 


company  in  Detroit  and  Cleveland,  and  the 
company  will  cover  these  two  important  terri- 
tories. 

Howard  Hodson,  sales  manager  of  the 
Pooley  Furniture  Co.,  Philadelphia,  spent  sev- 
eral days  recently  at  the  Cleveland  and  Detroit 
branches  of  the  C.  L.  Marshall  Co.  The 
Pooley  line  for  1923  consists  of  eight  models, 
the  majority  of  which  are  consoles,  and  the  C. 
L.  Marshall  Co.  will  display  a  complete  line  at 
Cleveland  and  Detroit  with  warehouse  stock  at 
both  points. 

In  conjunction  with  the  acquisition  of  the 
well-known  Outing  line,  Mr.  Marshall  stated 
that  the  portable  business  had  developed  into 


No.  01-V  Victor  Equipment 

Plays  All  Disc  Records  on  Victor  Machine 


You  will  appreciate  the  deep, 
rich,  powerful  tone  quality 


/^RO-TONE  Equipment  means  al- 
^  ways  quality  first.  It  is  built  to 
give  tone  satisfaction  to  the  user  and 
profit  satisfaction  to  the  dealer.  Note 
these  special  advantages  of  our  No. 
01-V  Concert  Victor  Equipment. 

Special  Advantages 

1.  The  No.  01-V  Victor  Concert  Equip- 
ment is  simplicity  itself.  It  can  be  attached 
in  one  second  and  no  further  adjustment 
is  necessary. 

2.  By  simply  turning  the  reproducer  to 
play  either  vertical  or  lateral  cut  records, 
it  automatically  adjusts  itself  to  the  cor- 
rect weight  and  needle  position  and  will 
not  coast  when  record  is 
played  through. 


Shewing  position  for  playing  Victor,  Columbia, 
Brunswick  and  other  lateral  cut  records. 


Showing   position   for   playing   Edison  records. 
Fibre  needle  shown  in  reproducer. 

3.  In  attractiveness,  finish  and  scientific, 
tone-producing  qualities  Oro-Tone  Equip- 
ment is  first.  The  proof  is  in  a  compari- 
son of  tone  values. 

4.  The  special  Oro-Tone  indestructible 
diaphragm  insures  perfect  and  lasting  tone 
quality. 

5.  Sapphire  needles,  genuine  diamond 
needles,  fibre  needles  or  our  special  Oro- 
Tone  Velvet  Running  permanent  needles 
may  be  used. 

No.  6.  List  Price 


Nickel  Finish  $6.00 
Gold  Finish  .  $8.00 

Usual  discount 

Sample  sent  on  30  days  approval 


George  Street 


[.ii/jiL4'aji..i.-;j 


CHICAGO 
ILLINOIS 


an  all-year-round  business  and  at  this  time  the 
Outing  factory  is  behind  with  its  orders. 

Another  recent  visitor  at  the  offices  of  the  C. 
L.  Marshall  Co.  was  Oscar  W.  Ray,  sales  man- 
ager of  the  V ocalion  record  division  of  the 
Aeolian  Co.,  New  York.  He  stated  that  Vo- 
calion jobbers  showed  a  substantial  increase 
during  January  and  February  over  last  year 
and  this  report  was  substantiated  by  the  C.  L. 
jMarshall  Co.,  which  closed  a  greatly  increased 
business  in  Vocalion  Red  records  over  last  year. 


G.  W.  HOPKINS  ADDRESSES  DEALERS 

Interesting  Talk  Delivered  by  Vice-President  of 
Columbia  Graphophone  Co.  at  Move  More 
Merchandise  Conference  in  St.  Louis 


St.  Louis',  Mo.,  March  7. — One  of  the  features 
of  the  luncheon  at  the  "Move  More  Mer- 
chandise" Conference  held  recently  in  this 
city,  which  was  of  especial  interest  to 
members  of  the  talking  machine  trade,  was 
an  address  by  George  W.  Hopkins,  vice- 
president  of  the  Columbia  Graphophone  Co. 
In  his  address  Mr.  Hopkins  pointed  out  that 
this  year  will  demand  salesmanship  of  a  high 
order  and  he  urged  those  present  to  break 
away  from,  precedent  and  look  into  the  future 
with  their  own  eyes  and  judge  it  for  them- 
selves. He  also  pointed  to  the  value  of  doing 
unusual  things  to  get  the  best  results,  citing 
several  instances  by  way  of  illustration. 

Advertising  inertia,  he  said,  was  a  malady 
which  was  resulting  in  loss  of  business  for 
many  concerns.  This  malady  is  peculiar  to 
salesmen  who  are  connected  with  concerns 
where  the  advertising  department  has  achieved 
signal  success,  making  it  easy  for  the  salesman 
to  sell,  and  consequently  causing  a  general 
easing  up  of  effort.  Mr.  Hopkins  also  took  a 
slam  at  co-operative  advertising,  stating  that 
where  it  is  indulged  in  as  a  method  of  re- 
ducing distribution  costs  it  is  purely  "bunk." 
He  said  that  one  of  the  best  ways  to  reduce  dis- 
tribution costs  is  by  the  establishment  of  a  pro- 
duction schedule  which  should  be  adhered  to. 


STYLUS  BARS 

(Any  Style) 

Stylus  Bar  and  Mfg.  Co. 


Clague  Rd. 
Bay  Village 
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Philadelphia,  Pa.,  March  9.— Business  during 
the  past  month  has  been  fairly  good,  accord- 
ing to  reports  of  the  talking  machine  dealers 
of  the  Quaker  City,  many  of  whom  report  that 
they  are  still  having  trouble  in  obtaining  a 
sufficient  supply  of  certain  popular  models  of 
the  machines  thej'  handle. 

It  had  been  generally  expected  that  produc- 
tion conditions  would  be  improved  after  the 
beginning  of  this  year,  but  while  the  dealers 
have  been  able  usually  to  secure  limited  ship- 
ments of  the  desired  models,  they  were  merely 
enough  to  fill  outstanding  orders.  This  is  true 
especially  of  the  Edison,  Victor,  J3runswick  and 
Sonora  dealers. 

Now  that  Spring  is  approaching,  many  deal- 
ers are  making  or  planning  to  make  improve- 
ments to  their  stores  and  salesrooms  and  as 
a  consequence  a  distinct  "building  boorn"  is  to 
be  noticed  throughout  the  trade  in  this  section 
of  the  State. 

Stages  Edison  Tone-test  by  Radio 

A  decided  novelty  was  enjoyed  by  the  thou- 
sands of  radio  enthusiasts  in  this  vicinity  when 
on  the  evening  of  February  23  a  tone-test  con- 
cert by  Miss  Elizabeth  Spencer,  an  Edison 
artist,  was  broadcasted  for  the  first  time  in  the 
history  of  the  talking  machine  business  from 
station  WWAD,  of  Wright  &  Wright,  Inc.,  at 
2215  North  Broad  street.  This  tone-test  was 
arranged  by  the  Girard  Phonograph  Co.,  Edison 
distributor  for  this  territory,  and  many  of  the 
Edison  dealers  notified  their  patrons  and  pros- 
pects of  the  plan  so  that  they  could  "tune  in" 
with  their  radio  sets.  According  to  P.  R.  Haw- 
ley,  an  official  of  the  Girard  Phonograph  Co., 
the  test  was  exceptionally  successful  and  he  is 


now  planning  to  hold  a  number  of  similar  tests 
in  order  to  answer  the  demand  of  dealers  and 
public.  He  received  letters  from  radio  fans 
praising  the  tests  from  fnany  distant  points,  in- 
cluding Canada,  Michigan,  Florida  and  from 
many  other  States. 

Weymann  Victor  Department  Expands 

H.  A.  Weymann  &  Sons  are  about  to  start 
work  on  extensive  alterations  in  the  arrange- 
ment of  the  departments  of  their  store.  Owing 
to  the  greatly  increased  Victor  business  of  this 
firm  it  has  been  found  necessary  to  turn  over 
the  entire  second  floor  to  the  talking  machine 
department,  giving  a  total  of  285  feet  to  the 
length  of  their  Victor  floor  space.  This  change, 
it  is  expected,  will  give  better  facilities  for 
handling  business  with  the  Victor  dealers. 

Mr.  and  Mrs.  H.  W.  Weymann  left  this  city 
several  days  ago  for  a  trip  to  Bermuda.  They 
expect  to  be  gone  ten  days  or  two  weeks. 
Buys  Broghamer  Store 

Neil  Conneghan,  the  leading  Victor  dealer  of 
Mt.  Carmel,  Pa.,  has  just  purchased  thfe  store 
of  J.  Broghamer  and  will  handle  an  extensive 
line  of  Victor  machines  and  records.  He  also 
plans  to  install  five  or  six  booths  for  the  com- 
fort of  his  Victor  patrons. 

Meiser  &  Sons  Move 

Meiser  &  Sons,  of  Northumberland,  Pa., 
have  just  moved  into  their  new  headquarters 
and  now  have  the  most  elaborate  and  attractive 
store  in  that  vicinity.  Their  new  store  has  a 
frontage  of  35  feet  on  the  leading  thoroughfare 
and  a  depth  of  135  feet.  This  firm  has  long 
been  a  Victor  dealer  and  is  also  supplied  with 
Victor  stock  through  H.  A.  Weymann  &  Sons. 

C.   W.    Eissinger,   of  Ashland,   Pa.,  another 


prominent  Weymann  dealer,  is  planning  to 
make  extensive  improvements  to  his  store,  in- 
cluding a  new  front  that  will  make  this  store 
one  of  the  most  attractive  talking  machine 
stores  in  this  part  of  the  State. 

Columbia  Artists  Score 

Paul  Specht  and  His  Orchestra,  exclusive  Co- 
lumbia artists,  were  the  headliners  at  Keith's 
Theatre  recently  and  they  more  than  proved 
that  they  are  entitled  to  that  honor  on  any 
vaudeville  bill.  Newspaper  critics  and  the  gen- 
eral public  were  loud  in  their  praise  of  this 
clever  body  of  instrumentalists. 

This  was  Mr.  Specht's  first  appearance  in 
Philadelphia,  but  it  will  not  be  long  before  he 
is  back  in  the  Quaker  City  if  he  accepts  any 
of  the  offers  tendered  him. 

Columbia  dealers  tied  up  with  the  appear- 
ance with  window  displays,  streamers,  etc.  A 
graphophone  was  placed  in  the  lobby  of  Keith's 
Theatre  and  Paul  Specht  records  were  played 
before  and  after  each  performance. 

Like  New  Brunswick  Record  Release  Plan 

According  to  O.  F.  Jester,  the  head  of  the 
Brunswick  distributing  branch  in  this  city,  the 
Brunswick  dealers  are  taking  to  the  new  record 
plan  with  enthusiasm  and  he  is  making  exten- 
sive additions  to  the  number  of  Brunswick  deal- 
ers, so  that  now  one  is  located  in  almost  every 
town  of  10,000  or  more  inhabitants.  He  says 
that  his  only  difficulty  now  lies  in  securing 
enough  of  the  popular  models  and  the  con- 
sole type  machines  to  satisfy  the  demands  of 
his  dealers. 

Andrew  Weaver,  of  Slatington,  Pa.,  is  one 
of  the  new   Brunswick  dealers  who  have  re- 
(Conliiiucd  on  page  96) 
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Preparedness 

Many  VICTOR  DEALERS  promised  themselves  last  Fall  when  the  shortage 
on  Machines  developed  they  would  never  be  caught  again. 

Already  some  of  these  Dealers  have  forgotten  and  are  trying  to  conduct  busi- 
ness without  planning  for  a  steady  supply  of  goods  and  a  gradual  upbuilding 
of  stock  during  the  coming  Summer  Months. 

Don't  make  the  same  mistake  this  year.  Consult  with  us  and  we  will  be  glad 
to  prepare  a  schedule  with  you  for  Victrola  shipments  this  Summer  that  will 
be  fine  insurance  for  the  Fall  business. 


DO  IT  NOW 


THE  LOUIS  BUEHN  COMPANY 

OF  PHILADELPHIA 
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TNTIMATE  knowledge  of  suc- 
^  cessful  Victor  merchandising 
enables  us  to  offer  a  service  of 
genuine  value. 

The  Talking  Machine  Co. 

Victor  Wholesalers 
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cently  secured  the  agency  for  this  popular  line. 

A.  J.  Charon,  the  Brunswick  representative 
in  the  coal  regions,  who  was  ill  with  tonsilitis, 
has  been  able  to  return  to  his  duties  and  re- 
cently installed  an  attractive  window  display  in 
the  Temple  Music  Store  at  Allentown,  Pa.,  fea- 
turing the  popular  "Burning  Sands"  record,  that 
has  attracted  considerable  attention  and  caused 
a  great  deal  of  comment. 

E.  S.  Ambler,  Brunswick  representative  in 
the  Philadelphia  territory,  has  also  been  con- 
fined to  his  home  with  tonsilitis. 

Penn  Phono.  Co.  Busy 

T.  W.  Barnhill,  secretary  of  the  Penn  Phono- 
graph Co.,  reports  that  business  has  been  very 
good  during  the  past  month  and  that  if  sales 
continue  to  pick  up  during  the  rest  of  the  year 
the  way  they  have  during  the  past  two  months' 
liis  firm  will  have  a  banner  year. 

Introduce  New  Brush 

The  Philadelphia  Badge  Co.,  of  this  city,  the 
producer  of  the  well-known  circular,  celluloid 
backed  record  brushes  which  are  used  for  adver- 
tising purposes,  reports  that  business  is  gen- 
erally good.  Increasing  numbers  of  dealers  are 
making  use  of  these  record  cleaners  as  adver- 
tising novelties  and  the  future  looks  very  bright. 
_  Foreign  business  has  been  exceptionally  good 
and  the  Canadian  business  is  expanding  steadily. 


A  Canadian  patent  has  just  been  taken  out. 
During  the  last  month  a  new  product  was  placed 
on  the  market  by  this  company  which  is  a  new 
brush  with  a  cleaning  surface  of  pile  plush  and 
which  is  to  be  sold  as  a  straight  sales  proposi- 
tion and  to  be  devoid  of  any  advertising  what- 
soever. The  back  of  the  brush  is  in  ebony 
finish  and  provides  an  attractive  article. 

Exceptional  Volume  of  Business 

Everybody's  Talking  Machine  Co.  reports 
that  the  volume  of  business  during  the  month 
of  February  has  been  exceptionally  big.  It 
proved  remarkable  not  only  in  the  volume  of 
business,  but  in  the  number  of  new  dealers  who 
have  taken  on  Everybody's  line  during  the 
month.  All  repair  parts  in  the  line  have  sold 
well,  particularly  Honest  Quaker  main  springs, 
the  demand  for  which  continues  to  grow  still 
larger  each  month. 

Grit  and  Ability  Winning  Success 

L.  P.  Morsbach,  who  recently  opened  a  new 
and  modern  store  at  1610  Snyder  avenue,  this 
city,  is  a  forceful  illustration  of  what  can  be 
accomplished  by  determination  and  enthusiasm 
plus  live  merchandising  methods.  It  wasn't  so 
long  ago  that  he  entered  the  musical  instrument 
field  with  a  few  dollars  in  cash  and  nothing  else, 
and  now  he  gives  promise  of  becoming  one  of 
the  leaders  in  the  field  here.    Indicative  of  his 


VICTOR  WHOLESALERS 
1108  Chestnut  Street 

Philadelphia,  Pa. 
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O  two  Victor  retailers  have  exactly 
the  same  sales  problems.  One 
of  the  important  points  in  Weymann 
Victor  service  is  the  individual  attention 
given  to  the  individual  needs  of  the 
individual  dealer. 


Authorized  distributors  o/BUESCHER  TRUE  TONE  Saxophones  and  Band  Instruments 
MawM/acUrers  0/ WEYMANN  "KEYSTONE  STATE"  String  Instruments 
Wholesale  distributors  of  Q  •     •  S  Flayer  Rolls 


growth  is  the  fact  that  his  new  store  contains 
a  complete  line  of  Vocalion  phonographs,  Vo- 
calion  and  Okeh  records,  sheet  music,  player- 
pianos,  music  rolls,  musical  merchandise  and 
radio.  A  formal  opening  was  held  which  at- 
tracted such  crowds  that  the  store  was  filled  to 
overflowing  and  police  had  to  be  called  out  to 
keep  the  crowd  in  hand. 

Popular  Victor  Dealer  in  New  Home 

John  di  Stefano,  one  of  the  most  aggressive 
Victor  dealers  of  this  city,  recentljf  held  the 
formal  opening  of  his  fine  new  Victor  ware- 
rooms  at  1503  South  Thirteenth  street.  During 
his  many  j'ears  in  the  Victor  business  Mr.  di 
Stefano  has  built  up  a  large  trade  in  Red  Seal 
records  and  his  efforts  in  building  up  a  clien- 
tele who  appreciate  the  better  class  of  music 
have  been  largely  instrumental  in  his  success. 
Interesting  News  Brieflets 

The  Happy  .Six  Orchestra,  exclusive  Colum- 
bia artists,  who  were  featured  at  the  Lorraine 
Hotel  and  Fit's  department  store  recently,  have 
been  a  great  success  and  the  Columbia  New 
Process  record  advertisements  given  out  at 
these  concerts  have  made  a  big  hit  with  lovers 
of  dance  music. 

N.  S.  Houghs,  of  Shenandoah,  Pa.,  is  making- 
elaborate  alterations  and  additions  to  his  store 
and  is  installing  a  number  of  audition  booths. 

E.  C.  Malarky,  a  well-known  Victor  dealer 
of  Shamokin,  Pa.,  has  just  purchased  a  new 
building  and  is  planning  to  make  extensive 
changes  which  will  make  his  store  the  finest 
equipped  in  the  coal  regions,  with  the  latest 
facilities  and  comforts  for  his  patrons. 

E.  T.  Eiler,  of  Schuylkill  Haven,  is  arranging, 
to  make  changes  to  his  store  that  will  make  it 
the  leading  Victor  store  in  that  community. 

George  Witney,  manager  of  C.  J.  Heppe  & 
Son,  has  just  returned  to  the  city  after  making 
a  brief  trip  to  New  Jersey  to  visit  relatives 
over  the  week  end. 

Big  Demand  for  Edison  Machines 

P.  R.  Hawley,  manager  of  the  Girard  Phono- 
graph Co.,  New  Edison  distributor,  reports  that 
he  is  still  having  great  difficulty  in  getting 
enough  machines  to  fill  the  orders  of  his  deal- 
ers, and  that  although  he  secured  a  shipment 
of  nine  carloads  of  machines  last  week,  they 
were  all  gone  within  twenty-four  hours.  Owing 
to  this  demand,  he  says,  he  has  found  it  im- 
practical to  push  the  campaign  for  new  dealers 
that  was  launched  last  month.  He  feels  that 
present  dealers  should  have  their  orders  filled 


Italian  Music  Rolls 

Largest  collection  of  Italian  and  other  foreign 
music  rolls  in  the  United  States.  Cataloea  and 
discounts  on  application. 

UNITED  MUSIC  STOBES 
619  Cherry  Street  Philadelphia,  Pa. 

225  W.  Mnlberry  St.  Baltimore,  Md. 
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before  any  new  dealers  are  sought.  Despite 
this  fact  he  is  continually  receiving  requests 
from  dealers  for  permission  to  handle  the  Edi- 
son line  and  as  a  consequence  more  than  twenty 
dealers  were  added  last  month,  although  no  ef- 
fort was  made  to  get  new  agencies. 

Mr.  Hawley  attended  the  convention  of  the 
Edison  Disc  Jobbers'  Association  last  month 
at  the  Waldorf-Astoria  Hotel  in  New  York 
City,  where  plans  were  made  for  1923.  He  says 
he  found  greater  enthusiasm  than  ever  before 
among  the  Edison  dealers  who  expect  this  year 
will  be  the  best  in  their  experience  and  that 
sales  will  even  pass  the  high  peak  reached  in 
1920.  He  expects  to  add  more  than  100  dealers 
in  this  district  if  he  can  only  get  the  machines, 
and  is  encouraged  by  the  fact  that  the  Edison 
factory  has  consummated  arrangements  to  more 
than  double  its  previous  output. 

Aftermath  of  Radio  Congress 

Although  decidedly  an  innovation,  the  after- 
math of  the  Radio  Congress,  held  by  the  Gen- 
eral Radio  Corp.  in  Philadelphia,  Pa.,  last 
month  has  proved  that  the  enthusiasm  aroused 
by  this  meeting  has  stimulated  business  in  the 


New  Patented  Record  Brush 

Celluloid  top.     Plush  cleaning  surface. 
Fits  the  hand.     Printed  in  colors. 
Emblems,  trade-marks  and  buildings  repro- 
duced. Typographic,  lithographic  and  photo- 
graphic process 

HALF  MILLION  SOLD  LAST  YEAR 
Attractive  proposition  for  distributors 
Send  for  samples  and  full  particulars 

Manufactured  by 

PHILADELPHIA  BADGE  CO. 

942  Market  Street  Philadelphia,  Pa. 


The  stimulating  effect  of  this  Congress  on  the 
radio  business  in  general  among  those  dealers 
attending  highly  repaid  all  those  who  worked 
so  hard  for  its  success,  for  radio  business 
throughout  Pennsylvania  and  surrounding  terri- 
"tory  has  been  very  good.  The  General  Radio 
Corp.,  which  is  a  distributor  for  the  Radio  Cor- 
poration of  America,  reports  that  its  dealers 
are  doing  considerable  business  with  the  Aeriola 


well,  a  display  of  Strand  phonographs  and  Okeli 
records  was  also  made.  The  sales  volumes  of 
both  Strand  machines  and  Okeh  records,  al- 
though already  large,  are  showing  substantial 
increase  as  time  goes  on. 

The  General  Radio  Corp.  has  opened  the  new 
year  well  and  Mr.  Eckhardt  looks  forward  to 
exceptional  business  in  both  the  talking  ma- 
chine and  radio  lines  throughout  1923. 


CHANGES  IN  COLUMBIA  PERSONNEL 

H.  E.  Gardiner  Now  Manager  of  Philadelphia 
Branch — New  Regional  Representatives  Ap- 
pointed— Changes  Provide  for  More  Efficient 
Service  Than  at  Any  Previous  Period 


Banquet  Which  Closed  Radio  Congress  Held  Under  Auspices  of  General  Radio  Corp. 


radio  field  among  dealers  served  by  the  General 
Radio  Corp.  to  a  remarkable  degree. 

The  success  of  this  Congress  and  the  credit 
for  its  far-reaching  effects  must  be  given  to 
Walter  L.  Eckhardt,  president  of  the  corpora- 
tion, and  his  co-workers.  Although  one  of  the 
busiest  men  in  the  Quaker  City,  Mr.  Eckhardt 
gave  his  attention  to  every  detail  entering  into 
the  success  of  the  affair.  Until  a  late  hour  on 
Sunday  evening  he  was  to  be  found  at  the 
Bellevue-Stratford  to  see  that  every  part  of  the 
exceptional  radio  exhibit  was  in  place  when  the 
doors  would  open  next  morning.  On  the  fol- 
lowing day  Mr.  Eckhardt  crowded  a  surprising 
amount  of  accomplishment  into  twelve  hours, 
for  it  was  exactly  11  o'clock  in  the  morning 
when  he  opened  the  Congress  and  exactly  11 
o'clock  at  night  when  the  orchestra  rendered 
the  final  piece  of  the  evening's  program. 

The  final  session  of  the  day  was  a  banquet 
at  which  were  present  many  leading  personages 
in  both  the  radio  and  talking  machine  indus- 
tries. At  the  close  of  a  bounteous  repast  an 
equally  delectable  treat  was  to  be  found  in  the 
inspiring  addresses  of  the  evening. 


line  of  complete  radio  receiving  sets  and  that 
the  demand  for  radio  parts  is  being  satisfac- 
torily met  through  the  Geraco  line,  produced 
by  the  General  Radio  Corp.  The  Music  Master 
horn,  as  a  radio  loud  speaker,  is  also  selling 
very  well.  As  many  of  the  dealers  present  at 
this  Congress  were  talking  machine  dealers  as 


In  conjunction  with  the  recent  announcement 
by  Geo.  W.  Hopkins,  general  sales  manager  of 
the  Columbia  Graphophone  Co.,  relative  to  the 
company's  new  distributing  plans,  another  an- 
nouncement was  made  this  week  in  connection 
with  changes  in  the  personnel.  These  changes, 
effective  March  1,  are  as  follows:  H.  E.  Gard- 
iner, formerly'  manager  of  the  Detroit  branch, 
becomes  manager  of  the  Philadelphia  branch: 
H.  P.  Haring,  formerly  manager  of  the  Buffalo 
branch,  and  A.  B.  Creal,  formerly  manager  of 
the  St.  Louis  branch,  become  regional  repre- 
sentatives, and  R.  J.  Mueller,  formerly  of  the 
Omaha  branch,  becomes  assistant  manager  of 
the  Cleveland  branch. 

In  sending  this  announcement  to  the  Colum- 
bia organization  Mr.  Hopkins  stated  that  it  had 
already  been  demonstrated  that  the  regional 
branches  are  going  to  give  Columbia  dealers 
better  service  than  they  had  ever  received  be- 
fore, and  that  the  entire  organization  has  ex- 
pressed its  approval  of  the  new  plans  for  1923. 


On 

Guard 


Vic  t  or] 


Penn-Victor  Dogs  are  the  best  watchmen  of  Victor 
Welfare  in  the  Home. 

Sold  by  most  Victor  Distributors. 
Write  them  or  us  for  prices. 

Penn  Phonograph  Company 


913  Arch  Street 
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CO-OPERATION  REDUCES  CREDIT  LOSS,  SAYS  ECKHARDT 

Clearing  House  for  Credit  Information  at  Disposal  of  Merchants  Essential  in  Curbing  Activities  of 
"Credit  Bandits,"  According  to  President  W.  L.  Eckhardt,  of  General  Radio  Corp. 


Philadelphia,  Pa.,  Alarch  8. — The  time  is  past 
when  men  in  business  can  refuse  to  co-operate 
with  their  fellowmen  in  similar  lines,  for  such 
a  lack  of  joint  effort  brings  about  an  economic 
waste  and  a  harm  not  only  to  their  own  in- 
terests, but  to  those  of  the  entire  community 
as  weli,  according  to  Walter  L.  Eckhardt,  presi- 
dent of  the  General  Radio  Corp.  and  chairman 


of  the  Retail  Merchants'  Committee  of  the 
Philadelphia  Chamber  of  Commerce. 

"The  men  and  the  women  who  sell  direct  to 
the  consumers  have  been  like  so  many  thou- 
sands of  individual  units,  and  each  has  gone 
on  along  in  his  or  her  own  way,  totally  inde- 
pendent of  any  of  the  others.  As  a  result  of 
this  there  grew  up  in  the  community  an  abuse 


Sing  a  Song  o1  Bubble  Books 

A  Pocket  full  of  Profits 

Children  adore  Bubble  Books — the  tiny  records  that  sing  all  their 
loved,  familiar  nursery  rhymes  and  jolly  games — the  singing  books 
that  bring  them  entertainment  for  hours  at  a  time. 

But  it's  really  the  mothers  who  most  appreciate  an  introduction  to 
Bubble  Books.  They  are  always  grateful  when  told  about  the  "books 


that  sing"  to  keep  young  minds 
occupied  and  happy. 

Be  the  first  to  introduce  Bubble 
Books  to  a  mother,  and  her 
children's  urgings  will  lead  her 
to  your  store,  fourteen  times, 
or  until  they  own  all  fourteen 
Bubble  Books.  You'll  be  kept 
busy  refilling  your  Bubble 
Book  stand,  and  pocketing  the 
profits ! 


B^iBBLE  Books 

"that  Sing" 

Retail  at  $1.00  a  hook  with  three  records 

By  RALPH  MAYHEW  and  BURGES  JOHNSON  '^t7a''cL\'e 
When  you  sell  one  you  sell  a  habit  and  when  you  sell  a  habit  you're  building  business. 

HARPER  &  BROS.,  Bubble  Book  Division 


Established  1817 


Franklin  Square 


New  York  City 


wliich  has  been  a  drain  upon  retail  business 
and  a  charge  upon  the  community  and  public. 

"This  was  the  entry  of  the  'credit  bandit' 
into  the  picture.  The  'credit  bandit'  is  an  in- 
dividual who  seeks  and  obtains  credit  from 
retailers  and  then  fails  to  meet  his  or  her 
financial  obligations  to  creditors. 

"In  the  strict  sense  of  the  word,  the  'credit 
bandit'  is  not  a  well-intentioned  person  who 
has  simply  fallen  upon  hard  times,  for  there 
are  thousands  of  these,  and  they  will  pay  their 
obligations  when  they  are  able  to  do  so,  and, 
although  the  retailer  may  have  to  wait  for  his 
money  in  some  instances,  he  does  not  lose  it. 

"But  the  'credit  bandit'  is  one  who  operates 
in  this  manner  by  intention  and  design;  in  many 
cases  he  lives  largely  on  what  he  can  get  from 
the  retailer  without  cost  to  himself. 

"Now,  such  an  individual  never  could  have 
got  his  grip  set  so  deeply  in  the  pockets  of 
the  retail  merchants  if  the  latter  had  had  co- 
operation in  the  past.  This  individual  invari- 
ably maintains  one  or  two  good  accounts  with 
reputable  establishments.  Then  he  goes  to  a 
score  or  more  of  other  establishments  and 
opens  accounts  with  each  of  them,  giving  the 
names  of  the  two  or  three  houses  with  which 
he  has  a  credit  record  in  good  standing.  The 
books  of  these  firms  show  always  that  he  has 
paid  his  bills  promptly  and  that,  so  far  as 
they  are  aware,  his  credit  is  perfectly  good. 

"An  investigation  of  these  accounts  which  he 
gives  as  his  reference  invariably  shows  him  to 
be  a  good  credit  risk.  Then,  after  the  new  firms 
grant  him  credit,  he  proceeds  to  mulct  them  all 
of  large  sums. 

"The  proper  method  of  operation  to  stop 
such  wholesale  frauds  would  have  been  for  all 
the  stores  to  have  been  in  such  close  co-opera- 
tion that  the  credit  records  of  all  would  have 
been  available  for  the  others.  This  was  our 
central  thought  two  years  ago,  and  we  pro- 
ceeded earnestly  to  put  under  way  a  central 
clearing  house  for  retail  credit  information. 

"After  a  great  deal  of  missionary  work,  we 
feel  that  the  merchants  are  now  beginning  to 
see  the  light  and  to  realize  the  importance  of 
such  co-operation.  Large  groups  of  retail  mer- 
chants are  now  joining  the  bureau  and  clearing 
all  their  credit  information  through  it. 

"The  method  of  operations,  as  we  have  now 
devised  it,  consists  of  establishing  the  credit 
records  of  all  retailers  in  card  index  system  in 
the  chamber  building.  Direct  wire  connections 
are  maintained  with  all  merchants  who  take 
this  service,  so  that  they  can  obtain  their  in- 
formation practically  instantly. 

"Under  this  plan,  suppose  that  a  'credit  bandit' 
enters  a  Chestnut  street  store  and  asks  for  a 
line  of  credit,  glibly  telling  the  credit  man  that 
he  can  refer  to  certain  houses  for  information 
as  to  his  standing  and  giving  their  names. 

"But  the  credit  man  at  the  store  where  the 
credit  is  asked,  instead  of  calling  the  firms 
inentioned,  calls  the  Retail  Credit  Bureau. 
Within  one  minute  he  is  able  to  say  to  the 
applicant  for  an  account:  'Yes,  your  credit  is 
good  with  the  firms  which  you  mentioned,  but 
how  about  these  other  firms  to  which  you  owe 
hundreds  of  dollars?' 

"When  I  say  that  millions  of  dollars  are 
yearly  taken  from  the  pockets  of  the  retail 
merchants  by  persons  who  operate  in  this  man- 
ner, the  value  to  the  merchant  of  such  a  burden 
can  be  immediately  appreciated;  and  when  it  is 
further  pointed  out  that  these  losses  are  gener- 
ally absorbed  in  the  cost  of  the  articles  to  the 
consumers,  the  saving  to  the  public  can  also 
be  appreciated." 
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THIS  IS  THE  LAST  CALL 

If  you  want  to  deliver  your  message  to  an  then  you  want  your  advertisement  to  appear 
international  audience  consisting  of  the  in  the  1923  edition  of  the  TALKING 
buyers  of  the  talking  machine  industry— if  iVIACHINE  WORLD  TRADE  DIREC- 
you  want  to  keep  your  message  before  this  TORY — the  standard  reference  and  hand- 
all-important  audience  with  its  tremen-  book  of  the  industry  it  covers.  Make  your 
dous  buying  power  throughout  the  year —  reservation  today. 
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PORTLAND,  ORE. 


Prosperity  on  the  ff'ay,  Says  Banker — Business  Grows  Steadily 
— Many  Concerns  Improve  and  Expand — Month's  Trade  Chancres 


Portland,  Ore.,  March  5. — In  spite  of  a  heavy 
snowstorm  hitting  Portland  and  tying  up  busi- 
ness tighter  than  a  drum  for  over  a  week,  busi- 
ness for  the  past  month  was  way  over  that  for 
a  similar  period  of  last  year  and  optimism  pre- 
vails among  the  music  dealers. 

Emery  Olmstead,  president  of  the  North- 
western National  Bank,  who  returned  this  week 
from  a  visit  to  New  York,  Chicago,  Philadel- 
phia and  other  Eastern  cities,  says:  "If  there 
is  a  man  from  the  pessimistic  ranks  who  clings 
to  beliefs  that  business  conditions  are  unim- 
proved and  that  the  financial  structure  of  the 
country  is  still  going  to  the  'bow-wows'  let  him 
make  a  trip  over  the  United  States  and  visit 
those  centers  of  production  and  financial  ac- 
tivity that  are  indicative  of  the  status  of  the 
whole.  Everywhere  I  went  I  saw  much  build- 
ing in  progress.  This,  of  course,  means  much 
to  Oregon  with  its  large  number  of  lumber 
mills." 

All  such  reports  are  of  intense  interest  to 
the  music  dealers,  for  when  lumber  is  moving 
in  the  Pacific  Northwest  business  "booms." 

Mr.  Davis,  district  manager  of  the  Brunswick 
phonograph  division,  says,  "Brunswick  phono- 
graph prospects  for  1923  are  showing  a  marked 
increase  over  1922  business,  and  throughout  the 
entire  territory  one  meets  with  many  favorable 
expressions  from  dealers  pertaining  to  indus- 
trial conditions  in  their  territory  and  every 
condition  points  forward  to  a  remarkable  Bruns- 
wick year.  The  new  Brunswick  record  release 
plan  in  which  Brunswick  records  are  released 
every  day  is  meeting  with  approval." 

A  new  agreement  has  been  made  between  the 
wholesale  department  and  the  dealers  handling 
the  Brunswick  line  to  the  extent  that  all  dealers 
in  the  city  and  in  the  Portland  territory  have 
agreed  to  charge  interest  on  every  Brunswick 
phonograph  sold. 

G.  E.  Corson,  an  exclusive  Brunswick  dealer 
of  The  Dalles,  Ore.,  has  purchased  the  E.  M. 
Thompson  Music  Store  at  Bend,  Ore.,  and  in- 
tends to  run  this  store  in  conjunction  with  The 
Dalles  store. 

Jack  Price,  who  has  been  representing  the 
Wiley  B.  Allen  Co.  in  Centralia  territory  for 
some  time,  has  taken  charge  of  the  Wiley  B. 
Allen  Co.  branch  in  Centralia. 

The  Paulsen  Pharmacy,  of  Raymond,  Wash., 
has  opened  a  branch  store  at  Pe  Ell,  Wash. 

Seth  Laraway,  owner  of  the  Laraway  Music 
House  in  Eugene,  Ore.,  reports  a  very  large 
volume  of  phonograph  sales  during  the  month 
of  December  and  reports  a  50  per  cent  increase 
in  sales  volume  in  1923  over  the  same  period 
in  1922. 

Elmer  Hunt,  wholesale  manager  of  Sherman, 
Clay  &  Co.,  reports  excellent  business  and  says, 
"Dealers  are  ordering  heavily  on  our  new  flat- 
top Victrolas,  Nos.  215  and  220,  and  from  all 
indications  these  models  are  going  to  prove  the 
best  put  out  by  our  company  for  some  time. 
We  are  receiving  more  orders  for  both  models 
than  any  other  two  models  we  have  ever  car- 
ried before." 

W.  L.  Brown,  who  made  an  extended  trip 
down  through  the  southern  part  of  Oregon 
recently,  reports  dealers  everywhere  in  the  ter- 
ritory as  more  optimistic  than  they  have  been 


for  two  years.  Several  new  Victor  dealers 
signed  up  during  the  past  month,  among  whom 
are  the  Schneider  Music  Store,  of  Myrtle  Point, 
Ore.,  E.  J.  Schneider,  proprietor,  who  has  a 
new  complete  music  store  and  will  carry  only 
Victrolas;  the  Umpqua  Drug  Co.,  of  Reedsport, 
Ore.  W.  A.  Burdick,  Rexall  Druggist,  proprie- 
tor, will  handle  Victrolas  only  and  anticipates 
good  business. 

L.  E.  Heyne  Music  Store,  of  Lebanon,  Ore., 
also  has  added  the  Victor  line  to  his  stock. 

George  Steelhammer,  druggist  of  Silverton, 
Ore.,  and  Victor  dealer,  visited  the  Portland 
wholesale  department  the  past  month.  Another 
visitor  to  call  on  Mr.  Hunt  was  Thomas  Young, 
druggist,  of  Pendleton,  Ore.,  Victor  and  Bruns- 
wick dealer,  who  was  in  Portland  on  his  honey- 
moon. 

Among  the  prominent  artists  to  visit  Port- 
land in  February  were  Rachmaninoff,  Russian 
pianist,  and  Josef  Hofmann,  pianist,  Brunswick 
artist;  Paul  Althouse,  tenor,  Edison  artist,  and 
Florence  Eastori,  soprano,  Brunswick  artist. 

A  Victrola  was  purchased  from  Sherman, 
Clay  &  Co.  recently  for  the  Multnomah  Ama- 
teur Athletic  Club  for  use  in  the  gymnasium 
work  of  the  institution.  Professor  Mauthe, 
physical  instructor,  who  has  nearly  1,000  pupils 
in  his  classes,  has  a  regular  pianist  for  his 
class  work  but  uses  the  Victrola  for  "inspira- 
tion" in  building  new  dance  steps  and  exercises 
between  classes.  Professor  Mauthe  says:  "I 
find  the  Victrola  and  the  wonderful  Victor  rec- 
ords at  my  command  indispensable  for  my  work. 
I  work  out  many  of  my  exercises  with  the  aid 
of  the  Victrola  and  the  Victor  records." 

The  ■  phonograph  department  of  the  Powers 
Furniture  Store  has  been  redecorated  and  the 
booths  made  most  attractive.  The  walls  are 
soft  gray  and  a  beautiful  effect  has  been  ac- 
complished by  overglazing  the  panels  with 
lavender.  Gold  and  peacock  blue  have  been 
used  discriminatingly  to  give  a  touch  of  color 
to  the  rooms.  P.  J.  Heintz,  manager,  announces 
discontinuing  the"  Brunswick  line.  Stock  on 
hand  was  turned  back  to  the  company,  as  the 
policy  of  the  Powers  Furniture  Co.  is  to  charge 
no  interest  on  goods  sold,  which  did  not  meet 
with  the  new  policy  of  the  Brunswick  Co. 

The  phonograph  department  of  Lipman, 
Wolfe  &  Co.,  selling  the  Sonora,  Brunswick  and 
Steger  phonographs,  report  good  business  for 
February  and  say  the  demand  for  Sonora  con- 
sole models  exceeds  their  supply  and  many  un- 
filled orders  are  on  hand  at  the  present  time 

The  Bush  &  Lane  Piano  Co.  announces  Feb- 
ruary business  the  biggest  in  the  history  of 
the  establishment  and  J.  H.  Gallagher,  man- 
ager, says:  "The  Bush  &  Lane  phonograph, 
Victrola  and  Columbia  Grafonola  and  Victor 
and  Columbia  records  did  their  share  toward 
making  a  record  month." 

The  Music  Shop,  354  Yamhill  street,  L.  A. 
Willard  and  Bert  Guisness,  proprietors,  has 
been  given  the  Cheney  agency  by  the  G.  F. 
Johnson  Piano  Co.  Carl  Jones,  representative 
of  the  Cheney  for  this  company,  reports  good 
business. 

The  G.  F.  Johnson  Co.  has  secured  the  Ore- 
gon agency  for  the  Swanson  portable  and  re- 
ports sales  so  good  that  the  original  order  with 


Radio  and  phonograph  com- 
bined in  the  LYRADION— 
your  customers  will  prefer 
this  line 


Lyradion  Italian  Renaissance 

Combination  radio  and  phonograph.  A  beautiful 
hand-carved  cabinet  in  polychrome  finish  for  large 
homes  and  clubs.  Wired  for  Westinghouse  "set" 
or  complete  with  Lyradion  5  stage  non-regenera- 
tive set.  All  instruments  and  batteries  completely 
housed. 

Radio  enthusiasts  are  expressing  their  pref- 
erence for  the  Lyradion  line  of  attractively 
housed  radio  sets  in  no  uncertain  terms. 
While  the  lady  of  the  house  has  tolerated 
the  old  method  of  placing  batteries  and  sets 
on  the  library  table  and  floors  as  a  matter 
of  necessity  m  the  past,  she  is  now  demand- 
ing the  attractive  Lyradion  combination 
radio  and  phonograph  completely  housing 
instruments  and  batteries  and  offering  dual 
and  perpetual  entertainment  features.  Be- 
sides these  attractive  cabinets  harmonize 
with  the  furnishings  of  the  modest  as  well 
as  the  most  luxurious  home  surroundings. 

The  wonderful  Seabrook  amplifying  horn 
used  on  all  models  is  responsible  for  the  re- 
markable reproducing  qualities  of  Lyradion 
instruments.  This  horn  employs  entirely 
new  principles  of  sound  reproduction  which 
are  fully  protected  by  basic  U.  S.  patents. 

Lyradion  cabinets  can  be  furnished  wired 
complete  for  Westinghouse  two-stage  R.  C. 
sets  or  with  Lyradion  five-stage  non-re- 
generative receiving  sets. 

Territory  is  being  rapidly  allotted — dealers  or 
jobbers  should  write  or  wire  immediately  for 
proposition. 

Lyradion  Manufacturing  Co. 
Mishawaka,  Indiana 

KENTON  W.  MIX,  Director 


the  factory  for  this  machine  has  been  doubled. 

James  A.  Stitt,  Western  Coast  representative 
of  the  Hallet  &  Davis  Co.,  spent  several  days 
at  the  Reed-French  Piano  Co.'s  store,  Portland 
representative  of  the  Hallet  &  Davis  line,  while 
en  route  home  to  California  after  a  visit  to  the 
factory  in  Boston. 


The  firm  of  Harmon  &  Mains,  109  West 
Munroe  street,  South  Bend,  Ind.,  is  featuring 
Odeon  and  Fonotipia  records  with  good  effect. 
A  vigorous  drive  on  both  these  records  has  been 
inaugurated. 


PHONOGRAPHS 


RECORDS 


For  Portland 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

46-48  Fifth  St.  A.  R.  McKinley,  Branch  Mgr. 
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J.  NEWCOMB  BLACKMAN'S  TRIP  THROUGH  WEST  INDIES 

Well-known  Victor  Wholesaler  of  New  York  and  Family  on  Cruise  Through  Southern  Seas  Takes 
Occasion  to  Study  the  Existing  Business  Conditions 


J.  Newconib  Blackman,  president  of  the 
Rlackman  Talking  Machine  Co.,  New  York, 
\'ictor  wholesaler,  returned  to  New  York  a  few 
weeks  ago,  after  spending  four  weeks  on  a 
cruise  through  the  West  Indies  and  other  in- 


Victor  line  in  the  Panama  Canal  zone  and 
among  the  West  Indies  is  much  better  than  I 
had  anticipated,  although,  of  course,  the  mer- 
chants in  these  countries  do  not  compare  very 
favorably    with    our    own    American  retailers. 


est  nations  have  not  yet  solved  the  problems 
affecting  international  relations,  one  will  easily 
understand  why  sales  must  be  curtailed  until  a 
general  improvement  in  world  affairs  is  ap- 
parent. The  Victor,  however,  is  more  than  hold- 
ing its  own,  well  represented  hy  comparison 
with  all  merchandise,  and  in  the  hands  of  the 
better  type  of  dealers." 

Mr.  Blackman,  accompanied  b}'  Louis  Buehn, 
head  of  the  Louis  Buehn  Co.,  Philadelphia,  Pa., 
Victor  wholesaler,  spent  about  ten  days  the 
early  part  of  March  on  a  business  trip  through 
the  South.  During  the  course  of  this  trip  they 
called  upon  French  Nestor,  head  of  the  French 
Nestor  Co.,  Jacksonville,  Fla.,  Victor  wholesaler, 
and  it  is  rumored  that  M.r.  Buehn  performed 
seme  interesting  feats  on  the  Southern  golf 
courses. 


PITTSBURGH  EDISON  DEALERS  MEET 


Conference  of  Retailers  in  Pittsburgh  Zone  to 
Be  Held  on  March  14 


(1) Semi-finals  Deck  Tennis,  J.  Newcomb  Blackman,  Runner-up;  (2)  Mr.  and  Mrs.  Blackman,  John  Reynolds,  Jr.,  and 
Miss  Bettj'  Hamilton:    (3)   In  the  Sugar  Cane  at  the  Barbados;    (4)    On   the   Isle   of  Trinidad;    (5)    The   Beach  at 

St.  Pierre — the  "Ruined  Citv" 


teresting  points.  Accompanied  by  Airs.  Black- 
man  and  several  personal  friends,  he  sailed  on 
the  S.  S.  "Megantic,"  of  the  White  Star  Line, 
and  during  the  course  of  their  trip  visited  Hav- 
ana, Santiago,  Kingston,  Jamaica,  Colon,  Pan- 
ama, the  Panama  Canal,  Caracas,  Venezuela, 
Port  of  Spain,  Barbados,  Martinique,  St. 
Thomas,  San  Juan  and  the  Bahamas. 

Although  this  trip  was  primarily  a  pleasure 
■jaunt,  Mr.  Blackman  found  time  to  closely  ob- 
serve general  business  conditions  wherever  he 
visited  and,  in  a  chat  with  The  World,  com- 
mented as  follows  upon  Victor  activities  in  these 
far-distant  points:    "The  representation  of  the 


\\  hen  1  found  that  the  onh-  noticeable  repre- 
sentation at  all  in  the  talking  machine  business 
was  the  Victor  and  that  it  was  above  the  aver- 
age, compared  with  all  merchandise  sold  and 
displayed,  I  was  not  only  pleased  but  very  much 
surprised. 

"Cuba  is  slowly,  but  surely,  recovering  from 
her  condition  of  bankruptcy  and  there  is  a  gen- 
eral feeling  of  optimism.  In  the  West  Indies 
business  is  poor  and  the  attitude  of  the  mer- 
chants in  a  tropical  country  is  always  passive, 
compared  with  those  in  a  colder  climate.  When 
you  add  to  this  the  uncertainty  of  the  future, 
emphasized  by  the  fact  that  the  world's'  great- 


PiTTSBURGH,  Pa.,  Alarch  8. — A  meeting  of  the 
Edison  phonograph  dealers  of  the  Pittsburgh 
zone  wi  11  be  held  at  the  Fort  Pitt  Hotel  Wednes- 
day, March  14,  at  10  a.  m.  and  2  p.  m.  In  the 
evening  there  will  be  a  dinner,  followed  by 
dancing.  Arrangements  for  the  affair  are  being 
made  by  the  Buehn  Phonograph  Co.,  Edison 
distributor.  N.  W.  Russler,  of  Cumberland, 
Md.,  is  president  of  the  Association  and  will 
preside  at  the  business  sessions,  when  impor- 
tant matters  will  come  up. 


BONDS  READY  FOR  DISTRIBUTION 


In  accordance  with  its  plan  of  reorganization 
the  Pathe  Phonograph  &  Radio  Corp.,  Brook- 
lyn, N.  Y.,  is  issuing  its  income  bonds  to  those 
creditors  who  fill  in  a  claim  made  out  in  proper 
form  and  approved  by  the  special  Master.  It  is 
stated  that  the  bonds  are  now  ready  for  dis- 
tribution. 


The  Wonder  Instrument 


PONT  JUMP  UP  and  RUN 

A  BROOKS  REPEATING 
PHONOGRAPH 

Plays  and  repeats  automatically  any  make 
of  record  any  desired  number  of  times,  then 
stops  automatically  with  the  tone  arm  sus- 
pended in  the  air 

Write  today  for  literature  covering  upright 
and  console  models  and  dealers'  discount 

THE  BROOKS  COMPANY 


Saginaw 


Michigan 
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Phonograph  Men  Find  f/ie  Display  ette 
a  Great  Aid  in  Record  Sales 


PIN  THIS  COUPON  ORDER  BLANK 
TO  YOUR  LETTERHEAD 


Consolidated  Talking  Machine  Co., 
229  West  Washington  St.,  Chicago. 

Please  send  us  Displayettes  as  follows: 

Per  Per 

Quantity    No.     Finish                      Gross  Dozen 

  104    Black                         $25.00  $2.50 

  103    Nickel  Lustre               25.00  2.50 

  101    Silver  Plated                30.00  3.00 

  102    Bronze                        30.00  3.00 


For  displaying  phonograph  records  the  Displayette  has  no 
equal.  It  combines  the  attractiveness  of  the  artist's  easel 
with  the  scientific  principles  of  correct  display. 

This  it  does  by  giving  a  maximum  display  to  the  record  and 
exposing  a  minimum  of  fixture. 

Because  of  the  adjustable  feature  of  the  stand,  records  may 
be  tilted  at  any  desired  angle.  The  window  shopper,  the 
prospective  customer,  reads  the  titles  readily — and,  in- 
fluenced by  the  general  attractiveness  of  the  display,  is 
induced  to  buy. 

The  Displayette,  an  all-metal  stand,  is  made  in  four  different 
finishes.  Staunchly  constructed,  durable,  and  rich  in  ap- 
pearance, the  Displayette  will  serve  you  for  years. 

For  your  convenience  we  attach  a  coupon  order  blank. 

Order  a  dozen  for  your  next  window  display  now. 


DISPLAYETTE 

CONSOLIDATED 
TALKING  MACHINE  CO. 

229  West  Washington  St.,  Chicago 

2957  Gratiot  Ave.,  Detroit 
1121  Nicollet  Ave.,  Minneapolis 


(Sign  Here) 


DISTRIBUTORS"- Write  for  our  attractive 
jobbing  proposition 
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Cry-in^  for  you,  cry-in^ 


or  you.   Heart bro-ken lone-Someand blue, ■ 


CKHNGroRWU 


ANEW  BALLAD 

By  the  Writers  of  Why  Should  I  Cry  Overlfou? 


ANNOUNCE  NEW  EMERSON  ARTISTS 

Anton  Lada's  Louisiana  Orchestra  Again  to 
Record  for  the  Emerson  Co. — Famous  for 
Distinctive  Type  of  Jazz  Music 


there  and  acquired  his  knowledge  of  "synco- 
pated jazz"  in  the  environment  of  its  origination 
and  his  orchestra  had  made  it  popular  in  the 


The  Emerson  Phonograph  Co.  announces  the 
re-signing  of  Anton  Lada's  Louisiana  Orchestra 
to  record  exclusively  for  that  company.  There 
is  a  certain  amount  of  sentiment  attached  to 
Mr.  Lada  and  his  orchestra  again  recording 
for  the  Emerson  Co.,  as  Mr.  Lada's  Louisiana 
Five  made  their  first  recordings  for  this  com- 
pan}'.  Those  recordings  sprang  into  vogue  al- 
most over  night  and  from  the  very  first  these 
"syncopated  jazz"  recordings,  as  Mr.  Lada 
terms  his  type  of  jazz  music,  became  one  of 
the  big  hits  of  that  day,  which  was  about  six- 
years  ago. 

Since  that  time  Mr.  Lada  has  been  under  an 
exclusive  recording  contract  with  one  of  tlie 
largest  talking  machine  companies  and  it  was 
only  recently,  at  the  expiration  of  this  con- 
tract, that  the  Emerson  Co.  was  able  to  again 
obtain  the  exclusive  services  of  this  wonder- 
fully popular  orchestra. 

It  is  well  known  that  there  is  a  typical 
rhythm  in  Mr.  Lada's  music  which  is  distinctly 
noticeable  and  markedly  different  from  other 
orchestras.  Mr.  Lada  says  that  this  is  due  to 
the  fact  that  he  follows  the  distinct  Southern 
style  in  the  interpretation  of  the  popular  hits. 
Mr.  Lada  was  born  in  the  South,  studied  music 


Anton  Lada's  Louisiana  Orchestra 


cring  the  largest  cities  in  the  Middle  West, 
West  and  Southern  States.  Announcements  of 
the  itinerarj'  of  his  orchestra  will  be  forwarded 

to  the  dealers  at  a 
later  date  so  that 
they  can  stage  a 
tie-up  with  the  con- 
certs. 

"Some  of  Mr.  La- 
da's recent  record- 
ings," the  Emerson 
Co.  states,  "are  un- 
doubtedly the  finest 
he  has  ever  made 
and  are  the  result  of 
a  long  and  mature 
experience  in  his 
chosen  field  of  mu- 
sic. He  takes  much 
pride  in  the  fact  that 
he  is  one  of  the  orig- 
inal orchestra  lead- 
e  r  s  ,  probably  t  h  e 
first,  to  introduce 
this  type  of  music  in 
the  North."  . 


largest  restaurants  of  New  Orleans  before  New 
York  ever  heard  it. 

The  Emerson  Co.  announces  that  Mr.  Lada 
will  soon  complete  his  engagement  at  one  of 
the  largest  restaurants  in  New  York  and  will, 
as  has  been  his  custom  for  years,  take  his 
orchestra  on  tour  throughout  the  country,  cov- 


"//  Is  the  Little  Foxes  That  Spoil  the  Vines 


Well  fitted,  beautiful  accessories  on  your  Cabinet  are  just 
another  mark  of  the  general  Excellence  of  Your  Phono- 
graph. 

The  Standard  of  your  whole  machine  is  easily  lowered  by 
a  faulty  stop  or  a  sagging  hinge. 

An  Automatic  Stop  made  of  finely  tempered  steel — hand 
rubbed  and  individually  tested — becomes  a  vital  part  of 
your  machine.    It  cannot  fail  because  it  is  alive. 

Sample  for  inspection  and  test  sent  on  request 

Sherburne  Manufacturing  Company 


LARGER  QUARTERS  FOR  NYACCO 

New  York  Album  &  Card  Co.  Secures  Addi- 
tional Space  in  Gotham  Quarters 

The  New  York  Album  &  Card  Co.,  manufac- 
turer of  the  Nyacco  record  album,  has  taken 
possession  of  the  additional  loft  leased  in  its 
building  at  23-25  Lispenard  street.  Max  Wil- 
linger,  president  of  the  company,  reports  that 
the  album  demand  is  keeping  up  and  that  pro- 
duction in  both  the  New  York  and  Chicago  fac- 
tories is  large. 

"The  Nyacco  line  of  talking  machine  record 
albums,"  stated  Mr.  Willinger,  "does  not  consist 
of  one  model  of  album,  as  some  people  might 
suppose,  but  instead  provides  the  widest  range 
of  selection  to  be  found  in  the  album  field.  It 
is  now  possible  to  obtain  in  the  Nyacco  line 
both  the  lowest  priced  album  in  the  market  and 
the  highest  priced  as  well,  with  an  intermediate 
range  of  prices  and  models.  W^e  have  found, 
in  our  many  years  of  experience  in  this  field, 
that  giving  the  trade  what  it  wants  is  a  good 
policy  and  in  adhering  to  this  principle  we  have 
constantly  widened  the  scope  of  the  line  of  al- 
bums which  we  manufacture." 


m       PHILLIPS  PHONO  PARTS  POPULAR 


952  Penobscot  Building 


Detroit,  Michigan 


WiW 


William  Phillips,  president  of  the  William 
Phillips  Phono  Parts  Corp.,  New  York  City,  re- 
ports that  the  demand  for  tone  arms  and  repro- 
ducers continues  well  and  looks  for  the  steady 
continuance  of  good  business  throughout  1923. 
The  No.  1  tone  arm  is  one  of  the  most  popu- 
lar numbers  in  the  Phillips  line  and  orders  for 
this  constitute  a  large  proportion  of  those  re- 
ceived. The  many  repeat  orders  being  received 
by  the  company-  are  ample  proof  of  the  growing 
popularity  of  this  line. 
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Hhe  Qreatest  Value  in  the 
lafkino  Machine  LOorfd 


nhe  Greatest  Vafue  in  Johhinq  Service  in  the  Countn/ 

NEWYORK       ,  CHICAGO 

TALKING  JvlACHINE  G!  P„.l^f  TALKING  MACHINE  CS 
511  Wesf  5 7th  Street  12  NorthMichidanAve 

VictorlOholesalersExclusivelu 
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Western  Division  of  The  World,  Chicago,  III.,  Mar.  8,  1923. 

The  columns  of  our  Chicago  and  other  mid- West  correspondence 
disclose  the  fact  that  business  is  cjuite  generally  brisk  and  that  the 
outlook,  superficially  at  any  rate,  is  very  good  for 
an  uninterrupted  activity  during  the  Spring  and 
early  Summer.  But  it  is  necessary  to  take  with 
some  caution  all  happy  predictions.    A  just  cor- 


Food 

for 

Thought 


rective  to  excessive  optimism  is  contained  in  the  recently  released 
comparative  figures  of  grain  and  commodity  prices.  During  each 
year,  from  the  outbreak  of  the  European  war  until  1919,  the  prices 
received  by  the  farmer  for  his  produce  kept  fairly  well  in  step  with 
the  prices  of  the  commodities  he  bought.  But  with  the  breaking  of 
the  great  boom  in  1920  there  came  a  fall  much  more  disastrous  on 
the  one  side  than  on  the  other,  bad  as  it  was  in  both  cases.  Grain 
prices  tumbled  from  $2.50  to  75  cents  and  less.  For  the  first  time  in 
many  years  the  purchasing  power  of  the  farmer  was  both  absolute!}- 
and  relatively  diminished,  to  an  extent  which  can  only  be  called 
dangerous.  Now,  as  we  of  the  Middle  West  know  only  too  well, 
the  prosperity  of  the  farmer  is  the  prosperity  of  the  community. 
There  are  no  indications  of  any  sharp  recovery  of  grain  pi'ices,  and 
so  we  are  led  to  conclude  that  until  such  recovery  has  taken  place 
there  will  be  an  element  in  the  national  economy  which  will  prevent 
the  music  industries  from  reaping  the  rewards  to  which  they  are 
justly  entitled.  To  put  it  very  bluntly,  when  the  farmer  is  not  able 
to  buy,  the  whole  commufiity,  including  the  music  industries, 
suffer  in  proportion.  ■  Prosperity  of  agriculture  is  the  prosperity 
of  the  community.  To  aid  in  the  recovery  of  this  prosperity  is 
therefore  the  paramount  task  of  the  business  world.  And  those  who 
are  best  entitled  to  know  tell  us  that  the  only  way  lies  overseas ;  that 
foreign  trade  relations  must  again  be  f)pened  up,  and  the  agricul- 
tural surplus  of  the  countr}'  be  sent  to  where  it  is  needed,  and  where 
now  it  cannot  go  because  of  the  financial  chaos  and  the  impossil)le 
condition  of  foreign  exchanges.    These  will  have  to  l)e  stabilized. 


The  death  of  Frederick  Durive  Hall_  removes  from  the  local  indus- 
try an  interesting  and  picturesque  figure,  who  had  a  vast  though 
very  quiet  influence  upon  the  course  of  the  talking 
machine  industry.  His  invention  of  the  fibre  needle 
was  a  very  important  tiling  for  the  talking  machine 
and  has  continued  to  influence  it.    Opinions  differ 


Frederick 

Durive 

Hall 


and  will  continue  to  dift'er  about  needles,  nor  has  the  last  word  been 
said  in  this  matter.  But  it  is  certain  that  the  fibre  needle  opened  up 
a  definitely  new  path  in  the  development  of  reproduction  and  gave 
to  the  talking  machine  new  and  needed  powers  of  refinement  and 
beauty.  The  fibre  needle  owes  its  origin  to  Frederick  Hall,  who  must 
be  written  down  as  one  of  those  who,  striving  to  do  something  to 
improve  a  condition  which  wanted  improvement,  found  himself  able 
to  improve  the  conditions,  to  no  slight  extent,  of  a  whole  industry 
and  to  bring  satisfaction  and  pleasure  to  multitudes. 


The  news  columns  carrA'  the  story  this  month  of  the  expansion  of 
a  Chicago  concern  which  has  had  a  highly  interesting  career.  The 
Consolidated  Talking  Machine  Co.  is  said  to  be 
now  the  largest  mid-West  distributor  of  Okeh  rec- 
ords, a  position  which  was  reached  with  the  open- 
ing of  the  Northwestern  branch  in  Minneapolis. 


Consolidated 

Expands 

Again 


There  are  now  three  Consolidated  distribution  centers — in  Chicago, 
in  Minneapolis  and  in  Detroit.  The  talking  machine  business  is  a 
big  business  and  is  increasing  so  rapidly  that  we  who  are  in  it  often 


cannot  realize  the  rapidity.  But  those  who  remember  the  modest 
beginnings  of  Consolidated  some  years  ago  may  not  unjustly  com- 
pare its  rapid  rise  with  the  career  of  the  great  corporation  for  whose 
records  it  is  a  distributor.  Everyone  knows  how  vast  an  under- 
taking is  the  General  Phonograph  Corp.,  and  there  can  be  little 
doubt  that  its  distributors  face  a  future  without  limit.  To  all  the 
Consolidated  folks,  and  particularly  E.  A.  Fearn,  we  oft'er  congratu- 
lations upon  its  latest  move. 


Prosperous 

Neighborhood 

Stores 


It  is  simply  amazing  how  the  retail  possibilities  of  the  talking  ma- 
chine and  its  records  are  being  exploited  throughout  the  Middle 
West.  The  city  of  Chicago  has  witnessed  during 
the  last  five  years  a  retail  development  which 
would  have  been  thought  inconceivable  before  it 
actually  began.  In  the  newest  districts  talking 
machine  shops  are  opening  up,  fitted  with  the  very  latest  equipment 
of  all  kinds  and  carrying  large  and  handsome  stocks.  These  shops 
apparently  prosper  wherever  they  go,  and  the  only  possible  con- 
clusion to  be  drawn  is  the  conclusion  that  the  people  of  Chicago — 
and  by  inference  of  other  cities — have  come  to  regard  the  talking 
machine  as  a  staple  commodity,  a  necessity  in  the  home,  as  much  to 
be  taken  for  granted  as  a  sewing  machine  or  a  Ford.  That  this  is 
obviously  the  case  speaks  volumes  for  the  hold  which  the-talking 
machine  has  secured  upon  the  affections  of  the  American  people. 
It  is  to  the  advantage  of  everyone  in  the  trade  to  encourage  and 
develop  in  every  way  the  neighborhood  retail  store.  There  cannot 
be  too  many  of  these  local  centers  of  musical  satisfaction,  whether 
it  be  in  Chicago  or  the  smallest  village.  The  talking  machine  to- 
day has  won  a  place  of  the  highest  as  a  developer  of  musical  taste 
and  appreciation.  If  America  ever  becomes  truly  musical  the  talk- 
ing machine  and  its  records  can  justly 
of  credit. 


a_\-  claim  to  a  large  share 


We  have  been  hearing  a  good  deal  latel}-  out  here  about  the  relation 
of  radio  broadcasting  to  the  business  of  advertising.  Exactly  what 
those  in  charge  of  radio  destinies  may  have  in 
mind  is,  of  course,  uncertain,  but  it  is  said  that  an 
attempt  is  being  made  to  utilize  the  broadcasting 
feature  to  promote  commercial  publicity.  Some 


I  A  Danger 

for 

Radio 


talks  which  have  been  heard  recently  from  Chicago  stations  savor 
suspiciously  of  the  commercial,  and  it  is  beginning  to  be  believed 
that  trials  are  to.  be  made  to  see  how  the  radio  fans  will  take  to  the 
idea.  We  imagine  that  the  talking  machine  trade  will  view  the 
prospect  with  mixed  feelings.  Those  who  are  worried  about  the 
influence  of  radio  upon  the  talking  machine  business  may  feel  that 
this  is  one  more  foundation  pillar  for  the  radio  industry  to  rest  on. 
The  wiser  men  will  see  that  in  fact  the  radio  people  are  undertaking 
something  very  dangerous  to  themselves,  which,  if  persisted  in,  is 
likely  to  create  an  unfavorable  opinion  and  to  be  fatal  ultimately  to 
success.  For  if  the  radio  broadcasters  are  going  to  rent  out  their 
stations  for  advertising,  which  will  differ  from  newspaper  publicity 
only  in  being  delivered  orally,  what  will  the  newspapers  think  of 
this  competition?  And  if  the  newspapers  cease  to  provide  the  free 
advertising  and  service  which  they  have  been  giving  to  radio  where 
will  radio  be?  It  is  to  be  hoped  that  the  radio  men  will  be  wise, 
and  we,  who  see  no  harm  whatever  that  they  can  conceivably  do  to 
the  music  industries,  sincerely  hope  that  they  will  discern  the  danger 
in  time  and  steer  away  from  it.  The  radio  business  has  no  business 
with  advertising. 


For  Chicago 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

623-33  S.  Wabash  Ave.  A.  J.  Kendrick,  Gen'l  Sales  Manager 
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BLDG., 209 SOUTH  STATE  ST      TELEPHONE  WABASH  5242 


EDWARD  VAN  HARLINGEN 


WILLIAM  BRAID  WHITE 


EUGENE  F.  CAREY 


ARTHUR  E.  NEALY 


A.  SNYDER 


Chicago,  III.,  Alarch  S. — Reports  from  all  sec- 
tions of  the  country  obtained  through  both 
wholesale  and  retail  sources  indicate  that  the 
first  quarter  of  1923  will  in  many  instances 
show  activity  surpassing  what  was  accom- 
plished during  the  entire  j'ear  1922.  The  pre- 
diction is  based  on  bookings  already  made  with 
many  manufacturers  for  future  delivery.  The 
retailers  in  turn  are  getting  their  share  of  the 
increase  and  believe  that  there  will  be  no  let-up 
in  their  activities  until  the  Spring  season  is  over. 

The  console  is  still  in  the  lead  and  portables 
are  coming  along  strongly.  Many  of  the  older 
concerns  which  apparently  had  been  lying  dor- 
mant for  the  past  year  or  so  are  now  showing 
signs  of  revival,  and  manufacturers  of  talking 
machine  parts  say  there  is  every  evidence  of 
many  new  concerns  coming  into  the  market 
this  year.  Moreover,  these  supply  men  are  of 
the  opinion  that  the  newcomers  will  invest  large 
amounts  of  capital  and  will  put  only  high-grade 
machines  on  the  market.  It  is  now  certain 
that  the  inferior  goods  are  a  thing  of  the  past 
and  that  anyone  who  attempts  to  produce  them 
will  be  merely  wasting  money.  While  it  is 
true  great  numbers  of  poorly  made  cabinets  are 
still  floating  around,  it  looks  as  though  these 
will  continue  to  float  ad  infinitum.  In  other 
words,  though  they  are  all  dressed  up,  they 
have  no  place  to  go,  and  it  seems  there  is 
nothing  left  for  them  but  to  dry  up  and  die. 
There  was  a  time  when  the  trade  thought  that 
the  radio  manufacturers  would  use  these  cab- 
inets, but  even  radio  men  refuse  to  take  such 
a  chance. 

At  present  there  is  a  lot  of  comment  throughr 


out  the  Chicago  trade  concerning  the  housing 
situation  and  what  effect  it  will  have  on  busi- 
ness in  general.  Building  has  been  very  active 
and  many  new  houses  and  apartments  are  being 
put  up.  It  is  also  known  that  there  are  more 
vacant  apartments  and  houses  in  Chicago  to- 
day than  there  have  been  for  over  four  years, 
which  fact  of  itself  leads  many  business  men 
to  believe  that  rents  will  come  down.  On  the 
other  hand,  real  estate  men  -  say  thai  if  any 
change  in  rents  is  made  it  will  be  an  increase 
rather  than  a  decrease.  Then  from  another 
source  comes  a  prediction  of  the  building  con- 
tractors who  say  that  as  long  as  labor  and 
materials,  and  particularly  labor,  continues  to 
demand  such  high  wages,  this  in  itself  will  have 
a  tendency  to  keep  rents  at  the  present  level. 

Anyway  the  fact  remains  that  labor  is  gen- 
erously employed  at  unprecedented  wages,  and 
this  means  the  circulation  of  a  great  deal  of 
money  for  buying  such  necessities  as  music  in 
the  home.  And  what  supplies  this  need  more 
satisfyingly  than  the  modern  talking  machine 
and  records  of  the  music  of  the  masters  and 
the  popular  hits  of  the  day?  While  high  rents 
are  a  major  consideration  it  is  cheering  an}'- 
way  to  know  that  there  will  be  apartments  and 
houses  in  abundance,  which,  according  to  the 
law  of  supply  and  demand,  must  develop  a 
downward  tendency  in  the  matter  of  rents.  As 
far  as  the  retail  trade  is  concerned  the  main 
consideration  is  that  every  new  home  means  a 
new  talking  machine,  or,  at  least,  it  should,  if 
the  dealers  are  working  intelligently. 

Thomas  Piano  Co.  Concentrates 

The  Thomas  Piano  Co.,  of  this  city,  has  dis- 


posed of  its  store,  located  at  4323  Alihvaukee 
avenue,  but  is  concentrating  all  activities  in  its 
remaining  place  of  business.  The  store  in  which 
the  Thomas  Piano  Co.  will  continue  its  busi- 
ness is  at  4328  Milwaukee  avenue,  which  was 
recently  remodeled  and  is  to  be  made  into  one 
of  the  most  elaborate  retail  establishments  in 
the  Portage  Park  section  of  the  city.  The 
company  is  concentrating  on  the  Cheney  talk- 
ing machine  and  since  the  reopening  of  the 
remodeled  store  has  enjoyed  a  very  satisfactory 
volume  of  business. 

Getting  Out  Window  Displays 
Tlie  Plall  Mfg.  Co.  is  contemplating  the  pro- 
duction of  extensive  window  displays  for  the 
purpose  of  showing  talking  machine  users  some 
of  the  details  concerned  in  the  manufacture  of 
the  fibre  needle.  On  several  occasions  in  the 
past  this  plan  was  put  in  execution  at  inter- 
vals, for  the  purpose  of  trying  out  the  effect 
of  these  displays.  The  desired  results  were 
obtained  to  such  a  degree  that  the  company  has 
practically  decided  to  make  these  window  dis- 
plays a  permanent  part  of  its  service.  It 
has  therefore  secured  the  services  of  a  high- 
grade  decorative  artist  who  is  getting  up  a  num- 
ber of  designs.  This  week  A.  N.  Hansen,  a 
retail  Victor  dealer,  located  at  4032  Milwaukee 
avenue,  placed  a  fibre  needle  display  in  his 
window  and  augmented  the  display  by  means 
of  a  group  of  Hawaiian  musicians.  The  display 
consists  of  a  number  of  bamboo  poles  in  their 
original  state,  with  samples  of  the  bamboo  fibre 
as  it  goes  through  its  various  cuttings  and 
processes  until  the  finished  product  is  reached. 
(Continued  on  page  106) 


IT  PAYS  TO  PUSH 

HALL  FIBRE  NEEDLES 

The  oMo  needle  that  makes  tone — that  cannot  possibly  injure 
the  record — is  naturally  a  necessary  accessory  of  the  TALK- 
ING 3IACHINE  BISINKSS.  YOl'  NEEIl  HAL.L  FIBRE 
NEEDLES  in  your  business  to  give  satisfactory  service  to  your 
customers. 


HALL  MANUFACTURING  CO. 

Successors  to  B  &  H  FIBRE  MFG.  CO. 

33-35  W.  Kinzie  St.  Chicago,  111. 


Date. 

Jobber's  Name 
Address 

Gentlemen: — Please  forward  via. 

.CARTONS  COMBINATION  HALL  FIBRE  NEEDLES 
25  pkg.  No.  1—50  pkg.  No.  5. 

.CARTONS  NO.  5  PACKAGES  HALL  FIBRE  NEEDLES 
100  pkg.  in  carton. 

.CARTONS  NO.  1  PACKAGES  HALL  FIBRE  NEEDLES 
SO  pkg.  in  carton. 

DEALER'S  NAME  

ADDRESS    
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The  idea  is  further  carried  out  by  means  of 
large  pliotographs,  which  illustrate  how  the 
bamboo  is  grown,  packed  and  shipped. 

Much  Excitement  for  a  Time 

During  the  month  of  February  the  Tonofone 
Co.  of  Chicago  was  not  only  exceptionally  busy 
keeping  up  with  demand,  but  on  the  side  it 
had  a  little  excitement.  For  example,  the  head 
of  the  company,  Miss  E.  E.  Powell,  was  over- 
come by  an  attack  of  "fiumonia,"  which  kept  her 
in  bed  for  over  a  week  and  during  this  time  a 
band  of  safe  crackers  went  through  the  building 
wherein  the  Tonofone  Co.  is  located  and  opened 
every  safe  in  the  building.  The  Tonofone  Co. 
came  m  for  its  full  share  of  the  activities 
of  the  yeggs,  who  sledged  the  combination  ofif 
the  Tonofone  strong  box.  A  few  nights  after 
this  a  millinery  concern  on  the  top  floor  caught 
fire  and  the  fire  department  pumped  so  much 
water  into  the  building  that  much  of  the  other 
tenants'  property  was  damaged  extensively. 
However,  in  this  case  the  Tonofone  Co.  was 
fortunate  in  that  very  little  damage  was  done 
to  its  holdings. 

Open  Grafonola  Departments 

The  American  Home  Outfitters  at  3916  Lin- 
coln avenue  have  installed  a  music  department 
in  their  place  of  business  and  will  carry  Colum- 
bia machines  and  records  exclusively.  Seven 
large  and  roomy  hearing  rooms  have  already 
been  laid  out  with  tasteful  color  effects  in 
ivory  finish. 

Columbia  Artists  Appear 

The  stages  of  several  Chicago  tliealres  were 
graced  this  past  month  by  the  appearance  of 
a  number  of  well-known  Columbia  artists. 
Among  the  more  prominent  is  Eddie  Cantor, 
who  has  been  appearing  at  the  Apollo  Theatre 
in  his  musical  comedy,  "Make  It  Snappy," 
which  has  delighted  thousands  of  theatregoers. 
His  presence  has  had  a  tremendous  influence 
on  the  sales  of  Columbia  records,  and  dealers 
are  reporting  a  considerable  increase  in  sales. 


because  of  his  latest  releases,  "Sophie,"  "How 
You  Gonna'  Keep  Your  Mind  on  Dancing," 
"Joe  Is  Here,"  "He  Loves  It." 

Over  at  the  Palace  Music  Hall  were  two 
headliners,'  Va^i  and  Schencky  -who  appeared 
during  the  week  of  February  18.  During  their 
stay- at  Chicago  they  entertained  the  Piano  Club 
at  the  Illinois  Athletic  Club  noonday  luncheon. 

Up  in  Milwaukee,  our  sizable  "suburb,"  Ted 
Lewis  and  his  Greenwich  Village  Follies  Or- 
chestra enjoyed  one  of  the  most  successful  runs 
of  the  city  at  the  Davidson  Theatre.  Columbia 
dealers  throughout  that  city  tied  up  to  Lewis' 
appearance  with  window  displays,  advertise- 
ments in  local  newspapers,  etc. 

Robert  Porter,  field  sales  manager  of  the 
Columbia  Grafonola  Co.,  was  a  visitor  to  the 
Chicago  branch  durmg  the  month.  His  presence 
called  for  a  meeting  of  the  local  sales  force, 
when  sales  ideas,  plans  and  campaigns  were 
discussed  and  outlined.  Mr.  Porter  was  pleased 
with  the  recent  business  increase  shown 
throughout  the  Mid-West  during  the  past  sixty 
days. 

Gives  Series  of  Music  Talks 

A  most  constructive  piece  of  work  in  the 
music  world  was  started  recently  by  the  Junior 
Red  Cross  and  is  being  carried  on  by  Albert 
Franciscus  under  the  auspices  of  this  organiza- 
tion in  the  shape  of  music  talks  to  bedridden 
ex-service  men,  illustrating  these  talks  with  his 
rare  collection  of  talking  machine  records.  Mr. 
Franciscus  has  always  been  interested  in  the 
promotion  of  music  and  when  he  suddenly  lost 
his  eyesight  music  became  his  solace.  The 
Junior  Red  Cross  asked  Mr.  Franciscus  to  give 
some  little  talks  to  the  stricken  ex-service  men 
at  the  contract  hospitals,  which  work  he  has 
taken  up  with  great  success. 

In  his  first  talk  to  the  bedridden  men  he  took 
them  on  a  "Hearing  Europe"  trip,  in  which 
they  visited  many  countries.  The  soldiers  were 
so   delighted   that   they   begged   him    to  come 


again.  He  told  them  the  story  of  "La  Traviata" 
and  let  them  hear  the  greatest  stars  by  repro- 
ducing them  on  phonograph  records.  He  has 
classified  his  700  phonograph  records,  and  is  giv- 
ing a  series  of  talks  on  music,  beginning  with 
278  B.C.  and  coming  down  to  modern  com- 
posers. In  addition  to  giving  these  talks  to  ex- 
soldiers,  he  has  engagements  with  women's 
clubs,  church  societies,  and  neighborhood 
groups,  and  at  the  same  time  he  is  earning  his 
living  he  is  giving  the  people  a  better  appre- 
ciation of  music  in  a  most  effective  manner. 

Wolf  Drug  Store  Adds  Victor  Line 

A  talking  machine  and  record  department  was 
recently  opened  by  the  Wolf  Drug  Store,  lo- 
cated at  Wabash  avenue  and  Van  Buren  street. 
The  department  occupies  the  basement  of  the 
building,  which  houses  the  Wolf  business.  Ac- 
tuelle  records  and  several  lines  of  talking  ma- 
chines are  handled. 

"Helpful  Comments"  Appears 

The  publicity  department  of  Brunswick- 
Balke-Collender  Co.  has  discontinued  the  use 
of  its  large  monthly  record  folder  and  in  its 
place  is  putting  out  a  little  leaflet  which  it  is 
calling  "Helpful  Comments."  These  little  leaf- 
lets are  put  out  with  a  view  to  tying  up  with 
the  daily  releases  of  Brunswick  records  and  each 
contains  a  little  outline  pertaining  to  some 
Brunswick  record.  To  illustrate,  let  us  take 
the  leaflet  which  goes  with  Brunswick  record 
No,  2389,  which  carries  two  fox-trots,  "Falling" 
and  "Bees  Knees."  Following  the  number  of 
the  record  and  the  names  of  the  pieces  on  the 
leaflet  are  paragraphs  giving  an  idea  of  what 
the  record  contains.  The  publicity  department 
believes  that  the  dealer  receiving  these  little 
comments  will  be  in  a  better  position  to  render 
greater  service  to  his  trade. 

.'\nother  little  sales  help  being  put  out  by  the 
Brunswick    publicity    department    is    a  folder 
called  "Little  Talks  on  Retailing."    So  that  the 
iC untinucd  on  page  108) 
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Magnola  Style  Louis  XVI 


'Built  by  tone  specialists" 

IN  ITS  SEVENTH  YEAR 
OF  STEADY  SUCCESS 

4  Cabinet  Styles: 

Mahogany,  Walnut  and  Oak  Finishes. 

Patented    Tone-Deflecting  System: 

Unsurpassed  Workmanship. 

Vertical  Record  Filing: 

Mechanical  and  Acoustic  Equipment  Be- 
yond Criticism. 

Write  for  our  Revised  Wholesale  Prices 

Magnola  Talking  Machine  Company 

OTTO  SCHULZ.  President 

711  Milwaukee  Avenue  Chicago 
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Our  New  No.  16  ORO-TONE  Concert  Arm 

Automatically  Adjusts  Weight  on  Needle 
0-lE  Concert  Reproducer 


^^^N  this  new  Oro- 
Tone  Concert 
Arm,  we  have  suc- 
cessfully   solved  the 

weight  problem.  By  siniply 
turning  the  reproducer  to 
play  either  lateral  or  verti- 
cal cut  records,  the  weight 
i>  automatically  adjusted, 
the  needle  is  centered  and  the 
correct  angle  is  secured  for 
playing  the  record. 

There  are  no  adjustments 
to  make;  nothing  to  get 
out  of  order;  a  simple 

turn  of  the  hand  and  the 
Oro-Tone  No.  16  will  play 
any  record  you  wish — Edi- 
son, Victor,  Columbia, 
Brunswick,  or  an}"  other. 

Further,  because  of  the 
correct  weight  adjust- 
ment and  the  perfect  cen- 
tering feature,  Edison  records 
can  be  played  with  the  ordi- 
nary fibre  needle.  You  get 
the  rich  Edison  tone  quality 
with  splendid  volume  and  no 
surface  noises.  Also  the  re- 
producer will  not  coast  to 
the  center  when  the  record 
is  played  through. 


Note  the  perfect  needle  center  in  playing 
either  lateral  or  vertical  cut  records,  due  to 
the  automatic  adjusting  feature.  See  dotted 
lines. 


Sample  Sent  on  Approval 

You  owe  it  to  yourself  and  to  your  business  to  hear  the  deep, 
rich,  mellow,  yet  powerful  tone  of  this  new  Oro-Tone  Concert 

Arm  and  Reproducer.  The  con- 
struction is  scientific  and  the 
operation  guaranteed  perfect. 

Tone  Arm  is  adjustable  in  length 
from  lYx  in.  to  9^  in. 

Tone  Arm  is  adjustable  in  height 
from  3-9/16  in.  to  4^  in. 

Manufactured  in  Canada  under  the 
trade  name,  Oro-Tone  Banfield, 
By  W.  H.  Banfield  &  Sons,  Ltd.. 
Toronto,  Canada 


Illustrating  the  reproducer  at 
rest  when  thrown  back  in  the 
Edison  position.  All  repro- 
ducers filled  with  clear  mica,  or 
our  special  Oro-Tone  indestruc- 
tible diaphragms. 


Sectional  Oro-Tone  Construction 


No.  Ifi — Base.  Xo.  13 — Larg-e  Elbow.  Xo.  3 — 
Adjustable  length  extension.  31 — Screw  for  ad- 
jusllngr  height  of  Tone  Arms.  L — Ball-bearing-, 
insuring  extremely  sensitive  swing  to  Tone  Arm. 
S — Fixed  stud  in  Large  Elbow.  E — Stop  screw 
for  swing  or  arc  of  Arm.  This  screw  also  holds 
Base  to  Large  Elbow. 


1000-1010 
GEORGE  ST. 


CHICAGO, 
ILLINOIS 
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readers  of  The  World  may  have  a  clearer  view 
of  what  these  talks  are,  we  are  taking  the  liberty 
to  quote  a  few  paragraphs  herewith: 

"Put  a  smile  in  your  voice.  Don't  let  your 
face  be  muscle-bound.  'The  Voice  With  the 
Smile  Wins.'  Know  your  goods  and  show  that 
you  know  them.  Tell  the  exact  truth  in  speak- 
ing of  any  article's  genera!  merit.  Your  words 
will  ring  true.  You  will  sell  goods.  It  pays  to 
make  friends  of  the  tiny  tots  whose  faces  peer 
at  you  above  the  counter  top.  One  can  never 
tell  about  the  shabby  stranger  who  comes  in 
for  a  nickel's  worth  of  this  or  that.  It  pays 
to  make  courteous  service  the  invariable  rule. 
Show  enthusiasm  for  the  goods  j'ou  sell.  Point 
out  the  advantages  of  owning  the  article — the 
disadvantages  of  being  without  it.  Use  words 
that  appeal  to  the  senses,  rather  than  the  reason. 
Point  out  the  fullness,  roundness,  mellowness 
of  tone  in  your  phonographs — the  clarity,  under- 
standableness  and  perfect  reproduction  in  each 
record — the  fine  craftsmanship,  unusual  design 


in  each  cabinet.  Make  use  of  the  manufactur- 
er's literature,  window  streamers,,  pamphlets, 
circulars,  inserts,  etc.  They  are  prepared  at  con- 
siderable expense  to  carry  a  profitable  sales 
message  to  your  customers  and  prospective 
patrons. 

New  Vocalion  Store  Opens 

A  new  shop  which  retails  the  VocaHon  line 
of  talking  machines  and  Red  records  exclusively 
has  been  opened  by  J.  H.  Bueschler  at  2322  W. 
Madison  street.  Prior  to  the  opening  of  this 
store  Mr.  Bueschler  opened  one  on  Lincoln 
avenue,  but  gave  this  up  several  months  ago 
in  order  to  open  up  in  a  more  modern  location. 
Besides  carrying  the  Red  record  line  he  will 
carry  the  line  of  player-pianos  and  Melodee 
music  rolls. 

Mr.  Bueschler  is  one  of  the  old-time  mer- 
chants in  Chicago,  having  first  associated  him- 
self with  the  trade  in  this  city  something  over 
twenty-five  years  ago.  The  new  store  at  pres- 
ent has  two  hearing  rooms  open  and  arrange- 


Live  Dealers 

who  have  the  foresight  and  ability  to  tie  uj) 
with  our  national  advertising,  which  is  appearing 
in  all  leading  women's  magazines,  are  enjoying 
a  harvest  season  on  sales  of 

WALLACE 

^RECORDS 

Remember  that  every  sale  is  $15.00  and 
carries  whh  it  a  profit  of  S6.00  or  more.  Phono- 
graph department  managers  in  department  stores 
are  particularly  urged  to  get  the  details  of  our 
special  sales  promotion  plan.  Write  me  today 
before  you  forget. 

W.  C.  ECKHARDT,  Sales  Manager 

Wallace  Institute 


630  S.  Wabash  Ave.,  Chicago 


62  Albert  St.,  Winnipeg,  Canada 


ments  have  been  made  for  the  addition  of 
a  number  of  others. 

New  Incorporation 
The  K.  &  L.  Mfg.  Co.,  of  2656  Elston  ave- 
nue, Chicago,  was  recently  incorporated  for 
$10,000.  The  purpose  of  the  company  is  to 
manufacture  and  sell  talking  machine  record- 
filing  cases.  The  incorporators  named  are  V. 
Kolby,  F.  Lindeman,  A.  Lindeman  and  Frank 
Kolby. 

Paul  Biese  and  His  Orchestra  to  Broadcast 
One  of  the  latest  of  the  talking  machine  in- 
dustry's celebrated  artists  to  become  a  broad- 
caster is  none  other  than  Paul  Biese  x)f  Colum- 
bia fame,  who  with  his  orchestra  will,  at  an 
early  date,  begin  broadcasting  from,  the  marine 
dining  room  of  the  Edgewater  Beach  Hotel, 
one  of  Chicago's  famous  hostelries  on  the  North 
Shore,  which  is  now  being  equipped  with  a 
broadcasting  station — one  of  the  finest  in  the 
country.  It  is  being  erected  in  the  northeast 
wing  on  the  main  floor  of  the  hotel  and  when 
completed  will  be  entirely  encased  in  triple- 
plate  glass  with  four-inch  air  space  between 
each  layer  of  glass.  This  is  so  that  the  public 
may  see  the  broadcasting  operations  from  each 
angle  of  the  wing,  as  well  as  from  the  prom- 
enade in  front  of  the  hotel.  The  operator  him- 
self, with  all  his  instruments,  will  also  be  en- 
closed in  a  triangular  glass  compartment  where 
he  will  have  a  full  view  not  only  of  the  station, 
but  also  the  orchestra  and  its  leader.  The 
station  will  be  known  as  the  Edgewater  Beach 
Crj-stal  Studio  and  connections  with  it  will  be 
made  from  the  marine  dining  room,  where 
Biese  and  his  orchestra  pla}'.  The  orchestra 
will  also  broadcast  in  the  Summer  from  the 
outside  pavilion.  The  station  is  being  in- 
stalled by  the  Chicago  Radio  Laboratory,  build- 
ers of  the  celebrated  Zenith  Receiving  Sets. 
The  work  is  under  the  personal  supervision  of 
Ralph  H.  Townsend,  of  the  Brunswick-Balke- 
Collender  Co. 

One  of  the  striking  features  now  being  car- 
ried out  by  the  Drake  Hotel  broadcasting  sta- 
tion will  be  put  into  effect  at  the  new  Edge- 


Paul  Biese  and  His  Edgewater  Beach  Orchestra 

water  station.  This  is  to  announce  the  name 
of  the  number  being  played  both  before  and 
after  its  broadcasting.  This  idea  was  suggested 
by  Eugene  F.  McDonald,  Jr.,  of  the  Chicago 
Radio  Laboratory  and,  though  at  first  it  ap- 
pears insignificant,  the  repetition  of  the  name 
of  the  number  both  before  and  after  rendition 
is  proving  to  have  a  remarkable  influence  in 
stimulating  retail  buN'ing. 

There  is  a  movement  on  foot  at  present,  due 
10  the  activities  of  Mr.  McDonald,  to  have  all 
broadcasting  stations  carry  out  this  plan,  for 
it  is  now  realized  that  when  a  piece  of  music 
is  played  to  hundreds  and  thousands  of  listeners, 
and  the  number  is  announced  only  beforehand, 
some  of  the  listeners  pay  no  attention  to  the 
announcement.  So  then  their  interest  is  aroused 
and  they  have  no  way  of  finding  the  name  of 
the  number  unless  the  announcement  is  re- 
peated at  the  close  of  the  rendition.  This  little 
stunt  not  only  helps  the  listeners,  but  helps  the 
talking  machine  dealer,  as  this  thing  shows  great 
promise  of  tying  up  not  only  the  listener  of 
broadcastings,  but  the  music  dealer  as  well. 
Lyradion  Broadcasting  Display 

Rothschild  &  Co.,  one  of  the  big  loop  de- 
partment stores  in  Chicago,  has  a  very  attrac- 
tive display  in  one  of  its  State  street  windows 
showing  in  miniature  one  of  Cliicago's  largest 
broadcasting  stations.  The  window  is  fitted  out 
with  a  piano,  in  front  of  which  is  seated  the 
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wax  figure  of  a  woman  singing  into  a  trans- 
mitting device  of  the  broadcasting  instrument. 
The  transmitting  set  in  detail  is  attractively 
iaid  out  on  a  large  table  and  over  to  one  side 
very  prominently  displayed  is  a  large  period 
model  Lyradion  receiving  set.  The  cabinet  of 
this  instrument  is  a  beautifully  hand-carved 
piece  of  workmanship  wired  with  a  Lyradion 
five-stage  non-regenerative  equipment.  The 
instrument  is  cased  in  a  console  of  period  de- 
sign. Radio  enthusiasts  gathered  about  the 
window  are  frequently  heard  to  express  favor- 
able opinions  concerning  this  instrument. 
The  Passing  of  Frederick  D.  Hall 
During  the  month  of  February  the  trade  lost 
one  of  its  best-known  men,  Frederick  Durive 
Hall,  originator  and  inventor  of  the  world-re- 
nowned Hall  fibre  needle.  Ever  a  lover  of  good 
music,  Mr.  Hall  had  a  desire  to  get  the  best 
there  was  in  a  record,  and  he  felt  that  the  only 
way  was  by  means  of  a  proper  needle.  Witli 
this  in  mind  he  set  about  years  ago  to  develop 
a  material  which  would  give  music  lovers  ex- 
actly what  they  wanted.  At  that  time  he  was 
in  the  real  estate  contracting  business  and  he 
spent  only  his  leisure  hours  in  developing 
needles. 

He  experimented  many  years  and  used  every 
conceivable  kind  of  material  in  order  to  bring- 
out  the  proper  needle.  One  night  while  work- 
ing in  his  little  basement  shop  he  noticed  a  bam- 
boo fishing  pole  and  this  gave  him  the  idea.  He 
proceeded  to  cut  up  the  pole  and  gradually 
evolved  various  shaped  fibre  needles.  After  try- 
ing them  all,  he  selected  one;  and  from  this  all 
fibre  needles  have  since  been  modeled.  The 
next  step  was  to  make  a  little  investigation  of 
bamboo  fibre  in  order  to  get  the  best  possible 
kind.  In  this  he  was  helped  tremendously  by 
a  Chinese  laundry  man  whom  he  knew  on  West 
Madison  St.  It  happened  that  the  Chinaman 
had  a  large  number  of  pieces  of  different  kinds 
of  bamboo.  Being  friendly  with  Mr.  Hall,  the 
Chinaman  gave  him  these  bamboo  samples,  and 


along  with  each  some  facts  as  to  where  it  was 
grown,  its  age  and  everything  concerning  it. 
From  these  samples  Mr.  Hall  selected  the 
proper  kind  of  bamboo.  The  next  step  was  to 
devise  a  special  lubricating  treatment  and  then 
arrange  some  means  of  manufacturing.  After 
the  formation  of  the  company  an  unforeseen 
obstacle  loomed.  Talking  machines  then  on  the 
market  were  equipped  with  stylus  bars  having 
only  a  round  opening  for  the  reception  of  steel 


Frederick  Durive  Hall 
needles,  whereas  the  fibre  needle  demanded  a 
triangular  opening.  Mr.  Hall,  however,  was  un- 
daunted and  believing  in  his  little  product  he 
set  about  to  sell  the  various  talking  machine 
manufacturers  on  the  same  idea.  After  many 
months  of  hard  labor  he  was  rewarded  for  his 
energy  and  perseverance,  when  some  of  the 
biggest  talking  machine  manufacturers  in  tlie 
world  began  to  produce  sound  boxes  of  which 
the  stylus  bars  contained  triangular  openings 
for  the  reception  of  fibre  needles.    During  the 


many  years  Mr.  Hall  spent  in  making  his  insti- 
tution one  of  the  most  prominent  in  the  talking 
machine  trade  he  never  once  employed  a  direct 
salesman.  He  believed  that  if  he  produced  an 
article  of  merit  and  advertised  it  that  article 
would  sell  itself.  Sooner  or  later  jobbers  all 
over  the  world  recognized  the  merit  of  Mr. 
Hall's  invention  and  ere  long  the  output  of  the 
company  jumped  from  a  few  hundred  thousand 
needles  per  year  into  the  millions.  Mr.  Hall 
continued  as  active  head  of  his  company  until 
May,  1920,  when  he  decided  that  he  had  realized 
his  life-long  ambition  and  would  retire.  The 
B.  &  H.  Fibre  Mfg.  Co.  was  then  reorganized 
and  its  name  was  changed  to  the  Hall  Mfg.  Co. 
The  needle  was  thenceforward  marketed  under 
the  name  of  the  Hall  fibre  needle.  With  the 
reorganization  Mr.  Hall  became  chairman  of 
the  Board  of  Directors,  with  L.  C.  Wiswell, 
president;  Columbus  Healy,  vice-president; 
Marquette  A.  Healy,  secretary,  and  H.  J.  Fid- 
delke,  general  manager. 

Shortly  after  the  reorganization  of  the  com- 
pany Mr.  Hall,  with  his  wife,  made  an  extensive 
tour  of  the  Orient  and  during  the  trip  investi- 
gated the  bamboo  industries  and  made  contracts 
for  high-grade  bamboo  to  be  used  in  the  manu- 
facture of  his  fibre  needles.  He  is  survived  by  his 
widow,  Elizabeth  S.;  son,  Wm.  D.,  and  daughter 
Mrs.  Alice  L.  Wattley.  The  funeral  took  place 
from  his  late  residence  at  821  Michigan  avenue, 
Evanston,  111.,  on  Saturday,  February  17. 

Frederick  Durive  Hall  was  born  in  New 
Orleans  in  the  year  1857  and  so  was  65  when 
he  died.  Although  born  in  this  country,  Mr. 
Hall  spent  his  youth  in  France  and  Belgium. 
Upon  his  return  to  this  country  he  came  to 
Chicago  and  after  a  time  embarked  in  the  real 
estate  contracting  bu'^iness. 

Wholesaler  Seeks  Larger  Quarters 

The  Targ  &  Dinner  Music  Co.,  1457  West 
Chicago  avenue,  Emerson  record  jobber  for  this 
territory,  is  seeking  quarters  in  the  Loop  as  a 
{Coiilinucd  on  j^agc  110) 
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No.  48 

Mahogany  or  Walnut,  Two-tone  Finish 

List  Price,  $120.00 


The  Phonograph  of  Marvelous  Tone 


Another  Vitanola 
in  the  Two-Tone  Finish 

Here  is  illustrated  another  of  the  four  console 
models  at  popular  prices  in  two-tone  finish,  which 
have  been  added  to  the  Vitanola  line. 

The  better  class  of  dealers  in  all  towns,  where  we 
are  not  already  adequately  represented,  are  urged 
to  write  for  prices  and  catalogue  showing  complete 
Vitanola  line  of  upright  and  console  models. 

"It  is  easier  to  sell  the  Vitanola  than  to  compete  with  it" 

Vitanola  Talking  Machine  Co. 

Saginaw,  W.  S.,  Michigan 
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result  of  the  rapid  growth  of  the  business.  In  it  is  a  wholesale  business,  the  location  of  the 
addition  to  the  Emerson  line  the  concern  han-  new  Consolidated  headquarters  is  in  the  heart 
dies  Everybody's  Honest  Quaker  springs  and  of  the  Minneapolis  retail  district, 
parts  and  musical  merchandise.  Samuel  Targ  This  branching  out  on  the  part  of  the  Con- 
and  Solomon  Dinner,  heads  of  the  firm,  are  solidated  Co.  makes  it  now  the  largest  Okeh 
well  known  to  the  retail  trade  in  this  territory,  and  Odeon  distributor  in  the  West.  The  corn- 
having  been  engaged  in  that  branch  of  the  pany  also  maintains  a  branch  in  Detroit,  Mich, 
trade  for  a  number  of  years  prior  to  becoming  Besides  a  full  line  of  Okeh  and  Odeon  records 
wholesalers.  the  main  headquarters  of  Consolidated  as  well 
Jack  Kapp  Has  Some  Memory  as  both  of  its  branches  carries  a  complete  stock 
In  a  recent  article  by  Isaac  F.  ?iIarcosson  on  of  repair  parts  and  attachments  for  all  makes 
a  person's  ability  to  remember  he  brought  out  of  talking  machines.  The  line  of  accessories 
strongly  the  fact  that  what  we  wanted  to  re-  is  complete  in  every  detail  and  anything  sold 
member  should  be  associated  with  something  by  exclusive  talking  machine  dealers  is  ob- 
we  knew  well.  "We  have  one  hundred  and  tainable  from  the  warerooms  of  the  Consol- 
fift}^  dealers  in   Chicago,"  said  Jack  Kapp,  of  idated  Co. 

the  local   Columbia  establishment.     "By  asso-  Brunswick  Announces  Reductions 

ciating  their  addresses   or  telephone  numbers        A.  J.  Kendrick,  general  sales  manager,  phono- 

with  the  numbers  of  the  records,  I  instinctively  graph  division  of  the  Brunswick-Balke  Collender 

remember  that  such  a  man's  telephone  number  Co.,  announces  reductions  in  price  on  several 

is    Canal — 'Onward,    Christian    Soldiers' — 2706.  Brunswick     models     equipped     with  electric 

I.awndale — 'Four  Little  Blackberries' — 2806,  or  motors  as  follows: 

•Old   Irish   Mother   of   Mine'— Archer   Avenue  „   ,  ?A^Jc^^^'  K^!^'^         i7,   .  ■  Ar  * 

Stvle  A\  ith  Spring  Motor  W  ith  Electric  Motor 

293/.     People  often  wonder  how  it  is  possible  117    $225.00  $260.00 

,  ,  ,  ,  .  122    275.00  310.00 

to  nave  several  tliousand  numbers  on  the  tip  127    275.00  ■  310.00 

of  the  tongue,  but  it  comes  very  easilv  after   .•  ;  5?n'nn  ?Q?nn 

^  -'  -  13s  (American  Walnut)...    3:)0.00  385.00 

constant  association  with   the   names  and  the  217    250.00  2SS.00 

,  ,-  ^1  ,    ..  Stratford    300.00  335.00 

numbers  ot  the  records.  Cambridge    350.00  385.00 

Consolidated  Opens  in  Minneapolis  The  reduction  was  made  effective  on  Febru- 

The  month  of  February  has  seen  much  ac-  ary  1  and  it  is  understood  that  it  is  made  re- 

livity  in  the  Consolidated  TaUdng  Machine  Co.'s  gardless  of  the  fact  that  the  Brunswick  factory 

place  of  business  at  227-229  West  Washington  costs  do  not  warrant  it.    The  reason  for  the 

street.    Much  of  the  activity  has  been  due  to  reduction,  as  explained  by  Mr.  Kendrick,  is  to 

the  shipping  of  large  quantities  of  Consolidated  give  Brunswick  dealers  every  possible  assistance 

goods    to    the    new    Minneapolis    distributing  in  making  more  sales. 

branch.  Record-grams  Go  Big 

On  the  first  of  the  month  the  Minneapolis         One  of  the  busiest  men  in  the  Chicago  trade 

Drug    Co.    (Doerr,   Andrews    &    Doerr),    who  these  days  is  Victor  K.  Tremblett,  who  looks 

were  Okeh  and  Odeon  record  distributors  for  after  the  retail  service  department  of  the  Chi- 

that  territory,  turned  over  this  branch  of  their  cago  Talking  Machine  Co.    Although  primarily 

business  to  the   Consolidated   Co.,  which   im-  belonging  to  the  sales  force  of  this  concern, 

med'ateh-  opened  an  exclusive  wholesale  branch  Mr.  Tremblett  also  has  to  do  with  the  advertis- 

;.t  1121  X'collct  a\'enuc.  Minneapolis.    Although  ing  service   gotten  out  by  the  company.  He 


recently  sent  out  a  form  letter  to  Victor  deal- 
ers, advising  them  of  certain  newly  released 
Victor  records,  in  conjunction  with  which  letter 
was  a  small  post-card  got  up  to  represent  a 
telegram.  These  "telegrams"  called  for  a  spe- 
cial imprint  of  the  dealer's  name,  which  he,  in 
turn,  was  requested  to  mail  out  to  his  clientele. 
Many  dealers  responded  to  this  request  and  sent 
in  orders  for  the  "Record-grams,"  and  ere  long 
there  was  quite  a  run  on  this  printed  matter 
in  Mr.  Tremblett's  department.  Many  of  the 
dealers  have  notified  Mr.  Tremblett  that  as  soon 
as  they  sent  out  these  specially  released  Record- 
grams  to  their  trade  they  began  to  enjoy  the 
best  record  business  of  anj'  time  during  a  period 
of  over  two  years. 

Reducing  Contest  in  Nashville  Big  Success 
The  Wallace  Institute  has  just  received  re- 
ports from  the  Castner-Knott  Dry  Goods  Co.,  of 
Nashville,  Tenn.,  about  a  recent  "reducing"  con- 
test  which  was  put  on  by  this  concern  in  its 
talking  machine  department.  This  was  a  co- 
operative affair  launched  between  the  Nashville 
Pioneer,  a  local  daily  newspaper,  and  the  Cast- 
ner-Knott Dry  Goods  store.  The  Nashville 
Banner  offered  a  prize  of  $25  to  the  woman  who 
lost  the  most  weight  within  a  given  time.  This 
was  advertised  in  the  paper  and  the  contests 
were  held  in  the  talking  machine  department  of 
the  dry  goods  company.  The  advertisement 
called  for  four  classes  per  day,  but  the  response 
by  the  women  of  Nashville  was  so  great  that  it 
was  found  necessary  to  put  on  six  classes  of 
one  hour  each,  one  of  which  was  devoted  ex- 
clusively to  business  women  of  the  city.  Each 
class  was  limited  to  fifty  pupils,  the  first  class 
going  on  at  9  a.  ni.  and  the  last  one  going  on 
at  7:30  p.  ni.  The  winner  was  a  housewife  of 
Nashville,  who  lost  something  in  the  neighbor- 
hood of  fourteen  pounds  in  six  days. 

The  business  consummated  by  the  Castner- 
Knott  Dry  Goods  Co.  during  the  period  of  the 
iConiinued  on  /"(igc  112) 


KIMBALL  PHONOGRAPHS 

Appeal  to  Those  Who  Demand  the  Best 

Comparison  will  prove  to  the  dealer  that  the  Kimball  stands 
superior  in  construction  and  in  visible  beauty;  in  TONE  and 
accurate  reproduction  there  is  none  to  excel.  The  Kimball  will 
satisfy  customers  and  produce  ready  sales.  There  is  name  value 
and  prestige  in  selling  the  Kimball. 


Console  and  Upright  Types 
Variety  of  designs 
Wide  range  of  prices 
Reliable  guarantee 

Write  at  once  for  prices  and  terms 

W.  W.  KIMBALL  CO. 


Kimball  Hall 


Established  1857 

306  So.  Wabash  Ave. 
CHICAGO 


Size 


Equipped  with  Album 

35  in.  High 
39  in.  Wide 
23^  in.  Deep 


Manufacturers  of  Phonographs,  Pianos,  Player  Pianos, 
Pipe  Organs;  Distributors  of  OKeh  Records 


Style  M 
Mahogany 


Kimball  Phonographs  Play  ALL  Records 
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New  "UNITED"  Phonograph  Motor 


I 


For  Portable  and  Other  Styles 


Embodies  all  the  fine  features  that  gave 
our  previous  models  so  wide  a  vogue;  but  im- 
proved in  engineering  and  mechanical  details. 

Easy-winding 
Silent-running 
Long-lasting 
Self -protecting 

A  motor  that  stands  more  than  the  usual 
amount  of  punishment,  in  assembling,  pack- 
ing, shipping,  installing  and  daily  use;  avoid- 
ing a  peck  of  trouble  for  both  manufacturers 
and  dealers. 

Mechanism  protected  by  rigid  cast  iron 
housing. 

Capillary  Siphon  Lubricating  system  keeps 
it  automatically  and  permanently  lubricated. 

Ball  bearings  minimize  friction. 

Transmission,  consisting  of  gear,  pinion 
and  worm,  conveys  power  from  spring  to 
table  without  loss,  and  in  complete  silence. 

Built  in  Two  Sizes 

No.  5 — This  motor  is  equipped  with  two 
springs  in  series,  each  spring  10  ft.  long.  It 
plays  two  records  at  one  winding. 


No.  6 — This  motor  is  equipped  with  two 
springs  in  series,  each  spring  14  ft.  long.  It 
plays  three  records  at  one  winding.  With 
each  motor  are  included  three  records  and  one 
regulator,  turntable  stop,  mounting  screws, 
etc. 

All  parts  of  these  models  are  interchange- 
able with  our  present  line. 

Capacity  1200  Motors  A  Day 

No  phonograph  motor  plant  in  the  world 
excels  ours  in  its  equipment  of  precision  ma- 
chinery or  in  the  intelligence  and  expert 
training  of  its  operatives. 

Our  inspection  program  is  extraordinarily 
rigid  and  thorough.  Every  motor  is  tested 
before  packing.  It  must  be  right  or  it  goes 
back  to  the  department  responsible. 

We  Compete  In  Price 

with  any  other  high-class  motor  as  our  manu- 
facturing economies,  due  to  quantity  pro- 
duction by  automatic  machinery,  keep  our 
production  costs  low. 

Manufacturers  are  invited  to  send  for 
sample  machine  for  a  thorough  test  along- 
side any  other  make,  however  expensive. 


UNITED  MANUFACTURING  &  DISTRIBUTING  CO. 


536  Lake  Shore  Drive,  Chicago,  III. 


New  York  Office: 

50  Church  Street 
New  York,  N.  Y. 


San  Francisco  Office: 

709  Mission  Street 
San  Francisco,  Cal. 
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class  was  very  satisfying.  In  all,  something 
like  300  sets  of  records  were  sold  to  the  pupils 
alone,  as  well  as  300  gymnasium  suits. 

Not  only  did  the  Castner-Knott  people  pros- 
per by  the  contest,  but  the  enthusiasm  was  so 
great- that  the  circulation  department  of  the  lo- 
cal daily  newspaper  found  it  necessary  to  get 
additional  help. 

Otto  Heineman  Visits 

Otto  Heineman,  president  of  the  General  Pho- 
nograph Corp.,  and  A.  G.  Bean,  president  of  the 
General  Phonograph  Mfg.  Co.,  of  Elyria,  O., 
were  visitors  to  the  Chicago  trade  last  week. 
Mr.  Heineman  spent  the  best  part  of  the  week 
calling  on  the  Okeh  trade  in  Chicago  in  com- 
pany with  S.  A.  Ribolla,  head  of  the  local  of- 
fice of  the  General  Phonograph  Corp.,  of  Illi- 
nois, and  found  Okeh  dealers  throughout 
this  section  very  optimistic  regarding  talking 
machine  record  business. 

Messrs.  Heineman  and  Ribolla  also  paid  a 
visit  to  the  St.  Louis  trade,  where  they  spent  a 


LOUD!!! 

For  Dancing  and  Band 
Records 

MEDIUM!!! 

(The  Original  Tonofone) 

For  Voice  and  Instrumental 
Records 

BOTH  ARE 


dGtlOFOrUL 


Sufficient  volume  is  now  attain- 
able with  a  quality  only 
TONOFONE  can  give  by  the 
new  loud  Tonofone.  And  at  the 
same  price  and  same  construc- 
tion, but  LOUD. 

TONOFONE  alone  gives  out 
all  that  is  in  the  record.  This  is 
because  of  its  famous  flexible 
resilient  non-scratching  point — 
an  exclusive  feature  of 


4« 


the  best  needle  value  ever 
ofifered  the  trade. 

Write  for  samples  and  particu- 
lars— free. 

THE  TONOFONE  COMPANY 

no  So.  Wabash  Ave.,  CHICAGO,  ILL. 

Inventors  and  Sole  Makers 


Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  if  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


SUCCESSORS 
StanJarJ  TnHtmg  Machtna  Co, 
I'titeJ  Talking  Machin*  Co. 
Harmony  Taliing  Mathint  Co. 
0'Neill'Jam*9  Co. 
Aittina  Co. 

Br.inolies:  29.57  Gratiot  Ave..  Detroit,  Mieh. 


■  High  GradeTalfemQ  Madiines,  Disc  I^oonls, 
TalidngMiicMiie  Supplies,  Etc 

227-229  W.  WASHINGTON  ST.  CHICAGO  ILL. 


]121  Nicollet  Ave..  Minneaoolis.  Minn. 


lew  days  and  then  returned  to  Chicago.  Be- 
fore leaving  for  New  York  Mr.  Heineman  stat- 
ed that  the  business  outlook  for  the  coming 
months  was  especially  bright,  and  that  financial 
conditions  throughout  the  entire  country,  so 
far  as  he  has  been  able  to  learn,  are  far  better 
than  they  have  been. 

Baish  in  New  Position 

H.  C.  Baish,  who  was  formerb'  connected 
with  the  sales  department  of  the  Unit  Construc- 
tion Co.,  is  now  connected  with  the  phonograph 
division  of  the  Brunswick-Balke-Collender  Co. 
and  is  traveling  the  northern  Wisconsin  terri- 
tory for  this  concern. 

Wallace  Institute  Files  Important  Suits 

The  Wallace  Institute  of  this  city,  manufac- 
turers of  the  vvell-known  Wallace  Reducing 
Records,  announces  further  patent  litigation  di- 
rected against  other  mairufacturers  of  talking 
machine  records.  Additional  bills  have  been 
filed  in  the  District  Court  against  the  Chicago 
branch  of  the  Rudolph  Wurlitzer  Co.,  Victor 
dealer,  and  the  Boston  Store,  of  Chicago,  dealer 
in  talking  machine  records. 

The  Wallace  Institute  claims  that  the  trade 
and  public  were  generally  notified  of  the  re- 
ceipt from  the  United  States  Patent  Office,  on 
November  14,  1922,  of  letters  patent  number 
1.435,660  for  educational  appliance.  This  patent 
they  claim  to  be  basic  and  to  cover  all  combi- 
nations of  talking-machine  records  with  instruc- 
tions for  physical  exercises  recorded  thereon 
with  any  sort  of  an  indicator  or  chart  illustrat- 
ing such.  They  claim,  further,  that  anything  of 
this  nature  put  out  by  any  other  company  con- 
stitutes an  infringement  on  their  patent.  They 
will  ask  injunctions  against  the  sale  of  infring- 


ing devices.  The  Wallace  Institute  also  claims 
to  possess  proprietary-  rights  to  the  trade-mark 
"Reducing,"  when  applied  to  talking  machine 
records  under  certificate  of  registration  number 
160,758  of  October  24,  1922. 

Introducing  Displayette 

The  Consolidated  Talking  Alachine  Co.,  of 
this  city,  has  taken  on  a  new  hne  of  merchan- 
dise which  is  known  as  the  Displayette,  a  very 
strong  and  substantial  record  holder,  to  be 
used  b)'  retail  talking  machine  dealers  in 
displaying  records  in  their  places  of  business. 
It  is  an  all-metal  fixture,  which  offers  something 
like  twelve  adjustments  for  the  displaying  of 
records  and  can  be  tipped  at  any  angle  desired 
by  the  user. 

E.  A.  Fearn,  head  of  the  Consolidated  Co., 
has  been  aware  for  a  long  time  that  dealers 
have  been  looking  for  a  device  which  will  stand 
up  and  fill  every  need.  For  many  a  month  now 
he  has  been  working  for  just  such  an  instru- 
ment. He  has  been  fortunate,  recently,  in  com- 
ing across  a  concern  which  makes  what  he 
wanted.  This  is  the  Displayette,  for  which  the 
Consolidated  Co.  has  been  appointed  manufac- 
turer's representative.  Already  the  Chicago 
trade  has  been  canvassed,  and  Mr.  Fearn  re- 
ports tremendous  sales  of  this  new  device. 
"To  Make  America  Musical" 

The  news  of  the  twenty-fifth  anniversary  of 
the  National  Federation  of  Music  Clubs  is  in- 
teresting to  the  trade.  The  Federation  has 
adopted  the  slogan  "To  Make  America  Musical" 
by  organizing  a  music  club  in  every  town  in 
the  countrj'.  So  says  Helen  Harrison  Mills, 
chairman  of  the  national  publicity  committee. 
( Coiitiiiucd  on  page  114) 


piNi&MED  IN  OXIDIZED  COPPER 


F»iEC£  ■( 
TOE»  L,E.»^  A^D 

fa  ce  23*  EAt 


The  Most  Practical  Hinge 
For  High  Grade 
Phonograph  Cases 


Write  for  Prices  and  Samples 


tiO^S,  OUT  Ea.C'-'  COt*f-tR  t?^  &OOttft  U  "IE. 
N^vE-BiCA-ta.  OBPCfe.  Tn^.T  iS>  1-2-3, 
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Mono-Turn 

Victor  Position 


SENSATIONAL 

To  say  the  least,  expresses  our  gratitude  at  the  number  of  replies  to  our  last  month's 
advertisement  announcing  the  release  of 

The  New  BLOOD  MONO-TURN  Tone  Arm 

(A  Typical  Blood  Product) 

Manufacturers  with  few  exceptions  have  sent  in  their  orders  for  Blood  Mono-turn 
Tone  Arms,  the  most  remarkable  improvement  ever  offered  the  trade.  If  you  are  one  of 
the  few  who  have  not  ordered,  do  so  at  once,  and  thereby  protect  YOURSELF,  and 
insure  your  customers'  satisfaction. 

The  Blood  Mono-turn  enables  the  user  to  play  ANY  record  perfectly,  without 
the  slightest  inconvenience — just  a  single  ( Mono)-turn  transforms  a  tone  arm  from  a 
"Victor"  type  to  the  genuine  "Edison"  type,  reproducing  in  full  round  tones  ALL 
makes  of  records. 

Dealers  and  Jobbers!  Place  your  orders  NOW  for  the  Blood  Mono-turn  Edison 
and  Victor  attachments. 

All  Blood  products  are  standardized,  and  fully  protected  by  patents. 

We  always  send  samples  on  memo  charge  for  test  purposes. 

Manufactured  Solely  by  the 

BLOOD  TONE  ARM  CO. 


326  River  Street 


CHICAGO,  ILL. 


The  name  "Blood"  is  being  used  by  unscrupulous  concerns  to  sell  other  makes  of 
tone  arms.   Beware  of  such  imitations. 


Mono-Turn 

Edison  Position 
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SERVICE 


Reliable,  Ready,  Efficient 
attention  to  dealers'  needs. 


Records 


Best  Sellers;  latest  "hits";  Famoiis  Singers  and  In- 
strumentalists ;  Clear  recordings  that  are  a  delight. 

Jf'y'Ue  today 

W.  W.  KIMBALL  CO.,  Wholesale  Distributors 

306  So.  Wabash  Ave.        Kimball  Bldg.  Chicago 


The  movement  .is  to  be  formally  launched  at 
the  biennial  convention  which  will  be  held  at 
Asheville,  N.  C.,  in  June. 

Twenty-five  years  ago  a  few  music  clubs  or- 
ganized the  Federation,  which  now  comprises 
1,400  clubs.  Part  of  the  Federation's  w-ork  is 
to  encourage  young  artists  and  to  support 
American  composers.  The  musical  programs 
will  be  strictly  American  throughout  the  week 
of  the  convention  for  the  first  time  in  the  his- 
tory of  any  musical  organization  in  the  United 
States. 

The  Festival  Symphony  Orchestra,  to  be  di- 
rected by  Henry  Hadle}^  will  be  composed  of 
forty-five  "first  desk"  players  from  some  of  the 
country's  finest  orchestras. 

Mandel  Bros.  Take  on  Reducing  Records 

Mandel  Bros.,  one  of  the  biggest  Loop  depart- 
ment stores  in  Chicago,  have  taken  on  the  Wal- 
lace Reducing  Records,  put  out  by  the  Wallace 
Institute  of  Chicago.  This  concern  has  for 
years  been  a  representative  of  the  Vocalion  line 


Attention  Dealers 
Introducing  the 
COLUMBIAN 
Baby  Grand  Piano 


E.xqiiisite  in  tone  tins  lillle  instrnm=nt  59",\56" 
has  the  volume  of  a  concert  grand.  Elastic  in 
touch,  wonderful  repeating  and  faultless  action. 
Finished  throughout  in  brass.  Beautiful  and  stately 
in  design,  highly  finished  in  mahogany  only.  To- 
gether with  our  line  of  Phonographs  made  in  five 
sizes.  We  have  the  best  ofler  to  the  music  dealers 
today. 


STYLE  4 

Size_  48  inches  high, 
21  inches  wide,  23 
inches  deep.  Cabinet; 
Genuine  mahogany  or 
oak.  Panels  5  ply. 
Motor  plays  4  rec- 
ords with  one  wind- 
ing. 


PORTABLE  PHONOGRAPH 


STYLE  16 

Carries  10  Records 

Compact  enough  to  be  carried  anywhere  and  abso- 
lutely substantial  in  construction.  Its  durability  is 
assured  by  the  use  of  a  double  spring  Heineman 
motor  and  a  tone  arm  with  a  large  powerful  repro- 
ducer.   Universal  plays  all  disc  records. 

EXCEL  PHONOGRAPH  COMPANY 

Manufacturer  8 

400-412  West  Erie  St.  Chicago,  111. 


of  talking  machines  and  Red  records,  and  pos- 
sesses one  of  the  busiest  talking  machine  de- 
partments in  the  Loop  district. 

Lessons  in  Kiln  Drying 

During  the  last  five  years  free  courses  have 
been  given  at  the  Forest  Products  Laboratory', 
Madison,  Wis.,  for  men  of  the  wood-using  in- 
dustries, in  better  methods  of  boxing,  crating, 
gluing  and  kiln  drying.  In  all,  something  over 
532  men  have  taken  these  courses,  among  them 
many  who  occupy  prominent  positions  in  the 
talking  machine  industry. 

Among  the  subjects  studied  are  the  various 
glues,  including  casein,  •  albumin  and  animal; 
the  efTect  of  gluing  conditions  such  as  pressure 
and  temperature  on  strength  of  joints;  relation 
of  moisture  content  of  cut  to  humidity  of  the 
atmosphere;  humidity  control  in  factories;, 
shrinkage  of  cut,  causes  of  warping  in  gluing 
products;  drying  of  plywood;  plywood  con- 
struction, case-hardening  or  honeycombing, 
warping,  cupping  and  collapse,  rate  at  which 
glues  set  in  joints  and  defects  common  in 
gluing. 

Conferences  to  discuss  the  kiln-drying  situa- 
tion at  each  plant  were  also  held.  Lectures  were 
given  on  methods  of  identifying  cuts,  structure 
of  cut,  moisture  content  of  cut,  shrinkage  of  cut, 
warping,  cupping  and  collapse,  case-hardening 
and  honeycombing,  decay  and  durability  of 
wood,  the  efifect  of  kiln  drying  on  strength, 
effect  of  end  drying  and  end  coatings  and 
humidity  control  apparatus. 

A  demonstration  kiln  run,  using  one-inch  air- 
dry  oak,  was  made  for  the  class.  The  moisture 
content  of  the  stock  was  determined  by  weigh- 
ing moisture  samples  at  different  stages  of  the 
drying  and  the  temperature  and  humidity  were 
governed  accordingly.  The  effectiveness  of 
high  humidity  treatment  in  relieving  case- 
hardening  was  demonstrated.  The  value  of  this 
work  to  the  wood-using  industries  in  general 
and  to  the  phonograph  industry  in  particular 
is  simply  inestimable.  Only  those  who  have 
actually  attended  the  classes  can  fully  under- 
stand the  need  for  and  utility  of  this  work. 
Business  men  as  well  as  technical  men  in  every 
industry  which  consumes  wood  in  any  form 
should  be  insistent  upon  continued  and  in-  ■ 
creased  support  by  Congress  of  this  invaluable 
enterprise.  The  laboratory  is  a  branch  of  the 
United  States  Forestry  Service,  which  in  turn 


is  under  the  Department  of  Agriculture.  Its 
services  are  rendered  without  charge  save 
where  co-operative  projects  are  undertaken  be- 
tween the  laboratory  and  some  special  industry. 
Brunswick  "Ad"  Manager  Popular 
The  recent  announcement  by  the  Brunswick- 
Balke-Collender  Co.  of  the  appointment  of  Da- 
vid L.  Miller  as  advertising  manager  of  the 
company  has  brought  hundreds  of  letters  and 


David  L.  Miller 


telegrams   of  congratulations  from  Brunswick 
dealers  throughout  the  country  who  know  Mr. 
Miller  and  the  work  he  previously  accomplished. 
As  an  experienced  talking  machine  publicitj- 
{C ontinued  on  page  117) 


A  Better  Fibre  Needle  Cotter  for  Less  Money 
RETAIL  PRICE  *l  -.22. 


1801-1803  Cornelia  Ave.,     CHICAGO,  ILL, 
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The  Story  of  a  New  and  Better 

PORTABLE  PHONOGRAPH 

The  Oro-Tone 


ERE  it  is,  the  super-excellent  Oro-Tone  Porto- 
Type  Phonograph.  Developed  through  two  years 
of  constant  improvement  in  design,  construction 
and  material.  We  ofifer  it  to  you  now  as  a  ma- 
chine that  is  everything  the  customer  can  desire.  From  the 
serviceable  motor  to  the  indestructible  diaphragm,  every  part 
has  been  selected  to  give  the  utmost  in  attractiveness  of 
design  and  dependability  of  operation. 

A  Remarkable  Achievement  in 
Phonograph  Building 

The  splendid,  rich  volume  of  tone  produced  by  the  ORO- 
TONE  PORTO-TYPE  is  something  never  before  attained 
in  a  portable  machine.  With  over  100  machines  put  out  as  a 
test,  the  commendations  have  been  truly  remarkable.  We 
aimed  first  to  please  the  customer  and,  succeeding  in  this, 
now  offer  a  real  profit-maker  to  every  phonograph  dealer. 
One  of  the  stores  which  first  tested  this  new  Oro-Tone  Porto- 
Type  has  already  placed  reorders  for  fifteen  machines. 


Seven  Big  Points  of  Oro-Tone 
Superiority 

1.  The  tone  quality  and  tone  volume  is  rich  and  full  and  compares 
Well  with  full-sized  machines. 

2.  Plays  ALL  disc  records. 

3.  Has  special  removable  record  filinR-  compartment  that  holds  twelve 
10-inch  records. 

4.  Cabinet  is  neat  and  compact  and  is  also  the  most  substantial  port- 
able cabinet  made. 

5.  The  special  deflector  located  in  the  back  part  of  the  cabinet  gives 
g- eater  volume  and  clearer  tone  quality. 

The   detachable   Rec-  ^-  I'-'i^es  and  hardware  are  of  superior  quality  and  will  last  a  lifetime, 
ord    Filing  Compart- 
ment shown  above  7.  A  .'axed  finishes — choice  of  golden  oak,  mahogany  or  silver  gray — 
holds  one  dozen   10-        r  ■  ■  not  easily  damaged  and  are  easy  to  keep  in  perfect  condition'by 
inch  records.  i  jbbing  with  a  waxed  cloth. 


Ten  Days  FREE 
EXAMINATION 

You  need  not  send  any  money. 
Simply  ask  us  to  send  you  a 
sample  Oro-Tone  Porto-Type  and 
we  will  ship  it  td  }ou  immedi- 
ateh'.  Examine  it — p  u  t  it  to 
every  possible  test — for  ten  days. 
Then  if  you  are  not  satisfied,  just 
return  the  Porto-Type  to  us  and 
you         owe  us  nothing. 

Retail  price  $35.00. 
Usual  discount  to  dealers. 


The  Oro-Tone  Porto-Type  is  especially  adapted  for 
dancing  because  of  its  convenient  portability  and  its 
powerful,  clear  tone  quality. 


THE 
ORO-TONE 
PORTABLE 


Patent  applied  for 


This  illustration  shows  the  powerful  single-spring 
motor,  mounted  in  a  rigid  cast-iron  frame  to  insure 
perfect  alignment  and  withstand  rough  handling.  All 
exposed  parts  are  nickel-plated  to  enhance  appearance 
and  prevent  rusting. 


"Take  your  music  with  you" — the  Oro-Tone  Porto- 
Type  Phonograph  is  light  and  easy  to  carry,  with  no 
danger  of  breaking  records. 


1000-1010 
GEORGE  ST. 


The  Oro-Tone  Co, 

Manufactured  in  Canada  under  the  trade  name  Oro-Tone  Banfield 
By  W.  H.  Banfield,  Ltd.,  Toronto,  Canada 


CHICAGO, 
ILLINOIS 
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"  Superflake"  Graphite  Spring  Lubricant 

For  PHONOGRAPH  MOTORS 

A  carefully  prepared  lubricant  containing 
GRAPHITE  of  the  finest  quality 

Will  not  get  hard,  become  rancid  or  leak 

PACKED  IN  TUBES,  CANS  and  BARRELS  for 
JOBBERS,  DEALERS  and  MANUFACTURERS 

SPECIAL  GRAPHITE  for 

RECORD  MANUFACTURERS 

Superior  Flake  Graphite  Co. 

General  Office.:     76  West  Monroe  St. ,  CHICAGO 
Department  J  Warehouse  in  Chicago 


executive  Mr.  Miller  will  be  in  a  position  to 
give  Brunswick  dealers  exceptional  service  and 
co-operation.  This  service  will  be  especially  de- 
sirable at  the  present  time,  in  view  of  the  mam- 
moth advertising  campaign  being  sponsored  by 
the  Brunswick  organization  in  coimection  with 
the  new  method  of  releasing  Brunswick  records. 
Mr.  Miller's  past  experience  gives  him  an  inti- 
mate knowledge  of  record  merchandising,  which 
will  undoubtedly  be  reflected  in  the  co-operation 
offered  Brunswick  dealers. 

Local  Red  Seal  Publicity  Does  Good 
Quite  a  number  of  retail  Victor  dealers  in 
Chicago  got  together  recently  to  call  the  at- 
tention of  the  public  to  the  fact  that  Victor 
Red  Seal  records  could  be  purchased  at  very 
reasonable  prices.  Years  ago,  before  any  price 
revision  on  these  particular  records  was  made, 
they  sold  at  prices  ranging  from  two  to  seven 
dollars  retail.  At  that  time  the  retail  trade 
here  used  to  do  considerable  advertising  each 
week,  calling-  attention  to  the  Victor  Red  Seal 
records,   and   this   advertising   in    lurn  created 


cjuite  a  bit  of  business.  In  recent  years,  how- 
ever, due  to  the  activities  in  the  record  business 
brought  about  by  quick  releases  of  popular  song 
and  dance  numbers,  many  of  these  dealers  were 
so  busy  taking  care  of  the  popular  trade  that 
they  forgot  to  m.ention  that  a  price  revision  had 
come  into  effect.  Naturally  a  lot  of  music 
lovers  were  still  of  the  impression  that  the 
prices  remained  the  same.  Lately,  however, 
some  of  the  live  members  of  the  trade  realized 
this  and  have  begun  to  call  the  public's  atten- 
tion to  the  fact  that  a  revision  had  been  made 
and  that  the  prices  which  formerly  ranged  from 
two  to  seven  dollars  now  ranged  from  a  dollar 
and  a  quarter  to  three-fifty,  and  that  among  the 
artists  included  in  these  numbers  are  Caruso, 
Farrar,  Ruffo,  Gadski,  Sembrich,  Calve,  Melba 
and  many  others,  as  well  as  duets  and  sextets 
by  all  the  aforementioned  artists.  With  this 
announcement  came  a  tremendous  increase  in 
Red  Seal  business,  and  not  only  did  this  activity 
reflect  on  the  advertisers,  but  the  non-adver- 
tisers felt  the  stimulus  of  increased  Red  Seal 


Victor  record  business  in  equal  proportions. 

Wiswell  Recovers 

Lester  C.  Wiswell,  Jr.,  son  of  L.  C.  Wiswell, 
head  of  the  Victor  department  of  Lyon  & 
Healy,  has  recovered  from  a  recent  attack  of 
appendicitis,  which  confined  him  for  two  weeks 
to  the  St.  Francis  .Hospital  in  Blue  Island.  Last 
reports  coming  from  the  hospital  indicate  that 
Lester,  Jr.,  will  be  sent  home  within  a  few  days. 

While  his  son  was  in  the  hospital  Mr.  Wis- 
well's  daughter,  Ruth,  was  taken  down  with 
scarlet  fever  and  for  a  while  was  desperately 
ill.  However,  at  this  writing,  we  are  glad  to 
report  that  she,  too,  is  well  on  the  way  to  a 
quick  recovery. 

Advertising  Proves  Its  Worth 
Some  recent  news  released  by  the  Victor  Co. 
through  its  jobbers  to  the  retail  trade  has 
stirred  up  quite  a  bit  of  activity  during  the 
last  few  days.  The  news  was  that  beginning 
in  May  two  new  models,  Nos.  105  and  125,  will 
be  available,  which  is  causing  Victor  dealers 
here  to  put  forth  extra  efTorts  so  that  they 
may  have  room  for  the  reception  of  the  new- 
comers. Many  of  these  dealers  are  therefore 
anticipating  their  wants  at  this  early  day  and 
are  sending  in  advance  orders. 

Another  Victor  announcement  which  has 
stirred  up  much  activity  in  the  Chicago  trade 
and  has  caused  dealers  here  to  get  out  and  sell 
more  goods  than  they  have  ever  sold  during 
the  Christmas  rush  was  the  announcement  of 
revised  prices  on  upright  Victrolas.  This  price 
revision  applied  to  Nos.  130  and  120,  which  will 
no  longer  be  manufactured  by  the  Victor  Co. 
These  two  numbers  are  to  be  replaced  by  the 
new  105  and  125,  which  are  similar  in  design, 
but  somewhat  smaller  than  their  predecessors. 

The  new  Victor  flat-tops,  Nos.  215  and  220, 
have  brought  in  many  advance  orders  from  the 
Chicago  trade  and  all  Victor  jobbers  in  this 
section  report  that  when  these  two  instruments 
are  released  in  April  they  will  have  their  hands 
full  in  taking  care  of  the  grand  rush. 

Music  Industries  Convention  Plans  Completed 

A  meeting  of  a  convention  committee  was 
held  at  the  Drake  Hotel  on  March  5,  at  which 
time  appointments  were  made  to  the  various 
committees  and  plans  for  entertainment,  pub- 
licity, etc.,  were  completed.  One  of  the  most 
important  features  of  all  conventions,  that  of 
informing  the  public  of  the  annual  activities  of 
the  music  men  through  the  daily  press,  was 
placed  in  the  hands  of  the  McCutcheon-Gerson 
agency,  which  handled  the  daily  press  publicity 
two  years  ago.  From  now  until  June  4  news 
notes  regarding  the  convention  will  appear  in 
the  press  from  time  to  time. 

Much  is  hoped  from  the  co-operation  of  cer- 
tain railroads,  _  which  have  agreed  to  put  on 
notices  in  their  depots  throughout  the  country 
featuring  the  convention  and  excursion  rates 
thereto.  Publicity  in  connection  with  the  Na- 
tional Music  Merchants'  Association  will  not 
be  handled  from  Chicago,  either  through  the 
McCutcheon-Gerson  agency  or  the  trade  press 
committee,  but  through  the  Music  Industries 
Chamber  of  Commerce  in  New  York. 

Following  a  resolution  taken  by  the  National 
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Music  Merchants'  Association  it  was  decided 
that  exhibits  shall  be  kept  closed  during  the 
business  sessions  of  the  merchants'  body  in 
order  that  undivided  attention  may  be  given 
to  these  important  gatherings. 

The  band  tournament  begins  to  take  on 
stupendous  proportions  of  interest  and  im- 
portance. The  date  set  for  this  is  Thursday, 
June  7,  in  the  afternoon.  High  schools,  gram- 
mar schools  and  military  academies  will  be 
eligible  to  compete.  There  will  be  twelve 
prizes,  totaling  $6,000,  in  the  above-mentioned 
three  classes — three  prizes  of  $1,000,  three  of 
$500,  three  of  $300  and  three  of  $200. 

James  T.  Bristol  was  put  at  the  head  of  the 
committee  on  arrangements  and  selling  of 
tickets  for  the  Merchants'  Banquet  and  the  Mid- 
night Frolic,  which  detail  he  will  handle  at  his 
new  office  at  1408  Kimball  Building.  Walter  S. 
Jenkins  was  made  chairman  of  the  reception 
committee.  John  McKenna  will  be  in  charge 
of  the  committee  on  musical  entertainment  for 
the  Merchants'  Banquet  and  Gordon  Laughead 
will  do  the  same  for  the  noonday  luncheons. 
'Gene  Whelan  will  take  care  of  cigars  and 
flowers  at  the  banquet  and  R.  Ed.  Davis  will 
see  to  the  designing  and  preparation  of  conven- 
tion stickers  to  be  mailed  to  the  trade  through- 
out the  country. 

Last  but  not  least,  H.  D.  Hewitt  will  take 
care  of  hotel  reservations  for  convention  guests. 
Those  who  are  planning  to  attend  the  conven- 
tion will  do  well  to  get  in  touch  with  H.  D. 
Hewitt  immediately,  care  M.  Schulz  Co.,  711 
Milwaukee  avenue,  Chicago,  stating  when  they 
will  want  rooms,  approximately  what  they  wish 
to  pay,  etc.  It  is  a  foregone  conclusion  that 
the  Drake  will  be  unable  to  take  care  of  all 
reservations;  so  it  is  a  case  of  first  come,  first 
served.  Other  reservations  will  be  made  at  the 
best  available  nearby  hostelries. 


SONORA  RADIO  REPRODUCER 

Sonora  Phonograph  Co.  Announces  New  Prod- 
uct Has  Many  Interesting  Features 


The  Sonora  Phonograph  Co.,  New  York,  ad- 
vised its  trade  this  week  that  it  is  now  ready 
to  equip  Sonora  Deluxe  period  models  with  a 
Sonora  radio  reproducer.  This  additional 
equipment  will  cost  only  $30  and  there  is.  no 
doubt  that  this  reproducer  will  receive  a  cor- 
dial welcome  from  Sonora  jobbers  and  dealers. 

As  soon  as  the  Sonora  Phonograph  Co.  re- 
alized the  rapid  headway  being  made  in  the 
radio  field  its  research  department  decided  to 
develop  and  perfect  a  radio  reproducer  that 
would  give  a  true  reproduction  to  radio  broad- 
casting. When  in  use  this  new  radio  repro- 
ducer takes  the  place  of  the  sound  box,  with  the 
sound  chamber  acting  as  a  loud  speaker.  It  is 
suggested  that  the  purchaser  use  a  high-grade 
radio  receiving  set  in  order  to  obtain  the  best 
results. 


COLUMBIA  CO.J)EFICIT  REDUCED 

Columbia  Graphophone  Mfg.  Co.  Reports  Over 
50  Per  Cent  Cut  in  Deficit  During  1922 


The  Columbia  Graphophone  Mfg.  Co.  has  just 
rendered  a  report  for  the  year  ending  Decem- 
ber 31,  1922,  indicating  that  during  the  year  the 
company's  deficit  was  cut  over  SO  per  cent,  or 
from  $15,710,300  to  $7,323,606,  after  reserves  for 
depreciation  and  inventory  adjustment  had  been 
made.  The  company  also  reported  an  operat- 
ing loss  of  $1,514,052  for  the  year,  as  against  a 
loss  of  $2,869,930  in  1921.  ' 


NEW  GRANBY  PLANT  SOON  READY 

Additions  to  Granby  Corp.'s  Factory  in  New- 
port News,  Va.,  Going  Up  Rapidly 


Newport  News,  Va.,  March  9. — The  continued 
expansion  of  business  has  necessitated  substan- 
tial additions  to  the  Granby  Mfg.  Corp.'s  plant 
in  this  city.    As  may  be  seen  from  the  accom- 


Photo  Shows  Addition  to  Granby  Plant 

panying  photograph,  these  plans  have  material- 
ized into  actual  brick  and  mortar  and  it  will  not 
be  long  before  possession  will  be  taken  of  the 
increased  facilities  provided  by  the  new  build- 
ings being  added  to  the  plant.  When  the  plant 
was  originally  laid  out  and  constructed,  not  such 
a  long  time  ago,  the  time  when  all  these  facili- 
ties would  be  used  was  looked  forward  to  with 
interest.  The  popularity  of  the  Granby  line  is 
such  that  this  goal  was  reached  in  an  incredi- 
bly short  period  of  time  and  night  work  was 
entered  in  to  take  care  of  the  orders,  which 
was,  in  turn,  followed  by  the  erection  of  the 
additional  buildings. 


The  new  buildings  in  the  group  are  of  brick 
construction,  three  stories  in  height,  and  are 
said  to  represent  the  last  word  in  modern  fac- 
tory construction.  It  will  allow  immediate  ex- 
pansion and  more  than  double  the  capacity  will 
be  available.  The  year  has  opened  well  for  the 
Granby  line  in  all  sections  of  the  country  and 
the  executives  are  planning  to  make  1923  a 
record  year  in  every  respect. 


BRUNSWICK  LINEWITH  CABLE  CO. 

Celebrated  Chicago  House  Takes  on  Brunswick 
Line  for  Chicago  and  Its  Branches — Gives 
Brunswick  Vantage  Point  in  Loop  District 


Chicac.o,  III.,  March  8. — The  announcement 
has  just  been  made  by  the  Brunswick  and 
Cable  companies  that  the  latter  institution  has 
just  taken  on  a  full  line  of  Brunswick  instru- 
ments and  Brunswick  records.  The  deal  in- 
volves the  great  retail  Cable  store  in  Chicago 
and  the  Cable  stores  at  Elgin,  Bloomlngton, 
Aurora,  Joliet,  Kankakee,  Danville,  Matoon, 
Wheaton,  III.,  and  Hammond,  Ind. 

This  important  arrangement  gives  the  Bruns- 
wick product  a  point  of  vantage  on  the  famous 
"Four  Corners"  of  Piano  Row.  This  particular 
point,  situated  in  the  heart  of  Chicago's  Loop, 
lias  always  been  a  dominant  factor  in  the  trade 
and  the  envy  of  the  entire  retail  trade  of  Chi- 
cago. It  is  believed  by  many  that  these  famous 
"Four  Corners"  consummate  more  retail  music 
business  than  any  other  section  in  the  entire 
world  and  the  sales  possibilities  of  the  Bruns- 
wick in  this  location  are  obvious. 


Udell  Flexi-File  Record  Cabinet  No. 
151 — finished  in  Brown  Mahogany. 
Height  34  inches,  width  20  inches, 
depth  19  inches.  Flexible  canvas 
record  nockets.  Capacity  up  to  l.SO 
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THERE'S  a  lot  of  profit  for 
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of  the  convenience:  Records 
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necessary  to  stoop  to  get  them, 
they  are  neatly  filed  at  your 
fingertips.  Eliminates  the  neces- 
sity for  record  albums  at  $1.50 
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convenience  is  a  beautiful  piece 
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Gypsy  Smith  singing  two  of  his  revival  hymns !  Picture 
the  treat  this  record  holds  for  lovers  of  sacred  music! 
The  baritone  voice  of  probably  the  best  beloved  evan- 
gelist goes  straight  home  to  the  heart  in  "I  Heard  the 
Voice  of  Jesus  Say"  and  "Will  Your  Heart  Rmg 
True?"    Record  A-3802. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


INDIANAPOLIS 


Sales  J'oliime  Increases — Some  hit  ere  sting  Data — Music  Memory 
Contest  Date  Set — Leading  Com  panics  Optimistic  Over  Outlook 


Indianapoi-IS,  Inh.,  March  6. — That  the  general 
outlook  for  dealers  in  Indiana  (Indianapolis,  in 
particular),  eastern  Illinois  and  northern  Ken- 
tucky territories  is  very  good  is  borne  out  by 
the  sales  records  of  The  Phonograph  Corp.  of 
Indiana,  distributing  Edison  products  in  these 
districts.  This  house  has  increased  its  sales 
for  the  month  just  past  at  least  50  per  cent 
over  sales  for  the  corresponding  period  of  last 
year.  An  increase  of  at  least  100  per  cent  in 
sales  of  records  in  the  sixty-day  period  just 
passed  is  also  reported.  "This  increase  we  feel 
is  due  in  large  measure  to  the,  fact  that  our 
dealers  are  realizing  more  and  more  the  bene- 


fits of  hard,  consistent  plugging  for  sales  and 
that  they  did  not  slacken  in  their  efforts  after 
the  passing  of  the  holiday  season,"  said  Wm.  H. 
Meskill,  credit  manager  of  the  company. 

Hervey  G.  Anderson,  manager  of  sales  pro- 
motion for  this  house,  believes  that  with  the 
coming  of  milder  weather  and  better  roads  sales 
are  going  to  be  given  a  still  greater  impetus. 
"We  had  a  letter,  just  last  week,  from  one  of 
our  dealers  in  the  Illinois  territory,  and  in  it 
he  says,  'the  roads  are  "impossible."  '  This  is 
bound  to  have  a  serious  effect  on  our  dealers 
serving  the  rural  districts,"  said  Mr.  Anderson, 
"and  as  soon  as  this  condition  is  removed  there 
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The  Violin  Spruce  Reproducer  cre- 
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Dealers  who  sell  it  know  that  it  is 
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records  sound  better. 
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will  be  another  appreciable  increase  in  sales. 
Just  at  present  this  class  of  prospective  buyer 
is  unable  to  visit  the  dealer,  and  more  impor- 
tant, the  dealer  is  unable  to  call  on  him.  We 
know  that  the  dealer  who  is  going  out  after 
business  is  getting  it  and  we  also  know  that 
the  dealer  who  is  not  doing  this  is  the  dealer 
who  is  lagging.  Now  right  there  lies  the  secret 
of  whether  the  Spring  and  Summer  business  is 
going  over  as  it  should.  We  find  that,  as  far 
as  our  dealers  are  concerned  at  least,  from  60 
to  90  per  cent  of  sales  are  made  after  six  o'clock 
in  the  evening.  Another  thing  that  is  helping 
to  boost  our  dealers'  sales  are  our  'Flash'  pos- 
tals. These  are  mailed  at  regular  intervals, 
showing  the  latest  Edison  'Flash,'  or  release, 
and  showing  in  addition  a  number  of  the  latest 
Edison  selections,  adding,  of  course,  the  sug- 
gestion that  the  customer  lose  no  time  in  hear- 
ing them.  When  the  customer  comes  into  the 
store  the  dealer  is  not  confined  to  any  particular 
list  of  releases  in  making  his  recommendations, 
but  can  choose  from  a  very  large  list,  truthfully 
recommending  the  selections  as  late  ones.  In 
this  way  nearly  all  his  numbers  are  live  ones, 
and  if  he  does  happen  to  have  a  slow-moving 
number  he  is  soon  able  to  clear  it  from  his 
stock." 

Sonora  Shortage  Hampers  Sales 

The  demand  for  Sonora  instruments  still  ex- 
ceeds the  supply,  Edward  L.  Mayer,  manager 
of  the  Sonora  department  of  the  Kiefer-Stewart 
Drug  Co.,  says.  The  greatest  problem  of  this 
firm  is  the  securing  of  instruments  from  the 
factory.  This  adverse  condition  will  no  doubt 
be  removed  soon,  Mr.  Mayer  believes. 

Starr  Demand  Exceeds  Supply  ' 

Another  house  that  is  handicapped  by  the 
shortage  of  instruments  is  the  Starr  Piano  Co. 
Sales  of  Starr  machines  are  not  being  pushed 
extensively,  due  to  the  inability  of  the  Starr 
factory  to  fill  all  orders,  T.  H.  Bracken,  man- 
ager, says.  The  demand  for  Gennett  records 
has  been  very  good,  according  to  reports  of 
dealers  handling  these  records  in  this  territory. 
Doing  Large  Brunswick  Trade 

C.  P.  Herdman,  in  charge  of  Brunswick  sales 
for  the  Baldwin  Piano  Co.,  in  checking  up  sales 
made  during  the  few  months  just  past,  which 
include  the  holiday  months,  finds  that  sales 
were  made  almost  wholly  to  customers  living 
in  the  so-called  better  residential  districts.  This 
was  due  to  no  particular  effort  on  the  part  of 
the  Baldwin  Co.,  Mr.  Herdman  says,  but  rather 
to  the  fact  that  they  did  not  offer  any  unusually 
low  terms,  in  accordance  with  the  sales  policy 
of  the  house.  As  a  result  their  collections  on  in- 
stalment business  have  been  very  good  and  their 
business  stabilized.  Sales  of  records  have  been 
very  good,  Mr.  Herdman  says,  the  Brunswick- 
plan  of  releases  having  aided  them  materially  in 
this  connection.  Columbia  sales  have  been  hold- 
ing up  well  so  far  as  the  Baldwin  Co.  is  con- 
cerned. 

Columbia  Artist  Boosts  Record  Sales 

Columbia  records,  at  least  so  far  as  Ted 
Lewis  numbers  are  concerned,  were  given  a 
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ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St..  NewYork 


decided  boost  by  the  recent  appearance  of  Air. 
Lewis  and  his  band,  in  the  Greenwich  Village 
Follies.  W.  G.  Wilson,  of  Widener's  Grafonola 
Shops,  reports  that  the  Widener  store  has  had 
an  unusual  run  on  "Runnin'  Wild"  and  "St. 
Louis  Blues''  as  a  result  of  this  appearance. 
Al  Jolson's  "Who  Cares?"  has  also  been  a  very 
good  seller  with  this  store.  Sales  of  Vocalion 
Red  records  have  been  up  to  standard.  Fred 
Binger,  of  the  Granby  Phonograph  Corp.,  re- 
cently visited  Mr.  Wilson  and  claims  a  good 
share  of  business  for  his  house. 

Sells  Hundred  Machines  in  Month 
The  sale  of  more  than  one  hundred  machines 
during  the  week  ending  February  24  is  the 
record  of  the  Pettis  Dry  Goods  Co.,  Victor 
dealer,  which  was  able  to  secure  a  number  of 
Pathe  machines  which  it  could  offer  at  a 
very  attractive  price.  The  business  done  in  this 
week  was  not  confined  to  these  machines,  how- 
ever, the  main  object  in  their  being  offered  at 
these  prices  having  been  to  attract  customers 
into  the  salesrooms.  The  machines  sold  in- 
cluded Victors  in  quite  a  large  proportion,  no 
special  inducements  being  ofTered  in  that  con- 
nection, of  course.  The  methods  and  ideas  of 
Ira  Williams,  manager  of  the  Victor  depart- 
ment, have  placed  his  department  above  all 
others  in  this,  one  of  the  larger  department 
stores  of  Indianapolis.  As  an  example  Mr. 
Williams,  in  going  over  his  stock,  was  attracted 
by  the  melod3'  of  "La  Golondrina,"  a  foreign 
recording  by  Max  Dolin's   Orchestra  (Victor 


73171).  He  immediately  placed  another  large 
order  for  this  number  and  started  to  feature 
it  in  his  publicity,  which  was  confined  to  win- 
dows, newspaper  advertising  and  cards  placed 
in  advantageous  locations  throughout  other  de- 
partments. A  machine  was  placed  on  the  main 
floor,  near  the  entrance  to  the  store,  in  charge 
of  Mr.  Williams'  thirteen  and  three-year-old 
curly-haired  daughters,  the  older  explaining  the 
record  as  it  was  being  played  and  the  younger 
assisting  her  by  winding  the  machine,  changing 
needles,  etc.  The  plan  was  so  successful  that 
on  this  day  the  sales  of  this  record  amounted 
to  $18.3.75,  with  sales  of  as  high  as  twenty-five 
per  day  being  made  for  several  days  after,  sales 
of  machines  and  other  records  also  benefiting. 
Plarming  Music  Memory  Contest 

Music  Alemory  Contest  dates  are  being  set 
for  the  various  coimties  in  Indiana,  winners  of 
these  coimty  contests  later  competing  in  dis- 
trict contests,  and  winners  in  the  district  con- 
tests competing  in  the  State  contest,  to  be  held 
in  Indianapolis  on  March  24. 

Collins  T.  M.  Co.  Moves 

The  Collins  Talking  Machine  Co.  has  moved 
from  229  North  Pennsylvania  street  to  new 
salesrooms  in  the  Dennison  Hotel  Building. 
The  new  rooms,  facing  on  Ohio  street,  have 
been  redecorated  and  furnish  a  very  attractive 
home  for  the  Collins  Co.  Fairly  brisk  sales 
of  machines  and  records  are  reported. 

Record  Brunswick  Business 

The  Brunswick  Shop  at  124  North  Pennsyl- 
vania street  gained  very  high  praise  in  local 
newspapers  for  the  volume  of  business  done  dur- 
ing the  past  year. 

"Our  volume  of  Brunswick  business  during 
the  year  made  a  nice,  consistent  growth,  and 
during  the  month  of  December  the  receipts 
lacked  but  a  few  cents  of  being  100  per  cent 
over  the  same  month  of  1921,"  declared  W.  T. 
Baker,  manager.  "The  almost  universal  de- 
mand for  better  instruments  is  one  of  the 
things  that  have  been  responsible  for  sales. 


WALLACE  INSTITUTE  BRINGS  SUIT 

Files  Action  Against  Robt.  B.  Wheelan,  Trad- 
ing as  "Pat"  Wheelan,  for  Alleged  Infringe- 
ment of  Its  Patent  on  Exercise  Records 


\  bill  of  complaint  was  filed  recently  in  the 
District  Court  of  the  United  States,  Southern 
District  of  New  York,  by  the  Wallace  Institute, 
manufacturer  of  the  Wallace  Reducing  Records, 
of  Chicago,  against  Robert  B.  Wheelan,  per- 
sonally, trading  as  "Pat"  Wheelan,  New  York 
City.  It  is  stated  that  this  suit  is  brought  under 
the  patent  laws  of  the  United  States  for  alleged 
infringement  of  the  patent  No.  1,435,660,  granted 
November  14,  1922,  to  Wallace  M.  Rogerson, 
president  of  the  Wallace  Institute,  to  which  the 
rights  were  assigned.  This  patent  covers  an  ap- 
pliance for  physical  education  and  culture,  de- 
signed to  utilize  a  talking  machine  record  as 
a  means  for  imparting  audible  instruction  to  the 
user,  correlated  with  a  chart  illustrating  the 
individual  movements  of  the  exercises. 

Robert  B.  Wheelan,  who  is  also  president  of 
Health  Builders,  Inc.,  New  York  City,  manu- 
facturer of  Walter  Camp's  "Daily  Dozen"  set 
to  music  on  Health  Builder  sets,  and  also  the 
Health  Builder  "Weight  Reducing"  course, 
states  that  this  action  does  not  apply  to  either 
of  the  above-named  courses,  but  solely  to  him- 
self, Robert  B.  Wheelan,  trading  as  "Pat" 
Wheelan.  The  "Pat"  Wheelan  course  of 
"Weight  Reducing"  is  entirely  a  mail-order 
proposition,  consisting  of  a  set  of  seven-inch 
records  at  $3.85,  and  has  never  been  sold 
throu.gh  the  dealer. 


ENLARGE  CHENEY  TERRITORY 

The  Cheney  Sales  Corp.,  of  Philadelphia  and 
New  York  City,  through  the  inclusion  of  all  of 
New  England,  has  added  greatly  to  its  terri- 
tory, which  now  stretches  from  Maine  to  Wash- 
ington, D.  C,  and  as  far  west  as  Harrisburg,  Pa. 
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CAROLA 

The  Nightingale  of  Phonographs 

NATIONAL  ADVERTISING  STARTS  in  MARCH 

Order  your  samples  now  and  prepare  for  this  big  demand 

Four  great  national  magazines  will  carry  compelling  Carola  sales  messages  to  millions  of 
subscribers  who  will  be  sold  again  and  again  on  the  merits  of  this  wonderful  phonograph. 
They  will  be  asking  for  Carola  demonstrations  from  thousands  of  dealers  all  over  the  country. 


SPECIFICVTIONS 
The  Slotor — Exclusive  Carola  product — Heavy  cast 
frame — no  spur  gears  —  self -lubricating  —  noiseless 
action — easy  adjustment — standard  14-foot  spring- — 
plays  full  12-inch  record  one  winding — used  on  all 
new  Carola  models. 

Reproducer    and    tone    arm — full-sized  exclusive 
Carola    construction — guaranteed    to    equal  those 
found  on  machines  costing  many  times  price. 
Amplifier — Special  Carola  design  giving  great  vol- 
ume— may  be  regulated  and  played  when  closed. 

AT.L    P.\RTS  STANDARDIZED 


SPECIFICATIONS 
Size  and  Weight — Cabinet  models,  11x1.3x31  with  top 
open — weighs  about  17  pounds.  Portable  model, 
11x1.3x9 — weighs  about  15  pounds. 
Finishes — Cabinet  models  in  acoustic  metal  finished 
in  Mahogany  or  Old  Ivory,  nickel  trimmings — and 
Polychrome,  gold  fittings.  Portable  finished  in  jet 
black  with  nickel  trim. 

Special — Ample  record  storage  space  in  all  models. 
Packing — Cabinets   in    single    cases.     Portables — 
four  to  a  case. 
AND    INTER  CHANGE.A.BLE. 


Demonstrating  Machine  shipped  on  request.    Send  for  it  today. 

THE  CAROLA  COMPANY  i'^t?\rtJ'^:-^;,T6 


Retail  prices,  all  models  except  Poly- 
chrome   S20 

Polychrome    $23 

10%  more  in  Far  West 

JjIBERAl  dealer  discounts 
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DAWSON  RESIGNS  FROM  CARDINAL 

General  Manager  of  Cardinal  Sales  Co.  Resigns 
March  1 — Achieved  Considerable  Success  in 
Developing  Business  of  This  Concern 


Columbus,  O.,  March  5. — F.  F.  Dawson,  for 
some  time  past  general  manager  of  the  Cardi- 
nal Sales  Co.,  of  this  city,  sent  an  announce- 
ment to  the  trade  recently  that  he  had  resigned 
all  connections  with  the  Cardinal  interests  and 
would  no  longer  be  identified  with  Cardinal  ac- 
tivities. In  his  announcement  to  the  trade  Mr. 
Dawson  expressed  his  sincere  appreciation  of 
the  co-operation  that  his  company  had  received 
from  the  dealers,  and  stated  that  he  would  an- 
nounce his  plans  for  the  future  very  shortly. 

During  his  association  with  the  Cardinal  Sales 
Co.  Mr.  Dawson  achieved  a  splendid  record  and 
at  the  present  time  Cardinal  phonographs  and 
records  are  being  handled  among  well-known 
dealers  throughout  the  country.  Mr.  Dawson  is 
recognized  as  one  of  the  "veterans"  of  the  talk- 
ing machine  industry,  having  occupied  impor- 
tant executive  and  sales  posts  with  several  of 
the  leading  manufacturing  and  distributing  or- 
ganizations. 


APPOINTED  GLOBE  REPRESENTATIVE 

Dewey  D.  Prater,  of  Millport,  Ala.,  has  been 
apppointed  Southern  representative  for  the 
Globe  Record  Distributing  Corp.,  New  York, 
manufacturer  of  Globe  records.  Mr.  Prater  is 
working  energetically  in  behalf  of  these  rec- 
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ords  and  has  already  established  numerous  deal- 
ers throughout  the  South.  In  his  new  work 
Mr.  Prater  has  the  advantage  of  knowing  the 
musical  fraternity  exceptionally  well,  as  he  is 
the  author  of  several  popular  song  hits,  includ- 
ing "Harmony  Blues,"  which  has  already  been 
released  on  Globe  records  and  Vocalstyle  rolls. 


EXPANDING  BANNER  DISTRIBUTION 


W.  H.  CUMMINGS  JOINS  M.  I.  S.  STAFF 

Victor  Wholesaler  Appoints  Traveler  for  New 
England — Well  Known  in  Wholesale  Field 


C.  R.  Wagner,  vice-president  of  the  Musical 
Instrument  Sales  Co.,  New  York,  Victor  whole- 
saler, announced  recently  the  addition  to  the 


W.  H.  Cummings 
company's  sales  force  of  Wm.  H.  Cummings, 
who  will  travel  through  New  England  terri- 
tory. Mr.  Cummings  thus  resumes  an  old  as- 
sociation with  the  M.  I.  S.  Co.,  having  been  in 
its  employ  some  six  years  ago,  when  he  also 
traveled  in  this  same  territory.  Mr.  Cummings 
is  well  known  in  the  talking  machine  and  mu- 
sical fields,  having  been  previously  identified 
with  Thos.  A.  Edison,  Inc.,  for  whom  he  trav- 
eled from  Coast  to  Coast,  and  subsequently  be- 
ing associated  with  the  Aeolian  Co.,  the  Q  R  S 
Co.  and  the  Rythmodik  Music  Roll  Co.  He  i,s, 
therefore,  thoroughly  familiar  with  the  dealers' 
problems,  and  will  undoubtedly  receive  a  cor- 
dial welcome  from  New  England  dealers  when 
he  visits  them  as  an  M.  I.  S.  representative. 


NEW  CATALOG  IN  FOLDER  FORM 


The  complete  line  of  the  Mutual  Phono  Parts 
Mfg.  Corp.,  New  York  City,  is  attractively  set 
forth  in  a  new  catalog  in  folder  form  just  issued 
by  the  company.  The  catalog  shows  a  wide 
range  in  styles  and  prices  of  tone  arms  and 
sound  boxes  for  all  purposes.  Distribution  of 
these  folders  is  now  being  made. 


Growing  Popularity  of  This  Line  Indicated  by 
International  Demand 


The  Banner  record  division  of  the  Plaza  Mu- 
sic Co.,  New  York,  states  that  the  sales  of  its 
product  thus  far  this  year  have  equaled  the 
figures  attained  during  the  holiday  period.  No 
falling  of?  in  sales  has  been  discerned  since 
the  Lenten  period  arrived  and  every  indication, 
according  to  the  sales  department,  would  mark 
continued  activity.  Distribution  of  Banner  rec- 
ords through  retail  establishments  now  covers 
all  parts  of  the  country  and  distributors  in  for- 
eign countries  are  being  added  regularly.  Dis- 
play material  on  Banner  records  for  dealers' 
use  and  literature  of  an  effective  type  to  be 
distributed  to  consumers  are  now  a  part  of  the 
service  of  the  sales  plans. 

According  to  S.  Kronberg,  head  of  the  sales 
division,  the  fact  that  the  recording  of  Banner 
records  is  under  the  personal  supervision  of 
Arthur  Bergh,  one  of  the  best-known  musical 
directors  and  recording  experts,  has  done  much 
to  give  this  product  a  high  quality  from  a  mu- 
sical standpoint. 


DEMAND  FOR  AUDAK  GROWS  STEADILY 

Many  Concerns  Install  This  Record  Demon- 
strating Device — Appointing  Distributors 


The  Audak  Co.,  565  Fifth  avenue,  New  York 
City,  manufacturer  of  a  product  bearing  the 
firm's  name,  which  has  as  its  object  aid  in  sell- 
ing talking  machine  records,  has  placed  equip- 
ment in  a  substantial  number  of  retail  estab- 
lishments in  Eastern  territory.  One  large  de- 
partment store  now  has  forty-two  Audaks  in 
use  and  contemplates  adding  considerabb'  to 
this  number  in  a  record  department  to  be 
opened  up  in  a  new  building,  which  is  to  be 
ready  for  occupancy  later  in  the  year.  In  addi- 
tion to  the  above  several  distributors  have  been 
appointed  in  both  the  East  and  Middle  West 
and  these  are  constantly  being  added  to. 

Maximilian  Weil,  head  of  the  Audak  Co., 
states  that,  while  new  jobbers  are  being  select- 
ed with  great  care,  all  territory  will  be  covered 
in  a  short  time  and  a  service  of  the  highest 
order  will  be  instituted. 


MAKE 

Your  Sidewalk 
YourSalesman 

TheSlidograf  Jr. 
stops  the  crowds 
and  brings 
them  in  to  buy. 
Flashes  your  ad  in  color  on  the  sidewalk,  where 
every  passer-by  must  see  it.  Most  manufacturers 
of  goods  you  sell  furnish  slides  free. 
Write  for  special  price  offer,  including  machine  and  ad  slides 
for  your  particular  business. 

Standard  Slide  Corporation 

209-213  We»t  48th  Street  New  York  City 
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Van  Veen  Equipment  for  Phonograph  and  Musical 
Merchandise  Dealers  Is  a  Permanent  Investment 


The  truth  of  this  is  thoroughly  known 
to  those  dealers  who  have  had  occasion 
to  enlarge,  remodel  or  remove  their  es- 
tablishments. Van  Veen  products  are 
built  to  be  efficient  as  long  as  the  dealer 


stays  in  business.  Their  moderate  cost 
will  please  you. 

Your  inquiry  for  catalogues  and 
prices  will  receive  immediate  attention. 
All  material  held  in  stock  ready  for 
shipment. 


VAN  VEEN  &  COMPANY,  Inc. 


413  East  109th  Street 


'Phone  Harlem  7758 


NEW  YORK  CITY 


M  I  LW  A  U  K  E  E 

General  Trade  Active — Records  Have  the  Call — Columbia  With 
Gram — Other  Important  Connections — Victor  Dealer  Honored 


Milwaukee,  Wis.,  A'larch  10. — One  of  the  dis- 
tinct features  of  business  in  music  stores  dur- 
ing the  past  month  has  been  the  excellent  de- 
mand for  talking  machine  records.  These  de- 
partments have  been  the  most  active  of  all,  and 
sales,  both  with  respect  to  dollars  and  cents 
and  number  of  items,  continue  gratifyingly 
large.  Instruments  are  moving  well,  considering 
that  at  this  season  of  the  j'ear  business  usually 
is  slow,  as  a  reaction  from  the  briskness  of  the 
holiday  period.  The  theatrical  and  musical  sea- 
son this  Winter  has  brought  to  this  city  stars 
and  artists  whose  productions  and  activities 
have  been  perhaps  more  beneficial  to  talking 
machine  record  selling  than  in  any  past  season. 
The  effect  has  been  exceptionally  widespread 
as  well,  and  all  lines  of  makes  have  had  the 
advantage  of  a  very  definite  stimulus. 

The  most  severe  cold  wave  in  several  years,  " 
which  prevailed  here  during  the  last  two  weeks 
in  February,  did  not  curtail  business  of  talking 
machine  merchants  nearly  so  much  as  that  of 
department    and    other    retail    shops.  While 
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Distributed  by 

ITALIAN  BOOK  CO. 

145  Mulberry  St.      New  York,  N.  Y. 


families  were  kept  indoors,  and  temperatures 
were  so  extreme  as  to  keep  children  from 
school,  father  went  to  work  as  usual  and  as 
required,  and  thousands  of  instances  are  on 
record  that  instead  of  buying  a  box  of  candy  or 
something  else  of  a  perishable  nature  to  take 
home  to  the  isolated  family  he  brought  home 
one  or  more  talking  machine  records.  The 
large  number  of  talking  machines  placed  in  local 
homes  in  the  recent  holiday  gift-giving  season 
likewise  created  a  distinctly  broader  market 
for  records,  which  has  become  apparent  in  the 
past  few  weeks,  which  were  long  enough  re- 
moved from  the  time  of  the  installation  of  the 
instrument  and  the  original  library  of  records  to 
make  replenishment  desirable.  While  there 
has  been  no  serious  shortage  of  record  stocks, 
the  inability  of  obtaining  specific  catalog  num- 
bers is  felt  by  all  dealers. 

Jobbers  and  Manufacturers  Busy 

The  manufacturing  trade  in  Alilwaukee  has 
been  experiencing  a  fairly  active  and  satisfac- 
tory trade  with  jobbers  and  merchants,  who 
have  been  filling  out  their  stocks.  Buying  has 
been  conservative,  but  probably  less  so  than  a 
year  and  two  years  ago.  The  jobbing  trade  re- 
ports an  active  month,  with  records  moving  rela- 
tively better  than  the  instruments,  for  the  rea- 
sons already  given. 

"One  of  our  greatest  problems  at  this  time 
is  to  get  stocks  of  records,"  said  Harry  A.  Gold- 
smith, secretary  of  the  Badger  Talking  j\Ia- 
chine  Co.,  Victor  jobber,  in  discussing  condi- 
tions with  The  Talking  Machine  World  repre- 
sentative. "We  are  doing  a  very  fine  business 
in  instruments  and  the  new  console  styles  are 
becoming  very  popular,  judging  by  the  orders 
we  are  getting  from  all  parts  of  the  territory. 
At  the  same  time  the  regular  Victor  'upright' 
models  are  still  going  as  big-  as  ever,  and  since 
we  are  not  able  to  procure  all  the  console  num- 
bers we  need  to  fill  orders  this  makes  a  very 
gratifying  situation.  The  future  looks  promis- 
ing and  we  have  anticipated  an  active  Easter 
trade." 

Edmund  Gram  Adds  Columbia 

The  third  annual  visit  to  Milwaukee  of  Ted 
Lewis  and  his  famous  jazzers  with  the  Green- 
wich "Follies"  exerted  a  strong  effect  upon  Co- 
lumbia business  during  the  third  week  of  Feb- 
ruary.   This  brought  into  prominence  as  well 


the  Edmund  Gram  Music  House,  which  has 
recently  been  made  the  downtown  headquarters 
of  the  Columbia  here.  The  Gram  house  is  one 
of  the  oldest  and  largest,  as  well  as  highest- 
class,  music  stores  in  Wisconsin,  and  the  plac- 
ing of  the  line  in  this  direction  has  been  a 
trump  card  for  the  Columbia  Co. 

It  was  in  appreciation  of  this  fact  that  the 
only  appearance  of  Ted  Lewis  and  His  Orchestra 


Should  be  on  Every 


Phonograph  and  Player  Piano 


Beautifully  finished  in  Nickel  or  Gold 

It  applies  perfectly  to  every  phonograph  and  player  piano,  no 
instrument  is  complete  without  it. 

For  phonographs  this  light  makes  cumbersome  operations  easy 
and  simple  in  darkest  corners  where  phonographs  are  usually 
placed.  It  prevents  scratching  of  records  and  makes  setting  of 
automatic  stop  positive  and  simple. 

For  player  pianos  it  is  indispensable,  gives  an  abundance  of 
illumination  for  singing  or  inserting  music  rolls. 

Easily  and  quickly  attached,  comes  complete  ready  for  use, 
no  electricity  or  wiring  necessary. 

RECORD  FLASHERS  last  indefinitely  and  are  fully  guaran- 
teed. Batteries  last  from  6  to  12  months  in  service.  Renewals 
can  be  had  at  75  cents. 

$3.00 
3.75 


Prices 


Nickel  Plated  with  Battery 
Gold 


Special  Discounts  fo  Dealers  and  Manufacturers 
Write  for  descriptive  circular 

Standard  Accessory  Corporation 

Sole  Manufacturers  and  Patentees 

1015  Third  St,  Milwaukee,  Wis. 
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on  his  annual  visit  was  this  year  staged  at 
Gram's.  The  spacious  main  floor  of  the  Mil- 
waukee street  store  was  crowded  to  its  absolute 
limit  when  these  artists  played  for  two  hours. 
Victor  Dealer  Made  Postmaster 

The  installation  of  one  of  the  most  prominchl 
Victor  dealers  on  the  South  Side  of  Milwaukee 
as  postmaster  of  the  city  took  place  Monday, 
March  5.  He  is  Col.  Peter  F.  Piasecki,  who  for 
many  years  has  retailed  the  Victor.  Col. 
Piasecki  served  over  twenty  years  as  a  private 
and  officer  in  the  Wisconsin  National  Guard, 
and  went  overseas  with  the  famous  Thirty-sec- 
ond or  Red  Arrow  Division.  During  this  time 
the  store  was  conducted  by  Mrs.  Piasecki,  who 
made  an  enviable  record  which  she  expects  to 
sustain  as  active  head  of  this  .institution  during 
the  time  her  husband  functions  as  the  head  of 
the  Milwaukee  post  office. 

Brunswick  in  Good  Demand 

Brunswick  continues  to  be  one  of  the  most 
conspicuous  successes  in  the  Milwaukee  and 
Wisconsin  talking  machine  trade.  Thomas  I." 
Kidd,  manager  of  the  local  branch  of  the  Bruns- 
wick-Balke-Collender  Co.,  is  devoting  more  and 
more  attention  to  the  talking  machine  depart- 
ment, which  is  gradually  becoming  one  of  the 
most  important  parts  of  the  business  in  compari- 
son with  the  volume  of  the  numerous  other  de- 
partments handled  by  the  branch.  The  record 
division  is  having  an  exceptionally  busy  month, 
and  the  popular  numbers  in  the  Brunswick  cata- 
log arc  moving  so  briskly  that  it  is  extremely 
difficult  to  keep  stocks  filled  in. 

Change  Name  to  Milwaukee  Cabinet  Co. 

-The  Zefira  Phonograph  Co.,  of  this  city,  has 
decided  to  extend  the  scope  of  its  operations 
and  in  addition  to  manufacturing  talking  ma- 
chines will  hereafter  build  a  general  line  of 
cabinets.  Consequently  a  change  has  been  made 
in  its  corporate  title,  which  now  is  Milwaukee 
Cabinet  Co.  Thomas  Dembinski  is  president 
and  Stephen  Roman  is  secretary. 

Uhen  Music  Co.  Chartered 

A  new  talking  machine,  piano  and  general 
music  house  at  Kenosha,  Wis.,  has  become  a 
corporation.  This  is  the  Uhen  Music  Co.,  which 
has  been  granted  a  charter  to  deal  in  musical 
instruments  and  merchandise  of  all  descriptions. 
The  capital  stock  consists  of  $12,000,  and  the 
principals  are  Henry  W.  and  Madeline  Uhen 
and  Nicholas  J.  Lichter. 

Kesselman-O'Driscoll  Co.  Gets  Brunswick 

Of  much  interest  to  the  trade  and  the  public 
was  the  announcement  made  in  February  that 
the  Kesselman-O'Driscoll  Co.  has  been  awarded 
a  Brunswick  franchise.  For  many  years  this 
house  has  specialized  in  the  Edison  and  Victor; 
in  fact,  the  business  was  built  up  from  an 
exclusively  talking  machine  house  intO'  one  of 
the  largest  and  most  complete  music  stores  in 
the  United  States  within  the  past  seven  years. 
At  one  time  the  concern  operated  not  only  its 
own  Victor  and  Edison  store,  but  six  other 
wholesale  and  retail  talking  machine  stores  and 
departments.  The  addition  of.  the  Brunswick 
makes  even  more  certain  the  eminence  of  this' 
company  in  the  music  field  and  emphasizes  its 
slogan,  "The  Music  Center  of  Wisconsin." 
Fred  E.  Yahr  Back  From  New  York 

Fred  E.  Yahr,  president  and  general  man- 
ager of  the  Yahr  &  Lange  Drug  Co.,  one  of 
the  principal  Sonora  distributors  of  the  cduntry, 
is  back  from  a  trip  to  New  York  and  reports 
that  he  has  fortified  himself  against  a  shortage 
of  stocks  which  at  the  wind-up  of  the  1922  holi- 
day season  created  a  rather  serious  situation. 
The  Sonora  line  has  been  one  of  the  outstand- 
ing successes  of  the  last  few  years  in  the  Wis- 
consin territory. 

Branta-Rechlicz  Co.  Moves 

The  Branta-Rechlicz  Furniture  Co.  has  re- 
cently moved  into  its  new  and  modern  store 
building  at  581-585  Lincoln  avenue,  where  spe- 
cial provision  has  been  made  for  the  music  de- 
partment, in  which  the  Columbia  line  is  fea- 
tured. The  department  is  under  the  manage- 
ment of  Walter  J.  Prgybylski,  who  has  had  a 
wide  experience  in  merchandising  talking  ma- 
chines, pianos  and  the  various  other  items  of 
musical  merchandise. 


OPENS  NEW  MODERNOLA  AGENCIES 

A.  Ohlson.  General  Manager  of  Modernola  Co., 
Closes  Important  Deals  on  Flying  Trip 


Johnstown,  Pa.,  March  8. — A.  Ohlson,  general 
manager  of  the'  Modernola  Co.,  of  this  city, 
almost  accomplished  the  impossible  feat  of 
being  in  two  places  at  one  time,  for  in  a  three 
weeks'  trip  he  covered  over  6,000  miles,  making 
many  stops  en  route.  This,  of  course,  necessi- 
tated spending  a  large  part  of  his  evenings  in 
the  narrow  confines  of  Pullman  berths.  The 
effort  was  worth  while  in  every  way,  however, 
for  the  sales  outlet  for  the  Modernola  phono- 
graph and  the  Modernolette  portable  was 
greatly  increased  through  the  addition  of  numer- 
ous dealers  and  distributing  houses  situated  at 
strategic  points. 

Among  the  new  distributors  for  either  the 
Modernola,  the  Modernolette,  or  both,  are  the 
General  Radio  Corp.,  of  Philadelphia,  Pa.;  Stew- 


art Sales  Co.,  of  Indianapolis,  Ind.;  Whittel 
Music  Co.,  Dallas,  Tex.,  and  William  Volgcr 
&  Son,  Kansas  City,  Mo.,  who  also  have 
branches  situated  in  a  number  of  large  cities. 
Mr.  Ohlson  reports  that  both  the  Modernola 
and  Modernolette  continue  in  high  popularity. 
The  latter  instrument  is  being  packed  si.x  to  a 
crate.  Many  dealers  arc  taking  advantage  of 
this  safe  method  of  shipment  and  arc  ordering 
this  portable  in  units  of  six.  Mr.  Ohlson  re- 
ports that  the  year  has  opened  particularly  well, 
as  in  the  fii*st  si.x  weeks  of  1923  50  per  cent  of 
last  year's  output  was  sold. 


PRICES  OF  RADIOLAS  REDUCED 

The  sales  department  of  the  Radio  Corp.  of 
America,  New  York,  manufacturer  of  Radiolas, 
announced  this  week  a  reduction  in  the  prices 
of  the  Radiola  R.  C.  and  Radiola  5,  which  are 
now  listed  at  $142.50  as  compared  with  the 
former  price  of  $.207.50. 


This  year  let  ''PAL''  insure 
your  portable  profits! 


THIS  year  let  "PAL"  in- 
sure your  portable  profits. 
"PAL,"  a  good  to  look  at,  ear- 
pleasing,  long  life  portable  is 
the  ideal  phonograph  for  your 
customers,  and  the  most 
practical  business  proposition 
for  you. 

"PAL'S"  great  national  repu- 
tation as  an  item  of  unusual 
value  has  developed  for  it  a 
selling    force   that  produces 


for  dealers  surely — quickly 
— right  thru  the  year! 
Above  all,  you  know,  when 
you  sell  a  "PAL,"  you  are 
giving  your  customers  the 
best  value  their  money  can 
buy — with  substantial  profits 
to  you! 


Write  us  today! 

"PAL'-in  Mahogany,  Walnut, 
or  Fabrikoid 

List  $35 --Net  $21 

F.  O.  B.  New  York 

PLAZA  MUSIC  CO. 

18  West  20th  St.,  New  York 


'Every  time  you  sell  a  'PAL' 
you  make  a  friend." 
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Trade  Gains  Sixty  Per  Cent  in 
Year — Exhibitors  at  Builders' 
Sliozv — Happenings  of  Interest 

Detroit,  Mich.,  ;\larch  9. — Retail  business  was 
very  good  during  the  month  of  Februarj' — at 
least  60  per  cent  better  than  a  year  ago  for  the 
same  month,  according  to  the  reports  of  local 
dealers.  Of  course,  last  year  Detroit  was  still 
suffering  from  the  depression  and  the  motor  fac- 
tories had  not  yet  opened  up.  Whereas  this 
year  all  of  them  have  practically  been  running 
to  capacity.  Wholesale  business,  it  naturally 
follows,  has  been  good  during  February  and 
the  outlook  is  splendid  for  the  Spring.  The  con- 
gestion and  the  embargoes  have  raised  havoc 
with  wholesalers,  as  they  have  not  been  able 
to  get  goods  in  fast  enough. 

Record  business  is  exceedingly  good.  It 
seems  that  everything  is  selling,  with  preference 
leaning  toward  the  dance  records.  Dealers  who 
handle  Victor,  Brunswick,  Columbia,  Edison, 
Vocalion  and  Okeh  records  say  February  de- 
mand has  been  iimch  better  than  that  of  Janu- 
ary. On  some  numbers  there  has  been  a  big 
shortage. 

The  Brunswick  Shop  had  an  exhibit  at  the 
Builders'  Show  held  the  last  week  in  February 
at  the  General  Motors  Building.  As  the  show 
was  very  largely  attended  the  Brunswick  booth 
proved  a  very  popular  place.  A  full  line  of 
uprights  and  consoles  was  exhibited  and  the 
very  latest  in  Brunswick  records  was  played. 
We  might  say  here  that  the  new  policy  of  the 
Brunswick  Co.  to  announce  new  records  as  soon 
as  they  are  ready,  instead  of  the  former  method 
of  waiting  for  the  regular  release,  is  proving  a 
big  advantage. 

The  Arnold  Johnson  Orchestra,  which  makes 
records  for  the  Brunswick  and  which  has  been 
playing  for  some  weeks  at  the  Oriole  Terrace, 
left  February  26  for  New  York  to  make  some 
new  records  and  then  went  to  Chicago  for  a 
three  weeks'  engagement  at  the  Balaban  &  Katz 
theatres,  which  include  the  Chicago,  Tivoli  and 
Riviera. 

Weil  &  Co.,  one  of  Detroit's  largest  instal- 
ment furniture  houses  downtown,  are  discon- 
tinuing a  line  handled  for  many  years  and  are 
replacing  it  with  the  Brunswick  line  of  phono- 
graphs and  records.  This  gives  the  Brunswick 
three  downtown  dealers — the  Brunswick  Shop, 
J.  L.  Hudson  Music  Store  and  Weil  &  Co.,  all 
aggressive  merchandisers. 

The  Janney-Bowman  Co.,  high-grade  piano 
dealer,  also  handling  phonographs,  has  moved 
from  the  Book  to  the  New  Park  Building,  at 
West  Adams  and  Park  avenue.  They  have  a 
much  larger  and  a  much  nicer  store  and  the 
location  is  also  considerably  better  for  retail 
trade. 

Charles  H.  GrinncU,  manager  of  the  Victor 


C.  L.  MARSHALL  COMPANY 

Wholesale  Distributors 

Announcing  the  expansion  of  our  activities  with  increased 
capacity  and  opportunities  to  serve  the  Phonograph  Trade 
in  Michigan  and  Ohio,  by  the  acquisition  of  the  distributing 
rights  of  two  additional  lines  of  quality  and  value — 


AND 

Outing 

PORTABLE  PHONOGRAPH 
OFFICES: 

DETROIT:  514  Griswold  Street  CLEVELAND:  328  Superior  West 

Warehouse  stock:  DETROIT  and  CLEVELAND 
Write  us  for  information 


wholesale  department  of  Grinnell  Bros.,  left 
March  1  for  St.  Petersburg,  Fla.,  and  other 
points  South  and  expects  to  be  gone  for  about 
three  weeks.  Before  leaving  he  reported  splen- 
did business  for  January  and  February. 

Talking  machine  subjects  of  every  descrip- 
tion were  discussed  when  the  store  managers 
of  Grinnell  Bros,  recently  held  their  annual 
convention   in  Detroit. 

Oscar  Willard  Ray,  general  manager  of  the 
Vocalion  divison  of  the  Aeolian  Co.,  was  a  re- 
cent Detroit  visitor.  While  here  he  conferred 
with  S.  E.  Lind,  manager  of  the  Lind  &  Marks 
Co.,  Vocalion  distributor  for  Michigan  and 
parts  of  Ohio.  Mr.  Ray  was  well  pleased  with 
the  way  orders  were  coming  in  from  this  terri- 
tory during  January  and  February  and  stated 
that  all  over  the  country  the  Vocalion  Red 
record  is  increasing  in  popularity. 

The  Lind  &  ^larks  Co.  recently  increased  its 
capitalization  from  $100,000  to  $250,000. 

J.  H.  Heinsman,  formerly  sales  manager  of 
the  Sonora  department  of  the  C.  L.  Marshall 
Co.,  in  this  city,  is  now  associated  with  the 
Hoover  Suction  Sweeper  Co.,  Canton,  O.,  with 
headquarters  at  the  distributing  branch  in  De- 
troit. B.  L.  ]\Iarshall,  who  was  formerly  Ken- 
tucky representative  for  the  Sonora  activities 
of  the  C.  L.  Marshall  Co.,  is  now  in  charge  of 
Tennessee  territory  for  the  Brunswick-Balke- 
Collender  Co.  in  Cincinnati.  His  wide  experi- 
ence is  a  valuable  asset  in  his  new-  connection. 


NEW  JUVENILE  REGAL  RECORD 

Regal  Record  Co.  Announces  Seven-inch  Rec- 
ords With  Special  Loose-leaf  Album  for  Chil- 
dren— Very  Attractively  Prepared 


The  Regal  Record  Co.,  20  West  Twentieth 
street.  New  York  City,  manufacturer  of  the 
popular  Regal  record,  announces  a  seven-inch 
juvenile  record  which  is  to  be  marketed  under 
the  trade  name  "Little  Tots'  Nursery  Tunes," 
sold  in  albums,  which  is  to  contain  songs, 
games,  stories  and  other  material  pleasing  to 
children.  Among  the  features  of  these  chil- 
dren's selections  are  the  size,  seven  inches,  and 
the  fact  that  they  come  in  albums  containing 
three  double-faced  records  with  illustrated  col- 
ored cards  carrying  out  the  theme  of  the  selec- 
tion. The  albums  are  loose-leaf  in  design  and 
future  records  sold  in  separate  pockets  with  ad- 
ditional supplementary  cards  can  be  inserted. 


NEW  YORK  GRANBY  SALES  GROW 

O.  p.  Graffen,  New  York  sales  manager  of 
the  Granby  Mfg.  Corp.,  reports  that  business  in 
this  important  territory  thus  far  this  year  has 
been  exceptional.  In  actual  comparison  Mr. 
Graffen  pointed  out  that  February  sales  totaled 
as  much  as  the  previous  months  of  December 
and  January  combined  and.  were  ten  times  as 
large  as  the  month  of  February,  1922. 


New  Model  "E* 


The  General  Phonograph  Mfg.  Co. 

Model  "E" 

TABLE  PHONOGRAPH 

The  Greatest  Value  on  the  Market 

IMMEDIATE   DELIVERIES   IN   ANY  QUANTITY 

Plays  All  Makes  of  Records 

Superior  Tone  Quality 

Write  for  our  Proposition 

The  General  Phonograph  Mfg.  Co. 
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Widdicomb  phonographs  reproduce  recorded  music — 
whether  vocal  or  instrumental — with  a  surpassing  faith- 
fulness which  is  a  revelation  to  music  lovers.  The  artistic 
period  designs  of  the  Widdicomb  are  modern  interpreta- 
tions of  the  best  work  of  the  old  masters  of  the  art  of 
wood  fashioning.  Naturally  the  merchant  with  the 
Widdicomb  franchise  gains  and  holds  the  esteem  and 
patronage  of  the  best  class  of  buyers.  Write  today  for 
complete  catalog  and  full  particulars  regarding  the 
Widdicomb  franchise.  Learn  for  yourself  the  unusual 
advantage  it  offers  you. 

THE  WIDDICOMB  FURNITURE  COMPANY 

Grand  Rapids,  Michigan 

Fine  Furniture  Designers  Since  1865 

NEW  YORK:  105  W.  40th  Street  CHICAGO:  327  S.  La  Salle  Street 


I  PHONOGRAPH 

Q^je  Aristocrat  o/"  Phonographs 
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Victor  Portable 

April  is  the  beginning  of  the  out- 
door season  and  the  most  active 
period  for  Victor  portables. 

The  wide  interest  in  outdoor  life; 
increased  use  of  the  automobile, 
etc.,  give  indications  that  the  de- 
mand for  portables — Victor  port- 
ables— will  not  wane. 

Plans  for  sharing  in  these  grow- 
ing sales  should  be  made  now. 


272  Flatbush  Avenue  Extension       Brooklyn,  N.  Y. 


BROOKLYN  MERCHANTS 

DEVELOPING  BUSINESS 


Sales  fox-  the  Past  Month  Show  Steady  Progress 
— Every  Means  Employed  to  Interest  Pub- 
lic— Jobbers  and  Dealers  are  Working  Hand 
in  Hand  to  Make  1923  One  of  the  Greatest 
Years  in  the  Talking  Machine  Trade  in 
Brooklyn  and  Vicinity — The  News  in  Detail 


The  talking  machine  business  generally,  dur- 
ing the  month  of  February,  in  Brooklyn  terri- 
tory has  been  of  a  very  satisfactory  nature. 
Talking  machine  dealers  have  made  the  most  of 
every  opportunity  offered,  with  the  result  that 
=ales  have  compared  favorably  with  those  of 
last  year  for  the  same  period.  It  seems  as  if 
dealers  laid  much  greater  stress  on  the  appear- 
ance of  their  show  windows  since  the  first  of 
January  than  for  a  long  time,  as  every  retail 
window  presents  a  very  attractive  appearance. 
February  had  two  national  holidays  which  gave 
the  dealers  an  opportunity  to  add  variety  to 
their  windows  by  featuring  Lincoln's  and  Wash- 
ington's birthdays,  which  came  in  this  month. 

Perhaps  the  most  impressive  feature  of  the 
business  done  in  February  has  been  the  large 
increase  in  the  sale  of  records,  which  dealers 
have  featured  throughout  the  month,  or,  as  a 
matter  of  fact,  since  the  first  of  January.  There 
is  no  doubt  but  that  the  large  number  of  new 
owners  of  machines  has  affected  this  increase 
materially.  Therefore,  dealers  have  taken  ad- 
vantage of  the  fact  that  these  new  owners  are 
not  supplied  with  a  large  number  of  records, 
and  have  made  a  strong  effort  to  interest  them 
in  increasing  their  record  libraries.  The  fact 
that  the  weather  has  been  very  cold  has  tended 
to  keep  people  indoors  and,  consequently,  to 
seek  entertainment  at  home  as  much  as  pos- 
sible. The  talking  machine  has  filled  this  need 
admirably  and,  as  a  result,  the  interest  in  both 
machines  and  records  has  increased  accordingly. 

Many  Orders  for  Bruns  &  Sons'  Products 

A.  Bruns  &  Sons,  manufacturers  of  covers 
for  the  talking  machine  trade,  are  now  busily 
engaged  in  the  manufacture  of  especially  de- 
signed awnings  for  talking  machine  dealers. 
Last  year  the  company  inaugurated  this  new 
feature  of  it-;  business  and  this  year  many 
dealers  throughout  Brooklyn  who  were  at- 
tracted by  the  appearance  of  this  especially  de- 
signed awning  have  ordered  new  ones.  This 
special  awning,  on  which  are  painted  or  em- 
broidered special  designs  to  fit  the  talking  ma- 


chine dealer's  store,  is  constructed  to  fit  any 
store  front.  In  the  case  of  Victor  dealers  the 
v/ell-known  Victor  dog  is  a  feature,  while  the 
Sonora  carries  the  famous  Sonora  bell,  and  so 
on  to  correspond  with  the  machines  the  dealer 
handles.  This  constitutes  splendid  publicity  for 
the  store.  The  officials  of  the  company  report 
that  business  is  exceedingly  good  and  that  their 
moving  covers  are  being  distributed  now  in 
every  section  of  the  countr\-. 

Harmony  Music  Shop  Changes  Ownership 
The  Harmony  Music  Shop,  319  Ninth  street, 
which  was  formerly  owned  by  Michaels  Bros., 
furniture  dealers,  who  also  conduct  a  large 
business  at  71  Smith  street,  has  been  taken 
over  by  Messrs.  Rubinstein  &  Walkoft.  The 
new  proprietors  have  taken  over  the  entire 
stock  and  assets  of  the  store  and  have  redec- 
orated and  repainted  throughout.  Both  these 
men  are  well  known  in  the  talking  machine 
retail  trade   of   Brooklyn  and,   no   doubt,  will 


carry  on  the  business,  as  heretofore,  in  a  high- 
class  and  successful  manner. 

Marcy  Riesenburger  a  Benedict 

Marcy  Riesenburger,  progressive  dealer  of 
Bayside,  L.  I.,  is  receiving  the  congratulations 
of  his  friends  on  his  marriage  to  Mrs.  Flora 
Hirschfield,  which  took  place  last  month.  Mr. 
Riesenburger  is  well  known  in  the  talking  ma- 
chine trade  and  many  friends  from  the  trade 
were  present  at  the  wedding,  including  J.  J. 
Davin,  of  Ormes,  Inc.,  Victor  wholesaler  of 
New  York  City. 

Busy  Supplying  Victor  Demand 
The  American  Talking  Machine  Co.,  Victor 
wholesaler  of  Brooklyn  and  Long  Island,  re- 
ports that  the  demand  for  Victrolas  has  been  a 
very  healthy  one  and  that  it  has  been  busy 
shipping  machines  out  to  every  one  of  the 
dealers.  Machines  that  were  due  in  the  early 
part  of  January,  on  account  of  congested  traffic 
conditions,  are  just  now  arriving.  Dealers  who 
have  been  waiting  for  these  models  are  anxious 
to  get  them,  with  the  result  that  this  live  whole- 
saler has  been  kept  very  busy  getting  the  ma- 
chines into  these  dealers'  hands  at  the  earliest 
possible  moment. 

Rountree  Orchestra  Popular 
Maine  M.  Rountree,  popular  representative  of 
the  American  Talking  Machine  Co.,  who,  in 
addition  to  his  activities  with  this  wholesaler, 
conducts  and  manages  an  orchestra  of  several 
pieces,  is  very  enthusiastic  over  the  reception 
given  him  and  his  orchestra  by  dealers  for 
whom  he  has  played.  During  the  latter  part 
of  February  Mr.  Rountree  gave  a  concert  at 
the  E.  A.  Schweiger  store,  at  1525  Broadway, 
which  was  attended  by  a  large  number  of 
people.  This  concert  was  given  by  the  Trio 
De  Danse,  an  organization  which  is  under  the 
management  of  Mr.  Rountree. 

Busy  Month  for  Sonora 
The  Long  Island  Phonograph  Co.,  Sonora 
wholesaler  for  Brooklyn  and  Long  Island,  re- 
ports that  its  dealers  have  had  a  prosperous 
month  and  are  all  feeling  optimistic,  and,  from 
all  indications,  this  business  will  continue  for 
some  time  to  come.  R.  W.  Keith,  general 
manager  of  the  company,  is  sparing  no  effort  to 
impress  on  the  dealers  that  they  should  im- 
prove every  opportunity  offered,  and  merchan- 
dising ideas  and  helps  are  being  given  the  deal- 
ers by  the  company  so  that  no  opportunity  for 
the  procuring  of  sales  will  be  neglected. 

Mr.  Keith,  this  month,  has  spent  more  than 
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ten  days  at  the  Pittsburgh  offices,  where  he 
went  to  hold  a  conference  with  the  sales  rep- 
resentatives of  that  office.  J.  J.  Schratweiser, 
sales  manager  of  the  company,  has  been  con- 
tinually out  among  the  dealers  during  the  past 
month,  helping  them  with  inventories  and  as- 
sisting them  in  getting  their  stores  in  shape 
after  this  arduous  task  of  inventory  was  over. 
H.  Gerwitz  in  New  Store 

H.  Gerwitz  has  just  moved  into  a  new  and 
modern  retail  shop  from  125  to  139  Sutter  ave- 
nue, having  purchased  the  entire  building,  and 
is  devoting  the  entire  first  floor  and  a  large  part 
of  the  second  to  a  fine  talking  machine  retail 
shop.  He  features  the  Sonora  phonograph  ex- 
clusively, and  is  considered  one  of  the  most 
progressive  Sonora  dealers  in  this  section  of 
New  York.  Cards  were  sent  out  announcing 
the  formal  opening  of  the  store  and  a  special 
program  of  music  was  held  and  souvenirs  were 
distributed. 

M.  Golden  Buys  Crescent  Shop 

Another  retail  store  which  has  changed 
hands  this  month  in  Brooklyn  is  the  Crescent 
Music  Shop  at  7218  Third  avenue,  which  was 
purchased  by  M.  Golden.  It  was  formerly 
known  as  the  Kissel  Music  Shop.  Mr.  Golden 
intends  to  make  several  improvements  that  will 
aid  him  in  the  better  handling  of  his  large 
clientele.  He  will  handle  Sonora  phonographs 
and  Vocalion  records. 

Jacob  Bros.  Add  Sonora 

.A-mong-  the  new  dealers  recently  established 
by  the  Long  Island  Phonograph  Co.,  Sonora 
wholesaler,  is  the  firm  of  Jacob  Bros.,  316 
Fulton  street,  Jamaica,  who  introduced  the 
Sonora  phonograph  to  their  large  number  of 
clients  through  a  ver3'  attractive  window  dis- 
play and  the  aid  of  newspaper  advertisements. 
Harry  Bieling  Promoted 

Harry  Bieling,  genial  sales  representative  of 
the  Pease  Piano  Co.,  34  Flatbush  avenue,  has 
been  promoted  to  the  managership  of  the 
phonograph  department  of  this  store.  Mr.  Biel- 
ing is  an  old,  experienced  talking  machine  sales- 
man, and  his  promotion  to  the  managership  of 
the  store  is  well  merited. 

Window  Display  Boosts  Sales 

The  Ormonde  Music  Shop,  conducted  by  the 
Herschenroder  Bros.,  at  1314  Fulton  street, 
popular  Victor  dealers,  recently  installed  one 
of  the  most  attractive  window  displays  yet  seen 
in  Brooklyn.  The  window  consisted  of  a  dis- 
play of  records  in  which  was  featured  the  num- 
ber, "Lost — A  Wonderful  Girl."  The  word 
"Lost"   was   printed   on   a   large   pane!  which 
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extended  the  entire  width  of  the  window.  At 
a  distance  nothing  else  but  this  large  sign  was 
visible,  but  on  approaching  the  window  the  eye 
would  catch  a  large  sign,  which  was  placed  on 
the  floor  of  the  show  wind  iw.  which  contained 
the  words  "A  Wonderful  Girl."  Records  of 
this  number  were  used  as  a  background,  pre- 
senting a  novel  and  attractive  appearance.  As 
a  result  of  this  window  the  sale  of  this  record 
was  increased  to  a  large  degree. 

Another  Unique  Display 
Gibbins  &  Owens,  Victor  dealers,  10  Fourth 
avenue,  made  quite  an  impression  with  talking 
machine  men  and  the  public  generally  by  a  very 
attractive  window  display  on  the  popular  Vic- 
tor number,  entitled  "The  Dance  of  the  Wooden 
Soldiers,"  from  Chauve  Souris.  A  large  sign 
was  placed  in  the  window  on  which  was  worded 
"International  Hit."  A  horn  machine  was 
placed  in  the  center  of  the  window  and  a  large 
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number  of  wooden  soldiers  were  so  placed  as 
to  appear  coming  out  of  the  horn  and  arranging 
themselves  in  true  military  fashion. 

Stage  Community  Week 

Krauker  Bros.,  who  conduct  a  piano  and  talk- 
ing machine  store  at  1653  Pitkin  avenue,  were 
recently  instrumental  in  putting  over  a  most 
succeessful  "Community  Week,"  which  was  held 
in  the  Pitkin  avenue  section  in  Brooklyn.  This 
store  carried  a  very  attractive  window  display 
during  this  period  in  which  was  shown  a  Hep- 
pelwhite  Traymore  model  Sonora,  retailing  at 
$675  and  which  was  sold  the  very  first  day  that 
this  event  opened.  A  second  was  sold  soon  after. 
New  Sonora  Accounts 

New  dealers  recently  established  by  the  Long 
Island  Phonograph  Co.,  Sonora  jobber,  are  the 
Alodel  Music  Shop,  778  Franklin  avenue,  oper- 
ated by  Herman  Goldstein,  and  the  Zion  Music 
Shop,  179  Tompkins  avenue,  which  was  recently 
purchased  by  M.  Tessler. 

Adds  Musical  Instruments  and  Radio 

James  R.  De  Nyse,-  who  conducts  the  St. 
Marks  Victor  Studio  at  647  Nostrand  avenue, 
has  recently  established  a  new  department  in 
his  well-known  shop.  A  complete  line  of  musi- 
cal instruments  is  to  be  carried  and  a  special 
department  also  has  been  set  aside  for  radio. 

Finer  Stange.  who  was  formerly  with  the 
Manor  Music  Co.,  is  now  connected  with  Sofus 
Kjeldsen,  where  he  is  to  be  a  sales  representa- 
tive for  this  live  Victor  dealer. 
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[Editor's  Note. — This  is  the  twenty-fourth  of  a  series 
of  articles  by  William  Braid  White,  devoted  to  the  vari- 
ous interesting  opportunities  which  prevail  in  the  domain 
of  education  for  the  retailer  of  talking  machines.  The  sub- 
ject is  one  of  great  interest  and  we  commend  these  articles 
to  the  consideration  of  all  who  are  devoting  attention  to 
the  featuring  and  developing  of  the  musical  possibilities 
of  the  talking  machine.] 

THE  DRIFT  TO  BETTER  MUSIC 

The  more  experience  one  has  in  selling  rec- 
ords, and  thus  in  dealing  with  the  general  mass 
of  buyers  of  music  for  the  talking  machine,  the 
more  one  is  struck  by  the  fact  that  the  normal 
human  being  is  a  much  more  musically  intelli- 
gent person  than  might  superficially  appear.  It 
would,  of  course,  be  quite  wrong  to  argue,  even 
in  one's  most  expansive  moments,  that  the 
American  people  are  a  musical  people.  To  say 
this  is  to  say  that  which  is  not.  There  is  not 
as  yet,  and  perhaps  never  will  be,  a  musical 
atmosphere  around  the  ordinary  American  com- 
munity. But  for  that  matter  there  is  not  a 
musical  atmosphere  around  the  ordinary  Eu- 
ropean community,  not  at  least  in  the  sense 
commonly  held.  What  is  true  is  that  in  Europe 
musical  art  is  encouraged  and  fostered,  so  that 
in  the  places  where  its  devotees  gather  there 
is  governmental  and  social  aid  of  every  kind, 
intended  to  render  as  easy  as  possible  for  every- 
one the  enjoyment  of  musical  art,  and  to  those 
who  have  talent,  the  needed  technical  training. 
A  musical  atmosphere  is  thus  created  in  certain 
communities. 

In  this  country  there  is  a  distinct  lack  of 
such  an  atmosphere.  We  have  in  some  great 
centers  of  population,  New  York,  Chicago,  Bos- 
ton, musical  institutions  of  great  power  and 
influence;  but  they  touch  scarcely  the  fringe  of 
the  population  and  leave  the  masses  entirely 
outside  their  orbits.  A  thousand  causes  can  be 
alleged  for  the  aloofness  of  musical  art  from 
the  masses  of  the  American  people;  but  the 
fact  remains  that  it  is  too  early  to  say  that 
this  country  is,  in  the  right  sense  of  the  term, 
musical.  It  is  too  early,  that  is,  to  pretend 
that  there  is  that  authentic  American  influence 
in  music  which  is  the  note  of  a  musical  nation. 
What  Popular  Music  Shows 

But  we  need  not  feel  ashamed  or  even  dis- 
couraged. We  are  improving  every  day.  Bit 
by  bit  the  musical  thought  of  the  people  is  be- 
coming more  enlightened.  The  progress  of 
popular  music,  so-called,  really  shows  just  this 
very  thing.  Thirty  years  ago  popular  music 
was  far  less  interesting  than  it  is  today,  but 
at  the  same  time  it  was  far  more  stupid.  To- 
day the  post-war  dance-mania  has  produced  a 
variety  of  dance  rhythms  which  are  really  most 
fascinating:  and  although  the  words  of  popular 


songs  are  as  stupid  as  ever,  they  are  certainly 
less  harmfully  so  than  they  used  to  be.  The 
songs  are  gayer  in  their  music  and  certainly  no 
more  'inane  in  their  texts.  Meanwhile  a  new 
movement  is  making  itself  known,  to  the  exist- 
ence of  which  the  talking  machine  has  made 
large  contributions,  and  which  is  really  bound 
up  with  the  development  of  the  talking  ma- 
chine itself.  There  is  growing  up,  in  fact,  a 
public  interest  in  better  music  of  every  kind. 
Rise  of  a  New  Spirit 

Talking  machine  dealers  who  pay  close  at- 
tention to  their  record  sales  know  perfectly 
well  that  every  year  they  find  a  larger  demand 
for  records  representing  the  best  music.  This 
is  not  a  dream  or  a  pious  wish.  It  relates  to 
a  state  of  affairs  which  is  becoming  better  and 
better  understood  daily  by  those  who  are  in 
a  position  to  observe.  The  manufacturers  of 
records  are  awake  to  the  situation  and  those 
who  carefully  watch  their  doings  cannot  avoid 
the  conclusion  that  they  recognize  a  drift  to- 
ward better  music  and  are  determined  to  be 
ready  to  take  care  of  it  as  quickly  as  it  makes 
itself  felt.  In  fact,  it  is  making  itself  felt,  and 
only  a  ver\'  blind  business  man  can  be  indiffer- 
ent to  what  is  so  plain  and  so  significant. 
Facts  Supporting  Claims 

It  is  not  necessary  to  go  into  history,  but 
the  recent  monthly  bulletins  of  all  makers  of 
talking  machine  records  will  repay  the  most 
careful  study.  One  may  in  them  perceive  two 
most  interesting  lines  of  thought  and  action. 
On  the  other  hand,  the  most  forward-looking 
institutions  are  deliberately  strengthening  their 
catalogs  in  the  direction  of  orchestra,  ensemble 
and  solo  instrumental  music.  They  know,  of 
course,  that  they  are  already  strong  in  the  vocal 
department,  but  they  also  know  that  no  deduc- 
tions as  to  the  musical  powers  of  a  nation  can 
safely  be  drawn  from  the  mere  fact  that  it  is 
comparatively  easy  to  sell  Galli-Curci  or  Caruso 
records.  But  when  it  is  found  advisable  to 
strengthen  and  enrich  the  less  obvious  elements 
in  the  collection  of  good  music — the  orchestral 
numbers,  the  string  quartets,  the  violin  sonatas, 
etc. — when  furthermore  the  utmost  attention  is 
being  given  to  recording  piano  music  in  the 
finest  manner  possible — it  is  certain  that  prep- 
arations are  going  on  before  our  e3'es  for  taking 
care  of  a  coming  vast  improvement  in  public 
taste. 

On  the  other  hand,  those  catalogs  which 
hitherto  have  been  frankly  commercial  are  be- 
ing strengthened  by  a  persistent  attempt  to 
associate  well-known  artistic  names  with  them 
and  to  build  up  a  respectable  collection  of  music 
performed  by  the  owners  of  those  names.  The 


^9 

methods  adopted  may  not  always  be  very  far- 
sighted  or  well  directed,  but  they  are  sincerely 
intended  to  fill  what  is  recognized  as  an  existing 
commercial  want. 

Eesponsibility  of  the  Dealer 

In  this  movement  the  dealer  has  a  responsi- 
bility which  cannot  be  dodged.  Ultimately,  the 
disposal  of  these  records  will  be  in  his  hands. 
He  must  sell  them  if  thej'  are  to  be  sold.  And 
if  he  is  indifferent  or  apathetic,  they  will  not  be 
sold,  and  another  opportunity  to  put  the  busi- 
ness on  a  thoroughly  permanent  foundation  will 
have  been  lost. 

For  everyone  who  has  ever  thought  twice 
about  the  matter  knows  that  the  profit  and  the 
prestige  alike  are  to  be  found  in  the  high-class 
records.  To  the  manufacturer  they  are  the  best 
and  cleanest  goods  he  can  produce.  To  the  dealer 
they  imply  high-class  trade,  trade  with  those 
who  have  money  to  spend  and  know  exactly 
what  they  want.  To  all  concerned  the  promo- 
tion of  better  music  means  larger  profits, 
steadier  business,  higher  prestige  in  the  com- 
munity. 

Relation  of  Art  Music  to  High-class  Machine 
Every  effort  that  legitimately  can  be  made  by 
every  retailer,  therefore,  to  stud}',  to  become 
interested  in  and  enthusiastically  sell  the  high- 
est kind  of  records  is  an  effort  worth  making; 
for  itself  and  for  its  commercial  results  alike. 
The  musical  possibilities  of  the  talking  machine 
cannot  be  exhibited  in  any  other  way  or  by 
means  of  any  other  music.  Let  this  thought 
always  be  kept  in  mind:  ordinary  dance  orches- 
tra music,  no  matter  how  well  it  be  done,  cannot 
possibly  be  expected  to  sound  any  better 
through  the  medium  of  record  and  talking  ma- 
chine than  it  sounds  to  those  who  hear  it 
directly.  Now  we  know  that  when  heard  di- 
rectly it  is  interesting  to  the  dancers  but  pro- 
foundly monotonous  to  those  who  don't  want  to 
dance.  It  is  not  intended  to  be  refined  or 
artistic,  publicity  enthusiasts  to  the  contrary 
notwithstanding.  So  it  might  just  as  well  be 
realized  that  with  music  of  this  kind  the  re- 
productive value  of  the  talking  machine  is  re- 
duced to  its  minimum,  and,  save  for  the  looks 
of  the  thing,  there  is  nothing  to  be  gained  in 
buying  an  expensive  one.  A  "portable,"  in  all 
respects  save  loudness  merely,  is  in  such  case 
as  useful  as  the  finest  console  talking  machine 
made. 

On  the  other  hand,  it  takes  the  finest  kind  of 
machine  to  do  justice  to  the  finest  kind  of 
record.  Here  is  something  about  the  musical 
possibilities  of  the  talking  machine  which  every 
merchant  in  the  music  business  ought  to  thor- 
ouehlv  realize. 
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Satisfied  customers,  whether  of  dealer, 
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Dealers  who  are  now  selling  Swanson 
Portables  say  that  lasting  satisfaction  and 
the  creation  of  many  new  prospective  cus- 
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full    details   of   the    Swanson  Portable. 
Will  you  send  us  your  name  to-day? 
Write  us  to-day  for  full  particulars. 
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UEALEkS  FUkBISHINQ  THEIR  STORES 


Orders  From  Dealers  in  All  Parts  of  the  Coun- 
try Received  by  the  Unit  Construction  Co. 
Indicate  Optimistic  Trade  Trend 


Rayburn  Clark  Smith,  president  of  the  Unit 
Construction  Co.,  when  interviewed  recently  at 
headquarters  in  Philadelphia,  pointed  out  that 
the  activity  generally  predicted  for  the  music 
trades  during  1923  was  apparently  confirmed  by 
the  influx  of  orders  for  Unico  equipment  start- 
ing immediately  after  the  holidays  and  continu- 
ing without  any  let-up  through  January  and 
February.  Practically  all  of  these  orders  were 
for  rush  delivery,  indicating  that  the  trade  is 
busily  making  preparations  for  Spring  activity 
of  unusual  proportions. 

That  this  trade  revival  is  not  restricted  to  any 
particular  section,  but  is  general  throughout  the 
country,  is  evidenced  by  the  following  partial 
list  of  Unico  1923  orders:  Nelson  Music  Co., 
Fullerton,  Cal;  Economy  Stores,  Bloomsburg, 
Pa.;  J.  Boiarsky,  Charleston,  W.  Va.;  Lerch 
Music  Shop,  Port  Jefferson,  N.  Y.;  Hibbards 
Music  Shop,  Huntington,  W.  Va.;  Smith,  Reis 
Co.,  St.  Louis,  Mo.;  Rothschild's  Department 
Store,  Chicago,  111.;  Steinway  &  Sons,  Dayton, 
Q.;  Lit  Bros.,  Philadelphia,  Pa.;  Brunswick- 
Balke-CoUender  Co.,  Buenos  Aires,  Argentina; 
Berliner  Gramophone  Co.,  Montreal,  Can.; 
Lueb tow's  Music  Shop,  Milwaukee,  'VVis.;  Badg- 
er Talking  Machine  Co.,  Milwaukee,  Wis.;  W. 
G.  Brown  Co.,  Gloucester,  Mass.;  G.  R.  Fergu- 
son, Babylon,  L.  I.;  Supplee-Biddle  Co.,  Phila- 
delphia, Pa.;  Robbins  Piano  Co.,  Columbus,  O.; 
Miller  Piano  Co.,  Coatesville,  Pa.;  Gallo  &  Ca- 
roley,  Philadelphia,  Pa.;  Brunswick-Balke-Col- 
lender  Co.,  Cleveland,  O.;  Knabe  Studios,  Bal- 
timore, Md.;  Mt.  Pleasant  Talking  Machine  Co., 
Washington,  D.  C;  Archie  Smith,  Jamaica, 
L.  I.;  Robt.  L.  White  Co.,  Cleveland,  O.;  B.  F. 
Fowler,  Haddonfield,  N.  J.;  Fulkerson  Music 
Co.,  Carbondale,  Pa.;  J.  W.  Jenkins'  Sons  Mu- 
sic Co.,  Kansas  City,  Mo.;  T.  F.  Hargis,  Poco- 
moke  City,  Md.;  Stoehr  &  Fister,  Scranton,  Pa.; 
Mallett  &  Woller,  Champaign,  111.;  Madison 
Music  Shop,  Lakewood,  O.;  Gardina  Furniture 
Co.,  Cleveland,  O.;  Pearson  Piano  Co.,  Indian- 
apolis, Ind.;  People's  Outfitting  Co.,  Indianapo- 
lis, Ind.;  Kohler  &  Chase,  San  Francisco,  Cal.; 
Brunswick-Balke-Collender  Co.,  Los  Angeles, 
Cal.;  F.  W.  Schmidt,  Anaheim,  Cal.;  Beras 
Brunswick  Shop,  Beverley  Hills,  Cal.;  Palmet- 
to Hardware  Co.,  Dillon,  S.  C;  Logan  Music 
Co.,  Twin  Falls,  Idaho;  Vocalion  Hall,  Boston, 
Mass.;  Gibbs  Piano  Co.,  Springfield,  Mass.; 
Grinnell  Bros.,  Detroit,  Mich.;  J.  De  Stefano, 
Philadelphia,  Pa.;  K.  C.  Sexton,  Washington, 
D.  C.;  Woodman  House  Furnishing  Co., 
Charleston,  W.  Va.;  Rothert  &  Co.,  Harrisburg, 
Pa.;  Hunt's  Leading  Music  House,  White 
Plains,  N.  Y.;  Ballen  Music  Store,  Philadelphia, 
Pa.;  Rochester  Music  Store,  Rochester,  N.  Y.; 
Erion  Piano  Co.,  Bufl^alo,  N.  Y.;  Hickok  Piano 
Co.,  Poughkeepsie,  N.  Y.;  Zerweck  Jewelry  Co., 
St.  Louis,  Mo.;  Kruck  Piano  Co.,  Camden,  N.  J.; 
Alexander  Glass,  Jr.,  Philadelphia,  Pa.;  Spear  & 
Co.,  Pittsburgh,  Pa.;  Sanger  Bros.,  Dallas,  Tex.; 
Wolfe  Music  Co.,  Cleveland,  O.;  B.  Beneman  & 
Son,  Cumberland,  Md.;  Webber  Music  Co.,  Red 
Wing,  Minn. 

That  the  demand  for  Unico  equipment  is  not 
confined  to  the  United  States  is  evidenced  by 
the  fact  that  orders  were  recently  received  and 
shipped  by  the  Unit  Construction  Co.  to  Buenos 
Aires,  Argentina;  Montreal,  Canada;  London, 
Liverpool  and  Manchester,  England.  Orders 
are  also  in  process  for  Belgium  and  France. 

The  Unit  Co.  was  recently  awarded  contracts 
by  the  General  Electric  Co.,  of  Schenectady, 
N.  Y.,  for  12,500  radio  cabinets,  including  those 
required  for  the  Radiola  No.  II,  Radiola  No.  IV, 
Radiola  No.  V  and  Radiola  No.  VI  outfits. 
Other  well-known  concerns  using  the  Unico 
cabinets  are  De  Forest  Telephone  &  Telegraph 
Co.,  Allen  D.  Cardwell  Mfg.  Corp.,  A.  C.  Gil- 
bert Co.,  Atwater  Kent,  National  Radio  Co., 
Pennsylvania  Radio  Laboratories  and  J.  S.  Tim- 
mons. 


"SPECIAL  DAY"  COMMITTEE  MEETS 

New  Committee  of  Talking  Machine  Men,  Inc., 
Discusses  Plans  for  Tying  Up  Special  Record 
Campaigns  With  Holiday  Celebrations 


The  first  meeting  of  the  "Special  Day"  com- 
mittee of  the  Talking  Machine  Men,  Inc.,  ap- 
pointed at  the  last  meeting  of  that  organization 
to  take  up  the  work  of  preparing  suggestions 
for  the  hooking  up  of  trade  interests  with  spe- 
cial holiday  events  with  a  view  to  creating  an 
increased  demand  for  appropriate  records,  was 
held  in  the  offices  of  the  Trade  Service  Bureau 
of  the  Music  Industries  Chamber  of  Commerce 
on  March  1,  and  plans  were  discussed. 

It  was  decided  that  the  best  results  could  be 
accomplished  by  concentrating  on  a  few  select- 
ed holidays  during  the  first  year,  rather  than 
endeavoring  to  cover  the  whole  list  at  once,  and 
the  holidays  thus  selected  for  preliminary  work 
include  Valentine's  Day,  Easter,  Mother's  Day 
(May  14),  July  Fourth,  Thanksgiving  and 
Christmas.    A  special  campaign  will  also  be  pre- 


pared for  use  during  June  in  presenting  talkilij; 
machines  and  records  as  bridal  gifts  and  as 
wedding  anniversary  presents. 

Consideration  will  be  given,  also,  to  taking 
cognizance  of  the  holida>s  celebrated  by  the 
foreign  element,  with  a  view  to  featuring  and 
advertising  records  from  the  foreign  catalog.>. 

In  the  course  of  the  meeting  it  was  decided 
that  the  original  title  of  the  committee  was  not 
sufficiently  comprehensive  and  the  body,  there- 
fore, selected  the  title:  "Committee  on  Adver- 
tising Co-operation  for  Special  Daj'S,  Events 
and  Observances."  Those  who  attended  the 
meeting  included:  Ma.x  Landay,  chairman;  Sol 
Lazarus,  P.  Marcus,  B.  H.  Roth,  Lloyd  Spencer, 
J.  J.  Davin,  Milton  Weil  and  V.  Burnett.  E.  A. 
Strauss  and  Saul  Birns,  also  members  of  the 
committee,  were  unable  to  be  present,  but 
pledged  their  support  to  the  work. 

C.  L.  Dennis,  director  of  the  Trade  Service 
Bureau  of  the  Chamber,  was  named  as  an  asso- 
ciate member  of  the  committee  and  will  co- 
operate with  it  in  developing  its  various  plans, 
with  a  view  to  broad  ;ning  the  movement. 
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Des  Moines,  la. 
Indianapolis,  Ind. 
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Cabinet  &  Accessories  Co.,  3  West  IGth  St. 
General  Phonograph  Corp.,  15  West  ISth  St. 
Bristol  &  Barber,  5  East  14th  St. 
Iroquois  Sales  Co.,  210  Franklin  St. 
Utlca's  Gift  and  Jewelry  Shop. 
A.  C.  Erisman  Co.,  174  Tremont  St. 
George  C.  Ulrich  &  Co.,  56  Ester  Bldg. 
Star  Phonograph  Co.,  634  Grant  St. 
Vocalion  Co.  of  Ohio,  Cleveland. 

Sterling  Roll  &  Record  Co.,  137  West  4th  St.,  Cincinnati. 

J.  K.  Polk  Furniture  Co.,  294  Decatur  St. 

C.  L.  Marshall,  514  Grlswold  St. 

M.  &  M.  Distributing  Corp.,  5  South  Wabash  Ave. 

Davenport  Phonograph  &  Accessory  Co.,  217  Brady  St. 

Duning  Co.,  303  Second  St. 

Stewart  Talking  Machine  Co. 

.\rtophone  Corp. 

Artophone  Corp. 

Walter  S.  Gray  Co.,  942  Market  St. 
Chipman,  Ltd.,  8-10  Bridge  St.,  New  York  Citv. 
Cable  address,  Chipmonk,  New  York. 


WE  WANT  MORE  JOBBERS 

If  this  machine  has  not  been  sold  in  your  territory, 
write  for  "Jobber's  Privilege" 

Outing  TALKING  MACHINE  CO.,  Inc. 


A.  J.  COTE,  President 

MT.   KISCO,  N.  Y. 


130 


THE   TALKING   MACHINE  WORLD 


March  15,  1923 


mm 


A  Complete  Line  of  "Money-Makers" 

LONG  CONSOLES 

Due  to  heavy  demand,  necessitating  large  cuttings,  we  have  been  able  to  reduce  our  manufacturing  costs. 
We  pass  this  saving  to  our  customers — more  than  10  per  cent  below  former  prices: 

Please  note  that  while  Consoles  601,  602,  603,  608  and  610  are  regularly  fitted  to  take  care  of  Victrola 
VI,  these  same  cabinets  can  be  fitted  to  take  care  of  Victrola  IV,  and,  when  taking  the  reduction  in  price  of 
Consoles  into  consideration,  it  enables  the  dealer  to  sell  an  up-to-the-minute  standard  outfit  at  a  very  moderate 
price. 

Long  Consoles  are  covered  by  basic  patents  and  infringements  will  be  prosecuted. 
Long  Consoles  are  distinctive  in  design  and  have  the  divided  top. 
Long  Cabinets  are  regarded  by  the  trade  as  the  Standard  of  Quality. 
Deliveries  can  be  made  at  once. 
Made  in  dark  red  mahogany  only. 
Order  now  for  Fall  and  Holiday  requirements. 
Write  to-day  for  catalog  of  full  line. 


All  of  the  Long  Consoles  illustrated 
on  this  page,  except  Style  606,  are 
also  ideally  adapted  for  use  with  the 
Columbia  Grafonola  A-2. 


Style  601 
Price  $27.00 


Style  606 
For  Victrola  IV  only 
$20.00 

Specifications: 
Made  In  dark  red  mahogany  only. 
One  piece  top,  19^  inches  long; 
34  inches  high;  21%  inches  deep. 


Style  603 
Price  $29.00 


New  LONG  Radio  and 
Talking  Machine 
Cabinet 


Style  608 
Price  $30.00 


Style  610 
Price  $28.00 


Specifications  for  all  models  ex- 
cept 606.  Made  in  dark  mahog- 
any only.  Two-piece  top,  36 
inches  long,  34  inches  high  and 
22  inches  deep. 


LONG  combination  Radio  and  talking 
machine  cabinet  for  Victrola  VI.  Radio 
chamber  will  accommodate  receiving 
set  7  inches  or  less  in  height;  room 
available  for  dry  batteries.  Head-sets 
or  loud  speaker  may  be  attached  to 
radio  terminals.  Cabinet  shown  equip- 
ped with  Westinghouse  Aeriola,  Sr., 
and  Baldwin  loud  speaker. 


The  Geo.  A.  Long  Cabinet  Company 

HANOVER,  PA. 
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J.  W.  SCOTT  JOINS  JEWEL  STAFF 

Well-known  Edison  "Veteran"  Now  Field  Su- 
pervisor for  Jewel  Phonoparts  Co. — Ideally 
Qualified  for  Important  Work — Will  Visit 
and  Co-operate  With  Jobbers  and  Dealers 


A.  B.  Cornell,  sales  director  of  the  Jewel 
I'honoparts  Co.,  Chicago,  who  visited  New  York 
recently  during  the  course  of  the  Edison  job- 
bers' convention,  announced,  prior  to  his  return 
to  Chicago,  that  J.  W.  Scott  had  been  appoint- 
ed field  supervisor  for  the  Jewel  interests.  Mr. 
Scott  assumed  his  new  duties  immediately  and. 


J.  W.  Scott 
in  company  with  Mr.  Cornell,  visited  several  im- 
portant trade  centers  in  the  East. 

According  to  Mr.  Cornell's  plans,  Mr.  Scott, 
in  his  capacity  as  field  supervisor  for  the  Jewel 
Phonoparts  Co.,  will  co-operate  with  the  job- 
bers and  dealers  in  every  section  of  the  coun- 
try handling  the  company's  attachments.  This 
co-operation  will  be  along  intensive  and  prac- 
tical lines  and  the  executives  of  the  Jewel  or- 
ganization are  prepared  to  give  Mr.  Scott  every 
possible  form  of  assistance  in  making  this  co- 
operation worth  while. 

In  securing  Mr.  Scott's  services  as  field  super- 
visor the  Jewel  Phonoparts  Co.  is  to  be  con- 
gratulated, as  "Scotty,"  as  he  is  familiarly 
known  to  his  many  friends,  is  one  of  the  most 
popular  members  of  the  talking  machine  indus- 
try. For  more  than  a  quarter  of  a  century  Mr. 
Scott  was  identified  with  Thos.  A.  Edison,  Inc., 
and  during  this  long  period  of  years  visited 
Edison  jobbers  from  one  end' of  the  country  to 
the  other.  Possessed  of  a  most  pleasing  per- 
sonality and  thoroughly  familiar  with  every 
phase  of  retail  merchandising,  Mr.  Scott  won 
and  retained  the  good-will  and  esteem  of  the 
jobbers  and  dealers  everywhere. 

In  joining  the  Jewel  organization  Mr.  Scott  is 
becoming  identified  with  a  company  which  has 
made  phenomenal  progress  in  the  past  few 
years.  The  Jewel  Phonoparts  Co.  is  to-day  rec- 
ognized as  a  leader  in  the  manufacture  of  at- 
tachments, tone  arms  and  sound  boxes,  and 
under  Mr.  Cornell's  able  direction  the  sales  have 
increased  by  leaps  and  bounds.  A  considerable 
measure  of  the  success  attained  by  the  Jewel 
Co.  may  also  be  attributed  to  the  exceptional 
skill  and  knowledge  of  T.  E.  Davidson,  presi- 
dent and  factory  executive,  who  has  placed 
Jewel  products  in  the  front  ranks  of  the  industry. 


SECURES  REOINA  PATENTS 

The  Musical  Instrument  Specialty  Co.,  21 
Fulton  street,  Rahway,  N.  J.,  which  for  the 
past  several  months  has  marketed  the  Regina 
phonograph,  has  changed  its  name  to  the  Regina 
Phonograph  Co.,  having  purchased  from  the  old 
Regina  Corp.  the  ownership  of  all  its  patents 
on  phonographs  as  well  as  the  trade  name 
"Regina"  as  applied  to  musical  instruments. 


OHIO  DEALERS  SUPPORT  NEW  BILL 


Answer  Call  of  Secretary  of  Music  Merchants' 
Association  of  Ohio  to  Get  Behind  Measure 
Introduced  for  Protection  of  Piano  Trade 


Cleveland,  O.,  March  5.— Statewide  call  to  every 
member  of  the  music  industry  in  Ohio,  whether 
a  member  of  the  Music  Merchants'  Association 
of  Ohio  or  not,  to  get  behind  the  new  legisla- 
tion that  has  been  introduced  at  Columbus  and 
support  the  measure  to  the  full  has  been  issued 
this  week  by  Secretary  Rexford  C.  Hyre.  Plea 
that  every  member  of  the  industry  apprise  his 
legislator  of  the  importance  of  this  bill,  to  the 
end  that  it  will  be  passed,  likewise  is  made  by 
Air.  Hyre. 

"The  importance  of  this  bill,  known  as  house 
bill  No.  347,  cannot  be  overestimated,"  says  Mr. 
Hyre.  "It  has  been  prepared  with  great  and 
careful  attention  to  detail,  contains  no  sleepers, 
and  means  what  it  says.  In  effect,  it  attempts 
to  prevent  frauds  in  the  giving  and  recording 
of  Ohio  chattel  mortgages.  It  is  the  kind  of 
protection  the  music  merchant,  and  particularly 
the  piano  dealer,  has  needed  and  wants.  It  is 
really  no  exaggeration  to  say  that  passiveness 
on  the  part  of  the  merchant  may  mean  failure 
of  the  bill,  while  action  on  his  part  may  mean 
its  passage — and  the  protection  that  it  affords." 

The  new  bill  is  designed  to  allow  a  period 
of  five  days  for  the  filing  of  chattel  mortgages 
by  dealers,  and  thus  will  relieve  them  of  the 
present  necessity  of  having  an  immediate  rec- 
ord made  of  such  transactions,  and  also  pro- 
vides fines  of  from  $100  to  $1,000  and  prison 
sentences  of  from  one  to  three  years  for  those 
who  give  fictitious  names  and  addresses  in  con- 
nection with  the  giving  of  the  chattel  mort- 
gages. This  last  provision  is  regarded  as  par- 
ticularly important  and  is  calculated  to  stop 
a  form  of  fraud  that  has  caused  considerable 
loss  to  music  merchants. 

Through  his  position  in  the  legal  fraternity 
Mr.  Hyre  succeeded  in  getting  Hon.  M.  J.  Wal- 


ther  to  introduce  the  bill  at  Columbus.  Indeed, 
Mr.  Walther  is  the  author  of  the  measure,  and 
as  such  has  given  freely  of  his  time  and  skill 
in  preparing  the  document.  It  is  the  belief  of 
both  Mr.  Walther  and  Mr.  Hyre  that  passage 
of  the  measure  will  give  the  merchants  pro- 
tection that  no  other  method  will  afford.  Mr. 
Hyre  expects  to  tell  of  its  merits  at  the  next 
meeting  of  the  Music  Merchants'  Association 
of  Northern  Ohio,  of  which  he  is  secretary. 

SONORA  ART  POSTER  FOR  MARCH 

The  art  posters  prepared  by  the  Sonora  ad- 
vertising department  for  the  use  of  Sonora 
dealers  during  March  are  especially  fitting  the 
season  of  the  year,  as  they  embody  the  period 


of  Spring.  The  accompanying  illustration,  show- 
ing one  of  the  March  posters,  will  give  some 
idea  of  their  attractiveness,  although  the  black 
and  white  reproduction  hardly  does  justice  to 
the  color  theme.  This  poster  features  a  scene 
from  "Hansel  and  Gretel"  and  it  is  also  inter- 
esting to  note  that  the  popular  Louis  XV  So- 
nora is  shown  on  this  poster  in  its  actual  color. 


%  PHONOGRAPH^S  RIGHT  ARM 

is  the  PHILLIPS  TONE  ARM 


No.  1  IMPROVED  THROWBACK  ARM 

Length  8U"  and  8>^"  Centre  to  Centre.    Full,  Deep  Tone 

Sample  to  Manufacturers  $3.00  Post  Paid 

Tone  Arms  for  Portable,  Medium  nnd^High  Grade  Machines 


145  fWest  45^  Street  -V^^^^lT^n-  New  York  City 
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vertising  and  service 

WITHOUT  EXPENSE 
and  at  a 

PROFIT 


IS  ASSURED  THE  TALKING 
MACHINE  DEALER  WHO  HANDLES 

SHEET  MUSIC 

Properly  Presented 


IT  ATTRACTS  ATTENTION  AND 
CUSTOM  WITHOUT  INCREASING 
OVERHEAD. 

COSTS  NOTHING  TO  FIND  OUT 
ABOUT  IT. 


z^sk  me! 


E  G.  MILLS,  Chairman 
M.  P  P.  A.  -  56  West  45th  St.,  NEW  YORK 

/  Ask  You  ! 

Name  

Street  

City  


March  15,  1923 


THE   TALKING   MACHINE  WORLD 


133 


LD\NINffiWOKLiyMySI 


INCREASING  PUBLIC  INTEREST  IN  VOCAL  SELECTIONS      WITMARK  &  SONS  TO  MOVE  UPTOWN 


Growing  Popularity  of  Vocal  Numbers  Indicated  by  Gradual  Trend  of  Purchases  of  Talking 
Machine  Records — What  the  Effect  Is  Likely  to  Be  on  the  Demand  for  Dance  Music 


Noted  Publishers  to  Occupy  Elaborate  Quarters 
at  Broadway  and  Fifty-first  Street 


The  trend  of  talking  machine  record  pur- 
chases and  the  interest  in  vocal  selections,  as 
reported  by  some  retailers,  will,  if  accelerated, 
create  a  new  era  in  the  sale  of  sheet  music. 
Any  increased  interest  in  songs  in  vocal  form 
naturally  has  a  tendency  to  redound  to  the 
advantage  of  sheet  music.  This  is  true,  no 
matter  what  avenue  or  channel  from  which  the 
increased  interest  comes.  While  reports  up  to 
the  present  would  indicate  that  there  has  been 
no  diminishing  interest  in  dance  selections,  the 
new  movement  undoubtedly  will  have  an  effect, 
for  during  the  past  two  years  since  the  dance 
craze  took  such  an  important  place  in  the  rec- 
ord, player  roll  and  allied  fields,  the  sales  of 
sheet  music  have  had  smaller  totals  than  here- 
tofore, although,  of  course,  there  have  been 
some  individual  exceptions. 

The  renewed  interest  in  vocal  numbers  might 
be  credited  largely  to  the  fact  that  the  trade 
in  general  is  giving  such  works  more  attention 
and  is  bringing  vocal  music  before  those  who 
heretofore  were  seemingly  only  interested  in 
dance  numbers.  It  also  may  mean  that  the 
general  public  has  been  surfeited  with  dance 
music.  Certainly  there  has  been  no  lack  of 
supply.  Fox-trots  have  predominated  every- 
where and  in  the  monthly  releases  of  both  rec- 
ords and  rolls  they  have  been  featured. 


The  music  publishers  and  dealers  will,  un- 
doubtedly, look  with  favor  upon  any  trend  that 
gives  added  recognition  to  vocal  selections, 
either  to  the  injury  of  dance  music  or  supple- 
mentary thereto.  Either  one  would  be  looked 
upon  as  an  improved  and  healthy  situation. 

Any  substantial  demand  for  vocal  selections 
will  be  immediately  recognized  by  writers  and 
publishers.  Naturally,  there  can  only  be  so 
many  numbers  published  each  year  and,  if  this 
vocal  demand  has  an  influence  upon  output, 
it  will  necessarily  decrease  the  number  of  selec- 
tions that  are  now  published  with  an  eye  to 
pleasing  the  orchestras  and  the  dance  en- 
thusiasts. 

The  present  dance  craze  has  been  with  us 
over  quite  a  lengthy  period  and  it  can  hardly 
be  said  that  there  is  yet  an  apparent  lack  of 
interest  or  a  changed  situation.  It  has  been 
stated,  however,  by  some  who  are  qualified  to 
speak  that  the  vogue  will  in  time,  at  least  in 
its  present  form,  spend  itself.  The  period  neces- 
sary for  such  a  change  to  take  place  has  been 
estimated  at  a  various  number  of  years,  one 
prediction  stating  that  the  modern  dance  would 
still  be  popular  for  more  than  a  decade. 

But  this  is  probably  too  long  a  period.  It 
undoubtedly  will  lose  its  predominating  position 
to  vocal  selections  before  that  time. 


M.  Witmark  &  Sons  announce  that  after  main- 
taining headquarters  for  twenty  years  in  West 
37th  street.  New  York,  in  a  building  especially 
erected  to  meet  the  requirements  of  the  com- 
pany's business  in  1903,  they  will  move  shortly 
to  new  headquarters  at  1650  Broadway,  where 
two  complete  floors  in  the  spacious  new  build- 
ing adjoining  the  Winter  Garden,  with  frontage 
on  Broadway,  Seventh  avenue  and  Fifty-first 
street,  will  be  occupied  by  the  company. 

The  fifth  and  sixth  floors  of  the  new  building 
are  now  being  equipped  in  an  elaborate  manner 
to  take  care  of  the  Witmark  business,  which 
has  increased  in  volume  and  importance  steadily 
during  the  past  two  decades.  In  addition  to  the 
business  offices,  stock  and  shipping  rooms,  the 
new  quarters  will  also  house  the  professional 
department  now  located  in  the  building  adjoin- 
ing the  Palace  Theatre. 


LINKING  WITH  AUTO  SHOW 

Kresge  Features  "You  Know  You  Belong  to 
Somebody  Else"  During  Toledo  Auto  Show 
With  Good  Results  in  Sales 


NEW  STOCK  DISTRIBUTION  TO  EMPLOYES  OF  FEIST  HOUSE 


On  May  16  of  last  year  Leo  Feist,  Inc.,  in 
celebrating  its  twenty-fifth  anniversary,  added  to 
the  stockholders  of  that  organization  Philip 
Kornheiser,  manager  of  the  professional  de- 
partment; Rocco  Vocco,  manager  Chicago  ofiice; 
Theodore  Morse,  manager  mechanical  depart- 
ment; Lee  Orean  Smith,  manager  of  band  and 
orchestra  department,  and  Myer  Jacobs,  auditor 
of  the  firm. 

At  the  time  the  above  stock  distribution  was 
made  it  was  announced  that  the  move  was  only 
the  beginning;  further  stock  distribution  was 
to  be  made  from  time  to  time  to  members  of 
the  organization  selected  on  merit  and  period 
of  service,  under  the  slogan  "He  Who  Wins 
the  Spurs  Shall  Wear  Them."  In  accordance 
with  the  above  policy  thus  established,  Leo 
Feist,  Inc.,  at  a  meeting  of  the  board  of  direc- 
tors, held  on  February  20,  1923,  selected  the 
following  employes  to  participate  in  the  second 


distribution  of  stock:  Fred  Auger,  manager  of 
the  Boston  office;  Solly  Cohn,  assistant  pro- 
fessional manager;  J.  A.  Decatur,  assistant  gen- 
eral manager;  Henry  Heine,  traffic  manager; 
Arthur  Hoffman,  personal  secretary  to  Mr. 
Feist;  H.  C.  Johnston,  manager  of  the  San  Fran- 
cisco office;  Bob  Miller,  manager  of  the  Detroit 
office;  Cliff  Odoms,  sales  manager  in  charge  of 
branch  offices;  Lester  Santly,  manager  of  or- 
chestra special  service  department. 

In  closing,  the  report  reads:  "Pursuant  to  the 
action  of  the  board  of  directors,  stock  has  been 
issued  and  distributed  to  the  employes  men- 
tioned, thus  adding  additional  links  that  bind  us 
together  for  the  future  progress  and  prosperity 
of  the  company.  We  reiterate  'He  Who  Wins 
the  Spurs  Shall  Wear  Them.' 

"Leo  Feist,  Inc., 
"Leo  Feist,  President;  Edgar  F.  Bitner,  Treas- 
urer and  General  Manager." 


During  the  recent  automobile  show  held  in 
Toledo,  O.,  the  S.  S.  Kresge  store  of  that  city 
made  a  special  sales  drive  on  the  Irving  Berlin, 
Inc.,  song,  "You  Know  You  Belong  to  Some- 
body Else  (So  Why  Don't  You  Leave  Me 
Alone?)."  In  addition  to  giving  the  title  pages 
of  the  song  a  conspicuous  position  on  the  music 
counter,  a  full  window  featuring  this  Berlin 
success  was  shown  throughout  the  period  of 
the  show.  An  artistic  cutout  carrying  a  minia- 
ture reproduction  of  a  1923  model  automobile,  set 
in  a  tropical  atmosphere,  with  the  title  of  the 
song  appearing  overhead,  was  used  as  the  back- 
ground. Mr.  Townsend,  manager  of  the  Kresge 
campaign,  states  that  the  sales  showed  sub- 
stantial gains  during  the  week  of  the  drive. 


E.  F.  BITNER  GOES  TO  COAST 

Edgar  F.  Bitner,  general  manager  of  Leo 
Feist,  Inc.,  left  early  this  month  for  a  trans- 
continental tour  to  the  Pacific  Coast  and  inter- 
vening territory.  It  is  understood  that  Mr. 
Bitner  will  make  stops  at  Cincinnati,  St.  Louis 
and  Kansas  City  on  his  way  out  to  the  Coast 
and  will  return  by  way  of  the  Northwest. 


BEING  PIgQfEDAND  5UXG  FROM  CXJAST  ™  COAST 


J(eac/u^oon. yor'  Phon.oyrapl\,s  andPlayenfiaixos 

arvsas  City  No. 
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Three  Melody  Hif^^^ 

CORNEl 

of  the 

WORLD 
ALLOUR^OW 

A  Beautirul  Waltz  Ballad 


LOWEIt 

An  Oriental  Fopc  Trot 


1> 


E.  C.  MILLS  BACK  FROM  CUBA 


personality  than  is  usually  obtained  in  a  posed 
portrait  with  the  generally  stilted  effect. 


"GOODNIGHT"  WALTZ  GOES  BIG 


Chairman,  Executive  Board,  Music  Publishers' 
Association,  Cuts  Short  Trip  to  Southern  Isle 


E.  C.  Mills,  chairman  of  the  Executive  Board 
of  the  Music  Publishers'  Protective  Association, 
recently  made  a  trip  to  Cuba  which  was  cut 


FEATURING  "SWANEE  SMILES" 

Sherman,  Clay  &  Co.  Link  Window  With  Ap- 
pearance of  Paul  Ash  Orchestra  in  San  Fran- 
cisco at  Granada  Theatre  in  That  City 


New  Leo  Feist  Number  Receiving  Rapid  Re- 
sponse From  Public,  Which  Shows  Increas- 
ing Popularity  of  Waltz 


Among  the  orchestras  which  have  featured 
the  Sam  Fox  Publishing  Co.'s  song,  "Swanee 
Smiles,"  is  that  of  Paul  Ash  and  his  Synco- 
Symphonist  at  the  Granada  Theatre,  San  Fran- 
cisco, Cal.  This  and  other  combinations  of 
similar  caliber  have  made  "Swanee  Smiles"  one 
of  the  feature  numbers  of  Pacific  Coast  pro- 
grams. The  dealers  in  the  territory  where 
"Swanee  Smiles"  has  received  this  unusual  pub- 
licity have  co-operated  with  the  publisher  by 
giving  the  song  display  space  on  counters  and, 
in  many  instances,  have  dressed  their  windows 
with  the  title  pages  in  addition.  There  was 
shown  such  a  display  on  the  number  by  Sher- 
man, Clay  &  Co.,  of  San  Francisco,  during 
the  period  in  which  the  song  was  featured  by 
the  Paul  Ash  Orchestra.  The  window  is  quite 
artistic  in  effect,  the  center  placard  carrying 
the  Granada  Theatre  announcement,  together 
with  the  photoplays  which  were  shown  there 
during  that  time. 


Among  the  new  numbers  added  to  the  cata- 
log of  Leo  Feist,  Inc.,  is  a  waltz  entitled 
"Goodnight."  The  number  has  already  shown 
indications  of  becoming  quite  popular  and  this 
has  induced  the  publisher  to  arrange  a  campaign 
to  exploit  it  intensively.  While  it  is  true  the 
Feist  number,  "Three  o'Clock  in  the  Morning," 
continues  to  receive  wide  recognition  and  popu- 
larity, there  seems  to  be  no  reason  why  another 
rheritorious  waltz  should  not  be  programmed  by 
orchestras.  The  growing  popularity  of  "Good- 
night" is  ample  proof  that  there  is  room  for 
more  than  one  hit  of  similar  type. 

The  sales  staff  of  the  Feist  organization  looks 
for  "Goodnight"  to  be  very  big.  It  makes  no 
claim,  however,  to  its  succeeding  "Three  o'Clock 
in  the  Morning."  One  of  the  slogans  adopted 
in  exploiting  the  number  is  "Almost  as  good 
as  'Three  o'Clock  in  the  Morning.'  " 


"ELSIE"  SCORES  IN  BOSTON 

Sissle  and  Blake  Musical  Comedy,  Published  by 
Witmark,  Repeats  Chicago  Success 


E.  C.  Mills 

short  through  sickness  in  the  party  which  ac- 
companied him.  It  was  Mr.  Mills'  intention  to 
have  a  two  weeks'  rest,  which,  no  doubt,  was 
much  needed  after  his  strenuous  Association 
activities  for  some  months  past. 

Herewith  is  shown  a  reproduction  of  a  photo- 
graph taken  aboard  ship  on  the  return  trip. 
Many  of  Mr.  Mills'  friends  believe  it  shows 
him  to  advantage,  inasmuch  as  the  casual  snap- 
shot  seems  to  carry  somewhat  more  of  his 


GALLAGHER  AND  SHEAN  IN  JEWISH 

Gus  Goldstein,  noted  Jewish  playwright,  com- 
poser, thespian  and  record  artist,  has  translated 
ten  of  the  most  famous  of  the  Gallagher  and 
Shean  choruses  into  Jewish  and  has  recorded 
them  in  that  language  on  Victor,  Okeh,  Vocalion 
and  Emerson  records. 


The  Sam  Fox  Publishing  Co.,  of  Cleveland,  O., 
has  issued  three  new  orchestra  numbers  which 
have  been  added  to  the  Sam  Fox  library  edition 
for  orchestra.  They  are  "Yesterday- Eve,"  "Fair 
Debutante"  and  "La  Rosita." 


The  musical  comedy,  "Elsie,"  which  has  had 
a  successful  run  in  Chicago  and  elsewhere,  has 
made  its  appearance  in  Boston,  where  it  is 
again  recognized  as  a  meritorious  attraction. 
Much  of  the  music  for  this  show  was  furnished 
by  Noble  Sissle  and  Eubie  Blake,  who  were 
responsible  for  last  season's  success,  "Shuffle 
Along."  Among  the  songs  in  "Elsie,"  which 
Boston  seems  to  recognize  as  unusual,  are 
"Baby  Buntin',"  and  "Two  Hearts  in  Tune," 
closely  followed  by  "Sand  Flowers,"  "With 
You,"  and  "Jazzing,  Thunder,  Storming  Dance." 
The  Sissle  and  Blake  numbers  are  published 
by  M.  Witmark  &  Sons. 


A  Chain  of  Successes 
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FIVE  RECORD  BREAKING  HITS  -  WATCH  FOR  THEIR  RELEASE 


You  Know  You  Belong  to  Somebody  Else 

(So  Wliy  Don't  You  Leave  Me  Alone?) 
The  Big  Hit  of  tlie  Hour 


DEAREST 

The  Season's  Greatest  Melody  Hit 


YOU  TELl  HER,  I  STUHER 

The  Country's  Favorite  Novelty  Song  .  ■ 


NOT H IN'  BUT 

A  Hot  Tune  by  the  Writers  ol  "Hot  Lips" 

BY  THE  SHALIMAR 

'  Featured  by   Orchestras  Everywhere 


IRVING  BERLIN,  Inc.,  1607  Broadway,  New  York 


NEW  IINICO  SHEET  MUSIC  EOIIPMENT       NOVEL  PIBLICITV  FOR  "DEAREST" 


Brought  Out  in  Co-operation  With  the  Music 
Publishers'  Protective  Association 


Number  Goes   Over  Big  at  Recent  Syracuse 
Pure  Food  Show  Through  "Stunt" 


Owing  to  the  constantly  increasing  number 
of  talking  machine  dealers  who  are  installing 
sheet  music  departments  and  the  resulting  de- 
mand for  suitable  equipment  harmonizing  in 
design  and  finish  with  the  other  interior  fix- 
tures of  the  store  the  Unit  Construction  Co., 
of  Philadelphia,  has,  in  co-operation  with  the 
Music  Publishers'  Protective  Association,  de- 
veloped special  Unico  sheet  music  fixtures,  in- 
cluding sectional  racks,  counters  and  display 
units.  These  are  now  ready  for  distribution  to 
the  trade  and,  in  fact,  have  already  been  in- 
stalled by  a  number  of  concerns.  Descriptive 
literature  has  just  been  prepared  fully  describ- 
ing the  new  units.  This  literature  has  also  been 
placed  in  the  hands  of  the  Music  Publishers' 
Protective  Association  for  the  guidance  of 
dealers  opening  new  departments. 


Much  amusement  was  created  at  the  recent 
Food  Show  in  Syracuse,  N.  Y.,  when  the  man- 
agement of  that  enterprise  made  overtures  to 


TWO  NUMBERS  FROM  THE  WEST 


"Peggy  Dear"  and  "Apple  Sauce"  are  two 
songs  which  have  obtained  some  popularity  in 
Eastern  territory,  but  which  are  Pacific  Coast 
productions.  Both  numbers  were  conceived 
there  and  were  introduced  in  Los  Angeles  by 
Abe  Lyman's  Orchestra,  a  group  of  musicians 
which  it  is  said  is  soon  to  arrive  in  the  East 
to  spread  the  fame  of  its  Los  Angeles  triumph. 


linked  up  the  song  with  the  Food  Show's 
activities.  The  orchestra,  which  played  after- 
noon and  evening,  featured  the  Berlin  success, 
"Dearest,"  and  the  dealers  in  that  city  felt 
an  unusual  demand  for  the  number,  which,  un- 
doubtedly, can  be  attributed  to  the  above  pub- 
licity. 

The  success  of  this  novel  publicity  scheme 
has  induced  the  sales  department  of  Irving 
Berlin,  Inc.,  to  suggest  to  food  shows,  electrical 
exhibitions,  dance  halls  and  other  places  where 
there  are  large  gatherings  to  inaugurate  a  simi- 
lar publicity  arrangement,  which  doubtless  has 
value  to  the  various  enterprises  and  indirectly 
gives  returns  to  both  the  publisher  and  dealer 
in  sheet  music. 


vVoci.oi   by        I  ^ 
Alvi.o  by 

HflRoy  Akst 

rrvirig     Berlin.   I  in.  c 

160t     13r-on<d.wciy  ^Jel.^ 

I  I 

"Dearest"  Title  Page 

those  who  attended  to  discover  the  "Dearest 
Girl  in  Syracuse."  Naturally,  inasmuch  as  Irving 
Berlin,  Inc.,  Jias  a  successful  fox-trot  song  of 
that  title  the  local  representative  of  that  house 
took  advantage  of  the  unusual  situation  and 


COPYRIGHT  PROTECTION  IN  MEXICO 

Arrangements  have  been  completed  for  the 
protection  of  American  music  publishers'  com- 
positions in  Mexico  by  the  Music  Publishers' 
Protective  Association  and  Wagner  &  LeviSn, 
leading  music  publishing  house  of  that  country. 

The  cost  of  copyrighting  a  composition  in 
Mexico  will  be  $5  and  will  become  invaluable, 
due  to  the  increasing  demand  there  for  Ameri- 
can music. 


A  new  blues  song  written  by  Milt  Hagen 
and  Charles  O'Flynn,  the  title  of  which  has  not 
as  yet  been  selected,  will  soon  be  released  by 
the  Clarence  Williams  Music  Co.,  Gaiety  The- 
atre Building,  New  York  City,  publisher  of  the 
well-known  success,  "Sister  Kate." 


M, WIT/HARK  a  sons  -  Publishers  -  Wilmark  Building  -  /NEW  VORK 
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^  BENNY  DAVIS  Vnten 
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"CAROLINA  HOME"  FEATURED  BY  KRESGE  IN  BALTIMORE 

Witmark  Number  Given  Prominent  Display  While  Being  Sung  at  Maryland  Theatre  During 
Week — Quick  Returns  to  Dealers  on  Exploiting  This  Number  the  Rule 


Few  popular  songs  have  met 
or  quicker  degree  of  favor  th 
Back  to  Aly  Carolina  Home," 
veloped  into  probably  as  big 
a  hit  as  any  Southern  ditty 
of  recent  years.  Its  extremely 
catchy  melody  and  infectious 
rhythm  are  mainly  responsible 
for  this,  and  the  song,  pub- 
lished by  M.  Witmark  &  Sons, 
is  equally  popular  with  the 
dancers  and  orchestra  leaders 
all  over  the  country.  Prob- 
ably nowhere  did  "Carolina 
Home"  go  over  bigger  than  it 
did  last  week  at  the  Maryland 
Theatre  in  Baltimore,  where 
it  was  splendidly  and  most  ef- 
fectively featured  by  Maureen 
Englin  and  the  Southland 
Entertainers.  Tying  up  with 
this  engagement  in  great  style 
was  the  splendid  window  dis- 
play all  week  by  the  S.  S. 
Kresge  Co.,  in  Baltimore.  A 
reproduction,  showing  "Carry 
Me  Back  to  My  Carolina 
Home"  exclusively  featured,  is 
given  herewith. 

Dealers  who  are  progressive 
enough  to  link  up  their  sheet 
music  departments  with  the 
appearance  of  artists  in  their 
cities  singing  the  numbers 
which  they  are  featuring,  as 
was  done  in  this  case,  find 
such  action  a  remarkably  ac- 
tive stimulant  to  sales,  for 
the  people  who  hear  the  num- 
ber, and  who  then  forcibly 
have  their  recollection  recalled 


with  a  greater     to  it  by  means  of  the  window  display,  are  the 

an  "Carry  Me     sort  of  customers  who  buy  at  once. 

which  has  de-        This  Witmark  number,  "Carry  Me  Back  to 


s.S.kr-esge:  CO 


My  Carolina  Home,"  lends  itself  particularly 
well  to  this  sort  of  exploitation,  the  title  page 
being  particularly  effective  when  used  by  a  win- 
dow dresser  with  ingenuity.  The  Kresge  store 
secured  immediate  returns  by  this  means  and 
is  thoroughly  well  satisfied  with  the  profit  on 
the  investment  represented  in  the  window  space 
allotted  it   during  the   time  it  was  featured. 

The  popularity  of  "Carry  Me  Back  to  My 
Carolina  Home"  continues  to  increase  steadily, 
for  it  is  one  of  those  numbers  of  which  the 
average  person  carries  home  the  melody  with 
him  after  the  first  hearing.  Those  artists  who 
are  using  it  in  their  acts  are  unanimous  in  their 
praise  of  the  way  in  which  it  takes  with  their 
audiences.  Dealers  report  that  it  is  a  steady 
seller  wherever  it  has  been  featured  or  the 
slightest  effort  to  exploit  this  number  has  been 
made. 


Kresge  Display  of  "Carolina  Home" 


Published  by 

Sam  Fox  Publishing  Co. 

CLEVELAND  and  NEW  YORK 


HITS 


NOTHING  BUT 


HITS 


THAT 

.71  ST  LIKE  A  COLD— IT'S  CATCHING 

DA-DA  STRAIN 

ARRANGED  BY  W.  C.  POLLA 

A  MELODY  FOX-TROT 

MY  PILLOW 
AND  ME 

ARRANGED  BY  M.  D.  HELM 

THE   SEASON  S  DANCE  HIT 

SISTER  KATE 

ARRANGED  BY  W.  C.  POLL.\ 

LIKE  "SISTER  K.\TE."  BUT  DIFFERENT 

SUGAR  BLUES 

ARRANGED  BY  W.  C.  POLL.\ 

A  DANCE  NUMBER  THAT  NEVER  MISSES 

GOT  TO  COOL  MY  DOGGIES  NOW 

ARR.\NGED  BY  L.  L.  VOS  BURGH 

CLARENCE  WILLIAMS  MUSIC  PUB.  CO.,  Inc.,  1547  Broadway,  N.  Y.  C. 
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BY  BENNY  DAVIS  writers 
AND  ABNER  SILVER  or 


SAY  IT  WHILE  DANCING 
ANGEL  CHILD  ""W™  CAROLINA  HONE 


At. WIT/HARK  &  sons  -  Publishers  -  Wehmark  Building  -  /NEW  VORK 


FORSTER  HITS  FEATURED  WIDELY 


Big  Campaign  Launched  in  Chicago  on  "Mel- 
low Moon,"  "Thru  the  Night,"  "Fuzzy  Wuzzy 
Bird"  and  Other  Numbers  in  Firm's  Catalog 


Chicago,  III.,  March  9. — Beginning  in  Febru- 
ary the  Forster  Music  Publisher,  Inc.,  235  South 
Wabash  avenue,  through  the  aid  of  Wendell 
Hall,  manager  of  its  promotion  department, 
started  an  intensive  campaign  on  its  new  hits, 
including  "Mellow  Moon,"  "Thru  the  Night," 
"Fuzzy  Wuzzy  Bird"  and  several  others. 

Wendell  Hall,  known  as  the  radio  ragtime 
king,  has  had  wide  experience  in  promotion 
work.  He  is  especially  known  through  his  pop- 
ularity in  introducing  the  Ludwig  song  whistle, 
made  by  Ludwig  &  Ludwig,  drum  manufac- 
turers of  this  city.  He  was  also  head  of  the 
Dellwoods  Music  House  and  is  thoroughly  fa- 
miliar with  the  publishing  business. 

With  the  aid  of  Elizabeth  Forsyth,  who  is 
on  the  professional  staff  of  the  Forster  Music 
Publisher,  Inc.,  Mr.  Hall  will  appear  through- 
out the  city  in  many  theatres  and  concert  halls, 
featuring  "Mellow  Moon"  and  other  numbers 
with  a  xylophone  program.  The  program  has 
already  been  given  at  several  theatres  with 
great  success,  as  Mr.  Hall  appeared  on  Febru- 
ary 1  at  Orchestra  Hall  and  on  February  4  at 
the  Stratford  Theatre.  Following  this  a  pro- 
gram was  given  at  the  Lyon  &  Healy  Concert 
Hall. on  February  12.  He  also  appeared  at  Sen- 
ate Theatre  on  February  25,  as  well  as  at  sev- 
eral other  houses. 


NEW  WITMARK  NUMBERS  ISSUED 

Among  the  new  songs  added  to  the  catalog 
of  M.  Witmark  &  Sons  which  are  showing 
unusual  activity  are  "Gone,  but  Still  in  My 
Heart,"  a  novelty  fox-trot  from  the  pens  of 
Benton  Ley  and  Lee  David,  who  will  be  re- 
membered as  the  writers  of  "Where  the  Volga 
Flows,"  one  of  last  year's  particular  successes 
with  orchestras.  These  two  writers  are  under 
exclusive  contract  with  the  Witmark  firm,  which 
some  time  back  took  over  several  numbers  from 
another  publishing  catalog  the  music  of  which 
is  by  Lee  David.  Another  addition  to  the 
Witmark  catalog  which  is  having  popular  favor 
is  "When  Will  the  Sun  Shine  for  Me?"  by  Benny 
Davis  and  Abner  Silver,  writers  of  "Angel 
Child"  and  "Say  It  While  Dancing."  The  pub- 
lishers have  inaugurated  an  extensive  publicity 
and  promotion  campaign  for  both  of  the  above 
numbers. 


THe  show  numbers  from  this  season's  Irving 
Berlin  "Music  Box  Revue"  are  much  more 
active,  according  to  reports  from  dealers 
throughout  the  country,  than  was  the  case  with 
the  songs  of  last  season's  offering.  Substan- 
tia! sales  are  reported  on  "Crinoline  Days," 
"Lady  of  the  Evening,"  "Pack  Up  Your  Sins 
(And  Go  to  the  Devil)"  and  "Will  She  Come 
From  the  East?" 


ONE  OF  THE  SEASON'S  SUCCESSES 

"Parade  of  the  Wooden  Soldiers"  continues 
to  be  one  of  the  pronounced  successes  of  the 
season  1922-23.  Despite  the  fact  that  some  of 
its  popularity  has  been  derived  through  its 
ability  to  conform  to  the  modern  fox-trot 
rhythm,  it  is,  after  all,  a  composition  of  un- 


usually high  standard  for  one  attaining  such 
remarkable  popularity.  The  sales  department 
of  the  Edward  B.  Marks  Music  Co.,  the  pub- 
lisher, not  only  finds  it  substantially  ordered 
by  the  trade  in  the  usual  instalments,  but  is 
receiving  daily  telegrams  from  jobbers  and  re- 
tailers for  additional  stock,  indicating  quick 
turnover  by  retailers. 
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"Wanita"  sounds  like  an  ^old  timer — but  that's  all.  When  Al 
Jolson  introduces  her  you  recognize  a  1923  model.  Her  battle 
cry  is  "wanna  eat  this,"  or  "wanna  eat  that,"  but  Al  saves  the 
bacon.  Says  he,  "Wanna  eat?  Pay  the  check!"  Turn  over  this 
record,  A-3812,  and  "Jimbo-Jambo"  sets  the  men  longin'  for  the 
jaunty  little  bimbo  Frank  Crumit  sings  about. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


LOS  ANGELES 

Business  Is  Good — Forest  Cheney  Expected  to  Visit  Coast — A 
Record  in  Sales  Made  by  BriDisziick  Branch — C.  Alack  Opens  Store 


Los  Angeles,  Cal.,  March  5. — Thco.  Karle,  who 
appeared  in  Los  Angeles  as  soloist  with  the 
Philharmonic  Symphony  Orchestra,  visited 
practically  all  the  Brunswick  dealers  in  the  city, 
as  also  did  Richard  Bonnelli,  the  leading  tenor 
of  the  San  Carlo  Grand  Opera  Co.  Irene  Wil- 
liams, who  sang  at  the  Gamut  Club  in  French 
opera,  was  another  Brunswick  artist  who  called 
on  the  dealers  and  charmed  the  sales  people 
with  her  personality.  It  is  impossible  to  over- 
estimate the  benefits  which  are  derived  from 
this  plan  for  the  artists  to  meet  those  who  sell 
their  records. 

Forest  Cheney  to  Visit  Coast 

R.  L.  Rayner,  of  the  Munson,  Rayner  Corp., 
Cheney  phonograph  distributor  for  California, 
reports  tliat  Forest  Cheney  has  definitely 
promised  to  visit  the  Pacific  Coast  in  the  near 
future  and  spend  at  least  two  months  in  Cali- 
fornia, during  which  time  he  will  visit  Cheney 
dealers  and-  lecture  before  women's  clubs  and 
other  organizations. 

R.  P.  Hamilton  in  Los  Angeles 

R.  P.  Hamilton,  special  representative  of  the 
Victor  Talking  Machine  Co.,  is  spending  about 
two  months  in  Southern  California.  Mr.  Ham- 
ilton is  always  welcomed  by  Victor  dealers  in 
this  section,  to  whom  he  is  an  inspiration.  Last 
week,  as  a  little  diversion,  Mr.  Hamilton,  ac- 
companied by  Otto  Rothlin,  of  the  Rothlin  Mu- 
sic Co.,  Richmond;  P.  H.  Beck,  manager  of  the 
Victrola  department  of  the  Piatt  Music  Co.;  A. 
G.  Cook,  manager  of  the  Victrola  department 
of  the  Geo.  J.  Birkel  Co.,  motored  to  San  Diego 
and  Tiajuana,  Mexico. 

Brunswick  Branch  Congratulated 

A  letter  of  commendation  and  congratulation 
was  received  from  the  Brunswick  headquarters 
in  Chicago  by  both  F.  B.  Simpson,  Los  Angeles 
manager  of  the  Brunswick-Balke-Collender  Co., 
and  by  Howard  L.  Brown,  Los  Angeles  branch 
manager  of  the  phonograph  sales  division  of 
the  Brunswick  Co.,  upon  the  splendid  showing 
made.  Sales  for  the  past  year  not  only  showed 
the  greatest  increase  in  volume  per  capita  for 
the  entire  LTnited  States,  but  the  percentage  of 
increase  also  outdistanced  that  of  all  other 
branches. 

The  new  daily  record  sales  plan,  giving  a  new 


record  every  day,  which  was  recently  inaugu- 
rated, has  already  proved  most  effective  and  has 
increased  the  sale  of  records  by  100  per  cent, 
it  is  said. 

Association  Secretary  Attends  Conference 

A.  G.  Farquharson,  secretary  of  the  Music 
Trades  Association  of  Southern  California,  at- 
tended a  conference  of  the  California  Manu- 
facturers' Association  in  Paso  Robles  last  week. 
Several  legislative  measures  which  have  been  in- 
troduced by  State  Senators  and  Assemblymen 
in  Sacramento  were  discussed  in  detail  and  pro- 
tests filed  against  their  being  placed  on  the 
statute  books.  Three  or  four  bills  appear  to  be 
especially  antagonistic  to  the  music  trade  and 
every  effort  will  be  made  to  defeat  them. 
Paulin  Music  Co.  Sells  Out 

The  Paulin  Music  Co.,  of  Santa  Barbara, 
which  has  been  operating  in  that  city  for  the 
past  twelve  or  more  years,  has  sold  out  to  Al- 
bert L.  Kirk,  of  Salt  Lake  City.  Ralph  Paulin, 
president,  has  decided  to  devote  his  time  and 
interests  to  real  estate  promotion  work.  Wal- 
ter Allee,  who  for  the  last  five  years  has  been 
sales  manager  of  the  Paulin  Music  Co.,  has 
been  engaged  as  special  traveling  representative 
of  the  Brunswick  by  Los  Angeles  Manager 
Howard  L.  Brown. 

New  Music  Store  in  Monrovia 

Charles  Mack,  who  has  been  assistant  man- 
ager of  the  Los  Angeles  branch  of  the  Colum- 
bia Co.  for  some  time,  has  opened  a  new  music 
store  in  Monrovia,  where  he  will  carry  an  ex- 
clusive line  of  Brunswick  phonographs  and  rec- 
ords. Mr.  Mack  recently  formed  a  life  partner- 
ship with  a  charming  young  lady,  to  whom  he 
had  been  engaged  for  some  months,  and  has 
celebrated  the  event  by  going  into  business  for 
himself — with  her. 

O.  W.  Ray  in  Los  Angeles 

O.  W.  Ray,  general  manager,  Vocalion  record 
division  of  the  Aeolian  Co.,  reached  Los  Angeles 
to-day  after  traveling  across  the  continent  and 
visiting  important  cities  en  route.  Mr.  Ray 
motored  down  from  San  Francisco  with  Sales 
Manager  Darvill,  of  the  Munson,  Rayner  Corp  , 
Vocalion  record  distributor.  Mr.  Ray  declared 
that  he  had  found  conditions  most  encouraging 
throughout  the  territory  and  he  was  delighted 


to  discover  that  the  stories  which  he  had  heard 
about  Los  Angeles  were  not  exaggerated  at  all. 
This  was  especially  impressed  upon  him  when 
an  order  for  5,000  of  one  Vocalion  record  title 
was  shown  to  him.  This  particular  order  was 
given  by  Barker  Bros,  for  the  recent  record  con- 
taining the  combination  "Peggy  Dear"  and 
"Apple  Sauce,"  which  is  very  popular  here. 

Elsewhere  in  this  issue  (page  59)  reference  is 
made  to  a  clever  publicity  stunt  engineered  by 
J.  W.  Boothe,  of  Barker  Bros.,  in  connection 
with  the  visit  of  the  San  Carlo  Opera  Co. 


SOUTHERN  CALIFORNIA  OFFICERS 

Men  Who  Are  the  Directing  Force  of  the  Music 
Trades  Association  in  the  Southern  Section 
of  the  Golden  State 


The  accompanying  illustration  shows  the  new 
officers  of  the  Music  Trades  Association  of 
Southern  California.  Reading  from  left  to  right 
they  are  George  B.  Epstein,  treasurer;  H.  N. 
Briggs    (sitting),    first    vice-president;    E.  E. 


Southern  California  Association  Officers 

Smith,  second  vice-president;  E.  P.  Tucker, 
president,  and  A.  G.  Farquharson,  secretary. 

The  Music  Trades  Association  of  Southern 
California  is  one  of  the  strongest  local  organiza- 
tions in  the  music  trades  and  since  its  forma- 
tion it  has  been  an  active  and  constructive  force 
in  developing  better  conditions  among  the 
dealers  in  the  section  of  the  country  it 
represents.  Plans  for  present  year's  activities 
are  many  and  varied. 
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the  finest  reproducing 
Phonograph,  in  the  World 


THE  greatest  success  in  sell- 
ing phonographs  is  en- 
joyed by  the  dealer  who 
emphasizes  the  happiness  and  pleasure 
which  good  music  brings  to  the  home. 
To  the  progressive  merchant  who 
wins  customers  in  this  way,  the  ar- 
tistic Steger  is  an  invaluable  selling 
asset. 

The  Steger  is  famed  for  the  spar- 
kling vivacity  and  fidelity  with  which 
it  brings  to  life  the  recorded  music 
of  voice  or  instrument. 

Without  any  troublesome  parts  to 
change,  the  Steger  plays  all  makes  of 
disc  records  correctly. 

True  artistry  of  design  and  per- 
fection of  cabinet  work  are  distinctive 
of  the  Steger.  Music-lovers  are 
quick  to  discern  real  merit.  The  more 
critical  they  are,  the  quicker  they  will 
decide  in  favor  of  the  incomparable 
Steger. 

INSURE  YOUR  SUCCESS! 

From  a  sales-standpoint,  the  Steger 
offers  wide  possibilities  to  the  active 
dealer. 

Write  today  for  details  of  the 
Steger  merchandising  plan  and  a  copy 
of  our  latest  style  brochure. 


Phonograph  Division 

STEGER  &  SONS 

Piano  Manuf  acturing  Company 

Established  by  John  V.  Stfger,  1879 

Steger  BuUding,      -      -      CHICAGO,  ILL. 

Factories:  Steger,  Illinois,  where  the  "Lincoln" 

and  "Dixie"  Highways  meet. 
"// it'saSte^er—it's  the  most  valtiabU Piano  in  the  world." 
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C  L  E  V  ELAND 

Music  Merchants'  /Association  of  Northern  Ohio  Plans  Member- 
ship Drive — Local  Association  Meets — Dealers  and  Jobbers  Busy 


Cleveland,  O.,  Alarch  7. — Plans  for  100  per 
cent  membership,  and  prospects  for  the  reali- 
zation of  that  same,  were  developed  at  the  sec- 
ond meeting  of  the  Music  Merchants'  Associa- 
tion of  Northern  Ohio.  Committees  were  ap- 
pointed, and  returns  from  their  efforts  already 
are  being  received.  These  committees  are 
headed  by  Edward  B.  Lyons,  general  manager, 
the  Eclipse  Musical  Co.,  and  Leslie  L  King, 
district  manager,  the  Brunswick-Balke-Collen- 
der  Co.  Each  team  has  about  ten  members. 
The  team  bringing  in  the  largest  number  of 
members  will  dine  at  the  next  meeting  at  the 
expense  of  the  losing  team. 

At  the  last  meeting  of  the  new  Association 
R.  R.  Story,  of  the  Conn-Cleveland  Co.,  pointed 
out  that  75  per  cent  of  the  people  who  might 
be  interested  in  music  have  not  yet  been 
reached,  and  that  it  is  this  group  that  the 
new  Association  must  concentrate  its  efforts 
upon.  The  scope  of  the  Association  will  be 
markedly  wide,  since  it  embraces  about  twenty 
counties  in  northern  Ohio,  and  eventually  will 
have  something  like  300  members.  It  will  cover 
a  radius  of  fifty  miles  from  Cleveland  and  will 
function  primarily  to  bring  before  the  public 
the  value  of  more  and  better  music,  incidentally 
bringing  more  and  better  business  to  the  mem- 
bers of  the  Association. 

Annual  Meeting  of  Local  Association 

In  the  ambition  to  do  more  business,  urge  to 
do  better  business  was  voiced  by  William  Gor- 
don Bowie  at  the  annual  meeting  of  the  Cleve- 
land Music-  Trade  Association.  Mr.  Bowie,  as 
head  of  the  talking  machine  division  of  the 
Dreher  Piano  Co.,  pointed  out  that  the  trade-in 
evil  of  the  piano  merchant  is  no  worse  than 
that  of  the  talking  machine  dealer.  He  cited 
the  experience  of  his  own  firm,  as  well  as 
others,  in  being  compelled  to  listen  to  the  pleas 
of  prospective  customers  for  new  machines  who 
have  old  machines  to  trade  in,  and  who,  for 
some  mysterious  reason,  believe  that  the  dealer 
is  perfectly  justified  in  allowing  the  customer 
more  money  than  was  paid  originally  for  the 
old  instrument. 

In  the  opinion  of  Mr.  Bowie,  the  console 
model  machines  are  rapidly  taking  the  place 
of  the  upright  models,  and  upright  machines 
soon  will  be  on  a  par  with  upright  pianos  in 
their  relation  to  grands.    Greater  publicity  for 


the  talking  machine  and,  in  fact,  the  entire 
music  business,  was  urged  by  Mr.  Bowie  at 
this  meeting.  In  fact,  as  president  of  the  new 
Alusic  Merchants'  Association  of  Northern 
Ohio,  it  is  Mr.  Bowie  who  is  taking  the  lead 
in  formulating  plans  to  bring  more  publicity 
to  the  music  business,  at  least  that  part  of  it 
which  is  in  northern  Ohio. 

Paul  Specht  Boosts  Columbia  Sales 

And  along  this  line  the  Columbia  Grapho- 
phone  Co.'s  local  branch  has  done  something 
that  never  wa^  done  before — brought  Paul 
Specht's  Orchestra  to  Cleveland  for  one  night 
so  that  8,000  people  could  dance  to  its  playing. 

A  local  fraternal  association  staged  the  dance 
in  Public  Hall,  to  which  11,000  persons  all  told 


Paul  Specht  and  His  Orchestra 

went  to  dance  and  see  others  dance.  The  big 
thing  for  the  industry,  however,  was  that  the 
Orchestra's  name  was  changed  to  include  Co- 
lumbia in  it.  Though  much  paid  advertising  was 
used  in  newspapers,  a  great  deal  of  free  news 
was  used  and  the  Columbia  idea  went  through 
without  a  single  hitch  in  publicity.  More  than 
a  full  page  of  news  was  used  altogether  herald- 
ing this  event  and  telling  of  it  afterward.  Pos- 
ters and  window  cards  supplemented  this  work, 
but  the  biggest  hit  in  this  connection  was  a 
banner  strung  on  Cleveland's  own  Brooklyn 
bridge,  to  which  Fred  Kohler,  the  mayor,  ap- 
parently did  not  object.  Similar  signs  were  put 
on  Hotel  Statler.  A  local  radio  station  broad- 
casted Specht  records.  Grafonolas  and  Specht 
records  were  contributed  by  the  Cleveland  Co- 
lumbia branch  as  prizes  for  the  best  dancers 
and  best  costumes.  These  were  just  a  few  of 
the  high  spots  hit  by  Branch  Manager  S.  S. 


Larmon  and  his  popular  aide,  Georgie  Kraus- 
lick,  service  manager.  In  summing  up  the 
Specht  business  since  then  dealers  are  admitting 
as  one — they  got  Service. 

Expands  Sonora  Deeiler  Service 

Development  of  Sonora  in  this  territory 
spreads  weekly.  The  newly  organized  Sonora 
Phonograph  Ohio  Co.  no  longer  can  be  con- 
sidered new,  since  it  is  now  a  fixture  in  the 
distributing  end  of  the  business,  with  J.  L.  Du 
Breuil,  general  manager,  at  the  helm,  and  in 
the  territory  at  one  and  the  same  time.  Mr. 
Du  Breuil  lately  has  been  covering  the  southern 
part  of  the  State,  in  company  with  E.  C.  Kim- 
bel,  who  will  be  district  representative,  with 
headquarters  in  Cincinnati.  Frank  J.  Coupe, 
general  sales  manager,  advises  that  factory  pro- 
duction has  been  speeded,  so  that  ample  re- 
ceipts of  machines,  including  new  models  which 
will  be  distributed  as  samples  among  the  4,000 
Sonora  dealers,  now  can  be  expected.  This 
will  permit  liberal  storage  in  the  Cleveland 
Sonora  warehouse  and  consequently  good  serv- 
ice for  dealers. 

The  Sonora  showrooms  in  the  Bulkley  Build- 
ing have  been  completed,  with  appropriate 
drapes  and  carpetings,  framing  the  full  period 
line  of  Sonora,  and  later,  when  they  arrive,  the 
de  luxe  models.  Here  dealers  have  been  coming 
to  inspect  the  new  models,  while  the  Bulkley 
Building  management  is  using  the  rooms  as 
models  for  other  tenants  to  copy. 

An  Excellent  Publicity  Stunt 

In  matters  of  publicity  the  L.  Meier  &  Sons 
Co.  continues  to  stand  out  as  one  retail  firm 
that  gets  results.  The  latest  achievement  of 
this  unusual  enterprise  has  been  in  acquiring 
one  of  the  largest  spaces  in  the  Food  Show  in 
Public  Hall,  offering  a  display  of  the  late  model 
Victor  instruments,  and  staging  hourly  a  dem- 
onstration of  health  records,  augmented  by  a 
Magnavox,  and  in  which  Miss  Marjorie  Earn- 
hardt was  the  cynosure  of  all  eyes.  This,  dear 
editor,  is  entirely  appropriate,  for  Marjorie  is 
decidedly  easy  to  look  at,  as  2,000  persons  per 
hour  will  attest.  The  Meier  Co.  gave  away 
record  brushes  for  souvenirs,  acquired  a  big 
list  of  prospects,  and  proceeded  to  deliver  ma- 
chines the  week  after  the  show  on  the  strength 
of  the  exhibit.  The  exhibit  won  two  prizes  in 
contests  for  attractiveness  and  popularity  after 
the  close  of  the  show. 

Local  Artists  Make  First  Record 

Records  of  the  first  Cleveland  orchestra  to 
play  for  the  talking  machine  industry  were  re- 
ceived this  week.  They  are  the  General  Phono- 
graph Co.'s  recordings  of  the  Hotel  Cleveland 
Orchestra.  The  idea  of  recording  this  orchestra 
was  conceived  by  George  R.  Madson,  president, 


MARCH  17th 


St.  Patrick's  Day  has  a  sales  significance  to  the 
aggressive  Victor  retailer,  v^'ho  appreciates  the  fact 
that  the  Victor  record  catalog  contains  many  musical 
gems  particularly  adapted  for  sale  on  this  day. 
Every  holiday  in  the  year  is  a  possible  sales  producer 
for  the  well-posted  Victor  dealer,  and  the  Eclipse 
organization  is  ready  and  willing  to  assist  its  dealers 
in  taking  full  advantage  of  Victor  record  sales  pos- 
sibilities. 

ECLIPSE  MUSICAL  CO. 

Victor  Wholesalers 

CLEVELAND,  OHIO. 
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and  T.  F.  Buel,  secretary  of  the  Record  Sales 
Co.,  and  was  carried  out  by  W.  C.  Fuhri,  man- 
ager of  the  General's  record  division. 

Many  Columbia  Artists  to  Appear 

The  Columbia  branch  here  is  following  up 
the  Specht  idea,  although  somewhat  more  mod- 
estly, as  Columbia  artists  continue  to  make 
consecutive  appearance  in  Cleveland.  These  in- 
clude Al  Jolson,  Ruth  Roye,  Frank  Cruniit, 
Blossom  Seeley,  Kerekjarto,  Ted  Lewis  and 
others.  The  same  link-up  with  dealers  is  being 
used,  and  the  record  sales,  according  to  dealers, 
swell  to  the  tune  of  the  cash  register  bell. 
An  Effective  Sales  Stimulator 

Big  aid  to  dealers  and  a  business  puller  that 
customers  cannot  resist  is  the  two-color  card 
that  is  being  distributed  by  the  Cleveland  Talk- 
ing Machine  Co.  detailing  the  new  Victor  record 
releases.  These  cards  are  distributed  regularly, 
and  though  still  quite  new,  are  bringing  in 
more  business  than  any  other  single  item,  ac- 
cording to  I.  H.  Buescher,  of  the  Buescher  Co. 
R.  Svehla  Back  From  Europe 

R.  Svehla,  of  Svehla's  Music  House,  just  back 
from  a  trip  through  Central  Europe,  has  some 
interesting  information  on  the  development  of 
the  music  business  in  general  and  the  talking 
machine  and  record  business  in  particular.  The 
highest  class  records  are  wanted  almost  ex- 
clusively, says  Mr.  Svehla.  In  Vienna  today  the 
purchaser  has  to  pay  about  1,000  crowns  for 
one  record  that  would  sell  for  $1.75  here,  which 
is  equivalent  to  about  twice  as  much  in  Ameri- 
can money.  Dealers  there  seemingly  were  doing 
good  business  in  spite  of  the  tremendous  prices, 
for  Austria,  that  the  people  have  to  pay. 
Brunswick  Artists  Meet  Dealers 

Luncheon  and  meeting  for  Brunswick  dealers, 
at  which  the  Brox  Sisters,  Brunswick  artists, 
were  the  guests,  was  provided  at  Hotel  Cleve- 
land during  the  stay  of  the  sisters  here.  The 
event  was  staged  by  Leslie  I.  King,  district 
manager,  and  F.  G.  Baird,  service  manager. 
The  sisters  sang  and  told  their  views  on  record 
making,  met  the  dealers,  and  everybody  felt 
better  for  the  closer  contact  between  artist  and 
seller  of  the  artist's  product. 

When  a  dealer  can't  get  along  without  the 
instrument  he  sells  it  must  be  some  instru- 
ment. So  opines  F.  G.  Baird,  service  manager 
of  Brunswick,  who  has  just  shipped  a  Bruns- 
wick instrument  to  the  North  Carolina  Winter 
home  of  W.  E.  Jones,  Mansfield  dealer.  A 
special  York  model  was  selected  for  the  trip. 
Victor  Dealers  Hear  Sales  Talk 

One  of  the  big  opportunities  for  both  ma- 
chine and  record  sales  was  told  to  Victor  deal- 
ers at  a  meeting  arranged  by  Howard  J.  Shartle, 
general  manager,  the  Cleveland  Talking  Ma- 
chine Co.,  and  Edward  B.  Lyons,  general  man- 
ager, the  Eclipse  Musical  Co.,  by  Mrs.  Frances 
Elliott  Clarke,  head  of  the  educational  depart- 
ment, the  Victor  Talking  Machine  Co.,  here  this 
week.  Mrs.  Clarke  was  attending  the  N.  E.  A. 
convention  at  Public  Hall.  With  her  were  her 
capable  aides — Miss  Marie  Finney,  Miss  Mar- 
garet M.  Streeter  and  R.  J.  Coleman.  About 
fifty  dealers  attended,  coming  from  all  parts 
of  northern  Ohio. 

Mrs.  Clarke  showed  how  the  music  memory 
contest  is  a  wonderful  thing  for  the  dealer  who 
wishes  to  cash  in  on  it.  She  showed,  that  fifty 
records  are  supplied  for  the  contest,  and  that 
the  children  need  them,  not  only  in  the  schools, 
but  in  their  homes,  to  perfect  themselves  in 
the  contest  work.  Many  machines  are  needed 
in  the  schools  as  well.  It  was  estimated  by 
the  educators  from  the  Victor  plant  that  per- 
haps 150,000  children  are  taking  part  in  this 


A   NEW  INVENTION! 
A   1923  TRADE  BOOSTER 

This  new  invention  is  espe- 
cially adapted  for  all  Console 
and  combined  Radio  Console 
Phonographs, 

On  account  of  the  small  space 
required  it  can  be  installed  on 
Library  Tables,  etc.,  without 
marring  the  looks  or  impairing 
its  usefulness. 

The  automatic  stop  is  positive 
and  will  last  as  long  as  the  ma- 
chine. 

W rite  for  Particulars 

MERSMAN   &  COMPANY 

OTTAWA,  OHIO 


year's  contest  in  Ohio.  This  State  is  one  of 
seven  conducting  such  contests,  In  1916  one 
State  held  the  first  contest.  It  is  hoped  that 
fifteen  States  will  be  taking  part  in  the  work 
next  year.  School  boards  in  towns,  cities  and 
counties  are  supporting  the  work.  The  individ- 
ual contests  in  these  localities  this  year  will  be 
considered  as  semi-finals,  children  going  to  Co- 
lumbus in  May  to  take  the  final  tests. 

The  thought  of  this  work  was  originated  by 
C.  M.  Tremaine,  head  of  the  National  Bureau 
for  the  Advancement  of  Music,  according  to 
Miss  Finney.  For  the  last  twelve  years  Mrs. 
Clarke  has  been  working  for  national  adoption 
of  the  plan,  but  it  was  only  six  years  ago  that 
it  was  first  recognized.  Today  it  is  an  im- 
portant part  of  the  music  courses  in  schools. 
New  Brunswick  Stores  to  Open 

Two  new  Brunswick  establishments  will  open 
before  the  end  of  March  in  this  city.  These 
are  the  Madison  Music  Shoppe,  in  Lakewood, 
and  the  R.  L.  White  Music  Co.,  which  has 
been  established  in  The  Arcade  as  a  sheet 
music  and  small  goods  store  for  many  years. 
Both  will  handle  the  Brunswick  line. 

Willem  Willeke  Welcomed 

Willem  Willeke,  famous  Dutch  'cellist  of  the 
Elshuco  Trio,  exclusive  Brunswick  artists,  re- 
turned to  this  city  recently  as  soloist  with  the 
orchestra  of  St.  Ignatius  College  in  concert  at 
Aiasonic  Hall.  Formerly  he  came  with  the 
Kneisel  Quartet  and  even  then  the  splendid 
tone  and  brilliant  musicianship  seemed  as 
vigorous  as  the  man  himself. 


OPENS  NEW  GOLD  SEAL  FACTORY 

Manufacturer  of  Record  Repeaters  Announces 
Opening  of  New  Plant  in  Belleville,  N.  J. — 
Will  Triple  Production — Planning  Campaign 


The  Gold  Seal  Co.,  manufacturer  of  the  well- 
known  record  repeater  of  the  same  name,  whose 
executive  offices  are  at  105  West  Fortieth  street, 
New  York  City,  announces  the  opening  of  a 
new  plant  in  Belleville,  N.  J.  These  quarters  will 
give  them  greatly  enlarged  floor  space  and  equip- 
ment and  also  triple  the  production  of  Gold 
Seal  repeaters.  The  factory  is  ideally  located 
and  its  shipping  facilities  are  excellent. 

The  advertising  department  of  the  Gold  Seal 
Co.  is  planning  an  intensive  sales  and  advertis- 
ing drive  through  publications  of  national  cir- 
culation. The  copy  of  the  advertisements  will 
carry  a  message  which  will  be  of  benefit  to 
Gold  Seal  retailers.  The  first  of  these  an- 
nouncements wfll  appear  the  latter  part  of  April. 


PRESTO  PHONO  PARTS  CO.  MOVING 

Growing  Business  in  Tone  Arms  and  Repro- 
ducers Makes  Move  Necessary 


VICTOR  SIGN  SERVICE  POPULAR 

Newark,  N.  March  9.— Ceilings  &  Co.,  Victor 
distributors,  of  this  city,  have  noted  in  recent 
months  a  very  active  response  from  Victor  re- 
tailers for  the  company's  sign  service.  This 
indicates  not  only  the  high  quality  and  merit 
of  this  publicity  material,  but  also  denotes  the 
desire  of  Victor  dealers  to  make  the  most  of 
their  opportunities,  especially  publicity. 


The  Presto  Phono  Parts  Co.,  manufacturer 
of  tone  arms  and  reproducers,  which  conducts 
a  general  machine  shop  for  talking  machine 
manufacturers,  is  moving  this  month  into  a 
larger  and  more  modern  factory  in  the  Robert 
Gair  Building,  70  Washington  street,  Brooklyn, 
from  the  present  quarters  at  124  Pearl  street. 
The  new  factory  will  occupy  one  entire  floor, 
where  the  facilities  will  be  much  greater  than 
in  the  old  quarters,  the  actual  floor  space  being 
larger  by  more  than  4,000  square  feet.  Officials 
of  the  company  have  been  contemplating  this 
move  for  some  months  past  and  its  completion 
will  find  the  company  better  prepared  to  handle 
its  increasing  business  and  better  able  to  give 
its  large  clientele  more  satisfactory  service  in 
every  way. 


For  Cleveland 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

624-32  St.  Clair  Ave.,  N.  W.  F.  S.  Buttweiler,  Branch  Mgr. 
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Business  Changes  and  Activities 
of  the  Month— "Bill"  Lewis 
Resigns — Other  Important  Nezvs 

Atlanta,  Ga.,  March  5. — The  general  business 
situation  in  this  section  continues  to  be  partic- 
ularly satisfactory  from  the  standpoint  of  the 
talking  machine  man.  There  is  a  fairly  level 
demand  for  machines  and  records  of  practically 
all  makes  and  wholesalers  report  the  establish- 
ment of  many  new  agencies  among  Southeastern 
dealers. 

John  L.  Moore  &  Sons,  well-known  Atlanta 
opticians,  have  purchased  the  business  of  the 
Goodhart-Tompkins  Co.  These  two  firms  will 
be  consolidated  and  Moore's  optical  department 
transferred  to  the  Goodhart-Tompkins  Co.'s 
store.  We  understand  that  Victrolas  will  be 
pushed  more  aggressively  than  has  been  the 
case  for  some  time  past. 

"Bill"  Lewis  resigned  Aiarch  1  as  manager 
of  the  wholesale  Victor  department  of  the  Elyea 
Talking  Machine  Co.  He  has  already  left  At- 
lanta for  the  North  and  plans  to  take  a  well- 
earned  vacation  of  several  weeks  before  assum- 
ing any  new  duties.  Mr.  Elyea  will  devote 
more  time  to  his  talking  machine  interests  and 
the  actual  direction  of  the  business  will  be 
largely  in  the  hands  of  Sales  Manager  Gordy. 

Forrest  Traylor,  who  left  the  Goodhart- 
Tompkins  Co.  February  15,  is  now  with  the 
Ludden  &  Bates  Piano  Co.  He  has  just  re- 
turned from  a  business  trip  to  Savannah. 

J.  M.  High  Co.'s  new  Victrola  department, 
which  is  operated  by  the  Empire  Music  Co., 
Inc.,  has  been  placed  under  the  care  of  Mrs. 
Henderson,  whose  talking  machine  experience 
with  the  Phillips  &  Crew  Piano  Co.  and  the 
Wilson  Music  Co.  thoroughly  ciualifies  her  for 
this  work. 

M.  E.  I.yle,  Southern  representative  of  Strand 
period  design  consoles,  moved  March  1  to 
larger  quarters  in  the  Moore  Building,  65}/^ 
Walton  street,  this  city. 

"Considering  its  population,  I  believe  busi- 
ness conditions  are  better  in  Florida  than  in 
any  other  State  in  my  district,"  was  the  com- 
ment made  by  M.  E.  Lyle  on  his  return  to  At- 
lanta after  spending  several  weeks  establishing 
new  dealers  throughout  the  Florida  peninsula. 

At  Sarasota,  Fla.,  Mr.  Lyle  met  J.  F.  Vaughn, 
president  of  the  Wabash  Cabinet  Co.,  one  of 
the  largest  manufacturers  of  talking  machine 
cabinets  in  the  United  States. 

The  C.  W.  Lewis  Furniture  Co.,  Tuscaloosa, 
Ala.,  and  C.  J.  Lehman  Music  Co.,  Bessemer, 
Ala.,  are  dealers  who  have  enlarged  their  Bruns- 
wick departments  and  are  going  after  business 
in  a  big  way  for  1923. 

M.  B.  Duke,  Brunswick  salesman  in  Florida, 
is  reporting  some  nice  business  from  that  State. 

E.  L.  Butler  is  the  new  Brunswick  salesman 
in  Alabama. 

The  new  $100  console  model  put  out  by  the 
Columbia  Graphophone  Co.  is  being  distributed 
in  quantities  by  the  Atlanta  branch.  Columbia 
dealers  are  now  in  a  position  to  obtain  their 
share  of  the  large  amount  of  business  being 
done  in  popular-priced  consoles. 

The  C.  C.  Holcombe  Co.,  of  Birmingham,  has 
recently  added  the  Columbia  line. 

M.  O.  Giles,  special  representative  of  the 
General  Phonograph  Co.,  is  spending  some  time 
in  Atlanta  with  their  local  Okeh  record  jobber, 
the  J.  K.  Polk  Furniture  Co.    The  Okeh  record, 


"The  Sugar  Blues,"  is  tremendously  popular. 
This  selection  already  totals  more  sales  than 
any  listed  since  "The  Crazy  Blues." 

Brunswick  business  at  the  local  branch  is 
progressing  nicely  and  W.  F.  Standke,  district 
manager,  states  that  substantial  shipments  of 
York  and  Tudor  consoles  enabled  dealers  to 
do  a  real  phonograph  business  during  the  entire 
month  of  February. 

The  new  release  plan  of  Brunswick  records  is 
proving  very  popular  here. 

New  Brunswick  dealers  are  the  Singleton 
Furniture  Co.,  Waycross,  Ga.;  Cooper's  Music 
Store,  Orlando,  Fla.,  and  Whipple  Music  Co., 
•Lakeland,  Fla. 

W.  F.  Standke,  district  manager  of  the  local 
branch,  returned  recently  from  a  trip  to  the 
more  important  cities  in  Alabama,  which  in- 
cluded Birmingham,  Montgomery  and  Mobile. 
He  reports  dealers  as  going  strong  at  the  points 
visited. 


man  of  broad  experience  in  the  talking  machine 
business,  having  spent  six  years  as  Southern 
traveling  representative  of  the  Columbia  Graph- 
ophone Co.,  of  New  York,  and  fifteen  years  in 
the  talking  machine  business  for  himself. 

Associated  with  Mr.  Barfield  in  the  business 
of  opening  Victrola  departments  and  running 
them  for  department  stores  is  R.  B.  Hickson, 
who  also  has  a  successful  business  record. 

Walter  F.  Higgins,  secretary  and  treasurer 
of  the  Empire  Co.,  was  district  sales  manager 
for  the  Ajax  Rubber  Co.  and  the  Brunswick- 
Balke-CoUender  Co.  from  1915  untd  the  time  of 
making  his  present  connection. 


NEW  DEPARTMENT  IN  ATLANTA 

Empire  Music  Co.,  Inc.,  Opens  First  of  Chain 
of  Victor  Departments  in  the  Department 
Store  of  the  J.  M.  High  Co.,  That  City 


Atlanta,  Ga.,  j\larch  5. — A  complete  new  Victor 
department  was  opened  in  the  big  department 
store  of  the  J.  M.  High  Co.,  this  city,  recently 
by  the  Empire  Music  Co.,  Inc.,  of  which  Wil- 
liam A.  Barfield  is  president,  R.  B.  Hickson, 
vice-president,  and  Walter  F.  Higgins,  secretary 
and  treasurer. 

The  Empire  Co.  has  purchased  the  entire 
stock  of  Victrolas  and  records  of  the  Cham.bcr- 
lin-Johnson-DuBose  phonograph  department, 
and  has  supplemented  this  stock  with  additions 
which  make  a  complete  stock  of  records  and 
Victrolas. 

This  new  department  at  High's  is  the  first 
of  a  chain  of  such  departments  which  the  Em- 
pire Music  Co.  is  planning  to  open  in  depart- 
ment stores  in  the  South. 

Mr.  Barfield,  president  of  the  company,  is  a 


INCREASE  IN ^DLE  PRICES 

An  announcement  was  issued  from  the  head- 
quarters of  the  Brilliantone  Steel  Needle  Co., 
New  York  City,  on  March  1,  of  a  10  per  cent 
increase  in  the  price  of  Brilliantone  steel 
needles,  effective  that  date.  The  upward  tend- 
ency of  prices  in  the  steel  market,  as  well  as 
increased  manufacturing  costs,  was  given  as  the 
cause  of  this  increase. 

H.  W.  Acton,  secretary  of  the  company,  re- 
ports that  business  is  running  ahead  of  all  ex- 
pectations, with  every  indication  towards  a 
steady  continuance  throughout  the  year. 

R.  C.  Norman,  who  lately  joined  the  sales 
staff  of  the  Brilliantone  Co.,  left  on  his  initial 
trip  throughout  the  Eastern  territory,  which  in- 
cludes Ohio,  Pennsylvania  and  New  York. 


INTRODUCES  NEW  YOU=NIT  CABINET 

'  Lynchburg,  Va.,  March  7.— The  Ogden  Sec- 
tional Cabinet  Co.,  of  this  city,  has  added  a  new 
You-Nit  cabinet  stand  to  its  line  which  is  to  be 
known  as  model  No.  9A.  This  is  made  particu- 
larly to  fit  the  Victrola  model  of  this  number. 
This  stand  is  similar  to  the  other  numbers  in 
the  ease  in  which  it  can  be  knocked  down  and 
set  up  again.  Ogden  wareroom  equipment  and 
sectional  record  filing  system  are  enjoying  good 
sales  and  the  plant  here  is  busy  filling  orders. 


The  FVecord  (if  Qualify  . 


"We  Serve  the  South" 


Inquiries 
from 
Dealers 
Solicited 


SERVING  the  South  with  OKeh  Records  is  a  tre- 
mendous undertaking.  It  is  a  task  that  requires 
not  only  the  continual  maintenance  of  an  exceptionally 
large  stock  of  records,  but  also  the  employment  of  up- 
to-date,  systematic  methods  for  the  immediate  and  effi- 
cient shipment  of  all  orders  as  soon  as  they  are  received. 

How  well  we  have  performed  this  task  is  gratifyingly 
reflected  in  the  complete  satisfaction  of  all  of  our  dealers. 

QKe^  Records 

The  Records  of  Quality 

Wholesale  Phonograph  Division 

J.  K.  POLK  FURNITURE  CO.,  Inc. 

Offices  and  Siion>  Rooms: 
294  Decatur  Street  ATLANTA,  GA. 


For  Atlanta 

and  adjacent  territory 

Distributing  Branch 

THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

35  S,  Fprsyth  St.  P,  W.  Lantz,  Branch  Mgr. 
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Model  23  Hepplewhite  Period  Console 
MAXIMUM  DISCOUNT 
Strand  Offers  the  Only  Complete  Line  of  True-to-Period  Consoles 


These  direct  Strand  representatives  are  ready  to  serve  you: 


RICHARD   H.   ARNAULT,    95  Madison 

Avenue,  New  York  City 
ARTOPHONE     CORPORATION,  1103 

Olive  Street,   St.   Louis,  Mo. 
ARTOPHONE      CORPORATION,  317 

Kansas  City  Life  Bldg.,  Kansas  City,  Mo. 
W.  O.  CARDELL,  Tulsa,  Okla. 
CONSOLIDATED  TALKING  MACHINE 
CO.,  227  W.  Wasliiniiton  St..  Chicago.  Ill 
R.  L.  CHILVERS,  903   New  Birks  Bldg., 

Montreal,  One. 
OTIS   C.   DORIAN,   321   King  St.,  East, 
Toronto,  Ont. 


A.    C.    ERISMAN,    174    Tremont  Street, 

Boston,  Mass. 
GENERAL   RADIO    CORP.,   624  Market 

Street,  Philadelphia,  Pa. 
GENERAL  RADIO  CORP.,  806  Penn  Ave.. 

Pittsburgh,  Pa. 
W.    S.    GRAV,   942    Market    Street,  San 

Francisco.  Cal. 
J.  J.  GRIMSEY,  926  Midway  Place,  Los 

Angeles,  Cal. 
L.    D.    HEATER,    357    Ankeny  Street, 

Portland,  Ore. 
H.  T.  IVEY,  Box  235,  Dallas,  Tex. 


L.    C.     LE    VOTE.  524 

Minneapolis,  Minn. 
IROQUOIS  SALES  CORP.,  210  Franklin 

Street,  Buffalo,  N.  Y. 
R.  J.  TAMIESON,  Swetland  Bldg.,  Cleve- 
land. O. 

MERVIN    E.    LYLE,    65  ;4    Walton  St., 

Atlanta,  Ga. 
RICKEN,    SEEGER    &    WIRTS,  Globe 

Bldg.,  Detroit,  Mich. 
SILZER  BROS.,  1019  Walnut  Street,  Des 

Moines,  la. 
STERLING  ROLL  &  RECORD  CO.,  137 
West  Fourth  Street,  Cincinnati,  O. 


MANUFACTURERS  PHONOGRAPH  COMPANY,  INC. 
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COST  OF  OPERATING  MUSICAL  MERCHANDISE  DEPARTMENT 

Advisability  of  Starting  Small  Goods  Department  in  a  Conservative  Manner  Makes  Initial  Invest- 
ment Comparatively  Small — Important  Considerations  in  Management 


There  is  no  doubt  in  the  minds  of  those 
talking  machine  dealers  who  have  installed  mu- 
sical merchandise  departments  that  a  side  line 
such  as  this  is  profitable  if  properly  maintained 
and  exploited.  And  without  doubt,  also,  there 
are  many  dealers  who  are  held  back  from  in- 
stalling musical  merchandise  because  they  have 
not  investigated  the  possibilities  in  this  field 
and  imagine  the  cost  of  handling  a  line  such 
as  this  to  be  greater  than  it  actually  is. 

It  is  not  necessary  to  open  a  large  musical 
merchandise  department,  necessarily  involving 
a  considerable  investment,  nor  is  it  wise.  It  is 
to  the  advantage  of  the  dealer  to  start  in  a 
small  way  and  to  increase  the  size  of  his  de- 
partment as  the  business  grows.  It  is  surpris- 
ing how  small  the  investment  in  an  adequate 
small  goods  department  really  is.  For  example, 
a  widely  experienced  manager  recently  declared 
that  in  towns  of  five  thousand  and  under  small 
goods  departments  with  from  $300  to  $500 
worth  of  merchandise  are  adequate  to  meet  all 
demands,  this  sum  covering  a  line  of  stringed 
instruments  and  accessories.  In  view  of  the 
present  condition  of  the  market,  a  line  of  saxo- 
phones should  be  included  if  possible,  for  there 
is  scarcely  a  town  in  the  country  where  the 
present  saxophone  craze  has  not  been  felt.  As 
early  as  possible  in  his  career  as  a  small  goods 
merchant  the  dealer  should  try  to  include  a 
line  of  band  instruments,  because  it  is  almost 
always  possible  to  organize  at  least  one  band 
in  any  community.  The  organization  of  one 
band  forms  the  nucleus  for  a  band  instrument 
market. 

Every  effort  should  be  made  to  keep  the 
amount  of  stock  as  complete  as  possible.  The 
locality  should  be  studied  to  find  out  just  what 
demand  exists  for  the  various  instruments.  For 
example,  in  the  steel  and  mining  regions  of 
western  •  Pennsylvania  harmonicas  and  accor- 
dions are  tremendous  sellers  at  all  times,  while 


in  many  Southern  cities  the  banjo  has  always 
been  the  popular  instrument. 

Then  there  is  the  credit  policy.  The  bulk  of 
the  sales  of  musical  instruments  goes  to  persons 
who  are  just  about  able  to  "make  both  ends 
meet."  Usually  they  live  on  their  salaries.  This 
necessitates  the  purchase  of  such  semi-luxuries 
as  musical  instruments  on  the  instalment  basis. 
This  class  of  persons  has  always  been  a  sure- 
paying  class,  so  it  is  universally  recognized  that 
liberal  terms  of  credit  should  be  given.  It  is 
best  to  make  sure  that  the  initial  payment  is 
sufficiently  large  to  make  the  purchaser  retain 
an  interest  after  his  first  few  lessons.  A  sale  on 
the  dollar-down  plan  is  very  often  a  losing  one, 
for  the  student  may  become  discouraged  by  the 
early  difficulties  of  learning  to  play  the  instru- 
ment and  sacrifice  the  initial  payment. 

The  musical  merchandise  department  does 
not  necessitate  any  additional  floor  space  as  a 
rule.  For  a  small  department  one  wall  case  and 
one  counter  display  case  will  insure  an  effective 
showing  of  a  generous  stock  of  instruments 
with  practically  no  sacrifice  of  space  in  other 
departments.  Accessories  and  parts  should  be 
grouped  and  classified  in  drawers  provided  for 
the  purpose.  It  will  be  a  good  plan  to  devote 
one  window  to  the  display  of  at  least  a  few 
small  instruments  at  all  times.  Musical  mer- 
chandise in  a  window  gives  a  more  universal 
appeal  to  the  public  and  afTords  an  opportunity 
for  a  greater  range  of  ingenuity  in  window 
trimming. 

Costs  of  the  musical  merchandise  department 
should  be  carefully  kept.  It  is  important  to 
know  just  how  much  this  department  is  costing 
in  order  to  know  whether  mark-ups  and  dis- 
counts are  correct.  Statistics  show  that  the 
operating  cost  of  the  average  musical  merchan- 
dise department  is  somewhere  in  the  neighbor- 
hood of  25  per  cent.  Various  local  conditions 
will,  of  course,  affect  this  figure,  but  it  should 


The  Leading  Lines  for  the  Spring  of  1923 


And  to  Buy  Them  RIGHT 
Come  to  the  House  of  GRETSCH 


TENOR-BANJOS  LZ'Z 


Good  Numbers 
$12.50  to  $125.00  KetaU 

Moderate  priced,  high-quality  numbers  are  our 
specialty.  You'll  find  in  our  line  values  you 
can't  touch  elsewhere  in  Tenor  Banjos  to  retail 
from  $12.50  to  $2.5. Oil,  ;inil  others  higher. 

See  Page  71— Catalog  No.  22.    Send  For  Your 
Free  Copy. 

Every  Popular  Style — $2.50  TJp 
And  Banjo-TJkuleles,  Too  I 

A  big  Ukulele  year  is  starting.  But  to  get 
the  sales  you  need  the  goods  and  that's  where 
we  come  in — with  a  big  full  line  of  splendid 
sellers  in  Ukuleles  and  Banjo-Ukuleles. 

See  Page  62 — Catalog  No.  22.    Send  For  Your 
Free  Copy. 


UKULELES 


VIOLINS 


100  Different  Numbers — $7.50  Up 
Including:  O.  H.  Seidel's  Famous 
Violins 

Here's  one  of  the  largest  Violin  stocks  in 
America,  ofEerlng  yoa  a  wonderful  latitude  of 
choice.  And  a  full  showing  of  Bows  and  Ac- 
cessories. 

See  Pages  40  to  57 — Cataloq  No.  22.    Send  For  Your 
Free  Copy. 


SAXOPHONES 


Priced  So  You  Can  Ulake 
a  Real  Profit 

Careful  buyers  everywhere  know  Gretsch- 
American  Saxophones  as  the  .line  that  lets  the 
dealer  make  a  profit.  Every  popular  model  and 
finish  !    Wonderful  tone  ! 


See  Pages  16  to  17— Catalog  No.  22. 
.  .....  -     -  ■  Free  Copy. 


Send  For  Your 


DRUM  OUTFITS 


Splendid  Values  to  Sell 
for  .$011.00  and  Vp 
With  Gretsch-made  TWENTIETH  CENTURY 
Drums  and  Traps  it  is  easy  to  get  your  share 
of  Drum  business.  It's  quality  that  does  it — 
Quality  and  price. 

See  Paqcs  1  to  IS— Catalog  No.  22.    Send  For  Your 
Free  Copy. 


The  Biggest  leader  of  Them  All! 

E.  A.  Couturier  Band  Instruments 

Some  good  territory  still  open  for  exclusive  agencies    in   the   East    and  South. 

proposition. 


Write    for  our 


The  FRED*  GRETSCH  MFG.  CO. 

Musical  Instrument  Makers  Since  1883 

60  BROADWAY,  BROOKLYN,  N.  Y. 


Don 't  Be  An 
Undertaker 


That's  the  position  of  a  phono- 
graph dealer  when  only  selling 
phonographs.  He's  like  the  un- 
dertaker who  only  gets  his  man 
once. 

More  Phonograph  dealers  added 
Musical  Merchandise  Departments  in 
1922  than  at  any  other  time  in  the 
history  of  the  Music  Trade. 

Every  one  of  these  dealers  unani- 
mously proclaims  success  with  his 
adventure — no  dull  days — and  the 
quick  turnover  of  the  new  depart- 
ment more  thein  pays  all  the  over- 
head expenses. 

A  bigger  year  is  ahead  of  you  than 
ccin  possibly  be  anticipated  if  you 
can  supply  your  trade  with  the  right 
kind  of  merchandise! 

The  policy  of  the  house  of  Durro  is: 
SUPPLYING  DEPENDABLE  NA- 
TIONALLY ADVERTISED  MER- 
CHANDISE OF  QUALITY. 

This  is  one  reason  that  all  merchants 
find  it  easy  to  sell  such  instru- 
ments as 

Durro  Violins,  Bows,  Strings 
5.  S.  Stewart  Guitars,  Banjos, 

Ukuleles,  Etc. 
Duss  Band  Harmonicas 
Lester  and  Monarch  Accordions 
Abbott  Saxophones  and  Band 

Instruments 

Talking  machine  dealers  can  assure 
their  success  for  the  next  year  in  no 
better  way  than  stocking  this  guar- 
anteed merchandise. 


BUEGELHSEN  &  JACOBSON 

5-7-9  Union  Square 
NEW  YORK 


cost  about  25  per  cent  of  the  total  retail  sales 
volume. 

It  is  not  the  function  of  this  article  to  tell  the 
dealer  how  to  sell  musical  merchandise.  This 
art  will  be  developed  by  him  through  actual  ex- 
perience. What  we  can  say  on  the  subject, 
however,  is  that  "there  is  a  large  potential  de- 
mand for  musical  instruments  in  every  com- 
munity and  the  dealer  should  keep  his  sales 
machinery  up  'to  the  maximum  point  of  effi- 
ciency and  secure  a  sales  volume  as  near  100 
per  cent  as  possible. 

The  first  lieutenant  to  successful  salesman- 
ship is  good,  consistent  advertising.  By  all 
means  announce  the  new  department  to. pro- 
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spective  customers  with  a  big,  well-worded  ad- 
vertisement in  the  local  newspapers.  Follow 
this  up  at  regular  intervals.  Let  the  public 
know  you  are  in  business  to  supply  them  with 
musical  instruments  and  you  will  find  that  they 
will  come  in  and  buy  them.  Study  the  clever 
advertising  used  by  the  more  successful  retail- 
ers of  musical  merchandise  and  profit  there- 
from. 

Do  not  overlook  the  importance  of  the  acces- 
sories department.  It  will  be  advantageous  to 
carry  a  complete  stock  of  accessories.  Although 
these  items  are  small  in  price,  yet  most  dealers 
consider  the  accessories  department  the  most 
valuable  they  have  because  it  keeps  customers 
coming  into  the  store.  There  is  also  a  good 
profit  to  be  made  on  a  large  volume  of  ac- 
cessories. 

Now  is  the  time  to  inaugurate  a  musical 
merchandise  department.  The  profitable  Spring 
season  is  with  us  and  next  Fall's  business  prom- 
ises to  be  better  than  ever.  The  demand  is 
especially  large  in  the  musical  merchandise 
division  of  the  music  trade.  The  dealer  who 
launches  a  small  goods  department  immediately 
following  the  suggestions  indicated  in  this  ar- 
ticle, and  adding  to  them  from  his  own  fund 
of  merchandise  knowledge,  will  be  enabled  to 
show  a  good  profit  at  the  end  of  the  year. 


INTEREST  IN  SMALL  GOODS  GROWS 


Many  Dealers  Who  Are  Opening  Musical  Mer- 
chandise Departments  Indicates  Development 
of  Greater  Interest  in  This  Line 


RONQ 


The  Oldest  and 
Largest  Musical 
Merchandise  House 
IN  America 

Exclusivelv  Wholesale 

ESTABLISHED  1834 

C.BRViVO  SrSON.lNC. 
351-53rouRTH  Ave.  NewYorkCity 


Although  the  interest  of  the  talking  machine 
dealer  in  musical  merchandise  has  been  marked- 
ly manifested  for  some  time  past,  since  the  first 
of  the  year  it  has  taken  tangible  form  in  a  great- 
ly increased  number  of  inquiries  and  orders 
from  talking  machine  dealers  who  have  never 
before  carried  musical  merchandise,  according 
to  the  Fred.  Gretsch  Mfg.  'Co.,  manufacturer 
and  importer  of  musical  merchandise,  Brooklyn, 
N.  Y.  In  one  or  two  cases  it  is  pointed  out 
that  houses  that  had  discontinued  their  line  of 
musical  merchandise  some  years  back  have  now 
entered  the  field  in  a  stronger  way  than  ever 
before. 

E.  E.  Strong,  general  sales  manager  of  the 
company,  stated:  "I  believe  that  good  business 
in  musical  merchandise  for  the  talking  machine 
dealer  is  only  starting.  The  future  will  bring 
forth  even  better  business  than  has  been  ex- 
perienced hitherto.  Musical  merchandise  and 
the  talking  machine  are  closely  correlated.  Just 
as  the  talking  machine  record  has  contributed 


materially  to  the  popularity  of  the  saxophone, 
English  horn  and  other  instruments  relatively 
unknown  in  this  country  in  the  past,  so  have 
these  instruments  contributed  to  the  sale  of 
phonograph  records,  enabling  the  public  to  fa- 
miliarize themselves  with  the  remarkable  effects 
brought  out  by  these  instruments.  The  love 
and  knowledge  of  mysic  has  progressed  to  the 
point  where  a  band  or  orchestra  record  is  not 
alone  listened  to  for  its  melody,  but  dealers 
report  that  many  of  their  customers  are  vitally 
interested  in  the  instrumentation  of  these  rec- 
ords and  ask  them  many  questions  regarding 
the  identity  of  the  instrument  which  carries 
some  particular  melody  or  theme.  Another  big 
sales  number  in  musical  merchandise  which  is 
proving  popular  with  the  talking  machine  dealer 
is  the  trap  drum  outfit.  The  sale  of  these  out- 
fits is  not  restricted  by  any  means  to  orches- 
tras, but,  in  fact,  the  large  majority  of  these 
outfits  sold  find  their  way  into  private  homes, 
where  they  are  played  accompanying  the  talk- 
ing machine.    There  seems  to  be  an  irresistible 


charm  in  accompanying  the  latest  syncopated 
melodies  with  a  trap  drum  outfit. 

"The  unit  of  sale  of  musical  merchandise  has 
also  arrived  at  a  figure  that  is  proving  par- 
ticularly attractive  to  the  talking  machine  re- 
tailer. The  general  music  house  idea,  I  believe, 
will  take  root  stronger  than  ever  before  during 
the  year.  It  has  already  proved  a  big  year  for 
musical  merchandise  and  our  factory  is  working 
to  full  capacity  to  take  care  of  the  orders  we 
are  receiving." 


NEW  REED  INSTRUMENT  IN  RECORDING 

Rothfone  Introduced  in  New  Brunswick  Rec- 
ord— Resembles  Saxophone  in  Tone  and 
Appearance — Recently  Placed  on  Market 


It  is  stated  that  for  the  first  time  one  of  the 
leading  record  companies  has  recorded  the  new 
reed  instrument  recently  placed  on  the  market 
by  the  Buescher  Band  Instrument  Co.  This 
{Continued  on  page  146) 


Bennie  Krueger 


and  His  Orchestra 


(BRUNSWICK  RECORDS) 


The  Record  Shop  that  carries 
Buescher  Instruments  can  use  nearly 
every  record  in  the  shop  as  a  demon- 
stration of  the  fine  tone  of 


"FITS  LIKE  A  GLOVE" 
Buescher  Saxophone 
Pad«  SNAP  ON!   No  Cement 
No  Dealer  Trouble! 
Patented 


Band  Instruments 
and  Saxophones 

Forty  orchestras  famous  in  all 
makes  of  records  use  Buescher  In- 
struments exclusively! 

All  the  Buescher  advertising  matter 
— the  window  displays,  counter  pieces, 
mailing  pieces,  newspaper  cuts — they 
help  the  record  dealer  sell  records 
and  sell  the  instruments  that  make 
the  records — Buescher  Instruments. 
Trade  terms,  catalogs,  etc.,  free  on 
100  Per  Cent  Equipped  with  Buescher  Instruments  request. 

Buescher  Band  Instrument  Company 


G  93  Buescher  Block 


DEALERS 
EVERYWHERE 


Elkhart,  Indiana 
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instrument  is  of  the  double  reed  type  and 
fingers  similar  to  the  saxophone,  resembling 
this  instrument  in  general  appearance.  It  is 
called  the  "Rothfone"  and  is  practically  a  cross 
between  the  tone  of  the  sarrusophone  and  the 
saxophone.  In  the  Brunswick  record,  "Rose  of 
the  Rio  Grande,"  played  by  the  Oriole  Terrace 
Orchestra,  Clayton  Naset,  one  of  the  leading 
saxophonists  of  the  present  time,  makes  his 
debut  as  a  Rothfonist,  and  the  results  achieved 
are  remarkably  satisfactory. 


MANY  ADD  MUSICAL  MERCHANDISE 

C.  Bruno  &  Son,  Importers  and  Wholesalers, 
Average  Hundred  New  Accounts  Monthly 


An  indication  of  the  interest  manifested  by 
talking  machine  and  piano  dealers  in  musical 
merchandise  is  to  be  found  in  the  ever-increas- 
ing number  who  have  never  carried  the  line 
before  and  .  who  are  now  opening  departments. 
C.  Bruno  &  Son,  Inc.,  importers  and  whole- 
salers of  musical  merchandise,  New  York  City, 
report  that  thus  far  this  year  new  accounts  have 
averaged  in  the  neighborhood  of  100  a  month. 
Business  is  reported  as  good;  in  fact,  remark- 
able for  this  period  of  the  year.  From  the  very 
first  of  the  year  business  has  kept  up  at  a  re- 
markable rate  and  there  is  no  visible  sign  of 
any  slowing  up  in  the  near  futuie. 


TWO  BIG  HOHNER  SELLERS 


The  Piano-key  Accordion  and  Chromatic  Har- 
monica Popular  With  Trade  and  Public 


M.  Hohner,  distributor  of  the  well-known 
Hohner  harmonicas  and  accordions.  New  York, 
is  enjoying  particularly  good  business.  In  the 
accordion  line  the  piano-key  accordion  is  very 
popular.  The  chromatic  harmonica,  which  is 
described  as  the  latest  step  in  the  development 
of  the  mouth  organ,  is  in  increasing  demand. 
By  a  slight  manipulation  of  a  lever  a  sharp  or 
flat  of  unfailing  accuracy  can  be  produced  and 
any  piece  of  music  can  be  played. 

M.  Hohner  reports  that  this  line  is  proving 
particularly  popular  with  the  talking  machine 
dealer,  as  it  provides  an  additional  source  of 
revenue  and  occupies  very  little  extra  floor 
space.  Dealer  helps,  show  cards  and  revolving 
racks,  furnished  by  the  company,  provide  an 
excellent  means  of  presentation  and  are  prov- 
ing very  popular  with  dealers. 


SOUSA  PLANS  THIRTY=FIRST  TOUR 

Famous  Band  Leader  to  Start  on  Coast-to-coast 
Tour  With  Large  Company  in  July 


Lieutenant;Commander  John  Phillip  Sousa, 
Victor  artist,  with  a  company  of  100  musicians 
and  soloists,  will  commence  his  thirty-first  tour 
of  the  United  States  early  in  July,  according 
to  arrangements  just  completed.    The  tour  will 


start  at  Willow  Grove,  near  Philadelphia,  and 
lake  the  organization  thence  to  the  Pacific 
Coast,  returning  through  the  South  to  Florida 
and  from  there  up  the  Atlantic  Coast  to  Wash- 
ington, where  the  tour  will  end  in  March,  1924. 
-An  engagement  will  also  be  played  at  Havana. 


YERKES'  ORCHESTRA  IN  MINNEAPOLIS 

Playing  of  Prominent  Dance  Orchestra  Attracts 
Most  Favorable  Attention  and  Arouses  Great 
Interest  in  the  Vocalion  Red  Records 


Saxophones 

and  all  reed  instruments 

Repaired — Polished — Adjusted 

for  the  trade 


Work  called  for  and  delivered 
in  48  hours 


BENKWITT 

441  Willis  Ave.,  Cor.  145th  St.,  BRONX 

Phone  Mott  Haven  5977 


During  the  recent  visit  to  Minneapolis  of 
Yerkes'  "S.S.  Flotilla"  Orchestra,  the  Stone 
Piano  Co.,  local  distributor  of  Vocalion  Red 
records,  through  the  co-operation  of  Donald- 
son's Department  Store  and  the  Dayton  Depart- 
ment Store,  presented  two  of  the  most  striking 


being  made  to  produce  such  works  as  Handel's 
"Messiah,"  Verdi's  "Requiem,"  and  Rossini's 
"Stabat  Mater"  wath  full  band,  large  chorus  and 
noted  soloists.  The  entire  Oratorio  Society  of 
New  York  will  appear  on  the  evening  of  June 
16  and  will  render  Verdi's  "Requiem."  Albert 


Artistic  Display  Made  by  Stone  Piano  Co.  in  Minneapolis 


window  displays  ever  seen  in  this  city.  While 
in  Minneapolis  the  orchestra  appeared  in  the 
studio  of  the  Stone  Piano  Co.  and  aroused  much 
enthusiasm  among  the  large  audiences,  inci- 
dentally directing  interest  to  the  Vocalion  Red 
records. 


ORATORIOS  AT  CENTRAL  PARK 


Handel's  "Messiah"  and  Rossini's  "Stabat  Mater" 
to  Be  Given  With  Chorus  and  Soloists  as 
Part  of  Program  of  Goldman's  Band 


Stoessel,  the  conductor  of  the  Society,  has  been 
invited  to  conduct  this  work. 

Mr.  Goldman  and  his  band  gave  Summer  con- 
certs at  Columbia  University  during  the  past 
five  seasons,  but,  owing  to  the  fact  that  new 
buildings  are  to  be  erected  on  the  Green  this 
year,  were  compelled  to  seek  new  quarters.  The 
concerts,  while  supported  through  contributions, 
are  absolutely  free  to  the  public,  and  are 
sponsored  by  a  Citizens'  Committee,  the  list  of 
which  contains  many  prominent  people. 


A  remarkable  series  of  free  concerts  are  to 
be  given  in  Central  Park  during  the  coming 
Summer  by  the  Goldman  Band  under  the  direc- 
tion of  Edwin  Franko  Goldman.  Besides  the 
usual  instrumental  programs,  arrangements  are 


The  Clinton-Fulton  Store,  420  Fulton  street, 
Jamaica,  N.  Y.,  was  recently  taken  over  by 
Joseph  King,  who  will  operate  it  under  the 
name  of  the  King  House  Furnishing  Co.  The 
store  contains  a  large  talking  machine  depart- 
ment. 


nOHNER 

W  THE  WORLD'S  B£SJSsJ& 


am* 


M.  HOHNER 


Now  Sold  by  250,000  Retail  Merchants  ^ 

An  unqualified  endorsement  of  tbe  stability  and  profit-making  possibilities 
of  the  Hohner  line. 

Every  talking  machine  dealer  should  carry  a  stock  of  Hohner  harmonicas  and 
accordions.    They  help  increase  the  profits  without  increase  of  overhead. 


Ask  Your  Jobber 


114-116  East  16th  Street 
NewlYork  City 


HOHNEfl  PRODUCTS  AWARDED  FIRSr  PRIZE  AT  THE  Pf\N/\Mf{- 
PACIFIC  INrER,NATIONf\L  EXPOSITION  SAN  FRPNCISCO  IplS" 
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Ogden's  Sectional  Phonograph  Store  Equipment 


Price  of  Ogden's  Sectional  Units 

Record  rack,  No.  1-S,  each  $48.00 

Paneled  ends,  each   6.00 

Record  sales  counter.  No.  1-S,  each   90.00 

Record  sales  counter,  No.  2,  each   72.00 

FINISHES:— GENUINE  ENAMEL 

White,  Old  Ivory  and  Gray 


—  STANDARDIZED- 

Costs  less  than  carpenter  work. 

Produced  economically  in  great  quantities — sold  to  you 
as  you  need  it.  Every  part  accurately  made  to  fit  the 
other.  You  can  keep  adding  to  your  equipment  as  your 
business  grows  or  knock  it  down  and  move  it  to  your 
new  quarters. 

UNLEVEL  FLOORS  are  provided  for  as  each  Pilaster 
and  Section  is  supplied  with  Patented  Capstan  Levelers 
instantly  adjusting  to  a  perfect  level.  (Spirit  Level  also 
supplied) — WALL  PILASTER  adjusts  to  fit  any  size 
Base  Board  and  Wainscot  rail. 

OUR  HIGH  PRICE  COMPETITORS  say  'it  can't  be 
done" — but  it  is  being  done  every  day  and  the  dealer 
is  saving  hundreds  of  dollars  on  every  installation. 

WE  POSITIVELY  GUARANTEE 

ANY  MAN  AND  A  BOY  for  helper  without  carpentry  ex- 
perience can  assemble  a  room  in  one  hour.  There  is  noth- 
ing to  do  but  place  Wall  and  Door  Sections  in  the  Pilaster  and 
turn  down  the  clamps.  Place  Ceiling  units  in  position  and  Base 
Rail  or  Floor  Shoe  around  the  bottom  and  the  job  is  complete,  as 
tight  as  a  drum,  at  a  fraction  of  the  usual  cost. 

Send  a  pencil  sketch  of  your  store  indicating  where  you 
want  Record  Racks  and  the  amount  of  stock,  location 
of  Counters  and  Booths  and  we  will  submit  a  Blue  Print 
and  estimate  for  equipment  which  you  can  install  any 
evening  and  be  "Up  To  Date"  next  day. 

Ogden's  Complete  Modern  Store 

Costs  less  than  carpenter  work.  Everything  ready  for  business 
the  day  you  get  it — Sectional — Unpack  and  "Set  it  up  Your- 
self." 


Prices  of  Complete  Equipment 

PLAN  NO.  1 — 2  Record  Sections,  1  Sales 

Counter,  1  6x6  ft.  Booth .  .  .  $330.00 
PLAN  NO.  2 — 3  Record  Sections,  1  Sales 

Counter,  2  6x6  ft.  Booths .  .  .  520.00 
PLAN  NO.  3 — 2  Record  Sections,  1  No.  1 

Ssdes    Counter,    1    6x6  ft. 

Booth   366.00 

PLAN  NO.  4 — 3  Record  Sections,  1  Sales 

Counter,  2  6x6  ft.  Booths .  .  .  552.00 
PLAN  NO.  5 — 2  Record  Sections,  1  Sales 

Counter,  1  6x9  ft.  Booth .  .  .  378.00 
PLAN  NO.  6 — 3  Record  Sections,  1  Sales 

Counter,  2  6x9  ft.  Booths ..  .  570.00 


Send  us  a  pencil  Sketch  of  your  Store,  Showing  where  you 
want  Record  Racks,  Customers'  Counters  and  Private  Sales- 
rooms and  we  will  quote  you  a  delivery  price  on  Sectional 
Equipment  which  you  can  install  any  evening  and  be  "Up  to 
Date"  next  day. 


NEW  MODEL  NO.  IX-A 

You-Nit  Cabinet  Stand 
K.  D.  For  Victrola  No.  IX-A 


4lk  inches 


Fulfills  every  Cab- 
inet requirement 
for  the  Home  with 
Portable  advan- 
tages. Makes  an 
"Outfit"  at  an 
"IN  -  BETWEEN" 
price  and  sells 
your  IX-A's. 

Get  a  sample 
mailed  today  sub- 
ject to  return  the 
minute  you  see  it 
if  not  satisfactory. 


PRICES 

Solid  Select  Mahogany  and  Quartered  Oak .  .  $6.50 

Mahogany  Finish  and  Plain  Oak  $5.50 

Packed  1  to  a  Mailing  Carton.  Wt.,  18  lbs. 


300-IOincb  _ 
(  Record  Section! 


30O-IOir7Cb 
(  Recort  Section  / 


300-IOincb 
Record  SectiOD  J 


I  \  ^ 

I  Record  Section  I 


,300-I0orl2incb\  5P 
Record  Section  |  ^. 


.  Sauitaiy  D  miver  Base 


Write  for  Radio  Folder  illus- 
trating and  pricing  Radio  Cabinets 
and  Panels  easily  sold  at  a  profit. 


RECORD  CABINETS 

(Sectional  Models) 

Fits  any  space  for  any  size  Stock 
and  helps  you  grow  through 
Service. 

PRICES 

No.  2  Tier  of  Sections  for  1,500 
Records,  $46.50 

No.  1  Tier  of  Sections  for  1,500 
Records,  $59.25 

Finishes:      Oak,   Mahogany  and 
Genuine  Enamels. 


STANDS  for  Portables  and 
Tables  for  surplus  Record 
Files,  Plant  Stands,  etc.,  bring 
you  many  new  customers. 


OGDEN  SECTIONAL  CABINET  CO.,  Lynchburg,  Va. 

All  Prices  Subject  to  Market  Conditions  and  Change  Without  Notice 
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OPTIMISTIC  ATMOSPHERE 
PERVADES  DALLAS  FIELD 

Texas  Music  Merchants  to  Meet  in  May — Many 
Enroll  for  Victor  School  of  Salesmanship — 
Music  Shop  Adds  Record  Department 


Dallas,  Tex.,  March  6. — Arrangements  are  be- 
ing made  here  for  the  meeting  of  the  Texas 
Music  Merchants'  Association,  which  is  sched- 
uled for  May  1  and  2,  during  Dallas'  second 
annual  Music  Week,  which  begins  on  April  29. 
Widely  known  speakers  are  being  secured  to 
address  the  merchants.  Elaborate  plans  also 
have  been  made  for  Music  Week,  including  an 
amateur  band  contest,  participated  in  by  bands 
from  all  parts  of  the  State;  a  contest  of  high 
school  orchestras;  one  evening  will  be  devoted 
to  a  concert  of  an  ensemble  of  ten  pianos;  many 
churches  and  theatres  will  inaugurate  special 
musical  programs,  and  other  features 'are  being 
planned. 

An  optimistic  atmosphere  pervades  the  talk- 
ing machine  field  in  this  territory.  The  de- 
mand for  machines  and  records  is  such  that 
dealers  see  only  a  brisk  Spring  demand,  pro- 
vided aggressive  merchandising  methods  are 
used.  The  local  branch  of  the  Brunswick-Balke- 
Collender  Co.,  A.  Goldstein  manager,  has  been 
getting  its  share  of  business.  Orders  constantly 
being  received  indicate  that  Brunswick  dealers 
are  enjoying  prosperity.  The  new  system  of 
record  releases  has  made  itself  a  factor  in  stim- 
ulating the  demand  for  the  Brunswick  record- 
ings. 

The  Victor  School  of  Salesmanship  was  held 
here  at  the  Adolphus  Hotel,  under  the  auspices 
of  Sanger  Bros.,  Inc.,  Victor  distributors,  and 
under  the  direction  of  F.  A.  Delano,  of  the  Vic- 
tor Talking  Machine  Co.,  and  Miss  Mabel  H. 
Rich,  of  the  Victor  educational  department.  Vic- 
tor dealers  and  their  salespeople  from  all  parts 
of  the  territory  served  by  Sanger  Bros,  enrolled 
for  the  classes.  At  the  close  of  the  final  ses- 
sions Sanger  Bros,  entertained  the  members  of 
the  class  with  a  dinner  dance  in  the  Sanger 
Cafe.  Miss  Rich  and  Mr.  Delano  were  present- 
ed with  gifts — a  beautiful  hand-bag  for  the  for- 
mer and  a  golf  suit  and  a  pair  of  golf  shoes  for 
the  latter — as  a  mark  of  appreciation. 

Those  enrolled  for  the  classes  were:  Mrs. 
R.  G.  Moore,  H.  V.  Beasley  Music  Co.,  Texar- 
kana.  Ark.;  F.  G.  Coppedge,  Miss  H.  LeBIanc, 
Miss  Mary  Lippert,  Miss  Ruth  Martyn,  Floyd 
Johnston,  R.  A.  Trussell,  V.  F.  Kirn,  H.  Ben 
Smith,  W.  K.  Bolls,  J.  J.  Pace,  Bush  &  Gerts 
Piano  Co.,  Dallas;  Geo.  S.  Moody,  Crowell- 
Gifford  Piano  Co.,  Port  Arthur,  Tex.;  H.  D. 
Harrison,  the  Music  Shop,  Ennis,  Te.x.;  W.  E. 
Davis,  Davis  Jewelry  &  Music  Co.,  Ranger, 
Tex.;  Clifton  Dowell,  J.  P.  Dowell,  McKinney, 
Tex.;  J.  B.  Denman,  Ed.  Stallcup,  Miss  Lyda 
Gresham,  Denman  Music  Co.,  Brownwood, 
Tex.;  Miss  Lena  Mussett,  Fakes  &  Co.,  Ft. 
Worth,  Tex.;  Mrs.  R.  M.  Field,  R.  M.  Field, 
Gainesville,  Tex.;  O.  E.  Pankopf,  Thos.  Gog- 
gan  &  Bros.,  San  Antonio,  Tex.;  Miss  Ethel 
Gibson,  Miss  Irene  Gieb,  W.  A.  Green  Co.,  Dal- 
las; R.  B.  Bryan,  L.  E.  Griffith,  Jr.,  Co.,  Terrell, 
Tex.;  Lester  Gunst,  R.  P.  Scott,  Miss  Billie  Dar- 
nell, Miss  M.  Waskom,  J.  T.  McHam,  Louis 
Alexander,  the  Lester  Gunst  Co.,  Dallas;  R.  H. 
Penick,  Gunst  Piano  Co.,  Corpus  Christi,  Tex.; 
C.  M.  Haines,  Fitzhugh  Brown,  Haines  Music 
Co.,  Greenville,  Tex.;  H.  F.  McDaniel,  Hall  Mu- 
sic Co.,  Abilene,  Tex.;  Miss  Veronica  Hess,  G. 
W.  Haltom,  Ft.  Worth,  Tex.;  T.  C.  Harrington, 
E.  O.  Harrington,  Piano,  Tex.;  Robert  Bryson, 


FELT- 


No  obligation  is  incurred  ' 
by  sending  us  your  speci- 
fications for  analysis — or 
price  quotation. 


Always  prepared  to  give 
quick  service  for  spe- 
cial requirements.  Please 
bear  this  in  mind. 


The  Safety  of  Certainty 

Manufacturers  of  talking  machines  who  use  our  TURNTABLE 
FELT  year  after  year,  know  how  strictly  we  conform  to  their 
standards  and  requirements.  To  them  AMERICAN  FELT 
COMPANY'S  FELT  means  certain  and  constant  satisfaction. 

We  shall  be  glad  to  extend  our  service  to  other  manufacturers  of 
talking  machines.    Inquiries  and  specifications  are  invited. 

AMERICAN  FELT  COMPANY 

100  Summer  Street,  Boston        114  E.  13th  Street,  New  York  City 
325  So.  Market  Street,  Chicago 


Hutchinson  Bros.,  Shreveport,  La.;  Mrs.  J.  E. 
Johnson,  Miss  Johnnie  Johns,  Johnson  Jewelry 
Co.,  Mineral  Wells,  Tex.;  R.  D.  Shotts,  E.  O. 
Kunitz,  Cuero,  Tex.;  S.  E.  Leiper,  John  Leiper, 
Weatherford,  Tex.;  R.  C.  Cofifee,  McConnell 
Bros.,  Wichita  Falls,  Tex.;  Miss  Alma  Benton, 
Miss  Bess  McGee,  Mitchell-Greer  Co.,  Ft. 
Worth,  Tex.;  D.  W.  Whorton,  Nunn  Electric 
Co.,  Wichita  Falls,  Tex.;  Miss  Frankie  Linehan, 
New  Furniture  Co.,  Greenville,  Tex.;  Mrs.  L.  S. 
Patterson,  Patterson  Jewelry  Co.,  Mexia,  Tex.; 
Mrs.  A.  S.  Dilley,  Phoenix  Furniture  Co.,  Beau- 
mont, Tex.;  Miss  Catherine  Allen,  Ross-Heyer 
Co.,  Ft.  Worth,  Tex.;  Mrs.  Hazel  Chaffin,  San- 
ger Bros.,  Waco,  Tex.;  Mrs.  D.  H.  Aldridge, 
J.  M.  Terry,  El  Dorado,  Ark.;  Bob  Tobin,  To- 
bin's,  Austin,  Tex.;  W.  H.  Beasley,  S.  E.  Rhodes, 
Mrs.  J.  R.  Chumney,  Miss  Stella  Smyth,  T.  D. 
Bess,  D.  L.  Whittle  Music  Co.,  Dallas;  M.  C. 
Parker,  Linn  Bros.,  Denison,  Tex.;  M.  B.  Zale, 
Zale  Jewelry  Co.,  Graham,  Tex.;  Mrs.  A.  Ever- 
ett, Miss  Ruth  Strong,  Mrs.  Earl  McConnell, 
Lester  Burchfield,  Miss  Delia  E.  Brilling,  E.  E. 
Hill,  J.  W.  Maxwell,  H.  F.  Lewis,  Dale  Heath, 
\V.  K.  Barton,  Sanger  Bros.,  Dallas. 

The  Texas-Oklahoma  Co.,  Edison  jobber  in 
this  territory,  reported  a  very  fine  business  for 
the  month  of  February,  which  in  volume  ex- 
ceeded that  of  any  month  since  January,  192L 
This  company  also  reported  a  marked  improve- 
ment in  the  general  business  conditions  in  the 
territory  to  which  it  caters,  and  forecasts  a 
steadily  increasing  prosperity  during  the  bal- 
ance of  the  year. 

Joe  Fuchs,  proprietor  of  the  Music  Shop,  in 
tlie  Scollard  Building,  Main  street  and  Exchange 
place,  has  added  a  completely  stocked  record 
department. 


VERY  ATTRACTIVESTRAND  DISPLAY 

Geo.  W.  Lyle,  president  of  the  Manufacturers 
Phonograph  Co.,  New  York,  manufacturer  of 
the  Strand  phonograph,  received  recently  an  in- 
teresting photograph  from  a  well-known  Strand 
dealer,  copy  of  which  is  shown  herewith.  This 
illustration  is  particularly  interesting  because  it 


Strand  Exhibited  in  Artistic  Environment 

demonstrates  how  a  well-conceived  and  artistic 
background,  plus  a  pleasing  and  easily  con- 
structed architectural  setting,  provides  exactly 
the  right  atmosphere  for  period  displays. 


B.  H.  Sanger,  the  well-known  talking  ma- 
chine man  of  Rochester,  N.  Y.,  was  a  recent 
visitor  to  New  York  and,  despite  the  stormy 
weather  and  extreme  cold,  was  in  an  optimistic 
frame  of  mind  regarding  business  prospects. 


FRANK  J.  HANNA  BUYS  FRANCHISE 

Rewbndge  Bros.,  of  Woodlawn  and  Beaver 
Falls,  Pa.,  have  sold  their  Victor  franchise  to 
Frank  J.  Hanna,  proprietor  of  a  pharmacy  on 
Franklin  avenue,  Woodlawn.  Rewbridge  Bros, 
have  purchased  the  Ingraham  Music  Shop  in 
Rochester,  Pa.,  which  they  now  operate. 


For  Dallas 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

609-11  Main  St.  A.  Goldstein,  Branch  Mgr. 
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CHANGES  AND  ACTIVITIES  IN  THE  TORONTO  TERRITORY 


A.  C.  Valeur  in  Charge  as  Managing  Director  of 
Sales  Co.  Reorganizes — Visitors  From  U.  S. 


Sonora  Phonograph,  Ltd. — Musical  Merchandise 
—Introduces  Bill  to  Amend  Copyright  Act 


Toronto,  Ont.,  March  6.— A.  C.  Valeur,  until 
recently  a  director  and  secretary-treasurer  of 
the  Sonora  Phonograph  Co.,  Inc.,  New  York, 
has  taken  over  the  managing  directorship  of 
the  Canadian  company,  Sonora  Phonograph, 
Ltd.,  West  Toronto.  E.  D.  Coots  is  returning 
to  New  York  Sonora  headquarters  and,  in  tak- 
ing leave  of  Canada,  leaves  a  host  of  sincere 
friends. 

The  Manufacturing  Sales  Co.,  distributor  of 
the  Strand  line  of  console  phonographs,  ^has 
moved  into  much  larger  quarters  at  321  Kmg 
street,  east. 

The  Musical  Merchandise  Sales  Co.,  oigan- 
ized  in  August,  1917,  by  W.  B.  Puckett,  F.  A. 
Trestrail  and  the  late  John  E.  White,  to  han- 
dle the  distribution  in  Canada  of  Brunswick 
phonographs  and  records,  is  to  be  formed  into 
a  limited  liability  company,  and  is  giving  spe- 
cial attention  to  Q  R  S  sales.  B.  A.  Trestrail, 
associated  with  the  company  for  the  past  two 
years,  has  taken  over  the  agency  for  Gulbran- 
sen  player-pianos,  hitherto  handled  by  the  Mu- 
sical Merchandise  Sales  Co.  At  the  Welling- 
ton street  showrooms  the  complete  line  of 
Brunswick  phonographs  is  on  display.  In  addi- 
tion, the  company  is  the  Canadian  distributor 
for  Brilliantone  needles  and  other  well-known 
lines. 

Gerhard  Heintzman,  Ltd.,  London,  Ont.,  has 
put  the  Martian  record  displayers  recently  of- 
fered the  trade  by  His  Master's  Voice,  Ltd..  to 
a  new  purpose,  greatly  stimulating  sales.  It 
consists  of  a  large  card  which  is  placed  on  the 
stand,  featuring  interesting  facts  of  the  records 
in  the  stand. 

L.  J.  Unger,  general  manager  of  Reflexo 
Products,  Inc.,  New  York,  paid  Canada  a  visit 
recently  with  the  object  of  making  distribution 
arrangements  for  Reflexo  products  in  the  Cana- 
dian market. 

Teachers  of  music  who  assembled  recently  in 
the  Toronto  Conservatory  of  Music  to  attend 
the  first  evening  of  a  course  in  "Musical  Appre- 
ciation" were  greatly  delighted.  The  teaching 
of  "form"  in  music  by  the  phonograph  was 
dealt  with  by  Miss  Mae  E.  Skilling,  of  the  Co- 
lumbia Co.,  in  a  most  illuminating  and  interest- 
ing wa}'. 

Undoubtedly  one  of  the  finest  window  dis- 
plays that  was  ever  seen  in  Toronto  was  that 
put  on  recently  by  the  Robert  Simpson  Co., 
Ltd.,  featuring  various  styles  of  Victrolas,  rec- 
ords and  albums. 

When  interviewed  by  your  correspondent  B. 
A.  Forster,  general  manager  of  the  BriUiantone 
Needle  Co.  of  America,  who  recently  spent  a 
few  days  in  Toronto  and  Montreal  in  the  inter- 
ests of  his  firm,  stated  that  prospects  in  this 
branch  of  the  industry  were  never  better.  When 
asked  regarding  prices  Mr.  Forster  said  there 
would,  no  doubt,  be  an  advance  and  that  his 
firm  was  only  accepting  orders  or  making  con- 
tracts for  delivery  for  the  first  two  months  of 
the  year  at  the  present  prices.  Arrangements 
have  been  made  for  the  Musical  Merchandise 
Sales  Co.  to  continue  as  sole  Canadian  distribu- 
tors of  Brilliantone  needles  in  Canada. 

A  bill  to  amend  the  Canadian  Copyright  Act 
was  introduced  the  past  week  at  Ottawa.  It 
was  introduced  by  James  A.  Robb,  Minister 
of  Trade  and  Commerce.  Mr.  Robb  explained 
that  the  existing  act  passed  in  1921  had  never 
been  proclaimed,  and  so  had  never  been  put  m 
effect.  The  purpose  of  the  present  bill  was  to 
make  minor  amendments  to  bring  the  act  into 
harmony  with  the  British  copyright  law  and  the 
international  copyright  convention. 


R.  M.  Kempton,  New  York,  head  of  the  Vo- 
calion  department  of  the  Aeolian  Co.,  recently 
visited  Scythes  Vocalion  Co.,  Ltd.,  the  Canadi- 
an distributors  of  the  Vocalion  and  Vocalion 
records,  and  found  considerable  satisfaction  in 
perusing  the  growing  list  of  Vocalion  dealers. 

The  many  new  agencies  opened  by  the 
Scythes  Vocalion  Co.,  Ltd.,  are  all  live  accounts, 
judging  from  the  manner  in  which  sales  pro- 
motion work  is  being  carried  on  and  the  con- 
sistency with  which  sales  are  being  consum- 
mated with  the  public. 


MONTREAL  TO  HOLD  MUSIC  WEEK 

Elaborate  Plans  in  Course  of  Preparation  for 
This  Event  —  Brisk  Business  Enjoyed  — 
Changes  and  Activities  in  the  Trade 


Montreal,  Can.,  March  7. — At  least  five  con- 
certs will  be  held  simultaneously  in  different 
parts  of  the  city  during  each  afternoon  and  eve- 
ning of  Music  Week,  commencing  March  11, 
according  to  plans  at  present  being  formulated. 
In  addition  there  will  be  concerts  in  the  morn- 
ings and  two  concerts  especially  for  children 
on  Saturday  morning.  Programs  will  be  put  on 
at  practically  all  the  various  philanthropic  insti- 
tutions of  the  city,  including  the  hospitals,  and 
the  factories  will  also  be  cared  for.    The  dif- 
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PATENT  NO,  219095 


CANADIAN 
PATENT 
FOR  SALE 


A  CINCH  PROPOSITION 
FOR  CANADIAN  FIRMS 


THE  "DISQUE"  IS  THE  MOST  PERFECT 

SYSTEM  OF  FILING  RECORDS  EXTANT  : : 

The  inventor  is  prepared  to  treat  with  responsible  Canadian  houses  for  the 
sale  outright  of  his  Canadian  Patent  (No.  219095),  or  would  consider  ar- 
rangements for  manufacture  on  a  royalty  basis.  The  patentee  is  in  a  position 
to  make  specially  favorable  terms  with  a  suitable  Canadian  firm. 


THE  "DISQUE"  FILING  CABINETS 

are  well  and  favorably  known  in  Great 
Britain,  being  stocked  by  most  of  the 
leading  stores.  They  hold  SO  or  more 
records.  Apart  from  a  big  public  demand 
Pisque  Cabinets  are  also  used  by  the  trade 
for  stocking  records  and  can  be  so  made 
to  hold  up  to  5,000  10"  or  12"  records. 
As  illustrated,  the  "Bisque"  system  files 
records  vertically,  each  disc  being  housed 
in  a  single,  felt-lined  compartment.  This 
is  the  only  perfect  system  of  protecting 
records  from  warping  and  scratch.  Each 
record  rests  on  an  ingenious  contrivance 
which  permits  immediate  delivery  of  any 
desired  record,  and  possesses  no  mechan- 
ical device  or  levers  to  get  out  of  order. 
A  simple  scheme  of  indexing  is  employed. 

Those  prepared  to  negotiate  for  this 
municate  with  the  ow'ner, 


A  PROFITABLE  BUSINESS 

Here  is  a  cinch  proposition  which  will 
place  the  Canadian  firm  successfully 
negotiating  our  offer  in  an  unrivaled  po- 
sition to  develop  the  "Disque"  gramophone 
record-filing  scheme  throughout  the  njhole 
of  Canada.  You  are  assured,  too,  of  com- 
plete protection,  the  Canadian  Disque  pat- 
ent being  a  master  one.  That  excludes 
piracy.  It  is  an  c.vchisive  and  first-class 
opportunity  which  offers  scope  for  almost 
unlimited  sales. 

valuable  patent  are  invited  to  com- 


Disque  Cabinet  Co.,  Ltd. 

ARTHUR  W.  WOOLLA.ND,  President      1 1  POULTRY,  LONDON,  E.  C.  2,  ENGLAND 
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MONTREAL  TO  HOLD  MUSIC  WEEK 

{Continued  from  page  149) 

ferent  public  schools  will  each  have  their  own 
concert,  while  special  attention  will  be  paid  to 
the  study  of  music  during  regular  school  hours. 

Although  the  forthcoming  music  week  is 
something  of  an  experiment,  this  being  the  first 
time  such  an  event  has  taken  place  in  Montreal, 
those  in  charge  of  arrangements  are  enthusias- 
tic over  the  prospects  of  its  success. 

All  business  formerly  transacted  at  the  417 
St.  Catherine  street,  West,  store  of  His  Master's 
Voice,  Ltd.,  has  been  transferred  to  its  355  St. 
Catherine  street,  West,  store. 

Marion  Harris,  exclusive  Brunswick  artist,  re- 
cently appeared  at  the  Princess  Theatre  in  a 
record-breaking  musicale,  which  attracted  con- 
siderable attention  to  her  recordings. 

Charles  Culross,  with  his  usual  aggressive 
business  methods,  was  the  only  exhibitor  of 
phonographs  at  the  recent  textile  exhibition 
held  in  the  Mount  Royal  Hotel.  It  is  estimated 
that  over  50,000  people  visited  the  show  and, 
with  the  prominence  given  the  Sonora,  Mr.  Cul- 
ross is  well  pleased  not  only  with  the  publicity 
gained,  but  the  actual  number  of  new  prospects 
secured.  Mr.  Culross  is  one  of  the  livest  talk- 
ing machine  men  here. 

N.  Nathanson,  of  Sydney,  N.  S.,  has  opened 
up  a  new  store  on  Charlotte  street.  A  full 
line  of  His  Master's  Voice-Victor  products  is 
carried.  Mr.  Nathanson's  store  at  Whitney 
Pier  also  features  this  line. 

C.  H.  R.  Zwicker,  of  Lunenburg,  N.  S.,  who 
has  taken  over  the  business  of  the  Rockwell 
Drug  Co.,  has  put  in  a  stock  of  His  Master's 
Voice-Victor  products. 

S.  H.  Brown,  of  Brown's  Talking  Machine 
Shop,  is  enjoying  an  excellent  Victor  business. 

Nearly  a  hundred  guests  were  present  last 
evening  at  the  annual  banquet  and  entertain- 
ment given  by  Layton  Bros.,  Ltd.,  to  their  staff 
at  the  Edinburgh  Cafe.  The  dinner  was  fol- 
lowed by  a  concert.  Following  the  concert 
there  was  dancing  and  cards. 

C.  W.  Lindsay,  president  of  C.  W.  Lindsay, 
Ltd.,  is  sojourning  at  Waterbury  Inn,  Vt.,  re- 
cuperating from  illness. 

J.  A.  Bienjonetti  has  been  appointed  manager 
for  the  Quebec  branch  of  C.  W.  Lindsay,  Ltd. 
He  is  well  known  to  the  trade. 


W.  C.  FUHRI  LEAVES  FOR  COAST 


W.  C.  Fuhri,  general  sales  manager  of  the 
General  Phonograph  Corp.,  New  York,  manu- 
facturer of  Okeh  records,  accompanied  by  Mrs. 
Fuhri  and  W.  E.  Henry,  recently  appointed 
Pacific  Coast  manager  for  the  company,  left 
New  York  recently  on  a  trip  to  the  Coast.  Ac- 
cording to  Mr.  Fuhri's  plans  the  party  will  visit 
the  leading  cities  in  the  Northwest  en  route  to 
the  Coast,  and  on  the  return  trip  Mr.  and  Mrs. 
Fuhri  will  stop  at  the  important  trade  centers 
in  the  Southwest.  Mr.  Henry  will  remain  at 
Los  Angeles,  where  a  permanent  office  for  the 
General  Phonograph  Corp.  will  be  opened,  and 
it  is  expected  that  Mr.  and  Mrs.  Fuhri  will  be 
away  for  about  four  weeks. 


APPOINTS  NEW  OUTINO  JOBBERS 

Artophone  Corp.  and  C.  L.  Marshall  Co.  Ap- 
pointed Outing  Jobbers — Outing  Plant  Work- 
ing to  Capacity  to  Fill  Orders 


A.  J.  Cote,  president  and  general  manager  of 
the  Outing  Talking  Machine  Co.,  Mount  Kisco, 
N.  Y.,  manufacturer  of  the  Outing  portable 
phonograph,  announced  this  week  that  arrange- 
ments had  been  completed  whereby  the  Arto- 
phone Corp.  of  St.  Louis  and  Kansas  City,  Mo., 
would  act  as  distributor  for  the  company  in 
these  important  territories.  The  Artophone 
Corp.  is  one  of  the  leading  jobbing  concerns  in 
the  Middle  West  and  at  the  present  time  is  a 
distributor  of  Strand  phonographs  and  Okeh 
records. 

The  C.  L.  Marshall  Co.,  of  Detroit,  has  been 
appointed  an  Outing  jobber,  and  C.  L.  Marshall, 
head  of  this  company,  is  also  the  head  of  the 
Vocalion  Co.  of  Ohio,  Cleveland,  O.,  which  is 
an  Outing  distributor  in  this  city.  This  popular 
portable  is  now  well  represented  in  these  two 
important  trade  centers. 

In  a  chat  with  The  World  Mr.  Cote  stated 
that,  although  the  factory  forces  had  been  dou- 
bled in  the  past  few  months,  the  company  is 
finding  it  possible  to  keep  pace  with  the  de- 
mands for  this  product.  Additional  factory  ex- 
pansion is  now  imperative,  as  Mr.  Cote  is 
aiming  to  give  Outing  jobbers  and  dealers  maxi- 
mum service  and  co-operation  this  year. 


OTTO  HEINEMAN  VISITS  CHICAGO 

Otto  Heineman,  president  of  the  General 
Phonograph  Corp.,  returned  to  New  York  a 
few  days  ago  after  a  short  trip  to  Chicago. 
While  in  the  "Windy  City"  Mr.  Heineman  spent 
some  time  with  S.  A.  Ribolla,  manager  of  the 
General  Phonograph  Corp.  of  Illinois,  and  was 
delighted  to  find  that  this  company  had  in- 
creased its  business  materially  since  the  first 
of  the  year.  Mr.  Heineman  also  visited  the 
offices  of  the  Consolidated  Talking  Machine  Co., 
Okeh  jobber  in  Chicago,  and  was  astounded  at 
the  exceptional  figures  presented  by  E.  A. 
Fearn,  head  of  this  company  for  the  months  of 
January  and  February  of  this  year.  The  Con- 
solidated Talking  Machine  Co.  is  making  phe- 
nomenal progress  in  the  development  of  Okeh 
business  and  new  dealers  are  being  established 
daily  in  Chicago  territory. 


EXCELLENT  BUSINESS  IN  SEATTLE 

Aggressiveness  of  Dealers  Being  Rewarded  in 
Steadily  Increasing  Trade — All  Lines  Enjoy 
Fairly  Brisk  Demand — Optimism  Reigns 

Seattle,  Wash.,  March  5. — A  steady  improve- 
ment in  the  trade  in  this  city  has  been  preva- 
lent during  the  past  month.  Talking  machine 
and  record  business  has  been  excellent  where 
the  dealers  have  utilized  every  opportunity  of 
bringing  their  products  to  the  attention  of  the 
public  and  with  those  concerns  which  have  ag- 
gressively endeavored  to  make  sales. 

Victor,  Brunswick,  Columbia,  Edison  and 
other  instruments  and  records  have  been  sell- 
ing as  well  as  could  be  expected,  according  to 
dealers  handling  these  lines.  L.  S.  Bacharach, 
manager  of  the  Brunswick  branch,  this  city,  has 
been  busy  supplying  dealers.  In  this,  as  in  the 
other  territories  covered  by  the  Brunswick  Co., 
the  system  of  releasing  records  as  soon  as  they 
have  been  made  is  proving  popular  with  the 
public. 

All  along  the  line  optimism  prevails  and  the 
determination  of  the  dealers,  no  matter  what 
products  are  handled,  to  go  after  business 
should  bear  fruit  in  sales. 


CLEVER  GALLAGHER  &  SHEAN  POSTER 

Thomas  A.  Edison,  Inc.,  recently  issued  a 
very  effective  window  strip  featuring  the  new 
Edison  record,  one  of  the  "Flashes  from  Broad- 
way," entitled  "Hoptown  Chinatown  Hop,"  by 
Gallagher  and  Shean.  At  the  left  is  a  sketch 
of  Gallagher,  playing  a  clarinet,  from  which 
emerge  the  words  "Absolutely,  Mr.  Shean";  and 
at  the  right  is  a  sketch  of  Shean,  playing  a 
saxophone,  which  is  emitting  the  words  "Posi- 
tively, Mr.  Gallagher."  The  poster  is  made  up 
in  black  and  red  on  a  white  stock. 


TAKE  ON  THE  BRUNSWICK  LINE 

Zanesville,  O.,  March  6. — It  is  announced  that 
Burrier  &  Stickrath,  local  music  dealers,  have 
taken  on  the  Brunswick  line  of  talking  machines 
and  records  and  will  feature  this  line  along  with 
its  already  established  makes  of  talking  ma- 
chines and  pianos.  The  talking  machine  sec- 
tion of  the  store  has  been  enlarged  to  take 
care  of  the  added  stocks.  This  store  will  con- 
tinue  to  handle   the  Gennett  line  of  records. 


Talking  Machine  Springs 
and  Repair  Parts 
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DONATELLO  DESK 
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SONORA  CO.  OF  NEW  JERSEY  HOLDS  DEALER  CONCLAVE 

More  Than  One  Hundred  Sonora  Dealers  Attend  First  Conference  of  the  Sonora  Sales  Co.  in 
Newark — G.  E.  Brightson,  Sonora  President,  Principal  Speaker — Plan  "Sonora  Week" 


The  Sonora  Sales  Co.  of  New  Jersey,  Newark, 
N.  J.,  Sonora  jobber  for  the  State  of  New  Jersey, 
held  on  Wednesday,  March  6,  the  first  conven- 
tion for  Sonora  dealers  whom  they  serve  in 
this  territory.  The  convention  was  held  in  the 
Newark  Athletic  Club  rooms  and  was  attended 
by  more  than  150  dealers  who  came  to  Newark 
from  every  corner  of  the  State  of  New  Jersey 
in  response  to  the  cordial  invitation  sent  out  by 
this  live  wholesaler.  P.  O.  Grififitli  and  his 
brother,  T.  N.  Griffith,  who  are  owners  of  the 
Sonora  Sales  Co.  of  New  Jersey,  arranged  for 
this  convention  of  Sonora  dealers,  which  was 
a  success  in  every  detail,  as  Messrs.  Griffitli 
proved  admirable  liosts  during  the  entire  after- 
noon. Fred  Allen  acted  as  toastmaster  during 
the  proceedings  of  the  convention,  ably  assisted 
by  Herbert  L.  Young,  who  joined  the  com- 
pany's staff  last  Fall. 

Geo.  E.  Brightson,  president  of  the  Sonora 
Phonograph  Co.,  of  New  York,  was  the  princi- 
pal speaker  and  he  gave  the  dealers  a  very  in- 
teresting talk  on  the  growth  of  the  Sonora  Co. 
Beginning  with  the  early  history  of  the  Sonora 
Co.  and  tracing  its  history  up  to  the  present 
day,  Mr.  Brightson  gave  the  dealers  facts  and 
figures  which  emphasized  the  phenomenal 
growth    the   company  has   maintained.  O, 


Martin,  vice-president  and  general  manager  of 
the  Sonora  Co.,  gave  the  dealers  an  impressive 
talk  on  co-operation  and  asked  them  to  try  to 
figure  their  demands  for  goods  far  enough  in 
advance  so  that  the  Sonora  factory  could  take 
care  of  their  needs  in  full.  Frank  J.  Coupe, 
vice-president  and  sales  manager,  and  L.  C. 
Lincoln,  a-dvertising  manager,  also  gave  the 
dealers  practical  and  interesting  talks.  Other 
speakers  from  the  Sonora  executive  offices  were 
Frank  Goodman,  assistant  to  Mr.  Coupe,  and 
Frank  Coots,  who  explained  to  the  dealers  the 
technical  construction  of  the  Sonora  tone-arm 
and  reproducer. 

During  the  progress  of  the  meeting,  Herbert 
L.  Young  in  his  talk  to  the  dealers  announced 
that  tlie  Sonora  Sales  Co.  was  formulating  plans 
at  the  present  time  for  a  "Sonora  Week"  which 
will  be  inaugurated  some  time  during  the  month 
of  April.  This  event  is  to  be  carried  out  in 
conjunction  with  the  two  Sonora  jobbers  in 
Greater  New  York  so  that  simultaneously  the 
entire  metropolitan  New  York  and  New  Jersey 
districts  will  carry  on  this  campaign,  which 
will  be  featured  in  large  and  attractive  news- 
paper advertising  prepared  by  the  advertising 
department  of  the  Sonora  Co.  In  conjunction 
with  this  campaign  the  Sonora  Co.  is  to  bend 
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every  effort  toward  making  "Sonora  Week"  a 
success. 

The  first  convention  of  Sonora  dealers  in  the 
State  of  New  Jersey  was  a  signal  success  and 
the  Sonora  Sales  Co.  of  New  Jersey  plans  to 
have  these  conventions  periodically  in  order  to 
give  Sonora  dealers  an  opportunity  to  get  to- 
gether and  discuss  Sonora  conditions  generally. 
Among  the  invited  guests  were  R.  H.  Keith, 
president  and  general  manager  of  the  Long 
Island  Phonograph  Co.,  Brooklyn,  Sonora  job- 
ber, and  Maurice  Landay,  president  and  general 
manager  of  the  Greater  City  Phonograph  Co., 
New  York,  Sonora  jobber,  both  of  whom  dis- 
cussed briefly  the  sales  possibilities  for  Sonora 
products  during  the  coming  year. 


SONORA  PORTABLE  FOR  CHAMPION 


Charles  Jewtraw,  Skating  Champion,  Presented 
With  Sonora  Portable  at  Lake  Placid  Skating 
Meet — Event  Given  Wide  Publicity 


One  of  the  outstanding  events  connected  with 
the  winning  of  the  international  amateur  out- 
door skating  championship  in  St.  John,  N.  B., 
Canada,  was  the  presentation  of  a  Sonora  port- 
able to  the  winner.  At  this  meet  all  of  the  ice 
speed  kings  of  the  United  States  defended  their 
titles  against  Chas.  Gorman,  Canada's  skating 
ace,  and  Willie  Logan,  Canadian  sixteen-year- 
old  boy  wonder.  In  all  132  skaters  competed 
and  it  is  estimated  that  over  50,000  people  wit- 
nessed the  event. 

After  the  final  event  Charles  Jewtraw,  of 
Lake  Placid,  N.  Y.,  the  winner  of  the  meet,  was 
presented  with  a  Sonora  portable  phonograph 
by  Miss  W.  C.  I.  Blair,  queen  of  the  carnival, 
on  behalf  of  the  Sonora  Phonograph,  Ltd.,  of 
Toronto,  and  the  Phonograph  Salon,  Ltd.,  of 
St.  John,  N.  B.  The  presentation  was  filmed  by 
the  Pathe  news  and  Fox  films,  and  will  be 
shown  in  all  the  leading  cities  and  towns 
throughout  the  United  States  and  Canada. 


ORMES  ISSUES  TANGO  HANGER 


The  dealer  service  department  of  Ormes,  Inc., 
New  York,  Victor  wholesaler,  forwarded  to  its 
dealers  this  week  a  handsome  hanger  featuring 
tango  records  that  may  be  found  in  the  Victor 
catalog.  The  illustration  on  this  hanger  por- 
trays Rodolph  Valentino,  famouii  moving  pic- 
ture star,  dancing  the  tango  in  the  popular 
photoplay,  "The  Four  Horsemen  of  the  Apoca- 
lypse." There  are  also  listed  on  the  hanger  six 
double-faced  Victor  records  featuring  tango 
hits,  and  reference  is  made  to  several  other 
Victor  records  that  present  tango  music.  This 
hanger  has  been  accorded  a  very  favorable  re- 
ception by  the  dealers,  and  accompanying  the 
hanger  was  a  copy  of  a  pamphlet  entitled 
"Hidden  Treasures,"  featuring  a  collection  of 
music  gems  from  the  Victor  library,  with  the 
suggestion  that  the  dealers  mail  this  pamphlet 
to  their  patrons. 
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GERSON  WITH  GENERAL  PHONO.  CORP. 

Former  Wanamaker  Manager  Will  Devote  Time 
to  Developing  Odeon  Sales — Past  Experience 
Well  Fits  Him  for  Important  New  Post 


Louis  Jay  Gerson,  for  over  twelve  years  buyer 
and  manager  of  the  talking  machine  departments 
of  John  Wanamaker,  New  York  and  Phila- 
delphia, has  joined  the  General  Phonograph 
Corp.'s  organization  and  will  concentrate  his 
activities  on  the  development  of  Odeon  record 
sales.  Mr.  Gerson  is  ideally  qualified  for  his 
new  work,  as  during  his  association  with  the 
John  Wanamaker  institution  he  was  for  teii 
years  editor  of  the  publication  Opera  News, 
which  brought  him  in  close  contact  with  operatic 
performances,  concerts,  recitals  and  the  artists 
personally.  Mr.  Gerson's  activities  in  this  direc- 
tion were  emphasized  in  the  excellent  high- 
priced  record  business  which  was  achieved  at 
the  Wanamaker  stores  during  his  regime. 

The  General  Phonograph  Corp.  is  utilizing 
!Mr.  Gerson's  experience  for  the  benefit  of  its 
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European  importations  of  fine  quality  classic 
records  issued  under  the  Odeon  label  and  Mr. 
Gerson's  services  will  be  at  the  disposal  of  the 
companj^'s  jobbers  and  dealers  in  stimulating 
the  sale  of  these  records.  Mr.  Gerson  has 
already  compiled  a  reclassification  of  the  first 
presentation  of  Odeon  instrumental  records, 
and,  in  a  chat  with  The  World,  he  stated  that 
the  scope  of  this  library  was  a  matter  of  great 
surprise  and  keen  gratification.  Talking  machine 
dealers  in  metropolitan  territory  have  been  in- 
vited to  confer  with  Mr.  Gerson  as  to  the  most 
practical  methods  and  policies  to  be  pursued 
in  the  development  of  Odeon  record  business. 


A.  H.  CURRY  ON  EXTENDED  TRIP 


Vice-president  of  Thos.  A.  Edison,  Inc.,  Making 
a  Visit  to  Important  Southern  Points 


A.  H.  Curry,  vice-president  in  charge  of  the 
phonograph  division  of  Thomas  A.  Edison,  Inc., 
left  Orange  on  the  thirteenth  of  this  month  on 
a  business  trip.  His  first  stop  was  at  Pitts- 
burgh, where  he  addressed  the  Dealers'  Conven- 
tions, held  in  that  city  under  the  auspices  of  the 
Buehn  Phonograph  Co.,  Edison  jobber  in  the 
Pittsburgh  district.  From  there  Mr.  Curry  pro- 
ceeded to  Dallas,  Tex.,  where  he  will  survey  the 
business  of  his  Edison  jobbing  house  in  Dallas 
and  the  Texas  territory  it  serves.  On  the  way 
back  from  the  South  Mr.  Curry  plans  to  stop 
oft  at  New  Orleans  and  Atlanta,  where  he  will 
call  on  the  local  Edison  jobbing  houses,  posting 
himself  in  a  first-hand  way  on  trade  conditions 
in  the  Louisiana  and  Georgia  sections. 


INAUGURATES  DRIVE  ON  BAKERTONE 

Bakertone  Corp.,  Albany,  N.  Y.,  Starts  National 
Publicity  Campaign  on  Device  to  Clarify  Tone 
of  Talking  Machine  Records 


BuFF.'M.o,  N.  Y.,  March  10. — The  Bakertone 
Corp.,  of  this  city,  which  manufactures  a  device 
to  soften  and  clarif\-  the  tone  of  talking  machine 
records  which  can  be  adjusted  to  any  make  of 
machine,  reports  that  in  the  short  time  this 
little  instrument  has  been  on  the  market  it  has 
met  with  a  favorable  reception  by  dealers  every- 
where. The  Bakertone  takes  its  name  from 
Howard  H.  Baker,  who  was  responsible  for  the 
invention  of  this  device,  which,  he  states,  was 
perfected  after  extensive  experiments,  with  the 
idea  in  view  of  eliminating  much  of  the  surface 
noise  of  the  ordinary  reproducer  and  bringing 
out  a  clear  tone  from  all  records. 

There  is  no  doubt  but  that  this  little  instru- 
ment will  meet  with  a  hearty  reception  from 
the  trade,  as  officials  of  the  company  state  that 
it  will  perform  every  function  which  the  in- 
ventor claims  for  it  and  is  so  adjusted  as  to 
allow  for  any  tone  volume  that  the  hearer  ma\" 
desire.  The  company  has  achieved  a  national 
distribution  in  a  comparatively  short  time  and 
is  carrying  on  an  aggressive  sales  promotion 
campaign. 

T.  E.  Kimberly,  general  distributor  for  the 
Bakertone,  with  offices  in  this  city,  is  very 
enthusiastic  over  the  possibilities  of  this  inven- 
tion and  elaborate  plans  have  been  prepared 
for  its  distribution.  Very  attractive  circulars 
have  been  prepared  and  distributed,  in  addition 
to  an  advertising  campaign  which  is  to  be 
countrv-wide. 


NEW  VOCALION  WHOLESALE  MAN 

John  F.  Levy  to  Represent  Vocalion  Instru- 
ments in  the  Eastern  Territory 


John  F.  Levy,  for  some  time  past  connected 
with  the  retail  department  of  the  Aeolian  Co., 
New  York,  has  been  advanced  to  the  wholesale 
Vocalion  department  where  he  will  cover  a 
large  section  of  Eastern  territorj',  including  the 
metropolitan  district  of  New  York,  in  the  in- 
terests of  Vocalion  instruments.  The  whole- 
sale Vocalion  department  is  under  the  manage- 
ment of  R.  M.  Kempton. 


Consolidate  Your 
Needle  Sales 

Sonora  semi-permanent 
needles  require  little  demon- 
stration. They  immediately 
impress  the  hundreds  of  true 
music  lovers  who  value  the 
permanency  of  their  records. 

Sonora  semi-permanent 
needles  assure  you  quick 
turnover.  Once  having  used 
them,  your  customers  seldom 
buy  any  other  type.  The 
substantial  saving  effected 
and  the  lessened  wear  on 
records  assures  you  this 
profitable  business  for  all 
time. 

Sonora  Phonograph 
Company,  Inc. 

279  Broadway        New  '^'ork 

Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 


STHE  rNSTRUMENT  OF  QUALITY 
onor; 
CLEAH    »S    A  BELL 

How  Sonora  Will 
Help  You  Sell 

One  of  the  many  advan- 
tages of  the  Sonora  franchise 
is  the  splendid  advertising 
service  we  maintain  for  the 
Sonora  dealer.  This  service 
includes  a  comprehensive 
list  of  many  out-of-the-ordi- 
nary  features  as  well  as  a 
complete  line  of  selling 
literature,  monthly  adver- 
tisements, posters,  signs  and 
other  helps.  Let  us  tell  you 
more  about  it. 

Sonora  Phonograph 
Company,  Inc. 


279  Broadway 


New  York 


Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 
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K-E   AUTOMATIC  STOPS 


The  K-E  is  still  the  best  Automatic  Stop  made 
Because  it : 
Avoids  motor  strain 
Is  not  attached  to  Tone  Arm 
Low  installation  cost 
No  extra  parts 
Operates  all  Records. 

Send  50c.  for  sample 

Kirkman  Engineering  Corporation 

484-490  BROOME  ST.  -  -  NEW  YORK 


W.  E.  HENRY  JOINS  OKEH  FORCES 

Prominent  Talking  Machine  Executive  Will 
Represent  Okeh  Interests  on  Pacific  Coast — 
Ideally  Qualified  for  New  Work 


W.  C.  Fuhri,  general  sales  manager  of  tlie 
General  Phonograph  Corp.,  New  York,  manu- 
facturer of  Okeh  records,  announced  this  week 
that  W.  E.  Henry  had  joined  the  company's 
organization.  Mr.  Henry,  who  has  been  identi- 
fied with  the  talking  machine  industry  for  twen- 
ty-five years,  will  represent  the  General  Phono- 
graph Corp.  on  the  Pacific  Coast,  operating  west 
of  Denver.  A  Los  Angeles  branch  will  be 
opened  in  the  very  near  future. 

W.  E.  Henry  is  one  of  the  most  popular 
members  of  the  wholesale  talking  machine  in- 
dustry, and  during  his  business  career  has  been 
identified  with  the  Victor,  Edison  and  Columbia 
interests.  At  one  time  he  was  a  Victor  and 
Edison  jobber  in  Pittsburgh  and,  subsequently, 
was  appointed  Pittsburgh  manager  for  the  Co- 
lumbia Graphophone  Co.  Later  he  represented 
the  Columbia  interests  on  the  Pacific  Coast, 
and  he  numbers  among  his  personal  friends 
practically  every  talking  machine  dealer  from 
Denver  west  to  the  Coast. 

For  many  years  Mr.  Fuhri  and  Mr.  Henry 
have  been  close  personal  friends,  and  in  joining 
the  General  Phonograph  Corp.'s  organization 
Mr.  Henry  will  have  the  close  co-operation  of 
every  branch  of  this  company's  business.  The 
demand  for  Okeh  records  on  the  Pacific  Coast 
has  increased  by  leaps  and  bounds  and,  under 
Mr.  Henry's  able  direction,  Okeh  dealers  in  this 
important  territory  can  look  for  maximum  serv- 
ice and  co-operation. 


HOOVER  CALLS_RADIO  CONFERENCE 

Secretary  of  Commerce  Seeking  Support  to  End 
Interference  Caused  by  Great  Number  of 
Sending  and  Receiving  Stations 

W.^SHiNHTONr  D.  C,  March  8.— A  radio  confer- 
ence has  been  called  by  Secretary  Hoover  for 
March  20  to  clear  the  air  of  the  present  chaos, 
due  to  conflict  from  broadcasting  stations  all 
over  the  country.  A  statement  announcing  the 
calling  of  the  conference  reads: 

"The  Department  of  Commerce  has  sent  out 
invitations  for  a  reassembly  of  the  radio  con- 
ference held  a  year  ago,  together  with  some 
additional  members.  The  conference  held  last 
vear  wa^  for  the  purpose  of  considering  legisla- 


tion necessary  in  order  to  reduce  the  amount  of 
interference  in  radio  broadcasting.  The  legisla- 
tion having  failed  to  pass  Congress,  it  is  felt 
desirable  to  investigate  what  administrative 
measures  may  properly  be  taken  temporarily  to 
lessen  the  amount  of  interference  in  broadcast- 
ing. 

"Since  the  last  conference  the  number  of 
broadcasting  stations  has  increased  from  sixty 
to  581,  and  it  is  estimated  that  somewhere  be- 
tween 1,500,000  and  2,500,000  receiving  stations 
are  now  in  use.  The  amount  of  interference  has 
increased  greatly  and  threatens  to  destroy  the 
growth  of  the  art." 


LARGE  ORDERS  FOR  D'LYTE=FUL 

Philadelphia,  Pa.,  March  8.— M.  J.  Del  Mar- 
mol,  president  of  the  D'Lyte  Co.,  Inc.,  manu- 
facturer of  the  D'Lyte-FuI  tone  reproducer,  re- 
cently completed  an  initial  out-of-town  trip  in 
the  interest  of  the  new  reproducer.  He  summed 
up  the  results  of  his  trip  as  follows:  "Had 
great  success.  Everything  went  fine  and  some 
extremely  large  orders  are  on  the  way." 


Mr.  and  Mrs.  Thomas  A.  Edison  left  last 
week  for  their  annual  sojourn  in  Florida,  where 
they  will  enjoy  the  salubrious  climate  of  that 
popular  State.  Henry  Ford,  of  automobile 
fame,  who  has  a  home  nearby  in  Fort  Meyers, 
is  the  guest  of  Mr.  and  Mrs.  Edison.  Mr.  Edi- 
son will  spend  most  of  his  leisure  time  fishing. 


COUE  RECORDS  FOR  COLUMBIA 

Famous  French  Exponent  of  Auto-suggestion 
Makes  Records  for  Columbia  Exclusively — 
Welcome  News  to  His  Followers  in  America 


The  Columbia  Graphophone  Co.,  New  York, 
made  an  interesting  announcement  recently  to 
the  effect  that  Emile  Coue,  the  famous  French 
exponent  of  auto-suggestion  and  other  interest- 
ing theories  as  to  health  and  longevity,  had 
made  a  series  of  Columbia  records.    Mr.  Coue 


Emile  Coue  Making  Columbia  Records 
visited  the  Columbia  laboratories  just  before 
sailing  for  France  and  signed  an  exclusive  Co- 
lumbia contract.  Among  those  who  were  pres- 
ent while  Coue  records  were  being  made  were: 
H.  L.  Willson,  president  and  general  manager 
of  the  Columbia  Graphophone  Co.;  Geo.  W. 
Hopkins,  general  sales  manager;  R.  F.  Bolton, 
director  of  the  recording  studio;  O.  F.  Benz, 
record  sales  manager;  L.  L.  Leverich,  advertis- 
ing manager,  and  other  members  of  the  execu- 
tive office  organization.  They  were  all  impressed 
with  Mr.  Coue's  sincere  intensity  when  he  spoke 
into  the  recording  apparatus,  as  he  put  every 
bit  of  energy  and  personality  into  his  work. 

This  announcement  by  the  Columbia  Co.  will 
be  welcome  news  to  the  general  public,  as  Mr. 
Coue,  during  his  short  stay  in  this  country, 
could  find  time  to  reach  only  a  very  small  per- 
centage of  the  American  people,  who  have  ex- 
pressed keen  interest  in  the  Coue  theory  of 
auto-suggestion.  While  here  Mr.  Coue  appeared 
several  times  in  New  York  in  auditoriums 
packed  to  the  limit,  helping  many  invalids. 

The  Coue  formula,  "Day  by  day,  in  every 
way,  I'm  getting  better  and  better,"  is  being  re- 
peated ever\'where,  and  Mr.  Coue's  disciples 
have  remained  here  to  carry  on  his  work  in 
America.  The  Columbia  Co.  considers  his  re- 
cordings as  priceless  and  the  announcement  of 
their  release  soon  will  be  made. 


Phonograph  Toys 


THE  MAGNETIC  DANCERS 

This  little  couple  will  waitz,  fox-trot  or  two-step  in  a  most 
realistic  manner.  They  reverse,  turn  and  glide  just  as  a  couple 
would  do  on  a  ball-room  floor.    Price  $1.00. 

There's  the  Rastus  Family 

Don't  miss  these  favorites!    The  assortment  consists  of 
Ragtime  Rastus  $1.25  Shimandy 

Boxing  Darkies  1.50      Fighting  Roosters 

Just  as  easy  to  sell  the  four  as  one. 


$1.65 
1.65 


Usual  Discounts  to  the  trade 


NATIONAL  COMPANY 

108  Brookline  Street,  Cambridge,  Mass.,  U.  S.  A. 


Sell  Ihe  Year 
Round! 

Pre-holiday  demand  for 
these  toys  this  year  exceeded 
that  of  the  last  three  years. 
And  repeat  business  since 
Christmas  justifies  the  state- 
ment that  they  are  profit- 
producers  and  that  they'll 
sell  the  year  round. 
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FEATURE  NOTED  VOCALION  ARTISTS  IN  ORIGINAL  WAY 

New  Series  of  Booklets  Present  the  Leading  Voc alien  Record  Artists  to  the  Public  in  an  Intimate 
and  Pleasing  Manner — Getting  Away  From  the  Stereotyped  Bulletin 


ARTISTIC  EDISON  SLOGAN  USED 

In  Advertising  Campaigns  of  Jobbers  and  Deal- 
ers Throughout  the  Country 


With  a  view  to  presenting  its  noted  recording 
artists  and  their  records  to  the  discerning  rec- 
ord buyer,  in  a  way  more  impressive  than  that 
olTered  by  the  usual  form  of  record  supplement, 
the   Vocalion   Red   record   department   of  the 


operatic  and  standard  records  have  likewise 
proved  distinctly  popular. 

The  text  in  the  folders  is  particularly  well 
handled,  setting  forth  interesting  facts  regard- 
ing the  artistic  triumphs  of  the  artist,  together 


Thomas  A.  Edison,  Inc.,  has  recently  pre- 
pared a  series  of  electrotypes,  decalcomanies, 
etc.,  for  the  use  of  Edison  jobbers  and  Edison 
dealers  in  their  advertising  campaigns.  This 
new  series  was  built  around  the  slogan  "Com- 
parison With  the  Living  Artist  Reveals  No  Dif- 
ference," which  has  been  adopted  as  "standard 
equipment"  for  Edison  publicity  and  promo- 
tion matter.  The  name  of  the  instrument  and 
this  slogan,  which  appears  in  Edison  ads,  pages 
32-3,  this  issue,  have  been  humanized  by  the 
illustration  of  the  singer  and  the  whole  has 
been  set  into  a  form  which  partakes  of  a  trade- 
mark and  is  shaped  and  colored  so  that  it  will 
ciuickly  attract  attention. 


PLEASED  WITH  SITUATION 


Covers  of  the  First  Two  New  Vocalion  Artist  Booklets 


Aeolian  Co.  has  just  issued  the  first  two  of  a 
series  of  elaborate  special  folders,  each  folder 
devoted  to  the  story  of  one  of  the  leading  artists 
and  bearing  on  its  cover  an  imposing  portrait  of 
that  particular  artist. 

The  first  of  the  folders  already  issued  is  de- 
voted to  May  Peterson,  who  for  several  years 
has  been  one  of  the  most  popular  artists  on 
the  Vocalion  list,  and  the  second  to  Rosa  Raisa, 
noted  soprano  of  the  Chicago  Opera  Co.,  whose 


with  favorable  comments  by  music  critics  and 
authorities,  presented  in  story  form  which  is 
a  relief  from  the  stereotyped  criticism. 

I'articularly  attractive  are  the  covers  of  the 
folders  which  are  produced  in  rich  colorings 
that  are  bound  to  attract  attention  when  the 
folders  are  placed  on  display  in  the  store  of 
the  dealer.  It  is  planned  in  the  near  future 
to  issue  other  folders  until  the  complete  list 
of  Vocalion  stars  has  been  covered. 


The  Fred.  Gretsch  Mfg.  Co.,  Brooklyn,  N.  Y., 
reports  the  entire  line  selling  well,  with  the 
sale  of  stringed  instruments  in  the  ascendancy. 
A  new  number  recently  added  to  the  Gretsch 
line  is  a  C  melody  saxonette,  which  can  be 
played  immediately  by  any  clarinetist.  Piano 
key  and  chromatic  accordions,  just  received 
from  Europe  to  list  at  from  $100  to  $500,  are 
also  popular. 

E.  E.  Strong,  sales  manager  of  the  company, 
in  speaking  of  the  wide  range  of  the  Gretsch 
line,  called  particular  attention  to  numbers 
listed  in  the  Gretsch  catalog  which  have  been 
scarce  in  this  country  for  many  years  and 
which  were  obtained  only  after  much  effort  on 
the  part  of  the  Gretsch  organization,  such  as 
buffet  saxophones,  bass  and  alto  clarinets,  bas- 
soons, oboes,  Kruspe  French  horns,  Heckel  and 
Kohler  bassoons  and  oboes,  Mollenhauer  flutes, 
Sartori  violin  bows,  Murnburger  violin  bows 
and  Paulus  &  Seidel  &  Haberlein  violins  and 
others. 


THE  EMPIRE  UNIVERSAL  TONE  ARMS  AND  REPRODUCERS 

Positively  Create  that  Richness  and  Fullness  of  Tone  Combined  with  Perfect  Reproduction. 


Send  for  sample  of  our  new 
Tone  Arm  for  Portable 
Machines  and  Edison 
Attachments. 


We  invite  a  personal  test.  There  is 
nothing  more  convincing.  Order  a 
sample  arm  and  test  it  out.  It  will 
win  you  on  merit  only.  Our  prices 
are  low  and  the  quality  second  to  none. 

Write  or  wire  us  for  samples  and  quo- 
tations and  give  us  an  outline  of  your 
requirements. 


THE  EMPIRE  PHONO  PARTS  COMPANY,  1362  East  Third  Street,  Cleveland,  0. 


Established  in  1914 


Manufacturers  of  High-Grade  Tone  Arms  and  Reproducers 


W.  J.  McNAMARA,  President 


Cable  Address  "Emphono" 
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TRADE  ARCHAEOLOGISTS  TO  SEEK  SPIRITS,  NOT  MUMMIES 

Members  of  Talking  Machine  Men,  Inc.,  and  Their  Friends  Expect  Some  Interesting  Finds  When 
Exploring  Tomb  of  "King"  Pennsylvania  on  Evening  of  April  25 


The  noted  archaeologists  of  the  Talking  Ma- 
chine Men,  Inc.,  under  the  leadership  of  "Lord" 
Kurtz  and  a  distinguished  committee  of  ex- 
perts, will  travel  through  the  "roaring  forties" 
and  to  the  deserted  expanse  of  Thirty-third 
street  and  Seventh  avenue  on  the  evening  of 
April  25  for  the  purpose  of  making  exhaustive 
explorations  in  the  Tomb  of  Pennsylvania  in 
search  of  food  that  has  not  been  out  of  the 
kitchen  sufficiently  long  to  be  mummified  and 
of  melodies  calculated  to  bring  back  the  full 
spirit  of  life  into  even  the  most  ancient  of 
bodies. 

Explorers  will  gather  in  the  ante-chamber  of 


Miss  Carol  Stewart,  Who  Will  Entertain 

the  tonib  and  at  the  proper  signal  they,  to  the 
number  of  several  hundred,  will  invade  the  in- 
ner sanctum  where  it  is  expected  that  ancient 
tables  laden  with  plates,  and  they  in  turn  with 
food,  will  be  discovered  and  tested.  Owing  to 
the  unusual  laws  of  the  country  it  will  not  be 
possible  for  the  explorers  to  remove  any  of  the 
treasures  beyond  such  food  as  can  be  readily 
disposed  of.  After  the  silver  has  been  counted 
the  tomb  will  again  be  sealed  until  the  next 
party  of  explorers  arrives.  Several  of  the  com- 
mittee who  have  been  working  over  charts  very 
earnestly  declare  that  there  is  a  strong  possi- 
bility of  finding  in  one  of  the  smaller  tombs 
liberal  traces  of  exhilarating  compounds  of  the 
P.  Y.  era,  which,  should  they  be  found,  will 
be  tested  thoroughly. 

In  keeping  with  the  spirit  of  the  occasion, 
many  of  the  wives  and  sweethearts  of  the 
archaeologists  have  arranged  to  appear  in  the 
latest  Egyptian  costumes  and  musicians  will 
endeavor  to  produce  the  music  of  the  period 


properly  jazzed  up  to  conform  with  the  modern 
dancing  steps. 

In  modern,  every-day  language,  it  may  be 
said  that  the  plans  for  the  annual  banquet  and 
entertainment  of  the  Talking  Machine  Men, 
Inc.,  to  be  held  at  the  Hotel  Pennsylvania,  New 
York,  on  Wednesday  evening,  April  25,  are 
being  developed  rapidly  and  there  is  every  pros- 
pect that  the  program  that  will  be  provided  will 
measure  up  to,  if  it  does  not  surpass,  the  very 
excellent  programs  offered  in  previous  years. 

In  addition  to  the  dancing  to  the  accompani- 
ment of  some  of  the  leading  recording  orches- 
tras and  small  musical  organizations,  there  will 
also  appear  several  prominent  artists  whose 
names  are  familiar  to  talking  machine  men 
through  the  medium  of  their  records,  among 
them  John  Steel  and  his  brother,  Fenton.  In 
addition  to  the  vocal  and  instrumental  talent 
such  as  has  proved  so  popular  at  previous  en- 
tertainments, the  committee  is  enabled  to  se- 
cure the  co-operation  of  Miss  Westcott  and  her 
Dancing  Beauties,  who  will  offer  a  program  of 
ballet,  aesthetic  and  character  dancing  during 


MICA 
DIAPHRAGMS 

Absolutely  Guaranteed  Perfect 

We  get  the  best  India  Mica  direnly. 

We  supply  the  largest   Phonograph  Manu 

facturers. 

A.sk  for  our  quotations  and  samples  before 
placing  your  order 

American  Mica  Works 


47  West  St. 


N 


ew  Tori 


the  evening,  one  of  the  many  attractions  planned. 

Another  interesting  feature  will  be  the  ap- 
pearance of  Miss  Carol  Stewart,  a  premier 
danseuse,  who  is  already  well  known  to  many 
members  of  the  trade  through  the  fact  that 
her  father,  Fred  Stewart,  is  in  charge  of  the 
\'ictor  business  of  Arthora  at  .Stamford,  Conn, 

For  those  who  prefer  to  do  their  own  dancing 
tliere  will  be  provided  unlimited  opportunities, 
tor  not  onl\-  will  there  be  many  selections  by 
the  well-known  recorders  of  dance  music,  but  it 
is  probable  that  an  orchestra  will  be  secured 
to  furnish  dance  music  after  the  conclusion  of 
the  regular  program. 


MANY  ORDERS  FOR  HAAG  FILE 

Many  Dealers  Take  on  Line  of  Record  Files — 
Popularity  Evident  From  Repeat  Orders 


These  various  classes  of  Mr.  Haag's  are  con- 
ducted at  night  and  do  not  encroach  on  his  work 
as  chief  executive  of  the  Haag  &  Bissex  Co., 
Inc.    His  keen  and  trained  analvtical  mind  is  a 


B.'^LTiMORE,  Md.,  March  9. — The  Haag  &  Bis- 
sex Co.,  Inc.,  this  city,  producer  of  the  Haag 
record  file,  reports  that  orders  have  come  in 
steadily  since  the  re-equipped  factory  of  the 
company  in  Philadelphia,  Pa.,  was  opened.  The 
demand  seems  to  be  well  divided  between  for- 
mer retailers  of  the  Haag  file  as  well  as  many 
new  dealers  who  are  taking  on  the  line  for 
the  first  time.  Another  encouraging- note  is  to 
be  found  in  the  fact  that,  although  only  a  month 
has  elapsed,  repeat  orders  are  now  coming  in. 

Alfred  H.  Haag,  president  of  the  company,  i.^ 
not  only  fully  familiar  with  the  details  of  his 
own  organization,  and  the  production  of  the 
Haag  file,  but  is  a  keen  executive  and  nationally 
known  authority  on  other  matters  as  well.  Mr. 
Haag  is  a  naval  architect  of  high  standing  and 
an  authority  on  shipbuilding.  Besides  the  many 
posts  of  importance  which  he  held  in  this  field 
previous  to  and  during  the  war  Mr.  Haag  con- 
tinues as  a  consulting  editor  of  the  Shipbuild- 
ing Cyclopedia  and  is  also  a  member  of  the 
faculty  of  the  Georgetown  University  at  Wash- 
ington, D.  C,  where  his  lectures  embrace  the 
subjects  pertaining  to  design,  construction  and 
operation  of  vessels,  a  course  on  wharf  admin- 
istration and  stevedoring.  A  new  course  added 
to  the  curriculum  of  the  Johns  Hopkins  Uni- 
versity, of  Baltimore,  Md.,  on  the  construction 
and  functioning  of  various  types  of  ships,  the 
loading  and  discharging  of  cargoes,  etc.,  etc., 
has  been  placed  in  the  able  hands  of  Mr.  Haag. 


Alfred  H.  Haag 

distinct  asset  in  directing  the  destinies  of  the 
Haag  &  Bissex  Co.,  Inc.,  the  expansion  and 
growth  of  which  are  due  in  no  small  measure  to 
his  well-worked-out  plans. 


New  people  coming  into  town  offer  the  dealer 
an  excellent  opportunity  to  make  sales. 


Store  Equipment 


of 


Hearing  Rooms 
Record  Racks 
Service  Counters 


Quality  and  Design 


Ask  us  about 
our 

new  Sheet  Music  Rack 


Display  Cases 
Musical  Instrument 
Cases,  etc. 


ZIMMERMAN  BITTER  CONSTRUCTION  CO. 


Offices,  Factories  and  Warerooms— 325-327  East  94th  Street 


New  York  City 


Telephone:  Lenox  2960 
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The  DTyte-Ful-Tone  Reproducer 

New  in  Principle,  Design  and  Tone  Quality 

Just  as  the  owner  of  a  camera  will  buy  a  better  lens  as  his  interest 
in  photography  increases,  so  the  owner  of  a  talking  machine  looks 
for  a  better  reproducer — one  that  will  bring  out  tones  and  tone  shad- 
ings hitherto  hidden. 

The  D'Lyte-Ful-Tone  reproducer  fills  this  marked  need. 
It  is  beautiful  in  design,  eliminates  all  metallic  sound, 
reproduces  the  voice  perfectly  and  individualizes  all 
instruments. 

Note  carefully  the  illustrations  below  and  see  the 
different  construction  of  the  D'Lyte-Ful-Tone 
reproducer. 


Realizing  that  in  this  case  not  only  Seeing  but  "Hearing  is  believ- 
ing," we  want  you  to  test  for  yourself  the  remarkable  qualities  of  the 
D'Lyte-Ful-Tone  reproducer.  Send  us  today  $7.50  for  a  sample  and 
full  information.    Money  cheerfully  refunded  if  you  desire  to  return  it. 


Jobbers: 

The  samples  that  have  been  shown  have  created  a  big 
demand.  Production  has  been  entered  into  and  exclusive 
territory  is  now  being  awarded.  Write  us  today  for  full 
information. 


D'LYTE  COMPANY,  Inc. 

10th  &  Diamond  Sts.  Philadelphia,  Pa. 
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hand 
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—m  i^'  ^* —   ' 

hand,     owin^-in'  down  the  1 


Q      An  Old  Fash  ioned  Song  With  sFopc  Trot  Swin^ 


You  cant  wroi\^ 

With  any  fElSTsori^" 

©Uo.Feistlnc.N.YC 


FAIR  SALES  MARK  MONTH  IN  OMAHA 

Dealers  and  Jobbers  Overlooking  No  Oppor- 
tunities in  Creating  Business — Publicity  Plays 
Important  Part  in  Boosting  Sales 


Omaha,  Neb.,  March  7. — Business  in  this  terri- 
tory lias  been  fairly  brisk  during  the  past  five 
weeks.  Representative  stocks  of  the  retailers 
and  the  fine  spirit  of  co-operation  extended  by 
the  various  jobbing  organizations  are  having 
considerable  favorable  influence  on  sales,  the 
varied  stocks,  of  course,  offering  a  fine  selec- 
tion, and  the  jobbers'  activities  helping  the  deal- 
ers bring  their  products  to  the  attention  o^f  the 
public.  Advertising  and  direct-by-mail  publicity 
are  also  proving  powerful  instruments  to  create 
sales. 

The  local  branch  of  the  Brunswick-Balke- 
Collender  Co.,  under  the  management  of  A.  P. 
Tliompson,  widely  known  in  this  territory  as 
an  aggressive  talking  machine  man,  is  doing  a 


TRADE 

Reg.  U.  S.  Pat.  Off. 


Phono- 
graphs 


5  Upright 
3  Console 
1923  Models 
of  Standard 
Value  Always 

Offering  the 
greatest  oppor- 
tunity to  dealers 


Also  Radio  Cabinets 


WANTED — Jobbers  and  dealers  to  han- 
dle this  long-established  line.  Reputation, 
quality  and  service  responsible  for  past  suc- 
cess, localh^  Sales  plans  now  include  entire 
country.  Write  to-day  for  full  details  and 
secure  exclusive  territory  rights  now  being 
awarded. 

COLUMBIA  MANTEL  CO. 


175-177  Powers  St. 


Brooklyn,  N.  Y. 


Real  Merit  Wins — The  " Recordion"  has  it 


nice  business.  This  is  especially  so  in  records; 
the  new  system  of  releasing  apparently  is  meet- 
ing with  the  approval  of  both  the  dealers  and 
the  public. 

Shultz  Bros.,  Edison  wholesalers  for  this  ter- 
ritory, are  also  kept  busy  in  supplying  dealers 
with  this  popular  line.  Re-creations  continue  to 
play  a  prominent  part  in  the  record  sales  field 
here  and  the  undiminished  demand  for  these 
recordings  is  ample  proof  of  their  popularity. 

The  Columbia  New  Process  records  have 
struck  a  popular  note  here  and  the  local  branch 
of  the  Columbia  Graphophone  Co.  has  been  re- 
ceiving many  substantial  orders  for  them.  Ma- 
chines are  also  in  good  demand. 


GOTHAM  COLUMBIA  BRANCH  BUSY 

Introducing  New  Console — C.  A.  Stinson  Trans- 
ferred to  Albany  Territory — Parness  &  Jacobs 
Get  Columbia  Franchise 


The  New  York  distributing  branch  of  the  Co- 
lumbia Graphophone  Co.  reports  that  business 
since  January  1  has  shown  a  substantial  in- 
crease over  the  same  period  of  last  year.  Dur- 
ing the  month  of  February  officials  of  the  com- 
pany made  special  plans  to  introduce  to  dealers 
the  new  $100  console  Columbia  models,  which 
the  factory  is  now  getting  ready  to  ship.  Also, 
the  company  is  featuring  the  new  Columbia 
portable,  which,  it  is  expected,  will  be  ready 
for  shipment  some  time  during  the  present 
month. 

Charles  A.  Stinson,  brother  of  the  famous 
Eddy  Stinson,  ex-army  aviator,  who  has  been 
covering  the  New  Jersey  territory  for  the  New 
York  distributing  branch,  was  transferred  to  the 
Albany  territory  on  March  1. 

One  of  the  finest  accounts  yet  opened  by  this 
branch  is  a  brand  new  store  recently  opened  at 
88  Clinton  street.  New  York  City,  which  is  to 
be  conducted  by  Parness  &  Jacobs,  two  gentle- 
men who  are  very  well  known  in  the  talking 
machine  retail  field  of  metropolitan  New  York. 
This  store  intends  to  feature  the  Columbia 
Grafonola  and  the  Columbia  New  Process  rec- 
ords exclusivelv. 


Anna  Pinto,  brilliant  Italian  harp  virtuoso, 
and  Edison  artist,  appeared  at  Aeolian  Hall, 
New  York,  on  March  10,  in  a  novel  recital, 
performing  for  the  first  time  on  any  concert 
stage  a  Wagnerian  program  for  harp  solo. 


NEW  MEIER  &  FRANK  DEPARTMENT 

Portland,  Ore.,  March  3. — Among  the  remod- 
eled stores  and  departments  that  are  attract- 
ing much  attention,  from  talking  machine  and 


View  of  Interior  of  Establishment 

record  buyers  in  this  city  is  the  elaborate  de- 
partment of  the  Meier  &  Frank  store,  which 
has  been  greatly  enlarged,  well  equipped  and 
attractively  furnished.  The  department  occu- 
pies an  entire  floor  of  the  big  store  and,  in  ad- 
dition to  liberal  space  for  the  display  of  ma- 
chines, has  a  battery  of  a  dozen  or  more  dem- 
onstration booths,  which  will  take  care  of  the 
steadilv  increasing  trade. 


Model  35,  Sample  $12.50 

Queen  of  Phonographs 


Mahogany.  16.\16xl0.  Double  Spring.  Universal  Tone 
Arm.  Back  Casting  and  Metal  Horn 

Send  for  Sample  To-day 

TERMS — Cash  with  order  or  a  small  deposit 
and  balance  C.O.D. 
Phonogrraphs  and  Accessories,  Kepair  Parts 

for  All  Makes. 
Purltone  and  Tructone  needles  at  2.5c  per  M 

in  lots  of  10  M  and  up. 
ASK  FOR  CATALOGS  and  Price  Lists  of  our 
No.   75   and  SO  Machines.    It  ivill  pay  you. 

FULTON  TALKING  MACHINE  CO. 

253-':;55   Third   Ave.,    New   York  City 

Between  20th  and  21st  Streets 


PHONOGRAPHS      AND  RECORDS 


For  Omaha 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

2549-51  Farnam  St.  A.  P.  Thompson,  Branch  Mgr. 


I 
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RECORDS 


1 


Every  One  A  Riil 

Here  are  the  records  every  German  has  always  wanted.  The  records  every 
dealer  must  have  to  win  German  trade.  If  you  desire  this  profitable  busi- 
ness, stock  them  and  share  in  immediate,  liberal  profits. 

ARION  RECORDS  Will  Attract 
Profitable  Trade  to  Your  Store 

This  is  the  most  distinctive  angle  of  the  record  business.  These  records 
include  the  most  popular  humorous  songs  in  the  German  language,  and 
the  favorite  Dance  Music  of  a  generation  or  more.  Exclusive  Arion 
Recordings. 

Some  very  desirable  EXCLUSIVE  territory  in  all  parts  of  the  country 
open  for  live,  responsible  dealers  who  ACT  QUICKLY. 


Peter  StahPs 
Original  German 
Dance  Band 

Records  exclusively  for  Arion 

505 —  Bogaroscher  Walzer. 
Lieblings  Polka 

506 —  Ujgeler  Walzer. 
Suzi  heb  dich.  Polka. 

507 —  M  artinovsky  — 
Marsch 

Blume,  Schottisch, 

508—  Rudolf  s  gad  en  — 
Walzer.  Stahl. 
Naninka-Polka, 


NEUESTER  SCHLAGEK 


GEHENWIERMIIL  RUBER  ZU  SCHMIDT 


SEINER  FRAU 

Anon  RecoiJ  It.:^^  Price  $1.25 


The  Illustrated  Charts 
Shown  On  This  Page 

help  you  to  sell  these  ARION 
RECORDS.  These  charts  are  given 
FREE  with  the  humorous  se- 
lections. 

Ernst  Balle  and  Arion  Quartet. 

504— Geh'n   wir   mal   riiber  zu 
Schmidt. 

O,  du  lieber  Augustin. 

502 — Vereinspraesidents       G  e  - 
burtstag.  (Schnitzelbank) 

Schnaderhiipferl 

1212 — Staendchen  (Der  Betrun- 
kene)  Ernst  Balle  und 
Stahl  Trio. 


501- 


Die  lustigen  Schwaben. 

-Ein  reisender  Musikus. 
Der  Musikalische  Rekrut. 


5TA£NDCH£N  des  Betrunkenen 


New  German  ARION  Records  for  APRIL 

509 —  Auf  der  Perjamos,  Walzer;  Mein  Herzliebchen,  Polka. 

510 —  Temesvarer,  Landler;  Grosmiitterchen,  Polka. 

511 —  Andreaser,  Landler;  Hilda,  Polka. 

1213 — Die  W'interabende,  Landler;  Schoene  Ammy,  Polka. 

NEW  RELEASES  EVERY  MONTH 


f^n  TVt  i  Ylfl  f  announce  the  engagement  of  CONRAD 

\.j\jllliuy.  METTERLE  BAUERN  KAPELLE  of  New 
York  City — an  organization  of  international  fame.  Under  the 
personal  direction  of  Conrad  Metterle — Exclusive  ARION 
Artist.    First  releases  will  appear  shortly. 


ARION  RECORD  IMPORT 

1501  Germantown  Ave.,  Philadelphia 

Importers  of  Polyphon  Records 
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COLUMBUS 


Music  Memory  Contest  Is  Center 
of  Altraction — Many  Prizes  for 
Jl'inners — Activities  of  the  Month 

Columbus,  O.,  March  10.— Great  enthusiasm  was 
manifested  in  the  State  Music  Memory  Contest, 
which  is  now  under  full  sway,  by  the  several 
thousand  school  children  who  were  present  at 
the  concert,  featuring  the  State  Music  Memory 
Contest  numbers,  at  the  James  Theatre,  on 
Saturday,  March  3.  This  was  the  second  con- 
cert of  a  series  of  three  that  has  been  arranged 
for  the  purpose  of  familiarizing  the  school  youth 
with  the  musical  numbers  included  in  it.  The 
program  was  opened  with  the  singing  of  the 
"Star  Spangled  Banner"  and  closed  with  "Amer- 
ica." More  of  this  singing  will  mark  the  next 
program,  which  will  probably  be  given  on 
March  17. 

A  silver  cup,  three  pianos,  numerous  talking 
machines,  band  and  orchestral  instruments,  rec- 
ords, photographs,  scholarships,  books  and 
medals  almost  without  number  are  prizes  in  the 
contest,  which  is  under  the  supervision  of  the 
State  Department  of  Education. 

The  grand  prize  will  be  a  cup  offered  by  the 
National  Bureau  for  the  Advancement  of  Music, 
New  York  City.  This  is  to  be  the  possession 
of  the  school  represented  by  the  champion  and 
is  to  be  contested  for  year  after  year,  and  must 
be  won  three  times  in  succession  before  it 
becomes  the  permanent  property  of  the  school. 
Other  prizes  will  be  the  property  of  the  schools 
winning  them.  Individual  prizes  will  consist 
of  scholarships  in  the  leading  schools  and  con- 
servatories of  Ohio  and  a  choice  of  musical  in- 
struments for  bands  or  orchestras.  There  are 
to  be  at  least  thirty  such  prizes. 

Mrs.  Marx  Oberndorfer,  chairman  of  the 
music  division,  fine  arts  department  of  the  Gen- 
eral Federation  of  Women's  Clubs,  was  a  guest 
here  recently.  While  in  Columbus  she  lectured 
before  the  students  at  the  Roosevelt  Inter- 
mediate School  and  the  Columbus  Woman's 
Club  on  music. 

Mrs.  Esther  Reynolds  Beaver,  educational 
director  of  the  Perry  B.  Whitsit  Co.,  wholesale 
distributor  of  Victrolas  and  records,  has  been 
very  successful  in  her  educational  work  in  the 
towns  of  Marietta,  Delaware,  Cambridge,  Cald- 
well and  Nelsonville.  On  a  recent  trip  to  Nel- 
sonville  she  spoke  before  the  Parent-Teacher 
A'=sociation  of  that  community.  Recent  visitors 
to  the  Whitsit  offices  were  M.  G.  Chandler,  of 
Chillicothe;  H.  Leasure,  Worthington,  and  Carl 
Summers,  of  H.  C.  Summers  &  Son,  Jackson. 

Although  the  C.  C.  Baker  Music  Co.,  Victor 
dealer,  is  preparing  to  move  into  larger  quarters 
in  the  next  few  weeks,  still  this  firm  is  co- 
operating, through  window  displays  and  print- 
ing of  programs,  with  the  State  Department  of 
Education.    For  the  past  two  weeks  the  C.  C. 


QK^Re 


cords 


L 


STRAND,  GRANBY  and  OUTING  PHONOGRAPHS 

Brilliantone.True  Tone,  Tonofone  and  Gilt-Edge  NEEDLES 
DELIVERY     BAGS     AND  ACCESSORIES 

Complete  Stocks  and  Prompt  Service 
IROQUOIS  SALES  CORPORATION 

Wholesale  Distributors 

210  Franklin  Street  .  .  BUFFALO,  N.  Y. 


Baker  Music  Store  has  displayed  the  records, 
sheet  nmsic  and  player-rolls  of  the  numbers  in 
the  list  of  the  State  Music  Memory  Contest  in 
the  windows  of  the  store.  In  an  effort  to  call 
attention  to  the  better  music,  this  firm  has 
been  instrumental  in  having  famous  arias  and 
other  operatic  selections  broadcasted  through 
station  WPAL  of  the  Superior  Radio  &  Tele- 
phone Co.  In  the  near  future  this  firm  will 
broadcast  a  number  of  the  compositions  in- 
cluded in  the  list  of  forty  of  the  State-wide 
Music  Memory  Contest.  The  C.  C.  Baker  Co. 
will  furnish  the  Victor  recordings  of  these 
coinpositions. 

February  21  was  an  eventful  day  in  the  Gold- 
smith Complete  Music  Store.  On  that  day 
George  Hooke,  of  the  Brunswick-Balke-Collen- 
dcr  Co.,  Chicago,  addressed  the  twenty-one 
members  of  the  Goldsmith  sales  force  on  the 
subject  "Brunswick  Ideals."  In  this  speech  Mr. 
Hooke  dealt  with  the  latest  factory  develop- 
ments of  iiis  firm  when  he  pointed  out  to  his 
audience  the  necessity  of  good  sales  methods 
in  the  promotion  of  any  product,  whether  it 
be  talking  machines,  records  or  pianos.  Tlie 
lecture  by  Mr.  Hooke  was  followed  by  a  dinner- 
dance  given  in  the  music  hall  of  the  Goldsmith 
Co.  The  music  on  this  occasion  was  furnished 
by  the  Goldsmith  orchestra.  The  important 
fact  which  indicated  the  versatility  of  the  Gold- 
smith sales  force  was  that  the  food  served  at 
the  dinner  was  prepared  in  the  kitchenette  of 
the  store  by  several  of  its  attaches.  Needless 
to  say,  a  good  time  was  had  by  all. 

Columbus  concert-goers  will  have  one  of  the 
gieatest  opportunities  to  listen  to  truly  great 
artists  in  the  next  few  weeks.  Maria  Jeritza, 
famous  young  soprano  of  the  Metropolitan,  is 
one  of  the  three  great  artists  who  will  visit 
Columbus.  The  other  two  are  Paderewski  and 
Rachmaninoff.  Victor  dealers  are  happy  over 
the  fact  that  all  these  are  Victor  artists  and 
they  are  planning  to  cash  in  on  these  events. 


STATEMENT  FROMJ.  QRUNEWALD  CO. 

Recent  Sale  of  Grunewald  Interests  in  New 
Orleans  Did  Not  Include  Music  Business,  One 
of  the  Oldest  in  the  South 


The  Louis  Grunewald  Co.,  Inc.,  of  New- 
Orleans,  in  a  letter  to  The  World,  lays  em- 
phasis on  the  fact  that  recent  reports  of  the 
transfer  of  "properties  comprising  the  "Grune- 
wald interests"  in  that  city  referred  to  the 
Grunewald  Hotel,  laundry,  garage,  etc.,  and  did 
not  affect  in  any  way  the  L.  Grunewald  Music 
Co. 

The  music  business  is  an  entirely  separate 
institution,  although  it  has  really  been  the  basis 
for  the  Grunewald  success.  It  was  founded  by 
Louis  Grunewald,  Sr.,  in  1852,  and  when  he 
died  his  son,  the  late  W.  N.  Grunewald,  took 
active  charge  of  the  business.  When  the  latter 
died  some  few  years  ago  his  son,  B.  M.  Grune- 
wald, grandson  of  the  founder,  became  presi- 
dent. 

The  Grunewald  Co.  is  one  of  the  oldest  music 
houses  in  the  South  and  one  of  the  oldest,  if 
not  the  oldest,  dealer  on  the  books  of  Steinway 
&   Sons,   the  prominent  piano  manufacturers. 

NOW  THE  DREHER  PIANO  CO. 

Cleveland,  Q.,  March  5.— With  a  view  to  identi- 
fying the  firm  more  closely  with  the  piano  and 
music  business,  the  name  of  the  B.  Dreher's 
Sons  Co.,  of  this  city,  has  been  changed  to  the 
Dreher  Piano  Co.,  the  change  becoming  effective 
March  1.  The  change  of  name  carries  with  it 
no  change  in  the  organization  or  in  that  of  its 
personnel. 


C.  S.  Hammond,  manager  of  the  piano  and 
music  departments  of  Frederick  Loeser  &  Co., 
Brooklyn,  with  his  wife  and  son,  recently  fled 
New  York's  Winter  to  spend  the  month  among 
the  sunshine  and  palms  of  Florida,  with  head- 
quarters in  St.  Augustine. 


SOME  RECORDJN^RADIO  SALES 

Philadelphia,  Pa.,  March  7.— The  United  Mu- 
sic Stores,  well-known  wholesaler  and  jobber  of 
talking  machine  accessories,  has  been  appointed 
distributor  of  Colin  B.  Kennedy  radio  equip- 
ment and  reports  that  it  has  sold  its  entire  ini- 
tial shipment  in  three  days  to  music  dealers 
alone.  Francis  Kern,  son  of  Oscar  Kern,  gen- 
eral manager  of  the  United  Music  Stores,  has 
been  appointed  manager  of  the  new  department. 


OKbL^  Records 


As  distributors  for  "The  Records  of  Quality"  in  New  Orleans  and  surrounding  territory,  we  Have 
played  no  small  part  in  aiding  hundreds  of  dealers  to  reap  the  benefits  that  come  from  handling  the 
famous,  fast-selling  OKeh  Records. 

We  have  gained  the  invaluable  reputation  among  our  dealers  that  comes  only  through  handling  their 
orders — large  or  small — with  unfailing  promptness  and  absolute  dependability,  and  offering  them  our 
hearty  co-operation  in  the  solution  of  their  merchandising  problems. 

We  are  desirous  of  hearing  from  progressive  dealers  who  would  be  interested  in  the  attractive,  busi- 
ness-building proposition  that  we  have  to  offer. 

Write  us  for  full  particulars 


JUNIUS  HART  PIANO  HOUSE,  Ltd. 


703  Canal  Street 


New  Orleans,  La. 
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Ji  Sells  More  ^cords 


THAT'S  what  BAKERTONE  will  do  for  you— and 
here's  why: — It  eliminates  the  objectionable  scratching, 
rasping  surface  noise  and  metallic  sounds  so  common  in 
the  playing  of  phonograph  records.  It  makes  the  tones  clear 
and  sweet  without  "muffling"  or  "killing"  the  music.  In  fact, 
BAKERTONE  emphasizes  the  overtone  purity  of  the  tones 
vibrant  in  the  voice  of  the  artist  and  in  the  playing  of  instru- 
ments. It  makes  each  note  stand  out  clear  and  distinct  in  both 
vocal  and  instrumental  pieces. 

BAKERTONE  gives  a  new  and  better  appreciation  of  phonograph 
music  which  develops  a  new  enthusiasm  with  your  customers  and  directly 
stimulates  the  buying  of  new  records. 

BAKERTONE  is  scientifically  designed  and  so  constructed  that  it  preserves  the 
life  of  the  records  and  fully  retains  every  tone  quality  of  the  music  as  originally 
rendered.  It  is  durably  made  and  beautifully  finished  in  heavy  gold  plate.  Easily 
adjusted  for  loud  or  soft  playing.  No  special  needle  required  nor  any  adjustment  to 
the  phonograph.  Nothing  to  get  out  of  order.  Will  last  a  lifetime.  Retail  price, 
$5.00.    Satisfaction  guaranteed.    Full  directions  packed  with  each  instrument. 

Dealers  Wanted  Everywhere 

Our  national  advertising  is  creating  a  consumer  demand 
for  BAKERTONE.  Increased  profits  await  dealers  who  will 
demonstrate  and  sell  BAKERTONE.  Liberal  discounts. 
Write  for  details. 


This  sliows  po.sition 
of  BAKERTONE  for 
pianissimo  effect. 


Fortissimo  is    p  r  o  - 

duced   with  IS.AKER- 

TONE  in  this  posi- 
tion. 


Corporation 


603  Peabody  Bldg.,  408-412  Pearl  Street 

BUFFALO,  N.  Y.,  U.  S.  A- 


This  sliows  BAKERTONE  attached,  giving 
an  idea  of  its  comparative  size  and  appear- 
ance. Notice  the  slant  of  tlie  needle — it 
can't  possihlv  damajje  the  finest  record. 
BAKERTONE  may  be  attached  to  any 
phonograph  except  those  having  a  perma- 
nent diamond  point. 


What  Bakertone  Users  Say 

"Our  phonograf^h  is  no  longer  an  annoy- 
ance to  my  husband.*' — "Bakertoyie  trans- 
formed our  phoytograph  into  a  wonderful 
musical  instrument."  —  "Have  used  our 
phonograph  more  in  the  four  zceeks  since 
zve  have  had  Bakertone  than  in  the  four 
years  previous." — "JVe  are  buying  records 
af/ain  nozo  that  we  have  Bakertone." 

Boost  Your  Profits  with  Bakertone 
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ACTIVITY  IN  THE  AKRON  TERRITORY 

Demand  for  All  Lines  Holds  Up  Well — Financ- 
ing Plans  Receive  Growing  Consideration  of 
Dealers— Smith  Co.  to  Move— R.  E.  Jones 
Starts  in  Business — News  of  the  Month 


Akhun,  O.,  March  7. — Trade  late  in  February 
and  during  the  first  few  days  of  March  dis- 
played gratifying  activity  and  dealers  are  con- 
fident of  multiplying  the  success  of  the  early 
weeks  of  1923  many  times  during  the  months 
to  come.  There  is  a  general  feeling  of  optimism 
among  the  dealers  in  Akron  and  a  number  of 
stores,  with  the  advent  of  March,  have  started 


enlarging,  making  alterations  or  are  planning 
to  change  locations  before  the  first  of  April. 
Industrially  Akron  is  better  ofl:  than  many  other 
cities  in  the  Middle  West  and  there  is  every 
indication  that  steady  operation  of  the  rubber 
factories  will  continue  for  many  months  to 
come. 

The  music  dealer  at  this  time  is  giving  much 
attention  to  many  financing  plans  which  are 
being  discussed  and  tried  out  in  different  cities. 
Financing  sales  seems  to  be  the  most  important 
factor  in  the^  trade  at  this  writing  and  the 
future  of  the  talking  machine  industry  is  largely 
contingent  on  the  working  out  of  more  success- 
ful financing  plans,  dealers  here  said  this  week. 


Collections  show  a  marked  improvement  over 
the  period  six  months  ago. 

The  Windsor-Poling  Co.,  local  Victor  dealer, 
scored  another  success  Tuesday  at  the  Akron 
Armory  in  presenting  Edward  Johnson,  tenor 
of  the  Metropolitan  Opera  Co.  and  Victor 
artist,  in  another  of  the  popular  artists'  con- 
cert series.  This  concert  was  arranged  by  Earle 
Poling,  manager  of  the  local  store,  and  he  says 
that  no  medium  of  advertising  has  given  this 
store  so  much  recognition  as  the  presenting  of 
famous  artists  to  Akron  music  lovers  at  pop- 
ular prices. 

The  A.  B.  Smith  Piano  Co.  this  week  began 
preparations  to  move  to  its  new  location  farther 
south  in  South  Main  street  with  the  launching 
of  a  big  sale.  In  the  new  location  the  store 
will  enlarge  its  talking  machine  department  and 
take  on  other  lines  with  the  Sonora,  which  it 
has  handled  for  several  years. 

At  the  talking  machine  department  of  the 
M.  O'Neil  Co.  Miss  Elsie  Baer,  in  charge,  re- 
ports that  talking  machine  sales  for  February 
equaled  those  of  the  same  month  a  year  ago. 
She  says  records  have  been  very  active,  with 
dance  selections  maintaining  the  lead,  though 
high-class  selections  also  are  moving  well.  It  is 
believed  that  the  reason  for  this  situation  is  that 
throughout  the  Akron  district  schools  are  hold- 
ing music  memory  contests  using  records  desig- 
nated by  the  school  authorities  which  have  sold 
particularly  well  as  a  result. 

R.  E.  Jones,  formerly  with  the  George  S. 
Dales  Co.,  this  city,  and  now  proprietor  of  his 
own  music  store  in  North  Hill  district,  says  the 
Columbia  line  is  meeting  with  excellent  demand 
in  this  territory. 

The  Recorded  Voice  Advertising  Co.,  of  Can- 
ton, has  been  incorporated  at  Columbus  for 
$5,000.  The  incorporators  are  J.  J.  Warner  and 
A.  B.  Flory.  The  concern  has  under  considera- 
tion the  site  for  a  proposed  factory  for  manu- 
facture of  the  device. 

The  store  of  the  George  S.  Dales  Co.  the 
month  of  February  experienced  satisfactory 
talking  machine  business,  according  to  L.  E. 
Wallace,  manager  of  the  department,  which  he 
attributes  to  a  consistent  advertising  campaign 
in  the  local  newspapers  and  extensive  direct 
mail  advertising.  This  store  .within  another 
month  will  boast  of  the  largest  talking  machine 
department  in  the  city  of,  Akron  as  a  result  of 
the  rearrangement  of  the  second  and  third  floors 
of  the  Dales  store,  which  is  now  in  progress. 

F.  W.  Van  Scoyoc,  of  the  music  firm  bearing 
his  name,  says  that  the  past  six  weeks  much 
attention  has  been  given  the  rural  territory  by 
his  sales  force.  "The  morale  among  the  farmers 
is  most  encouraging,"  said  Mr.  Van  Scoyoc. 
"Console  models  seem  to  appeal  most  to  the 
farmers  as  fully  60  per  cent  of  the  talking  ma- 
chine sales  the  past  month  were  of  this  type. 
Trade-ins,"  Mr.  Van  Scoyoc  said,  "are  becom- 
ing fewer." 

STOCKHOLDERS'  MEETING  TUESDAY 

The  annual  meeting  of  the  stockholders  of 
the  General  Phonograph  Corp.  will  be  held  at 
the  offices  of  the  company,  25  West  Forty-fifth 
street.  New  York,  March  20,  for  the  purpose  of 
electing  directors  for  the  ensuing  year  and  for 
Ihe  transaction  of  such  other  business  as  may 
properly  come  before  the  meeting. 

M.  A.  SMITH  INCREASES  QUARTERS 

Johnstown,  Pa.,  March  5.— The  enlarged  and 
newly  decorated  salesrooms  of  the  M.  A.  Smith 
music  store  at  Coremaugh  and  Walnut  streets, 
this  city,  were  recently  opened. 


No.  403 


EXTRA  PROFITS 

with 


lii  ^11© 


Evei'y  customer  who  purchases  a  high-priced 
phonograph  or  talking  machine  is  imme- 
diately an  extremely  good  prospect  for  a 
Bobolink  Talking  Machine.  He  w^ill  be 
more  than  ordinarily  careful  of-  the  new  ma- 
chine for  some  time.  Capitalize  this  point ! 
Show  how  the  Bobolink,  especially  for  the 
children,  keeps  thein  away  from  the  high- 
priced  machine,  at  the  same  time  furnishing 
the  children  with  a  musical  instrument  second 
to  none  in  its  classes. 


The  Bobolink  Talking  Machines  are  making  extra  profits  for  many  dealers  in 
this  way.    Popularly  priced  they  show  a  splendid  margin  of  profit. 

Write  today  for  full  description  and  prices. 

No.  403  Retails  for  $15.00 


Distinctive  Features 

1 —  An  incased  Columbia  motor  guaranteed  to  play  two 
full  ten-inch  records. 

2 —  New  patented  sound  box  giving  maximum  volume 
with  clearness  of  enunciation. 

3 —  Ten-inch  turntable. 

4 —  Removable  motor  board. 

5 —  Strong  frame. 

6 —  Panels  finished  in  delicate  ivory  with  beautiful  blue 
decorations. 

7 —  Dimensions:  20  inches  high  and  11  inches  square. 
Approximate  weight:  12  lbs. 

No.  404  Retails  for  $25.00 

Distinctive  Features 

1 —  An  incased  Columbia  motor  guaranteed  to  play  two 
full  ten-inch  records. 

2 —  New  patented  sound  box  giving  maximum  volume. 

3 —  Ten-inch  turntable. 

4 —  Removable  motor  board. 

5 —  Strong  wooden  cabinet  finished  in  delicate  white 
ivory  beautifully  stencilled  with  blue  animal  designs. 

6 —  Dimensions:  26  inches  high  and  12^^  inches  square. 
Approximate  weight:  14  lbs. 

La  Velle  Manufacturing  Company 


New  Haven 


Dept.  1 


Conn. 
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I  Reasons  for  Popularity  of  Certain  Selec- 1 
I  tions  and  Their  Effect  on  Sales  - 


By  Jack  Kapp  | 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

Have  you  ever  stopped  to  consider  the  wealth 
of  music  that  is  in  a  phonograph  record  catalog? 
Have  you  ever  glanced  through  its  pages  and 
noticed  selections  you  had  never  heard  and 
wondered  why  they  were  there?  The  greatest 
artists  are  there.  Some  of  the  artists  are  not 
with  us  any  more  in  person,  their  voices  are 
stilled,  but  they  can  entertain  and  please  us 
very  easily.  In  this  little  catalog  are  classifica- 
tions by  the  score;  there  is  music  to  satisfy 
the  taste  of  every  individual  in  this  country 
and  no  place  sees  such  a  variety  of  likes  and 
dislikes  as  a  record  shop. 

Why  do  many  people  buy  the  hit  "Stum- 
bling?" Do  they  know  what  makes  them  ask 
for  this  particular  selection?  There  are  several 
reasons  for  this:  The  first  and  most  important 
is  the  publisher  of  the  song,  who,  with  his  staff 
of  singers,  has  the  ability  to  get  the  dance 
orchestras  to  play  it  and  leading  actors  to  sing 
it  in  places  where  the  people  go  for  their 
amusement.  They  hear  it  on  the  organ  at  a 
movie,  the  dance  orchestra  plays  it  and  they 
hear  the  same  song  at  theatres  and  finally  start 
whistling  it.  When  they  get  to  that  stage  they 
want  the  record.  If  they  escaped  all  of  the 
aforementioned,  they  doubtless  heard  their 
neighbors  play  it  and  then  set  out  to  get  a 
record  just  like  it. 

While  a  good  many  people  come  into  a  store 
with  a  definite  song  in  mind  to  get,  the  majority 
have  no  idea  as  to  what  records  to  get  and 
either  say  we  want  a  dance  record  or  a  song, 
leaving  the  rest  to  the  dealer's  judgment.  If 
the  customer  has  no  particular  selection  in  mind 
and  has  not  purchased  records  for  some  time. 


II 

no  matter  how  old  the  record  is,  if  he  hasn't 
heard  it  it  is  new  to  him.  I  have  played  the 
biggest  hits  of  the  day  for  many  people  and 
have  had  them  all  turned  down  and  in  their 
stead  sold  records  that  nine  out  of  ten  would 
have  rejected. 

Every  store  has  its  special  record  fans.  Each 
thinks  that  his  is  the  greatest  artist.  There 

^|,„l,.INmm„„„N„„N„NN„„.„„N„l„IN„„N„  ll„<N,NIN„.INI,l„lllllllllllllllllllllinl  l-^^ 


H  An  Interesting  Anal-  | 

m  ysis  of  the  Various  | 

B  Stages  by  Which  Cer-  | 

B  tain  Musical  Numbers  B 

I  Reach  Popular  Stage  ■ 


are  hundreds  of  people  who  have  bought  every 
Bert  Williams  record  that  has  been  released 
since  his  first  record,  or  every  Ted  Lewis,  or 
Van  and  Schenck,  or  Al  Jolson  record.  They 
say  it  with  pride  and  keep  on  buying  any  new 
records  by  these  artists.  I  believe  that  every 
record  fan  has  his  favorite  artist  or  one  that 
he  is  just  a  little  partial  to. 

Much  has  been  written  and  said  about  high- 
class  records  by  operatic  concert  stars,  sym- 
phonic   orchestras,    opera    house  orchestras, 


m 

string  quartets  and  the  like.  Music  reformers, 
in  their  efforts  to  condemn  jazz  music  which 
is  now  existent,  I  believe  have  overlooked  the 
biggest  bet  that  they  have  to  boost  good 
music:  People  will  buy  good  music  if  the  de- 
sire is  created  for  it  just  as  it  is  created  for 
a  popular  song. 

In  Chicago  three  or  four  syndicates  control 
most  of  the  movie  houses  and  they  play  to 
over  a  million  people  a  week.  At  one  of  them 
last  week,  besides  the  overture  by  an  orchestra 
of  seven.ty-five  musicians,  excerpts  were  given 
from  the  operas  "Faust,"  "Trovatore"  and 
"Cavalleria  Rusticana."  That  one  theatre 
played  to  one  million  people  that  week.  Doesn't 
it  stand  to  reason  that  if  those  one  million 
people  heard  Marguerite's  song  .from  "Faust"  or 
the  Miserere  from  "II  Trovatore"  over  and 
over  again  that  the  desire  would  come  for  that 
class  of  music?  And  this  is  only  one  theatre. 
The  rest  offer  such  music  every  day,  also.  I 
have  explained  how  a  publisher  makes  his  song 
popular.  "La  Donna  e  Mobile"  is  just  as  easy 
to  whistle  as  the  ."Dancing  Fool"  but  someone 
has  to  make  us  whistle  it. 

Yet  it  is  no  uncommon  thing  to  be  con- 
ducted into  a  man's  record  library  consisting  of 
as  many  as  five  thousand  records.  Just  as  you 
would  ask  for  a  book  by  George  Bernard  Shaw 
or  Kipling,  you  would  ask:  What  have  you 
from  the  opera  "The  Barber  of  Seville"?  and  out 
would  come  the  record. 

Oftentimes  in  selling  records,  especially  oper- 
atic records  in  foreign  languages,  I  have  found 
(Continued  on  page  162&) 


Are  You  Prepared  for  the 


1923  Record  Rush? 


The  sale  of  records  will  reach  big  volume  this  year. 
But  records  must  be  displayed  just  like  any  other 
merchandise  to  sell. 

Send  for  our  catalogue  showing  40  Displayors 
for  increasing  your  sales.  You  can  procure 
it   either   from  your   jobber   or  direct  from 


UNIVERSAL  FIXTURE 

133-135-137  West  23rd  Street 


CORPORATION 

New  York 


No.  580 


No.  563 


No.  558 


No.  553 
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WHY  AND  HOW  PEOPLE  BUY  RECORDS  STRONG  DEMAND  IN  SALf  LAKE  CITY 


(C ontxnucd  from  page  162a) 


Kiwanis  Club,  is  a  thirt}--second  degree  Mason 
in  Wasatch  Lodge  and  is  also  a  Shriner." 


that  by  prefacing  the  record  with  a  story  of 
the  opera,  leading  the  customer  to  the  point 
where  the  selection  is  sung  and  then  explain 
what  is  being  sung,  he  is  sold  before  the  record 
is  played.  Because,  if  he  knows  that  "One  Fine 
Day,"  from  Madame  Butterfly,  is  the  stor\-  of 
a  Japanese  maiden  who  joyously  awaits  the  re- 
turn of  her  American  husband,  an  added  in- 
terest is  taken  in  the  selection. 

It  is  interesting  to  note  that  colored  people 
are  great  lovers  of  sacred  music,  but  it  is  not 
unusual  to  see  one  walk  out  of  the  store  with/ 
"Jesus,  Lover  of  My  Soul"  and  "Birmingham 
Blues"  in  the  same  envelope.  Equally  interest- 
ing is  the  fact  that  the  greatest  purchasers  of 
Jewish  comical  records  such  as  the  famous 
"Cohen  on  the  Telephone"  records  and  "Levin- 
sky  at  the  Wedding"  are  the  Jews  themselves, 
yet  very  few  Irish  buy  the  Casey  records  made 
by  Michael  Casej-.  They,  however,  are  the 
largest  purchasers  of  jigs  artd  reels  which  not 
many  others  seem  to  enjoy. 


George  A.  Bolduc,  until  recently  manager  of 
the  talking  machine  department  of  the  Glen 
Bros. -Roberts  Piano  Co.,  and  who  is  now  con- 
nected with  a  concern  in  Nebraska,  returned  to 
Salt  Lake  City  recently  to  wed  Miss  Bess  Jack- 
son, who  formerly  was  connected  with  his  de- 
partment in  the  local  concern.  He  has  the  best 
wishes  of  manv  friends  here. 


A  NEW 
Repeating  Device 


A  new  Repeating  Device.  Wonderfully  simple. 
Overcomes  and  eliminates  objections  to  other  re- 
peaters. Will  not  mar  or  scratch  the  record. 
Made  of  metal — will  last  a  lifetime.  Adjustable 
for  10-inch  or  12-inch  records. 

THE  RAPID  REPEATER 

Repeats  any  record  instantly — no  breach  between 
ending  and  starting,  thus  providing  continuous 
music.  Here  is  a  sturdily  built  repeater  that  sells 
for  almost  the  same  price  as  celluloid  or  other 
flimsily  made  machines.    Fully  Guaranteed. 


RETAIL 
PRICE 


$2.00 


Send  for  sample  and  discounts.  Agencies  now 
being  established.  Write  for  our  attractive  propo- 
sition. 

THE  RAPID  REPEATER  CO. 

266  Van  Alst  Avenue     LONG  ISLAND  CITY,  N.  Y. 


Appearance  of  Artists  Boosts  Sales — Thatcher 
Music  Co.  Amends  Charter — N.  Wood  in  New 
Post — O'Laughlin  Gets  "Publicity" 


S.ALT  Lake  City,  Utah,  March  6. — The  talking 
machine  business  in  this  section  since  the  first 
of  the  year  has  been  excellent,  so  good,  in  fact, 
that  it  has  met  the  expectations  of  dealers,  which 
is  saying  a  great  deal.  Record  sales  have  been 
going  along  close  to  holiday  volume  and  there 
has  been  a  particularly  noticeable  demand  for 
records  of  the  better  sort,  due  to  the  appearance 
in  this  city  within  the  last  few  weeks  of  such 
artists  as  Sir  Harry  Lauder,  Mme.  Calve,  Rach- 
maninoff and  others. 

Fred  Beesley,  Sr.,  head  of  the  Beesley  Music 
Co.,  and  secretary  of  the  Utah  Association  of 
Music  Industries,  is  now  wholly  recovered  from 
the  effects  of  two  operations  which  he  under- 
went some  time  ago  and  is  again  actively  en- 
gaged in  his  business. 

The  Thatcher  Music  Co.,  Logan,  Utah,  has 
amended  its  articles  of  incorporation  to  provide 
that  S.  S.  Eccles  shall  act  as  president  and  F.  L. 
Monson  as  secretary  of  the  company,  and  that 
a  majority  vote  of  all  the  outstanding  stock 
shall  be  necessary  to  elect  officers  and  conduct 
business. 

Nathan  Wood,  formerly  branch  manager  in 
this  section  of  the  Daynes-Beebe  Music  Co., 
has  accepted  a  position  as  traveling  salesman 
with  the  Southern  California  Music  Co. 

The  John  Elliott  Clark  Co.,  Victor  wholesaler 
in  this  territory,  reports  a  strong  dealer  demand 
both  for  machines  and  records  and  states  that 
the  new  Victrolas  215  and  220  split  top  models 
have  made  a  particular  appeal  to  the  trade. 

Manager  Spratt,  of  the  Brunswick-Balke-Col- 
lender  Co.,  reports  a  marked  improvement  in 
business  conditions  over  a  year  ago.  He  said 
the  York  and  Tudor  consoles  had  been  in  espe- 
cial demand  in  this  territory.  R.  F.  Perry  has 
left  for  Idaho. 

The  following  story  is  from  Who's  Who  in 
Utah  and  is  taken  from  a  late  copy  of  the 
Deseret  News,  of  this  city.  We  intended  to 
quote  from  it,  but  decided  readers  of  The  World 
would  want  to  see  it  in  full.  The  O'Laughlin 
store  is  one  of  the  best-known  phonograph 
houses  in  the  city.    The  story  follows: 

"Harry  R.  O'Laughlin,  of  O'Laughlin's,  120 
South  Main  street,  admits  that,  after  spending 
around  twenty  years  as  an  architect  and  engi- 
neer he,  too,  heard  the  same  story  and  de- 
cided immediately  that  he  should  cease  an  oc- 
cupation where  he  caused  to  be  constructed  such 
fragile  things  as  buildings  and  bridges,  and 
forthwith  entered  the  field  of  music.  *  *  * 

"Harry  began  selling  phonographs  and  sup- 
plies in  October,  1917,  after  his  return  from 
Washington.  Forming  a  partnership  with  Frank 
Warren,  they  opened  the  store  at  the  present 
location.  Success  attended  the  efforts  of  the 
pair  and  Harry  admits  that  running  a  music 
store  in  Salt  Lake  is  both  pleasant  and  profitable. 

"Harry  is  married,  has  one  child  and  claims 
work  for  a  hobby.    He  is  a  member  of  the 


NEW  COLUMBIA  CONSOLE  READY 

Columbia  Graphophone  Co.  Produces  Full-sized 
Model  to  Retail  at  $100— Shipments  Already 
Made  to  Branches  Throughout  the  Country 


A  full-sized  console  model  phonograph,  com- 
plete in  every  detail,  including  three-spring  A.  C. 
motor  (without  automatic  stop),  and  standard 
No.  6  Columbia  reproducer,  is  announced  by  the 
Columbia  Graphophone  Co.  as  console  Model 
No.  239.  Though  priced  at  $100  to  meet  the 
popular  demand,  this  attractive  model  has  the 
essentials  expected  by  the  most  discriminating. 
First  shipments  to  branches  were  in  the  nature 


New  Columbia  Console  No.  239 

of  samples  and  are  to  be  followed  by  shipments 
in  quantity  as  rapidly  as  the  comprehensive  man- 
ufacturing schedule  will  permit. 

These  first-sample  shipments  were  planned  so 
as  to  reach  all  branches  at  the  same  time.  As 
shippers  generally  are  only  too  well  aware, 
however,  there  is  no  certainty  in  time  where 
freight  shipments  are  concerned.  As  a  result, 
Pacific  Coast  branches  were  first  to  receive 
samples  of  Console  No.  239.  Immediately  urgent 
orders  were  received  from  these  branches,  as 
has  since  been  the  case  as  samples  are  received 
in  other  quarters. 


No.  35217. 


Basket  filled  with  flowers, 
each  $0.75,  per 
dozen  $7.50. 

/  Onr  Spring  Catalogue 
No.  35  illustrated  in 
colors  of  Artificial 
Flowers,  Plants,  Trees, 
Vines,  Baskets,  etc., 
mailed  free  for  the 
asking. 

Frank  Netschert,  Inc. 

61  Barclay  St, 

New  York,  N.  Y. 


PHONOGRAPHS  AND! 


For  Salt  Lake  City 

and  adjacent  territory 

Distributing  Branch 

THE    BRUNSWICK-BAI.KE-COLLENDER  CO. 

55-59  W.  So.  Temple  St.  G.  C.  Spratt,  Branch  Mgr. 
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H.  A.  BEACH  NOW  WITH  BRUNSWICK  CO. 

Prominent  Executive  Becomes  Eastern  Sales 
Manager  of  Brunswick  Co. — Headquarters  in 
New  York  and  Covers  Wide  Territory — 
Equipped  to  Attain  Success  in  New  Post 


Harry  A.  Beach,  for  the  past  two  years  vice- 
president  of  the  Unit  Construction  Co.,  Phila- 
delphia, Pa.,  and  one  of  the  leading  members 
of  the  talking  machine  industry,  has  been  ap- 
pointed Eastern  sales  manager  of  the  Bruns- 
wick-Balke-Collender  Co.     Mr.  Beach,  whose 


Harry  A.  Beach 


territory  will  include  New  York,  New  England, 
Baltimore,  Philadelphia  and.  Washington,  D.  C, 
assumed  his  new  duties  on  Aionday,  March  12, 
making  his  headquarters  at  the  Brunswick 
offices  in  New  York,  35  West  Thirty-second 
street.  E.  A.  Strauss,  who  formerly  occupied 
this  position,  has  been  promoted  to  a  new  and 
important  post,  the  details  of  which  will  be 
announced  within  the  next  few  weeks. 

The  appointment  of  Harry  A.  Beach  as  East- 
ern sales  manager  of  the  Brunswick-Balke-Col- 
lender  Co.  will  be  welcome  news  to  Brunswick 
dealers  throughout  the  country,  as  Mr.  Beach 
brings  to  his  new  position  an  exceptional  knowl- 
edge  of  talking  machine  and  record  merchan- 
dising. His  experience  in  this  field  dates  back 
some  twenty  years  when  he  was  manager-  of 
the  wholesale  department  of  the  Elmira  Arms 
Co.,  Elmira,  N.  Y.,  Victor  wholesaler.  Aftei 
occupying  this  post  a  few  years  he  was  ap- 
pointed a  member  of  the  traveling  staff  of  the 
Victor  Talking  Machine  Co.  and  remained  with 
that  organization  until  two  years  ago,  when  he 
was  elected  vice-president  of  the  Unit  Con- 
struction Co. 

After  spending  two  years  on  the  road  as  a 
Victor  traveler,  Mr.  Beach  was  appointed  dis- 
trict manager  for  the  traveling  department  of 
the  company,  and  his  exceptional  ability  was 
recognized  shortly  afterward  by  his  appointment 
as  assistant  manager  of  that  department.  After 
the  death  of  George  Ornstein,  manager  of  the 
Victor  traveling  department,  Mr.  Beach  was 
promoted  to  this  very  important  position,  occu- 
pying the  post  for  three  years.  During  this 
period  he  achieved  excellent  results  in  this  vital 
branch  of  the  Victor  organization. 

Although  he  was  very  happy  in  the  Unit 
Construction  Co.'s  organization,  Mr.  Beach  has 
always  continued  his  deep  interest  in  the  mer- 
chandising of  talking  machines  and  records, 
and  his  appointment  as  Brunswick  Eastern  sales 
manager  will  give  him  an  opportunity  to  utilize 
his  invaluable  experience  to  exceptional  advan- 
tage. P.  L.  Deutsch,  assistant  secretary  of  the 
Brunswick-Balke-Collender  Co.,  who  visited 
New  York  the  early  part  of  March,  closed  the 
arrangements  whereby  Mr.  Beach  became  a 
Brunswick  sales  executive. 


MORRIS  PERLMAN  DISCHARGED 

Among  the  bankruptcy  discharges  noted 
during  the  past  week  was  that  of  Morris  Perl- 
man,  doing  business  as  the  Perlman  Music 
Supply  House,  at  503  Fifth  avenue.  New  York. 


PLAN  CHANGES  IN  PARCEL  POST 

Washington,  D.  C.,  March  6. — Changes  in  the 
methods  of  handling  parcel  post  in  transit,  both 
by  train  and  vehicle,  are  rapidly  maturing  in 
the  Post  Office  Department  and  promise  to  be 
comprehensive,  effective  and  economical,  ac- 
cording to  a  report  made  to  the  President  by 
Postmaster  General  Work,  as  he  relinquished 
his  cabinet  position  as  head  of  the  Post  Office 
to  take  over  the  Department  of  the  Interior. 

One  of  the  plans  under  consideration  is  to 
divorce  the  parcel  post  business  from  all  other 
mail  matter  from  an  operating  point  of  view, 
with  an  arrangement  whereby  parcel  post  is  to 
be  moved  over  the  railroads  every  twenty-four 
hours  instead  of  the  present  method.  Along 
with  this  proposed  project  is  the  final  movement 
of  parcel  post  to  the  town  of  its  destination  on 
fast  freight  trains,  this  final  freight  train  move- 
ment to  be  confined  solely  to  the  railway  divi- 
sion on  which  the  town  of  destination  is  located. 
Thus  shipments  will  be  facilitated  and  exasper- 
ating delays  avoided. 


NEW  MUSIC  MEMORY  CONTEST  BOOK 

Complete  Information  Regarding  the  Organiz- 
ing and  Conducting  of  Such  Contests  on  a 
State-wide  Basis  Issued  by  National  Bureau 


The  National  Bureau  for  the  Advancement  of 
Music  has  just  issued  a  new  booklet  on  "The 
Organization  of  County  and  State  Music  Mem- 
ory Contests,"  in  which  valuable  advice  is  of- 
fered music  supervisors  and  others  regarding 
means  of  organizing  county  and  State  contests, 
getting  the  necessary  material  together  and  car- 
rying them  out  to  successful  conclusions. 

The  material  is  based  on  the  experiences  of 
several  hundred  music  memory  contests  held  in 
towns,  cities,  counties  and  States,  and  is  com- 
prehensive and  exhaustive.  At  the  present  time 
a  state-wide  contest  is  being  held  in  Ohio  under 
official  auspices.  A  similar  contest  is  being 
carried  out  in  Texas.  Indiana  and  Michigan 
have  endorsed  the  plan  and  North  Dakota  has 
adopted  it  in  modified  form,  with  fifty-seven 
high  schools  already  entered. 


M 


U  S  I  c 

ASTER 

^ — Radio--^ — « — 

AMPLIFIER 


14-inch  horn 
21 -inch  horn 


$30. 
$35. 


Conies  complete,  ready  to 
attach  in  place  of  'phones 


MUSIC  MASTER'S  horn  of  wood 
gives  rich  resonance  to  radio  sounds  im- 
possible with  any  other  material.  (Phono- 
graph experts  proved  the  principle  years 
before  radio). 

Ever-increasing  demand  for  the 
MUSIC  MASTER,  "the  Stradivarius 
among  Amplifiers,"  is  sweeping  the 
country.  To  get  your  share  of  this  profit- 
able business,  you  have  only  to  send  for 
a  MUSIC  MASTER  and  demonstrate 
it.  One  will  be  shipped  any  jobber  or 
dealer  with  full  return  privilege. 

Write  today  for  full  description  and  trade 
prices  on  MUSIC  MASTER  and  other 
GERACO  Proven  Radio  Products.  All  guar- 
anteed to  satisfy ! 


GENERAL    RADIO  CORPORATION 

Makers  and  Distributors  of  High-Grade  Radio  Apparatus 

WALTER    L    ECKHARDT  President 

624-628  MARKET  STREET, PHILADELPHIA  806  PENN  AVENUE,  PITTSBURGH 


'•GERACO'" 
on  radio  apparatus 
moans  it  is  thor- 
onglily  tested  and 
guaranteed.  Get 
tlic  details  on  com- 
plete line.  For  sale 
through  jobbers 
and  dealers  every- 
where. 


Distributors  for 
O  K  E  H  Records, 
STR.A.XD  Phono- 
graphs and  GOLD 
SE.\1,  Record 
peaters. 
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Distributing  Branch 


THE    BRUNSWICK-BALKE-COLLENDER  CO. 

29-35  W.  32nd  St.  Edward  Strauss,  Branch  Mgr. 


INTERESTING  PROGRAM  OF  T.  M.  M. 

Addresses  and  Committee  Reports  to  Feature 
Monthly  Meeting — Plans  Already  Made  for 
Music  Week  to  Be  Outlined 


Important  matters  and  interesting  addresses 
were  scheduled  for  the  meeting  of  the  Talking 
Machine  Men,  Inc.,  at  the  Cafe  Boulevard,  New 
York,  March  14,  just  as  The  World  goes  to 
press.  Included  in  the  program  was  an  address 
on  "The  Trade  Commissions  Bill,"  by  Gilbert 
H.  Montague,  formerly  counsel  for  the  Nationa] 


Association  of  Talking  Machine  Jobbers,  while 
Miss  Isabel  Lowden,  director  of  the  New  York 
Music  Week  Committee,  outlined  the  plans 
which  have  already  been  made  for  New  York's 
Fourth  Annual  Music  Week,  April  29  to  May  5. 
Other  reports  include  that  of  the  committee  in 
charge  of  the  Talking  Machine  Men's  Ball,  to 
be  held  at  the  Hotel  Pennsylvania,  April  25; 
the  committee  charged  with  planning  Co-opera- 
tive methods  to  boost  sales  during  holidays,  and 
the  committee  in  charge  of  collecting  records  for 
charitable  institutions.  This  bids  fair  to  be  one 
of  the  most  interesting  meetings  yet  held. 


^mersorh 

Records  and 
Phonographs 


DISTRIBUTORS 

JimersojiJ^lR^ords 

We  list  herewith  the  firms  distributing  Emerson  Records.  Dealers  will 
obtain  the  most  prompt  and  efficient  service  by  ordering  their  records  direct 
from  their  nearest  distributor :  . 

EMERSON  RECORD  SALES  CO., 

14053  Woodward  Ave.,  Detroit,  Mich. 
EMERSON  PHILADELPHIA  CO., 

420  Market  Street,  Philadelphia,  Pa. 
EMERSON  PHONOGRAPH  CO., 

27  Court  Street,  Boston,  Mass. 
MURMANN  PHONOGRAPH  CO., 

1318  Olive  Street,  St.  Louis,  Mo. 
TARG  &  DINNER  MUSIC  CO., 

1457  W.  Chicago  Ave.,  Chicago,  111. 
EMERSON  PHONOGRAPH  CO.,  Inc., 

105  West  20th  Street,  New  York. 

The  Emerson  Phonograph  Company  will  be  glad  to  consider  applications 
for  distributing  rights  for  Emerson  Records  i.i  unassigned  territory,  and 
particularly  in  the  following  cities: 

Atlanta,  Georgia  Salt  Lake  City,  Utah. 

New  Orleans,  La.        San  Francisco,  Calif. 
Buffalo,  N.  Y. — or  Syracuse. 
Cleveland,  Ohio — or  Pittsburgh,  Penn'a. 
Dallas,  Texas — or  Houston. 
Portland,  Ore. — or  Seattle,  Wash. 
St.  Paul,  Minn. — or  Minneapolis. 

EMERSON  PHONOGRAPH  CO. 

105-111  WEST  20th  STREET  NEW  YORK,  N.  Y. 
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GULlCK'McFARLAND  CO.'S  NEW  HOME 

Prominent    Burlington,    la..    Concern  Holds 
Formal  Opening  of  New  Quarters 


Burlington,  Ia.,  March  9. — The  formal  opening 
of  the  Gulick-McFarland  Co.'s  new  furniture 
store,  at  the  northeast  corner  of  Valley  and  Alain 
streets,  this  city,  was  held  Saturday,  March  3, 
and  the  handsome  new  quarters  were  inspected 
by  hundreds  of  patrons  and  friends. 

Instead  of  an  old  building,  divided  into  three 
unkempt  store  rooms,  a  handsome  three-story 
structure,  with  artistic  brick  front,  with  sixty 
feet  of  plate  glass  display  windows  on  Main 
street,  beckons  one  into  what  is  certainlj^  one  of 
Burlington's  most  spacious  and  altogether  at- 
tractive showrooms. 

The  north  part  of  the  first  floor  is  given  over 
to  the  music  department  and  here  may  be  found 
a  complete  stock  of  Brunswicks,  as  well  as 
pianos  and  player-pianos,  with  two  sound-proof 
rooms,  ten  by  ten,  between  which  is  the  Bruns- 
wick record  department.  Local  newspapers  car- 
ried large  space  describing  the  progress  of  this 
growing  concern.  Officers  of  the  company  are 
J.  A.  McFarland,  president;  B.  A.  Gulick,  secre- 
tary and  treasurer;  Robert  L.  Prather,  vice- 
president  and  sales  manager.  L.  Q.  Selzer  is 
manager  of  the  music  department. 


DEATH  OF  CLAUDE  W.  COSGROVE 

Well-known  Music  Dealer  of  Wichita,  Kans., 
Succumbs  to  Heart  Trouble 


Wichita,  Kans.,  March  9. — Claude  W.  Cosgrove, 
one  of  the  principals  of  the  Innes-Cosgrove 
Music  Co.,  this  city,  died  at  his  home  here  re- 
cently from  heart  trouble  following  a  nervous 
breakdown.  Mr.  Cosgrove  was  forty-four  years 
old  and  came  to  Wichita  seven  years  ago  to 
take  charge  of  the  talking  machine  department 
of  the  Innes  Drygoods  Co.  He  met  with  such 
success  within  a  period  of  two  years  that  the 
business  of  the  department  was  transferred  to 
a  separate  store  and  has  grown  steadily.  Mr. 
Cosgrove  is  survived  by  a  widow  and  one  son. 

PAINE  ON  "FAITH  IN  INDUSTRY" 

Camden,  N.  J.,  March  6.— John  Gregg  Paine,  of 
the  legal  department  of  the  Victor  Talking  Ma- 
chine Co.,  spoke  to-day  before  the  Y  Men's 
Club  at  the  Y.  M.  C.  A.,  Camden,  N,  J.  He  took 
as  his  topic,  "Faith  in  Industry,"  and  in  the 
course  of  his  talk  touched  on  the  investigations 
which  certain  members  of  Congress  are  now  en- 
deavoring to  foster,  in  such  fields  as  oil,  rub- 
ber, etc. 

Mr.  Paine  showed  the  need  for  co-operation 
between  all  the  economic  elements  of  the  coun- 
try and  the  danger  of  fostering  a  spirit  of  mis- 
trust between  the  various  elements,  such  as 
farming,  labor,  capital,  etc.,  through  more  or 
less  incomplete  press  reports  of  congressional 
investigations  that  in  themselves  are  of  a  more 
or  less  haphazard  and  superficial  sort. 

KANAREK  RESIGNS  FROM  EMERSON 

Rudolph  Kanarek,  formerly  treasurer  of  the 
Emerson  Phonograph  Co.,  Inc.,  has  severed  his 
connection  with  the  Emerson  Co.  and  sold  his 
interest  to  B.  Abrams,  president  of  the  com- 
pany. Mr.  Abrams,  who  was  formerly  asso- 
ciated with  Mr.  Kanarek  in  the  Phonograph 
Jobbers'  Corp.,  has  sold  his  interest  in  that 
company  to  Mr.  Kanarek. 
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Phonographs  Have  Gome  and  Gone- 


Radio 

Phonographs 


"AS  GOOD  AS  THE  BEST 


ETTCR  THAN  THE  REST" 


BETTER  THAN  EVER 
Increasing  in  Patronage  and 
Prestige  Among  Sellers  and 
Buyers 


Claxtonola  Tone  Quality,  High-class  Construction,  Beauty  of 
Cabinet,  Hand-rubbed  Finish,  Finish  Top,  Patented  Filing 
Device,  are  well-known  standard  features. 

Buying  will  be  brisk,  don't  be  caught  without  the  goods.  Re- 
member past  experiences  and  place  your  lines  now. 

You  can  get  behind  the  Claxtonola  line  with  enthusiasm. 
Claxtonola  discounts  are  liberal  discounts — and  that  fact  won't 
make  you  any  the  less  enthusiastic  about  having  a  Claxtonola 
franchise. 

We  can  assure  you  prompt  shipment  of  your  orders  and  at  the 
time  when  you  need  the  goods  most.  No  lost  sales  through  de- 
layed deliveries. 

Special  Attention  Given  to  Carload  Orders.  Immediate  Ship- 
merits.    Write  for  Claxtonola  Sales  Plan. 

Brenard  Mfg.  Co.  fc: ),  Iowa  City,  la. 

ESTABLISHED  1892 


STYLE  A 

GOLDEN  THROATED 
CLAXTONOLA 


SERVICE  WILL  BE  PRIME  FACTOR 


C.  R.  Parsons  Points  Out  Importance  of  Serv- 
ice in  Retail  Selling — Practical  Ideas  Prove 
Successful  in  Winning  Support  of  the  Public 


"How  Service  Will  Help  You  Sell"  is  the 
title  of  an  interesting  article  written  by 
Chauncey  R.  Parsons,  manager  of  the  phono- 
graph department 
of  the  Rosenbaum 
Co.,  Pittsburgh, 
Pa.,  in  a  recent  is- 
sue of  the  Sonora 
Bell.  In  this  article 
Mr.  Parsons  states: 
"Having  passed 
through  a  wonder- 
ful holiday  season, 
which  so  far  over- 
shadowed business 
conditions  of  a 
year  ago,  we  are 
all,  no  doubt,  in  a 
very  happy  mood 
and  many  of  the 
red  figures  have 
These  better  condi- 


Chauncey  R.  Parsons 


been  changed  to  black, 
tions  have  brought  back  that  'peppy'  feeling, 
and  we  are  all  on  our  toes  again  going  after 
every  dollar's  worth  of  business  that  belongs 
to  us.  The  buying  public  is  realizing  that 
the  standard  makes  of  talking  machines  are  the 
best  after  all.  Furthermore,  the  cheap  machine 
dealer  has  found  that  while  his  markup  was 
low,  he  has  failed  to  give  his  customers  their 
money's  worth  in  service  and  satisfaction. 


"Speaking  of  service,  I  feel  that  this  is  the 
one  way  we  can  meet  competition.  '  There  are 
a  great  many  shops  in  which  the  phonograph 
buyer  can  obtain  instruments.  Why  should  he 
seek  your  place  of  business  in  perference  to 
others  unless  it  is  because  of  the  excellent 
service  he  knows  he  will  receive?  Prices  are 
standard,  terms  are  practically  the  same,  so  I 
realize  that  my  opportunity  of  being  able  to 
draw  customers  is  through  service. 

"The  old  saying,  'A  satisfied  customer  is  the 
best  advertisement  you  can  have,'  is  very  true, 
especially  in  this  business  where  so  many  sales 
are  made  through  someone  saying:  'If  you  are 
going  to  buy  a  phonograph,  go  to  So-and-So. 
That  is  where  we  purchased  ours,  and  we  are 
very  well  satisfied  with  the  service  they  gave 
us.' 

"There  are  many  ways  to  give  this  service. 
Competent  sales  people,  to  begin  with,  can  do 
more  good  for  your  business  than  anything 
else.  For  customers  realize  at  once  that  they 
are  going  to  be  taken  care  of  in  the  right  way. 
If  your  sales  people  will  be  honest  with  their 
customers  and  make  only  such  statements  or 
promises  that  are  absolutely  true,  they  are  giv- 
ing you,  as  well  as  your  customers,  the  right 
service. 

"You  can  be  sure  of  serving  the  public  best 
by  clean  advertising  of  good  standard  makes  of 


phonographs.  It  is  not  necessary  to  carry  a 
cheap  product  in  order  to  have  something  for 
the  customer  who  does  not  wish  an  expensive 
machine." 


THATCHER  CO.  AMENDS  CHARTER 

Logan,  Utah,  March  6. — An  amendment  to  the 
incorporation  of  the  Thatcher  Music  Co.,  this 
city,  provides  that  S.  S.  Eccles  shall  act  as 
president  and  F.  L.  Monson  as  secretary  of  the 
company,  and  that  a  majority  of  all  outstanding 
stock  shall  be  necessary  to  elect  officers  and 
conduct  business.  A  change  in  the  date  of  the 
annual  stockholders'  meeting  was  provided  for. 
A  meeting  of  the  directors  will  be  held  within 
thirty  days  for  the  election  of  new  officers. 


THEARLE  MUSIC  CO.  ELECTS 

San  Diego,  Gal.,  March  6.— Alfred  D.  LaMotte, 
formerly  vice-president  and  general  manager  of 
the  Thearle  Music  Co.,  of  this  city,  was  elected 
president  to  succeed  the  late  F.  G.  Thearle.  He 
will  also  continue  as  general  manager.  Other 
officers  elected  were  Harry  E.  Callaway,  man- 
ager of  the  talking  machine  department,  vice- 
president,  to  succeed  Mr.  LaMotte.  Mrs.  Lillie 
E.  Burton  was  re-elected  secretary-treasurer  of 
the  company. 


EXPERT  REPAIRING 

of  all  parts  and  makes  of  phonographs 

LOWEST  PRICES  -  24  HOUR  SERVICE 

Send  us  the  article  to  be  replaced  or 
repaired  by  Parcel  Poat  or  Express 

PENN  PHONOGRAPH  CO.  of  N.  Y. 


513  8th  Avenue 


New  York 


THE  SHELTON 
Electric  Motor 


The  "Simplicity"  electrifies 
Victor,  Edison  and  Columbia 
phonographs  by  simply  tak- 
ing off  winding  handle  and 
placing  motor  against  turn- 
table. Automatic  switch  in 
motor  operated  when  the 
turntable  is  started  or 
stopped.  Operating  on  AC 
or  DC  current  of  110  volts. 
Specify  tj^pe  of  current 
when  ordering. 


SHELTON  ELECTRIC  CO.,    16  East  42nd  Street,    New  York 
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THE  "STRONG"  RECORDS  MAKE  THEIR  DEBUT  IN  THE  TRADE 


The  Strong  Record  Co.,  a  Million  Dollar  Corporation,  Operating  Recording  Laboratory  on  Large 
Scale — Plans  for  Introducing  "Strong"  Records  Arranged — Statement  From  the  Company 


The  Strong  Record  Co.,  Inc.,  206  Fifth  avenue. 
New  York  City,  announces  the  release  of  a 
series  of  records  under  the  trade  name  "Strong." 
The  company  is  under  the  management  of 
Adolph  Hawerlander,  president  and  general 
manager,  and  Henry  Glaue,  production  manager. 
The  company  is  incorporated  under  the  laws 
of  the  State  of  New  York  for  a  million  dollars. 


laboratory  for  other  companies  and  does  a  sub- 
stantial business  in  advertising  and  other  special 
records.  It  is  stated  that  the  company  owns 
valuable  process  patent  rights,  which  will  en- 
able it  to  manufacture  records  under  an  entirely 
new  process. 

According  to  one  of  the  officers  of  the  com- 
pany the  plans   for  introducinc;  the  "Strong" 


The  photograph   (upper  left)  shows  Adolph  Hawerlander,  president  and  general  manager;  to  the  right  is  Henry  Glaue, 


production  manager:  in  the  lower  left  is  a  photograph  of  th 
A.  Lidezey,  plating  (left);  to  the  right  is  the  jewels,  tools 

The  former  Edison  recording  laboratory  at 
the  above  address  has  been  acquired  by  the 
company.  Additional  improvements  have  been 
made  and  equipment  enlarged  so  that  the 
laboratory  in  the  matter  of  appointments,  com- 
pleteness in  equipment  and  quality  of  record- 
ing is  most  modern.  Very  satisfactory  results 
have  been  obtained  and  many  favorable  and 
enthusiastic  expressions  have  been  received 
from  interested  members  of  the  trade.  The  re- 
cording staff  is  composed  entirely  of  experi- 
enced men  long  identified  with  the  phonograph 
industry,  and  the  work  of  this  department  is 
under  the  expert  personal  supervision  of  Messrs. 
Hawerlander  and  Glaue. 

The    company    also    operates    its  recording 


recording  staff,  John  A.  Lawrence,  recorder  (right);  Tames 
and  speaker  department. 

records  have  been  arranged  with  great  care  and 
in  a  chat  with  The  World  he  said: 

"This  company  recognizes  that  the  success  of 
any  record  depends  primarily  upon  the  musical 
value  it  contains,  which  begins  with  the  quality 
of  the  recordings.  No  time  or  expense  has 
been  spared  to  add  every  possible  improvement 
to  our  equipment  and  to  install  the  very  latest 
methods  to  insure  the  best  results.  Another 
very  important  factor  which  has  considerable 
bearing  on  the  quality  of  tone  produced  by 
phonograph  records  is  the  electro-plating  proc- 
ess used  for  the  plating  of  masters,  mothers  and 
stampers.  Our  electro-plating  plant,  designed 
and  under  construction,  is  patterned  after  the 
ver}'  latest  European  rotary  models.    This  sys- 


Introducing  the 


J3 


List  Price  60  Cents 


RECORD  CLEANER 

PAT.  PENDING 

The  only  record  cleaner  that  thoroughly  cleans 
the  grooves  in  the  records. 

By  applying  sufficient  pressure  on  the  knob  to 
force  the  nap  on  the  velvet  into  the  grooves  in 
the  records,  giving  the  cleaner  a  revolving  motion 
while  the  record  is  still.    It  does  not  cross  the  grooves. 

Dealers — send  for  sample  order,  3  for  $1.00. 
_  Postpaid. 

J.  L.  LIND 

1517  Portland  Ave.,      Minneapolis,  Minn. 


tem  makes  it  possible  to  maintain  uniformity  in 
the  t-hickness  of  the  moulds  and  to  preserve 
with  exactness  the  minutest  details  of  the  sound 
waves.  Not  only  is  this  method  superior  in  the 
quality  of  work  produced,  but  it  also  effects  a 
great  saving  in  the  time  consumed  for  this 
operation.  It  will  be  possible  to  plate  the  mas- 
ters, mothers  and  stampers  and  to  press  com- 
mercial records  within  24  hours  after  the  re- 
cording of  the  artist  has  been  made. 

"The  first  release  of  our  records  on  March  15 
consists  of  a  varied  program  featuring  several 
popular  German  selections,  to  be  followed  by 
subsequent  weekly  releases  to  be  announced  to 
the  trade  at  a  later  date.  The  numerous  re- 
quests received  for  German  selections  have 
caused  us  to  exert  every  possible  eflfort  to  satisfy 
this  demand.  The  very  latest  German  successes 
will  be  produced  by  artists  of  national  repute 
and  the  orchestrations  and  arrangements  will  be 
specially  prepared  to  popularize  this  class  of 
music  and  to  assure  the  acceptance  of  these 
records  by  the  public  with  ever-increasing 
favor." 

The  company  announces  the  engagement  of 
several  well-known  artists  and  the  exclusive  en- 
gagement of  Ivan  Frank  as  vocalist.  This  pop- 
ular artist  has  appeared  before  the  public  in 
theatrical  tours  and  concert  work  and  has  re- 
corded for  several  prominent  phonograph  rec- 
ord manufacturers.  Incidentally,  it  is  stated 
he  was  the  first  German  artist  in  this  country 
to  sing  for  the  radio  in  German.  He  has  a 
magnetic  personality  and  a  clear  tenor  voice, 
well  suited  for  phonographic  work. 


COLUMBIA  TENOR  SCORES  IN  TEXAS 

Tandy  ^Mackenzie,  exclusive  Columbia  artist, 
who  has  been  going  through  the  Middle  and 
Southwest  on  a  concert  tour,  has  won  the  en- 
thusiastic approval  of  music  critics  wherever  he 
has  appeared.  This  lyric  tenor  is  rapidly  be- 
coming one  of  the  most  popular  artists  of  his 
type  in  the  Columbia  catalog,  and  his  concerts 
are  adding  materially  to  his  prestige.    The  De- 


Deman  Music  Co.'s  Tie-up  With  Artist 

man  Music  Co.,  of  Brownwood,  Tex.,  Columbia 
dealer,  used  effective  publicity  in  connection 
with  Mr.  Mackenzie's  recent  concert  in  that 
city.  Circulars  and  window  cards  were  the  main 
features  of  the  window  and  were  used  to  excel- 
lent advantage. 


ANNOUNCE  SPECIAL  VICTOR  RELEASE 

The  Victor  Talking  Machine  Co.,  of  Camden, 
N.  J.,  has  announced  the  special  release  of  rec- 
ord No.  19026,  which  bears  the  two  popular 
selections,  "You  Know  You  Belong  to  Some- 
body Else,"  sung  by  Henry  Burr,  and  "When 
the  Leaves  Come  Tumbling  Down,"  by  Stanley- 
Murray.  Supplies  of  this  record  will  be  shipped 
to  wholesalers  about  the  middle  of  the  month. 
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ZIMMERMAN=BITTER  CO.  VERY  BUSY 


Contracts  for  Store  Equipment  in  Hand  Keeping 
Factory  Busy — Renovating  Two  Landay 
Bros.  Branch  Stores — Special  Music  Rack 


The  Zimmerman-Bitter  Construction  Co., 
manufacturer  of  interior  store  equiprnent,  re- 
ports that  business  since  the  first  of  the  year 
has    been   very    satisfactory   and   that  orders 


Handy  Sheet  Music  Rack 

enough  have  been  booked  to  keep  the  plant 
extremely  busy.  The  latest  addition  to  the 
large  number  of  store  equipment  specialties 
made  by  this  company  is  a  sheet  music  rack, 
designed  to  contain  sheet  music  in  the  music 
dealer's  store.  This  rack  has  many  features, 
among  which  is  an  especially  constructed  com- 
partment for  the  Century  Edition  which  almost 
every  music  dealer  handles  in  a  large  way. 
The  company  has  already  manufactured  several 
of  these  and,  in  cases  where  complete  new- 
equipment  has  been  constructed  for  the  talking 
machine  dealers,  a  sheet  music  rack  conforming 
to  the  same  design  as  the  rest  of  the  store  has 
been  erected. 

Recently  the  company  secured  a  contract 
from  Landay  Bros,  for  the  renovation  and  in- 
stallation of  new  equipment  in  the  branch  in 
Yonkers,  N.  Y.    The  equipment  is  to  consist 


*55 


^4  tube 
^equency  Set 


The  Hit  of  the  Radio  World 

Talking  machine  dealers  are  making  big  profits 
handling  the  Crosley  line. 

FREE  CATALOG  ON  REQUEST 

C3tOSLEY  MANUE\CTURING  COMPANY 

ALFRED  ST.  CINCINNATI.  0. 


of  racks  for  musical  instruments,  piano  rolls 
and  sheet  music.  A  feature  of  this  equipment 
is  that  it  is  to  be  constructed  with  plate  glass 
fronts.  Another  contract  provides  for  the  con- 
struction of  booths  and  service  counters  in  the 
l.anday  store  in  the  Bronx. 


0.  W.  BIRCKHEAD  DISCUSSES  CREDITS 

The  Knickerbocker  Talking  Machine  Co., 
Victor  wholesaler,  New  York  City,  held  its 
monthly  record  recital  in  the  concert  hall  at 
the  headquarters  of  the  company  on  Thursday, 
March  8.  A  particularly  large  attendance  of 
metropolitan  Victor  retailers  was  reported.  The 


advance  April  list  was  played  and  several  in- 
spiring addresses  were  made.  Among  the 
speakers  were  Abram  Davega,  president  of  the 
company,  and  Oliver  W.  Birckhead,  vice-presi- 
dent of  the  Harriman  National  Bank,  who  spoke 
interestingly  on  the  credit  situation  and  proper 
banking  relations.  He  also  told  from  the  view- 
point of  the  banker  why  some  were  able  to  get 
credit  and  others  not.  Luncheon  was  served 
as  usual  at  the  Hotel  Theresa. 


The  Orion  Corp.,  of  Wilmington,  Del.,  has 
been  granted  a  charter  under  the  laws  of  that 
State,  with  a  capital  of  $1,250,000,  to  engage  in 
the  talking  machine  business. 


PORTABLES 

THAT  CANNOT  BE  MATCHED 


No.  VI,  13i4"xl3i4"x7i/<",  Silent  Motor, 
Charmaphone  tone  arm  and  sound  box, 
either  oak  or  walnut;  weighs  15  pounds 


Price  and  Quality  Give  the 

CHARMAPHONE 

the  Leadership 

Distinctive  qualities  set  the 
Charmaphone  apart  from  all 
other  portables,  its  high  quality, 
durability  and  fine  tone  make  it 
a  fast  seller. 

These  two  portable  models  will 
add  to  the  sales.  The  distinctive 
features  of  each  make  good  sales 
talk.  Once  demonstrated  they 
attract  trade  and  sell  them- 
selves. 

Note  the  Two  Models 

No.  6  -  -  $30.00 


No.  8 


With  Record 
Album 


35.00 


No.  VIII,  13i4"xl3i^"x7iy4",  Silent  Motor, 
Charmaphone  tone  arm  and  sound  box, 
mahogany    finish,   with   record  album; 
weighs  16  pounds 


If  you  are  not  already  handling 
this  remarkable  'Portable  value, 
make  arrangements  to  do  so  at 
once.  Cash  in  on  the  hundreds 
of  Charmaphone  sales  that  will 
be  made  during  the  coming 
months. 

There  are  other  models  of 
Charmaphone  phonographs  that 
you  will  be  interested  in — the 
same  big  value  you  will  find  in 
the  portables.  Send  for  a  sample 
of  one  or  both  machines  at  once 
and  ask  for  our  catalog  on  the 
complete  line  and  the  name  of 
your  jobber. 


CHARMAPHONE  CO.,  Inc.  '^\'^rVi'vr'''cfT4 
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DOMES  of  SILENCE 

"Better  than  Casters'' 

Made  under  Patent  No.  995758  which 
has  been  vigorously  contested  and 
sustained  by  the  Court  of  Appeals 
Any  infringers  and  those  involved  in 
the  manufacture,  sale  or  use  of  same 
will  be  liable  for  prosecution  and  sub- 
sequent damages. 


Service 

DOMES  of  SILENCE  outlast  furni- 
ture on  which  they  are  placed — 
THAT'S  SERVICE— 
They  protect  furniture  and  prolong 
its  life— THAT'S  SERVICE— 
They  protect  floors,  rugs  or  car- 
pets over  which  furniture  is  so  often 
moved— THAT'S  SERVICE— 

They  permit  furniture  to  move  noiselessly 
surface— THAT'S  SERVICE— 
It  is  service  that  the  buyer  of  furniture  demands. 
It  is  service  that  you  supply  with 

DOMES  of  SILENCE 

"Better  '  than  Casters" 

In  addition  to  this  quality,  DOMES  Of  SILENCE  have  these  other 
sterling  qualities : 

Economy 
Silence 

Invisibility 

Simplicity 
Adaptability — Suitable  for  covered  and 
uncovered  floors  alike. 
These  are  the  factors  that  mean  perfect  footwear  for  furniture. 

DOMES  Of  SILENCE  z>im/on 

Henry  W.  Peabodv  &  Co. 

J7  State  Street.     New     ork  C>(y 


easily — over  any 


In  all  your  Talking  Machine  orders 


Specify  DOMES  of  SILENCE 


Better  than  Casters 


3f 


Extra  Heavy 
Size — 1  J/g  in. 


MADE  IN  SIX  SIZES  SUITABLE  FOR  ALL  KINDS  OF  FURNITURE 


A 


Vk  in. 


A. 


\-l  in. 


H  in. 


J?e^.  V.  S.  Pat.  Off.  No.  995758  u-hich  vt-ill  be  strictly  enforced. 


P-276 


What  we  say  above  about  Furniture  applies  also 

to  Phonographs 
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WM.  TURES  WITH  JEWEL  CO. 

Prominent  Inventor  Joins  Jewel  Phonoparts 
Co.'s  Engineering  and  Sales  Organization — 
Identified  With  Industry  for  Twenty-five  Years 


The  many  friends  in  the  trade  of  Wm.  Tures, 
who  was  a  founder  of  the  Oro-Tone  Co.,  of 
Chicago,  will  be  interested  to  learn  that  he  has 
now  joined  the  engineering  and  sales  force  of 


reorganized  this  concern,  changing  the  name  to 
the  Oro-Tone  Co.,  of  wiiich  he  was  secretary. 
During  his  association  with  this  company  he 
visited  the  trade  frequently,  keeping  in  close 
touch  with  all  developments. 

The  Jewel  Phonoparts  Co.  is  making  plans 
whereby  Mr.  Tures  will  spend  a  good  part  ot 
his  time  in  the  field,  in  addition  to  giving  the 
company  the  benefit  of  his  valuable  engineering 
experience.  The  executives  of  the  Jewel  Phono- 
parts Co.  have  expressed  keen  pleasure  in  se- 
curing Mr.  Tures'  services  and  the  company  has 
already  received  many  messages  of  congratula- 
tion from  the  members  of  the  trade  who  ap- 
preciate his  capability  and  inventive  skill. 


V.  W.  MOODY  JOINS  PEARSALL  STAFF 

Popular  Victor  Wholesale  Man  Joins  New  York 
Jobber's  Force  in  Executive  Capacity — Well 
Known  in  Metropolitan  Victor  Trade  as 
Capable  and  Efficient  Victor  Sales  Executive 


Wm.  Tures 

the  Jewel  Phonoparts  Co.,  in  Chicago,  having 
resigned  from  his  previous  connection  the  first 
of  March.  Mr.  Tures  has  been  actively  engaged 
in  the  phonograph  business  for  the  past  twenty- 
five  years,  manufacturing  tone  arms,  repro- 
ducers and  attachments  for  the  past  nine  years. 
He  has  a  large  number  of  patented  talking 
machine  devices  to  his  credit,  and  is  generally 
recognized  as  one  of  the  foremost  members 
of  the  phonograph  parts  industry. 

In  the  year  1914  he  organized  the  Combina- 
tion Attachment  Co.,  of  Chicago,  being  presi- 
dent of  that  company'.     Later  on   Mr.  Tures 


Thomas  F.  Green,  president  of  the  Silas  E. 
Pearsall  Co.,  10  East  Thirty-ninth  street.  New 
York,  Victor  wholesaler,  announced  this  week 
that  V.  W.  Moody,  one  of  the  best-known  and 
most  popular  members  of  the  Victor  industry, 
had  joined  the  company's  e.xecutive  staff.  Mr. 
Moody,  who  has  not  been  associated  with  the 
talking  machine  field  for  the  past  year  or  so, 
is  now  arranging  his  personal  affairs  so  that 
he  may  assume  his  new  duties  within  the  next 
fortnight. 

The  appointment  of  Mr.  Moody  to  an  execu- 
tive post  in  the  Pearsall  organization  will  be 
welcome  news  to  Victor  dealers  throughout  the 
metropolitan  territory,  as  Mr.  Moody  knows 
practically  all  of  these  dealers  personally,  and 
because  of  his  thorough  knowledge  of  Victor 
merchandising  has  won  their  esteem  and  friend- 
ship. 

Mr.  Moody's  "re-entry"  into  the  Victor  in- 
dustry brings  back  one  of  the  "veterans"  of  the 
business,  as  his  experience  in  the  Victor  field 


dates  back  some  twenty  years.  For  many  years 
Mr.  Moody  was  sales  manager  of  the  New  York 
Talking  Machine  Co.,  Victor  wholesaler,  and 
under  his  able  direction  sales  policies  and  plans 
were  inaugurated  which  produced  splendid  re- 
sults. He  is  also  responsible  for  training  quite 
a  number  of  successful  Victor  men  who  have 
attained  considerable  success  in  their  respective 
positions. 

Subsequent  to  his  association  with  the  New 
York  Talking  Machine  Co.,  Mr.  Moody  became 
general  manager  of  the  Buffalo  Talking  Ma- 
chine Co.,  Buffalo,  N.  Y.,  Victor  wholesaler, 
where  he  added  to  his  prestige  as  one  of  the 
ablest  executives  in  the  Victor  wholesale  fra- 
ternity. He  resigned  from  this  organization 
about  a  year  ago  to  become  identified  with  a 
commercial  enterprise  far  removed  from  the 
talking  machine  field,  but  his  heart  has  always 
been  with  the  Victor  industry,  where  he  is.  so 
popular. 

The  Silas  E.  Pearsall  Co.  is  adding  Mr.  Moody 
to  its  staff  in  order  to  enhance  the  efficiency 
of  its  service  to  Victor  retailers.  The  Pearsall 
organization,  under  the  guidance  of  Mr.  Green 
and  Llo3'd  L.  Spencer,  sales  manager,  has  made 
exceptional  progress  as  a  Victor  wholesaler  the 
past  few  years  and  its  sales  force  is  recognized - 
to-day  as  one  of  the  best-equipped  selling  forces 
in  the  Victor  wholesale  field. 


PLAN  NEWARK  MUSICAL  FESTIVAL 

Newark,  N.  J.,  March  10. — The  annual  Newark 
Musical  Festival,  considered  the  greatest  mu- 
sical event  in  northern  New  Jersey,  will  be  held 
in  the  Newark  Armory  during  the  latter  part 
of  April.  Ignace  Paderewski,  famous  pianist 
and  Victor  artist,  will  appear  to  take  part  in 
the  event  on  April  26,  and  Jascha  Heifetz,  vio- 
linist and  also  Victor  artist,  will  appear  April  27. 
Colling.s  &  Co.,  Victor  distributors,  are  prepar- 
ing to  tie  up  with  the  event  by  supplying  dealers 
with  window  display  cards,  mailing  literature 
pertaining  to  the  festival,  etc. 


Artanola  Period  Consoles 


Specifications— 

Height  34  inches 
Width  36  inches 
Depth  22  inches 

Universal  Tone-Arm  and  Reproducer,  Large  No. 
33  Heineman  Motor,  Twelve-inch  Turn-Table, 
Automatic  Stop,  Tone  Regulator,  Nickel  Plated 
Hardware  Including  Automatic  Cover  Support, 
Continuous  Hinge,  Domes  of  Silence,  Needle 
Rest,  all  Wood  Sound  Chamber,  Five  Shelves  for 
Records.  Furnished  in  Mahogany  only.  Finished 
Dark  Brown  Dull. 

Write  for  Dealers'  Discounts 


Saginaw  Sectional  Book  Case  Co. 


Interior  View 


SAGINAW 


MICHIGAN 
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THREE  NEW  ART  MODEL  FLAT  TOP  VICTROLAS  ANNOUNCED    HONOR  CERTIFICATES  FOR  GOOD  ADS 


Trade  Greatly  Interested  in  the  New  Victrolas  400.  405  and  410,  Horizontal  Divided  Top  Models 
Just  Announced  by  the  Victor  Co. — Have  a  Strong  Price  Appesd 


Following  the  recent  announcement  of  the 
two  new  divided  top  models  of  horizontal  Vic- 
trolas, Nos.  215  and  220,  the  Victor  Co.  has 
again  aroused  the  enthusiasm  of  its  dealers 
through  the  announcement  of  three  new  and 
elaborate  art  models  of  the  horizontal  divided 
top  type,  instruments  of  a  character  that  are 
certain  to  win  immediate  attention  and  favor 
when  finally  placed  on  the  market. 

The  new  art  models  are  No.  400  in  mahogany, 
with  lines  strongly  suggestive  of  the  Sheraton, 
and  listed  at  $250;  No.  405,  reflecting  in  its  de- 
sign the  early  English  influence,  being  offered 
in  walnut  and  two-tone  finish,  and  listed  at  $250, 
and  No.  410,  likewise  of  early  English  char- 
acter, finished  in  mahogany  and  listed  at  $300. 
All  three  models  may  be  obtained  with  electric 
motor  at  $40  additional. 

Victrolas  No.  400  and  405  are  thirty-five  inches 


high,  thirty-seven  and  one-half  inches  wide  and 
twenty-one  inches  deep,  while  Victrola  410  is 
thirty-five  inches  high,  thirty-eight  and  one- 
quarter  inches  wide  and  twenty-two  and  one-half 
inches  deep.  The  general  design  of  the  three 
styles  is  particularly  pleasing.  There  are  sets 
of  double  doors  covering  both  the  sound  cham- 
ber at  the  right  and  the  record  compartment  at 
the  left,  while  above  the  record  department  is 
a  convenient  drawer  in  which  accessories  and 
special  records  may  be  kept. 

Rumors  that  these  three  new  styles  were  on 
the  way  have  prevailed  for  some  time  and  the 
general  attractiveness  of  both  design  and  price 
has  made  a  strong  impression  on  the  Victor 
trade.  It  is  anticipated  that  they  will  prove 
strong  factors  in  the  talking  machine  trade  of 
the  coming  Fall  and  beyond.  The  first  ship- 
ments of  the  new  models  are  promised  for  June. 


Total  of  Twenty  Certificates  to  Be  Awarded  in 
Retail  Advertising  Contest  in  Addition  to 
Two  Silver  Trophies  Already  Announced 


In  addition  to  the  two  silver  trophies  offered 
as  first  prizes  in  the  retail  advertising  contest 
of  the  Music  Industries  Chamber  of  Commerce, 
open  to  members  of  the  National  Association 
of  Music  Merchants,  one  silver  trophy  to  go  to 
each  of  the  two  classes  of  contestants,  one  class 


PATHE  NEWS  HAPPENINGS 

Catalog  of  High-class  Selections  to  Be  Issued 
— New  Console  Models  Liked — Some  Recent 
Visitors  to  the  Pathe  Plant  in  Brooklyn 


Retailers  of  the  new  Pathe  foreign  language 
records  will  be  interested  to  hear  that  there 
is  in  process  of  production  a  very  select  list 
of  the  most  famous  and  up-to-date  selections 
which  will  make  a  strong  appeal  to  the  music- 
loving  public.  This  catalog  will  contain  eighty- 
eight  new  German,  112  new  Jewish  and  eighty- 
eight  new  Italian  records  by  celebrated  artists, 
singers  and  composers.  A  comprehensive  Eng- 
lish translation  will  preface  every  number. 

Interest  among  Pathe  phonograph  dealers 
throughout  the  country  has  recently  been  cen- 
tered around  the  new  Pathe  console  models, 
which  include  the  new  table  cabinet  designs, 
as  well  as  the  classical  Queen  Anne  model  35 
and  the  Adam  model  30. 

Recent  visitors  to  the  Pathe  factory  in  Brook- 
lyn were:  V.  Bedrick,  the  Pathe  booster,  of 
Portland,  Me.,  and  Messrs.  W^ebber  and  Hen- 
neberger,  of  Hartford,  Conn.  They  were  ac- 
companied by  T.  J.  Murphy,  the  Pathe  New 
England  representative,  and  were  greatly 
pleased  with  the  up-to-date  appointments  and 
facilities  of  the  big  plant. 


;    NEW  COLUMBIA  PORTABLE  READY 

A  new  portable  Grafonola  has  just  been  an- 
nounced by  the  Columbia  Graphophone  Co., 
featuring  a  specially  developed,  long-playing 
one-spring  motor,  the  new  No.  12  Columbia  re- 
producer, a  standard  Columbia  tone  leaf  volume 
control,  a  drawer  with  capacity  for  eight  ten- 
inch  records,  three  self-closing  needle  cups  on 
the  motor  board  and  a  scientifically  shaped  am- 
plifying chamber.  The  new  portable  is  pre- 
sented in  a  neat  black  fabr'ikoid  carrying  case 
with^nickel-plated  corner  protectors  and  a  high- 
grade  black  leather  hand-fitted  grip. 


POSTER  CONTEST  FOR  MUSIC  WEEK 

One  of  the  outstanding  features  of  the  prep- 
arations for  Denver's  Music  Week,  which  will 
reach  its  third  celebration  during  the  week  of 
May  13  to  May  20,  is  the  annual  poster  contest 
for  the  official  poster  of  the  event. 

Each  year  the  poster  contest  creates  a  lively 
interest  in  Music  Week.  These  posters  are 
placed  in  retail  store  windows  throughout  the 
city.  A  total  of  187  was  entered  a  year  ago 
by  high  school  and  Denver  Academy  of  Art 
students.  Last  year  the  first  prize  was  won  by 
a  Denver  Art  Academy  student.  . 


E.  Ernest  Gerlinger,  St.  Louis,  Mo.,  has  in- 
vented and  recently  applied  for  patents  on  a 
device   to   wind   a   phonograph,   using  neither 
'  hand  power,  electricity,  etc. 


BUYS  AEOLIAN  DAYTON  BRANCH 


Dayton,  0.,  March  10.— C.  D.  Anderson,  presi- 
dent of  the  Anderson  Piano  Co.,  Ill  East  Third 
street,  this  city,  has  purchased  the  local  Aeolian 
branch,  114  North  Main  street,  in  company  with 
a  number  of  business  men  of  this  city,  who  have 
organized  a  company  with  a  capitalization  of 
$100,000.  Mr.  Anderson  will  move  his  own  busi- 
ness to  the  North  Main  street  quarters,  which 
will  be  thoroughly  renovated.  The  entire 
Aeolian  line,  including  Vocalions,  will  be 
handled. 


Certificate  of  ^tibertising  Stoarb 


JHIS  Ceitilies  that  the  Newspaper  Advertising  entered  in  our 
1923  RETAIL  ADVERTISING  CONTEST  for  die  year 
ending  March  31st,  1923,  by 

an  Active  Member  of  the 

.^tmnal  association  of  iHusic  fHrrcljante 

Represented  the  Music  Industry  with  exceptional  merit,  by  virtue  of  its  Sales  Appeal, 
Prestige  ^Value,  Attractiveness,  Truthfulness  and  Individuality,  for  which  we  hereby 
grant 


aniarl)  in  Class 


iSlusic  Jniustrits  Ciiambcr  of  Commcrtf 


Sssodatib  SUitrtisuig  Clubs 


AUSTRALIAN  FIRMDESIRES  AGENCY 

Washington,  D.  C,  March  12.— A  concern  in 
Australia  desires  to  purchase  the  agency  for 
gramophones,  pianos,  etc.,  according  to  advices 
received  by  the  Bureau  of  Foreign  and  Domes- 
tic Commerce.  Detailed  information  can  be 
obtained  from  the  Bureau  or  any  of  its  district 
offices  by  referring  to  File  No.  5679. 


in  large  and  the  other  in  small  cities,  there 
will  be  presented  ten  honor  award  certificates 
in  each  class.  These  certificates,  with  the  tro- 
phies, will  make  a  grand  total  of  twenty-two 
awards.  Entries  of  newspaper  advertising  run 
during  the  year  ending  March  31  will  be  re- 
ceived in  the  contest,  provided  they  reach  the 
office  of  the  Chamber  before  April  10.  The 
character  of  the  honor  award  certificate  is  in- 
dicated by  the  accompanying  reproduction.  The 
awards  in  the  contest  will  be  announced  at  the 
June  conventions  in  Chicago. 


NEW  BUILDING  FOR  ECLIPSE 

The  Eclipse  Talking  Machine  Co.,  of  Pater- 
son,  N.  J.,  Abe  Landay,  president,  has  purchased 
a  three-story  building  at  168  Main  street,  which 
will  be  used  to  house  a  general  music  store. 
It  will  be  attractively  furnished. 


ADDS  RADIO  DEPARTMENT 

Salt  Lake  City,  Utah,  March  10. — The  Daynes- 
Beebe  Music  Co.,  one  of  the  most  prominent 
music  houses  in  this  section  of  the  country,  is 
planning  to  open  a  large  radio  department  in 
the  near  future,  if  plans  which  are  now  under 
consideration  materialize.  Heber  S.  Nelson,  of 
this  city,  will  be  in  charge.  Mr.  Nelson  is  a 
radio  enthusiast  and  he  is  thoroughly  familiar 
with  the  technical  details  of  the  business. 


TRIXIE  SMITH'S 


LATEST  HIT 

r  2  A. 

14138 

3  New  Records  Your  Customers  Will  Like 


2  A.  M.  Blues 

I'm  Gonna  Get  You 


1  Sung  by 
J   Josie  Miles 


Sung  by 
Inez  Wallace 


14139  \                  Your  Old  Time  Way  Blues.  .  , 
]  Low  Down  'Bama  Blues  

Aggravatin'  Papa  

14137  \     (Don't  Try  to  Two  Time  Me) 

Radio  Blues  

2108  Would  Do  It  Now  ]       By  Earl  Westfield 

(Asleep  Five  Years  /The  New  Bert  Williams 

Order  Direct  From 

BLACK  SWAN  PHONOGRAPH  CO.,  inc. 

2289   SEVENTH   AVENUE     -     NEW   YORK  CITY 
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Our  AAA  Quality 

India  Ruby  Mica 

DIAPHRAGMS 

Are, without  doubt,  the  finest  Diaphragms 
manufactured. 

Samples  and  Prices  on  Request 

WILLIAM  BRAND  &  CO. 

27  East  22nd  Street  New  York  City 

Telephone,  Ashland  7868 


IMPROVED  STORE  EQUIPMENTS 

Faith  in  Business  Demonstrated  by  Increased 
Orders  for  Equipment  Placed  With  Van  Veen 
&  Co. — Making  Stores  More  Attractive 


An  impressive  proof  of  tlie  confidence  which 
talking  machine  dealers  have  in  improved  busi- 
ness is  to  be  found  in  the  progressive  plans 
under  way  for  store  improvement.  Leon  Tobias, 
secretary  of  Van  Veen  &  Co.,.  Inc.,  manufac- 
turers of  talking  machine  warerooiri  equipment, 
New  York  City,  in  a  recent  interview  with  The 
World,  reported  that  increased  activity  on  the 
part  of  the  dealers  has  been  noticeable  from  the 
very  first  of  the  year.  Orders  and  inquiries 
being  received  by  this  company  indicate  that  a 
considerable  number  of  dealers  are  planning 
to  add  to  their  present  equipment  or  are  taking 
over  larger  quarters  for  1923.  Mr.  Tobias  men- 
tioned several  of  the  installations  that  had  been 
recently  made,  or  were  in  the  process  of  com- 
pletion. 

He  said  in  part:  "We  are  equipping  a  Victor 
department  on  the  mezzanine  floor  of  the  new 
building  of  Albert  Leon,  of  Perth  Amboy,  N.  J. 
It  will  consist  of  twelve  sound-proof  rooms  and 
a  spacious  record  department,  providing  accom- 
modations for  15,000  records  and  necessary 
counter  equipment.  This  equipment,  finished  in. 
antique  ivory,  adds  greatly  to  the  appearance 
of  the  warerooms. 

"Not  far  distant,  in  the  city  of  Bayonne,  we 
are  equipping  the  new  building  of  Marshall's 
Music  Store  with  an  entire  Columbia  model 
shop  equipment  of  six  hearing  rooms,  racks  for 
10,000,  records,  counter  equipment,  musical  mer- 
chandise wall  cases  and  sheet  music  racks.  We 
are  also  equipping  the  new  Sonora  salon  of  the 
Long  Branch  Music  Co.  in  that  popular  all-year- 
round  resort. 

"Going  into  the  capital  of  the  State,  we  are! 
providing  equipment  for  the  new  three-story' 
building,  of  the  Griffith  Piano  Co.,  at  9  West' 
State  street,  Trenton,  N.  J.,  and  simultaneously 
the  Griffith  store,  at  211  North  Washington 
street,  Scranton,  Pa.,  which  adjoins  its  present 
location.  This  prominent  talking  machine  and 
Steinway  piano  dealer  was  so  well  pleased  with 
the  work  that  we  have  done  for  him  in  the  past 
that  this  work  was  immediately  placed  in  our 
hands.  In  fact,  I  have  been  entrusted  with 
complete  charge  of  the  entire  installation.  The 
work  in  the  new  Scranton  store  will  match  ex- 
actly the  design  and  finish  of  the  present  equip- 
ment as  the  new  building  is  to  be  used  as  addi- 
tional facilities.  In  fact,  all  stores  of  the  com- 
pany have  been  equipped  with  the  same  designi 
and  finish.  The  new  store  of  the  company  in 
Scranton  will  be  42  feet  wide  by  162  feet  deep 
and  in  addition  to  the  regular  equipment  Van 


Xy^^g'^d(egenerai)ve^J^ecener  Set 


£kensed 

under/lrmstrong 

US.Vatent'NoM 


Compare  the  price  with  any  set  on  the  market. 
WRITE    FOR    COMPLETE  CATALOG 

THE  PRECISION  EQUIPMENT  CO. 

^'Vowel  Croslej  Jr.  VrestJenI 
GILBERT  AVE.  CINCINNATI,  0. 


Veen  &  Co.,  Inc.,  will  have  charge  of  the  wall 
treatment,  lighting  fixtures  and  all  other  neces- 
sary work  to  complete  a  first-class'  wareroom. 
In  Passaic,  N.  J.,  we  recently  equipped  Ahren- 
feld's  Grafonola  Parlors  with  four  hearing 
rooms  and  necessary  record  racks. 

"In  New  York  City  we  provided  for  attractive 
equipment  for  the  warerooms  of  the  Starck 
Piano  Co.,  of  Chicago,  which  has  leased  the  old 
quarters  of  the  Doll  Piano  Co.  on  West  Forty- 
second  street.  In  the  Bronx  the  Royal  Piano 
Co.,  on  Westchester  avenue,  has  also  made  some 
important  improvements. 

"The  strong  tendency  on  the  part  of  tlu- 
talking  machine  dealers  to  add  sheet  music  and 
musical  merchandise  departments  to  their 
stores,  in  other  words,  to  carry  out  the  general 
music  house  idea,  has  resulted  in  orders  being 
received  by  us  for  considerable  additional  equip- 
ment. We  are,  therefore,  entirely  optimistii 
over  business  for  the  balance  of  the  year  and 
are  niaking  our  plans  accordingly." 


PLANS  FOR  RECORD  VICTOR  OUTPUT 

Victor  Factory  Schedules  Up  to  July  Call  for 
Heaviest  Machine  Production  in  the  History 
of  the  Company — New  Models  of  Victrolas 
Have  Strong  Appeal  to  Public 


In  an  interview  with  The  World,  Ralph  L 
Freeman,  director  of  distribution  of  the  Victor 
Talking  Machine  Co.,  stated  that  factory  pro- 
duction schedules  on  Victrolas  had  been  laid 
out  as  far  ahead  as  July  and  that  the  schedules 
called  for  a  volume  of  output  substantially  the 
largest  in  the  history  of  the  Victor  business. 

At  present  the  various  departments  are  work- 
ing overtime  in  an  effort  to  fill  orders  for  the 
reason  that  the  demand  for  the  new  models  of 
Victrolas  introduced  during  the  past  twelve 
months  has  been  enormous.  The  demand  inci- 
dentally has  thoroughly  established  the  strong 
appeal  of  each  of  these  models  from  the  stand- 
point of  case  design,  price  and  musical  quality. 

The  Victor  Co.  plans  to  make  a  nation-wide 
delivery  on  several  new  horizontal  types  of  Vic- 
trolas within  the  next  few  months  and  announce- 
ments have  just  been  made  regarding  the  design, 
equipment  and  price  of  these  forthcoming  new 
models. 

Mr.  Freeman  added  that  the  business  being 
done  by  Victor  dealers  is  of  a  very  satisfactory 
character  throughout  the  country,  including  the 
Western  and  Southern  agricultural  regions, 
which  were  the  last  to  recover  from  the  genera) 
economic  depression.  There  is  no  question  but 
that  1923  will  be  a  very  wonderful  year  for 
the  entire  Victor  industry,  and  every  possible 
policy  which  will  contribute  to  increasing  the 
volume  of  business  done  by  Victor  dealers  and 
Victor  wholesalers  is  now  being  vigorously  pro- 
mulgated at  the  Victor  headquarters  in  Camden. 


DEATH  OF  WILLIAM  KEMPF 

Deceased  Was  Head  of  Kempf  Bros.,  Well- 
known  Utica,   N.   Y.,   Music  House 


Utica,  N.  Y,,  March  9. — William  Kempf,  head 
of  the  firm  of  Kempf  Bros.,  of  this  city,  prom- 
inent talking  machine  and  piano  dealers,  died 
suddenly  on  Saturday,  March  3.  Funeral  serv- 
ices were  held  from  his  late  home  on  March  7 
and  were  attended  by  many  of  his  friends  in 
the  trade,  including  W.  D.  Andrews,  Victor 
wholesaler  of  Syracuse,  N.  Y.,  and  O.  H.  Wil- 
liams, traveling  representative  for  the  Buffalo 
Talking  Machine  Co.,  Buffalo,  N.  Y.,  Victor 
wholesaler.  Mr.  Kempf  was  widely  known 
throughout  New  York  State  as  one  of  the  most 
successful  talking  machine  dealers  in  the  State. 


FILES  PETITION  TO  DISSOLVE 

Grand  Rapids,  Mich.,  March  10. — The  Michigan 
Phonograph  Co.,  manufacturer  of  the  "Lauzon" 
line  of  talking  machines,  has  filed  a  petition  for 
the  dissolution  of  the  concern,  which  has  been 
placed  in  the  hands  of  William  Van  Stuyters, 
temporary  receiver. 


GLOBE 


RECORDS 

Numbers  that  Mean 

SOMETHING 


April  Releases 


T;13  Dearest,  You're  the  Nearest  to  My 
Heart — Fox-trot, 

Orpheum   Melody  Masters 
Caucasia — Fox-trot.  ..Coreyfonic  Orchestra 

7'J15  Saw  Mill  River  Road  (From  "Glory") 

—Fox-trot   California  Ramblers 

lady  Butterfly  (From  "I^ady  Butter- 
fly")— Fox-trot  ...California  Ramblers 

Till  SAvcct  One — Fox-trot, 

Orpheum  Melody  Masters 
Three  tittle  AVords — Fox-trot, 

Coreyfonic  Orchestra 

T113  Steal  a  Little  Kiss— AValtz, 

Symphonia  Dance  Orch. 
Honeymoon  Time — AValtz, 

Symphonia  Dance  Orch. 

7310  Farewell  Blues — Fox-trot, 

Original  Memphis  Five 
Harmony  Blues — Fox-trot, 

Original  Slemphis  Five 

lins  \rtnt  Hagar's  Bines  —  Vocal  Blues  

Contralto  Solo   Alice  Leslie  Carter 

The  Down  Home  Blues — Vocal  Blues  

Contralto  Solo   Alice  Leslie  Carter 

7308  Agg-ravatin'  Papa.  Don't  You  Try  to 
Two-Timc  Me  —  Vocal  Blues  —  Or- 
chestra  Accomp  "Sister"  Harris 

Sugar  Blues — Vocal  Blues — Orchestra 
Accomp  "Sister"  Harris 

73U  Out    AVhere   the   Blue   Begins — Tenor 

Solo — Orchestra  Ace. ..  .Vernon  Dalhart 
Faded   Love   Letters   of   Mine — Tenor 
Solo — Orchestra  Ace. Charles  Harrison 

HEBREW  AND  POLISH  RECORDS 

.5117  Sim  Sholem — Baritone  S0I0..M.  Steinberg 
Bir'chas  Kohanim — Baritone  Solo. 

M,  Steinberg 

.5118  .Jak  To  Na  Wojence  Ladnie — Baritone 

Solo — Orchestra  -Iccomp-.A.  Balucinski 
Nie  Placz  Dziewczyno — Baritone  Solo 
— Orchestra  Accomp  A.  Balucinski 


Globe  record  sales  are  growing  beyond  all 
expectations. 

One  demonstration — and  Globe  records 
are  sold.  The  remarkably  clear  tone,  the 
absence  of  noise,  the  wearing  quality,  the 
handsome  appearance,  are  THE  selling 
factors  which  multiply  sales  and 
PROFITS! 

Globe  records  are  NEW-TYPE,  improved 
records — different  from  all  other  records, 
better  than  all  other  records. 

We  will  show  you  how  our  new,  quick 
service  plan  and  larger  sales  put  profits 
into  your  record  department  far  bigger 
than  you  have  ever  thought  possible. 

That  is  why  dealers  who  have  taken  on 
Globe  records  .'^RE  making  money — 
because  they  REPEAT. 


GLOBE  RECORD  DISTRIBUTING 
CORPORATION 


30  Church  Street 


New  York 


Better  than  standard 


168 


THE   TALKING   MACHINE  WORLD 


March  15,  192,? 


-  Doehler  Die-Cast  Zinc  Alloy  Phonograph  Tone-Arm. 


Strikes,  fires,  freight  tie-ups  or  other 
unforeseen  contingencies  cannot  cut  off 
the  supply  of  die-castings  to  Doehler 
customers. 

In  Brooklyn  is  one  big  Doehler  plant — 
in  Toledo  another — with  interchangeable 
equipment  and  each  with  a  large  "over- 
load capacity"  available  in  emergency  by 
means  of  reserve  machinery. 

This  dupHcation  of  Doehler  facilities 
gives  "production  insurance"  to  Doehler 
customers — assures  them  uninterrupted 
service. 

BROOKLYN.  N.Y. 

TOLEDO.  OHIO. 


IMPORTANT  ACTIVITIES 

IN  CINCINNATI  FIELD 


Columbia  Territory  Under  Local  Management 
Divided  Between  Other  Branches — Dealers 
Add  New  Lines — Brunswick  Conference 


Cincinnati,  O.,  March  9. — In  line  with  the  new 
policy  of  the  Columbia  Graphophone  Co.  to  con- 
centrate its  distribution  centers  as  much  as  pos- 
sible to  facilitate  service  and  lower  overhead 
costs,  the  local  branch  of  the  company  has  been 
discontinued  and  the  territory  formerly  covered 
by  the  local  organization  has  been  divided  into 
four  parts,  which  in  the  future  will  be  served 
by  the  Cleveland,  Pittsburgh,  Atlanta  and  Chi- 
cago branches.  R.  H.  Woodward,  manager  of 
the  local  organization  for  the  past  several  years, 
was  offered  a  similar  position  with  an  Eastern 
branch,  which  he  declined,  having  a  number  of 
propositions  under  consideration.  J.  H.  Kruse, 
assistant  to  Mr.  Woodward  and  credit  manager, 
will  be  busy  clearing  up  loose  ends  for  the 
next  few  months,  when  he  will  take  another 
position.  L.  Naber,  formerly  record  manager  of 
the  Columbia  Co.'s  branch  here,  has  been  of- 
fered another  position.  U.  V.  O'Banyon,  of  the 
sales  force,  has  been  placed  in  charge  of  the 
local  territory  and  will  make  his  headquarters 
in  this  city.  G.  E.  Kleeman,  also  of  the  sales 
organization,  will  go  back  to  his  old  territory 
in  Kentucky.  Ross  Wilson,  formerly  manager 
of  dealers'  service,  will  in  all  probability  be 
retained  by  the  company,  and  W.  Wemmer  has 
been  placed  in  charge  of  a  sub-district  ware- 
house, with  Hal.  Meader  as  his  assistant.  The 
lease  on  the  former  local  headquarters  will  be 
disposed  of,  it  is  understood. 

The  Pittsburgh  and  Cleveland  Columbia 
branches  will  in  the  future  serve  the  eastern 
Ohio  territory.  West  Virginia  will  also  go  to 
Pittsburgh.  The  Atlanta  branch  will  have' 
charge  of  Tennessee,  and  Indiana,  Kentucky 
and  the  rest  of  Ohio  have  been  assigned  to 
Chicago. 

The  local  branch  of  the  Brunswick  Co.,  under 
the  management  of  J.  E.  Henderson,  is  a  scene 
of  busy  activity  these  days.  The  new  system 
of  record  releases  is  proving  a  big  factor  in 
bringing  people  into  the  stores,  thus  giving  the 
salespeople  a  chance  to  get  in  their  good  work 
more  often  than  under  the  old  arrangement  of 
monthly  releases,  according  to  Manager  Hen- 
derson, 

-''  A  number  of  new  concerns  who  have  se- 
cured the  Brunswick  line  during  the  last  month 
include  C.  G.  Gates,  of  Clarksville,  Tenn.;  Riggs 
&  Fisher,  Pennsboro,  W.  Va. ;  Turner  &  Ware, 
Turner,  W.  Va.;  J.  P.  Riddle  &  Co.,  Pikeville, 
Ky.,  and  Burrier  &  Stickrath,  Zanesville,  O. 

A  conference  of  the  salesmen  of  the  Bruns- 
wick branch,  together  with  the  sales  staff  of 
.Steinway  &  Sons,  in  this  territory,  interested  iff 
the  sale  of  Brunswicks,  was  held  recently  in 
the  Gibson  Hotel.  Interesting  addresses  were 
made  by  A.  L.  Fram,  sales  manager,  of  Chicago; 
J.  E.  Henderson,  sales  manager  of  the  Cin- 
cinnati branch,  and  Messrs.  Wells  and  Brown- 
ing, of  the  Steinway  organization.  About  thirty 
salesmen  were  present. 

The  sales  stafi  of  the  Sterling  Roll  &  Record 
Co.,  this  city,  has  been  strengthened  by  the  ad- 
dition of  Glenn  Rock,  formerly  connected  with 
the  Indianapolis,  Ind.,  Columbia  branch.  In 
his  new  connection  he  will  cover  the  Indiana 
territory,  making  his  headquarters  in  Indian- 
apolis. 

The  demand  of  dealers  for  Victrolas  and  rec- 


ords has  been  so  great  during  the  past  month 
that  the  Ohio  Talking  Machine  Co.,  Victor  dis- 
tributor for  this  territory,  is  far  behind  in  filling 
orders.  The  company  estimates  that  it  is  about 
a  thousand  machines  behind  in  delivery  and  the 
same  condition  prevails  in  the  record  end  of 
the  business. 

John  R.  Griffith,  of  the  sales  department  of 
the  Ohio  Talking  Machine  Co.,  has  just  been 
discharged  from  the  Good  Samaritan  Hospital, 
where  he  was  confined  for  several  weeks  be- 
cause of  sickness. 

The  local  Edison  branch,  manager,  P.  H.  Oel- 
man,  is  also  far  behind  in  filling  orders.  The 
instruments  are  disposed  of  as  soon  as  they 
are  received  by  the  local  headquarters,  so  great 
is  the  demand. 


BUSH  TEMPLE  IN  DALLAS  SOLD 

Bush  &  Gerts  Piano  Co.  to  Continue  to  Occupy 
Present  Quarters 


Dallas,  Tex.,  March  7. — The  property  at  1311-13 
Elm  street,  this  city,  on  which  stands  the  Bush 
Temple  of  Music,  has  been  sold  by  M.  N.  Baker 
to  M.  Rude,  a  large  real  estate  operator.  The 
Bush  Temple  is  a  four-story  building  recently 
remodeled,  in  which  the  Bush  &  Gerts  Piano 
Co.  occupies  the  first  two  floors,  the  two  upper 
floors  being  given  over  to  music  studios.  The 
piano  company  has  a  lease  which  does  not 
expire  for  six  years  and  no  immediate  change 
in  tenancy  is  expected. 


SPECHT  PLAYS  FOR  PRESIDENT 


Paul  Specht,  the  noted  orchestra  leader,  Keith 
vaudeville  headliner  and  Columbia  recording 
artist,  played  for  President  Harding  recently 
at  the  annual  dinner  of  the  famous  "Evening 
Star  Club,"  given  at  the  New  Willard  Hotel, 
Washington,  D.  C. 


Make  plans  for  your  Spring  drive  now. 


FOR  SALE 

On  account  of  death  phonograph  store  in  Bridge- 
port, Conn.  Established  10  years.  Columbia  and 
Sonora  agencies.  Can  also  get  Victor  and  Bruns- 
wick. Beautiful  fixtures.  Entire  deal  about  $3,000. 
Small  expense.  Exceptional  chance.  Write 
"Barber,"  14  Middle  St.,  Bridgeport,  Conn. 


FOR  SALE 

A  good  music  business  in  a  prosperous  Missouri 
town  of  2,500  people  surrounded  by  some  of  the 
best  agricultural  territory  in  the  state.  The  near- 
est competitor  is  twenty  miles  away.  Address  "D," 
care  of  The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 


CARVED  LEGS 

Eight  designs  in  gum,  oak  and  ma- 
hogany. Prices  reduced.  Send  for  cir- 
cular. Klise  Mfg.  Co.,  Grand  Rapids, 
Mich. 


For  Cincinnati 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

N.  W.  Cor.  7th  and  Main  Sts.  Stanley  Reis,  Branch  Mgr. 
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WORLD'S  CLASSIFIED  ADVERTISING 

Any  member  of  the  trade  may  forward  to  this  office  a  "Situation"  advertisement 
intended  for  this  Department  to  occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without  cost.  Additional  space  will 
be  at  the  rate  of  25c.  per  line.  If  bold  faced  type  is  desired  the  cost  of  same  will  be 
25c.  per  line.    Rates  for  all  other  classes  of  advertising  on  application. 


WANTED — An  experienced  talking  machine 
salesman,  who  is  familiar  with  the  Victor  and 
Brunswick  lines,  and  is  willing  to  work  into  a 
responsible  position  with  house  in  Middle  West. 
Address  "Box  1265,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 

WANTED — Salesmen  to  sell  complete  line  of 
phonographs,  records,  accessories,  musical  in- 
struments, etc.,  to  the  dealer.  Our  line  is  an 
easy  seller.  Strictly  commission,  full  protection 
on  re-orders  and  territory.  Write  at  once,  as 
territory  is  limited.  Address  "Box  1266,"  care 
The  Talking  Machine  World,  373  Fourth  Ave., 
New  York,  N.  Y. 

WANTED — Live  travelers,  calling  on  phono- 
,  graph  and  music  dealers,  to  sell  two  splendid 
selling  articles  in  connection  with  phonographs. 
Ten  per  cent  commission  paid.  Give  references, 
and  particular  lines  handled,  and  territory  cov- 
ered, with  your  reply.  Address  "Box  1267." 
care  The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 

WANTED— AN  EXPERIENCED  PHONO- 
GRAPH REPRESENTATIVE  TO  COVER 
THE  ENTIRE  NEW  ENGLAND  TERRI- 
TORY. FOR  SUCH  A  MAN  WE  HAVE  TO 
OFFER  THREE  EMERSON  UPRIGHT 
MODELS  WITH  TWO  CONSOLE  TYPE 
MODELS  AND  THE  REGULAR  PLAYER- 
TONE  LINE  OF  UPRIGHT  AND  CON- 
SOLE TYPE  PHONOGRAPHS.  WE  HAVE 
A  LIBERAL  PRICE  TO  THE  DEALER  IN 
LARGE  AND  SMALL  QUANTITIES  AND 
WILL  PAY  A  GOOD  COMMISSION  TO 
THE  RIGHT  MAN  WHO  IS  ACQUAINTED 
WITH  THE  PHONOGRAPH  BUSINESS. 
STATE  YOUR  PAST  EXPERIENCE  IN 
FIRST  LETTER  AND  REFERENCES. 
PLAYER-TONE  TALKING  MACHINE  CO., 
967  LIBERTY  AVENUE,  PITTSBURGH,  PA. 

WANTED — Store  manager.  Capable  executive 
with  practical  experience  in  selling  Victrolas, 
pianos  and  musical  instruments.  Excellent  op- 
portunity and  salary  for  right  party.  Write  (do 
not  call),  giving  business  experience  in  detail. 
Strict  confidence  observed.  Benjamin  Landay, 
Landay  Bros.,  311  Sixth  Ave.,  New  York,  N.  Y. 

WANTED — Young  man  with  experience  in 
phonograph  stores  to  travel  extensively  for 
calling  on  the  retail  trade,  also  institutions, 
clubs,  schools  and  large  corporations  to  demon- 
strate and  introduce  a  line  of  electrical  equip- 
ment for  well-known  manufacturer  of  thirty 
years'  standing.  Must  have  sales  ability.  Write, 
stating  experience,  education,  age  and  salary 
desired.  Address  "Box  1268,"  care  The  Talking 
Machine  World,  373  Fourth  Ave.,  New  York, 
N.  Y. 

WANTED — Salesman  calling  on  phonograph 
trade  to  carry  a  patented  record  brush  with 
dealers'  "ad."  Our  brush  is  absolutely  the 
best  seller,  trade-marks,  buildings,  portraits  re- 
produced on  a  celluloid  top  in  1  to  9  colors. 
Send  for  sample  and  commission  proposition. 
Address  Philadelphia  Badge  Co.,  942  Market 
St.,  Philadelphia,  Pa. 

POSITION  WANTED— Record  factory  manager  desires 
change.  Thorough  practical  knowledge  of  the  business 
and  formulas  for  each  department.  Specialty  formulas 
for  material  stock  and  the  handling  of  men.  Reasonable 
remuneration  for  steady  position.  Apply  "Box  1923," 
care  The  Talking  Machine  World,  373  Fourth  Ave.,  New 
York,   N.  Y. 

POSITION  WANTED— Young  man,  with  years  of  ex- 
perience oil  all  makes  of  phonographs,  as  repairman  and 
salesman,  in  wholesale  and  retail,  wishes  steady  posi- 
tion. Address  "Box  1269,"  care  The  Talking  Machine 
World,   373   Fourth   Ave.,   New   York.   N.  Y. 

POSITION  WANTED— Accountant.  Bookkeeping  done 
for  firms  without  bookkeepers.  Systems  installed.  Tax 
matters  executed.  References  Victor  dealers.  Address' 
"Box  1244,"  care  The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 


SPRINGS 

VICTOR 

li/4"x. 022x17',  bent  each  end  No.  6543  $.57 

iyi"x.022xl8'  6"  marine  ends  No.  3014  .58 

l>4"x.022xl7'  marine  ends  No.  3014  .55 

l%"i.022xl7'  bent  arbor  No.  6362  .57 

li4"x. 022x13'  bent  arbor  No.  5423  .60 

Ii4"x-022x9'  bent  arbor  No.  5427  .42 

Ii4"x.022x9',  bent  each  end  No.  6546  .42 

l"x.020xl3' 6"  marine  ends  No.  2141  .32 

l"x.020xl5'  marine  ends  No.  3335  .35 

l"x.020xl5'  bent  arbor  No.  53M  .38 

l"x.020xl5',  bent  each  end  No.  6546  .43 

%"x.020x9'  marine  ends  No.  »88  .29 

COI.UMBIA 

l"x.028xl0'  Universal  No.  2951  .33 

l"x.028xll'  Universal  No.  2951  .35 

l"x.030xll'  hook  ends  45 

l"xll'  for  motor  No.  1  No.  1219  .35 

HBINEMAN 

l"x. 025x12'  motors,  Nos.  33  &  77  33 

1  3/l«"x.026xl9',  also  Path6  75 

1  3/16"x.026xl7'   No.  4  .59 

MEISSELBACH 

%"xlO'  motors,  Nos.  9  &  10  29 

l"x9'  motors,  Nos.  11  &  12  29 

l"xl()'  motors,  Nos.  l(i,  17  &  19  49 

2"x. 022x16',  rectangular  hole,  ISklO   1.2U 

SAAL-SILVERTONE 

l"x.027xlO',  rectangular  bole  No.  144  .42 

l"x. 027x13',  rectangular  hole  No.  145  .48 

l"x. 027x16',  rectangular  hole  No.  146  .58 

BRUNSWICK 
l"x.025xl2',  rect'gular  hole,  regular.No.  201  .45 
l"x.025xl8',  rect'gular  hole,  regular.No.  401  .60 

KRASUERU 
l"xl2'  motor  2A,  pear-shape  and  rect.iioles  .45 

l"xl6'  motor  3  &  4,  on  outer  end  55 

EDISON  DISC 

l%"x. 028x25',  regular  size  disc  motors   1.25 

l"x.032xll',  Standard  55 

1  5/16",   Home  70 

1  5/16"xl8'  type  A  150,  old  style  disc   1.28 

1"   Amberola  30-50-75  56 

1  1/16",  B  SO    1.15 

SUNDRIES 

l"x.025xl6'  rectangular  hole  50 

l"x.02.5xl6',  pear-shaped  hole  50 

%"x.023xl0',  marine  ends,  Hein.  Col.,  etc  29 

%"x.025xl0',  marine  ends,  Hein.  Col.,  etc  27 

%"x.020x9',  marine  ends  21 

%"x.020x9',  marine  ends  18 

Victor  Gov.  springs.  No.  1729  per  100  .95 

Victor  Gov.  spring  screws.  No.  3304.. per  100  .92 

Victor  Gov.  balls,  n/style.  No.  3302  each  .07 

Victor  Gov.  spring  screw  washer  per  100  .72 

Columbia  Gov.  springs,  No.  3510  per  100  .95 

Columbia  Gov.  spring  screws,  No.  439.  per  100  .92 
Columbia  Gov.  spring  screw  washers. per  100  .72 
Columbia  Gov.  ball,  lead,  flat  and  spring...  .08 
Columbia  Gov.  ball,  new  style  &  spring...  .08 
Turntable  felts,  all  wool,  green,  10",  round.  .15 
Turntable  felts,  all  wool,  green,  12",  round.  .18 
Terms,  2%  cash  with  order. 

TALKING  MACHINE  SUPPLY  CO.,  PARK  RIDGE,N.J. 


FOR  SALE  OR  RENT 

On  a  Royalty  Basis. 

Only  record  plant  in  the  heart  of  New  York 
City.  Production  12,000  daily;  with  double 
shift  can  make  24,000  records  daily.  Have 
facilities  to  increase  to  100,000  records  daily. 
Apply  Lucky  13  Phonograph  Co.,  424-430 
East  19th  St.,  New  York,  N.  Y. 


SALESMAN  WANTED 

Salesman  traveling  established  territory, 
calling  on  talking  machine  and  drug 
trades,  can  make  large  additional  income 
through  large  initial  commission  and  com- 
mission on  repeat  orders.  No  bulky  sam- 
ples required.  Greatest  line  of  semi-per- 
manent needles  on  the  market.  Made  by 
one  of  oldest,  time-tried  and  proven  con- 
cerns affiliated  with  phonograph  industry 
from  its  inception.  When  replying  state 
territory  covered  and  period  of  time  trav- 
eled. Address  "Bo.k  1241,"  care  The  Talk- 
ing Machine  World,  373  Fourth  Ave.,  New 
York,  N.  Y. 


FOR  SALE 

Sixty-five  No.  1  Supreme  Nickel-plated 
tone  arms.  Price,  $1.25  each.  Address 
Parlephone  Co.,  St.  Joseph,  Mo. 


FOR  SALE 

One  of  the  best  retail  piano  and  phonograph 
stores  in  Ohio ;  plenty  of  room  ;  good  loca- 
tion ;  modernly  equipped,  low  rent ; '  long 
lease ;  fine  established  trade ;  largest  and 
best  store  in  the  city,  a  small  city  but  grow- 
ing rapidly ;  fine  and  thickly-settled  farms 
surrounding  city ;  plenty  of  factories  now 
running  full  capacity.  Positively  no  better 
proposition  in  Ohio.  Will  bear  strictest  in- 
vestigation. Will  sell  with  or  without  book 
accounts.  Present  owner  wants  to  retire 
from  retail  piano  business.  Address  "H.  O. 
Milton,"  care  Talking  Machine  World,  373 
Fourth  Ave.,  New  York,  N.  Y. 


FOR  SALE 

Thriving  phonograph  store  located  in 
New  York  City,  handling  leading  makes 
of  machines  and  records,  new  booths 
and  complete  new  equipment.  Handles 
pianos  and  music  rolls.  Will  sell  at 
inventory.  Present  owner  retiring  from 
business.  Best  offer  will  buy.  Spot 
cash  only.  Oueensboro  Music  Shops, 
8  Union  Ave.,  Jamaica,  N.  Y. 


FOR  SALE 

2,000  new  Edison  Blue  Amberol  rec- 
ords in  original  cartons.  $20.00  per 
hundred.  H.  H.  Leopold,  1566  Main 
St.,  Bridgeport,  Conn. 


FOR  SALE 

Standard  lateral-cut  records,  slightly  used;  suit- 
able for  record  exchange  business;  lots  of  100,  at 
9  cents;  lots  of  500,  at  8  cents;  lots  of  1,000,  at 
7'^  cents;  lots  of  10,000,  at  7  cents.  Send  check 
for  sample  hundred.  A.  W.  Moore,  526  Duquesne 
Way,  Pittsburgh,  Pa. 


FOR  SALE 

Victor  music  store;  eight  sound-proof  booths;  6,000 
records  and  stock  of  Victor  machines  only;  lease 
arranged;  ten  miles  from  New  York;  good  live 
town;  other  business  interests  force  me  to  sell 
Address  "Box  1271,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 


FOR  SALE 

Music  store  in  the  Middle  West;  small  agricul- 
tural city.    Victor,  Edison  and  Gulbransen  agency. 

Present  business  average  around  $50,000  a  year; 
sheet  music,  records  and  small  goods  will  net 
$200  per  month.  An  investment  of  S5.000  will  buy; 
will  give  time  on  the  balance.  Write  Chappell's 
Music   Store.    Concordia,  Kansas, 


WILL  PAY  SPOT  CASH 

for  used  cylinder  records ;  also  used 
Victor,  Columbia  and  Edison  disc  rec- 
ords and  piano  rolls.  Fuller  Phono- 
graph Exchange,  Wichita,  Kansas. 


FOR  SALE 

in  Minnesota  town  of  11,000,  beautifully  equipped 
Edison  phonograph  shop;  plate-glass  sound-proof 
booths,  mahogany  trimmed;  wonderful  opportunity 
for  hustler;  fine  stationery  business  in  connec- 
tion; $10,000  will  handle.  Address  "Box  1272," 
care  The  Talking  Machine  World,  373  Fourth  Ave., 
New   York,   N.  Y. 


POSITION  WANTED— Executive,  o6  years  old,  ex- 
perienced in  the  phonograph  business,  both  wholesale 
and  retail,  is  open  for  a  position.  What  have  you 
to  offer?  Please  state  salary.  Address  "Bo-x  1270." 
care  The  Talking  Itachine  World,  373  Fourth  Ave.,  Iv'^ew 
York,  N.  Y=       "  ■ 
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W.  LIONEL  STURDY,  MANAGER 


Trade  Conditions  Continue  Bright — Federation 
of  British  Music  Industries  Holds  Fourth  An- 
nual Dinner — Noted  Speakers — King  George 
Opens  British  Industries  Fair — Disque  Pat- 
ents for  Sale — Gramophone  Association  to 
Convene — Federation  of  Music  Industries  Do- 
ing Wonderful  Work — News  of  the  Month 


London,  E.  C,  March  2. — Gramophone  trade 
conditions  continue  fairly  bright  this  side  and 
it  really  looks  like  becoming  as  prolonged  a 
season  as  in  the  good  old  days.  During  the 
last  two  or  three  years  at  this  time  business 
slumped  to  a  somewhat  depressing  extent;  the 
present  contrasting  brightness  is  therefore  con- 
sidered to  presage  a  more  healthy  and  steady,  if 
slow,  revival. 

The  1920  express-speed  slump  brought  down 
our  trade  to  almost  a  margin  of  insecurity. 
This  is  confirmed  by  the  many  business  failures. 
That  the  gramophone  trade  escaped  with  so  few, 
comparatively,  remains  a  wonder,  but  for  many 
a  firm  the  struggle  to  pull  through  has  been 
long  and  hard.  Little  surprise,  therefore,  need 
be  expressed  that  progress  towards  trade  re- 
covery has  been  retarded  by  financial  difficulties 
and  industrial  instability,  not  to  mention  the 
chaotic  state  of  the  world  markets — European 
in  particular — through  political  and  economic 
turmoil.  We  are  not  yet  out  of  the  woods,  even 
if  we  continually  sight  an  elusive  daylight 
through  the  outer  fringe. 

Trade  is  nevertheless  progressive,  and,  as  1 
have  often  expressed,  it  will  return  to  normality 
alt  its  own  good  tortoise  pace — slow  and  steady, 
but  sure.  In  these  circumstances  the  present  state 
of  the  British  gramophone  industry  is  distinctly 
and  without  question  satisfactory.  If  any  one 
thing  in  particular  is  responsible  for  an  exten-  | 
sion  of  the  record  and  machine  sales-period,  it 
is  the  all-pervading  craze  for  dancing.  This  is 
so  manifest  that  every  company  issues  regular 
monthly  bulletins  of  new  terpsichorean  num- 
bers. The  demand  for  such  records  really  seems 
inexhaustible.  Its  influence,  too,  on  machine 
sales  contributes  greatly  to  the  benefit  of  dealer, 
factor  and  manufacturer.  ..  { 

One  other  aspect  of  the  situation  is  worthy 
of  reference — does  radio  affect  gramophone  ■ 
sales?  Here  we  have  an  already  esta|3lished  new- 
form  of  entertainment  which  is,  perhaps,  less 
expensive  than  buying  gramophone  and  records. 
And  the  public  is  buying  receiving  sets  to  an 
amazing  extent.  Manufacturers  are  simply  too 
busy  even  to  advertise  largely  and  the  con- 
clusion that  this  big  trade  must  be  detrimental 
to  the  position  of  the  gramophone  is  but  reason- 


able. On  the  face  of  things,  it  would  seem  that 
gramophone  sales  have  not  been  affected.  Yet 
one  is  compelled  to  the  thought  that  these  sales 
would  have  been  much  greater  had  it  not  been 
for  wireless.  There  are,  of  course,  many  argu- 
ments in  support  of  the  theory  respecting  the 
supremacy  of  the  gramophone  in  its  freedom 
of  musical  choice  in  contrast  to  the  cut  and 
dried  broadcasting  programs,  but  the  fact  re- 
mains that,  being  a  new  craze  and  scientific 
wonder,  wireless  does  hold,  if  temporarily,  a 
first  place  in  many  homes.  But  I  doubt  if  it  can 
ever  oust  the  gramophone  permanently.  Time 
will  show! 

Fourth  Annual  Dinner  of  the  F.  B.  M.  I. 

The  Federation  of  British  Music  Industries' 
annual  dinner  at  Hotel  Victoria,  this  city,  to 
which  I  referred  briefly  in  my  last  report,  was 
a  notable  affair.  With  a  trade  attendance  of 
nearly  250,  representative  of  all  the  associations, 
an  excellent  opportunity  was  furnished  to  in- 
dulge in  friendly  discourse,  "shop"  talk  being 
not  altogether  excluded.  Which  is  as  it  should 
be.  The  speeches  were,  perhaps>  not  quite  up 
to  the  high  standard  of  last  year,  but  they  struck 
an  interesting  note.  Proposing  the  toast  of 
"Music,"  the  Rt.  Hon.  Sir  Joseph  Cook,  G.  C. 
M.  G.,  High  Commissioner  for  Australia,  the 
star  guest  of  the  evening,  made  a  tactful  speech, 
to  which  Sir  W.  H.  Hadow,  C.  B.  E.,  made 
response,  encouraging  alike  to  the  British  man- 
ufacturers and  British  music  composers.  Col. 
John  Somerville,  C.  M.  G.,  XT.  B.  E.,  toasted 
"The  Federation"  in  sincere  terms  of  admira- 
tion of  the  really  valuable  service  it  provided 
in  the  cause  of  British  music,  and  to  this  the 
president  of  the  Federation,  R.  W.  Gentland, 
took  the  opportunity  of  enlightening  his  audi- 
ence upon  the  diversity  and  far-reaching  work 
accomplished  by  the  remarkable  Association 
over  which  he  so  ably  presides.  Other  interest- 
ing speeches  were  made  bv  Sir  Frederick 
Bridge,  C.  V.  O.,  M.  A.,  Mus.  Doc;  Lt.  Col.  J. 
MacKenzie  Rogan,  C.  V.  O.,  Mus.  Doc:  Fred. 
B.  Allen:  Sir  W.  H.  Clark,  K.  C.  S.  L,  C.  M.  G.. 
and  Louis  Sterling. 

H.  M.  the  King  Opens  British  Industries  Fair 
A  good  start-off  to  the  B.  I.  F.  on  the  opening 
day  (February  19)  was  given  by  the  presence 
of  King  George,  the  Queen  and  other  members 
of  the  Royal  Family,  who  toured  the  four  miles 
of  stands,  making  an  inquiry  or  passing  an 
encouraging  word  here  and  there.  Their  majes- 
ties made  an  inquiry  or  two  of  the  musical  ex- 
hibitors. 

The  music  section  makes  quite  a  good  show- 
ing repre=;entative   of  the   best    British  piano. 
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player  and  gramophone  manufacturers.  Of  the 
latter,  excellent  exhibits  are  made  by  the 
Aeolian  Co.,  Ltd.;  Bandmaster,  Ltd.;  British 
Watch  Co.,  Ltd.  (motors);  Disque  Cabinet  Co., 
Ltd.;  Duophone  Syndicate,  Ltd.;  Electric 
Gramophones,  Ltd.;  Garrard  Engineering  Co., 
Ltd.  (motors);  Alfred  Graham  &  Co.,  Gramo 
Depot,  Johnson  Talking  Machine  Co.,  Ltd.; 
Kestraphone,  Ltd.;  Bertram  Lenthall  (sound 
boxes),  Gerophone,  Ltd.;  C.  H.  Roberts  Mfg. 
Co.,  Ltd.   (Bestone),  and  World  Record,  Ltd. 

As  to  actual  business  it  is  yet  early  to  speak, 
but  of  prospect  there  is  every  hope  in  the  gen- 
eral belief  that  orders  placed  at  this  year's  ex- 
hibition will  substantially  outnumber  those  of 
last  year.  In  comparison,  prices  of  pianos  and 
gramophones  are  somewhat  less  than  average 
values  at  the  last  fair.  The  overseas  branch  of 
the  board  of  trade  has  issued  thousands  upon 
thousands  of  invitations  to  traders  in  the  U.  K. 
and  abroad.  Interpreters  are  provided  and 
every  facility  offered  to  transact  business. 
Gramophones  on  the  Hire  Purchase  System 
Much  interest  is  taken  here  in  the  develop- 
ment of  gramophone  sales  on  the  easy  payment 
basis,  several  different  schemes  being  in  force. 
An  increasing  number  of  dealers  throughout  the 
United  Kingdom  are  running  their  own  schemes 
locally,  and  in  a  national  sense  the  Gramo- 
phone Co.,  Ltd.,  has  taken  much  newspaper 
space  recently  to  extend-its  unique  instalment 
sales  plan,  of  course,  through  the  company's 
accredited  retailers. 

The  Sonora  agents,  Keith  Prowse  &  Co., 
Ltd.,  also  have  in  force  a  generous  hire  pur- 
chase scheme  that  is  favored  by  dealers.  In- 
creased trade  has  been  gained  by  Barnett  Sam- 
uel &  Sons,  Ltd.,  for  their  well-known  Decca 
series  of  gramophones  under  a  special  easy  pay- 
ment system.  Yet  another  firm  recently  to 
come  into  line  is  the  Gramophone  Mfg.  Co., 
whose  large  mail-order  business  has  encouraged 
the  adoption  of  facilities  of  hire  purchase  on  a 
favorable  basis. 

Valuable  Canadian  Patent  for  Sale 
In  the  Canadian  section  of  this  journal  an 
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announcement  of  interest  is  made  to  all 
Canadian  phonograph  houses.  It  concerns  the 
"Disque"  system  of  filing. and  storing  records. 
Put  up  in  a  variety  of  cabinet  designs  of  hand- 
some appearance,  this  system  is  undoubtedly  a 
most  efifective  arrangement  for  the  protection 
and  filing  of  records.  There  is  a  separate  felt- 
lined  compartment  for  each  record  and  by  a 
simple  scheme  of  indexing  one  can  instantane- 
ously obtain  any  desired  record.  It  is  really  an 
ingenious  system  and  being  covered,  as  I  under- 
stand, by  master  patent  (No.  219095)  is  fully 
protected  against  infringement.  The  offer  to 
Canadian  firms  is  therefore  an  exclusive  one, 
well  worthy  of  investigation.  Full  particulars 
of  the  inventor's  ofifer  will  be  found  on  refer- 
ence to  the  announcement  in  the  Canadian 
section. 

The  Gramophone  Association  Showing  Vitality 

Judging  by  the  number  of  new  members 
booked  by  the  Association  of  Gramophone  and 
Musical  Instrument  Manufacturers  and  Whole- 
sale Dealers,  there  should  be  a  good  representa- 
tion of  these  branches  of  the  music  trade  at  the 
forthcoming  Buxton  Convention.  This  is  an- 
ticipated so  far  as  concerns  the  gramophone 
section  by  the  very  keen  interest  evinced  over 


the  suggested  revision  of  exchange  schemes  for 
obsolete  and  unsalable  records.  Because  of 
the  diversity  of  opinion  in  regard  to  the  best 
method  for  general  adoption,  it  has  been 
thought  advisable  that  the  matter  be  referred 
for  full  and  open  discussion  by  those  concerned 
at  the  convention  in  May  next.  Other  im- 
portant questions  will  fill  up  an  interesting 
agenda.  The  record  exchange  problem  came 
under  review  at  the  last  convention — Blackpool. 
The  interim  has  been  usefully  spent  in  propa- 
ganda work  among  manufacturers  and  dealers 
with  the  result  that  one  may  reasonably  an- 
ticipate a  general  acceptance  of  some  definite 
scheme  as  the  outcome  of  the  next  convention 
discussion.  The  fourth  annual  dinner  of  the 
above  Asso^ciation  will  be  held  March  15  at 
Frascati's,  London,  on  the  occasion  of  which 
Louis  Sterling,  president,  is  due  to  preside. 
Exhibitions  and  Exhibitions! 
In  the  opinion  of  many  members  of  the  trade 
with  whom  I  have  spoken,  we  seem  to  be  suf- 
fering a  surfeit  of  proposals  for  exhibitions  at 
the  wrong  time.  Even  the  British  Industries 
Fair  is  thought  to  be  held  at  an  unsuitable 
period  for  the  music  trade,  and  now  comes  the 
announcement  of  an   International   Music  Ex- 


hibition at  the  Crystal  Palace  in  June.  This 
coincides  with  the  musical  festival  period.  The 
object  of  the  latter  is  to  aflford  British  manu- 
facturers an  opportunity  of  showing  their  goods 
in  contrast  side  by  side  with  foreign  products. 
Wonderful  Work  Accomplished 

Almost  daily  evidence  reaches  this  office  of 
ihe  value  of  the  work  of  the  Federation  of 
Music  Industries.  Its  recent  propaganda  work 
and  educational  lectures  have  been  a  potent 
factor  in  helping  sales  of  pianos,  gramophones, 
organs  and  other  musical  instruments.  Actual 
proofs  are  given  by  more  than  one  retailer  in 
this  respect.  Booklet  No.  5,  just  issued  by  the 
Federation,  reveals  that  343  lectures  on  music 
have  been  delivered  in  seventy-nine  centers  to 
more  than  forty-four  thousand  persons. 
King  George  Listens  to  World  Record 

At  the  British  Industries  Fair,  H.  M.  King 
George  spent  a  few  minutes  at  the  World  rec- 
ord stand,  listening  by  headphone  to  one  of 
Fred  Duprez's  recordings  which  was  entirely 
encased.  The  inventor  of  this  long-playing  rec- 
ord, Mr.  Pemberton  Billing,  also  visited  the 
fair  and  will,  I  understand,  shortly  be  paying 
another  visit  to  the  United  States  in  connection 
with  his  record  and  controller. 
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Washington,  D.  C,  March  8— Sound  Box. 
John  A.  Lunden,  Chicago,  III,  assignor  of  one- 
half  to  Robert  C.  Danly,  same  place.  Patent 
No.  1,436,970. 

This  invention  relates  to  that  type  of  sound 
boxes  for  phonographs  and  like  sound-produc- 
ing instruments  in  which  the  needle  or  stylus 
mounting  is  connected  to  the  sound-producing 
diaphragm  by  an  angularly  disposed  bar  and  is 
pivotally  mounted  on  the  sound  box  casing, 
and  the  present  improvement  has  for  its  main 
object: 

To  provide  a  structural  formation  and  asso- 
ciation of  parts  in  a  stylus  mounting  whereby  a 
simple  and  durable  pivotal  attachment  to  the 
sound  box  casing  is  attained,  in  which  the 
vibration  of  the  needle  or  stylus  is  effectively 
confined  to  a  single  plane  without  interference 
to  free  vibration  in  such  plane,  and  with  which 
lost  motion  or  play  at  the  point  of  pivotal 
connection  is  effectively  prevented  as  well  and 
any  tendency  to  movement  of  the  parts  under 


either  side  or  torsional  stresses  is  resisted  in 
an  efficient  manner. 

Figure  1  is  a  central  sectional  elevation  of  a 
sound  box  illustrating  the  preferred  arrange- 
ment of  parts  in  the  present  invention.  Fig.  2 
is  an  inverted  plan  view  of  the  same.  Fig.  3 
is  a  front  elevation  with  parts  in  section  on 
line  3 — 3,  Fig.  2.  Fig.  4  is  a  detail  side  ele- 
vation illustrating  the  pivotal  connection  of  the 
parts.  Fig.  5  is  a  detail  perspective  view  of  tlie 
stylus  mounting  parts  in  a  detachable  condition. 
Fig.  6  is  a  side  elevation  of  a  modification  show- 
ing the  arrangement  of  parts  in  connection  with 
an  ordinary  upright  type  of  sound  box. 

Sound  Box.  Charles  H.  Shaw,  Babylon,  N. 
Y.,  assignor  to  the  Aeolian  Co.,  New  York  City. 
Patent  No.  1,439,981. 

The  present  invention  relates  to  a  universal 
sound  box  adapted  to  play  Vith  minimum  ad- 
justment both  the  lateral  and  hill-and-dale  type 
of  sound  records. 

In  the  drawings  in  which  is  shown  only 
one  of  the  specific  embodiments  the  invention 
is  adapted  to  take:  Fig.  1  is  a  side  elevation 
of  a  sound  box  within  the  invention  shown 
oil  a  tone  arm,  the  full  lines  showing  it  in 
piaying  position,  the  dotted  lines  out  of  playing 
position;  Fig.  2  is  a  sectional  view  of  said 
sound  box  partly  in  elevation  on  the  line  2 — 2 
in  Fig.  1  looking  in  the  direction  of  the  arrows; 
Fig.  3  is  an  underneath  plan  view  of  the  box 
as  viewed  from  the  arrows  in  F"ig.  2;  Fig.  4 
is  a  cross-sectional  view  through  the  neck  of  the 


it  shows  a  slot  and  set-screw  form  of  connect- 
ing-means between  the  two  parts;  and  Fig.  6 
is  an  elevational  view  of  said  parts  and  modi- 
fied form  of  connecting-means  shown  in  Fig.  5. 

Sound  Box  for  Phonographs.  Robert  Head, 
Yonkers,  N.  Y.,  assignor  to  the  Aeolian  Co., 
New  York  City.    Patent  No.  1,440,294. 

The  present  invention  relates  to  improve- 
ments in  phonographs  and  more  especially  to 
sound  boxes  therefor,  the  present  application 
being  a  division  of  prior  application  filed  Janu- 
ary 28,  1916,  Serial  No.  74,781. 

The  primary  object  of  the  invention  is  to 
provide  an  improved  sound  box  and  a  novel 
mode  of  connecting  it  to  the  tone  arm  whereby 
a  greater  volume  of  sound  and  an  improved 
quality  of  tone  are  obtained  and  also  to  pro- 
vide novel  and  improved  means  whereby  the 
volume  of  sound  and  the  quality  of  the  tone 
may  be  easily  adjusted  or  modulated  to  suit 
the  requirements  of  different  records  or  the 
wishes  of  the  one  playing  the  instrument. 

Figure  1  is  a  vertical  section  taken  through 
the  upper  portion  of  a  phonograph  cabinet 
showing  one  embodiment  of  the  improved  sound 
box  of  the  present  invention  applied  thereto; 
Fig.  2  represents  an  enlarged  detail  of  the 
sound  box  shown  in  Fig.  1,  the  same  being 
partly  in  vertical  section  and  partly  in  eleva- 
tion, the  diaphragm  being  partly  broken  away 
to  show  the  sounding  board  and  the  sounding 
board  also  being  broken  away  to  show  the 
sound  regulating  device  and  the  rear  wall  of 
the  sound  box;.  Fig.  3  represents  an  enlarged 
horizontal  section  through  the  sound  box  shown 
in  Fig.  1;  Fig.  4  represents  a  vertical  section 
through  the  sound  box  taken  on  the  line  4 — 4 
of  Fig.  2  and  looking  in  the  direction  of  the 


sound  box  and  tone  arm  on  the  line  4 — 4  in  Fig. 
2  looking  in  the  direction  of  the  arrows;  Fig. 
5  is  a  similar  cross-sectional  view  through  the 
neck  of  the  sound  box  and  tone  arm  except  that 


arrows;  Fig.  5  is  an  enlarged  rear  elevation 
of  the  sound  box  shown  in  Fig.  1,  the  back 
of  the  sound  box  being  broken  away  to  show 
the  structure  contained  therein;  and  Fig.  6  is 
an  enlarged  detail  view  partly  in  vertical  section 
and  partly  in  elevation,  showing  the  mounting  of 
the  tone  arm. 

Phonograph.  Wm.  M.  Amenable,  Pittsburgh, 
Pa.    Patent  No.  1,439,718. 

This  invention  relates  to  disc  phonograph 
apparatus  which  may  be  used  either  for  re- 
cording or  reproducing  purposes. 

The  principal  objects  of  the  invention  are  first 
to  provide  a  simple  means  for  maintaining  the 
sound  box  stylus  in  its  correct  position  with 
respect  to  the  record  without  abandoning  the 
use  of  the  fixed  pivotal  support  for  the  sound 
box  which  has  proven  so  advantageous  in  prac- 
tice as  to  have  become  almost  universally  ap- 
plied; second,  the  provision  of  means  which 
will  permit  the  stylus  to  yield  slightly  in  direc- 
tions other  than  those  normally  demanded  by 
the  vibrations  of  the  sound  box  diaphragm; 
and,  third,  the  provision  of  means  'embodying 
both  of  the  foregoing  which  will  conveniently 
adapt  the  invention  for  use  in  the  reproduction 
of  either  lateral  cut,  vertical  or  slanting  cut 
records  upon  the  same  machine.  Another  ob- 
ject of  the  invention  is  the  provision  of  a  ful- 
crum support  which  is  insulated  from  the  sound 
box  shell  by  means  of  some  vibration  absorb- 


ing material  such  as  rubber.  It  is  the  further 
intention  of  this  invention  to  provide  means 
which  will  accomplish  the  foregoing  objects 
which  can  be  readily  applied  to  the  various 
types  of  phonographs  already  on  the  market 
with  but  little,  if  any,  fitting  or  change.  These, 
together  with  such  other  objects  as  are  inci- 
dent to  the  invention,  bj'  means  of  a  distinctive 
construction,  are  illustrated  in  preferred  form 
in  the  accompanying  drawings,  wherein: 

Figure  1  is  a  plan  view  of  one  embodiment 
of  the  invention  which  can  be  used  either  with 
vertical  or  lateral  cut  records;  Fig.  2  is  a  side 
elevation  of  the  apparatus  illustrated  in  Fig.  1; 
Fig.  3  is  a  side  view  of  a  sound  box  embodying 
the  invention;  Fig.  4  is  a  section  on  the  line 
4 — 4  of  Fig.  3;  Fig.  5  is  a  side  elevation  of  a 
sound  box  embodying  a  modification  of  the 
invention;  Fig.  6  is  an  end  view  of  the  con- 
struction of  Fig.  5;  Fig.  7  is  a  cross-section 
through  a  sound  box  illustrating  the  manner 


in  which  the  fulcrum  support  is  insulated  from 
the  sound  box  shell;  Fig.  8  is  a  plan  view  of  a 
sound  box  and  its  carrier  arm,  the  sound  box 
embodying  the  invention,  illustrating  the  man- 
ner in  which  it  can  be  applied,  for  playing 
records  of  either  the  vertical,  lateral  or  slant- 
ing types  without  changing  the  position  of  the 
sound  box;  Fig.  9  is  a  side  elevation  of  the 
construction  illustrated  in  Fig.  8;  and  Fig.  10 
is  a  greatly  enlarged  section  longitudinally  of  a 
record  groove  illustrating  the  manner  in  which 
a  playing  stylus  wears;  and  Fig.  11  is  a  cross- 
section  on  a  greatly  enlarged  scale  through  a 
portion  of  a  record  disc  illustrating  the  char- 
acter of  the  undulations  in  what  is  termed  a 
slanting  cut  groove. 

In  Figs.  1  and  2  the  invention  is  illustrated 
in  association  with  a  construction,  which  is 
readily  adaptable  for  playing  either  lateral  cut 
or  vertical  cut  records. 

Sound  Reproducing  Machine.  Henry  T. 
Schiflf,  Chicago,  111.,  assignor  to  the  Vitanola 
Talking  Machine  Co.,  same  place.  Patent  No. 
1,440,180. 

This  invention  relates  in  general  to  improve- 
ments in  sound  reproducing  machines,  but  more 
specifically  the  invention  relates  to  improve- 
ments in  the  tone  arm  therefor,  and  one  of  the 
objects  of  the  invention  is  to  provide  an  im- 
proved tone  arm  adapted  for  a  lateral  swinging 
movement  with  respect  to  the  record  supporting 
table  and  which  arm  is  supported  by  a  single 
point  suspension  of  bearing  which  carries  the 
weight  of  the  .tone  arm  and  sound  box  and 
which  bearing  will  at  the  same  time  reduce 
friction,  thereby  permitting  the  ease  and  free- 
dom of  movement  of  the  arm. 

A  further  object  is  to  provide  an  improved 
tone  arm  and  sound  passa.ge  therethrough  of  a 
stepped  formation,  the  passage  increasing  in 
size  from  the  sound  box  to  the  point  at  which 
the  tone  arm  connects  with  the  amplifying 
horn,  the  respective  stepped  portions  of  the 
passageway  being  of  uniform  diameter  through- 
out their  lengths. 

A  further  object  is  to  provide  an  improved 
tone  arm  of  this  character  which  is  of  a  sec- 
tional construction,  the  adjacent  ends  of  the 
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respective  sections  telescoping  and  having 
means  forming  guides  for  directing  or  guiding 
the  sections  into  their  proper  relative  positions 
when  assembling  the  parts. 

A  further  object  is  to  provide  an  improved 
tone  arm  of  this  character  having  a  sound  box 
pivotally  connected  thereto  for  movement  to- 
ward and  away  from  the  record,  and  improved 
means  forming  a  stop  for  supporting  the  sound 
box  when  the  same  is  thrown  back  into  an 
inoperative  position. 

Figure  1  is  a  view  partly  in  side  elevation, 
partly  broken  away  and  partly  in  vertical  sec- 
tion of  a  sound  reproducing  machine  having  a 
tone  arm  applied  thereto  which  is  constructed 
in  accordance  with  the  principles  of  this  in- 
vention. Fig.  2  is  a  view  partly  in  top  plan 
and  partly  in  horizontal  section  of  the  parts 


1—  ^ 
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shown  in  Fig.  1.  Fig.  3  is  a  detail  horizontal 
sectional  view  taken  on  line  3 — 3  Fig.  1.  Fig. 
4  is  a  horizontal  sectional  view  taken  on  line 
4 — 4  Fig.  1.  Fig.  5  is  a  side  elevation  of  the 
tone  arm  showing  the  sound  box  swung  back 
and  into  an  inoperative  position.  Fig.  6  is  a  detail 
view  partly  in  section  and  partly  in  elevation 
taken  on  line  6 — 6  Fig.  2.  Fig.  7  is  a  sectional 
view  on  line  7 — 7  Fig.  1.  Fig,  8  is  a  sectional 
view  on  line  8 — 8  Fig.  2.  Fig.  9  is  a  sectional 
view  on  line  9 — 9  Fig.  6. 

Record  Lifting  Device  for  Sound  Reproducing 
Machines.  Emil  F.  Cerveny,  Chicago,  111.,  as- 
signor of  one-half  to  Saul  Yavitz.  Patent  No. 
1,440,276. 

The  present  invention  appertains  to  attach- 
ments for  or  devices  used  in  conjunction  with 
sound  reproducing  machines  of  the  disc  record 
type,  by  means  of  which  the  record  may  be 
lifted  from  the  surface  of  the  turntable  to 
more  easily  enable  it  to  be  grasped  for  removal. 

The  invention  has  for  its  primary  object  the 
provision  of  simple  mechanism  for  this  purpose 
so  constructed  as  to  possess  a  wide  range  of 
adjustment  whereby  the  degree  of  elevation  of 
the  disc  may  be  determined  to  suit  the  con- 
venience. 

It  is  further  the  object  of  this  device  to 
provide  an  arrangement   in  which   the  lifting 


operation  may  be  accomplished  even  while  the 
turntable  is  still  in  motion,  or  prior  to  tiie 
complete  cessation  of  rotation  retarded  by  the 
application  of  the  usual  brake  mechanism  in 
stopping. 

Figure  1  is  a  vertical  sectional  view  showing 
the  application  of  the  invention  to  a  con- 
ventional form  of  sound  reproducing  machine. 
Fig.  2  is  a  bottom  plan  view  showing  more 
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clearly  certain  details  of  construction  of  the 
device.  Fig.  3  is  an  enlarged  sectional  view 
taken  on  the  line  3 — 3  of  Fig.  1. 

Phonograph.  Frederick  S.  Valladao,  San 
Francisco,  Cal.    Patent  No.  1,441,188. 

Tiiis  invention  has  particular  reference  to 
an  improved  phonograph  construction  whereby 
the  sound  is  intensified,  the  vibration  is  in- 
creased and  the  metalHc  tone  is  reduced  to  a 
minimum. 

A  further  object  of  this  invention  is  to  equip 
a  phonograph  of  conventional  construction  with 
improved  means  without  materially  altering  its 
construction. 

In  the  accompanying  drawings  forming  a 
part  of  this  specification,  and  in  which  like 
numerals  are  employed  to  designate  like  parts 
throughout  the  same. 

Figure  1  is  a  longitudinal  vertical  section  on 
the  line  1 — 1  of  Fig.  2.    Fig.  2  is  a  cross-section 


on  the  line  2 — 2  of  Fig.  1.  Fig.  3  is  a  front 
elevation  of  a  supporting  frame  having  sound 
intensifying  means  applied  thereto.  Fig.  4  is 
a  transverse  vertical  section  on  the  line  4 — 4 
of  Fig.  3,  and  Fig.  5  is  a  horizontal  section  on 
liie  line  5 — 5  of  Fig.  1. 

Repeater  for  Sound  Reproducing  Instruments. 
Roy  A.  Lagerquist,  Minneapolis,  Minn.  Patent 
No.  1,441,511. 

This  invention  relates  to  the  improvements  in 
repeaters,  whereby  the  needle  equipped  sound 
box  commonly  used  in  such  instruments  will 
be  caused  to  automatically  return  to  its  start- 
ing position  after  a  record  has  been  played 
and  has  for  its  object  to  improve  the  same  in 
several  particulars  hereinafter  noted. 

Referring  to  the  drawings:  Figure  1  is  a 
fragmentary  perspective  view  of  a  Victor  talk- 
ing machine  having  the  invention  embodied 
therein,  some  parts  being  broken  away  and  sec- 
tioned; Fig.  2  is  a  fragmentary  view  partly  in 


left  side  elevation  and  partly  in  vertical  section 
taken  tlirough  the  cabinet  at  the  axis  of  tlie 
turntable;  Fig.  3  is  a  front  elevation  of  certain 
of  the  parts  shown  in  Fig.  2,  with  some  parts 
shown  in  dififerent  positions  by  means  of  broken 
lines;  and  Fig.  4  is  a  view  showing  the  wiring 
diagram  for  the  repeater. 

Sound  Reproducer  for  Talking  Machines. 
Swan  J.  Leveen,  Rock  Island,  111.,  assignor  of 
one-half  to  Carl  E.  Shields,  same  place.  Patent 
No.  1,441,862. 

This  invention  relates  to  sound  reproducers 
for  talking  machines  and  embodies  certain  novel 
features  whereby  the  tones  of  the  instrument 
can  be  greatly  modulated  and  the  volume 
thereof  reduced  without  in  any  way  interfering 
with  the  clearness  and  distinctness  of  the  tones. 

Most  machines  of  1he  kind  mentioned  are 
provided  with  some  means  for  modifying  the 
volume  of  the  sound  produced  thereby.  This 
usually  consists  of  some  form  of  shutters  or 
dampers  which  are  projected  into  or  across  the 
horn-shaped  passage  through  which  the  sound 


travels.  These  contrivances  always  obstruct  the 
passage  to  a  greater  or  less  extent  and  inter- 
fere with  a  passage  of  a  portion  of  the  sound 
waves.  These  sound  waves  are  thus  turned,  or 
refracted,  toward  the  diaphragm  and  hinder  the 
free  nrovement  of  the  other  sound  waves,  de- 
stroying the  clearness  of  the  tones  and  giving 
a  muffled  effect  tliercto. 

One  of  the  principal  objects  of  the  present 
invention  is  to  overcome  this  fauh.  Tiiis  is 
accomplished  by  means  of  devices  which  do 
,? 


not  in  any  way  interrupt  nor  interfere  with 
the  passage  of  the  sound  waves  through  the 
horn  or  sound  intensifying  chamber  of  the  ma- 
chine, but  which  are  on  the  opposite  side  of 
the  diaphragm  therefrom,  and  control  the  action 
of  the  diaphragm  itself. 

Figure  1  shows  the  invention  in  front  ele- 
vation, detached;  Fig.  2  is  a  vertical  cross-sec- 
tion thereof. 

Talking  Machine.  Joseph  N.  Pepin,  Chicago, 
111.,  assignor  of  one-half  to  W.  H.  Thommen, 
Plymouth,  Wis.    Patent  No.  1,437,192. 

This  invention  belongs  to  that  general  class 
of  devices  known  as  talking  machines,  and  re- 
lates particularly  to  an  improved  tone  arm,  sound 
box,  stylus  bar  and  associated  parts.  The  in- 
vention has  among  its  objects  the  production 
of  a  machine  adapted  to  use  records  formed 
witli  a  lateral  cut  or  records  produced  with  a 
vertical  or  "hill  and  dale"  cut,  the  sound  box 
and  stylus  being  easily  and  quickly  adjustable 
for  playing  either  type  of  record  without  re- 
moving the  same  from  tlie  tone  arm,  and  with- 
out in  any  way  impairing  the  efficiency  or  tone 
of  the  instrument. 

Figure  1  is  a  side  elevation  of  the  improved 
mechanism  adjusted  for  lateral  cut  records;  Fig. 
2  is  a  top  plan  view  of  the  same;  Fig.  3  is  a 
top  plan  view  of  a  portion  of  the  same,  with 
the  sound  box  and  stylus  adjusted  for  vertical 
cut  records;  Fig.  4  is  a  vertical  sectional  view 
through  the  tone  arm,  with  tlie  sound  box  and 
stylus  adjusted  for  vertical  cut  records;  Fig.  5 
is  an  enlarged  view  of  a  portion  of  the  same, 
showing  a  method  of  attaching  the  tone  arm 
to  a  suitable  base;  Fig.  6  is  a  sectional  view 
taken  substantially  on  line  6 — 6  of  Fig.  1;  Fig. 
7  is  a  sectional  view  taken  substantially  on  line 
7 — 7  of  Fig.  1;  Fig.  8  is' an  enlarged  view  of  a 
portion  of  the  sound  box  and  stylus  adjusted  as 
shown  in   Fig.   1;   Fig.  9  is  a   sectional  view 


taken  substantially  on  line  9 — 9  of  Fig.  8;  Fig. 
10  is  a  sectional  view  taken  substantially  on  line 
10 — 10  of  Fig.  9;  Fig.  11  is  a  sectional  view 
taken  substantially  on  line  11 — 11  of  Fig.  8; 
Fig.  12  is  a  sectional  view  taken  substantially 
on  line  12 — 12  of  Fig.  2;  Fig.  13  is  a  sectional 
view  taken  substantially  on  line  13 — 13  of  Fig. 
2;  Fig.  14  is  a  plan  view  of  the  Under  side  of  the 
same;  and  Fig.  IS  is  a  sectional  view  taken  sub- 
stantially on  line  15 — 15  of  Fig.  2. 


Dr.  Edward  Schaaf,  the  prominent  composer 
and  musician,  has  been  appointed  by  the  Mayor 
of  Newark  as  chairman  of  the  "Music  Week 
Campaign"  which  occurs  ADril  29  to  May  5. 
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SYMPHONY  RECORDS 
■   9S043    Ah,  Moon  of  Mv  Delight,  from  "In  a  Persian 
Garden.*'  (Lehmann) — Tenor  Solo, 

Tandy  Mackenzie 
<SU623    Schon  Rosmarin  (Krtisler) — Violin  Solo. 

Toscha  Seidel 

9X051    Tacea  La  Notte  Placida,  from  "II  Trovatore." 

(How  Peaceful  Was  the  Night)  (Verdi)  — 
Soprano  Solo   Rosa  Ponselle 

S0599    The  Living  God  (O'Hara)— Tenor  Solo, 

Charles  Hackett 

A3S11     Smile  Through  Your  Tears  (Hamblen) — Mezzo 

Soprano  Solo   Barbara  Maurel 

Out  of  the  Dusk  to  You  (Lee) — Mezzo  So- 
prano Solo   Barbara  Maurel 

A3S01    Petite  Valse  (Herbert)— Violin  Solo, 

Eddy  Brown 

Minuet    in    G,    No.    2    (Beethoven) — Violin 

Solo  Eddy  Brown 

A3814    Jenny  (Friend  and  Conrad) — Fox-trot, 

Ted  Lewis  and  His  Band 
Liza   (Pinkard) — Fox-trot, 

Frank  Westphal  and  His  Orchestra 
A3809    New  Hampshire  (Schwartz) — ^Fox-trot, 

The  Columbians 
Saw  Mill  River  Road — Intro.  "Mother's  Wed- 
ding   Dress,"    from    "Glory."    (Tierney) — • 

Medley  Fox-trot   The  Columbians 

A3S17    My  Buddy   (Donaldson)— Fox-trot, 

Paul  Specht  and  His  Orchestra 
(Accordion  Novelty  Chorus  by  Phil  Baker) 
When  You  and  I  Were  Young  Maggie  Blues 
(Frost  and  McHugh) — Fox-trot, 

Paul  Specht  and  His  Orchestra 
A3S13    Tiger  Rag  (La  Rocca) — Fox-trot, 

Ted  Lewis  and  His  Band 
The  Memphis  Blues  (Handy) — Fox-trot, 

Ted  Lewis  and  His  Band 
A3816    Love  Sends  a  Little  Gift  of  Roses  ((Ipenshaw) 

— Waltz  Columbia  Dance  Orchestra 

Good  Night  (Conrad)— Waltz, 

Columbia  Dance  Orchestra 
A3800    You   Tell   'Em   Ivories   (Confrey)— Fox  trot- 
Piano  Solo   Frank  Westphal 

Coaxing     the     Piano     (Confrey) — Fox-trot — 

Piano  Solo   Frank  Westphal 

A3805    Whispering  Pines  (Cunningham  and  Weill) — 

Fox-trot — Accordion  Solo  Guido  Deiro 

Only  Just  SuptJose  (Harris  and  Solman) — Fox- 
trot— Accordion  Solo  Guido  Deiro 

A379S    Kawaihau  Waltz, 

Ferera's  Hawaiian  Instrumental  Quartet 
Mahina  Malamalama  Waltz, 

Ferera's  Hawaiian  Instrumental  Quartet 
A3812    Wanita  (Coslow  and  Sherman) — Comedian, 

Al  Jolson 

Jimbo-Jambo     (Vincent,    Frisch,    Hueston) — 

Tenor  Solo   Frank  Crumit 

A3803    In  Our  Parlor  (David) — Tenor  and  Baritone 

Duet   Furman  and  Nash 

I'm  Mighty  Sweet  on  My  Sweet  Sweetie 
(Johnson.  Bacr,  Schuster) — Tenor  and  Bari- 
tone Duet   Furman  and  Nash 

A3810  Mother's  Love  (Schmidt) — Tenor  and  Bari- 
tone  Charles  Hart  and  Elliott  Shaw 

There's  a  Rainbow  in  the  Sky  (Creamer  and 

Laytqn) — Male  Quartet  Shannon_  Four 

A3815  I'm  Goin'  Away  (Smith,  Johnson,  Smith)  — 
Comedienne  and  Jazz  Band, 

Leona  Williams  and  Her  Dixie  Band 
Bring     It     With     You     When     You  Come 
(Grainger) — Comedienne  and  Jazz  Band, 

Leona  Williams  and  Her  Dixie  Band 
A3796    Little  Town  in  the  Ould  County  Down  (Carlo 
and  Sanders) — Tenor  Solo, 

William   A.  Kennedy 
In  the  Valley  Near  Sleivenamon  (Sullivan)  — 

Tenor  Solo   William  A.  Kennedy 

A3797  Medley  of  "Old  Timers";  Part  1 — Intro.  In 
the  Shade  of  the  Old  Apple  Tree;  Sweet 
Rosie  O'Grady;  Just  One  Girl;  After  the 
Ball  (Van  Alstyne,  Nugent,  Udall,  Harris) 

— Male  Quartet   Shannon  Four 

Medley  of  "Old  Timers";  Part  2 — Intro.  Daisy 
Bell;  Just  As  the  Sun  Went  Down;  Little 
Annie  Rooney;  The  Sidewalks  of  New  York 
(Dacre.  Udall,  Nolan.  Lawlor  and  Blake)  — 

Male  Quartet   Shannon  Four 

A3802    I  Heard  the  Voice  of  Jesus   Say   (Young)  — 

Baritone  Solo   Gypsy  Smith 

Will  Your  Heart  Ring  True?  (Excell)— Bari- 
tone Solo   Gypsy  Smith 

A3152  Little  Songs  for  Children — Little  Birdie — 
Vocal,  Orch.;  Bubbles — Vocal,  Orch.  (Neid- 

linger)   Laura  Bryant 

Little  Songs  for  Children — I  Love  Little 
Pussy — Vocal,  Orch.;  Rock-a-Bye  Dolly — 
Vocal,  Orch.  (Daun)  (Grant-Schaefer) 

Laura  Bryant 

A3792    La  Paloma   (Yradier') — Fox-trot, 

Jan  Garber  and  His  Garber-Davis  Orchestra 

0  Sole  Mio  (Di  Capua)— Waltz, 

Jan  Garber  and  His  (iarber-Davis  Orchestra 
A3793    Sweetheart    of    Sigma    Chi — Intro.    "Song  of 
Lambda  Chi"  (Vernor)   (Stevenson) — Med- 
ley Waltz, 

Jan  Garber  and  His  Garber-Davis  Orchestra 
Dream  Girl  of  Pi  K.  A.  (Shields)— Waltz. 
Jan  Garber  and  His  Garber-Davis  Orchestra 

,^[ID-^roNTH  list 

DANCE  MUSIC 
A3807    Down  in  Maryland  (Kalmar  and  Ruby) — Fox- 
trot  Manhattan  Dance  Orchestra 

Think  of  Me  (Eldridge) — Fox-trot, 

Manhattan  Dance  Orchestra 
A3804    'Way   Down   Yonder   in   New   Orleans,  from 
"Strut  Miss  Lizzie"  (Creamer  and  Layton) 

Fox-trot   The  Georgians 

Nothing  But  (Busse,  Ward  and  Grofe) — Fox- 
trot  The  Georgians 

A3799  Flower  of  Araby  (Cherkasky,  Schmit  and 
Davis) — Fox-trot — Xylophone  Solo, 

Jess  Libonati 

Rose  of  the  Rio  Grande  (Warren  and  Gor- 
man)— Fox-trot — Xylophone  Solo, 

Jess  Libonati 
A3806    Down  in  Maryland  (Kalmar  and  Ruby), 

Van  and  Schenck,  Comedians 
Mississippi  Moon   (Van  and  Schenck), 

Van   and   Schenck.  Comedians 
A3808    You've  Got  to  See  Mamma  Ev'ry  Night  (Rose 
and  Conrad) — Frank  Westphal  Orch.  Ace, 
Dolly  Kay.  Comedienne 

1  Loved  You  Once  (West  and  Porray) — Frank 
Westphal  Orch.  Acc. .Dolly  Kay,  Comedienne 
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VICTOR  TALKING  MACHINE  CO. 


POPULAR  SONGS 

19023  I   Gave   You  Up  Just  Before  You  Threw  Me 

Down   Rachel  Grant-Billy  Murray 

Wanita   Billy  Murray 

19020  Honeymoon  Time   Alice  Green-Lewis  James 

In  an  Old  Rose  and  Lavender  Shawl, 

Lewis  James 

19013  Kentucky  Babe   Shannon  Quartet 

Little  Cotton  Dolly  Shannon  Quartet 

DANCE  RECORDS 

19011  After  Every  Party— Waltz  The  Troubadours 

Don't  Be  Too  Sure — Fox-trot, 

The  Great  White  Way  Orchestra 

19010  Fate— Fox-trot, 

Paul  Whiteman  and  His  Orchestra 
Lady  of  the  Evening — Fox-trot, 

Paul  Whiteman  and  His  Orchestra 

19017  Honeymoon   Chimes — Waltz, 

International  Novelty  Orchestra 
Waltzing  the  Blues — -Waltz, 
Victor  Arden,  Phil  Oilman  and  Their  Orchestra 

19018  That  Da-Da  Strain— I've  Got  to  Cool  My  Dog- 

gies Now — Medley  Fox-trot.  . .  .The  Virginians 
He  May  Be  Your  Man — Fox-trot, 

The  Virginians 

19019  Underneath  the  Mellow  Moon — Waltz, 

Paul  Whiteman  and  His  Orchestra 
Wonderful.  One — Waltz, 

Paul  Whiteman  and  His  Orchestra 

19021  Aggravatin'  Papa — Fox-trot  The  Virginians 

Aunt  Hagar's  Blues — Fox-trot.  .  .The  Virginians 

19022  Down  in  Maryland — Fox-trot, 

The  Benson  Orchestra  of  Chicago 
Georgia  Cabin  Door — Fox-trot, 

The  Benson  Orchestra  of  Chicago 

19024  That  American  Boy  of  Mine — Fox-trot  or  Shim- 

ray  One-Step, 

Paul  Whiteman  and  His  Orchestra 
Clinging  Vine — Medley  Fox-trot, 

Great  White  Way  Orchestra 
VOCAL  AND  INSTRUMENTAL  RECORDS 

45345  I  Love  a  Little  Cottage  Lambert  Murphy 

Lorna  Uoone   Lambert  Murphy 

45346  (a)  A  Jazz  Study;  (b)  Rolling  Fire  (Feu  Roul- 

ant)   Guy  Maier  and  Lee  Pattison 

Romance  (Arensky), 

(juy  Maier  and  Lee  Pattison 

19014  Liebesfreud  George   Hamilton  Green 

Fair  Rosmarin  George  Hamilton  Green 

35720  Faust — Ballet    Music    (Dance    of    the  Trojan 
Maidens  and  Mirror  Dance)  (Gounod), 

Victor  Symphony  Orchestra 
P'aust — Ballet  Music   (Dance  of  Phryne)  (Gou- 
nod)  Victor  Symphony  Orchestra 

18956  Sallie  Gooden  A.  C.  (Eck)  Robertson 

Arkansaw  Traveler, 

Henry  C.  Gilliland-A.  C.  (Eck)  Robertson 
RED  SEAL  RECORDS 
FnANCES  Alda,   Soprano — In  Italian 
66134  William  Tell — Selva  Opaco   (Deep  Shaded  For- 
est) (Act  2)   Rossini 

LucEEZiA  BoRi,  Soprano — In  French 

87356  The    Snow-Maiden — I   Know   the    Song   of  the 

Lark   Kimsky-Korsakow 

Enrico  Caruso,  Tenor — I?i  Italian 

87358  Nina   Pergolesi 

Alfred  Cortot,  Pianist 

74798  Invitation  to  the  Waltz...  .Weber 

Giuseppe  De  Luca,  Baritone — In  Italian 
66133  William  Tell— Resta  Immobile   (Act  3)  (Flinch 

Not,  Nor  Stir  a  Limb)...'  Rossini 

Giuseppe  De  Luca,  Jose  Mardones  and  Giovanni 
Martinelli — In  Italian 
95213  William  Tell— Troncar  suoi  di  (His  Life  Basely 

Taken)   Rossini 

Geraldine   Farrar,  Soprano 

87357  Ye  Who  Have  Yearned  Alone. ..  .Tschaikowsky 

Hugo  Kreisler,  Violoncellist 
66116  I'm  in  Love  (From  "Apple  Blossoms"), 

Kreisler 

Giovanni  Martinelli,  Tenor — In  Italian 
74800  William     lell — >.l    :Muto    asil    del    pianto  (Uh, 

Blessed  Abode)  (Act  4)  Rossini 

Willem  Mengelberg  and  New  York  Philharmonic 
Orchestra 

74782  Las  Preludes,  Part  3  Liszt 

66131  Les  Preludes,  Part  4  Liszt 

Erika  Morini,  Violinist 

74797  Romance  in  G  Svendsen 

Olga  Samaroff,  Pianist 

74799  Nocturne  in  E  Flat  Chopin  : 

Reinald  Werrenrath,  Baritone 

66132  Kashmiri  Song  ("Pale  Hands  I  Loved"), 

Hope-Woodforde-Findeii 
Frieda  Hempel,  Soprano — In  Italian 

88664  Blue  Danube  Waltz   J.  Strauss  : 

19025  (1)   A   Wise  Bird;    (2)    Cuckoo  Music;    (3)  A 
Star  Child;  (4)  Pretty  Tulip..  Laura  Littlefield 
(1)  The  Blacksmith;  (2)  Buttercups;   (3)  Tick- 
Tock;  (4)  The  Violet;  (5)  Our  Flag, 

Laura  Littlefield 
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BRUNSWICK  RECORDS 


15040  Africana— O  Paradiso!  (Oh,  Paradise!)  (Act 
IV — (Meyerbeer) — Tenor  with  Orch. — In  Ital- 
ian  Mario  Chamlee 

Manon — Le  Reve  (The  Dream)   (Act  II)  (Mas- 
senet)— Tenor  with  Orch. — In  French, 

Mario  Chamlee 
15042  My  Joys  (Chopin-Liszt) — Pianoforte  Solo, 

Leopold  Godowsky 
Maiden's  Wish  (Chopin-Liszt) — Pianoforte  Solo, 

Leopold  Godowsky 
50026  Canzonetta   (From   "Violin   Concerto,"   Op.  35) 
(Tschaikowsky) — Violin    Solo — Pianoforte  by 

Paul  Frenkel   Bronislaw  Huberman 

La  Clochette  (Rondo  from  "Second  Concerto," 
Op.    7)    (Paganini) — Violin    Solo — Pianoforte 

by  Paul  Frenkel   Bronislaw  Huberman 

13092  Farniente   (Cui) — Violin,  'Cello,  Piano, 

Elshuco  Trio 
Serenade     (Op.    3)     (Victor    Herbert) — Violin, 

'Cello,  Piano   Elshuco  Trio 

Fiddle    and    I    ( Weatherly-Goodeve) — Contralto 

with  Orch  Elizabeth  Lennox 

Sacrament  (A  Love  Song)  (Jacobi-MacDermid) 

— Contralto  with  Orch  Elizabeth  Lennox 

The   Palms    (Les   Rameaux)    (Faure)— Baritone 

with  Orch  Richard  Bonelli 

The     Hoy    City     ( Weatherly-Adams) — Baritone 
with  Orch  Richard  Bonelli 


20010  Morning,    Noon    and    Night    Overture — Part  I 

(Suppe) — Concert  Orch  Capitol  Grand  Orch. 

Erno  Rapee,  Conductor 
Morning,   Noon   and   Night   Overture — Part  II 

(Suppe) —   Capitol  Grand  Orch. 

Erno  Rapee,  Conductor 
2369  Lady  of  the  Evening  (From  "Music  Box  Revue 
of    1922-23")     (Irving    Berlin)— Tenor  with 

Orch  Alien  McQuhae  . 

Will  She  Come  From  the  East  (From  "Music 
Box  Revue  of  1922-23")  (Irving  Berlin)— 
Tenor  with  Orch  Allen  McQuhae 

2385  Mother's     T.,ove      (Loescher-Schmidt) — Baritone 

with  Orch.  Ernest  Hare 

Sunset  Trail  of  Gold  (Criss-MacDermid) — Con- 
tralto and  Tenor  with  Orch., 

Emile  Earle-Charles  Hart 

2386  Counterfeit  Bill  (From  Louisville)  (Brown-Hen- 

derson)— Comedienne  with  Orch.  .Margaret  Young 
The  Bad  I^^ittle  Boys  Aren't  Goody-Good  (To 
the  Goody-Good  Little  Girls)   (Yellen-Ager)  — 
Comedienne  with  Orch  Margaret  Young 

2387  Little  Rover  (Don't  Forget  to  Come  Back  Home) 

(Kahn-Donaldson) — Tenor  with  Orch. .Billy  Jones 
Sunset  Valley  (Sherwood-Meyer) — Male  Quartet 
with  Orch  The  Greenwich  Villagers 

2388  Dearest  (Davis-Akst) — Fox-trot — For  Dancing, 

Isham  Jones'  Orch. 
Baby  Blue  Eyes  (Hirsch-Jessel-Greer) — Fox-trot 
— For  Dancing  Isham  Jones'  Orch. 

2389  Falling    (Collins-Cameron-Fields) — Fox-trot — For 

Dancing — Piano   Passages  by  Gene  Rodemich 

and  Allister  Wylie  Gene  Rodemich's  Orch. 

Bees  Knees  (Lewis-Lopez) — Fox-trot — For  Danc- 
ing  Oriole  Terrace  Orch. 

2392  Love  Sends  a  Little  Gift  of  Roses  (Cooke-Open- 

shaw) — Fox-trot — For     Dancing  —  Orchestral 
Arrangement  by  Walter  Haenschen, 

Carl   Fenton's  Orch. 

Wonderful  One  (Terriss-WTiiteman-Grofe) — 
Waltz — For  Dancing — Orchestral  Arrangement 

by  Walter  Haenschen   Carl  Fenton's  Orch. 

2391  Lovin'  Sam  (Yellen-Ager) — Fox-trot — For  Danc- 
ing  Bennie  Krueger's  Orch. 

Down  in  Maryland  (Kalmar-Ruby) — Fox-trot — 
For  Dancing — Piano  Passages  by  Gene  Rode- 
mich and  Allister  Wvlie. .  .CJene  Rodemich's  Orch. 

2393  Un  Tango  Dans  La  Nuit  (A  Tango  in  the  Night) 

(Scotto) — For  Dancing  Joseph  C.  Smith  Trio 

De  Cinq  a  Sept  (From  "Five  'Til  Seven) 
(Sentis) — Argentine  Tango — For  Dancing,  _ 

Joseph  C.  Smith  Trio 

2394  Pale   Venetian   Moon    (Intro.;    "Every   Day  in 

Every  Way."  from  "The  Bunch  and  Judy") 
(Caldwell-Kern) — Fox-trot — For  Dancing, 

Arnold  Johnson  and  His  Orch. 
The   Lovelight   in   Your   Eyes  (Wheeler-Smith- 
Johnson) — Fox-trot — For  Dancing, 

Arnold  Johnson  and  His  Orch. 

2390  Just  One  More  Dance  (Costello-Curtis) — Fox-trot 

— For  Dancing   Oriole  Terrace  Orch. 

You've  Got  to  See  Mamma  Every  Night  (Rose- 
Conrad) — Fox-trot — For  Dancing, 

Bennie  Krueger's  Orch. 


EDISON  BLUE  AMBEROL  RECORDS 


4696 
4697 

4698 

4699 

4700 

4701 
4702 

4703 
4704 
4705 


4721 
4722 

4723 

4724 
4725 


Pal  of  All  Pals  .  Joseph  Phillips 

Easter  Carols — Chimes, 

The  Bells  of  Old  Trinity.  New  York 
Hesitation  Waltz  (Valse  Boston) — Piano  Solo, 

Ernest   L.  Stevens 
Kathleen  Mavourneen — Harp  Solo — Fantasia, 

Anna  Pinto 

While  the  Years  Roll  By, 

Elizabeth  Spencer-Lewis  James 

Red  Moon — Waltz   Stevens'  Trio 

My  Southern  Home — Fox-trot, 

Harry  Raderman's  Orch 
Mexican  Kisses  (Habanera)  .Imperial  Marimba  Band 

Monastery  Bells   United  States  Marine  Band 

La  Paloma  (The  Dove) — Violin  and  Guitar, 

Marta  de  la  Torre  and  Anibal  Valencia 
BLUE  AMBEROL  HITS  FOR  APRIL,  1923 
On  a  Moonlight  Night — Waltz. ..  .Kaplan's  Melodists 
Open  Your  Arms.  My  Alabamy — Fox-trot. 

Kaplan's  Melodists 
Jennie  (Intro.:  "Honeymoon  Lane") — Fox-trot, 

Stevens'  Quartet 

My  Cuban  Pearl — Tango   Kaplan's  Melodists 

That  Dixie  Melody — Fox-trot  ....Kaplan's  Melodists 


EDISON  DISC  RE=CREATIONS 


5182 


5181 


ALREADY  RELEASED 
SPECIALS 

51124  Silver  Threads  Among  the  Gold — Transcription 

— Piano  Solo   Franz  Falkenburg 

Last  Remembrance — Nocturne — Piano  Solo. 

Franz  Falkenburg 

51128  If  You're  the  Same  To-morrow   James  Stevens 

My  Rose  Marie  Charles  Hart  and  Chorus 

51129  Dream  Flowers — Waltz  Intermezzo. 

Imperial  Marimba  Band 
Dance  of  the  Nightingales  ..Imperial  Marimba  Band 
FLASHES 

51125  Songs  of  Other  Days— Medley  Waltz. 

Kaplan's  Melodists 
Come  Back  to  Erin  Medley  Waltz — (Intro.  Old 
Irish  Melodies)   Kaplan's  Melodists 

51130  The    Charleston    Blues    (From    Ed.  Harrigan's 

"The    McSorleys") — Fox-trot.  .Kaplan's  Melodists 

Rosalie — Fox-trot   Stevens'  Dance  Quartet 

51132  The  Pelican — Fox-trot   Kaplan's  Melodists 

Hot  Dog!  (Intro.:  "Morning  Glory."  from  "The 
Bunch  and  Judy") — Medley  Fox-trot, 

Broadway  Dance  Orch. 
51134  Then  Comes  the  Dawning  ("Orange  Blossoms"), 

E.  Spencer-Lewis  James 
I've  Had  Fifty-seven  Varieties  of  Sweethearts, 

Billv  Jones  and  Male  Chorus 
51137  You  Tell  Her,  I  Stutter— Fox-trot .  Kaplan's  Melodists 
Saw  Mill  River  Road  ("The  Same  Old  Story," 
from  the  Musical  Comedy,  "Glory") — Fox-trot, 

Atlantic  Dance  Orch. 
51054  Mister  Gallagher  and  Mister  Shean — Fox-trot, 

Broadway  Dance  Orch. 
Hoptown  Chinatown  Hop — Fox-trot, 

Kaplan's  Melodists 

GENERAL  LIST 

51123  Iowa  Corn  Song   Criterion  Quartet 

The  Okoboji  Waltz  Feldhann's  Orch. 

51126  Bring   Back   the   Sunshine   Ynu   Took    ."^way — 

Fox-trot   Stevens'  Dance  Quartet 
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ADVANCE  RECORD  BULLETINS  FOR  APRIL— (Continued  from  page  174) 


Lady  of  the  Lake  (Intro.:  "Salut  D'Amour")  — 
(Valse  Elegante) — Waltz. .  Stevens'  Dance  Quartet 

51127  Peggy,  Dear — Fox-trot   Al  Burt's  Dance  Orch. 

To  Have  and  to  Hold — Fox-trot, 

Al  Burt's  Dance  Orch. 
51131  There's  Only  One  Mary  in  Maryland, 

Harvey  Hindermyer  and  Chorus 
Open  Your  Arms,  My  Alabamy. 

Billy  Jones-Ernest  Hare 

51038  Kitty  Donohue   Robert  Denning  and  Chorus 

Dear  Little  Shamrock   William  A.  Kennedy 

51133  The  Natchez  and  The  Robert  E.  Lee — Fox-trot, 

Broadway  Dance  Orch. 
Anuschka  (From  "Chauve  Souris") — Fox-trot, 

Broadway  Dance  Orch. 
51136  Some  Little  Someone — Fox-trot, 

Broadway  Dance  Orch. 
In  the  Land  of  Smiling  Waters — Fox-trot, 

Atlantic  Dance  Orch. 

51135  To  Live  and  Love  Again, 

George  Wilton  Ballard  and  Chorus 
You  Said  Something  When  You  Said  "Dixie," 

Robert  Denning  and  Jack  Holt 


AEOLIAN  CO. 


(VOCALION  RECORDS) 
OPERATIC  SELECTION 
70000  Je   veux   vivre    (Waltz    Song   from    "Romeo  et 
Juliet")  (Gounod) — In  French — Aeolian  Orch. 

Accomp  Evelyn  Scotney  12 

Blue    Danube    Waltz    (Strauss) — In    Italian — 

Aeolian  Orch.  Accomp  Evelyn  Scotney  12 

STANDARD 

60003  By  the  Waters  of  Minnetonka  (Indian  Love 
Song)     (Cavanass     Lieurance)  —  Soprano — 

Aeolian  Orch.  Accomp  May  Peterson  10 

From  the  Land  of  the  Sky  Blue  Water  (Cad- 
man) — Soprano — Aeolian  Orch.  Accomp., 

May  Peterson  10 
24038  Molly  (Herbert- Young) — Tenor — Orch.  Accomp., 

Colin  O'More  10 
Only  a  Smile   (Zamecnik-Edson) — Tenor — Orch. 

Accomp   Colin  O'More  10 

20009  La    Golondrina     (Serradell)  —  Soprano — Orch. 

Accomp   Nellie  Kouns  10 

14505  Winter  Song  (Hovey-Bullard) — Orch.  Accomp., 

Shannon  Four  10 
When  Good  Fellows  Get  Together   (Bullard)  — 
Bass — Orch.  Accomp., 

Wilfred  Glenn  with  Shannon  Four  10 
EASTER  SELECTIONS 
14507  There  Is  No  Death  (Johnstone-O'Hara)— Tenor 

— Orch.  Accomp   Charles  Harrison  10 

Jesus    of    Nazareth    (Hamblen) — Tenor — Orch. 

Accomp  Charles  Harrison  10 

52046  The  Palms  (Lee  Rameaux)  (Jean  Faure) — 
Baritone — Aeolian  Orch.  Accomp., 

John  Charles  Thomas  12 
INSTRUMENTAL  SELECTIONS 
35016  Eacchanale  (From  "Samson  et  Dalila")  (Saint- 

Saens)   Aeolian  Symphony  Orch. 

Conducted  by  Gennaro  Papi, 
Metropolitan  Opera  House  Conductor  12 
Marche  Slavo  (Tschaikowsky), 

Aeolian  Symphony  Orch. 
Conducted  by  Gennaro  Papi, 
Metropolitan  Opera  House  Conductor  12 
14504  Pan  Americana  (Victor  Herbert), 

Wiedoeft's  Saxophone  Sextet  10 
Country  Dance  (Nevin). 

Wiedoeft's  Saxophone  Sextet  10 

24036  Nocturne  (Chopin) — 'Cello — Piano.  Accomp., 

Maurice  Dambois  10 
Mazurka  (Popper) — 'Cello — Piano  Accomp., 

Maurice  Dambois  10 
WHISTLING  SELECTIONS 
14501  The    Bird    at    the    Waterfall  (Ring-Hager)— 
Whistling  Solo — Orch.  Accomp., 

Sybil  Sanderson  Fagen  10 
April    Sighs     (Ring-Hager) — Whistling    Solo — 

Orch.  Accomp  Sybil  Sanderson  Fagen  10 

POPULAR  SONGS 

24037  You  Remind  Me  of  Mv  Mother  (From  "Little 

Nellie    Kelly")    (Geo.    M.    Cohan)— Tenor— 
Orch.  Accomp  Colin  O'More  10 

'Neath  the  South  Sea  Moon  (From  the  "Zieg- 
feld   Follies")    (Buck-Hirsch-Stamper) — Tenor 

— Orch.  Accomp  Colin  O'More  10 

14513  You  Know  You  Belong  to  Somebody  Else  (So 
Why  Don't  You  Leave  Me  Alone)  (Monaco- 
West — Tenor — Selvin's  Orch.  Accomp., 

Irving  Kaufman  10 

I  Gave  You  Up  Just  Before  You  Threw  Me 
Down  (Ahlert-Ruby-Kalmar) — Tenor — Selvin's 

Orch.  Accomp  Billy  Jones  10 

14518  Carolina   in   the   Morning    (Donaldson-Kahn)  — 

Tenor — Selvin's  Orch.  Accomp. .  .Arthur  Fields  10 

I'm  Just  a  Little  Blue  (For  You)  (Van  Alstyne- 
Gillespie)  —  Soprano   and   Baritone  —  Orch. 

Accomp  Helen  Clark-Elliott  Shaw 

14520  Little  Rover  (Don't  Forget  to  Come  Back  Home) 

(Donaldson-Kahn)  .The  Criterion  Male  Quartet  10 

You   Said   Something   When   You    Said  Dixie 
(Friend-Clare)  —  Tenor  —  Selvin's  Orch. 
Accomp   Irving  Kaufman  10 


DANCE  SELECITONS 
14503  Peggy,  Dear  (Freed-Lyman-Arnheim) — Fox-trot, 

Gene  Fosdick's  Hoosiers 
Apple  Sauce  (Freed-Lyman-Arnheim) — Fox-trot, 
Gene  Fosdick's  Hoosiers 
14506  Aggravatin'  Papa  (Robinson-Turk) — Fox-trot, 

The  Original  Memphis  Five 
Four  o'clock  Blues  (Diuin-Horsley) — Fox-trot, 

The  Original  Memphis  Five 

14508  Wonderful  One  (Grofe-Whiteman-Terriss-Neilan) 

Waltz   Selvin's  Dance  Orch. 

Mellow  Moon  (Wendell  W.  Hall)— Waltz, 

Selvin's  Dance  Orch. 

14509  Falling  (Collins-Cameron-Fields) — Fo.x  trot, 

'i  he  Boardwalk  Orch. 
Saw  Mill  River  Road  (From  "Glory")  (Tierney- 
jMcLarthy) — Fox-trot ....  The  Boardwalk  Orch. 

14510  Dearest    (You're    the    Nearest    to  My  Heart) 

(Davis-Akst) — Fox-trot, 

The  Bar  Harbor  Society  Orch. 
Sweet  One  (From  "Bombo")  (Jolson-Silvers) — 

Fox-trot   The  Bar  Harbor  Society  Orch. 

14519  Crinoline  Days  (From  "The  Music  Box  Revue") 
(Irving  Berlin) — Fox-trot, 

Lmil  Coleman  and  His  Montmartre  Orch. 
Just  One  More  Dance  (L.  B.  Curtis) — Fox-trot, 
Emil  Coleman  and  His  Montmartre  Orch. 
JEWISH  SELECTIONS 
14521  A  Malke   of   ]?eisach    (Louis  Gilrod) — Tenor — 
Abe  Schwartz's  Orch.  Accomp.  .Aaron  Lebedeff 
Peisach     Zeit      (Rubin     Doctor) — Tenor — Abe 

Schwartz  s  Orcli.  Accomp  Aaron  Lebedetf 

HAWAIIAN  SELECTIONS 
14514  Hawaiian   i  wiligut  tSlierwooUj, 

Ferrera-Franchini 
Honolulu  Bay  Waltz  (Ferrera). Ferrera-Franchini 
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OKEH  RECORDS 


2004  Serenata  Spagnole  ((Metra) — Waltz, 

Royal  Italian  Marine   Hand    10 ;4 
(Recorded  m  Europe) 
Espana  Waltz  ( Waldteufel), 

Royal   Italian  Marine   Band  10^4 
(Recorded  in  Europe) 

2005  Waltz    From    the    "Fairy    Doll"    (Valzer  nel 

Ballo  "La  Fata  dolla  Bambole")  (Bayer), 

Royal   Italian  Marine   Band  10}4 
(Recorded  in  Europe) 
Medley  of  Airs  from  "Boccaccio"  (Boccaccio- 
Fantasia)  (Suppe), 

Royal  Italian  Marine   Band  1054 
(Recorded  in  Europe) 

3039  Just  One  Night  (Oscar  Geiger), 

Marek   Weber  and  His  Urchestra  12 

(Recorded  in  Europe) 
Ecstasy  of  Love  (Rolf  Piquet), 

Marek  Weber  and  His  Orchestra  12 

(Recorded  lyi  Europe) 

3040  Romance   Bohemienne   (J.   B.   Boldi) — Violin, 

Cello  and  Piano  Marek  Weber  Trio  12 

(Recorded  in  Europe) 
.    Legende  D'Amour   (Giuseppe  Becce) — Violin, 

Harp  and  Cello  Marek  Weber  Trio  12 

(Recorded  in  Europe) 

3041  Minuet  (Boccherini), 

Dajos  Bela  and  His  Orchestra  12 
(Recorded  in  Europe) 
Souvenir  de  Mona  Lisa, 

Dajos  Bela  and  His  Orchestra  12 
(Recorded  in  Europe) 

4753  Trot  Along  (Clarence  M.  Jones) — Fox-trot, 

Herbert  Berger's  St.  Louis  Club  Orchestra  10 
The   Fuzzy   Wuzzy   Bird    (Harold   Weeks)  — 
Fox-trot — Incidental     piano      by  Herbert 
Berger, 

Herbert  Berger's  St.  Louis  Club  Orchestra  10 

4754  Dumbell  (Zez  Confrey) — Fo-x-trot, 

Vincent  Lopez  and  His 
Hotel  Pennsylvania  Orchestra  10 
One  Night  in  June  (Ted  Snyder-Arthur  Lange- 
Ernest  Klapholz) — Fox-trot, 

Vincent  Lopez  and  His 
Hotel  Pennsylvania  Orchestra  10 

4755  Tempting   (Jimmie  Monaco-Albert   Gumble)  — 

Fox-trot. .  .Hotel  Cleveland  Dance  Orchestra 

Ivan   Francisci,  Director  10 
Eleanor    (Jessie   L.    Doppen) — Fox-trot — Inci- 
dental piano  by  Herbert  Berger, 
Herbert  Berger's  St.  Louis  Club  Orchestra  10 

4756  Down  By  the  Old  Apple  Tree   (Al.  Wilson- 

Jas.     A.     Brennan) — Tenor-Baritone  Duet 

with  Orch  Billy  Jones-Ernest  Hare  10 

You    Tell    Her— I    Stutter    (Billy  Rose-Cliff 
Friend) — Tenor-Baritone  with  Orch., 

Billy  Jones-Ernest  Hare  10 

4757  Muscle    Shoals   Blues    (Geo.    W.    Thomas)  — 

Piano  Solo   Thomas  Waller  10 

Birmingham     Blues     (Charles  McCord-Mat- 
thews) — Piano  Solo   Thomas  Waller  10 

4758  Falling     (Will     Collins-Ed.  Cameron-Buddy 

Fields) — Fox-trot, 

Finzel's  Arcadia  Orchestra  of  Detroit  10 
Who  Did  You  Fool  After  All?  (Van-Schenck- 
Johnny  S.  Black) — Fox-trot, 

Herbert  Berger's  St.  Louis  Club  Orchestra  10 


4759 


4760 


4761 


4762 


4763 
4765 
4766 

4764 
4768 

4769 

4770 

52103 
53203 
21011 

4767 


Open  Your  Arms,  My  Alabamy  (Geo.  W. 
Meyers) — Fox-trot, 

Finzel's  Arcadia   Orchestra  of  Detroit  10 
Teddy  Bear  Blues  (James  H.  Jackson) — Fox- 
trot— Incidental  piano  by  Justin  Ring. 

Finzel's  Arcadia   Orchestra  of   Detroit  10 
My    Sweetheart    Sue    (John    Martell) — Fox- 
trot  Rega  Dance  Orchestra  10 

Sunny  California  (G.  M.  Messina) — Waltz, 

Rega  Dance  Orchestra  10 
Rose  of  the  Rio  Grande  (Harry  Warren-Ross 
Gorman) — Fox-trot.  .Vincent  Lopez  and  His 

Hotel  Pennsylvania   Orchestra  10 
Russian  Rose  (Peter  De  Rosa) — Fox-trot, 

Vincent  Lopez  and  His 
Hotel   Pennsylvania   Orchestra  10 
Pack   Up   Your   Sins   and   Go   to   the  Devil 
(From  the  "Music  Box  Revue,  1922-1923") 
(Irving  Berlin) — Fox-trot, 

Vincent  Lopez  and  His 
Hotel   Pennsylvania   Orchestra  10 
Crinoline  Days  (From  the  "Music  Box  Revue, 
1922-1923")  (Irving  Berlin) — Fox-trot, 

Vincent  Lopez  and  His 
Hotel   Pennsylvania   Orchestra  10 
Flower  of  Araby   (Richard  Cherkasky-Lucien 
Sclimit-Lou  Davis) — Fox-trot, 

Rega   Dance  Orchestra  10 
Ivy    (Cling   to    Me)    (Jimmy  Johnson-Isham 

Jones) — Fox-trot  Rega  Dance  Orchestra  10 

November  Rose  (Jack  Snyder) — Waltz, 

Herbert  Berger's  St.  Louis  Club  Orchestra  10 
Save  the  Last  Waltz  For  Me  (Howard  John- 
son-Jack Austin) — Waltz, 

Rega  Dance  Orchestra  10 
Fourth  of  July  in  Jim  Town  (From  the  mu- 
sical   comedy    "Shuffle    Along")  (Miller- 

Lyles) — Dialogue  Miller  and  Lyles  10 

Election  Day  in  Jim  Town  (From  the  mu- 
sical   comedy    "Shuffle    Along")  (Miller- 

Lyles) — Dialogue  Miller  and  Lyles  10 

The    OKeh    Laughing    Record— No.    2  (The 

Singing  Lesson)    10 

Minuet  in  G  (Op.   14,  No.  1)— Violin  Solo 

with  Orch  Paderewski  10 

The  Hymns  of  the  Old  Church  Choir  (Arthur 
J.  Lamb-Alfred  Solman) — Mixed  Quintette 
with  Orch., 

Shannon   Four  and   Virginia  Burt  10 
Shall  We  Meet?    (H.   L.   Hastings-Elisha  S. 
Rice) — Contralto-Tenor  Duet  with  Orch., 

Virginia   Burt-Charles   Hart  10 
The  Gallant  106th  Infantry  March  (Lieut.  L. 
Mansfield  Matt) — March, 

Lieut.  L.  Mansfield  Matt  and 
His  106th  Infantry  Band  10 
American    Aerial    Triumph    March  (Albert 
Chiaffarelli)— March, 

Lieut.  L.  Mansfield  Matt  and 
His  106th  Infantry  Band  10 
Red    Wing     (Kerry     Mills) — Tenor  Solo — 
Accomp.   by  J.   Kalani   Peterson's  Instru- 
mental Quartette  Prince  Lei  Lani  10 

Love's  Old  Sweet  Song  (G.  Clifton  Bingham- 
J.  L.  Molloy) — Tenor  with  Orch., 

Pince  Lei  Lani  10 
Rigoletto-Cortigiani,  Vil  Razza  Dannata  (Vile 
Race  of  Courtiers)   (Verdi) — Baritone  with 
Orch. -^Sung  in  Italian. .  .Riccardo  Stracciari  12 
Cavalleria     Rusticana — Addio     Alia  Madre 
(Turridu's  Farewell)  (P.  Mascagni) — Tenor 
with  Orch. — Sung  in  Italian. Nino  Piccaluga  12 
Mulligan  Races — Jig — ^Violin  Solo — Piano  Ac- 
comp. by  John  Muller  Patrick  J.  Gafifny  10 

Medley  of  Irish  Jigs  (Intro.  "Jolly  Cork- 
onian") — Violin    Solo — Piano    Accomp.  by 

John  Muller  Patrick  J.  Gaffny  10 

The  Darktown  Flappers'  Ball  (Bernie  Gross- 
man-Irving Maslof) — Contralto  with  Orch., 

Mamie  Smith  and  Her  Jazz  Hounds  10 
Sighin'  Around  With  the  Blues  (Milo  Rega) — 
Contralto  with  Orch., 

Mamie  Smith  and  Her  Jazz  Hotmds  10 


PATHE  FRERES  PHONOGRAPH  CO. 

ACTUELLE  RECORDS 
INSTRUMENTAL 

020896  Crazy  Jo' — Fox-trot — Banjo-Saxophone-Piano, 

Royale  Trio 
Pickin's — One-step — Banjo-Saxophone- Piano, 

Royale  Trio 

STANDARD  VOCAL 

020897  I'll  Take  You  Home  Again,  Kathleen, 

Apollo  Male  Trio 

Homing   Apollo  Male  Trio 

NOVELTY 
020908  Change  Your  Name  to  Malinda  Lee, 

Jack  Clare  and  Frank  Mann 
See  Old  Man  Moon  Smile, 

Jack  Clare  and  Frank  Mann 
OPERATIC 

025102  Ave  Maria  (Gounod)  (In  Latin)  Yvonne  Gall 

Ave  Maria  (Schubert)  (In  English) ..  .Yvonne  Gall 
{Continued  on  page  176) 
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ADVANCE  RECORD  BULLETINS  FOR  APRIL— (Continued  from  page  175) 


025103  Rhapsody  No.  II— Part  1  (Liszt), 

New  Symphony  Orch. 
(Arthur  Bodanzky,  Conductor) 
Rhapsody  No.  II — Part  2  (Liszt), 

New  Symphony  Orch. 
(Arthur  Bodanzky,  Conductor) 
DANCE 

020914  Dearest — Fox-trot — Vocal     Chorus  (Harry 

Blake)   Don  Parker's  Western  Melody  Boys 

Little  Rover — Fox-trot — Vocal  Chorus  (George 

Perry)   ....Don  Parker's  Western  Melody  Boys 

020915  Crying  For  You — Fox-trot  Lanin's  Arcadians 

In  the  Land  of  Smiling  Waters — Fox-trot, 

Hollywood  Dance  Orchestra 

020916  Saw  Mill  Road,  from  "Glory"— Fox-trot, 

Hollywood  Dance  Orchestra 
Sweet    One — Fox-trot  Lanin's  Arcadians 

020917  Nuthin'    But — Fox-trot  Lanin's  Arcadians 

Hello,  Paddy — Fox-trot  Hollywood  Dance  Orch. 

020918  Fate — Fox-trot   Hollywood  Dance  Orch. 

Some  Little   Someone — Fox-trot, 

Casino  Dance  Orch. 

020919  Am  I  to  Blame? — Fox-trot, 

Long   Beach   Society  Orch. 
Three  Little  Words — Fox-trot, 

Long   Beach   Society  Orch. 

020912  You   Know   You   Belong  to   Somebody   Else — 

Fox-trot  Lons:  Beach   Society  Orch. 

Rose  of  tlie  Rio  Grande — Fox-trot, 

Don  Parker's  Western  Melody  Boys 

020920  Farewell  Blues — Fox-trot  Original  Memphis  Five 

Liza,  from  "Liza" — Fox-trot.  .New  Synco  Jazz  Band 

020921  Sweet  Lovin'  Mamma — Fox-trot,_ 

Original  Memphis  Five 
That  Eccentric  Rag — Fox-trot, 

Original  Memiihis  Five 
POPULAR  VOCAL 

020913  You  Know  You  Belong  to  Somebody  Else, 

William  Rundle 

Oh,  What  a  Mother  I  Had  Frank  Sterling 

020924  Out  Where  the  Blue  Begins  Charles  Cinway 

Faded  Love  Letters  (Of  Mine)  Charles  Cinway 

NEGRO  VOCAL 

020909  Sugar  Blues  — Dance  Rhythm. 

Sister  Harris  and  Nubian  Five 
The  Cootie  Crawl — Dance  Rhythm ....  Sister  Harris 

020910  Memphis  Tennessee — Dance  Rhythm, 

Lena  Wilson  and  Nubian  Five 
He  Used  to  Be  Your  Man,  But  He's  My  Man 
Now — Dance  Rhythm, 

Lena  Wilson  and  Nubian  Five 

020911  You  Can  Have  My  Man  (If  He  Comes  to  See 

You,  Too)   Sister  Harris 

Don't  Mess  With  Me  Sister  Harris 


Hotel  Orchestra 
Flotel  Orchestra 
Than  Your 


EMERSON  RECORDS 

LATEST  DANCE  HITS 
105S7  Nothing  But — Fox- trot.  .  .Lada's  Louisiana  Orchestra 
Dreary  Weary  Blues — Blues  Fo-x-trot, 

San  Francisco  Orchestra 

10588  The  Natchez  and  Robert  E.  Lee — Fox-trot, 

Emerson  Dance  Orchestra 
Almond  Eyes — Fox-trot ..  Lada's  Louisiana  Orchestra 

10589  You  Said  Something  When   You  Said  "Dixie" 

—Fox-trot   San  Francisco  Orchestra 

:      Whoa,  Tillie,  Take  Your  Time — Novelty  Fox- 
trot  The  Emersonians 

10591  Wonderful  You — Fox-trot.  .Glantz  and  His  Orchestra 
Peggy  Dear — Fox-trot  Glantz  and  His  Orchestra 

10599  Old  Time  Waltzes  (Part  1)— Waltz, 
Na'tzv's  Biltmore 
Old  Time  Waltzes  (Part  2)— Waltz, 
Natzy's  Biltmore 
LATEST  SONG  HITS 

10590  No   One    Loves   You    Any  Better 

M-a-m-m-y — Tenor  and  Baritone  Duet, 

Irving  and  Jack  Kaufman 

Crying  For  You — Tenor  Solo  Irving  Kaufman 

10586  Aggravatin'  Papa — Novelty  Blues  Lizzie  Miles 

Four  o'clock  Blues — Novelty  Blues  Lizzie  Miles 

STANDARD  AND  NOVELTY  SELECTIONS 

10593  There  Is  One  Girl— Tenor  Solo  Walter  Scanlan 

Killarnev — Tenor  Solo   Walter  Scanlan 

10595  Nearer,  'My  God,  to  Thee— Male  Quartet, 

Shannon  Four 
Onward,  Christian  Soldiers — Male  Quartet, 

Shannon  Four 
1059C  Train     Time     at     Pun'kin     Centre — Humorous 

Sketch   Cal  Stewart  &  Company 

Uncle  Josh  in  the  Cafeteria — Humorous  Sketch, 

Cal  Stewart  &  Company 

10592  The    Blackbird — Medley    of    Irish  Hornpipes — 

Accordion  Solo   John  Kimmel 

Rakes   of    Kildare — Jledley    of   Irish    Tigs — Ac- 
cordion Solo   .J*^^"  Kimmel 

10594' Hilo  ^larch — ;\Iarch  .  .Toots  Paka  Hawaiian  Company 
Kilima  Waltz— Waltz, 

"Toots  Paka  Hawaiian  Company 

10597  LTp  the  Street — March  Emerson  Military  Band 

Our  Director — March  Emerson  Military  Band 


BANNER  RECORDS 


1162 

1163 
1164 

1165 

1166 

1167 

1168 
1175 

1169 
1170 
1171 


DANCE  RECORDS 
You've  Got  to  See  Mamma  Every  Night — Fox- 
trot— "Vocal  Chorus,  Arthur  Hall, 

Jos.  Samuels  and  His  Orch. 
Hello  Paddy — Fox-trot  ....Hollywood  Dance  Orch. 
Little    Rover    (Don't    Forget    to    Come  Back 

Home) — Fox-trot   Hollywood  Dance  Orch. 

The   World  Is  Waiting  for  the   Sunrise — Fox- 
trot  Majestic  Dance  Orch. 

'Til    My    Luck    Comes    Rolling   Along  (From 
"Little  Nellie  Kelly") — Fox-trot, 

Majestic  Dance  Orch. 

My  Buddy — Fox-trot  Majestic  Dance  Orch. 

Sweet  One — Fox-trot, 

Sam  Lanin's  Roseland  Dance  Orch. 
Am  I  to  Blame? — Fox-trot.  .The  Six  Black  Diamonds 
You  Know   You   Belong  to   Somebody   Else — 

Fox-trot   The  Six  Black  Diamonds 

Dearest — Fox-trot. Sam  Lanin's  Roseland  Dance  Orch. 
Gone,  but  Still  in  My  Heart — Fox-trot, 

Sam  Lanin's  Roseland  Dance  Orch. 

Aggravatin'  Papa — Fox-trot   Roy  Collins'  Orch. 

Peggy,  Dear — Fox-trot   Roy  Collins'  Orch. 

Parade  of  the  Wooden  .Soldiers — Fo,x-trot, 

Roy  Collins'  Orch. 
Mister  Gallagher  and  Mister  Shean — Fox-trot, 

Moulin  Rouge  Orch. 
POPULAR  VOCAL  RECORDS 
I'm    Just    a    Little    Blue — Tenor    Solo,  Orch. 

Accomp  Billy  Clarke 

Who  Cares? — Baritone  Solo,  Orch.  Accomp., 

Arthur  Fields 
Little    Rover    (Don't    Forget    to    Come  Back 

Home) — Tenor  Solo,  Orch.  Accomp... Billy  Clarke 
Faded  Love  Letters — Tenor  Solo,  Orch.  Accomp., 

Hugh  Donovan 
You  Tell  Her,  I  .Stutter — Duet,  Orch.  Accomp., 

Thomas-West 
Wanita     (Wanna    Eat?    Wanna    Eat?) — Tenor 


1172 
1173 

1174 

20S7 
2088 

2089 

2090 

2091 

2092 
2093 
2074 
2073 
2072 
2071 

2070 

2023 


Solo,  Orch.  Accomp  Billy  West 

Crying  for  You — Tenor  Solo,  Orch.  Accomp., 

Arthur  Hall 
Honeymoon  Time — Tenor  Solo,  Orch.  Accomp., 

Billy  Clarke 

LILLIAN  HARRIS  RECORD 

Sugar  Blues   Lillian  Harris 

Accomp  by  Original  New  Orleans  Jazz  Band 

Four  o'clock  Blues   Lillian  Harris 

.^ccomj).  bv  Original  New  C)rleans  Jazz  Band 
VIOLIN  RECORD 
Three  o'Clock  in  the  Morning — W^altz.  .Joseph  Andre 
Love  Sends  a  Little  Gift  of  Roses — Waltz, 

Joseph  Andre 

HAWAIIAN  RECORDS 

Aloha  Oe — Medley   Toots  Paka  Hawaiian  Co. 

Kawaha  Palokiko-Palo 

Sweet     Hawaiian     Girl     of     Mine — Hawaiian 

Guitars   Ferera-Franchini 

Monalua  Hula — Hawaiian   Guitars.  .Ferera-Franchini 

JEWISH  RECORDS 
Die   Naie   Hoffenung — Tenor   Solo,   with  Choir 

Orch.  Accomp  Sam  Goldin 

Der    Rebi    Ot    Gihaisen    Frelach    Zein — Tenor 

Solo,  with  Choir  Orch.  Accomp  Sam  Goldin 

A    Bisel    Hoisher — Soprano    Solo,    with  Orch. 

Accomp  Fanny  Schreiber 

Emese    Friend  —  Soprano     Solo,    with  Orch. 

Accomp  Fanny  Schreiber 

Weiber,  A  Leben  Oif  Aeiere  Kepelech — Tenor 

Solo,  with  Orch-  Accomp  Sam  Goldin 

Dem   Rebins  Wunder   Bei   Dem   Seider — Tenor 

Solo,  with  Orch.  Accomp   Sam  CJoldin 

STANDARD  VOCAL  RECORD 
Owl  and  Pussy  Cat — Male  Quartet.  ..  Strand  Quartet 
A  College  Medley — Male  Quartet.  ...  Strand  Quartet 

SACRED  RECORDS  FOR  EASTER 
The  Crucifix — Tenor  and  Baritone  Duet, 

George  Lenox-Charles  Johnson 

The  Palms — Baritone  Solo   Charles  Johnson 

Abide  With  Me — Tenor  and  Baritone  Duet, 

George  Lenox-Charles  Johnson 

Rock  of  Ages — Male  Quartet  Liberty  Quartet 

Softly  and  Tenderly — Tenor- and  Baritone  Duet, 

George  Lenox-Charles  Johnson 
Holy.  Holy,  Holy — Male  Quartet.  ...  Liberty  Quartet 

Face  to  Face — Baritone  Solo  Charles  Johnson 

Safe  in  the  Arms  of  Jesus — Tenor  and  Baritone 

Duet   Harold  Turner- James  March 

I  Need  Thee  Every  Hour — Tenor  and  Contralto 

Duet   George  Lenox-Edith  Roberts 

Nearer,  My  God,  to  Thee — ^ilale  Quartet, 

Liberty  Quartet 
Onward,  Christian  Soldiers — Male  Quartet, 

Liberty  Quartet 
Holy  Ghost,  With  Light  Divine — Tenor  and  Bari- 
tone Duet  George  Lenox-Charles  Johnson 

The  Holy  City — Tenor  Solo,  with  Orch.  Accomp., 

Charles  Hart 
Lead,    Kindly    Light — Tenor    Solo   with  Orch. 
Accomp  EUiotf  Shaw 


QENNETT  LATERAL  RECORDS 


GREEN  LABEL  RECORDS 

10070  The  Rosary  (Nevin) — Scipione  Guidi,  Violin, 

Piano  Ace,  Thos.  (jjiselle 
Humoresque    (Dvorak) — Scipione   Guidi.  Violin. 

Piano  Ace,  Thos.  Giselle 

10071  Mother  Machree  (Alcott-Ball- Young) — Tenor, 

Henry  Moeller 
My    Wild   Irish    Rose    (Alcott)— Tenor, 

Henry  Moeller 

10072  Haiden-Roslein  (Wild  Rose)  (Schubert), 

Mr.  and  Mrs.  Charles  Hart 
Griisse   an   Die  Heimat    (Greetings   to  Homel 

(Kromer)   Mr.  and  Mrs.  Charlef  Hart 

GENNETTS  OF  VARIED  APPEAL 
4932  Mother  Stories  (Three  Little  Pigs)— Part  1, 


Put  this  book 
to  work  for  you 


SELLING  MUSICAL 
MERCnANDISE' 


BY  JAMES  A:/=R£W 


The  only  book  published  which  shows  music  dealers 
how  to  go  about  organizing  a  musical  merchandise 
department  and  how  to  run  one  at  a  profit. 

It  is  written  by  a  man  who  has  used  every  method 
he  describes  in  his  own  business  and  every  one  of 
them  made  money  for  him.  Put  them  to  work 
for  yourself. 

Sent  to  you  FREE 
for  five  days 

Test  this  book  by  reading  it  at  our  expense. 
Fill  out  the  inspection  coupon  and  mail 
it  for  oui  free  five-day  inspection  offer 
to  Talking  "Machine  World  readers. 


^^^^Mail  This  Coupon 

Edward   Lyman  Bill.  Inc.. 

373  Fourth  Avenue.  New  York  City. 

You  may  send  me  a  copy  of  "Selling  Musical  Merchan- 
dise" for  five  days'  free  inspection.  I  will  return  it  to 
you  within  five  days  from  the  date  I  receive  it.  if  not 
thoroughly  satisfied,  or  I  agree  to  send  you  $2.00  as 
paj'ment  in  full. 

Name   

Street   

City   State. 


5038 


5040 


5042 


5043 


5030 


5034 


5035 


5039 


5041 


5044 


5045 


5046 


5047 


5049 


S5036 


Charles  Gordon 
Mother  Stores  (Three  Little  Pigs) — Part  2, 

Charles  Gordon 
After   Every   Party    (Freed-Burtnett) — Waltz — 
Hawaiian  Guitars,  'Cello  and  Flute, 

Frank  Ferera's  Hawaiian  Quartette 
Just  a  Breath  of  Hawaii   (Earl) — Waltz — Ha- 
waiian Guitars,  'Cello  and  Flute, 

Frank  Ferera's  Hawaiian  Quartette 
McLeod's  Reel  Medley — Intro.  Rakish  Paddy — 
Irish  Pipes,  Violin  and  Piano, 

Tom  Ennis,  Tom  Quigley  and  John  MuUer 
Connaughtman's  Rambles — Intro.    Frost   Is  All 
Over — Irish  Pipes,  Violin  and  Piano, 

Tom  Ennis,  Tom  Quigley  and  John  Muller 
The  Mocking  Bird  (Hawthorne) — Whistler  with 

Orch.  Acc  Sybil  Sanderson  Fagan 

Narcissus  (Nevin) — Whistler  with  Orch.  Acc, 

Sybil  Sanderson  Fagan 
Little  Cotton  Dolly — Unaccompanied, 

Criterion  Quartette 
Kentucky  Babe  (Buck-Geibel) — Unaccompanied, 

Criterion  Quartette 
LATEST  GENNETT  DANCE  HITS 
Apple  Sauce  (Freed-Arnheim-Lyman) — Fox-trot, 

Bailey's  Lucky  Seven 
You    Know    You    Belong    to    Somebody  Else 

(Monaco) — Fox-trot   Bailey's  Lucky  Seven 

Dearest    (You're    the    Nearest    to    My  Heart) 

(Akst) — Fox-trot   Lanin's  Famous  Players 

Starlight  Bay   (Donaldson) — Fox-trot, 

Lanin's  Famous  Players 
You've  Got  to  See  Your  Mamma  Every  Night 

(Rose-Conrad) — Fox-trot   Ladd's  Black  Aces 

Runnin'  Wild  (Grey-Wood-Gibbs) — Fox-trot. 

Ladd's  Black  Aces 
Ivy  (Cling  to  jMe)   (Jones-Johnson) — Fox-trot, 

Lanin's  Famous  Players 
Saw  Mill  River  Road  (From  Musical  Comedy, 
"Glory")  (Tierney), 

Glantz  Metropolitan  Players 
Four  o''Clock' Blues  (Dunn-Horsley) — Fo.x-trot, 

Ted  Claire  Snappy  Bits  Band 
Chas  A.  Watson,  Director 
I'm  Gonna  Get  You — Fox-trot, 

Benjamin's  Manhattan  Orch. 
Dreaming     Alone      (Wilkinson-Hammerstein)  — 
(Intro.:   "Forgotten) — Fox-trot, 

Vemon-Owens'  Hotel  Winton 
Orch.  of  Cleveland,  Ohio 
\\'hen  Will  I  Know  (Nager) — Fox-trot. 

Vemon-Owens'  Hotel  Winton 
Orch.  of  Cleveland,  Ohio 
When  Hearts  Are  Young  (Goodman-Romberg)  — 

Fox-trot  "Vernon-Owens"  Hotel  Winton 

Orch.  of  Cleveland,  Ohio 
Crinoline  Days  (Berlin) — Fox-trot, 

Vemon-Owens'  Hotel  Winton 
Orch.  of  Cleveland,  Ohio 
Song  of  Songs  (Moya) — Fox-trot, 

Vemon-Owens'  Hotel  Winton 
Orch.  of  Cleveland,  Ohio 
The  World  Is  Waiting  for  the  Sunrise  (Lock; 

hart-Seitz)  Vernon-Owens'  Hotel  Winton 

Orch.  of  Cleveland,  Ohio 
Sweetheart  Lane  (Hirsch-McCabe) — Fox-trot, 

Jack  Foster  Crawford  and  His  Orch. 
I  Was  Wrong  (Erdman-Westphal) — Fo.x-trot, 

Jack  Foster  Crawford  and  His  Orch. 
Sweet  One  (Jolson-Silvers) — Fox-trot, 

Bailey's  Lucky  Seven 
Crying  for  You  (Miller-Cohn) — Fox-trot, 

Lanin's  Famous  Players 
GENNETTS  OF  SPANISH  TITLE 
Palabras  de  Amor  (Roberto  Henkel) — Vals, 

Harmony  Valley  Orch. 
Manana  (To-morrow)  (Turk-Robinson) — Fox-trot, 

Bailey's  Lucky  Seven 


REGAL  RECORDS 


9434 
9435 

9436 

9437 
9438 

9439 

9440 
9450 

9441 
9442 
9443 
9-144 

9445 

9446 
9447 
9448 


DANCE  RECORDS 
Little  Rover  (Don't  Forget  to  Come  Back  Home) 

— Fox-trot   Majestic  Dance  Orch. 

Martha — Fox-trot  Jos.  Samuels  and  His  C)rch. 

Gone,  but  Still  in  My  Heart — Fox-trot, 

Sam  Lanin's  Roseland  Dance  Orch. 
Sweet  One — Fox-trot, 

Sam  Lanin's  Roseland  Dance  Orch. 
You've  Got  to  See  Mamma  Every  Night — Fox- 
trot— Vocal  Chorus,  Arthur  Hall, 

Jos.  Samuels  and  His  Orch. 

Hello,  Paddy — Fox-trot  Majestic  Dance  Orch. 

My  Buddy — Fox-trot   Roy  Collins'  Orch. 

Dearest — Fox-trot   Roseland  Dance  Orch. 

The  World  Is  Waiting  for  the  Sunrise — Fox-trot, 

Hollywood  Dance  Orch. 
'Til    My    Luck    Comes    Rolling    Along  (From 
"Little   Nellie   Kelly") — Fox-trot, 

Hollywood  Dance  Orch. 
You    Know    You   Belong   to    Somebody   Else — 

Fo.x-trot   Jos.  Samuels  and  His  Orch. 

Am  I  to  Blame? — Fox-trot, 

Jos.  Samuels  and  His  Orch. 

Peggy,  Dear — Fox-trot  Majestic  Dance  Orch. 

Aggravatin'  Papa — Fox-trot  ...Majestic  Dance  Orch. 
Parade  of  the  Wooden  Soldiers — Fox-trot, 

Glantz  and  His  Orch. 
Mister  Gallagher  and  Mister  Shean — Fox-trot, 

Moulin  Rouge  Orch. 
POPULAR  VOCAL  RECORDS 
Little  Rover  (Don't  Forget  to  Come  Back  Home) 

— "Tenor  Solo  with  Orch.  Accomp.  ...  Billy  Clarke 
Who  Cares? — Baritone  Solo  with  Orch.  Accomp. ,_ 

Arthur  Fields 
You    Tell    Her.    I    Stutter— Duet    with  Orch. 

Accomp  Thomas- West 

Wanita  (Wanna  Eat?  Wanna  Eat?) — Tenor  Solo 

with  Orch.  Accomp  Billy  West 

I'm  Just  a  Little  Blue — Tenor  Solo  with  Orch. 

Accomp  Billy  Clarke 

Crying  for  You — Tenor  Solo  with  Orch.  Accomp., 

Arthur  Hall 

Honeymoon    Time  —  Tenor    Solo    with  Orch. 

Accomp  Billy  Clarke 

Faded    Love    Letters — Tenor    Solo    with  Orch. 

Accomp  Billy  Burton 

LILLIAN  HARRIS  RECORD 

Sugar  Blues   Lillian  Harris 

Accomp.  by  Original  New  Orleans  Jazz  Band 

Four  o'(;iock  Blues   Lillian  Harris 

Accomp.  bv  Original  New  Orleans  Jazz  Band 
VIOLIN  RECORD 
Three  o'Clock  in  the  Morning — Waltz.  .Joseph  Andre 
Love  Sends  a  Little  Gift  of  Roses — Waltz, 

Joseph  Andre 

JEWISH  RECORDS 
Die    Naie  Hoflfenung — Tenor    Solo    with  Choir 

Orch.  Accomp  Sam  Goldin 

Der    Rebi    Ot    Gihaisen    Freilach    Zein — Tenor 

Solo  with  Choir  Orch.  Accomp  Sam  Goldin 

A    Bisel    "Yoisher — Soprano    Solo    with  Orch. 

.A.ccomp  Fanny  Schreiber 

Emese  Friend — Soprano  Solo  with  Orch.  Accomp., 

Fanny  Schreiber 
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TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  reputation  for  efficiency. 
Suppoce  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  G.  STREET.  WASHINGTON,  D.  C. 
281  N.  HOWARD  STREET,  BALTIMORE.  MD 


ADVANCE  LIST  OF  APRIL  RECORDS 
(Continued  from  page  176) 


9449 

9205 
9204 
969 
966 

965 

964 

963 
962 
959 
958 


7212 
7215 


7211 
7213 


7210 
7103 


720S 


7214 


5117 
5118 


Weiber,  A  Leben  Oif  Aeiere  Kepeloch — Tenor 

Solo  with  Orch.  Accomp  Sam  Goldin 

Dem   Rebins  Wunder  Bei  Dem   Seider — Tenor 

Solo  with  Orch.  Accomp  Sam  Goldin 

SACRED  RECORDS  FOR  EASTER 

The  Lord  Is  My  Shepherd  Lenox-Roberts 

Almost  Persuaded   Trinity  Quartet 

Lead,  Kindly  Light   Trinity  Quartet 

My  Faith  Looks  Up  to  Thee  Lenox-Roberts 

The  Rosary — Contralto  Solo   Edith  Roberts 

The  Holy  City — Baritone  Solo   Charles  Johnson 

Onward,  Christian  Soldiers — Male  Quartet, 

Liberty  Quartet 
Holy    Ghost,    With    Light    Divine — Tenor  and 

Baritone  Duet  George  Lenox-Charles  Johnson 

I  Need  Thee  Every  Hour — Tenor  and  Contralto 

Duet   George  Lenox-Edith  Roberts 

Nearer,  My  God,  to  Thee — Male  Quartet, 

Liberty  Quartet 
Rescue  the  Perishing — Tenor  and  Baritone  Duet, 

George  Lenox-Charles  Johnson 
Softly  Now  the  Light  of  Day — Tenor  and  Bari- 
tone  Harold  Turner-James  Marsh 

Face  to  Face — Baritone  Solo   Charles  Johnson 

Safe  in  the  Amis  of  Jesus — Tenor  and  Baritone 

Duet   Harold  Turner- James  Marsh 

The  Crucifix — Tenor  and  Baritone  Duet, 

George  Lenox-Charles  Johnson 

The  Palms — Baritone  Solo   Charles  Johnson 

Softly  and  Tenderly — Tenor  and  Baritone  Duet, 

George  Lenox-Charles  Johnson 
Holy,  Holy,  Holy — Male  Quartet.  ..  .Liberty  Quartet 
Abide  With  Me — Tenor  and  Baritone  Solo, 

George  Lenox-Charles  Johnson 
Rock  of  Ages — Male  Quartet   Liberty  Quartet 


GLOBE  RECORDS 

Dearest,  You're  the  Nearest  to  My  Heart — Fox- 
trot  Orpheum  Melody  Masters 

Caucasia — Fox-trot   Coreyfonic  Orchestra 

Saw   Mill   River   Road    (From   "Glory") — Fox- 
trot  California  Ramblers 

Lady  Butterfly  (From  "Lady  Butterfly") — Fox- 
trot  California  Ramblers 

Sweet  One — Fox-trot  Orpheum  Melody  Masters 

Three  Little  Words — Fox-trot.  .Coreyfonic  Orchestra 

Steal  a  Little  Kiss — Waltz, 

Symplionia  Dance  Orchestra 

Honeymoon  Time — Waltz, 

Symphonia  Dance  Orchestra 

Farewell  Blues — Fox-trot  Original  Memphis  Five 

Harmony  Blues^ — Fox-trot ....  Original  Memphis  Five 

Aunt    Hagar's    Blues — Vocal    Blues — Contralto 
Solo   Alice  Leslie  Carter 

The    Down    Home    Blues — Vocal  Blues — Con- 
tralto Solo  Alice  Leslie  Carter 

Ajrgravatin'  Pana,  Don't  You  Try  to  Two-Time 
Me — Vocal  Blues — Orch.  Acc  "Sister"  Harris 

Sugar  Blues — Vocal  Blues — Orch.  Acc, 

"Sister"  Harris 

Out    Where    the    Blue    Begins — Tenor  Solo- 
Orchestra   Acc  Vernon  Dalhart 

Faded    Love    Letters    o£    Mine — Tenor    Solo — 

Orchestra  Acc  Charles  Harrison 

HEBREW  AND  POLISH  RECORDS 

Sim  Sholem — Baritone  Solo  M.  Steinberg 

Bir'chas  Kolianim — Baritone  Solo  M.  Steinberg 

Jak  To  Na   Wojence   Ladnie — Baritone   Solo — 
Orch.   Acc  A.  Balucinski 

Nie    Placz  Dziewczyno — Baritone    Solo — Orch.^ 
Acc  A,  Balucinski 


EXCHANGE  ON  CANADIAN  INVOICES 

Washington,  D.  C.,  March  8. — The  rate  of  cur- 
rent exchange  between  the  United  States  and 
Canada  must  appear  and  be  added  to  the  value  of 
the  merchandise  on  all  invoices  to  Canada,  ac- 
cording to  a  recent  decision  of  the  Canadian 
Department  of  Customs.  When  this  is  omitted 
Canadian  officials  are  instructed  to  add  it  to 
the  invoice  to  make  dutiable  valuation. 


MALARKEY  TO  OPEN  IN  SHAMOKIN 

Shamokin,  Pa.,  March  9. — E.  C.  Malarkey,  the 
well-known  Girardville  music  dealer,  recently 
closed  a  deal  whereby  he  becomes  the  owner 
of  what  is  known  as  the  Wagenseller  property 
on  North  Shamokin  street,  in  this  city.  After 
a  number  of  improvements  have  been  made  in 
the  newly  acquired  property  Mr.  Malarkey  will 
remove  his  Temple  of  Music  to  the  building, 
which  will  be  ready  very  shortly. 
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SCOTFORD  TONEARM 
&  SUPERIOR  REPRODUCER 


HOW  TO  SELL  A  PHONOGRAPH 

the  Dealer  or  Salesman: 

^^he  Scotford  Tonearm  and  Superior  Reproducer  are  used  by  a  number  of 
manufacturers  of  hifeh  ^rade  phonographs.  If  your  store  handles  any  one  of 
these  instruments  you  can  increase  your  sales  and  profits  by  thoroughly  learn- 
ing and  then  informing  the  customer  ot  the  "Twelve  Points"  of  superiority 
feiven  below.  Remember  it  is  no  proof  of  selling  ability  to  take  an  order  for  a 
phono^aph,  the  preference  for  which  has  been  fixed  in  the  customer's  mind 
by  bi^  national  advertising  campaigns.  Such  order  taking  proves  the  power  of 
advertising — not  the  sagacity  of  salesmanship.  The  saving  in  advertising  cost 
is  made  up  for  by  extra  quality  and  extra  profiffor  the  store  in  the  Scotford 
equipped  instrument.  There  is  a  better  future  for  the  business  in  the  lasting 
satisfaction  of  the  purchaser  who  takesaninstrumentof  genuine  music  into  his 
home .  Give  the  customer  a  comparison  of  tone  on  all  the  different  makes.  If  he  is 
not  deaf,  he  must  appreciate  theextraordinary difference  in  tone — iheScotford's 
genuine  musical  reproduction,  without  the  metallic  sharpness,  and  without  the 
scratch.  Then  prove  yourself  not  an  ordertaker  buta  salesmaker  by  continuing 
with  a  detailed  explanation  of  why  the  Scotfgrd  is  belter  as  analyzed  in  the 
"Twelve  Points." 

Keep  the  tonearm  unscrewed  at  the  base,  so  you  may  lift  it  off 
in  your  hand  for  thorough  examination  inside  and  out — nor 
necessary  to  screw  it  down  until  sold  and  ready  to  deliver 

TWELVE  POINTS 

1 —  ^Its  good  looks.  A  neat,  trim,  tailormade  appearance.  Nicely  proportioned 
lines  which  any  artist  will  approve.  Not  the  swollen  appearance  of  the  con- 
tinuous taper  nor  angular  lines  in  conflict  with  the  cabinet  design. 

2 —  ^The  substantial,  simple  construction — cast  parts  of  solid  white  brass,  long 
straight  tube  of  yellowbrass,  hard  rubber  bushing  to  prevent  metallicvibra- 
tion  at  the  reproducer  connection  elbow. 

3 —  No  obstruction  anywhere  inside — an  absolutely  clear  passage,  with  the 
approved  two-inch  inside  diameter  at  base,  and  a  solid  45-degreedeflecting 
plane  at  the  turn  to  direct  the  sound  waves  straight  downward  into  the 
amplifying  chamber. 

4 —  The  simple  swinging  movement  of  the  tonearm  base — how  freely  it  floats 
when  lifted  up  onto  the  record — ^but  how  a  supporting  lug  inside  the  base 
at  back  prevents  the  arm  from  swinging  when  off  the  record  and  does  not 
allow  the  needle  point  to  let  down  so  low  as  to  mar  the  cabinet. 

5— The  handy  lift-up  or  side  turn,  affording  two  ways  to  change  the  needle, 

6 —  Light  pressure  on  the  record — the  squareness  of  the  mm  causing  the  weight 
to  be  supported  by  the  base,  whereas  a  more  curving  turn  would  throw  too 
much  weight  forward  to  the  needle  point. 

7 —  How  perfectly  the  needle  centers  the  groove — turning  the  reproducer  for 
playing  lateral  or  vertical  cut  records  leaves  the  needle  on  exactly  the  same 
point  at  the  same  and  only  correct  angle.  A  minimum  of  surface  noise  on 
records  noted  for  scratch. 

8 —  Reproducer  frame  split  clear  through — making  it  a  spring,  held  under  ten- 
sion by  the  longscrew  which  adjusts  the  pivotal  mountingof  the  stylus  bar. 

9 —  Any  looseness  that  mighteverdevelop  in  the  pivotingof  the  stylus  bar  may 
be  readily  detected  and  instantly  corrected  by  adjusting  the  long  screw 
until  the  needle  holder  and  stylus  bar  feel  tight. 

10 — The  inclined  position  of  the  reproducer  and  angle  of  the  stylus  bar  by 
which  a  greater  impulse  is  imparted  to  the  diaphragm,  with  finer  sensi- 
tiveness to  minor  vibrations  than  the  ordinary  straight  upright  design. 

ll^f*inetiess  of  the  mica  diaphragm — a  perfect  crystal  edge  disc  of  selected 
clearlndia  micacostingfive  times  as  much  as  the"seconds"and"thins"used 
in  cheap  soundboxes. 

12— Perfect  insulation— a  rubber  gasket  entirely  separating  the  reproducer 
frame  from  the  backplate,  and  again  a  complete  break  in  the  contact  of 
metaU  by  the  hard  rubber  bushing  in  the  tonearm.  This  double  insulation 
insuring  against  metallic  effect  in  the  tone,  and  preventing  the  surface 
scratch  being  magnified  by  the  metals  of  the  reproducer  and  tonearm. 


Reproducer  turns  on  its  axis — the  needle  remaining  on  exactly  the 
same  center  and  at  the  same  correct  an^le  in  both  positions 


The  superior  Lid  Support 


'balances  the  Lid  at  any  point 


TKe  final  point  of  excellence  in  tKe  equipment  of  a  cabinet  that  often  decides  the  sale.  A  touch  of  one  finfeerlifts 
or  closes  the  lid.  which  stops  at  any  point  desired.  Cannot  warp  the  cover.  Noiseless  in  operation.  The  simples: 

support  made.  Easiest  to  install. 


We  are  prepared  to  supply  this  Tonearm 
and  Reproducer  to  a  number  of  additional 
manufacturers  of  phonographs  incertain 
parts  of  the  United  States,  and  contracts 
remain  open  for  some  foreign  countries. 
Write  us  for  particulars  and  prices. 


We  are  able  to  supply  this  Support  in  any 
quantity.  Made  of  steel,  hi^h  ^radenickel 
or^old  plate  finish.  Samples  sent  to  man- 
ufacturers anywhere  for  trial. 
Write  for  low  quanticy  prices.  State  type 
and  weight  of  lid. 


Barnhart  Brothers  &  Spindler 

SUPERIOR  SPECIALTIES  FOR  PHONOGRAPHS   MONROE  &  THROOP  STREETS,  CHICAGO 
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pUBLIC  TESTS  of  the  New  Edison  by  di- 
^  rect  comparison  with  living  artists,  before 
more  than  four  million  people,  have  established 
beyond  question  Mr.  Edison's  achievement  in 
perfecting  the  New  Edison  Phonograph  to  a 
point  where  its  Re-Created  music  cannot  be 
detected  from  the  original. 


See  Pages  32  and  33  inside. 


JOBBERS  OF  THE  NEW  EDISON,  EDISON  RE-CREATION,  THE  NEW  EDISON  DIAMOND  AMBEROLA 

AND  BLUE  AMBEROL  RECORDS 


CALI KORNIA 
Los   Angeles — Edison  Phonographs, 
Ltd. 

San  Francisco — Edison  Phonographs, 
Ltd. 

COLORADO 
Denver — Denver  Dry  Goods  Co. 

GEORGIA 
Atlanta — Phonographs,  Inc. 

ILLINOIS 
Chicago — The  Phonograph  Co. 

Wm.  H.  Lyons  (Amherola  only). 

INDIANA 
Indianapolie — Phonograph  Corpora- 
tion of  Indiana. 

IOWA 

Dea  MoincE — Harger  Jj  Elish. 

LOUISIANA 
Htf  .jrleans — Diamond  Music  Co., 
Inc. 


MASSACHUSETTS 
Boston — Pardee-Ellenberger  Co. 
Iver  Johnson  Sporting  Goods  Co. 
(.'\niberola  only), 

MICHIGAN 
Detroit — Phonograph  Co.  of  Detroit. 

MINNESOTA 
Minneapolis — Laurence  H.  Lucker. 

MISSOURI 
Kansas  City — The  Phonograph  Co. 

of  Kansas  City. 
St.  Louis — Silverstone  Music  Co. 

MONTANA 
Helena — Montana   Phonograph  Co. 

NEBRASKA 
Omaha — Shultz  Bros. 


NEW  JERSEY 
Orange — The  Phonograph  Corp.  of 
Manhattan. 

NEW  YORK 
Albany — American  Phonograph  Co. 
Syracuse — Frank  E.  Bolwa^  &  Son, 

Inc.,  W.  D.  Andrews  Co, 

(Amherola  only). 

OHIO 

Cincinnati — The  Phonograph  Co. 
Cleveland — The  Phonograph  Co. 

OREGON 
Portland — Edison  Phonographs,  Ltd. 

PENNSYLVANIA 
Philadelphia  —  Girard  Phonograph 
Co. 

Pittsburgh — Buehn  Phonograph  Co. 
Williamsport — W.  A.  Myers. 

RHODE  ISLAND 
Providence — J.   A.   Foster  Co. 
(Amherola  only). 


TEXAS 

Dallas — Texaa-Oklahoma  Phono- 
graph Co. 

UTAH 

Ogden — Proudfit  Sporting  Goods  Co. 

VIRGINIA 
Richmond— The  C  B.  Haynes  Co., 


Inc. 


WISCONSIN 


Milwaukee — The  Phonograph  Co.  of 
Milwaukee. 


CANADA 
Montreal— R.   S.  Williams  &  Sons 
Co.,  Ltd. 

St.  John— W,  H.  Thorne  &  Co.,  Ltd. 
Toronto — R.    S.   Williams  &  Sons 

Co.,  Ltd. 
Vancouver — Kent  Piano  Co.,  Ltd. 
Winnipeg— R.  S.  Williams  &  Sons 

Co.,  Ltd. 
Babson  Bros.  (Amherola  only). 
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THE   TALKING   MACHINE  WORLD 


THE  INSTRUMENT  OF  QUALITY 
CLEAR   AS   A  BELL 


Marlborough 
$185 


Quality  Products  Attract  A  Quality  Market 


Phonograph  dealers  who  handle  such 
exquisite  instruments  as  the  Marl- 
borough, shown  above,  find  their  largest 
market  among  people  of  means  who, 
demanding  the  finest  in  everything  they 
buy,  can  and  do  pay  cash.  When  you 
show  them  the  comprehensive  line  of 
Sonora  Period  Consoles,  distinctive  and 
pleasing  in  appearance,  they  will  be 
quick  to  appreciate  the  all  'round  su- 
periority of  Sonora. 


And  you  can  show  them  more  than 
mere  exterior  beauty.  Encased  in  cabi- 
nets of  finest  materials  and  workmanship 
are  the  many  exclusive  construction 
features  that  give  to  Sonora  its  clear, 
bell-like  tone  and  absolute  fidelity  of 
reproduction.  This  combination  of 
quality  essentials  assures  many  profit- 
able sales  to  this  desirable  class  of 
purchasers. 


SONORA  PHONOGRAPH  CO.,  Inc. 

279  BROADWAY,  NEW  YORK 

Canadian  Distributors: 
SONORA  PHONOGRAPH,  LTD.,  TORONTO 

The  Highest  Class  Talking  Machine  in  the  World 


The  Talking*  Machine  World 


Vol.  J  9.    No.  4 


New  York,  April  \5,  1923 


Price  Twenty-five  Cents 


NEW  YORK  ASSEMBLY  KILLS  BILL 


State  Trade  Commission  Bill  Fails  to  Pass  As- 
sembly— Principles  of  Substitute  Bill  Intro- 
duced Meet  With  General  Approval 


The  State  Trade  Commission  Bill,  which  was 
recently  passed  by  the  New  York  State  Senate, 
has  been  formally  killed  by  the  Assembly. 
While  this  bill  may  be  re-introduced,  its  per- 
manent defeat  is  practically  assured,  due  in 
large  measure  to  the  strong  pressure  brought 
to  bear  by  business  men,  including  those  en- 
gaged in  the  talking  machine  business.  '  Par- 
ticularly active  in  opposition  to  this  measure 
was  Gilbert  H.  Montague,  prominent  New  York 
attorney,  who  has  been  long  identified  with 
the  talking  machine  industry,  and  whose  active 
opposition  took  him  to  the  State  capital  on 
several  occasions.  The  principal  objection  on 
the  part  of  honest  business  men  to  this  legis- 
lation was  the  inquisitorial  power  which  would 
have  been  placed  in  the  hands  of  a  special 
committee. 

A  new  bill  to  be  known  as  the  McGinnies 
Bill,  which  has  been  introduced  as  a  substitute 
for  the  State  Trade  Commission  Bill,  advo- 
cates a  Bureau  of  Trade  and  Commerce  in  the 
Attorney  General's  office  and  provides  for  the 
enforcement  of  the  existing  anti-trust  and  anti- 
profiteering  laws.  The  general  principles  on 
which  this  bill  is  based  are  looked  upon  with 
favor  by  business  men  throughout  the  State. 
Mr.  Montague,  commenting  on  the  McGinnies 
Bill,  stated  that  while  he  had  not  thoroughly 
examined  it,  he  was  in  accord  with  its  broad 
principles,  especially  those  providing  for  the 
utilization  of  existing  laws  in  curbing  trusts 
and  profiteers. 


MISS  FRANKEL  IS  PROMOTED 


Popular  Ormes  Order  Clerk  Appointed  Head  of 
Order  Department — Miss  Donohue  Appointed 
Assistant — Both  Well  Known  and  Populcu: 


James  J.  Davin,  sales  manager  of  Ormes,  Inc., 
Victor  wholesaler,  has  reached  the  decision  that 
women  can  sell  records  just  as  efficiently  as 
men  (if  not  more  so)  and  he  has  therefore  re- 
organized the  Ormes  order  department,  making 
Miss  Mary  Frankel,  well  known  to  the  metro- 
politan district  for  the  past  five  years,  manager 
of  the  department.  Miss  Donohue  has  been 
added  to  the  steadily  increasing  Ormes  sales 
force  to  assist  Miss  Frankel  in  this  important 
department.  The  news  that  Miss  Donohue  has 
joined  the  Ormes  organization  will  be  wel- 
comed by  many  dealers  in  Greater  New  York, 
for  she  was  associated  with  the  Knickerbocker 
Talking  Machine  Co.,  Victor  wholesaler,  for 
quite  some  time,  serving  as  a  member  of  the 
order  department. 


ANNOUNCE  ARBITRATION  WEEK 

The  week  of  May  14-20  will  be  Arbitration 
-Educational  Week,  according  to  an  announce- 
ment made  at  a  dinner  given  recently  by  the 
Arbitration  Society  of  America  to  some  four 
l^-jndred  representatives  of  trades,  industries 
and  commercial  and  professional  organizations 
at  the  Hotel  Pennsylvania,  New  York  City. 
In  that  seven-day  period  commercial  associa- 
tions and  trade  organizations  in  New  York  City 
and  State  will  unite  in  an  intensive  effort  to 
make  known  to  all  citizens  the  benefits  to  be 
derived  by  making  use  of  arbitration  in  the 
settlement  of  business  differences  and  disputes. 


John  McCormack,  famous  tenor  and  Victor 
artist,  scored  what  he  considers  his  greatest  suc- 
cess in  the  first  production  at  Monte  Carlo  of 
the  new  opera,  "A  Gogol  Tale,"  according  to 
reports  reaching  here. 

See  second  last 


A  BUNGALOW  SHOP  ON  WHEELS 


Bush  &  Gerts  Piano  Co.  Reaching  Talking 
Machine  Trade  in  Rural  Districts  Through 
Medium  of  Bungalow  Built  on  Motor  Truck 


Dallas,  Tex.,  April  6.— The  Bush  &  Gerts 
Piano  Co.  has  recently  put  into  service  a  travel- 
ing bungalow  for  the  purpose  of  exploiting 
Brunswick  talking  machines  and  records  in  the 
rural  districts  of  Te.xas.  The  bungalow  is  a 
beautifully  designed  little  house  with  a  garden 
in  the  rear,  mounted  on  a  two-ton  Federal 
truck  and  has  already  attracted  much  atten- 
tion in  districts  through  which  it  has  passed. 

A  feature  of  the  new  service  is  the  fact  that 
the  location  of  the_  Bungalow  Shop  is  adver- 
tised each  day  in  the  local  newspapers,  and 
any  orders  received  ■  from  that  district  either 
by  mail  or  telephone  for  records,  music  rolls 
or  other  musical  goods  are  filled  from  the  stock 
of  the  Bungalow  Shop  on  its  regular  rounds. 

The  traveling  bungalow  idea  has  been  used 
successfully  in  other  sections  of  the  country 
and  it  is  believed  that  it  will  prove  particula.rly 
effective  in  Texas  as  a  means  of  getting  in  touch 
with  its  large  rural  population. 


BATHING  GIRL  IN  WINDOW  A  HIT 


Young  Woman  Exercising  to  Walter  Camp's 
"Daily  Dozen"  in  Window  of  Louisville  Music 
Co.  Causes  Interested  Crowds  to  Collect 


Louisville,  Ky.,  April  6. — One  of  the  most  ef- 
fective window  displays  ever  staged  in  this  city 
was  recently  put  on  by  the  Louisville  Music 
Co.,  Inc.,  570  South  Fourth  street,  this  city.  The 
window  was  put  on  for  the  exploitation  of  Wal- 
ter Camp's  "Daily  Dozen"  records,  which  the 
company  also  handles,  and  consisted  merely  of 
a  talking  machine  and  a  young  lady  decidedly 
easy  to  look  at,  attired  in  a  very  becoming  one- 
piece  bathing  suit,  who  exercised  to  records. 

From  the  standpoint  of  publicity  and  interest 
aroused  this  window  was,  without  doubt,  a  rec- 
ord-breaker. Indeed,  the  crowds  became  so 
dense  that  traffic  was  stopped  and  the  police 
were  kept  busy  during  every  day  the  exercises 
were  held.  Further  publicity  for  the  "Daily 
Dozen"  emanating  directly  from  the  display  was 
given  by  a  local  newspaper  in  the  shape  of  a 
cartoon  of  the  window  on  the  front  page  and  a 
cleverly  written  story. 

The  Louisville  Music  Co.  has  just  moved  to 
the  above  address  and  the  store  is  now  in  the 
heart  of  the  retail  district  and  what  is  consid- 
ered one  of  the  best  locations  in  the  city.  Over 
$6,000  was  spent  in  installing  new  windows  and 
fixtures.  There  are  ten  record  demonstration 
booths  and  three  large  booths  for  machine  dem- 
onstration and  display.  The  record  racks  con- 
sist of  six  tiers,  thirty-five  feet  in  length. 


P.  T.  FELLOWS  WITH  BAMBERGER 


Attractive  Arrangement  of  Victor  Department 
Draws  Increased  Patronage 


URGES  REFUND  CLAIM  ON  STAMP  TAX 


Counsel  G.  W.  Pound,  of  Music  Industries  Cham- 
ber of  Commerce,  Advises  Discontinuance  of 
Stamps  on  Conditional  Sales  Contracts  Under 
New  Ruling  of  United  States  District  Court 


George  W.  Pound,  general  counsel  of  the 
Music  Industries  Chamber  of  Commerce,  ad- 
vises members  of  the  music  trades  who  have 
been  subject  to  the  stamp  tax  on  conditional 
sales  contracts,  under  the  interpretation  of  the 
Revenue  Act  of  1918  that  these  contracts  were 
promissory  notes,  to  "discontinue  immediately 
the  attaching  of  or  paying  the  tax  on  revenue 
stamps  under  the  revenue  acts  of  the  United 
States  on  these  conditional  sales  contracts." 
This  opinion  was  promulgated  by  Mr.  Pound 
following  a  recent  decision  of  the  United  States 
District  Court  that  conditional  sales  contracts 
are  not  promissory  notes  and  therefore  not  sub- 
ject to  the  tax.  Mr.  Pound  also  advises  mem- 
bers of  the  music  industries  who  have  been  pay- 
ing the  tax  to  make  up  a  statement  in  detail 
of  such  stamp  taxes  and  put  in  claims  for  re- 
fund with  local  internal  revenue  collectors. 


TIVOLl  SYNCOPATERS  FOR  VOCALION 

Contract  Signed  With  Albert  E.  Short  and  His 
Noted  Orchestra  of  Chicago  to  Record  Exclu- 
sively for  the  Vocalion  Records 


It  has  been  announced  that  a  contract  has 
been  signed  by  Albert  E.  Short  and  his  Tivoli 
Syncopaters  of  Chicago  to  record  exclusively 
for  Vocalion  Red  records  and  the  first  record- 
ings by  that  popular  organization  have  already 
been  made  at  the  Vocalion  Laboratories  in  New 
York.  These  first  records  will  be  released  im- 
mediately to  the  trade. 

Mr.  Short  is  one  of  the  best-known  orches- 
tra leaders  in  Chicago  and  conducts  orchestras 
in  two  of  the  largest  motion  picture  houses  in 
that  city.  During  the  past  year  or  so  the  per- 
formances of  his  orchestra  have  been  among  the 
musical  sensations  of  the  Windy  City  and  it  is 
expected  in  record  form  they  will  prove  im- 
mensely popular  with  buyers. 


SMITH'S  BRUNSWICK  SHOP  OPENS 

Handsome  New  Store  in  Jamaica,  N.  Y.,  Very 
Attractively  Equipped  With  Unico  Fixtures 


Newark,  N.  J.,  April  6. — P.  T.  Fellows  is  the 
latest  addition  to  the  sales  staff  of  the  talking 
machine  department  of  L.  Bamberger  &  Co. 
in  this  city.  Mr.  Fellows  comes  from  Canada, 
where  he  was  with  several  concerns,  including 
the  Williams  Piano  Co.,  which  handles  talking 
machines. 

Since  the  talking  machine  department  has 
been  located  in  the  new  addition  to  the  Bam- 
berger store  business  has  improved  remarkably. 
The  convenient  arrangement  of  fixtures  and 
stock  is  an  inducement  for  the  public  to  do  its 
talking  machine  and  record  buying  here  and 
this  has  been  largely  responsible  for  increased 
business.  The  Victor  line  is  featured  in  this 
handsome  department. 

page  for  Index  of  Articles  of  Interest  in  this  issue 


Jamaica,  N.  Y.,  April  5. — One  of  the  most  recent 
additions  to  the  talking  machine  stores  of  this 
city  is  Smith's  Brunswick  Shop,  334  Fulton 
street,  which  was  opened  to  the  public  last 
month.  From  an  artistic  standpoint  this  con- 
cern ranks  with  the  best  in  the  Long  Island 
territory.  The  front  of  the  store  is  given  over 
to  the  record  department.  Counters,  racks  and 
booths  for  the  demonstration  of  records  were 
installed  by  the  Unit  Construction  Co.  Along 
both  sides  of  the  center  of  the  establishment  are 
the  sound-proof  booths,  attractively  furnished 
and  with  several  LTnico  features,  including  spe- 
cial wall  racks  for  featuring  selected  records. 
The  tops  of  the  booths  are  frosted  glass.  The 
rear  of  the  store  is  more  like  the  reception 
room  of  a  home,  with  its  thick  rugs  and  deep 
easy  chairs,  than  a  place  of  business. 


MEMPHIS  FIRM  LEASES  NEW  HOME 

Memphis,  Tenn.,  April  6.— The  Bell-Welbum 
Piano  Co.,  160  Madison  avenue,  and  one  of  the 
most  progressive  music  firms  in  this  vicinity, 
has  completed  arrangements  for  a  ten-year  lease 
on  part  of  the  main  floor  and  two  upper  floors 
of  the  three-story  building  at  138  South  Main 
street.  The  lower  floor  will  be  devoted  to  the 
display  of  the  Victor  line  of  talking  machines 
and  records  and  the  remainder  to  pianos. 
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Advertising  Facts  Which  Will  Result  in  a  1 
Larger  Middle  Glass  Demand 


The  great  bulk  of  machine  and  recoid  sales 
is  made  to  the  middk-class  people  of  the  coun- 
try who  represent  the  majority  and  at  the  same 
time  the  most  desirable  type  of  customer.  These 
are  the  wage-earners,  farmers  of  the  more  pros- 
perous type,  heads  of  small  businesses  and,  in 
short,  that  great  army  of  citizens  who  are 
neither  very  rich  nor  very  poor.  Of  course,  the 
wealthy  people  of  every  community  are  desir- 
able as  customers,  but  they  are  so  far  in  the 
minority  that  the  dealer,  to  achieve  the  best 
results  from  his  advertising  and  sales  cam- 
paigns, must  cater  to  them  only  incidentally, 
centering  most  of  his  attention  on  the  largest 
class  of  possible  purchasers. 

Without  question,  the  dealer  who  desires  to 
reach  a  great  number  of  the  latter  type  of  pro- 
spective patrons  must  do  so  through  the  adver- 
tising columns  of  his  local  newspaper,  supple- 
menting this  with  personal  canvassing,  direct- 
by-mail  campaigns,  etc.  In  .order  to  obtain 
the  best  results  from  his  advertising  the  talk- 
ing machine  merchant  must  determine  in  his 
own  mind  the  attitude  of  this  type  of  customer 
toward  advertising  and  just  what  is  most  likely 
to  assert  the  greatest  appeal 

There  are  few  merchants  who  do  not  know 
the  primary  functions  of  advertising — attract 
attention,  arouse  desire  and  induce  acti.on.  This 
is  all  well  enough,  but  the  main  problem  con- 
fronting the  dealer  who  is  contemplating  an  ad- 
vertising campaign  is  how  to  bring  this  desir- 
able result  about.  To  do  this  he  must  deter- 
mine what  appeals  most  to  the  type  of  cus- 
tomer he  is  trying  to  reach  and  then  this  must 
be  incorporated  in  the  advertising  copy  in  such 
a  way  that  the  appeal  will  be  powerful  enough 
to  result  in  action,  i.  e.,  the  purchase  of  a 
talking  machine  from  the  dealer  advertising. 

Several  dealers  whose  advertising  has  been 
productive  of  excellent  results,  in  fact,  far  above 
the  average,  are  agreed  that  when  endeavoring 
to  reach  the  middle  class,  quality,  price  and 
terms  are  what  the  advertising  should  feature. 
First,  because  these  people  have  been  educated 
to  a  standard  where  they  appreciate  fine  cabinet 
work  and  musical  quality  in  a  talking  machine. 
Second,  because  of  the  fact  that  their  purses  are 
limited  the  question  of  price  is  of  great  impor- 
tance. No  matter  how  fine  the  instrument  ad- 
vertised may  be,  if  the  patrons  are  unable  to 


invest  the  large  sum  demanded  for  it  they  will 
not  buy  and  the  advertising  will  fail  of  results. 
Third,  terms  must  be  reasonable  or  many  sales 
will  be  lost.  Usually  the  middle-class  family  has 
its  income  apportioned  to  meet  expenses  such 
as  rent,  food,  clothing,  savings,  etc.,  each  claim- 
ing its  share  of  the  salary  of  the  head  of  the 
house.  On  the  other  hand,  there  is  no  reason 
why  dealers  should  make  their  terms  ridicu- 
lously low  in  order  to  make  a  few  sales.  The 
middle-class  family  can  aiTord  to,  and  will,  pay 
a  reasonable  monthly  instalment,  provided  the 
dealer  takes  the  proper  line  in  handling  sales. 
It  is  always  bad  policy  to  allow  the  prospective 


all 


Middle  Class  People 
React  Most  Strongly 
to  Publicity  Fea- 
turing Quality,  Price 
and  Terms  of  Payment 


By  Joseph  F.  Fenton  1 


fine  finish,  artistic  appearance,  etc.  Housewives 
are  the  same  the  world  over,  and  with  the 
facilities  at  hand  in  this  enlightened  age  the 
housewife  has  a  good  eye  for  harmony  of  fur- 
nishings and,  further,  she  will  not  tolerate  any- 
thing which  will  strike  a  jarring  note  in  her 
home. 

The  instrument  is  the  thing  and  for  this  rea- 
son, while  price  and  terms  should  be  brought  to 
the  prospective  customer,  they  should  not  play 
the  leading  role  in  the  publicity,  as  is  the  case 
in  so  much  advertising.  The  desire  for  owner- 
ship must  be  aroused  for  the  machine  as  well  as 
the  matter  of  price  and  terms.  If  the  reader  of 
the  advertisement  has  a  desire  to  own  the  in- 
strument advertised  her  next  thought  is  about 
price.  She  wonders  if  she  can  afford  it.  As 
she  reads  further  she  notes  that  the  price  is 
too  large  for  a  cash  transaction,  but  a  little 
further  on  she  reads  that  the  instrument  can  be 
purchased  on  a  deferred  payment  plan,  which 
brings  it  within  her  means.  Of  course,  once  the 
customer  is  in  the  store  the  closing  of  the  sale 
is  up  to  the  salesman. 


STAGES  ESSAY  CONTEST  IN  SCHOOLS 

Aggressive  Memphis,  Tenn.,  Music  Merchant 
Creates  Widespread  Interest  in  School  Band 
Music  Through  Medium  of  Contest 


customer  to  dicker  about  terms  and  set  his  or 
her  own  payment  arrangement. 

In  connection  with  quality  it  must  always  be 
remembered  that  this  should  be  the  predomi- 
nating feature  of  the  advertising.  And  since  the 
talking  machine  is  a  musical  instrument  and  not 
merely  a  piece  of  furniture  this  should  be  the 
main  theme  of  the  quality  feature  of  the  ad. 
It  is  surprising  what  the  average  person  knows 
about  music,  not  in  the  technical  sense,  per- 
haps, but  each  individual  has  a  personal  lean- 
ing toward  a  certain  type  of  music  with  which 
he  or  she  is  familiar.  Then,  too,  the  inherent 
pride  of  the  average  family  miist  be  considered. 
Mrs.  Jones  is  always  trying  to  outdo  Mrs. 
Smith,  next  door,  and  if  the  former  has  an  in- 
strument the  latter  will  go  to  great  length  to 
purchase  one  a  trifle  better.  However,  the 
musical  qualities  of  the  instrument  should  not 
be  stressed  to  the  exclu^ion  of  durabilitv  and 


Memphis,  Tenn.,  April  5.— Reinhardt's  Music 
Shop,  this  city,  recently  staged  a  very  success- 
ful essay  contest  among  the  schools  of  the  city 
on  the  subject  "Why  We  Should  Have  a  Band 
in  Our  School."  Students  in  every  school  in 
the  city  submitted  essays  and  the  interest  and 
enthusiasm  aroused  were  the  best  possible  kind 
of  publicity.  The  winner  was  presented  with 
a  band  instrument  valued  at  $100  and  to  the 
school  which  claimed  the  winning  pupil  will  be 
presented  three  months'  instruction  from  a 
band  master  to  be  provided  and  paid  for  by 
Reinhardt's  Alusic  Shop.  Children  from  the 
fourth  grades  and  up  in  the  twenty-five  local 
schools  participated. 


If  your  word  is  your  bond  your  patrons  will 
soon  find  it  out  and  their  confidence  in  you  and 
your  business  will  bring  success,  provided  other 

thinp;s  are  equal. 


THE  TALKINGjMACHINE-S  HELPMATE 


The  Nyacco  Line  is  Complete 

No  matter  what  your  requirements  are  in 
record  albums,  we  can  give  you  just  what  you 
want.  ^i,  *i 

The  Nyacco  Une  includes  from  the  lowest 
priced  to  the  highest  priced  album  made. 

But,  remember,  every  album  is  a  Nyacco 
album  and  represents  the  best  value  for  the 
price. 

If  you  are  not  already  familiar  with  the 
Nyacco  line  it  will  pay  you  to  write  us  today 
for  full  information  and  let  us  explain  the 
many  distinguishing  features  of  Nyacco 
albums. 


The  Best  Interchangeable  Leaf 
Record  Album  on  the  Market 


Write  for  display  card — mailed 
Tvilhout  cost.  It  Tvill  help  Jou 
sell    mce    Nyacco  Albums 


New  York  Album  &  Card  Co.,  Inc. 

NEW  YORK  CHICAGO 

23-25  Lispenard  St.  415-417  S.  Jefferson  SL 

Pacific  Coast  Representative:  Munson  Raynor  Corp.,  643  South  OUve  Street,  Los  Angeles,  CaHf. 
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Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  VI,  $35 

Mahogany  or  oak 


Victrola  No.  Ill 
$225 

Victrola  No.  Ill,  electric.  $265 

MalioRany.  oak  or  walnut 


Victrola  No.  230 
$375 

Victrola  No.  230,  electric,  $415 
Mahogany 


No  other  instrument 
compares  with  the 
Victrola  in  any  way — 
musically  or  commer- 
cially. It  stands  supreme 
among  musical  instru- 
ments and  is  the  big  rea- 
son for  the  success  of 
dealers  in  Victor  products 
everywhere. 


Victrola  IX 
$75  . 

Mahogany  or  oak 


Victrola  No.  130 
$275 

Victrola  No.  130.  electric,  $3151 
Mahogany  or  oak 


'(  1 


Victrola  No.  300 
$250 

Victrola  No.  300,  electric  $290 
Mahogany,  oak  or  walnut 


*HIS  MASTER'S  VOICE" 


Victrola 


REG.  u  s  PAT. OFF. 

Important    Look  for  these  trade-marks.  Under  the  lid.  On  the  label. 

Victor  Talking  Machine  Company 

Camden,  New  Jersey 
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SALES  DRIVES  ON  PORTABLE  MACHINES  NOW  IN  ORDER 


Nation-wide  Vogue  of  Camping  and  Outdoor  Sports  Gives  the  Talking  Machine  Trade  an  Un- 
excelled Opportunity  for  the  Exploitation  of  the  Portable  Type  of  Instruments 


Now  that  Spring  is  here  and  Summer  is  rap- 
idly approaching,  portable  talking  machines 
again  are  assuming  growing  importance  in  the 
eyes  of  wide-awake  dealers  who  realize  what 
a  tremendously  profitable  opportunity  is  opened 
up  by  these  instruments.  Easter  has  already 
passed  and  the  more  or  less  mellow  Spring  days 
are  serving  to  bring  out  motor  enthusiasts 
galore.  Camping,  week-end  fishing  parties,  au- 
tomobile trips  and  boating,  present  the  trade 
an  opportunity  of  exploiting  these  instruments 
which  is  unrivaled.  Thousands  of  people  who 
enjoy  these  sports  are  legitimate  prospects  and 
this  whether  they  are  the  possessors  of  large 
instruments  in  their  homes  or  not. 

However,  many  sales  of  these  portable  ma- 
chines will  not  be  made  unless  the  dealer  is 
on  his  toes  and  this  means,  in  straight  from  the 
shoulder  English,  a  vigorous,  well-thought-out 


campaign  involving  all  of  the  mediums  which 
the  dealer  commands  of  bringing  his  message 
to  the  public.  The  portable  lends  itself  readily 
to  excellent  window  displays  and  the  dealer 
who  is  endeavoring  to  feature  these  machines 
in  connection  with  camping,  motoring,  etc.,  has 
a  wealth  of  material  to  choose  from  in  planning 
his  displays  and  making  the  appeal  which  must 
result  in  sales.  In  advertising,  the  portable 
instrument  can  be  tied  up  with  outings  and 
sports  in  such  a  way  that  the  copy  will  exert 
the  maximum  pulling  power. 

Talking  machine  merchants  must  not  lose 
sight  of  the  fact  that  the  vast  potential  market 
for  these  instruments  has  barely  been  scratched 
and  sales  are  waiting  just  around  the  corner 
for  the  merchant  active  and  progressive  enough 
to  go  and  get  them.  The  low  price  of  the 
average  portable  model  is  another  vital  reason 


why  sales  should  be  numerous  and  easy.  Music 
on  an  outing  only  a  few  years  ago  was  an  im- 
possibility and  even  now  few  people  know  the 
added  enjoyment  to  be  squeezed  out  of  a  pleas- 
ure trip  when  a  portable  talking  machine  is 
carried  along.  The  long  evenings  at  camp  when 
the  day's  activities  are  over  can  be  made  the 
best  part  of  the  day  from  the  standpoint  of 
pleasure  if  there  is  music  at  hand.  Remember 
these  few  facts  and  then  plan  a  campaign  which 
will  bring  in  profits  and  build  good  will  for 
your  store.  Plant  the  seeds  of  suggestion  now 
when  enthusiastic  lovers  of  the  great  outdoors 
are  planning  where  they  will  go  during  the  Sum- 
mer. If  you  do  they  will  fall  on  fertile  ground 
and  be  much  more  effective  than  later  on. 


DELAWARE  CONCERN  CHARTERED 


The  Macer  Phonograph  Reproducer  Co.,  Inc., 
Wilmington,  Del.,  has  been  granted  a  charter 
of  incorporation  under  the  laws  of  that  State 
to  manufacture  sound-reproducing  machines 
with  a  capital  of  $500,000. 


You,  Too,  Can 
Dance  the  Tango 


to  the  music  of 


Victor  Records 


The  immense  popularity  of  the  tango, 
waltz  and  Spanish  fox-trot  caused  a  cele- 
brated dancing  instructor  to  select  a  number 
of  "Gems  for  the  Tango"  from  the  world- 
renowned  Victor  Catalog. 

After  careful  hearing,  the  following  were 
chosen  2is  perfect  examples  of  music  for 
these  modern  dances: 


Come  in  and  Let  Us  Play  Them  for  You 

17556 — ENTICEMENT — Tango   Castle  House  Orch. 

— ARGANABEZ— Tango   Castle  House  Orch. 

73483— ALMA  GITANA  (Gypsy  Love)— Fox-trot, 

International  Orcn. 
— ENSUENO  (Dreaming) — Fox-trot.  .International  Orch. 

7350G— LA  CRUZ  DE  MAYO  (Cross  of  May)— Fox-trot, 

International  Orch. 

—LA  COPA  DEL  OLVIDO  (The  Cup  of 

Forgetfulness) — Tango   Tlpica  Fresedo  Orch. 

73023— O JOS  DE  JQVENTUD  (Eyes  of  Youth)— Vals, 

Max  Dolin  Orch. 

— JOSEFINA  (Josephine) — Fox-trot  Max  Dolin  Orch. 

73639— MI  VIEJO  AMOR  (My  Old  Love)— Tango, 

Max  Dolin  Orch. 

— ES  PGR  ELLA  (For  Her  Alone)— Tango, 

International  Orch. 

73433  ASI  ES  LA  VIDA  (Such  Is  Life)— Vals, 

International  Orch. 

— EL  COSTENO  (The  Coast  Dweller) — Fox-trot, 

International  Orch. 

ALSO  ASK  )  Nos.  73111,  73112,  73160,  73161,  73171,  73177. 
TO  HEAR  1  73193,    73254,    73259,    73289.    73369,  73535. 


RODOLPH  VALENTINO 

dances  the  TANGO  in  the  famous  photoplay  "The  Four  Horsemen 
of  the  Apocalypse" 


(Photo  by  Courtesy  of  Metro  Pictures) 


Use  Page  Above  As  Window  Poster 
VICTROLAS  AND  VICTOR  RECORDS 


Extra  Copies  On  Request  To 

ORMES,  Inc. 


15  WEST  37th  STREET 


NEW  YORK 


Telephone  Fitzroy  3271-2-3 
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Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  IV,  $25 

Oak 


Victrola  No.  80 
$100 

Mahogany,  oak  or  walnut 


*His  master's  voicS" 


Its  evidence  is  all  around 
you.  The  un equaled 
group  of  famous  artists, 
the  perfection  of  the 
Victrola,  the  great  var- 
iety of  instruments  and 
entertainment — a  n  d  the 
success  of  dealers  in 
Victor  products  every- 
where. 


Victrola  VIII,  $50 

Oak 


Victrola  No.  100 
$150 

Mahogany,  oak  or  walnut 


Victrola  No.  330 
$350 

Victrola  No.  330,  electric.  $390 
Mahogany 


Victrola 


REG  u  s  PAT  OFF. 


Important    Look  for  these  trade-marks.  Under  the  lid.  On  the  label. 
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I  REVIEW  OF  THE  BUSINESS  SITUATION  I 

REPORT.S  to  The  World  from  widely  separated  sections,  of  the 
countrv  regarding  business  for  the  first  quarter  of  1923  indicate 
a  most  satisfactory  condition.  There  has  been  a  very  substantial 
increase  in  the  demand  for  talking  machines,  with  a  strong  leaning 
toward  the  console  types,  while  record  sales  have  been  unusuall}- 
large,  although  the  demand  has  been  somewhat  spotted.  Jobbers 
and  dealers  are  well  pleased  with  sales  conditions  as  a  whole,  and 
are  most  optimistic  regarding  the  outlook  for  the  balance  of  the  year. 

Increased  employment  in  leading  manufacturing  centers  and 
the  greatly  increased  savings  of  the  masses  of  the  people,  based 
upon  the  figures  issued  by  the  savings  banks,  are  indicative  of  a  very 
large  purchasing  power  which  mus't  manifest  itself  very  substantially 
in  the  near  future. 

In  the  agricultural  districts,  especialh'  in  the  \A^est  and  South, 
conditions  have  been  steadily  bettering ;  the  great  potential  buying 
power  of  the  farm  population  is  indicated  by  the  greater  increase  in 
the  wholesale  prices  of  farm  products  than  in  general  commodity 
prices.  The  gain  in  the  average  prices  of  farm  products  in  1922 
was  about  20  per  cent,  and  the  gross  value  of  the  farm  products 
was  nearly  $2,000,000,000  greater  than  in  1921.  With  the  prosperity 
of  our  principal  industry' — agriculture — and  the  great  working  army 
of  the  nation  employed  in  our  workshops  and  in  building  operations, 
there  can  be  no  question  as  to  the  greatly  increased  volume  of  de- 
mand for  talking  machines  and  records  during  the  balance  of 
the  year. 

This  trade  can  be  secured  by  the  talking  machine  merchants  of 
the  country,  provided  they  plan  ways  and  means  to  capture  it.  The 
time  has  gone  b}^  when  trade  will  come  without  solicitation,  and 
therefore  dealers  must  be  up  and  doing,  equipped  with  new  and 
original  ideas  to  go  after  business  and  land  it.  '  " 

It  is  a  matter  for  congratulation  that  the  increased  prosperity 
of  the  country  enables  the  aggressive  and  progressive  man  to  be 
well  rewarded  for  his  efforts.  It  rests  entirely  with  the  merchant 
whether  his  ledger  will  show  a  substantial  profit  on  the  right  side 
this  year.  It  certainly  will  to  those  who  are  determined  to  make 
1923  a  year  of  real  achievement.  ^ 


I     MAY  BE  NEW  ERA  IN  INDUSTRIAL  AFFAIRS 

IN  the  decision  handed  down  by  the  U.  S.  Circuit  Court  of  Appeals 
in  the  Mennen  case,  and  referred  to  elsewhere  in  The  World, 
it  is  pointed  out  that  "if  real  competition  is  to  be  continued  the  right 
of  the  individual  to  exercise  reasonable  discretion  in  respect  of  his 
own  business  methods  must  be  preserved."  This  commonsense  and 
timely  statement  reveals  that  at  last  our  judiciary  is  inclined  to  sup- 
port the  contentions  of  manufacturers  as  to  fixed  sales  policies  as 
against  the  ruinous  competitive  methods  of  the  price  cutters — it 
emphasizes  the  desire  for  a  broader  commercial  freedom  than  the 
Federal  Trade  Commission  has  heretofore  tolerated. 

There  is  no  question  that  there  is  a  decided  reaction  to-day  in 
favor  of  the  manufacturer  and  dealer  who  desires  to  uphold  the 
best  traditions  of  the  trade  as  against  the  unscrupulous  price  cutter 
whose  practices  tend  to  reduce  merchandising  to  a  condition  of 
anarchy.  The  piratical  operations  of  dealers  who  follow  the  policy 
of  employing  identified  merchandise  sold  at  cut  rates  as  bait  with 
which  to  attract  customers,  who  are  then  induced  to  buy  freely  un- 
identified products  at  prices  that  show  an  illegitimate  profit,  have 
grown  to  alarming  proportions.  The  remedy  rests  in  corrective 
legislation  that  will  protect  honest  merchandising. 

The  statement  of  Judges  Rogers,  Martin  and  Mayer  in  this 
Mennen  case,  A\hich  is  quoted  at  the  opening  of  these  remarks, 
should  be  the  slogan  leading  to  a  new  era  of  fair  play  in  every 
industry.  It  may  point  the  way  to  an  agreement  as  to  what  the  anti- 
trust laws  mean.  This  would  be  a  consummation  devoutly  to  be 
wished,  for,  judging  from  decisions  and  counter-decisions,  the  situa- 
tion is  and  has  been  badly  tangled  for  more  than  a  score  of  years. 

MUSICAL  KNOWLEDGE  A  BIG  SALES  FACTOR 

IT  has  been  said,  and  with  considerable  truth,  that  if  the  average 
student  of  music  would  gather  together  all  the  literature  issued 
by  the  various  talking  machine  companies  during  the  past  decade  he 
would  have  a  musical  library  second  to  none — a  collection  that  may 
be  considered  as  great  in  intrinsic  value  as  the  famous  five-foot  shelf 
of  books  suggested  by  Dr.  Eliot  of  Harvard.  The  question  is.  What 
proportion  of  the  sales  people  within  our  own  trade  have  a  full 
realization  of  the  volume  of  musical  knowledge  lying  within  their 
reach  and  which  they  are  overlooking,  despite  the  fact  that  a  broad 
knowledge  of  things  musical  is  so  essential  to  real  success  in  the 
talking  machine  field? 

Not  so  long  ago  we  ran  across  a  young  talking  machine  sales- 
man who  had  attended  several  performances  of  grand  opera  and 
regretted  loudly  that  the  lack  of  leisure  and  of  financial  resources 
prevented  him  from  being  a  regular  patron  right  through  the  season. 
"I  have  got  one  or  two  of  the  operas  down  pretty  well,"  he  declared, 
"but  it  will  take  several  years  before  I  can  hear  and  study  all  of 
them  at  the  opera  house." 

The  salesman's  idea  was  commendable,  but  a  short  conversation 
proved  that,  although  he  had  attended  the  opera  performances,  he 
had,  with  his  untrained  mind,  gathered  only  the  haziest  idea  of  the 
importance  of  the  various  arias  and  choruses  and  was  impressed 
more  by  their  stage  effects  than  by  the  music. 

Further  conversation  also  proved  that  beyond  the  monthly  sup- 
plements and  such  publicity  material  as  was  released  each  month  by 
the  talking  machine  companies  he  had  little  knowledge  of  the  great 
mass  of  musical  information  included  in  the  literature  that  would 
have  been  sent  him  on  request  by  the  manufacturer. 

In  these  books  and  pamphlets  the  music  of  the  operas  has  been 
carefully  analyzed  and  the  information  therein  developed  in  a  way 
to  tie  it  up  directly  with  the  records  of  the  operas,  ^^'hereas  three 
hours  at  the  opera  house  realh'  brought  nothing  tangible  to  his  mind, 
fifteen  minutes  spent  studying  the  same  opera  from  one  of  the  books 
of  the  opera  would  give  him  a  g*eneral  idea  of  its  music  that  would 
stand  up  under  a  close  test. 

It  often  happens  that  close  association  with  a  product,  a  book 
or  a  condition  serves  to  interfere  with  the  perspective.  In  other 
words,  we  are  likely  to  see  and  appreciate  things  afar  off  and  neglect 
better  things  close  at  hand  and  therefore  more  or  less  familiar. 
Perhaps  the  same  rule  holds  good  in  the  case  of  talking  machine 
literature.  Close  at  hand  and  presented  without  undue  acclaim,  it  is 
regarded  simph-  as  advertising,  when  if  sold  in  the  lobb}'  of  the 
opera  house  it  would  be  regarded  as  valuable  literature.  Those 
members  of  the  trade  who  would  augment  their  Icnowledge  of  music 
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might  well  at  the  outset  look  close  at  hand,  for  there  is  available  a 
fund  of  material  that  is  little  short  of  wonderful.  If  the  musical 
information  ofifered  by  the  talking  machine  companies  is  completely 
absorbed,  then  the  trade  member  from  that  angle  has  reached  a 
pinnacle  of  salesmanship  to  be  envied. 


financing,  and  the  proportion  of  paper  in  the  safe  and  in  the  hands 
of  outside  parties  must  depend,  of  course,  in  a  large  measure  on  the 
status  and  requirements  of  the  individual  concern. 


STORE  EQUIPMENT  A  PROFITABLE  INVESTMENT 


THE   IMPORTANCE   OF   CORRECT  FINANCING 


THE  question  of  trade  financing  has  developed  real  importance 
during  the  past  couple  of  years,  owing  to  the  rapid  turnover  in 
the  business  and  the 'comparatively  low  prices  asked  for  the  average 
run  of  machines.  _  Yet  there  are  apparently  many  dealers  who  have 
a  rather  hazy  conception  of  what  proper  financing  really  means. 

The  business  man  when  he  needs  money  goes  to  see  his  banker, 
and  if  he  is  wise  sees  to  it  that  his  business  and  accounts  are  kept 
in  such  shape  that  the  banker  is  glad  to  accommodate  him  when  the 
occasion  arises.  It  happens,  however,  that  some  banks  hesitate  to 
discount  instalment  paper,  and  in  certain  cases  even  regard  it 
askance  when  it  is  offered  as  collateral  for  a  loan  on  a  ratio  of 
two-to-one  or  better.  Under  such  circumstances  some  other  means 
for  realizing  cash  on  instalment  pape'r  must  be  found  by  the  dealer. 

Organized  finance  companies,  of  course,  help  to  solve  the  prob- 
lem, but  the  retailer  must  in  the  first  place  be  sure  of  the  company 
he  is  doing  business  with,  and  in  the  second  place  have  some  idea 
of  what  he  is  doing  when  he  enters  into  a  contract  with  that  com- 
pany. One  retailer  has  complained  because  a  finance  company 
would  not  take  all  his  paper  oft'  his  hands,  accepting  instead  only 
40  per  cent  of  it.  Another  has  asked  just  how  much  paper  he 
should  turn  over  under  a  finance  company  plan. 

The  thing  to  be  remembered  is  that  in  addition  to  making  pay- 
ments on  loans  from  either  banks  or  finance  companies  the  retailer 
must  still  carry  on  his  business,  take  care  of  his  overhead  and  pro- 
tect himself  against  any  lapse  in  payments  on  the  part  of  his  cus- 
tomers. He  will  find  that  he  must  keep  a  sufficient  amount  of  paper 
on  hand  so  that  the  regular  monthly  payments,  together  with  initial 
cash  payments  on  new  sales,  will  cover  current  expenses  and  leave 
a  margin.  Then  he  can  use  the  cash  received  in  the  discounting  of 
a  portion  of  his  paper  for  buying  new  stock  and  meeting  his  bills 
promptly  and  on  a  cash  basis.    That  is  the  secret  of  successful 


PROPER  store  equipment  in  the  talking  machine  trade  represents 
an  investment  that,  given  proper  consideration,  will  pay  definite 
dividends  in  increased  business.  This  fact  has  been  proved  in  scores 
of  cases,  and  if  such  affirmative  proof  is  not  convincing  there  can 
be  cited  instances  even  to-day  where  dealers  are  hanging  on  to  trade 
by  the  eyelashes,  because  of  unattractive  establishments. 

Not  long  ago  a  dealer  in  the  East  sought  advice  on  the  question 
of  inci-easing  his  business  by  putting  it  on  a  paying  basis.  He  stated 
he  handled  well-known,  advertised  lines  of  machines  and  records, 
used  the  sales  literature  supplied  by  the  manufacturer,  but  could  not 
make  a  go  of  the  venture.  Investigation  showed  that  the  dealer's 
store  and  his  manner  of  operating  it  were  little  short  of  archaic. 
In  the  first  place,  the  window  gave  the  impression  that  it  was  adver- 
tising a  Junk  shop,  and  in  the  interior  there  was  only  the  crudest 
equipment,  with  many  records  remaining  in  the  original  cases  from 
which  they  were  shipped  from  the  factory. 

The  advertising  matter  supplied  by  the  manufacturer  was  dis- 
played in  the  window  and  on  the  wall,  but  certainly  not  in  a  way 
calculated  to  attract  attention,  and  the  monthly  record  supplements 
were  mailed  to  a  limited  list  without  any  note  or  letter  providing 
that  desirable  personal  touch.  The  result  has  been,  of  course,  that 
the  bulk  of  the  trade  has  gone  to  more  modern  stores. 

The  case  afforded  one  of  the  most  graphic  illustrations  we  have 
seen  recently  of  how  not  to  merchandise  talking  machines  and  rec- 
ords. A  thousand  dollars'  worth  of  store  equipment,  including 
record  racks  and  a  couple  of  booths,  would  serve  alone  to  put 
that  store  in  a  position  to  double  its  business. 

It  is,  of  course,  possible  for  a  dealer  to  become  "equip- 
ment poor"  by  making  a  heavier  investment  along  that  line  than  is 
warranted  by  his  business  prospects,  but  the  retailer  who  spends  a 
couple  of  thousand  dollars  in  putting  even  a  small  store  in  order  is 
making  a  direct  appeal  to  his  clientele  that  is  likely  to  prove  as  effec- 
tive as  any  fixed  selling  plan. 


April—and  no  joke!!! 

If  you  don't  want  Records— Order  any- 
where. 

If  you  do-PEARSALL. 
(March  record  deli  very  average— 99.2%.) 
Ask  any  Pearsall  Dealer,  he'll  tell  you. 
"Desire  to  serve,  plus  ability." 


i 


10  EAST  39th  ST 


NEW  YORK  CITY 


SILAS  E.  PEARSALL  COMPANY 


THOMAS  F.  GREEN,  President 
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I  How  the  Cumulative  Effect 
I  Advertising  Built  a  Record 


A  romance  of  the  talking  machine  business 
and  a  concrete  illustration  of  the  power  of 
advertising  is  the  development  of  O'Dea's, 
Paterson,  N.  J.,  whose  sales  volume  during  the 
past  five  years  has  increased  to  such  an  extent 
that  at  the  present  time  the  concern  ranks 
with  the  largest  and  busiest  talking  machine 
firms  in  the  country  in  point  of  business  volume. 
And  this  result  was  achieved  entirely  through 
the  medium  of  advertising  in  the  local  news- 
papers and  those  of  surrounding  towns  and 


business  consistently  carried  on  by  the  firm. 

This  record  is  all  the  more  remarkable  in 
view  of  the  fact  that  O'Dea's  establishment  is 
located  on  a  side  street  and  is  far  less  pre- 
tentious as  regards  outside  and  interior  than 
many  other  similar  stores  in  the  territory  served 
by  it.  Furthermore,  no  outside  selling  is  re- 
sorted to.  Business  is  so  brisk  that  five  sales- 
men are  kept  busy  supplying  the  customers  who 
visit  the  store. 

An  interesting  feature  of  the  business  is  that 


Typical  Examples  of  Ads 

also  signboards  scattered  throughout  the  city 
and  countryside. 

Last  year  Richard  E.  O'Dea,  head  of  the 
concern,  spent  $7,000  for  newspaper  advertis- 
ing and  this  year  approximately  $15,000  will 
be  spent  for  this  form  of  publicity.  The  pull- 
ing power  of  this  advertising  is  indicated  by 
the  fact  that  although  three  months  of  the 
present  year  have  barely  passed  more  than 
$27,600  worth  of  machines  alone  have  already 
been  sold  and  it  is  estimated  that  the  gross 
income  from  talking  machine  sales  this  year 
will  be  from  $175,000  to  $200,000.  And  this  does 
not  take  in  consideration  the  enormous  record 


We  Serve  New  York! 


Qjo: 

7heR.«or<l*<»«»Wll 


THE  tremendous  increase  in  sales  for  1923  has 
proven  the  fast  selling  qualities  of  Okeh  records. 

Our  ability  to  render  prompt  and  efficient  serv- 
ice to  metropolitan  dealers  is  due  to  our  stock  being 
up  to  the  minute  at  all  times,  and  a  personnel  able 
to  handle  all  orders  promptly  v^rhether  large  or 
small. 

Are  you  sharing  in  this  rapid  turnover  possible 
with  Okeh  records?  If  not,  'phone  Chelsea  0286 
for  our  ideal  dealer  proposition  or  write 


NEW  YORK  DISTRIBUTING  DIVISION 

15  West  18lh  Street  New  York  City 

Records 


That  Brought  Big  Results 

while  in  the  advertising  the  terms  on  which 
an  instrument  can  be  secured  are  one  dollar 
down  and  one  dollar  per  week  sales  are  rarely 
made  on  these  terms.  In  the  large  majority  of 
sales  a  good  down  payment  is  secured,  averaging 
around  10  per  cent,  ranging  in  sums  of  from  $10 
to  $50.  Every  single  day  throughout  the  year 
O'Dea's  advertisements  appear  in  all  of  the 
Paterson  newspapers.  These  ads  range  in 
size  from  two  column  width,  six  inches  high, 
to  full  page  space,  and  while  the  liberal  re- 
sponse is  due  in  no  small  measure  to  the 
inducem'ents  offered,  the  down  payments  re- 
ceived when   sales   are  consummated  and  the 


of  Consistent 
Sales  Volume 


terms  arranged,  are  due  to  a  large  extent  to  the 
skill  of  the  salesmen  and  to  Mr.  O'Dea,  who  is 
himself  very  active  in  th^  sales  end. 

The  large  record  business  carried  on  by  the 
firm  is  due  to  several  reasons.  Of  course 
where  so  many  instruments  are  sold  there  is 
certain  to  be  a  considerable  sale  of  records. 
One  of  the  prime  reasons  for  the  continued 
growth  of  this  branch  of  the  business,  however, 
is  that  customers  are  expected  to  visit  the  store 
each  week  to  make  their  instalment  payments. 
This  permits  the  salesmen  to  get  busy  on  record 
sales  and  also  accessories.  During  the  last  year 
album  sales  alone  totaled  four  gross,  and  in 
addition  a  large  volume  of  other  accessories, 
such  as  needles,  etc.,  was  disposed  of. 

One-third  of  the  business  carried  on  by 
O'Dea's  is  to  foreign  customers.  The  com- 
plete stock  of  all  classes  of  music  handled  of- 
fers a  wide  selection,  and  the  demand  for  for- 
eign language  records  is  a  substantial  business  in 
itself. 

O'Dea's  is  one  of  the  pioneers  in  the  talking 
machine  field.  The  firm  was  founded  in  1897 
by  James  K.  O'Dea,  who  was  at  the  head  of 
the  enterprise  until  1908,  when  Richard  E.  O'Dea, 
who  received  his  release  from  the  army  follow- 
ing the  war,  assumed  the  direct  management, 
after  the  death  of  his  brother,  the  founder.  The 
firm  is  open  from  nine  o'clock  in  the  morning 
until  nine  in  the  evening.  A  brisk  trade  is 
carried  on  during  the  evening  hours,  because 
of  the  fact  that  Paterson  is  a  manufacturing 
center  and  a  large  portion  of  the  population, 
both  men  and  women,  are  employed  in  the 
factories  during  the  day.  On  Saturday,  the 
principal  shopping  day  of  the  week,  when 
farmers  from  the  surrounding  country  and  the 
residents  of  small  towns  in  the  vicinity  visit 
the  city  to  do  their  weekly  shopping,  the  store 
is  open  until  ten  in  the  evening. 

The  store  has  twenty-eight  record  and  ma- 
chine demonstration  booths  and  a  complete  line 
of  Victor  talking  machines  and  Brunswick 
phonographs  and  records  are  handled.  The 
business  has  grown  so  rapidly  and  to  such  an 
extent  that  the  firm  is  considering  establishing 
the  foreign  record  department  in  the  base- 
ment. Plans  include  the  construction  of  a  num- 
ber of  booths  to  facilitate  service  and  to 
eliminate  waiting  on  the  part  of  patrons  because 
of  filled  booths. 

Mr.  O'Dea's  right-hand  man  is  J.  Pulis,  who, 
because  of  his  familiarity  with  the  records,  is 
known  as  the  "Human  Catalog."  He  has  been 
with  the  concern  seventeen  years  and  to  his 
knowledge  of  records  is  due  in  no  small  measure 
the  development  of  sales.  The  other  members 
of  the  organization  were  all  picked  for  their 
ability  as  salesmen  and  they  permit  very  few 
prospective  customers  to  slip  through  their 
fingers  as  is  often  the  case  where  carelessness 
and  lack  of  knowledge  are  displayed. 

This  example  of  what  can  be  accomplished 
where  advertising  and  the  sales  end  of  the  busi- 
ness work  in  perfect  co-ordination  should  point 
the  way  to  other  merchants  who  are  not  getting 
satisfactory  results,  and,  furthermore,  this  brief 
history  of  what  regular  advertising  can  ac- 
complish shows  what,  with  foresight  and  the 
willingness  to  spend  money  to  get  business,  is 
possible  in  the  talking  machine  field,  when  in 
addition  aggressive  and  carefully  considered 
merchandising  methods  are  resorted  to. 


BRUCE  PIANO  CO.  PLANS  BRANCH 

ViDEN,  III.,  April  3. — The  Bruce  Piano  Co.,  of 
Springfield,  111.,  recently  completed  arrange- 
ments for  the  opening  of  a  branch  store  here. 
The  company  is  widely  known  in  Springfield 
and  the  surrounding  territory. 
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Spring  Tonic 


NEIGHBORLY 

INTEREST 

Formerly  it  was  quite 
a  common  thing  for  one 
person  to  visit  another 
and  take  along  his  whole 
phonograph  outfit,  in- 
cluding the  36"  brass  horn. 
And  I  dare  say,  this  sort 
of  neighborly  interest  did 
the  local  dealer  in  phono- 
graphs a  lot  of  good. 

Today  the  new  models 
have  changed  conditions 
but  a  fundamental  truth 
remains.  If  Jones  visits 
Smith,  with  his  records. 
Smith  will  undoubtedly 
hear  some  which  he  likes 
and  will  purchase  for 
himself  at  first  oppor- 
tunity. 

For  this  reason  I  think 
it  exceedingly  good  busi- 
ness to  get  your  cus- 
tomers in  the  habit  of 
taking  a  "few  of  the 
latest"  with  them  on 
social  calls.  Many  of 
them  would  do  it,  too, 
if  they  had  a  suitable 
carrying  case. 

Do  you  know  of  any 
better  way  to  stimulate 
neighborhood  interest  in 
records  generally? 


Write  (or  prices  on  our  "Special 
No.  6"  Album 


Peerless   quality   Is   uniform   and  de- 
pendable.    There    are    no    two  ways 
about  It. 


For  Your  Summer  Business 

Peerless 
Carrying  Case 

Now — Sell  your  cus- 
tomers this  handy 
medium  to  carry 
records  on  their  vaca- 
tion, or  outing  and  you 
give  them  the  incentive 
to 

Buy  More  Records  During  the  Summer  Months 

It  is  an  ideal  companion  for  the  portable  phonograph — and 
the  price  assures  it  a  wide  sale. 

Accommodates  25  ten  or  twelve  inch  records,  substantially 
built  with  suit  case  handle,  double  strap  fasteners  and  covered 
with  black  waterproof  imitation  leather. 


Made  by  the  manufacturers  of 

PEERLESS 

— the  Album 

Write  for  sample  and  prices 


A  Postal  will  bring  this  sign  to  you  in 
the  next  mail— WRITE 


It  Does  Make  A  Difference  What  Album  You  Sell 


Manufacturers  of: — 


Peerless  De  Luxe  Albums 
Peerless  All  Grades  of  Record  Al- 
bums 

Peerless  "Big  Ten"  Albums 
Peerless  Record-Carrying  Cases 
Peerless  Interiors  for  Victrolas  and 
Phonographs 


Peerless  "Classification  Systems" 
Peerless  Record  Album  Sets  for  All 

Mzike  Machines 
Peerless  Record  Stock  Envelopes 
Peerless  Delivery  Bags 
Peerless  Supplement  Envelopes 
Peerless  Photo  Albums 


PEERLESS  ALBUM  COMPANY 


WALTER  S.  GRAY 
San  Francisco 
942  Market  St. 


PHIL.  RAVIS,  President 

636-638  BROADWAY 
NEW  YORK 


L.  W.  HOUGH 

Boston 
20  Sudbury  St. 
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I  Practical  and  Tested  Method  of  Securing  | 
I  Pertinent  Data  From  Prospective  Customers  I 


There  are  many  ways  of  securing  prospects 
and  in  the  past  many  methods  have  been  advo- 
cated to  keep  the  prospect  list  alive.  Despite 
this  fact  there  does  not  seem  to  be  a  general 
realization  of  the  opportunity  for  checking  up 
on  the  people  who  come  into  the  store  and  gain- 
ing the  necessary  information  on  which  can  be 
based  an  intelligent  sales  campaign. 

One  of  the  most  successful  talking  machine 
dealers  in  the  metropolitan  district  has  evolved 
a  clever  plan  of  procedure  for  securing  the 
necessary  information  for  his  files  from  people 
who  come  into  the  store.  In  addition,  his  plan 
brings  him  knowledge  of  the  pulling  power  of 
his  advertising,  whether  the  customer  merely 
passed  by  and  decided  to  stop  in,  and  other 
prertinent  facts  of  importance.  The  knowledge 
sought  is  recorded  on  cards  similar  to  that  re- 
produced herewith. 

For  example,  a  person  enters  the  store  and 
asks  that  she  be  shown  a  certain  instrument. 
The  salesman  demonstrates  the  machine  in 
question  and,  at  the  same  time,  by  skillful  ques- 
tioning, secures  some  idea  of  the  financial 
ability  of  the  prospective  customer,  whether  a 
talking  machine  is  already  owned,  what  price 
the  prospect  had  contemplated  paying  and  terms 
desired.  If,  as  often  happens,  the  prospect  de- 
cides not  to  make  a  purchase  at  that  time,  say- 
ing that  she  intends  to  discuss  the  matter  with 
other  members  of  her  family  and  will  return 
later,  the  salesman  hands  her  his  card  and  asks 
that  if  a  decision  to  buy  is  finally  reached  the 
prospect  come  to  him.    This  opens  the  way  for 


either  securing  the  card  of  the  prospect  with 
the  name  and  address,  of  course,  or,  in  the 
event  that  no  card  is  forthcoming,  by  securing 
the  desired  information  by  a  direct  question. 
Also,  before  the  customer  leaves  the  store,  the 
salesman  inquires  whether  their  store  was  rec- 


When  the  prospect  has  finally  departed  the 
facts  obtained  are  recorded  on  the  card  illus- 
trated, and  thus  an  authentic  record  is  secured 
which  makes  possible  a  determined  sales  cam- 
paign to  procure  that  business.  Aggressive  fol- 
low-up methods  are  employed.  Dircct-by-mail 


1  2  3  4  5  6  7  8  9  10  II  12  13  14  15  16  17  18  19  20  21  22  23  24  25  26  27  28  29  30  31 
Date  Salesman  No. 


Name 

Address 

PJione 

Business  Address 

Plione 

Wanted 

Looked  at 

Price  Asked  $ 

Price  Wanted  $ 

Terms  Asked 

Terms  Wanted 

Has  to  Exchange 

Allowance  $ 

Through  Advertisement  In 

Through  Store? 

Recommended  by 

(  )ur  Customer  ? 

T.edger  No. 

Remarks 

ommended  by  a  former  customer  and,  if  not, 
ascertains  through  further  questioning  whether 
the  firm's  advertising  was  instrumental  in  bring- 
ing the  prospect  to  the  store.  If  the  advertising 
brought  about  this  result,  the  name  of  the  paper 
in  which  the  ad  was  seen  is  secured,  thus  pro- 
viding a  means  of  checking  up  on  publicity. 


literature  is  sent  out,  and  if,  after  a  reasonable 
lapse  of  time,  the  prospect  has  not  returned,  as 
promised,  a  salesman  is  put  on  the  job. 

This  is  just  a  simple  little  twist  in  business 
management  which  has  brought  big  results  for 
one  dealer  and  there  is  no  reason  in  the  world 
whv  it  cannot  do  the  same  for  others. 


Showing  Reproducer  of  Jewel  Needle  Enuipment  Turned 
Up  to  Change  Needle;  Also  Position  When  Not  in  Use 


Showing    Reproducer    of    Jewel    Needle    Equipment  in 
Position    for    Playing    Lateral    Cut    Records    on  Edisuii 
Phonograph 


For  The  New  Edison 


Showing  Reproducer  of  Jewel  Needle  Equipment  in 
Position  for  Playing  Edison  Record  With  Fibre  Needle. 


Plays  all  types  of  records.  Operates  the  same  as 
the  "EDISON"  with  the  LEVER. 

No  adjustments  necessary  when  changing  from 
lateral  to  vertical  cut  records.  Stop  prevents 
swinging  to  the  right. 

Needle  scratch  almost  entirely  removed. 

Turning  back  of  Reproducer  permits  of  easy 
access  to  needle  socket  and  saves  records  from 
unnecessary  scratching. 

Is  the  ONLY  equipment  that  plays  vertical  cut 
records  with  a  Fibre  needle  in  the  proper 
"EDISON"  position  with  the  Reproducer 
turned  FACE  DOWN  to  the  record,  giving  it 
a  floating  action. 


NOT 

Just  Another  Equipment 

BUT 

a  distinct  improvement  in 
Tone  Reproduction  as  well  as 
in  Mechanical  Construction 
and  Finish. 

Send  for  descriptive  circular 
which   contains  "HINTS  RE- 
GARDING THE  CARE  OF  A 
PHONOGRAPH." 
WRITE  YOUR  EDISON  JOB- 
BER.  HE  HAS  IT. 
Price  the  same.     Liberal  dis- 
count to  dealers. 
GUARANTEED     IN  EVERY 
WAY. 

MONEY  BACK  IF  NOT 
SATISFIED. 

We  handle  highest  grade 
Jewel  Point  Needles. 


JEWEL  PHONOPARTS  COMPANY 


m 


Showing  Back  \^iew  of  Jewel  Needle  Equipment  in  Posi 
tion  for  Playing  Lateral  Cut  Records  on  Edison  Phonograph 


Needle  CENTERS  on  all  records. 

Straight  air-tight  construction  and  absence  of 
movable  joints  insure  perfect  reproduction  and 
great  volume. 

Pivoted  ball-joint  insures  perfect  reproduction  and 
freedom  of  movement  both  vertically  and  hori- 
zontally. 

Weight  is  the  lightest  that  can  produce  perfect 
results,  thus  saving  the  record,  and  permitting  a 
freedom  and  sweetness  of  tone  considered  impos- 
sible. 

Indestructible  NOM-Y-KA  diaphragms  do  not 
blast,  crack,  split  or  warp,  and  are  the  greatest 
development  in  phonographic  sound  reproduction 
in  years. 

160  W.  Whiting  St.,  Chicago 
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I  Clever  Merchant  Makes  Good  Use  of  Small  | 
t  Window  and  Doorway  for  Display  ::  By  j.  k.  Novins  | 


What  could  be  done  with  door  space  in  the 
way  of  displaying  merchandise  when  the  regu- 
lar show  windows  are  hardly  sufficient  was  il- 
lustrated by  an  experiment  recently  tried  by  the 
G.  A.  Barlow's  Son  Co.'s  music  store  at  Tren- 
ton, N.  J.  Indeed,  this  novel  doorway  display 
is  the  most  talked  of  merchandising  stunt  in 


The  Doorway  Window  Display 


New  Jersey's  capital  city.  The  most  interesting 
thing  about  this  display  is  that  it  cost  Barlow 
almost  nothing  to  stage  and  that  the  same  idea 
can  very  well  be  adapted  to  almost  any  retail- 
ing store. 

The  store  of  G.  A.  Barlow's  Son  Co.,  which 
is  one  of  the  oldest  in  Trenton,  having  served 
two  srer.crations  of  Trcntnnians.  orcupics  three 


Stories  in  a  wooden  structure,  and  carries  a 
large  stock  of  high-class  pianos,  talking  ma- 
chines and  band  instruments. 

Despite  the  growth  of  business  and  stock  the 
store  has  only  two  show  windows,  each  of  aver- 
age size.  At  first  the  handicap  in  show  space 
was  overcome  by  well-thought-out  and  well- 
balanced  displays.  The  displays  attracted  a  lot 
of  attention,  aroused  comment  and  brought  a  lot 
of  sales. 

But  recently  it  became  more  apparent  that 
additional  space  for  display  purposes  was  need- 
ed. Mr.  Barlow  gave  this  matter  considerable 
thought,  and  finally  broached  the  subject  to  Mr. 
Glasser,  manager  of  the  talking  machine  and  in- 
strument department,  who  is  responsible  for 
most  of  the  good  displays  seen  in  the  Barlow 
windows. 

Mr.  Glasser  looked  around  for  a  way  out  of 
the  difficulty  and  finally  hit  upon  a  very  origi- 
nal idea.  He  informed  Mr.  Barlow  that  the 
best  thing  to  do  under  the  circumstances  would 
be  to  make  use  of  the  door  space  for  display 
purposes.  That  is,  the  doorway  could  serve  as 
a  show  window  at  night,  after  the  closing  of 
the  store. 

For  the  purpose  Mr.  Glasser  got  together 
several  velvet  draperies,  which  he  normally  uses 
in  his  regular  window  displays,  as  background 
material.  Right  over  the  door,  inside  the  store, 
he  attached  an  awning  support,  from  which  he 
hung  black  felt  curtains  reaching  to  the  ground. 
Three  black  curtains,  one  for  the  back  and  one 
on  each  side,  created  a  space  four  feet  square 
and  shut  ofl;  the  view  of  the  rest  of  the  store 
from  outside  the  door  pane.  Mr.  Glasser  fig- 
ured that  to  shut  off  the  view  of  the  rest  of 
the  store  would  enable  him  to  focus  the  passer- 
by's attention  on  the  display  in  the  four-feet 
square  show  window. 

On  a  special  stand,  which  he  placed  in  this 
compartment,  he  displayed  a  saxophone.  Right 
below  the  transom,  shut  off  from  view  of  the 
outsider,  he  suspended  a  spotlight,  which  re- 
flected a  stream  of  light  downward,  at  any  angle 
desired.  By  changing  the  mirror  in  the  spot- 
light Mr.  Glasser  could  secure  any  color  of  light 


desired  for  the  display.  The  spotlight  cost  the 
store  $16,  the  black  felt  curtains  cost  $50,  to- 
taling $66,  as  the  only  expenditure  for  the  spe- 
cial show  window.  The  other  accessories,  such 
as  stand,  velvet  draperies,  etc.,  formed  part  of 
the  regular  show  window  equipment  kept  in  the 
stockroom.  Considering  the  results,  the  ex- 
penditure was  indeed  insignificant. 

At  night,  after  closing  time,  Mr.  Glasser  at- 
taches the  black  curtains  to  the  awning  sup- 
port, the  saxophone,  or  whichever  instrument 


Attractive  Display  in  Limited  Window  Space 

it  is,  is  placed  on  the  stand,  which  is  covered  by 
colored  draperies  artistically  arranged,  the  spot- 
light is  switched  on — and  the  result  is  a  display 
that  works  all  night,  Sundays  and  holidays. 

Usually  one  instrument  is  displayed  at  a  time, 
the  display  being  changed  nightly.  One  night 
it  will  be  a  saxophone  and  on  another  night  a 
mahogany  talking  machine,  which  is  shown  set 
for  playing. 

He  also  changes  the  position  of  the  instru- 
ment. One  night  it  will  be  shown  resting  on 
the  stand,  while  on  the  next  night  it  will  be  seen 
supported  in  the  air,  a  thick  stream  of  colored 
light  making  the  instrument  stand  out,  while  the 
support  is  concealed  against  the  dark  back- 
ground of  the  black  felt  curtain. 

Mr.  Glasser  uses  the  color  of  light  that  will 
best  harmonize  with  the  finish  of  the  instrument 
displayed  and  the  color  of  the  drapery  in  the 
following  manner:  If  the  instrument  is  gold 
colored  the  spotlight  throws  a  stream  of  yel- 
low color,  which  diffuses  against  the  surface 
of  the  instrument.  For  brass  instruments  he 
also  uses  yellow-colored  light.  For  red  instru- 
ments he  uses  pink-colored  lights.  For  a  ma- 
hogany talking  machine  the  best  color  is  sun- 
light. 

Mr.  Glasser  uses  only  pink,  green,  blue  and 
amber  draperies,  although  other  effective  colors 
are  possible.  He  matches  the  drapery  with  the 
color  of  the  instrument  and  the  color  of  light. 
For  instance,  in  displaying  a  saxophone  he  used 
a  pink  light  and  rose  velvet  drapery.  The  effect 
of  this  color  combination  was  a  sort  of  bluish 
cast  on  the  drapery,  which  combination  was 
very  pleasing  to  the  eye. 

Recently  Mr.  Glasser  substituted  a  neatly 
hand-painted  sign  for  an  instrument,  in  order  to 
note  the  effect  of  the  rich  color  on  the  letter- 
ing. The  sign  had  a  gold  background  with 
lettering  in  green.  By  throwing  amber  light 
against  it  the  effect  created  was  one  of  green 
letters  suspended  in  the  air,  since  the  amber 
light  diffused  with  the  gold  background  and 
made  it  practically  invisible  to  the  naked  eye. 

As  the  store  is  located  in  the  theatrical  sec- 
tion, the  special  doorway  display  create.d  a  good 
deal  of  comment  among  the  theatregoers. 

Mr.  Glasser  bears  quite  a  reputation  for  origi- 


"ASK  THE  DEALERS  WHO  SELL  THEM" 


MORE  than  5,000  times  this  test  has  been 
made  by  more  than  75  artists.  Five  mil- 
lion music  lovers  could  detect  no  difference 
between  the  Edison  performance  and  the  living 
performance. 

This  is  just  one  of  the  facts  which  enable 
Edison  Dealers  to  overcome  all  sales  resistance. 

THE  PHONOGRAPH  CORPORATION  OF  MANHATTAN 

METROPOLITAN  DISTRIBUTORS 

ORANGE,  N.  J. 
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nality  in  window  displays  and,  peculiarly 
enough,  his  displays,  while  used  in  a  music 
store,  can  very  well  be  adopted  by  the  average 
retailer  handling  a  high-class  product. 

Desiring  to  give  one  of  his  regular  window 
displays  a  rich  effect,  Mr.  Glasser  secured  from 
a  manufacturer  a  supply  of  expensive  wood- 
pulp  curtains,  which,  draped  against  the  wall  of 
the  window,  gave  an  effect  of  a  moving  sea  of 
colors.  The  curtains  flapped  about,  the  layers 
of  colors,  arranged  like  fish  scales  of  various 
colors,  creating  different  color  combinations. 
This  gave  the  window  display  an  aristocratic 
atmosphere.  During  the  life  of  the  display  Mr. 
Glasser  was  approached  by  a  number  of  people 
for  information  on  the  nature  of  the  material 
used  and  how  he  secured  it.  Mr.  Glasser  says 
ha  first  saw  it  used  on  the  stage  during  the 
presentation  of  a  popular  musical  comedy  and 
finally  learned  the  name  of  the  manufacturer 
supplying  the  product.  The  material  cost  the 
store  $200,  but  he  claims  it  was  well  worth  it, 
as  it  can  be  used  repeatedly  to  harmonize  with 
various  displays  of  high-class  products. 

Another  interesting  display  created  by  Mr. 
Glasser,  and  shown  herewith,  was  that  of  a 
talking  machine  with  a  background  of  gold  ma- 
terial draped.  The  special  lighting  effects  gave 
the  window  a  home  atmosphere.  For  a  base 
Mr.  Glasser  used  two  pieces  of  velvet  of  dif- 
ferent colors,  gold  and  blue,  which,  by  the  way, 
comprise  Trenton's  official  colors.  The  tall  can- 
dlesticks and  the  mirror  on  the  wall  gave  fur- 
ther drawing-room  atmosphere.  Another  fea- 
ture of  that  display  was  that  only  one  instru- 
ment was  shown. 

There  are  several  other  good  ideas  Mr.  Glas- 
ser uses  in  his  windows.  One  is  that  there  are 
two  levels  in  the  window.  This  practically  makes 
two  windows  out  of  one.  The  chief  article  can 
be  displayed  on  the  upper  level,  while  kindred 
articles  can  be  displayed  on  the  lower  level. 

Mr.  Glasser  makes  use  of  an  ingenious  and 
simple  method  of  tying  up  price  with  the  ex- 
pensive product.  To  tag  a  price  ticket  onto  a 
high-priced  talking  machine  certainly  cheapens 
the  effect.  Mr.  Glasser  gets  around  this  diffi- 
culty by  placing  the  price  tag  several  feet  away 
from  the  product  and  tying  it  up  with  the  prod- 
uct by  a  stretch  of  expensive  drapery.  When 
one  views  the  product  the  eye  naturally  follows 
the  drapery  to  the  price  tag. 

The  delicacy  of  touch  is  even  carried  to  the 
showroom.  This  was  demonstrated  to  the 
writer  in  e  very  interesting  manner  the  other 
day.  Mr.  Glasser  led  the  way  to  the  third  floor, 
where  the  piano  and  talking  machine  show- 
rooms are  located.  As  they  stepped  off  the  ele- 
vator Mr.  Glasser  pressed  a  button,  which 
switched  on  the  electric  lights,  revealing  an  ar- 
tistically decorated  drawing-room,  in  which  was 
seen  an  array  of  pianos  and  talking  machines. 
At  the  same  time,  from  a  room  in  the  rear  of 
the  three-room  suite  the  writer  heard  the  soft 
notes  of  a  piano. 

"What's  that?"  the  writer  asked,  as  they 
stopped  in  the  dimly  lighted  room. 

"Oh,  we  have  a  blind  tuner  back  there,"  Mr. 
Glasser  replied,  smiling.  "You  know  blind 
tuners  are  the  best." 

As  Mr.  Glasser  led  the  way  to  the  rear  the 
piano  notes  became  sharper  and  the  writer  was 
all  anxiety  to  catch  a  glimpse  of  the  blind  tuner. 
Upon  entering  that  room  no  tuner  was  to  be 
seen.  Instead,  it  was  a  high-class  reproducing 
piano  playing.    Mr.  Glasser  laughed. 

"You  see,  when  I  switched  on  the  light  near 
the  elevator,"  he  said,  "it  immediately  released 
the  electric  current  which  operates  the  repro- 
ducing piano.  I  tell  the  'blind  tuner'  story  to 
every  prospect  when  I  take  them  up  here,  and 
they  really  think  it  is  a  human  hand  playing 
the  piano  until  they  find  out  for  themselves  that 
a  self-playing  piano  is  capable  of  reproducing 
tunes  exactly  as  if  played  by  the  master  pianist 
himself.  This  serves  to  overcome  any  prejudice 
which  may  exist  in  the  mind  of  the  customer 
against  self-playing  instruments.  Once  you  re- 
move the  prejudice  it  is  easier  to  sell  the  high- 
class  reproducing  piano." 


HANDSOME  NEW  PORTLAND  QUARTERS 

New  Store  of  Seiberling  &  Lucas  Co.  One  of 
Finest  in  the  Pacific  Northwest— Elaborate 
Talking  Machine  Department  a  Feature 


Portland,  Ore.,  April  6.— The  formal  opening  of 
the  Seiberling  &  Lucas  Co.'s  new  store  at  151 
Fourth  street,  which  occurred  recently,  was.  a 
big  event,  with  thousands  of  people  visiting  the 
handsome  new  establishment.  A  musical  pro- 
gram was  arranged  for  the  entire  day  with 
prominent  orchestras  and  musicians  being  fea- 


holstered  with  a  colorful  parrot  design,  is  used 
in  all  booths;  rose  velvet  drops  with  rose  lamp 
shades  throw  a  soft  light,  and  everything  har- 
monizes unusually  well  with  the  artistic  light 
gray  woodwork. 

The  growth  of  Seiberling  &  Lucas  Co.'s  store 
is  quite  remarkable.  In  October,  1909,  Frank 
Lucas  and  F.  A.  Seiberling  started  business  in  a 
small  way  at  Second  and  Alder  streets  with  a 
floor  space  of  seventeen  by  forty-two  feet.  In 
July,  1914,  they  moved  to  125  Fourth  street, 
with  a  floor  space  of  eighteen  by  one  hundred. 
January  1,  1918,  they  secured  additional  room 
with  a  selling  space  of  36,000  feet,  with  base- 
ment storage  of  30,000  feet.  On  October  1, 
1919,  they  again  enlarged  their  floor  space  by 
50,000  additional  feet.  Now  the  firm  occupies 
an  entire  building  with  a  ten-year  lease.  Mr. 
Lucas  says,  "Personal  service,  truth  in  advertis- 


Section  of  ."Talker"  Department 

lured.  Victrola  and  Brunswick  recitals  were 
given  at  various  intervals. 

The  present  store  is  a  fire-proof  concrete 
building,  having  four  stories  and  a  mezzanine, 
and  includes  rehearsal  halls,  repair  shops  and 
studios,  as  well  as  large  demonstration  and 
salesrooms.  No  expense  has  been  spared  to 
make' it  the  finest  complete  music  store  of  its 
kind  in  the  Pacific  Northwest.  All  stock  has 
been  doubled  since  moving  into  the  new  quar- 
ters. 

Brunswick  phonographs  and  Brunswick  rec- 
ords have  been  added  to  the  Victor  line  and  a 
most  attractive  and  artistic  talking  machine  de- 
partment has  been  installed  on  the  mezzanine 
floor  with  eight  audition  booths  and  one  large 
demonstration  room.  A  large  service  counter 
is  directly  at  the  top  of  the  marble  stairs  lead- 
ing from  the  main  floor.    Wicker  furniture,  up- 


Attractive  Seiberling  &  Lucas  Window 
ing  and  tireless  energy  on  the  part  of  everyone 
have  been  big  factors  in  our  success  and  we 
intend  to  keep  right  on  progressing  and  expect 
to  put  in  any  line  that  has  the  earmarks  of 
success." 


A  talking  machine  dealer  truly  remarked  re- 
cently that  "If  you  have  something  which  you 
are  sure  the  people  need  and  you  prove  it  to 
them  sales  will  follow." 


[ 


New  York's  Music  Week  April  29  to  May  5 


VICTOR  RECORDS 
IN  ALL  LANGUAGES 

Mosl  Complete  Stock  in  U.  S.  A. 


"FOR  PERSONAL  SERVICE" 

Phone  Morningside  3009 


KNICKERBOCKER 

TALKING  MACHINE  CO.,  Inc. 

138  West  124th  Street  New  York  City 

"New  York's  Progressive  Victor  Wholesaler" 
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The  Oak  cannot 


This  illustrates  the  laminated  construc- 
tion of  the  New  Process  Columbia  Rec- 
ords. 

A—  illustrates  the  much  smoother  playing 
surfaces  which  are  made  of  a  new  sub- 
stance over  which  the  needle  travels 
almost  inaudibly . 

B— —  illustrates  the  much  harder  centre  core 
which  resists  warping. 


AN  unbreakable  law  decrees 
l  \  that  nothing  can  return  to 
an  outgrown  position.  * 

It  was  as  certain  as  sunrise 
that  some  one,  eventually,  would 
discover  a  process  by  which  the 
unpleasant  scratch  and  scrape  of 
surface  sound  would  be  elim- 
inated from  phonograph  rec- 
ords. Columbia  made  this  dis- 
covery, and  as  a  result,  the 
industry  has  entered  a  new  era. 

It  is  equally  certain  that 
phonograph  owners,  once  ex- 
periencing the  delightful  surface 
quietness  of  Columbia  New  Pro- 
cess Records,  can  never  be  satis- 
fied with  anything  less  perfect. 

We  have  set  the  highest  mark 
ever  attained  in  the  reproduc- 
tion quality  of  phonograph  rec- 
ords. Columbia's  recordings  are 
at  the  peak  of  excellence. 

All  Columbia  Records  are  now 
made  by  Columbia's  new,  three- 
ply  laminated  process,  a  hard 
centre,  or  core,  overlaid  with 
a  surface  of  such  marvelous 


Columbia 
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return  to  the  Acorn 


smoothness  that  the  noise  of  the 
needle  traveHng  over  it  is  re- 
duced to  the  faintest  whisper. 

Columbia's  nation-wide  ad- 
vertising, appearing  in  an  enor- 
mous list  of  newspapers,  with 
millions  of  circulation,  and  fre- 
quent pages  in  The  Saturday 
Evening  Post,  is  persistently 
driving  this  new  truth  about 
Columbia  Records  into  the  pub- 
lic consciousness. 

Everywhere  sales  are  multi- 
plying tremendously.  Columbia 
Dealers  are  enthusiastic.  There 
is  no  question  as  to  the  final 
result. 

We  know  that  every  dealer 
who  conscientiously  desires  to 
give  his  trade  the  greatest  ser- 
vice will  talk  matters  over  with 
the  Columbia  Branch  in  his  ter- 
ritory. 

Columbia  New  Process  Rec- 
ords are  the  most  perfect  phono- 
graph records  made  to-day.  The 
process  is  patented.  No  one 
can  make  anything  of  a  similar 
quality. 


COLUMBIA  GRAPHOPHONE  COMPANY 

New  York 
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The  ALBUM  method  EXCELS  all  other  RECORD  FILING  systems  EVER  TRIED 


SELECTING   THEIR  FAVORITES 


To  the  Trade: 

Our  Record  Album  factory — all  or  any  part  of 
it — is  at  your  command.  Hundreds  of  customers 
can  and  will  gladly  testify  as  to  the  good  quality  of 
our  production. 

Our  large  and  growing  business  is  due  to  satis- 
fied customers  and  repeat  orders. 

Imprint  (firm  name  or  trade  mark)  stamped  on 
covers  if  desired  when  orders  are  sufficiently  large 
to  justify  it. 

OUR  ALBUMS  ARE   MADE  TO  CONTAIN  VICTOR. 
COLUMBIA.  EDISON,  PATHE.  VOCALION  AND 
ALL  OTHER  DISC  RECORDS 


NATIONAL  PUBLISHING  CO.,  239  S.  American  St.,  PHILADELPHIA,  PA. 

New  York  Office,  54  Franklin  Street,  Telephone,  Franklin  1227,  James  E.  Maguire,  Representative 


THE  PERFECT  PLAN 


WILEY  B.  ALLEN  CO.  IN  NEW  HOME 


Prominent  Pacific  Coast  Concern  Celebrates 
Fiftieth  Anniversary  by  Completion  of  Hand- 
some New  Building  in  Oakland,  Cal. 


Oakland,  Cal.,  April  6. — The  Wiley  B.  Allen 
Co.  celebrated  the  semi-centennial  of  the  estab- 
lishment of  that  concern  by  the  completion  of 
its  new  building  at  1323  Washington  street,  in 
this  city.  It  was  fifty  years  ago  last  month 
that  the  Wiley  B.  Allen  Co.  was  established 
in  San  Jose  by  the  man  whose  name  it  bears, 
and  to-day  the  company  is  nationally  known 
with  branches  all  over  the  Coast,  including 
the  cities  of  Oakland,  San  Francisco,  Los 
Angeles,  San  Jose,  Sacramento,  Portland, 
Fresno  and  San  Diego. 

In  speaking  of  the  new  store,  the  Oakland 
manager,  A.  B.  Laurilliard,  said:  "The  one  big 
reason  for  the  move  is  the  imperative  need  for 
more  room.  We  have  been  for  a  long  time 
handicapped  by  the  limited  space  in  our  old 
location.  In  the  new  store  we  will  have  three 
entire  floors  and  mezzanine.  The  first  floor 
will  be  devoted  to  display,  talking  machine 
rooms,  and  sheet  music.  The  second  floor  will 
be  an  exclusive  piano  salesroom,  with  eight 
separate  salesrooms.  The  third  floor  will  be 
devoted  to  service. 


STAGE  MUSIC  MEMORY  CONTEST 

Rogers,  Ark.,  April  5. — The  music  department  of 
the  Women's  Progressive  Club,  this  city,  re- 
cently staged  a  very  successful  music  memory 
contest  in  the  local  schools.  The  contest  cov- 
ered a  period  of  three  weeks. 


A  Real  Money  Maker 


Patented 
1914 


Patented 
1914 


Boston  Interchangeable  Leaf  Album 

The  envelope  leaves  may  be  changed 
at  will.  This  new  feature  made  pos- 
sible only  by  our  newly  patented  wood- 
back. 

Remember,  when  you  sell  Real  Mer- 
chandise your  customers  will  never 
trade  elsewhere. 

Boston  Book  Company 


501-509  Plymouth  Court, 


Chicago,  III. 


HAHNE  &  CO.  PLAN  SUMMER  DRIVE 

Talking  Machine  Department  of  Newark,  N.  J., 
Department  Store  Planning  to  Open  Distrib- 
uting Centers  in  Charge  of  Sales  Crews 


Newark,  N.  J.,  April  6. — The  talking  machine 
department  of  Hahne  &  Co.,  big  local  depart- 
ment store  of  this  city,  is  making  plans  for  the 
opening  of  several  branches  during  the  Summer, 
according  to  J.  Blake,  manager  of  the  depart- 
ment. It  is  the  custom  of  this  concern  to  open 
small  establishments  in  advantageous  sections 
of  the  State.  A  crew  of  salesmen  is  assigned 
to  each  of  these  stores,  working  out  through 
the  surrounding  territory  on  a  wide  radius. 
This  plan  has  been  productive  of  much  business 
in  former  years,  due  to  the  fact  that  the  distrib- 
uting branches,  as  these  stores  are  known,  make 
it  convenient  for  the  prospective  customers  to 
look  over  the  line  of  Victor  and  Sonora  ma- 
chines handled  by  Hahne  &  Co. 


INTERESTING  DISCOUNT  FACTS 


The  Retail  Merchant  Who  Does  Not  Take  Ad- 
vantage of  Discounts  Is  Losing  Money 


If  you  think  you  are  saving  money  by  with- 
holding payments  to  your  jobber  or  whole- 
saler after  the  discount  date  because  your  funds 
are  drawing  interest  at  your  bank  here's  a  table 
prepared  by  the  National  Association  of  Credit 
Men  which  should  wake  you  up.  Even  the  small- 
est discount  earns  more  than  twice  the  amount 
of  bank  interest: 

54%  in  10  days — net  30  days     — equals  9%  a  year 

1  %  in  10  days — net  30  days  — equals  18%  a  year 
1^-2%  in  10  days — net  30  days     — equals  27%  a  year 

2  %  in  30  days — net  4  months — equals  8%  a  year 
2  %  in  10  days — net  60  days  — equals  14%  a  year 
2    %  in  30  days — net  60  days     — equals  24%  a  year 

2  %  in  10  days — net  30  days     — equals  36%  a  year 

3  %  in  10  days — net  4  months — equals  10%  a  year 
3  %  in  30  days — net  60  days  — equals  36%  a  year 
3  %  in  10  days — net  30  days     — equals  54%  a  year 


NEW  STORE  IN  SOUTH  BEND,  IND. 


Complete  Music  Stores  Co.  Opens  Second  Es- 
tablishment— E.  H.  Konold  in  Charge 


South  Bend,  Ind.,  April  6. — The  Complete  Mu- 
sic Stores  Co.,  operating  an  establishment  at 
Mishawaka,  Ind.,  has  opened  a  branch  in  this 
city  at  217  West  Washington  avenue.  The  local 
store  will  be  the  headquarters  of  the  firm.  The 
store  is  attractively  fitted  up,  among  the  con- 
veniences being  five  record  demonstration 
booths  and  a  balcony  extending  the  length  of 
the  establishment  which  is  utilized  for  the  dis- 
play of  talking  machines.  A  complete  line  of 
wind  and  string  instruments  has  also  been  in- 
stalled.   E.  H.  Konold  is  manager. 


A  sage  once  said:  "There  is  no  fool  like  an 
old  fool."  In  this  enlightened  day  it  would  be 
better  to  say  that  there  is  no  fool  like  the  fool 
who  refuses  to  profit  by  his  own  mistakes  and 
the  errors  of  others. 


TEXAS  MERCHANTS  TO  CONVENE 


Annual  Gathering  of  State  Association  Will  Be 
Held  May  1  and  2 — Elaborate  and  Con- 
structive Program  Planned 


Dallas,  Tex.,  April  6.— The  Texas  Music  Mer- 
chants' Association  will  meet  in  Dallas  May  1 
and  2,  it  was  announced,  following  a  meeting 
of  the  executive  committee  here  in  which  ar- 
rangements for  the  two-day  program,  which 
promises  to  be  one  of  the  most  interesting  ever 
held,  were  completed. 

Among  the  principal  speakers  will  be  Alfred 
L.  Smith,  of  New  York,  general  manager  of 
the  Music  Industries  Chamber  of  Commerce. 
Mayor  Sawnie  R.  Aldredge  will  deliver  the  ad- 
dress of  welcome.  Response  will  be  made  by 
C.  C.  Miller,  of  Fort  Worth,  former  president 
of  the  Association. 

The  report  of  the  president,  Will  A.  Watkin, 
of  Dallas,  will  be  made  on  the  morning  of  the 
first  day  of  the  convention.  Lester  Burchfield, 
of  Dallas,  secretary-treasurer  of  the  Association, 
will  make  his  report  following  the  address  of 
the  president. 

An  open  forum  will  be  held  in  the  afternoon 
of  each  day.  Mark  P.  Campbell,  of  New  York, 
president  of  the  Brambach  Piano  Co.,  will  speak 
on  the  afternoon  of  the  first  day  and  Henry 
Camp  Harris,  of  Dallas,  will  speak  on  "Sales- 
manship" preceding  the  open  forum  of  the  sec- 
ond day. 

Dr.  William  M.  Anderson,  Jr.,  will  deliver  the 
final  address  on  the  afternoon  of  the  second 
day,  which  will  be  followed  by  the  annual  elec- 
tion of  officers  and  the  selection  of  the  next 
meeting  place. 


lEGOBRysH 

made'to  fit  all  makes 
machines 

THERE  MUST  BE  A  REASON 


"OVER  10,000  BRUSHES 
SOLD  IN  ROCHESTER, N.Y. 
IN  LESS  THAN  6  MONTHS' ' 


25c.  brings  a  sample 


List  Price 
25c. 
Dealers 
$1.80perdz. 
Jobbers 
$15.00 
per  gross 

THE  STCRGIS  NOVELTY  WORKS 

Medina,  N.  Y. 


CLEANS 
RECORDS 

WHILE 

P  LAYING 
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Barbara  Kemp  and 
Eduard  Moerike 

Opera^s  latest  sensations 

New  interest  and  attention  to  events  operatic  were  notice- 
ably quickened  during  the  past  month  of  March.  Audiences 
at  the  Metropohtan  Opera  witnessed  the  sensational  debut 
and  triumph  of  Barbara  Kemp  in  the  title  role  of  the  first 
presentation  of  Mona  Lisa  in  America,  and  crowded  houses 
at  the  Manhattan  Opera  enthusiastically  greeted  the  splen- 
did performances  that  were  given  by  the  visiting  German 
Opera  Company  of  Berlin  in  their  successful  revival  of  the 
Wa  gner  Operas,  under  the  co-direction  of  the  famous  Ger- 
man conductor,  Eduard  Moerike. 

Their  recordings  are  available  from  our 
repertoire  of  Rare  Record  Importations 

That  the  outstanding  successes  of  the  month  were  accom- 
plished by  Mme.  Kemp  and  Moerike — that  the  opera  critics  in 
New  York  newspapers  were  excited  to  enthusiastic  praise  and 
comment  on  the  vocal  abilities  of  Mme.  Kemp  and  the  mas- 
tery of  Moerike's  orchestral  conduction,  are  both  of  special 
importance  to  OKeh  dealers,  inasmuch  as  splendid  recordings 
by  both  of  these  gifted  artists  are  now  available  to  the  Ameri- 
can public  from  our  repertoire  of  Rare  Record  Importations. 

These  facts  should  forcibly  emphasize  to  our  dealers  that  in 
offering  the  imported  recordings  by  Kemp,  Moerike  and 
numerous  other  artists  equally  as  famous,  they  are  offering  to 
their  customers  an  incomparable  line  of  records  that  has  an 
immediate  appeal  to  those  people  who  know,  follow,  and  ap- 
preciate the  music  of  Opera. 

Through  our  special  arrangements  with  the  leading  record 
manufacturers  of  Europe,  we  alone  are  able  to  import  the 
matrices  of  these  rare  recordings  by  world-famous  artists, 
press  them  in  the  Okeh  factories,  and  release  them  to  the 
American  public  under  the  Odeon  and  Fonotipia  labels. 

Records 

The  Records  of  Quality 


QKjJ 

The  Record  Of 


General 
Phonograph  Corporation 
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MENNEN  TEST  CASE  RULING  A  VICTORY  FOR  MERCHANTS 

G.  H.  Montague,  Prominent  New  York  Attorney,  Explains  Meaning  of  Decision  Handed  Down  in 
United  States  Circuit  Court  of  Appeals  and  Its  EfTect  on  Business 


Another  decision  of  far-reaching  importance 
to  trade  and  commerce  operating  under  the 
Federal  Trade  Commission  act  has  been  handed 
down  by  the  United  States  Circuit  Court  of 
Appeals  in  the  test  case  brought  by  the  Mennen 
Co.  against  the  Federal  TradS  Commission. 

In  this  ruling  the  Mennen  Co.,  manufacturer 
of  toilet  products,  was  held  to  be  absolutely  fair 
in  its  price  schedules  and  in  its  dealings  with 
wholesalers  and  retailers,  in  a  unanimous  de- 
cision of  the  United  States  Circuit  Court  of 
Appeals  rendered  last  month  in  which  was  re- 
versed an  order  recently  issued  against  the  com- 
pany by  the  Federal  Trade  Commission. 

The  Circuit  Court  of  Appeals,  in  the  course 
of  upholding  the  Mennen  Co.'s  course  of  busi- 
ness, declares  that  "if  real  competition  is  to 
continue,  the  right  of  the  individual  to  exercise 
reasonable  discretion  in  respect  of  his  own  busi- 
ness methods  must  be  preserved."  The  Court 
states  that  "The  Mennen  Co.,  acting  independ- 
ently, has  undertaken  to  sell  its  own  products 
in  the  ordinary  course,  without  deception,  mis- 
representation, or  oppression,  and  at  fair  prices, 
to  purchasers  willing  to  take  them  upon  terms 
openly  announced.  .  .  .  The  company  is  engaged 
in  an  entirely  private  business  and  it  has  a 
right  freely  to  exercise  its  own  independent  dis- 
cretion as  to  whether  it  will  sell  to  wholesalers 
only,  or  whether  it  will  sell  to  both  wholesalers 
and  retailers,  and  if  it  decides  to  sell  to  both, 
it  has  a  right  to  determine  whether  or  not  it 
will  sell  to  the  retailers  on  the  same  terms  it 
sells  to  the  wholesalers.  ...  It  did  not  discrimi- 
nate as  between  retailers,  but  sold  to  all  re- 
tailers on  one  and  the  same  scale  of  prices. 
And  it  did  not  discriminate  as  between  whole- 
salers, but  sold  to  all  wholesalers  on  one  and 
the  same  scale  of  prices." 

The  Circuit  Court  of  Appeals,  in  the  course 
of  its  opinion,  discusses  the  Clayton  Act  and 
also  the  Federal  Trade  Commission  Act,  and 
lays  down  a  broad  interpretation  of  these  acts 
contrary  to  that  heretofore  adopted  by  the  Fed- 
eral Trade  Commission  and  concludes  with  the 
statement  that  "The  Mennen  Co.  is  not  shown 
to  have  practiced  unfair  methods  of  competition 
in  commerce." 

Gilbert  H.  Montague's  Statement 

In  explanation  of  the  Circuit  Court  of  Ap- 
peals' decision,  Gilbert  H.  Montague,  counsel 
for  the  company,  issued  the  following  statement: 

"The  Federal  Trade  Commission's  proceeding  against 
the  Mennen  Co.,  which  has  just  culminated  in  the  decision 
of  the  Circuit  Court  of  Appeals  in  New  York  City  sus- 
taining the  Mennen  Co.  at  every  point,  was  begun  by  the 
Commission  about  two  and  one-half  years  ago  as  a  test 
case  to  determine  whether  a  manufacturer  has  the  right  to 
grant  special  discounts  to  customers  who  render  special 
service  in  the  marketing  and  distribution  of  his  products. 

"The  Mennen  Co.  apparently  was  singled  out  by  the 
Commission  for  this  test  case  because  it  presented  no  com- 
plicating circumstances  of  fraud  or  monopolistic  control  or 
conspiracy,  but  merely  a  straightforward  policy  of  granting 
discoimts  to  such  customers  as  rendered  special  distributing 
service.  The  Commission  claimed  that  service  is  not  a  legal 
basis  for  discounts  and  that  discounts,  generally  speaking, 
can  be  allowed  only  for  quantity,  and  must  be  the  same 
to  all  customers,  whether  wholesalers,  retailers  or  even  con- 
sumers. This  made  the  issue  particularly  clear-cut,  and 
throughout  the  proceeding  the  Mennen  Co.  and  the  Com- 
mission have  co-operated  toward  a  prompt  determination  of 
this  question. 

"Because  certain  wholesale  associations  were  allowed 
by  the  court  and  the  courtesy  of  the  Mennen  Co.'s  coun- 
sel to  intervene  at  the  last  moment  and  to  file  a  brief  with 
the  Circuit  Court  of  Appeals  the  impression  has  arisen  in 
some  quarters  that  the  Mennen  Co.  in  this  proceeding  was 
taking  sides  between  wholesalers  and  retailers,  or  between 
different  classes  of  distributors. 

"This  is  not  the  fact,  for  the  Mennen  Co.  has  always 
sold  to  both  wholesalers  and  retailers,,  and  has  never  taken 
sides  as  between  different  classes  of  distributors,  and  it 
was  only  because  the  proceeding,  in  the  Mennen  Co.'s' 
opinion  seriously  threatened  all  retailers  and  all  wliolesalers 
that  the  Mennen  Co.  assumed  the  burden  of  this  litiga- 
tion, in  its  successful  effort  to  demonstrate  to  the  Courts 
that  the  Commission's  view  is  unsound.  No  association  of 
any  kind  has  participated  or  contributed,  financially  or 
otherwise,  to  the  defense  of  this  proceeding. 

"The  Commission's  order,  which  the  Circuit  Court  of 
Appeals  has  now  reversed,  forbade  the  Mennen  Co.  to 
adopt  any  system  of  discounts  'upon  the  basis  of  a 
classification  of  its  customers  as  jobbers,  wholesalers,  re- 


tailers or  any  similar  classification  which  relates  to  the 
customers'  form  of  organization,  business  policy,  business 
methods.' 

"This  denial  of  the  manufacturer's  right  to  give  any  con- 
sideration to  the  particular  distributing  service  rendered  by 
any  of  his  customers  would,  in  the  Mennen  Co.'s  opinion, 
have  placed  every  distributor,  retail  or  wholesale,  at  a 
disadvantage  as  compared  with  every  large  consumer  buying 
direct,  and  every  small  retailer  at  a  disadvantage  as  com- 
pared with  every  large  retailer,  and  ever  retailer,  however, 
large,  at  a  disadvantage  as  compared  with  every  chain  store, 
and  every  small  chain  store  at  a  disadvantage  as  compared 
with  every  large  chain  store,  and  every  small  wholesaler  at 
a  disadvantage  as  compared  with  every  large  wholesaler, 
and  every  'co-operative  or  mutual'  organization  at  a  dis- 
advantage as  compared  with  every  larger  buying  unit, 
whether  retail  or  wholesale,  and  would,  in  the  Mennen  Co.'s 
opinion,  have  had  the  unfortunate  result  of  clogging  every 
channel  of  distribution,  both  retail  and  wholesale,  with 
combinations  which  not  only  would  soon  exterminate  the 
independent  retailer  and  the  independent  wholesaler,  but 
would  in  time  build  up  great  combinations  of  wholesalers 
and  retailers  that  would  eventually  exterminate  all  smaller 
combinations  of  wholesalers  and  retailers. 


"Upon  the  argument  before  the  Circuit  Court  of  Appeals 
tlie  only  suggestion  which  the  Commission's  counsel  made  as 
to  how  the  Mennen  Co.  could  extricate  itself  from  the 
dilemma  presented  by  the  Commission's  order  was  that  the 
Mennen  Co.  might  sell  to  only  one  wholesaler,  instead  of 
to  the  entire  wholesale  and  retail  trade  as  at  present,  or 
might  sell  to  only  certain  specified  dealers,  instead  of  to 
the  entire  retail  and  wholesale  trade.  What  disruption  such 
a  rule  would  have  caused  to  any  manufacturer  like  the 
Mennen  Co.,  whose  business  with  thousands  of  wholesale 
and  retail  accounts,  in  every  channel  of  distribution,  in 
every  section  of  the  country,  has  been  built  up  through 
years  of  national  sales  effort,  is  plain  to  anyone  conversant 
with  modern  distributing  conditions. 

"In  deciding  in  favor  of  the  Mennen  Co.  and  reversing 
this  order  of  the  Federal  Trade  Commission  the  Circuit 
Court  of  Appeals  has  simply  interpreted  and  clarified  the 
law  for  the  guidance  of  the  Commission  and  the  busi- 
ness community.  The  Commission's  proceeding,  which  has 
resulted  in  this  judicial  interpretation,  should  not  be  con- 
strued as  indicative  of  any  hostility  on  the  part  of  the 
Commission  against  the  Mennen  Co.  or  against  any  par- 
ticular branch  of  distribution,  but  should  be  recognized  for 
what  it  is,  namely,  the  only  mode  by  which  the  Commis- 
sion could  obtain  an  interpretation  and  clarification  of  the 
law  on  this  subject." 

Don't  knock!  Be  a  booster!  The  former  ii 
harmful  and  the  latter  has  never  failed  to  be 
beneficial. 


CHARMAPHONE  PORTABLES 

Give  You  the  Best  Opportunity 
of  "Cashing  In"  on  the  Demand 


No.  VI,  13i/4"xl3i/4"x7' ,  Silent  Motor, 
Charmaphone  tone  arm  and  sound  box, 
either  oak  or  walnut;  weighs  15  pounds 


No.  VIII,  13i4"xl3i4"x7i4",  Silent  Motor, 
Charmaphone  tone  arm  and  sound  box, 
mahogany    finishj    with   record  album; 
weighs  16  pounds 


Price  and  Quality  Give  the 

CHARMAPHONE 

the  Leadership 

Distinctive  qualities  set  the 
Charmaphone  apart  from  all 
other  portables,  its  high  quality, 
durability  and  fine  tone  make  it 
a  fast  seller. 

These  two  portable  models  will 
add  to  the  sales.  The  distinctive 
features  of  each  make  good  sales 
talk.  Once  demonstrated  they 
attract  trade  and  sell  them- 
selves. 

Note  the  Two  Models 

No.  6  -  -  $30.00 


No.  8 


With  Record 
Album 


35.00 


If  you  are  not  already  handling 
this  remarkable  Portable  value, 
make  arrangements  to  do  so  at 
once. 

There  are  upright  models  of 
Charmaphone  phonographs  that 
you  will  be  interested  in — the 
same  big  value  you  find  in  the 
portables.  Send  for  a  sample 
of  one  or  both  machines  at  once 
and  ask  for  our  catalog  on  the 
complete  line  and  the  name  of 
your  jobber. 

Some  Jobbing  Territory 
Still  Open 


CHARMAPHONE  CO., 


39  West  Thirty-second  Street 
NEW    YORK  CITY 
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The  High  Quality  Phonograph 

Always  Stays  Sold! 


SONORA  dealers  possess  the  great  satisfac- 
tion of  knowing  that  the  phonographs  they 
sell  are  built  to  stay  sold !  They  know  that  each 
detail  and  advanced  improvement  of  Sonora  de- 
sign has  behind  it  the  experience  of  many  years 
devoted  to  building  phonographs  exclusively. 

The  aggregate  result  is  a  distinctly  high  qual- 
ity instrument  that  gives  years  of  service,  devoid 
of  frequent  adjustments  and  repairs  that  are  not 
only  annoying  but  costly. 


The  Barcarolle,  $150 


The  Serenade,  $150 


The  Sonoras  you  sell  will  create  an  endless 
chain  of  owner  satisfaction  and  word-of-mouth 
advertising  that  is  certain  to  increase  sales, 
heighten  your  prestige  and  lower  selling  costs. 

Let  us  explain  the  Sonora  proposition  in  de- 
tail.  Drop  us  a  postcard  today. 


SONORA  PHONOGRAPH  CO.,  Inc. 

NEW  YORK:  279  BROADWAY 

Canadian  Distributors:  SONORA  PHONOGRAPH,  Ltd.,  Toronto 


THE  INSTRUMENT  OF  QUALITY 
CLEAR   AS  A  BELL 


The  Highest  Class  Talking  Machine  in  the  World 
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The  distributor  named  below  who  covers  the  terri- 
tory in  which  you  are  located  will  be  glad  to  answer 
all  inquiries  regarding  a  Sonora  agency  on  receipt  of  a 
letter  from  you. 


State  of  New  York 

with  the  exception  of  towmi  on 
Hudson  River  below  Pough- 
keepsie  and  excepting  Greater 
New  York. 

Gibson-Snow  Co., 
Syracuse,  N.  Y. 


State  of  New  Jersey. 

Sonora  Sales  Co.  of  New 
Jersey, 

605  Broad  St.,  Newark,  N.  J. 


State  of  Indiana. 

Kiefer-Stewart  Co., 
Indianapolis,  Ind. 


State  of  Nebraska  and 
Western  Iowa. 

Lee  Coit  Andreesen  Hard- 
ware Co., 

Omaha,  Nebr. 

The  New  England  States. 

Sonora    Phonograph    Co.  of 

New  Englcind, 

221  Columbus  Ave.,  Bos- 
ton, Mass. 


Washington,  California, 
Oregon,  Arizona,  Nevada, 
Northern  Idaho,  Hawaiian 
Islands. 

The  Magnavox  Co., 

616  Mission  St.,  San  Frsin- 
cisco,  Cal. 

Southeastern  Pait  of 
Texas. 

Southern  Drug  Company, 
Houston,  Texas. 


Lower  Michigem, 
and  Kentucky. 


Ohio 


Ohio 


Sonora  Phonograph 
Company, 

417  Bulkley  Bldg.,  Cleve- 
land, Ohio. 


States  of  North  Dakota, 
South  Dakota,  Minnesota 
and  Northern  Iowa. 

Doerr-Andrews-Doerr, 
Minneapolis,  Minn. 


Missouri,  Northern  and 
Eastern  Part  of  Ktinsas, 
and  5  counties  of  N.E. 
Oklahoma. 

C.  D.  Smith  Drug  Co., 

613  Arcade  Bldg.,  St.  Louis, 
Mo.  St.  Joseph,  Mo. 

States  of  Montcuia,  Colo- 
rado, New  Mexico  and 
Wyoming  East  of  Rock 
Springs. 

Moore-Bird  &  Co., 

1751  California  St.,  Denver, 
Colo. 


Utah,  western  Wyoming 
and  southern  Idaho. 

Strevell-Paterson  Hardware 
Co., 

Salt  Lake  City,  Utah. 


Illinois  and  Eastern  Iowa. 

Illinois  Sonora  Corporation, 

720  S.  Michigan  Ave.,  Chi- 
cago, HI. 


Wisconsin,  Upper  Michi- 
gan. 

Yahr  &  Lange  Drug  Co., 
Milwaukee,  W"S. 


Eastern  Pennsylvania, 
Maryland,  Delaware,  Dis- 
trict of  Columbia  and 
Virginia. 

Sonora  Co.,  of  Phila.,  Inc., 
1214  Arch  St.,  Philadelphia, 
Pa. 


Western  Pennsylvania  and 
West  Virginia. 

Sonora  Dist.  Co.  of 
Pittsburgh, 

505     Liberty     Ave.,  Pitts 

burgh.  Pa. 


All  of  Brooklyn  and  Long 
Island. 

Long  Island  Phonograph  Cc, 

150  Montague  St.,  Brook- 
lyn, N.  Y. 


New  York  City,  with  the 
exception  of  Brooklyn 
and  Long  Island.  Also 

Counties  of  Westchester,  Put- 
nam and  Dutchess;  all  Hudson 
River  towns  and  cities  on  the 
west  bank  of  the  river,  south 
of  Highland;  all  territory  south 
of  Poughkeepsie. . 

Greater  City  Phonograph  Co., 
Inc., 

311  Sixth  Avenue,  New 
York. 
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Practical  Suggestions  for  Putting  Over  a  | 
Mothers'  Day  Sales  Campaign    By  w.  bhss  stoddard  | 


Was  there  ever  anybody  so  unselfish  as  mo'th- 
er?  Was  there  ever  anybody  who  took  more 
delight  in  sharing  her  pleasure  with  others? 
Such  being  the  case,  could  there  be  any  more 
appropriate  gift  for  her  on  her  own  special  day 
(May  13,  this  year)  than  a  talking  machine,  with 
a  collection  of  records  embracing  the  songs  that 
were  popular  when  she  was  a  girl,  a  few  opera 
selections,  a  few  hymns  and  some  of  the  best 
modern  music?  It  will  give  pleasure  not  only 
to  her,  but  to  the  entire  family,  because  of  the 
educative  and  stimulative  influence  of  music. 

This  is  the  idea  that  every  dealer  should  en- 
deavor to  put  over  for  the  first  two  weeks  in 
May — and  it  will  not  do  any  hurt  to  start  the 
publicity  campaign  a  little  earlier  than  this,  for 
the  selection  of  a  phonograph  often  requires 
much  thought,  and  its  purchase  cannot  be  de- 
cided upon  in  a  single  day. 

The  Starr  Piano  Co.,  Los  Angeles,  Cal.,  ran 
a  regular  series  of  ads  along  this  line.  One  of 
them  showed  a  father,  mother  and  several  chil- 
dren gathered  around  a  grate  fire,  while  close 
at  hand  was  a  talking  machine.  This  ad  was 
captioned: 

|iiiiiiiiiiiiiiiiiiiiiii;iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin 

I  THE  BEST  OF  ALL  GIFTS  FOR  MOTHER  i 
p  is  the  gift  that  can  be  used  every  day  in  the  = 
g  weeV  and  one  which  is  enjoyed  by  every  member  g 
S  of  the  family.  The  phonograph  is  a  bond  to  hold  = 
^  the  entire  family  together.  We  will  gladly  ar-  1 
M  range  such  terms  that  to  surprise  Mother  next  ; . 
g  Sunday — Mothers'  Day — can  be  made  a  perpetual  1 
g     reminder  of  your  affection  for  her.  1 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
This  ad  was  changed  every  day,  but  all  of  the 
announcements  suggested  the  advisability  of  a 
phonograph  for  mother  on  her  day.    Then,  the 


Friday  previous  to  Mothers'  Day,  they  came  out 
with  an  ad  having  a  border  of  records,  and  this 
was  headed: 


IIIIIIIIIIIIIIIIHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIH^ 

I  GLADDEN   MOTHER'S   HEART  | 

I  ON  MOTHERS'  DAY  WITH  THESE  RECORDS  | 

=  (Then    followed    an    enumeration    of    some    old  1 

_  favorites  and  a  choice  selection   of  some  newly 

_i  released  records.)     The  ad  concluded:  § 

M         Special  Mothers'  Day  program  tomorrow — Come  g 

g  in  and  hear  the  old  songs  sung  by  the  sweetest  M 

g  singers  of  the  day.  ^ 

iiiiiiiiiiiiiiHiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

A  young  woman  in  white  uniform  stood  at 
the  entrance  of  the  store  on  Saturday  and  hand- 
ed to  each  who  entered  a  program  of  the  day's 
music,  the  front  page  adorned  with  a  picture 
of  Whistler's  Mother,  and  also — for  remem- 
brance— a  long-stemmed  white  carnation.  These 
flowers,  in  particular,  created  much  good-will 
and  the  fragrant  white  souvenirs  were  men- 
tioned in  the  news  notes  of  the  daily  papers. 
In  keeping  with  the  spirit  of  the  day  a  gray- 
haired,  matronly  woman  acted  as  demonstrator, 
and  as  each  selection  was  placed  on  the  ma- 
chine she  gave  a  little  talk  regarding  the  song 
or  its  composer,  so  that  each  possessed  a  per- 
sonal interest  for  the  audience.  There  were  two 
concerts  in  the  morning  and  three  in  the  after- 
noon, with  intervals  between  them  for  sales 
and  the  demonstrating  of  special  records  any- 
one might  wish  to  hear. 

The  Barnes  Music  Co.,  Los  Angeles,  Cal.,  had 
its  Mothers'  Day  campaign  in  full  swing  for 
nearly  a  month  before  the  event.  The  com- 
pany's ad  showed  the  cut  of  a  mother  reading 
a  note  that  accompanied  the  gift  of  a  phono- 


SELF-SELLING 

to 

MUSIC  LOVERS 


The  Violin  Spruce  Reproducer  cre- 
ates business  wherever  demonstrated. 
Dealers  who  sell  it  know  that  it  is 
here  to  stay.  No  other  reproducer 
equals  the  Violin  Spruce  Reproducer 
for  purity  and  sweetness  of  tone,  and 
for  the  elimination  of  metallic  harsh- 
ness. Everyone  recognizes  its  superi- 
ority on  first  hearing.  All  phono- 
graphs are  improved  by  its  use — all 
records  sound  better. 

Our  new  Edison  Violin  Spruce  Re- 
producer brings  out  the  full  possibil- 
ities of  lateral  cut  records  on  Edison 
instruments.  A  great  field  is  open 
here. 

You  can't  afford  to  overlook  the 
wonderful  possibilities  presented  by 
the  Violin  Spruce  Reproducer.  A 
trial  will  convince  and  delight  you. 
Here's  a  real  business  opportunity. 

Write  Today  For  Full  Information 


Retails  for 

$7.50 

(Usual  Dealer's  Discount) 


THE  DIAPHRAGM  COMPANY 

5005  Euclid  Avenue,  CLEVELAND,  OHIO 


Violiii  Spmee  Diaphr a^iti 


graph,  which   was   shown   partially  unpacked 

close  by.    It  was  captioned: 

giiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  

I                        LET  MOTHER  HEAR  | 

I                 HOW  MUCH  YOU  LOVE  HER  | 

1        Never  did  "Say  It  With  Music"  mean  so  much  g 

1     as  now,  when  your  message  of  love  and  thought-  g 

i     fulness  can  be  said  over  and  over  in  the  sweet-  g 

1     est  language  ever  uttered — the  tones  of  a  Vic-  g 

g     trola  or  a  Brunswick.  1 

I        Special    Mothers'     Day     terms.      Ask    about  | 

m     our  Mothers'  Day  Club.  g 

1           Your  name    g 

g            Address    s 

I         Send  for  full  information.  g 

illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllUinilllllllUIIIIUIIIIIIIIIIIIIII"!!!!"^   illllllllllllli^ 

They  complemented  this  newspaper  ad  with  a 
striking  window  display.  At  one  end  was  a  life- 
size  cut-out  of  a  gray-haired  woman,  and  at  the 
other  was  an  actual  phonograph.  On  an  easel 
in  the  center  was  a  very  large  calendar  of  the 
month  of  May  and  in  this  the  13th  was  en- 
circled by  a  narrow  red  ribbon,  which  extended 
to  a  card  on  a  smaller  easel  nearer  the  front 
"Mothers'  Day— May  13th."  A  big  card  in  front 
of  the  cardboard  figure  advised: 

m  iiiiiiiiiiiiiiiiiiiiiiiiiii  nil  iiiiiiiiiiii  iiiiiiii  iiiiiiiiiii  iiiuiiiii  ii"i">i'i>  iiiiiiiiiiHiiiiiii 

I  MOTHERS'  DAY  CLUB  | 

I  Brings  Her  a  Wonderful  Gift  on  Her  Special  Day.  g 
1  Here  is  a  remarkable  club,  formed  to  make  mothers  M 
I  happy  on  MOTHERS'  DAY— May  13th.  Anyone  | 
g  can  join  it.  1 
I  MEMBERSHIP  COSTS  ONLY  $2.50  | 

1  Call  in  at  our  store  or  telephone  us  and  we  will  g 
I  gladly  give  all  particulars.  The  plan  is  unique —  m 
i  iirepared  for  this  day.  g 
I  BUT  YOU  MUST  COME  EARLY  | 

I  To  be  sure  of  getting  the  instrument  you  want —  | 
g  come  at  once.  g 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiii"  I  I  Ill  iiiiniuiiiiiiiiiiiiiiiiiiiil 

One  of  the  most  novel  methods  of  calling 
attention  to  its  instruments  was  employed  by 
the  Birch-Smith  Co.,  who  had  a  Mothers'  Day 
party  on  Saturday,  May  5,  a  week  before  Moth- 
ers' Day.  Special  invitations  were  sent  to  a 
immber  of  its  patrons  who  were  known  to  be 
mothers,  and  a  general  invitation  extended 
through  the  newspapers  to  all  bona  fide  mothers 
10  attend  a  reception  and  concert  at  the  sales 
salons  on  the  date  mentioned.  All  mothers  at- 
tending were  given  a  corsage  bouquet  and  cof- 
fee and  wafers  were  dispensed  throughout  the 
afternoon,  three  stylishly  gowned,  matronly 
looking  women  acting  as  hostesses.  Each  moth- 
er at  the  time  she  was  given  her  bouquet  was 
also  handed  a  numbered  card  and  later  in  the 
afternoon,  at  the  conclusion  of  the  concert  and 
tea,  a  number  was  drawn  from  a  hat  and  the 
woman  holding  the  lucky  card  was  presented 
with  a  handsome  talking  machine  free  of  charge. 
The  firm  considered  it  one  of  the  best  bits  of 
publicity  it  had  ever  undertaken,  as  the  story 
\va.s  written  up  in  the  papers  and  received  front- 
page space.  The  machine  was  also  placed  on 
exhibition  in  the  window  with  a  card: 
giiiiiniiiiiiiiiiiiiiiiiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiu^ 

1  No.  79  won  this  handsome  machine.  ■  S 

M  It  may  cost  you  a  little  more  to  secure  such  g 
g  a  one  for  yourself,  but  you.  will  be  just  as  lucky  g 
g  once  it  is  installed  in  your  home,  as  it  will  fur-  g 
g  nish  pleasure  for  Mother  and  all  the  rest  of  the  g 
g     family  for  many  years  to  come.  g 

fiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiii  IIIIIIIIIIII  nil  Ill  iiiiiiiii 


NEW  GRANBY  MODELS  IN  DEMAND 


Last  of  Five  New  Consoles  Will  Be  on  Market 
by  May  1 — Excellent  Business  Results 


Newport  News,  Va.,  April  6. — By  May  1  it  is 
,  expected  that  the  last  of  the  new  five  console 
models  of  the  Granby  phonograph  will  have 
been  placed  on  the  market  by  the  Granby 
Mfg.  Corp.,  of  this  city.  The  line  will  then 
consist  of  five  console  models  and  two  uprights, 
and  offers  a  varied  selection  in  design  and  finish 
and  a  range  of  list  prices  from  $100  to  $350. 
Both  the  headquarters  in  this  city  and  the 
various  branch  oflfices  report  good  business. 
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CAnP=FONE 

The  Lightest,  Smallest,  Best  Looking  class  Portable  Phonograph 

Weighs  Only  15  Pounds 

There  is  a  Big  Market  for  a  Small  Portable 


Camp-Fone  weighs  only  15  pounds.  Measures  14  x 
11^x6,  closed.  Retails  $25.  Quick  sales  and  liberal 
profits  for  live  dealers. 


25 


oo 

List 
Price 


Live  dealers  are  cashing  in  on  the  nation- 
wide enthusiasm  of  hundreds  of  thousands  of 
followers  of  Walter  Camp's  Daily  Dozen  Set 
to  music.  They  are  handling,  not  only  the 
records,  but  also  the  new  ideal  portable  phono- 
graph manufactured  by  the  Health  Builders — 
originators  of  this  popular  method  for  keeping 
fit. 

The  Camp-Fone  appeals  both  to  the  Walter- 
Camp  "fans,"  and  to  all  outdoor  camp  en- 
thusiasts, as  well.  Present  owners  of  large 
phonographs  require  the  Camp-Fone  so  that 
their  daily  exercises  will  not  be  interrupted 
when  they  go  to  the  country.  Camp-Fone  is 
popular  in  the  small  apartment.  Ideal  for 
dancing,  boating  parties,  picnics,  auto  trips, 
and  general  vacationing. 

The  Camp-Fone  is  a  quick  easy  sale  at  $25 
because  it  looks  like  a  lot  more  money.  Hand- 
some mahogany-finish,  hard  wood  case,  trim- 
med in  silver  nickel,  comfortable  leather 
handle,  I  0  inch  turn  table,  heavy-duty  noise- 
less motor,  triple  weight  governor,  speed  ad- 
juster, needle  cup  with  safety  cover,  sturdy 
1 0  inch  piano  hinge  with  strong  top  holder 
catch.  The  first  high-class  small  portable 
ever  produced.  ^ 

Send  coupon  today  for  details  of  our 
unique  sales  plan  explaining  quick  / 
turnover,,  small  stock  space,  special 
discounts,  large  profits  and  other  / 
advantages  accruing  to  Camp-  ■/ 
Fone  dealers. 


HEALTH  BUILDERS,  Inc. 

334  Fifth  Avenue  New  York 


^>    ^     "i-     O  v 
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The  Foolishness  of  "Technical"  Sales  Talk 
— What  Not  to  Say  to  Prospects   By  w.  Braid  whke 


luiiflilWHIiiiMiyiillliilllOlllMBi^ 


Probably  because  there  is  so  little  really  ex- 
pert musical  knowledge  outside  the  ranks  of  the 
musical  profession  in  this  country,  almost  any- 
thing about  music  which  is  repeated  often  and 
loudly  enough  manages  to  find  acceptance  with 
the  public.  In  the  talking  machine  field  a  great 
deal  of  misunderstanding  seems  to  exist  about 
the  very  fundamentals  of  musical  reproduction; 
and  generally  about  the  musical  effects  of  re- 
production. A  great  many  technical  terms  are 
commonly  used  and  much  pseudo-learning  is 
displayed;  but,  in  fact,  very  few  dealers  or 
salesmen  seem  to  take  much  genuine  interest 
in  the  important  question  of  the  musical  effects 
which  are  likely  to  be  produced  by  their  ma- 
chines in  the  conditions  which  prevail  in  the 
home.  Yet  it  is  at  home  that  the  talking  ma- 
chine does  its  work,  and  no  matter  how  much 
pseudo-learned  talk  goes  on  about  "acoustics" 
and  "volume"  and  "quality,"  there  is  nothing" 
gained  unless  the  conversation  be  accompanied 
by  some  effort  to  realize  the  meaning  of  the 
terms  used  and  the  problems  they  connote. 
That  Word  "Volume" 

A  great  deal  is  said  about  "volume"  of  tone 
or  of  sound.  The  term,  moreover,  is  often 
shortened  and  we  are  assured  that  a  certain 
machine  possesses  more,  or  greater,  "volume" 
than  another.  The  meaning  is  that  in  the  one 
case,  other  things  being  equal,  it  is  possible 
to  obtain  a  louder  sound  than  in  the  other 
case.  Now  this  common  use  of  the  term  "vol- 
ume" is  unfortunate  for  various  reasons,  one 
of  the  most  important  of  which  is  that  it  is  in 
no  sense  an  absolute  term.  There  is  no  abso- 
lute "volume,"  and  indeed  it  would  be  much 
better  to  use  the  term  "quantity  of  sound." 
For  the  real  point  is  that  a  talking  machine 
ought  to  evoke  just  that  quantity  of  sound 
which  is  appropriate  for  every  record  it  is  to 
reproduce,  in  the  particular  space  conditions 
which  govern  it  in  the  home  where  it  is  used. 
Suitability,  Not  Power,  Should  Rule 

Or,  to  put  the  matter  in  another  way,  it 
really  matters  far  less  how  great  or  small  is 
the  absolute  quantity  of  sound  given  out  by  a 
talking  machine  than  how  nearly  that  machine's 


sound-evoking  powers  give  appropriate  results 
in  the  particular  room  where  it  stands. 

These  powers  of  a  talking  machine  depend 
upon  two  immediate  factors,  (1)  its  suitability 
to  its  surroundings  in  point  of  size  and  con- 
struction, (2)  the  skill  of  the  user  in  choosing 
needles  for  every  kind  of  music.  This  implies 
that  even  in  the  matter  of  actual  quantity  of 
sound  evoked  the  choice  of  a  talking  machine 
should  always  be  grounded  upon  a  third  factor 
likewise,  namely,  the  musical  tastes  of  the  pro- 
spective user.  No  one  should  have  the  wrong 
kind  of  talking  machine,  and  no  one  would 


Common  Expressions 
in  Sales  Talks  Which 
Cause  More  Harm 
Than  Good  and  Thus 
Should  Not  Be  Used 


have  it  if  all  salesmen  were  alive  to  their 
duties. 

It  would  be  well  for  all  of  us  to  cease  talking 
loosely  about  "volume"  in  relation  to  the  tone 
of  talking  machines  and  instead  to  realize  that 
no  prospective  purchaser  should  ever  for  a  mo- 
ment be  thrown  into  bewilderment  and  con- 
fusion by  the  introduction  of  a  topic  which 
belongs  only  to  experts. 

What  is  Quality? 

On  the  other  hand,  and  with  no  less  ignorance, 
we  find  salesmen  confusing  the  minds  of  their 
prospects  by  talking  about  "quality  of  tone." 
The  term  is  not  incorrect  if  it  is  used  in  its 
proper  and  restricted  sense,  but  as  vulgarly 
used  it  may  mean  almost  anything.  A  machine 
which  evokes  a  poor  musical  result  is  said  to 


In  Concert  and  Entertainment 
Personal  Appearance  of 

Eight  Popular  Victor 
Favorites  on  One  Program 

A  live  attraction  for  live  dealers  and  jobbers 

Bookings  now  for  season  1923-1924 
Sample  program  and  particulars  upon  request 

P.  W.  SIMON,  Manager 

1674  Broadway  New  York  City 


Famous  Ensembles  including 

Campbell  &  Burr  •  Sterling  Trio  •  Peerless  Quartet 


lack  "quality."  But  this  is  incorrect.  Not  to 
say  that  the  prospect  should  never  be  treated 
to  talk  of  this  kind,  the  fact  is  that  "tone- 
quality"  or  "quality  of  tone"  is  a  technical 
term  which  is  intended  to  describe  the  par- 
ticular character  which  pertains  to  the  voice 
of  any  musical  instrument  (human  throat  in- 
cluded). It  has  the  same  meaning  as  the 
French  word  "timbre"  or  the  German  word 
"klangtint."  A  fairly  close  approach  to  the 
true  meaning  is  contained  in  the  compound 
word  "tone-color,"  which  has  the  advantage  of 
being  unambiguous. 

Now  the  point  is  that  when  one  is  trying 
to  describe  to  a  prospective  customer  the  re- 
productive beauties  of  a  talking  machine  one 
should  take  care  to  use  only  the  right  words. 
.Not  only  so,  but  it  is  usually  much  better  to 
rest  one's  case  entirely  on  demonstration,  letting 
the  music  do  its  own  talking,  and  only  dropping 
a  word  of  occasional  explanation  to  help  along 
the  prospect's  understanding.  A  good  deal  of 
confusion  would  thus  be  avoided. 

Where  High-brow  Talk  Fails 

Take  the  case  of  a  person  who  has  heard 
more  than  one  other  talking  machine.  Sup- 
pose that  person  to  be  interested  in  talking 
machines  mainly  because  of  their  ability  to  re- 
produce dance  music  efficiently.  Obviously  it  is 
a  waste  of  time  to  talk  to  that  person  about 
the  refinements  of  tone-color.  That  person  does 
not  give  the  traditional  three  hoots  in  Avernus 
for  the  machine's  refined  ability  (if  it  exists) 
to  bring  out  the  original  beauties  of  a  singer's 
voice  or  the  warm  glow  of  the  Bott  Stradivari 
fiddle  played  by  a  master.  That  person  wants 
noise  and  lots  of  it.  The  job  of  the  salesman 
is  to  find  this  out  and  see  to  it  that  the  ma- 
chine sold  is  the  machine  which  will  give  the 
loudest  sound  in  the  most  emphatic  way. 
Handling  Those  Who  Know 

When  a  critical  music-lover  comes  along  it 
is  just  as  necessary  to  keep  a  still  tongue.  For 
if  the  technical  talk  will  simply  irritate  the  low- 
brow, it  will  both  irritate  and  disgust  the  high- 
brow. The  pseudo  high-brow  may  be  deceived; 
but  for  deception  there  is  always  Nemesis 
around  the  corner,  since  the  deceived  would-be 
critic  is  sure  to  repeat  foolish  sales  talk  to 
someone  who  knows;  and  then  trouble  begins. 
On  the  other  hand,  the  real  high-brow  knows 
all  about  tone-color  and  quantity  of  sound.  He 
or  she  is  depending  upon  the  salesman  for 
guidance  in  one  thing  only;  in  choosing  a  ma- 
chine that  will  satisfy  after  it  has  been  installed 
in  the  home.  For  this  person  the  salesman 
must  be  able  to  find  the  machine  which  will 
render  best  the  kind  of  music  most  liked,  and 
so  most  likely  to  be  wanted,  by  him  or  her. 
Here  real  skill  is  usually  needed,  for  here  mis- 
takes are  likely  to  be  fatal. 

Have  I  made  it  clear  that  the  misuse  of 
technical  terms  and  the  craze  for  pseudo- 
scientific  talk  are  poor  substitutes  for  the  genu- 
ine musical  features  of  the  talking  machine, 
which  alone  should  be  the  subject  of  exploita- 
tion 

No  prospective  purchaser  wants  to  be  forced 
to  listen  to  a  salesman  displaying  his  com- 
placent ignorance,  even  if  it  be  not  obvious 
to  the  hearer.  Those  who  do  not  understand 
are  irritated,  those  who  do  are  disgusted. 


TWO  MUSIC  STORES  CHANGE  HANDS 

D.  E.  Ingram,  proprietor  of  the  Ingram  Music 
Shop,  Rochester,  Pa.,  sold  his  business  recently 
to  Rewbridge  Bros.,  who  conduct  a  music  store 
in  Beaver  Falls,  Pa.  Rewbridge  Bros,  recently 
sold  their  branch  store  in  Woodlawn,  Pa.,  to 
the  Hanna  Drug  Co. 
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Artistic  cabinet  work  in  the  most  popular  period  styles, 
combined  with  unusual  beauty  of  tone  and  faithfulness 
in  reproducing  recorded  music — this  twofold  appeal  has 
won  for  Widdicomb  phonographs  the  confidence  and 
esteem  of  the  best  class  of  merchants  and  buyers  alike. 
You,  too,  can  win  the  increased  prestige  and  patronage 
which  naturally  accrue  to  the  merchant  with  the  Widdi- 
comb franchise.  Write  today  for  catalog  and  detailed 
information. 


THE  WIDDICOMB  FURNITURE  COMPANY 

Grand  Rapids,  Michigan 

Fine  Furniture  Designers  Since  1 865 

NEW  YORK:  105  W.  40th  Street  CHICAGO:  327  S.  La  Salle  Street 
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0.  W.  RAY  HOME  FROM  COAST  TRIP 

General  Manager  of  Vocalion  Red  Record  Di- 
vision of  Aeolian  Co.  Visits  Many  Prominent 
Cities  and  Is  Enthusiastic  Over  Conditions 


O.  W.  Ray,  general  manager  of  Vocalion  Red 
record  division  of  the  Aeolian  Co.,  returned 
recently  after  a  month's  trip  to  the  Coast,  with 
stop-overs  at  Toronto,  Detroit,  Chicago,  St. 
Louis,  Kansas  City,  Denver,  Salt  Lake  City,  San 


O.  W.  Ray 


Francisco,  Los  Angeles,  Dallas,  New  Orleans 
and  Louisville. 

\w  an  interview  with  The  World  Mr.  Ray 
said:  "The  cities  that  I  have  just  come  from  rep- 
resent some  of  our  largest  distributing  points 
and  it  was  with  a  great  deal  of  pride  and  satis- 
faction that  I  found  our  Vocalion  Red  record 
dealers  all  high-class  merchants  and  our  dis- 
tributors with  many  more  applications  for  Vo- 
calion record  agencies  than  they  could  serve. 

"Even  with  our  increased  production,  which 
will  be  doubled  by  the  first  of  September,  our 
problem  for  this  year — the  same  as  last — is  to 
give  our  distributors  service  and  our  distribu- 
tors are  already  accumulating  stock  on  Vocalion 
standard  records,  so  that  they  will  have  them 
on  reserve  for  their  dealers  for  the  Fall  busi- 
ness. 

"Each  year  we  see  certain  changes  take  place 
in  the  industry.  Last  year,  in  the  phonograph, 
it  was  a  change  from  the  upright  to  the  console. 
This  year  in  the  records  there  is  a  strong  ten- 
dency to  the  slow  'blue'  numbers  and  the  Vo- 
calion records  of  'Apple  Sauce,'  'Peggy  Dear,' 
'Aggravatin'  Papa,  'Four  o'Clock  Blues'  and 
'You've  Got  to  See  Mamma  Every  Night'  are 
in  great  demand  with  Vocalion  record  buyers. 

"There  is  also  a  very  big  demand  for  the 
standard  and  semi-classic  records  and  a  strong 
turning  to  the  old  melodies,  and  this  coming 
year  Colin  O'More,  May  Peterson,  John  Charles 
Thomas  and  our  other  concert  artists  promise 
to  have  their  biggest  record  year. 

"I  can  remember,  once,  when  dealers  predict- 
ed that  'Dardanella'  would  be  the  biggest  num- 
ber that  the  record  industry  would  ever  see, 
but  when  I  arrived  in  Los  Angeles  and  found 
that  John  W.  Boothe,  of  Barker  Bros.,  had 
placed  an  order  for  seven  thousand  of  the  Vo- 
calion record  of  'Peggy  Dear'  and  'Apple  Sauce' 
with  our  Los  Angeles  distributor,  the  Munson- 
Rayner  Corp.,  it  emphasized  the  fact  that  we 


have  a  wonderful  growing  industry  before  us 
and  it  is  the  dealer  that  senses  its  future  and 
merchandises  the  records  and  the  numbers  that 
the  public  want  who  will  obtain  the  volume 
sales  the  record  industry  offers." 

Mr.  Ray  stated  that,  as  a  result  of  his  trip, 
there  will  be  several  announcements  made 
shortly  of  new  distributing  facilities  that  should 
prove  of  general  interest  to  members  of  the 
trade  throughout  the  country. 


ENLARGES  "TALKER"  DEPARTMENT 

Phoenix,  .\riz.,  April  5. — As  the  result  of  its  in- 
creasing business  the  Berryhill  Co.  is  making  ex- 
tensive alterations  and  changes  in  its  store  at  First 
and  Washington  streets.  Among  the  improve- 
ments now  being  put  into  effect  are  the  movement 
of  the  book  department  to  the  front  of  the  store, 
to  allow  more  commodious  space  for  the  talking 
machine  department  in  that  portion  of  the  store. 
This  section  will  be  improved  with  three  additional 
demonstrating  booths  and  large  display  and  win- 
dow space. 


RENO  CONCERN  SELLS  BUSINESS 

Reno,  Nev.,  April  5. — H.  E.  Saviers  &  Son,  Sec- 
ond and  Sierra  streets,  this  city,  recently  pur- 
chased the  stock  of  the  talking  machine  store 
operated  hy  Hill  &  Sons,  located  at  228  North 
Virginia  street.  By  this  deal  H.  E.  Saviers  & 
Son  secure  the  Victor  and  Sonora  lines.  The 
proprietors  of  Hill  &  Sons  are  planning  to  re- 
enter the  talking  machine  business  in  the  East 
at  an  early  date  but  in  another  State. 


SWISS  CONCERN  DESIRES  RECORDS 

Washington,  D.  C,  April  6. — A  Swiss  concern 
is  in  the  market  for  talking  machine  records 
of  the  best  grades,  including  operas,  classical 
dances,  vocal  records  by  famous  artists,  etc., 
according  to  advices  received  by  the  Bureau 
of  Foreign  and  Domestic  Comrperce  here. 
Exclusive  agency  is  desired.  Complete  infor- 
mation can  be  secured  from  the  Bureau  or  any 
of  its  district  offices  by  referring  to  File  No. 
5885. 


L I B  R  O  L  A  (Library  Table-Phonograph) 

You  should    $  1  €^  CS^OO    (retail  price)  Model  similar 
see  the  ^  to  the  one  below. 

Write  for  illustrations  and  net  prices.  Immediate  Shipment 


The  Bisgeit  Value  on  the  Market.   A  Trial  Order  Will  Convince 
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Members  of  the  talking  machine  trade  in 
Springfield,  Mass.,  and  surrounding  communities 
are  watching  with  considerable  interest  a  plan 
for  loaning  talking  machine  records,  similar  to 
the  system  followed  by  public  libraries  in  loan- 
ing books,  recently  inaugurated  by  the  Public 
Library  of  that  city.  Although  the  plan  has 
been  in  operation  but  a  short  time  this  means 
of  obtaining  records  is  growing  in  popularity 
and  the  entire  stock  of  150  records  is  usually 
out.  As  fast  as  the  records  are  returned  they 
are  re-loaned. 

The  plan  was  first  discussed  at  a  library  board 
meeting  and  after  investigation  about  100 
records  were  secured  and  catalogued.  The  fol- 
lowing announcement  then  appeared  in  the 
library  bulletin: 

"About  a  hundred  Victrola  records  have  just 
been  added  as  an  experiment.  If  it  proves 
that  these  records  can  be  lent  without  too  fre- 
quent damage,  the  number  will  be  increased. 
The  selection  consists  largely  of  orchestral  and 
chamber  music,  and,  when  possible,  will  feature 
music  for  coming  concerts.  Two  records  at  a 
time  may  be  taken  home  and  kept  for  one 
week." 

It  is  interesting  to  note  that  within  a  few 
days  following  this  announcement  every  record 
had  been  loaned.  According  to  the  librarian 
the  records  are  generally  returned  in  excel- 
lent condition.  Borrowers  of  records  are 
warned  that  "A  charge  of  25  cents  for  each 
fresh  scratch  or  mar  is  necessary  because  of 
frequent  injuries  that  occur  in  any  circulating 
collection.  Each  record  is  examined  before  it 
is  lent  and  imperfections  are  noted." 

When  records  become  too  much  used  they 
will  be  replaced.  On  each  record  is  a  notice 
to  borrowers  asking  that  steel  needles  be  used 
but  once  on    any  record. 

While  this  plan  of  loaning  records  has  much 
to  commend  it  there  are  also  some  serious 
drawbacks  to  its  extensive  use.  Some  of  the 
leading  talking  machine  men,  who  have  been 
interviewed  regarding  this  matter,  are  of  the 
opinion  that  serious  harm  can  result  to  the  en- 
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tire  trade  if  the  practice  of  loaning  records 
should  become  widespread.  They  point  out 
that  even  where  records  have  been  played  a 
number  of  times  luider  various  more  or  less 
favorable  conditions,  as  regard's  care  in  han- 
dling, changing  needles,  etc.,  they  are  bound  to 
become  worn  to  such  an  extent  that  the  ren- 
dition of  the  music  is  imperfect  and  therefore 
the  listener  is  sure  to  get  a  wrong  conception 
of  the  real  musical  possibilities  of  the  talking 
machine  and  records.  This  cannot  fail  to  be 
harmful  to  business  because  it  conveys  a  false 
idea  of  the  perfection  of  the  modern  talking 
machine  record. 

The  question  of  e.xpense  alone  in  the  case  of 
the  library  catering  to  hundreds  of  people  is 
one  not  to  be  lightly  passed  by.  There  is  bound 
to  be  a  large  replacement  cost,  to  say  nothing 
of  the  expense  involved  in  trying  to  keep  such 
a  library  up-to-date.  This  factor  alone  cuts  off 
the  entire  popular  field  of  music  from  the  plan 
and  the  newer  recordings  of  classics  and  the 
better  music  will  be  in  almost  equal  demand, 
which  if  met  would  involve  a  large  monthly  out- 
lay for  new  records.  If  money  were  no  object 
the  plan  might  be  satisfactorily  carried  out, 
but  the  average  library's  funds  are  too  limited 
even  to  keep  abreast  of  the  times  in  securing 
worth-while  new  books,  to  say  nothing  of  the 
even  greater  expense  of  installing  an  up-to-date 
record  library. 

From  the  trade  standpoint  it  may  be  held 
perhaps  that  the  free  circulating  idea  is  cal- 
culated to  have  a  more  or  less  definite  efifect 
on  record  sales,  for  the  reason  that  machine 
owners  who  would  ordinarily  listen  to  a  record 
at  his  dealer's  and  buy  it  for  his  own  use,  when 
he  can  borrow  that  same  record  from  the  li- 
brary, is  likely  to  be  satisfied  with  a  limited  use 
of  it  and  do  no  buying  of  his  own. 


LANSING,  MICH.,  FIRM  EXPANDING 


L.^NSINC,  Alien.,  March  26.— A  line  of  talking 
machines,  records,  pianos  and  small  musical  in- 
struments will  soon  be  added  to  the  sheet  music 
and  orchestra  supplies  now  handled  by  the 
Strand  Music  Shop,  204  South  Washington 
avenue,  this  city,  according  to  Miss  Louise 
Hunt,  proprietor,  who  recently  moved  into 
larger  quarters  in  the  Arcade  Building.  The 
move  was  made  necessary  by  the  rapid  growth 
of  the  business. 


SPALDING  SCORES  BIG  IN  RECITAL 


Albert  Spalding,  the  famous  violinist  and  Edi- 
son artist,  played  to  an  enormous  house  on  Sun- 
day, March  18 — his  last  important  recital  previ- 
ous to  his  trip  to  Europe.  He  was  in  wonderful 
form  and  aroused  the  house  to  tumultuous  en- 
thusiasm, Spalding  seems  to  grow  broader  and 
bigger  with  the  years,  and  has  now  ripened  into 
one  of  the  world's  greatest  artists.  Andre  Ben- 
oist  was  at  the  piano  and  contributed  in  no 
small  degree  to  the  success  of  the  concert. 
Thos.  A.  Edison,  Inc.,  carried  some  very  ef- 
fective publicity  in  connection  with  the  concert. 


BANGOR  FIRM  REPAIRS  FIRE  DAMAGE 

Bangor,  Me.,  April  4.— The  Andrews  Music  Co., 
talking  machine  dealer  of  this  city,  which  suf- 
fered a  $35,000  fire  loss  in  December,  has  re- 
opened its  remodeled  quarters  on  Main  street. 
While  repairs  were  under  way  the  company  car- 
ried on  business  in  a  rear  room  on  the  second 
floor  at  the  present  location,  which  was  not 
damaged. 


They  Want  Them! 
GILT  EDGE 
DANCE  TONE 
NEEDLES 


SEVENTY  per  cent  of  the  records 
sold  in  this  country  are  dance  records. 
It  follows,  naturally,  that  this  great  dance- 
loving  public  will  want  a  needle  which  will 
play  their  dance  records  properly.  Gilt 
Edge  Dance  Tone  Needles  are  real  dance 
needles.  They  bring  out  the  best  in  every 
record.  They  make  people  want  to  play 
their  phonographs  oftener  and  to  buy  the 
newest  records. 

Each  Needle  Plays  Ten  Times 

Made  by  "Bagshaw  of  Lowell."  And  are 
of  the  same  quality  standards  as  other 
Bagshaw  needles.  Gilt  Edge  Dance  Tone 
Needles  are  packed  in  "Princeton"  col- 
ored boxes,  50  needles  to  a  box. 

FREE! 

We  will  furnish  you  with  an  attractive  counter 
display  stand  and  cartons.  The  public  is  waiting 
for  these  needles.  Send  in  your  order  today. 
Dance  Tone  Needles  will  be  the  big  seller 
in  1923,  and  you  should  cash  in  on  them  now. 

Gilt  Edge  Needles  also  made  in 
the  following  tones:  Extra  Load, 
Loud,  Medium. 

REFLEXO  PRODUCTS  CO. 

Incorporated 
Sole  Agents  for  W.  H.  Bagshaw  Co. 
Gilt  Edge  and  Reflexo  Blue  Needles 
Factory,  Lowell,  Mass. 
Office: 

347  Fifth  Ave.,  New  York  City 


A  slovenly  store  means  slovenly  wares,  and 
the  latter  keeps  away  trade. 
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Financial  Service 

for 

Phonograph  Dealers 


G.  1.  T.  Service 


Means  to  the  dealer  all  the  advantages  of  additional  capital. 
It  is  a  real  sales  aid — it  enables  you  to  increase  your  time 
sales  without  financial  strain.  It  means  more  volume  and 
more  profits. 

It  is  a  sound  and  simple  arrangement  for  converting  your 
time  payment  paper  into  cash. 

Our  charges  are  moderate. 

Our  long  experience  has  enabled  us  to  eliminate  all  red 
tape. 

We  invite  inquiries.  Write  for  details,  which  we  will  gladly 
send  without  cost  or  obligation  to  you. 

BRUNSWICK  DEALERS 

Write  for  special  Brunswick — G.  I.  T. 
plan  arranged  with  and  recommended 
by  the  Brunswick-Balke-Gollender  Go. 


Commercial  Investment  Trust  Incorporated 

(Organized  under  the  investment  section  of  the  Banking  Laws  of  New  York  State) 

Capital  -  $6,000,000 
Liggett  Building,  41  East  42nd  Street        New  York  City 
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You  can  almost  see  Nora  Bayes  when  she  sings  "Runnin'  Wild 
and  "Keep  Off  My  Shoes" — Record  A-3826.  That  voice  is  so 
I'ealistic — so  much  Nora,  herself — you  have  only  to  close  your 
eyes — and,  for  the  price  of  standing  room  in  the  gallery,  you  are 
in  an  orchestra  seat.  This  is  one  of  those  records  w^here  every 
word  gets  across  without  ear  strain. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


VICTOR  SCHOOL  IN  KANSAS  CITY 


Dealers  and  Salesmen  Enroll  in  Victor  School 
of  Salesmanship  Held  Under  Auspices  of 
Schmelzer  Co. — Record  Attendance 


Kansas  City,  Mo.,  April  5. — The  Victor  School 
of  Salesmanship  was  held  here  under  the  aus- 
pices of  the  Schmelzer  Co.,  Victor  distributor, 
last  month,  as  announced  in  The  World,  and 
the  many  Victor  dealers  served  by  this  concern, 
as  well  as  sales  people,  learned  much  which 
will  be  of  value  to  them  in  their  work  of  sell- 
ing Victor  products.  The  school  was  held  on 
the  roof  garden  of  the  Kansas  City  Club,  un- 
der the  direction  of  F.  A.  Delano,  of. the  Victor 
Co.,  and  Thomas  Husselton,  also  a  Victor  rep- 
resentative. One  hundred  and  six  applicants 
were  enrolled,  establishing  what  is  considered  a 
record  for  the  school. 

The  classes  closed  with  a  dinner  and  theatre 
party.  The  "students"  attended  the  Orpheum 
Theatre  in  this  city,  where  Walter  C.  Kelly,  a 
Victor  artist,  appeared  in  "The  Virginia  Judge." 
Dealers  and  their  salesmen  who  attended  the 
classes  were:  La  Count  Adams,  C.  A.  Amer- 
man,  J.  A.  Arber,  Claude  Barricklow,  Miss 
Mayetta  Beard,  Mrs.  Eva  L.  Bell,  Harold  L. 
Bell,  L.  A.  Beltrand,  Merle  K.  Bennett,  C.  A. 
Bibler,  B.  W.  Chappell,  Miss  Eunice  Comstock, 
A.  A.  Connor,  Jr.,  Andrew  L.  Cox,  C.  V.  Dal- 
rymple,  Mrs.  Lillian  Dalton,  Miss  Grace  Davis, 
J.  N.  Day,  Miss  He4en  M.  Dolan,  A.  O.  Drake, 
Mrs.  A.  O.  Drake,  Mrs.  W.  S.  Eichenlaub,  Miss 
Hazel  Emerson,  Ross  A.  Etter,  Miss  Flowtow 
Evans,  Mrs.  Roy  Evans,  C.  R.  Faris,  Mrs.  Geor- 
gia M.  Faris,  Mrs.  H.  Greene,  A.  I.  Geiman, 
Oscar  A.  Geyer,  Charles  W.  Ginn,  Miss  Hazel 
Godfrey,  D.  L.  Harder,  W.  F.  Hart,  J.  H.  Has- 
sel,  M.  L.  Heltzel,  Mrs.  Edith  Herriman,  J.  W 
Hershberger,  Ira  E.  Hershner,  Mrs.  Maude 
Hinckley,  Charles  F.  Howard,  Tom  D.  Hurley, 
Miss  Florence  Hudson,  F.  B.  Jenkins,  Jr.,  Mrs. 
F.  B.  Jenkins,  Jr.,  F.  B.  Jenkins,  Mrs.  F.  B.  Jen- 
kins, W.  C.  Junkins,  H.  H.  Kahn,  Cecil  Keeney, 
Miss  Emma  Kerley,  C.  L.  Kipp,  Miss  Bell 
Kleckner,  Sam  R.  Knox,  Chas.  E.  Kraft,  Jr., 
Miss  Kathleen  Lawing,  Miss  Marguerite  Luch- 
singer,  Walter  E.  Lyman,  Mrs.  Walter  E.  Ly- 
man, Miss  Helen  McArthur,  Miss  Marie  Mc- 
Clure,  R.  R.  McGee,  David  H.  McMillan,  Geo. 
W.  Manning,  Chas.  G.  Martin,  R.  H.  Martin, 
Miss  Mona  V.  Meier,  E.  A.  Michel,  Miss  Ethel 
Miller,  C.  W.  Mitchell,  Mrs.  Ralph  Morgan, 
Miss  Luella  Mueller,  Mrs.  Louise  Mueller,  Miss 
Solita  Palmer,  R.  G.  Peeke,  B.  L.  Plank,  H.  L. 
Puryear,  J.  B.  Ralston,  A.  H.  Renner,  Mrs.  A. 
H.  Renner,  W.  E.  Robohn,  C.  J.  Schmelzer,  H. 
J.  Schmelzer,  M.  C.  Schoenly,  Miss  Grace  E. 
Schoonover,  D.  E.  Sieg,  W.  C.  Sisk,  C.  H.  Smith, 
Miss  Cecile  Smith,  Giles  J.  Smith,  Hylas  C. 
Smith,  Arthur  H.  Snyder,  W.  M.  Spencer,  Miss 
Mildred  Steinmeyer,  John  M.  Trembly,  Mrs. 
John  M.  Trembly,  H.  C.  Troyer,  Arthur  A. 
Trostler,  Miss  Ella  Vezie,  Miss  Marguerite  Wa- 
ters, Kenneth  Walters,  R.  G.  Walters,  T.  J. 
Watkins,  Mrs.  T.  J.  Watkins,  Miss  Arnita  Wash- 
burn, R.  M.  Weaver,  Mrs.  Velma  Lyon  Weer, 
C.  H.  Weigel,  Geo.  E.  Wickersham,  Miss  Myna 


Wilcox,  J.  S.  Wilde,  Mrs.  J.  S.  Wilde,  H.  G. 
Woolsey,  Verne  Woolsey,  Herbert  Wright,  B. 
R.  Young,  Miss  G.  I.  Zola,  Mrs.  Albert  Zurcher. 


CONSOLES  LEAD  IN  ALLIANCE,  0. 


Stewart  Edison  Shop  in  New  Home — Eight  Fa- 
mous Victor  Artists  to  Appear  in  Concert — 
Artist  in  Store  Boosts  Record  Sales 


about  the  middle  of  the  month.  Considerable 
publicity  is  being  given  the  artists'  engagement 
here.  The  record  department  of  this  store  is 
displaying  the  latest  records  by  the  artists  and 
the  advance  ticket  sale  already  is  heavy.  Rec- 
ord sales  are  expected  to  be  greatly  stimulated 
as  the  result  of  the  visit  here  of  the  artists. 


Alliance,  O.,  March  25. — With  scarcely  an  ex- 
ception, talking  machine  dealers  in  Alliance  re- 
port an  excellent  business  since  the  first  of  the 
year,  although  the  last  three  weeks  have  shown 
a  slackening  in  demand  for  records.  It  was 
learned,  following  a  visit  to  eight  of  the  leading 
music  houses,  that  fully  75  per  cent  of  the  talk- 
ing machines  being  sold  to-day  are  console  mod- 
els. Dealers  predict  that  this  percentage  will  be 
even  greater  with  advancement  of  the  Summer, 
since  practically  all  companies  are  now  releasing 
newer  models  of  the  console  type  for  retail 
sale.  This  is  substantially  the  condition  prevail- 
ing here,  including  the  talking  machine  depart- 
ment of  the  Cassaday  Drug  Co.,  J.  H.  Johnson's 
Sons,  Vernon  Piano  Co.  and  the  Spring  Holz- 
warth  Co. 

Stewart's  Edison  Shop,  Warren,  O.,  recently 
held  its  formal  opening  in  its  new  location  in 
the  Sherman  Block,  North  Park  avenue. 

After  an  absence  of  three  years  the  Eight  Fa- 
mous Victor  Artists  will  appear  in  the  Alliance 
High  School  Auditorium,  under  auspices  of  the 
Victrola  department  of  the  Cassaday  Drug  Co., 


STIMULATING  SALES  OF  RECORDS 

Ever  on  the  alert  for  putting  across  some- 
thing that  will  stimulate  record  sales,  Earle 
Poling,  of  the  Windsor  Poling  Co.,  Victor 
dealer,  Akron,  O.,  was  successful  in  having 
Aileen  Stanley,  vaudeville  artist,  known  as  "The 
Phonograph  Girl,"  appear  at  his  store  for  two 
hours  recently,  where  she  greeted  and  chatted 
with  patrons  and  autographed  her  records.  Dur- 
ing her  engagement.  Mr.  Poling  reports  that 
sales  of  her  records  were  exceptionally  brisk 
and  business  generally  was  helped. 


MILLER  MUSIC  CO.  IN  NEW  HOME 

DuLUTH,  Minn.,  April  6.— The  Miller  Alusic  Co., 
one  of  the  most  prominent  concerns  in  this 
section,  is  now  located  in  attractive  quarters  at 
8  West  First  street.  The  move  was  made  nec- 
essary because  of  increased  business.  In  its 
new  quarters  the  company  will  be  better  able 
to  extend  service  of  the  highest  order.  The 
Miller  Co.  features  Starr  phonographs  and  pi- 
anos and  Gennett  records,  as  well  as  a  line  of 
small  musical  instruments. 


Talking  Machine  Cabinets 

Console  and  Upright 
Models 


Write  for  cuts,  prices  and 
place  sample  order  at  once. 


THE  H.  LAUTER  COMPANY 


West  Washington  &  Harding  Streets 


INDIANAPOLIS,  IND. 
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Suitable  Environment  Plays  an  Important 
Part  in  the  Display  and  Sale  of  Machines 


I 


Practical  demonstrations  have  proved  on  sev- 
eral occasions  recently  that  proper  and  appeal- 
ing environment  plays  a  very  definite  part  in 
the  salability  of  talking  machines,  particularly 
those  of  the  period  or  art  styles.  The  propor- 
tion of  customers  who  can  look  at  a  machine 
crowded  in  among  fifty  or  one  hundred  others 
on  the  display  floor  and  visualize  how  that  par- 
ticular model  will  look  when  placed  in  attractive 
home  environment  is  comparatively  small,  and 
any  effort  that  is  made  to  display  the  machine 
against  a  background  that  represents  in  some 
degree  that  of  a  home  helps  the  customer  to 
understand  just  what  he  or  she  is  buying. 

To  provide  a  suitable  setting  for  three  or 
four  art  models  requires  some  thought  but  need 
not  enta^il  great  expense  for  rugs,  lamps,  screens 
and  draperies  may  be  borrowed  or  at  least 
rented  from  some  neighboring  house  furnishing 
store.  The  effect  of  a  period  model,  or  per- 
haps two  of  them,  displayed  on  an  Oriental  rug 
and  under  the  shade  of  a  parlor  lamp  with  rich 
screens  to  cut  the  exhibit  off  from  the  rest  of 
the  stock,  is  sufficiently  appealing  to  mean  a 
substantial  increase  in  sales. 

Even  such  a  small  matter  as  a  vase  of  flowers 
placed  on  the  top  of  a  talking  machine  cabinet 
will  sometimes  cause  the  customer  to  decide 
on  that  particular  model.  An  instance  is  told 
where  an  upright  and  a  console  model  of  corre- 
sponding design  were  displayed  on  the  same 
pedestal.  The  customer  was  much  taken  with 
the  upright  type,  but  finally  decided  that  the 
console  model  was  the  most  suitable  because 
it  made  such  an  excellent  rest  for  a  large  vase 


of  roses.  The  salesman  took  occasion  to  trans- 
fer the  vase  and  flowers  to  the  top  of  the  up- 
right model  and  the  effect  was  so  striking  that 
that  particular  model  was  sold  at  once. 

The  arranging  of  special  display  with  indi- 
vidual models  in  period  styles  is  not  only  desir- 
able from  the  standpoint  of  giving  to  those 
particular  models  a  honie  environment,  but  has 
the  effect  of  centering  the  customer's  attention 
on  two  or  three  styles  at  most  instead  of  a 
score  or  more,  as  is  the  case  where  all  ma- 
chines are  displayed  in  one  large  salesroom. 
It  is  a  known  fact  that  the  purchaser  of  any 
piece  of  merchandise  will  come  to  a  decision 
much  quicker  where  the  choice  lies  between 
three  or  four  samples  than  is  the  case  where  an 
extensive  line  is  offered  for  inspection.  This 
rule  holds  good  in  a  talking  machine  store  just 
as  in  any  other  establishment. 

In  view  of  the  steadily  growing  popularity 
of  art  and  period  models  in  talking  machines, 
models  that  are  different  and  for  that  reason 
have  a  special  appeal,  it  is  well  for  the  retailer 
to  give  thought'  to  displaying  these  special 
styles  in  a  way  that  will  emphasize  rather  than 
hide  their  beautiful  lines.  The  period  model 
represents  a  distinct  development  over  the  for- 
mer standard  straight  line  cabinet  and  makes 
an  appeal  to  the  type  of  customer  who  appre- 
ciates the  value  of  good  cabinet  work  and  is 
willing  to  pay  for  it.  It  is  natural  to  assume, 
therefore,  that  in  handling  art  models  the  dealer 
and  his  salesman  must  get  away  from  the  every- 
day methods  that  prevailed  when  one  model 
machine  was  much   like  the   other,  and  give 


some  thought  to  specializing  on  the  various 
types.  This  means  not  only  displaying  the  art 
models  properly  but  giving  some  thought  to 
the  study  of  the  decorative  periods  so  that  an  ■ 
intelligent  sales  talk  may  be  offered  to  the 
prospect. 

It  is  naturally  not  going  to  impress  the  cus- 
tomer in  search  for  some  particular  period  of 
case  design  if,  upon  finding  it,  the  salesman  is 
not  sufficiently  familiar  with  the  style  to  point 
out  at  least  some  of  the  dominating  features, 
nor  is  it  likely  to  build  confidence  from  one 
who  understands  decorative  art  to  come  across 
a  salesman  who  shows  in  his  every  act  that  he 
is  absolutely  ignorant  of  the  subject. 

If  the  new  art  styles  of  talking  machines  are 
to  be  handled  to  greatest  advantage,  and  the 
opportunity  that  lies  before  the  dealer  through 
the  popularity  of  such  styles  fully  realized,  real 
thought  must  be  given  to  the  task  of  displaying 
and  selling  those  models  on  a  basis  that  will 
appeal  to  the  class  of  people  who  naturally 
seek  them.  To  keep  pounding  along  and  follow- 
ing old  methods  means  to  let  the  intelligent 
dealer  and  salesman  get  the  bulk  of  the  business. 


By  putting  a  coating  of  shellac  over  stencil 
marks,  says  Commerce  Reports,  one  of  the 
largest  exporters  of  American  goods  has  been 
enabled  to  protect  the  shipping  directions  on 
its  packing  cases  from  rubbing,  blotting  or 
chafing.  Costly  delays,  due  to  -the  inability  of 
steamship  and  custom  officials  to  read  partially 
obliterated  marks,  have  been  done  away  with 
by  this  practice. 


April  15,  1923 


THE    TALKING   MACHINE  WORLD 


31 


I  Middle  West  Merchant  Stages  Bi-monthly  1 
I  Concerts  and  Boosts  Business  :;  By  Frank  h.  wmiams  | 


"Undoubtedly  the  most  successful  business- 
promotion  stunt  we  use  at  our  store,"  said  a 
leading  Middle  Western  talking  machine  dealer, 
"are  the  regular  free  concerts  which  we  stage 
twice  a  month  during  the  Wintertime  in  our 
main  salesroom.  It  has  struck  me  that  just  as 
these  concerts  are  so  successful  in  building 
business  for  us  they  might  be  equally  success- 
ful in  building  business  for  other  dealers  and 
so  I'm  going  to  tell  just  how  we  put  them  on 
and  just  how  we  cash  in  on  them. 

"We  have  these  concerts  twice  a  month  on 
Tuesday  evenings.  And  for  each  concert  we 
send  out  a  specially  printed  invitation  giving 
the  place,  date,  time,  etc.,  and  stating  that  the 
concert  is  free.  These  invitations  are  sent  out 
under  two-cent  postage  to  the  members  of  all 
the  women's  clubs  in  the  city,  all  the  business 
men's  clubs,  music  teachers,  music  pupils,  pa- 
trons of  our  store,  etc.  Nothing  is  said  in  the 
invitations  about  the  program  to  be  rendered  at 
the  concert.  But  on  the  Sunday  previous  to 
each  concert  we  run  the  program  as  a  news 
item  in  the  society  columns  of  the  local  news- 
papers and  then,  on  Tuesday  morning  and  aft- 
ernoon, we  run  some  advertising  in  the  papers, 
inviting  all  music-lovers  to  the  concert,  stating 
that  there  is  no  admission  and  giving  the  com- 
plete program.  In  addition  to  this  we  also 
present  invitation  cards  to  all  patrons  coming 
to  the  store  and  also  give  them  a  printed  slip 
containing  the  program. 

"All  this  advertising  and  publicity  has  the 
effect  of  bringing  good  crowds  to  the  concerts 
and  we  consider  that  the  concerts  wouldn't  be 
anywhere  near  the  successes  that  they  are  if 


we  were  to  curtail  this  publicity  and  advertis- 
ing to  any  appreciable  degree. 

"The  main  feature  of  each  concert  is,  of 
course,  the  playing  of  various  records  on  the 
talking  machine.  We  try  to  give  a  considerable 
variety  to  the  selections  played,  while,  at  the 
same  time,  we  keep  up  the  selections  to  as  high 
a  standard  as  possible.  In  addition  to  playing 
records  we  always  have  some  vocal  and  instru- 
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Carefully  Prepared 
Invitations  Result  in 
Excellent  Attendance 
—Powerful  Factor  in 
Sales  and  Good  Will 


mental  selections  by  local  musicians  and  by  tal- 
ented pupils  of  local  music  teachers. 

"We  find  that  the  music  teachers  of  the  city 
are  very  much  interested  in  these  concerts  and 
that  they  are  perfectly  willing  to  give  us  their 
services  free  of  charge  for  some  of  the  concerts 
in  return  for  the  advertising  and  publicity  they 
get  out  of  the  proposition  and  especially  be- 
cause we,  every  now  and  then,  feature  talented 
pupils   of  the   teachers,  as   I've   stated.  This 


thing  of  featuring  the  pupils  of  the  teachers 
and  advertising  that  the  pupils  are  taking  music 
with  certain  teachers  is  a  splendid  thing  for 
the  instructors.  It  gives  all  pupils  more  of 
an  incentive  and  it  is  a  great  booster  for  the 
instructors.  Of  course,  I  might  add,  we  never 
allow  any  but  the  very  best  pupils  to  appear  in 
these  concerts  and  this  goes  far  toward  keep- 
ing up  the  character  of  the  performances. 

"We  nearly  always  begin  at  8:15  and  con- 
clude promptly  at  9:30.  Sometimes,  to  give  a 
greater  interest  to  the  affairs,  we  serve  tea  and 
sandwiches,  or  grape  juice  and  wafers,  but  as 
a  general  thing  no  refreshments  are  served. 

"So  much  for  the  manner  in  which  we  put 
on  the  concerts. 

"And  now  for  a  consideration  of  the  way  in 
which  we  cash  in  on  these  events  to  the  utmost. 

"We  make  a  point  of  always  having  every 
part  of  our  store  lighted  up  for  the  concerts 
and  of  always  having  some  fresh-cut  flowers 
in  the  store  and  piano  lamps  and  so  on.  This 
gives  a  cheerful,  charming  appearance  to  the 
store  and  does  much  toward  making  the  setting 
so  attractive  that  folks  will  be  glad  to  attend 
and  it  also  shows  our  store  off  to  the  very 
best  possible  advantage  and  by  familiarizing 
people  with  all  parts  of  our  store  makes  it  more 
likely  that  we  will  get  all  of  their  trade  when- 
ever they  are  in  the  market  for  machines  or 
records.  If  we  allowed  any  part  of  our  store 
to  be  dark  for  one  of  the  concerts  or  if  we 
skimped  the  event  in  any  way  it  would  in- 
evitably •  create  an  atmosphere  of  cheapness 
which  would  be  a  bad  thing  for  the  house. 
(Continued  oil' page  34) 
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The  "Apartment  Baby  Grand 
of  Phonographs 

A  distinctive  Adam  period  model,  correct  in  design  and 
convenient  in  size;  superbly  constructed;  and  guaranteed- — 
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Adam  Period  Short  Console  Phonograph 


Meets  a  Specific  Need 

There  is  a  pronounced  and  growing 
demand  for  a  short  console — and 
Granby  has  met  that  demand  with  this 
especially  designed  new  model. 


Reduced  List  Prices  on  Othei  Gianbys 


Sheraton  Upright 
Early  Virginian  Upright 
Louis  XVI  Upright 
Adam  Console 
Louis  XVI  Console 
Queen  Anne  Console 


Was 

$140 
200 
275 
275 
325 
375 


Now 
$120 
175 
235 
200 
250 
250 


Granby  Uprights:  $100  up 
Granby  Consoles :  $135  up 


The  List  Price:  $135 

The  price  is  right.  Your  customers 
will  recognize  the  big  value  in  the 
Granby  Adam  Short  Console  at  $135. 

This  is  proving  to  be  one  of  the 
most  popular  models  ever  introduced 
b)'  Granby.  Get  your  order  in  early. 


Granby  merchandise  is  good  merchandise,  and  you  can  get  behind  the  Granby  line  with  enthusiasm.  Granby 
discounts  are  liberal  discounts — and  that  fact  won't  make  you  any  the  less  enthusiastic  about  having  a  Granby 
franchise.    Write  or  zvire. 


Offices  and  Factory:    NEWPORT  NEWS,  VIRGINIA 

New  York  Branch:   37  WEST  20th  ST.,  NEW  YORK,  N.  Y.      Tel.  Watkins  4508 
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The  Utmost  in  Phonograph  Perfection 


I  • 


Grace  and  Dignity 

distinguish  this  popu- 
lar Queen  Anne  Style 
No.  1642.  The  classic 
perfection  and  supe- 
rior cabinet  craft  cre- 
ate an  instantaneous 
enthusiasm  for  this  in- 
strument. 

As  hearing  is  believ- 
ing— the  true,  mellow 
quality  of  the  Aeolian- 
Vocalion  sells  this  in- 
strument  to  those 
who  demand  a  musi- 
cal instrument,  not  a 
mechanical  machine. 


Style  1642 — Queen  Anne,  List  Price,  $225 

A  fine  model  of  this  very  popular  period,  in  Mahogany  finish.  This  case  is 
designed  with  all  the  characteristics  of  the  Queen  Anne  furniture.  The 
graceful  cahriole  leg  is  hrought  out  to  good  advantage. 


Dimensions — Height  35",  width  38", 
depth  23". 

Motor — Multiple  spring,  constant 
speed,  non-vibrating  and  moimted 
free  from  contact  with  resonating 
parts.  Equipped  with  speed  regulator. 


Vocalion  Automatic  Stop — Of  an  en- 
tirely novel  and  improved  type;  su- 
perior to  and  simpler  than  any  other 
on  the  market. 

Reproducer — The  Vocalion  Improved 
Sound  Box.  Equipped  with  albums. 
Eqviipped  with  Graduola. 


The  New  Aeolian-Vo- 
calion  Line  includes  Con- 
sole Period  Models,  Stand- 
ard Period  Styles  and 
Conventional  Models. 

Write  for  details  of  our 
1923  Proposition. 


The  remarkable  Graduola  Tone  Control  is  to  the  phonograph  what  the  artist's 
touch  is  to  other  instruments. — //  is  an  exclusive  Aeolian-Vocalion  feature. 

The  Aeolian  Company 

AEOLIAN  HALL  NEW  YORK 


April  15,  1923 


THE   TALKING   MACHINE  WORLD 


33 


Oft 


VOCALION 

RED  RECORDS 


-a 


Great 

Singing 

Comedian 


AARON  LEBEDEFF 


HIS  unique  artist  familiarly  known  as  the  "Jewish 
A  Harry  Lauder"  came  from  Russia  about  two 
years  ago  and  has  already  won  the  palm  of  popularity. 
Lebedeff  writes  all  his  own  material  so  only  at  his 
theatre  and  through  his  exclusive  Vocalion  Red  Rec- 
ords can  the  delightful  character  comedy  of  his  songs 
be  known.  He  has  made  the  following  Vocalion  Red 
Records : 


14485 


^Shuster  Halt  Sich  Bei  Dein  Dratve 


10-in.  75c 


(Yiddische  Chestushkes 

[Ich  Bin  a  Border  Bei  Mein  Weib  1 
14502iGegen  a  Weib  Ken  Men  Kein  ChochemllO-in.  75c 
[Gur  Nit  Sein  J 

t  At^ni  (A  Malke  of  Peisach 
14521  peisach  Zeit 


i 


10-in.  75c 


VOCALION  RED  RECORDS  Play  on  Ail  Phonographs 

The  Aeolian  Company 


AEOLIAN  HALL 


NEW  YORK 


Distributors 

of  Vocalion  Red  Records 

MUSICAL  PRODUCTS  DISTR.  CO., 
37  E.  18th  St.,  New  York  City. 

WOODSIDE  VOCALION  CO., 
154  High  St.,  Portland,  Me. 

A.  C.  ERISMAN  CO., 

174  Tremont  St.,  Boston,  Mass. 

GIBSON-SNOW  CO., 

306  W.  Willow  St.,  Syracuse,  N.  Y. 

LINCOLN  BUSINESS  BUREAU, 
1011  Race  St.,  Philadelphia,  Pa. 

SONORA  DISTR.  CO., 

505  Liberty  Ave.,  Pittsburgh,  Pa. 

CLARK  MUSICAL  SALES  CO., 
324  N.  Howard  St.,  Bahimore,  Md. 

O.  J.  DEMOLL  &  CO., 

12th  and  G  Sts.,  N.  W.  Washington, 
D.  C. 

LIND  &  MARKS  CO., 

530  Bates  St.,  Detroit,  Mich. 

VOCALION  CO.  OF  CHICAGO, 
Distributors  of  VocaHons  and 
Vocalion  Records, 
529  S.  Wabash  Ave.,  Chicago,  111. 

VOCALION  CO.  OF  OHIO, 

328  W.  Superior  St.,  Cleveland,  O. 

LOUISVILLE  MUSIC  CO., 
570  S.  4th  St.,  Louisville,  Ky. 

THE  AEOLIAN  CO.  OF  MISSOURI, 
1004  Ohve  St.,  St.  Louis,  Mo. 

HESSIG-ELLIS  DRUG  CO., 
Memphis,  Term. 

GUEST  PIANO  CO., 
Burlington,  la. 

D.  H.  HOLMES  CO., 
New  Orleans,  La. 

STONE  PIANO  CO., 
Fargo,  N.  D. 

STONE  PIANO  CO., 

826  Nicollet  Ave.,  Minneapohs, 
Minn. 

STREVELL-PATERSON  HARD- 
WARE CO., 
Salt  Lake  City,  Utah 

MOORE-BIRD  CO., 

1751  CaHfomia  St.,  Denver,  Colo. 

MUNSON-RAYNER  CORP., 

643  S.  Olive  St.,  Los  Angeles,  Cal. 

THE  MAGNA  VOX  CO., 

616  Mission  St.,  San  Francisco,  Cal. 


MO 
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BIMONTHLY  CONCERTS  BOOST  TRADE 

{Contimted  -from  page  31) 

"We  make  a  great  point  of  securing  the 
names  and  addresses  of  all  the  people  who 
do  us  the  honor  to  attend. 

"When  we  first  started  the  concerts  we 
adopted  the  plan  of  asking  every  person  who 
came  in  what  his  or  her  name  was,  and  what 
the  address  was.  But  we  found  that  this  created 
a  rather  bad  impression  and  also  made  for  con- 
fusion at  the  door.  People  whose  names  were 
asked  in  this  way  felt  as  though  they  were 
going  to  be  dunned  for  a  donation  or  some- 
thing and  the  fact  of  the  matter  was  that  it 
was  too  bald  a  way  of  getting  the  names  of 
people  who  might  be  considered  as  prospects 
for  the  goods  we  sell.  Also,  as  I  say,  it  made 
a  lot  of  confusion  at  the  entrance  to  our  store 
because  we  had  to  hold  up  people  there  while 
the  names  were  being  secured  and  if  there  was 
a  big  rush  there  would  be  quite  a  little  con- 
gestion. 

"So  we  have  now  adopted  the  plan  of  having 
a  'Guest  Book'  which  we  hand  around  from 
person  to  person  at  some  favorable  point  dur- 
ing the  concert,  generally  during  an  intermis- 
sion after  a  record  selection  when  the  artists 
who  are  going  to  play  or  sing  are  getting  set 
for  their  part  of  the  program.  This  guest  book 
is  a  specially  printed  book  with  the  words 
'Smith  Phonograph  Store  Guest  Book'  at  the 
top  of  each  page  and  with  a  space  for  the  date 
at  the  extreme  left  side  of  each  page  and  space 
for  names  and  addresses  of  those  registering 
at  the  right.  Before  passing  this  book  around 
we  write  at  the  top  of  the  pages  on  which 
the  guests  are  to  register,  the  words  'Smith 
Phonograph  Store  Concert,  Tuesday  Evening, 
November  28,'  or  whatever  the  date,  may  be. 
The  guests  then  see  at  once  just  what  it  is 
they  are  attaching  their  names  to. 

"Of  course  the  object  of  getting  the  guests 
to  register  in  this  way  is  that  we  can  have 
a  good  list  of  prospects  to  use  for  direct  mail 
circularization  and  that  we  can  also  have 
a  list  for  telephone  solicitation.  It  is  a  cer- 
tainty, of  course,  that  any  gathering  of  people 
attending  concerts  are  music  lovers  and  so 
they  are  the  people  to  whom  it  is  the  easiest 


to  sell  new  records  and  the  other  musical  mer- 
chandise we  regularly  carry  in  stock. 

"We  believe  that  through  this  method  of 
coming  in  contact  with  the  music  lovers  of  the 
city  and  through  this  plan  of  getting  the  names 
of  all  the  people  who  attend  our  concerts,  we 
have  secured  the  most  comprehensive  list  of 
real  music  lovers  of  any  talking  machine  store 
in  the  city. 

"That  is  one  wd^y  in  which  we  cash  in 
strongly  on  our  concerts. 

"Another  way  in  which  we  cash  in  on  the 
concerts  is  that  of  getting  people  thoroughly 
familiar  with  our  store  so  that  they  will  feel 
perfectly  at  home  in  it.  We  are  of  the  opinion 
that  this  is  one  of  the  prime  factors  in  increas- 
ing trade,  as  the  more  familiar  people  are  with 
a  store  and  the  more  at  home  they  feel  in  it 
the  more  likely  they  are  to  give  the  store  all 
of  their  patronage. 

"We  also  cash  in  on  the  concerts  through  the 
fact  that  they  greatly  enhance  the  prestige  of 
our  establishment  for  being  the  leading  music 
store  of  the  city.  And  this,  as  every  music 
merchant  knows,  is  a  splendid  reputation  for 
a  store  to  have. 

"Again  we  cash  in  on  the  proposition  through 
the  immense  amount  of  word-of-mouth  adver- 
tising that  we  get  by  reason  of  staging  these 
concerts.  The  people  who  take  part  praise 
them,  the  folks  who  attend  praise  them  and  the 
result  is  that  they  form  one  of  the  chief  topics 
of  conversation  in  circles  where  such  adver- 
tising does  the  most  possible  good.  All  of 
which  helps  business  tremendously.  And  all 
of  which  is  passed  on  to  other  dealers  in  the 
hope  that  it  may  give  them  ideas  which  will 
help  them  in  getting  more  business." 


A  SUCCESSFUL  TIE=UP  IN  CANTON 


C.  W.  KANAGA  NEW  JENKINS  MANAGER 


Wichita,  Kan.,  April  6. — The  J.  W.  Jenkins' 
Sons  Music  Co.  recently  announced  the  ap- 
pointment of  Clinton  W.  Kanaga,  of  Kansas 
City,  as  manager  of  the  local  store.  John  W. 
Jenkins,  3rd,  who  opened  the  store  here  in  De- 
cember, has  returned  to  the  Kansas  City  head- 
quarters. In  the  future  he  will  divide  his  time 
between  the  Kansas  City  store  and  the  local 
branch. 


Records 


STRAND,  GRANBY  and  OUTING  PHONOGRAPHS 

Brill  iantone, True  Tone,  Tonofone  and  Gilt-Edge  NEEDLES 
DELIVERY     BAGS     AND  ACCESSORIES 


Complete  Stocks  and  Prompt  Service 
IROQUOIS  SALES  CORPORATION 

Wholesale  Distributors 

210  Franklin  Street  .  .  BUFFALO,  N.  Y. 


Local  Appearance  of  "Maytime  in  Erin"  Proves 
to  Advantage  of  Rhines  Edison  Shop 


Canton,  O.,  April  2. — The  appearance  here  re- 
"cently  of  "Maytime  in  Erin,"  in  which  Walter 
Scanlan,  celebrated  Irish  tenor,  is  starred,  was 
a  tip  for  the  Rhines  Edison  Shop  here  to  tie 
up  with  the  engagement  with  two  attractive 
window  displays.  "We  found  one  window  was 
not  sufificient  to  elaborate  on  the  display  we 
had  planned  so  we  put  in  both  of  the  windows 
boosting  Scanlan's  newest  Edison  hits,"  said 
Manager  Rutledge  of  the  Rhines  shop.  The 
budget  of  new  songs  featured  by  the  store  in- 
cluded "PufJ  O'  My  Pipe,"  "Mother's  Paisley 
Shawl,"  "I  Was  a  Pilgrim  in  Loveland,"  "Old 
Irish  Air,"  "Some  Day"  and  "Jolly  Bachelors." 
In  several  of  the  numbers  the  store  depleted 
its  stock  on  hand. 


METHOD  OF  POLISHING  SHOW  WINDOW 


The  Success  of  a  Window  Display  Depends  to  a 
Large  Extent  on  Clean  Windows 


The  inside  of  the  glass  should  be  washed  with 
tepid  water  applied  with  a  chamois,  using  no 
soap  or  powder  of  any  kind,  according  to  the 
Michigan  Tradesman.  Dry  with  chamois  and 
polish  with  cheesecloth.  The  outside  requires 
different  treatment  and  should  be  cleansed  with 
the  following  mixture:  One  ounce  pulverized 
whiting,  one  ounce  grain  alcohol,  one  ounce  li- 
quid ammonia,  one  pint  water. 

Apply  with  a  soft  cloth,  after  having  removed 
the  surface  dirt.  When  this  preparation  is  al- 
lowed to  dry  and  is  then  rubbed  off  with  a  pol- 
ishing motion  the  surface  of  the  glass  will  be 
extremely  brilliant  and  will  remain  so  for  a 
longer  time  than  when  washed  in  the  ordinary 
way. 

If  the  glass  has  become  badly  scratched  a 
filler  should  be  applied.  This  consists  of  an 
ounce  of  white  wax  dissolved  in  a  pint  of  tur- 
pentine. This  fills  the  cracks  or  scratches  and 
prevents  dirt  from  lodging  in  them. 


EXCELLENT  MARKET  IN  TAMPICO 


Washington,  D.  C,  March  2. — ^American  talk- 
ing machines  control  the  Tampico  market. 
Probably  90  per  cent  of  all  instruments  sold  in 
Tampico  come  from  the  United  States,  accord- 
ing to  a  report  issued  by  the  Department  of 
Commerce  here.  A  few  German  machines  and 
a  small  number  from  Spain  are  sold,  but  they 
do  not  offer  serious  competition  to  the  well- 
known,  well-made,  high-class  American  ma- 
chines. In  fact,  dealers  state  that  the  cheaper 
European  instruments  only  tend  to  make  friends 
for  those  of  American  manufacture. 


It  pays  to  overlook  the  mistake  of  an  em- 
ploye just  so  long  as  the  same  mistake  is  not 
made  twice. 


The  Tdl/ninj  \hi:-liiiic  World,  Xi-:c  Ym-k,  .Ipril  15,  \92.\ 


uxe% 


Medium  prices  for 
particular  trade 

The  compelling  and  satisfying  beauty  of 
Brunswick  cabinet  design  is  easily  accounted 
for  when  one  reflects  that  the  third  genera- 
tion of  the  world's  finest  woodworkers  is 
now  at  work  in  Brunswick  shops. 

Considering  the  quality  of  materials  and 
workmanship  as  well  as  the  trade  affected, 
the  price  range  of  52350  to  ^775  for  these 
exquisite  period  designs  is  really  moderate  for 
musical  merchandise  such  as  the  Brunswick. 

The  experienced  phonograph  man  knows 
what  a  powerful  sales  factor  appearance  is, 
and  in  its  natural  atmosphere  of  good  taste 
and  fine  furnishings  the  beauty  of  Brunswick 
period  designs  sets  the  modern  standard. 

Each  of  these  fine  models  is  an  artistic 
replica  of  a  historic  period-style,  combined 
with  the  best  achievements  of  modern  con- 
struction. 

The  "Brunswick  Phonograph  plays  all 
makes  of  records.  Brunswick  Records 
can  be  played  on  any  phonograph. 

THE  BRUNSWICK-BALKE-COLLENDER  CO. 

Manufacturers  —  Established  1845 
CHICAGO        NEW  YORK        CINCINNATI  TORONTO 


THE  OXFORD" 


THK  I.OMBAkDl 


BRUNSWIG 


P  H  O  N  O  G  FCA  P  H  S 


AND 
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She  just  dropped  in  to  get  a  good  sacred  record.  She  wants 
to  see  a  catalogue. 

There  should  be  one,  with  a  complete  set  of  supplements,  in  the 
hearing  room.  Get  her  comfortably  seated  where  she  can  go  over 
the  listing  and  you  can  sell  her  more  than  one  record. 
Use  the  Columbia  Catalogue  Binder  and  Chain.  Anchor  the 
catalogue  where  it  will  do  you  the  most  good.  50c  each,  at  your 
Col  umbia  Branch. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


LOPEZ  OKEH  RECORDS  FEATURED  IN  ATTRACTIVE  WINDOW    OUR  EXPORTS  OFTALKINQ  MACHINES 


New  York  Piano  &  Organ  Co.,  York,  Pa.,  Arouses  Widespread  Interest  Through  Unusual  and 
Cleverly  Conceived  Display  and  Sales  of  Records  by  Vincent  Lopez  Get  Big  Boost 


Export  Figures  on  Talking  Machines  and  Rec- 
ords Show  Increasing  Tendency  as  Compared 
With  Last  Year — Our  Buyers  Abroad 


Effective  Okeh  Window  of  Lopez  Records 


The  advertising 
department  of  the 
General  Phonograph 
Corp.,  New  York, 
manufacturer  of 
Okeh  records,  re- 
ceived recently  a 
photograph  showing 
a  very  interesting 
window  display  used 
by  the  New  York 
Piano  &  Organ  Co., 
of  York,  Pa.,  Okeh 
dealer.  A  standard 
Okeh  window  dis- 
play was  used  as  the 
basis  for  this  win- 
dow, and  the  Vin- 
cent Lopez  panel  at- 
tracted the  attention 
of  many  radio  "fans" 
who  have  heard  this 
popular  orchestra's 
playing  over  the 
radio  from  WJZ. 
The  smaller  panel 
cards  listed  many  of 
the  selections  that 
Lopez  has  featured, 
and  the  window 
served  to  stimulate 
materially  the  sale 
of  Lopez  Okeh  rec- 
ords. The  window 
attracted  a  great 
deal  of  attention  and 
praise. 


LINKS  THE  SONORA  WITH  KING  TUT 

New  Haven  Talking  Machine  Dealer  Arranges 
a  Timely  Egyptian  Window  Display 


One  of  the  numerous  talking  machine  dealers 
who  took  advantage  of  the  general  publicity 
given  by  the  daily  press  to  the  discovery  of 
King  Tutankhamen's  tomb  in  Egypt  to  link  up 
the  event  with  talking  machine  publicity  was 
Edward  Wittstein,  proprietor  of  Wittstein's 
Music  Shop,  110  Church  street.  New  Haven, 
Conn.,  who  arranged  a  window  display  in  which 
an  imitation  Egyptian  mummy,  together  with 
various  articles  of  Egyptian  character,  shared 
honors  with  a  handsome  Sonora  phonograph. 
The  legend  in  the  window  read:  "If  King  Tut 
were  living  to-day  he  would  own  a  Sonora." 


NEW  VICTOR  RECORD  ADVERTISING 

The  Victor  Talking  Machine  Co.  recently  pre- 
pared for  the  use  of  its  dealers  in  local  adver- 
tising a  particularly  attractive  and  up-to-date 
series  of  record  advertisements  calculated  to 
make  a  quick  appeal  to  those  who  desire  to 
secure  the  latest  hits.  The  sketches  featured 
in  the  advertisements  are  particularly  snappy 
and  the  copy  is  of  the  sort  to  stand  out  strongly 
in  any  company. 


Washington,  D.  C,  April  10. — In  the  summary 
of  exports  of  the  commerce  of  the  United  States 
for  the  month  of  January,  1923  (the  latest  period 
for  which  it  has  been  compiled),  which  has  just 
been  issued,  the  following  are  the  figures  bear- 
ing on  talking  machines' and  records: 

Talking  machines  to  the  number  of  3,282,  val- 
ued at  $165,057,  were  exported  in  January,  1923, 
as  compared  with  2,234  talking  machines,  val- 
ued at  $87,353,  sent  abroad  in  the  same  period  of 
1922.  The  seven  months'  total  showed  that  we 
exported  34,945  talking  machines,  valued  at  $1,- 
361,563,  as  against  18,178  talking  machines,  val- 
ued at  $828,590,  in  1922. 

The  total  exports  of  records  and  supplies  for 
January,  1923,  were  valued  at  $75,361,  as  com- 
pared with  $77,644  in  January,  1922.  The  seven 
months  ending  January,  1923,  show  records  and 
accessories  exported  valued  at  $618,700,  as  com- 
pared with  $1,012,687  in  1922. 

The  countries  to  which  exports  were  made  in 
January  and  the  values  thereof  are  as  follows: 
France,  $1,515;  United  Kingdom,  $9,032;  other 
E.urope,  $5,670;  Canada,  $79,764;  Central  Amer- 
ica, $5,864;  Mexico,  $20,583;  Cuba,  $1,992;  Argen- 
tina, $685;  other  South  American  countries, 
$3,731;  China,  $1,420;  Japan,  $3,476;  Philip- 
pine Islands,  $2,472;  Australia,  $11,812;  Peru, 
$3,135;  Chile,  $2,415;  other  countries,' $11,271. 

In  the  above  report  the  imports  are  not  in- 
cluded and  this  is  explained  by  the  Bureau  of 
Foreign  and  Domestic  Commerce,  which  in- 
forms The  World  that  "Only  the  exports  of  do- 
mestic merchandise  by  articles  and  principal 
countries  are  published  at  this  time  on  account 
of  the  delay  in  the  import  reports!  The  cor- 
responding statement  of  imports  will  be  pub- 
lished when  the  delayed  reports  are  received." 


RETURNS  FROM  MIDDLE  WEST  TRIP 

Maximilian  Weil,  the  well-known  acoustical, 
electrical  and  mechanical  engineer,  returned  to 
his  New  York  offices  several  days  ago  follow- 
ing a  trip  through  Middle  West  territory,  where 
he  visited  many  talking  machine  manufacturers, 
acting  in  an  advisory  capacity  in  the  perfection 
of  some  new  talking  machine  equipment. 


COTTON  FLOCKS 

.  .  FOR.. 

Record  Manufacturing 
THE  PECKHAM  MFG.  CO.,  ^?rR*£.^r 


.PHONOGRAPH  CASES 

Wpe.  -1 

RADIO  CASES 

i^'  '  1 

1         Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 

Machines  and  Radio  Sets 

Let   as    figure    on   your  requirements 

MADE  BY 

PLYWOOD  CORPORATION,     Goldsboro,  N.  C. 

^^^^^                                               Mills  in  Va.,  N.  C  and  S. 
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he  only  phonograph 
that  dares  the  test 
of  direct  comparison 
with  the  living  artist 
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HAT  more  could  be  said  of  a  phonograph 
than  this:  that  it  Re^Creates  every  elusive 
tonal  quality,  every  shade  of  expression — in  fact 
the  actual  rendition  of  the  living  artist. 

Truly,  the  NEW  EDISON  PHONOGRAPH  is 
the  crowning  achievement  of  Mr.  Edison's  inven- 
tive careen  For  out  of  a  mass  of  inanimate  wood 
and  metal  his  genius  has  created  an  instrument  of 
such  innate  sensitiveness  that  it  dares  even  the  test 
of  direct  comparison  with  the  living  artist. 

Small  wonder  then  that  by  sheer  merit  alone  the 
NEW  EDISON  is  making  bigger  sales  progress 
every  day,  everywhere. 
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R»  EDISON,  through  this  new  phonograph 
has  brought  the  treasures  of  the  world^s 
greatest  music  into  the  homes  of  people  every- 
where*  The  pubUc  has  responded  with  a  demand 
that  is  taxing  the  Edison  manufacturing  resources 
to  the  Hmit*  Good  business  looms  ahead  for 
the  New  Edison  dealer  in  Ninteen  Twenty-three. 

THOMAS  A.  EDISON,  Inc. 

ORANGE,  N.J. 
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You  carit  Ao  wi-odA 


ASK  ROYALTIES  ON  BROADCASTED  COPYRIGHTED  MUSIC 

Result  of  the  Campaign  by  the  American  Society  of  Composers,  Authors  and  Publishers  to  Force 
Radio  Stations  to  Pay  Royalties  of  Interest  to  the  Talking  Machine  Trade 


BRUNO  PREPARING  CALENDARS 

Letters  Describing  1924  Creations  Sent  to  Trade 
by  C.  Bruno  &  Son,  Inc. 


A  matter  of  general  interest  to  the  tallting 
machine  trade  from  several  angles  is  the  effort 
being  made  by  the  American  Society  of  Com- 
posers, Authors  and  Publishers  to  force  radio 
broadcasting  stations  to  pay  royalties  for  the 
privilege  of  broadcasting  copyrighted  music,  this 
being  held  to  constitute  public  performance. 

At  the  present  time  representatives  of  the 
Society  and  of  the  broadcasting  interests  are 
endeavoring  to  reach  some  sort  of  understand- 
ing. The  radio  people  claim  that  in  broadcast- 
ing music,  and  particularly  popular  music,  they 
are  rendering  a  service  to  the  publishers  by  ad- 
vertising the  latter's  melodies.  The  publishers, 
however,  cannot  see  it  this  way  and  are  taking 
action  to  exact  royalty  payments  from  every 
broadcasting  station  in  the  country  which  uses 
copyrighted  music.  It  is  reported  that  several 
of  the  la.rger  stations  have  recognized  the  right 
of  the  Society  of  Composers,  Authors  and  Pub- 
lishers to  demand  such  a  royalty  under  the  law 
and  have  agreed  to  make  such  payments. 

An  interesting  point  is  made  in  the  demand 
for  royalties  when  the  music  of  talking  machine 
records  and  player-piano  rolls  is  broadcasted  on 
the  grounds  that  this  constitutes  public  per- 
formance. There  are  few  apparently  who  real- 
ize that  when  a  record  or  music  roll  maker  se- 
cures permission  to  record  and  pays  royalty  for 
recording  copyrighted  selections,  that  privilege 
is  extended  to  the  record  buyer  only  so  far  as 
it  covers  the  reproduction  of  the  music  for  his 
own  personal  entertainment.  When  he  uses  the 
music  of  the  record  for  the  entertainment  of 
the  public  and  for  profit  to  himself  he  is  giving 
a  public  performance  and  must  pay  a  royalty 
therefor.  This  phase  of  the  case  has  been  fought 
out  to  the  advantage  of  the  copyright  owners. 

The  broadcasting  interests  maintain  that,  as 
they  make  no  charge  to  the  public  for  their 
services,  that  phase  of  the  law  dealing  with 
giving  public  performances  for  profit  does  not 
apply  in  their  particular  case.  They  claim  that, 
should  they  be  compelled  to  pay  royalties  be- 
sides broadcasting  expense,  no  avenues  would 
be  open  by  which  they  could  hope  for  reim- 
bursement from  those  who  operate  receiving 
stations. 

The  counsel  for  the  copyright  owners  has 
suggested  an  annual  license  fee  of  $5  for  every 
radio  receiving  set  in  operation,  though  how  this 


O  T  O  R  S 

Ready  for  Delivery 

Double  Springs;  plays  two  10-inch  Rec- 
ords; suitable  for  Portable  Phonographs. 
Sample,  $3.75.  Larger  motor  playing  two 
to  three  12-inch  Records;  suitable  for 
Phonograph  selling  for  $100.  Sample,  $5.75. 
MERMOD    &    CO.,  16EasV23dSt. 

Telephone  Ashland  7395 


fee  is  to  be  collected  he  does  not  state.  There 
are  those,  however,  who  see  a  material  curtail- 
ment in  Broadcasting  work  throughout  the  coun- 
try if  the  demand  of  the  Society  of  Composers, 
Authors  and  Publishers  is  met  in  full,  for  then, 
they  say,  the  stations  will  only  feature  programs 
in  which  copyrighted  music  has  no  part. 

The  licensing  system  is  recognized  as  being 
practically  impossible  until  such  a  time  as  broad- 
casting companies  can  devise  methods  whereby 
their  programs  can  be  received  only  with  spe- 
cial apparatus  fully  protected  by  patents  and 
leased,  rather  than  sold,  to  the  individual.  At 
the  present  time,  with  various  syndicate  stores 
selling  radio  parts  on  a  5,  10  or  25-cent  basis,  it 
is  possible  for  an  amateur  to  construct  a  receiv- 
ing set  for  a  matter  of  $6  or  $7  which  will  re- 
ceive broadcasting  programs  within  a  radius  of 
twenty-five  or  thirty  miles.  To  attempt  to  con- 
trol stations  built  up  in  this  manner  would  be 
an  impossibility. 

From  the  standpoint  of  the  talking  machine 
man  the  regulation  of  the  broadcasting  situation 
as  a  result  of  royalty  demands,  or  for  other 
reasons,  is  likely  in  some  measure  at  least  to 
curtail  the  widespread  interest  in  radio  by  forc- 
ing programs  that  will  not  possess  general  ap- 
peal or  by  bringing  about  charges  for  copyright- 
ed programs  that  will  discourage  those  who 
hail  radio  as  a  means  for  free  entertainment. 

Members  of  the  trade  differ  as  to  the  effect 
of  the  radio  craze  on  sales.  Some  claim,  and 
in  many  cases  their  claims  are  justified,  that 
broadcasting  the  music  of  new  records  crystal- 
lizes interest  and  helps  the  sales  of  such  records, 
and  that  the  broadcasting  of  the  music  of  well- 
known  orchestras  and  artists,  accompanied  by 
the  announcement  that  they  record  exclusively 
for  this  or  that  make  of  record,  has  a  good 
advertising  effect.  Such  publicity  at  the  pres- 
ent time  is  confined  chiefly  to  popular  numbers 
and  there  are  dealers  who  believe  that  if  more 
attention  were  given  to  classics,  accompanied 
by  record  announcements,  the  result  would  be 
the  moving  of  more  records  of  that  character. 

Other  members  of  the  trade,  and  they,  too, 
are  numerous,  declare  that  any  advertising  ben- 
efits derived  from  radio  broadcasting  are  more 
than  offset  by  loss  in  direct  sales  where  the  in- 
terest of  individuals  is  diverted  from  talking  ma- 
chines to  radio  receivers.  As  a  matter  of  fact, 
it  is  quite  evident  in  many  cases  that  the  radio 
set  has  supplanted  the  talking  machine  for  a 
period  at  least  and  that  record  sales  have  suf- 
fered accordingly. 

Meanwhile,  both  factions  are  directly  inter- 
ested in  whether  the  present  controversy  be- 
tween the  music  men  and  broadcasting  people 
leads  to  a  curtailment  or  an  extension  of  broad- 
casting work  and  it  is  quite  evident  that  some 
developments  of  real  importance  may  be  ex- 
pected shortly. 


Calendars  are  described,  in  a  recent  letter  ad- 
dressed to  Victor  retailers  of  C.  Bruno  &  Son, 
Inc.,  as  one  of  the  most  productive  forms  of 
publicity  for  the  retailer.  In  an  effort  to  over- 
come the  difficulty  experienced  in  previous 
years  in  satisfactorily  supplying  last-minute  re- 
quests for  calendars  C.  Bruno  &  Son,  Inc.,  are 
already  making  plans  for  1924^  calendars,  at 
the  present  time.  Accompanying  the  letter  were 
sample  calendars  of  three  subjects,  "Winona," 
"An  Experienced  Pair"  and  "Norma."  These 
calendars  are  exceptionally  attractive  in  design 
and  provide  space  for  the  imprint  of  the  dealer, 
and  it  is  suggested  that  dealers  make  early 
reservations. 


The  interrelation  of  the  elements  which  make 
up  a  business,  such  as  publicity,  selling,  etc., 
makes  it  necessary  that  each  be  considered  of 
equal  importance. 


Main-Springs 


For  any  Phonograph  Motor 
Best  Tempered  Steel 


Indi  X 


3/16  "  : 


Bach 

10  feet  for  all  smaU  moton  |  .30 

10  "  "  Pathe,  Columbia,  Heineman  35 

10  "  Columbia   40 

11  "  "  Columbia  with  hooks  50 

13  "  "  Victor,   old   style  45 

15  "  Tlctor,  new  style  60 

18  "  "  Vif^tor,  new  or  old  stylo  70 

12  '*  **  Heineman    and    Pathe  45 

10  "  "  Saal,  Silvertone,  KrasberE  45 

18  "  "  Saal,  Silvertone.  Brunswick  50 

16  "  "  Sonora,  Brunswick,  Saal  60 

18  "  "  Heineman  and  Pathe  75 

25  "  "  Udlson  Disc   l.M 

SAPPHIRES— GENUINE 
Pathe,  very  loud  tone,  each  fSo,  100  lots  SI  1.00. 
Edison  Loud-tone,  each  15c:  in  100  loU,  $11.50. 

TONE-ARMS 

The  Tory  best,  loud  and  clear,  throw-bai^  94.60 

With  lars«  reprodurer.   very   loud.    Universal  4.00 

With  smaller  reproducer,  but  loud  and  clear  3.50 

PHONOGRAPH  NEEDLES 
We  can  clve  you  best  price  on  Brilllantone,  liacnedo.  Wall- 
Kan*,  Tonofone.  Nupolnt,  GtU  Bdce,  Ineas  and  Telntone 

Needles. 

ORDER  RIGHT  FROM  THIS  AD 
Send  for  pric*  list  of  other  repair  parts  and  motors. 
Terms — ^F.   O.   B.   St.   Louis.   Mo.     Send  enough   to  nover 
postage  or  ffoods  will  be  shipped  by  express. 

The  Val's  Accessory  House 

1000-1002  Pins  St.         St.  Louis,  Mo. 
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The  Phonograph  of 

Distinctive  Features 

"^^^  Cheney 


England,  in  rich  brown  oak, 
uith  over  lay  of  walnut,  43^4 
inches  high,  with  top  21  x 
inches.  Equipped  with 
gold-plated   metal  parts,  automatic  stop, 
steel  and  jewel  needles,  two  reproducers, 
counterbalance  cover  supports,  and  eight 
albums. 

Retail  price,  $200 

Exist  of  the  Rockies 


The  most  perfect  music- 
reproducing  instrument  made 

Any  salesman  who  has  met  The  Cheney  in  competition 
will  vouch  for  the  fact  that  its  features  are  far  more  than 
selling  points.  Phonograph  against  phonograph,  value  against 
value,  The  Cheney  is  more  than  a  match  for  any  other. 

Consider  these  five  great  features: 

X  An  acoustic  system  that  develops  and  restores  the 
original  tone  from  the  record. 

2  Practical  elimination  of  needle  scratch. 

3  A  violin  resonator  which  makes  Cheney  tones 
grow  sweeter  with  age. 

4  Designs  which  set  the  standard  in  the  industry  for 
elegant  simplicity. 

5  Cabinet  workmanship  which  bears  the  imprint  of 
craftsmanship. 

Cheney  dealers  find  their  trade  constantly  increasing — -and  they  have 
behind  them  the  assurance  of  sales  policies  which  are  eminently  fair 
and  permanent.  The  Cheney  franchise  is  growing  increasingly  valuable. 

Two  of  our  most  popular  models 

Note  particularly  the  two-tone  finish  of  The  Oxford 
and  The  Westminster.  Two-tone  furniture  is  so  pop- 
ular this  season  that  these  models  have  proved  excep- 
tional sellers. 

The  prices  are  hardly  short  of  sensational.  With 
these  models  you  can  advertise,  and  you  can  deliver,  a 
rarely  artistic  musical  instrument  famous  for  its  tone — 
which  cannot  be  duplicated — at  the  price  of  an  ordinary 
phonograph. 

Ask      for  detailed  description  of  these 
models  and  prices 


THE  CHENEY  TALKING  MACHINE  COMPANY 

DISTRIBUTORS 


CHICAGO 


CHENEY  SALES  CORPORATION 

1107  Broadway,  New  York  City 
Greater  New  York,  Western  Conn., 
New  Jersey 

1105  Chestnut  St.,  Philadelphia 
Washbigton,  D.  C. 

Boston 


walnut  applique,  A2l'i  inches 
high,  with  top   20'4  by  21 
inches.  Equipped  with  nick- 
eled metal  parts,  automatic 
stop,  counterbalance  cover  supports,  steel 
andjewel  needles,  two  reproducers. shelves 
for  records,  and  compartment  for  album- 
Retail  price,  $150 

East  of  the  Roc}i_ics 


CHENEY  PHONOGRAPH  SALES  CO. 
1965  E.  66th  St.,  Cleveland,  O. 
806  Pennsylvania  Ave.,  Pittsburgh 
Ohio,  W.  Va.,  Western  Pa. 
CHENEY  SALES  CORPORATION, 
Eastern  Pa.,  Del.,  Md., 
CHENEY  SALES  CORPORATION,  376  Boylston  St., 
Nciv  England 

CHENEY  SALES  COMPANY  EDW.  G.  HOCH  &  CO. 

Brandeis  Bldg.,  Omaha     '    "  27-29  Fourth  St.,  N.,  Minneapolis 

Iowa,  Nebr.,  Colo.,  Wyo.  Minn.,  N.  D.,  S.  D.,  Northern  Wis.,  Mont. 

RIDDLE  PHONOGRAPH  CO.,  1205  Elm  St.,  Dallas,  Te.x. 
Texas,  Southern  Okla. 

ROI.YAT  DISTRIBUTING  CO.  CHENEY  PHONOGRAPH  CO. 

Provo,  Utah  212  Selling  Bldg.,  Portland 

Utah,  Southern  Idaho  Washington  and  Oregon 

MUNSON-RAYNER  CORP.,  643  S.  Olive  St.,  Los  Angeles 
California,  Western  Nev.,  Ariz. 
All  territory  not  listed  above  is  handled  direct  by  the 
Cheney  Talking  Machine  Company,  Chicago 
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Musical  Knowledge  a  Necessary  Equipment  | 
of  the  Talking  Machine  Dealer  =:  By  Lester  g.  Herbert 


Few  men  engage  in  musical  merchandising 
unless  they  are  fond  of  harmony  of  sound.  In 
fact,  many  proprietors  and  employes  of  stores 
handling  musical  supplies  are  finished  musicians. 
It  is  almost  inevitable  that  where  a  music  store 
business  man  is  closely  associated  with  the 
musical  life  of  his  town  or  city,  the  acquaint- 
ance will  prove  the  lead  for  much  profitable 
business. 

Take,  for  example,  the  genial  proprietor  of 
the  Auburn  Music  Co.,  Auburn,  N.  Y.,  Bertram 
Hole,  whose  fine  singing  voice  makes  him  a 
welcome  addition  to  choirs,  quartettes  and 
musical  affairs.  And  in  this  instance,  as  in 
many  other  similar  situations,  Mr.  Hole  is  ac- 
quainted and  associated  with  many  of  the  mu- 
sical people  in  the  city  where  he  lives.  What 
more  natural  than  that  this  broadening  ac- 
quaintance and  friendship  should  prove  valuable? 
Under  Mr.  Hole's  business  direction  the  Auburn 
Music  Co.  has  expanded  and  is  housed  in  a 
fine  new  home  which  is  roomy  and  of  a  thor- 
oughly modern  type. 

We  naturally  expect  that  a  man  selling  auto- 
mobiles will  be  an  automobile  enthusiast,  and 
that  one  handling  books  will  be  a  book  lover. 
Then,  by  the  same  token,  it  will  be  logical 
and  natural  that  one  who  loves  music  and  pos- 
sesses skill  along  these  lines  himself  will  be 
an  interested  and  sympathetic  adviser  when  it 
comes  to  the  purchase  of  musical  instruments 
or  musical  supplies. 

You  and  I  go  to  a  doctor  because  we  have 
reason  to  believe  that  he  understands  the  human 
anatomy  and  the  pathology  of  medicine;  we  go 
to  a  lawyer  because  we  conclude  his  studies 
and  standing  as  a  member  of  the  bar  justify 


our  belief  that  he  knows  law.  Surely,  then,  the 
public  is  justified  in  thinking  that  a  man  who 
is  a  musician  himself,  or  who  appreciates  good 
music  at  least,  and  who  understands  what  is 
necessary  in  the  way  of  study  and  equipment 
to  produce  music,  will  be  able  to  give  intelli- 
gent suggestions  and  help,  and  that  the  sup- 
plies selected  by  such  an  one  will  be  of  a 
quality  character. 

It  frequently  happens  that  musical  establish- 


m 


Several  Concrete  Ex- 
amples Showing  How 
Knowledge  of  Music 
Enabled  Merchants  to 
Increase  Their  Trade 


ments,  at  least,  to  advantage.  This  means  much 
sical  skill  to  demonstrate  some  of  the  instru- 
ments, at  least,  to  advantage.  This  means  much 
in  the  selling  of  musical  supplies  and  in  demon- 
strating instruments  which  are  not  of  a  me- 
chanical character.  Even  where  the  player-piano 
and  the  talking  machine  are  concerned,  an  ap- 
preciation of  time,  tone  and  suitability  is  an  im- 
portant factor. 

In  one  establishment  it  was  found  after  a 


WRITE  FOR  PRICES  AND  DISCOUNTS 


NICKEL 
PLATE 


GOLD 
PLATE 


series  of  tests  that  the 
was  from  two  to  three, 
why  this  was  the  case 


dull  hour  of  the  day 
There  were  reasons 
in  this  location.  To 


overcome  this  handicap  or  sagging  an  informal 
musical  program  was  given  at  this  time  each 
afternoon.  Anyone-  was  welcome  to  come  in 
and  to  rest  or  to  listen.  Sometimes  the  talking  ' 
machine  was  used  in  part,  as  well  as  stringed 
and  other  instruments.  The  audience  was  rarely 
large,  but  it  was  quite  sure  to  be  appreciative, 
and  it  was  found  that  this  daily  program  was 
the  means  of  a  substantial  increase  in  business. 
Many  planned  to  drop  in,  if  only  for  a  few 
moments  to  rest. 

T^ie  listeners  were  at  liberty  to  request  any 
special  number.  Sometimes  it  was  not  possible 
to  give  this  at  once.  If  it  was  not,  then  it 
was  planned  to  give  it  in  some  form  at  an 
early  date,  and  the  store  advertising  carried 
the  notation: 

"By  Special  Request.  Thursday,  From  2  to  3." 
Then  would  follow  the  numbers  to  be  featured. 

Frequently  the  program  was  entirely  made 
up  within  the  store,  and  again  those  from  out- 
side took  part.  When  this  was  the  case  there 
was  always  the  courtesy  of  announcement  in 
the  paper,  and  so  teachers  of  different  musical 
instruments  were  glad  to  serve  for  the  pub- 
licity. Sometimes  an  artist  was  especially  se- 
cured for  a  special  occasion,  and  in  that  case 
the  program  might  be  repeated  later  in  the 
afternoon.  Fortunately,  this  store  was  large 
and  roomy  and,  while  the  conditions  were  not 
ideal,  they  served  very  well.  A  number  of 
seats  were  always  available  in  the  music  room, 
and  there  was  a  reserve  supply  of  folding  chairs 
when  these  at  times  became  necessary. 


The  Now  Famous  Reproducer 


DEALERS  who 
have  stocked 
NATURELLE 
find  it  a  quick  seller 
at  a  good  profit. 

We  supply  display 
and  advertising 
material  free  to 
dealers. 

W rite  for  details 
of  this  wonderful, 
easily  sold  repro- 
ducer. 


iHc  CtoTOReue  Co. 

115  £asl  13'^ Street 
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Occasionally  a  group  was  especially  invited. 
For  example,  a  list  was  kept  of  all  the  schools 
having  talking  machines,  and  of  chairmen  of 
committees  having  charge  of  the  purchase  of 
the  records;  and  so  it  became  appropriate  to 
invite  teachers  and  chairmen  to  special  con- 
certs at  which  there  were  demonstrations  and 
explanation  of  a  list  of  fine,  new  records,  a 
talk  on  "Special  Records  and  How  to  Use 
Them,"  and  a  couple  of  violin  solos.  Five 
o'clock  tea  and  wafers  were  served. 

Upon  another  occasion,  a  group  of  choir 
people  were  brought  together,  one  of  the  at- 
tractions of  this  gathering  being  a  talk  on 
"Choral  Effects  and  How  to  Produce  Them." 

It  is  evident  that  any  dealer  with  imagination 
and  a  fondness  for  music  can  easily  arrange 
some  means  by  which  those  who  know  and 
love  music  will  be  brought  in  contact  with  the 
store,  and  those  who  are  not  acquainted  with 
music  will  have  an  opportunity  also  to  enjoy 
it  and  to  learn  to  know  more  about  it.  Fos- 
tering a  love  for  music  on  the  part  of  the 
public  is  as  necessary  for  the  music  dealer  as 
fostering  a  love  of  thrift  on  the  part  of  the 
old  and  young  is  for  the  banker. 


A  NEW  LINE  OF  JUVENILE  RECORDS 

Regal  Record  Co.,  Inc.,  Marketing  "Little  Tots' 
Nursery  Tunes"  in  Loose-leaf  Form 


The  Regal  Record  Co.,  Inc.,  18  West 
Twentieth  street.  New  York  City,  manufacturer 
of  the  "Little  Tots'  Nursery  Tunes,"  is  now 
marketing  this  new  product  to  the  trade.  These 
new  juvenile  records  are  sold  in  loose-leaf  books 
and  individual  loose-leaf  pockets.  The  original 
album  contains  six  different  records  with  col- 
ored pictures  and  verse  cards.  Each  pocket  is 
equipped  with  a  specially  designed  flap,  making 
it  impossible  for  the  records  to  slide  out  and 
break.  Thus  the  record  book  can  be  handled 
by  a  child  without  injuring  the  records. 

The  album  is  made  in  a  manner  that  allows 
the  further  addition  of  loose-leaf  pockets  con- 
taining records  which  can  be  supplied  to  the 
"Little  Tot"  enthusiast  by  the  retailer.  Accom- 
panying each  additional  loose-leaf  pocket  is  a 
colored  picture  and  verse  card. 

In  exploiting  this  product,  the  advertising  de- 
partment of  the  Regal  Record  Co.,  Inc.,  has 
prepared  several  very  attractive  sales  helps  for 
dealers.  Among  these  are  a  large  rotogravure 
panel  and  individual  cutouts.  The  announce- 
ment of  this  new  article,  which  was  made  last 
month,  aroused  unusual  interest  in  talking  ma- 
chine trade  circles. 


FREDERICK  BUYS  BIG  BUILDING 

President  of  W.  F.  Frederick  Piano  Co.  Pur- 
chases Modern  Eight-story  Building  in  Pitts- 
burgh as  Home  for  W.  F.  Frederick  Piano  Co. 


Pittsburgh,  Pa.,  April  6. — W.  F.  Frederick, 
president  of  the  W.  F.  Frederick  Piano  Co., 
purchased  from  the  Daniel  Maginn  estate  an 
eight-story  stone  and  steel  building  at  913-915 
Liberty  avenue,  it  has  been  announced  here. 
The  property  is  26  by  107  feet  and  runs  through 
to  Exchange  Way.  The  price  paid  is  said  to 
be  about  $200,000,  Mr.  Frederick  plans  to  re- 
model the  building  at  the  expiration  of  the 
present  lease  as  a  permanent  home  for  the  W.  F. 
Frederick  Piano  Co.,  which  is  now  located  at 
635  Smithfield  street.  The  company  handles  a 
full  line  of  pianos,  talking  machines,  sheet  music, 
small  instruments  and  player  rolls. 


GAELIC  CO.  FILES  PETITION 

The  Gaelic  Phonograph  Record  Co.,  Inc.,  40 
West  Fifty-seventh  street.  New  York  City,  has 
filed  a  petition  in  bankruptcy,  listing  liabilities 
of  $23,220  and  assets  unknown. 


The  Victor  Talking  Machine  Co.,  Camden, 
N.  J.,  has  announced  that  a  dividend  of  $2  a 
share  on  common  stock  will  be  paid  on 
April  14. 


AGREE  NOT  TO  ADVERTISE  TERMS 

Denver  Music  Merchants  Also  Enter  Into 
Agreement  on  Maximum  Terms  on  Pianos 
and  Talking  Machines — Important  Move 


Believing  that  the  advertising  and  sale  of  pi- 
anos and  phonographs  on  unreasonably  low 
terms  of  payment  are  detrimental  to  the  music 
trade,  Denver  music  firms  recently  met  with  the 
Retail  Merchants'  Bureau  and  adopted  an  agree- 
ment as  follows: 

"1.  We  will  eliminate  from  our  respective  ad- 
vertisements of  pianos  and  phonographs  all 
specific  mention  in  dollars  and  cents,  either  of 
the  cash  down  or  the  subsequent  terms  of  pay- 
ment. This  does  not  prohibit  advertising  the 
general  statement  that  instruments  will  be  sold 
on  terms. 

"2.  We  will  strive  to  have  all  piano  sales  con- 
tracts provide  for  payment  within  twenty-four 
months,  and  under  no  circumstances  shall  the 
sales  contract  provide  for  terms  of  payment  ex- 
ceeding thirty-six  months. 

"3.  Likewise,  in  the  sale  of  phonographs  we 


will  strive  to  secure  full  payment  within  twelve 
months,  and  under  no  circumstances  shall  the 
sales  contract  provide  for  terms  of  payment  ex- 
ceeding fifteen  months." 

The  agreement  was  signed  by  the  following 
firms:  Baldwin  Piano  Co.,  Darrow  Music  Co., 
Denver  Dry  Goods  Co.,  Edison  department, 
Knight-Campbell  Music  Co.;  Laman  &  John- 
son Music  Co.,  McKannon  Piano  Co.,  Sharp 
Music  Co.,  Wells  Music  Co.,  Denver  Music  Co. 
and  Russell  Gates  Mercantile  Co. 


MARKELS  RENEWS  OKEH  CONTRACT 


It  was  announced  recently  by  the  General 
Phonograph  Corp.,  New  York,  manufacturer  of 
Okeh  records,  that  the  Markels  Orchestra,  mak- 
ing records  exclusively  for  the  Okeh  librarj', 
had  renewed  its  contract  with  the  company. 
This  orchestra,  which  has  been  represented  in 
the  Okeh  catalog  for  the  past  year,  has  met  with 
a  very  favorable  reception  from  dance  enthusi- 
asts everywhere,  and  Okeh  dealers  report  a 
steadily  increasing  demand  for  Okeh  records 
made  bv  the  Markels  organization. 


Cuts  the  Cost  of  Selling  Records 

Sells  More  Records 
Increases  Profits 
Reduces  Overhead 
Increases  Demonstrating  Capacity 
Gives  Control  of  Customers 
Prevents  Booth  "Joy-Riding" 
Cuts  Sales  Cost 
Economizes  Store  Space 


Here  Are  Some  of  the 
Things 

A  U  D  A  K 

WILL  DO  FOR  YOU 


Ask  A  UDAK  Users  —  They  Know 


Here  are  some  of  the  conspicuously 
successful  retail  talking  machine  concerns, 
each  of  whom  now  have  in  use  from 
two  to  forty-two  AUDAKS  in  their  estab- 
lishments : 

McCreery  &  Co.,  New  York  City 
Bloomingdale  Brothers,  New  York  City 
R.  H.  Macy  &  Co.,  New  York  City 
Frederick  Loeser  &  Co.,  Brooklyn,  N.  Y. 


Abraham  &  Straus,  Brooklyn,  N.  Y. 
Kaufman's,  Pittsburgh,  Penna. 
Levin's  Victrola  Shop,  New  York  City 
Wm.  Taylor,  Son  &  Co.,  Cleveland,  Ohio 
Goldberg's  Music  Shop,  Passaic,  N.  J. 
Joseph  Home  Co.,  Pittsburgh,  Penna. 
Jordan  Marsh  Co.,  Boston,  Mass. 
Bamberger's,  Newark,  N.  J. 
Hahne  &  Co.,  Newark,  N.  J. 


And  Many  Others 

No  Progressive  Dealer  Can  Forego  Looking  into  this 
Important  Development  in  the  Phonograph  Industry. 

Write  at  once  for  details  and  the  name  of 
your  nearest  jobber. 

AUDAK  CO.,  565  Fifth  Ave.,  New  York,  N.  Y, 
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The  KRASCO 

Plays  and  repeats  any  make  of  record  any  number  of  times,  then 
stops  automatically  with  the  needle  suspended  above  the  record. 


The  Greatest  Talking  Machine  Improvement  Since 
the  Invention  of  the  Disc  Record 

THE  KRASCO  ASSEMBLED  UNIT  is  the  coo  rdination  of  the  various  mechanical  parts  of  the  talk- 
ing machine  into  a  single  mechanism.  It  embodies  a  self-setting,  automatic  repeater,  together  with  an 
automatic  stop  and  other  exclusive  improvements.  Every  part  has  been  designed  in  relation  to  the  whole, 
resulting  in  a  mechanical  perfection  not  possible  by  any  other  method.  The  KRASCO  is  the  first  AS- 
SEMBLED UNIT  of  this  kind  to  be  put  on  the  market,  and  marks  a  new  era  in  the  talking  machine 
industry.  A  careful  examination  will  quickly  convince  you  that  it  opens  up  a  new  and  broader  field  to 
manufacturers,  distributors  and  dealers  everywhere.  More  than  a  year  has  been  spent  preparing  for  the 
production  of  the  KRASCO  ASSEMBLED  UNIT.  Special  automatic  machinery  is  used  to  reduce  the 
cost  of  each  part  to  the  last  fraction  of  a  cent.  Today  we  are  manufacturing  these  units  in  mass  produc- 
tion, enabling  us  to  market  them  at  a  price  no  more  (often  less)  than  the  combined  price  of  the  several 
parts  without  the  repeater. 

KRASCO  MANUFACTURING  COMPANY 
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Assembled  Unit 

More  Than  Doubles  the 
Sales  and  Profits  of  the 
Manufacturer  am  Dealer 

The  Automatic  Repeating  and  Stop  Feature 

This  device  is  not  an  attachment,  but  is  an 
integral  part  of  the  motor,  mounting  plate 
and  tone-arm.  It  is  substantial  and  strong. 
It  is  absolutely  fool-proof  and  trouble-proof. 
It  is  thoroughly  dependable  and  functions 
with  almost  human  intelligence.  It  is  en- 
tirely controlled  by  one  simple  dial  that  is 
plainly  lettered  and  numbered.  It  is  quickly  and 
easily  understood  by  the  most  inexperienced 
operator.  It  sets  automatically  to  exactly  play 
any  record,  or  to  play  any  part  of  a  record. 
It  repeats  any  desired  number  of  times  and 
stops  automatically — with  the  needle  sus- 
pended above  the  outer  edge  of  the  record,  so 
that  records  may  bs  changed  easily  without 
touching  the  tone  arm.  It  is  designed  so  that 
the  needle  cannot  touch  the  left  side  of  the 
record.  The  needle  rises  automatically  when 
it  passes  the  center.  The  KRASCO  RE- 
PEATER cannot  damage  the  reproducer  or 
record.  It  lifts  and  deposits  the  needle  more 
gently  than  can  be  done  by  hand.  The  repeat- 
ing mechanism  is  disengaged  while  the  record 
is  being  played,  and  it  functions  only  for  the 
instant  required  to  shift  the  needle  to  the  re- 
playing position. 

To  Manufacturers:  THE  KRASCO  AS- 
SEMBLED UNIT  increases  the  manufac- 
turers' output,  reduces  factory  costs,  overhead 
and  floor  space  required.  The  exclusive  fea- 
tures of  a  KRASCO  equipped  machine  in- 
stantly appeal  to  the  trade.  Because  the  ma- 
chine immediately  arouses  the  interest  and 
attracts  the  attention  of  both  the  dealer  and 
the  public,  it  is  self  advertising — This  lowers 
selling  costs. 

To  Dealers:  By  securing  the  agency  of  a  line  of  talking  machines  equipped  with  the  KRASCO  features, 
you  can  instantly  increase  your  sales  to  an  extent  limited  only  by  your  territory.  Every  present  owner 
of  a  phonograph  becomes  a  brand  new  prospect.  The  advent  of  the  KRASCO  equipped  machine  makes 
all  now  in  use  old-fashioned  and  out-of-date.  In  addition  to  being  the  only  complete  and  up-to-date  in- 
strument for  the  home,  it  is  an  absolute  necessity  for  all  places  where  there  is  dancing — restaurants — 
summer  resorts — all  places  of  amusement.  , 

Every  demonstration  will  make  a  sale  to  a  prospect  able  to  purchase.  If  the  makers  of  the  line  you 
handle  do  not  install  the  KRASCO  ASSEMBLED  UNIT,  add  a  line  that  does.  Write  us  and  we  will 
supply  you  with  a  list  of  manufacturers  using  KRASCO  outfits. 

If  after  thoroughly  trying  out  the  Krasco  Assembled  Unit  you  do  not  find  everything  exactly  as  repre- 
sented, return  the  shipment  and  we  will  refund  all  that  you  paid,  together  with  carriage  charges. 


In  the  Krasco  Assembled  Unit  you  get  a  power- 
ful, silent  four  spring  motor  containing  64  feet  of 
spring;  a  perfect  drawn  brass  tone  arm  without 
die-cast  parts  of  any  kind;  a  reproducer  of  the 
finest  quality  possible  to  make;  a  dependable,  in- 
built, automatic  repeater  and  stop;  all  mounted 
upon  a  black  enameled  plate.  The  motor  is  in- 
sulated from  the  plate  through  wooden  cross  mem- 
bers. The  unit  may  be  attached  to  any  cabinet. 
It  is  fastened  to  the  motor  board  with  a  half  dozen 
screws.  It  will  play  ten  10-inch  records  with  one 
winding.  No  filer  or  better  tone  qualities  can  be 
reproduced  by  any  phonograph. 

Send  for  detailed  description  and  prices 


451  EAST  OHIO  STREET 


CHICAGO,  ILL. 
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I  Four-Minute  Conference  on  Business  Topics  | 

1  No.  12 — Your  Customer  Approach — And  How  to  Strengthen  it  | 


[This  is  the  twelfth  of  a  series  of  four-minute  confer- 
ences on  topics  of  direct  interest  to  business  men  in  the 
talking  machine  trade  which  have  been  prepared  for  this 
publication  by  Lester  G.  Herbert. — Editor.] 

Customer  approach  is  important,  for  in  a 
space  of  time,  often  as  short  as  the  twinkling  of 
an  eye,  the  prospect  is  attracted  or  irritated  in 
a  manner  impossible  to  describe.  First  impres- 
sions really  are  lasting — so  be  very  careful  of 
them.  Happily,  there  are  a  few  common-sense 
principles  which  will  go  a  long  way  to  make  the 
customer  approach  successful. 

First  of  all  remember  that  the  customer  is 
human  and  that,  regardless  of  surface  appear- 
ances, he  reacts  almost  exactly  as  you  and  I 
would  under  similar  circumstances.  The  timid, 
the  aggressive,  the  rich,  the  poor — all  respond 
to  sincerity,  courtesy,  interest,  promptness  and 
that  indescribable  something  which  savors  of 
deference  without  being  in  the  least  servile. 

Look  the  customer  straight  in  the  eye  without 
an  offensive  stare  and  speak.  Say  something. 
Don't  walk  forward  expectantly  and  take  it  for 
granted  that  the  other  person  will  find  it  easy 
to  speak  first.  More  people  than  you  realize 
are  at  a  loss  for  words  in  beginning  a  conver- 
sation. That's  why  they  remark  about  the 
weather  or  ask  about  your  health,  often  not 
waiting  for  a  reply. 

The  words  you  speak  should  not  be  stupid,  as 
"Did  you  want  something?"  That  is  sure  to 
arouse  the  feeling  "What  do  you  suppose  I  am 
here  for,  anyway?" 

Say,  rather,  "Good  morning,"  or  "What  can  I 
do  for  you?"  or  "Let  me  show  you  what  you 
are  most  interested  in — no  trouble  at  all!" 

A  smile  is  not  necessarily  a  broad  grin.  A 
smiling  face  and  a  smiling  voice  are  a  pleasant 
face  and  voice.  Avoid  any^thing  likely  in  the 
least  to  make  the  prospect  uncomfortable.  One 
salesman  couldn't  understand  why  he  seemed  to 
drive  people  away,  often  with  signs  of  anger 
or  mortification  on  their  faces. 

At  last  a  pert  lad  gave  him  the  tip.  "Gee,  whit- 
ticker,  Cap,"  the  boy  burst  out,  "I  hope  you  like 
my  looks — the  way  I  wear  my  hair  and  my 
clothes  and  the  style  of  my  shoes.  How  does 
the  inventory  tally  up,  eh?  They're  as  good  as 
I  can  aflord!" 

The  salesman  had  never  realized  the  rudeness 
of  his  appraising  glance — and  he  was  a  big 
enough  man  to  correct  his  weak  and  offensive 
approach.  All  of  us  go,  from  time  to  time,  to 
buy  things  of  other  people.    We  need  neces- 


sities and  luxuries.  Let  us  use  each  and  every 
such  occasion  to  study  what  pleases  or  offends. 
We  will  not  do  this  for  the  purpose  of  criti- 
cism of  anyone  except  ourselves.  And  let  us 
lemember  that  criticism  can  be  favorable  as 
well  as  adverse. 

But  what  will  really  count  in  such  cases  is  to 
study  what  we  have  observed  alongside  our  own 
methods.  We  must  be  honest  enough  to  ac- 
knowledge where  we  are  inclined  to  limp,  and 
to  go  about  correcting  our  faults  earnestly.  It 
is  a  fine  plan  to  reduce  the  correction  to  a  defi- 
nite, brief  and  positive  suggestion"  and  to  write 
that  sentence  on  a  card  and  put  it  where  we  will 
see  it  many  times  a  day.  If  we  have  several 
suggestions  all  the  better.  But  do  not  lose  track 
of  them. 

Keep  in  mind  the  vital  character  of  the  approach 
and  learn  to  win  from  the  first  minute.  Learn 
hozv  to  judge  types  so  as  to  approach  accordingly 
and  then  experience  the  joy  of  being  able,  in  large 
measure,  lo  govern  the  situation. 


T.  M.  M.  OPPOSES  LEGISLATION 


Members  Urged  to  Communicate  With  As- 
semblymen and  State  Senators  Urging  Op- 
position to  Assembly  Bill  No.  125  and  the 
State  Trade  Commission  Bill 


In  accordance  with  the  resolution  adopted  at 
the  last  meeting  of  the  Talking  Machine  Men, 
Inc.,  that  each  member  write  to  the  Assembly- 
man and  Senator  of  his  district  requesting  aid 
in  opposing  Assembly  Bill  No.  '125,  which  pro- 
vides that  in  case  of  default  of  any  customer 
who  has  moved  elsewhere  dealers  will  have  to 
start  action  in  the  citj-  or  town  where  they 
are  located,  E.  G.  Brown,  secretary  of  the  As- 
sociation, has  sent  a  letter  to  members  urging 
immediate  action.  The  letter  also  requests  that 
similar  action  be  taken  in  the  case  of  the  State 
Trade  Commission,  recentl}-  defeated  in  the 
Assemblj%  particularly  should  it  by  any  means 
be  reconsidered. 


KEEPING  AFTER  DELINQUENTS 

Throwing  a  bluff  will  not  be  very  effective  in 
clearing  up,  delinquent  accounts.  One  dealer 
sends  out  three  letters,  ten  days  between  each, 
reminding  the  customer  that  the  account  is  over 
due.    If  no  payment  is  made  by  ten  days  after 


THE 
WALTZ 

SENSATIO 

OF 


923 


the  third  letter  has  been  sent  out  a  telegram  is 
sent  in  the  evening  when  the  w'hole  family  is 
at  home  which  bluntly  demands  the  money.  If 
there  is  still  no  response  the  dealer  repossesses 
the  instrument.  This  method  has  reduced  poor- 
paying  accounts  to  a  minimum  and  reposses- 
sions are  rare. 


The  practice  of  the  Golden  Rule  is  the  root 
of  the  strong  business  tree.  Shady  business 
practices  have  never  yet  resulted  in  permanent 
success.  It  is  the  patron  who  buys  often  who 
counts. 


THE  SUPREME  TONE  AMPLIFIER 


A  simple,  neat  appliance,  easily  attached  to  your  machine. 

Produces  a  pure  natural  tone,  free  from  all  "blast,"  vibration 
or  distortion. 

Note  the  novel  spring  suspension 

Incomparable  for  Dancing 


Renewed  pleasure  from  your  favorite  record  is  assured. 
Doubles  the  volume,  yet  improves  the  quality  and  detail. 

you  haven't   heard  the 
ADD-A-TONE 
You  haven't  heard  your  machine" 

UNIQUE  REPRODUCTION  CO.,  Inc. 

32  Union  Square,  New  York 
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Universally  Used  l^or  Over  Nine  Years 


Plays  Edison  Disc  Records  on  Victor 
or  Columbia  Machines. 


VICSONIA  MFG.  CO.,  Inc.,  313  E.  134th  Street 


New  York 


BETTERiHOMES'  MOVEMENT'S  RECOGNITION  FOR  MUSIC 

New  Plan  Book  Just  Issued  Lists  Musiccd  Instruments  Among  "Home-Makers'  Essentials  and 
Desirables" — Music  in  the  Home  Also  Given  Prominent  Space  in  Volume 


Tiie  new  plan  book  just  issued  for  Demonstra- 
tion Week  of  Better  Homes  in  America,  to  be 
Iield  June  4-10,  provides  a  definite  place  for 
music  in  tlae  liome,  the  model  home  in  New 
Haven  illustrated  in  the  plan  book  having  a 
piano  in  the  living  room,  while  musical  instru- 
ments are  listed  under  "Home  Makers'  Essen- 
tials and  Desirables."  Under  this  head  the  talk- 
ing machine  is  referred  to  particularly  with 
instructions  for  its  utilization  also. 

Last  year  961  communities,  ranging  from  vil- 
lages to  cities,  held  some  observance  of  the 
Demonstration  Week  and  over  500  model  homes 
were  equipped  and  displayed.  It  is  expected 
that  this  year  the  showing  will  be  much  more 
substantial  and  the  music  trade,  through  the 
medium  of  the  Music  Industries  Chamber  of 
Commerce,  is  expected  to  take  an  active  part  in 
the  local  celebrations.  The  Chamber  of  Com- 
merce will  send  out  announcements  suggesting 
action  to  that  end. 

The  plan  book  is  issued  by  the  advisory  coun- 
cil of  the  movement,  whose  national  headquar- 
ters and  bureau  of  information  are  in  care  of 
the  Delineator,  223  Spring  street.  New  York 
City.  The  advisory  council  includes,  also,  the 
names  of  Vice-president  Coolidge,  Secretaries 
Wallace  and  Davis,  of  the  President's  Cabinet, 
and  others  of  national  prominence.  The  gov- 
ernors of  thirty  States  have  endorsed  the  move- 
ment. 

Page  56  of  the  book  is  devoted  to  "Music  in 
the  Home,"  as  follows:  "Good  music  is  essen- 
tial to  the  'Better  Home.'  It  fosters  understand- 
ing and  love  of  beauty,  unites  the  family  in  a 
common  interest  and  makes  the  home  attrac- 
tive. 

"Because  music  provides  recreation,  entertain- 
ment and  inspiration  it  is  a  wise  investment  and 
becomes  an  aid  in  spending  time  and  money 
wisely. 

"The  gathering  of  the  family  and  friends 
around  the  piano  for  a  good  'sing'  is  a  blessing 
not  only  to  the  individual  but  to  the  family  as 
a  whole. 

"Now  what  can  be  done  during  Better  Homes 
Week  to  stimulate  the  desire  for  music  in  the 
home? 

"1.  See  to  it  that  there  is  a  musical  instrument 
in  the  Demonstration  Home. 

"2.  Have  some  kind  of  a  musical  program  at 
the  Demonstration  Home  each  day  or  as  often 
as  possible. 

"3.  Conduct  a  Better  Home  'Music  Library' 
Contest,  giving  prizes  for  the  best  list  of  music 
for  the  home,  including  songs  and  instrumental 
music. 

"4.  Conduct  a  Music  Memory  Contest,  giving 
a  prize  to  the  person  recognizing  the  largest 
number  of  selections  played  on  either  a  phono- 
graph or  some  other  instrument. 

"5.  Conduct  a  Phonograph  Record  Contest, 


giving  a  prize  to  the  one  submitting  the  best  list 
of  'twenty  best  phonograph  records.' 

"The  Honorable  James  John  Davis,  Secretary 
of  Labor,  says:  'I  would  so  develop  music  in 
the  community  that  I  would  have  a  musical  in- 
strument of  some  kind  in  every  home,  and  I 
would  have  every  child  taught  to  play,  sing  and 
know  music'." 

The  plan  book  outlines  the  method  of  organ- 
ization of  local  committees  and  the  manner  of 
carrying  out  community  programs.  This  in- 
cludes the  co-operation  of  newspapers,  stores. 


factories,  churches,  schools,  as  well  as  clubs. 

The  sub-committee  on  advertising  and  pub- 
licity should  have  proper  representation  of  mu- 
sic interests,  with  particular  attention  paid  to 
activities  of  the  sub-committees  having  in 
charge  the  furnishing  and  decoration  of  model 
homes  and  the  programs  of  events.  Instruc- 
tions are  given  to  "arrange  for  musical  instru- 
ments, talking  machines,  records,  etc.,  in  the 
home." 

It  is  significant  that  last  year's  prize-winning 
program  in  New  Haven,  Conn.,  had  fully  half 
of  its  numbers  devoted  to  music.  This,  how- 
ever, was  for  entertainment  purposes,  rather 
than  to  emphasize  the  advantages  of  music  in 
home  betterment,  which  very  properly  is  con- 
templated in  this  year's  program. 


MORE  REGISTERED  MAIL  INSURANCE 

Limit  of  Insurance  on  Registered  Mail  Raised 
From  $50  to  $100  by  Government 


Washington,  D.  C,  March  19.— The  Post  Of- 
fice Department  has  announced  that,  eflective 
April  1,  next,  registered  mail  may  be  insured  to 
a  limit  of  $100,  instead  of  the  maximum  of  $50 
now  allowed  hy  the  law.  The  increased  indem- 
nity is  provided  in  response  to  a  widespread 
demand  from  houses  which  ship  considerable 
quantities  of  valuable  articles  through  the  mails. 
In  the  past  some  firms  have  made  a  practice  of 
sending  such  articles  by  parcel  post  in  order  to 


take  advantage  of  the  insurance  privilege  on 
that  class  of  mail,  which  has  a  limit  of  $100, 
and  it  was  felt  that  there  was  no  objection  to 
increasing  the  limit  for  registered  mail  to  that 
amount,  since  many  of  these  concerns  would 
prefer  to  send  their  goods  in  that  way.  The 
fee  for  the  $100  indemnity  will  be  twenty  cents, 
but  indemnity  up  to  $50  will  be  obtainable  at 
the  present  rate  of  ten  cents. 


One  of  the  most  recent  additions  to  the  music 
stores  of  Memphis,  Tenn.,  is  Witzmann-Stuber, 
Inc.,  99  North  Second  street.  Brunswick  ma- 
chines and  records  are  handled  in  a  well-ar- 
ranged environment. 


BRUNS  MADERITE 

Phono  Moving  Covers 


Cover,  Straps  Attached 


For  all  models  of  Upright  and 
Console  Machines 

Every  progressive  dealer  needs  a  supply  of  de- 
pendable moving  covers.  Mr.  Average  Man  dis- 
likes to  unpack  anything  he  buys.  By  using 
padded  delivery  covers  you  protect  and  deliver 
a  perfect  instrument  with  no  necessity  for  dirt, 
inconvenience  or  trouble  to  your  customer. 

It  is  much  more  simple  to  slip  a  cover  over  an 
instrument  at  the  store  and  ofif  at  point  of  deliv- 
ery and  the  impression  left  with  your  customer  is 
pleasant.  MADERITE  covers  are  strong,  well 
padded  and  satisfactory  from  every  standpoint. 

Consult  your  accessory  jobber,  phono  dis- 
tributor or  ■write  us  for  literature  and  prices. 

A.   BRUNS  &  SONS 

Manufacturers  of  Canvas  Goods 
50  Ralph  Avenue  BROOKLYN,  N.  Y. 
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WE  are  not  boasting.  But  it  is  a 
fact;  prices  of  steel  phonograph 
needles  have  gone  up.  As  we  expected 
and  announced  last  month.  If  you 
are  among  the  many  who  acted  upon 
our  suggestion  and  stocked  up  on  our 
needles,  you  are  now  reaping  the  pro- 
fits of  your  wisdom.  If  you  have  not 
yet  laid  in  a  season's  supply  of  Bagshaw 
products,  do  so  at  once.  Because 
prices  are  still  advancing.  The  end  is 
not  yet  in  sight.  There  is  still  oppor- 
tunity to  profit— even  at  present  prices 
—heed  our  advice! 


W.H.BAGSHAWCO 

FACTORIES,  LOWELL,  MASS. 


SELLING  AGENTS 


Rrilliantone  Steel  Needle  Co.  g 


F  AMERICA 
iCORPOKATED 


AT  31st  STREET 


370  SEVENTH  AVENUE 
NEW  YORK 


SUITE  1214 
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11^^^  Two  Articles  in  Oite 


cy/  Patented  Novelty  as  Fresh 
and  New  as  theFlomrsin^ingl 


The  Brilliantone 
Combination 

Needle  Container 

and 


Record  Cleaner 


ANEWwaytosellMGRE 
BRILLIANTONE 

NEEDLES 


To 


Dealers 


ALL  you  progressive  Brunswick  ^ 
jcV  Dealers :  here  is  a  tested  and  ; 
proven  way  to  boost  your  needle 
sales  and  profits.  Sell  Brunswick  , 
needles  in  quantities  of  500  in  the  ' 
new  Brunswick  Combination  Nee-  , 
die  Container  and  Record  Cleaner.  ; 
Brunswick  dealers,  everywhere,  are  - 
cashing  in  on  this  business-building  ; 
novelty.  Your  regular  Brunswick; 
Distributor  can  supply  you.  Ask  j 
him  for  details  of  the  proposition.; 


Your  diatributor't  name 


Please  send  me  full  particulars  of  new  Brunswick  Com- 
bination Needle  Container  and  Record  Cleaner  Proposition. 
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Every  lover  of  melody  wishes  there  were  more  negro  spirituals. 
The  Fisk  University  Jubilee  Singers  answer  that  wish  in  "My 
Soul  is  a  Witness  for  My  Lord,"  and  "Give  'Way  Jordan" — 
Record  A-3819. 

Melody,  as  only  negro  male  voices  can  supply  it,  features  each  of 
these  numbers. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


BRUNSWICK  DEALERS  IN  CONVENTION 

Dealers  in  the  Pittsburgh  District  Meet  and 
Close  Session  With  Dinner  at  Fort  Pitt  Hotel 
— Leslie  I.  King  Makes  Interesting  Address 


Pittsburgh,  Pa.,  April  6. — Brunswick  phono- 
graph dealers  of  the  Pittsburgh  district  were 
guests  at  an  informal  dinner  held  at  the  Fort 
Pitt  Hotel  recently.  Many  dealers  were  present 
from  western  Pennsylvania,  eastern  Ohio  and 
West  Virginia.  An  excellent  dinner  preceded 
the  business  session.  George  Meyer,  Jr.,  the 
well-known  and  popular  Brunswick  representa- 
tive, presided  and  introduced  Leslie  I.  King,  of 
Cleveland,  divisional  sales  manager.  Mr.  King 
made  a  very  interesting  and  forceful  address 
and  presented  a  number  of  reasons  for  better 
business  conditions  in  1923. 

He  pointed  out  that  the  industrial  situation 
throughout  the  country  was  materially  improv- 
ing and  that  all  indications  pointed  to  a  brisk 
season  in  all  lines  of  business  for  the  next 
twelve  months.  He  stated  that  as  the  result 
of  a  survey  of  the  phonograph  business  taken 
in  forty-nine  retail  stores  between  New  York 
and  Chicago  the  analysis  indicated  that  the 
unit  of  sale  for  1922  was  $111,  whereas  the 
previous  year  it  was  only  $81,  which  indicated 
a  public  trend  to  purchase  better  merchandise. 
Thirteen  of  the  dealers  included  in  this  number, 
Mr.  King  stated,  had  an  increase  of  31  per  cent 
over  the  previous  year.  Twenty-two  had  an 
increase  on  the  average  of  10  per  cent.  Seven 
of  this  number  discontinued  business  and  the 
balance  was  on  a  par  with  1921. 

Mr.  King  laid  no  small  stress  on  the  subject 
of  dealers  expecting  a  return  on  their  invest- 
ments in  merchandise  from  advertising  and 
talked  very  strongly  on  the  point  that  the  dealers 
should  find  an  original  idea  to  link  up  with  the 
national  advertising  copy  which  had  been  pre- 
pared for  them  by  national  organizations  and 
that  they  should  always  seek  the  advice  of  news- 


paper advertising  staffs  who  were  adequately  in- 
formed to  serve  them.  Mr.  King's  outlook  for 
the  Pittsburgh  district  Brunswick  business  was 
most  optimistic  and  he  predicted  larger  and  more 
diversified  sales  of  phonographs  and  records  in 
this  section.  L.  S.  McLeod,  branch  manager  of 
the  Brunswick  at  Cleveland,  also  attended  the 
convention  and  dinner. 


NEW  COLUMBIA  NATIONAL  DRIVE 

Pages  in  Saturday  Evening  Post  Make  Prestige 
Appeal  in  New  National  Campaign 


HOPKINS  HEADS  NATURELLE  CO. 

Well-known  New  York  Business  Man  Elected 
President  of  Reproducer  Manufacturers 


S.  B.  Hopkins,  a  well-known  business  man  of 
New  York  and  head  of  an  electro-plating  com- 
pany bearing  his  name,  recently  was  elected 
president  of  the  Naturelle  Co.,  whose  executive 
offices  are  at  125  East  Twenty-third  street,  New 
York  City.  The  firm  is  manufacturing  and  mar- 
keting to  the  talking  machine  trade  the  repro- 
ducer which  it  introduced  last  year  under  the 
trade  name  "Naturelle." 

The  "Naturelle"  reproducer  has  a  patented 
non-breakable  wood  diaphragm  and  its  own 
miniature  amplifying  horn.  The  diaphragm  is 
said  to  bring  out  the  finer  over-tones  and  every 
shade  of  the  artist's  expression.  It  has  been-- 
used  with  success  on  various  types  of  phono- 
graphs and  is  particularly  useful  on  portable 
machines.  In  addition  to  the  diaphragm  of 
wood,  the  reproducer  is  of  duplex  design,  which 
adds  considerably  to  the  volume  of  tone.  The 
case  has  an  aluminum  base  and  is  of  the  same 
weight  as  other  reproducers.  It  is  now  mar- 
keted in  nickel  and  gold  plate.  The  product 
is  simple  in  design  and  can  be  attached  to 
any  phonograph  by  the  purchaser. 


Starting  a  few  weeks  ago,  the  Columbia 
Graphophone  Co.  inaugurated  a  new  full-page 
campaign  in  the  Saturday  Evening  Post.  This 
campaign  will  supplement  the  extensive  news- 
paper advertising  campaign  which  is  credited 
largely  with  the  increase  in  record  sales  volume 
reported  by  Columbia  dealers  this  year.  These 
new  pages  are  aimed  directly  at  the  prestige 
appeal  with  a  well-defined  explanation  of  the 
New  Process  record  feature. 

The  opening  advertisement  prepared  the 
ground  for  the  real  purpose  of  the  campaign. 
On  March  31  a  full-page  describing  a  special 
Columbia  record,  Ponselle's  "Ernani  Involani," 
was  directed  to  attract  the  attention  of  people 
who  know  good  music.  Comparison  was  invited 
and  six  other  si'mphon)' series  records  were  listed. 

It  is  suggested  that  Columbia  dealers  tie  up 
to  this  campaign  with  local  window  displays, 
as  such  displays  will  give  them  an  opportunity 
of  getting  maximum  results  from  this  adver- 
tising. All  Columbia  dealers  will  receive  copies 
of  the  advertisements  to  be  run  in  the.  Saturday 
Evening  Post  well  in  advance  of  their  ap- 
pearance. 


The  Metropolitan  Victor  Dealers'  Association, 
of  New  York,  held  a  luncheon  meeting  at  the 
Cafe  Boulevard  in  March  which  was  addressed 
by  Charles  E.  Mason,  sales  manager  of  the  New 
York  Talking  Machine  Co.,  Victor  distributor. 


FORBIDDEN  TO  USE  COUE'S  NAME 

Supreme  Court  Justice  Erlanger,  New  York, 
recently  signed  an  order  restraining  the  Coue 
System,  Inc.,  from  using  the  name  of  M.  Coue, 
his  photograph  or  any  talking  machine  record 
of  any  lecture  given  by  him.  The  order  was 
signed  on  the  application  of  the  Columbia 
Graphophone  Co.,  which  claims  to  have  the 
onlv  master  record  of  a  talk  bv  Coue. 


Laxity  in  manners  and  habits  is  a  sure  indi- 
cation of  laxitv  in  business. 


NATIONAL  METALS  DEPOSITING  CORPORATION 


FACTORY 
34  East  Sidney  Ave.,  Mt.  Vernon,  N.Y. 

Telephone:  Oakwood  8845 


WE  DEPOSIT  THE 

FINEST  COPPER 

IN  THE  WORLD 


FOR  YOUR  CONVENIENCE 
DELIVER  RECORDED  WAX 
TO  OUR  LABORATORY 


MOUNT  VERNON  — NEW  YORK 

MANUFACTURERS  OF 


^^^^ 


LABORATORY 
9  East  47th  St.,  New  York  City 

Tel.  Vanderbilt  4153 


OUR 

IMPROVEMENT 

ALL  STAMPERS 
HAVE 

HIGHLY  POLISHED 
MACHINED  BACKS 


Tlie  Talking  Machine  World,  Nezv  York,  /Ipril  15,  1923 


QUALITY 

Counts  More  Than  Ever 


ijiiiiiiiiiiiitiiiijiiiiiii- 


Motor 


No.  77 


The  Famous  Motor  of  Quality 

Noiseless,  powerful,  steady 
and  continuous 

In  these  times  of  keenest  competition, 
Machines  equipped  with 


HEINEMAN 
QUALITY  MOTORS 

will  invariably  be  the  winners 

General  Phonograph  Corporation 

OTTO  HEINEMAN,  Pres. 

25  West  45th  Street     New  York 


''Quality 
our 

Trade  Mark" 


''Service 
our 

Watch-W^ord" 
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•Jen -nie, my  lit -tie    <Jen  -     -  nie.      Soon      ^e'll  be  loV-in' plen  -  ty 

JENNIE 


You  caret  vron^ 
With  any  FEISTsoi§" 


A  Happy  Fox  Trot  Son^ 


A.  A.  FAIR  JOINS  PATHE  STAFF 


GOTHAM  VICTOR  JOBBER  TO  MOVE 


BEACH  VISITS  BRUNSWICK  TRADE 


Popular  Sales  Executive  Now  in  Charge  of 
Michigan  and  Indiana  Territory  for  Pathe  Co. 
Widely  Known  Throughout  Trade 


Detroit,  Mich.,  April  5. — A.  A.  Eair,  formerly 
sales  manager  of  the  Jewett  Phonograph  Co., 
of  this  city,  one  of  the  best-known  wholesale 
executives  in  the  country,  is  now  in  charge  of 
Michigan  and  Indiana  territory  for  the  Pathe 
Phonograph  &  Radio  Corp.,  with  headquarters 
in  Detroit.    Mr.  Fair  is  keenly  enthusiastic  re- 


A.  A.  Fair 

garding  the  future  for  Pathe  products,  and  is 
now  working  on  a  new  basis  for  merchandising 
this  company's  records,  which  he  believes  will 
be  well  received  by  dealers  in  this  territory. 

Mr.  Fair's  experience  in  the  talking  machine 
industry  dates  back  many  years,  when  he  started 
as  a  traveling  representative  for  Grinnell  Bros., 
of  this  city.  He  was  later  appointed  a  member 
of  the  traveling  staff  of  the  Columbia  Grapho- 
phone  Co.'s  Detroit  branch,  later  being  trans- 
ferred to  the  Columbia  headquarters  in  New 
York.  He  was  subsequently  associated  with  the 
Aeolian  Co.  of  Chicago  as  right-hand  man  to  H. 
B.  Levy,  Aeolia.n  general  manager  at  that  point. 

When  the  Jewett  Phonograph  Co.  was  organ- 
ized Mr.  Fair  was  appointed  sales  manager,  re- 
signing from  this  post  the  first  of  the  year. 
Since  that  time  he  has  been  taking  a  well-de- 
served rest,  and  his  many  friends  in  the  trade 
will  be  glad  to  know  that  he  is  now  back  in 
harness.  While  associated  with  the  Jewett  or- 
ganization Mr.  Fair  spent  considerable  time  vis- 
iting the  trade  and  he  numbers  among  his 
friends  dealers  and  jobbers  throughout  the-in- 
dustrv. 


Emanuel  Blout,  Popular  Metropolitan  Whole- 
saler, Plans  Housing  of  Business  in  More 
Central  Location  Further  Downtown 


The  two-story  building  now  occupied  by 
Emanuel  Blout,  well-known  Victor  wholesaler, 
2793-2799  Broadway,  New  York  City,  which  was 
sold  by  Mr.  Blout,  as  announced  in  a  recent 
issue  of  this  paper,  has  been  resold  and  the 
present  purchasers  contemplate  building  a 
fifteen-story  apartment  building  upon  the  plot. 

The  Blout  organization  will  continue  in  the 
present  premises  for  the  next  several  months. 
In  the  meantime  negotiations  are  going  forward 
to  house  the  wholesale  establishment  in  a  cen- 
trally located  building  downtown.  The  Blout 
organization  looks  forward  to  a  large  and  well- 
equipped  establishment,  which  will  add  to  the 
efficiency  of  its  distribution. 


NEW  COLUMBIA  MODELS  POPULAR 


Wholesale  Division  of  Columbia  Graphophone 
Co.  in  New  York  Territory  Well  Pleased 
With  Conditions  and  Bright  Outlook 


The  wholesale  division  of  the  Columbia 
Graphophone  Co.,  New  York  City,  is  very  much 
pleased  with  the  reception  accorded  the  new 
console  models  and  the  new  portable  recently 
introduced  by  this  company.  In  addition  to 
the  large  demand  for  these  new  models,  sales 
for  the  rest  of  the  Columbia  line  have  been  more 
than  gratifying.  The  record  demand  has  been 
far  beyond  expectations,  and  officials  of  the 
company  stated  that  the  plant  has  been  working 
to  capacity  to  take  care  of  the  large  number  of 
orders  received  from  Columbia  dealers. 

"Dealers  are  especially  enthusiastic  over  the 
new  Columbia  portable,  which  is  making  a  hit 
everywhere,"  remarked  Kenneth  L.  Mills,  gen- 
eral manager  of  the  company.  "They  are  ex- 
hibiting this  small  machine,  together  with  the 
new  consoles,  in  their  show  windows,  with  the 
result  that  sales  have  been  large.  From  all  in- 
dications Columbia  business  with  us  is  destined 
to  eclipse  sales  totals  of  last  year  by  far,  and 
everything  points  to  one  of  the  most  prosperous 
talking  machine  years  yet  enjoyed  by  the 
company." 


Many  good  men  have  gone  down  to  obscurity 
because  of  "intend  to"  and  "to-morrow."  Suc- 
cess is  built  on  determining  to  "do  it"  and  that 
quickly.    There  is  no  place  to-day  for  the  slackers. 


New  Brunswick  Eastern  Sales  Manager  Visiting 
Dealers  in  His  Territory — Enthusiastically 
Received  by  Trade  Throughout  the  East 


H.  A.  Beach,  who  was  recently  appointed 
sales  manager  of  the  Brunswick-Balke-Collen- 
der  Co.,  with  headquarters  at  the  company's 
New  York  office,  35  West  Thirty-second  street, 
has  been  spending  the  greater  part  of  the  past 
month  visiting  the  Brunswick  trade  in  his  ter- 
rilorj'.  Mr.  Beach  has  called  on  the  Brunswick- 
dealers  in  Philadelphia,  Baltimore  and  the  South 
and  has  also  spent  a  few  days  at  the  Brunswick 
executive  offices  in  Chicago.  He  has  been  ac- 
corded an  enthusiastic  reception  by  Brunswick 
dealers  throughout  the  East,  who  appreciate  the 
fact  that  he  is  one  of  the  foremost  sales  execu- 
tives in  the  industry  and  is  exceptionally  well 
qualified  to  co-operate  with  them  in  the  develop- 
ment of  Brunswick  business. 


SUCCESSFUL  VOCALION  CAMPAIGN 

Musical  Products  Distributing  Corp.,  of  New 
York.  Closes  Great  Campaign  in  Interest  of 
Vocalion  Records  in  Greater  New  York 


The  Musical  Products  Distributing  Corp., 
New  York  City,  has  just  completed  a  very  suc- 
cessful drive  among  dealers  in  the  Manhattan 
district  which  was  inaugurated  on  January  1  in 
the  interest  of  Vocalion  records,  for  which  it  is 
distributor.  Every  effort  was  made  during  this 
period  to  urge  salesmen  representing  the  com- 
pany to  stimulate  sales  among  dealers  handling 
Vocalion  records,  and  to  increase  the  number 
of  dealers  already  on  its  list  in  this  territory. 
In  this  respect  the  drive  was  a  big  success. 
B.  D.  Colen,  general  manager  of  the  company, 
was  largely  instrumental  in  good  work  achieved 
in  this  campaign,  which  netted  the  company 
more  than  50  per  cent  increase  in  dealer  busi- 
ness during  this  period. 

"This  month,"  remarked  Mr.  Colen  to  The 
World,  "we  are  making  an  effort  to  introduce 
to  a  large  percentage  of  the  dealers  in  Greater 
New  York  the  complete  foreign  catalog  of 
Vocalion  records.  These  records  are  in  Bo- 
hemian, Polish,  Jewish  and  Italian,  all  of  them 
representing  recordings  in  the  native  languages. 
This  feature  of  the  business  is  new  with  us, 
but  it  promises  well." 


It  is  a  true  saying  that  "You  can  fool  some 
of  the  people  some  of  the  time,  but  you  can't 
fool  all  of  the  people  all  the  time." 
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Cohen  has  given'^up  trying  to  get  a  "car-pen-ter"  on  the  telephone 
and  he's  taken  to  wireless.  "Cohen  Listens  in  on  the  Radio,  " 
and  "Cohen  Buys  a  Wireless  Set" — Record  A-3832 — are  strictly 
up-to-date  recordings  by  the  man  who  made  damaged  shutters 
famous.  Yes,  the  radio  bug  has  bitten  Cohen  bad;  but  the  only 
serious  thing  about  it  is  Cohen  himself. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


SALT  LAKE 


Good  Business  Continues-^Better 
Industrial  Conditions  a  Factor 
— Trade  Activities  of  the  Month 


Salt  Lake  City,  Utah,  April  6. — The  talking 
machine  business  is  holding  up  well  locally  and 
practically  every  distributor  and  dealer  your  cor- 
respondent has  called  upon  reported  a  nice  busi- 
ness. Manager  Berry,  of  the  phonograph  de- 
partment of  the  Glen  Bros.-Roberts  Piano  Co., 
said  he  was  looking  for  a  substantial  increase 
over  last.  year.  John  Elliot  Clark,  head  of  the 
John  Elliot  Clark  Co.,  Victor  distributor  and 
dealer,  described  business  as  better  than  a  year 
ago.  Mr.  Clark  said  his  firm  had  been  getting 
excellent  results  from  its  window  advertising 
and  newspaper  space.  A  member  of  the  Daynes- 
Beebe  Co.  staff  said  they  were  doing  a  "wonder- 
ful business"  in  phonographs.  Dean  Daynes,  of 
the  Consolidated,  was  another  who  said  busi- 
ness was  very  fine.  The  O'Loughlin  people  are 
doing  a  nice  business,  too.  In  most  cases  the 
console  and  art  models  are  leading. 

The  success  of  the  talking  machine  business 
locally  may  be  attributed  to  three  causes.  First, 
the  industrial  and  economic  situation  is  better 
than  it  has  been  for  several  years.  Twelve 
months  ago  men  were  going  from  door  to  door, 
begging  odd  jobs  from  householders,  but  to-day 
not  only  is  there  no  unemployment,  but  mining 
companies  and  others,  even  after  increasing 
wages,  are  clamoring  for  men.  Another  reason 
is  the  great  activity  in  musical  circles,  while  the 
third,  which  is  really  a  part  of  the  second  rea- 
son, is  that  several  artists  of  international  fame 
have  been  here  during  the  past  two  or  three 
months,  creating  a  big  demand  for  talking  ma- 
chine music. 

Col.  Jos.  J.  Daynes,  president  and  general 
manager  of  the  Daynes-Beebe  Music  Co.,  has 
gone  to  Chicago  and  New  York  on  a  business 
trip  and  will  be  away  about  three  weeks.  This 
well-known  firm's  branch  store  at  Hollywood, 
CaL,  opened  recently,  is  making  good  progress. 

The  Taylor  Bros.  Co.,  of  Provo,  is  planning 
some  extensive  improvements  in  its  musical  in- 
strument department,  one  of  the  largest  and 
best  in  the  Mountain  States  as  far  as  department 
stores  are  concerned.  L.  R.  Taylor,  son  of 
Thomas  Taylor,  president  of  the  company,  is  in 
charge  of  the  music  department.  Mr.  Taylor 
stated  that  talking  machines  and  pianos  will  be 


displayed  hereafter  on  the  ground  floor  and  that 
some  booths  will  be  erected  on  this  floor  in  ad- 
dition to  those  upstairs.  This  company  enjoys 
a  large  music  patronage  and  has  agents  out 
covering  a  wide  territory.  Another  son  of  Mr. 
Taylor's,  M.  R.  Taylor,  has  joined  the  music 
department. 

Another  Provo  firm  is  enlarging  its  music 
department,  the  Taylor-Dixon-Russell  Co.  A. 
F.  Dixon,  vice-president  and  manager  of  the 
music  department,  said  that  when  the  new  de- 
partment is  ready  it  will  have  a  nice  little  con- 
cert hall. 

Last  &  Thomas,  of  Ogden,  a  company  doing 
a  nice  talking  machine  and  piano  business,  was 
burned  out  recently. 

George  A.  Bolduc,  until  a  few  months  ago 
manager  of  the  Glen  Bros.-Roberts  Piano  Co.'s 
talking  machine  department,  was  here  a  short 
time  ago  to  claim  Miss  Bess  Jackson  as  a  bride. 
Miss  Jackson  served  in  Mr.  Bolduc's  department 
until  she  went  to  Montana  for  the  John  Elliot 
Clark  Co. 

John  Henry  Last,  head  of  Last  &  Thomas, 
Ogden,  is  dead  at  the  age  of  fifty-seven. 

A.  L.  Kirk,  of  the  phonograph  department  of 
Strevell-Patterson  Hardware  Co.,  local  distribu- 
tor of  the  Sonora,  has  bought  out  the  Pauline 
Music  Co.,  Santa  Barbara,  CaL,  and  has  resigned 
his  position  here. 

Mrs.  "Ukulele"  Hughes,  wife  of  the  well- 
known  local  music  merchant  who  bears  that 
title,  has  returned  from  a  tour  of  the  East,  dur- 
ing which  she  called  upon  many  prominent  mu- 
sic houses.  Mrs.  Hughes  is  herself  active  in 
music  circles,  being  a. teacher  of  the  guitar  and 
ukulele. 

The  Daynes-Beebe  Music  Co.  has  installed  an 
up-to-date  radio  department  under  Heber  S. 
Nelson,  a  local  radio  enthusiast. 

R.  F.  Perry,  of  the  phonograph  sales  division, 
Brunswick  Co.,  here,  announces  that  the  Magna 
Furniture  Co.,  of  Magna,  Utah,  has  been  ap- 
pointed Brunswick  dealer  at  that  place.  It  also 
operates  a  store  at  Midvale,  Utah,  where  it  has 
the  Brunswick  line.  He  reports  phonograph  and 
record  business  as  very  satisfactory,  with  a  big 
demand  for  the  console  designs,  especially 
the  York  and  Tudor  models.  Many  compli- 
ments have  been  received  on  the  new  method 
of  releasing  records  to  the  public  practically 
every  day,  as  it  gives  dealers  something  new  to 
feature  to  the  public  every  day.  As  a  result  of 
this  new  plan  dealers  are  doing  a  greatly  in- 
creased volume  of  business. 

A  lengthy  comment  was  made  in  the  March 
19  issue  of  the  Provo  Herald  regarding  a  fine 


window  display  of  Brunswick  phonographs  and 
records  at  the  Bates  Stores  Co.,  local  Brunswick 
dealer.  The  Bates  Stores  Co.  has  large  window 
space  of  about  100  feet,  all  of  which  was  de- 
voted to  this  display. 

P.  S.  Heilbut,  manager  of  the  Brunswick- 
Edison  department  of  the  Bates  Stores  Co., 
states  that  phonograph  business  is  about  three 
times  as  great  as  it  was  a  year  ago. 

The  Bruce  Music  Co.,  newly  appointed  Bruns- 
wick dealer  at  Pocatello,  Idaho,  ran  a  large  ad 
in  the  Pocatello  Tribune  March  9,  announcing 
the  Brunswick  line  of  phonographs  and  records 
to  its  patrons,  in  addition  to  the  Sonora  line, 
which  it  has  carried  for  some  time.  Mr.  Bruce 
states  that  the  new  method  of  releasing  Bruns- 
wick records  will  greatly  increase  record  buying 
and  looks  forth  to  a  big  phonograph  and  record 
business  this  year. 

The  T.  C.  Martin  Music  Co.,  of  Pocatello, 
Idaho,  has  been  doing  a  very  nice  volume  of 
business.  This  company  is  one  of  the  largest 
music  dealers  in  the  State  of  Idaho  and  handles 
the  Victor,  Brunswick  and  Columbia  lines  of 
phonographs,  together  with  other  makes. 


MRS.  CLARK  TO  BE  A  DELEGATE 

Director  of  Educational  Department  of  Victor 
Co.,  Appointed  Member  of  Conference  Com- 
mittee of  Women's  Universal  Alliance 


Washington,  D.  C,  April  6. — Mrs.  Frances 
E.  Clark,  director  of  the  educational  department 
of  the  Victor  Talking  Machine  Co.,  Camden, 
N.  J.,  has  been  appointed  a  member  of  the  con- 
ference committee  of  the  Women's  Universal 
Alliance,  which  is  to  hold  a  conference  in  this 
city  from  April  30  to  May  5.  It  is  anticipated 
that  more  than  1,000  delegates  will  come  here 
from  all  parts  of  the  United  States  and  from 
many  foreign  countries.  The  purpose  of  the 
conference  is  the  study  of  world  problems. 
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I  The  Man  Whom  Edison  Selected  to  | 
I  Manage  His  Phonograph  Industry  | 

I  A.  H.  Curry  Bearded  in  His  Den  at  Orange,  N.  J.,  Speaks  of  His  Work  in  the  Phono-  | 
I  graph  Field— Mr.  Edison's  Views  on  Sales  Development  | 
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Thomas  A.  Edison,  needless  to  say,  has  little 
difficulty  in  getting  his  name  in  the  magazines 
and  newspapers.  It  is  safe  to  assume  that  re- 
porters journeying  to  Orange,  N.  J.,  invariably 
go  for  one  purpose — to  interview  the  great 
wizard  and  perhaps  to  start  a  controversial  dis- 
cussion about  questionnaires,  naval  inventions, 
Muscle  Shoals,  Ford-for-president  or  the  count- 
less other  subjects  in  which  the  master  inventor 
is  interested. 

But  what  of  the  men  associated  with  Mr. 
Edison,  the  executives  whom  he  has  selected  to 
manage  his  vast  industries?  With  a  desire  to 
have  this  question  answered  a  World  representa- 
tive visited  the  laboratory  of  Thomas  A.  Edison, 
not  to  chat  with  the  commander-in-chief,  but 
with  one  of  his  staff  officers,  A.  H.  Curry,  vice- 
president  in  charge  of  the  Edison  phonograph 
industry.  It  is  generally  known  that  the  phono- 
graph is  Mr.  Edison's  favorite  invention,  and 
the  man  selected  by  him  to  promote  it  un- 
doubtedly would  have  something  interesting  to 
say.    I  was  not  disappointed  in  my  surmise. 

Without  formality  I  was  admitted  to  Mr. 
Curry's  office.  Instinctively  I  looked  for  the 
conventional  glass-covered  mahogany  desk.  It 
was  not  there.  Neither  did  my  O'Sullivans  en- 
counter a  luxurious  rug.  Instead  I  found  my- 
self in  a  spacious  office  which  obviously  was 
intended  only  for  work.  The  walls  were  of 
steel  and  fireproof  glass,  the  floor  evidently  of 
concrete  with  a  composition  covering.  Appar- 
ently all  precautions  had  been  made  that  there 
would  be  no  repetition  of  the  great  Edison  fire 
which,  ten  years  ago,  completely  demolished  the 
entire  Edison  plant.  From  behind  a  flat-topped 
steel  desk  Mr.  Curry  rose  to  greet  me. 

"I'm  mighty  glad  to  see  you,"  he  said,  remov- 
ing a  companionable  looking  briar  pipe  from 
his  mouth,  "but  it  is  difficult  to  understand  why 
a  trade  paper  man  should  want  to  interview 
me.  The  'Old  Man'  is  the  logical  target  for 
you  chaps.  Better  let  me  take  you  over  to 
the  lab.  to  meet  him."  (Mr.  Edison  is  referred 
to  affectionately  as  the  "Old  Man"  by  his  em- 
ployes.) 

"On  this  occasion,"  I  told  Mr.  Curry,  "the 
phonograph  trade  is  going  to  learn  something 
about  the  man  whom  Edison  has  selected  to 
manage  his  phonograph  industry." 

"Then,"  said  Mr.  Curry  with  an  ingratiating 
smile,  "I  can  assume  that  anything  I  say  will 
be  used  against  me." 

The  smile  disclosed  that  the  face,  which 
hitherto  had  appeared  stern,  could  be  most 
kindly.  Mr.  Curry  does  not  look  to  be  more 
than  thirty-five.    He  has  a  finely  shaped  head. 


blond  hair  and  features  notable  for  their  viril- 
ity. The  strong  jaw  convinces  you  that  A.  H. 
Curry  is  a  man  of  accomplishment.  In  fact,  if 
a  motion  picture  director  were  looking  for  a 
man  who  would  typify  the  perfect  executive, 
A.  H.  Curry  could  write  his  own  contract. 

"Our  readers  will  be  interested  in  knowing 
how  long  you  have  been  associated  with  Mr. 
Edison,"  I  said. 

"I  was  a  salesman  for  the  Edison  Co.  about 
seventeen  years  ago  before  the  advent  of  the 
Edison  disc  phonograph.  In  1912,  when  I  heard 
the  first  Edison  disc  with  its  lifelike  tonal  qual- 


A.  H.  Curry,  Vice-pres.,  Thos.  A.  Edison,  Inc. 

ity,  I  determined  to  raise  enough  money  in  some 
way  to  become  a  wholesale  distributor  for  it. 
How  this  was  managed  is  unimportant.  It  was  a 
tough  battle,  but  I  finally  found  myself  owner 
of  the  Dallas  jobbing  franchise. 

"At  that  time,"  Mr.  Curry  continued,  "com- 
petition was  strong  in  Texas.  Huge  sums  were 
being  spent  in  advertising,  the  most  alluring 
terms  were  being  offered  to  retailers.  What 
we  had  to  work  with  was  a  new  disc  phono- 
graph which  was  not  being  produced  in  suffi- 
cient quantities,  a  catalog  of  about  six  records 
and  a  bank-roll  so  limited  that  we  could  do  no 
advertising  and  had  to  insist  on  thirty-day 
terms  from  dealers.  To  put  it  over  an  organi- 
zation of  salesmen,  in  the  true  sense  of  the 
word,  had  to  be  formed — salesmen  who,  when 


their  prospects  said  'No!'  would  smilingly  reply, 
'Now  that  you  are  interested  in  our  product, 
I'll  be  around  to-morrow  to  discuss  the  details.' 
It  was  the  merriest  scrap  of  my  business  ca- 
reer, but  somehow  we  prospered  and  the  Texas- 
Oklahoma  Phonograph  Co.  became  profitable. 

"That's  about  all  there  is  to  tell  except  that 
two  years  ago  Mr.  Edison,  for  some  unexplain- 
able  reason,  asked  me  to  take  charge  of  his 
phonograph  industry.  So  here  I  am,  though  I 
still  control  my  jobbing  point  in  Texas.  At 
least  I  had  a  jobbing  point,  but  just  before  you 
came  in  I  received  news  that  a  fire  is  raging 
in  my  Dallas  warehouse.  Of  course,  I'm  in- 
sured, but  I  may  suffer  a  $50,000  loss  despite 
the  insurance." 

Here  was  a  man  nonchalantly  and  patiently 
submitting  to  an  interview  while  his  warehouse 
was  burning  down — smiling  at  the  prospect  of 
a  $50,000  loss.  It  was  by  now  pretty  apparent 
why  Thomas  A.  Edison,  when  searching  for  a 
man  to  look  after  his  phonograph  interests,  had 
chosen  Amos  H.  Curry.  The  earnestness,  alert- 
ness and  aggressiveness  of  this  executive  are 
sensed  when  one  is  in  his  presence  but  a  few 
moments.  His  personality  reaches  out  and  makes 
friends  of  all  with  whom  he  comes  in  contact. 

In  the  course  of  the  interview  it  was  natural 
that  the  conversation  should  drift  to  "Radio" 
and  its  probable  effect  on  the  phonograph  in- 
dustry. "There  is  no  use  of  worrying  about 
radio,"  said  Mr.  Curry,  "until  it  has  been  in- 
vented. Of  course,  it  is  marvelous  but  it  really 
is  in  a  half-invented  state.  Each  week  new  im- 
provements are  announced,  and,  some  day,  I 
suppose,  an  amplifier  which  does  not  distort 
tone  will  be  invented.  Then  we  shall  know  what 
the  effect  of  radio  on  the  musical  instrument  in- 
dustry will  be.  Personally,  I  do  not  believe 
that  the  radio  outfit  will  supplant  the  phono- 
graph, any  more  than  the  phonograph  sup- 
planted player-pianos  or  the  latter  the  piano. 

When  questioned  about  the  volume  of  Edison 
phonograph  business  being  done  at  the  present 
time,  Mr.  Curry  stated  very  frankly  that,  for  the 
past  four  or  five  months,  the  average  daily  ship- 
ment of  phonographs  has  been  in  excess  of  the 
largest  average  daily  shipments  during  the 
greatest  boom  period  in  the  history  of  the  Edi- 
son Co.  Sales  of  records  are  also  greatly  on 
the  increase  due  to  the  Edison  Co.'s  new  system 
of  distributing  records,  which  puts  individual 
exploitation  behind  each  record  and  departs 
completely  from  the  conventional  system  of 
grouping  records  under  a  monthly  classification. 

"At  the  present  time,"  continued  Mr,  Curry, 
"Mr.  Edison  is  experimenting  with  sales.  He 
is  developing  what  he  hopes  will  be  a  nation- 
wide system  of  canvassing,  for  he  believes  that 
canvassing  is  one  of  the  most  effective  methods 
of  selling  Edison  phonographs.  Already  the  re- 
sults of  Mr.  Edison's  canvassing  system  would 
astonish  you.  He  has  gathered  statistics  which 
prove  conclusively  that  there  is  no  limit  to  the 
business  that  an  Edison  retailer  can  do  wholly 
bv  house-to-house  canvassing." 
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BEASLEY  MUSIC  CO.  CELEBRATES 


Live  Concern  of  Texarkana,  Ark.,  Announces 
Twenty-fourth  Anniversary  Through  Medium 
of  Ten-page  Newspaper  Supplement 


Texarkana,  Ark.,  April  7. — The  H.  V.  Beasley 
Music  Co.  has  again  celebrated  its  business  an- 
niversary, the  twenty-fourth  this  time,  with  a 
special  supplement  in  the  local  newspaper.  The 
Daily  Texarkanian,  which  is  of  a  character  that 
is  bound  to  attract  wide  attention.  The  sup- 
plement comprises  ten  full  newspaper  pages, 
with  a  specially  designed  cover  upon  which  ap- 
peared the  announcement  of  the  anniversary,  to- 
gether with  portraits'  of  officers  of  the  company 
and  of  its  building. 

Various  pages  of  the  supplement  are  given 
over  to  advertising  announcements,  lines  handled 
by  the  Beasley  Music  Co.,  including  the  Vic- 
trola,  which  was  featured  in  two  full-page  adver- 
tisements, and  other  pages  are  devoted  to  the 
pianos  and  other  lines  handled  by  this  house. 

One  of  the  features  of  the  text  pages  is  a 
biographical  sketch  of  Herschel  V.  Beasley, 
founder  of  the  Beasley  Music  Co.,  who  was 
born  in  Lamartine,  Ark.,  in  1865,  and  after  va- 
rious experiences  in  the  trade  opened  a  music 
store  in  Little  Rock  in  1893.  He  founded  his 
present  business  in  Texarkana  in  January,  1899, 
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and  now  has  associated  with  him  two  of  his 
three  sons,  George  H.  Beasley,  vice-president 
and  secretary,  and  Edward  C.  Beasley. 

The  progressive  methods  of  the  Beasley  Mu- 
sic Co.  have  won  for  it  high  standing  not  only 
in  local  trade  circles,  but  throughout  the  coun- 
try and  the  success  of  its  methods  is  proved  by 
the  company's  growth. 


NEW  SONORA  DEALERS  IN  NEW  YORK 

Johann  Schick  and  Forar's  Music  House  Latest 
Additions  to  Representatives  Appointed  by 
the  Greater  City  Phonograph  Co. 


The  Greater  City  Phonograph  Co.,  New  York, 
reports  that  business  during  the  past  month  has 
shown  an  increase  of  over  seventy  per  cent  as 
compared  with  the  same  period  last  year,  a 
proof,  remarked  Maurice  Landay,  president  of 
the  company,  that  Sonora  dealers  throughout 
Manhattan  district  are  doing  a  very  healthy 
business.  The  demand  for  Sonora  machines  has 
not  been  confined  to  the  popular  console  types, 
but  the  upright  models  have  also  met  with  a 
big  sale,  a  feature  which  shows  conclusively 
that  the  upright  model  phonograph  is  not  being 
displaced  by  the  console  or  period  type  machine 
to  as  great  an  extent  as  imagined. 

Among  the  new  dealers  recently  established 
by  this  company  is  Johann  Schick,  of  956 
Third  avenue,  at  Fifty-seventh  street.  New  York 
City,  who  is  one  of  the  pioneer  talking  machine 
retail  merchants  in  the  metropolis,  having  been 
located  at  this  address  for  the  past  twenty  years. 
This  store  is  considered  one  of  the  finest  ac- 
counts in  the  city  and  the  Greater  City  Phono- 
graph Co.  is  very  much  pleased  at  placing  the 
entire  Sonora  line  in  this  store. 

Another  new  dealer  established  this  month 
is  Forar's  Music  Shop,  at  794  Columbus  avenue. 
New  York,  which  has  taken  on  the  entire 
Sonora  line.  Recently  this  store  moved  to  a 
corner  location  on  Columbus  avenue  from  the 
center  of  the  block.  This  gives  it  a  better 
opportunity  to  display  Sonora  models  to  the 
people  in  that  vicinity. 


NEW  TRUMPETONE  DISTRIBUTORS 

General  Manager  DeLaney  Announces  New 
Jobbers  in  Philadelphia,  Minneapolis,  Boston 
and  Chicago  —  Business  in  Excellent  Shape 


The  TrunipeTone  Co.,  manufacturer  and  dis- 
tributor of  the  TrumpeTone  table  or  portable 
phonograph,  which  was  recently  organized,  has, 
in  a  very  short  time,  distributed  its  small  ma- 
chine in  several  of  the  prominent  trade  centers 
of  this  country  and  reports  that  business  this 
past  month  has  been  far  beyond  expectations. 

T.  F.  DeLaney,  Jr.,  vice-president  and  general 
manager  of  the  company,  during  a  business  trip 
from  which  he  recently  returned,  completed 
arrangements  for  the  establishment  of  several 
new  jobbers  who  are  to  handle  the  TrumpeTone 
in  their  respective  territories.  The  new  jobbers 
include  Geo.  C.  Ulrich  Co.,  56  Estey  Building, 
Philadelphia,  who  will  distribute  this  small  ma- 
chine in  eastern  Pennsylvania  and  southern 
New  Jersey;  Edward  G.  Hoch  Co.,  104  Third 
street,  Minneapolis,  Minn.,  for  Minneapolis  ter- 
ritory; Louis  F.  Fowler,  501  Washington 
street,  Boston,  Mass.,  who  will  distribute 
throughout  New  England,  and  C.  H.  Folkers, 
Tower  Building,  Chicago,  111.  Negotiations  are 
under  way,  stated  Mr.  DeLaney,  for  the  estab- 
lishment of  several  more  jobbers  throughout 
the  country,  and  it  is  expected  that  within  the 
next  sixty  days  the  TrumpeTone  will  be  well 
established  with  dealers  throughout  the  country. 


The  Victor  Co.  has  just  sent  out  a  number  of 
foreign  supplements  in  the  following  languages: 
Arabian,  Bohemian,  German,  Greek,  Hebrew 
(Yiddish),  Italian,  Lithuanian,  Mexican,  Polish, 
Portuguese,  Russian,  Swedish. 

Dealers  who  are  keen  on  the  development  of 
their  business  should  see  to  it  that  greater 
stress  is  put  upon  the  sale  of  the  foreign  records 
represented  in  catalogs  like  these  referred  to. 
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MAXIMUM  TONE    —    MINIMUM  COST 

A  Distinct  Sales  Asset  for  Every  Dealer 

LIST  PRICE  $17.50 


The  Motor 

is  of  the  same  con- 
struction and  exact- 
ness of  larger  in- 
struments 

SIMPLE 
EFFICIENT 

and 
DURABLE 


Special  Features 

Start  and  Stop 
Device 

Speed  Regulating 
Device 

Carrying  Handle 

Cabinet 
Mahogany  Finish 

Overall  measure- 
ments 13  in.  wide, 
llYz  in.  long,  11  in. 
high. 


QUICK  TURNOVER 


MORE  PROFIT 


The  TrumpeTone  opens  new  possibilities  for  increased  sales.  It  is  built  to  appeal 
to  all  types  of  customers,  particularly  to  those  who  demand  maximum  quality  at  a  mini- 
mum price. 

The  TrumpeTone  is  the  outstanding  example  of  the  greatest  value  ever  offered.  It 
is  a  business  builder — it  attracts  every  type  buyer  to  your  store. 

If  you  have  not  yet  made  preparations  to  feature  this  unequalled  value — communi- 
cate at  once  with  us.  ,  _ 


DISTRIBUTORS 


C.  H.  Folkers 
Tower  Bldg. 
Michigan  Ave.  &  Madison  St. 
Chicago,  111. 


Louis  F.  Fowler 
501  Washington  St. 
Boston 


Edward  G.  Hoch  Co. 
104  Third  Street,  N. 
Minneapolis 


George  C.  Ulrich  Co. 
56  Estey  Bldg. 
Philadelphia 


Telephone  Bowling  Green  8826 
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"Aggravatin'  Papa"  talks  right  up  when  The  Georgians  get  under 
way  with  this  fox-trot  hit.  And  "Loose  Feet,"  on  the  reverse 
side  of  this  record,  keeps  your  feet  unHmbered  til  the  last  gurgle 
has  died  in  that  saxophone's  throat.  These  two  popular  num- 
bers are  played  with  a  snap  that's  just  a  couple  of  steps  ahead  of 
"the  field.    Both  on  Record  A-3825. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


SST" 


GREATER  CITY  PHONO  CO.  TO  MOVE     E.  H.  DROOP  TO  WELCOME  SHRINERS      H.  L.  PRATT  NOW  WITH  ESTEY  CO. 


Growing  Business  Volume  Necessitates  Move 
of  Sonora  Jobber  to  Larger  Quarters — Con- 
venient Location  Facilitates  Service 


The  Greater  City  Phonograph  Co.,  Sonora 
jobber  for  the  district  of  Manhattan  and  south- 
ern New  York  State,  is  getting  ready  to  move 
this  month  from  311  Sixth  avenue  into  its  new 
quarters,  which  are  being  prepared  at  234  West 
Thirty-ninth  street,  New  York.    This  move  has 


Greater  City  Phono.  Co.'s  New  Quarters 

been  contemplated  for  some  time  past,  as  the 
increasing  volume  of  business  necessitated  much 
larger  quarters  to  take  care  of  dealers  in  an 
efficient  manner.  The  company  has  secured  the 
entire  floor  of  an  up-to-date  and  modern  fire- 
proof building  at  the  Thirty-ninth  street  address 
and  will  devote  the  space,  which  exceeds  10,000 
square  feet,  to  the  conduct  of  its  Sonora  whole- 
sale business.  It  is  planned  to  equip  up-to-date 
offices  for  the  officials  of  the  company,  and  a 
feature  of  the  new  quarters  will  be  a  dealer 
service  room,  where  the  entire  line  of  Sonora 
models  can  be  shown  to  advantage  to  visiting- 
dealers.  There  will  be  a  large  shipping  room 
for  the  quick  dispatching  of  dealer  orders,  while 
the  rest  of  the  floor  space  will  be  devoted  to 
the  carrying  of  a  large  stock  of  machines^ 

Maurice  Landay,  president  of  the  company, 
is  keenly  enthusiastic  over  this  move  and  stated 
that  this  new  plant  will  represent  not  only  one 
of  the  largest  and  most  up-to-date  wholesale 
distribution  offices  in  the  country,  but  one  that 
will  be  equipped  to  give  Sonora  dealers  in  their 
territory  a  service  of  the  highest  character. 

The  location  of  this  new  building  is  a  very 
convenient  one,  as  it  can  be  reached  from  every 
section  of  the  city  very  easily.  It  is  situated 
only  a  block  away  from  the  Times  Square  sub- 
way station  and  is  accessible  from  the  elevated 
line  on  Sixth  avenue  and  the  crosstown  Forty- 
second  street  surface  cars. 


A  salesman  with  a  "better  than  thou"  air  sel- 
dom makes  sales.  He  may  palm  some  goods  off 
on  people  who  know  no  better,  but  there  will 
be  a  distinct  lack  of  satisfaction  for  the  pur- 
chaser which  will  result  in  loss  of  business. 


Washington  Piano  Man  Appointed  Member  of 
Citizens'  Committee  for  July  Convention 


Leaves  Columbia  Co.  to  Join  Estey  Organ  Co.'s 
Sales  Organization 


Washington,  D.  C,  April  3. — Edward  H. 
Droop,  of  E.  F.  Droop  &  Sons  Co.,  has  been 
appointed  by  the  commissioners  of  the  District 
of  Columbia  a  member  of  the  Citizens'  Commit- 
tee, which  is  to  co-operate  with  the  capital 
Almas  Temple  1923  Shrine  Committee  in  ar- 
ranging for  the  entertainment  of  the  Imperial 
Council  of  the  Mystic  Shrine  in  June. 


STARKE  BROS.  INCORPORATE 

The  firm  of  Starke  Bros.,  3122  Fulton  street, 
Brooklyn,  has  been  incorporated  for  $30,000. 
This  firm  has  been  established  at  the  above 
address  for  the  past  nine  years,  conducting  a 
successful  business.  The  Hallet  &  Davis  pianos 
are  featured,  as  well  as  a  full  line  of  phono- 
graphs, musical  instruments  and  sheet  music. 
The  officers  are  E.  F.,  W.  F.  and  F.  E.  Starke. 


H.  L.  Pratt,  manager  of  the  branch  service 
division  of  the  Columbia  Graphophone  Co.,  re- 
signed from  the  company's  organization  last 
week  and  will  join  the  sales  division  of  the 
Estey  Organ  Co.,  New  York.  Mr.  Pratt  has 
been  identified  with  the"  Columbia  organization 
for  a  number  of  years  and  numbers  among  his 
friends  Columbia  branch  managers  and  sales  ex- 
ecutives from  one  end  of  the  country  to  the 
other.  B.  W.  Jennings,  assistant  manager  of 
the  New  York  branch,  will  succeed  Mr.  Pratt 
as  manager  of  the  branch  service  division  and 
will  visit  the  various  branches  throughout  the 
country  in  his  new  capacity. 


Prove  to  the  prospective  patron  that  your 
goods  are  better  than  others  and  sales  come 
easy.  Idle  statements  and  boasting  fool  no  one 
and  breed  distrust. 


Oro-Tone  No.  5  Equipment 
Automatically  Adjusts  Weight 


Patent 
Applied 
for 


Showing  position  for  pla3ang 
Victor  or  other  lateral-cut 
records. 


Patent 
Applied 
for 


Showing  position  for  playing 
Edison  or  other  vertical-cut 
records. 


NEVER  before  in  the  history  of 
the  phonograph  industry  has 
anyone  been  able  to  construct  equip- 
inent  that  automatically  adjusts  it- 
self to  the  proper  weight  for  play- 
ing either  Victor,  Edison  or  any 
other  record.  The  Oro-Tone  No.  5 
Automatic  Victor  Concert  Equip- 
inent  accomplishes  this  completely. 

Special  Features 

1.  Reproducer  automatically  adjusts 
weight  on  needle  when  turned  to 
play  either  Victor,  Edison  or  any 
other  record. 

2.  Needle  automatically  centers  with 
spindle  so  that  reproducer  will  not 
coast  when  record  is  played  through. 

3.  It  plays  Edison  records  with  ordi- 
nary fibre  needle,  producing  splendid 
volume  and  no  surface  noise. 

4.  It  can  be  attached  in  one  second  and 
no  further  adjustment  is  necessary. 

List  Prices 

Nickel  Finish  $6.00 
Gold  Finish  .  $8.00 

Ask  your  jobber  for  sample 
or  we  will  send  same  on  30 
days'  approval. 


1000-1010  GEORGE  STREET 
CHICAGO,  ILLINOIS 
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Model  III 
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Easter  Music 

Through  the  Starr's  Singing 
Throat  of  silver  grain  spruce 
— the  music  wood  of  the 
famous  Stradivarius  violins 
— comes  Easter  music  in 
its  purity. 

The  Starr  betters  all  records 
— Hearing  is  Believing.  Ask 
the  Starr  dealer  for  a  hearing. 

THE  STARR  PIANO  CO. 

Richmond,  Indiana 

New  York — Chicago — lios    Angeles — Birmingham 
Detroit — Cincinnati — Cleveland — Indianapolis 
Boston — London,  Canada 
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GENERAL  PHONOGRAPH  CORP.  ELECTS 

Directors  and  Officers  Re-elected  at  Annual 
Meetings — A.  W.  Fritzsche  Elected  Assistant 
Treasurer — Excellent  Business  Report  for 
1922 — Otto  Heineman  Optimistic 


The  annual  meeting  of  the  stockholders  of  the 
General  Phonograph  Corp.,  manufacturer  of 
Okeh  and  Odeon  records,  Heineman  motors,  tone 
arms  and  sound  boxes,  Truetone  needles,  radio 
parts  and  other  products,  was  held  on  March 
20  at  the  executive  offices  of  the  company,  25 


Otto  Heineman 


West  Forty-fifth  street.  New  York.  All  of  the 
directors  who  have  held  office  for  the  past  year 
were  re-elected,  with  the  addition  of  Allen  W. 
Fritzsche,  who  has  been  identiiied  with  the  or- 
ganization for  several  years.  The  directors  of 
this  company  now  comprise  the  following:  Otto 
Heineman,  Wm.  A.  Neracher,  Adolf  Heineman, 
W.  G.  Pilgrim,  A.  L.  Fritzsche,  A.  G.  Bean,  B. 
Benson,  Jacob  Schechter,  W.  C.  Fuhri,  Don  M. 
Kelley,  R.  Gloetzner,  E.  W.  Shaw,  Allen  W, 
Fritzsche. 

The  directors  of  the  General  Phonograph 
Corp.  also  held  their  annual  meeting  the  week 
of  March  20  and  the  following  officers  were  re- 
elected: Otto  Heineman,  president  and  general 
manager;  Wm.  A.  Neracher,  vice-president; 
Adolf  Heineman,  vice-president;  A.  G.  Bean, 
vice-president;  B.  Benson,  vice-president;  Wm. 
G.  Pilgrim,  treasurer  and  assistant  general  man- 
ager; Jacob  Schechter,  secretary.  Allen  W. 
Fritzsche  was  elected  assistant  treasurer  of  the 
company  and  will  make  his  headquarters  at  the 
company's  executive  offices. 

The  business  report  submitted  for  the  con- 
sideration of  the  stockholders  was  very  satis- 
factory, and  the  sales  totals  for  the  last  half  of 
1922  were  particularly  gratifying,  as  every  divi- 
sion of  the  company's  organization  reported  a 
substantial  increase  over  the  first  half  of  the 
year  and  over  the  corresponding  period  of  1921. 
Okeh  record  sales  for  the  latter  half  of  the  year 
showed  an  increase  that  was  almost  phenome- 
nal; tliese  figures  emphasizing  the  fast-growing 
popularity  of  this  well-known  record  line. 

Otto  Heineman,  president  and  general  man- 
ager of  the  company,  who  is  recognized  as  one 
of  the  industry's  foremost  executives,  was  con- 
gratulated by  his  associates  upon  the  company's 
1922  report,  and  it  is  interesting  to  note  that  the 
figures  for  the  first  three  months  of  1923  indi- 
cate that  this  year  will  probably  be  one  of  the 
most  successful  periods  in  the  history  of  the 
General  Phonograph  Corp.  During  1922  Mr. 
Heineman  made  several  trips  abroad  in  behalf 
of  the  varied  interests  of  the  General  Phono- 
graph Corp.,  visiting  the  Okeh  jobbers  and  talk- 
ing machine  manufacturers  in  the  leading  trade 
centers  throughout  the  country.  This  gave  Mr. 
Heineman  an  opportunity  to  study  industrial 
conditions  carefully  and,  in  a  recent  chat  with 


The  World,  he  stated  that  there  was  every  rea- 
son to  believe  the  coming  year  would  witness 
an  era  of  steady  and  continued  prosperity  in 
the  talking  machine  industry.  Mr.  Heiiteman  is 
not  looking  for  any  boom  period,  but  feels  cer- 
tain that  industrial  conditions  will  be  more  satis- 
factory than  they  have  been  for  several  years 
past  and  that  this  undoubtedly  will  be  reflected 
in  a  substantially  increased  demand  for  phono- 
graphs and  records. 

DO  INVENTORY  FfOURES  LIE? 

Merchants  Must  Determine  What  Forced  Sale 
of  Assets  Would  Bring  to  Find  Real  Value — 
Inventory  Figures  Often  Cloud  Real  Facts 


If  it  were  necessary  for  you  right  now  to 
turn  your  stock  into  cash,  asks  Tom  Dreier  in 
Forbes  Magazine,  how  much  could  you  realize 
on  the  money  invested? 

You  may  think  that  it  would  be  possible  for 
you  to  realize  75  or  possibly  85  per  cent,  but 
isn't  it  also  possible  that  if  you  got  40  or  50 
per  cent  you  would  be  doing  well? 

Many  a  merchant  has  gone  on  serenely  year 
after  year,  confident  that  his  inventory  figures 
really  meant  what  they  told  him,  only  to  learn 
when  it  was  necessary  to  make  a  quick  sale  of 
the  entire  stock  that  the  inventory  figures  came 
very  far  from  telling  the  truth. 

The  thing  for  you  to  do  at  least  once  a  year, 
if  not  oftener,  is  to  pretend  to  yourself  and  to 
your  clerks  that  it  is  necessary  for  you  to  sell 
out  and  turn  every  article  of  merchandise  into 
cash. 

If  you  will  play  this  game  as  it  ou.ght  to  be 
played  you  will  learn  many  things  about  th.c 
stock  that  you  don't  know  now,  and  what  is 
probably  more  important,  much  of  the  stock 
that  really  fs  dead,  but  which  you  may  think  is 
alive,  will  be  moved  off  the  shelves  either  into 
the  hands  of  customers  or,  if  worthless,  into  a 
junk  pile. 

The  only  way  to  find  out  whether  your  in- 
ventory figures  mean  anything  or  not  is  to  offer 


the  goods  for  sale  and  find  out  what  they  will 
bring.    That  is  the  real  test. 

Suppose  now  it  were  necessary  for  you  to 
close  out  your  business  and  your  stock  had  to 
be  sold  at  auction.  How  much  would  it  bring 
under  the  auctioneer's  hammer? 


NEW  VICTOR  DEALER  PUBLICITY 

Electros  for  Reproduction  on  Postal  Cards  for 
Circularization  of  Record  Prospects  an  Im- 
portant Innovation  in  Dealer  Publicity 


Something  entirely  new  and  original  in  the 
way  of  a  dealer  publicity  help  has  just  been 
placed  at  the  disposal  of  the  trade  by  the  Victor 
Talking  Machine  Co.,  Camden,  N.  J.  This  con- 
sists of  a  series  of  electros  especially  designed 
for  reproduction  on  the  ordinary  postal  card 
for  the  exploitation  of  special  records.  A  two- 
color  effect  can  be  obtained  with  these  electros 
by  printing  upon  colored  stock.  The  Victor 
Co.  advises  dealers  that  specially  attractive 
effects  are  obtained  by  printing  black  on  salmon 
stock,  green  on  grey  stock,  red  on  light  salmon, 
blue  on  grey,  red  on  buff,  sepia  on  light  blue. 

This  is  really  an  innovation  in  dealer  helps 
and  marks  a  step  forward  in  manufacturer  co- 
operation which  fills  a  distinct  want  in  making 
more  effective  the  circularization  of  customers 
in  behalf  of  Victor  records. 


UNUSUAL  PUBLICITY  COLLECTION 


One  of  the  most  unusual  collections  of  litera- 
ture pertaining  to  the  talking  machine  business 
is  that  of  Mr.  Littlefield,  of  the  Victor  talking 
machine  department  of  Sedgewick  &  Casey,  mu- 
sic dealers  of  Hartford,  Conn.,  according  to 
James  J.  Davin,  of  Ormes,  Inc.,  Victor  whole- 
saler, of  New  York.  Mr.  Littlefield's  collection 
consists  of  a  large  quantity  of  consumers'  liter- 
ature prepared  by  the  Victor  Co.,  every  Victor 
supplement  issued  since  1902  and  a  complete  file 
of  the  Victor  house  organ,  The  Voice  of  tht 
Victor,  since  1908. 


Uflell  Flexi-File  Record  Cabinet  No. 
151 — finished  in  Brown  Mahogany. 
Height  34  inches,  width  20  inches, 
depth  19  inches.  Flexible  canvas 
record  nockets.  Capacity  up  to  150 
records. 


THERE'S  a  lot  of  profit  for 
you  in  this  because  every 
buyer  of  a  vertical  cabinet 
phonograph  is  a  prospect.  Think 
of  the  convenience:  Records 
are  the  right  height,  it  is  not 
necessary  to  stoop  to  get  them, 
they  are  neatly  filed  at  your 
fingertips.  Eliminates  the  neces- 
sity for  record  albums  at  $1.50 
each.  Besides  extraordinary 
convenience  is  a  beautiful  piece 
of  furniture,  Udell  quality 
throughout.  You  can  sell  doz- 
ens of  these  No.  151s.  Better 
write  today  and  find  out  all 
about  it. 


THE  UDELL  WORKS 


28th  Street  and  Barnes  Ave. 


Indianapolis 


Write  for  your  copy  of  our  new  catalog  of  record  and  player  roll  cabinets 
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20%  EXTRA  PROFIT 
100!^  MORE  SALES 

The  9^ 
\t}mersoriJ\Rs^r3s 


There's  no  argument  about 
your  20%  extra  profit  per 
sale  —  it  just  is! 

For  sales  volume  there  is  an 
irrefutable  argument.  It's 
because  Emerson  is  the 
first  out  with  real  Hits,  and 
Emerson  Service  sees  that 


your  repeat  orders  are  filled 
— not  with  "out  of  stock"  ex- 
cuses, but  with  the  records 
you  want  when  you  want 
them! 

Thus  you  are  constantly  en- 
abled to  turn  every  inquiry 
into  an  instant  sale. 


The 

Smerson  'Phonographs 

with  the  famous 
Music  Master  Horn 


The  famous  Music  Master  Horn  is  exclusively 
an  Emerson  feature.  No  other  phonograph  has 
it.  It  is  unquestionably  the  greatest  single  im- 
provement made  in  the  art  in  recent  years,  and 
for  that  reason  is  the  most  distinctive  selling 
feature  in  the  trade  today.  Distribution  is  being 
strengthened  in  some  sections  of  the  country. 
Get  particulars  of  our  cooperative  selling  plan. 
Write  or  wire  in  today. 

EMERSON  PHONOGRAPH  CO. 

Manufacturers  of  Smerson  '•Records 
Eastern  Distributors  Emerson  Phonographs 
105-111  W.  20th  St.,  New  York,  N.  Y. 

WASMUTH-GOODRICH  CO. 

Manufacturers  of  Smerson  'J'ltonographs 
Peru,  Indiana 


'7/  it's  a 
%eal  Hit 
it's  on  the 
Smerson" 


"//  it's  on 

the 
Smerson 
it's  a 
%eal  Hit" 


EMERSON  LOUIS  XV  MODEL 

Mahogany  or  Walnut 

Prices  of  Emerson  Models  Range  From  $125  to  $225 


^merson. 

Records  and 
Phono^vj)hs 
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BUFFALO 


Displays  of  "Talkers"  at  Better 
Homes  Exhibition  Attract  Atten- 
tion and  Create  Sales — The  News 


Buffalo,  N.  Y.,  April  7. — Talking  machine  and 
record  business  in  Buffalo  and  vicinity  is  run- 
ning well  ahead  of  last  year,  and  there  is  a 
noticeable  increase  over  the  business  of 
March,  an  exceptionally  good  month. 

The  Better  Homes  Exhibition,  held  in  Buf- 
falo during  the  week  of  March  19,  greatly  stim- 
ulated interest  of  the  public  in  talking  machines, 
and  the  number  of  sales  made  greatly  exceeded 
expectations  of  the'  most  optimistic  dealers. 
Among  the  exhibitors  was  C.  J.  Hereth,  who 
featured  the  New  Edison  in  a  very  attractive 
booth,  and,  when  visited  by  The  World  repre- 
sentative, was  very  enthusiastic  about  the  show. 
"I  believe  the  exhibition  has  been  a  wonderful 
success  for  this  store  as  well  as  many  other 
music  stores,"  said  Mr.  Hereth.  "Thousands 
of  visitors  familiarized  themselves  with  the  won- 
derful quality  of  the  Edison,  which  could  not 
have  been  accomplished  under  ordinary  circum- 
stances. We  were  able  to  exhibit  the  machine 
to  great  advantage,  and  besides  taking  a  number 
of  orders  we  secured  many  prospects." 

Neal,  Clark  &  Neal  devoted  a  great  deal  of 
thought  and  expense  to  their  booth,  and  were 
well  repaid  for  their  efiforts.  Victor  talking 
machines  were  well  displayed  in  an  artistically 
arranged  booth.  Buttons  bearing  the  name  of 
Neal,  Clark  &  Neal,  and  a  number,  were  dis- 
tributed among  the  thousands  of  visitors. 
Duplicate  numbers  were  distributed  with  the 
understanding  that  upon  meeting  a  person  with 
a  similar  number,  both  were  entitled  to  a  10- 
inch  record.  Frank  E.  Russel,  sales  manager  of 
the  store,  says  that  many  persons  called  for 
theip  record.    The  novel  idea  aroused  interest. 

The  Brunswick  and  Sonora  were  featured  in 
a  large  booth  of  the  Hoffman  Piano  Co.  and 
quite  a  number  of  visitors  to  the  show  mani- 
fested partiality  to  these  machines. 

Kaeppel  Bros,  were  very  gracious  to  visitors 
interested  in  their  dfsplay  of  Victor  and  Sonora 
instruments. 

George  W.  Pound,  chief  counsel  of  the 
Music  Industries  Chamber  of  Commerce, 
spoke  before  the  Buffalo  Chamber  of  Com- 
merce at  a  luncheon  meeting  recently.  "The 
great  opportunity  of  the  music  industries  is 
here,"  Mr.  Pound  said.  "Everywhere  people  are 
asking:  What  is  the  best  remedy  for  this  epi- 


demic of  unrest?  The  answer  is  'music.'  When 
music  comes  into  the  hearts  of  men  there  is  no 
room  for  discontent."  Mr.  Pound  gave  two 
illustrations  of  how  music  had  accomplished 
this  great  service  in  large  industrial  plants. 

An  ordinance  restricting  the  playing  of  music 
in  public  places  without  consent  of  two-thirds  of 
the  neighbors  within  a  distance  of  200  feet  was 
recently  defeated  by  a  vote  of  four  to  one  in 
city  council.  Mayor  Frank  Schwab,  sponsor 
of  the  ordinance,  was  the  only  one  voting  in  its 
favor.  Charles  E.  Feldman,  attorney  for  talking 
machine  manufacturers,  spoke  against  the  ordi- 
nance, saying  it  would  work  a  great  hardship 
on  hotels,  dance  halls  and  other  places  where 
music  was  a  feature. 

F.  B.  Lipe,  of  Jamestown,  says  he  will  not  go 
on  with  the  project  of  building  a  phonograph 
factory  in  Randolph,  as  recently  announced. 
"The  real  estate  deal  fell  through,"  he  said,  and 
he  has  not  yet  found  a  site  to  meet  his  purpose. 

Seeber  &  Hoffheins,  Columbia  dealers,  are 
moving  this  month  from  20  Carlton  street  to 
861  Main  street.  The  interior  of  the  new  loca- 
tion has  been  remodeled  and  redecorated. 

A  building  permit  has  been  issued  to  the 
Bellanca  Furniture  Co.  for  the  erection  of  a 
new  brick  and  tile  store,  costing  $20,000,  at  the 
corner  of  Carolina  and  Niagara  streets.  The 
first  floor  will  be  used  for  the  display  and  sale 
of  talking  machines  and  records. 

Genevieve  Cunningham  has  been  put  in  charge 
of  the  record  department  of  the  G.  M.  Thomas 
store  in  Lockport,  N.  Y. 

Miss  Geraldine  Austin  has  bought  the  phono- 
graph and  record  store  of  A.  L.  Niles,  in  Sala- 
manca, N.  Y. 

The  Iroquois  Sales  Corp.,  distributor  of  the 
Strand  talking  machine  and  Okeh  records  in 
western  New  York,  reports  that  it  has  closed 
a  very  good  month  and  expects  April  to  be  one 
of  the  best  months  of  the  year.  A  new  account 
just  opened  is  C.  W.  Ludwig,  Rochester,  N.  Y., 
who  has  been  stocked  with  a  complete  and 
attractive  line  of  Strand  machines  and  Okeh 
records.  The  W.  P.  Young  Store,  another  new 
talking  machine  establishment  in  Rochester,  has 
been  opened  by  the  Iroquois  Sales  Corp.,  with  a 
complete  stock  of  Okeh  records.  G.  R.  Kueh- 
ner,  representing  the  Iroquois  Sales  Corp.,  has 
returned  from  a  successful  business  trip. 

A  new  Polish  Okeh  record  by  Helena  Polka 
was  released  April  10  and  proved  very  popular 
in  Buffalo.    Many  orders  have  been  received. 

M.  O.  Giles,  of  the  General  Phonograph  Co., 
New  York  City,  spent  about  six  days  in  Buf- 
falo with  the  Iroquois  Sales  Corp.,  helping  them 
in  distributing  their  Okeh  records  and  proving 
an  inspiration  to  the  concern  in  general. 


D.  M.  Edwards,  head  of  the  Edwards'  depart- 
ment store,  featuring  a  very  attractive  Bruns- 
wick department,  entertained  about  twenty-five 
buyers  of  various  departments  at  dinner  recently. 

O.  L.  Neal,  of  the  Buffalo  Talking  Machine 
Co.,  Victor  jobber,  says  business  has  been  hold- 
ing up  very  well.  "We  are  looking  forward 
to  the  new  Victor  models  that  are  due  in  April," 
Mr.  Neal  said,  "and  feel  that  dealers  are  going 
to  be  exceedingly  well  pleased  with  them.  We 
find  that  the  business  for  the  first  three  months 
of  this  year  has  been  very  much  larger  than  for 
a  similar  period  of  the  last  several  years. 

Victor  dealers  of  Buffalo  held  a  luncheon 
meeting  recently  in  the  Iroquois  Hotel.  Nearly 
every  Victor  dealer  in  Buffalo  was  represented 
at  the  luncheon,  which  was  in  the  form  of  a 
social  gathering.    Timely  topics  were  discussed. 

One  of  the  most  attractive  window  displays 
seen  in  Buffalo  in  some  time  is  that  of  Neal, 
Clark  &  Neal,  Victor  dealers,  on  Main  street. 
Hundreds  of  passersby  were  attracted  to  the 
window  and  stopped  to  study  its  mysteries. 
The  display  is  built  around  inspiration  gathered 
from  "Burning  Sands,"  the  latest  jazz  song  to 
be  found  in  the  tomb  of  "King  Hit."  It  repre- 
sents the  burning  sands  of  the  Sahara.  Clever 
lighting  gives  the  window  an  artistic  Egyptian 
effect,  and  continual  flames  are  seen  coming 
from  some  mysterious  source,  through  the 
sands.  In  one  corner  is  a  pyramid.  A  caravan 
of  camels  is  wending  its  way  across  the  desert, 
headed  for  an  oasis  marked  by  a  mirror  lake 
and  palm  trees.  In  another  corner  is  seen  the 
open  door  to  the  tomb  of  King  Tut,  and  the 
foundations  of  an  Egyptian  temple.  In  less 
than  two  days  after  the  display  was  put  in, 
Frank  Russel,  sales  manager,  said  they  had  sold 
out  their  stock  of  "Burning  Sands"  records. 

John  Charles  Thomas,  Vocalion  artist,  re- 
cently appeared  in  Buffalo  in  concert.  In  his 
honor,  Denton,  Cottier  &  Daniels  had  a 
"Thomas"  window  display. 

Duel  de  Kerekjarto,  violinist  and  exclusive 
Columbia  artist,  stimulated  sales  of  his  records 
during  his  recent  concert  in  Buffalo. 

A  broadcasting  station  expected  to  be  power- 
ful enough  to  broadcast  to  Europe  will  be 
established  on  the  top  of  the  new  Hotel  Statlcr 
in  Buffalo,  in  the  early  Spring.  The  Federal 
Telephone  &  Telegraph  Co.,  well  known  man- 
ufacturer of  radio  sets  and  apparatus,  has  an- 
nounced the  fact  that  it  will  be  one  of  the  most 
modern  stations  in  the  United  States.  Special 
cables  will  connect  with  all  public  rooms  in  the 
hotel  so  that  speeches  or  music  in  any  of  the 
rooms  may  be  broadcasted  by  wireless. 

Two  large  Wurlitzer  organs  and  a  Kurtzmann 
electric  phonograph  have  been  installed. 


As  Buffalo  is  the  power  distribution  center  of  this  great  territory 

So  is  the 

BUFFALO  TALKING  MACHINE  COMPANY 

776-778  WASHINGTON  STREET 
Buffalo,  New  York 

the  power  distribution  center  of  Victor  machines 
and  records.  The  Buffalo  Talking  Machine  Co. 
service  forms  a  truly  appreciated  work.  It  fur- 
nishes a  power  of  incentive  to  the  Victor  dealer  that 
helps  materially.    Why  not  let  us  help  you? 
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1500%  Profit! 

One  REGAL  dealer 
is  selling  an  average 
of  600  records  per 
week  with  a  stock  in- 
vestment of  $400.  This 
brings  him  23  turn- 
overs a  year,. and  each 
turnover  leaves  him  a 
gross  profit  of  $271.29, 
a  return  of  1500%. 


But  this  can  only  be 
accomplished  by 
REGAL  50c  REC- 
ORDS. A  stock  of 
REGAL  means  a 
stock  of  "best  sellers  " 
only  rather  than  a 
stock  of  25%  "best 
sellers"  and  75%  slow- 
moving  merchandise. 


To  summarize:  The 
REGAL  policy  of 
"best  sellers"  plus  the 
REGAL  quality  and 
the  50c  price,  enables 
REGAL  dealers  to 
achieve  sales  success 
that  to  outside  dealers 
seems  quite  unusual. 


Yet  the  instance 
quoted  above  is 
merely  one  example 
of  hundreds  of  similar 
successes  that 
REGAL  has  helped 
develop.  REGAL 
creates  business  for 
dealers  q  u  i  c  k  1  y — 
without  extensive 
preparation. 


ORMES  MAILS  TIMELY  PUBLICITY 


REGAL  RECORD  CO. 

20  W.  20th  ST  NEW  YORK 


Victor  Wholesaler  Issues  Literature  Featuring 
Record  Hits — Timely  Publicity  for  Dealer  Use 


Ormes,  Inc.,  Victor  wholesaler  of  New  York, 
recently  mailed  out  to  Victor  retailers  a  timely 
sales  letter  enclosing  a  copy  of  "Burning  Sands," 
one  of  the  Victor  specials  that  was  placed  on 
sale  March  26.  This  selection  is  meeting  witli 
phenomenal  success,  and  Victor  dealers  were 
pleased  to  receive  a  copy  of  the  music.  Accom- 
panying this  letter  were  title  pages  of  two  other 
popular  hits  included  in  the  special  releases  of 
March  26,  "You've  Got  to  See 'Mamma  Ev'ry 
Night''  and  "Dearest."  All  of  these  numbers  are 
meeting  with  a  ready  sale  and  the  publicity  mat- 
ter received  from  Orraes  was  used  to  excellent 
advantage. 

During  the  inonth  this  enterprising  jobber 
also  forwarded  to  the  dealers  an  eight-page 
booklet  featuring  the  new  fox-trot  "Fate."  This 
popular  hit  is  made  the  subject  of  a  book  of 
"dreams,"  which  conveys  the  spirit  of  the  song's 
title.  Other  literature  mailed  out  by  Ormes  re- 
cently consisted  of  a  lithograph  of  Paul  White- 
man  in  connection  with  his  waltz  hit  "Wonder- 
ful One";  a  leaflet  giving  the  refrain  of  the 
Whiteman  waltz  record  "Honolulu  Ej'es"  and  a 
reproduction  of  the  window  display  presented 
by  Ormes  in  connection  with  the  Victor  record 
"Parade  of  the  Wooden  Soldiers." 


WALL=KANE  NEEDLE  SALES  GROW 


N.  Cohen,  President,  Recovers  From  Grippe- 
S.  Kaminshine  Planning  Trade  Trip 


Demand  for  the  Wall-Kane  needle  is  reported 
exceptionally  good.  Sales  are  well  apportioned 
throughout  the  entire  line,  which  includes  the 
Wall-Kane  ten  record  needle  as  well  as  the  Con- 
cert needle  and  the  Jazz  needle,  which  are  one- 
time steel  needles.  N.  Cohen,  president  of  the 
company,  has  thoroughly  recovered  from  an  at- 
tack of  the  grippe,  which  he  suffered  the  latter 
part  of  last  month,  and  is  now  back  at  his  desk. 
S.  Kaminshine,  general  manager,  will  shortly 
start  on  the  road,  introducing  the  complete 
line  to  the  trade. 


EXHIBIT  PROVES  A  SUCCESS 


James  Donnelly  Has  Attractive  Victor  Exhibit 
at  Exposition  —  Closes  Victrola  Sales  and 
Secures  Names  of  a  Number  of  Prospects 


South  Norwalk,  Conn.,  April  5. — James  Don- 
nelly, well-known  and  successful  Victor  dealer 
in  this  city,  sponsored  a  very  attractive  exhibit 
at  the  South  Norwalk  Business  Men's  Exposi- 
tion held  recently  at  the  Armory,  where  he 
maintained  an  effective  and  thoroughly  artistic 
display.  During  the  course  of  the  exposition  he 
gave  away  thousands  of  souvenirs  comprising 
the  popular  Victor  puzzle  pictures.  When  the 
tegular  orchestra  stopped  playing  a  Victrola 
furnished  by  Mr.  Donnelly  took  up  the  work 
and  music  was  "on  tap"  at  all  times.  Quite  a 
number  of  Victrola  sales  were  made  at  the  ex- 
position, and  in  addition  an  invaluable  list  of 
prospects  was  secured. 


PRINCIPLES  OF  SOUND  MANAGEMENT 


"Fundamentally,"  says  C.  B.  Chadwick,  presi- 
dent of  the  Bankers'  Supply  Company,  of  Chi- 
cago, in  Forbes  Magazine,  "sound  management 
has  to  take  three  things  into  account; 

"1.  A  good  product — a  distinctively  good 
product — a  product  that  answers  with  definite 
quality,  price  or  service  reasons  the  question, 
'Why  should  anybody  buy  from  me  rather  than 
from  my  competitors?' 

"2,  Efficiency  in  production — a  good  product 
may  be  less  advantageous  to  the  customer  than 
a  somewhat  poorer  product,  if  laxness  in  pro- 
duction results  in  high  prices,  unequal  •  quality 
or  uncertain  service. 

"3.  Efficiency  in  distribution — a  good  product 
ought  to  be  well  sold." 


RUDOLPH  HAUPTMAN  JOINS  ROBICHEK 

Business  Will  Now  Be  Known  as  the  Robichek- 
Hauptman  Art  Studios,  Inc. — Secure  Addi- 
tional Quarters  to  Meet  Growing  Demand 


Rudolph  Robichek,  who  conducts  a  successful 
business  in  decorating  and  resurfacing  talking 
machine  cabinets  for  dealers  in  New  York  City, 
has  just  enlarged  his  quarters  and  incorporated 
his  company,  which  will  henceforth  be  known 
as  the  Robichek-Hauptman  Art  Studios,  Inc. 
Joseph  Hauptman,  who  has  come  into  the  com- 
pany as  a  partner  to  Mr.  Robichek,  is  a  keen 
business  man  and  will  look  after  the  admin- 
istrative affairs  of  the  company,  while  Mr. 
Robichek,  who  is  well  known  for  his  artistic 
ability,  will  supervise  the  production  end  of  the 
business.  The  company  will  retain  its  present 
offices  at  120  Lexington  avenue,  and,  in  addition, 
will  have  a  large  additional  showroom  and 
workshop  at  No.  133,  directly  across  the  street 
from  the  present  office,  where  the  company  will 
be  equipped  to  take  care  of  the  large  increase 
in  business. 


Mr.  Edison  Man: — 

Don't  Say 

"KANT,"  say  "KENT" 

Write  for  catalog  of  complete  line 

The  KENT  No.  1 

With  "S"  Sound  Box 

Has  given  complete  satisfaction 
for  years 


Reg.  U.  S.  Pat.  Off. 


F.  C.  KENT  CO. 

Irvlngton,  N.  J. 
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FLETCHER  UNIVERSAL 
TONE  ARM  and  REPRODUCER 


Gives  Proper  Playing  Weights  for  All  Records.        No  Adjustment  Screws  or  Springs 
SAMPLES  $8.00  Specify  8^"  or  9K"  arm 

FLETCHER-WICKES  CO.,  6  East  Lake  Street,  Chicago,  Illinois 

THE  McLAGAN  PHONOGRAPH  CORPORATION.  LIMITED,  STRATFORD,  ONTARIO,  EXCLUSIVE  CANADIAN  AGENTS 


Scientifically 


FLETCHER  REPRODUCER 

Constructed 


Gives  Perfect 
Reproduction 

of  Voice 
or  Instrument 


Volume  and 

Dealers,  Send  for 
Perfect  Detail      Prices  and  Terms 


ACTUAL  SIZE 


Carried  in  Stock  for  Victor  and  Columbia 


Reproducer 
and  Connection 

for 

NEW  EDISON 

Plays  all  Records 


THE  FLETCHER  "STRAIGHT" 

Design  Patented  November  29th,  1921 


STRAIGHT  INSIDE— Taper  Outside 
BALL  BEARINGS  THROUGHOUT 

NEW  DESIGN     NEW  CONSTRUCTION 

It  is  universal  and  equipped  with  the  Regular  Fletcher 
Reproducer,  giving  the  same  natural  tone  quality  as  heretofore 


Made  in  two  lengths,  8>^"  and  9>4' 


SEND  FOR  PRICES  AND  TERMS 


FLETCHER-WICKES  COMPANY 


6  EAST  LAKE  ST. 


CHICAGO 


THE  McLAGAN  PHONOGRAPH  CORPORATION,  LIMITED,  STRATFORD.  ONTARIO,  EXCLUSIVE  CANADIAN  AGENTS 
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Its  "the  Kid,     It's    the  Kid, 


Its     the       "pep-py"    lit  -  tie  Tau  - 


TheTan^o  Dance  Hit 
of  PARIS! 


i^Emile  Doloire 

Chef  d'Orcliestra 

roUiesBer^ei?^'  Paris 


ANGO 


'You  cant  ^0  wronj 
Vithaiy'FEISTsong' 


COLUMBIA  PORTABLE  WELL  RECEIVED 


Latest  Addition  to  Columbia  Line  Meets  With 
Popular  Approval  of  Trade  and  Public — Has 
Many  Distinctive  Mechanical  Features 


FIGURING  TURNOVER  AND  COST 


Simple  Illustration  Showing  How  the  Retail 
Dealer  Can  Gain  a  Correct  Estimate  of  His 
Rate  of  Stock  Turnover  as  Well  as  Profits 


been  presented.  The  average  man  is  afraid  of 
figures  anyway. 

Numerous  manufacturers  and  others  inter- 
ested in  setting  the  retailer  right  in  such  essen-' 
tial  features  as  this  have  found  that  the  average 
retailer  does  not  figure  his  profits  correctly  for 
the  reason  that  he  does  not  know  accurately 
how  much  it  costs  him  to  sell  his  goods.  This 
is  as  simple  as  the  rule  for  computing  turnover. 
All  he  has  to  do  in  this  case  is  to  divide  his 
gross  expenses  by  his  gross  sales.  His  sales 
during  the  year  in  a  certain  department,  let  us 
say,  are  $30,000  and  his  expenses  for  the  same 
time  are  $5,870.  The  sales  figure  divided  into 
$5,870  gives  about  19j4  per  cent.  His  percentage 
of  expenses  during  the  year  is  19j4  per  cent 
on  sales. 

It  is  encouraging  to  note  the  constructive 
methods  used  by  various  dealers'  service  depart- 
ments in  building  up  the  retailer  along  these 
lines.  It  is  something  that  is  almost  universally 
needed. 


RADIO  STATION  WLW  POPULAR 

Broadcasting  Station  Conducted  by  Crosley 
Mfg.  Co..  in  Cincinnati,  Popular  Because  of 
Excellent  Concerts  by  Prominent  Artists 


Cincinnati,  O.,  April  5.— The  Crosley  Mfg.  Co., 
of  this  city,  well-known  manufacturer  of  radio 
receiving  sets,  also  conducts  the  broadcasting 
station  known  as  WLW  and  this  station  is 
proving   one   of   the   most   successful   in  this 


Broadcasting  Music  at  Crosley  Mfg.  Co.  Studio 

section  of  the  country.  Many  prominent  artists 
have  already  given  radio  concerts  from  WLW, 
and  the  Crosley  Mfg.  Co.  has  been  congratu- 
lated upon  the  perfect  equipment  of  its  broad- 
casting, studio.  The  accompanying  photograph 
taken  recently  at  the  WLW  studio  shows  Fred 
Smith,  director  of  the  station,  and  the  follow- 
ing prominent  musicians:  Jean  ten  Have,  vio- 
linist; Lucy  de  Young,  contralto;  Mrs.  Thomie 
Prewitt  Williams,  accompanist,  and  Karl  Kirk- 
smith,  first  cellist  of  the  Cincinnati  Symphony 
Orchestra.  These  artists  are  from  the  artist 
faculty  of  the  Cincinnati  Conservatory  of 
Music. 


The  accompanying  illustration  will  give  some 
idea  of  the  attractive  appearance  of  the  new 
Columbia  portable  recently  placed  on  the  mar- 
ket by  the  Columbia  Graphophone  Co.  As  an- 
nounced in  the  March  issue  of  The  World,  this 
portable  has  many  distinctive  features,  including 
a  specially  developed,  long-playing  one-spring 
motor,   a   new   No.    12    Columbia  reproducer. 


The  New  Columbia  Portable — Closed  and  Open 

standard  Columbia  tone-leaf  volume  control,  a 
drawer  with  capacity  for  eight  ten-inch  records, 
three  self-closing  needle  cups  on  the  motor 
board  and  a  scientifically  shaped  amplifying 
chamber.  This  new  portable  is  presented  in  a 
neat,  black  fabrikoid  carrying  case  with  nickel- 
plated  corner  protectors  and  a  high-grade  black 
leather  hand-fitted  grip.  This  new  model  will 
be  known  as  Model  Y-5  and  it  measures  sixteen 
inches  in  length,  twelve  inches  in  width  and  nine 
inches  in  height. 

The  inside  of  the  new  Columbia  portable  is 
finished  in  highly  polished  red  mahogany,  with 
all  metal  parts  nickel-plated.  Three  nickeled 
closing  catches  with  take-up  adjustment  seal  the 
Columbia  portable  against  dust  when  in  the  car- 
rying position.  One  of  the  important  features 
of  this  new  instrument  is  the  tone  chamber  con- 
cealed in  the  cover,  and  in  playing  position, 
with  tone  leaves  open.  This  cover  is  so  set  as 
to  throw  the  tone  volume  straight  out  in  front. 
The  volume,  when  desired,  is  very  strong,  thus 
making  the  portable  suitable  for  outdoor  play- 
ing and  also  adaptable  for  most  satisfactory  use 
in  school  work. 


A  dealer  doing  a  gross  business  of  $28,000 
in  a  certain  department  on  an  initial  investment 
of  $4,000  does  not  turn  his  stock  seven  times, 
says  Printer's  Ink.  Those  who  say  otherwise 
reach  the  conclusion  by  dividing  the  stock  at 
cost  into  the  total  sales  at  retail  which  is  en- 
tirely wrong. 

It  would  be  just  as  reasonable  to  say  that 

if  a  man  bought  a 
thing  for  $1.00  and 
sold  it  for  $1.50  he 
would  be  turning  the 
item  one  and  one- 
half  times. 

It  is  impossible  ac- 
curately to  compute 
the  number  of  turns 
by  dividing  a  deal- 
er's inventory  fig- 
ures into  the  gross 
sales,  because  these 
represent  two  en- 
tirely different 
things.  The  inven- 
tory means  the  cost 
of  the  goods.  The 
gross  sales  figures 
represent   what  a 


dealer  actually  gets  for  his  goods. 

In  getting  at  the  correct  number  of  turns 
made  by  a  store  or  department  it  is  necessary 
first  to  subtract  the  gross  profit  from  the  gross 
sales  made  during  the  period  for  which  the 
turnover  is  to  be  computed.  Into  the  resulting 
figure  should  be  divided  the  average  amount  of 
slock  that  has  been  carried  in  the  store  or 
department  during  that  period. 

Let  us  see  how  the  example  submitted  by 
Mr.  Perkins  figures  out  according  to  this  rule: 
The  gross  sales  in  this  case  amounted  to 
$28,000.  Suppose  the  dealer's  average  gross 
profit  in  that  department  was  30  per  cent. 
Thirty  per  cent  of  $28,000  is  $8,400.  This  leaves 
$19,600  as  the  approximate  cost  of  the  stock 
sold  during  the  year  for  $28,000. 

The  average  investment  during  the  year  being 
$4,000  and  the  cost  of  the  stock  sold  being 
$19,600,  the  number  of  times  the  stock  turned 
is  found  by  dividing  $4,000  into  $19,600— a  little 
less  than  five  times. 

The  whole  matter  of  figuring  profits  and  turn- 
over is  really  a  simple  thing.  It  has  been  made 
difficult  by  the  formidable  way  in  which  it  has 


^  ^^V^~  JL%yaF^  "'Three  OXlockintheMornin^-NjF  * 

-_  ,    .   .   ,:   ;  "You,  can't: wi-ong, -With  any  FEIST Son^"  


April  15,  1923 


THE   TALKING   MACHINE  WORLD 


65 


Much  of  the  finest  and  most  lasting  music  in 
existence  is  recorded  in  foreign  languages  and 
it  appeals  to  music  lovers  who  have  a  knowledge 
of  the  language  in  which  the  selection  is  sung 
as  well  as  those  who  know  no  language  but 
English.  One  dealer  discovered  that  when  he 
featured  one  foreign  record  his  sales  of  this 
recording  jumped  immediately  and  by  changing 
his  advertising  copy  so  that  a  new  record  was 
announced  as  the  leader  each  day  his  gross 
sales  of  the  foreign  recordings  at  the  end  of 
the  month  were  greater  than  when  he  tried  to 
feature  the  entire  list  at  one  time.  The  window 
display  was  tied  up  with  the  advertising  merely 
by  placing  the  recording  featured  in  a  prominent 
position  in  the  window  each  day.  A  neatly 
printed  card  announced  the  nature  of  the  record 
in  the  window.  The  same  plan  was  carried  into 
the  store  and  the  record  demonstration  booths. 
Sometimes  it  pays  to  concentrate. 

Si  5i 

A  talking  machine  dealer  in  New  York  Cit}' 
recently  staged  a  campaign  directed  to  mothers 
of  young  children.  A  vigorous  advertising 
drive  was  inaugurated  emphasizing  the  value 
of  the  talking  machine  and  certain  records  as 
a  source  of  amusement  for  the  children,  as  well 
as  a  great  help  in  keeping  them  quiet  and  con- 
tented, lullabys  to  put  them  to  sleep,  etc. 
Direct-by-mail  literature  was  resorted  to  and 
the  results  of  the  campaign  were  excellent.  This 
is  worth  trying.  It  is  a  well-known  fact  that 
where  her  children  are  concerned  a  riiother  will 
listen  with  more  sympathy  to  a  sales  argument 
than. for  any  other  reason. 

In  order  to  get  some  of  the  rural  business 
surrounding  the  community  where  his  store  is 
located  a  dealer  first  thoroughly  canvassed  the 
territory,  securing  the  names  and  addresses  of 
the  farm  dwellers,  and  he  then  sent  them  an 
announcement  of  the  fact  that  his  store  would 
send  a  salesman  to  the  home  of  the  prospect 
with  a  machine  or  records  for  demonstration 
purposes  or  the  company's  motor  would  be  sent 
for  the  customer,  who  would  be  brought  to 
the  store  to  look  over  the  stock  and  returned 
to  his  or  her  home.  Much  of  the  machine  and 
record  business  which  ordinarily  would  have 
gone  to  the  mail  order  concerns  was  secured 
in  this  manner.  Exceptional  service  often  turns 
the  trick  when  everything  else  fails. 

'  5« 

Spring  is  here  and  Summer  is  coming  on 
apace.  The  dealer  should  now  turn  his  atten- 
tion to  securing  business  during  these  months 
by  planning  aggressive  campaigns.  The  portable 
talking  machines  offer  an  unexcelled  opportunity 
for  bringing  up  the  sales  total.  A  big  depart- 
ment store  which  handles  talking  machines 
makes  it  a  practice  each  year  of  opening  a  small 
branch  at  the  nearest  large  Summer  resort. 
One  salesman  handles  all  the  details  of  the 
branch.  The  place  is  so  small  that  there  is  not 
room  for  a  display  of  all  the  models  handled, 
nor  would  it  be  advisable  to  stage  such  an 
elaborate  display.  The  expense,  in  ratio  to  sales, 
would  be  prohibitive.  Therefore  the  stock  con- 
sists mainly  of  portable  machines  and  a  fairly 
complete  stock  of  records.  The  holiday  spirit 
prevailing  at  Summer  resorts  and  amusement 
centers  makes  selling  easy. 

A  certain  aggressive  dealer  has  made  many 
portable  sales  during  the  past  few  years  simply 
by  inviting  friends  and  acquaintances  to  his  cot- 
tage at  a  Summer  resort  and  playing  the  in- 
strument for  their  entertainment.  He  makes  no 
direct  attempt  to  sell  them,  but  lets  his  guests 
take  the  initiative  and  if  they  show  interest  he 
gets  busy.  His  sales  of  portables  and  records 
have  been  big. 


TO  OPEN  BRANCH  IN  BUNCETON 

BuNCETON,  Mo.,  April  5. — R_  B.  Wilhite,  rep- 
resenting the  Schell  Music  Co.,  of  Jefferson  City, 
Mo.,  has  been  in  this  city  trying  to  find  a  loca- 
tion for  a  new  branch  of  his  company  which  it 
has  planned  on  opening  in  this  city  as  soon 
as  a  building  can  be  arranged  for  and  equipment 
shipped  here. 

It  is  the  plan  of  the  Schell  Co.  to  operate 
a  first-class  art  shop  in  connection  with  the 
music  store  here.  Pianos,  phonographs  and  all 
small  music  instruments,  besides  piano  rolls, 
sheet  music,  records,  etc.,  will  be  carried.  Mr. 
Wilhite  will  be  half  owner  as  well  as  manager 
of  the  new  store. 


LANDAU  CO.  OPENS  STORE 

H.-\ZLETON,  P.-^.,  April  3. — The  Landau  Alusic 
&  Jewelry  Co.  had  its  formal  opening  at  25 
West  Broad  street,  this  city,  recently.  The 
members  of  the  Wilkes-Barre  and  Pittston 
Landau  stores  were  in  attendance,  as  well  as  a 


HINDLEY  WITH  ST.  LOUIS  AEOLIAN 

Becomes   Sales   and  Advertising   Manager  of 
St.  Louis  Branch 

Chicago,  III.,  April  6. — On  April  1  the  Chi- 
cago trade  lost  one  of  its  best  co-workers  when 
Thomas  W.  Hindley,  the  manager  of  the  Vo- 
calion  Salon  of  Mandel  Bros.,  left  to  go  with 
the  St.  Louis  branch  of  the  Aeolian  Co.  as  sales 
and  advertising  manager. 

Mr.  Hindley  was  well  known  for  his  earnest 
c  o-operation  and  hard  work  in  trade  activities 
as  well  as  for  his  fine  record  as  manager  of 
the  talking  machine  department  of  Mandel  Bros. 

Although  he  resigned  as  treasurer  and  chair- 
man of  the  entertainment  committee  of  the  Chi- 
cago Piano  Club,  Mr.  Hindley  announced  that 
he  will  continue  his  work  as  a  member  of  the 
convention  reception  committee. 


Vitanola  talking  machines  are  being  featured 
by  A.  Silberberg  in  his  new  establishment, 
North  Main  and  Commerce  streets,  Memphis, 


;onsiderable  throng  of  visitors 


Tenn. 


Oro-Tone  No.  4  Edison 

Concert  Automatic  Equipment 

This  amazing  new  Oro-Tone  equipment  will  help  you  to  sell 
Edison  Phonographs  because  it  will  play  any  record  on  the  Edison. 
Dealers  ever}nvhere  tell  us  that  they  are  finding  it  easier  to  sell 
Edison  machines  when  they  show  customers  the  ease  with  which 
all  disc  records  can  be  played. 

Exclusive  Features 

The  Uru-Tune  x\u.  4  Edison 
Concert  Automatic  Equipment 
automatical!}^  adjusts  itself  to 
the  proper  weight  and  the 
needle  is  automatically  cen- 
tered with  the  spindle  when 
turned  to  play  either  lateral  or 
vertical  cut  records.  This 
equipment  plays  Edison  rec- 
ords with  the  ordinary  fibre 
needle,  producing  splendid  tone 
volume  without  the  usual  sur- 
face noises. 


i'at.   .-Vppd.  For 

Showing  position  for  playing  Victor  and  other 
lateral  cut  records 


Pat.  Appd.  For 

Shows  position  for  playing  Edison  and  other 
vertical  cut  records 


List  Prices 

To  Match  Edison  Finish 

NICKEL    $7.00 

GOLD    $9.00 

OXIDIZED    $9.00 

Usual  40%   Discount  to 
Dealers 


ILLUSTRATING 
REPRODUCER 
THROWN  BACK 


at  rest  in  Edison  position. 
Also  shows  ease  with  which 
needles  may  be  changed. 


The  Oro-Tone  No.  4  Edison  Concert  Automatic  Equip- 
ment is  neatly  packed  in  regular  fancy  boxes  and  fur- 
nished to  you  with  our  two-j'ear  guarantee. 


1000-1010 
George  Street 


CHICAGO 
ILLINOIS 
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VINCENT  LOPEZ  RENEWS  WITH  OKEH 


Prominent  Dance  Orchestra  Will  Continue  to 
Make  Okeh  Records  Exclusively — Extensive 
Newspaper  Campaign  to  Feature  Records — 
Lopez  a  Leader  in  Orchestra  Field 


The  General  Phonograph  Corp.,  New  York, 
manufacturer  of  Okeh  records,  announced  this 
week  that  Vincent  Lopez  and  His  Orchestra  liad 


DIRECT  FACTORY  PRICE— JUST  MENTION  THE  QUANTITY 


MOTORS  CASTINGS 
TONE  ARMS  Grey  Iron 

REPRODUCERS     and  Brass  for 


TURNTABLES 
MOTOR  FRAMES 
TONE  ARMS 
HORNS  and  THROATS 


Direct  Quant  it  \  Importations  On 


Stylus  Bars 

Screw  Machine  Parts 

Talking  Machine  Hardware 

JEWEL  and  STEEL  (Bulk  or  Packed) 
PHONOGRAPH  NEEDLES 
GENUINE  RUBY  BENGAL  MICA 


D.  R.  DOCTOROW 


Fanderbilt  /I've.  Bldg. 
£1  East  42nd  Street,  New  York 
Tel.  Fanderbilt  $4.62 
Murray  Hill  800 


Vincent  Lopez 

renewed  its  contract  with  the  company,  and  it 
will  continue  to  make  Okeh  records  exclusively. 
This  announcement  will  be  welcomed  by  Okeh 
dealers  throughout  the  country,  as  the  records 
made  by  Vincent  Lopez  and  His  Orchestra  have 
met  with  phenomenal  success. 

During  the  past  year  Vincent  Lopez  has  won 
thousands  of  new  friends  through  his  appear- 
ance as  a  headliner  at  the  Palace  Theatre  and 


other  Keith  houses  because  of  the  exceptionally 
fine  entertainment  provided  by  his  orchestra  at 
the  Hotel  Pennsylvania,  New  York.  When  the 
Lopez  act  was  introduced  at  the  Palace  The- 
atre it  was  something  in  the  nature  of  an  ex- 
periment, but  the  orchestra  was  accorded  an 
ovation  by  capacity  audiences  day  after  day,  and 
the  act  was  retained  for  a  period  of  ten  weeks. 
This  was  an  exceptional  honor,  in  view  of  the 
fact  that  the  Palace  Theatre  in  New  York  is 
considered  the  finest  vaudeville  house  in  Amer- 
ica and  is  the  aim  and  ambition  of  every  vaude- 
ville act  playing  the  big-time  circuit. 

The  Okeh  records  made  by  Vincent  Lopez 
and  His  Orchestra  have  comprised  practically 
all  the  most  popular  hits  of  the  day  and,  under 
the  capable  direction  of  Fred  Hager,  general 
manager  of  the  Okeh  recording  laboratory, 
these  records  have  provided  dance  enthusiasts 
with  original  and  distinctive  dance  music.  Rec- 
ognized throughout  the  music  field  as  an  accom- 
plished musician,  Mr.  Lopez  has  entered  into' 
his  Okeh  recording  with  keen  enthusiasm,  and 
every  selection  that  he  makes  for  the  Okeh  li- 
brary receives  his  personal  approval  before  it  is 
placed  in  the  Okeh  catalog.  Many  of  his  rec- 
ords have  proved  among  the  best  sellers  in  the 
dance  record  field  and  the  original  arrangements 
that  characterize  the  Lopez  Okeh  records  have 
contributed  materially  to  their  success. 

Otto    Heineman,    president    of   the  General 


Phonograph  Corp.,  was  one  of  the  first  execu- 
tives of  his  organization  to  appreciate  the  tre- 
mendous value  of  the  Lopez  dance  records  and, 
under  his  direction,  a  country-wide  newspaper 
campaign  was  instituted  last  year  featuring 
these  records.  This  campaign  has  proved  a  sig- 
nal success,  and  the  1923  plans  prepared  by  the 
General  Phonograph  Corp.  include  extensive 
publicity  in  behalf  of  Vincent  Lopez  and  His 
Orchestra  that  cannot  fail  to  stimulate  the  de- 
mand for  his  records  from  one  end  of  the  coun- 
try to  the  other. 


HOLCOMBE  OFFERED  STUDENTS'  PRIZE 

MoNTEVALLO,  Ala.,  April  6. — A  $100  Victrola 
was  given  by  the  C.  C.  Holcombe  Music  Co., 
of  Birmingham,  as  prize  for  the  successful  piano 
student  at  the  Alabama  Technical  Institute  and 
College  for  Women  in  this  city,  who  repre- 
sented that  college  at  the  annual  music  contest 
of  the  Alabama  Federation  of  Music .  Clubs 
which  was  held  in  this  city  during  the  latter 
part  of  March. 


The  Victor  and  Brunswick  lines  are  being  fea- 
tured in  the  music  department  of  Goldsmith's 
department  store,  one  of  the  largest  concerns  in 
Memphis,  Tenn.  The  aggressive  merchandising 
policies  of  this  concern  have  resulted  in  a  stead- 
ily growing  business. 


"OUR  MOTTO" 

The  highest  standards  of  materials  and  workmanship  are 
scrupulously  maintained  in  the  production  of  our  De  Luxe 
Needles.    If  you  wish,  therefore,  to  secure  the  best, 

ALWAYS  INSIST  ON  GETTING 

DE  LUXE  NEEDLES 

Sample  Needles  Gladly  Furnished 


Duo-|ONE  Company,  Incorporated 

Sole  Manufacturers  of  De  Luxe  Needles 
ANSONIA,  CONN. 


DON'T  FORGET  THESE  FACTS 


Perfect  Reproduction  of  Tone  No  Scratchy  Surface  Noise  i 

PLAYS  i 00-200  RECORDS 


^        Full  Tone 

I 


Three  for  30  cents  (40  cents  in  Canada) 

LIBERAL  TRADE  DISCOUNTS 


Medium  Tone 


The  Talking  Machine  JJ^orld,  New  York,  April  15,  1923 


How  Many  Customers 
Would  Buy  More  Records? 

How  many  of  your  customers  have  lost  enthusiasm  for  "Phonograph  Concerts",  be- 
cause their  enjoyment  of  the  best  music  is  marred  by  "surface  noise"?  How  many 
of  these  same  folks  would  buy  more  and  more  records  if  they  could  be  sure  of  hear- 
ing all  the  melody — all  the  delicate  tone  coloring  of  the  artist  s  voice  or  instrument 
unimpaired  by  the  insistent,  distracting  scratch  of  the  needle? 

KILLS  SURFACE  NGic 

For  years  scientists  and  inventors  have  striven  to  overcome  this 
enemy  of  perfect  phonograph  reproduction  without  materially 
reducing  the  volume.  At  last  this  has  been  accomplished. 
Bakertone  is  the  result.  Bakertone  brings  out  all  the  pure, 
clear  tones  of  the  original  recording,  entirely  free  from  strident, 
rasping  surface  noise. 

CONTROLS  VOLUl^ 

How  many  times  the  Phonograph  would  be  used  if  it  were  not 
for  fear  of  disturbing  other  folks  in  the  house!  How  often 
the  music  is  too  loud  for  the  small  living  room  or  apartment — yet 
loses  its  beauty  of  coloring  when  muffled  with  the  usual  doors 
or  dampers.     Here  again,  Bakertone  plays  an  important  part. 

It  not  only  kills  the  surface  noise,  it  also  regulates  the  volume 
of  sound  and  at  the  will  of  the  operator.  With  Bakertone  on 
the  reproducer  you  can  obtain  a  complete  range  of  volume  from 
the  full  open  tones  the  young  folks  demand  for  dancing,  to  the 
quiet,  soothing  notes  of  a  twilight  lullaby.  And  yet  it  preserves 
every  graduation  of  tone  and  color! 

Wherever  Bakertone  is  demonstrated  it  sells  itself  for  it  fills  a 
long  felt  want.  It  pleases  the  most  cultured  musician  and  sat- 
isfies the  most  exacting  critic. 

Send  for  Illustrated  Booklet 
and  Dealers^  Proposition 

It  is  impossible  to  tell  you  all  about  Bakertone  in  this  advertise- 
ment. We  have  prepared  an  attractive  little  booklet  that  de- 
scribes this  little  gold-plated  instrument  in  detail.  It  also  tells 
you  how  it  will  help  sell  more  records. 

Write  for  your  copy  today  and  get  our  attractive  dealer  proposition. 

BAKERTONE  CORPORATION 

PEABODY  BLDG.  408-12  PEARL  STREET 

BUFFALO,  N.  Y. 


LOUD 


SOFT 
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Another  M^Carthy'-Tierney^  Masterpiece 
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e  same  "•bid  sto  ^^^^ 


Each  ni 
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there      m  loV-ers  lane,- 


CANTON,  0. 


Pronounced  Industrial  Activity 
Creates  Trade  Optimism — Changes 
of  the  Month — Sales  Make  Gains 

Canton,  Ohio,  April  5. — General  indications  for 
a  banner  Spring'  in  the  talking  machine  indus- 
try in  the  Canton  district  are  excellent.  The 
World  representative  found  leading  dealers 
more  than  optimistic,  due  largely  to  the  pro- 
nounced industrial  activity  in  the  steel  manu- 
facturing plants,  which  in  March  broke  all  pro- 
duction records  in  recent  years.  The  unprec- 
edented building  operations  are  also  indicative 
of  a  big  buying  year.  The  call  for  machines 
is  still  for  those  of  the  console  type,  although 
the  demand  shows  that  the  trade  is  leaning 
again  towards  the  upright  models.  March 
upset  the  dope  in  the  respect  that  record  busi- 
ness was  better  in  most  stores  and  in  some 
record  sales  went  ahead  of  the  previous  two 
months  of  the  year.  Collections  are  good  and 
dealers  are  complaining  little  about  deliveries, 
predicting  that  mid-April  will  see  quite  a  re- 
vival in  the  industry. 

March  was  the  best  month  of  the  year  in 
matter  of  sales  for  the  Rhines  Edison  shop, 
according  to  Manager  Rutledge.  He  remarked 
that  there  is  a  tendency  now  to  switch  back 
to  the  Edison  upright  models,  and  the  mod- 
erate priced  models  are  doing  the  bulk  of  the 
business.  Edison  record  sales  have  also  im- 
proved. Big  business  in  Edison  phonographs 
and  records  is  also  reported  by  the  Massillon 
store  of  the  Rhines  Edison  shop. 

The  S.  S.  Kresge  Co.,  operator  of  a  chain 
of  popular-price  stores  over  the  country,  has 
acquired  a  50-year  lease  on  a  three-story  build- 
ing on  Market  avenue.  North,  and  will  take 
possession  July  1.  A  feature  of  the  new  store 
will  be  a  large  sheet  music  and  record  depart- 
ment. 

The  George  C.  Wille  Co.,  Victor  dealer,  was 
compelled  this  week  to  seek  temporary  quar- 
ters due  to  the  remodeling  of  the  Edwards 
Hotel  Building  in  which  the  store  has  been 
located  for  many  years.  Mr.  Wille  expects  to 
retain  the  location  after  alterations  to  the 
building  have  been  finished. 

Despite  the  fact  that  an  entire  carload  of 
specially  purchased  talking  machines  was  sold 
by  the  William  R.  Zollinger  Co.  the  past  month, 
the  company's  regular  talking  machine  busi- 
ness showed  a  40  per  cent  increase  over  the 
same  month  a  year  ago,  according  to  Manager 
Pyle  of  the  department. 

A.  B.  Smith,  of  Akron,  president  of  the  Ohio 
Piano  Dealers'  Association,  would  like  to  see 
an  active  music  dealers'  organization  in  Can- 
ton. Some  years  ago  we  had  a  thriving  deal- 
ers' association,  but  interest  lagged  until  the 
organization  passed  out  of  existence.  Time  to 
get  busy. 

Gensemer  Bros.   Co.,   operating  department 


stores  in  Ivcnt,  Wadsworth  and  Creston,  Ohio, 
have  purchased  the  store  in  Canton  known  as 
Bennell's  and  will  add  new  departments,  in- 
cluding a  complete  talking  machine  and  record 
section. 

At  the  store  of  the  D.  W.  Lerch  Co.  it 
was  reportetd  this  week  that  sale  of  Bruns- 
wick records  this  month  has  been  very  en- 
couraging, but  that  there  has  been  much  diffi- 
culty in  getting  the  more  popular  numbers 
after  the  initial  shipment  has  been  disposed  of. 

The  music  house  of  A.  Bammerlin,  Massillon, 
Ohio,  was  represented  at  a  recent  meeting  of 
the  Brunswick  talking  machine  dealers  by 
Oscar  Bammerlin  and  his  sons,  Robert  and 
Paul. 

A.  J.  Grosjean,  manager  of  the  Geo.  C.  Wille 
Co.,  Massillon,  declares  that  90  per  cent  of 
the  Victor  machines  sold  from  this  store  in 
the  past  three  months  have  been  of  the  con- 
sole type. 

J.  C.  Duncan,  who  conducts  one  of  the  most 
modern  Victor  stores  in  the  Massillon  district, 


informed  The  World  this  week  that  Victor 
machines  and  records  were  moving  much  bet- 
ter the  past  six  weeks  and  that  from  all  indi- 
cations the  Spring  and  Summer  seasons  will  be 
very  active. 


W.  R.  LEWIS  REJOINS  VICTOR  CO. 


Former  Sales  Manager  of  Elyea  Talking  Ma- 
chine Co.  to  Cover  Michigan  Territory 


W.  R.  Lewis,  who  resigned  as  sales  manager 
of  the  Elyea  Talking  Machine  Co.,  Victor  job- 
ber in  Atlanta,  Ga.,  as  announced  last  month  in 
The  World,  has  rejoined  the  Victor  Talking 
Machine  Co.,  Camden,  N.  J.,  as  its  traveling  rep- 
resentative for  the  Michigan  territory.  Mr. 
I-ewis  was  connected  with  the  Victor  traveling 
staff  before  joining  forces  with  the  Elyea  Co. 
B.  F.  Bibighaus,  who  was  then  connected  with 
the  latter  concern  in  an  official  capacity,  is  now 
covering  the  metropolitan  territory  for  the  Vic- 
tor Co. 


%  PHONOGRAPHS  RIGHT  ARM' 

is  the  PHILLIPS  TONE  ARM 


No.  1 

Throwback  Arm 

No.E 

Sound  Box 


No.  1  IMPROVED  THROWBACK  ARM 

Length  SM"  and  Centre  to  Centre.    Full,  Deep  Tone 

Sample  to  Manufacturers  $3.00  Post  Paid 

Tone  Arms  for  Portable,  Medium  and  High  Grade  Machines 

miwmMm  Fi®M®  iwi  ciiK 

145  tWest  45^  Street  J.1fi^S?^\¥l-  New  York  City 
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Sales  Forge  Ahead — Disti-ibutors 
Lines  Oversold — Radio  Aids  Re 


Open  Many  New  Agencies — Some 
cord  Sales — News  of  the  Month 


Minneapolis  and  St.  Paul,  Minn.,  April  6. — 
With  talking  machine  dealers  makins  every  le- 
gitimate bid  for  business,  sales  are  showing  a 
distinct  improvement  over  the  quiet  Winter 
months.  Easter  trade  has  been  good,  leaving 
in  its  wake  a  long  line  of  satisfied  talking  ma- 
chine dealers  and  pleased  patrons. 

Takes  Over  Victor  Agency 

The  Duluth  Glass  Block  has  taken  over  the 
Victor  agency  formerly  held  by  the  Boston  Mu- 
sic Store,  with  J.  L.  Hoey  managing  the  depart- 
ment. Charles  K.  Bennett,  secretary  and  gen- 
eral manager  of  the  George  C.  Beckwith  Co., 
spent  three  days  in  Duluth  the  middle  of  the 
month  arranging  the  transfer.  Mr.  Bennett  de- 
clares himself  particularly  well  pleased  with  the 
new  agency.  Maier  and  Pattison,  pianists  and 
Victor  artists,  played  at  the  University  of  Min- 
nesota Armory  and  gave  impetus  to  the  sale  of 
their  records. 

Edison  Business  Forges  Ahead 

Business  is  75  per  cent  ahead  of  the  first  quar- 
ter of  last  year,  according  to  Laurence  Lucker, 
Edison  jobber.  Record  sales  are  double  those  of 
last  year  and  Edison  units  are  selling  fast.  As 
soon  as  the  roads  open  up  all  the  Northwest 
dealers  will  get  into  action  for  the  contemplated 
new  trade.  Dealers  from  the  territory  have  vis- 
ited the  Edison  agency  in  great  numbers  during 
the  past  few  weeks. 

Oversold  on  Columbias 

W.  L.  Sprague,  Columbia  distributor,  has  re- 
ceived shipments  of  both  the  console  and  port- 
able types  of  machines  and  he  is  already  over- 
sold on  both  models.  Console  Model  239  is  go- 
ing big,  present  owners  insuring  the  best  sort 
of  advertising.  The  portable  type  of  Columbia, 
filling  as  it  does  all  the  requirements  of  this 
style  of  instrument,  compactness,  appearance, 
dust-proofness  and  the  proper  volume  of  sound 
and  record  carrying  capacity  for  the  out-of- 
doors,  is  already  bringing  in  many  sales.  T. 
Hoffman,  newly  established  Northside  dealer,  is 
doing  a  wonderful  business. 

Cheney  Period  Models  Popular 

Ed  Hoch,  Northwest  Cheney  jobber,  has  a  fair 
sprinkling  of  good  business  spots,  although  buy- 
ing is  a  little  reserved  in  the  agricultural  sec- 
tions. "The  radio  has  been  relegated  to  its 
proper  sphere,"  says  Mr.  Hoch.  "The  home  still 
demands  a  talking  machine,  its  absence  being 
missed  particularly  by  the  housewife;  not  only 
as  a  source  of  entertainment,  but  also  as  a 
beautiful  article  of  furniture."  Mr.  Hoch  attrib- 
utes the  present  popularity  of  the  console  in  the 
phonograph  trade  to  the  fact  that  all  compa- 
nies manufacturing  consoles  are  making  their 
models  of  the  period  type  to  match  the  present- 
day  trend  in  house  furnishings.  The  Cheney 
Co.,  he  points  out,  unlike  other  firms,  has  al- 
ways specialized  in  period  models  in  the  up- 
rights. As  soon  as  the  other  firms  follow  suit 
he  thinks  the  upright  will  return  to  more  favor. 

Manager  Scharer,  of  G.  Sommers  &  Co.,  of 
St.  Paul,  Pathe  distributors,  is  most  optimistic 
and  sees  increasing  sales  ahead. 

Many  New  Okeh  Agencies 

Miss  Egarrs,  manager  of  the  newly  estab- 
lished Consolidated  Music  Co.'s  branch  in  Min- 
neapolis, states  that  trade  in  Okeh  records  is 
hitting  its  stride.    Many  new  agencies  are  be- 


ing placed.  E.  A.  Fearn,  president  of  the  Con- 
solidated Co.,  will  be  in  town  in  the  near  future. 
Many  Dealers  Add  Brunswick 

"Doc"  O'Neill,  Northwest  Brunswick  distrib- 
utor, reports  a  steady  improvement  in  business 
and  a  rapidly  growing  clientele  of  new  dealers 
throughout  the  Northwest.  Harry  Davis,  Sam 
Hilde  and  Fred  Nelson  are  scoring  successes 
every  week  and  the  Brunswick  name  and  fame 
are  being  enhanced  in  this  territory  by  this  well- 
known  trio  of  Brunswick  travelers. 

The  second  Brunswick  shop  under  the  man- 
agement of  Roy  Swanstrom  will  open  shortly 
in  St.  Paul. 

Schoen-Swenson  Co.,  of  Ortonville,  Minn.,  re- 
ports the  sale  of  a  Brunswick  to  the  local  high 
school  in  competition  with  all  the  leading  makes 
of  phonographs. 

The  Falk  Music  Co.,  Northside  Brunswick 
dealer,  reports  an  excellent  sale  on  Isa  Kremer 
records  since  that  artist's  visit  here.  Miss 
Kremer's  spectacular  career  in  war-time  Russia 
was  much  featured  by  the  local  papers.  Both 
Maria  Ivogun  and  Isa  Kremer  scored  successes 
during  their  appearance  here. 

The  Majestic  Music  Co.,  Brunswick  dealer  in 
downtown  Minneapolis,  is  having  a  sign  painted 
on  the  side  of  its  Seventh  street  store  that 
promises  to  be  both  artistic  and  novel. 
What  Edison  Dealers  Are  Doing 

H.  L.  Dahners,  the  live-wire  Edison  dealer 
from  Mandan,  N.  D.,  was  a  visitor  to  Minne- 
apolis recently.  He  says  business  in  his  com- 
munity is  very  good  and  he  expects  to  open  up 
a  new,  larger  store  on  April  20. 

Si  Poppler,  well-known  Edison  phonograph 
dealer  and  cartoonist  from  Grand  Forks,  N.  D., 
had  quite  a  visit  at  the  office  of  Laurence  H. 


Lucker,  Edison  distributor,  last  month.  He 
reports  that  business  is  good  and  expects  it  to 
be  much  better  just  as  soon  as  the  roads  open 
and  his  men  are  able  to  get  out  into  the  coun- 
try and  canvass. 

The  Minnesota  Phonograph  Co.,  Minneapo- 
lis, had  a  splendid  exhibition  at  the  Builders' 
Exposition.     Several  sales  were  made  and  a 
number  of  excellent  prospects  were  secured. 
Radio  Aids  Record  Sales 

Radio  is  a  valuable  adjunct  to  the  phonograph 
trade,  conclude  Twin  City  merchants.  Roy 
Swanstrom,  manager  of  the  Brunswick  Shop,  of 
St.  Paul,  is  broadcasting  Brunswick  records 
throughout  the  Northwest  nightly  and  is  meet- 
ing with  an  excellent  response  in  actual  orders 
from  radio  enthusiasts.  Milton  K.  Lowie,  Min- 
neapolis Edison  retailer,  invariably  receives  be- 
tween twenty-five  and  thirty  inquiries  about  rec- 
ords after  every  dance  program  broadcasted  by 
WLAG,  the  Northwest's  premier  radio  station. 
J.  Ferguson,  city  salesman  for  the  Columbia 
Graphophone  Co.,  is  confident  that  record  busi- 
ness will  be  good  this  Summer,  due  partly  to  the 
influence  of  radio  and  the  fact  that  the  phono- 
graph, being  free  from  static,  will  be  resorted 
to  when  atmospheric  conditions  render  radio 
helpless. 

I.  Rosenstein  is  now  back  with  the  Whitney- 
MacGregor  Co.,  operating  both  the  Victrola  and 
radio  departments. 


WM.  DOYLE  WITH  TROUP  MUSIC  HOUSE 


Harrisburg,  Pa.,  April  5. — Wm.  Doyle,  one  of 
the  most  popular  members  of  the  Victor  trade 
in  this  part  of  the  State  and  formerly  associated 
with  Landau's  Music  Store,  Wilkes-Barre,  Pa., 
has  been  appointed  manager  of  the  Victor  de- 
partment of  the  Troup  Music  House  in  this  city. 
Mr.  Doyle  is  closing  an  excellent  business  in 
the  Troup  Victor  department  and  his  thorough 
knowledge  of  Victor  retail  merchandising  will 
undoubtedly  enable  him  to  attain  signal  success 
in  his  new  post. 
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NEW  MODELS 

NEW  PRICES 

The  new  low  priced  Edison  Console'^nd  Upright  models  offer  unusual 
opportunities  to  live  dealers. 

An  Edison  dealership  is  a  prestige  builder — it  makes  your  store  the  musi- 
cal center  of  the  community.   Write  for  dealer's  proposition. 

WE   SERVE   THE  NORTHWEST 

Lucker  Service  Means  100%  Service 

Laurence  H.  Lucker 

Edison  Phonograph  Jobber  Since  1902 


17  South  Sixth  Street 


Minneapolis,  Minn. 


For  Minneapolis 

and  adjacent  territory 
Distributing  Branch 


THE    BRUNSWICK-B  ALKE 

426-28-30  Third  St.,  South 


COLLENDER  CO. 

E.  L.  Kern,  Branch  Mgr. 
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New  List  $75.00 
Model  14 
Brown  Mahogany 
or  Golden  Oak 
Music  Master  Horn, 
record  shelves 


New  List  $100.00 
Model  17 
Brown  Mahogany  or 

American  Walnut 
Kound  Ivory  Horn, 
record   shelves,  gold 
equipment. 


New  List  $125.00 
Model  ^0 
Brown  Mahogany  Only 
Music  blaster  Horn 
No.   44    Motor,  record 
album  fliingr  device. 
All   exposed   parts  gold 
plated. 


No  Better  Tone  Instrument 
In  the  World 

::^Two^ 

High  Grade  Lines  of  Phonographs 
With  a  Price  That  Will  Sell 

Every  instrument  on  this  page  is  ex- 
ceptionally good,  regardless  of  price, 
with  the  house  back  of  it  for  years. 

We  offer  you  phonographs  that  are 
masterful  in  their  perfection  of  high 
grade  cabinet  work,  exquisitely 
finished  by  skilled  workmen,  and 
when  you  sell  one  of  these  perfect 
tone  producing  instruments,  you 
prepare  the  way  for  another  sale. 

The  more  closely  you  analyze  our 
high  grade  construction,  combined 
with  perfect  tone  quality,  the  more 
fully  will  you  realize  its  unqualified 
value. 

Write  us  for  our  net  prices,  which 
are  exceptionally  low  in  large  or 
small  quantities  of  either  line. 

Player -Tone  Talking  Machine  Co. 

Office  and  Salesrooms 

967  Liberty  Avenue         Pittsburgh,  Pa. 


$75.00 
Model  701 
Mahogany  Only 


$100.00 
Model  311 
Oak  or  Mahogany 


'$110.( 
Model  314 
Oak,  Mahogany  or  Walnut 


70 


THE   TALKING   MACHINE  WORLD 


April  15,  1923 


\Jalch  ; 
this  Baby 


M  I  LW  A  U  K  E  E 


General  Business  Nofmal — Easter 
— G.  J.  Schneider  in  New  Post- 


Prospects  Hit  by  Bad  Weather 
-Other  Important  Happenings 


Milwaukee,  Wis.,  April  9— The  first  days  of 
real  Spring,  although  nearly  a  month  late  in 
arriving,  are  helping  the  talking  machine  trade 
lift  itself  out  of  a  rut  into  which  it  was  virtually 
'pushed  during  the  month  of  March  by  the  worst 
siege  of  midwinter  weather  that  this  territory 
has  ever  experienced.  In  the  first  few  days  of 
April  a  very  gratifying  business  has  been  done 
by  retail  merchants,  as  distinguished  from  a 
rather  hesitating  character  of  demand  "in  the 
month  previous.  Prospects  for  the  remainder 
of  the  month  are  considered  very  good,  and 
dealers  are  banking  on  an  active  Summer  trade 
as  well. 

In  common  with  other  retail  merchants,  talk- 
ing machine  dealers  were  disappointed  with 
Easter  business,  for  in  the  two  weeks  just 
preceding  the  holiday,  in  which  all  merchants 
expect  to  pile  up  a  seasonal  volume  second  only 
to  Christmas  business,  the  weather  made  it 
almost  impossible  to  transact  even  a  normal 
trade. 

It  has  often  evoked  smiles  among  talking 
machine  men  when  they  were  asked  if  weather 
had  anything  to  do  witfi  their  business,  but 
they  are  now  pretty  well  convinced  that  enough 
weather  will  affect  anything.  Even  the  manu- 
facturing end  of  the  trade  admits  it,  after  going 
along  three  or  four  weeks  with  every  other  day 
bringing  a  blizzard  which  interrupted  wire  and 
mail  communication  and  made  it  almost  impos- 
sible to  work  motor  trucks  through  drifts,  while 
railroad  traffic  was  badly  hampered. 

Increasing  Demand  for  Victrolas 

"It  was  a  terrible  siege,  but  happily  we  are 
again  in  the  open,"  said  Harry  A.  Goldsmith, 
secretary  and  sales  manager  of  the  Badger  Talk- 
ing Machine  Co.,  Victor  wholesaler.  "April 
business  has  opened  nicely,  and  I  must  say  after 
the  sharp  handicaps  of  March  we  are  certainly 
glad  of  an  opportunity  to  make  up  for  lost  time. 
There  is  a  good  demand  for  Victrolas,  especially 
in  the  console  styles,  and  our  Victor  record 
business  is  the  heaviest  we  have  ever  known. 
Deliveries  from  the  factory  have  improved  after 
the  many  delays  in  freight  and  express  move- 
ments as  the  result  of  the  storms.  Orders  from 
our  retail  trade  in  Wisconsin  and  Upper 
Michigan  since  April  1  lead  us  to  believe  that 
the  dealers  did  a  much  better  business  than 
they  hoped  for  prior  to  Easter,  and  their  stocks 
need  fairly  heavy  replenishment."    Retailers  of 


the  Victor  line  in  Milwaukee  express  themselves 
as  particularly  pleased  with  the  business  of 
their  record  departments. 

Selling  Many  Sonora  Portables 

A.  F.  Kiefer,  assistant  to  Fred  E.  Yahr,  presi- 
dent of  the  Yahr  &  Lange  Drug  Co.,  in  charge 
of  the  music  merchandise  department  of  this 
large  jobbing  house,  has  an  optimistic  report 
to  make  concerning  Sonora  wholesale  trade  as 
well  as  Okeh  record  business  with  the  retailers 
in  Wisconsin  and  Northern  Michigan.  Each 
month  so  far  this  year  has  shown  healthy  in- 
creases over  the  corresponding  months  of  1922, 
which  happened  to  establish  high  records,  thus 
making  the  present  situation  one  of  much 
promise,  while  prospects  for  the  Summer  are 
much  better  than  they  were  a  year  ago. 

Sonora  dealers  in  Milwaukee,  like  many  of 
those  representing  other  lines,  have  been  selling 
an  exceptionally  large  number  of  portable  in- 
struments, both  to  flat  dwellers  and  people  who 
own  Summer  cottages  on  the  hundreds  of  inland 
lakes  dotting  the  State.  In  many  cases  the  lake 
colonists- have  been  buying  instruments  now  to 
have  the  enjoyment  of  them  before  proceeding 
to  the  Summer  homes  early  in  June,  after  the 
schools  close. 

Important  New  Brunswick  Dealer 

The  Brunswick  phonograph  and  Brunswick 
records  still  stand  out  as  one  of  the  brightest 
of  the  high-lights  in  any  picture  portraying  the 
condition  of  business  in  this  territory.  Thomas 
I.  Kidd,  manager  of  the  local  branch  of  the 
Brunswick,  justly  boasts  of  one  of  the  highest 
grade  dealer  organizations  enjoyed  by  any 
similarly  high-grade  line  of  merchandise,  and 
this  has  been  selling  goods  so  well  that  new 
high-water  marks  are  being  established  every 
month.  Brunswick  record  business  is  especially 
brisk,  and  in  a  great  many  of  the  popular  num- 
bers back  orders  jfre  the  largest  ever  known.  A 
new  Brunswick  account  recently  established  is 
that  of  the  Kesselman-O'Driscoll  Co.,  517-519 
Grand  avenue,  one  of  the  largest  and  most  com- 
plete music  houses  in  the  State. 

New  Type  Columbia  Record  Pleases 

The  new  type  Columbia  record  is  having  a  big 
sale  in  Milwaukee  and  throughout  the  eastern 
Wisconsin  territory,  while  stocks  of  the  old 
type  have  become  practically  exhausted,  giving 
a  clear  field  for  the  laminated  disc.  Sales  of 
the  Grafonola  are  mounting  right  along,  and 


the  Columbia  line  as  a  whole  is  coming  into  its 
own  in  a  vigorous  manner.  The  Edmund  Gram 
Music  House,  now  one  of  the  leading  Columbia 
dealers  in  this  city,  has  experienced  a  remark- 
able run  of  trade  in  the  short  time  it  has  had 
this  representation.  Gram's  also  is  doing  a  fine 
business  in  the  Cheney. 

Edison  Business  Active 

Edison  instrument  and  record  business  in 
Wisconsin  is  active  both  in  a  wholesale  and 
retail  way.  One  of  the  latest  connections  estab- 
lished by  the  Milwaukee  Edison  branch  is  that 
with  the  Avenue  Music  Store  in  the  so-called 
"junction"  district  of  Racine,  Wis.  M.  J.  Hetzel- 
berger,  proprietor  of  the  store,  is  making  the 
slogan  "An  Edison  in  Every  Home"  a  fact. 
New  Post  for  George  J.  Schneider 

George  J.  Schneider,  for  several  years  asso- 
ciated with  the  Badger  Talking  Machine  Co., 
Victor  jobber,  is  now  general  manager  of  the 
music  departments  of  the  three  large  stores 
operated  hy  Edward  Schuster  &  Co.  in  this  city. 
The  Schuster  stores  have  been  handling  the 
Victor  line  exclusively  in  the  talking  machine 
section  for  some  time,  but  until  recently  also 
handled  pianos.  However,  all  attention  will 
now  be  concentrated  on  Victrolas.  Theodore 
G.  Lehrner,  formerly  manager  of  the  depart- 
ments, is  now  connected  with  the  selling  staff 
of  the  Edmund  Gram  Music  House. 

A  New  Corporation 

The  Thiery  Piano  and  Phonograph  Co.  is  a 
new  Milwaukee  corporation,  with  $50,000  capital, 
organized  by  J.  B.  Thiery,  who  some  time  ago 
resumed  business  as  a  wholesale  and  retail 
music  merchant,  in  the  Matthews  Building,  307 
Grand  avenue.  Mr.  Thiery  was  for  many 
years  engaged  in  the  wholesale  business  as  the 
J.  B.  Thiery  Co.,  merchandising  pianos  and  reed 
organs  largely  by  mail. 

Appearance  of  Kreisler  Helps  Record  Sciles 
■  Kreisler  records  had  a  tremendous  sale  im- 
mediately before  and  after  the  appearance  of 
the  famous  violinist  in  Milwaukee  on  March  18. 
The  Pabst  Theatre  was  packed  to  the  very 
limits  prescribed  hy  the  fire  laws  by  the  crowds 
that  demanded  to  hear  him  in  person.  The 
audience  crowded  behind  as  well  as  in  front  of 
him;  it  was  necessary  to  seat  many  on  the  stage. 
Music  Houses  Plan  Exhibits 

Although  the  dates  of  the  fifth  annual  Mil- 
waukee Food,  Household  and  Electrical  Expo- 
sition in  the  Auditorium,  October  15  to  21, 
1923,  are  yet  nearly  eight  months  away,  fourteen 
music  houses  already  have  reserved  space,  ac- 
cording to  official  announcement.  The  makes 
represented  include  the  Victor,  Brunswick,  Edi- 
son, Sonora,  Vocalion,  Columbia,  Okeh  records 
and  others.  The  Milwaukee  Victor  Dealers' 
Association  again  will  present  a  group  exhibit. 
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TheBigSongHit 

Up  She  Goes! 
TheBigShowHit 


THENEW'AUCE  BLUE  GOWN  fc/tKe  sameVriters- 


Music  by  Harry  T.erney  V.thanyraSTson|^ 
Lyrics  by  Joseph  McCarthy 
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THE  illusion  of  reality  is  at 
its  best  when  music  is 
reproduced  by  the  Steger 
Phonograph.  The  wonderful  Steger 
tone-chamber  of  even-grained 
spruce,  and  the  unique,  patented, 
adjustable  tone-arm  make  perfect 
rendition  of  every  disc  record 
certain. 

The  Steger  is  famed  for  the 
sparkling  vivacity  and  life-like  fidel- 
ity with  which  it  reproduces  the 
music  of  voice  or  instrument.  With' 
out  any  troublesome  parts  to 
change,  the  Steger  plays  all  makes 
of  disc  records  correctly. 

Full  measure  of  success  in  retail- 
ing phonographs  is  enjoyed  by  the 
dealer  who  emphasizes  the  happi- 
ness and  pleasure  which  good  music 
brings  to  the  home.  To  the  mer- 
chant who  gains  customers  in  this 
way,  the  artistic  Steger  is  an  inval- 
uable selling  asset. 

INSURE  YOUR  SUCCESS! 

The  more  you  study  this  incom- 
parable phonograph,  the  more 
readily  will  you  recognize  its  sales 
advantages.  The  Steger  is  backed 
by  a  profitable  merchandising  plan 
that  adds  immeasurably  to  the  value 
of  Steger  representation. 

Desirable  territory  available. 
Write  today  for  details  of  the  Steger 
jiroposition  and  a  copy  of  the  Steger 
.Style  Brochure. 

Phonograph  Division 

STEGER  &  SONS 

Piano  Manufacturing  Company 
Established  by  John  V.  Steger,  1879 
Steger  Building,     -      -      CHICAGO,  ILL. 
Factories:  Steger,  Illinois,  where  the  "Lincoln" 


and  "Dixie"  Highways  tneet, 

"Ifit'saSteger—it's  the  most  raluahle Piano  in  the  world. 
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YOUR  MIND  IS  AT  REST 

WHEN  YOU  SELL  THE  BEST 

The  New  EDISON  Phonograph  when  sold— stays  sold 

BUILDS  UP  YOUR  BUSINESS 
Write  for  Agency 

Southwestern 


EDISON  DISTRIBUTORS 
ST.  LOUIS,  MO. 


ing  the  fourth  floor  of  the  Olive  street  build- 
ing has  been  remodeled  for  the  machines  and 
the  office.  The  machines  handled  are  the  Arto- 
phone  and  the  Strand.  Edwin  Schiele  and  his 
son,  Herbert,  who  conduct  the  business,  are 
planning  for  a  great  increase  next  Fall. 
George  Standke  in  New  Post 
George  Standke,  formerly  of  Kansas  City,  and 
for  the  past  month  manager  of  the  talking  ma- 
chine and  piano  departments  of  the  Famous  & 
Barr  Co.,  resigned  April  1  to  take  a  position  as 
manager  of  the  talking  machine,  record  and 
radio  departments  of  the  Kieselhorst  Piano  Co., 
succeeding  Theodore  Maetten,  who  resigned  to 
take  a  position  with  the  Aeolian  Co.  Mr. 
Standke's  successor  has  not  been  announced, 
but  is  understood  to  be  a  Chicago  man,  who 
will  take  charge  some  time  during  the  next 
week. 

Otto  Heineman,  president  of  the  General 
Phonograph  Corp.,  was  a  recent  visitor  to  St. 
Louis. 

Koerber-Brenner  Dealers  Meet 

Thirty-eight  people  attended  the  monthly 
meeting  of  Koerber-Brenner  Victor  dealers 
After  a  very  enjoyable  dinner  and  informal  dis- 
cussion of  business  conditions  A.  W.  Hosier, 
manager  of  the  Scruggs-Vandervoort-Barney 
Dry  Goods  Co.'s  phonograph  department,  was 
presented  as  the  dealer  of  the  evening.  He  an- 
nounced his  shop  open  and  himself  ready  for 
business.    George  Neville,  manager  of  the  Hell- 


■5  A  I  N  T    L  0  U  I  S 

Trade  Future  Looks  Healthy — Important  H appenings  JVith 
Leading  Distributors — Recent  Managerial  Changes — The  Nezvs 


St.  Louis,  Mo.,  April  8. — March  ended  well 
and  April  has  opened  most  auspiciously.  March 
was  indeed  quite  a  satisfactory  month  to  prac- 
tically all  of  the  talking  machine  dealers.  Ma- 
chine sales  eased  up  a  little  toward  the  end  of 
the  month,  due  to  the  concentration  of  feminine 
attention  upon  -  Easter  things,  but  there  was  a 
marked  increase  in  record  sales  which  went  far 
toward  making  up  for  the  slowing  up  of  ma- 
chine sales.  The  month  as  a  whole  was  far 
ahead  of  March  a  year  ago.  Some  dealers  said 
it  was  twice  as  good.  The  talking  machine 
business  seems  to  be  recovering  from  the  tem- 
porary slackness  into  which  it  was  thrown,  to 
some  extent,  by  the  radio  enthusiasm. 

Widener's  Adds-  Victor 

Widener's  Grafonola  Shop,  exclusively  Co- 
lumbia since  it  opened  in  St.  Louis,  has  now 
taken  on  the  Victor  line  in  addition  to  the  Co- 
lumbia. Manager  H.  J.  Arbuckle  says  there 
were  so  many  inquiries  for  the  Victor  that  the 
addition  of  the  line  became  imperative.  March 
was  a  good  month  at  the  Shop,  with  the  strong- 
est demand  for  medium-priced  consoles.  The 
store  has  been  redecorated,  the  woodwork 
enameled  in  white,  the  floors  done  over  and 
new  rugs  placed  in  the  booths,,  making  it  one  of 
the  most  attractive  retail  places  on  Olive  street. 
E.  D.  Follin,  supervisor  of  the  Widener  Shops, 
was  here  a  few  days  in  connection  with  the  in- 
auguration of  the  Victor  service. 

Frank  Augustine  Made  Manager 

Frank  Augustine  has  been  made  manager  of 
the  talking  machine  and  piano  departments  of 
the  P.  A.  Starck  Piano  Co.,  succeeding  Robert 
Cone,  who  will  go  into  the  radio  business. 
Big  Edison  Trade  at  Silverstone  Co. 

The  March  business  at  the  ^tore  of  the  Silver- 
stone  Music  Co.  increased  50  per  cent  over  the 
corresponding  month  last  year.  Manager  Paul 
Gold,  of  the  retail  department,  attributes  it  to 
the  new  models  and  the  generous  terms  which 
the  firm  allows  to  patrons.  The  big  seller  for 
the  month  was  the  $175  Edison  console.  Me- 
dium-priced phonographs  had  the  call  over  the 
more  expensive  ones.  L.  M.  Schlude  was  high 
man  for  the  month,  with  forty-one  sales  to  his 
credit.  A  campaign  on  sacred  records  moved 
more  in  the  month  than  had  been  sold  in  the 
previous  six  months.  A  special  bulletin  of  old 
and  new  numbers  was  sent  to  all  Edison  owners. 
Results  were  definite.  Manager  Gold  says  60 
per  cent  of  the  callers  came  with  the  lists  in 
their  hands.  One  mail-order  was  received  for 
the  complete  list  of  thirty  numbers.  A  prize 
was  offered  the  salesgirls  for  the  largest  sales  of 
sacred  records  made  more  than  a  year  ago  and 
this  greatly  stimulated  the  movement  of  old 


records.  Manager  Gold  thinks  that  between 
500  and  600  were  moved  out  which  would  other- 
wise have  stuck  on  the  shelves.  Tlie  Silver- 
stone  store  was  redecorated  just  before  Easter 
and  presents  a  greatly  rejuvenated  appearance. 

Myron  Goldberg,  vice-president  of  the  Silver- 
.■^tone  Music  Co.,  has  returned  from  a  visit  to  a 
number  of  points  in  the  East. 

G.  Manne,  traveling  in  Georgia  for  the  Silver- 
stone  Music  Co.,  is  sending  in  an  average  of 
three  new  accounts  each  week. 

Artophone  Co.  Rents  Additional  Space 

T'lc  ArtDpli.one  Co.,  1103  Olive  street,  jobber 
for  Okeh  records,  has  found  it  necessarj',  be- 
cause of  rapidly  increasing  business,  to  rent  a 
building  at  1213  Pine  street  for  its  wholesale 
record  business  exclusively.  In  the  past  three 
months  the  firm's  record  movement  has  more 
than  doubled.  The  firm  supplied  Missouri,  Kan- 
sas, southern  Illinois,  Oklahoma,  Arkansas, 
western  Tennessee  and  Kentucky  from  the  St. 
Louis  store  and  the  Kansas  City  branch.  Three 
travelers  are  kept  on  the  road.  Following  the 
removal  of  the  records  to  the  Pine  street  build- 


You  Can  Depend  on  Us 


for  the  kind  of  service  that  a  live  dealer  demands  from 
a  distributor.  Our  stock,  complete  and  right  up-to-date, 
enables  us  to  supply  you  with  any  quantity  of  Okeh 
records — and  we  ship  out  your  order  the  same  day  it  is 
received. 

We  have  the  reputation  of  being  honest  to  deal  with  and 
ready  to  co-operate  with  our  dealers  in  every  way.  We 
want  to  add  dealers  to  our  list  who  are  looking  for  quick 
sales  and  good  profits — the  kind  of  dealers  who  will  act 
with  us  for  our  mutual  benefit. 

Just  as  examples  of  records  that  have  a  rapid  turnover 
and  bring  a  substantial  profit,  we  suggest  the  following 
popular  hits  of  the  day: 

8047— Down  Hearted  Blues 

You  Missed  a  Good  Woman  When 
You  Picked  All  Over  Me 


The  Record  *  <tu»l«y 


} 


Eva  Taylor 


8049— The  Trixie  Blues  Lizzie  Miles 

12th  Street  Rag    Eva  Taylor 

THE  ArtopVione  corporation 

1103  Olive  Street  St.  Louis,  Mo. 

New  Kansas  City  Branch  Office 
Kansas  City  Life  Bldg.  Kansas  City,  Mo. 

The  Records 
^gQuality 


Kansas  City  Lite  tildg.  Kansas 

Records 
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Good  baritones  are  as  rare  as  Egyptian  Pharaohs.  But  even  the 
glories  of  old  King  Tut  had  nothing  on  the  voice  of  Oscar  Seagle, 
that  is  discovered  in  Record  A-3824. 

"1  se  Gw^ine  Back  to  Dixie"  and  "A  Banjo  Song"  will  make  you 
forget  there  are  any  other  baritones  in  the  v^^orld.  Your  search 
for  perfection  ends  right  here. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


rung  &  Grimm  Victrola  department,  appeared 
as  the  first  customer.  A  selling  exhibition  oi 
exceptional  merit  followed  in  which  Mr.  Hosier 
sold  Mr.  Neville  a  Victrola  No.  100  with  a  large 
down  payment  and  interest,  although  he  had 
come  in  to  buy  an  80  at  $5.00  down  and  $5.00  a 
month,  as  advertised.  The  comparative  quality 
of  the  instruments  and  the  explaining  of  the 
interest  to  the  customer  were  especially  well 
presented.  Ever>'one  present  considered  this 
quite  the  most  interesting  meeting  of  the  series. 

In  the  record-guessing  contest  Fred  Lehman 
had  a  score  of  70  per  cent  correct  on  the  March 
records  and  C.  B.  Gilbert,  of  Koerber-Brenner 
Co.,  of  60  per  cent. 

At  the  next  month's  meeting  on  April  25  a 
record-selling  exhibition  will  be  presented  by 
three  young  ladies  from  Scruggs- Vandervoort- 
Barney. 

T.  Maetten  With  Aeolian  Co. 

Theodore  Maetten,  for  over  twenty  years  with 
the  Kieselhorst  Piano  Co.  and  for  the  past  five 
years  manager  of  the  Victrola  department,  has 
resigned.  He  will  be  associated  in  the  future 
with  the  Aeolian  Co.,  of  St.  Louis.  Mr.  Maetten 
will  be  greatly  missed  by  Victrola  people  of  St. 
Louis,  for  his  hearty  laugh  was  seldom  absent 
from  a  Victor  meeting  and  his  smile  smoothed 
many  rough  spots.  The  good  will  of  the  trade 
goes  with  him  wherever  he  is. 

C.  L.  Child  Now  Proprietor 

The  Talking  Machine  Shop,  of  Maplewood,  an 
exclusive  Victor  store,  which  was  opened  in  the 
Fall  of  1922  by  V.  Grossman,  was  sold  by  him 
to  C.  L.  Child.  Mr.  Child  has  had  long  experi- 
ence in  the  business,  having  been  with  the  Bald- 
win Piano  Co.  for  nine  years.  He  is  being  wel- 
comed to  the  Victor  field  by  other  dealers. 
Sells  Six  Machines  to  Schools 

Miss  Grace  Maxey,  of  the  J.  N.  Johnson  Co., 
Mt.  Vernon,  111.,  has  just  sold  six  Victrolas  to 
the  Mt.  Vernon  School,  each  accompanied  by  a 
set  of  Victor  Health  Exercises.  Miss  Maxey's 
Saturday  morning  children's  classes  are  growing. 
News  Gleanings 

At  Alton,  111.,  in  the  Kieselhorst  Victor  Shop, 
the  percentage  of  Red  Seal  business  has  been 
increased  275  per  cent  in  the  last  three  weeks 
by  a  system  of  bonuses,  prizes,  etc. 

Miss  Ollie  Dilday,  late  of  the  phonograph  de- 
partment of  the  Jamerson  Piano  House,  of  East 
St.  Louis,  is  now  in  charge  of  the  Victor  de- 
partment of  the  Herz  store,  of  Terre  Haute, 
Ind. 

Mr.  and  Mrs.  L.  F.  Parrish,  Victor  dealers 
of  Metropolis,  111.,  were  Koerber-Brenner  call- 
ers  recently.     Mr.    Parrish  has  just  returned 


from  a  two  and  a  half  months'  stay  at  Hot 
Springs,  Ark. 

Miss  Marion  Cartwright  took  up  her  new 
duties  at  the  Smith-Reis  Piano  Co.  on  April  1. 
She  had  been  for  four  years  with  the  Kiesel- 
horst Piano  Co. 

Manager  Horning,  of  the  Stix,  Baer  &  Fuller 
talking  machine  and  piano  departments,  has  re- 
turned from  a  trip  to  the  East,  which  was  partly 
business  and  partly  vacation. 

Miss  Iva  Clayman,  of  the  record  department 
of  the  Smith-Reis  Piano  Co.,  has  resigned  her 
position  to  be  married. 


ANNOUNCES  NEW  PORTABLE  "TALKER" 

Health  Builders,  Inc.,  Enter  Talking  Machine 
Field  With  New  Portable  Known  as  "Camp- 
Fone" — Large  Initial  Orders  Received 


VICTOR  LINE  FOR  DeMOLL  &  CO. 


Washington  Music  House  Carries  Full  Line  of 
Victrolas  and  Victor  Records 


Washington,  D.  C,  April  3. — A  complete  line 
of  Victor  talking  machines  and  records  has  been 
stocked  by  O.  J.  DeMoll  &  Co.,  at  Twelfth  and 
G  streets.  Northwest,  Washington,  D.  C,  and 
from  now  on  this  firm  will  carry  Victrolas  and 
Vocalions  in  all  models,  and  Victor  and  Vo- 
calion  records,  in  addition  to  a  complete  stock 
of  Steinway  and  Weber  Duo-Art  pianolas.  A 
public  announcement  of  the  opening  of  the  Vic- 
trola department  was  made  on  March  31,  but 
the  formal  opening  will  be  postponed  for  sev- 
eral weeks  pending  the  completion  of  a  series 
of  demonstration  booths  and  a  remodeling  of 
the  record  department.  At  the  opening  on 
March  31  the  Victor  Co.  sent  down  a  very  beau- 
tiful basket  of  flowers,  besides  being  repre- 
sented by  J.  H.  Macdonald  and  W.  T.  Davis, 
of  the  wholesale  and  district  sales  departments, 
respectively. 


Health  Builders,  Inc.,  New  York  City,  well- 
known  throughout  the  talking  machine  industry 
as  the  producer  of  Health  Builder  sets  of  Walter 
Camp's  "Daily  Dozen"  set  to  music,  and  the 
Health  Builder  "Weight  Reducing"  course,  has 
now  entered  a  new  field  in  this  same  trade. 
Announcement  has  been  made  from  the  head- 
quarters of  the  company  of  the  advent  of  a 
portable  talking  machine  to  be  known  as  the 
"Camp-Fone."  Listed  at  the  popular  price  of 
$25  and  with  the  many  merits  claimed  for  it, 
it  is  expected  that  the  demands  for  this  new 
portable  will  be  very  large.  Weighing  only 
fifteen  pounds  and  of  compact  construction,  the 
"Camp-Fone"  is  conveniently  portable.  It  is 
equipped  with  a  ten-inch  turntable  and  high- 
class  hardware  and  also  has  a  covered  needle 
cup.  A  particular  feature  of  the  "Camp-Fone" 
is  a  new  patented  tone  arm  which  is  not  de- 
tached, but  may  be  played  as  soon  as  the  lid 
is  raised.  Another  feature  is  the  distinctive 
album  with  which  the  "Camp-Fone"  is  equipped. 
This  album,  containing  pockets  for  six  double 
disc  records,  is  of  diflferent  construction  than 
the  familiar  type  of  record  album.  It  is  so  made 
that  it  may  be  set  up  on  end  as  an  easel,  pro- 
viding easy  access  to  the  records.  Initial  orders 
for  over  1,000  machines  have  been  secured  from 
samples  shown  and  it  is  expected  that  when 
this  new  portable  is  placed  on  the  market  in 
quantities  it  will  meet  with  immediate  favor  in 
the  trade. 


MAX  LANDAY  GOLFED  IN  BERMUDA 


HOOVER  PLANS  RADIO  REGULATIONS 


Max  Landay,  president  of  Landay  Bros.,  Inc., 
operating  a  chain  of  talking  machine  establish- 
ments in  metropolitan  New  York  and  surround- 
ing communities,  and  Julian  Shields,  general 
sales  manager  of  the  Berliner  Gramophone  Co., 
of  Canada,  Ltd.,  returned  last  week  from  a  short 
vacation  to  Bermuda,  where  Mr.  Landay  golfed 
and  enjoyed  the  invigorating  breezes  from  the 
Atlantic. 


Further  plans  for  the  second  National  Mer- 
chandise Fair  were  agreed  upon  when  the  ex- 
port committee  of  the  fair  held  a  meeting  at 
the  headquarters  of  the  National  Retail  Dry 
Goods  Association,  200  Fifth  avenue.  New  York, 
recently. 


Washington,  D.  C,  April  8. — Secretary  of  Com- 
merce Hoover  made  public  this  week  recom- 
mendations of  the  recent  radio  conference,  and 
announced  regulations  which  the  department 
will  adopt  to  eliminate  jamming  the  air  with 
messages. 

The  report  of  the  conference  recommends 
making  available  all  wave  lengths  from  222  to 
545  metres  for  public  broadcasting,  the  various 
possible  wave  lengths  to  be  assigned  to  different 
stations  in  order  to  reduce  direct  interference 
and  to  build  up  zonal  regions  of  distribution. 


There  is  a  time  for  work  and  a  time  for  play. 
He  is  short-sighted  who  plays  during  his  work- 
ing hours,  unless  he  makes  play  of  his  work. 


PHONOGRAPHS 


For  St.  Louis 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

915-19  N.  Sixth  St.  R.  W.  Jackson,  Branch  Mgr. 
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[Euitor's  Note. — This  is  the  twenty-fifth  of  a  series 
of  articles  by  William  Braid  White,  devoted  to  the  vari- 
ous interestincT  opportunities  which  prevail  in  the  domain 
of  education  for  the  retailer  of  talking  machines.  The  sub- 
ject is  one  of  ?reat  interest  and  we  commend  these  articles 
to  the  consideration  of  all  who  are  devoting  attention  to 
the  featuring  and  developing  of  the  musical  possibilities 
of  the  talking  machine.] 

SIGNS  OF  THE  NEW  ERA 

Those  who  read  The  Talking  Alachine  World, 
from  first  page  to  last  each  month,  doubtless 
can't  have  escaped  perusing  the  letter  from  this 
paper's  London  correspondent,  and  are  there- 
fore aware  that  a  few  months  ago  the  Gramo- 
phone Co.  of  London,  in  which  the  Victor 
Talking  Machine  Co.  is  financially  interested, 
brought  out  something  in  the  way  of  recording 


quite  new,  quite  unprecedented  and  quite  unique. 
It  was  no  more  nor  less  than  a  whole  piano 
concerto,  from  first  note  of  opening  movement 
to  last  chord  of  finale,  without  a  note  left  out, 
and  with  solo  and  orchestral  parts  done  by  emi- 
nent artists.  In  this  case  it  was  the  famous 
English  pianist,  Frederic  Lamond,  who  has  re- 
cently been  playing  in  this  country,  with  the 
Albert  Hall  Orchestra,  of  London,  conducted 
by  Eugene  Goossens,  one  of  the  most  eminent 
of  the  younger  British  conductors.  The  job 
takes  five  double-faced  12-inch  records. 

I  ask  the  reader  to  think  this  over  for  a  mo- 
ment. Meanwhile,  let  me  point  out  that  the 
Victor  Co.  has  brought  out,  in  records  orig- 
inally made  by  the  Gramophone   Co.,  a  com- 


plete rccordnit;  of  Liszt's  Fourteenth  Hun- 
garian Rhapsody,  for  piano  and  orchestra,  on 
three  double-faced  12-inch  records.  Okeh  an- 
nounces Schubert's  Unfinished  Symphony  com- 
plete, -without  a  note  eliminated.  Here  are 
some  more  things,  and  very  notable  things  to 
think  about. 

Granted  that  the  recording  of  the  Emperor 
concerto  is  the  stififest  piece  of  work  which  has 
been  done  yet  in  this  way,  we  have  to  admit 
that  all  the  numbers  mentioned,  together  with 
others  that  could  easily  be  thought  of,  con- 
stitute a  very  interesting  and  significant  set 
of  facts,  with  much  more  to  it  than  appears  at 
first  sight. 

Truncated  Recordings 

Classic  music  recording  is  no  new  thing  of 
itself,  of  course.  But  classic  music  recording 
has  been  a  thing  of  Shreds  and  patches.  We 
have  had  to  put  up  with  mutilated  movements 
and  truncated  passages,  because  it  has  been  felt 
that  there  was  too  much  risk  involved  in  at- 
tempting to  produce  musical  works  of  which  the 
contents  exceeded  the  carrying  capacity  of  one 
double-faced  12-inch  record  at  the  most. 

What  then  has  happened?  It  is  plain  to  see 
that,  both  here  and  abroad,  record  manufac- 
turers have  discovered  that  the  popular  musical 
taste  is  improving  to  such  an  extent  that  it  is 
now  safe  to  ask  people  to  buy  extended  works 
calling  for  two,  three  or  four  records.  This  not 
merel)'^  means  that  the  money  cost  becomes 
greater,  but  also  that  the  purchaser  must  take 
the  trouble  to  stand  by,  ready  to  change  records 
instantly,  if  the  whole  work  is  to  be  heard  at 
one  time.  Now  this  argues  that  people  are 
interested  in  certain  good  music,  interested 
enough  to  go  to  a  lot  of  expense  and  trouble 
to  hear  it.  And  when  great  business  houses 
begin  to  believe  this  and  to  invest  money  in 
their  belief  it  is  evident  that  a  new  phase  of  the 
public  attitude  towards  good  music  is  at  hand. 
Conditions,  Not  Theories 

We  are  dealing  with  conditions,  not  with 
theories.  The  talking  machine  trade  has  been 
unfortunate  in  having  one  of  its  elements  always 
so  very  far  ahead  of  all  the  others.  There  never 
has  been  a  time  when  the  manufacturing  end  of 
the  industry  has  not  been  five  years  ahead  of 
the  retail  end  in  imagination  and  in  vision.  We 
have  now  a  case  in  point.  It  is  deplorable  to 
say  it,  no  doubt,  but  any  one  who  knows  the 
rank  and  file  of  dealers  knows  well  that  to  only 
a  minority  will  the  story  I  am  telling  make  any 
present  appeal,  or  have  any  present  interest. 
Yet  the  facts  disclosed  are  like  just  so  many 
straws  showing  that  the  wind  is  blowing  in  a 
certain  direction.  The  wise  man  will  follow 
that  wind,  no  matter  where  it  may  seem  to  be 
leading  him,  for  he  will  know  that  the  wind 
may  have  blown  one  way  yesterday  and  yet 
blow  in  quite  another  way  to-day. 

Concrete  Possibilities 

The  moment  is  at  hand  to  take  advantage  of 
the  incontestable  fact  that  the  musical  taste  of 
the  people  is  on  the  up-grade.  The  wise  mer- 
chant is  he  who  sees  this  and  proceeds  to  make 
use  of  it.  As  before,  of  course,  demonstration 
surpasses  all  methods  of  telling  the  talking 
machine's  story,  and  the  new  series  of  records 
which  are  now  coming  out,  as  described  in  the 
beginning  of  these  observations,  offers  an  en- 
tirely new  weapon  of  demonstration.  It  is 
becoming  possible,  that  is  to  say,  to  give  to  the 
musically  minded  in  one's  community  whole 
programs  precisely  similar  to  the  instrumental 
programs  given  by  an  orchestra.  Let  us  take 
some  concrete  examples.  The  Gramophone 
people  in  I.,ondon  have  recently  brought  out 
Beethoven's  C  Minor  Symphony  complete  on 
(we  believe)  five  double-faced  records.  Without 
a  doubt  this  will  sooner  or  later  find  its  way 


StiBBLE  Books 

"that  Sing" 


Start  A  Bubble  Book  Hour 
In  Your  Store 

Start  a  BUBBLE  BOOK  hour  in  your  store  one  afternoon  a  week,  say 
from  four  to  five. 

Your  reputation  will  be  established  in  every  home  where  there  are 
children,  for  children  love  the  BUBBLE  BOOKS  "that  sing"  all  their  familiar 
nursery  rhymes  and  games.  They  will  be  drawn  irresistibly  to  your  store 
as  to  the  Pied  Piper. 
They  will  talk  about 
it.  They  will  plead 
for  all  fourteen  of  the 
BUBBLE  BOOKS 
for  their  very  own. 


More  than  1,000  letters  are 
being  received  every  week  by 
us  as  a  result  of  the  broad- 
casting by  radio  of  the  songs 
and  stories  of  the  BUBBLE 
BOOKS.  Let  the  children  who 
write  these  letters  know  that 
the  BUBBLE  BOOKS  can  be 
heard  in  your  store,  too. 
Announce  a  BUBBLE  BOOK 
hour  to  your  customers  and 
lay  in  a  stock  of  the  Books 
"that  sing"  to  refill  your  stand. 


By  RALPH  MAYHEW  and  BURGES  JOHNSON  j^wa^cw 
When  you  sell  one  you  sell  a  habit  and  when  you  sell  a  habit  you're  building  business. 

HARPER  &  BROS.,  Bubble  Book  Division 


Established  1817 


Franklin  Square 


New  York,  N.  Y. 
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If  F  V'^    GRAPHITE  PHONO 

£j  J  £j       1     J   SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good 
Is  prepared  In  the  proper  conslstenry,  will  not  run  out. 
dry   up.   or   become  sticky  or  rancid.     Bemalns  In  Its 

original    form  Indefinitely. 
Put  up  in  1,  5,  10,  25  and  50-pound  cans  for  dealers 
This  lubricant  Is  also  put  up  In  4-ounce  cans  to  retail  at 
25  centa  each  under  tlie  trade  name  of 

FfTDFKA  NOISELESS  talking 

KJ  M\.L^l\t^    MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 

ILSLEY  DOUBLEDAY  &  CO.,  229-231  Front  St.,  NewYork 


into  the  domestic  Victor  lists.  Even  now  the 
Seventh  Symphony  of  the  same  master  is  avail- 
able in  the  regular  Victor  catalog,  complete, 
note  for  note,  save  for  a  couple  of  unnecessary 
repeats.  Take  a  work  like  this,  add  to  it  the 
Hungarian  Fantasy  already  described,  put  in 
the  Meistersinger  Overture  or  the  Tannhaiiser 
(three  records),  add  for  good  measure  Liszt's 
symphonic  poem  "Les  Preludes,"  just  completed 
this  month  in  four  12-inch  records;  spice,  with 
a  couple  of  operatic  scenes  such  as  Caruso's 
big  Pagliacci  scene  and  Massenet's  Elegie  for 
an  encore  (with  Mischa  Elman's  violin  obbligato 
to  boot)  and  what  better  program  could  be 
given  at  any  concert  hall  w'ith  the  seats  at  two 
dollars  per  head? 

The  fact  is  that  we  are  very  quietly  coming 
into  a  new  phase  of  the  talking  machine  busi- 
ness. Here  are  materials  being  provided  for 
concert  demonstrations  of  the  talking  machine 
upon  a  scale  never  before  heard  of.  It  is  ex- 
tremely probable  that  the  present  experiments 
in  this  direction  represent  but  a  start,  and  that 
in  due  course  the  whole  literature  of  symphonic 
music  will  be  carefully  combed  over,  with  result- 
ing selections  representing  the  best  works  of 
ever)'  classic  and  modern  master,  all  rendered 
in  full  without  cuts. 
Instrumental  Recording  Comes  Into  Its  Own 
The  more  one  thinks  about  a  thing  like  this, 
the  more  wonderful  it  becomes.  There  is  no 
end  to  the  possibilities  disclosed.  The  instru- 
mental side  of  recording  has  long  been  neg- 
lected, or,  at  least,  it  has  been  treated  in  a  sort 
of  stepmotherly  manner,  because,  of  course,  the 
dealers  have  not  taken  an  interest  in  it.  But 
now  this  must  change.  The  new  ideas  which 
the  manufacturers  are  having  the  courage  to  set 
forth  must  be  supported,  for  we  cannot  allow 
this  fine  work  to  be  abandoned  through  lack  of 
support.  Every  wide-awake  dealer  ought  to 
acquaint  himself  with  the  wonderful  new  treas- 
ures so  rapidly  becoming  available  and  see  what 
he  can  do  to  put  them  adequately  before  the 
musical  element  in  his  community.  He  will  find 
an  immediate  and  gratifying  increase  in  his 
sales.  Meanwhile,  let  me  acknowledge  my  per- 
sonal indebtedness  to  those  manufacturers  who 
are  doing  this  fine  work  and  my  determination 
to  support  them  to  the  best  of  my  small  ability, 
for  they  see  ahead  and  they  see  that  the  talking 
machine  business  needs  to  be  strengthened  on 
this  important  side.  That  is  why  they  are 
putting  into  the  hands  of  their  dealers  these 
powerful  and  fascinating  new  weapons. 

CLEVER  DISPLAY  SHOWS  PROGRESS 

Northampton,  Mass.,  April  7.— "Twenty-five 
Years  of  Phonograph  Development"  is  the  ap- 
propriate title  of  a  window  display  in  the  store 
of  the  Meisse  Music  Co.,  on  Pleasant  street. 
The  original  phonograph,  with  cylindrical  wax 
record  and  large  horn,  is  shown  in  contrast  with 
the  modern  cabinet  machine  in  which  record 
and  every  bit  of  the  mechanical  workings  are 
hidden  away  from  view.  The  type  of  machine 
which  was  used  when  the  first  disc  records  were 
introduced  is  also  exhibited  and  also  the  later 
type  of  interior  tone  machines.  The  display  is 
attracting  quite  a  lot  of  attention. 

EXPERT  REPAIRING 

of  all  parts  and  makes  of  phonographs 

LOWEST  PRICES -24  HOUR  SERVICE 

Send  as  the  article  to  be  replaced  or 
repaired  by  Parcel  Post  or  Express 

PENN  PHONOGRAPH  CO.  of  N.  Y. 

513  8th  Avenue  New  York 


ADDRESSES  MEETINGS  ON  RECORDS 

Kiwanis  President  to  Record  Short  Address  on 
Brunswick  Records  for  Distribution  to  Other 
Branches  of  the  Organization 

Dubuque,  1a.,  April  6. — Speaking  at  a  meeting 
and  not  being  there  is  to  prove  a  feature  of 
invitations  to  Kiwanis  clubs  to  attend  a  district 
convention  in  Dubuque.  How's  it  going  to  be 
done?  The  president  of  the  Club  is  to  talk  into 
a  horn,  a  Brunswick,  in  fact.  Phonograph  rec- 
ords are  to  be  made  by  the  Brunswick  Co.  Then 
the  records  will  be  mailed  to  clubs,  with  a  short 
note  advising  the  secretary  to  get  a  machine 
and  play  the  record  at  a  regular  meeting.  The 
result  will  be  a  three-minute  talk  on  the  part 
of  the  president,  extolling  the  virtues  of  the 
city,  and  its  advantages  for  fun  and  pleasure, 
finally  extending  a  cordial  invitation  to  all  to  be 
on  board.  The  stunt  is  a  new  one  and  features 
Brunswick  products. 


A  grouch  never  lasts  long  in  any  business. 


BRITISH  AGENT  FOR  THE  VICSONIA 

James  Smith,  of  Liverpool,  Appointed  Repre- 
sentative in  Great  Britain  for  Reproducer 


The  Vicsonia  Mfg.  Co.,  New  York,  manufac- 
turer of  the  Vicsonia  reproducer  for  the  play- 
ing of  Edison  records  on  Victor  and  Columbia 
machines,  reports  the  appointment  of  a  new 
lepresentative  for  Great  Britain  in  the  person 
of  James  Smith,  49  Claphani  road,  Liverpool, 
England,  who  is  already  developing  a  substan- 
tial business  throughout  the  British  Isles. 


NEW  MANAGER  IN  RACINE 

The  Porter  Furniture  Co.,  Racine,  Wis.,  has 
recently  announced  the  appointment  of  George 
E.  Richter,  of  Chicago,  as  manager  of  its  talk- 
ing machine  and  piano  department.  Mr.  Richter 
is  widely  known  as  a  promoter  of  musical  enter- 
prises and  his  wife  is  now  completing  studies 
for  her  first  appearance  with  the  Chicago  Grand 
Opera  Company  next  season. 


ALL  ABOARD!! 


'Success  Limited'  is  about  to  leave  for 
a  1923  Record  with  the  following 
Swanson  Jobbers  on  board. 
If  you  are  in  one  of  the  few 
territories  where  we  have 
no  jobber,  better  make  your 
reservation  and  climb 
aboard.    Write  us  to-day. 


Jobbers  of  Swanson  Portables 

L.O.S  Angeles.  California  Mn nson-Kayner  Corp..  fi4S  South  Olive  Street 

San  Francisco,  California  Munson-Kayner  Corp.,  .550  Howard  Street 

Portland,  Oregon  ...G.  F.  Johnson  Piano  Co.,  147  Sixth  Street 

Seattle,  Washington  Seattle  Hardware  Company 

Spokane,  Washington  XuU  &  Gibbs,  Inc. 

Salt  Lake  City,  Utah  ...Z.  C.  M.  I. 

Denver,  Colorado    Western  Music  Supply  Co.,  131  East  Fourth  Street 

Minneapolis,  Minnesota  p;dw.  G.  Hoch  Co.,  104  Third  Street,  Nortli 

Chicago,  Illinois  Coasolidated  Talking  Machine  Co.,  227  West  Washington  Street 

Detroit,  Michigan  Consolidated  Talking  Machine  Co.,  2957  Gratiot  Avenne 

Evansville,  Indiana  Evansville  Phonograph  Co.,  1531  Gum  Street 

Cincinnati,  Ohio  Franklin  Sales  Co.,  4209  Carthage  Pike 

Toronto,  Canada  Bush  &  Dowdell,  No.  1  Adelaide  East 

Buffalo,  New  York  •  Iroquois  Sales  Co.,  210  Franklin  Street 

Boston,  Massachusetts  Cheney  Sales  Corp.,  376  Boylston  Street 

New  York  City,  New  York  Cheney  Sales  Corp.,  1107  Broadway 

Philadelphia,  PennsyUania  Cheney  Sales  Corp.,  1105  Chestnut  Street 

Baltimore,  Maryland  David  B.  Taylor  Co.,  17  South  Charles  Street 

Richmond,  Virginia  Richmond  Hard  ware  Co..  101  South  14th  Street 

Birmingham,  Alabama  Drennen  Hardware  Co..  2013  First  Avenue 

.lackson,  Mississippi  Riee  Furniture  Company 

New  Orleans,  Louisiana  Junius  B.  Hart  Piano  Company 

El  Paso,  Texas  National  Sales  Company 


DEALERS 

THE  SWANSON  excels  in  all  essentials  of  a  perfect  portable. 
It's  a  REAL  portable,  size  1  I'/exl  3^8x71/2  inches,  weight  1  5  !4 
lbs.  with  record  album.  Give  the  SWANSON  the  acid  test  of 
actual  comparison.  You  will  then  know  why  this  attractive, 
natural-toned  portable  has  proved  itself  a  big  profit-maker  for 
progressive  dealers.  Order  from  your  jobber '  to-day  and  cash 
in  on  SWANSON  popularity.    Do  it  now! 


SWANSON 


PORTABLE 
PHONOGRAPH 


DISTRIBUTORS 


738  So.  Los  Angeleo  St. 
Los  Angeles,  California 
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IN  PITTSBURGH 


MEETING  OF  PITTSBURGH 

ZONE  EDISON  DEALERS 


Excellent  Prospects  for  Trade — Optimism  Prevalent — Death  of 
Henry  Lewis- — -Activities  of  Distributors — News  of  the  Month 


Pittsburgh,  Pa.,  April  7. — Talking  machine  and 
record  business  the  past  month  in  the  Pitts- 
burgh district  was  reported  as  excellent.  Prac- 
tically all  of  the  jobbers  and  dealers  are  unani- 
mous in  their  expressions  of  satisfaction  and  are 
fully  in  accord  as  to  the  outlook  for  the  future. 
The  industrial  situation  in  Pittsburgh  and  vicin- 
ity is  improving  right  along  and  this  is  one  of 
the  factors  that  contribute  to  the  general  pros- 
perity of  this  section. 

In  reviewing  the  Victor  trend  in  the  market 
Thomas  T.  Evans,  manager  of  the  wholesale 
Victor  department  of  the  C.  C.  Mellor  Co.,  said: 
"Our  business  has  been  highly  satisfactory  in 
the  various  Victor  machines  and  records,  and  it  is 
my  candid  opinion  that  there  will  be  a  shortage 
of  certain  Victor  styles  if  the  demand  keeps  up 
long  as  it  has  been  doing.  At  the  present  time 
we  are  shipping  out  practically  all  of  our  Vic- 
tor merchandise  about  as-  fast  as  it  is  received. 
As  I  view  the  future  it  appears  to  me  as  though 
it  will  be  an  exceptionally  good  year  for  the 
Victor  dealers." 

Spring  Trade  Opening  Up  Well 

S.  H.  Nichols,  manager  of  the  Pittsburgh  of- 
fices of  the  Columbia  Graphophone  Co.,  stated 
that  the  Spring  trade  was  opening  up  remark- 
ably well  and  that  he  found  the  March  busi- 
ness had  shown  a  marked  increase  over  the 
same  month  a  year  ago.  As  to  the  next  few 
months  Mr.  Nichols  ventured  the  opinion  that 
they  would  be  very  good  ones  for  the  Columbia 
Grafonola  and  the  Columbia  records. 

John  Henk,  of  the  Columbia  Music  Co.,  said: 
"Our  Easter  trade  in  Edison  and  Columbia  lines 
was  very  gratifying.  The  demand  for  high- 
grade  talking  machines  was  one  of  the  pleasing 
features  of  the  past  few  weeks  and  I  believe 
that  our  Spring  business  will  make  a  much  bet- 
ter showing  than  it  did  a  year  ago.  I  find  that 
buyers  are  inclined  to  either  pay  cash  or  to 
make  large  and  substantial  initial  payments  and 
seek  but  short-term  contracts." 

T.  E.  Shorten,  manager  of  the  Victor  depart- 
ment of  the  S.  Hamilton  Co.,  also  stated  that 
Easter  sales  of  Victrolas  and  Victor  records 
were  better  than  had  been  anticipated. 

The  Rowland  &  Clark  Theatres  (motion  pic- 


ture houses)  gave  four  Columbia  Grafonolas 
away  as  prizes  during  March  to  persons  who 
attended  their  several  theatres  here.  One  Grafo- 
nola was  awarded  at  the  Belmar  Theatre,  an- 
other at  the  Strand  Theatre,  the  third  at  the 
Arsenal  Theatre  and  the  fourth  at  the  Plaza 
Theatre. 

A.  R.  Meyer,  manager  of  the  Joseph  Home 
Co.'s  talking  machine  department,  stated  that 
March  sales  showed  a  marked  improvement 
over  the  same  month  a  year  ago,  and  Chauncey 
R.  Parsons,  manager  of  the  talking  machine  de- 
partment of  the  Rosenbaum  Co.,  also  made  op- 
timistic reports  regarding  present  and  prospec- 
tive business. 

Death  of  Henry  Lewis 

Henry  Lewis,  the  well-known  Sonora  repre- 
sentative who  covered  the  Pittsburgh  city  ter- 
ritory, died  in  Cambridge  Springs,  after  a  brief 
illness,  whither  he  went  to  rest,  aged  thirty 
years.  The  body  was  sent  to  his  home  at  New 
Haven,  Conn.,  for  interment.  Mr.  Lewis  was 
very  popular  with  the  trade  and  his  untimely 
passing  is  keenly  regretted. 

New  Sonora  Dealers 

H.  Milton  Miller,  Pittsburgh  manager  of  the 
Sonora  and  Vocalion  record  distributing  offices, 
reports  very  brisk  business.  He  said:  "The  de- 
mand for  the  new  style  of  Sonora  consoles  is 
heavy  and  we  are  having  considerable  difficulty 
in  making  deliveries  on  time."  Among  the  new 
Sonora  dealers  are  the  Pittsburgh  Mercantile 
Co.,  Woodlawn,  Pa.,  which  also  handles  the  Vo- 
calion records,  and  W.  R.  Anderson,  Freedom. 

Frank  J.  Miller,  of  Youngwood,  has  pur- 
chased the  Sonora  and  Vocalion  departments 
of  C.  E.  Smith,  pharmacist,  at  Youngwood,  and 
will  conduct  the  same  in  person. 

M.  Michelson  sold  his  Vocalion  and  Sonora 
shop  at  Mt.  Pleasant,  Pa.,  to  H.  Rosenshein,  the 
latter  taking  possession  at  once.  Mr.  Michelson 
will  open  a  Sonora  and  Vocalion  shop  in  Union- 
town,  Pa. 

More  Vocalion  Record  Dealers 

Among  the  new  Vocalion  record  dealers  in 
Pittsburgh  are  the  Simms  Drug  Co.,  Murray 
avenue;  A.  Liesinger,  Brushton  avenue,  and  A. 
E.  Showalter,  two  stores,  Homewood  and  Lang 
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To  handle  THE  NEW  EDISON  is  to  link  your 
store  with  the  most  widely  known  manufacturer  of 
Phonographs.  The  name  Edison  brings  to  the  dealer 
a  prestige  that  is  invaluable  from  an  advertising  stand' 
point,  and  immediately  assures  his  establishment  of  a 
position  among  those  of  high  standard. 

BUEHN  PHONOGRAPH  CO. 

421  '  7th  Avenue 
PITTSBURGH  PA. 

NEW  EDISON  RECORDS  EVERY  WEEK 


Important  Problems  Relative  to  Handling  and 
Sale  of  Edison  Line  Considered  at  Spring 
Meeting  of  Pittsburgh  Association 


Pittsburgh,  Pa.,  April  2.— Heavy  flurries  of 
snow  with  blustering  March  winds  apparently 
did  not  afTect  to  any  serious  extent  the  attend- 
ance at  the  Spring  meeting  of  the  Edison  Deal- 
ers' Association  of  the  Pittsburgh  Zone  held  at 
the  Fort  Pitt  Hotel  early  in  March.  Exceed- 
ing in  numbers  any  similar  gathering  held  in 
the  past,  dealers  from  every  one  of  the  four 
States,  sections  of  which  are  served  by  the 
Buehn  Phonograph  Co.,  answei  ed  to  roll  call. 

The  morning  session  was  entirely  given  over 
to  the  Association.  After  a  few  appropriate 
words  of  welcome  from  Albert  A.  Buehn,  treas- 
urer and  manager  of  the  Buehn  Phonograph 
Co.,  all  jobbers'  representatives  retired  from  the 
meeting,  so  that  the  dealers  could,  without  be- 
ing influenced  by  others  than  their  own  number, 
freely  express  themselves  on  matters  pertinent 
to  the  handling  of  the  Edison  line.  Various 
questions  and  problems  were  considered  and  so 
interesting  did  the  discussions  prove  to  be  that 
it  was  one  o'clock  before  the  meeting  ended. 

After  a  very  tasty  luncheon  furnished  by  the 
Buehn  Phonograph  Co.,  the  afternoon  session 
being  given  over  to  the  jobber,  Mr.  Buehn  in- 
troduced as  the  first  speaker  A.  B.  Cornell,  sales 
director  of  the  Jewel  Phonoparts  Co.,  of  Chi- 
cago, who  gave  a  most  interesting  talk  on  the 
use  of  Jewel  tone  arms  and  reproducers.  Espe- 
cially enlightening  were  his  demonstrations  of 
the  employment  of  the  Jewel  products  on  vari- 
ous "talkers,"  since  they  suggested  ways  to  in- 
crease sales  of  Edison  records  and  equip  "trade- 
ins"  so  as  to  increase  their  resale  possibility. 
(Continued  on  page  77) 

avenues.  Other  new  Vocalion  dealers  are:  No- 
land  Furniture  Co.,  Braddock,  Pa.;  Long  Phar- 
macy, Avalon,  Pa.,  and  Reed  Pharmacy,  Craf- 
ton  Heights,  Pa. 

Playertone  Business  Good 

I.  Goldsmith,  president  of  the  Playertone 
Talking  Machine  Co.,  said:  "Our  business  is 
moving  along  at  a  very  satisfactory  rate  and 
we  are  banking  on  an  excellent  Spring  move- 
ment of  the  Playertone.  As  I  view  it  this  will 
be  a  big  year  for  the  talking  machine  trade  as 
a  whole."  On  May  1  the  offices  and  showrooms 
of  the  Playertone  Co.  will  be  moved  to  Grant 
street,  above  Sixth  avenue,  in  more  commodi- 
ous quarters. 

Frank  Dorian  Is  Enthusiastic 

Manager  Frank  Dorian,  of  the  Pittsburgh  of- 
fices of  the  General  Radio  Corp.,  distributor  of 
the  Okeh  records,  Strand  phonographs  and  Gold 
Seal  record  repeaters,  stated  that  the  outlook 
for  future  business  was  excellent  and  that  he 
was  highly  gratified  with  the  volume  of  business 
handled  in  March.  Among  the  firms  who  han- 
dle the  Strand  phonograph  and  Okeh  records 
are  Kaufmann  &  Baer  Co.,  the  Rosenbaum  Co., 
Spear  &  Co.,  Goldman  &  Roth  and  the  Arcaro 
Phonograph  Co.  W.  L.  Eckhardt,  of  Philadel- 
phia, and  George  W.  Lyle,  of  New  York,  both 
well  known  to  the  talking  machine  and  radio 
trade,  were  callers  on  Mr.  Dorian  a  few  days 
ago.  The  radio  equipment  trade,  Mr.  Dorian  re- 
ports, is  very  satisfactory,  with  the  demand  from 
the  rural  districts  at  present  being  more  pro- 
nounced than  from  the  city  sections. 

Eight  Victor  Artists  to  Appear 

The  Eight  Victor  Artists  are  scheduled  to  ap- 
pear in  Pittsburgh  on  the  evening  of  May  JO 
in  Carnegie  Music  Hall.  The  personnel  of  this 
famous  group  is  the  same  as  formerly,  except 
that  Rudy  Wiedoeft,  the  celebrated  saxophonist, 
will  appear,  instead  of  Fred  Van  Eps,  banjoist. 

C.  L.  Hamilton,  of  the  S.  Hamilton  Co.,  is 
back  from  a  brief  sojourn  in  Florida. 

Patton  &  Fisher  have  opened  a  new  Edison 
phonograph  shop  at.  Verona,  Pa. 
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A.  H.  Curry,  vice-president  of  Thomas  A. 
Edison,  Inc.,  in  charge  of  phonograph  merchan- 
dising, had  promised  to  be  present,  but,  unfor- 
tunately, at  the  last  minute  he  found  it  necessary 
to  leave  for  Texas.  In  his  place  he  sent  to  Pitts- 
burgh his  assistant  at  Orange,  F.  C.  Beattie, 
who  proved  to  be  a  capable  and  acceptable  sub- 
stitute. 

Mr.  Beattie  confined  his  talk  to  a  few  remarks 
in  which  he  assured  dealers  that  the  laboratories 
were  alive  to  the  different  problems  facing  them 
at  this  time.  He  stated  that  Mr.  Edison  had 
intended  giving  his  personal  attention  to  some 
of  these  questions  which  had  been  brought  up 
at  the  jobbers'  convention  held  in  New  York  in 
February,  but  unfortunately  had  been  taken  sick 
shortly  after  that  convention  and  has  since  been 
in  Florida. 

The  questions  brought  up  by  the  dealers  at 
the  morning  session  were  carefully  and  thor- 
oughly discussed  from  every  angle,  after  which 
they  were  either  drafted  in  concrete  form,  to  be 
presented  to  the  laboratory  representative  at  the 
afternoon  session,  or  turned  over  to  commit- 
tees to  be  placed  in  the  form  of  resolutions  and 
likewise  presented  at  the  afternoon  session. 
When  Mr.  Beattie  announced  that  he  was  ready 
to  answer  any  questions  he  did  not  have  to  wait 
long  for  the  first  to  be  asked  and  he  was  there- 
after kept  busy  for  an  hour  or  more  giving  an- 
swers and  explanations  that  would  help  solve 
some  of  the  dealers'  problems. 

In  the  evening  all  met  in  the  English  room 
as  the  guests  of  the  Buehn  Phonograph  Co.  and 
enjoyed  an  excellent  dinner.  Dancing  followed 
the  dinner,  Nirella's  Orchestra  supplying  the 
music. 

Officers  elected  to  serve  for  the  ensuing  year 
were:  N.  W.  Russler,  president;  S.  A.  Phillips, 
vice-president,  and  J.  C.  Dilts,  Sr.,  secretary  and 
treasurer. 

Those  who  attended  included:  F.  C.  Beattie, 
Orange,  N.  J.;  R.  B.  Ailing,  Detroit,  Mich.;  L. 
Bloom,  Cleveland,  O.;  Mr.  and  Mrs.  Clyde 
Ament,  Apollo,  Pa.;  I.  G.  Amsler,  J.  L.  HilHard, 
E.  J.  Hayes,  C.  R.  Hayes,  Coraopolis,  Pa.;  Mr. 


and  Mrs.  G.  K.  Barkell,  Scottdale,  Pa.;  Miss 
Agnes  McGeary,  Mr.  and  Mrs.  C.  C.  Aughen- 
baugh,  Monaca,  Pa.;  Elmer  Law,  Cambridge, 
O.;  Mr.  and  Mrs.  W.  H.  Bonnage,  Mrs.  S.  G. 
Patterson,  Beaver  Falls,  Pa.;  Mr.  and  Mrs. 
Howard  Strawn,  Miss  Beulah  Leggett,  Waynes- 
burg,  Pa.;  Mr.  and  Mrs.  C.  Malley,  Parkers- 
burg,  W.  Va.;  J.  O.  Clawson,  Belle  Vernon,  Pa.; 
N.  W.  Templeton,  Clymer,  Pa.;  A.  G.  Crabbe, 
Hyndman,  Pa.;  Miss  A.  Little,  East  Liverpool, 
O.;  J.  W.  Cunningham,. Reynoldsvillc,  Pa.;  Os- 
car P.  Decoster,  August  Decoster,  Jeannette, 
Pa.;  Mr.  and  Mrs.  C.  H.  Dufford,  Mr.  and  Mrs. 
P.  R.  Duflford,  New  Castle,  Pa.;  Miss  L.  Faw- 
cett,  Paul  Duer,  Salem,  O.;  A.  H.  Hunt,  Latrobc, 
Pa.;  H.  H.  Findt,  Albert  Gescheider,  Steuben- 
ville,  O.;  Mr.  and  Mrs.  S.  B.  Foust,  Juniata,  Pa.; 
L.  H.  Fullerton,  Miss  Elizabeth  Burton,  Miss 
Izola  Stemme,  Miss  Viola  Dickinson,  Burgetts- 
town.  Pa.;  Mr.  and  Mrs.  R.  Gerecter,  Mt.  Pleas- 
ant, Pa.;  A.  J.  Harter,  Altoona,  Pa.;  Mr.  and 
Mrs.  W.  Fred  Henry,  Mrs.  Lenore  H.  Kummel, 
Blairsville,  Pa.;  Mr.  and  Mrs.  A.  Ohringer,  Mr. 
and  Mrs.  A.  Goldsmith,  Mrs.  M.  Fetterhoff,  Miss 
E.  Williams,  Braddock,  Pa.;  Mr.  and  Mrs.  C.  H. 
Hutson,  New  Bethlehem,  Pa.;  G.  W.  P.  Jones, 
Washington,  Pa.;  Mr.  and  Mrs.  R.  B.  Keefer, 
Miss  Barbara  Verner,  Irwin,  Pa.;  Mr.  and  Mrs. 
H.  O.  Keefer,  McKeesport,  Pa.;  Miss  M.  Mc- 
Cullagh,  Kittanning,  Pa.;  Mr.  and  Mrs.  C.  R. 
Kerr,  Sistersville,  W.  Va.;  J.  R.  Klingensmith, 
Greensburg,  Pa.;  Mr.  and  Mrs.  F.  A.  Knouff, 
Crafton,  Pa.;  Lake  F.  Steffee,  Oil  City,  Pa.;  Mr. 
and  Mrs.  E.  E.  Koontz,  Moundsville,  W.  Va. ;  R. 

A.  Lambert,  Roaring  Spring,  Pa.;  Clark  Wright, 
Miss  Gertrude  Ryan,  East  Pittsburgh,  Pa.;  J. 
G.  Bierer,  California,  Pa.;  L.  Luxenberg,  Barnes- 
boro,  Pa.;  W.  H.  Boone,  Marietta,  O.;  L.  C.  Mil- 
heim,  Butler,  Pa.;  H.  C.  Milleman,  L.  M.  En- 
field, EUwood  City,  Pa.;  Mr.  and  Mrs.  C.  F. 
Milleman,  Zelienople,  Pa.;  G.  A.  Mytinger,  J. 

B.  Vaughn,  Ambridge,  Pa.;  Mr.  and  Mrs.  W.  J. 
McKnight,  Brookville,  Pa.;  Victor  Nelly,  Jr., 
Mrs.  A.  B.  Nelly,  Miss  A.  B.  Nelly,  Carnegie, 
Pa.;  Mrs.  C.  A.  Nessler,  Miss  Irene  Nessler, 
Monongahela,  Pa.;  M.  S.  Nimmo,  N.  Mihalick, 


Nanty-Glo,  Pa.;  Mr.  and  Mrs.  J.  C.  Dilts,  Sr., 
J.  C.  Dilts,  Jr.,  Wheeling,  W.  Va.;  W.  A.  Dill- 
more,  Clarksburg,  W.  Va.;  G.  M.  Wilkinson,  O. 

D.  Shook,  East  Palestine,  O.;  Mr.  and  Mrs.  S. 
A.  Phillips,  Morgantown,  W.  Va.;  Mr.  and  Mrs. 
C.  Puffinburg,  Mr.  and  Mrs.  P.  Puffinburg,  Wil- 
kinsburg.  Pa.;  J.  W.  Walters,  East  Brady,  Pa.; 
H.  L.  Rosenberg,  Sidney  Rosenberg,  Miss  Bes- 
sie Rosenberg,  South  Fork,  Pa.;  C.  S.  Holland, 
Fairmont,  W.  Va.;  W.  F.  Rossman,  Miss  Ross- 
nian.  Franklin,  Pa.;  N.  W.  Russler,  Mr.  and 
Mrs.  Slattery,  Cumberland,  Md.;  S.  R.  Washko, 
L.  McDonald,  Windber,  Pa.;  W.  E.  Lutz,  Em- 
lenton.  Pa.;  Mr.  and  Mrs.  W.  E.  Nydeggcr, 
Johnstown,  Pa.;  Mr.  and  Mrs.  R.  D.  Stephens, 
Barnesville,  O.;  E.  S.  Tyler,  Point  Marion,  Pa.; 
L.  B.  Vaughn,  Columbiana,  O.;  Albert  Webber, 
Lisbon,  O.;  Mr.  and  Mrs.  H.  W.  Sutch,  Taren- 
tum.  Pa.;  Miss  E.  A.  Dunn,  Connellsville,  Pa.; 
H.  C.  Crawford,  Uniontown,  Pa.;  E.  F.  Hodgin, 
Chesterhill,  O.;  R.  J.  Commons,  E.  M.  Com- 
mons, J.  R.  Bartlebaugh,  Leo  Cooper,  Patton, 
Pa.  The  following  from  Pittsburgh,  Pa.:  Henry 
Braun,  Mr.  and  Mrs.  J.  F.  Henk,  C.  B.  Hewitt, 
C.  F.  Martin,  Homer  Schoenberger,  J.  C.  Hag- 
gerty,  Mr.  and  Mrs.  A.  A.  Buehn,  Mr.  and  Mrs. 

E.  J.  Patterson,  Mr.  and  Mrs.  J.  W.  McKelvie, 
Mr.  and  Mrs.  H.  M.  Swartz,  Mr.  and  Mrs.  T.  A. 
Dillon,  Mr.  and  Mrs.  C.  W.  English,  Mr.  and 
Mrs.  R.  P.  Chilcott,  Mr.  and  Mrs.  A.  J.  Boehm, 
Mrs.  M.  Carr,  Miss  E.  B.  Chillay,  Miss  A.  Raida, 
Miss  L.  Scholl,  Miss  M.  Toole,  Miss  M.  Lergen- 
miller,  Miss  F.  Kress,  A.  W.  Chilcott,  J.  K. 
Nichol,  D.  S.  Hartley. 


CARDINAL  SALES  CO.  MOVES  OFFICES 


The  Cardinal  Sales  Co.,  which  has  been  lo- 
cated for  the  past  year  at  Columbus,  O.,  has 
moved  its  offices  to  Zanesville,  O.  An  announce- 
ment to  this  effect  was  sent  out  to  the  trade  on 
April  1  signed  by  Herbert  Wise,  assistant  treas- 
urer of  the  Cardinal  Phonograph  Co.,  who  is 
also  in  charge  of  the  activities  of  the  Cardinal 
Sales  Co.  The  new  quarters  offer  greatly  in- 
creased service  facilities. 


The  Wonder  Instrument 


PONT  JUMP  UP  and  RUN 

A  BROOKS  REPEATING 
PHONOGRAPH 

Plays  and  repeats  automatically  any  make 
of  record  any  desired  number  of  times,  then 
stops  automatically  with  the  tone  arm  sus- 
pended in  the  air 

Write  today  for  literature  covering  upright 
and  console  models  and  dealers'  discount 

THE  BROOKS  COMPANY 

Saginaw  Michigan 
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SAN  FRANCISCO 

f'iclor  Tnlkituj  Alaclihic  Co.  to  Locale  Record  Pressing  Plant 
on  Coast — Small  A parlnicnls  Iliirl  Sales — Nezvs  of  the  Month 


San  I-'rancisco,  Cm..,  April  5. — It  is  indeed 
yood  news  to  I  lie  talking  macliinc  trade  on 
tlie  Pacific  Coast  that  at  last  the  Victor  Talking 
Machine  Co.  has  decided  to  locate  a  record 
pressing  plant  ont  this  way.  In  a  measure,  the 
I'acific  Coast  dealers  are  handicapped  at  pres- 
ent by  the  long  distance  from  the  factories 
which  produce  the  most  popular  merchandise, 
especially  in  the  matter  of  records  of  popular 
song  hits  and  dance  music.  The  life  of  a  new 
hit  is  usually  so  short  that  sometimes  the  peak 
is  reached  before  the  new  records  reach  the 
Coast.  Eldridge  R.  Johnston,  president  of  the 
Victor  Co.,  who  has  just  been  in  San  Francisco, 
has  this  to  say  in  relation  to  the  new  enterprise: 
"We  are  planning  to  put  up  a  record  factory  out 
here  which  will  employ"  several  hundred,  per- 
haps a  thousand,  people.  Definite  plans  as  to 
location  and  investment  have  not  been  com- 
pleted, but  I  should  say  it  would  be  in  opera- 
tion within  a  year  from  now.  The  talking  ma- 
chine, like  the  movies,  is  a  national  institution 
of  entertainment  and  must  be  supplied  with 
productions  at  both  ends  of  the  country  at  the 
same  time."  The  general  supposition  is  that 
the  new  plant  will  be  located  in  the  immediate 
vicinity  of  San  Francisco  Bay. 

Apartment  Life  Curtails  Sales 

During  Lent  the  talking  machine  business 
has  not  been  rushing,  but  the  general  average 
of  sales  is  about  normal  for  this  time  of  the 
year.  Shortage  of  stock  has  curtailed  activity 
in  certain  rjuarters.  One  reason  given  for  com- 
paratively slow  development  of  talking  machine 
business  in  the  large  cities  is  the  tendency  of 
the  people  to  live  a  huddled  life  in  diminutive 
apartments.  High  rents  and  the  craving  for 
all  modern  improvements  in  living  quarters  com- 


pel people  to  get  along  in  smaller  apartments 
where  even  the  room  for  a  talking  machine  can- 
not always  be  spared.  Further,  the  tabloid 
apartments  are  usually  centrally  located  near 
the  theatre  districts  so  that  the  need  for  home 
entertainment  is  minimized.  On  the  other  hand, 
the  building  boom  is  still  on  and  new  subur- 
ban homes  are  going  up  by  the  thousands.  Life 
in  the  suburbs  is  favorable,  both  to  the  talking 
machine  business  and  the  radio  business. 
Radio  Exposition  Opeps 

The  first  National  Radio  and  Electrical  Ex- 
position will  be  held  at  the  Civic  Auditorium, 
San  Francisco,  April  3  to  8.  More  than  two- 
thirds  of  the  exhibit  space  has  already  been  spe- 
cially reserved  by  radio  and  electrical  manufac- 
turers of  the  United  States.  One  feature  of  the 
big  show  will  be  the  radio  set  contest  open  to 
children  residing  within  a  hundred  miles  of  San 
Francisco.  Six  cash  prizes  are  offered  for  the 
best  sets  made  by  the  contestants. 

At  a  luncheon  given  at  the  Palace  Hotel  on 
March  20,  under  the  direction  of  the  San  Fran- 
cisco Electrical  Development  League,  David 
Sarnoff,  vice-president  and  general  manager  of 
the  Radio  Corp.  of  America,  was  the  principal 
speaker.  He  gave  a  short  outline  of  the  his- 
tory of  the  new  industry  and  spoke  most  hope- 
fully of  the  future. 

Edison  Distribution  Expanding 

Edison  Phonographs,  Ltd.,  Edison  wholesaler, 
with  headciuarters  in  this  city  and  branches  in 
Los  Angeles  and  Portland,  Ore.,  has  been  suc- 
cessful in  placing  this  line  of  phonographs  and 
records  in  many  fine  establishments  throughout 
the  Coast  territory,  and  that  the  Edison  is  in 
popular  demand  is  indicated  by  the  fact  that  the 
list  of  new  accounts  is  steadily  growing.  Edi- 


son Phonographs,  Ltd.,  is  one  of  the  most  ag- 
gressive phonograph  jobbing  concerns  in  this 
section  of  the  country  and  the  high  type  of  serv- 
ice which  this  house  places  at  the  disposal  of 
its  dealers  has  been  of  great  benefit  to  the  Edi- 
son business  in  general.  The  vigorous  campaign 
consistently  carried  on  by  this  firm  has  been,  in 
a  measure,  responsible  for  the  fact  that  distri- 
bution has  developed  in  such  a  satisfactory  man- 
ner and  the  excellent  trade  enjoyed  during  the 
past  three  months,  and  the  rapid  growth  in  the 
demand  experienced  by  dealers,  indicates  a 
prosperous  year. 

Music  Men  Discuss  Legislation 

Shirley  Walker,  of  Sherman,  Clay  &  Co.,  and 
George  Hughes,  of  the  Wiley  B.  Allen  Co.,  have 
been  called  upon  this  month  as  representatives 
of  the  Music  Trades  Association  of  Northern 
California,  to  appear  before  committees  of  the 
State  Legislature  and  explain  the  position  of 
the  music  trades  in  relation  to  certain  proposed 
new  laws  relating  to  the  customer's  equity  in 
musical  merchandise  bought  upon  the  instalment 
plan.  It  is  expected  that  the  proposed  legisla- 
tion will  be  defeated,  or  at  least  radically  modi- 
fied in  accordance  with  the  principles  of  justice. 
Magnavox  Demand  Keeps  Up 

The  Magnavox  factory  in  Oakland  is  very 
busy.  The  Eastern  and  Middle  West  demand 
is  growing  in  a  gratifying  manner  and,  in  gen- 
eral, there  would  seem  to  be  no  decline  in  the 
market  for  loud-speakers  except  in  cases  where 
they  are  used  for  advertising  or  other  novelty 
purposes.  The  use  for  utilitarian  purposes  is 
certainly  growing. 

Brunswick  Line  for  Kohler  &  Chase 

Kohler  &  Chase  have  taken  the  agency  for 
the  Brunswick  line  of  phonographs  and  rec- 
ords and  by  reason  of  this  important  move  the 
company  will  spend  at  least  $25,000  in  remodel- 
ing the  talking  machine  departments  of  the  two 
stores  in  San  Francisco  and  the  store  in  Oak- 
land. The  number  of  booths  in  the  San  Fran- 
cisco store  will  be  increased  from  three  to 
twelve  and  all  these  will  be  advantageously  lo- 
cated on  the  first  floor.    A  week  of  celebration 


k::.: :;jf8AN  FRANCISCOl 

s-  


Sherman. 


pay  &  Co. 


|i  1       ,        FX*-  , 


1/ 


ictor  .iJistribiitors 


^idrolas  Victor  ^^^ords 
Victor  cAccessories 


Main  Wholesale  Depot: 
741  Mission  Street,  San  Francisco,  Cal. 

Branch  V/holesale  Depots: 
10th  and  Santee  Streets,  Los  Angeles,  Cal. 
N.W.  Corner  13th  and  Glison  Streets, 
Portland,  Oregon 
Oceanic  Bldg.,  Cor.  University  and  Post  Streets, 

Seattle,  Washington 
330  West  Sprague  Ave.,  Spokane,  Washington 


1 


11 


I 


if 


 vjSSi 


I 


fa 


1 





^SVSNVN-a***  |i^vv™«™™,„  


 V   

 v^^^-,^^\-S 

»,\\N\x«™  .   «..«,«v-N 

W,„„„„  „„,„,  .™«««v^ 

*    SN'*^ 


5  DISTRIBUTING  DEPOTS  fr  YOUR  CONVENIENCE 


April  15,  1923 


THE   TALKING  MACHINE  WORLD 


79 


^'^g^  0  y|  n  j^  TSheWaltz Sensation  f/y^3 
l/W  I  %jtmW\A^     Nearly  as^ood  as  ^ 
JL%^^^     '    Three  O^ClockintheMoi-nin5^>^ 

"you- cant  ^owi-onft-With  any  FEIST aonA"  


will  be  held  from  April  2  to  9  at  the  San  Fran- 
cisco houses  and  there  will  be  a  special  meeting 
foi  the  employes  and  guests  on  the  evening  of 
April  4,  at  which  F.  A.  Smith  and  F.  B.  Cor- 
coran, of  the  San  Francisco  branch  of  the 
Brunswick-Balke-Collender  Co.,  will  speak.  Miss 
Miriam  Gordon,  formerly  of  the  Emporium  talk- 
ing machine  department,  has  been  engaged  as 
manager  of  the  record  department  of  the  main 
store  in  San  Francisco.  J.  E.  Bray  remains  as 
manager  of  the  talking  machine  department. 
The  alterations  in  the  Oakland  store  are  about 
completed,  several  new  Unico  booths  having 
been  put  in  and  other  changes  made  to  increase 
the  facilities  of  the  business. 

Plans  General  Phonograph  Co.  Branch 

\V.  C.  Fuhri,  of  the  General  Phonograph 
Corp.,  New  York,  has  just  been  in  San  Fran- 
cisco on  business  in  regard  to  the  establish- 
ment of  a  branch  on  the  Coast.  The  manager 
of  the  branch  will  be  Mr.  Henry,  formerly  as- 
sistant manager  of  the  Columbia  Graphophone 
Co.  in  San  Francisco.  Mr.  Fuhri  has  gone  to 
Eos  Angeles  to  confer  with  Mr.  Henry.  Okeh 
records  will  be  distributed  hereafter  through  the 
Coast  branch  of  the  General  Phonograph  Corp. 
Definite  arrangements  as  to  the  location  of  the 
branch  have  not  yet  been  announced. 

Many  Edison  Artists  on  Tour 

The  demand  for  Edison  records  has  increased 
of  late  by  reason  of  the  many  Edison  artists 
on  tour  over  the  Coast  country.  The  Edison 
Shop,  on  Geary  street,  gives  record  demon- 
strations daily  which  always  attract  the  favor- 
able attention  of  the  passing  public. 

Featuring  Columbia  Records 

The  Columbia  dealers  of  California  have  been 
featuring  the  record  "Suzanna"  very  exten- 
sively the  last  month.  Some  of  the  dealers  de- 
voted their  entire  window  space  to  the  display. 
P.  S.  Kantner,  manager  of  the  San  Francisco 
office  of  the  Columbia  Co.,  finds  the  best  results 
following  the  latest  Columbia  window  adver- 
tising campaign.    People  "stop,  look  and  buy." 


HYATT  HEADS  NEW  ASSOCIATION 


PEARSALL  STAFF  AT  VICTOR  PLANT 

The  members  of  the  sales  staff  of  the  Silas 
E.  Pearsall  Co.,  New  York,  Victor  wholesaler, 
visited  the  Victor  factories  at  Camden  recently 
and,  after  spending  several  hours  going  through 
the  immense  plant,  devoted  considerable  time  to 
a  study  of  the  new  Victrola  models.  Members 
of  the  Pearsall  forces  who  made  this  interesting 
trip  were:  N.  G.  Fitzpatrick,  S.  B.  Schoonmaker, 
Eugene  Latham,  Harry  Nye,  C.  A.  True,  Lloyd 
Howells  and  F.  G.  Mellon. 


MERMOD  &  CO.,  IMPORTERS,  MOVE 


.  Mermod  &  Co.,  well-known  manufacturers 
and  importers  of  talking  machines,  parts  and 
music  boxes,  have  moved  from  874  Broadway 
to  16  East  Twenty-third  street.  New  York  City. 
The  company  recently  received  some  single  and 
double-spring  importations  of  Swiss  motors. 


Crookedness  is  always  found  out  sooner  or 
later  and  always  pays  a  penalty  and  suffers, 
whether  in  business  or  private  operations. 


Portland  Talking  Machine  Man  Elected  Presi- 
dent of  Greater  Portland  Association — An- 
other Talking  Machine  Man  as  Secretary 


"PEFFERQRAM"  BRINGS  BUSINESS 

Sales  Letter  in  Form  of  Telegram  Stimulates 
Interest  in  Sonora  Line  Handled  by  the  Pef- 
fer  Music  Co.,  Live  Stockton,  Cal.,  Dealer 


Portland,  Ore.,  April  3. — At  the  annual  meeting 
of  the  Greater  Portland  Association,  which  was 
held  in  the  Portland  Chamber  of  Commerce 
March  14,  E.  B.  Hyatt,  of  the  Hyatt  Talking 
Machine  Co.,  was  elected  president  of  the  As- 
sociation. The  prospects  of  the  specialty  stores 
of  the  city  look  very  bright  and  plans  were  for- 
mulated by  the  Association  for  an  extensive  ad- 
vertising campaign -during  the  coming  season.  It 
is  the  purpose  of  the  Association  to  let  the  pub- 
lic know  more  about  the  high-grade  stores  deal- 
ing in  specialties,  which  have  been  overlooked  in 
the  past.  Another  music  man  was  honored  in 
the  person  of  Thomas  H.  Edwards,  of  the  Ed- 
wards Furniture  Store,  distributor  of  Bruns- 
wick phonographs,  who  was  elected  secretary  of 
the  Association.  Mr.  Edwards  is  popularly 
known  as  the  "Father  of  the  Greater  Portland 
Association." 


Stockton,  Cal.,  April  5.— The  Peffer  Music  Co., 
of  this  city,  has  an  ingrained  habit  of  springing 
something  new  on  its  prospects  and  the  trade 
every  now  and  then.  This  up-and-doing  dealer 
has  made  a  successful  record  in  Sonora  sales 
throughout  the  territory,  and  no  little  credit 
can  be  given  to  its  live  sales  promotion  tactics 
and  ideas. 

Recently  it  devised  an  unusual  mailing  piece 
which  took  the  form  of  a  telegram  blank. 
Across  the  top,  in  large,  bold  letters,  appeared 
the  word  "Peffergram,"  while  the  message,  a 
corking  selling  letter,  was  printed  below  in  cap- 
ital letters.  The  whole  was  enclosed  in  a  yellow 
window  envelope,  having  "Peffergram"  printed 
across  its  face.  This  novel  idea  brought  large 
results. 


ANNOUNCES  NEW  UPRIGHT  MODEL 


The  Wasmuth-Goodrich  Co.  and  the  Emerson 
I'honograph  Co.,  who  manufacture  and  market 
Emersan  phonographs,  announce  a  new  upright 
model  made  to  retail  at  a  popular  price.  It  is 
known  as  Emerson  No.  10  and  is  of  solid  ma- 
hogany with  the  well-known  Emerson  "Music 
Master"  horn. 


NEW  QUARTERS  FOR  MODERNOLA 

The  Modernola  Sales  Co.,  Eastern  distributor 
of  the  Modernola  phonograph  and  the  Moderno- 
lette  portable,  has  taken  possession  of  attractive 
new  quarters  in  the  Herald  Building,  1340  Broad- 
way. George  Seilfert,  the  enterprising  presi- 
dent of  this  company,  is  a  Modernola  enthusiast 
and  has  built  up  good  business  for  this  well- 
established  and  widely  known  line  of  talking 
machines  throughout  the  East. 
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New  Gold  Mines 

along 

The  Entire  Pacific  Coast 

Are  being  discovered  and  developed  by  enterprising  business  men  from 
the  East  just  the  same  as  in  the  days  of  "49." 

An  Edison  Dealership  on  the  Pacific  Coast  is  a  Gold  Mine 

Write  any  of  our  three  houses  for  particulars  regarding  locations  and 
opportunities  in  this  land  of  promise  and  prosperity. 


EDISON  PHONOGRAPHS,  Ltd. 

Los  Angeles  San  Francisco  Portland 
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PHONOGRAPHS 


RECORDS 


For  San  Francisco 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-BALKE-COLLENDER  CO. 

767-69-71  Mission  St.  '  F.  A.  Smith,  Branch  Mgr. 
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SPOKANE  TRADE  MORE  ACTIVE 


Optimism  Pervades  Trade  as  Dull  Conditions 
of  Winter  Give  Way  to  Stimulated  Spring 
Business — Dealers  Planning  Sales  Campaigns 


Spokane,  Wash,,  April  5. — The  lethargic  condi- 
tion in  the  talking  machine  trade  here  prevail- 
ing during  the  Winter  months  is  of  the  past 
and  the  outlook  now  is  brighter  than  for  some 
time.  The  better  demand  is  the  basis  for  an 
optimistic  spirit  which  has  permeated  the  trade 
and  which  is  resulting  in  plans  for  vigorous 
campaigns  and  sales  drives  during  the  remain- 
der of  Spring  and  Summer. 

A  special  study  course  in  music  was  given  at 
the  local  Sherman,  Clay  &  Co.  store  here  in  an- 
ticipation of  the  music  memory  contest  to  be 
held  in  the  grade  schools  under  the  supervision 
of  Miss  Grace  E.  P.  Holman,  director  of  music. 

Although  the  Tull  &  Gibbs  store,  jobber  of 
Victor,  Edison  and  Columbia  instruments,  suf- 
fered considerable  damage  in  a  recent  fire,  for- 
tunately the  talking  machine  department  was 


but  slightly  damaged  and,  consequently,  busi- 
ness is  being  carried  on  as  usual.  A  number  of 
instruments  were  blistered  by  the  heat,  the  ex- 
tent of  the  damage,  but  despite  this  handicap 
business  during  the  past  month  has  been  brisk. 

The  Edison  department  of  the  Crescent  store 
is  kept  busy  making  demonstrations,  and  in  the 
majority  of  instances  sales,  of  Edison  phono- 
graphs, according  to  M.  R.  Makenson,  manager. 

Faith  in  the  Columbia  line  and  th"e 'prospects 
for  a  good  Summer  demand  is  exhibited  by  L. 
O.  March,  manager  of  the  Grafonola  Shop, 
who  has  just  placed  an  order  for  shipment  of 
300  instruments  and  4,800  records. 

The  Spokane  Music  Shop,  Victor  dealer,  has 
enjoyed  an  exceptional  record  business  during 
the  past  five  weeks.  This  concern  is  making 
plans  for  an  extensive  drive  in  behalf  of  Victor 
talking  machines  and  records. 


Some  men  go  to  church  on  Sunday  to  im- 
press their  neighbors  with  their  piety  and  then,' 
during  the  next  six  days,  they  do  their  darndest 
to  beat  their  fellow  men. 


AKRON,  0. 

Capacity  Operation  of  Rubber 
Industry  Reflected  in  Business 
— Trade  Activities  of  the  Month 

Akron,  O.,  April  6.— With  the  rubber  industry 
continuing  at  peak,  and  optimistic  reports  com- 
ing in  from  all  quarters  as  to  prospects  for 
Spring  and  Summer,  the  music  industry  in 
Greater  Akron  continues  to  thrive.  While 
March  was  probably  one  of  the  worst  months 
in  recent  years  from  the  standpoint  of  weather, 
it  proved  a  boon  to  the  talking  machine  busi- 
ness, for  without  exception  dealers,  when  visited 
this  week  by  a  representative  of  The  World, 
said  March  business  was  satisfactory  and  in 
some  instances  it  was  100  per  cent  better  than 
tlie  same  month  a  year  ago.  The  trade  is  meet- 
ing its  obligations  more  promptly,  collections 
are  greatly  improved  and  there  is  a  much  differ- 
ent tone  prevalent  in  the  districts  wherein  live 
the  working  element.  Record  sales,  which  for 
Ihe  past  two  months  have  been  reported  quiet, 
show  a  decided  improvement  this  month.  It 
seems  that  while  the  console  type  talking  ma- 
cliine  was  the  big  factor  in  the  trade  the  two 
months  past,  there  is  a  tendency  now  for  the 
upright  models. 

Music  memory  contests  conducted  in  the  pub- 
lic schools  of  Akron,  recently,  were  given  much 
encouragement  by  Miss  Baer,  manager  of  the 
talking  machine  department  of  the  M.  O.  Neil 
Co.  Miss  Baer  arranged  lectures  twice  each 
week  during  the  progress  of  the  contests,  in 
the  talking  machine  section  at  the  store, 
which  were  attended  by  an  average  of  300 
school  children.  She  also  donated  machines 
and  records  to  further  the  work  in  the  schools. 

Earle  G.  Poling,  of  the  Windsor-Poling  Music 
Co.,  Victor  distributor,  reports  Victor  machine 
sales  in  March  were  greater  than  in  either 
January  or  February  and  that  records  showed 
a  gain  of  100  per  cent,  compared  to  March  a 
year  ago. 

It  became  known  here  this  week  that  the 
M.  O.  Neal  Co.  has  added  the  Sonora  line.  It 
has  also  taken  the  agency  for  the  Pooley  talking 
machine  and  has  added  to  its  record  stock  thf 
Okeh  line.  The  store  also  features  the  Victor 
and  Cheney  machines,  giving  it  the  largest  selec- 
tion of  machines  and  of  records  in  the  entire 
city. 

Ernest  Savage,  manager  of  the  talking  ma- 
chine department  of  the  George  S.  Dales  Co., 
has  relinquished  his  position  to  become  identi- 
fied with  a  Cleveland  music  house.  Before 
coming  to  Akron  he  was  connected  with  the 
Eclipse  Music  Co.  in  Cleveland.  Raymond  W. 
Porter,  for  many  years  with  the  G.  S.  Dales 
Co.,  is  temporarily  in  charge  of  the  talking- 
machine  department,  in  which  the  Brunswick 
line  is  featured. 

George  S.  Dales,  head  of  the  well-known 
music  house  of  the  George  S.  Dales  Co.,  who 
with  his  family  has  been  spending  the  Winter 
months  in  Florida,  is  due  to  return  to  Akron, 
early  in  April. 

E.  G.  Rockwell,  Akron  music  dealer,  has  dis- 
continued business  and  has  disposed  of  his  stock 
to  other  dealers  and  jobbers.  In  recent  months, 
he  went  in  strong  for  radio. 

Edison  and  Columbia  records  have  been  ex- 
periencing big  sales  all  Winter,  according  lo 
B.  A.  Emerson,  head  of  the  Emerson  Music 
Co.  "We  have  no  complaint  to  offer  so  far  as 
records  are  concerned  and  have  enjoyed  a  very 
satisfactory  machine  business  this  Winter,"  Mr. 
Emerson  said. 

The  new  talking  machine  quarters  of  the  A. 
B.  Smith  Co.  are  considerably  larger  than  the 
old  location.  This  company  handles  the  Sonora 
and  other  lines. 

Harry  Paige,  who  for  more  than  a  year  con- 
ducted a  sheet  music  shop  in  the  Orpheum 
Arcade,  has  closed  out  his  business. 
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Why  You  Should  Buy 
Sphinx  Gramophone 
Motors 


They  are  built  to  run  smoothly  and 
noiselessly. 

Their  durable  construction  enables  them 
to  stand  the  strain  of  hard  usage. 

They  operate  with  uniformity  and  are 
constant  in  speed. 

Write  for  Prices 


Built  by  Engineers 
with  ihe  highest 
Engineering  Skill. 


iSpkmx  Gramophone  Motors  Lie. 

21  East  40th  Street  New  York  City 
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Do  the  Columbia  New  Process  Records  you  sell  make  good? 
We've  taught  people  to  expect  perfect  recordings,  without  sur- 
face noise.  They'll  get  it,  if  they  use  the  right  needles,  and 
they'll  come  back  for  more  perfect  records.  Use  the  Columbia 
Counter  Needle  Display  Case — $2.50  at  Columbia  Branches. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 
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DENVER 


All  Lines  in  Fair  Demand  —  Fine 
Easter  JVindows — Knight-Campbell 
Anniversary — The  Month's  News 

Denver,  Col.,  April  S. — March  has  proved  a  fair- 
ly good  month  for  the  sale  of  all  makes- of  talk- 
ing machines  by  Denver  music  stores.  Record 
sales  last  month  were  equal  to  the  volume  dis- 
posed of  in  December.  On  every  hand  dealers 
report  a  remarkable  business  in  records  and 
player  rolls.  Local  jobbers  for  the  Victrola, 
Edison,  Columbia  and  Brunswick  all  report 
good  business. 

New  Edison  Accounts 

Business  with  the  retail  and  wholesale  depart- 
ments of  the  Denver  Dry  Goods  Co.  is  holding 
up  very  well.  Several  new  accounts  have  been 
opened  up  in  the  territory,  including  the  Pine 
Bluffs  Drug  Co.,  Pine  Bluffs,  Wyo.;  G.  O.  Rains, 
Burlington,  Col.;  O.  H.  Grauel  Bros.,  Brush, 
Col.  The  traveling  representative  for  this  job- 
bing house  reported  business  good  throughout 
Wyoming,  but  not  so  good  in  New  Mexico. 

N.  D.  Tharp,  head  of  the  retail  and  wholesale 
Edison  department  of  the  Denver  Dry  Goods 
Co.,  jobber  for  this  territory,  was  ill  the  early 
part  of  the  month,  but  an  early  convalescence  is 
looked  for. 

Excellent  Brunswick  Business 

L.  M.  Gjerde,  manager  of  the  local  branch  of 
the  Brunswick-Balke-Collender  Co.,  reports 
fairly  good  business  throughout  the  territory, 
with  a  new  agency  opened  up  by  the  installation 
of  the^  Brunswick  by  the  McAdoo  Drug  Co., 
Carlsbad,  N.  M. 

Tie-up  With  Edison  Artist 

The  Edison  department  of  the  Denver  Dry 
Goods  Co.  linked  up  window  display  and  news- 
paper advertising  with  the  appearance  in  the 
city  of  Ciccolini,  of  the  Chicago  Grand  Opera 
Co.  and  Edison  artist.  Ciccolini  sang  at  every 
showing  of  the  picture  "Fury,"  which  was  given 
at  the  Colorado  Theatre  the  week  of  March  31- 
April  7.    He  scored  a  big  success. 

Attractive  Department 

One  of  the  most  attractive  talking  machine 
departments  in  Denver  is  the  space  allotte'd  to 
the  sale  of  Victrolas,  Brunswicks  and  Cheneys 
on  the  first  floor  of  the  American  Furniture  Co., 
housed  in  a  ten-story  structure,  and  drawing 
trade  from  seven  States.  The  department  ex- 
tending across  the  end  of  the  first  floor  is  set 


off  with  an  attractive  reception  room  in  the  cen- 
ter with  booths  on  either  side  of  it.  The  wood- 
work is  white  with  French  glass  doors.  To 
reach  the  department  two  or  three  steps  are 
taken  off  the  main  floor  proper  and  many  mod- 
els of  all  types  are  attractively  placed  on  the 
floor  in  front  of  the  department,  so  that  the 
display  is  at  once  large  and  attractive.  The 
store  has  the  exclusive  agency  for  the  Cheney. 
N.  B.  Lewellen,  who  came  from  Indiana  to  be- 
come manager  of  this  department,  says  much 
success  has  resulted  with  the  early  English  con- 
sole model  and  the  Westminster  upright.  The 
"York"  and  "Tudor"  in  the   Brunswick  have 


self  and  the  salesman  time  by  phoning  in  num- 
bers only.  Very  frequently  the  number  is  given 
when  such  a  suggestion  is  made  to  the  cus- 
tomer. An  idea  here  worth  while  for  dealers. 
Cleverly  Arranged  Easter  Windows 
The  Baldwin  Piano  Co.,  featuring  the  Colum- 
bia and  Sonora,  had  a  pre-Easter  window  dis- 
play which  attracted  much  attention.  A  large 
white  egg  built  of  plaster  paris  rested  in  a  nest 
of  green  tissue.  The  egg  was  shattered  and 
resting  therein  was  a  portable  Sonora.  J.  H. 
Blinn,  manager  of  the  department,  says  that  an 
cft'ort  will  be  made  to  further  stimulate  the  sale 
of  records  by  urging  machine  owners  to  charge 


Sketch  of  Phonograph  Department  of  American  Furniture  Co. 


been  in  popular  demand.  Miss  Audrey  Wil- 
liams, his  assistant,  has  charge  of  the  record 
department  and  reports  a  lively  business  in  rec- 
ords for  March. 

Daniels  &  Fisher  Do  Normal  Business 
A.  W.  Mason,  of  Daniels  &  Fisher,  reports 
business  in  the  sale  of  Sonoras  and  Victrolas 
about  normal;  in  other  words,  about  equal  with 
the  record  of  a  year  ago  this  month.  How- 
ever, he  finds  a  very  large  increase  over  last 
March  in  the  sale  of  records.  This  has  been 
the  case  every  month  this  year  in  the  record 
business.  There  is  an  increasing  demand  for 
waltz  numbers,  says  Mr.  Mason.  Jazz  records 
sell  well,  but  there  is  a  noticeable  return  to  the 
semi-classical.  Another  thing  that  is  being 
taken  up  more  with  the  record-buying  public 
is  the  use  of  numbers  in  ordering  records.  For- 
merly a  salesman  used  to  take  a  long  piece  of 
paper  with  him  when  answering  the  telephone, 
expecting  to  write  down  a  long  list  of  song  and 
dance  numbers  phoned  in  by  the  customers.  To- 
day, more  than  ever,  the  customer  is  saving  her- 


records  and  pay  for  them  monthly.  Much  busi- 
ness in  records  is  cash  and  while  cash  is  always 
desirable  yet  it  indicates  a  drop-in  trade  and  it 
is  believed  much  greater  returns  might  be  had 
by  urging  machine  owners  to  open  a  charge  ac- 
count for  the  purchase  of  records.  Vocalion 
and  Columbia  New  Process  records  are  being 
sold  at  this  store. 

The  Charles  E.  Wells  Music  Co.  also  had  an 
attractive  Easter  window  in  which  models  of 
the  Brunswick  were  displayed,  together  with 
records  containing  music  befitting  the  Easter 
time.  White  ribbons  and  purple  drapes  made 
an  effective  color  scheme  appropriate  to  Easter. 
J.  M.  Thompson,  of  the  phonograph  depart- 
ment, reported  a  successful  month's  business. 
Knight-Campbell  Anniversary 

The  forty-ninth  anniversary  sale  of  the 
Knight-Campbell  Music  Co.  continues  and  is 
proving  a  big  success.  Sales  in  the  record  de- 
partment have  gone  big  this  March.  Free  con- 
certs are  being  given  each  afternoon  in  the  mu- 
(Continii-ed  on  page  82) 
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HAPPENINGS  IN  THE  DENVER  TRADE 

{Coiiliiuicd  from  ['age  81) 

sic  hall  of  Kuight-CampbeH's  by  Madam  Emilie 
Kramer  in  comparison  recitals  with  the  Duo- 
Art. 

The  folks  back  home  got  to  hear  a  familiar 
voice  when  Miss  Rose  Bushnell  sang  recently 
at  a  Denver  broadcasting  station  in  connection 
v.-itli  a  Knight-Campbell  music  night.  Miss 
Bushnell  is  in  the  sheet  music  department  of 
Knight-Campbell's.  She  wired  her  brother  in 
the  old  home  town,  Clayton,  N.  Mf,  that  she 
was  to  sing  and  that  if  he  could  get  a  radio 
set  he  could  no  doubt  hear  her.  As  a  result  a 
radio  outfit  was  placed  in  the  drug  store  in 
Clayton  which  was  formerly  conducted  by  Miss 
Bushnell.  On  the  night  of  the  broadcasting 
about  half  of  the  town  of  Clayton  gathered  at 
the  drug  store  and  heard  Miss  Bushnell's  sing- 
ing over  the  radio. 


No  man  can  afford  to  slight  his  work.  If  he 
does  he  is  the  loser. 


T.  M.  M.  HOLDS  LIVE  MEETING 

Interesting  Addresses  by  Gilbert  H.  Montague 
and  Frederick  M.  Davidson — Reports  of 
Committees — Excellent  Displays 


One  of  the  livest  and  most  interesting  meet- 
ings held  in  recent  months  by  the  Talking 
Machine  Men,  Inc.,  New  York,  was  the  March 
luncheon  meeting  at.  the  Cafe  Boulevard.  In 
addition  to  reports  of  various  committees  there 
were  several  speakers,  a  wealth  of  entertainment 
and  some  fine  displays.  A  guest  of  the  Associa- 
tion and  the  principal  speaker  was  Gilbert  H. 
Montague,  prominent  New  York  attorney,  who 
is  identified  with  the  talking  machine  business. 
Mr.  Montague  has  been  actively  fighting  the 
State  Trade  Commission  Bill,  which  was  re- 
cently killed  in  the  New  York  State  Assembly, 
and  his  talk  was  confined  to  the  pernicious 
nature  of  this  bill.  As  a  result  of  his  address 
the  Association  adopted  a  resolution  to 
actively  oppose  this  legislation  by  writing  to 
State  Senators  and  Assemblymen. 


Reports  from  the  various  committees,  includ- 
ing the  Music  Week  Committee,  annual  ball, 
committee  in  charge  of  distribution  of  records 
to  various  charitable  institutions  and  hospitals, - 
and  the  committee  in  charge  of  investigating 
means  of  taking  advantage  of  holidays  to  boost 
business,  were  heard. 

The  manner  in  which  the  Association  is  back- 
ing New  York's  Fourth  Annual  Music  Week  is 
shown  by  the  large  number  of  prizes  donated  by 
members  for  distribution  to  winners  of  the 
various  events. 

The  following  additional  gifts  were  announced 
at  this  meeting:  Buegeleisen  &  Jacobson,  vio- 
lin outfit;  Frank  H.  Isaacs,  record  cabinet;  C. 
Bruno  &  Son,  Inc.,  Victrola  and  a.  selection 
of  records;  Silas  E.  Pearsall  Co.,  $150  in  ma- 
chines and  records;  S.  B.  Davega,  Davega 
portable;  General  Phonograph  Co.,  selection  of 
records;  Sonora  Phonograph  Co.,  two  Sonora 
portables;  Chas.  H.  Ditson  &■  Co.,  Victrola 
XXV  school  machine;  Modernola  Co.,  Modern- 
ola  machine;  Long  Island  Phonograph  Co., 
Sonora  portable;  Knickerbocker  Talking  Ma- 
chine Co.,  Victor  portable;  Aeolian  Co.,  Aeolian 
Vocalion;  Columbia  Graphophone  Co.,  Columbia 
machine;  Otto  Heineman,  portable  instrument; 
Mr.  Rabus,  record  albums;  Brilliantone  Needle 
Co.,  brushes  and  needles;  Ormes,  Inc.,  $150 
worth  of  records  and  Victrolas;  Otto  Gold- 
smith, portable;  M.  Rhinehard,  Stenola. 

Another  speaker  was  A.  A.  Poggenburg,  of 
the  Callophone  Co.,  New  York,  who  demon- 
strated the  Callophone,  a  device  which  can  be 
used  as  an  interdepartment  telephone  in  the 
store,  to  play  music  to  attract  passers-by,  and 
permits  the  merchant  to  converse  with  the  peo- 
ple who  gather  in  front  of  his  store.  Mr. 
Poggenburg  declared  that  this  device  was  be- 
ing installed  in  a  number  of  stores,  including 
the  establishments  operated  by  Landay  Bros. 

During  the  luncheon,  Frederick  M.  Davidson, 
assistant  director  of  music  in  the  New  York 
public  schools,  who  was  the  guest  of  the  as- 
sociation, in  a  brief  address  emphasized  the 
value  of  the  music  memory  contests  in  the 
schools  in  stimulating  interest  in  music.  Miss 
Isabel!  Lowden,  chairman  of  the  New  York 
Music  Week  Committee,  Inc.,  outlined  the  pur- 
poses of  the  event  and  its  benefits.  *  In  con- 
nection with  the  Music  Week  Abraham  Davega, 
well  known  in  metropolitan  trade  circles,  was 
appointed  representative  of  the  association. 

An  amendment  to  the  by-laws  of  the  organ- 
ization was  proposed  by  the  executive  com- 
mittee, providing  for  a  fee  of  $10  to  accompan\- 
the  applications  of  new  members  and  annual 
dues  of  $15,  payable  in  advance  in  April  ol 
each  year. 

The  business  session  was  interspersed  with 
entertainment  provided  hy  Richmond-Robbins, 
Inc.,  music  publishers.  Representatives  of  this 
concern  sang  some  of  the  latest  song  hits,  in- 
cluding "Baby  Blue  Eyes,"  "South  Sea  Isles," 
"Tell  Me  With  Smiles,"  "Burning  Sands"  and 
"March  of  the  Manikins."  A  display  of  small 
musical  instruments  was  made  by  the  Cabinet 
&  Accessories  Co. 

At  the  April  meeting  nominations  will  be 
made  for  the  new  officers  to  be  elected  at  the 
regular  meeting  in  May. 

ADD  TO  EMERSON  SALES  STAFF 


Owing  to  the  substantial  increase  in  sales  of 
Emerson  records  in  the  metropolitan  district, 
the  Emerson  Phonograph  Co.,  Inc.,  has  made 
several  additions  to  its  sales  staff.  Those  who 
now  represent  the  company  include  B.  D.  Quinn, 
S.  W.  Le  Winter,  C.  Gold  and  Daniel  Golenpaul. 
The  sales  department  has  mapped  out  a  very 
extensive  campaign  for  the  Spring  months  and 
plans  for  unusual  dealer  co-operation  are  under 
way. 

The  .Lyric  Music  Co.,  featuring  the  Kimball 
line,  recently  closed  its  branch  store  in  Kenosha, 
Wis.,  which  was  operated  about  six  months, 
and  opened  a  branch  in  Mantowoc,  under  the 
management  of  E.  J.  Heide. 


Cabinets — also 
Complete  Machines 


Harponola  organization  off  ers  you  a  remarkably 
^  flexible — complete — and    attractive  service. 

If  you  are  an  assembler  of  phonographs,  we  can  serve  you  v/ith 
cabinets  of  splendid  construction,  beautiful  lines  and  rich  finish 
— and  we  will  add  distinctive  touches  that  will  be  exclusive 
with  you. 

On  mechanical  parts,  also,  and  on  Complete  Machines,  we  offer 
Assemblers,  Jobbers  and  Dealers  a  most  dependable  and  reliable 
source  of  supply. 

We  have  a  very  definite  notion  of  our  responsibility  to  the  trade. 
We  must  make  the  merchandising  of  cabinets  and  phonographs 
profitable  to  you.  Your  success  is  our  first  consideration — 
since  we  are  not 
interested  in  one- 
time business. 
We  work  tre- 
mendously hard 
to  make  you  so 
prosperous  that 
we  may  together 
enjoy  a  money- 
making  business 
— continuously. 

Ask  for  the 
Harponola  Proposition 
and  state  your  particu- 
lar requirements . 


CELINA 


The  HARPONOLA 
Company 


HARPONOLA 
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MARKELS  ORCHESTRA 

re-engaged  under  exclusive  OKeh  contract 


It  is  with  extreme  pleasure  and  justified  pride  that  we  announce 
to  OKeh  dealers  that  Markels  Orchestra  was  recently  re-en- 
gaged under  a  new  contract  as  an  exclusive  OKeh  organization. 

Previous  to  April,  1921,  the  delightfully  different  dance  ar- 
rangements so  characteristic  of  Markels  Orchestra  were  heard, 
excepting  on  rare  occasions,  only  at  the  very  exclusive  dances 
of  the  discriminating  "400"  of  Society.  Markels'  interpreta- 
tions of  modern  dance  music,  lending  to  every  selection  a 
unique  touch  of  inspired  originality,  had  made  him  and  his 
orchestra  Society's  first  choice  for  dance  music. 

Ever  concentrating  their  efforts  to  maintain  OKeh  Records  as 
undeniably  "The  Records  of  Quality,  "  the  General  Phono- 
graph Corporation  repeatedly  negotiated  with  "Society's  Fa- 
vorite "  and  finally,  in  April,  1922,  secured  their  services  for 
OKeh  Records  exclusively. 

One  year  has  passed  since  Markels  Orchestra  produced  their 
first  exclusive  OKeh  Record.  Today,  the  popularity  of  their 
dance  records  has  reached  that  point  where,  "played  by 
Markels  "  is  usually  sufficient  to  create  immediate  sales. 

And  thus,  by  retaining  the  exclusive  services  of  Markels 
Orchestra  for  OKeh  Records,  we  are  at  the  same  time  retain- 
ing for  OKeh  dealers  an  assurance  of  continually  increasing 
business  that  is  certain  to  result  from  the  ever-growing,  in- 
sistent demand  for  the  popular,  fast  selling  Markels  records. 


Records 

The  Records  of  Quality 


oju: 

The  Record  0»<»u«l«J( 
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Boston,  Mass.,  April  6. — Spring  hasn't  been  a  bit 
anxious  to  make  its  1923  debut,  and  that  of  itself 
means  much  to  trade  in  general.  This  depart- 
ment has  to  do  solely  with  New  England  and 
speaks  officially  only  for  these  parts,  but  it  may 
be  that  other  sections  of  the  country  can  tell 
the  same  tale  of  a  backward  season,  a  cold  raw 
Easter  and  attendant  days,  winds  that  are  bit- 
ingly  chilly,  and  heavy  rains  and  occasional 
flurries  of  snow.  The  Boston  or  New  England 
correspondent  does  not  claim  to  be  running  a 
weather  bureau,  but  all  will  admit  that  weather 
plays  an  important  part  in  all  departments  of 
human  endeavor,  and  to  say  merely  that  the 
weather  has  been  bad  and  unseasonable  is  to 
say  as  briefly  that  business  has  been  retarded. 
The  first  few  days  of  April  have  been  pleasant 
enough  insofar  as  clear  skies  and  shining  sun 
are  concerned,  but  the  air  is  still  cold  and  for 
two  days  walking  along  the  two  music  thor- 
oughfares, Tremont  and  Boylston  streets,  has 
by  no  means  been  a  pleasure  because  of  the  gale 
sweeping  across  the  Boston  Common.  It  is  to 
be  hoped,  however,  that  weather  conditions  will 
speedily  improve  so  the  buying  public  can  be 
abroad  in  comfort;  then  there  will  be  a  spurt 
in  business  that  will  be  worth  while. 

Plans  for  Association  Party 
The  forthcoming  party  of  the  New  England 
Music  Trade  Association  is  causing  keen  inter- 
est among  the  members  throughout  New  Eng- 
land, and  there  are  a  number  who  already  have 
signified  their  intention  of  bringing  several 
members  of  their  families  and  their  friends  in 
the  music  business.  President  William  Nutting, 
Vice-president  Harry  Spencer  and  Secretary 
William  F.  Merrill  sat  around  the  board  at 
luncheon  last  week  to  discuss  plans  and  they 
had  as  guest  Carroll  Swan — everybody  knows 
Carroll — who  is  to  be  the  toastmaster  of  the 
occasion,  for  the  party  starts  off  with  a  dinner. 
There  is  everv  likelihood  that  Governor  Cox 
will  be  able  to  be  present  at  least  for  a  part 
of  the  evening.  By  degrees  the  veil  of  secrecy 
is  being  lifted  and  it  can  now  be  stated  that  the 
party  will  largely  partake  of  a  Chinese  fete  in 
so  far  as  marvelous  decorations  can  make  it, 
and  to  do  this  work  properly  some  experts  have 
been  secured,  thanks  to  the  unflagging  interest 
of-Dr.  Tehyi  Hsieh,  the, Chinese  publicist,  whom 
the  association  entertained  at  luncheon  a  few 
weeks  ago,  and  on  whom  so  much  attention  is 


being  focused  everywhere  in  the  East.  The 
preliminary  announcements  will  be  on  Chinese 
paper  with  Chinese  characters  conveying  some 
sentiment  culled  from  Oriental  literature.  A 
splendid  band  of  musicians  has  been  secured 
ior  the  occasion,  and  enough  high-class  talent 
to  keep  the  enthusiasm  at  high  pitch  from  start 
to  finish.  Every  effort  will  be  made  to  have 
this  dinner  the  most  elaborate  and  unusual  affair 
ever  held  by  the  Association. 

Urges  Early  Placing  of  Orders 

Kenneth  Reed,  wholesale  Victor  manager  of 
M.  Steinert  &  Sons,  is  back  from  the  Victor 
factory — he  has  been  there  twice  within  ten 
days — and  is  most  enthusiastic  over .  the  new 
models,  several  of  which  are  to  be  put  out  in 
April,  this  month,  and  others  in  the  Summer. 
Mr.  Reed  had  seen  these  models  before,  and 
says  that,  attractive  as  they  look  on  paper,  one 
can  not  get  a  conception  of  their  real  beauty 
until  the  consoles  themselves  are  seen.  He  also 
makes  the  statement  that  dealers  are  sure  to 
view  these  new  models  as  about  the  last  word 
in  Victor  instruments,  and  the  dealer  who 
doesn't  increase  his  business  25  per  cent  over 
the  best  previous  year  through  handling  these 
new  types — well,  he  says,  there's  something  the 
matter  with  him.  Mr.  Reed,  further,  sees  a  big 
business  ahead  for  the  rest  of  the  year,  and 
with  these  new  models  to  improve  the  general 
business  situation  he  is  sounding  the  warning  to 
dealers  to  stock  up  now.  It  may  seem  rather 
early,  he  adds,  to  urge  this  upon  dealers,  but 
he  reminds  them  that  last  year  they  refused  to 
make  early  purchases,  with  the  result  that  as 
the  Fall  and  Winter  seasons  wore  on  these  very 
dealers,  inclined  to  be  delinquent,  found  them- 
selves considerably  short  of  goods,  when  if  they 
had  taken  Mr.  Reed's  advice  they  would  have 
been  able  to  meet  the  need  of  all  their  cus- 
tomers. "There's  going  to  be  the  same  trouble 
this  year,"  reiterates  Mr.  Reed,  "if  dealers  do 
not  take  advantage  of  this  warning." 

Arranging  Victor  Artists'  Tours 

Outside  of  his  actual  and  immediate  business 
interests  within  the  atmosphere  of  the  Steinert 
quarters  at  35  Arch  street,  Mr.  Reed  just  now 
is  busy  arranging  the  New  England  tour  of  the 
Eight  Famous  Victor  Artists,  as  well  as  the 
tour  of  the  Original  Dixie  Land  Jazz  Band, 
which,  of  course,  records  for  the  Victor.  The 
Eight  Victor  artists  will  be  in  New  England 
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the  last  week  in  April,  but  will  not  be  heard 
in  Boston;  but  the  Dixie  Land  jazzers  have  a 
long  list  of  engagements,  including  Boston, 
where  they  are  to  be  heard  at  the  Copley-Plaza 
on  Saturday  afternoon,  April  14,  and  that  same 
evening  at  Mechanics  Hall.  Other  dates  are  at 
Bangor  and  Portland,  Me.;  Lowell,  Fall  River, 
New  Bedford,  Providence,  Worcester,  Spring- 
( Co)ttitiiied  on  page  84) 
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Service 


Five  New  Divided -Top  Victrolas 

Just  added  to  the  Victor  line  make  it  absolutely  superlative. 
There's  a  Victrola  for  every  need  and  every  purse. 

The  Victor  retail  franchise,  backed  by  Ditson  two-city  service, 
is  invaluable  to  the  dealer. 

Ditson  Service  Is  Co-operative  Service. 


CHARLES  H.  DITSON  &  CO. 

NEW  YORK 


OLIVER  DITSON  CO. 

BOSTON 
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field,  Waterbury,  Danbury  and  Bridgeport, 
Conn.  And  in  planning  for  this  tour,  as  already 
intimated,  Mr.  Reed  plays  a  big  part.  It  is 
therefore  a  foregone  conclusion  that  both  tours 
will  be  a  success. 

Many  New  Strand  Accounts 
Arthur  C.  Erisman,  New  England  distributor 
for  the  Strand,  announces  a  large  number  of 
new  accounts  throughout  the  territory,  which 
means  that  the  Strand  is  forging  ahead  by  leaps 
and  bounds.  Here  are  some  of  the  new  con- 
cerns that  are  now  handling  the  Strand:  The 
Hirschen  Furniture  Co.,  of  Springfield;  Frank 
Burns  Piano  Co.,  of  Lawrence;  John  Z.  Kelley, 
of  Lynn;  Timothy  Smith  Co.,  Roxbury;  M. 
Schifr  &  Son,  of  Adams;  J.  H.  Cody,  of  North 
Adams;  Steeres  Music  Store,  of  Worcester; 
John  C.  Burns,  of  Webster;  Ideal  Music  Shop, 
Chelsea;  Old  Colony  Piano  Co.,  at  Brockton; 
Kane  Furniture  Co.,  at  Woonsocket;  W.  T. 
Bulger,    of    Lowell;    Atherton    Furniture  Co., 


Pittsfield;  New  Bedford  Dry  Goods  Co.,  New 
Bedford;  Steiger  Cox  Co.,  Fall  River,  and 
Schwartz  Bros.,  Norwich,  Conn. 

Thirty-six  New  Vocalion  Agencies 

It  is  similarly  interesting  that  Mr.  Erisman, 
who  holds  the  New  England  distribution  privi- 
lege for  the  Vocalion  line  of  records,  signed  up 
thirty-six  new  contracts  for  the  handling  of 
this  line  during  March;  and  one  dealer — this  by 
way  of  proving  the  popularity  of  this  line — writes 
that  he  has  lately  been  able  to  turn  over  his 
stock  four  times.  One  local  retail  house  which 
is  now  carrying  the  Vocalion,  having  signed  up 
with  Mr.  Erisman,  is  Henderson's  at  156  Boyl- 
ston  street. 

A.  C.  Erismzm  Returns  From  South 

Toward  the  middle  of  March  Arthur  C.  Eris- 
man took  a  trip  South,  making  it  one  of  business 
and  rest,  for  having  worked  very  hard  all  Winter 
he  felt  justified  in  taking  a  few  weeks  off.  He 
visited  with  hi'^   brother,   Fred   Erisman,  who 


formerly  was  located  in  Boston,  and  is  now  in 
Dallas,  Texas.  Other  places  at  which  Mr.  Eris- 
man made  stops  were  New  Orleans  and  Atlanta. 
He  says  he  found  the  people  of  the  South  in- 
terested in  one  thing — making  money,  and,  ac- 
cordingly, they  are  good  merchants  and  always 
on  the  lookout  to  see  where  they  can  add  to 
their  lines.  They  are  progressive  and  broad- 
minded,  and  he  returned  North  pleasantly  sur- 
prised with  the  way  they  do  things  commer- 
cially below  the  Mason  and  Dixon  line. 
Normal  Shipments  Aid  Sonora  Sales 
Manager  Joe  Burke,  of  the  Sonora  Co.  of 
New  England,  told  The  World  representative 
a  few  days  ago  that  the  March  business  prom- 
ised to  be  50  per  cent  in  advance  of  March  of 
last  year,  and  this  was  largely  due  to  the  fact 
that  goods  are  coming  through  now  with  greater 
regularity,  and  the  New  England  department, 
accordingly,  has  the  goods  to  sell  which  it  has 
not  had  before.  Of  course,  the  improved  rail- 
road situation,  and  one  must  not  overlook  the 
somewhat  milder  weather,  has  been  a  factor  in 
the  general  advance.  Manager  Burke  lately 
spent  about  ten  days  in  Connecticut  looking 
over  the  situation  there,  focusing  his  attention 
on  the  high  spots,  namely,  Hartford,  New 
Britain,  Meriden,  New  Haven  and  Bridgeport. 
Mr.  Burke  was  accompanied  on  this  trip  by 
Dick  Keyes,  the  Connecticut  manager,  who 
works  out  of  Boston.  '  Mr.  Burke  had  the 
pleasure  a  day  or  two  ago  of  entertaining 
Frank  J.  Coupe,  vice-president  and  general 
salesmanager  of  the  Sonora  Co.,  who  came  over 
for  a  conference  with  Mr.  Burke  and  his  local 
staff. 

Enthuses  Over  New  Victor  Models 

Fresh  from  the  Victor  factory.  The  World 
representative  found  Manager  Herbert  Shoe- 
maker, of  the  Eastern  Talking  Machine  Co., 
in  a  state  of  buoyant  expectancy  for  the  Spring 
and  Summer  business  in  the  Victor  line,  and  the 
inspiration  for  this  happy  frame  of  mind  was 
to  be  found  in  the  new  Victor  models,  which,  as 
he  called  attention  to,  bear  no  period  names, 
but  are  simply  known  to  the  trade  by  their 
number,  instancing  that  numbers  215  and  220 
types  will  be  here  some  time  this  month.  What 
are  known  as  the  art  models  will  come  along  in 
June.  Mr.  Shoemaker  says  that  a  number  of 
dealers  have  been  making  inquiries  about  these 
models,  but  all  he  and  his  staff  can  do  for  the 
present  is  to  show  the  very  handsome  illustra- 
tions of  these  console  styles,  which  he  is  sure 
the  trade  and  the  ultimate  purchasers  are  going 
to  like.  Mr.  Shoemaker  holds  that  in  these  new 
models  there  is  a  great  future  for  the  Victor, 
for  it  is  his  opinion  that  they  are  by  all  odds 
the  most  beautiful  pieces  of  workmanship  that 
have  been  shown  in  a  long  time. 

Promotions  in  Columbia  Ranks 

John  J.  Burns,  formerly  supervisor  of  orders 
and  inventories  at  the  local  wholesale  offices 
of  the  Columbia  Graphophone  Co.,  has  been 
promoted  to  the  credit  department.  Robert  E. 
Kerr,  formerly  merchandise  supervisor  of  the 
Buffalo  branch  of  the  company,  has  been  ap- 


Make  More  Profits  This  Year 


"Perfection"  Edison  Attachments  and  Re- 
producers provide  extra  sales  profits  in 
themselves  and  increase  record  sales. 


mi..  J 


This  is  the  "Perfection"  Edison 
Attachment  (Nos.  4  and  7) 


A  new  gold  finish  by  the 
Chesley  process  is  now  be- 
ing put  on  all  Perfection 
attachments.  It's  a  good 
heavy  durable  gold  finish 
— a  "five-ply"  finish.  You 
can  recommend  and  sell 
Perfection  attachments, 
with  a  guarantee  of  100% 
service. 


Every  Edison  owner  is  a 
prospect. 


It  makes  possible  the  play- 
ing of  all  makes  of  lateral 
cut  records  on  Edison  ma- 
chines. 


Construction  and  finish- 
the  best. 


Send  today  for  complete  information,  prices 
and  dealers*  proposition. 


NEW  ENGLAND  TALKING  MACHINE  CO. 

16-18  BEACH  STREET  BOSTON,  MASS. 
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An  improved  line  of  Victor  Machines, 
A  better  business  year  ahead, 
A  wide-awake  STEINERT  organization, 

convince  us  this  year  is  going  to  be  a 
big  one  for  New  England  Victor  Dealers. 

Let  STEINERT  SERVICE  help 
make  the  most  of  these  conditions. 


you 


May  we  also  call  your  attention  to 
our  separately  organized  Radio  De- 
partment, handling    DeForest  Receiv- 


ing Sets  and  Parts  exclusively. 

We  welcome  your  inspection  of  the 
most  improved  Radio  merchandise  on 
the  market  today. 

M.  STEINERT  &  SONS 

Victor  Wholesalers 
35-37  Arch  Street     Boston,  Mass. 


^iirjVHERE  IN  NEW 


pointed  to  a  similar  position  in  the  Boston 
branch,  succeeding  Wm.  R.  Fleming,  who  has 
been  promoted  to  the  sales  organization  in 
charge  of  foreign  record  sales.  Mr.  Kerr  is 
well  known  to  the  Connecticut  dealers,  as  he 
was,  formerly  identified  with  the  New  Haven 
branch. 

Marshall  Funkhauser  has  been  promoted  to 
the  position  of  head  of  the  accounting  depart- 
ment of  the  Boston  branch.  For  five  years  he 
was  associated  with  the  Baltimore  branch,  and 
he  is  splendidly  qualified  for  his  new  post. 

Lord  &  Co.  recently  opened  a  new  Essex 
street  store  in  Lawrence  with  a  complete  line 
of  Columbia  phonographs  and  records.  Mrs. 
Mabel  B.  Howd,  a  graduate  of  the  Columbia 
training  classes,  is  in  charge  of  the  Columbia 
department. 

Mrs.  Blanche  A.  D.  Tabor,  a  graduate  of 
the  Columbia  training  course,  has  been  placed 
in  charge  of  the  Columbia  department  of  the 
J.  W.  Philbrinck  Co.,  Everett,  Mass.,  succeed- 
ing Miss  Doris  Pollard,  who  has  resigned  on 
account  of  ill  health. 

The  many  friends  of  L.  H.  Webber,  formerly 
manager  of  Fred  W.  Peabody,  Haverhill,  Mass., 
and  Schwartz  Bros.,  Norwich,  Conn.,  will  be 
pleased  to  learn  that  with  Walter  Henenberger 
he  has  purchased  the  Hartford  Music  Co.,  Hart- 
ford, Conn.,  and  will  carry  a  complete  Columbia 
line. 

Joseph  Feinblum,  aggressive  Columbia  dealer 
at  Hartford,  Conn.,  will  open  his  new  Columbia 
store  in  Hartford  about  May  1,  and  it  is  stated 
that  he  will  have  one  of  the  most  attractive 
Columbia  stores  in  that  city. 

"A  Practical  Sales  Manual" 

The  Eastern  Talking  Machine  Co.  has  just 
put  out  a  valuable  booklet  to  its  dealers,  en- 
titled "A  Practical  Sales  Manual,"  and  in  a 
foreword  under  the  caption  of  "Down  to  Brass 
Tacks"  one  reads:  "The  manual  has  been  pre- 
pared with  the  sole  idea  of  presenting  as  briefly 
and  as  concisely  as  possible  the  chief  points  in 
selling  Victor  products.  We  are  sending  this 
to  you  in  the  hope  that  it  may  be  of  practical 
use.  Please  read  it  carefully.  We  know  that  it 
contains  many  valuable  suggestions  for  you  and 
for  your  sales  people.  If  it  has  helped  we  feel 
that  its  mission  has  been  carried  out." 
Eastern  Co.  to  Distribute  Audak 

This  company  has  become  New  England  dis- 
tributor  of  the   Audak,   which,   as   a  circular 


being  distributed  says,  "successfully  solves  the 
problem  of  doing  a  greater  record  business  at 
less  cost."  For  the  benefit  of  those  who  may 
not  know  what  the  Audak  is,  let  it  be  stated 
that  it  is  a  specially-designed  reproducing  mech- 
anism, attachable  to  any  style  of  cabinet,  table 
or  counter  for  purposes  of  record  demonstration 
in  the  store,  and  the  reproduction  of  the  record 
is  concentrated.  This  device  is  a  great  essential 
to  an  establishment  for  use  when  all  the  booths 
are  occupied. 

New  Edison_  Accounts 
Through  the  Pardee,  Ellenberger  Co.,  at  26 
Oliver  street,  New  England  jobber  of  the  Edi- 
son line,  several  new  accounts  have  been  opened 
up  and  all  of  them  are  sure  to  add  to  the  ag- 
gregate of  sales  of  the  Edison  goods  in  their 


respective  territories.  These  new  accounts  in- 
clude the  H.  L.  Howard  Piano  Co.,  of  Boston; 
Terminal  Phonograph  Co.  Shop,  Canal  street, 
Boston,  and  Kaplan  Bros.,  at  Fall  River  and- 
New  Bedford.  It  is  also  announced  from  the 
Boston  headquarters  of  the  Pardee,  Ellenberger 
Co.  that  C.  H.  De  Forest  has  been  transferred 
from  the  New  Haven,  Conn.,  territory  to  assume 
charge  of  the  record  service  department,  with 
headquarters  here  in  Boston.  Manager  Fred- 
erick H.  Silliman,  of  the  Pardee,  Ellenberger 
Co.,  says  that  the  business  throughout  the  New 
England  territory  has  been  coming  along  very 
well,  and  there  is  every  indication  that  the  Edi- 
son line  will  make  a  host  of  new  friends  within 
the  next  few  months. 

General  Phono.  Corp.  Adds  Portable 

Manager  N.  B.  Smith,  of  the  General  Phono- 
graph Corp.,  was  on  a  tour  of  some  of  the  New 
England  points  when  The  World  representative 
called  at  the  local  headquarters  the  other  day. 
Worcester,  Springfield,  Providence  and  Woon- 
socket  being  some  of  the  places  he  visited.  In 
addition  to  the  Okeh  line  the  company  has 
taken  on  the  portable  machine,  called  the  Mod- 
ernolette,  toward  which  dealers  are  very  favor- 
ably disposed.  Assistant  Manager  Connellej'  said 
that  the  special  Irish  catalog  of  Okeh  records 
had  a  big  sale  during  the  days  preceding  March 
17— St.  Patrick's  Day. 

Some  Trade  Brieflets 

Ale.xander  Steinert,  head  of  M.  Steinert  & 
Sons,  returned  a  few  days  ago  from  Palm  Beach, 
Fla.,  where  he  has  been  spending  several  weeks 
induli  ing  himself  in  his  favorite  sport — golf. 
Mr.  S'einert,  as  usual,  plunged  into  work  im- 
mediatel}'  upon  his  arrival  home. 

Fred  C.  Smith,  of  the  Phonograph  Shop,  17 
Congress  street,  Portland,  Me.,  had  a  serious 
attack  of  pneumonia  early  in  March  which  quite 
incapacitated  him,  but  at  last  accounts  he  was 
making  a  good  recovery. 

Mrs.  W.  A.  Graves,  record  sales  and  stock- 
keeping  expert  of  the  Boston  branch  of  the 
Columbia  Co.,  who  was  ill  with  an  attack  of 
tonsilitis  during  March,  is  now  fully  recovered 
and  is  back  on  the  job. 

Lewis  Danz  a  Visitor 

A  recent  welcome  caller  on  the  music  trade 
of  Boston  was  Lewis  Danz,  head  of  the  Danz 
Piano  Co.,  of  Anaheim,  Calif.,  who  has  been 
(Continued  0)i  page  86) 
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KRAFT-BATES-^SPENCER 

newenglt^nd  distributors 


PMONOC  »  A  P  H  S 


NOW  IS  THE  ACCEPTABLE  TIME 


It  takes  three  angles  to  make  a  triangle.  And  it  takes  selling  force  exerted  at  thrpp  nnint. 
claim,  to  make  a  really  successful  phonograph  dealer.  points, 

In  the  case  of  your  Brunswick  franchise,  all  the  needed  elements  are  present 
in  a  marked  degree. 

1.  Your  own  standing  and  your  own  selling  ability  in  your  co-mmunity. 

2.  Brunswick    newspaper   and    magazine   advertising,    constant   and  dominating, 
creating  Brunswick  customers  everywhere. 

3.  The  intensive  local  work  of  a  thoroughly  organized  Brunswick  Dealer's  Service 
Department,  co-operating  with  you  at  all  times. 

The  steady  and  rapid  growth  of  Brunswick  sales  and  the  notable  increase  in 
Brunswick  dealer  representation  are  well-known  facts  which  need  no  coloring  and 
which  cannot  be  gainsaid. 


KRAFT,  BATES  &  SPENCER,  Inc. 

1265  Boylston  St.  Boston,  Mass. 


Steel  Needles 


New  England  Distributors 

MotTolas  Record  Brushes  Khaki  Covsrs 


86 


THE   TALKING   MACHINE  WORLD 


April  15,  1923 


THE  TRADE  IN  BOSTON  AND  NEW  ENGLAND— (Continued  from  page 85) 


All  phonograph  excellence  is 
judged  from  the  standard  of 

r/ie  NEW  EDISON 

"The  Phonograph  with  a  Soul" 
First  with  Record  Hits 

The  Pardee-Ellenberger  Co.,  inc. 

EDISON  JOBBERS  FOR  NEW  ENGLAND 

26  Oliver  Street  Boston,  Mass. 


spending  three  months  on  a  tour  of  the  South 
and  East.  Mr.  Danz  left  the  Pacific  Coast  via 
the  southern  route,  taking  in  New  Orleans  and 
points  in  Florida.  He  was  impressed  with  the 
difference  in  the  way  of  doing  business  here  in 
New  England  and  on  the  Coast,  making  a  point 
of  the  Tact  that  we  are.  a  very  patient  people 
when  it  comes  to  dealing  with  the  buying  public. 
Congratulations ! 

It  is  to  be  hoped  that  Wholesale  Manager 
Reed,  of  the  Victor  department,  is  not  soon  to 
lose  his  valued  secretary,  A'liss  Grace  M.  Crosby, 
but  congratulations  are  in  order,  however,  as 
she  has  just  announced  her  engagement  to 
Walter  F.  Kelleher,  of  Randolph.  Miss  Crosby, 
who  lives  in  Woburn,  says  that  the  wedding 
will  not  be  for  some  time  yet. 

Visits  Strand  Factory 

Arthur  C.  Erisman,  the  Tremont  street  Strand 
and  Vocalion   distributor,  left  on  the  first  of 


the  month  for  a  trip  to  the  Strand  factory  at 
Salem,  Ind.  He  will  be  away  only  a  week,  and 
the  trip  is  primarily  to  inspect  four  new  models  of 
the  Strand  phonograph  which  are  soon  to  be  put 
on  the  market. 

Brunswick  Concentration  in  Boston 
Harry  Spencer,  head  of  Kraft,  Bates  &  Spen- 
cer, has  just  signed  a  contract  whereby  a  change 
in  location  is  immediately  to  be  made  for  the 
Brunswick  product.  Heretofore  the  wholesale 
department  has  been  located  at  1265  Boylston 
street,  which  was  quite  a  way  out,  with  a 
showroom  at  160  Boylston  street,  this  right  in 
Piano  Row.  Both  of  these  are  now  to  be  con- 
solidated under  the  6ne  roof  at  80  Kingston 
street,  around  the  corner  from  Summer  street, 
which  is  a  very  central  location  and  it  should 
mean  a  lot  to  the  Brunswick  business.  The 
Brunswick  will  occupy  here  the  entire  second 
floor  and  there  will  be  a  large  display  room  and 


We  Serve  New  England!  . 


o3u: 

The  Record 


THE   General   Phonograph  Corporation   of  New 
England  is  now  in  complete  operation  under 
the  able  management  of  Mr.  Norman  B.  Smith. 

A  full  stock  of  Okeh  records  on  hand  at  all 
times  makes  it  possible  for  us  to  give  every  New 
England  dealer  prompt  and  efficient  service. 

We  carry  a  special  stock  of  Irish  records. 

Are  you  reaping  the  harvest  which  the  rapid  turn- 
over of  Okeh  records  yields?  If  not,  write  us  for 
our  ideal  Okeh  dealer  proposition. 

General  Phonograph  Corporation 
of  New  England 

142  Berkeley  Street  Boston,  Mass. 


QKe^Re 


cords 


ample  opportunities  for  dealers  to  test  out  ma- 
chines and  records.  It  is  not  unlikely  that  ere 
this  is  read  a  change  also  will  have  been  made 
in  the  name  of  the  distributing  concern,  which 
will  more  effectually  identify  Harry  Spencer 
with  the  Brunswick  business. 

Mr.  Spencer  says  the  new  system  of  record 
releases  is  working  splendidly;  that  the  public 
has  eagerly  taken  hold  of  the  one-a-week  re- 
leases and  that  the  business  in  the  New  Eng- 
land territory  has  increased  SO  per  cent.  The 
Hoffman  and  Onegin  records  have  been  heavy 
sellers  ever  since  these  two  were  brought  for- 
ward as  Brunswick  artists. 


OPENS  NEW  ENGLAND  HEADQUARTERS 

Marf  Machine  &  Die  Casting  Co.,  Brooklyn, 
N.  Y.,  Opens  Springfield,  Mass.,  Office 


The  Marf  Machine  &  Die  Casting'  Co.,  Brook- 
lyn, N.  Y.,  manufacturer  of  die-castings  in  alu- 
minum, zinc,  tin  and  lead  alloys,  has  recently 
opened  a  New  England  office  at  51  Harrison 
avenue,  Springfield,  Alass.,  with  John  C.  Bennetf 
as  manager.  Mr.  Bennett  is  well  known 
throughout  the  New  England  territory  as  a 
mechanical  engineer  and  purchasing  agent, 
having  been  secretary  and  for-  the  past  year 
president  of  the  Purchasing  Agents'  Association 
of  western  Massachusetts.  He  has  been  a 
mechanical  executive  with  the  Stevens-Duryea 
Automobile  Co.,  the  Fisk  Rubber  Co.  and  re- 
cently resigned  as  manager  of  purchases  and 
production  of  the  Hampden  Grinding  Wheel 
Co.,  of  Springfield,  Mass. 


BELIEVES  IN  ADVERTISING 


PiTTSFiELD,  Mass.,  April  5.— J.  P.  Middleton, 
well-known  A-'ictor  dealer  in  this  city,  who 
moved  recently  into  a  new  store  at  270  North 
street,  has  been  using  considerable  publicity 
advertising  his  new  location  and  the  fact  that 
he  can  give  excellent  Victor  record  service.  At 
the.  recent  concert  given  in  Pittsfield  by  Mischa 
Elman,  famous  violinist  and  exclusive  Victor 
artist,  Mr.  Middleton  carried  advertising  space 
on  the  concert  program,  advising  the  music- 
loving  public  that  he  had  in  stock  sixty-three 
different  Mischa  Elman  records. 


BANDIT  PROVES  A  MUSIC  LOVER 


After  Taking  Cash  From  a  New  York  Phono- 
graph Store  Thief  Makes  a  Careful  Selection 
of  Records  Before  Disappearing 


A  music  lover  and  a  wit  carried  out  a  hold-up 
with  novel  features  at  the  phonograph  and  nov- 
elty store  of  Morris  Rosenblum,  at  1608  First 
avenue.  New  York,  recently.  Rosenblum  and  his 
wife  were  alone  in  the  store  when  the  two  men 
entered.  The  visit  started  with 'a  conversation 
about  the  price  of  phonograph  records.  Sud- 
denly the  two  customers  drew  revolvers  and  or- 
dered Rosenblum  and  his  wife  into  the  rear 
room,  where  one  bandit  remained  watching  over 
them  while  the  other  robbed  the  cash  register  of 
?128. 

Threatening  to  kill  the  Rosenblums  if  they 
moved,  the  bandits  began  to  look  over  phono- 
graph records  in  a  leisurely  manner.  The  one 
who  seemed  interested  in  music  glanced  at  the 
titles  and  put  aside  the  records  which  seemed  to 
make  a  special  appeal  to  his  artistic  side.  Ban- 
dit No.  2  looked  on  indulgently,  but  without 
seeming  to  share  his  companion's  weakness. 

Bandit  No.  2,  however,  laughed  dryly  when  he 
noticed  one  of  the  titles.  He  picked  out  the 
record  and  laid  it  conspicuously  on  the  counter. 
This  was  the  popular  song,  "Are  You  Sorry  I'm 
Leaving  You  Now?"  Then  they  hurried  out, 
jumping  into  a  waiting  taxicab  and  starting 
south.  Rosenblum  ran  out  into  the  street,  blow- 
ing a  police  whistle  and,  although  detectives  re- 
sponded quickly,  the  robbers  had  succeeded  in 
making  good  their  escape. 


April  15,  1923 


THE   TALKING   MACHINE  WORLD 


87 


For  years  Harry  C.  Browne  has  been  studyin'g  negro  songs  in  the 
haunts  where  old-timers  keep  alive  those  "Fo'  de  wah  melodies 
of  the  levee.  His  genuine  love  for  these  songs  is  manifest  in  his 
recording  o  f  "I'll  Make  Dat  Black  Gal  Mine"  and  "Kiss  Me, 
Honey,  Do" — Record  A-3833.  Each  of  these  songs  is  a  prize 
number,  even  without  Browne's  now  famous  banjo. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


FRANK  CRUMIT  ENTERTAINS  CLUB 


Columbia  Artist  Appears  Before  Kansas  City 
Club — Given  an  Enthusiastic  Reception 


Kansas  City,  Mo.,  April  5. — Through  the  cour- 
tesy of  E.  A.  McMurtry,  branch  manager  of 
the  Columbia   Graphophone   Co.,  of  this  city, 


Frank  Crumit 
the  Co-operative  Club  of  Kansas  City  ^had  the 
pleasure  recently  of  hearing  Frank  Crumit,  ex- 
clusive Columbia  artist.  Mr.  Crumit,  who  was 
one  of  the  stars  in  "Tangerine,"  which  appeared 
recently  at  the  Shubert  Theatre,  entertained  the 
members  of  the  club  at  their  weekly  dinner  and 
was  given  an  enthusiastic  ovation. 

Frank  Crumit  is  one  of  the  most  popular  ar- 


tists recording  for  the  Columbia  library  and  his 
success  as  a  star  in  the  "Greenwich  Village  Fol- 
lies," followed  by  his  hit  in  "Tangerine,"  has 
placed  him  in  the  front  ranks  of  the  theatrical 
world.  He  has  advanced  from  a  performer  on 
a  small-time  circuit  to  a  headliner  in  a  remark- 
ably short  time  and,  in  addition  to  being  an 
actor  of  exceptional  merit,  possesses  a  most 
pleasing  personality  both  on  and  off  the  stage, 
an  important  asset  of  an  artist. 


EDISON  DEALER'S  ANNIVERSARY 


THALLMAYER  TO  SAIL  FOR  EUROPE 


Manager  of  General  Phonograph  Corp.  to  Visit 
Leading  European  Countries — Will  Make 
New  Recordings  and  Bring  Back  Additional 
Lindstrom  Matrices 


A.  F.  Thallmayer,  manager  of  the  foreign  rec- 
ord division  of  the  General  Phonograph  Corp., 
New  York,  is  planning  to  leave  about  May  1 
on  an  important  European  trip.  .According  to 
his  present  plans  iVlr.  Thallmayer  will  spend  at 
least  a  month  in  Germany  and  will  also  visit 
the  Scandinavian  countries,  Austria,  Hungary, 
Italy  and  Czecho-Slovakia.  During  the  course 
of  his  Euorpean  trip  Mr.  Thallmayer  will  en- 
deavor to  make  many  new  recordings,  in  addi- 
tion to  going  over  carefully  the  tremendous  rep- 
ertoires of  the  Carl  Lindstrom  Co.  at  Berlin. 
Without  question,  there  are  many  gems  in  these 
repertoires  which  Mr.  Thallmayer  will  bring 
back  with  him  and  which  will  undoubtedly  find 
favor  with  the  American  public. 

The  tremendous  success  achieved  by  the  for- 
eign record  division  of  the  General  Phonograph 
Corp.  is  a  distinct  tribute  to  Mr.  Thallmayer's 
thorough  knowledge  of  this  important  work, 
as  is  the  fact  that  he  has  received  the  whole- 
hearted co-operation  of  Otto  Heineman,  presi- 
dent of  the  company.  Mr.  Heineman  is  keenly 
enthusiastic  regarding  Mr.  Thallmayer's  Euro- 
pean trip,  as  lie  believes  that  the  company's 
record  library  will  benefit  materially  from  his 
visit  abroad. 


Shultz  Bros.  Edison  Shop  in  Omaha  Celebrates 
First  Anniversary  in  New  Store — Closing  Ex- 
cellent Business — Enjoyed  a  Record  Year 


Omaha,  Neb.,  April  5. — Shultz  Bros.  Ldisun 
.Shop,  of  this  city,  celebrated  the  first  anniver- 
sary of  its  new  store  a  few  weeks  ago,  and  the 
company's  headquarters  at  Si.xteenth  and  How- 
ard streets  were  visited  by  many  local'  music 
lovers.  Just  a  year  ago  Shultz  Bros.  Edison 
.Shop  moved  from  its  old  location  at  Fifteenth 
street  to  the  handsome  store  it  now  occupies 
and,  in  a  chat  with  The  World,  K.  R.  Moses, 
manager  of  the  establishment,  commented  as 
follows  regarding  the  company's  activities  the 
past  year: 

"The  move  to  our  new  location,  coupled  with 
the  introduction  of  the  new  Edison  models,  has 
enabled  us  to  enjoy  the  biggest  retail  year  in  the 
history  of  Shultz  Bros.  The  new  record  release 
plan  inaugurated  by  the  Edison  laboratories  on 
January  1  is  working  out  most  successfully  and 
increased  record  business  is  very  much  in  evi- 
dence. The  new  Edison  models  of  the  less  ex- 
pcnsive  type  have  met  with  instantaneous  fa- 
\or,  and  we  have  been  doing  an  excellent  busi- 
ness with  the  Baby  console,  London  console  and 
London  upright." 


COMPLETE  MU^  STORE  OPENS 

South  Bend,  Ind.,  April  6. — The  Complete 
Music  Store,  this  city,  has  been  opened.  E.  H. 
Konald  is  manager  of  the  new  store,  having 
been  operating  the  firm's  store  at  Mishawaka- 
for  the  past  three  years.  The  new  store  is 
carrying  a  complete  line  of  musical  instruments, 
including  pianos,  phonographs,  band  and  string; 
instruments,  rolls,  sheet  music  and  records. 
Steinway  .and  Lyon  &  Healy  pianos  and  Victor 
talking  machines  are  handled. 


.\  fair  deal  is  never  a  losing  proposition. 


A  FEW  JOBBING  TERRITORIES  STILL  OPEN 

WALL-KANE  NEEDLES        CONCERT  NEEDLES  JAZZ  NEEDLES 

Each  needle  guaranteed     Steel  needles  in  tones  of    The  special   extra  loud 
to  play  ten  records.  extra  loud,  loud,  medium       needle.    The  only  one  of 

and  soft.  its  kind  in  the  world. 

Profit -Producing  Jobbing  Proposition 
WALL-KANE  NEEDLE  MFG.  CO.,  3922  14th  Avenue,  BROOKLYN,  N.  ¥. 
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WALTER  GEISSLER  ASSUMES  NEW  POST 


New  Manager  of  Famous-Barr  Talking  Machine 
and  Piano  Departments  Heartily  Welcomed 
.  by  Trade — Well  Qualified  for  New  and  Im- 
portant Post — Brother  of  Louis  F.  and  E.  A. 
Geissler  and  Uncle  of  Arthur  D.  Geissler 


St.  Louis,  Mo.,  April  5. — The  members  of  the 
local  retail  music  trade  have  given  a  hearty 
welcome  to  Walter  P.  Geiss'er,  who  was  re- 
cently appointed  manager  of  the  talking  machine 
and  piano  departments  of  the  Famous-Barr  Co. 
in  this  city.    The  management  of  this  depart- 


Walter  P.  Geissler 

ment  is  recognized  as  one  of  the  most  important 
retail  positions  in  the  country,  and  Mr.  Geissler's 
appointment  is  a  distinct  tribute  to  his  mer- 
chandising ability. 

W^alter  P.  Geissler  is  a  brother  of  Louis  F. 
Geissler,  formerly  managing  director  of  Sher- 
man, Clay  &  Co.,  and  more  recently  general 
manager  of  the  Victor  Talking  Machine  Co. 
He  is  also  a  brother  of  Edward  A.  Geissler, 
vice-president  and  general  manager  of  the  Geo. 
J.  Birkel  Co.,  Los  Angeles,  Calif.,  and  is  an 
uncle  of  Arthur  D.  Geissler,  president  of  the 
New  York  Talking  Machine  Co.  and  the  Chicago 
Talking  Machine  Co. 

Walter  P.  Geissler's  talking  machine  experi- 
ence was  acquired  during  four  years'  experience 
with  the  Victor  Talking  Machine  Co.  as  one 
of  its  traveling  representatives  and  eight  years' 
association  with  the  Chicago  Talking  Machine 
Co.    He  specialized  to  a  considerable  degree  on 


the  intensive  development  of  retail  accounts, 
winning  the  esteem  and  friendship  of  the  dealers 
throughout  the  Chicago  territory.  In  his  new 
position  Mr.  Geissler  will  have  the  whole- 
hearted co-operation  of  Arthur  D.  Geissler  and 
the  prominent  a,nd  ultra-efficient  organizations  of 
which  he  is  now  the  head. 


T.  B.  NILES  WINS  PROMOTION 


New  Assistant  Advertising  Manager  of  Colum- 
bia Co.  Well  Known  in  Trade— J.  E.  Clokey 
Has  Been  Appointed  Sales  Office  Manager 


Lester  L.  Leverich,  advertising  manager  of 
the  Columbia  Graphophone  Co.,  announced  this 
week  the  appointment  of  T.  B.  Niles  as  assistant 
advertising  manager  of  the  company.  Mr.  Niles 
succeeds  Seymour  Soule,  who  resigned  from 
the  company's  service  to  become  identified  with 
a  well-known  printing  concern.  Mr.  Niles  is 
exceptionally  well  qualified  for  his  new  post, 
as  he  has  been  a  member  of  the  Columbia 
organization  for  several  years,  serving  as  as- 
sistant manager  of  the  Indianapolis  branch, 
assistant  manager  of  the  Pittsburgh  branch  and 
more  recently  a  member  of  the  sales  division 
at  the  executive  offices,  editing  the  Columbia 
Record  and  performing  dealer  service  work. 
As  assistant  to  Mr.  Leverich  he  will  have  ample 
opportunity  to  utilize  his  previous  merchandis- 
ing and  sales  experience. 

J.  E.  Clokey,  who  has  been  a  member  of  the 
Columbia  sales  department  for  several  years, 
has  been  appointed  sales  office  manager,  and  his 
duties  have  been  increased  along  important 
lines. 


NEW  COLUMBIA  "COHEN"  RECORD 


Joe  Hayman  Makes  New  "Cohen"  Selections- 
Wireless  Is  the  Subject  of  Latest  Record 


One  of  the  interesting  records  released  by 
the  Columbia  Graphophone  Co.  in  its  May  list 
is  a  new  Cohen  record  made  by  Joe  Hayman. 
Columbia  dealers  everywhere  will  remember  the 
popular  hit  scored  by  the  first  Cohen  record  and 
the  new  selections  made  by  Joe  Hayman  will 
undoubtedly  be  given  a  hearty  reception  from 
the  trade  and  the  public.  The  new  Columbia 
record  is  entitled  "Cohen  Buys  His  Wireless" 
and  "Cohen  Listens  In,"  and  the  popular  inter- 
est in  wireless  at  the  present  time  will  undoubt- 
edly act  as  a  marked  stimulant  to  the  sale  of 
this  new  record. 


Never  forget  that  a  customer  can  always  buy 
from  a  competitor  if  you  fail  to  please. 


KELLY  CO.'S  ATTRACTIVE  WINDOW 

Duluth  Edison  Dealer  Carrying  on  Splendid 
Campaign  in  His  Territory — Windows  Attract 
Wide  Attention  and  Result  in  Business 


Duluth,  Minn.,  April  5.— The  F.  S.  Kelly  Fur- 
niture Co.,  of  this  city,  Edison  dealer,  has  been 
making  a  specialty  of  attractive  window  dis- 
plays, and  the  display  that  this  dealer  featured 
during  March  is  shown  in  the  accompanying  il- 
lustration. Although  the  F.  S*  Kelly  Furniture 
Co.  was  appointed  an  Edison  dealer  only  a  few 
months  ago  it  has  been  closing  an  excellent 
business  and  has  been  featuring  the  Edison  line 


E.  S.  Kelly  Co.'s  Artistic  Edison  Window 

to  advantage.  This  enterprising  dealer  uses  ef- 
fective publicity  which,  coupled  with  efficient 
sales  methods,  has  enabled  the  company  to 
build  up  a  substantial  Edison  clientele  and  a 
rapidly  growing  business. 


CHARMAPHONE  PORTABLES  MAKE  BOW 


Portable  Instruments  in  Two  Styles  Introduced 
to  the  Trade  by  Charmaphone  Co. 


The  Charmaphone  Co.,  whose  executive  offices 
are  at  39  West  Thirty-second  street.  New  York 
City,  and  factory  at  Pulaski,  N.  Y.,  has  intro- 
duced to  the  trade  Charmaphone  portables  in 
two  €tyles.  Both  machines  are  of  the  same 
dimensions.  No.  6  is  finished  in  walnut  and 
oak,  carrying  a  special  needle  cup  and  a  patented 
holder  for  ten  records.  The  No.  8  model,  which 
is  retailed  at  a  slightly  higher  price,  is  finished 
in  mahogany  only  and  includes  an  album 
for  carrying  ten  records.  The  machines  are 
equipped  with  quality  motor,  playing  three  rec- 
ords with  one  winding.  The  Charmaphone  tone 
arm  and  sound  box  arc  used  in  the  portable  and 
are  a  part  of  the  equipment  of  all  Charmaphone 
products.  When  closed  either  portable  resem- 
bles a  carrying  case.  A  vigorous  campaign  on 
these  new  instruments  will  soon  be  started. 


EDISON  DEALERS 


ftLARAVOX 


Do  you  want  to  double  j^our  record  business? 

You  have  two  ways  of  doing  this:  by  selling  more  Edison  ma- 
chines, and  by  selling  Claravox  reproducers. 

Fifty  per  cent  of  the  present  owners  of  other  makes  of  talk- 
ing machines  are  prospects  for  Edison  Records  played  by  the 
Claravox. 

How  does  this  compare  with  the  number  of  prospects  for  new 
talking  machines? 

We  guarantee  that  the  Claravox  is  exactly  the  same  weight  on 
the  record  as  the  Edison  reproducer,  and  that  it  has  identically 
the  same  shape  and  size  of  diamond  point. 

Order  a  Claravox  today  and  prove  our  claim  of  correct  repro- 
duction of  the  most  exceptional  Edison  tone  qualities. 

Wire,  phone  or  write 


=  '       Instantly  Attached 


;cLEAR  voice: 


THE  CLARAVOX  CO. 


Diamond  Pointed 


Youngstown 


OHIO  m 
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The  Law  of  Average 

The  Law  of  Average  is  a  safe  rule  to  follow  in  business. 
The  Law  of  Action  and  Re-action  with  the  passing  of  time  be- 
comes the  more  important  Law  of  Average. 

Victor  Supremacy  became  a  fact  with  the  passing  of  time 
and  under  a  test  of  the  Law  of  Average. 

Victor  Dealers  should  not  overlook  the  Law  of  Average  in 
selecting  a  Victor  Wholesaler  whom  they  will  use  as  their  main 
source  of  supply. 

Carelessly  made  promises  and  spectacular  performances  have 
been  proven  unreliable,  time  and  again,  by  the  Law  of  Average. 
After  all,  Mr.  Victor  Dealer,  is  it  not  permanent  dependability 
which  counts  in  the  long  run? 

The  year  1 923  will  be  very  profitable  to  Victor  Dealers  who 
have  the  service  of  a  dependable  Victor  Wholesaler. 

The  Victor  line  without  a  Dependable  Victor  Wholesaler  as 
the  main  Source  of  Supply  is  like  a  good  ship  without  a  compass. 


The  Law  of  Average  proves 
the  Victor  and  Blackman  to 
be  "the  dependable  com- 
bination."- 


90 


THE   TALKING   MACHINE  WORLD 


April  13,  1923 


VICTOR  SCHOOL  IN  MINNEAPOLIS 


One  of  the  Most  Successful  Courses  Ever  Held 
by  F.  A.  Delano  Staged  Under  Auspices  of 
George  C.  Beckwith  Co.  and  W.  J.  Dyer  & 
Bro.,  Twin  City  Victor  Jobbers 


Minneapolis,  Minn.,  April  6. — An  event  of  im- 
portance here  recently  was  the  Victor  School  of 
Salesmanship,  conducted  at  the  Curtis  Hotel, 
this  cit}',  under  the  direction  of  the  Twin  City 
jobbers,  George  C.  Beckwith  Co.  and  W.  J. 
Dyer  &  Bro.  The  course,  from  March  26  to  29 
inclusive,  and  attended  by  ninety-seven  sales 
representatives,  was  one  of  the  largest  and  most 
successful  conferences  that  F.  A.  Delano  has 
conducted  this  year. 

One  feature  of  the  meeting  was  the  division 
of  the  class  into  two  schools,  the  buyers  and 
the  sellers,  Mr.  Strom,  of  St.  Cloud,  represent- 
ing the'  former  and  J.  L.  Fofahl,  of  St.  Paul, 
the  latter.  Jilr.  Fofahl's  aggressive  arguments 
and  sound  reasoning  were  so  convincing  that, 
although  the  afifair  was  only  in  jest,  it  was  so 
realistic  that  spectators  had  a  hard  time  in  dis- 
pelling the  belief  that  Mr.  Strom  was  not  actu- 
ally sold  a  $350  instrument.  Of  course,  Mr. 
Strom  assumed  the  attitude  of  the  purchaser 
who  only  comes  to  look. 

]Mrs.  Buchanan,  of  the  A'ictor  educational  de- 
partment, demonstrated  the  use  of  the  talking 
n-,achine  in  the  public  schools,  especially  in  con- 
nection with  folk  dancing.  John  Paine,  of  the 
legal  department,  who  was  in  town  visiting  the 
dealers,  addressed  the  gathering  and  his  talk 
was  both  instructive  and  illuminating. 

Music  featuring  Victor  hits  and  other  selec- 
tions soon  to  be  released  was  played  at  a 
dance,  participated  in  by  students  of  the  school, 
by  the  Metropolitan  Orchestra,  Helen  B.  Wat- 
son, director.  The  dance  took  place  on  the  27th. 
Messrs.  Goetz,  Olson,  White  and  Stendall,  rep- 
lesenting  Leo  Feist,  Inc.,  kept  the  crowd  in 
an  uproar  with  their  interpretations  of  popular 
songs.  The  Remick  Co.  had  the  team  of  Mrs. 
McKibbon  and  Murphy  on  hand  to  entertain, 
which  they  did  in  a  pleasing  manner.  Carsten 
Woll,  Victor  vocalist,  accompanied  by  his  wife, 
a  very  charming  and  finished  pianist,  rendered 
a  number  of  Norwegian  folk  songs. 

.\  banquet,  at  v."hich  enthusiasm  reached  the 
'nth  degree,  conchided  the  conference.  H.  .A.. 
Jeronimus,  of  Duluth,  was  so  impressed-  with 
the  whole  affair  that  he  suggested  that  a  simi- 
lar get-together,  be  held  every  six  niontli^.  C. 
K.  Bennett  gave  him  his  assurance  that  some- 
thing of  this  kind  would  be  done  and  he  con- 


templates a  meeting  in  September,  if  possible, 
v.hich  will  be  more  in  the  nature  of  a  pep-fest. 

Those  enrolled  were:  Ben  W^  Martin,  Day- 
ton Co.,  Minneapolis;  Gertrude  Robinson,  A. 
H.  Porter,  Metropolitan  Music  Co.,  Minneapo- 
lis; C.  Salveson,  Simmons  &  Salveson,  Oakes, 
N.  D. ;  J.  E.  Burke,  J.  E.  Burke  Music  House, 
Winona,  Minn.;  Geo.  E.  Benson,  Benson  Music 
House,  Minneapolis;  Mrs.  Maude  Langridge,  J.  G. 
Lewis  Music  House,  Manchester,  la. ;  Fred  Unger, 
W.  F.  L"nger,  Melrose,  Minn.;  J.  L.  Hoe\-,  Glass 
Block  Store,  Duluth,  Minn.;  Mrs.  Annie  JSL  Ewing, 
Princeton,  Aiinn. ;  J.  E.  Albino,  Miss  Dorothy 
Burling,  Hdward-Farwell  &  Co.,  Minneapolis; 
H.  B.  Williamson,  H.  B.  Williamson  Co.,  Water- 
town,  S.  D.;  Leonard  J.  Lindgren,  A.  J.  Lind- 
gren,  Duluth,  Minn.;  Donald  D.  Taylor,  Cable 
Piano  Co.,  Minneapolis;  Albert  Brown,  Peyer 
Music  Co.,  St.  Paul;  Donna  Swanson,  formerly 
L.  S.  Donaldson  Co.,  ^Minneapolis;  Alice  C. 
Smith,  R.  M.  Horr,  Lemmon,  S.  D.;  Frank  L. 
Gunyo,  New  England  F.  &  C.  Co.,  Minneapolis; 
A.  B.  Watson,  Metropolitan  Music  Co.,  Minne- 
apolis; J.  S.  Leavitt,  Howard-Farwell  &  Co.,  St. 
Paul;  Oscar  Overby,  Rice  Lake",  \Vis.;  C.  P. 
Banning,  W.  J.  Dyer  &  Bro.,  St.  Paul;  Robert 
D.  Hume,  Whitney-MacGregor  Co.,  j\Iinneapo- 
lis;  .\delaide  H.  W'iemann,  Esther  D.  Nelson, 
Howard-Farwell  &  Co.,  St.  Paul;  Nellie  Fowler, 
Howard-Farwell  &  Co.,  Minneapolis;  Stephen 
Sinionet,  Simonet  Furn.  &  C.  Co.,  Little  Falls, 
Minn.;  J.  J.  Kuncl,  Cable  Piano  Co.,  St.  Paul; 
H.  M.  Hershey,  Litchfield,  Minn.;  Harry  R. 
Leithold,  Fred  Leithold  Piano  Co.,  La  Crosse, 
Wis.;  Geo.  H.  Burch,  E.  F.  Huhner  Co.,  Still- 
water, Minn.;  C.  M.  Boist,  Cable  Piano  Co., 
Minneapolis;  Georgia  Clousee,  Cable  Piano  Co., 
St.  Paul;  Florence  Duba,  R.  L.  Morland,  Worth- 
ington,  Minn.;  Bessie  Roach,  Golden  Rule,  St. 
Paul;  Mary  .\nderson,  H.  F,  Michael  Co.,  Brain- 
crd,  i\Iinn.;  Mrs.  John  "M.  Alden,  .-Mden  ]\lusic 
Store,  Hibbing,  Minn.;  Hannah  M.  Sorenson, 
Skinner-Chamberlain  Co.,  Albert  Lea,  ]\Iinn.; 
\  iola  Sather,  Dayton  Co.,  Alinneapolis ;  A.  K. 
Cox,  W.  J.  Dyer  &  Bro.,  St.  Paul;  D.  C.  Roden, 
Powers  Merc.  Co.,  Minneapolis;  Myrtle  E.  Jack- 
man,  H.  M.  Hershey,  Willmar,  Minn.;  Ann  L. 
McGovern,  Bach  Music  Co.,  Rochester,  Jilinn.; 
Ernest  Borglin,  Howard-Farwell  &  Co.,  St. 
Paul;  Lillian  Hagen,  M.  B.  Hagen,  Hopkins, 
?\Iinn.;  Paul  F.  Lewis,  E.  T.  Barron  &  Co.,  Su- 
Ijerior,  Wis.;  Esther  McGinty,  M.  B.  Hagen, 
Hopkins,  ^linn.;  Mrs.  Josephine  Thompson, 
Foster  &  Waldo  Co.,  Minneapolis;  Beulah  Wal- 
bridge,  Walbridge  Bros.  &  King,  Hastings, 
Minn.;  Bessie  Kittinger,  M.  H.  Wallace,  iMiles 
City,  Mont.;  Airs.  H.  J.  Jeronimus,  H.  J.  Jeroni- 


The  territory  we  supply 


comprises  the  entire  Metropolitan  district — a  vast 
OKeh  field  that  offers  almost  unlimited  opportun- 
ities to  OKeh  dealers. 

If  you  are  a  live  dealer  and  would  know,  in  detail, 
the  full  possibilities  that  this  great  market  holds  for 
OKeh  Records,  we  suggest  that  you  get  in  touch 
with  us. 

We  carry  at  all  times  an  exceptionally  large  stock, 
and  in  addition,  we  have  the  essential  facilities  for 
handling  your  orders  promptly  and  efficiently. 

Bristol  &  Barber  Co.,  Inc. 

3  East  14th  Street  New  York  City 

Stuyvesant  1724 
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You  Can't ^owrori4 


mus,  H.  J.  Jeronimus,  Duluth,  Minn.;  H.  h. 
Chesternian,  Crookston,  Minn.;  Si  Poppler,  Pop- 
pier  Piano  Co.,  Grand  Forks,  N.  D. ;  H.  P.  Marx, 
Shakopee,  Minn.;  Murray  AI.  Kirschbaum,  L.  S. 
Donaldson  Co.,  ^Minneapolis;  A.  J.  Lindgren, 
Duluth;  J.  L.  Pofahl,  Peyer  Music  Co.,  St.  Paul; 
\V.  E.  Revier,  Northfield,  Minn.;  Geo.  Zanmil- 
ler,  Northfield,  Minn,;  Mr.  and  Mrs.  C.  B. 
Warne,  C.  B.  Warne,  Redfield,  S.  D.;  H.  J.  Be- 
niis.  Pierce  Book  Store,  Faribault,  Alinn.;  Roy 

B.  Graves,  R.  H.  Bach  Piano  Co.,  Faribault, 
Minn.;  Miss  Louise  Rodange,  H.  M.  Hershey, 
Litchfield,  Minn.;  Joseph  E.  Nylin,  Olga  Nelson, 
Nelson-Nylin  Music  Co.,  St.  Paul;  Lois  I.  .A.llen, 

.  Christenson-Dempster  Co.,  Sioux  Falls,  S.  D.: 
Fred  Strom,  S.  E.  ]\Iurphy  Music  Co.,  St.  Cloud 
Minn.;  Ida  Mae  Maxwell,  City  Drug  Store,  Evc- 
leth,  Minn.;  F.  M.  Pierce,  Pierce  Book  Store, 
Faribault,  Minn.;  Wm.  S.  Weber,  Weber  Jew- 
elry &  Music  Co.,  St.  Cloud,  Minn.;  Alarion 
liaker,  Anna  Dols,  Cable  Piano  Co.,  Minneapo- 
lis, Minn.;  Eugene  Burrows,  Fred  Leithold  Pi- 
ano Co.,  La  Crosse,  AVis.;  Catherine  Ferrin,  J. 
I.  Ferrin  &  Son,  Red  Wing,  Minn.;  Helen  R. 
Ganger,  Bach  Piano  Co.,  Faribault,  Minn.;  Mar- 
garet J.  Phillips.  E.  L.  Hauchen,  Kathryn  L. 
Si  oner,  T.  W.  Brahy,  R.  C.  Colman,  W.  H.  Da- 
vis, W'm.  Eraser,  W.  J.  Dyer  &  Bros.,  St.  Paul; 
Roy  Jensen,  C.  H.  Jensen,  A.  R.  Bloom,  H.  W. 
I'eterson,  R.  J.  Sabra,  Geo.  C.  Beckwith  Co., 
Minneapolis;  'Mr.  Zoller,  Golden  Rule,  St.  Paul; 
Geo.  A.  Mairs,  W.  J.  Dyer  &  Bro.,  St.  Paul; 

C.  Hicks,  A^ictor  Talking  Machine  Co.,  Camden, 
X.  J;;  C.  K.  Bennett,  Geo.  C.  Beckwith  Co.. 
Minneapolis: 


TIMELY  PUBLICITY  BOOSTS  SALES 


Troy,  N.  Y.,  .-^pril  9. — Cluett  &  Sons,  of  this  city, 
who  handle  Vocalion  records,  recently  tied  up 
with  the  appearance  here  of  Colin  O'More,  ten- 
or and  Vocalion  artist,  by  featuring  this  artist's 
records  in  a  series  of  advertisements  in  the 
local  newspapers.  This  timely  publicity  result- 
ed in  a  great  demand  for  Colin  O'More  records. 
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xModel  2.^  Hepplewhite  Period  Console 
MAXIiMUM  DISCOUNT 
Strand  Offers  the  Only  Complete  Line  of  True-to-P eriod  Consoles 


RICHARD    H.    ARNAULT,    95  Madison 

Avenue,  New  York  City 
ARTOPHONE      CORPORATION,  1103 

Olive  Street,  St.  Louis,  Mo. 
ARTOPHONE       CORPORATION,  317 
Kansas  City  Life  Bldg.,  Kansas  City,  Mo. 
W.  O.  CARDELL,  Tulsa,  Okla. 
CONSOLIDATED  TALKING  MACHINE 

CO.,  227  \V.  Washington  St.,  Chicago,  111. 
R.  L.  CHILVERS,  903  New  Birks  Bldg., 

Montreal,  Quebec. 
OTIS   C.   DORIAN,   321   King  St.,  East, 
Toronto,  Ont. 


These  direct  Strand  representatives  are  ready  to  serve  you: 


A.    C.    ERISMAN.    174    Tremont  Street, 

Boston,  Mass. 
GENERAL   RADIO   CORP.,    624  Market 

Street,   Philadelphia,  Pa. 
GENERAL    RADIO    CORP.,    806  Penn 

Ave.,    Pittsburgh,  Pa. 
WALTER  S.  GRAY,  942  Market  Street, 

San    Francisco,  Cal. 
WALTER   S.   GRAY,   926  Midway  Place, 

Los  Angeles.  Cal. 
L.    D.    HEATER,    357    Ankeny  Street, 

Portland,  Ore. 
H.  J.  IVEY,  Box  235,  Dallas,  Tex. 


MANUFACTURERS  PHONOGRAPH  COMPANY,INa  T^' 
95  Madison  Avenue,  New  York     Geo.  W.  Lyle,  President 


L.  C.  LE  VOIE,  524  Curtis  Hotel,  Miu. 
neapolis,  j\linn. 

IROQUOIS  S.\LES  CORP.,  210  Franklin 
Street.    Buffalo.    N.  Y. 

R.  J.  JAMIESON,  Swetland  Bldg.,  Cleve- 
land, O. 

MERVIX    E.    LYLE.    6SV2    Walton  St.. 

Atlanta,  Ga. 
RICKEN,     SEEGER    &    WIRTS,  Globe 

Bldg.,  Detroit,  Mich. 
SILZER  BROS.,  1019  Walnut  Street,  Des 

Moines,  la. 
STERLING  ROLL  &  RECORD  CO.,  137 

West  Fourth  Street,  Cincinnati,  O. 
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Slozv  Deliveries  A  feet  Trade — JVilking  Co.  Remodels  Store — 
Ties  Up  JVith  ArtistsStacies  "Talker"  Shoiv— Tone-Tests  a  Hit 


Indianapolis,  Ind.,  April  7. — Some  dt;alers  in  the 
Indianapolis  territory  are  still  experiencing  dif- 
ficulty in  securing  delivery  of  machines  from 
the  ■  factories.  This  is  particularly  true  of  the 
Sonora  dealers,  some  orders  for  machines  which 
were  placed  by  Charles  Mayer  &  Co.  early  in 
the  year  having  been  delivered  only  in  the  past 
few  weeks.  In  spite  of  this  difficulty  sales  of 
the  Sonora  instruments  are  holding  up  quite 
well,  and  many  prospective  buyers  are  willing  to 
waive  prom.pt  deliveries.  "Probably  90  per  cent 
of  our  sales  are  of  our  period  model  machines, 
with  the  average  price  ranging  close  to  $250," 
said  W.  E.  Freeman,  of  the  Mayer  Co. 
Kiefer-Stewart  Co.  Busy 

The  Kiefer-Stewart  Drug  Co.,  wholesale  So- 
nora distributor  in  Indiana,  reports  that  the 
standard  period  models,  as  Avell  as  the  new  de 
luxe  models,  are  in  demand  throughout  the 
State,  and  here  again  the  only  obstacle  to  an 
unusually  good*business  are  slow  deliveries.  The- 
odore Heck  has  taken  the  Sonora  line  in  Au- 
rora, Ind.,  this  being  the  only  important  new 
account  which  the  Kiefer-Stewart  Co.  has 
opened  in  the  past  week.  O.  C.  Maurer,  of  the 
Kiefer-Stewart  Co.,  reports  that  there  has  been 
a  fair  demand  for  Okeh  records,  which  arc  also 
distributed  by  this  house. 

Wilking  Co.  Remodels  Store 

The  Wilking  Music  Co.  has  remodeled  its 
store  at  29  Massachusetts  avenue,  changing  the 
window  arrangement  and  extending  the  display 
rooms  to  Ohio  street,  so  that  they  now  have 
entrances  on  both  streets.  The  Wilking  Co.  will 
handle  talking  machines  and  Banner  records  in 
the  remodeled  store,  the  Massachusetts  avenue 
side  being  given  over  to  the  phonograph,  rec- 
ord, sheet  music  and  player  roll  business,  while 
the  Ohio  street  side  will  be  devoted  entirely  to 
the  display  of  Jesse  French  pianos. 

Ties  Up  With  Artists 

Widener's  Grafonola  Shop  took  full  advantage 
of  the  one-week  appearance  of  Van  and  Scbenck, 
Columbia  artists,  in  this  city,  and  tied  up  its 
advertising  and  window  displays  with  this  ap- 
pearance, with  the  result  that  sales  of  numbers 
by  these  artists  showed  a  very  appreciable  in- 
crease.   This  store  has  enjoyed  a  very  good 


business  both  in  Columbia  and  Vocalion  rec- 
ords and  machines  during  the  past  month. 
Brisk  Brunswick  Demand 

Brunswick  dealers  have  enjoyed  an  unusually 
good  month,  both  in  point  of  sales  of  machines 
and  records.  C.  P.  Herdman,  manager  of  the 
talking  machine  department  of  the  Baldwin  Pi- 
ano Co.,  reports  that  record  sales  have  been  bet- 
ter in  the  past  month  than  in  any  month  dur- 
ing the  last  year,  with  the  exception  of  Decem- 
ber, of  course.  Mr.  Herdman  finds  that  the 
greatest  demand  is  for  the  higher  priced  ma- 
chines in  period  models.  During  the  last  week 
in  March  he  arranged  a  very  attractive  display 
of  all  models  in  such  position  on  the  main  floor 
of  the  display  rooms  that  they  were  readily  vis- 
ible from  the  street,  running  in  conjunction  witli 
this  display  special  demonstrations  of  Bruns- 
wick machines  and  featuring  the  display  and 
the  demonstrations  in  his  newspaper  advertis- 
ing. The  Brunswick  Shop  also  enjoyed  a  very 
good  month's  business.  All  Brunswick  dealers 
featured  Marion  Harris'  recordings  during  tlie 
appearance  of  this  artist  at  Keith's  Theatre  for 
a  period  of  one  week  and,  since  they  were  able 
to  furnish  her  latest  numbers  at  the  time  of  her 
appearance,  these  records  were  in  great  demand. 
Stages  Victrola  Showr 

Victor  dealers  are  enthusiastic  over  the  past 
month's  business,  as  a  rule,  the  volume  and 
grade  of  their  sales  having  been  quite  encour- 
aging. There  was  a  slight  falling  ofT  during 
the  last  week,  but  Ira  Williams,  of  the  Pettis 
Dry  Goods  Co.,  points  to  the  fact  that  clothing 
sales  during  the  Easter  period  were,  of  course, 
larger  than  in  other  periods,  which  naturally 
had  an' adverse  effect  on  the  sales  of  machines, 
particularly  in  the  department  stores.  Mr.  Wil- 
liams staged  a  Victrola  show  during  the  first 
week  of  April,  when  he  made  a  special  display 
of  all  models,  including  the  Victor  show  ma- 
chine and  the  "Trade  Mark"  machine.  Special 
demonstrations  were  given  throughout  the  week 
and  souvenirs  were  presented  to  all  visitors. 
Says  Artists  Influence  Record  Sales 

Miss  Minnie  Springer,  of  the  Victor  depart- 
ment of  the  Taylor  Carpet  Co.,  reports  that  this 
house  has  had  an  unusually  laree  amount  of 
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Phonograph  Corporation  of  Indiana 


EDISON  DISTRIBUTORS 


325  North  Delaware  Street 


Indianapolis,  Indiana 


calls  for  Paderewski  numbers  following  the  ap- 
pearance of  that  artist  in  concert  late  in  March. 
Miss  Springer  finds  that  appearances  of  lead- 
ing artists  are  always  reflected  in  sales  for  some 
time  following,  while  some  other  Victor  deal- 
ers report  little  stimulation,  the  demand  for  this 
class  of  recordings  being  quite  steady.  The 
'['aylor  store  is  only  a  few  doors  from  the  prin- 
cipal hotels  of  the  city  and,  while  in  Indianapo- 
lis, many  artists,  on  account  of  this  convenience 
of  location,  pay  special  visits  to  the  Taylor  Vic- 
tor department.  "I  W'ould  mention  particularly 
the  recent  visit  of  Miss  Patricola  while  she  was 
appearing  in  Indianapolis,"  said  Miss  Springer. 
"Miss  Patricola  called  on  us  one  afternoon  and 
spent  several  hours,  chatting  with  us  all,  very 
much  as  if  she  were  one  of  our  ow'n  organiza- 
tion, telling  us  of  amusing  incidents  in  connec- 
tion with  the  recording  of  some  of  her  num- 
bers, and  giving  us,  in  the  course  of  her  con- 
versation, many  ideas  which  we  eagerly  accept- 
ed. She  made  herself  so  agreeable  to  us  that  we 
just  couldn't  help  boosting  Patricola  numbers, 
and  the  ultimate  result  was  that  our  sales  of 
her  recordings  led  during  that  period.  Paul 
Whiteman's  Orchestra  almost  made  our  store 
its  headquarters  while  in  Indianapolis  and  we 
learned  a  great  deal  of  "inside  stuff"  from  them, 
which  has  been  beneficial  to  us  in  selling  White- 
man  numbers."  Miss  Springer  will  attend  the 
A'ictor  School,  to  be  held  in  Chicago,  during  the 
early  part  of  April. 

Prosperous  Month  for  Edison  Dealers 

Edison  dealers  have  enjoj-ed  a  very  prosper- 
ous month  in  sales  of  machines  and  particularly 
in  the  sales  of  records,  the  proportion  of  record 
sales  to  the  total  volume  of  sales  having  shown 
a  steady  increase  during  the  past  several 
months.  The  Claypool-Miller  Music  Store,  Edi- 
son dealer,  in  Lafayette,  Ind.,  has  been  com- 
pletely redecorated  and  is  now  one  of  the  most 
attractive  music  stores  in  northern  Indiana.  The 
Sudduth  Electric  Co.  has  closed  a  contract  for 
the  Edison  franchise  in  Washington,  Ind.,  this 
being  the  only  new  important  Edison  account 
announced  in  tlie  past  week,  although  a  number 
of  new  dealers  are  practically  closed,  but  w'ill 
not  be  announced  at  this  time. 

J.  M.  Vandervoort,  assistant  manager  in 
charge  of  the  Phonograph  Corp.  of  Indiana,  Ed- 
ison jobber  in  Indiana,  Illinois  and  Kentucky, 
has  returned  from  a  conference  with  the  gen- 
eral officers  of  Thos.  A.  Edison,  Inc.,  held  at 
headquarters  in  Orange,  N.  J.,  during  the  first 
two  weeks  of  March. 

Pearson  Piano  Co.  Completes  Remodeling 

The  Pearson  Piano  Co.  has  completed  the 
remodeling  of  its  salesrooms,  having  rearranged 
its  demonstration  booths  in  such  a  way  as  to 
lirovide  more  floor  space  for  the  display  of  ma- 
chines on  the  main  floor.  Record  shelves  have 
been  placed  in  a  more  convenient  location, 
which  makes  possible  a  m.ore  prompt  and  effi- 
cient service  to  record  buyers.  F.  X.  Donovan, 
in  charge  of  talking  machine  sales,  reports  that 
Victor  Model  111  and  Cheney  Style  31  have 
been  their  best  sellers  during  the  past  few 
weeks.  Cheney  sales  have  been  unusually  good 
and  Mr.  Donovan  is  experiencing  some  diffi- 
culty in  having  deliveries  of  these  machines 
keep  pace  with  orders.  Vocalion  sales  have 
been  up  to  standard  and  the  past  month  has 
been  equal  to  almost  any  December,  w-hen  sales 
of  all  lines  are  considered.  This  condition  has 
obtained  in  all  the  Pearson  stores  throughout 
the  State,  as  well  as  in  the  local  store. 

Edison  Tone-tests  Win  Approval 

The  Phonograph  Corp.  of  Indiana  is  carry- 
ing out  the  most  successful  series  of  tone-tests 
ever  held  in  this  territor^^  Dealers  are  volun- 
tarily wiring  and  writing  their  praise  of  the 
manner  in  which  the  tests  are  being  carried 
out,  and  the  audiences,  composed  in  most  cases 
of  the  most  cultured  people  of  the  community, 
have  been  enthusiastic.  The  artists  who  have 
been  presenting  these  tests  are  Glen  Ellison, 
Scotch  comedian  and  baritone,  who,  by  the  way, 
has  given  over  a  thousand  such  tests  before 
more  than  a  million  people  in  the  United  States 
and  Canada;  Sybil  Sanderson  Fagan,  soprano 
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and  imitator,  and  Alta  Hill,  pianist.  The  \vorl< 
of  Mr.  Ellison  in  this  connection  has  been  par- 
ticularly well  received,  although  it  has  not  de- 
tracted from  the  reception  accorded  the  work  of 
either  Miss  Fagan  or  Miss  Hill. 

Dealers  booking  the  tests  during  tiie  week  of 
March  26  were:  March  26,  Alonzo  Sturgell,  Tus- 
cohi,  111.;  March  27,  Carnii  Music  Co.,  Carini, 
IH.;  March  28,  Sterling  Drug  Co.,  Bedford,  Ind.; 
March  29,  Stahlschmidt  i'iano  Co.,  Evansville, 
Ind.;  for  the  week  of  April  2  bookings  were: 
.\pril  2,  E.  H.  Hancock,  Seymour,  Ind.;  April  3, 
W.  I.  Parker,  Columbus,  Ind.;  April  4,  Grant 
Hazel  Music  Co.,  Bloomington,  Ind.;  April  5, 
Schneider  Music  House,  Vincennes,  Ind.;  April 
6,  N.  L.  Highsmith,  Bicknell,  Ind.  The  artists 
have  been  secured  through  arrangement  with 
the  I'honograph  Co.  of  Cincinnati,  to  appear  at 
the  Auditorium  of  the  Seelbach  Hotel  on  the 
evening  of  April  9  in  a  tone-test  under  the  aus- 
pices of  the  Baldwin  Piano  Co.,  Edison  dealer, 
in  Louisville.  This  date  marks  the  opening  of 
Music  Week  in  that  city.  They  will  then  be 
booked  solid  during  the  week  of  April  23,  defi- 
nite arrangements  for  this  week  having  not  been 
made  other  than  that  the  artists  will  appear  at 
Noblesville,  Ind.,  on  the  evening  of  April  24  in 
a  tone-test  booked  by  the  Osborn  Dry  Goods 
Co.,  of  Noblesville. 

Set  Date  for  Music  Week 

The  week  of  April  9  has  been  set  aside  by  the 
mayor  and  the  city  council  as  Music  Week  in 
Louisville.  Special  displays  of  musical  goods 
will  be  featured  throughout  the  week  and  the 
windows  of  every  business  house  in  the  down- 
town district  will  be  dressed  to  bear  some  rela- 
tion to  music.  Stores  and  business  houses  will 
be  opened  each  day  with  singing,  and  singing 
will  also  be  the  order  during  the  noon  hour. 
Houses  which  cannot  provide  musicians,  singers 
or  entertainers  from  their  own  personnel  will  be 
furnished  special  entertainers. 

H.  P.  Costello's  Good  Work 

H.  P.  Costello,  manager  of  the  Edison  de- 
partment of  the  Baldwin  Co.,  has  been  largely 
instrumental  in  bringing  about  this  arrange- 
ment, Mr.  Costello  being  chairman  of  the  Music 
Week  committee.  In  connection  with  the 
Week's  festival  the  Baldwin  Co.  will  stage  an 
Edison  tone-test  which  will  be  participated  in 
by  Glen  Ellison,  Sybil  Sanderson  Fagan,  Alta 
Hill  and  Willard  Osborn,  Edison  artists,  in  the 
Auditorium  of  the  Seelbach  Hotel,  on  the  eve- 
ning of  April  9. 


PATENTS  GRANTED  ON  "AUDIOSCOPE" 


Talking  Pictures  Device  Invented  by  E.  E.  Ries, 
Electrical  Engineer,  of  New  York 


Elias  E.  Ries,  electrical  engineer,  of  116  Nas- 
sau street,  New  York,  has  received  a  grant  of 
important  patents  on  the  talking  motion  picture, 
according  to  an  annoimcement  just  made.  The 
claim  is  advanced  by  him  that  this  gives  prior- 
ity for  his  invention,  called  by  him  the  "audio- 
scope,"  in  devices  which  depend  upon  the  re- 
cording of  sound  on  a  strip  of  film. 

Mr.  Ries,  who  was  born  in  Germany,  after 
attending  the  public  schools  here  went  to  Johns 
Hopkins  University.  He  was  connected  with 
the  Western  Union  Telegraph  Co.  and  the  Edi- 
son Co.,  and  has  many  inventions  to  his  credit 
and  is  also  widely  known  in  scientific  circles. 


VISITORS  TO  SONORA  OFFICES 


Among  the  recent  visitors  to  the  executive 
offices  of  the  Sonora  Phonograph  Co.,  New 
York,  were  J.  T.  Pringle,  general  manager  of 
the  Sonora  Phonograph-Ohio  Co.,  accompanied 
by  J.  L.  DuBreuil,  salesmanager  of  the  com- 
pany. Mr.  Pringle  was  keenly  enthusiastic  re- 
garding the  progress  being  made  by  Sonora 
product  in  his  territory,  stating  that  the  dealers 
throughout  Ohio  and  Michigan  had  closed  a 
very  healthy  business  the  first  three  months  of 
the  year. 


If  you  changed  places 
with  your  customers  ! 

If  you  were  a  consumer, 
and  discovered  from  your 
friends  that  you  could  buy 
full  75c  worth  of  record 
value  for  50c — you  would 
take  advantage! 


And  after  you  had  tested 
the  record — played  it  liked 
it — considered  it  equal,  per- 
haps superior,  to  records 
selling  at  75c — you  would 
continue  to  buy! 


Si 


Place  yourself  in  the  other 
fellow's  shoes  and  you  will 
be  better  able  to  satisfy  him. 
He  knows  the  BANNER 
50c  Record.  It  serves  his 
purpose  and  saves  his 
money;  and  he  is  satisfied! 


An  unruly  temper  has  no  place  in  business. 


And 


turn,  will  have 


you,  m 
greater  sales.  BANNER  will 
bring  more  buyers  to  your 
store — more  profits  to  you 
- — bigger  business! 


PLAZA  MUSIC  CO. 

18  WEST  20th  ST.,     NEW  YORK 
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A  Complete  Line  of  ''Money-Makers" 

LONG  CONSOLES 

Due  to  heavy  demand,  necessitating  large  cuttings,  we  have  been  able  to  reduce  our  manufacturing  costs. 
We  pass  this  saving  to  our  customers — more  than  10  per  cent  below  former  prices: 

Please  note  that  while  Consoles  601,  602,  603,  608  and  610  are  regularly  fitted  to  take  care  of  Victrola 
VI,  these  same  cabinets  can  be  fitted  to  take  care  of  Victrola  IV,  and,  when  taking  the  reduction  in  price  of 
Consoles  into  consideration,  it  enables  the  dealer  to  sell  an  up-to-the-minute  standard  outfit  at  a  very  moderate 
price. 

Long  Consoles  are  covered  by  basic  patents  and  infringements  will  be  prosecuted. 
Long  Consoles  are  distinctive  in  design  and  have  the  divided  top. 
Long  Cabinets  are  regarded  by  the  trade  as  the  Standard  of  Quality. 
Deliveries  can  be  made  at  once. 
Made  in  dark  red  mahogany  only. 
Order  now  for  Fall  and  Holiday  requirements. 
Write  to-day  for  catalog  of  full  line. 


All  of  the  Long  Consoles  illustrated 
on  this  page,  except  Style  606,  are 
also  ideally  adapted  for  use  with  the 
Columbia  Grafonola  A-2. 


Style  601 
Price  $27.00 


Style  606 
For  Victrola  IV  only 
$20.00 

Specifications : 
Made  in  dark  red  mahogany  only. 
One  piece  top,  19>i  inches  long; 
34  inches  high;  21 'A  inches  deep. 


Style  603 
Price  $29.00 


New  LONG  Radio  and 
Talking  Machine 
Cabinet 


Style  608 
Price  $30.00 


Style  610 
Price  $28.00 


Specifications  for  all  models  ex- 
cept 606.  Made  in  dark  mahog- 
any orrly.  Two-piece  top,  36 
inches  long,  34  inches  high  and 
22  inches  deep. 


LONG  combination  Radio  and  talking 
machine  cabinet  for  Victrola  VI.  Radio 
chamber  will  accommodate  receiving 
set  7  inches  or  less  in  height;  room 
available  for  dry  batteries.  Head-sets 
or  loud  speaker  may  be  attached  to 
radio  terminals.  Cabinet  shown  equip- 
ped with  Westinghouse  .Aeriola.  Sr., 
and  Baldwin  loud  speaker. 


n 


M  <t  N  O  V  E  Py.-  f*A.U-S.  A./ 


The  Geo.  A.  Long  Cabinet  Company 

HANOVER,  PA. 
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Philadelphia.  Pa.,  April  8.— Despite  the  fact 
that  the  popularity  of  radio  has  been  increasing 
steadily  in  this  vicinity  and  that  the  closing 
week  of  last  month  immediately  preceded 
Easter,  the  Quaker  City  talking  machine  dealers 
and  distributors  report  that  March  business  was 
very  satisfactory.  The  members  of  the  trade 
are  practically  unanimous  in  stating  that  last 
month's  sales  showed  an  increase  over  the  pre- 
vious month  and  also  a  distinct  gain  over  the 
same  month  of  last  year. 

Victor  Dealers  Meet 

A  very  important  meeting  of  the  Philadelphia 
Victor  Dealers'  Association  was  held  recently, 
at  which  plans  were  discussed  and  formulated 
concerning  the  purchase  of  supplies  on  a  co- 
operative basis  for  the  benefit  of  the  members. 
According  to  present  plans,  the  executive  com- 
mittee proposes  to  buy  supplies,  such  as  labels, 
stationery,  cardboard  boxes  and  envelopes,  in 
large  quantities.  The  committee  will  send  a 
questionnaire  to  the  members  to  find  out  the 
type  of  supplies  each  uses  and  the  price  paid, 
and  after  securing  bids  the  committee  will  in- 
.form  each  member  as  to  how  much  he  might 
save  by  the  adoption  of  the  co-operative  buying 
plan. 

It  was  also  decided  at  the  meeting  that  all 
of  the  radio  distributors  in  the  city  will  be  in- 
vited to  attend  a  conference  with  the  members 
of  the  Association  to  discuss  the  future  of  the 
radio  industry  in  this  territory. 

Brisk  Okeh  and  Strand  Business 

Officials  of  the  General  Radio  Corp.,  whose 
offices  are  located  at  624  Market  street,  report 
that  its  business  in  Strand  phonographs  has 
been  very  good  during  the  past  month  and  that 


Okeh  records  and  radio  apparatus  business  has 
been  breaking  all  records.  The  only  thing  tliat 
is  holding  back  the  phonograph  sales,  it  ap- 
pears, is  the  scarcity  of  machines,  because  as 
soon  as  a  shipment  is  received  it  is  distributed 
at  once  and  then  there  is  a  delay  until  the  next 
shipment  arrives. 

New  Okeh  Accounts 

W.  T.  McCormick,  plionograph  dealer  at  4055- 
T.ancaster  avenue,  and  the  well-known  house- 
furnishing  firm  of  Derbyshire  Bros.,  have  both 
been  added  to  the  list  of  Okeh  record  dealers 
in  this  section. 

Otto    Heineman,    president    of    the  General 
Phonograph  Corp.,  of  New  York,  was  among 
the  recent  visitors  to  the  Okeh  offices  here. 
Bright  Outlook  for  Edison 

The  Edison  business  in  this  territory  of  the 
Girard  Phonograph  Co.,  Edison  distributor,  has 
doubled  during  the  past  month,  according  to 
Arthur  E.  Rhinow,  one  of  the  officials  of  the 
company. 

"The  way  our  business  has  increased  during 
the  last  month,"  said  Mr.  Rhinow,  "shows  that 
industrial  conditions  everywhere  must  be  im- 
proving. We  feel  safe  in  predicting  that  our 
business  during  this  year  will  show  a  total  that 
will  be  at  least  double  that  of  1922.  One  of  the 
things  that  have  been  of  immense  help  in  in- 
creasing our  business  is  the  extensive  advertis- 
ing campaign  we  started  recently." 

A  number  of  the  Edison  dealers  have  "tied 
up"  the  performance  of  "The  Cat  and  the 
Canary"  in  one  of  the  local  theatres  with  the 
Re-creation  of  that  song,  and  it  also  has  scored 
a  great  success.  Radio  station  WWAD,  of 
Wright    &    Wright,    Edison   dealers,   will  also 


broadcast  this  Rc-crcalion  daily,  so  that  it  will 
probably  be  a  record-breaking  hit  very  soon. 
C.  E.  Grenniger  With  Girard  Co. 

C.  E.  Grenniger  has  recently  been  added  to 
the  Girard  Phonograph  Co.'s  sales  force.  Mr. 
Grenniger  is  well  known  to  members  of  the 
trade  in  this  vicinity,  as  he  has  been  in  the  piano 
and  phonograph  business  for  more  than  twenty 
years,  and  his  many  friends  are  wishin.g  him 
every  success  in  his  new  position. 

Widener's  to  Push  Brunswick 

O.  F.  Jester,  manager  of  the  local  Brunswick 
branch,  following  a  conference  with  R.  L. 
Perret,  vice-president  of  Widener's,  Inc.,  and 
manager  of  the  Widener  stores,  has  made  ar- 
rangements to  have  the  Brunswick  machines 
and  apparatus  sold  in  all  the  Widener  stores, 
and  he  expects  this  group  of  stores  to  become 
one  of  the  la'rgest  and  most  important  Bruns- 
wick agents  in  the  East. 

Something  New  in  Dealer  Helps 

T.  W.  Barnhill,  secretary  of  the  Penn  Phono- 
graph Co.,  Victor  distributor,  is  sending  out 
copies  of  a  series  of  his  reminiscences  of  expe- 
riences in  the  phonograph  business.  The  first 
of  the  series  which  was  sent  out  recently  with 
one  of  the  Penn  Co.'s  "Better  Business  Bulle- 
tins" was  distinctly  humorous  and  the  Penn 
dealers  are  eagerly  looking  forward  to  the  rest 
of  the  series. 

Concert  Attracts  Music  Lovers 

The  Baker-Flick  Co.,  of  Camden,  one  of  the 
largest  Buehn  dealers  in  this  section,  recently 
held  a  concert  by  Princess  Watahwaso,  the  In- 
dian mezzo-soprano  and  Victor  artist,  which 
attracted  an  unusually  large  and  enthusiastic 
{Coiitiinicd  oil  page  96) 


Spring  Selling 


There  is  presented  at  the  present  time  the  greatest  opportunity  for  Victor 
Dealers  in  the  history  of  the  business  for  big  sales  this  spring  and  summer. 

Prosecute  faithfully  the  sale  of  Victor  merchandise  'which  is  now  available 
and  prepare  for  an  exceptionally  active  summer  season  with  the  advent  of  the 
new  models  recently  announced  by  the  Victor  Company. 

Consult  with  us  witfi  a  view  of  placing  orders  to  insure  continuing  ship- 
ments and  a  gradual  upbuilding  of  stock  during  the  summer  months  so  that 
you  may  be  prepared  for  the  increased  demand  that  is  sure  to  come. 


THE  LOUIS  BUEHN  COMPANY 

OF  PHILADELPHIA 


m 
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1923  brings  prosperity  to 
New  Edison  Dealers.  We 
are  at  your  service. 

GIRARD  PHONOGRAPH  CO. 

Edison  Distributors  Exclusively 
1819-1859  NORTH  10th  STREET 

PHILADELPHIA,  PA. 


SI 

audience.  The  recital  was  given  under  the 
capable  direction  of  Mrs.  Rae  Lute,  manager 
of  the  Victor  department. 

F.  J.  Heppe  &  Son  Stage  Concert 

During  his  recent  visit  to  this  city  as  soloist 
with  the  Duo-Art  piano  at  a  concert  given  at 
the  Academy  of  Music,  under  the  auspices  of 
F.  J.  Heppe  &  Son,  one  of  the  Victor  dis- 
tributors here,  Alfred  Cortot,  the  famous  French 
pianist,  purchased  a  handsome  Victor  machine 
for  his  own  use  in  his  home  in  Brittany,  France. 
Big  Sales  at  H.  A.  Weymann  &  Son 

The  large  and  efficient  sales  force  of  H.  A. 
Weymann  &  Son,  Victor  distributors,  is  put- 
ting all  its  efforts  behind  the  folding  sectional 
top  and  electric  Victor  models,  and  more  than 
sixty  of  these  machines  have  been  sold  within 
a  short  time. 

H.  W.  Weymann  reports  that  record  busi- 
ness has  been  fine  during  last  month  and  that 


m 

both  the  wholesale  and  retail  branches  of  the 
talking  machine  and  record  departments  have 
been  rushed  to  keep  up  with  orders.  He  states 
that  Models  100,  80,  210  and  240  have  proved  to 
be  so  popular  that  they  are  unable  to  secure  all 
the  machines  required  to  fill  the  demands  of 
customers. 

Visitors  From  Boston 

Harry  Smith,  of  the  Lansing  Sales  Co.,  of 
Boston,  and  Ralph  Silverman,  of  the  Phono- 
Radio  Mfg.  Co.,  also  of  Boston,  were  among  the 
recent  visitors  to  Everybody's  Talking  Ma- 
chine store,  on  Arch  street.  Officials  of  this 
firm  report  that  business  has  been  good  re- 
cently and  that  present  indications  point  to  a 
very  prosperous  year. 

Good  Business  at  Wanamaker's 
R.  A.  Forbes,  formerly  connected  with  the 
Jas.  McCreery  &  Co.  store  in  New  York  and 
now  manager  of  the  Wanamakcr  talking  ma- 


VICTOR  WHOLESALERS 
1108  Chestnut  Street 

Philadelphia,  Pa. 


o 


UR  Sales  Promotion  department 
is  all  that  its  name  implies.  It 
is  at  your  service  at  all  times  in  increas- 
ing the  sale  of  Victor  Merchandise.  Let 
us  describe  its  plan. 


Authorized  distributors  o/BUESCHER  TRUE  TONE  Saxophones  and  Band  Instruments 
Manufacturers  o/ WEYMANN  "KEYSTONE  STATE"  String  Instruments 
Wholesale  distributors  of  Q  •     •  S  Player  Rolls 


chine  department,  reports  that  business  has 
been  increasing  steadily.  The  new  merchandis- 
ing plan  put  in  effect  by  Mr.  Forbes  has  proved 
to  be  very  successful  and  is  sure  to  bring  in  a 
large  volume  of  business. 

Broadcasting  Edison  Records 

Durham  &  Co.,  radio  dealers  at  Nineteenth 
and  Market  streets,  have  reopened  their  sta- 
tion, after  having  installed  new  wireless  appa- 
ratus during  the  past  month,  and  they  will  re- 
sume the  broadcasting  of  Edison  Re-creations 
supplied  through  the  courtesy  of  Everett  Keefe, 
manager  of  the  Edison  department  of  N.  Snell- 
enburg's  department  store.  Mr.  Keefe  will  also 
arrange  the  programs  for  these  special  concerts. 
Some  Important  Weymann  Changes 

The  removal  of  the  Weymann-Keystone  State 
stringed  instrument  factory  from  the  top  floor 
of  the  Weymann  headquarters  on  Chestnut 
street  to  another  location,  which  was  announced 
in  detail  last  month,  has  provided  substantially 
increased  facilities  for  the  record  end  of  the 
Victor  wholesaling  department  of  the  organiza- 
tion. The  entire  top  floor,  with  the  exception  of 
a  small  space  at  the  rear  devoted  to  piano  re- 
pairs, is  now  given  over  to  filing  and  storage 
space  for  Victor  records.  Skylights  running  the 
full  length  of  the  building  provide  a  maximum 
of  daylight  and  the  efficient  arrangement  of 
racks  has  made  possible  tremendous  filing  facili- 
ties. 

The  Wej'mann  building  is  one  full  block  in 
depth,  extending  from  Chestnut  street  back  to 
Sansom,  and  the  wholesale  record  filing  de- 
partment practically  runs  back  the  entire  depth 
of  three  hundred  or  more  feet.  Weymann  record 
stocks  are  reported  to  be  in  exceptionally  good 
shape  and  good  record  business  is  looked  for- 
ward to  for  the  entire  year. 

The  Audak  in  Philadelphia 

Among  the  new  distributors  for  the  Audak, 
the  retailer's  record  demonstrating  product 
manufactured  by  the  Audak  Co.,  565  Fifth  ave- 
nue. New  York,  N.  Y.,  is  the  Talking  Machine 
Co.  of  Philadelphia,  well-known  Victor  whole- 
saler of  this  city.  The  Audak  Co.  now  has  dis- 
tributors -in  most  of  the  large  trade  centers, 
which  enables  interested  retailers  to  see  first- 
hand demonstrations  of  the  merit  of  this  record 
demonstrator. 

Buehn  Offices  Attractively  Arranged 

Various  changes  made  in  the  arrangement  of 
the  headquarters  of  the  Louis  Buehn  Co.,  Vic- 
tor distributor  of  this  city,  contribute  still  fur- 
ther to  the  high  standard  of  efficiency  in  w-hich 
this  business  has  always  been  conducted.  The 
offices  of  Louis  Buehn,  president  of  the  com- 
pany, are  now  attractively  situated  in  the  front 
of  the  second  floor,  also  adjoining  which  is 
a  room  to  be  devoted  to  directors'  meetings,  the 
weekly  gathering  of  the  Buehn  traveling  organ- 
ization and  general  conference  purposes.  An 
attractive  reception  room  has  also  been  set  up 
on  this  floor.  These  new  offices  have  been  very 
attractivel}'  decorated  and  sumptuously  fur- 
nished. The  removal  of  these  rooms  to  the  sec- 
ond floor  has  also  beeri  found  very  advantageous 
in  the  release  of  additional  space  on  the  ground 
floor  for  shipping  purposes.  The  shipping  sys- 
tem of  the  Louis  Buehn  Co.  is  a  model  of  mod- 
ern methods  and  these  facilities  have  recently 
been  further  augmented  by  the  installation  of  an 
air  tube  carrier  system,  wherebj'  orders  and 
requisitions  are  promptly  carried  to  any  part  of 
the  Buehn  building  without  the  employe  leaving 
his  or  her  desk.  This  sj'stem  is  somewhat  simi- 
lar to  the  one  used  by  many  of  the  leading  de- 
partment stores.  Another  feature  of  the  sys- 
tem is  a  special  department  situated  on  the 
ground  floor,  consisting  of  racks,  wrapping  ta- 
ble and  all  other  shipping  facilities  and  which  is 


Italian  Music  Rolls 

Largest  collection  of  Italian  and  other  foreign 
music  roll3  In  the  United  States.  Catalogs  and 
discounts  on  application. 

UNITED  MUSIC  STORES 


619  Cherry  Street 
tt5  W.  Mnlberry  St. 


FhlUdelphU,  T.. 
Baltimore.  Md. 
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devoted  entirely  to  the  shipping  of  the  current 
month's  records  and  just  as  soon  as  the  cur- 
rent orders  for  these  records  are  filled  the 
shelves  are  cleared  and  the  records  removed  to 
the  record  department  and  the  shelves  left  clear 
for  the  next  month  or  mid-month  releases.  This 
system  has  been  found  to  be  exceptionally  val- 
uable. The  Louis  Buehn  Co.  is  also  fortunate 
in  having  at  the  rear  of  its  establishment  a  semi- 
private  street,  which  allows  all  shipments  to  be 
received  and  sent  from  the  rear  of  the  building 
without  interfering  with  or  cluttering  up  the 
front  part  of  the  building. 

Mr.  Buehn's  report  that  his  organization  is 
making  vigorous  plans  for  1923,is  ably  borne  out 
by  the  increasing  of  facilities  at  Buehn  head- 
quarters. 

Kerr's  Orchestra  Recording  for  Edison 

Considerable  enthusiasm  is  being  displayed 
throughout  the  Edison  trade  as  a  result  of  the 
announcement  just  made  that  Charlie  Kerr's 
Orchestra  for  Dancing  is  recording  exclusively 
for  the  Edison  Laboratories.  The  rapid  rise 
of  this  orchestra  to  country-wide  fame  as  a 
result  of  its  exceptionally  brilliant  radio  con- 
certs broadcasted  nightly  from  Philadelphia  has 
been  termed  nothing  short  of  phenomenal. 

During  the  past  two  years  the  orchestra  has 
held  forth  nightly  at  the  celebrated  L'Aiglon 
Cafe,  Philadelphia's  most  exclusive  after-theatre 
dansant,  and  the  acquisition  of  these  clever  en- 
tertainers cannot  help  but  add  considerable 
prestige  to  the  Edison  catalog.  When  we  add 
to  this  the  immense  popularity  which  the  or- 
chestra enjoys  among  radio  fans  everywhere, 
and  which  is  demonstrated  daily  by  letters  from 
Cuba  as  well  as  from  the  Canadian  provinces 
and  all  points  between,  there  is  every  reason 
to  believe  that  the  demand  for  the  new  Re-Cre- 
ations will  be  highly  gratifying. 

The  Girard  Phonograph  Co.,  Edison  distrib- 
utor, with  headquarters  in  this  city,  is  creating 
some  ^decidedly  clever  advertising  to  herald  the 
new  release. 


Intimate  knowledge  of 
successful  Victor  mer- 
chandising enables  us 
to  offer  a  service  of 
genuine  value. 


TfieTalkin^MeichmGG 

1025  Arch  Street 
Philadelphia  ^  ^  .Pa. 


Important 

We  are  the  originators  of  the  VELVALOID 
RECORD  CLEANERS  which  are  protected  by 
our  Patent  No.  1434183,  dated  October  31, 
1922,  and  this  is  to  notify  the  trade  that  we 
intend  to  prosecute  all  who  manufacture  or  sell 
Record  Cleaners  in  infringement  on  our  patent. 

PHILADELPHIA  BADGE  CO. 

942  Market  Street        Philadelphia,  U.  S.  A. 


It  is  understood  that  Edison  dealers  in  and 
around  Philadelphia  have  decided  together  to 
send  a  letter  to  the  Edison  Laboratories  to 
congratulate  them  upon  the  vigilance  that  has 
brought  about  the  first  recordings  of  Charlie 
Kerr's  Orchestra. 

New  Wonderlich  Bmsh  on  Market 

A  new  record  brush  has  just  been  placed  on 
the  market  by  H.  Wonderlich,  of  2814  North 
Fourth  street,  this  city.  This  brush  is  made  of 
soft  white  French  bristles  which  are  secured  by 
twisted  wire,  making  it  entirely  sanitary  in  every 
respect  and  allowing  it  to  be  washed  and  re- 
washed  as  necessary.  The  handle  is  of  black 
ebony  on  which  space  is  furnished  for  the 
name  and  trade-mark  of  the  dealer  selling  this 
brush.  Attractive  counter  cards  have  been  pre- 
pared which  are  destined  to  materially  aid  the 
sale  of  this  brush.  Mr.  Wonderlich  has  made 
out-of-town  trips  in  the  interest  of  the  "Wonder" 
brush  with  excellent  results.  The  books  of  the 
company  now  show  a  substantial  number  of 
dealers  as  well  as  many  big  department  stores. 


CLEVER  NEW  RECORD  SELLING  PLAN 

New  Brunswick  Columbia  Dealer  Places  Three 
Record  Shelves  in  Each  Booth  for  Conve- 
nience of  Customers,  Thereby  Increasing  Sales 


SHAFFER  HOUSE  EXPANDS  STORE 

Oil  City,  Pa.,  April  6.— Through  the  expan- 
sion of  business  the  Shaffer  Music  House,  in 
this  city,  has  found  it  necessary  to  add  two 
rooms  to  its  quarters  in  the  Arcade.  The  new 
rooms  are  being  used  for  the  display  of  the 
Ampico.  The  Victrola  and  radio  departments 
will  be  located  in  these  rooms  temporarily. 

"I  always  make  friends  of  the  kiddies  who 
come  into  my  store,"  declared  a  very  successful 
talking  machine  dealer  recently.  "They  are  my 
firm  friends  after  a  visit  here  and  indirectly 
many  sales  to  parents  have  resulted." 


New  Brunswick,  N.  J.,  April  2. — F.  W.  Fenn, 
proprietor  of  the  Columbia  Shop,  this  city,  deal- 
er in  Columbia  Grafonolas  and  records,  has  put 
into  successful  operation  a  very  clever  plan  for 
increasing  record  sales  by  keeping  a  constant 
lab  on  selections  being  made  by  customers  in 
booths.  Mr.  Fenn  has  had  constructed  for  each 
of  his  booths  a  small  table,  one  foot  square, 
upon  which  are  placed  three  shelves  of  the  same 
size.  On  the  top  shelf  there  is  kept  constantly 
a  set  of  the  latest  records,  together  with  spe- 
cial records  it  is  desired  to  concentrate  on  and 
move.  When  a  customer  is  ushered  into  the 
demonstration  room  he  is  asked  to  play  the  rec- 
ords and  after  playing  to  place  those  he  selects 
on  the  middle  shelf  and  those  rejected  on  the 
bottom  shelf,  so  that  he  will  not  be  confused  in 
making  his  final  selection. 

The  live  feature  of  the  plan  lies  in  the  fact 
that  by  walking  by  the  booths  and  glancing  in 
at  the  middle  shelf  the  salesman  can  see  at 
once  whether  or  not  the  customer  is  going  to 
buy  a  fair  proportion  of  the  records.  If  there 
are  two  or  three  records  on  the  middle  shelf 
and  the  customer  is  still  interested  the  salesman 
goes  on  his  way.  If  the  middle  shelf  is  empty 
and  there  is  a  heap  of  records  on  the  bottom, 
or  rejected  shelf,  the  salesman  steps  in  and  in- 
quires why  none  of  the  records  proved  satis- 
factory and  if  there  is  any  particular  type  of 
record  that  the  customer  particularly  desires. 

Mr.  Fenn  is  enthusiastic  over  the  success  of 
(Coiiiiiiiicd  on  pafic  98) 
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Penn-Victor  Dogs  are  the  best  watchmen  of  Victor 
Welfare  in  the  Home. 

Sold  by  most  Victor  Distributors. 
Write  them  or  us  for  prices. 

Penn  Phonograph  Company 

Philadelphia,  Pa. 


913  Arch  Street 


Victor  Wholesale  Only 
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CLEVER  NEW  RECORD  SELLING  PLAN 

(Continued  from  fnge  97) 

the  idea  and  declares  that  it  has  increased  rec- 
ord sales  100  per  cent  or  more  while  directly 
facilitating  the  work  of  the  salesman  in  keeping 
track  of  the  customer's  desires.  It  has  been 
found  by  experience  that  to  place  twenty  or 
thirty  records  on  an  ordinary  table  proves  con- 
fusing to  the  customer,  for  he  often  has  no 
place  to  put  those  he  desires  and  those  he  re- 
jects. The  result  is  that,  after  playing  a  half 
dozen  records,  he  may  choose  one  and  leave 
the  rest.  Under  the  shelf  plan,  however,  there 
is  a  place  for  every  record  and  it  is  found  fre- 
quently that  the  customer  who  has  come  in  to 
buy  one  or  two  selections  will  have  a  half  doz- 
en or  more  records  on  the  selected  shelf  before 
he  realizes  the  generosity  of  his  purchase.  The 
fact  that  the  customer  has  selected  the  records 
himself  is  the  best  argument  for  buying  them, 
thus  boosting  sales  to  each  customer. 

Mr.  Fenn  also  has  the  reputation  of  selling 
more  machines  in  walnut  finish  in  proportion 
than  any  other  dealer  in  the  East  for  the  reason 
that  he  concentrates  on  walnut  and  has  built  up 
a  most  convincing  line  of  argument  for  the  ben- 
efit of  the  customer.  One  of  the  advantages  of 
this  plan  is  he  frequently  has  a  complete  line 
of  machines  in  walnut  finish,  while  dealers  who 
give  attention  particularly  to  mahogany  have' 
difficulty  in  getting  a  sufficient  number  of  popu- 
lar models. 


ORIGINAL  ADVERTISING  PAYS 


E.  F.  Droop  &  Sons  Co.  Gets  Excellent  Results 
From  Copy  Setting  Forth  Some  of  the  Bene- 
fits That  May  Be  Derived  Through  the 
Ownership  of  a  Victrola  and  Record  Library 


W.^SHiNGTON,  D.  C,  April  7. — That  it  is  possible 
to  carry  on  a  successful  advertising  campaign 
in  connection  with  talking  machines  without 
basing  the  copy  either  entirely  or  in  part  on  the 
question  of  prices  and  terms  has  been  indicated 
in  the  case  of  E.  F.  Droop  &  Sons  Co.,  this 
city,  which  recently  used  substantial  space  in 
the  local  newspapers  to  feature  the  Victrola 
from  a  different  angle. 

The  copy  used  in  the  advertisements  was  cal- 
culated to  impress  upon  the  reader  the  various 
advantages  that  lie  in  the  possession  of  a  Vic- 
trola and  in  access  to  the  Victor  record  library. 
The  advertisements  were  run  in  a  series  and  a 
number  of  them  were  signed  by  E.  H.  Droop, 
head  of  the  company. 

The  retail  talking  machine  department  re- 
ported that  the  response  to  the  campaign  was 
thoroughly  satisfactory,  a  class  of  people  being 
reached  who  apparently  were  not  being  sold  by 
the  ordinary  type  of  publicity. 

Some  of  the  advertisements  carried  lists  of 
selected  records  of  high  caliber,  backing  up  the 
statements  that  in  the  Victor  catalog  was  a 
wealth  of  rich  music,  but  the  majority  of  the 
advertisements  simply  consisted  of  the  presen- 


The  Wonder  Brush 

The  Most  Efficient  Record  Brash 


Made  of  fine  French  bristles  that 
can't  come  out. 


It  gets  right  into  the  grooves  of  the 
record,  thus  preserving  its  Hfe  and 
adding  to  the  enjoyment. 


Your  individual  imprint  on  the 
handle  of  every  brush. 


JOBBERS  and  DEALERS- 

We  have  a  special  plan  in  conjunction  with  the  sale  of  these  Record 
Brushes  that  means  money  to  you  and  costs  you  nothing.  Write  for  it 


Display  a  Card  and  Watch  them  Sell 
Retails  at  35c. —  Usual  Dealer  and  Jobber  Discounts 

H.  WONDERLICH 

2814  No.  4th  Street  Philadelphia,  Pa. 


tation  in  type  of  talks  regarding  interesting  fea- 
tures of  the  Victor  product.  The  accompanying 
reproduction  of  one  of  the  advertisements  gives 


Derive  Full  Benefit 
From  Your 

VICTROLA 


All  skeptism  as  to  the  real  Value  of  the  VIC- 
TROLA as  an  Entertainer  and  Educator  has  disap- 
peared, for  in  every  quarter  of  the  Civilized  World 
it  is  recognized  as  a  Musical  Instrument  of  incom- 
parable worth  and  almost  a  necestity  in  every  Home 
where  Good  iWusic  is  cultivated  and  appreciated. 

The  influence  of  Good  Muic  cannot  be  over-, 
estimated  and  when  listened  to  and- enjoyed  under 
proper  surroundings  proves  an  invaluable  stimulant 
to  mind,  soul  and  body. 

Viewed  from  a  practical  standpoint,  it  b  surpris- 
ing to  note  how  few  people,  comparatively  speaking, 
know  anj-thing  about  the  Real  Gems  of  Musical 
Thought  and  composition,  and- it  is  to  those  that  the 
suggestion  is  made  to  begm  now,  and  build  up  a 
Library  of  fine  Classic  and  Semi-classical  Records. 

It  is  our  Profession  to  act  in  an  advisory  capacity 
in  this  direction,  and  it  will  be  a  pleasure  to  consult 
with  and  assist  you  in  getting  a  proper  start. 

We  know  the  records  that  have  musical  worth  

we  know  the  records,  those  which  are  pleasing  and 
are  easy  to  understand;  we  know  from  experience 
that  once  you  begin  to  develop  an  interest  in  Music 
of  the  Gre.1t  Composers,  a  realm  of  such  exquisite 
Melody  will  he  opened  to  you  that  you  will  become 
an  enthusiast  and  develop  a  Library  of  Vocal  and 
Instrumental  Selections  that  will  be  a  source  of  last- 
ing pleasure,  comfort  education  and  inspiratioli. 

May  we  help  you  with  suggestions.' 

VICTOR  RECORD  DEPARTMENT, 

Ground  Floor,  1300  G  St. 


1300  G  St. 


One  of  Effective  Droop  Ads 

an  excellent  idea  of  the  general  character  of  this 
\ery  effective  publicity  campaign. 


STEINERT  EXECUTIVES  VISIT  TRADE 


Robert  Steinert,  of  the  M.  Steinert  &  Sons 
Co.,  Boston,  Mass.,  accompanied  by  Kenneth  E. 
Reed,  manager  of  the  company's  Victor  whole- 
sale department,  wtre  welcome  visitors  to  New 
York  recently,  visiting  some  of  their  friends  in 
the  trade,  after  spending  several  daj-s  at  the 
Victor  factory.  While  here  Messrs.  Steinert  and 
Reed  were  the  guests  of  C.  L.  Price,  vice-presi- 
dent of  Ormes,  Inc.,  at  "Chajive  Souris,"  where 
they  all  keenly  appreciated  the  feature  hit  of  the 
show,  "The  Parade  of  the  Wooden  Soldiers," 
which  was  recently  recorded  by  the  Paul  White- 
man  Orchestra  for  the  Victor  librarv. 


THE  HUMAN  ELEMENT  IN  BUSINESS 


The  human  element  in  business  determines 
the  degree  of  success  which  it  attains.  A  busi- 
ness enterprise  never  grows  bigger  than  the 
men  who  are  running  it.  A  small  man  usually 
holds  a  small  job  and  by  the  same  token  if 
the  heads  of  the  business  are  narrow  and  unpro- 
gressive  so  will  be  the  business. 
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7or  =  1923 


TALKING 


EDWAKD  LYMAN  BILL,!"*^  Publishers 

375  FOURTH  AVENUE  NEW  YORK 


D  this  year  it  is  bigger 
and  better  than  ever. 

You  can't  beat  it  for  a 
time  saver,  buying  guide  or 
handbook  of  information 
about  who's  who  and  what's 
what  in  the  trade. 


Only  50  Cents 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 
:iiiiiiiiiiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!i 
jiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


Edward  Lyman  Bill,  Inc. 
373  Fourth  Ave.,  N.  Y.  C. 

Kindly  send  me — all  postage  prepaid — a  copy  of  the 
1923  TALKING  MACHINE  WORLD  TRADE  DI- 
RECTORY in  payment  for  which  I  enclose  fifty  cents 
(stamps,  check  or  money  order). 


Name . .  . 
Address . 
City.  .  . . 
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PEARSALL  CO.  ENLARGES  OFFICES 


MICA 
DIAPHRAGMS 

Absolutely  Guaranteed  Perfect 
We  get  the  best  India  Mica  direaly. 
We  supply  the  largest  Phonograph  Manu- 
facturers. 

Ask  for  our  quotations  and  samples  before 
placing  your  order. 

American  Mica  Works 


47  West  St. 


New  York 


POIMERS  ON  HANDLING  COMPLAINTS 

The  Proper  Preparation  of  Letters  in  Answer 
to  Complaints  Can  Be  Made  a  Power  for  the 
Good  of  Business — Important  Facts 


Some  very  important  facts  to  remember  when 
answering  letters  of  complaint,  which  apply  to 
the  talking  machine  business  as  well  as  to  any 
other  business,  were  outlined  by  Amos  Brad- 
bury, in  a  recent  issue  of  Printers'  Ink.  The 
answering  of  letters  of  complaint  has  an  impor- 
tant influence  for  good  if  properly  carried  out, 
and,  therefore,  these  following  few  pointers  are 
passed  along: 

An  old  customer  is  worth  more  to  the  firm 
than  a  dozen  prospects. 

Don't  let  the  complaint  or  the  letter's  tone 
get  you  sore.  Remember  how  the  ball  player 
holds  his  temper  when  the  opposing  fan  is  try- 
ing to  get  his  goat. 

The  firm  has  an  investment  in  that  customer 
who  thinks  he  has  a  real  kick,  represented  per- 
haps by  six  catalogs,  the  labor  of  everybody 
who  has  handled  his  business,  and  the  value  of 
his  repeat  orders.  It  is  up  to  you  to  save  that 
big  investment  which  is  threatened. 

Never  try  to  answer  a  letter  of  complaint 
until  you  understand  what  the  letter  is  all  about. 
He  wouldn't  have  written  it  unless  he  had  some- 
thing on  his  chest.  Find  out  exactly  what  it 
is  first. 

If  the  case  can't  be  settled  at  once  acknowl- 
edge the  letter  anyway.  Don't  make  rash  prom- 
ises in  the  acknowledgment,  and  don't  talk  too 
much  about  the  "thorough  investigation"  you 
are  going  to  make.  The  customer  hasn't  com- 
mitted a  murder. 

The  customer  doesn't  want  condolences.  Tell 
him  you  are  glad  he  told  you  what  the  trouble  is. 

Don't  think-  because  you  are  guarding  good- 
will that  the  complainant  is  a  hold-up  man.  It's 
the  inexperienced  correspondent  who  always 
favors  the  house.  The  guarantee,  either  ex- 
pressed or  implied,  should  be  the  basis  of  your 
decision.  If  we  say  "Satisfaction  Guaranteed  or 
Your  Money  Back"  we  mean  back  to  the 
customer. 

If  the  customer  is  unreasonable  and  you're 
sure  of  it — don't  get  into  a  controversy  or  start 
wrangling.  Try  to  write  such  a  letter  as  will 
appeal  to  the  sense  of  justice  in  every  man. 

There  is  only  one  real  reason  for  saying  a 
final  and  decisive  "no"  to  a  customer,  and  that  is 
deliberate  dishonesty  on  his  part.  In  this  con- 
nection it  is  well  to  remember  that  out  of  the 
five  million  customers  on  the  list  of  a  big  mail- 
order concern,  only  twenty-seven  hundred  tried 
to  take  advantage  of  the  firm  during  a  period 
of  five  years.  Figure  out  for  yourself  how  small 
is  the  percentage  of  deliberate  crooks. 

Remember  that  short  sentences  are  the 
language  of  excitement  and  anger.  Those  are 
not  emotions  you  want  to  raise.  Don't  make 
your  sentences  too  short  and  snappy  or  your 
letters  so  brief  that  they  don't  cover  the  subject. 

Above  all,  "can  the  cant"  from  your  letter. 
Don't  "beg  to  remain."  We're  not  in  the  beg- 
ging business.  Nothing  is  so  apparent  in  a 
letter  as  a  lack  of  sincerity  and  it's  due  seven 
times  out  of  ten  to  the  use  of  insincere  words 
and  phrases  that  are  hoary  with  age  and  worse 
than  useless.  A  sincere  letter  will  appeal  to 
your  customer's  sense  of  sincerity  and  honesty. 
Make  your  letter  sincere  or  turn  the  job  over 
to  someone  who  can. 


Metropolitan  Victor  Wholesaler  Now  Occupies 
Entire  Floor — Additional  Space  Required  to 
Handle  Greatly  Increased  Business 


der  to  handle  the  company's  fast-growing  busi- 
ness. These  changes  are  now  completed  and 
the  Pearsall  Co.  occupies  the  entire  floor,  add- 
ing greatly  to  merchandising  efficiency. 


Spring  cleaning  has  been  the  order  of  the  day 
at  the  offices  of  the  Silas  E.  Pearsall  Co.,  10 
East  Thirty-ninth  street,  New  York,  and  with 
the  completion  of  renovations  and  decorations 
this  well-known  wholesaler  will  have  additional 
floor .  space  that  has  been  needed  for  ,a  long 
time  past.  Under  the  direction  of  Thomas  F. 
Gieen,  president  of  the  company,  the  entire 
front  part  of  the  company's  floor  has  been  com- 
pletely renovated,  with  every  inch  of  available 
space  utilized  to  excellent  advantage. 

When  the  Silas  E.  Pearsall  Co.  took  posses- 
sion of  its  present  quarters  at  10  East  Thirty- 
ninth  street,  the  company  was  unable  to  use  the 
whole  floor  until  the  lease  of  another  occupant 
had  expired.  When  this  took  place  steps  were 
immediately  taken  to  give  the  Pearsall  execu- 
tive and  sales  staff  additional  floor  space,  in  or- 


GOLD  SEAL  CO.'S  FACTORY  MOVED 


The  Gold  Seal  Co.,  105  West  Fortieth  street, 
New  York  City,  manufacturer  of  the  well-known 
Gold  Seal  repeater,  announces  the  removal  of 
its  factory  from  Palisades  Park,  N.  J.,  to  Belle- 
ville, N.  J.  This  property,  which  was  acquired 
some  time  ago,  has  been  modernized  to  meet 
the  requirements  of  the  manufacturer  of  re- 
peaters and  the  Gold  Seal  steel  needle.  It  gives 
the  firm  much  additional  manufacturing  space 
to  care  for  increased  production,  and  the  ship- 
ping facilities  will  allow  for  promptness  in 
handling  orders. 


Some  dealers  concentrate  all  their  efforts  on 
advertising  and  others  on  selling.  Both  bring 
good  results,  but  used  together  the  results 
would  be  manv't'mes  greater. 


USIC^ 
ASTER 

AMPLIFIER 

^  r 


14-inch  horn 
21 -inch  horn 


$30. 
$35. 


Comes  complete,  ready  to 
attach  in  place  of  'phones 


MUSIC  MASTER'S  horn  of  wood 
gives  rich  resonance  to  radio  sounds  im- 
possible with  any  other  material.  (Phono- 
graph experts  proved  the  principle  years 
before  radio). 

Ever-increasing  demand  for  the 
MUSIC  MASTER,  "the  Stradi  varius 
among  Amplifiers,"  is  sweeping  the 
country.  To  get  your  share  of  this  profit-- 
able  business,  you  have  only  to  send  for 
a  MUSIC  MASTER  and  demonstrate 
it.  One  will  be  shipped  any  jobber  or 
dealer  with  full  return  privilege. 

Write  today  for  full  description  and  trade 
prices  on  MUSIC  MASTER  and  other 
GERACO  Proven  Radio  Products.  All  guar- 
anteed to  satisfy ! 


GENERAL    RADIO  CORPORATION 

Makers  and  Distributors  of  High-Grade  Radio  Apaaratus 

•     WALTER    L    ECKHARDT.  President 

624-628  MARKET  STREET, PHILADELPHIA  806  PENN  AVENUE.  PITTSBURGH 


'•GERACO' 
on  radio  apparatus 
means  it  is  tlior- 
oughly  tested  and 
guaranteed.  Get 
tlie  details  on  com- 
plete line.  For  sale 
through  jobbers 
and  dealers  every- 
where- 


Distributors  for 
O  K  E  H  Records, 
STRAND  Phono- 
graphs and  GOLD 
SEAL.  Record  Re- 
peaters. 
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W.D.  ANDREWT  CO. 


DISTRIBUTORS  OF 

VICTROLAS  and  VICTOR  RECORDS 

Service  That  Satisfies" 

SYRACUSE,  N.  Y. 


IN   S  Y  R  A  C USE 

ir.  T.  Crane  Co.  Opens  Large  New  Store — L.  H.  Schntter  Ends 
Long  Trip — Remodeling  and  Improvements — Enjoy  Brisk  Sales 


Syracuse,  N.  Y.,  April  9. — Business  in  this  city 
and  the  surrounding  territory  has  been  of  excel- 
lent volume  during  the  past  month,  according 
to  reports  of  the  leading  local  jobbing  concerns 
and  retail  houses.  This  is  due  in  a  measure  to 
the  approach  of  Spring,  which  has  practically 
ended  the  embargoes  which  have  been  in  effect 
all  Winter  on  the  railroads,  on  account  of  the 
coal  shortage,  and  is  greatly  improving  the  de- 
livery of  both  incoming  and  outgoing  talking 
machine  and  record  shipments. 

The  W.  T.  Crane  Co.,  this  city,  one  of  the 
largest  talking  machine  dealers  in  central  New 
York,  has  just  opened  its  new  store,  having 
moved  directly  across  the  street  from  345  to  352 
South  Salina  street.  The  new  store  has  been 
completely  remodeled  and  occupies  three  floors. 
New  sound-proof  hearing  rooms  have  been  in- 
stalled, running  nearly  the  entire  length  of  the 
store  on  both  sides.  All  new  store  equipment, 
including  record-racks,  showcases,  record-hang- 
ers and  accessories  displays  have  been  installed. 


making  this  one  of  the  most  up-to-date  talking 
machine  stores  in  central  New  \  ork. 

The  Union  Furniture  Co.,  of  Troy,  one  of 
the  largest  furniture  and  house  furnishing  stores 
in  the  eastern  part  of  the  State,  has  recently 
taken  on  the  Victor  line,  having  purchased  the 
stock  and  equipment  of  the  Finch  &  Hahn  store 
in  Troy.  The  Union  Furniture  Co.  has  placed 
an  experienced  Victor  man  in  charge  of  this 
department  and  contemplates  an  extensive  ad- 
vertising and  sales  promotion  campaign. 

Louis  H.  Schutter,  secretary  and  treasurer  of 
the  Thomas  Music  Stores,  Albany,  and  head  of 
the  Victrola  department,  has  just  returned  from 
an  extended  trip  through  the  Panama  Canal, 
returning  home  by  way  of  California,  overland. 
Mr.  Schutter  is  much  improved  in  health  and 
very  optimistic  for  the  future  of  the  Victor 
business. 

Victor  dealers  throughout  the  State  are  very 
much  pleased  with  the  new  Victor  art  models 
and  fee!  confident  that  these  instruments  will 
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quickly  become   popular   with   the  consumers. 

The  Annual  Central  New  York  Music  Fes- 
tival will  be  held  in  Syracuse  in  Keith's  Theatre 
three  days,  Monday,  Tuesday  and  Wednesday, 
April  30,  May  1  and  2.  This  music  festival  is 
one  of  the  biggest  music  events  of  the  year. 
Among  the  artists  who  will  participate  in  this 
event  are  Mme.  Frances  Alda,  Erika  Morini, 
and  Giuseppe  de  Luca,  all  of  whom  are  ex- 
clusive Victor  artists. 

The  week  of  Alarch  26  was  celebrated  as 
"Sonora  Week"  in  this  city  and  all  of  the  local 
Sonora  dealers  prepared  handsome  window  dis- 
plays featuring  Sonora  products  to  excellent 
advantage.  Considerable  publicity  in  behalf  of 
Sonora  week  was  used  in  the  local  newspapers, 
and  without  exception  Sonora  dealers  reported 
excellent  sales  totals  during  the  entire  week. 
The  use  of  Sonora  period  models  was  one  of 
the  outstanding  features  of  the  window  displays, 
although  particular  attention  was  also  paid  to 
the  distinctive  musical  qualities  of  the  Sonora 
phonograph.  The  Gibson-Snow  Co.,  Inc.,  of 
this  city,  Sonora  distributor,  co-operated  with 
the  dealers  along  practical  lines,  and  its  efforts 
contributed  materially  to  the  success  of  "Sonora 
Week." 

M.  Slason  &  Son,  \'ictor  dealers,  of  Alalone, 
N.  Y.,  are  redecorating  their  store  and  improv- 
ing the  Victor  department  by  the  addition  of 
up-to-date  record  racks  and  service  fixtures. 

The  Gibson-Snow  Co.,  Sonora  distributor,  this 
city,  has  just  received  two  cars  of  console 
models  from  the  Sonora  factory,  and  the  pop- 
ularity of  this  line  is  indicated  by  the  fact  that 
they  have  been  taken  up  very  readily  by  the 
trade. 

Frank  E.  Bolway  &  Son,  Inc.,  Edison  jobbers, 
are  receiving  some  very  satisfactory  reports  re- 
garding business  from  dealers  throughout  the 
territory  which  thej-  operate.  Sales  of  Edison 
phonographs  and  records  show  a  steady  increase. 

Sonora  phonographs  were  given  a  command- 
ing position  during  the  Better  Homes  Week, 
held  in  Buffalo  under  the  auspices  of  the  Buf- 
falo Courier  and  Inquirer.  Beautiful  Sonora 
consoles — Adam  De  Luxe,  Queen  Anne  and 
Canterbury — were  used  in  the  model  room  dis- 
plays, and  were  the  only  phonographs  used. 
They  were  furnished  by  the  courtesy  of  Goold 
Bros.,  who  directed  the  entire  musical  program. 
Tlie  Buffalo  Courier  gave  the  Sonora  a  large 
space  and  wrote  up  in  detail  the  outstanding 
features  of  the  motors  and  the  cabinets.  This 
event,  although  held  in  Buffalo,  created  con- 
siderable interest  in  this  city. 

The  W.  D.  Andrews  Co.,  wholesaler,  handling 
the  Victor  and  Edison  Amberolas,  reports 
greatly  facilitated  service  due  to  the  better  con- 
ditions prevailing  on  the  railroads,  which  has 
reduced  to  a  minimum  delays  in  deliveries.  This 
concern  is  one  of  the  most'  popular  jobbing 
houses  in  the  State,  and  its  activities  in  the  dis- 
tribution of  the  popular  lines  handled  by  it  have 
resulted  in  a  steadily  expanding  business. 
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PHONOGRAPHS  PORTFIRE  FIGHTERS 

Edison  Department  of  Fowler,  Dick  &  Walker, 
Binghamton,  N.  Y.,  Makes  Sales  to  Endicott- 
Johnson  Factory  Fire  Fighters 


Binghamton,  N.  Y.,  April  7. — Several  nice  Edi- 
son sales  have  been  made  recently  by  the 
phonograph  department  of  Fowler,  Dick  & 
Walker,  big  local  department  store,  of  this  city. 
The  sales  were  made  to  the  two  large  fire  de- 
partments maintained  by  the  Endicott-Johnson 
Corp.,  one  of  which  is  located  in  Endicott  and 
the  other  in  Johnson  City.  The  first  sale  was 
made  to  the  fire  chief  last  Fall  and  recently  the 
two  departments  turned  in  instruments  of  other 
makes  as  part  payments  on  Edison  phono- 
graphs. 


OUTSIDE  MEN  MAKE  MANY  SALES 


Greene's  Specialty  Co.,  Malone,  N.  Y.,  Keeps 
Five  Outside  Men  Busy  in  Large  Territory 
Digging  Up  Edison  Phonograph  Prospects 


M-\LONE,  N.  v.,  April  6. — Greene's  Specialty  Co.. 
Edison  dealer  of  this  city,  believes  in  going  out 
after  business,  as  may  be  seen  from  the  accom- 
panying illustration  of  the  outside  stafT  lined  up 
in  front  of  the  headquarters  beside  their  mo- 
tors, in  which  thev  cover  the  surrounding  terri- 


Autos  for  Greene  Co.'s  Outside  Force 

tory  within  a  radius  of  from  thirty  to  forty 
miles  of  Malone.  These  salesmen  work  the 
country  in  an  intensive  manner  and  their  ac- 
tivities have  resulted  in  a  large  Edison  business 
for  Greene's.  Their  territory  not  only  includes 
the  rural  districts  surounding  the  city,  but  all 
the  smaller  communities  as  well,  and  the  qual- 
ity of  service  extended  by  this  live  Edison  re- 
tailer has  established  a  reputation  for  this  house 
which  is  second  to  none  in  the  northern  part 
of  the  State. 


A  NEW  MEANS  OF  MAKING  SALES 

Sales  of  Phonographs  and  Records  Follow  Plan 
Put  in  Effect  by  Ferris  Music  Shoppe 


Geneva,  N.  Y.,  i\pril  7. — The  Ferris  Music  Shoppe, 
C.  D.  Ferris,  proprietor,  of  this  city,  has  sold 
nineteen  machines  since  late  last  August  as 
the  direct  result  of  placing  an  instrument  in 
one  of  the  most  prominent  and  busiest  barber 
shops  here.  Working  on  the  theory  that  music 
would  be  a  welcome  variation  of  the  usual 
monotonous  wait  in  a  barber  shop,  Mr.  Ferris 
succeeded  in  placing  an  instrument  and  a  fair 
selection  of  records  in  a  local  tonsorial  parlor. 
From  the  standpoint  of  business  the  innovation 
was  a  success  from  the  start,  the  barber  him- 
self purchasing  a  machine  for  his  home  within 
two  weeks.  Mr.  Ferris  also  found  that  he  was 
reaching  an  entirely  different  class  of  people 
than  he  has  ever  been  able  to  draw  to  his  store. 
Sixteen  instruments  were  sold  to  men  he  did 
not  know  and  three  were  sold  to  prospects  on 
his  list.    Four  machines  were  sold  by  the  pro- 
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prietor  of  the  barber  shop  himself,  two  cus- 
tomers insisting  that  they  be  sold  the  instru- 
ment in  the  shop.  In  addition  Mr.  Ferris  has 
averaged  $10  in  record  sales  each  week,  di- 
rectly traceable  to  this  plan.  The  lowest  priced 
machine  sold  was  a  $175  model  and  sales  also 
included  four  models  priced  at  $295. 

The  Ferris  Music  Shoppe  features  the  Edison 
and  Brunswick  phonographs  and  records  and 
in  addition  handles  pianos  and  musical  mer- 
chandise. 


VALUABLE  DATA  IN  "THE  RECORD" 

House  Organ  of  CoUings  &  Co.,  Newark,  N.  J., 
Victor  Jobbers,  Contains  Considerable  Mate- 
rial Designed  to  Aid  Retail  Dealers 


POLISH  AND  BOHEMIAN  RECORDS 


Now  Being  Recorded  by  the  Aeolian  Co.  on  the 
Vocalion — First  Releases  Ready 


The  Aeolian  Co.  has  just  recorded  in  its  Vo- 
calion Studios,  New  York,  its  first  Polish  and 
Bohemian  records,  which  will  appear  in  the  Vo- 
calion record  bulletin  for  June,  but  will  be  re- 
leased to  the  trade  immediately.  The  first  two 
records  are:  Bohemian — (14546)  Andulko  m'e 
dite — Polka  se  zpevem,  and  Ty,  Ty,  Ty,  jsi  vin- 
nejsi;  Polish — (14547)  Niemowa  Kapelmaister, 
and  W  Noc  Powstania  Polski  W  Warzsawie. 

It  is  reported  that  the  new  records  have  met 
with  a  very  substantial  demand  from  the  Vo- 
calion distributors,  and  that  numerous  dealers 
have  welcomed  these  new  additions  to  the  Vo- 
calion Red  record  catalog  as  providing  means 
for  catering  to  new  fields. 


The  April  issue  of  The  Record,  the  monthly 
house  organ  issued  by  Collings  &  Co.,  Victor 
wholesalers,  Newark,  N.  J.,  contains,  as  usual, 
much  material  in  the  way  of  timely  comments 
which  prove  of  valuable  aid  to  the  retailer.  Of 
particular  note  in  the  recent  issue  is  the  atten- 
tion given  to  the  foreign  record  catalog. 

Collings  &  Co.  have  gathered  statistics  show- 
ing the  comparative  sales  value  of  all  foreign 
records  which  are  available  to  Victor  retailers. 
Dealers  who  have  given  little  attention  to  this 
portion  of  the  Victor  catalog  often  find,  upon 
investigation,  that  they  have  overlooked  many 
sales. 


BILLBOARD  PUBLICITY  PRODUCTIVE 

Deposit,  N.  Y.,  April  6.— Leslie  E.  Carl,  one  of 
the  most  aggressive  and  best-known  phono- 
graph dealers  in  this  section  of  the  State,  who 
is  successfully  featuring  the  Edison  line  of  pho- 
nographs and  records,  has  achieved  considerable 


NEW  QUARTERS  IN  BURLINGTON 

Piano  and  Talking  Machine  Department  Feature 
of  New  Store  of  Gulick-McFarland  Furniture 
Establishment  in  Burlington,  la. 


He  a  r  T  he  New 


Ab  Needles  Tq  Change 
SOLD  BY  ^ 


Burlington,  Ia.,  IMarch  12. — The  new  building 
at  the  northeast  corner  of  Valley  and  Main 
streets,  this  city,  is  now  occupied  by  Gulick- 
McFarland's  furniture  store.  The  north  part  of 
the  first  floor  is  given  over  to  the  music  depart- 
ment, where  may  be  found  Brunswick  phono- 
graphs and  an  attractive  line  of  M.  Schulz  pianos 
and  player-pianos. 


One  of  the  Carl  Billboards 

success  through  regular  publicity  of  all  kinds. 
Mr.  Carl  includes  in  his  advertising  campaign 
billboards  scattered  along  the  main  roads  lead- 
ing into  Deposit,  a  sample  of  this  publicity  be- 
ing illustrated  herewith.  This  advertising  has 
been  particularly  productive  of  inquiries  and  the 
results  in  greatly  stimulated  business  have  justi- 
fied the  expenditure  necessar}-  to  put  a  drive  of 
this  character  over. 
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OMAHA 


Excellent  Demand  for  All  Lines 
— Great  Interest  in  Music  Mem- 
ory Contest — The  Month's  N^ews 


Omaha,  Neb.,  April  5. — Almost  without  excep- 
tion both  wholesalers  and  retailers  in  the  talking 
machine  business  in  Omaha  and  the  territory 
covered  by  salesmen  are  enthusiastic  over  the 
outlook  for  1923  business.  Especially  is  this 
true  in  the  cities  and  larger  towns;  business  in 
the  small  towns  being  still  rather  dull,  owing 
to  the  fact  of  the  financial  conditions  under 
which  the  farmers  have  been  working.  How- 
ever,-within  the  next  sixty  days  the  financial 
standing  of  the  agricultural  interests  is  expected 
to  take  a  change  for  the  better. 

There  has  been  a  record  trade  in  the  console 
type  of  machines.  Business  is  still  being  done 
in  the  upright  models,  but  by  far  the  greatest 
demand  is  for  the  console  type,  more  particu- 
larly those  of  moderate  price.  In  fact,  the  sup- 
ply of  machines  ranging  in  price  from  $125  to 
$200  is  unequal  to  the  demand  for  delivery.  " 
Big  Gains  in  Brunswick  Sales 

Richard  S.  Pribyl,  district  manager  of  the 
Brunswick-Balke-CoUender  Co.,  reports  busi- 
ness as  booming.  He  stated  that  the  increase 
in  sales  in  1922  over  1921  was  25  per  cent,  but 
that  1923  bids  fair  to  be  a  banner  year,  as  the 
increase  over  1922  thus  far  is  rated  at  100  per 
cent.  The  York  model  of  the  Brunswick  ma- 
chine has  been  particularly  popular. 

Mr.  Pribyl's  genial  manner  and  spirit  of  co- 
operation, together  with  his  well-known  reputa- 
tion as  a  "go-getter,"  keeps  his  sales  force  en- 
thusiastic and  "on  their  toes,"  with  the  result 
that  reports  from  out-State  territory  are  fine. 
O.  G.  White,  traveling  representative  of  the 
Brunswick  concern,  has  just  returned  from  a 
trip  to  the  Black  Hills,  S.  D.,  and  brought  in 
an  excellent  report  from  that  area.  C.  L.  Corey, 
representative  for  this  firm  in  southern  Ne- 
braska, declared  on  the  completion  of  a  trip, 
which  included  such  cities  as  Lincoln,  Grand 
Island,  Hastings  and  Fairbury,  that  business 
was  fine,  showing  a  splendid  increase. 

Cheney  Models  Attract 

The  Cheney  phonograph  people  are  showing 
some  beautiful  models  this  year.  The  most  ex- 
pensive types  are  being  featured  by  interior  dec- 
orators in  artistic  homes.  H.  H.  Heintzelnian, 
assistant  secretary  in  the  Omaha  office  of  this 


company,  reports  a  model  of  attractive  design 
and  moderate  price  which  is  to  be  promoted. 
He  also  states  that  business  in  the  five  States 
over  which  the  Omaha  office  has  jurisdiction 
is  bringing  in  fine  returns. 

Fine  "Talker"  Department 
J.  L.  Brandeis  &  Sons,  owners  of  one  of  the 
largest  and  best-known  department  stores  in  the 
Middle  West,  have  a  very  large  and  flourishing 
talking  machine  department,  under  the  manage- 
ment of  P.  G.  Spitz.  They  have  an  attractive 
display  room  and  an  alert  set  of  sales  people. 
i\Ir.  Spitz  states  that  his  force  consists  solely 
of  musicians.  The  atmosphere  radiated  by  the 
department  is  distinctly  optimistic,  and  Mr. 
Spitz  is  the  personification  of  enthusiasm.  He 
reports  the  sale  of  fifty-three  instruments  in  one 


Interior  View  of  Brandeis  Store 

day  last  week.  They  especially  feature  the  Vic- 
tor and  Brunswick  lines  and  expect  1923  to  be 
a  record  year. 

The  Brandeis  tea  room  and  restaurant,  one 
of  the  most  fashionable  resorts  in  Omaha,  will 
have  for  the  next  six  weeks  Arnold  Johnson  and 
His  Orchestra,  Brunswick  artists,  who  will  play 
afternoons  and  evenings,  and  Mr.  Spitz  has  ar- 
ranged with  Mr.  Johnson  to  autograph  records 
for  two  days  during  his  stay  in  this  city. 
Great  Interest  in  Music  Memory  Contest 

The  Music  Memory  Contest  which  has  just 
closed  in  Omaha  has  been  one  of  the  greatest 
events  from  a  musical  standpoint  that  has  ever 
taken  place  in  this  city.  The  contestants  were 
from  the  sixth,  seventh  and  eighth  grades  of 
the  Omaha  public  schools.  For  weeks  children 
who  had  formerly  listened  passively  to  music 
could  talk  of  nothing  else  at  home.  During  the 
preliminary  contests  all  students  were  eliminat- 
ed but  those  who  had  made  perfect  records,  and 
in  the  final  test  there  were  220  contestants.  They 
were  required  to  know  the  theme  of  the  music, 
the  composer  and  his  nationality.    The  pupils 


had  studied  the  various  compositions  by  means 
of  the  talking  machine,  but  during  the  test  the 
music  was  presented  to  them  by  means  of  an 
orchestra  composed  of  local  musicians  under 
the  leadership  of  Stanley  Letovsky,  prominent 
pianist  and  composer,  of  Omaha.  The  contest 
promoted  the  sale  of  standard  records  to  a 
marked  degree. 

Good  Edison  Demand 

Schultz  Bros.,  Edison  jobbers,  through  their 
Omaha  manager,  K.  R.  Mosus,  report  good  con- 
ditions in  their  line.  H.  R.  Holmes,  Iowa  and 
Nebraska  salesman  for  this  firm,  recently 
brought  in  a  very  favorable  report  of  business. 
Okeh  Records  Find  Favor 

Lei  Lani,  Hawaiian  prince,  is  filling  a  return 
engagement  at  the  Rialto  Theatre.  He  is  an 
Okeh  artist  and  sings  "Aloha  Oe"  on  the  stage 
in  connection  with  his  own  record.  According 
to  R.  L.  Lincoln,  manager  of  the  Rialto  Music 
Shop,  dealer  in  Columbia  machines  and  Colum- 
bia and  Okeh  records,  there  is  an  excellent  trade 
in  Okeh  records.  Prince  Lani  has  just  made  a 
new  record  of  the  old  song,  "Red  Wing,"  which 
promises  to  be  a  good  seller. 

The  H.  R.  Bowen  Furniture  Co.,  which  main- 
tained a  Columbia  department,  is  selling  out  the 
entire  stock  of  goods,  preparatory  to  opening  a 
new  store  in  another  part  of  the  city. 

The  Woodmen  of  the  World  Building,  on 
which  the  W'oodmen  people  have  just  opened  a 
large  broadcasting  station,  is  using  the  Colin  B. 
Kennedy  system  of  equipment.  John  H.  Negle, 
manager  of  the  radio  department  of  the  Oak- 
ford  Music  Co.,  says  this  has  stimulated  busi- 
ness for  them,  as  they  sell  this  equipment. 

An  attractive  little  Brunswick  shop  was 
opened  a  short  time  since  at  1523  North  Twen- 
ty-fourth street,  by  J.  Himmelstein. 

The  sale  of  Victor  records  has  been  greatly 
stimulated  during  the  past  thirty  days  by  the 
concerts  given  by  the  two  great  Victor  artists, 
I'aderewski  and  Kreisler. 

Mrs.  George  Mickel  and  Miss  Gladys  Mickel, 
wife  and  daughter  of  George  Mickel,  Victor  job- 
ber, attended  the  State  convention  of  the  D.  A. 
R.  at  Lincoln,  Neb.,  during  the  latter  part  of 
March.  Miss  Mickel  received  the  honor  of  be- 
ing appointed  page  from  Nebraska  at  the  na- 
tional convention  of  the  D.  A.  R.,  which  is 
scheduled  to  meet  in  Washington  this  month. 

The  Burgess-Nash  Co.,  a  large  department 
store,  is  doing  a  very  profitable  phonograph 
business.  It  has  added  the  Brunswick  machine 
to  its  other  makes  which  it  handles  within  the 
last  two  months. 


Edison  Is  Always  First! 

The  first  Phonograph 
First  with  Console  Phonographs 
First  with  Broadway  "Hits" 
First  to  play  all  makes  of  Records 

EDISON  INVENTED  IT~EDISON  MANUFACTURES  IT 

SHULTZ  BROTHERS,  Inc. 


Edison   Distributors  for  Nebraska 
and  Western  Iowa 


16th  and  Howard  Streets 
OMAHA 


A    few   dealerships  open. 

or  wire 


Write 
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All  the  Biggest  Hits  Out  FIRST! 

What  does  this  mean  to  you? 

More  Sales! 
More  Profits! 


MODEIi  14 

Every  detail  is  perfectly  car- 
ried out  in  this  luxurious  model 
No.  14.  It  is  furnished  in  ma- 
hogany; all  exposed  parts  nickel 
plated;  Universal  tone  arm ; 
Pathe  perfect  tone  control; 
Pathe  reproducer;  new  oval 
horn;  double  spring  motor  or 
noiseless  Pathe  electric  motor: 
size  44"^  inches  high;  20^2 
inches  deep;   193^   inches  wide. 


The  NEW  Pathe 
Phonographs  and  rec- 
ords are  new  in  every 
sense  of  the  word. 
They  are  entirely  dif- 
ferent—  born  of  a 
NEW  and  greater  or- 
ganization. 

The  NEW  Pathe 
phonographs  are  s^i- 
preme  in  design,  in 
material  and  in  work- 
manship. It  is  the  fin- 
est, quickest  selling 
phonograph  produced 
to-day. 

The  NEW  Pathe 
record  plays  on  all 
phonographs  w  i  t  h 
steel  needles. 


THE  NEW 


The  little  coupon  below  will  bring  you 
some  astonishing  facts  on  why  there  is  al- 
ways plenty  of  business  for  Pathe  dealers. 

It  will  bring  information  about  sellers 
that  repeat  themselves  and  "roll  up"  bigger 
profits. 

It  will  make  it  possible  for  you  to  have 
the  biggest  bits  when  they  are  brand-new, 
not  after  they  have  reached  the  slow  mov- 
ing stage. 

The  NEW  Pathe  records  that  play  on  all 
phonographs  with  steel  needles  retailing  at 
55c  each  are  a  bargain.  Selling  two  for  $1 
— is  the  biggest  dollar's  worth  you  can  offer. 

This  list  includes  all  the  biggest  and 
latest  Broadway  hits,  double-faced  operatic 
and  classical  records  by  world-famed 
artists,  also  Italian,  German  and  Jewish 
records. 

Siarl  now  to  iricrease  your  profits. 


PATHE  PHONOGRAPH 
&  RADIO  CORPORATION 

20  Grand  Avenue         Brooklyn,  N.  Y. 


MODEL  35  QUEEN  ANNE 


The  Popular  Queen  Anne  Model  illus- 
trated above  is  furnished  either  in  brown 
or  red  mahogany;  exposed  metal  trim- 
mings in  antique  silver  finish;  Universal 
tone  arm;  Pathe  perfect  tone  control; 
Pathe  reproducer;  nickel  fittings;  new  oval 
horn ;  double  spring  motor  or  noiseless 
Pathe  electric  motor;  size  35^  inches 
wide;  2014  inches  deep;  34^4  inches  high. 

Mail  This  Coupon  TO-DAY! 


Pathe  Phono.  &  Radio  Corp. 
Dept.  4364.     20  Grand  Ave., 

Brooklyn,  N.  Y. 
Please    tell    me    more    about    the  NEW 
Pathe  phonographs  and  records. 

Name   


Addr 

Towr 
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CJ[N  C  I  N_N  ATI 

U itprcccdoilcd  Easter  Demand — Diffiailly  in  Meeting  Console 
Demand — Sterling  Roll  &'  Record  Co.  Adds  to  Staff — The  News 


Cincinnati,  O,.  April  6. — An  almost  unprece- 
dented demand  for  records  is  reported  by  Cin- 
cinnati retail  dealers  and  distributors.  Substan- 
tial increases  over  March  have  been  made  by 
practically  every  firm  in  the  city.  Business  was 
splendid  throughout  the  entire  month  of  March, 
but  reached  its  clima.x  in  the  two  weeks  imme- 
diately preceding  Easter,  when  the  sales  jumped 
so  high  in  several  cases  that  business  for  the 
month  was  100  per  cent  higher  than  last  year. 
While  the  majority  of  the  houses  do  not  show 
increases  which  are  as  astounding  as  this,  they 


quantities  and  that  his  concern's  sole  difficulty 
is  in  getting  enough  console  models  to  supply 
the  demand.  This  company  reports  that  Victor 
records  have  been  in  large  demand  and  that 
business  throughout  the  Cincinnati  territory  has 
been  very  good. 

New  Brunswick  Plant  Boosts  Record  Sales 
Reports  emanating  from  the  local  office  of 
The  Brunswick-Balke-Collender  Co.  state  that 
orders  for  Brunswick  records  have  increased 
between  60  and  70  per  cent  since  the  policy 
of  releasing  new  records  daily  went  into  effect. 


S^NEPTOISON 

"Cort^rismBm  the 


Tee" 


EDISON 

IS  NOW  WITHIN 
THE  REACH  OF  EVERYONE 


THE  PHONOGRAPH  CO. 

Wholesale  Distributors 

CINCINNATI  OHIO 


are  and  have  been  doing  a  sound,  healthy  busi- 
ness considerably  above  the  figures  of  last  year. 
Demand  for  Classics  Gaining 

The  most  interesting  feature  about  the  large 
sales  of  records  has  been  the  increase  in  the 
number  of  classical  and  other  records  which  are 
looked  upon  as  standard  works.  Apparently, 
the  public  is  turning  once  again  to  the  purchase 
of  the  better  music.  This  does  not  mean,  how- 
ever, that  the  vogue  of  jazz  has  died  out  or 
that  it  is  definitely  on  the  wane.  The  dance  and 
vocal  records  of  popular  music  have  large  sales, 
but  the  increase  in  the  volume  of  the  records 
of  classical  music  gives  satisfaction  to  those 
who  wish  the  American  public  to  appreciate  the 
finer  things  in  music.  Apparently,  people  are 
replenishing  their  music  record  libraries  and 
they  are  placing  therein  records  which  have  won 
a  place  in  the  musical  world. 

Difficulty  in  Meeting  Machine  Demand 

The  large  volume  of  business  does  not  limit 
itself  to  records  alone.  The  demand  for  talking 
machines  is  heavy.  The  only  difficulty  experi- 
enced is  in  securing  the  console  models,  of 
which  there  is  a  shortage  in  this  territory. 
Shipments  are  not  as  regular  as  they  should  be 
and  have  been  delayed  far  behind  schedule.  Dis- 
tributors report  that  the  demand  for  talking 
machines  among  retail  dealers  is  heavy  and  is 
showing  no  signs  of  slackening.  Retailers  also 
state  that  business  has  been  excellent  through- 
out the  year,  and  especially  during  March. 
Victor  Sales  Growing 

Mr.  North,  of  the  Ohio  Talking  Machine 
Co.,  says  that  Victrolas  are  selling  in  large 


This  policy  has  been  carried  out  now  for  about 
two  months  and  is  obtaining  fine  results.  Deal- 
ers are  enthusiastic  about  the  new  policy,  which 
is  decidedly  helpful  to  them  and  the  demand 
among  them  for  advertising  material  from  the 
firm  is  indicative  of  the  large  volume  of  busi- 
ness that  is  being  transacted.  Brunswick  rec- 
ords are  also  advertised  by  the  company  in 
the  daily  newspapers  in  every  town  throughout 
the  territory  of  ten  thousand  or  more  popula- 
tion. Charles  Ham,  record  manager  of  the 
Cleveland  branch  and  formerly  in  the  Cincin- 
nati office,  was  a  business  visitor  the  latter 
part  of  last  week. 

Edison  Popularity  Indicated  by  Business 
The  Phonograph  Co.,  Edison  distributor  for 
this  territory,  has  been  enjoying  a  steadily  grow- 
ing business.  New  accounts  recently  opened 
indicate  the  confidence  of  the  trade  in  general 
in  the  merits  of  these  instruments,  and  the  busi- 
ness reported  by  Edison  retailers  throughout 
the  local  territory  proves  that  their  confidence 
is  justified.  The  Phonograph  Co.'s  sales  volume 
during  March  of  this  year  showed  a  substantial 
increase  over  the  business  done  during  the  same 
month  a  year  ago  and  reflects  also  the  generally 
improved  conditions  prevailing  in  the  territory 
in  which  this  company  operates. 

Fine  Columbia  Business 

The  Columbia  Graphophone  Co.  reports  very 
good  business  in  Cincinnati.  Its  business  is 
large  at  present,  reflecting  the  general  pros- 
perity which  has  come  to  Cincinnati  talking 
machine  and  record  firms. 

Sterling  Roll  &  Record  Co.  Adds  to  Staff 

The  Sterling  Roll  &  Record  Co.  enjoyed  won- 
derful sales  during  March.  Ben  L.  Brown,  of 
this  concern,  says  that  the  record  business  has 
shown  an  inx:rease  of  100  per  cent  over  March  of 
last  year.  He  also  says  that  there  is  a  notable 
demand  for  Strand  phonographs.  This  company 
has  added  to  its  personnel  the  following  mem- 
bers: Larry  Naber,  sales  department;  Gus 
Stephens,  shipping  department,  and  Lucille 
Sweigart,  stenographic  department. 

Brief  Items  of  Interest 

The  Victrola  department  of  the  Baldwin 
Piano  Co.  reports  a  business  during  March 
wliich  is  much  larger  than  for  the  same  period 
in  1922. 

Record  business  has  been  good  with  the  Otto 
Gran  Co.,  according  to  J.  F.  Van  Court,  secre- 
tary of  the  company. 

The   Chubb-Steinberg   Music   Shop,   17  East 
Sixth  street,  has  renewed  its  lease  on  its  present 
ffllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll 


Vocalion  Red  Record  Service 
That  Builds  Business 

Dealers — we  are  shipping  better  than  ninety- 
five  percent  of  all  Red  Record  orders  received. 
Shipment  always  made  same  day  order  is 
received. 

We  supply 

RED  RECORDS 

for  Ohio,  Indiana,  Tennessee,  Kentucky,  the 
West  and  the  South 

Dealers  desiring  the  line  please  write 

LOUISVILLE  MUSIC  COMPANY 

Vocalion  Red  Record  Distributors 
570  S.  4th  Street  LOUISVILLE,  KY. 
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quarters  for  a  period  of  five  years.  Mr.  Chubb 
was  very  much  gratified  at  the  Easter  business 
which  his  firm  did  and  he  is  optimistic  over  the 
future. 

The  Cincinnati  Victor  Co.  has  been  incor- 
porated under  the  laws  of  this  State,  with  a 
capital  of  $10,000.  Incorporators  are  Charles  J. 
Harrison,  Jr.,  Charles  D.  Rj-der,  Harold  Payne, 
Harold  W.  T.  Collins  and  Robert  L.  Black. 
Victor  talkina;  machines  will  be  handled. 


HEALTH  BUILDERS  NOTIFIES  TRADE 


E.  R.  JOHNSON  IN  LIVE  INTERVIEW 


President  of  Victor  Talking  Machine  Co.  Dis- 
cusses World  Affairs  Most  Interestingly  With 
San  Francisco  Chronicle  Reporter 


Eldridge  R.  Johnson,  president  of  the  Victor 
Talking  Machine  Co.,  who  has  been  spending 
some  time  on  the  Pacific  Coast,  has  proved  a 
character  of  great  interest  for  newspaper  men 
and  such  statements  as  he  has  made  on  various 
occasions,  particularly  at  trade  meetings,  have 
been  given  wide  publicity. 

It  took  a  special  writer  on  the  San  Francisco 
Chronicle,  however,  to  inveigle  Mr.  Johnson  into 
an  interview  on  world  conditions,  but  the  result 
was  well  worth  the  effort,  for  it  resulted  in  a 
story  running  nearly  three  columns,  in  the 
course  of  which  Air.  Johnson  commented  freely 
and  frankly  upon  affairs  both  here  and  abroad. 
At  the  close  of  the  interview  Mr.  Johnson  is 
quoted  as  saying: 

"Business  conditions  in  this  country  are  im- 
proving, but  they  still  are  far  from  normal.  Far 
too  many  businesses  in  the  United  States  to-day 
virtually  are  in  the  hands  of  the  banks.  It  is 
all  right  for  a  business,  in  an  exigency,  to  be 
carried  by  a  bank  and  often  great  good  results 
where  they  are  dealing  with  a  reputable,  con- 
servative bank,  but  unfortunately  not  all  banks 
may  be  rated  in  this  class.  Business  organiza- 
tions as  well  as  individuals  still  are  suffering  as 
a  result  of  war  ta.xes  and  attendant  ills.  Not 
that  business  or  individuals  object  to  paying 
necessary  taxes,  but  we  like  to  know  that  they 
are  necessary,  just,  and  that  the  money  derived 
in  this  way  is  being  properly  spent. 

"The  average  man  who  used  to  make  $18  a 
week,  and  who  now  is  making  $35  a  week,  is 
beginning  to  wonder  why  his  $35  will  not  buy 
as  much  now  as  his  $18  formerly  did.  Per- 
sonally, I  think  this  public  awakening,  the  in- 
quiring into  things  by  the  average  citizen,  is 
going  to  be  an  excellent  thing  for  the  country, 
for  business  and  for  everything  else." 


To  Ignore  Warnings  of  Infringement  on  Exer- 
cise Records  Patents — Will  Protect  Dealers 
Handling  Walter  Camp's  "Daily  Dozen"  and 
the  ''Weight  Reducing"  Records 


Health  Builders,  Inc.,  New  York  City,  manu- 
facturer and  distributor  of  Health  Builders'  sets 
of  Walter  Camp's  "Daily  Dozen"  set  to  music, 
has  sent  an  important  notice  to  all  retailers  of 
these  sets  and  the  Health  Builder  musical 
"Weight  Reducing"  exercise  records.  This  no- 
tice, over  the  signature  of  R.  B.  Wheelan,  presi- 
dent of  the  company,  advises  the  dealers  rela- 
tive to  the  warnings  issued  by  another  firm  in 
this  field.  It  states  in  part:  "We  deem  it  only 
fair  for  us  to  state  our  position  openly  so  that 
you  may  know  where  we  stand.  We  back  our 
records  unqualifiedly  and  will  see  that  no  dealer 
suffers  loss  in  any  way  from  his  sales.  Our 
patent  counsel  has  investigated  the  matter  with 


great  care  and  has  advised  us  that  we  may 
safely  disregard  the  patent  mentioned  in  this 
warning." 

The  letter  further  states  that,  up  to  the  pres- 
ent time,  the  warning  given  has  not  been  fol- 
lowed up  by  suit  and  sets  forth  that,  unless  suit 
i;  brought  promptly.  Health  Builders,  Inc.,  will 
endeavor  to  bring  matters  to  a  head  by  bring- 
ing suit  against  the  other  house. 
■  R.  B.  Wheelan,  in  commenting  on  this  letter, 
stated  tliat  the  company  was  particularly  anx- 
ious to  assure  the  dealer  that  his  interests 
would  be  fully  safeguarded  in  connection  with 
the  sale  of  Health  Builder  products  and  sug- 
gested that  dealers  receiving  warning  letters  or 
printed  matter  send  the  same  to  Duell,  Warfield 
&  Ducll,  19  West  Forty-fourth  street.  New 
York,  attorneys  for  Health  Builders,  Inc. 


The  Music  Shoppe,  Inc.,  Casper,  Wyo.,  Victor 
dealer,  has  been  staging  a  series  of  window  dis- 
plays of  unusual  merit. 


Sterling''  service  and 

QKe^  Records 

mean  increased  business 

The  strongest  reason  we  can  give  as  to 
why  you  should  become  an  Okeh 
Dealer,  is  the  tremendous  increase  in 
the  1923  sales  of  Okeh  records. 

Why  not  take  advantage  of  the  rapid 
turnover  that  is  possible  with  Okeh? 
Let  us  send  you  details  of  our  Okeh 
Record  Agency. 

Sterling  Roll  and  Record 
Company 

137  W.  4th  Street  Cincinnati,  Ohio 


For  Cincinnati 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-BALKE-COL  LENDER  CO. 

N.  W.  Cor.  7th  and  Main  Sts.  Stanley  Reis,  Branch  Mgr. 
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Van  Veen  Equipment  for  Phonograph  and  Musical 
Merchandise  Dealers  Is  a  Permanent  Investment 


The  truth  of  this  is  thoroughly  known 
to  those  dealers  who  have  had  occasion 
to  enlarge,  remodel  or  remove  their  es- 
tablishments. Van  Veen  products  are 
built  to  be  efficient  as  long  as  the  dealer 


stays  in  business.  Their  moderate  cost 
will  please  you. 

Your  inquiry  for  catalogues  and 
prices  will  receive  immediate  attention. 
All  material  held  in  stock  ready  for 
shipment. 


VAN  VEEN  &  COMPANY,  Inc. 


413  East  109th  Street 


'Phone  Lehigh  5324 


NEW  YORK  CITY 


VICTOR  CO.  SECURES  INJUNCTION  IN  OPERA  DISC  SUIT 

United  States  District  Court  Enjoins  Defendants  From  Selling  or  Offering  for  Sale  Records  or 
Matrices  Made  in  Germany  From  Masters  Controlled  by  Victor  Co. 


The  United  States  District  Court  in  Brooklyn, 
N.  Y.,  on  March  31  handed  down  an  important 
decree  in  the  action  brought  by  the  Victor 
Talking  Machine  Co.  against  Max  Hesslein,  the 
Opera  Disc  Co.,  Inc.,  and  the  Opera  Disc  Dis- 
tributing Corp.,  restraining  the  defendants  from 
importing,  purchasing,  selling,  advertising  or 
dealing  in  any  way  in  records  or  matrices  of 
musical  renditions  by  artists  under  contract  with 
the  Victor  Co.,  and  made  from  master  records 
sent  to  Germany  before  the  war  by  the  Gramo- 
phone Co.  of  London. 

The  decree,  which  was  the  result  of  an  action 
brought  by  the  Victor  Co.  about  a  year  ago, 
starts  with  a  declaration  of  the  rights  of  the 
Victor  Co.  in  the  recorded  renditions  which 
were  embodied  in  the  German-made  records 
sold  by  defendants.  These  consisted  of  certain 
selections,  including  many  rendered  by  Caruso 
and  others  of  the  famous  "Red  Seal"  artists, 
recorded  by  the  Victor  Co.,  as  well  as  many 
selections  by  other  famous  artists  recorded  by 
the  Gramophone  Co.,  Limited,  of  England,  the 
exclusive  rights  to  which  in  this  country  had 
been  acquired  by  the  Victor  Co.  Duplicate 
matrices  of  these  renditions  had,  before  the  war, 
been  entrusted  to  the  German  subsidiary  of  the 
Gramophone  Co.  for  record-pressing  purposes, 
and  at  the  outbreak  of  war  were  still  in  the 
custody  of  this  concern  for  this  purpose.  Dur- 
ing the  war  these  matrices  were  seized  in  Ger- 
many, and  later,  under  a  claimed  disposition  of 
enemy  property,  were  turned  over  to  a  German 


talking  machine  manufacturer.  The  latter  used 
these  matrices  or  duplicates  thereof  to  press 
records,  some  of  which  were  exported  to  this 
country  and  offered  for  sale  under  the  "Opera 
Disc"  trademark  by  the  defendants  in  New 
York  city. 

The  decree  declares  that  the  Victor  Co.  has 
always  had  exclusive  rights  in  the  United  States 
in  the  renditions  embodied  in  these  records  and 
that  the  use  of  the  matrices  by  the  German  com- 


pany to  manufacture  these  records,  and  the  im- 
portation of  such  records  into  the  United  States, 
and  the  sale  thereof  by  the  defendants  in  this 
country  were  in  violation  of  the  rights  of  the 
Victor  Co.  and  also  in  violation  of  the  Treaty  of 
Versailles  and  of  the  Treaty  of  August  25,  1921, 
between  the  United  States  and  Germany. 

In  addition  to  restraining  the  defendants  from 
continuing  the  acts  complained  of,  the  decree 
also  requires  them  to  deliver  immediately  to  the 
Victor  Co.  all  records  in  their  possession,  the 
sale  of  which  is  enjoined  by  the  decree,  as  well 
as  catalogs  and  advertising  matter,  and  is  a 
sweeping  recognition  of  the  Victor  Co.'s  rights 
to  all  the  renditions  involved. 


USE  OF  AUDAK  GROWS  STEADILY 


Many  Sales  Follow  Demonstrations  of  Distrib- 
utors Throughout  the  Country — Provides  In- 
creased Service  Facilities  for  Dealers 


net  machine  or  can  be  used  on  a  table  or  coun- 
ter, which  happens  to  be  most  convenient. 

Herewith  is  shown  a  reproduction  of  the  Au- 
dak  10  mounted  on  a  table.  This  style  of  equip- 
ment has  been  placed  in  several  retail  establish- 


The  Audak  Co.,  565  Fifth  avenue.  New  York 
Citj',  announces  that  well-known  distributors  in 
all  parts  of  the  country  are  demonstrating  to 
the  trade  its  product.  Several  hundred  dealers 
are  now  using  the  Audak  to  demonstrate  rec- 
ords to  the  consumer.  The  Audak  equipment 
allows  for  demonstration  in  very  small  space 
and,  to  some  extent,  eliminates  the  use  of 
booths.  A  number  of  dealers  have  equipped  spe- 
cial counters  with  the  Audak  mechanism  and  a 
series  of  demonstrations  can  be  given  simul- 
taneously without  the  interference  of  one.  cus- 
tomer with  another. 

The  Audak  is  produced  in  two  styles,  the 
Audak  6  is  attachable  to  any  table  style  cabi- 
net and  the  Audak  10  is  available  for  anv  cabi- 


K-E  AUTOMATIC  STOPS 

The  K-E  is  still  the  best  Automatic  Stop  made 
Because  it: 
Avoids  motor  strain 
Is  not  attached  to  Tone  Arm 
Low  installation  cost 
No  extra  parts 
Operates  all  Records. 

Send  50c.  for  sample 

Kirkman  Engineering  Corporation 

484-490  BROOME  ST.  -         -  NEW  YORK 


Record  Service  With  Audak  X  on  Table 

ments.  It  takes  up  very  little  space;  a  series 
of  such  tables  can  be  used  instead  of  a  single 
booth,  and  the  prospective  customer  hears  the 
record  to  advantage  in  the  large  open  rooms  of 
the  store  proper.  The  clerk  is  enabled  not  only 
to  give  the  individual  customer  more  service  and 
attention  than  is  induced  by  the  use  of  the 
booth,  but  it  is  possible  to  care  for  a  number 
of  customers,  giving  each  the  utmost  attention 
and  a  quality  of  service  which  is  bound  to  have 
a  favorable  influence  on  business. 
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Look  over  *'PAL''  from  the  buyer's 

point  of  view! 


See  how  beautiful  a  machine  "PAL"  is.  Play  it. 
Hear  its  clear,  sonorous  tone — as  full  and  strong  as 
that  of  the  large  expensive  models. 

Examine  the  heart  of  the  machine — the  guaranteed 
motor — the  superior  tone  arm — the  blast  proof 
sound  reproducer. 


Notice  the  little  things — the  album  which  carries 
twelve  10-inch  records — the  patented  needle  cup  - 
speed  regulator  -the  twin  latch — the  corner  pro- 
tectors. 

Now  close  the  machine.  There  you  have  the  aristo- 
crat of  all  portable  phonographs. 


The  album  will  hold 
twelve  10-inch  records. 
It  is  covered  with  line 
binders'  cloth.  The 
pockets  are  made  of 
the  best  sulphite  stock. 


The  reproducer  is  un- 
excelled for  tone  qual- 
ity. Its  patented  stylus 
mounting  insures 
against  loosening  parts 
through  vibration,  the 
probability  of  blasting 
being  thus  eliminated. 


THE  MOTOR 

Silent  running.  Substantially  built— for  portable 
use.  Rigid.  Compact.  It  will  play  two  lO-inch 
records  with  one  winding.  It  combines  new  and 
special  features  that  give  it  a  distinct  supremacy. 
The  governor  shaft  is  mounted  with  a  universal 
ball  and  socket  bearing.  A  highly  developed 
silent  worm  gear  insures  silent  winding.  Guar- 
anteed. 


Prices 

Walnut— Mahogany—Fabrikoid 

T  l«<-  LIBERAL 
1-^1  SI  «9  O  9.  DISCOUNTS 

F.  O.  B.  New  York 


SPECIFICATIONS 

PAL  is  12"  wide,  7\</'  high,  17"  long.  Weight, 
19  lbs.  Made  in  Mahogany,  Walnut  and 
Fabrikoid  cases.  The  Fabrikoid  case  is 
especially  recommended  for  vacationists'  and 
"knockabout"  use. 


P  O  R  T  A,  B.  L  rE?? 


If 


PHON  O  GRAPMi 


PLAZA  MUSIC  COMPANY,  18  West  20th  St.,  NEW  YORK 
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ttiniki-iUiiiiuii-.ii'zVz: 


JflioJcsalers  to  Be  Hosts  to  Dealers  at  MeeiUuj  of  Music  Mcr- 
chants'  A ssociation  of  Norlheni  Ohio — Dealers  Add  Neii  Lines 


At  the  dinner  dance  at  the  Carleton  Terrace 
District  Manager  King  spoke  briefly  on  the  aims 
and  objects  of  the  Brunswick  organization  as  a 
whole,  and  of  the  Cleveland  district  ofifice  par- 
ticularly. He  pointed  out  that  Brunswick  busi- 
ness so  far  this  year  had  exceeded  the  business 
done  during  the  same  period  in  1922.  Though 
the  event  was  designed  merely  as  an  introduc- 


Clevelaxd,  O.,  April  6. — By  the  time  the  April 
meeting  of  the  recently  organized  I^Iusic  Mer- 
chants' Association  of  Northern  Ohio  rolls 
around  it  is  expected  that  the  program  of  activ- 
ity to  make  for  more  and  better  music  on  the 
part  of  the  people  will  have  been  perfected  suf- 
ficiently to  go  ahead.  Much  depends  upon  the 
applications  for  membership  received  at  that 
time,  points  out  Re.xford  C.  Hyre,  secretary  of 
the  new  Association. 

At  the  April  meeting  it  is  planned  that  whole- 
salers serving  the  territory  to  be  covered  by 
the  organization  will  be  hosts  to  dealers  in  all 
kinds  of  musical  instruments  at  a  dinner  meet- 
ing to  be  held  at  Hotel  Cleveland.  At  this  time 
it  is  expected  a  majority  of  the  eligible  members 
will  be  admitted. 

Meanwhile  a  committee,  comprising  J.  R.  Ort- 
ley,  Grant  Smith  and  William  G.  Bowie,  has 
worked  out  a  constructive  thought  looking  to 
aiding  the  members  to  do  more  business. 
Streamers  for  windows  have  been  evolved,  with 
terse  slogans,  something  that  will  strike  the 
eye  and  make  people  think  and  ask  questions. 
A  mortgage  form  blank  has  been  sent  to  eacli 
member  and  prospective  members,  wherein  Sec- 
retary Hyre  points  out  protective  measures  for 
those  selling  instruments  on  time.  Other  ideas 
of  value  to  the  trade  will  be  added  as  the  work 
of  organization  progresses. 

Brunswick  Dealers  Entertained 

Local  Brunswick  interests,  headed  by  Leslie 
L  King,  district  manager,  and  F.  L.  Baer,  serv- 
ice manager,  were  hosts  to  over  100  dealers  in 
Brunswick  instruments  and  their  friends  at  an 
informal  opening  of  the  rebuilt  headquarters  in 
Cleveland  and  at  the  opening  of  the  season  at 
the  Carleton  Terrace  by  the  Oriole  Terrace 
Orchestra,  which  will  be  here  until  June.  Bruns- 
wick dealers  and  friends  came  from  as  far  east 
as  Rochester  and  I'ittsburgh,  and  as  far  south 
as  Marion.  The  Oriole  Orchestra  played  at  the 
Brunswick  headquarters  during  the  afternoon 
and  supplied  dance  music  for  the  guests  at  the 
Terrace.  They  played  tlie  pieces  that  dealers 
already  had  heard  on  their  records  and  many 
new  numbers.  Frank  Popila,  soloist  with  the 
C)rchestra,  also  played  several  numbers.  Her- 


V 


ICTOR  Dealers  who 
make  the  most  profit  this 
year  are  not  content  with 
merely  selling  those  who  want 
to  buy.  They  are  going  out 
and  making  buyers  out  of 
otherwise  poor  prospects. 
And  ECLIPSE  service  helps 
them  to  do  it. 


bert  L.  C  lark,  another  Brunswick  artist,  who 
was  in  town,  was  among  the  prominent  musi- 
cians who  were  m  attendance. 


3 


■ 


■ 


Your  Opportunity 

\A'e  are  now  in  the  midst  of  rearranging  our  territory — new  dealers 
are  being  added  and  many  dealerships  are  being  transferred  for  the  pur- 
l)ose  of  meeting  the  increased  demand  for  Edison  phonographs  and  rec- 
ords. The  public  is  demanding  the  best  in  music  and  has  come  to 
realize  that  the  New  Edison  is  far  sujierior  to  all  others.  Your  town 
or  city  m 
visit  vou. 


might  be  on  our  -schedtile. 


Write  for  our  Field  Manager,  to 


THE  NEW  EDISON 

New  style  upright  and  console  cabinets. 
Perfect  Re-Creation  of  the  original. 
New  range  of  prices. 
Plays  all  makes  of  records. 
All  the  latest  and  best  "hits." 
New  records  released  every  week. 

THE  PHONOGRAPH  COMPANY 


Cincinnati,  Ohio. 
314  W.  4th  Street 


Exclusive  Edison  Distributors 


Cleveland,  Ohio. 
1240  Huron  Road. 


I 


tion  of  the  service  for  the  dealers,  many  of  the 
latter  placed  business  with  the  Cleveland  branch 
for  machines  and  records  while  in  town. 
Many  New  Sonera  Dealers 

Many  new  accounts  have  been  added  in  the 
last  month  by  the  Sonora  Phonograph  Ohio 
Co.  These  and  older  accounts  are  being  aided 
by  the  Cleveland  office,  under  the  management 
of  T.'T.  Pringle  and  J.  L.  Du  Breuil,  in  featur- 
ing Sonora  in  advertising  localh^,  and  consider- 
able space  is  being  taken  daily  by  such  firms 
as  the  May  Co.,  the  Euclid  Music  Co.,  Mintz 
Piano  Co.,  William  Taylor  Son  &  Co.,  Muehl- 
hauser  Bros.  Co.,  Center  Furniture  Co.,  C.  L. 
Kaufman,  G.  C.  Lange,  J.  F.  Mayers,  Frank 
Cerne,  L.  J.  Beach,  Basta's  Music  Store,  the 
Buescher  Co.,  and  others.  More  merchandise 
for  the  Cleveland  and  Ohio  territory  is  prom- 
ised from  the  factory,  and  this  will  be  stocked 
in  the  Cleveland  warehouse  and  in  the  new  Cin- 
cinnati warehouse  for  immediate  delivery.  The 
Cincinnati  warehouse  has  been  opened  at  222 
Front  street,  that  city. 

New  Strand  Showrooms 

Distribution  of  the  Strand  is  being  developed 
consistently  by  R.  T.  Jamieson,  district  repre- 
sentative of  the  Manufacturers  Phonograph  Co. 
For  the  benefit  of  dealers  visiting  Cleveland  fine 
showrooms  have  been  opened  on  the  si.xth  floor 
of  the  Swetland  Building'.  George  W.  Lyle, 
president  of  the  company,  in  town  recently, 
complimented  Mr.  Jamieson  on  the  progress  his 
office  is  making  in  this  territory. 

New  Dealers  Enter  the  Field 

Among  recent  local  openings  those  of  the 
Madison  Music  Shoppe,  Lakewood,  and  the  R. 
L.  White  Co.,  The  Arcade,  as  Brunswick  deal- 
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tleveland'sOwri'-^Hotel  Cleveland 

Orchestra 


Over  1,000,000  Cleve- 
landers  every  year  dance 
to  the  Hotel  Cleveland 
Dance  Orchestra — 1  o  n  g 
noted  for  the  swing  and 
Iiep  of  its  playing  and 
for  its  new  arrangements 
of  iip-to-tlte-minute  dance 
music.  So  it  was  only 
natural  that  this  orches- 
tra should  be  selected  to 
record  cxciusiz'cly  for  the 
famous  OKeh  rl  a  n  c  e 
records. 


Now  records 
exclusively 
for  OKeh 


Now  that  the  splendid  recordings 
of  this  famous  organization  are  avail- 
able— exclusively  on  OKeh  Records 
— dance  lovers  of  Cleveland  and 
neighboring  cities  are  enthusiastically 
greeting  the  unique  opportunity  for 
hearing  their  favorite  orchestra  right 
in  their  own  homes.  Hotel  Cleve- 
land Orchestra  records  are  rapidly 


becoming  the  most  popular  and 
fastest-selling  dance  records  in 
Cleveland. 

Records  in  any  quantity,  by  this, 
or  any  other  OKeh  organization  or 
artist,  may  be  obtained  from  this 
company  with  the  promptness  and 
efficiency  that  characterize  our  ex- 
ceptional dealer  service. 


The  first  three  exclusive  recordings 
by  HOTEL  CLEVELAND  ORCHESTRA  for 

Records 


The  Records  of  Quality 


4745 
10  in. 

75c 


I  STILL  CAN  DREAM— Medley 

Fox-trot 

Hotol  Cleveland  Danee  Oreheslia 

LADY  OF  THE  EVENING  - 
Fox-iioi 

Hi'ihcrt  Bi'ifivr's  St.  Louis 
Club  Oichcslia 


4755 
10  in. 
75c 


TEMPTING— Fox-iiot 

Hotel  Cleveland  Dance  Orchestra 

ELEANOR—Foxiioi 

Ufibrrt  [liTfifi-'s  Si.  Louis 
Club  Oiclicsira 


^J^.^    j  MARIANNA— Wahz   .  Hotel  Cleveland  Danee  Oicliestra 

75^"'  (ROCKY  MOUNTAIN  MOON— Wa!tz..Hotel  Cleveland  Danee  Orelicslra 

The  Record  Sales  Company 

1965  East  66th  Street  Cleveland,  Ohio 


ers,  and  the  Kenmore  Music  Co.,  featuring  Co- 
lumbia, stand  out.  The  Madison  distributed 
souvenirs  and,  considering  it  is  a  strictly  neigh- 
borhood establishment,  did  well  in  attracting 
four  hundred  persons  on  opening  day.  The 
Kenmore  started  after  new  business  imme- 
diately and  will  use  billboards,  with  material 
supplied  by  the  Columbia  Cleveland  branch, 
these  signs  to  be  erected  on  interurban  roads 
leading  into  Kenmore,  O.  The  William  Taylor 
Son  &  Co.  has  added  during  the  month  the 
Brunswick  line,  making  the  layout  at  this  es- 
tablishment quite  comprehensive.  The  Taylor 
establishment  now  carries  the  Victor,  Sonora, 
Columbia,  Brunswick,  Cheney,  Strand  and 
Pooley  instruments  and  cabinets. 

Meier  Back  From  the  South 

Louis  Meier,  head  of  the  L.  Meier  &  Sons 
Co.,  has  returned  from  a  trip  to  the  South,  dur- 
ing which  he  took  the  opportunity  to  visit  talk- 
ing machine  dealers  in  Washington,  Baltimore 
and  other  cities  south  of  Philadelphia.  Mr. 
Meier  came  back  to  Cleveland  impressed  with 
the  thought  that  dealers  are  coming  to  the  point 
where  they  will  feature  one  line  of  instruments, 
basing  their  hope  for  added  business  largely  on 
their  confidence  in  the  line  they  feature. 
Ten  New  Edison  Dealers 

Following  the  receipt  of  additional  instru- 
ments and  records,  and  the  assurance  that  the 
factory  is  in  better  position  to  bring  this  about, 
a  consistent  program  for  new  business,  both 
among  dealers  and  with  the  retail  trade,  has 
been  started  by  the  Phonograph  Co.,  distribu- 
tor of  the  Edison  lines.  In  two  weeks  ten  new 
Edison  dealers  have  been  added  to  the  com- 
pany list,  according  to  E.  S.  Hirschberger,  and 
more  are  expected  to  be  added  before  the  cam- 
paign is  over.  The  feature  of  this  work  is  that 
it  has  been  accomplished  without  the  addition 
of  new  sales  people.  This  work  has  been  •sup- 
plemented by  the  distribution  of  literature  to 
dealers  ahead  of  the  arrival  of  the  salesmen,  so 
that  dealers  were  prepared  for  their  coming. 
Both  new  and  old  dealers  are  inspired  to  greater 
effort,  and  are  getting  new  business  through  the 
weekly  distribution  of  Edison  records. 
Installs  New  Repair  Department 

Completion  of  alterations  at  its  plant  by  the 
Cleveland  Talking  Machine  Co.,  Victor  whole- 
saler, has  resulted  in  giving  this  firm  what  is 
believed  to  be  the  most  complete  and  efficient 
repair  and  service  department  of  its  kind  in  this 
section.  The  department  is  under  the  direction 
of  Frank  Atkins,  who  recently  returned  from 
Camden,  where  he  took  a  special  course  in  elec- 
trical motor  construction  and  repair.  Speed  in 
delivery  of  repaired  motors  and  other  parts,  as 
well  as  accuracy  in  construction,  will  be  features 
of  the  department,  according  to  Howard  J. 
Shartle,  general  manager  of  the  company. 
Heads  Brunswick  Research  Department 

As  part  of  its  developed  service  for  dealers 
the  Cleveland  district  branch  of  Brunswick  has 
appointed  Miss  Dorothy  Dawson,  formerly  of 
the  Morehouse-Martens  Co.,  Columbus,  as  head 
of  the  research  department  here.  Miss  Dawson 
proposes  a  series  of  instructive  and  productive 
business  building  features  for  dealers,  and  pres- 
ently will  introduce  them  to  the  trade. 
Wm.  Murstein  Now  General  Manager 

William  Murstein,  who  has  been  identified 
with  the  music  industry  in  Cleveland  and  vicin- 
ity for  many  years,  and  more  recently  connected 
with  the  Euclid  Music  Co.,  has  been  made  gen- 
eral manager  of  that  company.  Under  Mr.  Mur- 
stein's  direction  several  music  establishments 
have  attained  what  many  believe  to  be  the  maxi- 
mum in  public  attention  to  their  particular  lines 


and  a  like  progress  for  the  Euclid  from  now 
on  is  anticipated  under  his  direction. 

Great  Music  Supervisors'  Convention 

One  of  the  biggest  events,  musically,  that  this 
section  has  ever  taken  part  in  is  to  hold  forth 
at  the  Hotel  Statler  during  the  week  of  April 
9,  when  3,000  delegates  will  attend  the  A'lusic 
Supervisors'  National  Conference.  Delegates 
from  many  cities  will  bring  school  bands  with 
them  for  a  contest,  to  be  conducted  in  the  hotel 
lobby.  Many  school  bands  and  orchestras  from 
Cleveland  also  are  to  take  part  in  this  contest. 

During  the  week  the  Conn  Cleveland  Co.,  of 


C.  G.  Conn,  Ltd.,  will  display  and  have  dem- 
onstrated every  musical  instrument  that  is 
played  to-day.  This  exhibit,  in  the-  Lattice 
Room,  will  be  under  the  direction  of  R.  R. 
Story,  district  manager,  and  J.  F.  Boyer,  secre- 
tary of  C.  G.  Conn,  Ltd. 

The  conference  is  to  come  to  Cleveland  dur- 
ing the  week  when  the  semi-finals  in  the  Alusic 
Memory  Contest  are  held  here.  In  this  event 
fifty-three  schools  will  send  teams  of  fifteen  stu- 
dents each  for  the  competition.  Winners  will 
compete  in  finals  for  the  State  at  Columbus. 
(Coiitiiiiicd  on  f'Of/c  110) 


For  Cleveland 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

624-32  St.  Clair  Ave.,  N.  W.  F.  S.  Buttweiler,  Branch  Mgr. 
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KANSAS  CITY 

Business  f^oliime  Continites  Satisfactory — New  Stores  Opened — 
Many  Local  J'isitors — Jobbers  Open  New  Accounts — Month' s  News 


Kansas  City,  Mo.,  April  6. — Business  during 
this  changeable,  sunny,  blowy  weather  is  con- 
sidered to  have  been  most  favorable  to  the  talk- 
ing machine  concerns  located  in  Kansas  City. 
All  reports  indicate  satisfaction.  The  Bruns- 
wick-Balke-Collender  Co.  reports,  through  its 
new  advertising  manager,  W.  G.  Finch,  "a  hand- 
some increase  in  January,  February  and  March 
of  this  year  over  the  same  months  of  1922." 

The  Columbia  Graphophone  Co.  says:  "The 
general  business  situation  in  this  section  con- 
tinues to  be  particularly  satisfactory  and  March 
has  shown  a  considerable  increase  in  business 
over  February,"  and  that  "there  is  a  large  de- 
mand for  machines  and  records  and,  from  the 
present  outlook,  business  conditions  are  on  the 
up-trend.  There  is  a  large  demand  for  the 
new  $100  console  model  recently  placed  on  the 
market  by  our  company,  and  our  only  regret  is 
that  the  demand  is  exceeding  the  supply." 

Under  the  new  record  merchandising  plan  of 
the  Brunswick  Co.  records  are  now  released  to 
the  •  trade  every  day.  This  new  plan  is  wel- 
comed by  all  dealers  and  has  proved  a  success. 

Frank  Crumit,  exclusive  Columbia  artist,  ap- 
pearing in  "Tangerine,"  was  a  visitor  to  the 
local  Columbia  branch  and  announced  that  he 
is  to  make  several  new  recordings. 

The  Kansas  City  Photo  Supply  Co.,  1010 
Grand  avenue,  has  just  installed  a  complete  line 
of  Columbia  machines  and  records.  This  de- 
partment is  managed  by  Mrs.  M.  C.  Falls. 

John  B.  Terry,  manager  of  Terry's  Music 
Store,  Salina,  Kan.,  was  a  visitor  to  the  Colum- 
bia branch  here  and  announced  that  he  is  to 
start  an  intensive  campaign  to  work  the  coun- 
try trade  by  truck.  The  Terry  Music  Store  re- 
ports considerable  increase  in  the  volume  of  rec- 
ord sales  and  it  is  their  intention  to  display 
record  advertisements  in  the  local  newspaper 
each  day  along  the  lines  of  the  national  cam- 
paign. 

The  Martin  Bros.  Piano  Co.,  of  Springfield, 
Mo.,  recently  opened  a  new  store  at  Nevada, 
Mo.,  where  it  is  carrying  the  Brunswick  line. 
In  the  very  near  future  it  plans  to  open  a  new 
store  at  Sedalia,  Mo.,  where  the  Brunswick  line 
will  also  be  featured. 

The  following  visitors,  representatives  from, 
four  States,  were  received  at  the  new  location 
of  the  Brunswick  Co.,  2020  Grand  avenue,  the 
last  week  of  March:  C.  L.  Fitzgerald,  of  Se- 
dalia, Mo.;  J.  J.  Fleckenstein,  Selden,  Kan.;  V. 
L.  Krucker,  with  Millne  &  Fribley,  Miami, 
Okla.;  A.  J.  Kendrick,  general  sales  manager, 
Chicago,  111.,  and  John  Ditzell,  of  the  sales  pro- 
motion department,  Chicago. 

H.  H.  Kahn,  formerly  manager  of  the  Black- 
ledge  Music  Co.,  Coffeyville,  Kan.,  has  taken 
over  the  management  of  the  Innes-Cosgrove 
Music  Co.,  Wichita,  Kan.,  succeeding  the  late 
Claude  Cosgrove. 

The  contracts  for  the  new  store  equipment 
and  front  of  the  Blackman  Music  Co.,  at  1209-11 
Walnut  street,  have  been  let  and  they  expect  to 
move  in  some  time  in  May. 

J.  L.  Ludy,  formerly  manager  of  the  Jenkins 
Sons  branch  at  Salina,  Kan.,  has  recently  taken 
a  position  with  the  Chappell  Music  Co.,  of 
Salina,  Kan.,  which  firm  handles  the  Edison, 
Victor  and  Brunswick  lines. 

The  following  new  dealers  have  been  signed 


up  to  sell  Edison  merchandise:  Slagel  Music 
Co.,  Gushing,  Okla.;  S.  W.  Williamson  Furn. 
Co.,  -Marion,  Kan.;  Farmers'  Exchange,  Sheldon, 
Mo.;  A.  M.  Smith,  Lockwood,  Mo. 

Luther  S.  Blythe,  for  several  years  with  tlie 
Columbia  Co.,  is  now  sales  representative  in 
the  southern  Kansas  territory  for  the  Brunswick 
line,  succeeding  V.  K.  Henry,  who  is  now  doing 
special  sales  work  in  the  Kansas  City  territory. 

The  Chappell  Music  Co.,  of  Salina,  Kan.;  the 
Newton  Music  Co.,  of  Newton,  Kan.,  and  a 
number  of  smaller  accounts  were  recently  signed 
up  for  the  Brunswick  line. 

The  Elshuco  Trio  and  Marie  Ivogun,  Bruns- 
wick artists,  appeared  at  the  Shubert  Theatre 
recently  under  the  auspices  of  W.  A.  Fritschey. 
A  noticeable  increase  in  the  sale  of  the  records 
of  these  artists  was  reported  following  their 
appearance. 

The  following  Edison  dealers  visited  the 
Phonograph  Co.,  Edison  distributor,  of  this  city, 
in  the  past  month:  A.  Muhlheim,  A.  Muhlheini 
&  Son,  Ellis,  Kan.;  J.  E.  Williams,  California, 
Mo.;  J.  F.  Chappell,  Chappell  Music  Co.,  Salina, 
Kan.;  Mildred  Steinmeyer,  Chappell  Music  Co., 
Salina,  Kan.;  R.  M,  Weaver,  R.  C.  Bollinger 
Music  Co.,  Ft.  Smith,  Ark.;  C.  A.  Amerman, 
Larned,  Kan.;  B.  W.  Chappell,  E.  M.  Chappell 
&  Son,  Concordia,  Kan.;  J.  A.  Puryear,  Paw- 
huska,  Okla.;  T.  S.  Terry,  Bartlesville,  Okla.; 
Carl  Latenser,  Carl  Latenser  Music  Co.,  Atchi- 
son, Kan.;  Frank  Runnenburger,  Runnenburger 
Bros.,  Harrisonville,  Mo.;  W.  G.  Hutchens, 
Hutchens  Music  Co.,  Lees  Summit,  Mo.;  A.  E. 
Slagel,  Slagel  Music  Co.,  Gushing,  Okla.;  O.  A. 
Panton,  Ponca  City,  Okla. 

M.  C.  Schoenly,  for  the  past  year  traveling 


representative  of  the  Schmelzer  Co.,  Victor  job- 
ber, this  city,  and  prior  to  that  connected  with 
the  traveling  staff  of  the  Victor  Co.,  has  re- 
signed from  the  former  organization.  He  was 
also  at  one  time  connected  with  the  J.  W.  Jen- 
kins' Sons  Co.,  Victor  wholesaler,  of  this  city. 
Mr.  Schoenly's  future  plans  have  not  been  an- 
nounced as  yet. 

The  traveling  staff  of  the  local  branch  of  the 
Brunswick  Co.  has  been  augmented  by  the  ad- 
dition of  Walter  K.  Badger,  formerly  New  York 
district  manager  of  the  Unit  Construction  Co., 
who,  as  special  sales  representative,  will  cover 
Cleveland,  Buffalo,  Pittsburgh  and  part  of  West 
Virginia.  Mr.  Badger  has  established  head- 
quarters at  624  St.  Glair  avenue,  this  city. 


CLARK  CO.  BUYS  OHLEY  BUSINESS 


Oberlin,  O.,  April  6. — P.  H.  Ohley,  Edison 
dealer,  of  this  city,  recently  sold  his  phonograph 
business  to  the  Geo.  A.  Clark  Co.  The  Clark 
Co.  will  now  operate  Edison  stores  at  three 
points,  already  being  the  sole  Edison  represent- 
ative at  Lorain  and  Elyria.  Mr.  Ohley  found 
it  too  big  a  task  to  look  after  the  leading  drug 
business  in  Oberlin  and,  at  the  same  time,  give 
the  Edison  line  the  attention  he  felt  it  should 
have.  The  new  dealer  will  occupy  the  same 
phonograph  rooms  used  by  Air.  Ohley. 

TRADE  HAPPENINGS  IN  CLEVELAND 

{C ontiiuicd  from  page  109) 

During  the  contest  thirty-five  talking  machine 
record  selections  have  been  used,  designated  by 
Mrs.  Grazella  Puliver  Shepherd,  and  these  have 
been  the  basis  for  added  business  on  the  part  of 
dealers. 

Miss  Charlotte  M.  Simpson,  manager  of  the 
talking  machine  department  of  the  Reichlin- 
Reidy-Scanlon  Co.,  Lorain,  is  completing  plans 
for  an  extensive  European  trip,  the  second  she 
has  taken  abroad.  Miss  Simpson  will  be  ac- 
companied by  Miss  Ethel  Spero,  of  Cleveland. 
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\\"i;sTERX  Division  of  The  ^\'oRLD,  Chicago,  III.,  April  7,  1923. 
Preparations  already  are  active!}'  being  made  for  the  conven- 
tions of  the  music  industries  in  Chicago,  and  a  great  many  dis- 
plays of  talking  machines  will  be  seen.  AVhat- 
ever  may  be  the  official  attitude  towards  actual 
out-and-out  expositions  under  official  auspices, 
the  music  industries'  convention  each  vear  in- 


The 

Coming 
Conventions 


variablv  draws  out  a  vast  quantity  of  displays  of  goods  in  every 
musical  line,  for  the  benefit  of  visiting  dealers.  The  arrangements 
at  the  Drake  Hotel  in  Chicago  ar-e  extremely  convenient  for  the 
purposes  of  such  displays,  as  there  are  a  number  of  rooms  on  the 
mezzanine  floor  available  for  such  use,  in  addition  to  the  regular 
rooms  on  the  upper  floors.  It  is  pleasing  to  learn  that  talking 
machines  and  records  will  be  exhibited  in  considerable  numbers, 
and  this  for  two  reasons.  On  the  one  hand,  the  improvements  in 
talking  machines  which  have  been  achieved  during  the  last  few 
\'ears  have  been  considerable  enough  to  warrant  the  statement  that 
high-class .  reproduction  has  now  a  dehnite  sales-making  value. 
That  is  to  sa}-,  the  people  are  becoming  interested  in  good  tone, 
and  therefore  there  is  more  to  talk  about  and  to  displa}-  than  ever 
l)efore.  In  the  second  place,  the  "junk"  machine  is  dead,  as  dead 
as  the  proverbial  door-nail,  and  consequently  the  machines  which 
will  be  shown  this  year  and  henceforth  will  be  worth  showing  in 
every  respect.  The  truly  musical  aspect  of  the  talking  machine 
stands  out  in  an  exhibit  of  the  sort  which  has  come  to  be  regu- 
larly associated  with  the  conventions  of  the  music  industries,  and 
it  is  just  as  necessar}-  for  talking  machine  manufacturers  as  for 
makers  of  pianos  to  show  music  dealers  what  they  have  accom- 
plished in  construction,  durability,  reproduction  and  appearance. 


In  another  column  of  this  paper  will  be  found  some  observations 
suggested  ]>\-  a  recent  survey  on  the  use  of  electric  current,  directly 
or  indirectly,  by  various  industries  for  publicity 
purposes.  It  is  a  remarkable  fact  that  the  talk- 
ing machine  industry  receives  no  mention  in  the 
listing  of  industries  which  habitually  make  use 


We 

Sleep 
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of  electric  current,  chiefly  for  lighting  purposes,  in  the  cause  of 
advertising.  Theatres,  automobile  garages  and  salesrooms  and 
many  other  stores  in  all  sorts  of  business  are  making  more  and 
more  use  of  the  electric  sign  for  nocturnal  illumination,  of  that 
special  kind  which  attracts  attention,  by  its  brightness,  to  the  busi- 
ness of  the  illuminator.  Is  it  not  rather  curious  that  one  finds, 
around  Chicago,  almost  no  good  use  made  of  the  electric  signs  by 
dealers  in  talking  machines  and  records  ?  It  would  seem  that  here 
is  a  field  unduly  neglected.  A\'hether  the  electric  sign  men  or  the 
talking  machine  dealers  are  the  more  to  blame  may  be  a  moot 
point.  But  it  is  positively  depressing  to  walk  around  the  city  and 
find  that  hardly  any  of  the  talking  machine  dealers  seem  to  under- 
stand the  scientific  use  of  lighting  for  purposes  of  advertisement. 
A  recent  development  of  the  use  of  lighting  is  to  be  found  in  the 
brillianti}-  illuminated  advertising  boards  which  surround  so  man}^ 
vacant  lots  on  busy  thoroughfares.  These  boards  are  commonlv 
painted  in  brilliant  colors,  often  most  artistically,  and  when  lighted 
up  at  night  are  extremely  effective  as  ads.  One  sees  a  cer- 
tain amount  of  talking  machine  and  record  advertising  on  these  ; 
but  the  total  amount  is  very  small.  \\'hich  naturally  causes  one 
to  ask  why  this  should  be.  It  cannot  be  a  question  merelv  of 
ignorance,  for  the  popularity'  of  nocturnal  illuminated  advertising 
is  l)y  now  clearly  estal)lished  and  constantly  growing.  Surely, 


if  anything  in  the  world  is  more  certain  than  rent  and  taxes,  it  is 
that  advertising  pays ;  and  that  people  will  patronize  a  place  whose 
proprietor  persistently  advertises.    W'hv,  then,  do  talking  machine 


stores  show  so  little  night  advertising? 


Chicago  has  just  had  one  of  those  so  \ery  interesting  and  useful 
Alusic  Memory  Contests,  where  school  children  from  some  thirty 
schools  in  the  city  and  suburbs  joined  in  friendl}' 
strife  to  see  which  team  could  most  correctly 
identify  the  title,  composer  and  style  of  about 
fifty  musical  excerpts,  played  by  the  Chicago 
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Symphony  Orchestra.  Prizes  included  various  musical  instruments, 
music  rolls,  records,  talking  machines,  etc.  We  are  not  aware  that 
the  talking  machine  trade  of  the  mid-West  has  paid  a  great  deal 
of  attention,  save  in  isolated  cases,  to  the  very  valuable  methods  of 
teaching  musical  appreciation  which  is  involved  in  these  contests. 
Yet  it  would  be  hard  to  find  any  public  educational  work  which 
more  directly  and  immediately  touches  the  interests  of  our  indus- 
tiy.  For  the  talking  machine  is,  par  excellence,  the  teacher  in 
the  home  of  music  appreciation.  JNIoreover,  the  more  music  ap- 
preciation there  is,  the  more  talking  machines  will  be  wanted. 
This  is  as  plain  as  anything  can  well  be.  The  Victor  Talking 
Machine  Co.  long  ago  recognized  that  the  school  is  the  point  from 
which  to  begin  teaching  the  people  to  want  and  buy  talking  ma- 
chines and  records ;  but  the  trade  in  general  has  not  clearly  seen 
this.  The  best  advertising  stunt  imaginable  is  to  promote,  and  as- 
sist in  canwing  out  in  one's  own  community,  one  of  these  re- 
markable Music  Memory  Contests.  The  National  Bureau  for  the 
Advancement  of  Alusic  will  most  assuredly  be  glad  to  co-operate 
with  talking  machine  dealers  who  wish  further  infoi'mation. 


By  the  time  that  the  present  issue  of  The  Talking  Machine 
World  is  in  the  hands  of  its  readers,  the  Victor  Salesmanship 
School,  announced  for  April  in  Chicago,  will  be 
in  full  activity.  Without  indulging  in  over-state- 
ment it  can  be  said  that  the  Victor  sales  expeits 
have  perceived  sooner  than  any  others  the  need 
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for  authoritative  instruction  in  talking  machine  salesmanship.  Of 
course  the  salesmanship  in  question  is  Alctor  salesmanship ;  but 
that  fact  does  not  affect  the  point  at  issue.  The  point  to  which 
attention  is  to  be  drawn  is  simpl}-  that  talking  machine  salesman- 
ship is  in  essentials  the  same  for  any  and  every  kind  of  talking 
machine.  The  only  differences  are  technical,  between  one  make 
and  another,  no  matter  how  important  these  be.  That  is  to  say, 
although  one  talking  machine  may  be  so  different  in  its  construc- 
tion from  another  as  to  demand  special  selling  knowledge  regard- 
ing its  technical  features,  it  still  remains  that  the  basic  principle 
is  no  different  in  one  case  than  in  another.  The  sale  is  alwavs 
of  Music :  however  embodied,  the  recording  and  reproduction  of 
Music  are  the  sole  actual  "articles  of  sale."  It  would  be  well  if 
every  large  manufacturing  interest  could  so  clearly  perceive  this 
fact  as  to  insure  instructed  salesmanship.  Retail  methods  leave 
very  much  indeed  to  be  desired  in  our  trade ;  although  the  talk- 
ing machine  men  are  by  no  means  any  worse  off  in  this  respect 
than  their  brothers  of  the  piano  warerooms.  Retail  salesmanship 
forms  a  legitimate  and  vastl}-  important  subject  for  studv,  nor  is 
it  possible  to  imagine  an}-  other  branch  of  business  which  is  more 
likely  to  respond  to  teaching.  Victor  methods  are  always  interest- 
ing; and  usuallv  admirable. 
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REPUBLIC  BLDG.,  209 SOUTH  STATE  ST      TELEPHONE  WABASH  5242 


EDWARD  VAN  HARLINGEN 

WILLIAM  BRAID  WHITE 

EUGENE  F.  CAREY 

ARTHUR  E.  NEALY 

A.  SNYDER 

Chicaci).  April    7. — For    a    number  of 

months  we  have  been  telling  of  trade  condi- 
tions in  an  optimistic  way.  We  have  been  say- 
ing that  from  all  appearances  trade  is  on  the 
up-grade.  Now  we  are  positive  of  it.  We  have 
seen  actual  orders  received  by  manufacturers 
throughout  this  section.  Men  who  were  lying 
low  last  year  are  now  adding  to  their  forces, 
not  only  cabinet  makers,  finishers  and  me- 
chanics, but  the  salesmen  as  well.  Again,  the 
manufacturers  of  tone  arms,  sound  bo.xes, 
motors  and  hardware  have  also  shown  actual 
increases  in  business.  They,  too,  have  increased 
their  working  forces  and  their  records  of  busi- 
ness done  between  January  last  and  the  present 
time  show,  in  many  cases,  actual  business  to 
have  been  from  one  to  si.x  hundred  per  cent 
greater  than  for  the  entire  year  of  1922-.  We 
agree  that  this  latter  statement  makes  a  mouth- 
ful hard  to  swallow.  Nevertheless,  it  is  attested 
by  actual  evidence  furnished  by  these  manufac- 
turers. It  is  not  claimed,  of  course,  that  this 
applies  to  every  single  individual,  but  it  does 
apply  to  a  great  many  of  them. 

The  past  three  months  have  shown  not  only 
activity  in  production,  but  improvement  in  the 
quality  of  goods.  We  have  known  for  over  a 
year  that  every  manufacturer  has  been  strain- 
ing to  bring  out  better  goods,  but  lately  we 
have  run  across  some  articles  of  a  quality  and 
design  the  like  of  which  heretofore  we  had 
never  dreamed  of.  The  reason  for  all  this  later 
activity  is  that  the  men  behind  the  guns  realize 
it  is  necessary  not  only  to  give  quality,  but  to 
make  some  new  departures  in  quality.  These 
involve  new  designs  or  simplifications  of  old 


ones.  This  is  particularly  true  so  far  as  tone 
arms  are  concerned.  We  are  of  the  opinion 
that  the  Chicago  acce-ssory  market  now  leads 
the  entire  country,  not  only  in  production,  but  in 
new  ideas  as  well. 

The  manufacturers  of  motors  here  have  also 
been  very  busy  in  simplifj'ing  and  improving 
quality.  Some  of  these  men  have  always  main- 
tained an  excellent  quality  of  material,  but  at 
tiie  same  time  have  been  ever  on'  the  lookout 
for  new  and  better  materials.  Many  of  them 
have  succeeded  in  obtaining  such  materials, 
which  they  are  now  incorporating  in  their 
goods. 

Those  of  us  who  have  seen  active  service  in 
the  trade  are  sometimes  likely  to  overlook  the 
vast  changes  that  are  constantly  coming  into 
the  industry.  We  learn  these  new  wrinkles 
from  time  to  time  as  they  make  their  appear- 
ance, and  for  a  few  days  we  talk  about  them. 
Then  we  get  to  using  them  in  our  business. 
Sooner  or  later  we  arc  taking  them  for  granted 
and  then  we  have  nothing  more  to  get  excited 
over  tmtil  something  new  comes  along.  In 
other  words,  we  are  keeping  abreast  of  the  times 
and  are  therefore  not  so  likely  to  note  the 
numerous  changes  constantly  going  on  in  the 
trade.  However,  when  one  of  the  old-timers 
who  has  been  out  of  the  trade  for  a  few  years 
comes  back  for  a  visit,  we  get  a  definite  idea  how 
remarkable  the  changes  have  been.  The  goods 
on  the  market  in  his  time  and  the  methods  of 
selling  tliem,  both  wholesale  and  retail,  were 
one  thing,  whereas  the  goods  on  the  market 
to-day  and  the  methods  of  wholesaling  and  re- 
tailing them  are  quite  another  thing.    In  fact, 


this  old-timer  finds  liimsclf  practically  a  ".LirtL-n- 
horn."  He  doesn't  know  a  thing  about  the 
metliods  and  goods  of  to-day,  although  when  he 
was  in  the  game,  say  only  two  short  years  ago, 
he  was  considered  a  first-class  man. 

The  above  facts  are  mentioned  for  the  pur- 
pose of  calling  attention  to  the  fact  that  the 
manufacturers  of  instruments  or  parts  have 
really  been  hard  at  work  during  the  whole  pe- 
riod of  depression.  In  other  words,  they  were 
working  to  sow  the  seed  even  though  the  sun 
was  low,  and  they  are  now  beginning  to  reap 
their  harvest,  which  no  one  can  doubt  will 
deservedly  bring  about  a  bimiper  crop  of  good, 
round  dollars. 

Victor  Sales  School  Opened 

Just  as  the  Western  office  of  The  World  is 
closing  this  correspondence  everything  is  in 
readiness  at  the  Congress  Hotel  for  the  opening 
of  the  Victor  Salesmanship  School.  The  ar- 
langements  were  completed  by  the  Victor 
wholesalers  of  Chicago,  working  in  co-operation 
with  the  Victor  Talking  Machine  Co.  There  are 
two  complete  courses,  the  first  beginning  on 
April  9  and  continuing  to  and  including  the 
]2th,  and  the  second  beginning  April  16  and 
ending  the  19th.  Both  schools  will  run  from 
9  a.  m.  to  12  noon  and  from  2  p.  m.  to  5  p.  ni. 
daily.  Both  sessions  will  be  open  to  all  Victor 
dealers  and  Victor  sales  people  without  cost, 
and  the  classes  will  be  imder  the  direct  super- 
vision of  F.  A.  Delano. 

Judging  from  the  reservations  made  by  Victor 
sales  people  in  this  section  as  these  lines  are 
written,  the  coming  classes  are  destined  to  have 
(Continued  on  page  114) 
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pushing  HALL  FIBRE  NEEDLES  is  enjoying  a  steady  increase  in  his 
record  trade— selling  more  costly  operatic  records— 
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FROM  OUR  CHICAGO  HEADQUARTERS— (ConUnued  from  page  113) 


the  largest  attendance  on  recor<l.  Classes  such 
as  these  offer  a  wonderful  opportunity  to  secure 
first-hand  ways  and  means  of  increasing  both 
Victrola  and  Victor  record  sales.  Mr.  Delano 
is  known  to  be  a  man  who  always  offers  every 
commercial  suggestion  or  idea  that  has  been 
tried  and  proved  somewhere  in  the  trade  by 
some  successful  Victor  dealer.  Tlie  work  in- 
cludes a  very  thorough  analysis  and  presenta- 
tion of  Victor  products,  their  exclusive  mechani- 
cal and  sales  features.  Among  the  many  prac- 
tical ideas  for  increasing  sales  of  records  will 
be  the  intensive  study  of  such  vital  subjects  as 
tlie  Victor  record  catalog,  advertising,  store 
airangement  and  stock  keeping. 

Krasco  Mfg.  Co.  Increases  Space 

The  Krasco  Mfg.  Co.  has  leased  10,000  square 
feet  of  additional  space  on  the  fourth  floor 
of  the  building  where  its  lieadquarters  are 
located,  viz,  451  East  Ohio  street,  in  this  city. 
This  extra  space  will  be  used  for  assembly  and 
shipping  purposes  and  was  made  necessary  be- 
cause of  the  increase  of  business  due  to  the 
Krasco  assembled  units. 

The  Krasco  Assembled  Unit  is  a  new  depar- 
ture in  equipment  manufacture,  which  consists  of 
high-grade  motor,  tone  arm,  reproducer,  auto- 
matic stop  and  repeating  device,  all  mounted  on 
a  steel  motor  board.  These  units  are  made  and 
assembled  at  the  Krasco  factory  in  such  a  man- 
ner that  all  that  is  left  for  the  user  to  do  is  to 
take  out  the  old  motor  and  take  oft'  the  old  tone 
arm  and  drop  the  Krasco  Assembled  Unit  in  its 
place. 

Tying  Up  With  "Blossom  Time" 

"Blossom  Time,"  from  Franz  Schubert's  own 
story  and  own  romance,  now  appearing  at  the 
Apollo  Theatre,  this  city,  has  offered  a  wonder- 
ful opportunity  to  the  local  Victor  trade  for 
tying-up  purposes,  and  these  men  have  lost  no 
time  in  doing  so.  Many  Victor  dealers  through- 
out the  city  had  "Blossom  Time"  windows  and 
called  the  public's  attention  to  the  fact  that  the 


follov.'ing  numbers,  "Tell  Me,  Daisy,"  "Song  of 
Love,"  "Serenade"  and  "Gems  From  Blossom 
Time"  were  put  out  on  Victor  records. 

An  Arnold  Johnson  Window 
A  window  display  of  unusual  merit  was  re- 
cently seen  on  the  Jackson  boulevard  side  of 


which  during  the  period  of  display  was  head- 
liner  during  the  syncopation  weeks  at  the  Tivoli, 
Chicago  and  Riviera  Theatres  for  the  four 
weeks  from  March  5  to  April  3. 

Mr.  Colder  Tells  of  Sonora  Activities 
L.    Colder,    sales    manager    of    the  Sonora 


M    A         AND  ReSSf^OS 

Cable  Piano  Co.'s  Arnold 

the  Cable  Piano  Co.  Its  severe  simplicity  at- 
tracted considerable  attention.  It  was  designed 
and  installed  by  S.  F.  Patchin,  manager  of  the 
retail  Victor-Brunswick  department  of  this  con- 
cern. The  display  featured  the  Arnold  Johnson 
Orchestra,  an   exclusive  Brunswick  orchestra. 


Johnson  Window  Display 

Phonograph  Corp.,  of  Illinois,  has  just  returned 
to  Chicago  after  a  protracted  trip  through  Iowa, 
where  he  called  on  the  trade.  Mr.  Golder  re- 
ports that  the  dealers  through  that  section  are 
very  busy  and  that  all  indications  point  to  very 
(Continued  on  page  116) 


Magnola  Style  Louis  XVI 


'Built  fop  tone  specialists" 

IN  ITS  SEVENTH  YEAR 
OF  STEADY  SUCCESS 

4  Cabinet  Styles: 

Mahogany,  Walnut  and  Oak  Finishes. 

Patented    Tone-Deflecting    System : 

Unsurpassed  Workmanship. 

Vertical  Record  Filing: 

Mechanical  and  Acoustic  Equipment  Be- 
yond Criticism. 

Write  for  our  Revised  Wholesale  Prices 


Magnola  Talking  Machine  Company 

OTTO  SCHULZ,  President 
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Mr.  Manufacturer  and  Mr.  Dealer — 

When  you  sell  a  phonograph  you  assume  a  cer- 
tain responsibility— sometimes  definite  and  always 
implied— that  the  instrument  will  render  reason- 
able service  and  give  reasonable  satisfaction  to 
your  customer.  If  for  any  reason  it  fails  to  per- 
form satisfactorily  you  are  called  upon  to  make  it 
do  so. 

Probably  80%  of  the  "service"  you  find  it  nec- 
essary to  give  on  phonographs  in  the  hands  of 
your  customers  is  "motor  trouble."  Most  manu- 
facturers and  dealers  consider  this  an  unavoidable 
expense  incidental  to  the  business;  but  several  of 
the  largest  dealers  in  the  country  have  discovered 
that  this  expense  can  be  almost  completely  avoided. 

The  largest  department  store,  in  one  of  . 
America's  largest  cities,  which  had  five  service 
men  in  the  phonograph  department  two  years 
ago,  now  has  only  one,  notwithstanding  that  they 
have  in  that  time  sold  over  8,000  phonographs. 
These  8,000  machines  were  equipped  with 
UNITED  MOTORS  and  the  elimination  of 
trouble  was  the  result  of  the  advanced  design  and 
precision  workmanship. 

Is  there  any  good  reason  why  you  should  use 
an  old  fashioned  open  type  motor  when  you  can 
buy  the  enclosed,  self  lubricated  "UNITED"  for 
the  same  price.'^ 

United  Mfg.  and  Distributing  Co. 

536  Lake  Shore  Drive  • 


Chicago,  111. 
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good  results  so  far  as  the  farming  communities 
are  concerned.  The  dealers  in  that  section  have 
tied  up  wonderfully  well  with  the  Sonora  adver- 
tising campaign  and  this  publicity  is  bringing  in 
an  unprecedented  amount  of  business.  Shortly 
after  the  return  of  Mr.  Golder  the  same  terri- 
tory was  covered  by  John  F.  Corcoran,  office 
manager  of  the  company. 

Sonora  Portable  Broadcasted 

The  Sonora  Phonograph  Co.,  of  Illinois,  re- 
cently received  a  letter  from  J.  Elliott  Jenkins, 
of  the  Drake  Hotel's  broadcasting  station,  say- 
ing that  during  a  recent  broadcasting  program 
a  Sonora  portable  was  used.  Mr.  Jenkins  said 
that  the  little  Sonora  proved  its  tonal  qualities 
during  the  transmission  of  several  record  num- 
bers. "Radio  transmission  is  a  very  severe  test 
for  sound  waves,"  continued  Mr.  Jenkins  in  his 
letter,  "and  any  distortion  or  resonance  is 
greatly  increased  on  its  way  through  the  radio 
transmitters.  After  testing  the  little  Sonora 
we  found  that  its  tonal  quality  is  most  excel- 
lent and  we  ask  the  Sonora  Co.  to  accept  the 
thanks  of  WDAP  station  for  the  instrument, 
which  has  become  one  of  the  most  useful 
ai  ticles  in  the  station." 

Phono-desk  Combination 

The  Triplex  Artistic  Phonograph  Co.,  of 
Berwyn,  111.,  has  just  brought  out  a  talking- 
machine  which  is  incorporated  in  a  handsome 
office  desk.  The  desk  is  of  regulation  size  and 
is  equipped  with  a  phonograph  placed  in  the 
position  customarily  used  by  a  typewriter.  In 
addition  to  this  desk  the  company  also  puts  out 
a  cabinet  and  portable  instrument  of  unique 
construction  and  design.  The  panels  of  the  cab- 
inet machine  are  so  constructed  that  they  are 
held  in  place  by  a  grooved  framework  which 
permits  the  removal  of  the  panels  at  will.  The 
panels  are  highly  decorated  and  bear  reproduc- 
tions of  famous  paintings  and  decorations.  An- 
other feature  of  one  style  of  cabinet  is  that  the 
talking  machine  proper  may  be  lifted  out  and 
used  as  a  portable  for  outdoor  purposes. 
Another  Record  Suggestion 

Apparently  another  use  has  been  found  for 
records  by  a  prominent  printing  concern  known 
as  the  Old  Tower  Place  in  Chicago.  This  con- 
cern publishes  little  books  containing  plays  for 


children.  Not  only  are  the  directions  for  plac- 
ing the  scenic  effects  given  along  with  the  direc- 
tions for  costuming,  etc.,  buT;  in  the  back  of 
each  little  book  there  is  a  list  of  Victor  records 
which  are  recommended  for  use  during  rehears- 
als, etc.  Each  record  is  carefully  selected  and 
not  only  is  the  name  given,  but  the  number  as 
well.  These  records  contained  the  music  inci- 
dental to  each  particular  play. 

New  Homes  Established 

According  to  information  going  around  Chi- 
cago the  number  of  new  homes  being  estab- 
lished in  this  city  has  reached  a  peak  undreamed 
of  before.  It  is  said  by  those  in  a  position  to 
know  that  the  number  of  two  and  three-room 
apartments  being  built  is  falling  ofiE  and  the 
number  of  four  and  five-room  apartments  is  on 
the  increase.  Iri  fact,  there  is  40  per  cent  more 
of  these  single-home  apartments  built  in  1922 
than  in  any  other  building  year. 

Cheney  Reports  Very  Bright 

A.  C.  Harper,  the  president  of  the  Cheney 
Talking  Machine  Co.,  gave  out  the  announce- 
ment this  month  to  The  World  representative 
that  the  production  in  the  Cheney  factory  is 
practically  150  per  cent  ahead  of  last  year.  A 
tremendous  amount  of  activity  is  being  shown 
on  the  West  Coast,  according  to  Mr.  Harper, 
and  the  upright  business  is  very  strong.  How- 
ever, the  consoles  remain  in  the  lead. 

Prepares  for  Grand  Opening 

The  branch  store  of  the  Petersen  Furniture 
Co.,  4141  West  North  avenue,  is  undergoing 
a  complete  remodeling  which  will  be  finished  in 
time  for  the  grand  opening  to  be  held  on  April 
14.  Besides  the  main  store  at  1046-56  Belmont 
avenue,  this  company  has  another  branch  at 
o660  Irving  Park  boulevard.  Besides  a  full  line 
of  high-grade  furniture  the  Petersen  Co.  retails 
the  Cheney  talking  machine,  the  Sonora,  the 
Vocalion  instruments  and  leading  records. 

It  is  estimated  that  the  complete  remodeling 
of  the  store  at  the  North  avenue  address  will 
cost  approximately  $100,000,  a  major  part  of 
which  sum  is  being  utilized  in  building  up  one 
of  the  most  elaborate  talking  machine  depart- 
ments to  be  seen  anywhere  in  Chicago. 

At  the  grand  opening  it  is  expected  that  rep- 
resentatives of  all  companies  whose  talking  ma- 


"Superflake"  Graphite  Spring  Lubricant 

For  PHONOGRAPH  MOTORS 

A  carefully  prepared  lubricant  containing 
GRAPHITE  of  the  finest  quality 

Will  not  get  hard,  become  rancid  or  leak 

PACKED  IN  TUBES,  CANS  and  BARRELS  for 
JOBBERS,  DEALERS  and  MANUFACTURERS 

SPECIAL  GRAPHITE  for 

RECORD  MANUFACTURERS 

Superior  Flake  Graphite  Co. 

General  Offices:     76  West  Monroe  St. ,  CHICAGO 
Department  J  Warehouse  in  Chicago 


chines  are  handled  hy  the  Petersen  Co.  will  be 
present,  and  plans  are  now  being  made  by  the 
heads  of  the  Petersen  Co.  not  only  to  give 
away  elaborate  souvenirs  but  to  furnish  a  very 
unusual  musical  entertainment  throughout  the 
entire  period  devoted  to  the  grand  opening. 
It  is  understood  that  two  of  the  best  musical 
organizations  in  Chicago  have  been  engaged  to 
participate. 

Fire  Destroys  Factory 

Fire,  believed  to  be  of  incendiary  origin,  de- 
stroyed the  large  two-storj'  brick  building  at 
848  Eastman  street,  the  home  of  the  Riviera 
Talking  Machine  Co.  The  loss  is  estimated  at 
$230,000.  Besides  housing  the  Riviera  Co.  the 
building  was  occupied  in  part  by  the  Johnson- 
Carlson  Tank  Co.  The  fire  started  in  the  en- 
gine room  of  the  tank  company.  After  the  fire- 
men had  put  out  the  blaze  the  body  of  John  A. 
Johnson,  engineer  for  the  latter  concern,  was 
found  in  the  ruins. 

Become  "Daily  Dozen"  Distributors 

The  Vocalion  Co.,  of  Chicago,  through  its 
manager,  F.  W.  Clement,  calls  the  trade's  atten- 
tion to  the  fact  that  this  organization  has  be- 
come "Daily  Dozen"  Record  distributor  for 
the  entire  mid-West  territory.  Manager  Clement 
is  one  of  the  oldest  members  of  the  trade  in 
this  section  and  at  the  same  time  is  one  of  the 
(Continued  on  page  118) 


Correct  Automatic   Weight  Adjustment 

is  an  accomplished  fact  with  the  Oro-Tone  No.  16  Automatic  Concert  Arm 

No.  16  Oro-Tone  Concert  Automatic  Plays  All  Vertical  and  Lateral  Cut  Records 


A  simple  turn  of  the  hand  and  the  Oro-Tone  No. 
16  will  play  any  record  you  wish — Edison,  Victor, 
Columbia,  Brunswick,  or  any  other.  This  tone 
arm  is  the  "Last  Word"  in  efficiency  and  ease  of 
operation.  When  turned  to  play  either  lateral  or 
vertical  cut  records,  the  iveight  is  automatically 
adjusted,  the  needle  is  centered  and  the  correct 


angle  is  secured  for  playing  the  record.  This  re- 
markable tone  arm  and  reproducer  actually  plays 
Edison  records  with  the  ordinary  wood  fibre 
needle.  It  brings  out  the  splendid  Edison  tone 
quality  but  without  the  usual  surface  noises.  It  is 
a  marvel  of  simplicity  and  so  easy  to  use  that  a 
child  can  operate  it. 


Note  the  perfect  needle  center  when  playing 
lateral  cut  records.    See  dotted  line. 


1000  to  1010 
George  Street 


Shows  reproducer  at  rest 
when  thrown  back  in  Edison 
position. 

Sample  Sent  on  Approval 
Send  for  a  sample  and  see  for 
yourself  why  this  remarkable  tone 
arm  and  reproducer  has  such  un- 
'  usual  merit. 

{Patents  Applied  for) 


Dotted  line  shows  perfect  needle  center  when 
playing  vertical  cut  records. 
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Th«  R,ecord  or  ^alUy 


CONSOUDATED  SERVICE 

In  their  campaigns  for  bigger  and  better  business,  hundreds 
of  OKeh  dealers  have  come  to  know  and  depend  entirely  upon 
the  merits  and  advantages  of  Consolidated  Service.  They 
have  gained  that  confidence  in  it,  that  comes  from  knowing  that 
whatever  their  orders  may  be — large  or  small,  emergency  or 
casual — each  one  will  be  fulfilled  in  the  absolutely  depend- 
able Consolidated  manner. 

Our  maintenance,  at  all  times,  of  a  thoroughly  complete  stock 
of  every  record  in  the  OKeh  catalogue,  combined  with  a 
smoothly-running  organization  working  under  tested,  up-to- 
date  methods  of  production,  not  only  insures  a  complete  filling 
of  every  order,  but  insures  also  the  filling  of  the  order  with 
unfailing  promptness  and  efficiency. 

Consolidated  Service  does  not  end,  however,  with  competent 
filling  and  delivery  of  orders.  There  is  another  feature  for 
which  it  is  noted,  and  that  is  our  hearty  spirit  of  co-operation 
with  the  dealer.  We  are  constantly  of¥ering  new  and  valuable 
sales  helps,  and  we  are  always  ready  and  more  than  willing 
to  "sit  in"  with  our  dealers  and  lend  our  sincere  efiforts  towards 
the  solution  of  their  business  or  sales  problems. 

A  more  reliable  combination  could  hardly  be  found  than  that 
of  Consolidated  Service  and 

Records 

The  Records  of  Quality 


Consolidated  Talking  Machine  Co 


227  W.  Washington  Street 


Chicago 


Branches: 


2957  Gratiot  Avenue, 
1121  Nicollet  Avenue, 


Detroit,  Mich. 
Minneapolis,  Minn. 
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best-known  men  in  the  entire  territory.  A  com- 
bination such  as  this,  to  wit,  the  "Daily  Dozen" 
plus  the  energy  of  Mr.  Clement,  will  go  a  great 
way  towards  tying' up  the  aforementioned  ter- 
ritory in  a  stronger  way  than  ever  before. 

Another  new  line  recently  taken  over  by  this 
concern  is  the  product  of  the  Kiddie  Record 
Co.,  of  Plainfield,  N.  J.  The  product  of  this 
concern  has  a  set  of  six  small  records,  known 
as  the  Kiddie  records,  which  are  Mother  Goose 
stories  and  rhymes,  set  to  music  and  recorded 
on  small  double-faced  records.  Each  set  comes 
in  book-form  and  on  the  leaves  of  the  book  are 
printed  each  little  recorded  story,  as  well  as 
colored  illustrations  showing  the  various  makes. 
New  Radio  Corporations 

The  past  few  weeks  have  seen  much  activity 
in  the  radio  manufacturing  industry  in  this  sec- 
tion and  quite  a  number  of  new  concerns  have 
begun  business  here.  Among  the  newcomers 
may  be  mentioned  the  following: 

The  American  Radio  Supply  Corp.,  190  North 
State  street,  was  recently  incorporated  for  a 
capital  of  $1,000,000.  The  incorporators  are  A. 
Flynn,  James  Reap  and  Charles  C.  Emmery. 
The  purpose  of  the  company  is  to  manufacture 
and  deal  in  radio  supplies  and  parts. 

No.  20  East  Jackson  boulevard  is  given  as  the 
address  of  another  new  concern,  known  as  the 
Standard  Radio  Corp.  The  incorporators  are 
Ruben  Kromer,  Joseph  Kromer  and  Robert  E. 
Wolf.  This  company  will  manufacture  and  deal 
in  radio  and  electrical  supplies.  The  capital  is 
quoted  at  $50,000. 

A  capital  of  $25,000  is  the  amount  named  in 
the  recent  incorporation  of  the  Marquette  Radio 
Corp.,  with  headquarters  at  140  South  Dearborn 
street.  This  concern  will  deal  in  radio  and  ap- 
paratus and  the  incorporators  mentioned  are 
G.  A.  and  R.  W.  Augustine  and  W.  R.  Brown. 
New  Orotone  Improvement 

For  a  number  of  years  manufacturers  of  tone 
arms  have  been  bringing  out  constructions  to 
permit  the  correct  playing  of  the  reproducer 


when  in  either  the  lateral  or  vertical  position. 
Among  the  many  companies  which  have  been 
working  along  these  lines  is  the  Orotone  Co., 
and  this  company  has  kept  its  mechanical  men 
busy  working  on  new  ideas  and  perfecting  them. 
It  was  not  until  a  few  weeks  ago,  however,  that 
the  Orotone  mechanical  forces  finally  hit  upon 
an  idea  which  the  heads  of  the  company  are 
absolutely  certain  has  filled  a  long-felt  want  and 
is  absolutely  perfect  in  every  sense  of  the  word. 
The  new  arm  is  designed  so  that  it  automati- 
cally changes  the  weight  of  the  reproducer  as 
well  as  the  length  of  the  arm  by  a  half  turn 
of  the  reproducer.  This  is  made  possible  by  a 
spreading  joint  containing  a  spiral  groove.  Giv- 
ing a  half  turn  to  this  groove  causes  the  joint 
to  slide  inwards  towards  the  base  of  the  arm, 
thereby  shortening  it.  This  shortening  at  the 
same  time  makes  use  of  the  lever  principle,  so 
far  as  balancing  is  concerned. 

Therefore,  when  the  diaphragm  is  against  the 
face  of  the  record  in  hill  and  dale  position  the 
arm  is  shortened  considerably  and  this  shorten- 
ing draws  the  weight  of  the  arm  back  towards 
the  base,  thereby  giving  the  proper  weight.  Not 
only  are  the  length  and  weight  adjustments 
taken  care  of,  but  the  needle  is  in  perfect  cen- 
ter in  both  positions. 

The  Value  of  Night  Illumination 

No  one  can  deny  that  the  theatres,  automobile 
garages,  salesrooms,  gas  and  oil  stations,  the 
restaurants,  clothing  stores,  hotels,  banks  and 
drug  stores  are  always  doing  a  profitable  busi- 
ness. Then,  again,  no  one  can  deny  that  these 
enterprises,  in  the  order  named,  are  "there" 
when  it  comes  to  publicity.  Now,  a  great  deal 
of  this  publicity  depends  upon  evening  illumina- 
tion. In  fact,  according  to  a  recent  survey  by 
the  Texas  Public  Service  Bureau  of  Informa- 
tion, announced  through  the  columns  of  the 
Chicago  Evening  Post,  under  date  of  March  31, 
the  publicity  power  of  these  industries  runs  in 
the  order  named  above  and  all  of  them  use  elec- 
tricity for  night  advertising  in  proportions  par- 


allel to  their  respective  rank  in  the  popularity 
game. 

There  are  15,000,000  electric  lamps  in  nightly 
use  in  the  United  States.  The  largest  electric 
sign  in  the  country  is  studded  with  20,000  lamps, 
whereas  the  smallest  contains  but  one  miniature 
bulb.  Now,  it  is  odd  that  the  report  from  which 
these  figures  are  quoted  says  not  a  word  about 
the  use  of  electric  current  in  publicity  by  talking 
machine  shops  or  other  music  stores.  We  have 
known  for  a  long  time  that  the  bulk  of  the  mu- 
sic stores  in  Chicago  make  very  little  use  of 
night  illumination  for  advertising  purposes,  but 
we  had  an  idea  that  this  was  only  a  local  con- 
dition. After  reading  the  above  report,  however, 
we  are  beginning  to  think  that  the  word  local 
can  be  replaced  by  national. 

Targ  &  Diimer  Music  Co.  Consolidates 

The  Targ  &  Dinner  Alusic  Co.,  well-known 
jobber  of  talking  machines,  accessories  of  all 
kinds  and  small  musical  instruments,  has  con- 
solidated with  the  Marvel  Music  Center,  5212 
West  Chicago  avenue.  The  concern  will  con- 
tinue to  operate  under  the  name  of  the  Targ  & 
Dinner  Music  Co.  and  it  will  occupy  temporarily 
the  present  quarters  of  the  company  at  1457 
West  Chicago  avenue.  Max  Targ,  widely  known 
to  the  local  trade  and  formerly  head  of  the 
Marvel  Music  Center,  will  devote  most  of  his 
time  to  the  large  mail  order  business  of  the 
company,  which  is  distributor  for  the  Emerson 
line  and  the  product  of  Everybody's  Talking 
Machine  Co. 

Oh-Pep  Phonograph  Co.  Organized 

A  new  concern,  known  as  the  Oh-Pep  Phono- 
parts  Co.,  was  recently  organized,  with  head- 
quarters at  6912  Cottage  Grove  avenue,  this 
city.  Papers  are  now  being  drawn  up  for  incor- 
poration. The  purpose  of  the  new  organization  is 
to  manufacture  and  sell  tone  arms,  sound  boxes, 
motors  and  talking  machine  attachments.  The 
men  behind  the  concern  are  Joseph  N.  Pepin 
and  N.  J.  O'Hanley.  Mr.  Pepin  is  very  well 
(Continued  on  page  120) 


KIMBALL  PHONOGRAPHS 

Superior  Construction 
Natural  TONE 

Dealers  want  the  phonograph  that  will  appeal  to  the  customer 
instantly  and  produce  ready  sales. 

More  than  that  they  want  the  phonograph  that  Satisfies.  The 
Kimball  therefore  is  in  demand  by  dealer  and  customer.   In  re- 
liability of  construction;  in  visible  beauty;  in  perfection  of  tone 
reproduction  the  Kimball  excels. 


There  is  variety  of  case  design  in  both 
Console  and  Upright  types.  Reasonable 
prices. 

Write  at  once  for  prices  and  terms 

W.  W.  KIMBALL  CO. 


Kimball  Hall 


Established  1857 

306  So.  Wabash  Ave. 
CHICAGO 


Equipped  with  Album 

One  of  several  attractive 
designs. 


Manufacturers  of  Phonographs ,  Pianos,  Player  Pianos, 
Pipe  Organs;  Distributors  of  OKeh  Records 


Style  M 
Mahogany 


Kimball  Phonographs  Play  ALL  Records 
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An    Impossible^ ^  Accomplishment 

has  just  been  brought  about  with  the  introduction  of  the 

Oh!  Pep! 

SOLID  BRASS  TONE  ARM 

No  soldered  seams  to  come  loose_nor  die  castings  used  throughout  the  entire  construction.  A  perfect  seamless 
Tone  Arm  made  entirely  of  Solid  Brass  heretofore  thought  impossible  to  construct. 

TONE 

There  should  be  no  argument  as  to  the  relative  merits  of  a  Solid  Drawn  Brass  tone  arm  and  one  of  die-cast 
metal.  Merely  ask  yourself  why  all  cornets,  saxophones,  etc.,  are  made  of  brass.  Then  remember  that  tonal  produc- 
tion of  the  talking  machine  depends  entirely  upon  the  Vibration  of  the  Air  Column  within  the  tone  arm  and  amplifier. 


The  Oh!  Pep!  No.  1  coming  in  sizes  lYl"  to  SYz  -     Solid  Drawn  Brass  throughout.     Gives  perfect  weight  on 
records,  whether  hill-and-dale  or  lateral-cut,  and  centralizes  perfectly  in  both  positions. 


Oh!  Pep!  can  be  had  in  sizes  S'/?"  to  9!/2".  Also  centralizes  needle  point  perfectly  when  playing  in  either  position 
and  maintains  perfect  weight  adjustment. 

All  No.  1  Oh!  Pep!  Arms  carry  bases  equipped  with  ball  bearings  and  spring  pivot  ball  joints.  Readily  removed 
from  base  which  makes  them  ideal  for  Portables.  All  reproducers  are  built  on  full  throw-back  principles  for  easily 
inserting  needles. 

Prices  ('way  below  those  asked  for  ordinary  die  cast)  quoted  on  application. 

The  Oh  Pep  Phono  Parts  Company 

6912  Cottage  Grove  Ave.  Chicago,  111. 
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Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


SUCCESSORS  I 
Standard  Talkinw  Machin*  Co. 
t'tited  Talking  Macfiin*  Co. 
Harmony  TaUking  Matbing  Co. 
O'Nelll.Jamtg  Co. 
Argtino  Co. 

Branches:  2957  Gratiot  Ave.,  Detroit.  Mich. 


liigk  ^adeTalfeinq  Macliirics.  IX-k:  ^^cordii 
Talking  Machme  Supplies,  Etc 

227-229  W.  WASHINGTON  ST.  CHICAGO  ILL. 


TRAO£  MARK 

•CONSOLA." 


1121  Nicollet  Ave..  Minneaoolis,  Minn. 


known  in  the  Chicago  trade  and  has  for  many 
years  been  associated  with  various  manufactur- 
ing companies  in  Chicago.  During  his  long  as- 
sociation with  the  trade  he  has  brought  out 
many  ideas  adaptable  to  tone  arms  and  motor 
construction  and  has  the  reputation  of  being  a 
very  high-grade  engineer  and  inventor. 

Mr.  Pepin's  latest  device  is  the  all-brass  tone 
arm.  The  construction  of  this  is  such  that  there 
is  no  longer  any  need  for  die-casting.  It  is  built 
on  a  ball-bearing  base  with  spring  pivots.  This 
base  may  be  removed  at  will,  without  disturbing 
the  ball-bearing.  The  reproducer  is  constructed 
on  full  drawback  principles  and  offers  a  perfect 
centering  when  in  either  hill  and  dale  or  lateral 
cut  position.  The  other  partner  in  the  new  en- 
terprise, Mr.  O'Hanley,  has  seen  much  service 
in  commercial  circles  of  Chicago  and  for  the 
past  eighteen  years  has  been  recognized  as  one 
of  the  most  successful  business  men  on  the 
South  Side.  It  is  expected  that  the  new  tone 
arm  will  be  ready  for  distribution  in  thirty  days. 


ABSOLUTELY 
FREE 

of 

Extraneous  Sounds 

is  the 


The  Needle  With  A  RexiHe  Point 


This  has  been  accomplished  by 
a  new  discovery  which  makes 
the  playing  point  of  TONO- 
FONE  more 

Resilient  and 
More  Flexible 

Than  ever  before:  This  means 
less  wear  on  the  Records  and  a 
sweet,  clear  brilliant  tone. 

TONOFONE 

May  now  be  had  in  two  styles. 

LOUD 

For  Dancing  and  Band 
Records  or 

MEDIUM 

For  Voice  and  Instrumental 
Records 

Both  offer  the  Best  Needle 
Value  ever  offered  the  trade. 

Write  for  samples  and  particu- 
lars— free. 

THE  TONOFONE  COMPANY 

no  So.  Wabash  Ave.,  CHICAGO,  ILL. 

Inventors  and  Manufacturers 


Kimball  to  Move  Offices 

News  comes  from  the  headquarters  of  the 
W.  W.  Kimball  Co.  this  month  that  the  seventh 
floor  offices,  wherein  it  is  now  located,  will  be 
moved  to  the  third  floor  of  the  Kimball  Build- 
ing. The  object  of  this  move  is  to  concentrate 
all  offices,  display  rooms  and  warerooms.  In 
order  to  add  further  to  the  convenience  of 
Kimball  patrons  and  sales  force  special  eleva- 
tors will  be  installed.  Otherwise  the  layout  of 
the  Kimball  warerooms  and  stockrooms  will  be 
maintained  as  at  present. 

Open  in  Republic  Building 

F.  A.  Knight,  who  was  at  one  time  connected 
with  the  Knight-Campbell  Music  Co.,  of  Denver, 
Col.,  and  later  with  the  Knight-Brinkerhoff  Co., 
of  Chicago,  is  preparing  to  move  his  place  of 
business  from  the  Consumers'  Building  to  the 
Republic  Building.  This  concern  manufactures 
and  markets  a  talking  machine  known  as  the 
Ampliphone,  invented  by  Mr.  Knight. 

Krasco  Mfg.  Co.  Secures  New  Rights 

C.  C.  Brooks,  vice-president  and  sales  man- 
ager of  the  Krasco  Mfg.  Co.,  has  just  announced 
that  this  concern  has  been  licensed  by  the 
Fenton  Mfg.  Co.,  of  Fenton,  Mich.,  to  manufac- 
ture and  market  talking  machine  goods  embody- 
ing the  Brooks-Klemm  patents.  These  patents 
embrace  automatic  repeating,  stopping  and 
other  devices  going  into  units  which  consist  of  a 
motor  mounted  on  a  steel  plate  and  having  as- 
sembled with  if  a  complete  tone  arm  and  re- 
producer, as  well  as  an  automatic  stop  and 
repeating  device.  The  product  to  be  put  out  by 
the  Krasco  Co.  will  be  known  as  an  Assembled 
Unit  and  offers  many  improvements  and  refine- 
ments never  before  offered  to  the  trade. 


E.  O.  Klemm,  mechanical  engineer  of  the 
Fenton  Mfg.  Co.,  has  made  his  headquarters  in 
Chicago  and  will  have  complete  charge  of  the 
production  of  the  Krasco  Assembled  Unit. 
Shortly  after  the  consummation  of  this  deal 
E.  B.  Cadwell,  president  of  the  Krasco  Co.,  left 
for  New  York,  where  he  spent  two  weeks  in 
organizing  a  Krasco  branch  in  that  city. 
Stinson  Succeeds  Hindley 

M.  Stinson  has  been  appointed  to  the  position 
of  manager  of  the  Vocalion  Salon  of  Mandel 
Bros.,  which  was  formerly  held  by  Tom  W. 
Hindley.  Mr.  Hindley  recently  resigned  this 
position  to  take  up  his  new  duties  as  sales  and 
advertising  manager  of  the  Aeolian  Co.'s  St. 
Louis  branch.  In  severing  his  connections  with 
the  Mandel  Co.  here  it  was  also  necessary  for 
Mr.  Hindley  to  resign  his  office  as  treasurer 
and  chairman  of  the  entertainment  committee 
of  the  Chicago  Piano  Club.  Mr.  Stinson,  the 
new  manager  of  the  Mandel  Bros.  Vocalion 
Salon,  was  formerly  assistant  to  Mr.  Hindley. 
H.  D.  Schoenwald,  Sr.,  Dies 

The  Chicago  trade  united  with  members  of 
the  Piano  Club  of  Chicago  to  pay  its  respects 
at  the  funeral  of  H.  D.  Schoenwald,  Sr.,  re- 
cently. Mr.  Schoenwald,  Sr.,  was  the  father  of 
Harry  Schoenwald,  sales  manager  of  the  Con- 
solidated Talking  Machine  Co.  Mr.  Schoen- 
wald's  death  came  after  an  illness  which  lasted 
six  months.  Mr.  Schoenwald  is  survived  by  his 
widow,  Mrs.  Theresa  M.  Schoenwald,  a  daugh- 
ter, Mrs.  Viola  S.  Malcolm,  and  two  sons, 
Harry  D.  and  Erwin. 

Shea  Co.  Incorporates 

The  Shea  Music  Co.,  doing  business  at  5914 
West  Madison  street,  Chicago,  has  just  been 


High 
Grade 


m  mm  m 


Moderate 


in 


Price 

701 


Lakeiide'Snpreme  No.  10  Radio'Recemng  Set.   Size,  24  inches  long,  10  inches  high,  8  inches  wide. 

Lakeside  Supply  Co.      73  W.  Van  Buren  St.,  Chicago,  111. 
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incorporated  with  a  capital  of  $10,000.  This 
company  is  dealing  in  musical  instruments,  at- 
tachments, parts,  records,  talking  machines, 
sheet  music,  etc.  The  incorporators  named  are 
Herbert  J.  Shea,  Frederick  L.  Davis,  W.  M. 
Gloor  and  Martin  W.  Grotke.  Mr.  Shea,  who 
looks  after  the  management  of  this  concern, 
was  for  many  years  manager  of  the  Chicago  re- 
tail store  of  Vose  &  Sons  Piano  Co.  Besides 
a  full  line  of  upright  and  player-pianos  the  new 
Shea  store  carries  a  complete  catalog  of  Bruns- 
wick records  and  Brunswick  talking  machines 
exclusively. 

Music  Memory  Contest  Draws  Crowd 

On  the  afternoon  of  March  31  a  Music  Mem- 
ory Contest  was -given  at  Orchestra  Hall  under 
the  auspices  of  the  "In  and  About  Chicago  Mu- 
sic Supervisors'  Club."  The  event  attracted  the 
co-operation  of  many  of  Chicago's  musical  in- 
strument manufacturers  as  well  as  the  dealers, 
quite  a  number  of  whom  donated  handsome 
prizes  for  the  contest. 

All  told  there  were  thirty-one  grade  and  high 
schools  participating,  and  each  school  was  rep- 
resented by  a  team  of  five  children.  The  Chi- 
cago Symphony  Orchestra,  under  the  direction 
of  Frederick  Stock,  played  various  numbers  and 
the  students  were  required  to  recognize  the 
number  given,  the  composer's  name  and  his  na- 
tionality, etc.  The  prizes  were  set  out  in  two 
groups,  the  first  being  for  grade  schools  and 
the  second  for  high  schools.  Among  the  grade 
school  prizes  were  $50  worth  of  records  do- 
nated by  the  Brunswick-Balke-Collender  Co.,  of 
Chicago,  and  a  clarinet  outfit  donated  by  the 
Martin  Band  Instrument  Co.,  of  Elkhart,  Ind. 
Incorporated  among  the  high  school  prizes  were 
$50  worth  of  Victor  records  donated  by  the 
Wurlitzer  Co.,  of  Chicago,  and  two  violas  and 
a  'cello  donated  by  William  Lewis  &  Son,  Chi- 
cago.   The  affair  was  a  great  success. 

Preparing  for  the  Convention 

The  piano  men  of  Chicago  are  making  elabo- 
rate preparations  for  the  coming  convention  of 
the  Music  Industries  Chamber  of  Commerce,  but 
at  that  they  are  not  much  ahead  of  the  talking 
machine  men.  The  big  convention  will  be  held 
at  the  Drake  Hotel,  June  4,  5  and  6,  and  many 
of  the  big  concerns  in  this  section,  as  well  as 
other  parts  of  the  country,  are  preparing  elabo- 
rate machines  for  display  purposes  during  the 
festivities.  Among  the  companies  manufactur- 
ing talking  machines  or  handling  them  as  job- 
bers who  have  already  signed  up  for  exhibit 
space  are  the  following:  The  Brunswick-Balke- 
Collender  Co.,  Bush  &  Lane  Piano  Co.,  ConsoH- 
dated  Talking  Machine  Co.,  General  Phono- 
graph Co.,  W.  W.  Kimball  Co.,  Lyon  &  Healy, 
Victor  distributors;  the  Starr  Piano  Co.,  manu- 
facturers of  Starr  phonographs  and  Gennett 
records;  Magnola  Talking  Machine  Co.,  and  the 
H.  G.  Saal  Co. 

It  is  believed  by  the  publicity  men  who  are 
looking  after  the  convention  that,  by  the  time 
the  big  doings  start,  a  considerable  number  of 
additional  manufacturers  of  talking  machines, 
parts  and  records  will,  without  any  question  of 
doubt,  have  been  added  to  this  list. 

New  Finance  Corporation  Organized 

James  T.  Bristol,  one  of  the  best-known  men 
in  the  mid-West  trade,  has  organized  a  financing 
corporation  to  be,known  as  the  James  T.  Bristol 
Co.,  Inc.,  with  headquarters  in  Suite  1408,  Kim- 
ball Building,  Chicago.  The  object  of  the  com- 
pany is  to  offer  financial  service  to  talking  ma- 
chine and  piano  houses  exclusively. 

Erecting  Magnificent  Residence 

Real  estate  circles  of  this  city  were  recently 
interested  in  the  news  that  P.  A.  Starck,  presi- 
dent of  the  Starck  Piano  Co.,  Chicago,  Victor 
dealer,  has  purchased  a  parcel  of  ground  at 
Wellington  avenue  and  Sheridan  road,  whereon 
he  will  begin  immediate  erection  of  a  residence 
to  cost  $250,000. 

Hassmer  Bros.'  New  Store 

On  the  evening  of  March  31  Hassmer  Bros., 
retail  Victor  dealers,  of  this  city,  opened  their 
second  place  of  business  in  a  new  location  at 
3224  Lawrence  avenue,    Visitors  were  enter- 


tained during  the  opening  by  Benson's  Orches- 
tra and  flowers  were  given  as  souvenirs.  Wen- 
dell Hall,  composer  of  the  new  waltz  number, 
"Mellow  Moon,"  also  entertained.  Each  visitor 
who  procured  a  number  of  the  Victor  record  of 
"Mellow  Moon"  had  it  autographed  by  Mr.  Hall. 
Hassmer  Bros,  opened  their  first  store  in  Chi- 
cago at  Clark  street  and  Belmont  avenue  in 
1895.  Their  policy  has  been  a  progressive  one. 
Fletcher- Wickes  to  Move 
Preparations  are  being  made  at  the  headquar- 
ters of  the  Fletcher- Wickes  Co.,  6  East  Lake 
street,  for  May  1,  on  which  day  this  company 
will  transfer  its  present  headquarters  to  the  sev- 
enth floor  of  the  building  located  at  116  West 
Illinois  street.  The  new  headquarters  will  give 
Fletcher-Wickes  practically  double  the  space  it 
now  possesses  and  which  it  has  outgrown.  This 
concern  began  business  at  6  East  Lake  street  in 
1917,  when  the  company  was  organized.  At 
that  time  it  occupied  two  small  ofiices,  but  the 
progress  of  the  company  has  been  so  steady 
that  it  has  been  necessary  to  constantly  increase 


the  space.  This  the  company  did  on  numer- 
ous occasions,  and  its  holdings  grew  from  two 
small  offices  to  practically  two  entire  floors. 
With  the  coming  of  the  new  year  this  com- 
pany's business  showed  even  greater  increase 
and,  inasmuch  as  it  was  unable  to  obtain  more 
floor  space  at  6  East  Lake  street,  it  found  it 
necessary  to  look  about  for  larger  headquar- 
ters. 

The  new  place  at  116  West  Illinois  street  will 
practically  double  the  present  amount  of  floor- 
ing and  a  considerable  bit  of  this  will  be  de- 
voted to  the  production  of  additional  talking 
machine  parts  which  the  company  at  present 
contemplates  putting  on  the  market.  Among 
this  new  line  of  goods  will  be  included  a  high- 
grade  electric  motor. 

Kimball  Policy  of  Co-operation 

Through  its  sales  department  the  W.  W.  Kim- 
ball Co.  has  been  steadily  maintaining  a  policy 
of  co-operation  by  means  of  personal  sales  ad- 
vice and  dealers'  helps  which  have  been  a  means 
(C ontinucd  on  page  122) 


A  Superior  Porto  -Type 

Phonograph 

HERE  is  a  remarkable  new  Porto- 
Type  Phonograph  that  is 
meeting  with  astonishing  de- 
mand everywhere.  From  its  splendid 
volume  and  clear  definition  of  tone  to 
its  mechanically  perfect  and  durable 
construction,  this  Porto-Type  is  every- 
thing the  customer  can  desire.  It 
PLAYS  ALL  DISC  RECORDS. 

Remarkable  Specifications 

\.  The  CASE  is  sturdy  and  will 
stand  up  under  roughest  usage.  2. 
The  MOTOR  consists  of  a  powerful, 
single  spring,  mounted  in  a  rigid  cast 
iron  frame.  Plays  two  records  with  one 
winding;  3.  The  TONE  ARM  is  the  well- 
known  Oro-Tone  standard  equipment ;  4. 
The  REPRODUCER  is  fitted  with  our  special 
Oro-Tone  indestructible  diaphragm;  5.  The 
DETACHABLE  RECORD  FILE  holds  one 
dozen  10"  records;  6.  For  CONVENIENCE, 
every  record  and  everv  part  is  contained  within  the  phonograph;  7.  DIMEN- 
SIONS: Length,  16%";  Width,  Wy."  \  Height,  7";  8.  The  WEIGHT  is 
approximately  20  lbs. ;  9.  FINISHES  are  rich  mahogany,  golden  oak  or 
silver  gray. 


Pat.  Appd.  For 


DETACHABLE 
FILE   which  holds 
twelve    10"  records 
insures  against 
breakage. 


Our  Special  Offer 

The  Oro-Tone  Porto-Type  is  a  pho- 
nograph that  embodies  the  very  best 
features  known  in  mechanical  con- 
itruction  and  tone  production.  We 
want  you  to  see  it  and  test  it  for 
yourself.  That  is  why  we  ask  you 
to  let  us  send  this  remarkable  Porto- 
Type  on  TEN  DAYS'  APPROVAL. 
It  will  cost  you  nothing.  Write  us 
at  once. 

List  Price  $35.00 

Usual  discount  to  dealers. 
Terms:  2%  10  days;  Net 
30  days.  Please  furnish 
references  if  you  are  not 
rated. 


The  Oro-Tone  Co. 

1000-1010  GEORGE  ST.,  CHICAGO,  ILLINOIS 


Shows  case  closed  with 
handle  at  back  which  does 
not  show  when  machine  is  in 
use.  Built  durably  and 
neatly,  this  Porto-Type  pho- 
nograph makes  a  very  at- 
tractive showing. 


122 


THE   TALKING   MACHINE  WORLD 


April  15,  1923 


FROM  OUR  CHICAGO  HEADQUARTERS— (Continued  from  page  121) 


of  increasing  sales.  At  present  it  is  understood 
that  there  is  quite  a  shortage  of  pianos,  during 
which  the  Kimball  Co.,  although  it  has  been  do- 
ing its  best  to  fill  orders,  has  fallen  somewhat 
behind.  Therefore,  the  sales  department  sub- 
mitted plans  to  dealers  who  have  not  been  able 
lo  get  the  pianos  they  want.  The  plan  was  to 
concentrate  on  talking  machines  and  work  them 
exclusively  for  a  time.  The  result  of  this  cam- 
paign has  been  very  gratifying,  for  in  every  case 
the  dealer  has  turned  over  more  talking  ma- 
chines than  he  anticipated. 

Chicago  Columbia  News 

Orders  coming  into  the  Columbia  Co.'s  Chi- 
cago branch  indicate  that  the  local  dealers  are 
making  a  successful  tie-up  with  the  appearance 
of  Frank  Crumit.  This  versatile  entertainer  and 
exclusive  Columbia  artist  recently  opened  at  the 
Garrick  Theatre  here  in  "Tangerine."  Reports 
coming  from  the  Columbia  office  say  that  Co- 
lumbia's latest  release,  "Sweet  Lady,"  is  prov- 
ing quite  a  drawing  card. 

The  Chicago  office  also  reports  that  Van  and 


Attention  Dealers 
Introducing  the 
COLUMBIAN 
Baby  Grand  Piano 


Exquisite  in  tone  this  little  instrument  59"x56" 
has  the  volume  of  a  concert  grand.  Elastic  in 
touch,  wonderful  repeating  and  faultless  action. 
Finished  throughout  in  brass.  Beautiful  and  stately 
in  design,  highly  finished  in  mahogany  only.  To- 
gether with  our  line  of  Phonographs  made  in  five 
sizes.  We  have  the  best  offer  to  the  music  dealers 
today. 


STYLE  4 

Size  48  inches  high, 
21  inches  wide,_  23 
inches  deep.  Cabinet; 
Genuine  mahogany  or 
oak.  Panels  5  ply. 
Motor  play-s  4  rec- 
ords with  one  wind- 
ing. 


PORTABLE  PHONOGRAPH 


STYLE  16 

Carries  10  Records 

Compact  enough  to  be  carried  anywhere  and  abso- 
lutely substantial  in  construction.  Its  durability  is 
assured  by  the  use  of  a  double  spring  Heineman 
motor  and  a  tone  arm  with  a  large  powerful  repro- 
ducer.   Universal  plays  all  disc  records, 

EXCEL  PHONOGRAPH  COMPANY 

Manufacturers 

400-412  West  Erie  St.  Chicago,  III. 


70  LIVE  WIRES 

WE  OFFER  AN  INTERESTING 


DEALER  PROPOSITION 


The  new  Edison  line  of  phono- 
graphs now  offers  16  new 
models,  including  a  full  size 
cabinet  model  as  low  as  $100  list.  There's  an 
EDISON  to  suit  every  taste  and  purse.  These 
new  inodels,  along  with  the  new  improved  rec- 
ords, steadily  increase  sales  and  profits  for 
EDISON  DEALERS.  Write  for  our  liberal 
dealer  proposition.  Dealer  territory  now  open 
in  parts  of  Wisconsin,  Michigan,  Illinois  and 
Indiana.    Your  town  may  be  open. 


Schenck  are  proving  their  worth  to  Columbia 
dealers  in  this  territory.  Their  bookings  over 
the  circuit  have  regularly  been  followed  by  in- 
creased sales  of  Van  and  Schenck  Columbia 
records. 

The  office  force  of  the  local  Columbia  branch 
got  quite  a  laugh  out  of  a  little  incident  that 
happened  during  Ted  Lewis's  recent  appearance 
at  Indianapolis.  As  the  story  goes,  while  Ted 
was  playing  in  that  city  he  paid  a  visit  to  Ed 
East's  Song  Shop  and  while  there  a  bulky  col- 
ored gentleman  walked  into  the  store  and  lis- 
tened for  a  while  to  Ted's  rendition  of  "St. 
Louis  Blues."  Ted's  interest  was  aroused  and 
he  walked  over  to  the  darky  and  asked  how 
he  liked  the  record.  The  darky  replied:  "It  is 
sho'  an  all  right  record,  Mistah,  and  I  sho' 
would  buy  it  if  I  had  the  money,  but  all  I  done 
got  is  foh  bits." 

"That's  all  right,"  was  Ted's  come-back.  "You 
give  the  clerk  your  fifty  cents  and  I'll  pay  the 
difference  and,  besides,  I'll  write  my  name  on 
your  record." 

"Whut  foh  you  gonna  write  yoh  name  on  this 
record,  man?    Who  is  you?"  asked  the  darky. 

"I  am  Ted  Lewis,"  responded  Ted. 

As  the  darky  was  walking  out  of  the  shop 
vi-ith  the  record  under  his  arm  Ted  called  to  him 
and  said,  "Don't  forget  to  get  a  copy  of  'Mem- 
phis Blues'  and  the  'Tiger  Rag.'  They'll  be  out 
in  a  day  or  so." 

A  few  days  later  the  darky  returned  to  the 
store  and  asked  for  both  numbers,  but,  when 
told  they  weren't  in  as  yet,  he  retorted,  "What 
yo  all  mean,  that  record  ain't  in?  Ted  Lewis 
told  me  so  puss'n'ly  that  it  was  here  and  I'm 
gonna  git  it.  Trot  it  out  immediate  and  no 
argument." 

New  Ore-Tone  Attachment 

The  Oro-Tone  Co.  has  just  begun  the  mar- 
keting of  a  new  type  radio  attachment  for  talk- 
ing machines.  This  new  device  is  a  cleverly 
designed  attachment  for  holding  the  ear  piece 
of  a  radio  headset  to  the  tone  arm  of  a  talking 
machine.  When  holding  the  ear  piece  in  posi- 
tion a  powerful  clamp  presses  it  against  a  rub- 
ber gasket  and  the  rubber  gasket  is  held  so 
firmly  against  the  ear  piec;  that  it  is  absolutely 
air  tight. 

Geo.  W.  Lyle  in  Chicago 

George  W.  Lyle,  president  of  the  Manufac- 
turers Phonograph  Co.,  Inc.,  New  York  City, 
paid  a  short  visit  to  Chicago  on  the  first  of  the 
month.    He  was  on  his  way  to  the  Strand  fac- 


THE  PHONOGRAPH  CO. 

229  SOUTH  WABASH  AVE., 
CHICAGO.  ILL. 


tory  at  Salem  and  was  accompanied  by  a  num- 
ber of  Strand  representatives.  The  party  went 
to  the  Strand  factory  for  the  purpose  of  holding 
a  conference.  E.  A.  Fearn,  president  of  the 
Consolidated  Talking  Machine  Co.,  this  city,  the 
local  Strand  representative,  joined  the  party 
here.    Business  is  in  excellent  shape. 

To  Open  Local  Headquarters 
C.  H.  Taylor,  for  many  years  connected  with 
the  Chicago  trade,  will  open  a  combination  retail 
and  wholesale  wareroom  at  218  South  Wabash 
avenue  on  May  1.  Mr.  Taylor  will  deal  in  a 
complete  line  of  musical  merchandise  in  a  re- 
tail way  and  will  represent  several  well-known 
houses  as  wholesaler.  For  many  years  he  has 
been  connected  with  the  trade  and,  prior  to  the 
formation  of  his  own  business,  was  associated 
with  the  Wurlitzer  Co.,  of  Chicago,  as  general 
manager  of  the  musical  merchandise  depart- 
ment. Before  then  he  was  with  the  Holton 
Band  Instrument  Co. 

Blood  Tonearm  Co.  Leases  New  Quarters 
The  Blood  Tonearm  Co.  has  just  leased  addi- 
tional space  at  its  present  headquarters,  326 
River  street.  This  increase  was  made  necessary 
in  order  to  take  care  of  this  rapidly  growing 
business  and  also  to  give  additional  assembly 
space  for  some  new  products  which  the  Blood 
Co.  contemplates  putting  on  the  market  in  a 
few  weeks. 

B.  B.  Blood,  founder  of  the  company,  states 
that  the  success  of  the  Blood  Tonearm  Co.  is 
due  to  the  fact  that  it  is  giving  customers  the 
benefit  of  every  possible  penny  to  be  saved.  In 
bringing  about  this  saving  it  has,  according  to 
Mr.  Blood,  refrained  from  putting  any  travelers 
on  the  road  and  in  place  of  the  travelers  has 
used  The  Talking  Machine  World  space  for  ad- 
vertising exclusively.    This  method  of  publicity. 


A  Better  Fibre  Needle  Catter  for  Less  Money 
RETAIL  PRICE  $1:22. 


The  ALTO 


Manufactured  by 

ALTO  MFG.  CO. 

1801-1803  Cornelia  Ave., 


CHICAGO,  ILL- 
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FROM  OUR  CHICAGO  HEADQUARTERS— (Continued  from  page  122) 


Parathouitt 
Records 


A  Paramount  agency  draws  customers. 
Write  to-day  for  full  particulars  and  catalog 
of  latest  records. 


WE  CAN  GIVE  YOU  SERVICE 

Complete  stock  late  Blues  Hits  by  Alberta  Hunter,  as  well  as 
all  other  records  in  catalog  on  hand  at  all  times.  Twenty- 
four-hour  service.  Give  your  customers  the  records  they  ask 
for  and  get  them  from 

THE  ILLINOIS  MUSICAL  SUPPLY  CO. 

630  S.  Wabash  Avenue  CHICAGO.  ILLINOIS 

WHOLESALE  DISTRIBUTORS 


according  to  Mr.  Blood,  offers  a  minimum  ex- 
penditure which  brings  in  maximum  results  and 
the  saving  effected  on  traveling  can  thereby  be 
deducted  from  the  overhead  and  given  to  the 
users  of  Blood  products.  Mr.  Blood  is  em- 
phatic in  his  assertion  that  the  manufacturer 
or  assembler  of  a  talking  machine  who  produces 
from  1,000  to  30,000  prefers  saving  25  cents  on 
a  tone  arm  than  to  have  a  topnotch  salesman 
visit  him  whose  salary  means  increased  over- 
head expense  and  a  consequent  boost  in  price. 
Wasmuth  Finds  Optimism 

E.  N.  Wasmuth,  president  of  the  Wasmuth- 
Goodrich  Co.,  of  Peru,  Ind.,  who  visited  the 
local  trade  a  few  days  ago,  says  that  everywhere 
he  goes  he  meets  with  optimism.  All  dealers 
that  he  has  come  in  contact  with  report  in- 
creased business  and  all  are  looking  for  this 
increase  to  continue. 

New  Incorporation 

Just  before  going  to  press  our  attention  is 
called  by  the  Oh-Pep  Phonoparts  Co.,  of  this 
city,  to  the  fact  that  application  for  incorpora- 
tion has  been  filed  with  the  Secretary  of  State, 
Springfield,  111.  The  amount  of  capital  quoted 
is  $60,000  and  the  officers  named  are  N.  J. 
O'Hanley,  president;  D.  Molyneaux,  secretary 
and  treasurer,  and  N.  J.  Pepin,  vice-president 
and  general  manager.  The  purpose  of  this  com- 
pany is  to  manufacture  and  sell  tone  arms,  mo- 
tors and  phonoparts.  As  stated  elsewhere  in 
this    section,    this    concern    expects    to  market 


solid  brass  drawn  seamless  tone  arms  within 
thirty  days  or  more. 

United  Mfg.  Co.  Makes  Big  New  Factory  Deal 

One  of  the  biggest  deals  calling  for  increased 
property  Iioldings  which  has  ever  been  consum- 
mated in  this  section  has  just  been  closed  by 
the  United  Mfg.  &  Distributing  Co.,  which,  since 
1917,  has  occupied  headquarters  at  536  Lake 
Shore  Drive.  The  deal  calls  for  a  plant  covering 
60,000  square  feet  of  floor  space  and  eight  acres 
of  land,  including  railroad  sidings,  located  at 
Burnside,  a  township  within  the  city  limits  of 
Chicago,  which  is  recognized  as  being  the  great- 
est railroad  center  and  manufacturing  district 
in  this  section. 

This  building  of  most  modern  construction, 
erected  during  the  war  but  only  recently  put 
on  the  market,  because  of  its  ideal  location  plus 
the  four  aforementioned  acreage  sidings  and 
floor  space,  proved  just  to  fill  the  wants  of  the 
United  Co.,  which  has  been  contemplating  an 
increase  in  its  holdings  for  a  number  of  months. 

The  business  of  the  United  Co.,  which  con- 
sists of  the  manufacture  of  high-grade  talking 
machine  motors  and  radio  parts,  has  been  con- 
stantly growing  for  the  past  year  and  one-half 
and  orders  now  on  hand  require  a  plant  having 
a  minimum  capacity  of  no  less  than  1,500  talking 
machines  per  day. 

The  purchase  of  the  new  plant  is  due  to  tlie 
activities  of  H.  L.  Mills,  who  was  recently  ap- 
pointed vice-president  and  general  manager  of 


the  United  Mfg.  &  Distributing  Co.  Mr.  Mills 
is  one  of  the  best  known  men  in  the  talking 
machine  industry  and  was  formerly  secretary 
and  treasurer  of  the  company. 

In  taking  over  his  new  duties  Mr.  Mills  stated 
tliat  the  United  Co.  shows  every  indication  of 
becoming  one  of  the  most  important  factors  in 
the  production  of  talking  machine  motors  and 
that  the  new  factory  was  taken  over  in  order 
that  the  United  Co.  might  continue  its  phenom- 
enal growth. 

The  present  location  of  the  United  Co.  is  con- 
sidered one  of  the  most  up-to-date  of  its  kind 
in  the  world.  It  is  considered  to  have  the  best 
complement  of  machinery  in  this  section  of  the 
country,  but  even  this  will  be  exceeded  to  a 
great  extent  with  the  opening  of  the  new 
factory. 

Other  new  officers  who  have  recently  been 
appointed  in  this  institution  are  Charles  C. 
Chapard,  Jr.,  secretary  and  treasurer;  J.  P. 
Quam,  vice-president  and  chief  engineer,  and 
A.  E.  Drier,  sales  manager.  All  these  gentle- 
men have  seen  long  service  in  the  talking  ma- 
chine field  and  not  a  few  of  them  have  been 
responsible  for  bringing  about  important 
changes  in  talking  machines  and  equipment. 
W.  P.  Geissler  to  Famous-Barr 

W.  P.  Geissler,  who  for  the  past  six  years 
has  been  in  charge  of  the  retail  Victor  develop- 
ment department  of  the  Chicago  Talking  Ma- 
(  Coiitiinicd  (III  pafic  124) 


Mono-Turn 

Edison  Position 


WHY  NOT 

Look  about  you  and  see  the  number 
of  very  successful  concerns  market- 
ing original  or  modifications  of 
original  Blood  ideas  —  There's  a 
reason : 

Blood  ideas  and  products  are  ac- 
cepted and  recognized  by  the  trade 
as  being  mechanically  perfect — 
That's  why  they're  Big  Sellers. 


When  in  need  of  high  grade  tone 
arms,  reproducers  and  attachments 
why  not  come  to  the  original 
source  of  production? 

Save  Money — Worry — 
and  Confusion 


BLOOD  TONE  ARM  CO. 


326  River  Street 


Chicago,  111. 


Mono-Turn 

Victor  Position 


We  also  manufacture  high-grade  Edison,  Victor  and  other  Talking  Machine  attachments. 
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FROM  OUR  CHICAGO  HEADQUARTERS — (Continued  from  page  123) 


SERVICE 

Our  ready,  friendly  service 
benefits  the  dealer  each  month 
in  the  year.  Our  experience 
helps  to  solve  his  selling  prob- 
lems. We  have  the  records, 
best  sellers,  latest  "hits," 

W    W    KIMBALL  CO.    Wholesale  Distributors,  ^^'^^ous  Singers  and  Instru- 

*'  wentdltsts 

306  So.  Wabash  Ave.  Kimball  Building  CHICAGO 


Records 

Records  of  Quality 

We  serve  the  dealer  anywhere  with  our  reliable,  quick 
service.   Write  us  today.   Tell  us  your  needs. 


chine  Co.,  has  just  resigned  this  position  to  take 
the  management  of  the  piano  and  talking  ma- 
chine department  of  the  great  Famous-Barr  De- 
partment Store  in  St.  Louis.  The  change  be- 
came effective  April  9.  When  leaving  Chicago 
on  the  evening  of  April  6  Mr.  Geissler  was 
greeted  by  a  host  of  his  trade  friends,  who 
gathered  to  wish  him  bon  voyage. 

(Details  regarding  Mr.  Geissler's  move  are  re- 
ferred to  elsewhere  in  this  issue.) 

Nordlund  Sick  in  Bed 

Axel  Nordlund,  president  of  the  Excel  Phono- 
graph Co.,  is  kept  in  his  bed  this  week  because 
of  an  attack  of  influenza.  News  coming  from 
Mr.  Nordlund's  home  indicates  that  he  is  not  in 
a  serious  condition  and  the  attack  is  a  slight 
one.  It  is  believed  he  will  be  able  to  return 
to  his  desk  in  about  a  week.  This  concern  has 
been  doing  especially  fine  business  and  reports 
that  the  Columbian,  a  baby  grand  piano  that  it 
manufactures,  has  met  with  great  success 
throughout  the  trade. 

Visitor  to  Chicago 

Maxmillian  Weil,  president  of  the  Audak  Co., 
was  one  of  the  prominent  visitors  to  the  Chi- 
cago trade  during  the  last  few  weeks.  Mr.  Weil 
was  calling  on  the  trade  and  reported  that  the 
dealers  are  showing  much  interest  in  his  com- 
pany's product.  Large  talking  machine  depart- 
ments in  music  stores  and  department  stores 
throughout  the  country  have  installed  this  de- 
vice recently  and  other  concerns  are  planning  to. 


LYON  &  HEALY,  INC.,  ELECT  OFFICERS     COLLECTIOiNS  LIFE  BLOOD  OF  TRADE 


Chicago,  III..  April  7. — Lyon  &  Healy,  Inc.,  held 
its  annual  meeting  on  April  3  with  election  of 
the  following  directors:  James  F.  Bowers, 
chairman;  Marquette  Healy,  Columbus  Healy, 
R.  E.  Durham  and  G.  B.  Winston.  On  April  5 
at  a  meeting  of  the  board  of  directors  the  fol- 
lowing were  elected  officers:  Marquette  Healy, 
president;  Columbus  Healy,  vice-president;  C. 
W.  Litsey,  treasurer,  and  C.  H.  Anderson,  sec- 
retary. Charles  Fuller,  former  secretary  and 
treasurer,  who  was  with  the  compan}'  over  forty 
years,  retired,  his  resignation  taking  effect  on 
April  3. 


FEW  REPOSSESSIONS  NECESSARY 

Where  proper  collection  methods  are  prac- 
ticed repossession  of  instruments  will  be  rarely 
necessary.  It  has  been  conclusively  proved  that 
the  great  majority  of  the  people  are  honest  and 
are  sincere  in  their  intentions  to  meet  their  ob- 
ligations as  promptly  as  possible. 


HARRY  R.  SCHLAU  FILES  PETITION 

Chicago,  III.,  March  28. — Harry  R.  Schlau,  a 
m.usic  merchant  at  4715  North  Talman  avenue, 
this  city,  has  filed  a  voluntary  petition  in  bank- 
ruptcy, listing  liabilities  of  $165,385  and  assets 
at  $26,400. 


THE  GEER  REPEATER 


This  Improved  Geer  Repeater  is  adjustable — it  plays  all  records  com- 
pletely through— and  it  is  daily  becoming  more  popular  wherever 
continuous  music  for  dancing,  dining,  entertaining  or  other  purposes 
is  required.  Thousands  of  dealers  are  making  splendid  profits.  Why 
not  you? 

Walbert  Manufacturing  Company 


925-41  Wright  wood  Avenue 


Chicago,  111. 


Maintenance  and  Expansion  of  Dealer's  Busi- 
ness Depend  Upon  Regularity  of  His  Collec- 
tions From  Outstanding  Paper 


In  the  current  number  of  The  Baldwin  Key- 
note T.  C.  McGilliard,  of  the  Cincinnati  Col- 
lection Department,  reiterates  in  an  interesting 
and  convincing  way  the  importance  of  prompt 
and  regular  collections.  In  this  connection  he 
says: 

Collections  are  the  life  blood  of  business. 
The  importance  of  the  above  phrase  is  realized 
more  and  more  b}'  the  business  world,  and  most 
particularly  by  those  doing  a  large  instalment 
business. 

Collections  on  retail  piano  accounts  are  hardly 
less  important  than  the  actual  selling  of  the 
instruments. 

Accounts  should  be  up  to  date  in  every  par- 
ticular. Then  they  will  be  an  asset  rather  than 
a  liability.  Should  the  necessity  ever  arise  for 
selling  any  time  paper  or  obtaining  any  loans, 
accounts  in  good  shape  are  always  accepted  as 
satisfactory  collateral  and  worth  real  money. 

The  dealer  needs  the  money  obtained  from 
collections  for  his  current  expenses. .  It  also 
may  help  him  to  take  advantage  of  special  dis- 
counts for  cash  settlements. 

Close  watch  on  collections  informs  the  dealer 
of  any  instrument  that  should  be  repossessed. 
It  is  much  better  to  repossess  a  new  piano  than 
one  that  has  been  out  for  some  time. 

Every  dealer  should  keep  an  itemized  sheet  in 
a  special  ledger  showing  each  separate  time  ac- 
count and  the  date  and  amount  of  each  payment 
as  it  matures.  When  the  payment  is  received 
an  entry  should  be  made  accordingly.  The 
dealer  will  then  know  at  all  times  the  exact 
condition  of  each  account  and  be  in  personal 
touch  with  the  delinquents. 

When  the  customer  calls  to  pay  this  account 
sheet  should  be  referred  to  and,  if  delinquent, 
the  matter  brought  to  the  customer's  attention. 
As  a  rule  the  customer  will  remit  regularly  if 
he  knows  his  account  is  being  watched  closely. 

It  is  our  custom  to  send  each  dealer  carbon 
copies  of  all  letters  written  his  accounts.  When 
the  dealer  follows  these  up  in  detail-  it  brings 
wonderful  results. 

Salesmen  often  make  unreasonable  promises 
to  induce  customers  to  buy — such  as  free  tun- 
ings and  movings,  or  agree  to  carry  the  account 
indefinitely  if  payments  cannot  be  met  on  ac- 
count of  sickness  or  out  of  work.  Such  cus- 
tomers become  careless. 

The  surest  way  to  have  good  collections  is 
to  sell  the  piano  right  in  the  first  place  and 
remember — eternal  vigilance  is  the  price  of 
success. 

While  these  facts,  as  outlined  in  Mr.  McGil- 
liard's  article,  refer  to  the  piano  trade,  they  ap- 
ply with  equal  force  to  the  talking  machine 
business  and  for  this  reason  are  worthy  of  the 
most  careful  consideration. 


April  15;  1923 


THE   TALKING   MACHINE  WORLD 


125 


JEWETT  INTERESTS  ACQUIRE  DEFOREST  RADIO  PATENTS 

Purchase  of  De  Forest  Telephone  &  Telegraph  Co.  by  Jewett  Radio  &  Phonograph  Co.  Gives 
Latter  Concern  181  De  Forest  Radio  Patents,  Factory,  Good  Will  and  Entire  Business 


Detroit,  Mich.,  April  5. — Outright  purchase  of 
the  entire  business,  good  will  and  patents  of 
the  De  Forest  Radio  Telephone  &  Telegraph  Co. 
was  announced  to-day  by  President  E.  H.  Jewett, 
of  the  Jewett  Radio  &  Phonograph  Co.,  this 
city.  As  a  result  of  the  purchase  Mr.  Jewett, 
with  his  associates,  Theodore  Luce,  asso- 
ciated with  the  Chicago  and  New  York  bond 
houses  of  A.  C.  Allyn;  Frank  W.  Blair,  presi- 
dent of  the  Union  Trust  Co.;.  H.  M.  Jewett, 
president  of  the  Page-Detroit  Motor  Car  Co., 
both  of  Detroit,  and  several  other  capitalists 
and  radio  experts,  came  into  possession  of  181 
radio  patents,  among  which  are  the  basic  rights 
to  the  three  electrode  Audion  bulb,  which  is  an 
essential  part  of  every  known  long  distance 
radio  receiver  and  sending  set,  and  all  other 
tubes  manufactured  by  virtue  of  license  under 
the  De  Forest  patents. 

Among  the  other  patents  are  several  covering 
radio  equipment  in  general  use,  as  well  as  a 
large  number  representing  more  recent  develop- 
ment research  by  Dr.  Lee  De  Forest,  which 
embodies  startling  new  developments  in  the 
radio  field. 

The  purchase  also  includes  an  extensive  new 
plant  of  the  De  Forest  Co.,  at  Jersey  City,  N.  J., 
which  is  the  largest  individual  plant  in  the  world 
devoted  solely  to  radio  manufacturing,  at  which 
the  De  Forest  inventions  are  produced  com- 
mercially. No  announcement  was  made  as  to 
the  amount  of  money  used  in  the  transaction. 
According  to  Mr.  Jewett,  Dr.  De  Forest  will 
continue  his  activity  with  the  company  as  con- 
sulting engineer,  and  a  large  share  of  his  atten- 
tion will  be  devoted  to  the  perfection  of  equip- 
ment by  means  of  which  the  human  voice  may 
be  synchronized  and  reproduced  in  conjunction 
with  moving  pictures,  thereby  adding  a  widened 
range  of  interest  to  the  hitherto  "silent  drama." 

"Dr.  De  Forest  is  conceded  to  be  the  father 


of  modern  radio,"  commented  Mr.  Jewett  when 
discussing  the  transaction.  "Without  his  con- 
tribution to  the  art,  commercial  radio  would  not 
be  possible.  Like  most  inventive  geniuses,  the 
commercial  side  of  Dr.  De  Forest's  work  is 
most  distasteful  to  him  and  he  is  therefore  glad 
to  turn  over  this  factor  to  our  group.  It  is  his 
intention  to  make  the  name  De  Forest  signifi- 
cant to  the  general  public  as  the  best  and  most 
advanced  in  radio. 

"In  accordance  with  the  policy,"  continued 
Mr.  Jewett,  "we  are  putting  behind  the  De  For- 
est product  every  bit  of  Detroit  enthusiasm 
and  merchandising  ability  within  our  power. 
The  affairs  of  the  De  Forest  Co.  will  be  admin- 
istered from  Detroit,  but  we  have  no  plans  for 
any  immediate  change  in  the  personnel  and 
operating  methods  of  the  Jersey  City  factory." 

"Will  the  De  Forest  Co.  eventually  be  com- 
bined with  the  Jewett  Radio  &  Phonograph 
Co.?",  Mr.  Jewett  was  asked.  "Such  a  com- 
bination is  more   than   possible,"   replied  Mr. 


The  Advertising  Novelty  That 
Will  Help  YoH  Win  New  Cnstomers 
And  Retain  the  Old 

This  little  gift  is  a  business  /  \*<S;^ 
getter  for  wide-awake  mu- 
sic shops.    It   is  a  con- 
stant reminder  used  and 
appreciated    by  those 
whose    business  you 
want.  Try  it  to  remind 
your  patrons  of  new  rec- 
ord offerings,  special  sales, 
cto.      Carries    your  advertising 
incssape    when^    it    must    be  read 
daily.    A  fine  eonvention  souvenir. 

Samples  free  to  executives  request- 
ing them  on  business  letterheads. 
MAGIC  MEMO  CO.,  218  S.  Clark  St,  CHICAGO 


Jewett.  "It  is  also  possible  that  the  De  Forest 
purchase  will  eventually  result  in  a  large  addi- 
tion to  the  manufacturing  facilities  of  the  Jewett 
plant  at  Detroit  and. Allegan,  Mich." 


NOW  LEADER  OF  ALL  STATLER  BANDS 


Vincent  Lopez.  Popular  Okeh  Artist,  Made 
Musical  Director  of  Six  Statler  Hotels— Will 
Remain  at  Hotel  Pennsylvania 


New  York,  where  he  is  now  playing,  but  he  will 
preside  over  all  the  other  orchestras,  having 
monthly  conferences  with  the  leaders.  Lopez's 
orchestrations  and  arrangements  will  be  used 
and  his  methods  will  be' followed  by  the  musical 
organizations  which  he  will  recruit  and  train. 


Vincent  Lopez,  head  of  the  orchestra  bearing 
liis  name  and  exclusive  Okeh  artist,  has  been 
appointed  general  musical  director  of  the  chain 
of  hotels  controlled  by  the  Statler  organization. 
This  chain  embraces  six  hotels,  including  the 
new  hotel  recently  erected  in  Buffalo  and  sched- 
uled to  open  the  end  of  the  month.  The  cities 
in  which  these  hotels  are  now  located  are  New 
York,  St.  Louis,  Detroit,  Cleveland  and  Buf- 
falo. 

It  is  planned  to  have  Vincent  Lopez  and  His 
Orchestra  remain  at  the  Hotel  Pennsylvania, 


BRUNSWICK  LINE  WITH  QRUNEWALD 


New  Orleans,  La.,  April  9. — First  shipments  of 
Brunswick  talking  machines  and  records  have 
reached  this  city,  consigned  to  Louis  Grunewald, 
Inc.,  who  has  just  taken  on  the  Brunswick 
line  in  connection  with  its  already  extensive 
line  of  Victor  talking  machines  and  records. 


Everything  can  be  overdone — even  business 
expansion.     Extremes  are  always  bad. 


■ 


The  P/ionogmp/i  of  yiawdous  Tone 


-complete  line  of  upright  and  console  models. 

-preeminent  in  sound  reproducing  qualities. 

-cabinets  beautifully  designed  and  sturdily  constructed  of  5 
ply  veneered  panels. 

-minimum  of  mechanical  adjustments. 

-assured  profits  to  dealer  and  complete  satisfaction  to  con- 
sumer. 

-catalog  and  wholesale  prices  on  request  to  dealers  in  open 
territory. 

VITANOLA  TALKING  MACHINE  COMPANY 

Wheeler  St.  and  M.  C.  Railroad 
Saginaw,  W.  S.,  Mich. 


m 


m 
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A  Phonograph 
that  is  different 

Once  Inspected 
Surely  Selected 

Send  for  Folder 


Triplex  Artistic  Phono.  Co. 

Pershing  Road  and  Ridgeland  Avenue 
BERWYN,  ILLINOIS 


just  opposite  Dana's  Musical  Institute.  The 
new  store  will  be  known  as  Stewart's  Edison 
Shop  and  was  formally  opened  on  March  24. 
Many  flowers  decorated  the  store  and  an  or- 
chestra furnished  music.  It  is  estimated  that 
1,000  people  attended  the  opening  and  about  500 
names  of  phonograph  owners  and  numerous 
prospects  were  secured.  Each  person  was  asked 
to  sign  a  card  and  state  what  make  of  phono- 
graph they  owned  and  whether  or  not  they 
would  like  to  have  an  Edison  sent  out  on  ap- 
proval. Mr.  Stewart  now  has  the  most  modern 
phonograph  shop  in  Warren. 


EDISON  RECORD  CATALOG  FOR  TRADE 


J.  L.  STEWART  OPENS  EDISON  SHOP 


OPENS  NEW  STORE  IN  DOVER 


Warren,  0.,  April  7. — J.  L.  Stewart,  who  opened 
an  exclusive  Edison  phonograph  shop  at  23 
North  Park  avenue,  Warren,  O;,  last  Fall,  re- 
cently found  it  necessary  to  secure  larger  quar- 
ters for  handling  his  rapidly  growing  business. 
He  was  fortunate  in  securing  space  in  a  new 
building  one  block  north,  on  the  same  street  and 


Dover,  N.  J.,  April  6. — The  Harway  Music  Co., 
Victor  dealer  of  this  city,  has  bought  the  Chal- 
mers Co.  store  in  Morristown,  which  will  be 
conducted  as  a  complete  music  store  under  the 
name  of  the  Harway  Music  Co. 


The  "superior"  salesman  displays  his  inferior- 
ity and  is  a  drawback  to  any  business. 


Announcing  the  New 


Large  Size  Sturdy  Lock 


Bumper  Corners 


Record  Holder 


Wood  Tone  Chamber 


Easy  Grip 
Carrying  Handle 


5'ply  Built-Up  Case 


an  Improved  Orpheus 


Note  These  8  Features 
That  Mean  More 
Business  for  You! 

WEIGHT-about  1/  lbs. 
SIZE— 15x11x7  inches. 

1.  Screw  Record  Carrier — 10 
record  capacity. 

2.  Dome  Corners  add 
strength;  rubber  feet  pre- 
vent scratching. 

3.  5-ply  laminated  wood  case; 
prevents  cracking  or  warp- 
ing. 

4.  Absolutely  guaranteed  Si- 
lent Motor — two  10  in. 
record  capacity. 

5.  Easy-grip  carrying  handle, 
lies  flat,  well  out  of  sight. 

6.  Supreme  Tone  Arm,  plays 
all  disc  records. 

7.  Short  winding  crank  al- 
lows the  motor  to  be 
wound  anywhere. 

8.  All  wood  tone  chamber; 
no  metallic  horn. 


NO  PORTABLE  embodies  more 
sales  points  than  the  Spen- 
cerian.  A  screw  top  record  carrier 
and  a  non-spill  needle  cup  are 
among  the  many  improvements 
added  to  our  1923  model. 

Yet  in  building  quality,  price  has 
not  been  forgotten.  The  Spen- 
cerian's  greatest  sales  feature  is  its 
popular  price. 

Think  of  the  satisfaction  in  telling 
your  customers  that  all  parts  of  the 
Spencerian  are  guaranteed;  even 
the  spring  is  guaranteed  for  one 
year. 


List  Price  {east  of  Rocky  Mountains)  $30 

Westphono  Inc.  tt'ilrM^:,: 


Imposing  Volume  of  500  Pages,  Cloth  Bound, 
Just  Issued  for  Use  of  Dealers 


The  Edison  annual  record  catalog  foi  1923, 
which  is  designed  for  the  use  of  retail  Edison 
dealers,  recently  made  its  appearance.  It  is  a 
volume  of  over  500  pages,  cloth  bound  with  a 
red  cover  stamped  in  gold.  It  include.'^  a  por- 
trait of  Thomas  A.  Edison;  a  list  of  the  artists 
whose  selections  have  been  recorded  by  the 
Edison  Co.,  classified  according  to  types  of 
voice,  types  of  instruments,  ensembles,  etc.; 
list  prices  of  Edison  records,  and  a  special  insert 
entitled  "Thomas  A.  Edison  Re-Creation  of 
Music,"  with  which  is  incorporated  a  full-page 
illustration  of  each  standard  model  of  the  New 
Edison  phonograph  and  the  price  thereof.  The 
rest  of  the  book  is  given  over  to  a  complete  list- 
ing of  all  Edison  records  and  classifications  are 
made  according  to  names  of  individual  selec- 
tions, records  by  given  artists  are  according 
to  the  nature  of  the  music,  such  as  the  various 
voices,  the  various  instruments,  etc. 

This  special  dealer  catalog  is  equipped  with  a 
chain  so  that  it  can  be  installed  as  equipment  in 
demonstration  booths,  etc.  It  is  neatly  printed 
and  a  convenient  work  of  reference. 


DOEHLER  DIE=CASTING  CORP.  BUSY 


Substantial   Orders   From   "Talker"  Manufac- 
turers Indicate  Increased  Production 


The  Doehler  Die-Casting  Corp.,  Brooklyn, 
N.  Y.,  reports  generally  good  business.  The  de- 
partment of  this  large  organization  devoted  to 
the  production  of  die-castings  for  the  talking 
machine  trade  has  on  its  books  practically  every 
manufacturer  in  the  field.  An  indication  of  the 
plans  of  the  talking  machine  manufacturer  for 
increased  production  throughout  the  balance  of 
the  year  is  to  be  found  in  the  substantial  die- 
casting  orders  now  being  placed. 

Herman  H.  Doehler,  president  of  the  Doehler 
Die-Casting  Corp.,  just  returned  from  a  seven 
weeks'  vacation  in  Florida.  Margaret  Fields, 
secretary  to  Mr.  Doehler,  has  been  entered  in 
the  popularity  contest  being  conducted  by  the 
Brooklyn  Daily  Eagle.  The  various  industrial 
houses  of  Brooklyn  are  entering  as  contestants 
one  or  more  of  the  most  popular  young  ladies 
of  their  organizations  for  which  votes  are  cast. 
The  winners  of  this  contest  will  te  awarded  a 
trip  to  Paris  with  all  expenses  paid.  Votes  are 
purchased  and  the  proceeds  for  the  same  are 
being  directly  devoted  to  the  relief  of  the  needy 
poor  in  France  and  the  rehabilitation  of  their 
homes.  The  contest  commenced  March  26  and 
ended  April  14.  At  the  moment  of  going  to 
press  the  final  results  have  not  been  announced, 
but  Miss  Fields,  through  her  winning  person- 
ality and  popularit.v,  both  in  the  Doehler  or- 
ganization and  her  home  borough,  is  reported 
well  in  the  lead. 


CELEBRATES  30TH  ANNIVERSARY 

Lowell,  Mass.,  April  4. — Harry  M.  Curtis, 
the  well-known  music  dealer  of  this  city,  has 
recently  been  celebrating  the  thirtieth  anniver- 
sary of  the  establishment  of  his  business.  Mr. 
Curtis  started  as  a  tuner  and  then  branched  out 
as  a  dealer,  meeting  with  steady  success.  At 
the  present  time  he  carries  a  complete  line  of 
musical  instruments  ranging  from  a  harmonica 
to  a  grand  piano. 


AUSTRALIAN  FIRM  DESIRES  AGENCY 

Washington,  D.  C,  April  5. — A  concern  in 
Australia  desires  to  purchase  and  secure  the 
agency  for  a  line  of  player-pianos,  music  rolls, 
gramophones,  etc.,  according  to  advices  received 
by  the  Bureau  of  Foreign  and  Domestic  Com- 
merce here.  Further  information  can  be  secured 
by  communicating  with  the  Bureau  in  this  city 
or  with  any  of  its  district  offices  and  referring 
to  File  No.  5679, 
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Car  -  o -lin -a    Mam-my      I'm  lon^- in  for  you  —  Car-o-lin-a  Mam-rtiy 


olina 
Namm 


With  any  FEIST 


EDISON  ACTIVITIES  IN  OQDEN,  UTAH 

Proudfit  Sporting  Goods  Co.,  Edison  Distribu- 
tor, in  New  Quarters — Business  Makes  Big 
Gain  Over  Last  Year — Bright  Outlook 


Ogden,  Utah,  April  5. — The  Proudfit  Sporting 
Goods  Co.,  Edison  distributor,  is  now  entirely 
cut  of  the  retail  business.  R.  L.  Proudfit,  pres- 
ident and  general  manager  of  this  old-estab- 
lished house,  stated  to  your  correspondent  that 
business  is  quite  good,  much  better  than  a  year 
ago.  The  company's  fine  new  building  on  Grant 
avenue  is  now  in  use.  All  the  latest  and  most 
up-to-date  equipment  has  been  installed  and  it 
is  in  a  position  to  give  the  best  of  service  to 
retailers.  Contrary  to  what  one  would  expect, 
this  firm  sells  far  more  phonographs  than  it 
does  sporting  goods.  In  fact,  Mr.  Proudfit  said 
its  phonograph  sales  amounted  to  80  or  90  per 
cent  of  the  company's  total  revenue.  This  com- 
pany is  doing  business  now  in  several  States, 
including  Utah,  Idaho,  Wyoming,  Colorado  and 
Nevada,  though  in  some  of  them,  for  various 
reasons,  the  entire  State  has  not  been  covered. 

The  Jones  Phonograph  People,  live  Edison 
dealers,  with  the  Lyric  Music  Co.,  on  Wash- 
ington avenue,  report  a  fine  business.  Mr.  Jones 
says  business  is  far  better  than  it  has  been. 
This  company  has  just  installed  a  sheet  music 
department,  in  which  both  popular  and  classical 


A  NEW 
Repeating  Device 


A  new  Repeating  Device.  Wonderfully  simple. 
Overcomes  and  eliminates  objections  to  other  re- 
peaters. Will  not  mar  or  scratch  the  record. 
Made  of  metal — will  last  a  lifetime.  Adjustable 
for  10-inch  or  12-inch  records. 

THE  RAPID  REPEATER 

Repeats  any  record  instantly — no  breach  between 
ending  and  starting,  thus  providing  continuous 
music.  Here  is  a  sturdily  built  repeater  that  sells 
for  almost  the  same  price  as  celluloid  or  other 
flimsily  made  machines.    Fully  Guaranteed. 


RETAIL 
PRICE 


$2.00 


Send  for  sample  and  discounts.  Agencies  now 
being  established.  Write  for  our  attractive  propo- 
sition. 

THE  RAPID  REPEATER  CO. 

266  Van  Alst  Avenue     LONG  ISLAND  CITY,  N.  Y, 


music  will  be  carried.  It  will  be  in  cliarge  of 
Miss  LiUian  Petersen. 

Last  &  Thomas,  Washington  avenue,  featur- 
ing the  Edison  line,  have  made  the  members  of 
the  local  fire  department  a  present  of  a  $200 
phonograph  from  their  stock  in  recognition  of 
the  prompt  service  they  rendered  in  connection 
with  the  company's  recent  fire. 

The  Proudfit  Sporting  Goods  Co.  recently 
granted  a  franchise  to  Adolph  Biancani,  of 
Elko,  Nev.  He  will  devote  his  entire  time  to 
the  sale  of  the  Edison.  He  succeeds,  as  the 
company's  agent,  the  Dupont  Pharmacy,  of  that 
city. 


INAUGURATES  SALES  DRIVE  ON  PAL 


PERSISTENCE  WINS  DIFFICULT  SALE 


Determined  Dealer  Turns  Over  Key  to  Waver- 
ing Prospect  Who  Makes  Own  Demonstration 
and  Selects  an  Instrument 


Everett,  Wash.,  April  5. — Kinney  Bros.  &  Sip- 
prell,  this  city,  recently  sold  a  Brunswick  in  a 
very  unusual  manner.  In  this  particular  case 
every  salesman  in  the  organization  had  taken 
his  turn  in  trying  to  sell  this  prospect;  every 
report  turned  in  by  salesmen  on  this  prospect 
carried  about  the  same  notation,  such  as  "not 
ready,"  "will  buy  later,"  "will  see  us  when 
ready,"  "see  about  July  1,"  etc. 

At  a  sales  meeting  of  this  organization  the 
matter  came  up  regarding  this  prospect;  the 
result  of  this  discussion  being  that,  inasmuch  as 
all  the  salesmen  had  tried  to  sell  this  man  and 
failed,  W.  H.  Kinney,  one  of  the  owners 
and  sales  manager  of  the  concern,  took  it  upon 
himself  to  effect  this  sale.  He  went  to  the  mat 
with  this  prospect  and  found  that  the  real  rea- 
son this  man  had  put  off  buying  was  because 
he  was  not  quite  sure  which  make  of  machine 
to  buy.  The  prospect  pointed  out  that  inasmuch 
as  this  concern  handled  four  standard  makes 
of  phonographs  he  would  be  at  the  mercy  of 
the  salesmen,  more  or  less,  and  further  tliat 
the  chances  are  he  would  be  forced  to  buy  talk- 
ing points  and  selling  arguments,  instead  of 
absolute  satisfaction. 

Mr.  Kinney,  therefore,  made  him  this  proposi- 
tion: He  would  turn  the  keys  of  his  store  over 
to  him  if  he  would  promise  to  bring  his  wife 
in  that  evening,  with  the  understanding  that 
they  should  stay  as  long  as  they  wished  and 
try  over  all  the  machines  on  their  floor  to  their 
hearts'  content.  The  prospect  immediately  took 
him  up  on  this  offer  and  the  result  was  that 
the  ne.xt  morning  bright  and  early  he  appeared 
at  the  store  with  a  check  for  $310  for  a  Bruns- 
wick Stratford. 

Of  course,  not  all  dealers  would  turn  their 
keys  over  to  the  average  prospect,  but  this  man 
was  a  well-known  business  man  of  the  town  and 
they  therefore  felt  perfectly  safe  in  doing  so. 


John  Colwell,  junior  member  of  the  Calvin- 
Colwell  Co.,  Victor  dealers,  Troy,  N.  Y.,  has 
been  elected  to  the  directorate  of  the  Kiwanis 
Club  of  that  city. 


Extensive  Consumer  Publicity  and  Dealer  Co- 
operation and  Display  Material  Feature  Sales 
Campaign  Inaugurated  on  Pal  Portable 


The  Plaza  Music  Co.,  18  West  Twentieth 
street.  New  York,  manufacturer  of  the  Pal 
phonograph,  has  inaugurated  an  intensive  sales 
campaign  which  will  cover  a  period  of  months. 
Not  only  is  exceptional  co-operation  being  ex- 
tended to  the  retail  trade,  but  a  large  amount 
of  consumer  publicity  is  included  in  these  sales 
operations.  Special  stress  is  placed  upon  the 
fact  that  the  Pal  portable  in  its  present  form  has 
given  satisfaction  over  a  period  of  years. 

The  advertising  department  of  the  Plaza  Co. 
has  issued  some  particularly  attractive  display 
material  for  the  use  of  retailers.  Among  these 
is  a  very  handsome  rotogravure  display  panel, 
seventeen  by  twenty-five  inches,  mounted  on 
cardboard,  described  as  "showing  the  Pal  in  ac- 
tion." Accompanying  this  display  matter  each 
retailer  receives  a  quantity  of  consumer  circu- 
lars, newspaper  mats  and  copy. 


TO  OPEN  NEW  STORE  IN  MEMPHIS 


Saul  Bluestein,  of  the  Melody  Music  Shop,  111 
Madison  avenue,  Mempiiis,  Tenn.,  is  planning  lo 
open  a  -new  store  soon  on  Main  street. 


Cultivate  tact,  forbearance  and  a  level  head 
and  you  have  taken  a  big  step  toward  success. 


Do  you  know  what  an 

EDISON  PHONOGRAPH 

Franchise  would  mean  to  you? 

There  are  a  few  opportunities, 
NOW,  in  our  district  to  secure  an 

EDISON  AGENCY 

Wrile  Us 


-H- 


Proudfit  Sporting  Goods  Co. 

OGDEN,  UTAH 

I ntermountain  Distributors 
Utah,  Idaho,  and  Part  of  Wyo.  and  Nev. 
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One — two,  three!  One — two,  three!  How  the  heart  quickens 
its  beat  to  this  tempo.  The  "Old  Favorites  Waltz  Medley" — 
both  sides  of  Record  A-383 7 — is  going  to  set  thousands  of  hearts 
and  feet,  too,  going  when  the  strains  of  "Love's  Old  Sweet  Song," 
"Sweet  Adeline"  and  the  other  immortal  waltz  tunes  coax  'em 
into  action. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


LOS  ANGELES 

Biisi)iess  in  Good  Shape — Developments  J  long  Healthy  Lines 
— Latest  Models  Much  Admired — Some  Prominent  Visitors 


Los  Angeles,  Cal.,  April  5. — Reports  from  talk- 
ing machine  dealers  throughout  the  territory 
denote  that  business  is  keeping  up  very  satis- 
factorily. There  is,  however,  some  concern  at 
the  shortage  of  rain,  which  condition  seems  to 
extend  all  over  the  State,  and  a  dry  year,  with 
bad  effects  to  the  farmers,  is  feared. 

Vocalion  Record  General  Manager  Here 

O.  W.  Ray,  general  manager  of  the  Vocalion 
record  division  of  the  Aeolian  Co.,  was  in  Los 
Angeles  early  last  month.  Mr.  Ray,  who  had 
visited  most  of  the  important  cities  of  the 
country  on  his  transcontinental  trip  via  Chicago, 
Detroit,  Denver,  San  Francisco,  etc.,  expressed 
himself  as  much  gratified  with  conditions  every- 
where, and  especially  pleased  with  the  Red 
Record  representation  obtained  in  Southern 
California  through  the  efforts  of  the  distributors, 
the  Munson-Rayner  Corp. 

Sonora  Demand  Big 

Bent  Davies,  Southern  California  representa- 
tive of  the  Magnavox  Co.,  Sonora  distributor, 
returned  last  week  from  an  extended  trip  over 
his  territory.  He  states  that  85  per  cent  of  his 
orders  are  now  for  period  console  types,  and 
that  it  is  difficult  to  supply  the  demand.  Mr. 
Davies  reported  that  the  Blomberg  Jewelry 
Co.  and  the  Mission  Drug  Co.,  of  Pomona, 
have  installed  Sonora  departments. 

The  L.  M.  Barker  Furniture  Co.,  of  Fresno, 
has  also  obtained  the  Sonora  agency. 

New  Edison  Models  Much  Admired 

O.  A.  Lovejoy,  Los  Angeles  manager  of  the 
Edison  Phonographs,  Ltd.,  reports  that  the  re- 
cent arrival  of  the  first  two  carloads  of  the  new 
baby  consoles  was  a  matter  of  great  satisfaction 
to  dealers,  as  a  number  of  them  have  been  al- 
ready sold  to  customers. 

Sales  Manager  Wilson,  of  the  Carl  G.  Strock 
Co.,  Santa  Ana,  exclusive  Edison  dealer,  was  in 
Los  Angeles  last  week  and  reported  very  good 
business  in  his  territory  and  a  demand  for  the 
new  console  models  far  exceeding  thei?  ex- 
pectations. 

John  R.  Lewis,  who  for  the  past  two  years 
has  been  with  the  Phonograph  Corp.  of  Man- 
hattan, and  who  has  had  a  long  experience  in 
the    Edison    phonograph    business,    has  been 


engaged  by  Manager  Lovejoy  as  a  traveler. 

The  Long  Beach  Music  Co.,  which  recently 
succeeded  the  Haughton-Campbell  Piano  Co., 
has  secured  an  Edison  agency  in  Long  Beach, 
and  will  occupy  new  quarters  on  American 
avenue  early  this  month,  where  it  will  have 
exceptionally  attractive  warerooms. , 

Cheney  Advertised  by  Billboards 

The  Munson-Rayner  Corp.  has  arranged  for 
one  hundred  large  billboards  with  which  it  will 
advertise  the  Cheney  phonograph.  These  bill- 
boards will  be  placed  at  intervals  on  El  Camino 
Real,  the  celebrated  500-mile  highway,  which 
runs  from  San  Diego  to  San  Francisco. 
Important  Connections  for  Swanson  Portable 

E.  M.  Runyon,  manager  of  the  Swanson  Port- 
able Phonograph  Distributors  of  this  city,  manu- 
facturer of  the  Swanson  portable  phonograph, 
has  just  returned  to  I^os  Angeles  after  an  ex- 
tensive trip,  which  included  a  visit  to  practically 
every  jobbing  center  in  the  United  States.  Mr. 
Runyon  reports  that  Swanson  jobbers  are  antic- 
ipating an  unusually  active  Spring  and  Summer 
business  and  that  business  conditions  through- 
out the  country  are  sufficiently  encouraging  to 
make  the  prediction  that  1923  will  be  a  banner 
year  for  the  phonograph  industry.  Mr.  Runyon 
appointed  as  Swanson  jobbers  quite  a  number  of 
prominent  concerns  in  the  leading  trade  centers 
who  are  planning  to  feature  this  portable. 
Victor  Representative  at  Conference 

R.  P.  Hamilton,  special  Pacific  Coast  repre- 
sentative of  the  Victor  Co.,  made  a  fast  journey 
across  the  continent  last  month,  in  order  to 
attend  a  conference  at  headquarters  in  Camden. 
He  has  already  returned  to  Los  Angeles  and 
is  working  again  among  Victor  dealers,  by 
whom  he  is  very  highly  regarded. 

Visits  Southern  Part  of  State 

E.  R.  Darvill,  sales  manager  of  the  Alunson- 
Rayner  Corp.,  Swanson  jobber  for  California, 
accompanied  by  his  accessory  salesman  "Tom" 
Rockwell,  has  just  returned  from  a  trip  through 
the  southern  part  of  California.  They  are 
enthusiastic  regarding  the  demand  for  Swanson 
portables  and  appointed  many  new  dealers. 
Philip  T.  Clay  in  Los  Angeles 

Philip  T.   Clay,  president  of  Sherman,  Clay 


&  Co.,  Pacific  Coast  distributors,  accompanied 
by  Andrew  C.  McCarthy,  treasurer,  visited  Los 
Angeles  last  month.  He  called  on  a  number 
of  Victor  dealers  during  his  stay  here,  receiving 
ver3'  satisfactory  accounts  regarding  business. 
Phonograph  Manufacturer  Here 
Oscar  Mehorney,  president  of  the  Stout, 
Mehorney,  Smith  Trust,  who  is  interested  in  the 
Strand  phonograph,  arrived  here  last  month, 
and  spent  some  time  with  J.  J.  Grimsey,  local 
manager  of  the  Walter  S.  Gray  Co.,  California 
distributor  of  the  Strand  phonograph. 

Cheney  President  Here  This  Month 
E.  R.  Darvill,  salesmanager  of  the  Munson- 
Rayner  Corp.,  Cheney  phonograph  distributor, 
is  leaving  for  San  Francisco  early  this  month. 
He  states  that  Professor  Forrest  Cheney  will 
arrive  in  Los  Angeles  on  April  22  and  spend 
about  six  weeks  in  California. 

Headquarters  for  Okeh  Records 
W.  C.  Fuhri,  of  the  General  Phonograph 
Corp.,  paid  a  visit  to  Los  Angeles  in  the  latter 
part  of  last  month,  accompanied  by  W.  E. 
Henry,  who  is  well  known  throughout  the 
Pacific  Coast.  The  latter  has  been  appointed 
factory  representative  of  the  Okeh  records  and 
will  establish  headquarters  in  Los  Angeles. 
Brunswick  Dealer  Becomes  Impresario 
J.  C.  Padgham,  of  Padgham's  Brunswick  Shop, 
Santa  Ana,  arranged  for  a  concert  in  his  city 
with  Theodore  Karle,  Brunswick  artist,  as  solo- 
ist. The  concert  was  attended  by  a  large  audi- 
ence, which  enjoyed  the  magnificent  singing  of 
this  distinguished  tenor.  Mr.  Karle  received  an 
enthusiastic  ovation.  Mr.  Padgham  states  that 
he  has  received  many  letters  of  thanks  from 
Santa  Ana  citizens  for  bringing  Theodore  Karle 
to  their  town,  and  he  feels  that  his  efforts  have 
been  well  repaj'ed. 

Plan  Welcome  for  Opera  Star 
Police  Chief  Oaks  is  to  extend  an  official 
welcome  for  the  city  to  Dorothy  Jardon,  prima 
donna  of  the  Chicago  Grand  Opera  Co.  and 
Brunswick  artist,  on  her  arrival  here  to-morrow 
morning  via  the  Southern  Pacific.  Miss  Jardon, 
it  is  said,  is  the  only  woman  in  America  holding 
a  police  captaincy.  She  won  this  distinction  in 
New  York  City  by  lending  her  assistance  for 
the  annual  police  drills  and  exhibitions  during 
the  last  few  years.  She  is  coming  here  for  a 
limited  engagement  at  Loew's  State  Theatre. 
Motion  pictures  are  to  be  made  of  Chief  Oaks 
and  Miss  Jardon,  and  will  be  shown  at  Loew's 
here  and  the  three  hundred  other  Loew  houses 
in  America.  Brunswick  dealers  are  planning  a 
special  reception  of  their  own  for  this  artist. 
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The 
New 


CAROLA 

The  Nightingale  of  Phonographs 
NATIONALLY  ADVERTISED  TO  9  MILLION  PEOPLE 


In  February  we  announced  the  new 
CAROLA  models.  Since  then  over  eight 
hundred  additional  new  Carola  dealers  have 
placed  orders  with  us  and  repeat  business 
is  increasing  very  rapidly. 

This  new  CAROLA  is  all  that  we  claim 
for  it — the  best 
phonograph  value  on 
the  market  today. 

The  new  PORT- 
ABLE is  a  dandy — 
see  it  once — listen  to 
it    half    a  minute — 


SPECIFICATIONS 

The  Motor — Exclusive  Carola  product — 
Heavy  cast  frame — no  spur  gears — self- 
lubricating — noiseless  action — e  a  s  y  ad- 
justment— standard  14-foot  spring — plays 
full  12-inch  record  one  winding — used  on 
all  new  Carola  models. 

Reproducer — and  tone  arms — full-sized 
exclusive  Carola  construction — guaranteed 
to  equal  those  found  on  machines  costing 
many  times  price. 

Amplifier — Special  Carola  design  giving 
great  volume— may  be  regulated  and 
played  when  closed. 

Size  and  Weight — Cabinet  models,  llx- 
13x31  with  top  open — weighs  about  17 
pounds.  Portable  model,  11x13x9— 
weighs  about  15  pounds. 

Finishes — Cabinet  models  in  acoustic 
metal  finished  in  Mahogany  or  Old  Ivory, 


Retail    Price    East    of  $ 
the  Rockies,  all  models 
except  Polychrome  .  , 


20= 


Polychrome    .  . 

LIBERAL  DEALER 


.  $25.00 

DISCOUNTS 


/CAR0LA\ 

Vi,    o/ 


and  you  will  be  sold  by  doing  a  quantity 
business  with  it  at  the  remarkably  low  price 
of  $20,  with  a  long  margin  of  profit  for  you. 

Remember,  it  will  play  any  standard  Disc 
record  up  to  twelve  inches,  as  well  as  the 
average  machine  selling  for  $150.00.  Cer- 
tainly this  should 
interest  your  trade 
and  we  will  be  very 
glad  to  give  you 
additional  informa- 
tion upon  request. 


SPECIFICATIONS 

nickel  trimmings — and  Polychrome,  gold 
fittings.  Portable  finished  in  jet  black 
with  nickel  trim. 

Special — Ample  record  storage  space  in 
all  models.  Packing — Cabinets  in  single 
cases.    Portables — four  to  a  case. 

ALL  PARTS  STANDARDIZED  AND 
INTERCHANGEABLE. 

Send  for  dealers'  approval  proposition. 

The  CAROLA  COMPANY 

410  Lakeside  Ave.,  N,  W. 
CLEVELAND.  OHIO 


NEW  YORK 
118  E.  28th  Street 


CHICAGO 
30  N.  Michigan  Are. 
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"YQU  cam  S.O  wronA- with  any 'FSiST'go-n^" 


RESIGNATION  OF  M.  H.  WHEAT 


WINS  ORDER  IN  COMPETITION 


ATTRACTIVE  COLUMBIA  DISPLAY 


Sales  Manager  for  W.  H.  Reynalds,  Victor 
Wholesaler  of  Mobile,  Returns  to  Chicago 


Mobile,  Ala,,  April  3. — M.  H.  Wheat,  for  the 
past  two  years  in  charge  of  the  sales  activities 
of  W.  H.  Reynalds,  Victor  wholesaler  of  this 
city,  has  resigned  that  position  and  is  returning 
to  his  former  home  in  Chicago  where  he  plans 
future  activities.  Mr.  Wheat  has  been  long  con- 
nected with  the  talking  machine  trade,  handling 
both  the  Victor  and  Brunswick  lines  in  the 
course  of  his  career.  He  has  not  announced 
his  future  plans. 


New  Edison  Store,  North  Tonawanda,  N.  Y., 
Places  Instrument  in  Local  School,  Following 
Vote  of  Pupils  After  Demonstration 


Sioux  City  Newspaper  Features  Columbia  Prod- 
uct in  Exceptionally  Fine  Window — Schmol- 
ler  &  Mueller  Responsible  for  Display 


C.  W.  LUDWIQ  TO  OPEN  BRANCH 


New  Store  Will  Be  Opened  in  Rochester,  N.  Y. 
— Sonora  to  Be  Featured 


Rochester,  N.  Y.,  April  9. — C.  W.  Ludwig  & 
Sons,  Inc.,  this  city,  will  open  on  or  about  April 
15  a  branch  store  on  the  corner  of  Main  and 
Gibbs  streets,  directly  opposite  the  new  East- 
man School  of  Music  and  Theatre.  This  store 
will  feature  the  Sonora  phonograph  and  will  be 
one  of  the  finest  in  Rochester. 

The  Ludwig  Co.  was  one  of  the  pioneer  So- 
nora dealers  in  this  State  and  has  been  remark- 
ably successful  in  handling  the  Sonora  line.  It 
has  placed  a  large  number  of  these  instruments 
in  and  around  Rochester.  William  C.  Ludwig 
has  long  been  connected  with  the  musical  in- 
terests of  Rochester,  being  an  accomplished  vio- 
linist and  a  popular  personality. 


North  Tonawanda,  N.  Y.,  April  7. — The  Tona- 
wanda High  School,  of  Tonawanda,  N.  Y.,  chose 
the  New  Edison  for  school  use  after  a  competi- 
tive test.  A  committee  of  two  young  ladies  and 
one  young  man  from  the  school  recently  called 
at  the  New  Edison  Store,  of  Curt  C.  Andrus, 
and  arranged,  after  a  thorough  demonstration 
by  Mr.  Andrus,  to  have  the  New  Edison  sent 
to  the  school,  where  a  test  of  the  Edison  and 
another  instrument  of  well-known  make,  which 
was  witnessed  by  about  500  students  and  teach- 
ers, was  staged.  After  the  demonstration  a  vote 
of  the  students  was  taken  and  about  five  of  the 
500  voted  in  favor  of  the  other  instrument  while 
the  remaining  495  voted  in  favor  of  purchasing 
the  New  Edison.  The  school,  therefore,  pur- 
chased a  $200  Edison  phonograph  and  paid  cash 
for  it.  Mr.  Andrus  considers  this  a  wonderful 
victory  for  the  New  Edison  and  it  will  lead  to 
increased  New  Edison  sales  in  the  homes  of 
many  of  the  students  who  heard  the  test.  Mr. 
Andrus  has  conducted  seven  tone-tests  in  the 
past  seven  years  in  the  Tonawandas  with  ex- 
cellent results. 


Sioux  City,  Ia.,  April  5. — The  merchandising 
window  of  the  Sioux  City  Journal  recentlj'  car- 
ried a  very  artistic  display  of  Columbia  mer- 


TAKES  ON  THE  BRUNSWICK  LINE 


Reinhardt,  music  dealer,  23  South  Main  street, 
Memphis,  Tenn.,  recently  added  the  Brunswick 
line.    Small  goods  are  also  featured. 


Schmoller  &  Mueller  Co.'s  Attractive  Window 

chandise.  It  was  through  the  efforts  of  the 
Schmoller  &  Mueller  Co.,  of  this  city,  well  known 
Columbia  dealers,  that  this  display  was  made 
possible.  This  enterprising  dealer  prepared  all 
of  the  necessary  material,  including  the  center- 
piece, featuring  Louis  Graveure,  exclusive  Co- 
lumbia artist,  and  the  display  cards  were  litho- 
graphed in  eight  colors.  The' background  was 
effectively  arranged,  and  the  window  won  the 
favorable  comments  of  all  passers-by. 


THE  EMPIRE  UNIVERSAL  TONE  ARMS  AND  REPRODUCERS 

Positively  Create  that  Richness  and  Fullness  of  Tone  Combined  with  Perfect  Reproduction. 


Send  for  sample  of  our  new 
Tone  Arm  for  Portable 
Machines  and  Edison 
Attachments. 


We  invite  a  personal  test.  There  is 
nothing  more  convincing.  Order  a 
sample  arm  and  test  it  out.  It  will 
win  you  on  merit  only.  Our  prices 
are  low  and  the  quality  second  to  none. 

Write  or  wire  us  for  samples  and  quo- 
tations and  give  us  an  outline  of  your 
requirements. 


THE  EMPIRE  PHONO  PARTS  COMPANY,  1362  East  Third  Street,  Cleveland,  0. 


Establithed  in  1914 


Manufacturers  of  High-Grade  Tone  Arms  and  Reproducers 


W.  J.  McNAMARA.  Pretident 


Cable  Address  "Emphono" 
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La-dyLuCkyorityoa  smile  on   me?     I've   wait-ed  solon^and     pa  -  tient-Iy, 

IMUICK 

A  GEM  SONG  FROM  THE  NEW  MUSICAL  COMEDY 


'J 


Music  by  Harry  Tierney 
Lyrics  by  Joseph  McCarthy 


You  can't  ^0  wron^ 
Vith  any  FEIST  son|" 


ALBANY 


miUHlilSlHIiliHIIIISi 


Baker-  Music  House,  Inc.,  Ex- 
panding — Tzvo  New  Incorporations 
— Trade    Changes    and  Activities 


Albany,  N.  Y.,  April  7. — The  Baker  Alu-ic 
House,  Inc.,  dealer  in  Columbia,  Starr,  Sonora 
and  Brunswick  phonographs  and  records,  has 
greatly  expanded  its  business  in  the  past  several 
months  and  has  nearly  completed  the  sale  of 
5,000  shares  of  preferred  stock  of  the  par  value 
of  $50  and  2,500  shares  of  common  stock  of 
no  par  value.  The  preferred  stock  has  paid  8 
per  cent  and  the  common  stock  $4  a  year,  and 
extra  dividends  have  been  distributed  from  time 
to  time.  F.  A.  Brown,  general  manager, 
has  made  a  special  effort  to  place  much  of 
the  new  stock  in  the  rural  sections  for  the  pur- 
pose of  developing  trade  in  the  territory  outside 
the  cities.  "Every  stockholder  means  a  booster 
for  the  company  and  we  have  endeavored  to 
distribute  the  shares  as  widely  as  possible,"  said 
Mr.  Brown.  The  net  profits  of  the  business  in 
1922  showed  a  large  increase  over  1921  and  were 
the  cause  of  increasing  the  capital  stock.  The 
ofificers  of  the  company,  who,  since  the  first 
of  the  year  have  devoted  their  energies  to  the 
promotion  of  the  business,  are  C.  P.  Baker, 
president;  Eugene  Oaster,  secretary,  and  James 
Kelly,  treasurer. 

The  American  Phonograph  Co.,  Edison  dis- 
tributor, this  city,  has  been  busy  supplying  a 
steadily  growing  demand  for  Edison  phono- 
graphs and  records.  The  prestige  of  this  line 
in  the  large  territory  covered  by  the  American 
Phonograph  Co.  is  making  it  one  of  the  leaders 
here  and  the  confidence  of  dealers  is  indicated 
by  the  substantial  orders  being  received. 

Stockman's  Eighty-sixth  Street  Music  Shop, 
Inc.,  has  been  incorporated  at  the  office  of  the 
Secretary  of  State  to  deal  in  talking  machines 
and  musical  instruments.  The  capital  stock  is 
$10,000  and  the  principal  place  of  business  is 
New  York  City.  The  directors  are  M.  Stock- 
man and  I.  Stockman,  New  York,  and  M.  Cohen, 
Brooklyn. 

The  Usinga  Disc  Corp.  has  also  been  incor- 
porated to  manufacture  phonographs  and  parts, 
with  a  capital  stock  of  $5,000.  The  principal 
place  of  business  will  be  in  Brooklyn  and  the 
directors  are  Charles  C.  Hasin,  Max  Abrahams 
and  D.  P.  Golenpaul,  all  of  Brooklyn. 

Al  Edelstein,  proprietor  of  the  Strand  Temple 
of  Music,  has  returned  from  New  York  City, 
where  he  made  extensive  purchases  of  the  latest 
models  of  talking  machines,  including  an  addi- 
tional record  section  to  hold  10,000  records.  Mr. 
Edelstein  is  enthusiastic  over  the  Victor  period 
art  models  and  predicts  a  big  sale  of  them.  He 
is  a  pioneer  advocate  of  the  benefits  resulting 
from  unique  and  attractive  window  displays  and 
relies  on  them  as  sale  promoters.  A  recent  dis- 
play advertising  the  "Parade  of  the  Wooden 


Soldiers"  attracted  attention  throughout  the  city 
and  Mr.  Edelstein  says  it  resulted  in  phenomenal 
sales  of  the  record.    He  was  the  first  Albany 


caroUe  models  of  Sonora  phonographs  are  being 
received  in  stock,  as  well  as  the  latest  Victor 
models.  The  store  has  a  large  rural  trade,  but 
the  bad  weather  and  roads  the  past  month  have 
curtailed  business  from  outside  the  city. 

The  Pommer  Music  Shop  has  completed  the 
first  year  of  the  inauguration  of  its  music  de- 
partment. The  Pommer  shop  was  opened  a 
vear  and  a  half  ago  with  the  exclusive- sale  of 


"Parade,  of  the  Wooden  Soldiers"  Window 

merchant  to  use  color  screens  in  his  windows 
and  his  weekly  displays  are  the  most  unique 
and  original  seen  in  Albany. 

Jay  Collins,  formerly  connected  with  Story  c& 
Clark,  of  Pittsburgh,  Pa.,  has  been  appointed 
manager  of  the  branch  store  of  the  Baker  Music 
House,  Inc.,  at  Utica,  N.  Y.  He  succeeds  A.  W. 
Holgate,  who  has  established  a  new  business 
for  himself.  The  Baker  Co.  has  branch  stores 
in  Watertown,  Hudson,  Glens  Falls,  Platts- 
burgh,  Schenectady,  North  Adams,  Mass.,  and 
Bennington,  Vt.,  and  agencies  in  eight  smaller 
places. 

L.  A.  Alverson,  Albany  pianist  and  trombone 
player,  has  been  elected  secretary  of  the  Thomas 
Music  Stores,  Inc.,  to  succeed  Edgar  S.  Van 
Olinda,  resigned.    The  new  Serenade  and  Bar- 


Artistic  Pommer  Music  Shop 
Brunswick  phonographs  and  records.    The  store 
is  equipped  with  Selrex  record  listeners. 


DEVINE  OPENS  IN  CINCINNATI 


Charles  H.  Devine,  who  formerly  was  man- 
ager of  the  Aeolian  Co.  in  Cincinnati,  has 
opened  a  store  of  his  own  which  is  located  on 
Fourth  street,  in  that  city. 


says 

Make  plans  now  for  your  future  SUCCESS  and 
PROFIT.  Grasp  THIS  opportunity— one  that 
will  give  you  the  leadership  in  your  community. 

SELL  THE  NEW  EDISON 

The  SUPERIORITY  of  its  music  reproducing 
qualities  is  ackno.vledged  by  all. 

In  DESIGN  and  ARTISTIC  APPEARANCE 
it  has  never  been  approached. 

In  PRICE,  there  is  an  Edison  to  fit  the  purse  of 
everyone. 

At  certain  points  we  desire  additional  represen- 
tation. Would  you  like  to  know  more  about  an 
EDISON  FRANCHISE,  and  its  possibilities? 

Write  today  and  let  us  give 
you  the  complete  details. 

AMERICAN  PHONOGRAPH  CO. 

707-oQ  BROADWAY,  ALBANY,  N.  Y. 
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B  A  L  T  I  M  0  R  E 

General  Revival  of  Business  Creates  Optimism  in  Trade  Circles 
— Shortage  in  Several  Instrument  Styles — Neivs  of  the  Month 


Baltimore,  j\Id.,  April  7. — The  talking  machine 
business  here  the  past  month  has  been  much 
better  than  that  of  the  corresponding  month  of 
last  year  and  considerably  ahead  of  that  of  the 
previous  month  this  year.  This  is  the  report 
from  the  jobbing  houses  generally,  whose  only 
complaint  is  inability  to  get  machines  to  sup- 
ply orders  already  booked,  which  not  only  re- 
stricts business  but  prevents  taking  on  many 
new  accounts  before  being  able  to  take  care 
of  old  customers. 

This  is  particularly  true  of  the^  E.  F.  Droop  & 
Sons  Co.,  which  firm,  according  to  Manager 
Roberts,  has  never  been  able  to  fully  supply  the 
demand  for  Nos.  80  and  210  machines.  "We 
have  had  all  we  can  do  to  keep  our  trade  sup- 
plied and  for  that  reason  have  not  gone  after 
new  business  for  some  time,"  said  Mr.  Robelt^. 
"I  can't  see  any  business  in  taking  on  new  ac- 
counts when  it  is  impossible  to  supply  the  de- 
mand of  your  old  trade.  We  have  been  over- 
sold on  the  80  and  210  models  practically  ever 
since  they  were  put  on  the  market  and  we  never 
get  them  any  nearer  our  warehouse  than  the 
curbstone. 

"I  was  up  to  the  Victor  factory  last  week 
looking  over  the  new  models,"  continued  Air. 
Roberts,  "and  am  very  enthusiastic  over  them. 
They  are  going  to  be  wonderful  sellers  and  I 
only  hope  the  factory  will  be  able  to  supply  us 
promptly  after  the  machines  are  put  on  the 
market." 

Cohen  &  Hughes,  Inc.,  another  Victor  job- 
bing house,  also  reports  business  as  verj'  good 
the  past  month,  as  well  as  being  oversold  on  a 
number  of  models,  but  hopes  to  be  able  to  catch 
up  with  deliveries  during  the  present  month. 

T.  P.  Smith  is  another  newcomer  with  Cohen 
&  Hughes  and  has  taken  cliarge  of  the  account 
and  collections  department. 

I.  Son  Cohen,  head  of  the  firm,  who  was  just 
on  the  point  of  leaving  to  try  out  his  new  Lin- 
coln sedan  on  a  trip  to  Washington  when  The 
World  representative  called,  stopped  long- 
enough  to  say  that  the  Washington  branch  was 
also  doing  an  excellent  business  and  business 
generally  was  improving. 

Mr.  Parks  has  just  returned  from  a  trip  to 
Virginia  seaport  towns  and  reports  a  revival  of 
business  in  most  lines,  especially  in  shipping, 
which  has  been  rather  dull  since  the  first  of  the 
year. 

A.  M.  Calais,  who  has  been  representing  the 
Columbia  in  western  Maryland  and  parts  of  Vir- 
ginia, has  been  transferred  to  his  old  territory 
in  North  Carolina.  The  Virginia  territory  has 
been  taken  over  by  H.  W.  Button. 

C.  F.  Shaw,  head  of  the  local  Brunswick 
agency,  has  only  one  complaint  to  make  about 


business  and  that  is  inability  to  get  goods  al- 
ready booked,  especially  on  the  York,  which 
type  of  machine  has  been  oversold  at  this 
branch  ever  since  it  was  put  on  the  market.  Mr. 
Shaw  said  business  generally  in  this  territory 
had  been  verj'  good  so  far  this  year  and  he 
looked  for  a  continuance  through  the  entire 
Summer,  judging  from  business  conditions 
throughout  the  South. 

The  J.  P.  Caulifield  Co.,  Inc.,  distributor  of 
the  Edison,  has  no  complaint  to  make  about 
the  talking  machine  business,  especially  on  the 
William  and  Mary  period  model,  which  is  meet- 
ing with  a  big  sale  in  this  section. 

The  Strand  is  another  machine  that  is  being 
featured  by  a  number  of  retailers  and  meeting 
with  a  good  reception,  according  to  general  re- 


ports of  merchants  throughout  this  territory. 

The  Okeh  records,  which  are  being  featured 
by  several  stores  here,  are  popular  with  the  pub- 
lic. The  William  La  Bai  Music  Co.,  210  West 
Franklin  street,  for  instance,  has  an  attractive 
window  display  of  the  April  releases  of  the 
Okeh  records.  Distribution  of  the  Okeh  rec- 
ords at  present  is  being  made  through  the  Phil- 
adelphia branch,  but  it  is  said  that  a  local 
branch  will  shortly  be  opened  here. 

Columbia  Wholesalers,  Inc.,  which  was  re- 
cently formed  to  vi^holesale  Columbia  products 
in  this  and  adjoining  States,  is  now  settled  at 
its  headquarters  at  205  West  Camden  street. 
These  headquarters  are  advantageously  located 
within  a  block  of  the  B.  &  O.  terminal  and  re- 
cent shipments  received  from  Columbia  head- 
quarters, New  York  City,  have  provided  sub- 
stantial stock.  The  organization  consists  of  W. 
S.  Park,  president;  L.  L.  Andrew,  vice-president, 
and  William  H.  Swartz,  secretary  and  treasurer. 
Mr.  Parks  reports  that  this  new  organization 
has  done  considerable  business  from  the  very 
first  and  is  very  enthusiastic  over  prospects  for 
the  balance  of  the  year. 


T.  R.  CLARK  WITH  COHEN  &  HUGHES 


Appointed  Sales  Manager  of  Baltimore  Head- 
quarters of  Prominent  Victor  Distributor — 
Completes  Organization 


B.ALTIMORE,  Md.,  April  6. — With  the  announce- 
ment of  the  appointment  of  T.  Ralph  Clark  as 
manager  of  sales  at  the  Baltimore  headquarters 
of  Cohen  &  Hughes,  Inc.,  Victor  distributors, 
this  progressive  firm  has  thoroughly  completed 
its  organization  for  1923.  Dating  back  from 
last  October,  at  which  time  this  long-established 
company  was  incorporated,  I.  Son  Cohen,  presi- 
dent of  the  company,  has  carefully  gathered 
about  him  men  of  high  caliber,  well  trained  in 
the  talking  machine  field  and  i^articularly  well 
fitted  for  the  particular  duties  which  are  theirs. 

T.  Ralph  Clark,  the  latest  member  of  the 
Cohen  &  Hughes  organization,  is  widely  ex- 
perienced in  Victor  merchandising,  having  been 
connected  for  a  number  of  j'ears  with  the  Penn 
Phonograph  Co.,  in  Philadelphia.  Mr.  Clark 
assumed  his  new  duties  as  manager  of  the  Bal- 
timore headquarters  the  first  of  the  month. 

The  executive  staff  of  the  Cohen  &  Hughes 
organization  now  consists  of  the  following:  I. 
Son  Cohen,  president;  William  Biel,  secretary 
and  treasurer;  E.  J.  Totten,  general  sales  man- 
ager; Leslie  Lore,  sales  manager  of  Washing- 
ton; T.  Ralph  Clark,  sales  manager  of  Balti- 
more, and  the  traveling  staff  consisting  of  A.  B. 
\Vertheim,  V.  S.  Taylor,  James  Robinson  and 
L.  A.  Randall. 

I.  Son  Cohen,  chief  executive  of  the  organ- 
ization, of  course,  needs  no  introduction  to  the 
trade.  It  is  due  to  his  ability  and  untiring  ef- 
forts that  the  company  has  grown  to  its  present 
large  proportions.  Sharing  the  executive  work 
with  Mr.  Cohen  is  William  Biel,  who  has  been 
connected  with  the  organization  since  last  Oc- 


tober, and  his  exceptional  business  ability  has 
already  had  a  favorable  eft'ect  in  the  conduct- 
ing of  the  business. 

In  addition  to  the  building  up  of  the  personnel 
Cohen  &  Hughes,  Inc.,  have  not  neglected  ma- 
terial preparation.  The  entire  record  depart- 
ment has  been  refitted  with  new  metal  shelv- 
ing and  tables  and  all  modern  devices  that  will 
facilitate  the  sale  of  orders  and  expedite  their 
delivery.  Mr.  Cohen  states  that  record  stocks 
are  now  complete  to  a  remarkable  degree  and 
expects  that  1923  \\\\\  prove  an  exceptional  rec- 
ord year. 


DOING  BIG  BUSINESS  IN  THE  SOUTH 


Edison  Department  of  Sterchi  Bros.  &  Fowler 
Enjoys  Growing  Demand 


Ch.\tt.\xoog.^,  Tenn.,  April  9. — The  Edison  pho- 
nograph department  of  Sterchi  Bros.  &  Fowler, 
Inc.,  wholesalers,  has  been  enjoying  a  better 
business  during  the  past  month  than  for  some 
time,  according  to  J.  T.  Leaman,  manager  of 
this  branch  of  the  business.  Sales  have  in- 
creased steadily  and  the  outlook  is  bright,  says 
Mr.  Leaman,  who  is  aggressively  pushing  this 
line  with  much  success.  Sterchi  Bros.  &  Fowler 
are  one  of  the  largest  manufacturing,  importing 
and  jobbing  concerns  in  the  South  and,  in  addi- 
tion to  the  phonograph  interests,  pianos,  furni- 
ture, etc.,  are  handled. 


H.  B.  BAGGETT  IN  NEW  POST 


Herman  B.  Baggett  has  just  been  appointed 
manager  of  the  Bedford  Music  Shop,  1253  Bed- 
ford avenue,  Brooklyn,  N.  Y.,  of  which  A.  Bersin 
is  proprietor.  Mr.  Baggett  was  formerly  man- 
ager of  the  Ormonde  Shop  on  Fulton  street. 
The  Bedford  Music  Shop  handles  the  Victor. 


Store  Equipment 


of 


Quality  and  Design 


Hearing  Rooms 
Record  Racks 
Service  Counters 


Ask  us  about 
our 

new  Sheet  Music  Rack 


Display  Cases 
Musical  Instrument 
Cases,  etc. 


ZIMMERMAN  BITTER  CONSTRUCTION  CO. 


Offices,  Factories  and  Warerooms — 325-327  East  94th  Street 

Telephone:  Lenox  2960 


New  York  City 
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E.  J.  TOTTEN 
General  Sales  Manager 


LESLIE  LORE 
Sales  Manager,  Washington 


A  TIE-UP 

THAT  MEANS 

EFFICIENCY  PLUS 

An  intangible  quality  such  as  service  must  be 
judged,  first  by  the  organization  rendering  it, 
secondly,  by  the  men  who  are  the  component 
parts  of  that  organization  and  lastly  by  v^^hat  this 
service  is  and  does. 

In  visualizing  Cohen  &  Hughes  Victor  Service 
herevv^ith,  we  are  proud  to  present  the  personnel 
of  the  organization — every  man  highly  trained 
and  well  fitted  for  his  particular  duties.  We  call 
attention  to  the  two  large  headquarters,  one  in 
Washington,  the  other  in  Baltimore — each  one  a 
great  Victor  distributing  unit  in  itself.  Combined 
they  effect  a  service  of  such  magnitude  that  it  is 
hard  to  define.   ^ 

COHEN  &  HUGHES,  inc. 

Victor  Wholesalers 

BALTIMORE,  MD.      WASHINGTON,  D.  C. 


A.  r..  WERTHEIM  VICTOR  S.  TAYLOR  J  AS.  ROIUXSO 


T.  RALPH  CLARK 
Sales  Manager,  Baltimore 


Travelling  Sales  Staff 
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RECORD  SALES  VOLUME 

ENJOYED  IN  BROOKLYN 


Record  and  Machine  Sales  Exceed  Expectations 
— Long  Island  Phonograph  Co.  Inaugurates 
Series  of  Sales  Conferences — Company  in 
New  Home — Morris  Wharton  in  Attractive 
New  Store — Other  Leading  Trade  Activities 


The  talking  machine  trade  in  the  Broolclyn 
and  Long  Island  section  of  metropolitan  New 
York  during  the  month  of  March  experienced 
one  of  the  largest  sales  of  machines  and  records 
ever  enjoyed  in  this  territory.  Talking  machine 
business  went  far  beyond  expectations  and  sales 
were  evenly  divided  between  the  upright  models 
and  the  popular  console  type  which  has  been 
much  in  vogue  during  the  last  two  years.  Con- 
trary to  the  much-discussed  opinion  that  the 
console  type  machine  was  in  greater  favor  than 
the  upright  was  the  large  sale  enjoyed  in  the 
upright  model,  and  talking  machine  dealers  ac- 
cordingly are  reordering  upright  types  in  large 
quantities  from  their  respective  jobbers. 
Record  business  has  been  more  than  gratifying 
and  sales  of  all  classes  of  records  have  kept 
cash  registers  ringing  since  the  first  of  January, 
and  dealers  are  all  of  the  opinion  that  this  phase 
of  the  trade  has  struck  its  normal  pace  and  that 
all  indications  point  to  a  prosperous  year  in  all 
departments  of  the  business.  Of  course,  dealers 
realize  that  record  business  is  of  vital  impor- 
tance, as  it  represents  a  quick  turnover  and 
quick  profits.  Therefore,  every  effort  to  increase 
the  sale  of  the  high-priced  records,  particularly 
the  operatic  and  standard  numbers,  is  being 
made,  and,  accordingly,  sales  of  this  class  of 
records  have  increased  materially. 

Start  Series  of  Sales  Conferences 

The  Long  Island  Phonograph  Co.,  Sonora 
jobber  for  Brooklyn  and  Long  Island,  has  in- 
augurated a  series  of  sales  promotion  confer- 
ences with  its  dealers,  which  will  continue,  it  is 
expected,  throughout  the  coming  year.  It  is 
planned  to  hold  these  conferences  at  the  offices 
of  the  company  in  Brooklyn  at  least  once  a 
month,  but  to  give  them  a  proper  send-off 
during  the  month  of  March  dealers  were  invited 
to  attend  one  each  week,  in  order  to  give 
every  one  of  the  dealers  a  chance  to  be  present. 
These  are  being  held  in  conjunction  with  the 
Sonora  Phonograph  Co.  of  New  York,  and  at 
every  meeting  oflicials  of  the  company  were 
present  to  address  the  dealers  and  discuss  mat- 
ters  of   intercut   in   the   merchandising  of  the 


\ 
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Specialize 

MAKE  YOUR  SHOW  WINDOW  PAY  YOUR 
RENT.  FEATURE  A  DIFFERENT  RECORD 
EVERY  WEEK.  MAKE  YOUR  WINDOW 
DISPLAY  DISTINCTIVE  AND  OUT  OF  THE 
ORDINARY,  SO  THAT  IT  IS  BOUND  TO  BE 
NOTICED. 

YOU  WILL  FIND  IT  WILL  PAY  YOU. 

mm  m  MCANt 

VlCTOI^  Wttei.E9i%UR9r 


Sonora  in  this  important  district  of  metropolitan 
New  York. 

On  each  occasion  George  E.  Brightson,  presi- 
dent and  general  manager  of  the  Sonora  Phono- 
graph Co.,  gave  the  dealers  a  very  interesting 
talk  on  the  possibility  offered  to  dealers  in  the 
merchandising  of  the  Sonora  phonograph.  He 
e.Kpressed  his  warm  appreciation  in  being  able 
to  meet  the  dealers  personally,  and  he  also 
spoke  at  some  length  on  the  practice  of  price- 
cutting  and  stated  emphatically  that  Sonora 
dealers  in  metropolitan  New  York  who  were 
resorting  to  this  method  of  securing  business 
would  in  the  end  be  the  losers.  He  stressed 
the  importance  of  giving  customers  service  in 
the  upkeep  of  their  machines  after  the  sale  had 
been  consummated,  and  said  that  this  point 
should  be  given  the  earnest  consideration  of 
every  Sonora  dealer  in  the  country. 

R.  H.  Keilli.  president  and  general  manager 


THE  INSTRUMENT  OF  QUALITY 

onor. 

CLEAR    AS   A  BELL 

The  Highest  Class  Talking  Machine  in  the  World 

Our  dealer  plan  of  action 
is  to  serve  with  satisfaction. 

Long  Island  Phonograph  Co.,  Inc. 

Sonora  Distributors  for  Brooklyn  and  Long  Island 
150  Montague  Street,  Brooklyn,  N.  Y.  Telephone  Main  4186 


of  the  Long  Island  Phonograph  Co.,  was  chair- 
man of  the  meeting  and  addressed  the  dealers, 
asking  them  for  their  co-operation  in  order  that 
the  Long  Island  Phonograph  Co.  might  be  able 
to  more  efficiently  serve  them.  J.  J.  Schrat- 
weiser,  sales  manager  of  the  company,  spoke  to 
the  dealers  on  future  plans  of  the  Long  Island 
Phonograph  Co.,  outlining  several  new  features 
designed  to  help  Sonora  dealers  in  this  territory. 

Frank  Coupe,  vice-president  and  sales  man- 
ager of  the  Sonora  Phonograph  Co.,  delivered 
an  address  on  production  plans  of  the  Sonora 
company,  asking  dealers  to  place  their  orders 
as  far  in  advance  as  possible,  to  enable  the  Son- 
ora company  to  produce  enough  machines  to 
meet  all  demands.  Frank  Goodman,  assistant  to 
Mr.  Coupe,  then  addressed  the  dealers  and  spoke 
about  the  co-operation  which  the  Sonora  com- 
pany is  endeavoring  to  give  them,  and  that  plans 
for  the  coming  year  are  being  prepared  that  will 
prove  of  material  help  to  dealers. 

One  of  the  most  interesting  talks  given  to 
dealers  was  that  of  E.  D.  Coots,  of  the  Sonora 
Phonograph  Co.,  who  gave  a  detailed  explana- 
tion of  the  technical  makeup  of  the  Sonora  tone 
arm,  reproducer,  amplifying  horn  and  the  gen- 
eral construction  of  the  instrument.  He  outlined 
the  large  expenditure  entailed  in  experimental 
work  which  the  Sonora  company  was  carrying 
on  and  emphasized  the  importance  of  every 
dealer  familarizing  himself  with  this  technical 
information. 

After  the  meeting  the  entire  group  of  dealers 
was  entertained  at  luncheon  and  all  went  back  to 
their  respective  stores  convinced  that  meetings 
of  this  kind,  where  dealers  could  get  together 
and  listen  to  these  interesting  discussions,  were 
of  great  value  to  themselves. 

Long  Island  Phonograph  Co.  Moves 

The  Long  Island  Phonograph  Co.,  Sonora 
jobber  for  this  district,  has  moved  from  the 
present  quarters  at  150  Montague  street,  where 
it  has  been  located  for  the  past  two  years,  to 
new  offices  at  17  Hanover  place,  Brooklyn.  The 
new  offices  are  in  the  Lane  Bryant  Building, 
easily  accessible  from  all  sections  of  Brooklyn, 
representing  one  of  the  finest  wholesale  dis- 
tributing plants  in  the  East.  R.  H.  Keith,  gen- 
eral manager  of  the  company,  has  had  this  new 
move  in  mind  for  some  time  past,  as  the  com- 
pany's increasing  business  demanded  better  and 
more  commodious  quarters.  A  feature  of  the 
new  quarters  is  a  large  display-room  where  the 
entire  Sonora  line  will  be  exhibited  in  a  high- 
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Doehler  Die-Cast  Zinc  and  Aluminum  Alloy 
Phonograph  Reproducers. 

Metallurgical  and  chemical  research 
is  continually  bringing  new  develop- 
ments in  metal  alloys  with  new 
properties  and  new  values — suggest- 
ing new  possibilities  in  die-casting 
economies. 

Doehler  engineers  are  in  constant 
touch  with  these  new  developments, 
and  Doehler  customers  are  among 
the  first  to  be  advised  and  to  secure 
the  advantages  of  these  latest  re- 
sults of  scientific  study — all  to  the 
end  that  each  Doehler  Die-Casting 
shall  be  the  utmost  in  value. 


BROOKLYN.  N.Y. 

TOLEDO.  OHIO. 


class  manner.  A  complete  showing  of  dealer  serv- 
ice material  will  be  made  here  and  dealers  are 
urged  to  make  use  of  these  sales  helps.  "This  fea- 
ture," stated  Mr.  Keith,  "we  consider  of  utmost  im- 
portance, and  we  intend  to  so  arrange  our  plans 
as  to  give  dealers  a  maximum  service  in  every 
detail.  Invitations  will  be  sent  out  to  the  trade 
in  general,  announcing  this  new  move  and  ask- 
ing dealers  to  inspect  the  new  headquarters." 

J.  T.  Schratweiser,  sales  manager  of  the  com- 
pany, in  commenting  on  business  for  March, 
stated  with  much  enthusiasm  that  figures  for 
this  period  were  70  per  cent  larger  than  for  the 
same  period  last  year,  and  from  all  indications 
the  demand  for  Sonora  merchandise  in  this 
territory  will  be  greater  this  year  than  ever 
before  in  the  history  of  the  company. 

C.  W.  Keith,  vice-president  and  treasurer  of 
the  company,  who  has  been  spending  the  past 
few    weeks    enjoying    the    warm    climate  of 
Florida,  is  back  after  a  most  enjoyable  vacation. 
Morris  Wharton  in  New  Home 

Morris  Wharton,  popular  talking  machine 
dealer,  is  now  located  in  a  new  and  up-to-date 
store  at  2735  Atlantic  avenue,  where  he  has 
erected  one  of  the  finest  retail  talking  machine 
establishments  in  this  section  of  Brooklyn.  Mr. 
Wharton  was  formerly  at  2741  Atlantic  avenue, 
where  he  has  been  located  for  some  time  past, 
but  due  to  the  increase  in  business  found  it 
necessarj'  to  secure  larger  quarters.  In  his  new 
store  he  has  installed  complete  new  equipment 
of  the  most  modern  kind  and  will  be  able  to 
take  care  of  his  large  clientele  in  a  far  more 
satisfactory  manner  than  ever  before.  Mr. 
Wharton  handles  the  Sonora  line. 

L.  F.  Baxg  Now  Sole  Owner 

The  Crescent  Hill  Music  Co.,  Inc.,  of  7725 
Third  avenue,  Brooklyn,  N.  Y.,  has  just  recent- 
ly been  dissolved  and  will  now  be  known  as  the 
Crescent  Music  Shop.  Louis  F.  Barg,  one  of 
the  incorporators  of  the  company  and  who  for- 
merly owned  the  store  himself,  recently  pur- 
chased the  interest  in  the  company  held  by  Alex. 
Ullman.  Mr.  Barg  and  Mr.  Ullman  have  con- 
ducted the  business  jointly  for  the  past  two 
years,  but  from  now  on  Mr.  Barg  will  be  sole 
proprietor.  This  store  is  one  of  the  finest  in 
this  section  of  Brooklyn,  and  Mr.  Barg  has 
built  up  a  successful  business  there,  where  he 
has  made  many  friends. 

Attractive  Sonora  Window  Display 

The  Wissner  Store,  at  55  Flatbush  avenue, 
recently  carried  one  of  the  most  attractive  win- 
dow displays  which  this  store  has  ever  had, 
which  was  executed  by  Wm.  Hawkins,  man- 
ager of  the  talking  machine  department.  The 
window  featured  a  Sonora  Bardini  period  type 
phonograph,  one  of  the  highest  priced  talking 
machines  on  the  market,  which  retails  for  $3,000. 
The  entire  window  was  placed  in  darkness  and 
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the  Bardini  model  placed  directly  in  the  center, 
while  a  spotlight,  which  was  placed  directly 
over  it,  played  its  rays  on  the  machine.  The 
effect  of  this  novel  display  was  unusually  attrac- 
tive and  created  considerable  interest  from  pas- 
sers-by. As  a  result  many  inquiries  were  re- 
ceived and  many  sales  were  made,  in  addition 
to  a  large  list  of  prospective  purchasers  which 
this  window  attracted  to  the  store. 

M.  M.  Palcher  Buys  Margaret  Shop 

The  Margaret  Shop,  at  306  Seventh  avenue, 
was  purchased  this  month  by  M.  M.  Palcher, 
who  will  conduct  this  store  under  the  name  of 
"Music  Land."  Mr.  Palcher  is  well  known  in 
the  talking  machine  retail  trade  in  ^Brooklyn, 
and  was  formerly  connected  with  Maillard's 
Music  Shop,  where  he  made'  for  himself  an 
enviable  reputation  as  a  salesman.  Mr.  Palcher 
carries  several  makes  of  machines,  including  the 
Sonora  phonograph. 

American  T.  M.  Co.  Busy 

The  American  Talking  Machine  Co.,  Victor 
wholesaler  for  this  section  of  metropolitan  New 
York,  reports  that  business  during  the  month 
of  Marcfi  was  exceedingly  good  and  that  deal- 
ers are  ordering  all  types  of  uprights  and,  of 
course,  many  of  the  new  console  models  which 
the  Victor  Co.  recently  introduced.  The  de- 
mand for  the  portable  type  has  been  very  good 
and  orders  in  anticipation  of  a  brisk  Summer 
business  are  being  received.  R.  H.  Morris,  gen- 
eral manager  of  the  company,  is  very  optimis- 
tic over  the  outlook  and  stated  that  dealers 
are  sparing  no  effort  to  get  as  much  business 
at  this  time  as  they  possibly  can  and,  from  all 
indications,  retail  business  will  be  belter  than 
last  year  in  every  respect. 

Chas.  Offerman,  who  covers  the  Long  Island 
territory  for  this  wholesaler,  reports  that  deal- 
ers in  his  territory  are  making  plans  for  a  large 
Summer  business,  and  that  their  stock  of  ma- 
chines and  records  is  better  at  this  time  than 
it  has  been  for  many  months  past.  He  is  spend- 
ing considerable  time  with  his  dealers  in  map- 
ping out  sales  campaigns  which  they  are  plan- 


ning to  inaugurate  this  month  and  which,  no 
doubt,  will  produce  splendid  results. 

Geo.  Riley  Opens  Victor  Shop 

A  new  exclusive  Victor  store  was  recently 
established  in  the  Richmond  Hill  section  of 
Brooklyn,  at  11612  Liberty  avenue,  by  Geo. 
Riley,  well  known  in  the  retail  trade  of  metro- 
politan New  York,  having  been  connected  with 
the  trade  in  executive  capacities  for  many  years 
past.  With  his  thorough  knowledge  of  Victor 
retail  merchandising  this  store,  no  doubt,  will 
shortly  be  well  known  in  Brooklyn. 

Drive  on  Red  Seal  Catalog 

The  G.  T.  Williams  Co.,  Inc.,  Victor  whole- 
saler, is  continuing  the  campaign  it  inaugurated 
some  time  ago  on  the  Red  Seal  catalog.  Dealers 
have  shown  a  ready  response  to  the  suggestions 
of  adding  to  the  volume  of  these  sales.  The 
wealth  of  material  found  in  this  exclusive  Vic- 
tor list  is  so  comprehensive  in  character  as  to 
include  material  appealing  to  all  tastes  and  it  is 
bound  to  result  in  sales. 

Orchestra  Grows  in  Favor 

Maine  M.  Rountree,  who  has  been  conducting 
several  concerts  with  his  orchestra  in  dealers' 
stores  during  the  past  Winter,  is  finding  his 
orchestra  in  demand  more  and  more  each  week. 
During  the  month  of  March  Mr.  Rountree  made 
several  bookings  for  his  orchestra  and,  from 
indications,  it  will  be  kept  busy  for  some  time. 
R.  Benton  Buys  Cedarhurst  Branch 

Walter  S.  Phillips,  who  has  conducted  a  talk- 
ing machine  store  at  Cedarhurst,  L.  I.,  for  many 
years  past,  recently  sold  the  stock  and  good  will 
of  the  company  of  which  he  was  president  to 
Robert  Benton,  of  Lynbrook.  Mr.  Benton  al- 
ready has  a  store  at  Lynbrook,  L.  I.,  and  he 
plans  to  operate  the  two  stores  under  his  per- 
sonal supervision.  The  Cedarhurst  store  will 
change  its  name  from  the  Phillips  Music  Shop 
to  the  Benton  Music  Co.  It  is  planned  to  make 
several  alterations  in  the  Cedarhurst  store, 
where  Mr.  Benton  intends  to  spend  considerable 
of  his  time  during  the  next  six  months,  in  order 
to  place  it  on  a  sound  basis. 
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IN  DES  MOINES 

Dealers  and  Jobbers  Co-operating  in  Plans  for  Music  Memory 
Contest — Business  Prosperity  Creates  Optimism — Month's  News 


Des  Moines,  Ia.,  April  4. — Des  Moines  dealers 
and  jobbers  are  reporting  a  very  good  business, 
both  in  talking  machines  and  records,  for  the 
first  three  months  of  1923.  Harger  &  Blish, 
jobbers  for  Edison  phonographs  and-  records, 
slate  that  March  business  was  25  per  cent  better 
than  that  of  the  same  month  last  year.  For  the 
first  three  months  of  the  year  business  has  been 
60  per  cent  better  than  for  the  same  period  last 
year,  according  to  Mr.  Blish. 

H.  B.  Sixsmith,  of  Mickel  Bros.,  jobbers  in 
Victrolas  and  records,  reports  that  dealers  are 
receiving  the  new  Victor^  No.  400  with  much 
enthusiasm.  There  seems,  however,  to  be  a  de- 
cided preference  for  the  new  405  model. 

On  Tuesday,  April  2,  Mickel  Bros,  held  a 
luncheon  at  the  Harris-Emery  tea  room  for  the 
managers  of  Victrola  departments  in  local  retail 
stores.  The  record  girl  from  each  store  was 
also  in  attendance.  The  advance  list  of  Victor 
records  for  May  was  played  over.  George  E. 
Mickel,  of  Omaha,  was  present  and  gave  a  short 
talk.  About  sixteen  were  in  attendance  at  the 
luncheon. 

The  Dunning  Co.,  distributor  of  Starr  phono- 
graphs and  pianos  and  Gennett  records,  has 
taken  on  two  portable  machines,  the  Outing  and 
the  Charmaphone.  Efforts  of  the  sales  force 
will  be  concentrated  on  these  machines  during 
the  Summer  and  vacation  months. 

Through  the  co-operation  of  the  jobbers  and 
local  dealers  the  Des  Moines  Register  has  an- 
nounced a  music  memory  contest.  The  object 
of  the  contest  is  to  educate  the  public  to  recog- 
nize and  appreciate  the  best  music.  The  con- 
testants are  to  be  divided  into  two  groups.  Class 
A  and  Class  B.  Class  A  will  consist  of  persons 
sixteen  years  of  age  or  over,  while  Class  B  will 
include  any  entrants  under  si.xteen.  Aside  from 
the  fact  that  professionals  are  excluded,  the  con- 
test is  open  to  anyone.  Twenty-five  selections 
have  been  made  as  the  basis  of  the  contest. 
These  will  be  plaj'cd  hy  theatre  orchestras,  con- 
cert groups  and  bands  in  the  time  before  the 
final  contest.  The  date  for  the  final  contest  is 
lo  be  announced  later  and  at  that  time  the  con- 
testants will  listen  to  parts  of  the  selections  and 
be  called  upon  to  identify  the  selection  and  the 


composer's  name.  Some  attractive  prizes  have 
been  oflFered  as  follows:  Mickel  Bros.  Co.,  two 
complete'  sets  of  the  Victor  contest  records; 
Harger  &  Blish,  two  complete  sets  of  Edison 
contest  records;  Jones  Piano  Co.,  credit  voucher 
for  $25;  Davidson's  Furniture  Store,  credit 
voucher  for  $25;  DeWitt  Jones,  credit  voucher 
for  $25;  Massey  Piano  Co.,  two  credit  vouchers, 
$10  each;  Chapman  Bros.,  two  prizes  of  six 
records  each;  Des  Moines  Music  Co.,  credit 
voucher  for  $15;  L.  Ginsberg  &  Sons,  credit 
voucher  for  $15;  Haddorf  Music  House,  credit 
voucher  for  $10.  These  prizes  are  in  addition  to 
two  grand  prizes  of  $100  each  offered  by  the 
Register. 

The  Victor  School  of  Salesmanship  was  held 
in  Des  Moines  for  four  days  last  month.  The 
school  was  declared  by  those  who  attended  to 
be  the  best  and  biggest  that  the  Victor  Co.  has 
ever  held  in  Iowa.  F.  A.  Delano  was  in  charge 
of  the  school  and  brought  out  many  selling 
points  of  the  Victrola  and  Victor  records.  About 
sixty  Iowa  dealers  or  their  representatives  were 
in  attendance. 

The  L.  A.  Murray  Co.,  Davenport,  la.,  Vic- 
trola dealer,  is  remodeling  its  store  and  will  add 
a  line  of  small  goods  and  pianos. 
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Donahoe  &•  Donahoe,  of  Ft.  Dodge,  la.,  with 
the  aid  of  Belle  Hendrix  Smith,  of  Mickel  Bros., 
Des  Moines,  gave  a  series  of  very  interesting 
and  instructive  lectures  on  music  appreciation, 
which  were  largely  attended. 

L.  Ginsberg  &  Sons,  of  this  city,  will  erect  a 
large  addition  to  their  six-story  furniture  store. 
It  is  the  plan  to  use  the  entire  first  floor  of  the 
new  addition  for  a  new  and  enlarged  talking 
machine  department.  When  completed  Gins- 
berg's will  have  one  of  the  finest  departments  in 
the  Middle  West. 

Rasmussen  Music  Co.  is  a  new  Edison  dealer 
at  Aberdeen,  S.  D. 

C.  R.  Quade,  of  Ames,  la.,  one  of  the  oldest 
Edison  dealers  in  the  State,  was  a  recent  visitor 
to  Harger  &  Blish  headquarters  here. 

Miss  Eva  Hall  has  been  secured  to  manage 
the  Victrola  department  of  the  Iowa  Mercan- 
tile Co.,  at  Newton,  la. 


PAULE  JEWELRY  CO.'S  NEW  QUARTERS 

Prominent  Burlington,  la.,  Edison  Dealer  Re- 
opens Attractive  Building  After  Extensive 
Alterations  and  Improvements 


Burlington,  Ia.,  April  6. — The  most  modern 
ideas  in  merchandising  fixtures  are  in  evidence 
in  the  recently  reopened  and  remodeled  store 
of  the  Paule  Jewelry  Co.,  Edison  phonograph 
and  jewelry  dealer  of  this  city.  Although  the 
main  business  of  the  company  is  the  merchan- 
dising of  jewelry  the  phonograph  department 
has  developed  to  such  an  extent  that  the  en- 
tire second  floor  of  the  three-story  building 
is  devoted  to  these  instruments.  A  large 
record  department  on  this  floor  offers  the  shop- 
per an  e.xtensive  selection  of  records  and  the 
handsome  record  demonstration  booths  in 
which  are  electrically  operated  instruments  are 


another  feature.  On  the  third  floor  is  a  spe- 
cial phonograph  department  in  which  are  filed 
thousands  of  cylinder  records,  for  the  many  peo- 
ple in  Iowa  who  still  use  this  type  of  instru- 
ment. 

The  entire  store  is  a  model  in  improvised  fix- 
tures. The  entrance  and  the  spacious  windows 
are  especially  artistic  in  design,  attracting  in- 
stant attention  of  passers-by.  In  connection 
with  the  reopening  of  the  Paule  Jewelry  Co.'s 
store  the  local  newspapers  devoted  consider- 
able space  to  descriptions  of  the  various  de- 
partments. One  paper  devoted  a  complete  sec- 
tion to  this  concern,  which  was  entitled  "Paule 
Jewelry  Co.  Section,"  on  the  first  page  of  which 
appeared  a  brief  history  of  the  development 
of  the  Edison,  and  one  entire  page  was  given 
over  to  an  advertisement  of  the  various  Edi- 
son instruments. 
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EFFECTIVE  TIE=UP  WITH  THEATRE 

Schlegel's  Rexall  Drug  Stores  Utilize  Windows, 
Advertising  and  the  Theatre  Itself  in  Com- 
plete Link-up  With  Moving  Pictures 


D.\VENPORT,  Ia.,  April  6.— Schlegel's  Rexall  Drug 
Stores,  operating  two  stores  in  this  city,  which 
feature  the  Edison  machines  and  records,  re- 
cently staged  a  tie-up  with  a  local  theatre 
which  was  both  unusual  and  successful  in  at- 
tracting attention  to  the  merits  of  the  Edison 
line.  The  tie-up  was  prepared  when  the  mov- 
ing picture,  "When  Knighthood  Was  in 
Flower,"  was  shown  at  the  Capitol  Theatre. 
An  Edison  instrument,  to  which  was  attached 
an  amplifier,  concealed  behind  the  screen, 
played  twice  during  each  performance  of  the 
picture,  accompanied  by  the  orchestra  or  organ. 
Another   Edison   phonograph,   a   William  and 
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Mary  model,  w;is  placed  in  tlie  foyer  of  the 
theatre  with  an  artistically  prepared  card, 
bringing  out  the  idea  of  the  play.  A  spotlight 
dtrected  at  the  card  and  phonograph  brought 
both  out  in  sharp  relief  and  attracted  attention 
toward  this  exhibit. 

Another  important  feature  of  this  tie-up  was 
the  extensive  advertising  of  the  concern  during 
the  time  the  picture  was  shown.  The  ads,  which 
appeared  in  the  local  newspapers,  featured  the 
play  and  the  period  designs  which  it  is  possible 
to  secure  in  the  Edison,  as  well  as  the  repro- 
ducing quality  of  the  instruments.  Window  dis- 
plays in  both  stores,  linked  with  the  picture, 
were  also  resorted  to. 

This  is  a  fine  example  of  how  dealers  can 
cash  in  on  local  events  by  thorough  co-operation 
of  aU  the  publicity  forces  at  their  command. 
The  results  are  alwa\-s  worth  time  and  money 
spent  because  the  cumulative  effect  eventually 
brings  a  big  return. 


"SPEED  RITE"  MOTOR  ANNOUNCED 


Cliff    Electric    Corp.    Planning   Big  Publicity 
Drive  in  Behalf  of  This  New  Product 


UNIQUE  EDISON  WINDOW  DISPLAY 

Revolving  Platform,  Operated  by  Water  Power, 
for  Displaying  Phonographs,  Attracts  Instant 
Attention  to  the  Various  Edison  Models 


Fairfield,  Ia.,  April  7. — A  window  display  stand 
which  is  unique  in  that  it  is  operated  by  water 
power,  can  be  regulated  to  any  speed  desired, 
and  has  the  advantage  of  being  large  enough 
to  hold  a  number  of  instruments  at  one  time,  is 
attracting  considerable  attention  to  both  the 
Jericho  &  Easton  drug  store,  50  North  Main 
street,  this  city,  and  to  the  Edison  line  of  phono- 
graphs which  the  concern  is  featuring. 

It  is  a  well-known  fact  that  people  like  to 
look  at  a  moving  display  of  any  description  and 
this  particular  exhibit  is  exceptionally  effective 
because  passers-by  can  examine  the  various 
styles  of  Edison  instruments  without  entering 
the  store  merely  by  watching  those  on  the 
slowly  revolving  platform.  The  display  has 
pro\cd  a  money-maker  for  Jericho  &  Easton. 


The  Cliff  Electric  Corp.,  New  York  City,  is 
introducing  to  the  trade  this  month  a  new  elec- 
tric motor  for  phonographs,  which  is  called  the 
"Speed-rite,"  and  which  has  met  with  a  very 
cordial  reception  by  talking  machine  men  who 
have  inspected  its  construction  and  performance. 
S.  A.  Jacobs,  president  and  general  manager  of 
the  company,  is  inaking  plans  for  a  publicity 
campaign  on  this  product  which  will  reach  every 
talking  machine  center  in  this  country  and 
Canada.  "In  the  short  time  that  we  have  had 
the  'Speed-rite'  motor  on  the  market,"  stated 
Mr.  Jacobs,  "we  have  been  able  to  interest  sev- 
eral large  manufacturers  who  are  to  use  them  as 
a  part  of  their  regular  machine  equipment." 

This  new  motor  has  many  distinctive  fea- 
tures and  it  weighs  less  than  the  average  spring 
motor  now  in  use.  Perhaps  the  most  desirable 
feature  of  the  motor  is  the  fact  that  its  con- 
struction has  no  belt  or  spring  governor  weights 
that  would  tend  to  affect  the  uniform  speed  of 
the  motor  when  in  operation.  This  feature, 
stated  Mr.  Jacobs,  absolutely  guarantees  a  uni- 
form speed  under  all  conditions.  It  is  also  en- 
tirely self-contained,  making  it  noiseless  while 
playing. 

The  company  has  prepared  some  very  attrac- 
tive literature  in  the  way  of  folders  and  broad- 
sides which  it  is  planned  to  distribute  widely 
throughout  the  trade  for  general  distribution 
among  prospective  purchasers  of  talking  ma- 
chines and  also  to  those  people  who  already 
own  machines  who  will  be  interested  in  the 
purchase  of  an  electric  motor  to  take  the  place 
of  the  motor  which  they  now  have. 
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VICTOR  DEALERS  VISIT  ORMES,  INC. 


During  the  past  few  weeks  C.  L.  Price,  vice- 
pi  csident  and  general  manager  of  Ormes,  Inc., 


and  J.  J.  Davin,  sales  manager  of  the  company, 
have  been  entertaining  quite  a  number  of  out- 
of-town  dealers.  Some  of  these  callers  made 
their  first  visit  to  the  new  Ormes  offices  and, 
needless  to  say,  they  were  keenly  enthusiastic 
regarding  the  handsome  quarters  this  jobber 
now  occupies.  Among  the  recent  visitors  were 
Wm.  Curtis,  of  the  Curtis  Art  Co.,  Waterbury, 
Conn.,  which  is  the  successor  to  the  A.  B.  Clin- 
ton Co.,  and  which  recently  opened  up  a  hand- 
some Victor  establishment;  J.  Harper  Fulker- 
son,  owner  and  general  manager  of  the  Fulker- 
son  Music  Co.,  Carbondale,  Pa.;  Mr.  and  Mrs. 
J.  P.  Littleton,  Pittsfield,  Mass.,  and  James  Don- 
nelley, South  Norwalk,  Conn.,  all  well-known 
talking  machine  dealers. 


EST.  \T  1840 


The  Soul  of  Harmony 

Reg.  U.  S.  Pat.  Office 


Three  New 
Attractive  Models 
Ready  for  Delivery 


Perfect  Tone  Reproduction 
Exclusive  Designs 
Unusual  Finish 
Beautiful  Figured 
Walnut  and  Mahogany 


$135.00 


Write  for  Catalogue,  Prices  and  Terms 

mm  BROS. 

417  West  28th  St 


INC. 

New  York  City 


Width 
Depth 

Mahogany  and  Walnut 


35 
21" 


$185.00 
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PORTLAND  MERCHANTS 

ENJOY  GROWING  TRADE 


Members  of  Oregon  Music  Trade  Association 
Hear  Alex.  McDonald's  Message  Regarding 
June  Convention — Jobbers  Add  Many  New 
Dealers — Local  Visitors — Month's  News 


Portland,  Ore.,  April  6. — Alex.  McDonald,  of 
New  York,  member  of  the  executive  board  of 
the  National  Association  of  Music  Merchants 
of  America,  was'  a  local  visitor  during  March 
and  was  the  guest  of  the  Oregon  Music  Trades 
Association.  Over  sixty  members  of  the  Ore- 
gon Afusic  Trades  Association  and  guests  as- 
sembled to  meet  Mr.  McDonald  and  to  receive 
the  message  he  brought  to  them  concerning  the 
June  convention.  E.  B.  Hyatt,  president  of  the 
Oregon  Association,  acted  as  toastmaster. 

Mr.  McDonald  gave  an  interesting  talk,  mak- 
ing a  strong  appeal  to  everyone  to  attend  the 
Chicago  conventions  in  June,  pointing  to  the 
benefits  to  be  derived  from  attending  the  ses- 
sions. For  those  unable  to  attend  the  conven- 
tion Mr.  McDonald  suggested  that  the  trade  pa- 
pers be  read  on  subjects  brought  up  during  the 
convention. 

M.  Davis,  district  manager  of  the  Brunswick- 
Balke-Collender  Co.,  whose  territory  covers 
Oregon,  Washington,  Idaho  and  northern  Cali- 
fornia, announces  the  following  new  Brunswick 
dealers  placed  during  the  past  month:  Weinstein 
Mercantile  Co.,  at  Burns,  Ore.;  Pioneer  Phar- 
macy, Pe-Ell,  Wash.;  Kerr's  Vanity  Store,  St. 
Helens,  Ore.;  M.  L.  Vial,  Weiser,  Idaho;  Sei- 
berling-Lucas  Music  Co.  and  Vern  Wenger 
Talking  Machine  Co.,  both  of  Portland;  Wiley 
B.  Allen  Co.'s  new  store  at  Kelso,  Wash.,  Mr. 
L.acey,  manager,  which  will  carry  the  Bruns- 
wick exclusively. 

Edison  Phonographs,  Ltd.,  484  Everett  street, 
Edison  jobber,  has  been  doing  a  steadily  grow- 
ing business  during  the  past  month.  This  con- 
cern, which  has  charge  of  the  Edison  interests 
here,  is  one  of  the  best-known  wholesale  or- 
ganizations on  the  Pacific  Coast,  and  the  con- 
fidence in  which  the  Edison  phonographs  and 
records  as  well  as  the  concern  engaged  in  whole- 
sale distribution  are  held  is  indicated  by  the 
large  business  being  done  by  this  concern. 

All  of  the  Brunswick  shops  are  displaying  the 
new  Brunswick  small  console.  Royal,  retailing 
at  $115.  It  is  creating  quite  a  stir  among  the 
buyers,  and  dealers  anticipate  a  big  demand. 

The  phonograph  department  of  Meier  & 
Frank  has  been  given  the  exclusive  Portland 
agency  for  the  Sonora.  Wm.  Hodecker,  man- 
ager, is  greatly  pleased  over  this  addition  to  his 
line  of  Victor,  Edison  and  Columbia  machines. 
E.  E.  Graham,  representative  of  the  Magnavox 
Co.,  of  San  Francisco,  Pacific  Coast  distributor 
of  the  Sonora,  negotiated  the  deal. 

Wm.  Morton,  of  Sherman,  Clay  &  Co.,  San 
Francisco,  during  a  visit  to  the  Portland  branch, 
gave  excellent  sales  talks  on  speeding  up  serv- 
ice, increasing  Red  Seal  record  sales,  construc- 
tion of  phonographs,  etc. 

R.  M.  Bird,  of  San  Francisco,  manager  of 
Sherman,  Clay  &  Co.'s  wholesale  talking  ma- 
chine department,  was  also  a  visitor. 

Elmer  Hunt,  local  manager  of  Sherman,  Clay 
&  Co.,  wholesale,  here,  reports  March  business 
very  good  in  his  territory  with  dealers  all  re- 
porting better  business. 

John  T.  Ray,  who  sells  Brunswick  and  Victor 
machines  in  conjunction  with  his  drug  business, 
has  purchased  the  Irvington  &  Alameda  Phar- 
macy, in  this  city.  He  has  leased  large  store- 
rooms adjoining  and  is  equipping  an  elaborate 


YOUR  OPPORTUNITY  FOR  1923 
WILL  YOU  GRASP  IT? 


Manufacturers,  assemblers  and 
large  dealers  are  now  planning  to 
offer  something  new  and  distinct  to 
the  trade,  for  the  fall  and  holidays; 
they  should  investigate  the  merits  of 
this  new  invention,  which  is  com- 
pact, efficient  and  admirably  adapted 
for  all  styles  of  cabinets  and  table 
machines. 

Your  cabinets  can  be  changed  in 
many  ways  that  will  add  to  the  at- 
tractiveness and  the  sales  value. 

Write  today  and  learn  more  about 
this  advanced  new  method  in  phono- 
graphs. 


MERSMAN   &  COMPANY 

OTTAWA,  OHIO 


phonograph  department,  which  he  will  occupy 
about  May  1. 

Erma  Ewart,  manager  of  the  Brunswick  and 
Victor  record  department  of  the  Wiley  B.  Allen 
Co.,  has  added  the  management  of  the  Q  R  S 
roll  department  to  her  list  of  duties. 

Charles  T.  Corbin,  general  manager  of  the 
Bush  &  Lane  Piano  Co.,  of  Seattle,  was  a  visi- 
tor at  the  local  store  recently. 

The  Warren  Music  House,  of  Pendleton,  Ore., 
Victor  and  Edison  dealer,  has  been  purchased 
by  Jack  Mulligan  .and  J.  Robinson. 

P.  J.  Heintz,  manager  of  the  Victrola  depart- 
ment of  Powers  Furniture  Store,  reports  the 
sale  of  the  larger  machines,  both  in  the  upright 
and  console  models,  taking  the  lead  during 
March  and  early  April. 

C.  F.  Lizer  has  been  added  to  the  Victrola 
department  of  Sherman,  Clay  &  Co. 

Elain  Eastman,  who  for  the  past  seven  years 
has  been  associated  with  the  talking  machine 
business  in  Seattle,  Los  Angeles  and  Chicago, 
has  been  added  to  the  record  sales  force  of  the 
Wiley  B.  Allen  Co. 

Recent  visitors  included  Stanton  Rowell,  own- 
er of  the  Music  &  Photo  House,  of  Grants 
Pass,  Ore.,  Brunswick  and  Victor  dealer,  and 
Paul  B.  Norris,  manager  of  the  Brunswick  and 
Victor  departments  of  the  Stiff  Furniture  Store, 
of  Salem,  Ore. 

G.  W.  Johnstone,  formerly  connected  with  the 
W.  G.  F.  Scythe  Music  Co.,  Ltd.,  of  Regina, 
Saskatchewan,  has  been  added  to  the  sales  force 
of  the  Reed  French  Piano  Co. 


FEATURES  "FATE"  IN  SPOOKY  WINDOW 


The  Ormond  Music  Shop,  1314  Fulton  street, 
recently  had  one  of  the  most  attractive  window 
displays  yet  seen  in  a  Brooklyn  retail  talking 
machine  store.  The  window  featui-ed  the  Victor 
record  of  "Fate,"  played  by  Paul  Whiteman's 
Orchestra.  The  entire  background  and  sides  of 
the  window  were  covered  with  a  jet  black  crepe 
paper,  while  the  word  "Fate"  in  bright  red  was 
painted  on  a  poster  which  was  placed  in  the 
center  of  the  window.  A  red  light,  hidden  in 
a  front  corner  of  the  window,  played  con- 
tinually on  the  different  sections  of  the  black 
crepe  paper  and  changed  intermittently  from 
red  to  white,  giving  the  entire  window  a  very 
spooky  effect.  "This  window,"  stated  Herschen- 
loder  Bros.,  who  are  proprietors  of  this  store, 
"created  a  large  demand  for  this  record  and 
stimulated  the  sale  of  many  other  records  as 
well.  We  plan  each  month  to  carry  an  effective 
window  display  on  some  particular  record,  and 
on  each  occasion  it  has  proved  a  very  desirable 
sales  stimulator,  attracting  many  new  people  to 
our  store."  The  Ormond  Music  Shop,  through 
unusually  progressive  publicity  methods,  has 
become  a  most  popular  store. 


HOCKETT  CO.  INCORPORATED 


Bellefontaine,  O.,  April  7. — Incorporation  pa- 
pers have  been  received  by  the  Hock'ett  Music 
Store  Co.,  in  this  city.  The  incorporators  are: 
President,  E.  Fink;  first  vice-president,  E.  T. 
Kelley,  second  vice-president,  A.  Fink;  secretary, 
B.  Rice,  and  manager-treasurer,  H.  R.  Brewley. 
The  company  is  incorporated  for  $15,000.  Talk- 
ing machines,  etc.,  will  be  handled. 


Artificial  Flowering  Plants  and  Trees 
with  Pots,  Complete,  from  10c.  up 


Our  ILLUS- 
TRATE D 
CAT  ALOG 

No.  35,  with 
illustrations  in 
colors  of  Arti- 
ficial Flowers, 
Plants,  Vines, 
Trees,  etc., 
MAILED 
FREE  FOR 
THE  ASK- 
ING. 


FRANK  NETSCHERT,  INC. 


61  Barclay  St. 


New  York,  N.  Y. 


PHONOGRAPHS 


For  Portland 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

46-48  Fifth  St,  A.  R.  McKinley,  Branch  Mgr. 
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AMBEROLA  PRICES  ARE  REDUCED      MAKING  STRONG  FIGHT  AGAINST  FREIGHT  RATE  INCREASE 


Substantial  Reductions  Made  in  List  Prices  of 
Both  Amberola  Phonographs  and  Records 


Music  Industries  Chamber  of  Commerce  and  Leading  Manufacturers  Combine  in  Protest  Against 
Proposed  Fifty  Per  Cent  Increase  in  Less  Than  Carload  Rate  on  Machines 


Okange,  N.  J.,  April  2. — Thomas  A.  Edison,  Inc., 
announced  that  as  of  this  date  the  list  prices  on 
Amberola  phonographs  are  reduced  as  follows: 
Amberola  30,  $41.00  to  $30.00;  Amberola  SO, 
$68.00  to  $50.00;  Amberola  75,  $100.00  to  $75.00; 
all  Amberol  records  from  60c  to  3Sc. 

The  bulletin  to  dealers  announcing  the  revi- 
sion in  prices,  issued  by  the  Edison  Co.,  read  in 
part  as  follows:  "With  this  return  to  pre-war 
list  prices  on  Amberola  phonographs  and  to 
less  than  pre-war  list  prices  on  Amberol  rec- 
ords, you  are  offered  a  merchandising  proposi- 
tion incomparable  with  low-priced  talking  ma- 
chine products. 

"If  you  now  deal  in  Amberola  goods  you  will, 
no  doubt,  be  much  enthused  by  this  announce- 
ment and  you  will,  no  doubt,  go  after  Amberola 
business  with  renewed  interest.  Your  farmers, 
trades-people  and  wage-earners  are  your  nat- 
ural customers  for  Amberola  goods,  and  it  will 
be  to  your  interest  to  inform  them  of  these  new 
prices  with  the  slightest  possible  delay."  ■ 


NEW  RECORD  CLEANER  ANNOUNCED 

Philadelphia  Badge   Co.'s  New   Product,  "K- 
Nob-O,"  Has  Unique  Features 


Philadelphia,  Pa.,  April  5. — The  Philadelphia' 
Badge  Co.,  which  is  the  manufacturer  of  the 
well-known  Velvaloid  record  cleaner,  has  de- 
veloped an  improvement  on  this  cleaner  for 
which  many  merits  are  claimed,  both  as  an 
advertising  medium  and  as  a  useful  sales  acces- 
sory for  the  talking  machine  retailer. 

This  new  cleaner  is  called  the  "K-Nob-O"  and 
embodies  all  the  qualities  of  the  Velvaloid 
cleaner  plus  special  added  features.  A  needle 
box  is  set  in  the  center  of  the  top  which  will 
hold  any  number  of  needles  up  to  300.  The 
knob,  which  is  easily  removed,  will  not  come 
ofif  unless  properly  lifted.  The  knob  contains 
advertising  matter,  both  on  the  top  and  under- 
neath. It  also  answers  as  a  container  for  used 
needles  when  turned  upside-down.  In  addition, 
discarded  needles  may  also  be  dropped  through 
two  holes  provided  at  the  top.  The  reception 
space  for  used  needles  is  large  and  will  accom- 
modate many  hundreds.  It  is  expected  that  the 
"K-Nob-O"  cleaner  will  prove  quite  popular 
to  both  distributor  and  dealer  as  an  advertising- 
novelty,  and  it  will  also  have  a  far-reaching 
effect  in  increasing  the  sales  of  needles  in  larger 
quantities.  It  is  also  stated  that  this  cleaner 
is  fully  covered  by  letters  patent  in  both  the 
United  States  and  Canada  and  that  the  new 
features  are  protected  by  patents  pending. 


AUDIOPHONE  POPULARITY  GROWS 

The  Cabinet  &  Accessories  Co.,  Inc.,  New 
York  City,  distributor  of  talking  machine  acces- 
sories, reports  excellent  success  with  the  Bristol 
Audiophone  and  Audiophone  junior,  which  have 
become  one  of  the 'popular  numbers  of  its  line. 
Increasing  numbers  of  metropolitan  dealers  have 
bought  the  audiophone  not  only  for  record 
demonstration  and  announcement  purposes,  but 
for  re-sale  as  well.  Among  recent  purchasers 
of  the  Audiophone  are  the  Ritz  Music  Shop, 
New  York  City  ;  the  Winterroth  Piano  Co., 
Union  Square,  New  York;  Lee  Eng,  well-known 
New  York  Chinese  Victor  dealer,  and  the  Union 
Phonograph  Co.,  Brooklyn,  N.  Y. 


James  B.  Landay,  vice-president  of  Landay 
Bros.,  Inc.,  New  York,  is  back  at  his  desk  after 
a  brief  vacation  at  points  in  the  South. 


Newark  Recording  Laboratory  'c^Jtrlt."" 
RECORDING 

15  West  Park  Street  Newark,  N.  J 

Tel.  Mitchell  1586 


Following  several  meetings  of  the  representa- 
tives of  the  principal  talking  machine  and  rec- 
ord shipping  interests  in  the  country  a  brief  has 
been  submitted  by  Alfred  E.  Srriith,  general  man- 
ager of  the  Music  Industries  Chamber  of  Com- 
merce, protesting  the  proposed  50  per  cent  in- 
crease in  freight  rates  for  talking  machine  prod- 
ucts shipped  in  less  than  carload  lots.  This 
protest  was  made  at  the  conference  which  was 
held  with  the  classification  committee  of  the 
.\merican  Railway  Association  on  .^pril  10  in 
New  York.  In  addition  to  Mr.  Smith,  who  was 
the  spokesman  for  the  industry,  officials  of  the 
large  companies  were  also  present,  including 
Victor,  Edison,  Columbia,  Brun^ick,  Sonora, 
Aeolian,  General,  etc. 

This  proposed  increase,  if  put  through  and 
finally  allowed  by  the  Interstate  Commerce 
Commission,  will,  of  course,  place  a  very  severe 
additional  burden  of  expense  on  the  retail  talk- 
ing machine   dealers   throughout  the  country. 


The  manufacturers  and  the  Chamber  of  Coni- 
merce  are,  therefore,  going  to  exert  every  pos- 
sible means  to  defeat  the  attempt  to  increase 
these  rales. 

If  the  efforts  recently  made  before  the  com- 
mittee of  the  American  Railway  Association 
should  not  prove  snccessful  at  the  conferences 
which  will  be  held  in  New  York,  Chicago  and 
Atlanta  it  is  quite  probable  that  an  organized 
effort  will  then  be  made  to  have  every  retail 
talking  machine  merchant  in  the  country  indi- 
vidually protest  such  an  increase  to  the  Inter- 
state Commerce  Commission. 

Naturally,  most  shipments  from  manufactur- 
ers to  jobbers  are  in  carload  lots,  and  the  less 
than  carload  shipments  are,  therefore,  a  matter 
of  primary  interest  to  the  retail  dealers.  The 
proposed  increase  involves  a  change  from 
"first-class"  to  "first-and-a-half"  class,  which 
means,  as  has  been  stated  above,  an  increase  of 
50  per  cent. 


1923  EDISON  RECORD  CATALOG 


Carefully  Classified  List  of  Edison  Records  for 
Use  of  Phonograph  Owners  Just  Issued 


The  1923  catalog,  entitled  "Edison  Records," 
recently  was  issued  by  Thomas  A.  Edison,  Inc. 
It  is  a  volume  of  some  160  pages  bound  in  blue 
paper  cover,  stamped  in  blue.  It  includes  as 
supplementary  features  a  portrait  of  Thomas  A. 
Edison,  Inc.,  a  list  of  artists  whose  art  has  been 
recorded  by  Thomas  A.  Edison,  Inc.,  the  list 
prices  of  Edison  records  and  an  insert  entitled 
"Thomas  A.  Edison's  Re-Creation  of  Music," 
together  with  a  full-page  illustration  of  each 
standard  model  of  the  New  Edison  and  the 
price  thereof.  At  the  end  there  are  several 
blank  memorandum  pages  entitled  "Records  I 


Intend  to  Purchase,"  for  the  convenience  of 
the  public. 

The  records  themselves  are  classified  carefully 
and  include  such  listings  as  dance  records,  piano 
records,  violin  records,  Hawaiian  records,  vocal 
records  (other  than  operatic,  sacred,  foreign 
songs,  vaudeville  and  comic),  operatic  records, 
orchestra  records,  trios,  quartets  and  quin- 
tets, band  records  (other  than  dance),  saxo- 
phone records,  cornet  and  accordion  records, 
vaudeville  records,  comic  songs,  recitations  and 
foreign  records,  such  as  Croatian,  Finnish, 
l<"rench,  Spanish  and  Cuban,  German,  Polish, 
Hebrew  and  Yiddish,  Bohemian,  Russian,  Ital- 
ian, Latin,  Serbian,  Danish,  Norwegian,  Swedish, 
Welsh.  This  catalog  is  undoubtedly  one  of  the 
most  comprehensive  and  artistic  ever  prepared 
by  Thomas  A.  Edison,  Inc. 


WHY  SHOULD  YOU  SELL 

TAe 


The  Following  List  of  Distributors  Have 
Taken  on  The  Modernolette  Since  Jan.  1st 

Ask  Them  Why 

Modernola  Sales  Corp.,  929  Broadway,  New  York,  N.  Y. 

General  Phono.  Corp.  of  New  England,  142  Berkeley  St.,  Boston,  Mass. 

General  Radio  Corp.,  624-8  Market  St.,  Philadelphia,  Pa. 

General  Radio  Corp.,  806  Penn  Ave.,  Pittsburgh,  Pa. 

Talking  Machine  Co.,  97  E.  Main  St.,  Rochester,  N.  Y, 

Wm.  Volker  &  Co.,  Third  &  Main,  Kansas  City,  Mo. 

Stewart  Sales  Co.,  502  Occidental  Bldg.,  Indianapolis,  Ind. 

D,  L.  Whittle  Music  Co.,  1213  Elm  St.,  Dallas,  Texas. 

Turner  Music  Co.,  412  E.  Douglas  Ave.,  Wichita,  Kansas. 

Retail  Price — °^  Mississippi  River — $35.00 
^^^^ — West  of  Mississippi  River — $40.00 

Some  valuable  territory  still  open  for 
jobbers.    Act  quick,  it  is  going  fast. 

MODERNOLA  COMPANY 

Office  and  Factory,  Johnstown,  Pa. 


THE  MODERNOLA  SALES  CO.,  Inc. 

Room  209 — 1340  Broadway  New  York,  N.  Y. 
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DOMES  Of  SILENCE 

^^Better  than  Casters*^ 

Made  under  Patent  No.  995758  which 
has  been  vigorously  contested  and 
sustained  by  the  Court  of  Appeals. 
Any  infringers  and  those  involved  in 
the  manufacture,  sale  or  use  of  same 
will  be  liable  for  prosecution  and  sub-  *. 
sequent  damages. 


T 

\                    509  \ 

Furniture  will  go  anywhere  on  DOMES  of  SILENCE. 
Furniture  equipped  with  these  slides  is  equally  at  home 
on  wood  floors,  rugs,  linoleums  or  carpets. 

They  give  complete  satisfaction  on  any  floor  under 
any  condition. 

This  perfect  adaptability  is  one  of  the  strongest  features 
of  DOMES  of  SILENCE — one  of  the  features  that  makes 
them  perfect  footwear  for  furniture — one  of  the  features 
that  makes  them  better  than  casters. 

This  quality  of  adaptability  is  but  one  of  the  strong 
qualities  offered  by  DOMES  of  SILENCE.  Remember 
there  are  five  other  features: 

Economy 
Silence 

Invisibility 
Simplicity 

Service — Long  wear 

These  are  the  factors  that  mean  perfect  footwear  for 
furniture. 

DOMES  of  SILENCE  Dmsion 


Henry  W.  Peabody  &  Co. 
J7  Stale  Slrcct,    New  York  Gly 


In  all  your  Talking  Machine  orders 

Specify  DOMES  of  SILENCE 

"Better  than  Casters" 

MADE  IN  SIX  SIZES  SUITABLE  FOR  ALL  KINDS  OF  FURNITURE 


A 


Extra  Heavy 
Si/(. —  1 J  3  in. 


H  in-  H  in.  J  2  H  in. 

Reg.   U.  S.  Pat.  Off.  No.  995758  which  will  be  strictly  enforced. 


P-Z70 


What  we  say  above  about  Furniture  applies  also 

to  Phonographs 
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Record  Pressing 

Under  the  management  of 
an  internationally  experi- 
enced  record  authority 

Latest  Improved 
Hydraulic  Equipment 

Record  Pressing  of  the 
very  highest  quality  for 
a   few  responsible 
manufacturers 


It  will  be  to  your  interest  to 
investigate 


SANDERSj  Inc. 

Springdale,  Conn. 

Near  Stamford 
Phone,  Stamford  3980 


PLAYER=TONE  TO  OCCUPY  NEW  HOME 


AREA  OF  PROSPERITY  GROWING 

A.  H.  Curry,  of  Thos.  A.  Edison,  Inc.,  Reports 
Marked  Business  Improvement  During  Month 


In  chatting  with  The  World,  A.  H.  Curry, 
head  of  the  phonograph  division  of  Thos.  A. 
Edison,  Inc.,  stated  that  Edison  business  in  the 
New  England  States  has  shown  a  marked  im- 
provement in  the  last  thirty  days  and  that  the 
area  of  prosperity  is  being  rapidly  extended  to 
the  West.  Mr.  Curry,  who  has  just  returned 
from  a  two  weeks'  trip  to  Texas,  said  that  con- 
ditions in  that  State  are  better  than  ever,  and 
that  the  early  planting  of  cotton  and  the  oat 
crops  already  up  show  tangible  evidence  of  the 
optimism  and  confidence  which  prevail  through- 
out the  South  at  the  present  time. 


YOUTHFUL  MANAGER  IS  SUCCESSFUL 

Marvin  Rosenblatt,  in  St.  Louis,  Is,  at  Nineteen, 
Manager  of  Two  Music  Stores 


Well-known  Pittsburgh  Manufacturer  Will  Be 
Located  in  His  Own  Building  May  1— Ample 
Space  Available  for  Phonograph  and  Furni- 
ture Distributing  Activities 


NEW  UNICO  REPRESENTATIVE 

M.  E.  Lyle  to  Represent  Unit  Construction  Co. 
in  the  South — Headquarters  in  Atlanta 


Pittsburgh,  Pa.,  April  7. — The  Player-Tone 
Talking  Machine  Co.,  of  this  city,  manufacturer 
of  the  Player-Tone  phonograph  and  also  promi- 
nent in  the  furniture  manufacturing  and  dis- 
tributing field,  will  occupy,  beginning  May  1,  a 
new  building  at  632  Grant  street,  near  Seventh 
avenue.  For  several  years  past  this  company 
has  been  located  at  967  Liberty  avenue,  but  the 
rapid  growth  of  its  business  made  this  space 
inadequate,  and  for  some  time  past  I.  Gold- 
smith, head  of  the  company,  has  been  looking 
for  quarters  to  permit  the  more  efficient  man- 
agement of  the  business. 

In  its  new  building  the  Player-Tone  Talking 
Machine  Co.  will  have  available  25,000  square 
feet  of  space,  which  will  be  used  as  a  factory, 
display  room,  stock  rooms  and  for  assembling 
purposes.  The  entire  ground  floor  is  now  being 
handsomely  decorated  for  the  display  of  Player- 
Tone  phonographs,  as  well  as  the  furniture  lines 
which  the  company  manufactures  and  distrib- 
utes. It  is  planned  to  carry  a  good-sized  stock 
for  local  distribution  among  the  dealers  in  this 
territory. 

With  its  increased  facilities  the  company  will 
institute  aggressive  plans  in  behalf  of  its  furni- 
ture business,  and  the  dealers  in  this  territory 
will  undoubtedly  welcome  the  news  that  de- 
liveries can  be  made  promptly  from  a  local  con- 
cern. Its  furniture  activity,  however,  will  in 
no  way  interfere  with  the  manufacturing  and 
merchandising  of  Player-Tone  phonographs  and 
Mr.  Goldsmith  states  that  he  will  devote  even 
more  time  and  efTort  to  the  production  of  these 
instruments  than  in  the  past.  Incidentally,  the 
company's  Player-Tone  sales  for  the  first  three 
months  of  this  year  are  ahead  of  1922,  with 
prospects  for  the  remainder  of  the  year  equally 
satisfactory. 


St.  Louis,  Mo.,  April  6. — One  of  the  youngest,  if 
not  the  youngest  music  store  manager  in  the 
trade,  is  believed  to  be  Marvin  Rosenblatt  who,  at 

the  age  of  nineteen,  is 
managing  successfully 
two  music  stores,  one 
at  Semple  and  Easton 
streets,  and  the  other 
on  West  Florrisant 
avenue,  handling 
pianos,  talking  ma- 
chines and  Okeh  rec- 
ords. 

When  Mr.  Rosenblatt 
was  fifteen  years  old 
Marvin  Rosenblatt  he  induced  his  father  to 
open  a  music  department  in  his  general  store 
and  the  venture  proved  so  successful  that  two 
years  later  Mr.  Rosenblatt,  Sr.,  sold  out  his 
drygoods  store  and  has  since  devoted  himself 
to  conducting  a  music  store  exclusively.  Ar- 
rangements are  already  under  way  for  opening 
up  a  third  store  and  several  others  are  in 
prosoect. 


Philadelphia,  Pa.,  April  6. — Announcement  is 
made  by  the  Unit  Construction  Co.,  of  this  city, 
that  M.  E.  Lyle  will  represent  the  company  in 
the  Atlanta  territory,  comprising  Georgia,  Flor- 
ida, Alabama,  North  Carolina  and  South  Caro- 
lina, also  Chattanooga,  Tenn.,  and  vicinity. 
Showrooms  and  offices  will  be  maintained  by 
Mr.  Lyle  in  the  Moore  Building,  Atlanta,  where 
a  comprehensive  exhibit  of  Unico  equipment 
will  be  displayed  for  the  benefit  of  the  dealers 
in  this  district.  Mr.  Lyle,  through  his  trade  ex- 
perience of  many  years,  is  particularly  well  qual- 
ified to  extend  the  advantages  of  Unico  sales 
and  engineering  service  to  all  dealers  in  the  five 
Southeastern  States. 


VISITS  EDISON  LABORATORY 


Otis  Skinner  of  Bangor,  Me.,  Visits  Orange  to 
Arrange  for  Concert  Next  Season 


Otis  Skinner,  Edison  dealer  at  Bangor,  Me., 
was  a  recent  visitor  to  the  Edison  laboratories. 
He  reported  an  unusually  good  Edison  business 
and  was  most  optimistic  about  the  future.  He 
visited  Orange  for  the  purpose  of  arranging  a 
concert  for  next  Winter  by  Vasa  Prihoda,  the 
brilliant  violinist  and  Edison  artist. 


DECA=DISC  OWNS  PATENT  OUTRIGHT 


The  Deca-Disc  Phonograph  Co.,  of  Waynes- 
boro, Pa.,  manufacturer  of  the  Deca-Disc 
phonograph,  which  plays  ten  records  continu- 
ously, is  now  the  owner  of  the  patent  covering 
this  type  of  machine.  The  company  formerly 
made  this  instrument  under  a  license  contract, 
but  with  the  issuance  of  the  patent  on  March  23 
the  concern  exercised  an  option  to  purchase  the 
patent  outright  from  the  inventor,  and  it  is  now 
the  property  of  the  company  exclusively. 


MAKE  IT  SELL- 

Equip  Your  Portable  with 
This  Real  Selling  Point 


Catalogue  and  Prices  on  Request 


MUTUAL  PHONO  PARTS  MFG.  CORP. 


149-151  LAFAYETTE  STREET 


NEW  YORK  CITY 


The  Russell  Gear  &  Machine  Co.,  Ltd.,  1209  King  St.,  West,  TORONTO, 
CAN.,  Exclusive  Distributors  for  Canada  and  All  Other  British  Possessions 
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Hundreds  of  Phonograph  Dealers 
Are  Making  Daily  Profits 


Sheet  Music 


iff  IN  addition  they  find  Sheet  Music 


fli^  brings  customers  to  the  store 
for  Talking  Machines,  Records  and 
Player  Rolls. 

Sheet  Music  Requires  Small  Investment. 

It  has  a  Quick  Turnover. 

New  stock  can  be  received  overnight. 

Fills  an  unused  space  in  the  store. 

No  additional  clerks  —  It  sells  itself. 

The  investment  in  Sheet  Music  is 
so  small  that  you  owe  it  to  yourself 
and  customers  to  investigate 

WITHOUT  OBLIGATION  i 


from 
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E.  C.  MILLS,  Chairman 
M.  P.  P.  A.  — 56  West  45th  St.,  NEW  YORK 
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DANCE  ORCHESTRA  NOT  VITAL  TO  MELODY  "PLUGGING" 

Development  of  New  Type  of  Organization  in  Theatrical  Attraction  Shows  New  Trend  in  Ar- 
rangements Preserving  Melody — Modem  Renditions  Highly  Appreciated  by  Public 


There  are  more  than  a  few  indications  that 
modern  dance  orchestras  are  not  so  necessary 
as  a  medium  for  the  exploitation  of  melody  com- 
positions as  some  would  have  us  believe.  Natu- 
rally, they  are  used  and  will  continue  to  be 
used  as  an  available  vehicle  for  the  populariza- 
tion of  songs  in  dance  form.  But  making  special 
arrangements  for  orchestra  use,  encouraging, 
or  even  allowing  the  making  of  such  arrange- 
ments upon  their  own  part  (which  is  seemingly 
unwise)  is,  apparently,  unnecessary  in  the  case 
of  melody  compositions. 

Following  the  entry  of  the  Paul  Whiteman 
Orchestra  into  vaudeville  over  a  year  ago  and 
the  booking  by  the  large  circuits  of  such  suc- 
cessful organizations  as  Paul  Specht's  and  Vin- 
cent Lopez'  Pennsylvania  orchestras,  there  has 
been  a  noteworthy  addition  to  the  ranks  of 
musical  combinations  styling  themselves  synco- 
pated symphonists,  etc.,  in  both  large  and  small 
houses,  all  of  which  are  meeting  with  unusual 
success. 

These  play  popular  numbers  with  the  melody 
remaining  intact,  without  the  changes  and  nov- 
elties heretofore  introduced  by  most  of  the 
dance  orchestras.  In  New  York  alone  there 
have  been  as  many  as  six  or  eight  such  orches- 
tras playing  vaudeville  houses  in  one  week,  the 
demand  for  their  services  at  times  being  so 
heavy  as  to  make  it  necessary  for  the  more 
successful  to  play  two  houses  in  one  night. 

In  addition  to  playing  the  popular  melody 
fox-trots  as  originally  written,  they  also  include 
several  standard  works  in  every  program.  When 
playing  the  classics  it  is  true  that  they  give  the 
touch  of  the  modern  to  the  rendition,  but  the 
selections  are  in  no  way  mutilated  and  they 
certainly  meet  public  approval  as  the  repeated 
encores  show. 

It  is  the  orchestras  that  are  filling  the  the- 
atres— they  are  booked  at  large  salaries  because 
they  bring  audiences.  Most  of  the  combinations 
are  from  eight  to  twelve  men,  so  the  weekly 
payroll  is  quite  substantial. 

Either  there  is  a  large  public  that  is  not 
interested  in  dancing  or  dance  orchestras,  who 
up  to  these  new  bookings  of  musical  combina- 
tions have  had  no  opportunity  of  hearing  the 
modern  orchestra,  or  there  is  a  considerable 
number  of  people  who  feel  the  vaudeville  style 
of  rendition  is  a  great  improvement  over  that 
heard  in  the  dance  hall. 


There  are  several  other  merits  in  the  theatre 
attraction  organization  over  the  dance-hall  or- 
chestra from  both  the  music  publishers'  and  the 
public's  standpoint.  It  is  more  intimate,  for 
one  thing,  and  by  any  one  of  several  methods 
it  lets  its  audiences  know  the  title  of  the  num- 
bers played. 

At  a  recent  vaudeville  performance,  out  of 
the  entire  program  played  by  a  leading  orches- 
tra, the  only  number  that  received  no  response 
was  a  novelty  played  in  what  would  be  termed 
dance  rhythm  at  its  loudest  and  best. 

Whether  or  not  the  above  situation  means 
much  or  little  as  to  the  trend  of  the  public 
taste,  the  additional  orchestra  combinations 
playing  to  other  than  the  normal  dance  public 
should  be  welcomed  by  the  trade. 

Further  evidence  of  improvement  in  musical 
taste,  particularly  as  it  applies  to  theatre  audi- 
ences, was  demonstrated  recently  with  the  ap- 
pearance of  Nahan  Franko  and  his  own  sym- 
phony orchestra  at  the  Palace  Theatre,  New 
f  ork's  leading  vaudeville  house. 

The  management  of  this  theatre  also  con- 
templates further  appearances  of  symphony  or- 
chestras. Arrangements  are  being  made  with 
Hugo  Riesenfeld  for  the  appearance  of  an  or- 
chestra of  si.Kty  pieces.  This  appearance  has 
been  delayed  somewhat  by  internal  differences 
in  the  various  musicians'  local  unions. 


NEW  QUARTERS  ATTRACT  TRADE 

New  Feist  Offices  in  Chicago  Aid  Work  in  That 
Territory — Feist  Numbers  in  Balaban  &  Katz 
Moving  Picture  Theatres  in  Chicago 


Chicago,  III,,  April  7. — While  the  finishing 
touches  were  being  added  to  the  new  quarters 
of  Leo  Feist,  Inc.,  which  recently  moved  to 
the  Ashland  Block,  the  Chicago  office  announces 
that  its  fetest  hits  are  running  100  per  cent 
strong.  Two  popular  writers  in  the  Chicago 
branch,  Ned  Miller  and  Chester  Cohn,  writers  of 
"Why  Should  I  Cry  Over  You,"  have  written 
an  equally  popular  number  in  "Crying  for  You." 
This  number  is  being  featured  throughout  the 
country  and  it  is  predicted  it  will  be  one  of 
the  big  hits.  Recently  the  Balaban  &  Katz 
houses  featured  several  Feist  numbers  in  their 
"Jazzmania'-'  program,  as  follows:  "Runnin' 
AVild,"  "You've  Got  to  See  Mama  Every 
Night"  and  "Wonderful  One." 


PUTTING  OVERA^  SONG  TITLE 

Unique  Plans  Worked  Out  in  Clover  Gardens 
With  "Down  by  the  Old  Apple  Tree" 


GALLAGHER  AND  SHEAN  CONTEST 

Jack  Mills,  Inc.,  to  Hold  Nation-wide  Contest 
for  Verses  for  Song 


According  to  an  announcement  of  Jack  Mills, 
Inc.,  music  dealers  throughout  the  country  will 
shortly  be  informed  of  a  "Gallagher  and  Shean" 
contest  to  be  conducted  in  every  city  throughout 
the  country  and.  to  the  winners  of  which  $5,000 
in  cash  prizes  will  be  awarded.  Advertisements 
in  local  newspapers  will  carry  details  of  the  con- 
test by  the  terms  of  which  prizes  will  be 
awarded  to  those  writing  the  best  "Gallagher 
and  Shean"  verses  in  each  town,  the  music 
dealers  of  the  city  acting  as  judges.  Gal- 
lagher and  Shean  themselves  .  will  make  the 
final  decision  as  to  the  verses  which  will  be 
used  by  them  in  the  "Ziegfeld  Follies."  Those 
winning  prizes  will  also  receive  an  autographed 
photograph  of  the  famous  team. 


The  desire  on  the  part  of  music  publishers 
and  the  public  alike  for  the  display  of  titles 
in  some  manner  by  dance  orchestras  when  ren- 
dering a  selection  has  been  met  by  a  good  many 
such  organizations  which  frequently  display  the 
titles  on  the  regular  program.  A  new  move  in 
putting  over  the  title,  as  well  as  the  melody  of 
a  song,  a  distinct  innovation,  was  recently  in- 
augurated by  Harry  Pearl,  manager  of  the 
Clover  Gardens,  New  York,  who  featured  the 
Edward  B.  Marks  Music  Co.  number,  "Down 
by  the  Old  Apple  Tree."  In  the  center  of  this 
magnificent  ballroom  a  splendid  reproduction 
of  a  large  apple  tree  was  placed  on  the  dance 
floor,  close  by  a  barrel  overflowing  with  rosy- 
cheeked  apples  which  were  given  gratis  to  the 
dancers  as  they  passed  by.    It  scored  big. 


NOW  IT  IS  "FANCY  NANCY  CLANCY' 


Pease  and  Nelson,  the  writers  of  "Peggy 
O'Neil,"  "Pretty  Kitty  Kelly"  and  other  Irish 
successes,  have  written  another  offering  in  the 
same  class,  entitled  "Fancy  Nancy  Clancy," 
which  has  been  accepted  for  publication  by  Leo 
Feist,  Inc.  The  number,  although  only  recent- 
ly released,  has  been  quite  active  wherever  dem- 
onstrated. Press  notices  describe  it  as  "one  of 
those  sweet  little  Irish  ballads  in  waltz  time." 


BElKGPiayEDAND  SUNG  FROM  C30AST™  COAST 


Jl&ady  Sootx. yon  Phono^rapKs  andPlayer' I^iaixos 

'x.Karvsas  City  Mo. 
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"  You  canT^owi-on^ 
With  smjFEISTsot^" 


REMICK  SONGS  STRONG  ON  COAST 

I.  E.  Sklare  Receives  Good  Orders  on  Trip 
Through  Northwest— Nellie  L.  Torgler  With 
Lipman,  Wolfe  &  Co.  as  Manager 


STODDARD  NEW  EMERSON  ARTIST 


Harry  Stoddard  and  His  Orchestra  Sign  Con- 
tract With  Emerson  Phonograph  Co. — Plan 
Intensive  Publicity  Campaign 


will  make  monthly  releases  of  dance  records. 
The  other  organization  is  known  as  Anton 
Lada's  Louisiana  Orchestra. 


Portland,  Ore.,  April  5. — I.  E.  Sklare,  man- 
ager of  the  Portland  Remick  Song  &  Gift  Shop, 
spent  ten  days  recently  visiting  the  sheet  music 
dealers  of  Spokane,  Seattle,  Vancouver  .and 
several  other  cities,  in  the  interests  of  his  firm 
and  reports  having  received  many  orders  for 
"Shedding  Tears  Over  You,"  "Falling,"  "I'm 
Just  a  Little  Blue,"  "When  Will  I  Know," 
"Sweet  One,"  and  "Rocky  Mountain  Moon." 
Mr.  Sklare  says  that  O.  G.  Olsby  has  again  taken 
charge  of  the  Seattle  branch  as  manager,  after 
spending  several  months  in  California. 

The  Liberty  Theatre  of  Portland  featured 
"When  Will  I  Know"  with  attractive  slides, 
while  Roy  Alexander,  tenor,  sang  the  song, 
making  a  big  hit,  accompanied  by  Henri  Keates 
on  the  Wurlitzer  organ.  It  was  also  featured  at 
the  Hippodrome  by  Cappen's  Jazz  Orchestra. 

When  Kathleen  Benoit  Campbell  resigned  as 
manager  of  the  sheet  music  department  of  Lip- 
man,  Wolfe  &  Co.  to  take  charge  of  the  Louis 
Mack  store  on  Broadway,  Nellie  L.  Torgler 
was  placed  in  charge  of  the  department.  Miss 
Torgler  is  a  talented  musician,  holds  a  B.  M. 
degree  from  the  interstate  branch  of  the  Chi- 
cago Conservatory  of  Music  and  is  a  teacher 
and  concert  pianist  of  ability. 


Harry  Stoddard  and  His  Orchestra,  which  for 
the  past  two  months  has  played  for  the  Keith 
vaudeville  circuit  in  the  metropolitan  district, 


BERLIN  EXPLOITS  SOUTHERN  SONG 

Irving  Berlin,  Inc.,  is  exploiting  through  pro- 
fessional channels  a  new  Southern  ballad  en- 
titled "Down  Among  the  Sleepy  Hills  of  Ten- 


SPECHT  RECORDS  IN  DEMAND 

Paul  Specht's  "Georgians,"  who  are  making 
"blue"  and  "jazz"  records  for  the  Columbia 
Graphophone  Co.,  are  having  unusual  success 
with  their  recordings,  according  to  all  reports. 
Some  of  their  newest  releases  are  "Nothing 
But,"  from  the  Irving  Berlin  catalog;  "Chicago," 
from  the  Fred  Fisher,  Inc.,  catalog;  "Sister 
Kate,"  from  the  Clarence  Williams  Music  Co. 
catalog,  and  "Way  Down  Yonder  in  New 
Orleans,"  from  Shapiro,  Bernstein  &  Co. 


Harry  Stoddard  and  His  Orchestr 

and  which  will  shortly  play  a  return  engagement 
at  the  Palace  Theatre,  New  York,  has  been 
signed  by  the  Emerson  Phonograph  Co.  to  re- 
cord exclusively  for  Emerson  records.  This 
musical  combination  has  been  one  of  the  most 
popular  of  the  orchestras  heard  in  vaudeville 
this  season.  It  features  modern  symphonic  syn- 
copations and  in  addition  makes  a  specialty  of 
the  more  popular  classics. 

The  Emerson  Phonograph  Co.  will  e.xploit 
this  new  addition  to  its  recording  staflf  on  a 
wide  scale  and  an  intensive  publicity  campaign 
to  the  trade  and  buying  public  will  be  arranged. 
The  addition  of  this  orchestra  gives  the  Emer- 
son Co.  two  modern  musical  combinations  which 


a  to  Make  Emerson  Recoi"ds 
nessee."  It  is  heard  frequently  in  vaudeville 
and  from  present  indications  will  be  a  bigger 
success  than  "Tucky  Home."  The  words  are 
by  Joe  Young  and  Sam  M.  Lewis  and  the  music 
by  George  W.  Meyer.  The  Berlin  song,  "You 
Know  You  Belong  to  Somebody  Else"  (So 
Why  Don't  You  Leave  Me  Alone),  continues 
to  be  one  of  the  biggest  successes  of  the  present 
season,  closely  followed  by  "Dearest,"  and  the 
novelty,  "You  Tell  Her — I  Stutter,"  which  is 
growing  steadily  in  demand. 


Some  one  has  said:  "A  fool  and  his  money 
are  soon  parted."  However,  that  person  is  no 
fool  who  invests  in  good  advertising. 


Mit  — 


zi 


what    maKes  tjou  "Ritz" 


Rl 


AHappi)Snappx| 
Fox  Trot  Son^ 


'  You  can't  ^owvon^ 
VithanyFaST'son^' 


me 


so  r- 


NITZI 


©LEO. FEIST  INC.  NY.C. 


April  15,  1923 


THE   TALKING   MACHINE  WORLD 


(World  of  Music) 


145 


^.^  Xg  HouseTKat 'jack:  Bviilt^ 


99 


L^eik"  JACK  Witt: 

iatJAaWtt: 

Tfeje  arelfee  tlimgj  mtniQ(le4  Irieb 
•ifltfosfconQdle  fiouselat  JACK  kt 


^ere  wAa  Lads  ujlioiianlcllioseliingj 
ikatmadelfie  bricl^tfeatfasfconed 
ie  UsclfiQt  JACK  kit: 


epQ  arelfie  ^rs liat  U^fiten  ifiG  faces 
of  the  Lad  J  yufiol^QntliojQliin^s^ 
that  made  tde  bricblfiat  fasfiioned 
tfiG  fio\i?elliQt  JACK  kilr. 


ft* 

P 

^ONTHE 

Ifloma 
■Papa  1 

"the 

BLUE 

 , 

AFTER 

For,  * 
Crying 
Out 
Loud 

AGAIN 

Si 

"  MODERN 
NOVELiy 

flANO 

iko.  star^  tfiat  brigfikaific  faces 
of  tfie  Lads  \wfiolkaRklioselfiing$ 
t  lat  TTiQckllfce  bricb  ifiot  fashioned 
m  liouselfiQt  JACK  Wtt^. 


Jack  Mills,  \ 


MUSIC  152-4  West  45«?  ST 
nC.  PUBLISHERS  NEW  YORR. 


146       (World  of  Music)  THE   TALKING   MACHINE  WORLD 


April  15,  1923 


BY  BENNY  DAVIS  writers 


SAY  IT  WHILE  DANCING^ 


andABNER  silver  of    ANGEL  CHILP  CAROLINA  HONE 


M.WITynARK     sons  -  Publishers  -  WEhmark  Building  -  /NEW  VORK 


NEW  JACK  MILLS  CATALOG  OF  SONGS 


"Ballad  Beautiful"  Composed  of  Selected  Num- 
bers for  Concert  and  Home  Use 


Jack  Mills,  Inc.,  recently  announced  a  new- 
catalog  of  songs  to  be  marketed  under  the  title 
"Ballad    Beautiful."     These   are    all  carefully 


Clara  Edwards 
selected  numbers  suitable  for  concert  and  simple 
enough  in  style  to  be  available  for  home  use. 
The  most  important  contributor  to  this  new  se- 
ries is  Clara  Edwards,  a  composer  of  note, 
whose  numbers,  "Happiness,"  "  'Tis  Enough," 
"The  Little  Shepherd  Songs,"  are  now  in  prepa- 
ration. The  numbers  have  been  featured  from 
manuscript  by  the  following  concert  artists: 
Florence  Macbeth,  Lenora  Sparks,  Margaret 
Romaine,  Clara  Decks,  Vera  Ross  and  others. 


The  new  song,  "Out  Where  the  Blue  Begins," 
by  Bert  Grant,  James  Francis  McHugh  and 
George  Grafif,  Jr.,  has  also  been  placed  in  the 
above  catalog,  together  with  "The  Memory  of  a 
Song,"  by  Worten  David  and  Horatio  Nich- 
oUSj  a  British  ballad  success  recently  taken  over 
by  the  Mills  organization  for  American  dis- 
tribution, and  which  was  originally  published  by 
the  Laurence  Wright  Music  Co.,  London,'  Eng. 


TATE"  GETS  WINDOW  PUBLICITY 


New  Oriental  Fox-trot  Published  by  M.  V/it- 
mark  &  Sons  and  Recorded  by  Victor  Co. 
Vigorously  Exploited  by  Dealers 


The  recent  release  by  the  Victor  Talking  jMa- 
chine  Co.  of  the  record  "Fate,"  by  Paul  White- 
man  and  His  Orchestra,  has  resulted  in  a  large 
number  of  windows  being  devoted  to  the  dis- 
play of  the  record  and  advertising  material. 
"Fate"  is  an  oriental  fox-trot  published  by  M. 
Witmark  &  Sons,  and  the  rapid  manner  in  which 
it  was  accepted  as  one  of  the  big  hits  of  the 
season  marked  it  as  an  unusual  novelty. 

The  various  window  displays,  of  which  two 
from  the  metropolitan  district  are  herewith  re- 


"Fate"  Window  of  Emanuel  Blout,  New  York 

produced,  supplementing  the  other  publicity  ar- 
ranged for  the  number,  added  considerably  to 
"Fate's"  popularity.  With  the  dance  enthusi- 
asts a  record  bv  the  Wliiteman  'Orchestra  al- 


ways receives  immediate  attention  and  when  the 
number  is  of  the  novelty  type  it  pays  the  re- 


How  W.  Waldman.  New  York,  Featured  "Fate" 

tailer  to  place  the  publicity  material  in  a  promi- 
ricnt  position  of  his  store. 


NEW  FEIST  NOVELTY  NUMBER 


'Don't  We  Carry  On?"  Finds  Instant  Favor 
With  Vaudeville  Performers 


"Don't  We  Carry  On?"  is  the  title  of  a  new- 
novelty  comedy  song  by  Cliff  Friend  and  Sidney 
Clare,  which  has  been  accepted  for  publication 
by  Leo  Feist,  Inc.  The  number,  on  being  heard 
in  the  professional  department  of  the  above  pub- 
lishing house,  found  instant  favor  with  vaude- 
ville singers  and  from  present  indications  "Don't 
We  Carry  On?"  will  be  heard  on  practically 
every  program,  as  the  number  of  performers 
using  the  song  is  being  added  to  at  a  rapid  rate. 

Novelty  songs  either  achieve  popularity  very 
quickly  or  die.  "Don't  We  Carry  On?"  prom- 
ises to  be  quite  popular. 


Slow  stock  turnover  cuts  profits, 
turnover  spells  f-a-i-l-u-r-e. 


Too  slow 
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"BAMBALINA"  IS  THE  BIG  HIT  OF  "THE)  WILDFLOWER" 


TWO  BIG  STASNY  "HITS" 


This  Song,  From  Arthur  Hammerstein's  New 
Is  Being  Played  by  a  Large  Number  o 

Following  the  opening  of  Arthur  Hammer- 
stein's new  musical  play,  "The  Wildflower,"  the 
New  York  critics  hailed  as  instantly  popular 
the  song  "Bambalina."  Shortly  after  a  similar 
statement  was  made  by  a  number  of  profes- 
sional managers  and,  subsequently,'  its  popu- 
larity was  again  emphasized  by  the  various  me- 
chanical reproduction  companies'  efforts  to  ob- 
tain copies  for  manufacturing  talking  machine 
records  and  player  rolls. 

"Bambalina"  is  being  played  frequently  by  a 
large  number  of  orchestras  and  these  are  con- 
stantly being  added  to.  As  a  song,  naturally,  it 
will  only  be  heard  for  a  time  in  the  show. 

A  song  of  this  caliber,  directly  after  the  Len- 
ten period,  should  add  considerably  to  the  music 
counter's  general  activity  and  sales  totals.  While 
there  is  seemingly  no  dearth  of  meritorious  pop- 


Musical  Play,  has  Become  Widely  Popular  and 
f  Orchestras  Throughout  the  Country 

ular  songs,  still  "Bambalina"  has  taken  its  place 
as  one  of  the  outstanding  novelties.  It  is  un- 
derstood that  late  in  April  or  early  in  May  it 
will  simultaneously  be  released  by  practically 
all  the  talking  machine  record  and  player  roll 
companies.  The  orchestras  at  that  time  will  all 
be  making  it  a  program  feature.  Various  other 
supplementary  activities  will  be  arranged  and 
"Bambalina"  will  receive  unusual  publicity. 

From  a  sheet  music  angle  it  should  have  a 
very  large  and  wide  sale.  It  is  so  simple  that 
a  mere  child  can  play  it.  A  tune  with  a  chord 
effect,  with  frequent  repetition,  seems  to  sell  the 
melody  to  all  those  who  hear  it.  As  a  novelty 
it  has  what  many  numbers  of  such  caliber  fre- 
quently miss — simplicity.  Some  of  our  greatest 
novelties  "were  large  sellers,  despite  the  fact  that 
tiiey  were  difficult  for  the  average  pianist  to 
play,  but  no  such  fault  can  be  found  with  "Bam- 
balina." 

The  fact  that  it  will  be  sung  only  in  "The 
Wildflower"  will  further  make  it  necessary  for 
its  admirers  to  purchase  copies.  This,  too,  will 
make  it  impossible  for  the  melody  and  song  to 
become  stale  before  the  trade  can  cash  in  sub- 
stantially. 

Harms,  Inc.,  is  the  publisher.  The  book  and 
lyrics  for  "The  Wildflower"  are  by  Otto  Har- 
bach  and  Oscar  Hammerstein  2nd.  and  the  mu- 
sic is  by  Vincent  Youmans  and  Herbert  Stot- 
hart.  Other  songs  in  the  production  are  "Wild- 
flower," "Good-bye,  Little  Rosebud,"  "April 
Blossoms"  and  "If  I  Told  You." 


The  pretty  melody  fox 
trot  song  that  is  rapidly  ris- 
ing among  the  best  counter 
sellers.  No  dealer  can  afford 
to  be  without  a  good  stock 
of  copies. 

Now  is  the  time  to  display 
this  hit — attractive  streamers 
and  extra  title  pages  enclosed 
with  all  orders  on  request. 

Published  by 

SAM  FOX  PUB.  CO. 


The  Arcade 
CLEVELAND.  0. 


158-160  W.  4Sth  St. 
NEW  YORK  CITY  J 


DUNCAN  SISTERS^  PACIFIC  COAST 

Following  one  of  the  most  successful  vaude- 
ville tours  in  the  East,  the  Duncan  sisters  re- 
cently left  for  the  Pacific  Coast,  where  they 
are  booked  for  a  two  weeks'  engagement  at 
the  Orpheum  Theatre,  San  Francisco.  Among 
the  songs  they  are  singing  with  success  is 
"Down  by  the  Old  Apple  Tree,"  and  this  is  to 
be  included  in  their  program  during  their  stay 
on  the  Pacific  Coast.  They  have  also  decided 
to  use  the  march  success,  "Parade  of  the 
Wooden  Soldiers,"  in  song  form  in  their  pro- 
gram. Following  their  San  Francisco  engage- 
ment the  Duncan  sisters  will  appear  for  a  num- 
ber of  weeks  in  Los  Angeles.  The  Edward  B. 
Marks  Music  Co.  is  the  publisher  of  the  above 
numbers. 


NEW  BERLIN  NOVELTY  SONG 


Among  the  novelty  songs  recently  added  to 
the  catalog  of  Irving  Berlin,  Inc.,  is  a  number 
by  Alex  Gerber,  Bud  Green  and  Ray  Henderson. 
It  is  entitled  "I  Thought  I'd  Die."  The  song 
is  proving  quite  popular  with  vaudeville  per- 
formers and  should  be  one  of  the  active  novel- 
ties during  the  Summer  months. 


The  A.  J.  Stasny  Music  Co.,  56  West  Forty- 
fifth  street.  New  York  C\iy,  has  inaugurated  an 
intensive  Spring  campaign  on  two  numbers,  both 
of  which  have  shown  some  popularity  in  song 
and  instrumental  form.  They  are  "Panama  Twi- 
light," a  waltz  described  as  the  successor  to 
"Rio  Nights,"  and  "Sun-Kissed  Rose,"  a  new 
fox-trot  song. 


NEW  BURKE  AND  HERSCHER  SONG 


Joe  Burke  and  Lou  Plerscher,  writers  of 
"Wake  Up,  Little  Girl,  You're  Just  Dreaming," 
have  written  another  song  entitled  "My  Pal," 
which  has  been  accepted  for  publication  by  Leo 
Feist,  Inc.  The  number  is  said  to  be  -one  of 
the  best  songs  this  team  has  written. 
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PANAMA  TWILIGHT 


Successor  to  RioNi0htS 


I  Hawaiian 


A.  J.  STASNY  MUSIC  CO. 


56  West  45th  Street,  New  York 


TUCKER  USES  WITMARK  SONGS 


Well-known  Vaudeville  Artist  Using  Three 
Numbers  From  Catalog  of  That  House  in 
Present  Act  at  the  Keith  Theatres 


Sophie  Tucker,  one  of  vaudeville's  favorites, 
who  is  headliner  at  the  Keith  theatres  this 
year,   has    paid   a   pretty   compliment   to  the 


Sophie  Tucker 

worth  of  M.  Witmarlv.  &  Sons  popular-standard 
catalog  She  picked  out  not  one,  but  three  of 
the  current  numbers  sponsored  by  that  com- 
pany and  is  now  singing  all  three  of  them  with 
success.  The  songs  are  "Vamping  Sal,"  whose 
doing  as  the  "Sheba  of  Georgia"  Miss  Tucker 
relates  in  an  inimitable  way;  "If  You  Go,  You'll 


Come  Back  By  and  By,"  a  typical  Sophie  Tucker 
number,  and  "When  Will  the  Sun  Shine  for 
Me?",  an  exceptionally  tuneful  fox-trot  ballad. 
"Vamping  Sal"  and  "If  You  Go"  are  written 
by  Henry  Creamer  and  Lew  Pollack,  and  the 
sunshine  song  is  by  Benny  Davis  and  Abner 
Silver.  These  numbers  seem  to  make  a  strong 
appeal  to  Sophie  Tucker's  admirers. 


FEATURES  FOX  NUMBERS  IN  WINDOW 


Nathan-Dohrmann  Exploits  Fox  Numbers  Re- 
corded in  the  Victor  Catalog 


NEW  LEO  FEIST,  INC.,  NUMBERS 

Among  the  new  songs  added  to  the  catalog 
of  Leo  Feist,  Inc.,  are  "Blue  Hoosier  Blues," 
"Ritzi  Mitzi,"  "Rose  of  Brazil,"  "I  Know  What 
It  Means  to  Be  Sorry,"  "Snakes'  Hips"  and 
"Don't  We  Carry  On?"  These  numbers  have 
all  been  selected  for  the  Spring  campaign  of 
the  Feist  organization  and  in  addition  to  being 
introduced  in  vaudeville  will  be  heard  frequently 
on  the  dance  floor  during  the  coming  months. 


ARTIST'S  APPEARANCE  AIDS  SALES 


Wichita,  Kans.,  April  7. — The  Innes-Cosgrove 
Music  Co.,  Edison  dealer,  this  city,  reports  that 


The  Nathan-Dohrmann  Co.,  San  Francisco, 
Cal.,  one  of  the  most  successful  retail  establish- 
ments in  that  city, 
which  handles  Victor 
goods  exclusively,  re- 
c  e  n  tl  y  co-operated 
with  the  Sam  Fo.x 
Publishin  g  Co.,  of 
Cleveland,  O.,  a  n  d 
gave  an  e  .x  c  1  u  s  i  v  e 
window  display  to 
records  the  numbers 
of  which  are  from  the 
Sam  Fox  catalog.  The 
display  shown  here- 
with was  a  most  artis- 
tic arrangement  and 
had  particular  value, 
showing  many  Fox 
numbers.  Nathan-Dohrmann  Features  Fox  Numbers 


In  the  background  can  be  seen  four  placards 
with  a  personal  message  from  the  orchestra 
leaders  of  the  leading  San  Francisco  theatres: 
Gulia  Ormay,  of  the  New  Portola  Theatre,  on 
"Romany  Love";  Paul  Ash,  of  the  Grenada  The- 
atre, on  "Swanee  Smiles";  Ben  Black,  of  the 
California  Theatre,  on  "Romany  Love,"  and  J. 
Harry  Lewis,  of  the  Imperial  Theatre,  on 
"Swanee  Smiles." 


a  mile  behind  the  times. 


Carolina  Lazzari,  the  eminent  contralto  and 
Edison  artist,  achieved  a  phenomenal  success 
on  March  26  when  she  appeared  in  Wichita  as 
soloist  with  the  St.  Louis  Symphony  Orchestra. 

Immediately  after  Miss  Lazzari's  appearance 
there  was  a  great  demand  for  Lazzari  records, 
which  again  indicates  to  dealers  the  importance 
of  tying  up  aggressively  with  the  concert  ap- 
pearances of  artists.  The  time  and  trouble 
spent  in  doing  this  is  well  worth  while  in  view 
of  the  stimulated  business. 
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SYBIL  VANE  AND  POPULAR  SONGS 

Welsh  Singer  in  Vaudeville   Shows  Popular 
Numbers  Off  at  Their  Best 


Sybil  Vane,  the  Welsh  prima  donna  now  play- 
ing the  larger  vaudeville  houses  in  Eastern  ter- 
ritory, is  meeting  with  unusual  success  in  her 
present  tour.    Among  the  songs  she  is  pro- 


Sybil  Vane 

gramming  are  "Kiss  Me  Again,"  "A  Dream," 
"My  Buddy,"  and  the  big  success  from  the  Irv- 
ing Berlin,  Inc.,  catalog,  "You  Know  You  Be- 
long to  Somebody  Else  (So  Why  Don't  You 
Leave  Me  Alone?)". 

It  has  often  been  said  that  the  average  popu- 
lar song  has  little  or  no  real  merit.  This  is 
disposed  of  by  the  fact  that  many  music  lovers 
think  otherwise  in  purchasing  hundreds  of  thou- 
sands of  copies  of  the  more  popular  works. 


Popular  songs  are  generally  sung  by  popular 
singers  and  vaudevillians,  many  of  whom  have 
not  a  voice  to  speak  of  and  for  that  reason 
most  songs  in  vaudeville  are  never  heard  at 
tlieir  best. 

To  hear  Sybil  Vane  sing  "You  Know  You 
Belong  to  Somebody  Else  (So  Why  Don't  You 
Leave  Me- Alone?)"  takes  from  it  the  ordinary 
popular  stamp  and  places  it  in  what  is  gen- 
erally described  as  a  popular  high-class  ballad, 
which  would  seem  to  prove  that  it  is  the  way 
a  song  is  rendered  that  makes  it  popular,  semi- 
popular  or  high-class. 


SPECIAL  VICTOR  RECORD  RELEASE 


Eight  Interesting  New  Records,  Seven  From 
May  Supplement,  Placed  on  Sale  April  14 


The  Victor  Talking  Machine  Co.  has  just  an- 
nounced the  special  release  of  eight  new  rec- 
ords, seven  of  them  taken  from  the  May  Sup- 
plement, and  the  other  from  the  supplement  that 
follows.  The  chief  feature  of  the  release  is  the 
recording  by  Ignace  Jan  Paderewski,  the  fa- 
mous pianist,  of  the  Hungarian  Rhapsody  No.  2, 
it  requiring  two  twelve-inch  records  to  carry  the 
full  composition.  Gigli  also  appears  on  the  list 
with  a  new  record,  "O  Paradise,"  from  Afri- 
cana. 

The  five  remaining  records  are  of  popular 
numbers  and  include  "No  One  Loves  You  Any 
Better  Than  Your  M-A-double-M-Y,"  sung  by 
Murray  and  Smalle,  accompanied  by  the  Vir- 
ginians, and  "Don't  Think  You'll  Be  Missed," 
sung  by  Aileen  Shanley  and  accompanied  by  the 
Virginians.  The  Benson  Orchestra  of  Chicago 
is  heard  on  an  interesting  record,  on  one  side 
of  which  is  "Starlight  Bay"  and  on  the  other 
"Think  of  Me,"  both  fox-trots.  Still  another 
record  bears  "Farewell  Blues"  and  "Apple 
Sauce,"  fox-trots,  played  by  the  Virginians. 
Whiteman  and  His  Orchestra  are  represented 


with  "Crying  for  You,"  and  on  the  other  side 
of  the  same  record  is  "Sunny  Jim,"  plaj-ed  by 
Confrey  and  His  Orchestra.  The  last  of  the 
series  is  "Whoa,  Tillie,  Take  Your  Time"  and 
"Y'ou  Know  You  Belong  to  Somebody  Else," 
both  fox-trots,  played  by  the  Virginians. 

It  was  so  arranged  that  the  records  were 
made  available  to  the  retail  trade  in  time  to  be 
placed  on  sale  on  Saturday,  April  14. 


CO=OPERATES  WITH  THE  PUBLISHERS 

C.  Bruno  &  Son,  Inc.,  Prepares  Attractive  Win- 
dow Cards  Featuring  Popular  Numbers  for 
Dealers'  Use — Attracting  Wide  Attention 


C.  Bruno  &  Son,  Inc.,  Victor  wholesaler,  New 
York,  has  for  some  time  been  co-operating  with 
the  various  music  publishers  in  preparing  large 
attractive  window  cards  featuring  certain  of  the 
popular  numbers.  These  cards  have  been  sup- 
plied together  with  streamers  and  title  pages, 
enabling  the  dealer  to  arrange  most  effective 
windows  on  these  popular  songs  which  have 
proved  a  great  success  in  stimulating  both  rec- 
ord and  sheet  music  business.  These  displays 
Bruno  has  been  moving  from  one  dealer  to  an- 
other, giving  each  dealer  the  benefit  of  this  val- 
uable display  service  with  absolutely  no  cost  to 
him.  At  the  present  time  Bruno  has  four  dis- 
plays on  the  very  popular  number  "Fate,"  which 
were  prepared  in  co-operation  with  M.  Wit- 
mark  &  Son,  publishers  of  this  number.  These 
displays  are  attracting  a  great  deal  of  attention 
throughout  the  cities  and  territories  in  which 
they  are  being  used. 


The  J.  W.  Jenkins'  Sons  Music  Co.  song, 
"Stories,"  is  being  played  by  hundreds  of  dance 
orchestras  in  all  parts  of  the  country.  Many 
of  the  vaudeville  singers  are  programming 
"Stories"  and  the  publishers  are  supplementing 
this  publicity  by  an  intensive  sales  drive. 
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RECORDS  THAT  SELL 


Down   Among   the   SLEEPY   HILLS  of 

TEN-TEN- TENNESSEE 

Another  Hit  by  tlie  Writers  ol  "  'Tucky  Home  " 


ALAMOANA 

Tlie  Sensational  Hawaiian  Dance  Hit  from  tlie  West 


SOME  DAY  YOU'LL  CRY  OVER  SOME  ONE 

(As  I  Have  Cried  Over  You) 

A  Sure-Fire  Hit 


COME  ON  HOME 

Tlie  Orcliestra  Favorite  Dance  Tune 


NUTHIN'  BUT 

A  Hot  Tune  by  tlie  Writers  of  "Hot  Lips" 


BY  THE  SHALIMAR 

Featured   by   Orchestras  Everywhere 


IRVING  BERLIN,  Inc.,  1607  Broadway,  New  York 


GALLAGHER  AND  SHEAN  TO  ENTERTAIN  T.  M.  MEN,  INC. 

Well-known  Artists,  Together  With  Will  Rogers.  John  Steel  and  Others,  Will  Appear  at  Annual 
Entertainment  and  Dinner  of  Talking  Machine  Men,  Inc.,  on  April  25 


other  widely  known  and  popular  artists  will 
be  lined  up  by  the  committee. 

It  may  be  said  in  passing  that  those  who 
anticipate  a  damp  evening  on  the  25th  will  do 


Final  notices  have  been  sent  out  for  the  an- 
nual entertainment,  dinner  and  dance  of  the 
Talking  Machine  Men,  Inc.,  to  be  held  at  the 
Hotel  Pennsylvania,  New  York,  on  Wednesday 
evening,  April  25,  and  responses  already  in  the 
hands  of  the  committee  give  promise  of  the 
affair  being  one  of  the  most  successful  yet 
held,  from  the  standpoint  of  attendance  at  least. 

The  latest  announcement,  and  a  most  impor- 
tant one,  is  that  Gallagher  and  Shean,  popular 
vaudeville  headliners,  now  appearing  in  the 
"Ziegfeld  Follies,"  have  consented  to  attend 
the  affair  and  entertain  the  talking  machine  men 
and  their  guests,  as  has  Will  Rogers  and  other 
stars  of  the  "Follies." 

In  addition  to  Paul  Specht's  Orchestra,  which 
will  provide  most  of  the  music  for  dancing,  it 
is  announced  that  the  Dixieland  Jazz  Band  and 
the  Memphis  Five,  two  popular  local  recording 
organizations,    will    also    furnish  considerable 


dance  music,  so  that  there  will  be  little  oppor- 
tunity for  keeping  the  feet  still   during  the 


ITA  LI  AN 

Popular  Music 


AND 


MONTHLY  RELEASES 
Distributed  by 

ITALIAN  BOOK  CO. 

145  Mulberry  St.       New  York,  N.  Y. 


Gallagher  and  Shean 

evening,  when  revelry  will  hold  full  sway. 

As  already  announced  in  The  World,  John 
Steel  and  his  brother,  Fenton,  will  be  among 
the  entertaining  artists,  as  will  Miss  Westcott 
and  Her  Dancing  Beauties  in  program  of  ballet, 
aesthetic  and  character  dancing,  and  Miss  Carol 
Stewart,  daughter  of  Fred  Stewart,  head  of  the 
Victor  department  of  Arthora,  at  Stamford, 
Conn.,  and  a  premiere  danseuse  of  great  prom- 
ise.   It  is  expected  that  before  the  twenty-fifth 


•  Will  Rogers 

well  to  bring  their  own  rubbers,  as  such  equip- 
ment will  not  be  supplied  by  the  committee. 


NEW  LOCATION  FOR  FOSTER  PIANO  CO. 

The  Foster  Piano  Co.,  Troy,  N.  Y.,  has  re- 
moved from  the  location  of  the  past  ten  years  to 
a  new  store  about  a  block  further  up  the  street. 
Rapid  development  of  this-concern,  which  han- 
dles talking  machines,  made  the  move  necessary. 


f.QUALITY   IS   NOT   AN  ACCIDENT 

The  superior  quality  of  our  COTTON  FLOCKS  for  record  manufacture  is  the  result  of- con- 
tinual study  of  the  manufacturer's  requirements — diligent  adherence  to  the  use  of  raw  materials 
which  will  produce  the  best  flocks  and  scrupulous  attention  to  every  detail  of  their  manufacture. 

Numerous  record  manufacturers  are  profiting  by  the  cleanliness  and  uniformity  of  our 
product  through  reduction  in  spoilage  of  records. 

ARE  YOU  ONE  OF  THESE  MANUFACTURERS? 


CLAREM ONT  WASTE  MFG.  CO. 


Claremonf,  N.  H. 
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OPENS  NEW  QUARTERS  AFTER  FIRE 

Texas- Oklahoma  Phonograph  Co.,  Edison  Job- 
ber, Dallas,  Tex.,  Opens  Temporary  Quarters 
and  Continues  Service  Following  Fire  in 
Which  Entire  Stock  Was  Destroyed 


Dallas,  Tex.,  April  7. — The  entire  stock  of  the 
Texas-Oklahoma  Phonograph  Co.,  this  city,  Edi- 
son distributor  for  the  Southwest,  was  de- 
stroyed in  a  fire  which  broke  out  in  the  build- 
ing located  at  906-8  Commerce  street,  Dallas, 
on  March  7.  While  the  fire  did  not  reach  the 
first  floor,  on  whicli  the  Texas-Oklahoma 
Phonograph  Co.  was  located,  the  avalanche  of 
water  shot  into  the  building  completely  ruined 
the  phonograph  and  record  stock. 

A.  H.  Curry,  vice-president  of  Thomas  A. 
Edison,  Inc.,  is  president  of  the  Texas-Okla- 
homa Phonograph  Co.,  and  O.  G.  Feltner  is 
secretary  and  treasurer.  Mr.  Curry  reached  this 
city  soon  after  the  fire  and  for  two  weeks  he 
and  R.  R.  Karch,  the  Edison  traveling  repre- 
sentative, were  busy  adjusting  fire  losses  and 
finding  new  quarters  for  the  jobbing  branch. 
Mr.  Curry  stated  that  his  loss  was  considerable 
as  he  was  not  completely  covered  by  insurance. 

The  new  temporary  home  of  the  Texas-Okla- 
homa Phonograph  Co.  is  located  at  2025  Jackson 
street.  The  stock  is  rapidly  being  replenished 
and  the  Dallas  Edison  jobbing  point  is  again 
ready  to  render  prompt  and  efficient  service  to 
all  its  dealers. 


UNICO  DEMAND  GROWS  STEADILY 


Many  Concerns  Place  Orders  With  Unit  Con- 
stiniction  Co.  for  Extensive  Equipment 


Philadelphia,  Pa.,  April  6. — The  Unit  Construc- 
tion Co.,  of  this  city,  reports  that  equipment 
orders  have  been  steadily  increasing  since 
March  1. 

Rayburn  Clark  Smith,  president,  points  out 
that  the  upward  trend  of  retail  activity  since 
January  1  has  stimulated  departmental  expan- 
sion and  improvement  on  the  part  of  dealers 
in  musical  merchandise,  which  is  reflected  in  the 
current  demand  for  Unico  service  and  Unico 
equipment. 

As  an  example  he  mentioned,  in  a  recent  in- 
terview, the  following  concerns  which  have  re- 
cently placed  orders  for  extensive  installations 
of  Unico  equipment:  Forbes  Meagher  Co., 
Madison,  Wis.;  M.  F.  Housel  Co.,  Williamsport, 
Pa.;  Brunswick-Ba'lke-Collender  Co.,  Baltimore, 
Md.;  Stolls  Stationery  Co.,  Trenton,  N.  J.;  Yar- 
ling  &  Rayner  Co.,  Youngstown,  O.;  Hanson 
Melody  Shop,  Beaver  Falls,  Pa.;  Norwood  & 
Co.,  Preston,  Eng.;  H.  S.  LeFavour,  Salem, 
Mass.;  O.  J.  De  Moll  &  Co.,  Washington,  D.  C; 
Geo.  F.  Folz,  Brooklyn,  N.  Y.;  E.  E.  Smith, 
Clearfield,  Pa.;  Cameron  Piano  Co.,  Allentown, 
Pa.;  Ludwig  Baumann  Co.,  Newark,  N.  J.; 
Brunswick-Balke-Collender  Co.,  Philadelphia, 
Pa.;  Fulkerson  Music  Co.,  Carbondale,  Pa.;  the 
Aaron  Co.,  Uniontown,  Pa.;  Kohler  &  Chase, 
San  Francisco,  Cal. 

In  addition  to  the  above  the  following  con- 
cerns have  held  formal  openings  of  new  Unico 
stores  and  departments  during  the  past  thirty 
days:  Rothchild's  Department  Store,  Chicago, 
111.;  Mt.  Pleasant  Talking  Machine  Co.,  Wash- 
ington, D.  C. ;  O.  G.  Brown,  Gloucester,  Mass.; 
R.  L.  White  Co.,  Cleveland,  O.;  Itahan  Music 
Co.,  Kansas  City,  Mo.;  T.  F.  Hargis,  Pocomoke 
City,  Md.;  Brunswick  Shop,  Jamaica,  L.  1.; 
Wolfe  Music  Co.,  Cleveland,  O.;  Mollett  &  Wol- 
ler.  Champaign,  111.;  Brunswick-Balke-Collender 
Co.,  Cleveland,  O.;  Pincus  &  Murphy,  Alexan- 


dria, La.;  Madison  Music  Shop,  Lakewood,  O.; 
Jamaica  Music  Co.,  Jamaica,  L.  I.;  Yarling  & 
Rayner,  Youngstown,  O.;  Robbins  Piano  Co., 
Columbus,  O. 


NO  CHANGE  AS  RESULT  OF  SALE 

Bush  &  Gerts  Co.  Still  Holds  Long  Lease  on 
Building  in  Dallas,  Tex. 


Dallas,  Tex.,  April  1. — Following  the  recent 
sale  of  the  building  occupied  by  the  Bush  Tem- 
ple of  Music,  in  this  city,  it  is  announced  that 
there  will  not  be  any  change  in  that  institution 
as  a  result  of  the  transfer  of  ownership  for 
some  years  at  least,  owing  to  the  fact  that  the 
lease  held  by  the  Bush  &  Gerts  Piano  Co.  still 
has  a  long  period  to  run.  Not  so  long  ago  the 
Bush  &  Gerts  Co.  took  a  long  lease  on  the 
building  on  Pacific  avenue,  adjoining  the  pres- 
ent Temple,  and  cut  through  on  the  various 
floors  to  make  the  extra  space  directly  available 
to  the  interests  in  the  older  building. 


and  effective  than  is  possible  by  pantomime. 

"There  a.re^  moreover,  many  instances  where 
the  silent  drama,  as  it  actually  exists  to-day, 
can  be  improved  by  the  introduction  of  spoken 
matter,  where  the  action  and  sequence  of  so 
many  silent  dramas  are  to-day  badly  interrupt- 
ed by  the  necessity  of  reading  long  and  elabo- 
rate titles  and  explanations  on  the  screen.  The 
reading  of  lengthy  letters,  telegrams,  etc.,  could 
frequently  be  far  more  effectively  rendered  by 
a  clear,  resonant  voice  spoken.  It  may  be  en- 
tirely off  the  scene  and  not  necessarily  by  one 
of  the  principals," 


EDISON  TONE=TESTS  IN  ENGLAND 


Helen  Davis  and  Victor  Young  Booked  for 
Series  of  Tone-tests  in  Great  Britain 


EXPLAINS  PHONOFILM  TO  ENGINEERS 

Dr.  Lee  de  Forest,  Inventor  of  Talking  Film 
Device,  Describes  Possibilities  of  This  Ap- 
paratus in  Improving  Moving  Pictures 


Dr.  Lee  de  Forest  described  to  the  New  York 
Electrical  Society,  at  the  Engineering  Societies 
Building,  recently  the  development  of  a  motion 
picture  film  that  talks  and  renders  music.  A 
demonstration  of  the  apparatus,  which  is  called 
the  "Phonofilm,"  was  given. 

Dr.  de  Forest  speculated  as  to  the  future  use 
in  the  theatre  of  the  Phonofilm,  described  in 
The  World  some  time  ago. 

"I  claim,"  said  Mr.  de  Forest,  "that  an  en- 
tirely new  form  of  screen  drama  can  be  worked 
out,  taking  advantage  of  the  possibilities  of  in- 
troducing music  and  voice  and  appropriate 
acoustic  effects,  not  necessarily  throughout  the 
entire  action,  but  here  and  there  where  the  ef- 
fects can  be  much  more   startling,  significant 


Word  comes  from  abroad  that  Helen  Davis, 
mezzo-soprano,  and  Victor  Young,  pianist,  both 
Edison  artists,  have  been  booked  for  a  series  of 
Edison  tone-tests  in  England.  Miss  Davis,  or 
rather  Mrs.  Victor  Young,  is  one  of  the  most 
popular  of  the  Edison  tone-test  artists.  With 
her  husband  she  planned  to  spend  six  months 
in  Paris,  but  news  of  their  fame  as  tone-test 
artists  soon  reached  the  Edison  dealers  in  Eng- 
land and  a  series  of  tone-tests  was  therefore 
arranged  for  the  British  Isles. 


MUSIC  MEMORY  CONTEST  IN  DULUTH 


DuLUTH,  Minn.,  April  7. — Considerable  interest 
is  being  manifested  here  in  the  second  annual 
Music  Memory  Contest  in  the  local  public 
schools.  The  contest  is  under  the  direction  of 
Mrs.  Anne  Dixon,  musical  director  of  the  public 
schools,  and  it  will  last  for  a  period  of  ten 
weeks.  All  pupils  from  the  sixth  grades  in  the 
public  schools  through  high  school  are  entered. 
The  selections  used  in  the  contest  are  standard 
compositions,  carried  in  stock  in  talking  ma- 
chine stores,  sheet  music  establishments,  etc., 
and,  consequently,  music  merchants  are  enjoy- 
uiix  a  decided  stimulation  in  demand. 


YOU  CAN  WIN  THE  SALES-PENNANT 


IN  THE 

PHONOGRAPH  LEAGUE 
WITH  A  LINE-UP 
LIKE 
THIS 


TEXAS-OKLAHOMA 
PHONOGRAPH  CO. 


DALLAS 


TEXAS 


For  Dallas 

and  adjacent  territory 

Distributing  Branch 


THE    BRUNSWICK-BALKE-COLLENDER  CO 


It 


609-11  Main  St. 


A.  Goldstein,  Branch  Mgr. 
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A  JSeiv  Home  for  Greater  City 


BECAUSE 


THE  INSTRUMENT  OF  QUALITY 
CLEAR    AS   A  BELL 


HAS  BECOME  GREATER! 


The  constantly  increasing  pop- 
ularity of  the  high  quality 
Sonera,  which  has  created  un- 
precedented sales,  together  with 
the  demands  placed  upon  us  by 
our  large  corps  of  energetic 
and  aggressive  dealers,  has 
forced  us  to  seek  the  large 
quarters  pictured  herewith. 
Here,  at  234-242  W.  39th  Street, 
we  are  opening  up  a  Sonora 
distributing  establishment 
which,  due  to  its  large,  compre- 
hensive facilities,  will  rapidly 
become  known  as  the  jobbing 
center  of  the  New  York  talk- 
ing machine  trade. 

Our  move  into  larger  quarters 
enables  us  to  make  an  even 
greater  improvement  over  the 
already  well  known,  efficient  and 
complete  service  which  Sonora 


Now  Occupying  the  Entire  2nd  Floor 

234-242  W.  39th  St. 

Bet.  7th  and  8th  Aves. 

New  York  City 


dealers  of  New  York  and 
vicinity  have  been  receiving  at 
our  hands. 

Typical  of  this  service  is  the 
new  Period  show  room  where 
dealers  can  bring  prospects  to 
view  a  complete  line  of  these 
models.  Then,  too,  the  most 
complete  service  department 
in  New  York  will  be  main- 
tained, as  well  as  everything 
else  so  necessary  to  taking 
proper  care  of  our  dealers. 

Please  consider  this  advertise- 
ment a  personal  invitation  to 
you  to  visit  our  new  plant. 
Come  in  any  time.  Let  us  show 
you  around.  See  for  yourself 
our  remarkable  expansion  and 
the  successful  easy  selling 
Sonora  which  has  made  this 
expansion  possible. 


New  Telephone  Numbers:  Fitz  Roy  1446-1447-1448 


Greater  City  Phonograph  Co.,  Inc. 

Exclusive  Sonora  Distributors  for 

New  York  City,  Staten  Island  and  the  Lower  Hudson  Valley 
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VICTOR  RECORD  FACTORY  PLANNED  FOR  PACIFIC  COAST 

Formal  Announcement  Made  of  Plans  for  Erection  of  Record  Producing  Unit  to  Take  Care  of 
Requirements  of  Far  West  Trade — Rapid  Progress  on  New  Factory  Addition  in  Camden 


Camden,  N.  J.,  April  5. — At  the  general  offices 
of  the  Victor  Talking  Machine  Co.  here  to-day 
the  report  of  the  company's  intention  to  estab- 
lish an  auxiliary  record  manufacturing  plant  on 
the  Pacific  Coast  was  confirmed.  The  rumor 
has  prevailed  in  the  trade  on  the  West  Coast 


is  an  eight-story  structure  of  steel,  concrete  and 
glass,  436  feet  long  and  91  feet  deep.  Plans  call 
for  the  completion  of  the  building  by  July  1 
and  the  consequent  rearrangement  of  depart- 
ments in  other  buildings  will  give  the  company 
badly  needed  additional  production  capacity. 


The  Mammoth  New  Addition  to 

for  some  time,  and  was  substantiated  to  a  large 
degree  by  statements  made  by  Eldridge  R.  John- 
son, president  of  the  company,  in  the  course  of 
various  addresses. 

It  was  stated  at  the  factory  that  the  proposed 
new  plant  would  be  a  complete  unit  for  the 
production  of  Victor  records,  including  record- 
ing studio,  matrix  department  and  special  ma- 
chinery for  actual  manufacture  of  records.  No 
details  as  to  the  location  or  extent  of  the  Pa- 
cific Coast  plant  are  available  at  this  time. 

The  new  venture  is  calculated  to  improve  the 
Victor  Co.'s  service  as  to  the  delivery  of  its 
products  to  the  trade  and  public  in  the  Western 
section  of  the  country  far  removed  from  the 
main  factory.  It  is  not  expected  that  the  move 
will  result  in  economies  of  production,  but  will 
undoubtedly  overcome  the  many  present  diffi- 
culties of  transportation  and  facilitate  distribu- 
tion. No  changes  whatever  In  the  general  poli- 
cies of  the  Victor  Co.  are  Involved. 

Incidentally,  substantial  progress  Is  being 
made  in  the  construction  of  the  mammoth  new 
addition  to  the  Victor  plant  here,  which,  it  is 
planned,  will  Increase  production  materially 
when  put  in  actual  operation.  The  new  building 
Is  located  directly  on  the  Delaware  River  and 


the  Victor  Plant  at  Camden,  N.  J. 

The  accompanying  photograph  is  from  the 
architect's  drawing  showing  the  new  building  as 
it  will  appear  ^v•hen  complet'^d,  .nm'.  gives  an 
excellent  idea  of  Its  Immense  size.  It  will  be 
a  fitting  addition  to  the  great  Victor  plant, 
which  even  now  is  little  short  of  a  city  in  Itself. 


NEW  PEASE  MANAGER  IN  BROOKLYN 

H.  F.  Bieling  Now  in  Charge  of  Flatbush  Ave- 
nue Warerooms — Exhibit  at  Food  Show 


H.  F.  Bieling  is  now  manager  of  the  ware- 
rooms  of  the  Pease  Piano  Co.  at  34  Flatbush 
avenue,  Brooklyn.  Mr.  Bieling  has  been  con- 
nected with  the  Pease  sales  organization  for 
the  past  seven  years.  B.  B.  Brooks,  the  former 
manager  of  the  Pease  Co.,  is  now  connected 
with  the  sales  organization  of  Wissner  &  Sons, 
Inc.,  of  Brooklyn. 

Mr.  Bieling,  with  the  co-operation  of  G.  Hoff- 
mann, manager  of  the  New  York  Pease  ware- 
rooms,  conducted  an  exhibition  of  the  Pease 
instruments  and  talking  machines  at  the  Brook- 
lyn Food  Show  at  the  Thirteenth  Regiment 
Armory,  which  opened  on  March  5  and  closed 
on  March  17. 


VAN  VEEN  &  CO.  VERY  BUSY 

Number  of  Prominent  Dealers  Having  Ware- 
rooms  Improved  by  Van  Veen  Installations 


Continued  activity  is  reported  by  Van  Veen  & 
Co.,  Inc.,  New  York,  manufacturers  of  talking 
machine  wareroom  equipment.  Substantiating 
his  optimistic  report  on  conditions,  Leon  Tobias, 
secretary  of  the  company,  pointed  out  a  number 
of  prominent  Installations  now  being  made. 

In  the  headquarters  of  the  Main  &  Market 
Co.,  Newark,  of  which  George  E.  Tebas  is  pro- 
prietor, an  extensive  installation  consisting  of 
twenty-five  hearing  rooms,  provision  for  20,000 
records,  record  counter,  wall  cases  for  musical 
instruments  and  sheet  music  racks  and  counters, 
was  made.  The  entire  installation  is  finished 
in  French  ivory  and  blue.  The  Greenland  Music 
Co.,  Brunswick  dealer  In  White  Plains,  N.  Y.,  is 
having  installed  three  hearing  rooms,  record 
racks,  counters,  wainscoting  treatment,  etc. 
The  Samilton  Victor  Shop,  College  Point,  L.  I., 
has  had  installed  four  hearing  rooms,  record 
racks,  counters  and  wainscoting  treatment. 
Van  Veen  &  Co.,  Inc.,  have  also  received  the 
contract  for  the  necessary  alterations  in  the 
Brooklyn  warerooms  of  the  Pease  Piano  Co. 

Mr.  Tobias  has  just  returned  from  an  out- 
of-town  trip  and  brought  back  with  him  the 
contract  to  fit  out  the  new  Stamford,  Conn., 
store  of  the  Alfred  Fox  Piano  Co.  with  six 
hearing  rooms,  two  machine  demonstrating 
rooms,  a  complete  music  roll  department,  con- 
sisting of  two  roll  demonstrating  rooms  and 
racks  to  hold  5,000  music  rolls.  A  feature  of 
this  new  store  will  be  a  combination  record  and 
small  goods  department  thirty-four  feet  long 
with  necessary  counters  and  show  cases  for 
musical  instruments.  The  walls  of  the  display 
lobby,  twenty-one  feet  long,  will  have  paneled 
wainscoting.  The  installation  will  be  finished 
in  French  gray  enamel  and  decorated  In  the 
Louis  XVI  period. 

Mr.  Tobias  also  arranged  for  the  installing 
of  the  booth  equipment  of  the  Curtis  Art  Co., 
of  Waterbury,  Conn.,  consisting  of  ten  hearing 
rooms  and  record  racks,  making  this  one  of  the 
most  complete  stores  in  that  city. 


FRIEDA  HEMPEL  TO  SING  IN  GOTHAM 


Frieda  Hempel,  widely  known  soprano  and 
Kdlson  artist.  Is  scheduled  to  appear  at  the  Hip- 
podrome, New  York,  Sunday  evening,  April  22, 
where  she  will  give  her  famous  Jenny  Lind  con- 
cert. Considerable  Interest  Is  being  manifested 
in  music  circles  over  this  event.  Miss  Lind  ap- 
peared in  an  Easter  concert  at  Atlantic  City, 
where  she  scored  a  big  success. 


The  Madison  Table  or  Portable  Phonograph 

THE  MADISON 

A  Real  Phonograph 

Serving  a  Double  Purpose 


As  Table  Model 
Size  13  inches  wide,  12  inches  deep,  lyi  inches  high' 


A  Popular  Priced  Phonograph  adapted 
for  the  home  or  outdoors  giving  all  the 
service  and  pleasure  of  any  Phonograph 

Dealers  Price 

$6.50  Each 

$8.50  In  the  Portable  Case 


As  A  Portable 


Present  distributors  doing  volume  business.     A  few  Jobbing  territories  still  available. 

Particulars  on  Request.  * 

MADISOTST  MUSIC  COMPANY 


114  East  28th  Street 


New  York 
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BRISTOL'S 

TRADE  MARK 


AUDIOPHONE 

LOUD  SPEAKER 


Audiophone  Sr. 


Horn  15"  diameter 
Weight  10  pounds 
Finish  — Bronze 


Price -$32.50 

F.  O.  B.  Waterbury 


Audiophone  Jr. 


Horn  11"  diameter 
Weight  7  pounds 
Finish — Bronze 


Price— $22.50 

F.  O.  B.  Waterbury 


Compact 


Artistic 


No  Distortion 
of  Tone 


Free  from 
Mechanical 
Effects 


Rugged 
and  Simple 
Construction 


For  RA'DIO 


The  Audiophone  loud  speaker  is  a  device  for  converting 
electrical  energy  into  loud  sound  and  it  requires  about 
one  watt  to  give  full  volume.  When  arranged  with 
three  stages  of  amplification,  the  third  stage  of  high 
voltage,  the  Audiophone  will  give  volume  enough  to 
be  easily  heard  in  a  room  seating  500  people  provided 
that  the  received  signals  are  audible  in  the  head  phones 
when  attached  to  the  detector. 

Every  detail  in  its  construction  is  complete.  No 
batteries  or  other  accessories  are  required.  To  use,  it 
is  only  necessary  to  connect  with  the  receiving  set  by 
means  of  wire  leads.  Weighing  about  ten  pounds  the 
Audiophone  is  easily  portable.  The  receiving  set  can 
be  installed  in  any  inconspiciious  place  and  with  suf- 
ficient length  of  wire  lead,  the  Audiophone  can  be 
located  in  any  convenient  spot  and  moved  about  at 
will. 

Dealers  selling  radio  equipment  are 
invited  to  write  for  our  booklet  on 
the  Bristol  One-stage  Power  Amplifier 


The  Audiophone  has  already  provided  good 
profits  to  dealers  everywhere.  It  will  pay 
you  to  investigate  our  proposition.  Send 
for  our  free  literature. 


For  the  Talking  Machine 

it  reproduces  and  amplifies  the  records  with  the  same 
undistorted  tone,  big,  mellow  and  clear,  just  like  the 
original  voice  or  instrument.  It  also  eliminates  sur- 
face noise. 

For  the  talking  machine  there  is  a  complete  outfit  whicli 
provjdes  not  only  an  excellent  article  of  resale,  but  an  efficient 
and  interest-compelling  means  of  record  demonstration  as  well. 

This  outfit  can  be  instantly  attached  to  any  phonograph 
without  mutilating  or  changing  in  any  way  the  original  phono- 
graph instrument.  The  necessary  Reproducer  Outfit  complete, 
includes  the  Control  Box,  Audiophone,  Hand  Speech  Trans- 
mitter, Phonograph  Record  Transmitter,  Battery  Box,  together 
with  the  necessary  leads  for  connecting  the  units.  These  are 
all  clearly  shown  in  the  above  illustration. 

The  scope  of  the  phonograph  used  in  connection  with  the 
Audiophone  is  greatly  increased;  far  use  in  the  home,  club 
Iiouse,  school,  hotel,  dance  hall,  theatre,  etc. 

Especially  for  dance  music  the  Audiophone  has  been  received 
with  great  favor.  Where  it  is  desired  to  use  the  equipment  in 
large  halls  to  .supply  dance  music,  two  or  more  Audiophones 
may  be  connected  instead  of  one,  and  located  at  any  desired 
distant  points. 

Five  standard  dry  cell  batteries  are  required  to  operate  the 
equipment.  These  will  last  for  several  weeks  under  ordinary 
operating  conditions.  Space  for  a  sixth  battery  is  provided  in 
the  battery  box,  to  be  used  to  boost  the  voltage  when  the  other 
batteries  are  partially  run  down. 

For  announcement  purposes  there 
is     a     hand     speech  transmitter. 

Bristol  Audiophone  Phonograph  Record 

Reproducer  Outfit  Complete   Price  $82.00 

Bristol    Audiophone    and    Hand  Speech 

Transmitter    Outfit    Complete    Price  $82.00 

Complete  Outfits  for  Both  Phonograph 

and  Speech    pHce  $102.00 


THE  BRISTOL  COMPANY 

WATERBURY,  CONN.,  U.  S.  A. 


Boston       New  York  Philadelphia 


BRANCH  OFFICES 

Pittsburgh       Detroit        Chicago       St.  Louis       San  Francisco 
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REAL  LEADERS 

For  Progressive 

BUYERS 


WATCH  OUR  ADS  IN  THE  TALKING  MACHINE  WORLD 

FOR  Exceptional 

VALUES 

In  Phonographs  and  Records 

Write  at  once  and  tell  us  your  needs 

PHONOGRAPH  JOBBERS  CORPORATION 


105  West  20th  Street 


New  York  City 


WA S  H I N  G TON 

Leslie  Lore  JJ'ith  Cohen  &?  Hughes,  lnc.~0.  J.  DeMoU  Co.  Ex- 
pand— Experiment  of  Effect  of  Radio  on  Record  Sales — The  News 


Washington,  D.  C,  April  9. — Business  ahead  of 
normal  for  this  time  of  the  year,  and  a  big  de- 
mand for  console  models  of  talking  machines, 
were  the  main  features  of  the  talking  machine 
business  in  Washington  during  March  and  early- 
April.  Most  dealers  declare  themselves  very 
well  satisfied  with  business  in  general,  all  report- 
ing good  Winter  sales  and  prospects  of  an  in- 
creased Summer  trade. 

Leslie  Lore  has  taken  over  the  position  of 
sales  manager  of  the  local  office  of  Cohen  & 
Hughes,  Inc.,  Victor  distributors,  succeeding 
Mr.  Harris,  who  has  started  in  business  for 
himself,  opening  the  Mount  Pleasant  Music 
Shop,  at  3310-12  Fourteenth  street,  Northwest, 
where  a  full  line  of  Victor  machines  and  records 
will  be  carried. 

O.  J.  DeMoll  &  Co.  have  expanded  their  talk- 
ing machine  department  to  include  a  complete 
line  of  Victor  machines  and  records  in  addi- 
tion to  the  Aeolian  line  previously  carried.  Pub- 
lic announcement  of  the  new  line  has  been  made, 
but  the  formal  opening  is  being  postponed  until 
completion  of  remodeling  operations  now  going 
on  in  the  record  and  booth  sections.    A  number 


of  new  booths  with  improved  facilities  are  being 
installed. 

Harry  C.  Grove,  of  Harry  C.  Grove,  Inc.,  re- 
ports a  demand  for  the  Columbia  records  of 
Ted  Lewis'  Orchestra  as  a  result  of  the  recent 
appearance  of  the  band  at  one  of  the  local  the- 
atres. 

The  appearance  in  Washington  lately  of  such 
artists  as  Heifetz,  Cortot,  Chaliapin  and  Morini 
has  greatly  augmented  Red  Seal  record  sales, 
according  to  R.  H.  Kelly,  manager  of  the  Victor 
department  of  Woodward  &  Lathrop. 

Ansell,  Bishop  &  Turner,  Inc.,  Victor  dealers 
at  1221  F  street,  N.  W.,  are  featuring  medium- 
priced  machines  at  present  with  good  sales  re- 
ported. Charles  J.  Turner,  vice-president  and 
manager,  states  that  records  are  selling  very 
well,  with  machine  sales  practically  the  same  as 
this  time  last  year. 

Washington  music  dealers  have  not  felt  any 
depression  in  the  sale  of  records  as  a  result 
of  radio  broadcasting  as  yet.  The  Radio  Corp. 
of  America  is  now  installing  a  high-power  set 
in  the  northwest  section  of  the  city,  and  by 
June  will  "be  on  the  air"  with  programs,  which. 


it  is  promised,  will  be  very  much  better  than 
those  now  offered. 

Local  dealers  are  interested  in  the  results  of 
the  recent  radio  conference  at  the  Department 
of  Commerce,  an  account  of  which  appears  in 
another  section  of  this  issue  of  The  World. 

A  very  interesting  experiment,  which  would 
determine  the  effect  of  radio  broadcasting  upon 
the  sale  of  records,  has  been  carried  on  by  the 
Arthur  Jordan  Piano  Co.,  Inc.,  in  conjunction 
with  station  WJH,  operated  by  White  &  Boyer, 
of  this  city.  Since  WJH  started  broadcasting 
the  Jordan  Co.  has  furnished  the  station  with 
the  latest  records,  as  they  are  received.  As  these 
records  are  played  over  the  air,  they  are  pre- 
ceded by  an  announcement  that  they  are  fur- 
nished through  the  kindness  of  the  piano  com- 
pany, and  their  titles  and  numbers  are  given. 
According  to  Frank  H.  Kimmel,  manager  of 
the  Arthur  Jordan  Piano  Co.,  this  service  on 
the  part  of  his  company  has  been  absolutely 
barren  of  any  results  so  far  as  can  be  deter- 
mined, only  two  inquiries  having  been  received 
which  could  be  directly  traced  to  the  broad- 
casting. 


E.  R.  JOHNSON  HOME  FROM  COAST 


President  of  Victor  Talking  Machine  Co.  Re- 
turns From  Transcontinental  Trip 


Eldridge  R.  Johnson,  president  of  the  Victor 
Talking  Machine  Co.,  returned  to  the  headquar- 
ters of  the  company  in  Camden  on  Monday, 
April  2,  after  a  transcontinental  trip,  in  the 
course  of  which  he  spent  considerable  time  on 
the  Pacific  Coast  and  also  made  a  general  sur- 
vey of  the  business  situation  throughout  the 
country. 


TIE  UP  WITH  VOCALION  ARTISTS 


Cluett  &  Sons,  Live  Troy,  N.  Y.,  Dealers,  Ac- 
tive in  Pushing  Vocalion  Records 


Troy.  N.  Y.,  April  9. — Emil  Coleman  and  His 
Montmartre  Orchestra,  Vocalion  artists,  are 
scheduled  to  play  in  this  city  April  20  at  the 
big  college  dance  of  the  season,  the  Rensselaer 
Polytechnic  Institute  Soiree,  held  annually  by 
the  sophomore  class.  Interest  in  the  records 
made  by  this  organization  is-  lively,  according 
to  Cluett  &  Sons,  prominent  local  Vocalion  deal- 
ers, and  their  appearance  here  will  add  much  to 
their  popularity.  Cluett  &  Sons  have  a  special 
window  display  featuring  these  dance  record- 
ings. 

Miss  Sadie  Laskey,  of  the  credit  department 
of  Cluett  &  Sons,  was  the  recipient  of  a  chest 
of  silver  from  her  fellow-employes  recently  on 
the  eve  of  her  marriage. 

Charles  F.  Cluett,  president  of  Cluett  &  Sons, 
recently  sailed  for  Havana,  Cuba;  Porto  Rico 
and  other  points. 

Amos  E.  Russell,  of  Cluett  &  Sons,  has  been 
appointed  musical  director  of  the  Masque  of 
Troy.  This  organization  plays  about  thirty  en- 
gagements each  season. 
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Atl  Ebony  >Jazx  Tune  - 

Rimiui(>^(Lf4 

AsB^  aHit  ais^  'HO  T  LIJPS  " 

An  eiiltrQlyj/e\^—and  ^ 
difforent  rhythm- 
A  Sensational  Dance  tune 
and  just  as  ^ood  as  a 


COLUMBIA  ADVERTISING  EFFECTIVE 


PERIODS  SHOWN  IN  NEW  VICTROLA 


Newspaper  Campaign  Wins  Commendation  of 
Dealers — Public  Attracted  by  Position  of  Flag 


The  advertising  department  of  tlie  Columbia 
Graphophone  Co.  has  received  many  letters  of 
commendation  from  Columbia  dealers  through- 
out the  country  regarding  the  newspaper  cam- 
paign inaugurated  by  the  company  some  time 
ago.    This  campaign  is  noteworthy  for  the  use 

ROSA 
PONSELLE 

the  matchless  soprano  of 
the     Metropolitan,  was 
never   in   more  glorious 
voice  than  when  she  sang 
the    "Ernani  Involami" 
from  Verdi's 

Ernan! 
for  Columbia  Record 

98028 
This    is    the  amazing 
aria  with  which  Ponselle 
recently  thrilled  the 
Metropolitan. 


New  Columbia  Newspaper  Ads 

of  three-inch  advertisements  which  are  designed 
in  such  a  way  that  they  cannot  fail  to  catch 
the  eye  of  the  newspaper  reader. 

In  order  to  get  an  efficient  layout  for  this 
advertising,  the  Columbia  advertising  depart- 
ment found  it  necessary  to  reverse  the  flag  on 
the  popular  "note"  trade  mark  in  order  to  make 
room  for  the  proper  display  of  the  copy.  It  is 
an  interesting  commentary  on  this  newspaper 
campaign  that  a  great  many  music  lovers  have 
advised  the  Columbia  Co.  that  the  "note"  in 
their  advertising  is  turned  upside  down,  but,  of 
course,  this  reversal  in  shape  is  intentional. 


Robert  Benton,  formerly  with  the  Lynbrook 
Music  Shop,  has  purchased  the  Victor  retail 
business  of  Walter  S.  Phillips  in  Cedarhurst, 
L.  I.,  and  will  hereafter  conduct  this  business 
under  the  name  of  the  Benton  Music  Shop. 


A.  Silberberg,  North  Main  and  Commerce 
streets,  Memphis,  Tenn.,  is  featuring  the 
Vitanola  in  some  .artistic  window  displays. 


Several  Early  English  Decorative  Periods  Rep- 
resented in  Case  Designs  of  Three  New  Art 
Model  Divided  Top  Instruments 


In  connection  with  the  wide  interest  and  en- 
thusiasm aroused  in  the  trade  by  the  announce- 
ment of  the  last  three  additions  to  the  line  of 
Victrolas,  there  has  been  considerable  specula- 
tion among  both  wholesalers  and  retailers  as 
to  the  exact  decorative  periods  represented  in 
the  several  cabinet  designs. 

In  answer  to  a  number  of  inquiries  the  Victor 
Co.  has  offered  the  following  information  re- 
garding the  periods  represented  in  the  several 
cases.  Number  400,  for  instance,  is  a  combina- 
tion of  Sheraton,  Hepplewhite  and  Adam;  Num- 
ber 405,  of  William  and  Mary,  Jacobean  and 
Early  English,  and  Number  410,  of  Chippendale, 
Queen  Anne  and  Georgian.  It  is  emphasized 
that  the  models  will  harmonize  well  with  the 
general  run  of  furnishings  of  the  periods  named, 
but  that  if  absolutely  true  period  interpretation 
is  required,  special  models  are  always  available 
to  customers  in  the  custom-made  Victrolas. 


BRUNSWICK  ACTIVITIES  IN  SEATTLE 


Business    Makes    Big    Gains — New  Agencies 
Opened — Artists  Make  Local  Appearances 


Seattle,  Wash.,  April  4. — The  Seattle  Bruns- 
wick branch  is  more  than  doubling  its  business 
over  the  same  months  last  year,  according  to 
E.  A.  Borgum,  district  manager  of  the  phono- 
graph division. 

M.  Payette,  Brunswick  dealer  in  Aberdeen, 
Wash.,  recently  sold  eight  Tudors  in  one  day. 
■The  population  of  Aberdeen  is  13,000  and  Mr. 
Payette  has  two  trucks  out  at  all  times  working 
his  territory. 

Fred  Straub,  Brunswick  dealer  at  Hoquiam, 
Wash.,  has  recently  acquired  the  services  of 
Fred  Mills,  songwriter  and  cornet  soloist. 

The  Mulholland  Melody  Shop  has  acquired 
the  Brunswick  franchise  in  the  city  of  Port 
Angeles. 

Gus  Gelles,  of  Anchorage,  Alaska,  will  repre- 
sent Brunswick  in  Alaska  in  the  future. 

G.  E.  Finnegan,  Brunswick  dealer  in  South 
Bellingham,  just  recently  sold  twelve  Bruns- 
wicks  to  fishing  boats  which  comprise  a  fleet 
engaged  in  halibut  and  whale  fishing  every  Win- 
ter on  the  coast  of  northern  Alaska. 

M.  W.  Davies,  popular  music  dealer  at  Cle 


PHONOGRAPHS      AND  RCCOROS 


Elum,  Wash.,  recently  added  the  Brunswick 
line.  Corskie  Bros.,  at  Harrison,  Idaho,  are 
also  new  Brunswick  dealers. 

Brunswick  artists  who  have  visited  Seattle  re- 
cently include  Josef  Hoffman  and  Irene  Wil- 
liams, and  Theo.  Karle  is  due  for  an  early  ap- 
pearance, as  well  as  Richard  Bonelli. 


NAME  OF  SHELTON  PERPETUATED 


The  Shelton  Electric  Co.,  New  York  City, 
manufacturer  of  the  Shelton  electric  motor  for 
the  talking  machine,  reports  that  its  factory  is 
very  busy  taking  care  of  this  important  end  of 
the  business.  The  Shelton  name  will  be  con- 
spicuously featured  in  the  new  thirty-two-story 
apartment  hotel  now  in  the  course  of  construc- 
tion at  Forty-eighth  street  and  Lexington  ave- 
nue, to  be  known  as  the  Shelton.  This  hotel 
has  been  named  indirectly  after  W.  Gentry 
Shelton,  president  of  the  Shelton  Electric  Co., 
and  it  is  interesting  to  note  that  electrical  equip- 
ment will  consist  principally  of  Shelton  motors 
and  appliances. 


PHONOGRAPH  DE  LUXE 

The  instrument  of  incomparable  tone,  that 
plays  any  record  better  than  you  have  ever 
heard  it  played  before. 

Complete  line  of  table,  upright  and  console 
models. 

Prices  to  the  Trade  Range  from 

$8.50  to  $125.00 

Cabinets  of  beautiful  design  and  finish,  im- 
proved motor  equipment. 

Dealers  write  us:  The  Reginas  now  in 
homes  are  .  making  lots  of  friends:  people 
come  in  and  ask  for  them.  Watch  us  in- 
crease our  sales. 

Cash  in  on  the  Regina:  now  is  the  time. 
Also  Regina  Music  Boxes  with  or  without 
phono  attachment. 

Regina  Hexaphones  and  Mandolin  orches- 
trions. 

Regina  tune  discs  and  parts  for  any  in- 
strument ever  manufactured  by  the  Regina 
Co. 

Send  for  particulars  on  territory 
arrangrements. 

The  Regina  Phonograph  Co. 

MANUFACTURERS 
RAHWAY  NEW  JERSEY 


For  Seattle 

and  adjacent  territory 
Distributing  Branch 


THE    BRUNSWICK-B  ALKE-COLLENDER  CO. 

1919  Second  Ave.  L.  S.  Bacharach,  Branch  Mgr. 
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Ogden's  Sectional  Phonograph  Store  Equipment 


Og-den's  Sectional 
Store  Equipment.  •; 


Price  of  Ogden's  Sectional  Units 

Record  rack,  No.  1-S,  each  $48.00 

Paneled  ends,  each   6.00 

Record  sales  counter,  No.  1-S,  each   90.00 

Record  sales  counter,  No.  2,  each   72.00 

FINISHES:— GENUINE  ENAMEL 

White,  Old  Ivory  and  Gray 


—  STANDARDIZED- 

Costs  less  than  carpenter  work. 

Produced  economically  in  great  quantities — sold  to  you 
as  you  need  it.  Every  part  accurately  made  to  fit  the 
other.  You  can  keep  adding  to  your  equipment  as  your 
business  grows  or  knock  it  down  and  move  it  to  your 
new  quarters. 

UNLEVEL  FLOORS  are  provided  for  as  each  Pilaster 
and  Section  is  supplied  with  Patented  Capstan  Levelers 
instantly  adjusting  to  a  perfect  level.  (Spirit  Level  also 
supplied) — WALL  PILASTER  adjusts  to  fit  any  size 
Base  Board  and  Wainscot  rail. 

OUR  HIGH  PRICE  COMPETITORS  say  'it  can't  be 
done" — but  it  is  being  done  every  day  and  the  dealer 
is  saving  hundreds  of  dollars  on  every  installation. 

WE  POSITIVELY  GUARANTEE 

ANY  MAN  AND  A  BOY  for  helper  without  carpentry  ex- 
perience can  assemble  a  room  in  one  hour.  There  is  noth- 
ing to  do  but  place  Wall  and  Door  Sections  in  the  Pilaster  and 
turn  down  the  clamps.  Place  Ceiling  units  in  position  and  Base 
Rail  or  Floor  Shoe  around  the  bottom  and  the  job  is  complete,  as 
tight  as  a  drum,  at  a  fraction  of  the  usual  cost. 


Ogden's  Complete  Modern  Store 


PRICES  OF  COMPLETE  EQUIPMENT 

PLAN  NO.  1 — 2  Record  Sections,   1   Sales  Counter, 

1  6x6  ft.  Booth  $330.00 

PLAN  NO.  2 — 3  Record   Sections,    1    Sales  Counter, 

2  6x6  ft.  Booths   520.00 

PLAN  NO.  3 — 2  Record    Sections,     1     No.     1  Sales 

Counter,  1  6x6  ft.  Booth   366.00 

PLAN  NO.  4 — 3  Record   Sections,    1    Sales  Counter, 

2  6x6  ft.  Booths   552.00 

PLAN  NO.  5 — 2  Record  Sections,   1   Sales  Counter, 

1  6x9  ft.  Booth   378.00 

PLAN  NO.  6 — 3  Record  Sections,   1    Sales  Counter, 

2  6x9  ft.  Booths   570.00 


Costs  less  than  carpenter  work.  Everything  ready  for 
business  the  day  you  get  it — SectionaJ — Unpack  and 
"Set  it  up  Yourself." 

Send  a  pencil  sketch  of  your  store  indicating  where  you 
want  Record  Racks  and  the  amount  of  stock,  location 
of  Counters  and  Booths  and  we  will  submit  a  Blue  Print 
and  estimate  for  equipment  which  you  can  install  any 
evening  and  be  "Up  To  Date"  next  day. 


New  Model  No.  IX-A 

You-Nit  Cabinet  Stand 
K.  D.  For  Victrola  No.  IX-A 


Fulfills  every  Cabinet  require- 
ment for  the  Home  with  Port- 
able advantages.  Makes  an 
"Outfit"  at  an  "  I  N  - 
BETWEEN"  price  and  sells 
your  IX-A*s. 

Get  a  sample  mailed  to-day, 
subject  to  return  the  minute 
you  see  it  if  not  satisfactory. 

PRICES 

Solid     Select  Mahogany 
and  Quartered  Oak, 
$6.50 

Mahogany     Finish  and 
Plain  Oak, 
$5.50 

Packed  1  to  a  Mzuling 
Carton.  Wt.,  18  lbs. 


41^  inches 


Tbp  Section 


300 -10  inch 
Recond  Section  1 


300-lOiDCb 
(  Reconj  Section  / 


I  300-10 incb 
/  Record  Section 


1  300-10orl21ncb|  S" 
(  Record  Section  |  ^ 


300-10orl2inch\  }P 
Record  Section!  i 


Snnitai;  Drawer  Base 


Write  for  Radio  Folder  illus- 
trating and  pricing  Radio  Cabinets 
and  Panels  easily  sold  at  a  profit. 


RECORD  CABINETS 

(Sectional  Models) 
Fits   any   space   for   any  size 
Stock    and    helps    you  grow 
through  Service. 

PRICES 
No.  2  Tier  of  Sections  for 

1,500  Records,  $46.50 
No.  1  Tier  of  Sections  for 
1,500  Records,  $59.25 
Finishes:  Oak,  Mahogany  and 
Genuine  Enamels 


STANDS  for  Portables  and 
Tables  for  surplus  Record 
Files,  Plant  Stands,  etc.,  bring 
you  many  new  customers. 


OGDEN  SECTIONAL  CABINET  CO.,  Lynchburg,  Va. 

AH  Prices  Subject  to  Market  Conditions  and  Change  Without  Notice 
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DETR OIT 


All  Lines  Sell  Briskly — Console 
Models  Continue  to  Grow  in  Pop- 
ularitx — Dealers  Add  Nezv  Lines 


Detroit,  AIich.,  April  7. — The  first  three  months 
of  this  year  have  been  excellent  for  talking  ma- 
chine dealers,  both  downtown  and  in  the  neigh- 
borhood sections.  Machines  have  been  selling 
very  briskly  and  record  business  has  been  ex- 
ceptionally good.  Compared  to  last  year,  sales 
are  easily  50  per  cent  better. 

Dealers  are  finding  collections  better  than 
they  have  at  any  time  in  the  past  year.  This  is 
due  mainly  to  the  fact  that  Detroit  is  having 
a  wonderful  industrial  boom  at  present,  every 
factory  working.  On  top  of  this  the  Retail 
Credit  Men's  Association  during  March  con- 
ducted a  campaign  urging  people  to  "pay  up" 
and  keep  their  credit  standing  good  with  the 
merchants.  This  proved  very  successful  and 
had  a  great  moral  efifect  on  many  people  who 
were  in  arrears. 

The  console  models  are  gaining  in  popularit\- 
-every  day  and  retailers  find  that  people  are 
asking  for  finishes  to  match  their  woodwork. 
Mahogany  and  walnut  are  the  most  favored 
colors.  The  new  schedule  of  prices,  which  lists 
some  models  at  $200  and  under,  meets  the 
pocketbook  of  the  average  buyer  and  it  is  an 
easy  matter  to  sell  the  console  over  the  upright 
now  that  the  prices  are  about  the  same.  One 
dealer  told  the  writer  that  he  believed  that  be- 
fore another  year  60  to  75  per  cent  of  talking 
machine  sales  would  be  of  the  console. 

C.  H.  Grinnell,  manager  of  the  talking  ma- 
chine department  of  Grinnell  Bros.,  has  returned 
from  his  Florida  trip,  looking  more  fit  tlian 
ever  before.  He  states  business  is  splendid  and 
that  merchandise  has  been  coming  through 
promptly,  as  a  result  of  which  the  firm  has  been 
taking  excellent  care  of  its  customers. 

.Weil  &  Co.  are  changing  their  line  of  talking 
machines  and  in  the  future  will  handle  the 
Brunswick.  The  Henry  S.  Doran  Co.  is  another 
retail  firm  that  has  added  the  Brunswick  line 
recently,  giving  them  the  Victor  and  the  Bruns- 
wick. There  are  now  four  firms  downtown 
handling  the  Brunswick — J.  L.  Hudson  Co., 
the  Brunswick  Shop,  Henry  S.  Doran  and  Weil 
&  Co. 

S.  E.  Lind,  of  the  Lind  &  Marks  Co.,  Vocalion 
dealer,  is  very  optimistic  about  the  future,  based 
on  sales  for  the  first  three  months.  "It  is  con- 
siderably ahead  of  last  year  and  we  are  adding 
new  accounts  right  along,"  he  declares.  "The 
fact  that  we  are  getting  re-orders  from  our 
customers  is  proof  that  general  business  is  good 
and  also  that  they  like  our  line." 
■  Okeh  records  are  a  big  seller  in  Detroit.  They 
are  handled  by  at  least  two  dozen  dealers. 
Finzels  Orchestra,  a  local  organization,  has 
made  quite  a  number  of  records  for  Okeh,  which 


A  Phonograph  Line  That  Will  Speak  For  Itself 


EXCELS  BY  COMPARISON 

Natural  tone  reproduction. 
Skilled  and  scientific  construction. 
Unusual  fineness  and  beauty  of  finish. 
Authentic  and  beautiful  designs. 

ALL  POOLEYS  ARE  ONE  IN  THESE  QUALITIES 

Eight  console  models  and  one  upright,  beautiful  in  design  and 
uorkmansliip — so   absolutely   silent   in   operation   that   nothing  _ 
is  lost  when  the  record  is  being  played— it  reproduces  exactly  the  original  music 


Size:  8"xl4"xl5" 


The  Master  of  Movable  Music 

Brown,  Mahogany  and  fumed  oak.  Surprising  tone 
volume  and  clearness,  durable,  dependable,  compact 
and  convenient. 

Always  everything  a  Portable  Phonograph  can  be,  and 
at  a  popular  price — $37.50. 


"One  handle  handles  it* 

Outing 


TALKING  MACHINE 


ATTRACTIVE  PROPOSITION  TO  OFFER  DEALERS 
WRITE  OR  WIRE  US 

C.  L.  MARSHALL  COMPANY 

Wholesale  Distributors 

MICHIGAN  AND  OHIO 
Detroit,  514  Griswold  Street.  Cleveland,  328  Superior,  W. 


are  in  big  demand.  The  C.  L.  Marshall  Co.  is 
the  local  jobber. 

The  Arnold  Johnson  records  made  for  the 
Brunswick  are  big  sellers  in  Detroit  at  the 
present  time.  Johnson's  band  played  a  long 
engagement  in  Detroit  last  Fall  and  Winter, 
leaving  to  play  three  weeks  for  the  Balaban  & 
Katz  Theatres  in  Chicago. 

The  daily  concerts  on  the  radio  over  the 
Detroit  News  and  the  local  broadcasting  sta- 
tions stimulates  sales  of  talking  machine  rec- 
ords, as  most  of  them  are  by  various  bands  and 
orchestras  who  play  the  latest  and  most  popular 
selections. 

The  Phonograph  Co.,  of  Detroit,  Edison  dis- 
tributor for  this  territory,  in  common  with  job- 
bers in  other  lines,  is  enjoying  an  excellent  de- 
mand at  the  present  time,  and  from  all  indica- 
tions the  remainder  -of  this  year  presents  an 
inviting  prospect  from  the  standpoint  of  pro- 
spective increase  in  business.  Edison  recordings 
are  steadily  growing  in  popularitj',  as  are  the 
phonographs. 

The  Robinson-Chen  Furniture  Co.,  which  now 
operates  four  retail  stores  in  Detroit,  is  handling 
the  Cheney  talking  machine  line  at  all  of  its 
branches.  In  the  dcAvntown  section  the  Cheney 
is  sold  exclusively  by  the  J.  L.  Hudson  Music 
Store. 

The  Detroit  Music  Co.,  which"  handles  the 
Columbia  line  of  phonographs  and  records,  is 
doing  a  big  business.    This  store  is  kept  open 


evenings  and  Manager  Smith  states  that  busi- 
ness is  better  than  it  has  ever  been. 

Manager  Quinn,  of  the  Brunswick  Shop,  re- 
ports the  sale  of  a  great  many  high-priced  ma- 
chines. "It  seems  that  people  will  pay  the 
price  if  you  have  what  they  want,  but  it  must 
be  quality  and  it  must  be  different,"  he  re- 
marked. "We  are  catering  to  the  very  best 
trade  and  we  find  it  is  no  trouble  to  get  the 
price.  And  another  thing — there  is  a  lot  of 
business  to  be  had — it  is  just  a  question  of  the 
proper  advertising  and  the  proper  sales  policy." 


BRUNSWICK  WITH  KOHLER  &  CHASE 


Prominent  Pacific  Coast  Merchants  to  Handle 
Brunswick  Machines  and  Records  in  All  Their 
Stores — An  Important  Agency 


San  Francisco,  Cal.,  April  9. — Announcement 
has  just  been  given  out  by  Brunswick  represen- 
tatives here  that  Kohler  &  Chase,  whose  head- 
quarters are  in  this  city  and  who  also  conduct 
an  extensive  chain  of  Coast  stores,  have  taken 
on  the  Brunswick  line  of  talking  machines  and 
records  for  their  establishments  at  San  Fran- 
cisco, Sacramento,  Oakland  and  San  Jose,  Cal. 


The  Shaffer  Music  House,  Oil  City,  Pa.,  has 
purchased  from  Delahoyde  &  Wuller,  music 
merchants  of  that  city,  the  local  agency  for 
Victor  talking  machines  and  records. 


After  all  there  is  only  one  EDISON 

The  first   phonograph  was   the   invention  of  America's  foremost  genius — 
Thomas  A.  Edison. 

Through  all  the  stages  of  the  development  of  the  phonograph,  Mr.  Edison  has 
always  led  the  way. 

The  New  Edison  is  his  latest  achievement  in  this  field  and  he  considers  it  his 
greatest  invention. 

Write  us  for  our  latest  agency  proposition 

The  Phonograph  Company  of  Detroit 


TRADE  MARK 


Distributors  for  Michigan  and  Northern  Ohio 


1560  Woodward  Avenue 


DETROIT 
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BUSINESS  REMAINS  BRISK  IN  THE  TORONTO  TERRITORY 


Canadian  Phonograph  Manufacturers'  Association  Holds  Annual  Meeting  and  Elects  Officers — 
Dealers  Push  Health  Records — Interesting  Demonstration  at  Made-in-Canada  Exhibit — The  News 


Toronto,  Ont.,  April  7. — Miss  Helen  Ames,  who 
is  in  charge  of  the  phonograph  department  of 
R.  S.  Williams  &  Sons  Co.,  Ltd.,  this  city,  gives 
a  very  good  report  on  the  recent  sale  of  Vic- 
trolas.  Sales  were  particularly  active  in  the 
higher  priced  machines.  Miss  Ames  is  assisted 
in  her  department  by  Miss  W.  LeRoy  and  Miss 
Mae  Guy,  to  whom  has  fallen  the  distinction  of 
making  the  first  sale  of  a  Victrola  230  in  Can- 
ada. L.  W.  Boothe,  manager  of  the  record  de- 
partment of  this  house,  and  formerly  a  traveler 
on  the  staff  of  His  Master's  Voice,  Ltd.,  has 
just  made  another  addition  to  his  many  service 
aids.  He  has  rearranged  his  stock  and  has 
placed  strips  of  varnished  wood  down  the  sides 
of  the  bunks.  On  these  slips  he  has  placed  the 
number  of  each  record  in  figures  large  enough 
to  be  read  very  quickly  by  the  staflf,  and  in  this 
way  has  been  able  to  speed  up  service  to  his 
customers. 

The  annual  meeting  of  the  Canadian  Phono- 
graph Manufacturers'  Association  took  place 
here  recently.  The  chair  was  occupied  in  the 
absence  of  the  president  by  S.  J.  Cook,  vice- 
president.  Occasion  was  taken  at  the  meeting 
of  welcoming  to  Canada  and  to  the  Association 
fold  A.  C.  Valeur,  who,  as  already  mentioned 
in  these  columns,  has  taken  up  the  managing 
directorship  of  Sonora  Phonograph,  Ltd.  The 
election  of  officers  for  the  ensuing  year  resulted 
as  follows:  President,  S.  J.  Cook;  vice-presi- 
dent, A.  C.  Valeur;  secretary-treasurer,  Jas.  G. 
Merrick.  Exhibition  committee:  W.  B.  Puckett, 
chairman;  E.  C.  Scythes  and  W.  D.  Stevenson. 
Finance  and  membership  committee:  Thos. 
Nash,  chairman;  A.  L.  Robertson  and  F.  A. 
Trestrail.  Legislation  committee:  W.  D.  Steven- 
son, chairman;  C.  H.  Weicker  and  O.  C.  Doi-ian. 
Nominating  committee:  F.  A.  Trestrail,  chair- 
man, Thos.  Nash  and  O.  C.  Dorian. 

On  a  recent  Saturday  afternoon  and  evening 
Mr.  Mullen,  manager  of  Gerhard  Heintzman, 
Ltd.,  His  Master's  Voice- Victor  dealer  in  Kitch- 
ener, put  on  a  practical  demonstration  of  the 
Victor  Health  Exercises.  Two  girls  and  two 
boys  went  through  the  exercises  in  the  large 
window  of  the  store  and,  in  order  that  the  pub- 
lic might  get  the  full  benefit,  a  Magnavox  was 
used. 

In  conversation  with  A.  C.  Valeur,  whose  ap- 
pointment as  manager  of  Sonora  Phonograph, 
Ltd.,  King  and  Bathurst  .streets,  was  reported 
in  a  recent  issue  of  The  World,  he  remarked 
that  there  are  indications  of  a  steady  return  to 
a  better  volume  of  sales  for  Sonora  dealers 
throughout  Canada.  Mr.  Valeur  pointed  out  the 
pressing  necessity  for  concentrating  sales  ef- 
fort on  short  terms.  "The  average  man  of  the 
consumer  class,"  said  he,  "does  not  desire  to 
continue  in  debt  for  a  long  period  of  time,  but 
is  rather  desirous  of  getting  instalment  ac- 
counts wiped  ofif  when  he  is  given  the  right  en- 
couragement by  the  salesman  to  do  so." 

Probably  the  most  interesting  attraction  at  the 
Made-in-Canada  demonstration  sale  recently 
held  by  the  T.  Eaton  Co.,  Ltd.,  was  that  of 
pressing  His  Master's  Voice-Victor  records  in 
a  space  adjoining  the  company's  phonograph  de- 
partment on  the  fifth  floor.  There  the  public 
saw  a  completely  fitted  up  made-in-Canada  hy- 
draulic equipment  pressing  records.  Two  men 
in  white  suits,  with  the  His  Master's  Voice  trade 
marks  across  their  shoulders,  were  in  charge. 

It  was  only  a  few  issues  ago  that  The  World 
announced  that  the  Starr  Co.  of  Canada  was 
bringing  out  a  series  of  special  8S-cent  records, 
to  be  known  as  the  Gold  Seal  series.    A  few  of 


these  have  already  made  their  appearance  and 
are  creating  many  friends  among  the  phono- 
graph owners  of  Canada. 

For  some  months  the  Starr  Co.  of  Canada, 
Ltd.,  London,  has  been  marketing  the  "Pal" 
portable  phonograph  in  Canada  with  remarkable 
success.  It  has  now  secured  the  sole  distribu- 
tion rights  for  all  Canada  for  this  instrument. 

B.  R.  Law,  for  seven  years  connected  with 
the  house  of  Heintzman  &  Co.,  Ltd.,  latterly 
as  assistant  manager,  has  been  appointed  man- 


ager of  Brunswick  Hall,  on  Yonge  street,  this 
city. 

E.  A.  Rea,  Woo'dstock,  Ont.,  put  on  a  drive 
recently  on  His  Master's  Voice-Victor  Health 
sets  and  disposed  of  twenty  sets  in  very  short 
order.  Mr.  Rea's  plan  was  to  get  after  the 
business  men  of  the  town,  particularly  those 
who  belong  to  the  Y.  M.  C.  A. 

D.  A.  Tait,  of  Oshawa,  has  arranged  with 
the  management  of  the  Regent  Theatre,  in  Osh- 
awa, to  lend  the  theatre  a  Victrola,  in  return 
for  which  the  theatre  shows  slides  advertising 
His  Master's  Voice-Victor  records.  The  Vic- 
trola is  used  in  the  theatre  every  night.  In 
addition  Mr.  Tait  has  a  record  booth  in  the 
lobby  of  the  theatre  for  the  sale  of  records. 


LATEST  NEWS  HAPPENINGS  IN  MONTREAL  AND  VICINITY 

Berliner  Company  Holds  Annual  Carnival — Co-operation  of  Talking  Machine  Trade  in  Music 
Week  Felt  in  a  General  Stimulation  of  Business — Aggressive  Tactics  of  Dealers  Win 


Montreal,  Que.,  April  9.— A  very  enjoyable  af- 
fair recently  took  place  here  when  the  em- 
ployes of  the  Berliner  Gramophone  Co.,  Ltd., 
with  their  friends,  held  their  annual  dance  and 
euchre  at  the  company's  factory.  Those  who 
preferred  dancing  found  plenty  of  floor  space 
and  a  good  orchestra  to  provide  the  music. 
Those  who  preferred  the  less  active  amusement 
of  euchre  were  to  be  found  grouped  at  the  long 
rows  of  tables,  where  there  was  keen  compe- 
tition for  handsome  prizes. 

J.  R.  Hall,  manager  of  Revillion  Wholesale, 
Ltd.,  of  Edmonton,  accompanied  by  Messrs. 
Frank  Pepper  and  Harper,  has  returned  to  the 
West  from  a  business  visit  to  Toronto,  Mon- 
treal, New  York  and  other  Eastern  centers. 
The  Revillion  firm  are  •exclusive  Starr  dealers 
in  phonographic  products,  and  while  East  vis- 
ited the  Compo  Co.'s  laboratories  and  saw  how- 
music  is  transferred  to  Starr  records. 

On  the  day  of  the  Provincial  elections  in  Que- 
bec Province  M.  L.  Dohan,  Edison  agent  in 
Quebec  City,  ran  the  following  appropriate 
copy:  "Elected  by  acclamation — Edison — King 
of  Phonographs.  Among  all  the  candidates  for 
public,  favor  there  was  developed  very  little  op- 
position to  the  election  by  acclamation  of  the 
Edison  as  phonograph  par  excellence  in  the 
house  of  the  majority  of  music  lovers,"  etc. 

A.  B.  Pollock,  manager  of  the  General  Phono- 
graph Corp.  of  Canada,  Ltd.,  Kitchener,  Ont., 
was  a  recent  trade  visitor  to  Montreal. 

"New  dealers  are  being  established  at  a  good 
rate  for  the  Clarion  phonograph,"  said  Mr. 
Heavysege,  manager  of  the  R.  S.  Williams  & 
Sons  Co.,  Ltd.,  "and  we  are  delighted  with  our 
prospects  in  this  direction.  Wholesale  business 
in  Edison  phonographs  and  re-creations  has 
been  most  encouraging  during  the  past  two 
months." 

A  Columbia  artist  of  note  coming  to  Mont- 
real shortly  is  Leon  Rothier,  who  has  made 
some  excellent  Columbia  records. 

On  the  back  cover  of  every  monthly  supple- 
ment sent  out  by  the  various  His  Master's  Voice 


dealers  in  Canada,  under  the  caption  "A  Sugges- 
tion," appears  the  following:  "Somewhere  in 
your  vicinity  there  is  a  hospital,  orphanage  or 
some  other  institution  that  would  gladly  have 
your  old  records.  There  are  many  records  in 
your  list  that  may  be  old  to  you,  but  would  be 
new  to  the  inmates  of  these  institutions.  Why 
not  clear  out  your  old  records  to-day  and  send 
them  to  one  of  these  institutions?" 

Lavigeur  &  Hutchison,  the  big  piano  house 
in  Quebec  City,  recently  joined  the  ranks  of 
His  Master's  Voice  dealers. 

Music  Week,  March  11-17,  was  duly  acknowl- 
edged by  the  trade  and  good  results  have  fol- 
lowed. His  Master's  Voice  stores  held  daily 
recitals  (free  to  all)  in  their  main  concert  hall 
from  3  to  4:30,  where  splendid  programs,  em- 
bracing selections  by  leading  Victor  artists, 
were  given  to  overflovyng  audiences.  Other  lo- 
cal dealers  likewise  observed  the  Week  by 
giving  derhonstrations  and  recitals  to  large  audi- 
ences. 

The  Melody  King's  Dance  Orchestra,  featur- 
ing His  Master's  Voice  record  No.  216397,  "Mu- 
sic" and  "Burning  Sands,"  recently  appeared  in 
person  at  Brown's  Talking  Machine  Shop.  Up- 
wards of  400  persons  were  present  with  stand- 
ing room  at  a  premium. 


TRADE  ACTIVITIES  IN  WINNIPEG,  MAN. 

New  Departments  Opened — Local  Appearance 
of  Artists  Boosts  Record  Sales — The  News 


Winnipeg,  Man.,  April  7. — Manager  Walker,  of 
the  music  department  of  the  Hudson's  Bay  Co., 
has  recently  had  a  radio  department  installed 
under  his  supervision.  A  head  set  has  been 
fitted  to  the  tone  arm  of  a  Victrola  No.  25,  with 
the  result  that  the  customers  on  the  third  floor 
are  regularly  treated  to  splendid  concerts. 

The  visit  of  Captain  Plunkett's  "Dumbells" 
revue  to  Winnipeg  occurred  simultaneously 
with  the  release  of  Al.  Plunkett's  record  "Shuf- 
(Contmued  on  page  163) 


Talking  Machine  Springs 
and  Repair  Parts 


NONE  BETTER  IN  QUALITY 


NONE  LOWER  IN  PRICE 


THE  RENE  MANUFACTURING  CO. 

MONTVALE,  NEW  JERSEY 


162 


THE   TALKING   MACHINE  WORLD 


April  15,  1923 


WILL  MARKET  RECORDS  IN  MEXICO 


Strong  Record  Co.  Closes  Arrangements  for 
Distribution  in  Mexico — Large  Initial  Order — 
Emphasizing  Foreign  Selections — Announces 
Release  of  New  Record  Catalog 


The  Strong  Record  Co.,  206  Fifth  avenue, 
New  York  City,  which  recently  announced  tlie 
release  of  a  new  catalog  of  standard  and  popu- 
lar records  to  be  marketed  at  a  standard  retail 
price,  announces  that  it  has  closed  arrange- 
ments for  wide  distribution  of  its  product  in 
Mexico.  The  initial  ord&r  from  that  territory 
called  for  a  shipment  of  5,000  records  and  is  to 
be  supplemented  as  the  catalog  is  enlarged.  In 


Schwartz  is  the  leader  of  an  orchestra  which 
has  long  been  noted  for  its  rendition  of  Jewish 
music.  The  Strong  records  produced  under  his 
direction  are  already  in  demand.  Supplement- 
ing the  Jewish  catalog  are  songs  by  Abraham 
Moscowitz,  well-known  Jewish  singer,  whose 
baritone  voice  is  admirably  adapted  to  repro- 
duce the  humorous  melodies  of  Israel. 

In  the  more  popular  catalog  the  Strong  Co. 
will  release  a  series  of  dance  selecti«fis  each 
month.  These  are  rendered  by  musicians  of 
ability,  each  an  adept  on  one  or  more  instru- 
ments, whose  records  will  be  marketed  under 
the  trade  name  "Our  Sensation  Dance  Orches- 
tra." 


Ivan  Frank,  the  Celebrated  Tenor 
addition  the  sales  department  reports  the  ap- 
pointment of  several  hundred  dealers  for  do- 
mestic distribution. 

The  Strong  record  is  placing  particular  em- 
phasis on  foreign  selections  and  in  the  produc- 
tion of  these  has  secured  high-calibre  artists 
who  are  particularly  equipped  for  recording  and 
for  rendering  particular  selections. 

Among  these  is  Ivan  Frank,  who  specializes 
in  German  light  opera  selections.  He  has  ap- 
peared in  concert  in  many  parts  of  the  United 
Slates  and  is  also  well  known  in  South  Amer- 
ica. Lucie  Westen  has  also  been  secured  by 
the  Strong  Co.  Miss  Westen  has  a  soprano 
voice  and  the  records  she  has  made  have  met 
with    the    approval    of   musical    critics.  Abe 


TRADE  ACTIVITIES  IN  WINNIPEG,  MAN. 

(Continjied  from  page  161) 
flin'  Along."  This  particular  selection  was  fea- 
tured in  the  song  and  met  with  a  very  favor- 
able reception.  Winnipeg  dealers  took  advan- 
tage of  the  show  to  prominently  feature  record 
No.  216390  and,  as  a  result  of  their  combined 
efforts,  considerable  interest  was  created. 

E.  J,  Symons,  of  Jansem,  Sask.,  Victor  dealer 
of  that  town,  passed  through  Winnipeg  on  his 
way  home  after  a  brief  visit  to  Chicago  and 
otlier  Eastern  cities. 

A  recent  addition  to  the  list  of  His  Master's 
Voice  dealers  in  Regina  is  E.  A.  Jolly,  of  South 
Railway  avenue. 

Miss  Jeane  Morel,  who  has  until  recently 
been  employed  by  the  Blue  Bird  Song  Shop,  has 
joined  the  staff  of  the  Art  Music  Co.,  of  Ed- 
monton. 

In  recognition  of  having  sold  over  800  Bruns- 
wick phonographs  at  retail  Matthews  Music 
House,  Calgary,  Alta.,  has  secured  the  exclu- 
sive agency  there  for  Brunswick  phonographs 
and  records.  In  view  of  the  fact  that  less  than 
five  years  ago  the  Brunswick  had  never  even 
been  heard  of  in  Canada  the  above  mentioned 
fact  is  immediately  recognized  as  a  notable 
achievement. 

Cameron  AIcLean,  famous  Scottish  baritone 
and  exclusive  Columbia"  artist,  was  recently  the 
featured  singer  at  the  Allen  Theatre,  this  city. 

The  Berliner  Gramophone  Co.,  manufacturer 
of  His  Master's  Voice-Victor  records,  recently 
staged  a  window-dressing  campaign  for  Victor 
dealers  throughout  the  Dominion  and  two  Cal- 
gary music  houses  received  first  and  second 
prizes  in  this  competition.  C.  B.  Clarke,  Victor 
dealer,  won  the  first  prize;  The  Heintzman  Co. 
("Ye  Olde  Firme"),  also  of  Calgary,  was  second. 
A  firm  in  London,  Out.,  was  third. 


-TROUBLES- 

The  best  constructed  horn — the  most  efficient  motor^ — 
the  finest  material  and  most  excellent  workmanship 
cannot  "hold"  a  sale  or  create  repeat  business  and 
prevent 

-COME  BACKS- 

A  poorly  constructed  automatic  stop,  or  a  weak  drop 
hinge  or  unstable  invisible  hinge  will  destroy  all  the 
greater  talking  points  or  advantages  of  your  entire 
engineering  ability  and  carefully  built  merchandise. 
A  CARD  WILL  BRING  INFORMATION  WHICH 
WILL  BE  A  REVELATION  TO  YOU. 

SHERBURNE  MANUFACTURING  COMPANY 


948  Penobscot  Building  (Address  Dept.  4) 


Detroit,  Mich. 


NEW  BANNER  RECORD  POPULAR 


Jewish  Record  of  Gallagher  and  Shean  Having 
Wide  Sale — Plaza  Music  Co.  Plans  Sales  Cam- 
paign on  Popular  Vocal  Numbers 


The  Plaza  Music  Co.,  manufacturer  of  Banner 
records,  recently  released  a  Jewish  record  of 
Gallagher  and  Shean,  and  this  special  number 
is  having  a  wide  sale  in  the  larger  cities,  where 
there  is  considerable  Jewish  population.  The 
May  list  of  Banner  records  carries  seven  dance 
selections,  one  Hawaiian,  two  standard  numbers 
and  four  vocal.  These  latter  will  be  particu- 
larly featured  by  the  sales  department  of  the 
company  in  a  drive  to  further  the  sale  of  rec- 
ords in  song  form. 

The  Plaza  Music  Co.  has  found  that  the  dance 
selections  sell  with  little  or  no  effort  and  the 
dealer,  therefore,  in  putting  energy  behind  vocal 
popular  numbers,  as  well  as  standard  selections, 
creates  additional  sales. 


New  demonstration  rooms  have  been  opened 
on  the  ground  floor  of  the  Alberta  Piano  Co., 
]..td.,  Calgary,  Alta. 


SECOND  YEAR  SUCCESSFUL  LEADER 

The  Most 
Dependable  and 

Inexpensive 
Lid  Support 
on  the  Market 


Canada  Patent 
Applied 


Patented 
5ept.9.l9l9' 

Two  other  patents" 
Applied  for. 

flexible  and  bent. 


The  bottom  plate  is  con- 
structed of  one  piece 
of  metal  and  it  works 
automatically  perfect. 
No  parts  to  go  out  of 
order.  The  hinges  are 
made  in  two  styles — 
Sampln  on  reuuut. 


STAR  MACHINE  &NOVELTYCO. 

81  MILL  STREET  BLOOMFIELD.  N.  J. 

G.  L.  LAING  CO..  Canadian  Distributor 
41  Richmond  St.,  East,  Toronto,  Ont. 
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A.  C.  ERISMAN  CO. 

174  Tremont  St. 
Boston,  Meiss. 

BRISTOL  &  BARBER  CO. 

3  East  14th  St. 
New  York,  N.  Y. 

IROQUOIS  SALES  CORP. 

210  Franklin  St. 
Buffalo,  N.  Y. 


STERLING  ROLL  &  RECORD  CO. 

137  West  Fourth  St. 
Cincinnati,  Ohio 


STEWART  SALES  CO. 

502  Occidental  Bldg. 
Indianapolis,  Ind. 


ARTOPHONE  CORP. 

1103  Olive  St. 
St.  Louis,  Mo. 


MARTIN  WEISS  CO, 

Dallas,  Texas 


UTICA  GIFT  &  JEWELRY  SHOP 

Utica,  N.  Y. 


TAMPA  TALKING  MACHINE  CO. 

Tampa,  Fla. 


GENERAL  PHONOGRAPH  CORP. 

15  West  18th  St. 
New  York,  N.  Y. 

CABINET  &  ACCESSORIES  CO.,  Inc. 

3  West  16th  St. 
NewYork,  N.  Y. 

"One  handle  handles  it ' 


TALKING  MACHINE  CO.,  Inc. 

MOUNT  KISCO.  N.  Y. 

Our  Jobbers  22  Strong  Will  Serve 
Dealers 

WRITE  THEM  TO-DAY 


No  need  to  fear  for  the  future — our 
business  is  built  on  as  good  a  founda- 
tion as  its 

FIREPROOF  HOME 


EXPORT 

CHIPMAN,  LTD. 


NEW  YORK 


LONDON 


MONTREAL 

WELLINGTON 

SYDNEY 

MELBOURNE 

PERTH 


CABLE  ADDRESS: 
CHIPMONK.  NEW  YORK 


HAVANA 
MEXICO  CITY 
BUENOS  AIRES 
RIO  DE  JANEIRO 
SANTIAGO 
DE  CHILE 


CONSOLIDATED  TALKING  MACHINE  CO. 

227  West  Washington  St. 

Chicago,  Ills. 
Branch:  1121  Nicollet  Ave. 
Minneapolis,  Minn. 


W.  S.  GRAY  CO. 

942  Market  St. 
San  Francisco,  Cal. 

SEATTLE— PORTLAND— LOS  ANGELES 


GEO.  C.  ULRICH  &  CO. 

56  Estey  Bldg. 
Philadelphia,  Pa. 

VOCALION  CO.  of  OHIO 

328  Superior  St.,  West 
Cleveland,  Ohio 

C.  L.  MARSHALL  CO. 

514  Griswold  St. 
Detroit,  Mich. 


J.  K.  POLK  FURNITURE  CO. 

294  Decatur  St. 
Atlanta,  Ga. 

THE  DUNING  CO. 

303  Second  St. 
Des  Moines,  la. 


DAVENPORT  PHONO  ACCESSORY  CO. 

Davenport,  la. 


ARTOPHONE  CORP. 

203  Kansas  City  Life  Bldg. 
Kansas  City,  Mo. 

STARR  PHONOGRAPH  CO. 

634  Grant  Street, 
^     Pittsburgh,  Pa. 
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Watch 


this  Baby 

GROW! 


COLUMBUS 


Central  Ohio  Retail  A'l  ercJuiiits 
Convene — C.  J.  I/'illiams  Elected 
President — The  Month's  Activities 


Cor.UMBUs,  O.,  April  9.— C.  A.  Williams,  of 
the  Williams  Music  Store,  Zanesville,  was 
elected  president  of  the  Central  Ohio  Retail 
Dealers'  Association  at  its  second  annual  meet- 
ing held  at  the  Hotel  Deshler,  this  city,  on 
Wednesday,  April  4.  Another  Zanesville  man, 
in  the  person  of  O.  E.  Callander,  secretary 
and  manager  of  the  Spence  Music  Co.,  21  North 
Fourth  street,  was  elected  secretary.  E.  M. 
Levi,  manager  of  the  Victrola  department  of 
the  Otto  B.  Heaton  Co.,  this  city,  was  elected 
vice-president,  and  M.  L.  Phillips,  Mt.  Gilead, 
was  re-elected  treasurer. 

An  executive  committee,  consisting  of  three 
members,  was  also  elected  at  this  time. 
The  members  who  have  been  elected  to  serve 
on  this  committee  are:  Carl  S.  Wilkins,  Elite 
Music  Store;  E.  A.  Bowron,  Caldwell,  and  C.  C. 
Baker,  C.  C.  Baker  Music  Store. 

Mr.  Williams  announced  to  the  delegates 
present  that  he  intends  to  instruct  the  secre- 
tary to  call  a  big  meeting  of  Victor  dealers  in 
the  near  future.  At  that  meeting  a  program  in 
which  prominent  educators  and  business  men 
will  participate  will  be  offered.  According^  to 
Mr.  Williams,  the  executive  committee  is 
already  working  out  plans  whereby  the  meet- 
ing will  be  the  most  important  ever  held  not 


only  in  central  Ohio,  but  in  the  entire  State. 

The  latest  developments  of  the  Ohio  State 
Music  Memory  Contest  were  brought  to  the 
attention  of  the  delegates  by  T.  T.  Franken- 
berg,  this  city.  Mr.  Frankenberg  also  pointed 
out  to  his  audience  the  many  advantages  which 
are  to  be  derived  from  organizations. 

Many  of  the  broadcasting  stations  are  co- 
operating with  the  Ohio  State  Depaxtment  of 
Education  in  the  State-wide  Music  Memory 
Contests.  On  Wednesday  evening,  April  4,  an 
interesting  program,  consisting  of  the  reading 
of  a  paper  written  by  Robert  J.  Coleman,  edu- 
cational lecturer  of  the  Victor  Talking  Machine 
Co.,  and  fifteen  selections  of  the  music  mem- 
ory list  were  broadcasted  over  Station  WPAL, 
of  the  Superior  Radio  &  Telephone  Equipment 
Co.  Mrs.  Esther  Reynolds  Beaver,  educational 
director  of  the  Perry  B.  Whitsit  Co.,  211  North 
Fifth  street,  read  the  paper  by  Mr.  Coleman, 
who,  on  account  of  illness,  was  unable  to 
broadcast  his  speech.  "The  Music  Memory 
Contest  is  undoubtedly  the  biggest  and  most 
far-reaching  movement  for  better  music  ever 
attempted,"  stated  Mr.  Coleman  in  his  address. 
"Of  all  arts  music  has  probably  the  most  uni- 
versal appeal.  In  war  times  it  is  the  medium 
through  which  men  are  moulded  into  a  unified 
fighting  machine  and  through  which  those  who 
remain  at  home  keep  spirits  high.  It  is  the 
builder  of  that  elusive  and  necessary  thing — 
morale.  In  times  of  peace,  too,  we  find  music 
on  all  sides  of  us,"  read  the  address  in  part. 

Three  of  Ohio's  foremost  educational  institu- 
tions have  taken  the  lead  in  offering  prizes  for 
the  individual  competitors  in  the  State  Music 
Memory  Contest.     Ohio  Wesleyan  University, 


Delaware,  O. ;  Cincinnati  Conservatory  of 
Music,  Cincinnati,  and  the  Morrey  School  of 
Music,  Columbus,  have  each  promised  a  scholar- 
ship in  music  in  their  respective  institutions  for 
the  young  people  with  the  highest  records  in  the 
final  contest  on  April  28. 

J.  E.  Slingluff,  of  Slingluff's  Victrola  Store, 
Masonic  Temple  Building,  Cambridge,  reports 
that  keen  interest  is  being  manifested  by  both 
teachers  and  school  children  in  the  Music 
Memory  Contest  in  his  community.  In  fact, 
interest  is  running  so  high  that  Mr.  Slingluff 
has  offered  a  number  of  Victrolas  as  prizes  to 
the  schools  which  will  make  the  best  showing 
in  the  preliminary  contest  in  each  county. 

O.  E.  Soderberg,  Victrola  dealer,  Sandusky, 
'O.,  has  just  announced  that  he  has  booked  the 
Eight  Famous  Victor  Artists  to  appear  in  his 
city  on  April  12.  The  concert  will  be  given 
at  the  Sandusky  High  School  auditorium. 

The  Blatt  Music  Store,  133  South  High  street, 
this  city,  and  one  of  the  most  prominent  music 
merchandisers  in  this  section  of  the  State,  was 
destroyed  by  fire  recently.  The  damage  to  build- 
ing and  stock  is  placed  at  approximately  $80,- 
000  by  R.  F.  Blatt,  proprietor. 

One  of  the  greatest  musical  successes  of  this 
season  was  the  Paderewski  concert  given  at  the 
Memorial  Hall  on  Tuesday,  April  3.  Every  seat 
in  the  hall  was  filled  and  standing  room  was  at 
a  premium.  So  well  pleased  was  the  vast  audi- 
ence with  his  program  that  at  10.35  o'clock  an 
added  program  began  and  the  concert-goers 
lingered  until  after  11  o'clock  to  hear  more  of 
his  renditions.  Many  of  them  even  gathered 
around  the  stage,  clamoring  for  more.  They 
kept  this  up  and  got  four  added  numbers.  As 


A  New  Model  in  the  Natural 
Voice  Line 


To  the  models  already  manu- 
factured to  meet  the  needs  of 
the  trade  we  have  added  this 
new  style. 

The  NATURAL  VOICE  is 
a  high-quality  product  selling 
at  a  popular  price.  It  is  a  com- 
plete line  including  several 
period  models. 

Manufactured  by  expert 
cabinet  makers  it  has  achieved 
a  position  of  prominence  as  a 
sales  creator  and  profit  maker. 


Also  a  Full  Line  of 
Cabinets  Without 
Equipment. 

Write  for  Prices 


It  will  pay  you  to  investigate 
our  proposition. 


The  New  Style  No.  9  is  a  worthy  addition  to  this 
complete  line 


Natural  Voice  Phonograph  Co. 

ONEIDA,  NEW  YORK 
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Over  500,000  Gold  Seal  Re- 
peaters Sold  During  1922 


BKGESI 


WORTH  OF  PLEASURE 
YOUR  MONEY  CAN  BUY 


f 


SI 


The  Repeater   That  is  Here  to  Stay 

Patented  Feb.  29, 1916;  Nov.  10, 1916;  May 
2.  1922.    Other  U.  S    Patents  Pending. 

GOLD  SEAL  CO.,  Inc. 

105  West  40th  Street,  New  York,  N.  Y. 


an  evidence  of  his  interest  in  the  Ohio  State 
Music  Memory  Contest  he  played  his  "Minuet 
in  G,"  which  is  one  of  the  numbers  on  the 
Music  Memory  list,  during  the  course  of  the 
evening. 

Miss  Hazel  Underwood,  well  known  in  Co- 
lumbus music  circles,  and  for  a  number  of 
years  connected  with  the  music  department  of 


OUR 

iServsa-tioneV  Pance  Orchestra. 

Strong  'Retard,  Ca'rp.  -  go*  Fiftn  nw..  f/eu jfork. 


the  Morehouse-Martens  Co.,  has  joined  the 
sales  force  of  the  Spence  Music  Co.,  67  East 
street.  This  store  deals  exclusively  in  Vic- 
trolas  and  Victor  records. 

A  very  attractive  display  featuring  Bruns- 
wick phonographs  and  records  appeared  in  the 
Robins  Piano  Co.  window  recently. 

The  F.  &  R.  Lazarus  Co.,  High  and  Town 
streets,  one  of  the  largest  and  best-known  de- 
partment stores  in  central  Ohio,  has  opened  a 
Victrola  department.  George  L.  Roth,  formerly 
with  the  Morehouse-Martens  Co.,  will  manage 
this  new  department  for  the  Lazarus  Co.  It  is 
the  policy  of  Mr.  Roth  to  give  the  public  a  full 
choice  of  records. 

This  department  is  located  on  the  fifth  floor 
of  the  Lazarus  Building.  It  is  attractively 
decorated  and  patrons  will,  no  doubt,  find  it 
pleasant  to  deal  there. 

Len  Metzger,  who  has  been  interested  in 
musical  instruments  of  various  kinds  while  liv- 
ing in  Zanesville,  is  now  in  charge  of  the  Vic- 
trola department  of  Stewart  Bros. 

Recent  visitors  to  the  Perry  B.  Whitsit  Co., 
wholesale  jobber  of  Victrolas  and  Victor  rec- 
ords, included:  W.  E.  Summers,  Washington; 
C.  H.  Kelly,  Kelly  Bros.,  Wellston,  and  Carl 
B.  Meade,  Coshocton. 

An  exhibit  of  Victrolas,  Victor  records  and 
literature,  published  by  the  educational  depart- 
ment of  the  Victor  Talking  Machine  Co.,  was 
shown  at  the  Ohio  State  University  during  the 
meeting  of  the  Ohio  State  educational  confer- 
ence. Mrs.  Esther  Reynolds  Beaver,  of  the 
Perry  B.  Whitsit  Co.,  was  in  charge. 


EFFECTIVE  OKEH  DISPLAYS 

Blue's  Music  House  Uses  Timely  Window  Dis- 
plays— Okeh  Artists  Featured  to  Advantage 


James  K.  Polk,  Inc.,  Atlanta,  Ga.,  distributor 
of  Okeh  records,  received  recently  an  interest- 
ing   photograph    from    Blue's    Music  House, 


lue;^.|viusic  house 


Attractive  Okeh  Window  Display 
Montgomery,  Ala.,  well-known  Okeh  dealer. 
The  window  on  this  particular  occasion  car- 
ried a  special  display  featuring  Okeh  records 
made  by  Gerald  Griffin,  prominent  Irish 
tenor,  and  was  released  on  St.  Patrick's  Day, 
thereby  carrying  with  it  a  timely  news  value. 

Blue's  Music  House  has  for  some  time  past 
made  a  specialty  of  preparing  attractive  win- 
dow displays  in  behalf  of  Okeh  records.  Each 
week  a  new  window  is  presented  and  a  special 
artist  is  featured.  The  Vincent  Lopez  Orches- 
tra was  made  the  subject  of  a  very  eflfectiv'e 
window  display  recently.  Markel's  Orchestra 
has  been  presented  in  a  similar  way  and  other 
popular  Okeh  artists  are  utilized  to  excellent 
advantage  in  the  preparation  of  these  windows. 


THE  SHELTON 
Electric  Motor 


The  "Simplicity"  electrifies 
Victor,  Edison  and  Columbia 
phonographs  by  simply  tak- 
ing off  winding  handle  and 
placing  motor  against  turn- 
table. Automatic  switch  in 
motor  operated  when  the 
turntable  is  started  or 
stopped.  Operating  on  AC 
or  DC  current  of  110  volts. 
Specify  type  of  current 
when  ordering. 


SHELTON  ELECTRIC  CO.,    16  East  42nd  Street,    New  York 


SJHZ  INSTRUMENT  OF  QUALITY 


CLEAR    AS    A  BELL 


Semi-Permanent 

Needles 

Are  Ideal  for 
Portables 

Playing  many  records,  Sonora 
Semi-permanent  Needles  do  away 
with  the  necessity  for  carrying 
a  large  supply  of  ordinary 
needles  on  motor  trips,  picnics 
and  other  places  where  portables 
are  in  demand. 

Sonora  Semi  -  permanent 
Needles  enable  the  portable 
owner  to  take  along  his  finest 
records,  certain  that  no  worn 
down  needle  is  going  to  score 
them.  And  then  there  is  the 
convenience  to  be  considered — 
no  changing  of  needles  after 
each  record.  Every  portable 
ctistomer  can  be  sold  these 
needles  and  will  come  back  for 
more.    Wire  today  for  a  supply. 

Sonora  Phonograph 
Company,  Inc. 

279  Broadway         New  York 

Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 


THE  INSTRUMENT  OF  QUALITY 

onor 

CLEAR    A5    A  BELL 

Sales  Helps 
Really  Help! 

The  Sonora  dealers'  help 
service  is  a  carefully  planned 
monthly  service  that  is  re- 
markably comprehensive  in 
scope.  A  stafif  of  competent 
merchandising  men  possess- 
ing backgrounds  of  extensive 
retail  experience  are  concen- 
trated on  the  sales  promotion 
requirements  of  Sonora 
dealers,  supplying  these  needs 
in  the  most  efficient  manner. 
Sonora  selling  helps  really 
help  you  sell !  Let  us  tell  you 
more  about  this  service. 

Sonora  Phonograph 
Company,  Inc. 

279  Broadway       New  York 

Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 
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London 
Console — 
$135.00 
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Upright— 
$100.00 
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Edison  prices,  now  in  reach  of  every  home,  offer 
Edison  dealers  unlimited 
Sales  Possibilities 
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RlCHMOND,VlRGINIA 


CORLEY  CO.  PLANS  FORMAL  OPENING 

Victor    Wholesaler    and    Music    Merchant  of 
Richmond.  Va..  Again  in  Permanent  Home 


Richmond,  Va..  April  9. — The  Corley  Co.,  the 
prominent  Victor  wholesaler  and  piano  and 
music  merchant  of  this  city,  whose  building  at 
213  Broad  street  was  badly  damaged  by  fire  last 
November,  has  had  the  old  quarters  entirely 
repaired  and  redecorated  and  is  now  busily 
engaged  in  moving  the  various  departments  into 
the  permanent  building.  It  is  planned  to  hold 
the  formal  opening  of  the  remodeled  ware- 
rooms  on  May  1.  Incidentally,  new  equipment 
lias  been  installed  and  the  quarters  brought 
strictly  up  to  date  in  every  particular.  A  large 
stock  of  new  instruments  is  being  received  for 
display  at  the  opening.  Since  the  fire  the  com- 
pany has  been  doing  business  in  temporary 
quarters. 


NEW  QUARTERS  IN  WASHINGTON 

T.  P.  Culley  &  Son  Now  Located  on  Fourteenth 
Street.  N.  W.,  That  City 


Washington,  "D.  C,  April  3. — T.  P.  Culley  & 
Son  have  moved  from  their  location  at  1327 
G  street  and  have  taken  up  new  quarters  at 
1119  Fourteenth  street,  Nortliwest,  where  they 
now  offer  to  the  public  a  complete  line  of  small 
grand  pianos,  reproducing  pianos,  straight 
pianos  and  phonographs.  With  the  increased 
space  and  facilities  afforded  at  the  new  location, 
and  the  fact  that,  according  to  Mr.  Culley,  the 
firm  is  now  out  of  the  high  rent  district,  it  is 
expected  to  be  able  to  render  a  better  and  more 
efficient  service  to  patrons. 


Business  is  a  game — albeit  a  serious  one. 
Play  fair  with  competitors  and  customers.  Be 
a  sport  and  you  will  never  be  disqualified. 


OPPOSE  NEW  jNSTALMENT  BILL 

Merchants'  Association  Against  Amendment 
That  Would  Require  Giving  a  Five-day  No- 
tice in  Person  Before  Foreclosure  of  Lien 


The  Merchants'  Association  of  New  York  has 
entered  a  strong  protest  against  an  amendment 
to  Assemblyman  A-lterman's  bill  now  before  the 
New  York  State  Assembly  relating  to  the  fore- 
closure of  liens  on  merchandise  purchased  on 
the  instalment  plan.  In  a  letter  to  Assembly- 
man Duke,  Chairman  on  Codes  of  the  New 
York  State  Legislature,  the  Merchants'  Associa- 
tion says: 

"We  are  receiving  protests  from  responsible 
members  of  this  Association,  especially  con- 
cerns selling  goods  and  chattels  on  the  instal- 
ment plan,  against  Assemblyman  Alterman's 
bill  (Assem.  Int.  542)  to  amend  Section  72  of 
the  New  York  City  Municipal  Court  Code. 

"Under  the  proposed  amendment  the  seller, 
before  he  could  obtain  a  warrant  of  seizure  in 
an  action  to  foreclose  his  lien,  would  be  re- 
quired to  give  the  delinquent  debtor  five  days' 
notice  of  such  application,  served  in  the  manner 
provided  for  personal  service  of  summons. 

"In  a  great  many  cases  where  it  is  necessary 
to  foreclose  this  class  of  lien  the  delinquent 
debtor  cannot  be  located.  Therefore,  such  per- 
sonal service  could  not  be  made,  and  thus  the 
practical  efifect  of  the  statute  would  be  defeated. 
The  result  desired,  we  believe,  could  as  well  be 
accomplished  if  the  law  were  to  provide  that  the 
service  of  the  notice  should  be  made  by  regis- 
tered mail  to  the  last-known  address  of  the  de- 
linquent vendee,  lessee  or  mortgagor. 

"We  find  upon  inquiry  that  practically  all  of 
the  responsible  'instalment'  houses,  as  a  matter 
of  business  policy  and  courtesy  to  delinquent 
customers,  before  initiating  action  to  foreclose 
a  lien  on  chattels  sold  under  contract,  give  the 
customer  much  more  than  five  days'  notice;  and 
while  not  objecting  to  the  principle  of  the  pro- 
posed amendment,  these  concerns  do  seriously 
object  to  the  'personal  service'  requirement  of 
the  amendment. 

"In  view  of  these  conditions  we  earnestly 
urge  that  the  bill  be  amended  to  provide  for  the 
service  of  such  notice  by  registered  mail." 


LATEST  SONORA  ART  POSTERS 

Artistic  New  Sonora  Posters  Feature  Scenes 
From  "Samson  and  Delilah"  and  "Pagliacci" 


Continuing  the  production  of  its  excellent  se- 
ries of  art  display  posters,  the  advertising  de- 
partment of  the  Sonora  Phonograph   Co.  has 


announced  two  new  posters  featuring  scenes 
from  "Samson  and  Delilah"  and  "Pagliacci."  As 
usual,  these  displays  are  multi-colored  and,  in 
addition  to  featuring  a  scene  from  each  opera, 
the  posters  also  illustrate  a  Sonora  period  mod- 
el. The  accompanying  illustration,  showing  the 
"Samson  and  Delilah"  poster,  will  give  some 
idea  of  the  attractiveness  of  these  displays. 


The  business  man  like  the  soldier  should 
never  lose  sight  of  his  objective — success. 


A  Complete  Stock  of 

C^isIL  Race  Records 

Always  Awaiting  Your  Orders 


Okeh  colored  records  are  supreme  in  their  field.  The 
clear  recordings,  volume  of  tone,  and  variety  of  selec- 
tions actually  composed  and  recorded  by  popular  race 
artists  created  a  big-  demand  for  these  records.  The 
south  is,  indeed,  a  profitable  held. 

Our  complete  stock  assures  you  of  immediate  delivery 
of  any  Okeh  record  at  all  times.  If  you  are  not  already 
an  Okeh  dealer,  let  us  outline  our  unique  sales  plan. 


Independent  Jobbing  Company 

122  East  Centre  St.  N.         Goldsboro,  N.  C. 
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FULL  STEAM  AHEAD! 

Time,  Thought  and  Money  judiciously  ex- 
pended during  the  next  three  months  in  im- 
proving sales  facilities  will  yield  a  harvest  of 
increased  profits. 

Your  Wise  Selection  is  the  Unico  System. 

Over  3,500  Unico  installations  during  the  past  ten 
years. 

There  Must  Be  a  Reason  I 


The  J.  W.  Jenkins  Sons  Music  Co. — ^ Wichita,  Kansas. 

The  Unico  System  provides  ideal  equipment 
for  all  classes  of  musical  merchandise. 

Talking  Machines  and  Records,  Pianos  and 
Player  Rolls,  Sheet  Music  and  Small  Goods, 
Musical  Instruments. 

UNICO  SERVICE  BRANCHES 


Double  your  facilities  at  moderate  cost. 

THE  UNICO  SYSTEM  will  do  it  overnight 


Shipments  from  stock — expedited  deliveries. 
Week-end  installations. 
No  delay,  confusion  or  business  interruption. 


New  York,  N.  Y. 

299  Jvladison  Ave. 
New  Orleans,  La. 

506  Marine  Bank  Bldg. 
Dallas,  Texas. 

209  Dallas  Co.  Bank  Bldg. 
San  Francisco,  Calif. 

275  Post  St. 


Chicago,  111. 

30  North  Michigan  Blvd. 
Denver,  Colo. 

1642  Arapahoe  St. 
Salt  Lake  City,  Utah. 

150  Main  St. 
Atlanta.  Ga. 

65/2  Walton  St. 


"Follow  the  Lead  of  the  Leaders." 

Consult  the  nearest  Unico  Branch  today. 


H.  A.  Moore  &  Co.,  Ltd.,  London,  England 


Unit  Construction  Company 

RAYBURN  CLARK  SMITH,  President 
58th  Street  and  Grays  Avenue  Philadelphia,  Pa. 


EXCEPTIONAL  WINDOW  TIE=UP 


Prominent  Minneapolis  Concern  Features 
Yerkes'  "S.S.  Flotilla"  Orchestra,  Vocalion 
Artists,  in  Well-conceived  Display 


example  of  the  successful  methods  used  in  tymg 
up  with  an  event  of  this  character,  which  have 
been  instrumental  in  building  up  a  large  busi- 
ness in. Vocalion  machines  and  Red  records. 


NEW  BUILDING  FOR  JENKINS  CO. 


MiNXE.'\poLis,  Minn.,  April  4. — One  of  the  finest 
window  displays  seen  here  in  some  time  was 
that  recently  staged  by  the  Dayton  Depart- 
ment Store,  one  of  the  most  prominent  con- 


LORD  CO.  IN  NEW  WAREROOMS 


Architects  Working  on  Plans  for  Building  to 
House  the  Activities  of  the  J.  W.  Jenkins' 
Sons  Music  Co. — Will  Be  Up-to-date  in  Every 
Facility  for  Expediting  the  Firm's  Business 


Lawrence,  Mass.,  April  2. — The  local  branch  of 
the  Lord  Piano  Co.,  of  Boston,  Mass.,  is  now 
located  in  its  new  quarters  at  44  Essex  street, 


Artistic  Window  Display  of  Dayton  Department  Store 


cerns  in  this  section  of  the  State,  in  connection 
with  the  visit  here  of  Yerkes'  "S.  S.  Flotilla" 
Orchestra,  Vocalion  artists.  The  orchestra 
was  featured  in  the  Tea  Rooms  of  the  Dayton 
Department  Store  before  large  audiences,  and 
the  window  display  of  this  live  concern  is  an 


this  city.  The  street  floor  of  the  new  quarters 
is  devoted  exclusively  to  pianos  and  a  hand- 
somely decorated  balcony  is  occupied  by  Vic- 
tor, Columbia,  Sonora  and  the  Pooley  displays. 

This  is  now  one  of  the  most  attractive  talking 
machine  departments  in  the  city. 


Kansas  City,  Mo.,  April  5. — The  architects 
are  at  work  on  the  plans  for  a  new  building  to 
be  erected  in  this  city  for  housing  the  J.  W. 
Jenkins'  Sons  Music  Co.  A  number  of  years 
ago,  seeing  the  direction  in  which  the  city  was 
building,  this  company  purchased  two  lots  on 
Walnut  street  between  Twelfth  and  Thirteenth 
streets.  Three  years  ago,  realizing  that  their 
business  had  outgrown  their  original  expecta- 
tions, they  added  another  lot,  so  that  they  now 
own  ninety-nine  feet  fronting  on  Walnut  street. 

It  has  been  the  expectation  that  a  new  build- 
ing would  be  erected  when  the  price  of  material 
and  labor  should  assume  something  like  pre-war 
levels.  During  the  past  few  months  J.  W. 
Jenkins,  president  of  the  company',  has  been 
giving  considerable  study  to  the  project,  and 
has-  recently  visited  a  number  of  Eastern  cities, 
with  his  architect,  studying  the  most  approved 
plans  for  a  great  music  house.  A  number  of 
ideas  were  added  to  those  already  in  store  and 
the  perfecting  of  the  plans  is  now  going  on. 

When  the  plans  are  fully  worked  out  they 
will  be  submitted  to  contractors  for  bids.  If 
the  cost  is  not  prohibitive,  the  building  will  be 
erected  soon.  If  it  is  thought  the  bids  are  too 
high,  and  that  it  is  probable  that  there  will  be 
a  great  saving  by  waiting  a  year  or  so,  it  is 
likely  the  building  project  will  be  delayed.  The 
site  of  the  proposed  building  is  in  the  very 
center  of  what  will  be  the  retail  district  within 
the  next  five  years  and  is  on  the  southern  edge 
of  that  district  to-day.  The  city  is  growing 
lapidly  and  moving  toward  the  south. 

The  new  building  will  cover  the  full  ninety- 
nine  feet  fronting  on  Walnut  street  and  will 
embrace  all  the  modern  features  of  such  an 
institution. 
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What  only  a  native  son  can  do  with  the  music  of  his  fatherland  is 
strikingly  evidenced  in  Kerekjarto's  rendering  of  Hungarian 
Dance  No.  6  (Brahms)  as  a  Violin  Solo — Record  80800.  It  is  the 
old  gypsy  Hungary,  pictured  vv^ith  the  supreme  artistry  of  one 
vv^hose  masterful  bow  has  dipped  in  the  very  life-blood  of  this 
temperamental  people. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


TRADE  CO-OPERATING  STRONGLY  IN  MUSIC  WEEK  WORK 

Talking  Machine  Manufacturers,  Wholesalers  and  Dealers  Raising  Substantial  Fund  for  Co-oper- 
ative Advertising  Campaign  in  New  York  Dailies  During  the  Week  of  April  29-May  5 


The  members  of  the  talking  machine  trade 
in  New  York  and  vicinity  have  made  arrange- 
ments through  a  strong  co-operative  committee 
made  up  of  representatives  of  leading  manu- 
facturers, wholesalers  and  retailers  to  take  an 
active  part  in  the  music  week  program  from 
April  29  to  May  5,  and  have  raised  a  substantial 
sum  of  money,  a  portion  of  which  will  go  to 
the  support  of  the  New  York  Music  Week 
Committee,  Inc.,  and  the  balance  toward  a 
strong  advertising  campaign  which  calls  for  the 
insertion  of  full-page  advertisements  in  at  least 
two  New  York  daily  papers  each  day  during 
the  week. 

During  past  years  the  talking  machine  trade 
has  taken  more  or  less  an  active  part  in  the 
Music  Week  celebration  in  connection  with  the 
industry  as  a  whole,  but  this  year  it  was  felt 
the  celebration  offered  a  tremendous  oppor- 
tunity for  acquainting  the  public  with  the  great 
possibilities  of  the  talking  machine  and  its  ac- 
companying records.  Toward  this  end  the 
newspaper  advertisements,  all  of  general  char- 
acter, will  be  run  and  window  streamers  and 
other  advertising  material  featuring  talking  ma- 
chines and  records  in  general,  and  no  one  par- 
ticular type,  will  ^be  provided  for  the  use  of 
dealers. 


At  an  organization  meeting  called  on  March 
30,  by  Abram  Davega,  chairman  pro  tem.  of  the 
j\[usic  Week  Committee  of  The  Talking  Ma- 
chine Trade,  and  attended  by  representatives 
of  every  division  of  the  industri',  Otto  Heine- 
man,  president  of  the  General  Phonograph 
Corp.,  suggested  that  a  fund  be  raised  to  carry 
on  a  campaign  of  advertising  during  the  week 
in  the  interest  of  machines  and  records  as  a 
whole,  and  that  the  regular  advertisers  in  the 
trade  divert  their  appropriations  for  that  week 
to  the  general  campaign. 

Mr.  Heineman  was  selected  as  chairman  of 
the  committee  to  arrange  for  this  special  pub- 
licity, and  L.  L.  Spencer,  of  the  Silas  E.  Pear- 
sail  Co.,  and  ]\Iaurice  Landay,  of  the  Greater 
City  Phonograph  Co.,  were  appointed  a  sub- 
committee to  solicit  contributions  for  the  cam- 
paign from  local  trade  members.  Those  who 
attended  the  various  meetings  and  took  part 
in  the  conferences  included:  O.  W.  Ray,  gen- 
eral manager  of  the  Yocalion  Record  Division 
of  the  Aeolian  Co.;  Otto  Heineman,  president 
of  the  General  Phonograph  Corp.;  Don  Leo- 
pold, of  the  Brunswick;  B.  W.  Jennings,  of  the 
Columbia  Graphophone  Co.;  Abram  Davega, 
Knickerbocker  Talking  Machine  Co.;  L.  L. 
Spencer,  Silas  E.  Pearsall  Co.;  James  J.  Davin, 


VELVET  COVERED  TURNTABLES 

ADD  TO  THE  QUALITY  OF  MACHINES 


A.W.B.  ^(^ 


VELVETS 


THE  BEST  TALKING  MACHINES  ARE  EQUIPPED  WITH 

A.  W.  B.  BOULEVARD  VELVETS 

GRAND  PRIZE— GOLD  MEDAL,  ST.  LOUIS  EXHIBITION 

WRITE  FOR  SAMPLES  AND  PRICES 

A.  WIMPFHEIMER  &  BRO.,  Inc. 
450-460  Fourth  Avenue,  New  York 

ESTABLISHED  1845 


Ormes,  Inc.;  B.  R.  Forster,  Brilliantone  Steel 
Needle  Co.:  Charles  B.  Mason,  New  York  Talk- 
ing Machine  Co.;  Maurice  Landay,  Greater  City 
Phonograph  Corp.;  Otto  Goldsmith,  Cabinet  & 
Accessories  Co.;  E.  G.  Brown,  secretary  of 
The  Talking  Machine  Men,  Inc.;  A.  H.  Cusli- 
man,  Emerson  Phonograph  Co.,  and  others. 

At  the  first  meeting  Miss  Isabel  Lowden,  one 
of  the  organizers  of  the  New  York  Music  Week 
Association,  addressed  the  talking  machine  men 
and  explained  what  had  been  done  and  what 
was  being  done  in  connection  with  the  week's 
celebration.  She  stated  that  the  idea  of  the 
committee  was  to  maintain  some  sort  of  cam- 
paign in  the  cause  of  music  throughout  the 
year,  including  contests  among  school  children 
for  music  scholarships  and  other  features,  and 
to  this  end  support  had  been  promised  by  Otto 
Kahn,  one  of  New  York's  most  prominent  pa- 
trons of  music;  the  Rockefeller  Foundation, 
and  the  Juilliard  Foundation.  As  their  contri- 
bution to  the  association's  fund,  the  talking  ma- 
chine men  pledged  $1,500. 

The  newspaper  copy  for  a  general  advertising 
campaign  has  already  been  prepared  by  a  large 
advertising  agenc)%  submitted  to  the  com- 
mittee, and  been  approved.  The  copy  not  only 
directs  attention  to  the  educational  and  enter- 
tainment value  of  the  talking  machine  but  em- 
phasizes the  wealth  of  music  found  in  the  rec- 
ords, and  invites  the  public  to  visit  any  talking 
machine  store  during  the  week  and  hear  some 
of  the  music.  The  window  streamers  and 
posters  have  also  been  designed  and  approved, 
and  will  be  displayed  in  all  retail  stores  during 
the  week  to  tie  up  with  the  advertising.  The 
campaign  as  a  whole  is  expected  to  reach  sev- 
eral million  people  direct. 

It  was  decided  by  the  committee  that  to 
finance  the  general  advertising  campaign  and 
to  take  care  of  the  contribution  of  the  trade 
to  the  Music  Week  Association,  a  sum  of  ap- 
proximately $15,000  would  be  required,  but  al- 
though the   Finance  Committee  worked  hard 
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(Sensationel  Pance  Orchestra 

Strong  Xeterd  Corp.  -  206  Fifth  Hiie..  fieitjerk. 
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A  WORD  ABOUT 


LEADERSHIP 


Here  is  a  partial  summary 
of  features  for  the  past  year 


23  articles  on  creating  prospects 

93  articles  on  selling  methods 

73  articles  on  advertising 

45  articles  on  window  display 

42  articles  on  promotion  plans 

130  important  editorials 

129  articles  on  patents 

7  articles  on  business  opportunities 

■  32  articles  on  export  trade 

13  articles  on  collections 

252  articles  on  diverge  subjects. 


THE  number  of  Talking  Machine 
World  readers  is  direcdy  propor- 
tional to  the  business  value  of  its  edi- 
torial contents. 

The  volume  of  advertising  in  The 
Talking  Machine  World  is  directly 
proportional  to  its  editorial  influence. 

The  dominant  position  which  The 
Talking  Machine  World  enjoys  as  re- 
gards both  circulation  and  advertising 
is  therefore  due,  in  the  final  analysis, 
to  its  editorial  supremacy. 

Our  program  for  the  current  year  is 
bigger  and  better  than  ever. 


EDWARD  LYMAN  BILL,  Inc.  Publisher 

373  Fourth  Avenue  New  York  City 


in  the  limited  time  allowed,  and  secured  some 
substantial  contributions  from  various  concerns, 
the  sum  realized  was  considered  below  the  nec- 
essary total  according  to  a  report  submitted 
at  a  meeting  held  on  Monday  of  this  week, 
and  a  further  drive  was  started  at  once  to  bring- 
in  new  subscriptions  and  increase  where  pos- 
sible the  contributions  already  in  hand. 

In  addition  to  making  a  contribution  to  the 
fund  set  aside  for  general  advertising  during 
Music  Week,  the  Talking  Machine  Men,  Inc., 
as  an  organization  is  also  actively  interested  in 
the  plans  for  a  music  memory  contest  to  be 
held  in  the  New  York  public  schools  next 
month.  In  connection  with  the  contest  the 
talking  machine  men  are  planning  not  only  to 
assist  the  contestants  by  giving  special  recitals 
of  the  selections  listed  in  the  contest,  but  have 
also  provided  from  their  own  funds  "and  through 
contributions  from  various  manufacturers  and 
wholesalers  a  very  substantial  list  of  prizes 
consisting  of  musical  instruments  to  be  given 
to  the  winners  in  the  various  classes.  This 
music  memory  contest  itself  is  expected  to 
prove  of  tremendous  benefit  to  the  trade  owing 
to  the  close  tie-up  between  dealers  and  schools. 


PROCLAIMS  INEW  YORK  MUSIC  WEEK 


Mayor  Hylan  Issues  Proclamation  Calling  for 
Co-operation  of  Citizens 


Mayor  Hylan,  of  New  York,  issued  a  procla- 
mation on  April  4  calling  attention  to  New 
York's  coming  Music  Week,  which  will  be  held 
this  year  from  April  29  to  May  5.  The  Mayor 
stated  that  the  object  of  the  event  is  to  foster 
widespread  public  interest  in  music,  not  only 


because  of  the  resultant  advantage  to  the  in- 
dividual from  the  standpoints  of  diversion,  en- 
joyment and  development  of  latent  musical  abil- 
ity, but  also  because  of  those  social  forces  that 
conduce  to  the  community's  welfare.  The  Mayor 
called  on  citizens  to  make  the  event  a  success. 


Blace  A.  Morris,  owner  of  the  New  Music 
House  at  IS  Main  street,  Newton,  N.  J.,  for  the 
past  two  years,  has  moved  his  stock  to  109 
Spring  street,  where  he  lias  larger  quarters. 


OKEH  MARCH  SALES  EXCELLENT 

Wholesale  Division  of  General  Phonograph 
Corp  Enjoying  Exceptionally  Brisk  Business 
— E.  B.  Shiddell  Visits  Friends  in  West 


The  General  Phonograph  Corp.,  wholesale  di- 
vision, New  York  City,  has  just  closed  one  of 
the  best  months  the  company  has  had  since  its 
inauguration  more  than  a  year  ago.  E.  B.  Shid- 
dell, general  manager  of  the  company,  stated 
that  sales  of  Okeh  records  were  70  per  cent 
greater  for  the  month  of  March  than  for  the 
same  period  last  year.  Mr.  Shiddell  left  last  week 
for  a  three  weeks'  vacation,  visiting  his  relatives 
in  Oklahoma.  He  plans  to  stop  at  Chicago  and 
Kansas  City  to  renew  old  acquaintances  and 
expects  to  be  back  at  his  desk  about  May  1. 


SALE  OF  PLANT  and  REAL  ESTATE 

OF 

THE  ARTO  CO.,  West  Orange,  NEW  JERSEY 

The  undersigned  receiver  will  sell,  at  public  auction,  subject  to  the  approval 
of  the  court,  at  the  premises  of  The  Arto  Co.,  4  Central  Avenue,  West 
Orange,  New  Jersey,  on  Thursday,  May  3rd,  1923.  at  2  P.  M.,  the  real  estate, 
plant,  masters,  machinery,  fixtures,  merchandise  manufactured,  unmanufac- 
tured and  in  process,  good-will,  trade-marks,  trade-name;  the  same  being  a 
modern  plant  for  the  manufacture  of  phonograph  records  and  also  adapted 
for  the  manufacture  of  radio  parts. 

The  real  estate  consists  of  two  plots  adjoining  and  fronting  on  Central  Ave- 
nue in  the  Town  of  West  Orange,  one  plot  having  a  frontage  of  191  feet  on 
Central  Avenue  and  about  214  feet  in  depth,  the  other  plot  having  a  frontage 
of  125  feet  on  Central  Avenue  and  being  about  50  feet  in  depth.  Buildings 
consist  of  one  two-story  concrete  building,  modern  construction,  built  1919, 
(having  floor  space  area  of  approximately  16,000  square  feet  and  built  to 
carry  additional  superstructure  of  about  two  additional  stories)  :  three  sheds, 
one  two-story  store  building  and  one  dwelling  house. 

Further  particulars  and  inspection  may  be  had  on  application  to  the  receiver. 


BILDER  &  BILDER, 

Solrs.  of  Receiver , 
790  Broad  Street,  Newark,  N.  J. 


DANIEL  F.  MINAHAN,  Esq., 

Receiver ,  The  Arto  Co., 
4  Central  Avenue,       West  Orange,  N.  J. 


170 


THE    TALKING    MACHINE  WORLD 


April  15.  1923 


ATLANTA 


Rclailcrs  Add  to  Lhies — Unit 
Construction  Co.  Opois  Branch 
—]Mo)ilh' s  Changes  and  Activities 


Atlanta,  Ga.,  April  7. — The  Julian  Prade  Co., 
prominent  sporting  goods  and  talking  machine 
dealer,  of  Peachtrce  street,  has  recently  put  in 
Vocalion  Red  records.  These  are  proving  most 
popular,  with  a  heavy  demand  for  some  of  the 
I'ecent  dance  numbers. 

The  Haines  City  Music  Co.,  W.  I.  Webb, 
proprietor,  located  at  Haines  City,  Fla.,  has 
outgrown  its  old  quarters  and  moved,  April  1, 
into  a  new  and  much  larger  store.  Strand  con- 
soles and  the  Brunswick  are  especially  featured. 

The  Unit  Construction  Co.,  of  Philadelphia, 
whose  Unico  music  store  equipment  is  in  world- 
wide use,  has  opened  a  direct  service  branch  at 
65 Walton  street,  in  charge  of  M.  E.  Lyle, 
who  also  represents  the  Strand  in  the  South. 
A  model  display  of  their  product  is  now  being 
erected,  so  that  dealers,  on  their  trips  to  Atlanta, 
will  be  able  to  get  a  clear  idea  of  a  model  de- 
partment arrangement.  Mr.  Lyle,  with  twenty 
years'  experience  in  all  branches  of  the  industry, 
is  well  qualified  to  give  competent  aid  in  making 
dealers'  display  rooms  a  business-getting  asset, 
and  in  creating  a  proper  prestige  atmosphere 
for  the  music  trades. 

A  feature  of  this  month  of  April  will  be  the 
week  of  Grand  Opera,  given  here  yearly  by  the 
Metropolitan  Opera  Co.  As  usual,  the  sale  of 
seats,  both  for  the  entire  series  and  for  single 
performances,  is  conducted  by  the  Cable  Piano 
Co. 

The  new  Victor  department  at  High's  is  now 
thoroughly  established.  The  Empire  Music  Co., 
which  conducts  this,  reports  a  rapidly  growing 
business.  Outside  selling  is  directly  in  charge 
of  President  William  Barfield,  while  the  busi- 
ness management  and  store  selling  is  under  the 
supervision  of  Vice-president  Walter  Higgins. 

Columbia  business  with  the  Atlanta  Phono- 
graph Co.  is  running  into  figures  that  compare 
favorably  with  the  boom  times  of  the  war  peri- 
od, reports  J.  P.  Riley.  A  special  drive  has  been 
made  on  Columbia  model  "G";  the  total  number 
of  these  machines  put  out  during  March  break- 
ing the  record  for  some  years  past. 

Bames  is  featuring  Martian  Big  Four  radio 
sets.    This  has  brought  in  manv  new  customers 
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The  constantly  increasing  demand  for  Okeh  records 
proves  their  wonderful  sales  possibilities. 

To  the  dealer  who  handles  a  record  with  so  rapid  a 
turnover  as  Okeh,  prompt  delivery  of  all  record  orders 
is  of  vital  importance.  Our  complete  stock  of  every 
record  in  the  Okeh  catalog  enables  us  to  give  every 
dealer  in  the  South  quick,  reliable  service. 

We  are  looking  for  more  progressive  dealers  who  will 
act  with  us  to  our  mutual  benefit  in  supplying  the  public 
Vv'ith  the  famous 

Q)\£^  Records 

The  Records  of  Quality 

Wholesale  Phonograph  Division 

JAMES  K.  POLK,  Inc. 

Offices  and  Siww  Rooms: 
Decatur  Street  ATLANTA.  GA. 


who  frequently  come  back  asking  for  records 
of  selections  they  have  heard  over  the  radio. 

.Mterations  are  the  order  of  the  day  at  Good- 
hart-Tompkins.  John  L.  Moore  &  Sons,  opti- 
cians, who  recently  acquired  the  business,  are 
consolidating  the  two  stocks  and  are  conse- 
quently completely  rearranging  the  store  equip- 
ment. 

Phonographs,  Inc.,  Edison  distributor,  with 
headquarters  ia  this  city,  has  been  doing  an 
excellent  business  of  late.  Large  orders  from 
dealers  throughout  the  territory  served  by  this 
concern  indicate  that  a  spirit  of  confidence  is 
prevalent  among  Edison  dealers  regarding  busi- 
ness during  the  next  few  months  at  least.  The 
demand  is  not  confined  to  phonographs  alone, 
but  includes  substantial  orders  for  records.  On 
the  whole,  Edison  prospects  for  the  future  are 
exceptionally  bright  and  optimism  pervades  the 
trade. 

Business  conditions  are  much  improved  over 
a  vear  ago,  in  the  opinion  of  M.  E.  Lyle,  who 


rHERE  IS  no  proposition  open  to  the  trade  wliich  liolds 
the  present  and  future  opportunity  for  profit  that  the 
Ed  ison  agency  affords. 

We  are  equipped  to  efficiently  serve  retail  Edison 
merchants  in  Southern  terr.itory.  Wkere  the  Ed  ison  line 
is  not  already  adequately  represented,  we  are  in  posi- 
tion to  open  up  a  few  more  agencies, 
urge  ttiat  you  write  or  wire  today. 


we  are 
If  interested,  we 
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PHONOGRAPHS  Inc. 

EDISON  DISTRIBUTORS 

Cone  St.        _       _        -        -       Atlanta,  Georgia 


handles  Strand  consoles,  Vocalion  Red  records, 
etc.  Proof  of  this  is  found  in  the  larger  size 
of  individual  orders  now  being  placed  by  deal- 
ers, particularly  those  in  small  towns. 

The  peach  crop  of  central  Georgia  was  slightly 
damaged  by  the  cold  snap  of  the  middle  of 
March,  but  any  loss  on  this  crop  is  more  than 
made  up  by  the  benefit  from  the  cold,  which 
killed  large  numbers  of  boll  weevil.  A  cotton 
crop  much  better  than  last  year's  is  universally 
predicted. 

G.  W.  Hopkins,  vice-president  of  the  Colum- 
bia Graphophone  Co.,  recently  spent  several 
M-eeks  at  Asheville,  making  a  hurried  trip  from 
there  to  visit  District  Manager  Terhune  in 
Atlanta. 

Another  recent  visitor  w-as  Arthur  Erisman, 
Strand  representative  in  New  England,  who 
spent  a  day  here  on  his  way  North  after  a  trip 
into  the  great  Southwest,  where,  at  Dallas,  he 
stopped  a  week  with  his  brother,  Fred.  Oscar 
Raj',  sales  manager  of  the  Vocalion  record  divi- 
sion, Aeolian  Co.,  made  the  trip  with  hirn  to 
Dallas  and  New  Orleans. 

The  consolidation  of  Columbia  territory  has 
resulted  in  Westervelt  Terhune  running  ofl  to 
New  Orleans  to  look  over  his  new  possessions. 

W.  D.  Montgomery,  special  field  representa- 
tive of  the  5runswick-Balke-Collender  Co.,  Chi- 
cago, has  been  in  Atlanta  in  conference  with  the 
Atlanta  branch  organization. 

B.  C.  Lynn,  formerly  of  Columbus,  O.,  is  now 
in  charge  of  the  Brunswick  department  at 
Sterchi's  Furniture  Co.  Business  w'ith  this 
dealer  is  progressing  nicely. 

P.  W.  Lantz,  local  manager,  Krunswick-Balke- 
Collender  Co.,  has  recently  returned  from  a  trip 
to  Chicago  headquarters  and  the  Brunswick 
factory  at  Muskegon,  Mich.  Messrs.  Morris  and 
^Varr,  of  Augusta,  Ga.,  accompanied  him  on  this 
trip. 

The  news  of  Vincent  Lopez's  sensational  suc- 
cess at  the  Palace  Theatre  in  New  York  has 
spread  rapidly  over  the  South  and  his  exclusive 
recordings  for  the  Okeh  record  are  becoming 
more  and  more  in  demand  each  day. 

W.  C.  Fuhri,  sales  manager  of  the  Okeh  rec- 
ord division  of  the  General  Phonograph  Corp., 
New  York,  is  expected  in  Atlanta  shortly,  stop- 
ping over  here  a  few  days  on  his  return  to  New 
York  from  a  trip  out  West. 

James  K.  Polk,  Inc.,  local  distributor  of  Okeh 
records,  reports  a  great  demand  for  the  Okeh  12- 
inch  records,  which  are  issued  under  the  Odeon 
label.  These  instrumental  numbers  are  recorded 
in  Europe  by  the  best  European  artists  and  rep- 
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resent  sonic  of  the  most  wonderful  selections. 

The  Tallahassee  Furniture  Co.,  Tallahassee, 
Fla.,  is  a  new  Brunswick  dealer.  This  pro- 
gressive firm  carries  a  nice  stock  of  Brunswick 
phonographs  and  records  and  is  now  in  a  posi- 
tion to  supply  the  musical  needs  of  the  Capital 
City  of  Florida.  M.  B.  Duke,  of  the  Atlanta 
Brunswick  branch,  handled  the  details  of  the 
installation. 

Flowers  Bros.  &  Jones,  with  stores  in  Apa- 
lachicola  and  Marianna,  Fla.,  are  enjoying  a 
good  Brunswick  business  and  have  recently 
added  materially  to  their  Brunswick  stock  and 
departments. 

J.  B.  Ragsdale,  energetic  manager  of  the 
Brunswick  department  of  the  Julian  Prade  Co., 
in  this  city,  reports  a  very  satisfactory  Bruns- 
wick business. 

W.  F.  Standke,  district  manager  of  the  Bruns- 
wick Co.,  states  it  looks  like  "the  good  old 
days,"  as  dealers  are  ordering  Brunswick  rec- 
ords by  the  hundreds  of  a  single  number  again. 
He  added  that,  of  course,  the  high  quality  and 
increasing  popularity  of  Brunswick  records  and 
artists,  along  with  the  large  and  frequent  adver- 
tising, have  much  to  do  with  this. 

P.  C.  Brocknian,  sales  manager  of  James  K. 
Polk,  Inc.,  local  distributor  of  '  Okeh  records, 
has  just  returned  to  Atlanta  from  a  short  trip 
to  the  principal  points  on  the  east  coast  of 
Florida  and  "reports  business  very  good  witli 
the  Okeh  dealers  in  Jacksonville,  West  Pahn 
Beach,  Miami  and  other  Florida  points  visited. 

The  Okeh  recordings  of  "Aggravatin'  Papa" 
and  "Burning  Sands"  by  Vincent  Lopez  and 
His  Hotel  Pennsylvania  Orchestra  are  among 
the  leading  sellers  on  Okeh's  April  list  in  the 
Southeast. 

W.  L.  F.  Rosenblatt,  president  and  general 
manager  of  Phonographs,  Inc.,  Edison  distribu- 
tor, has  just  returned  to  Atlanta  from  a  trip 
tlirough  the  State  of  Florida.  Mr.  Rosenblatt 
visited  several  Edison  dealers  located  over  that 
State  and  reports  that  almost  without  exception 
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these  dealers  are  highly  enthusiastic  over  busi- 
ness conditions  to-day  and  prospects  for  the 
near  future. 

A.  R.  Hood,  of  the  Walker-Hood  Furniture 
Co.,  Waycross,  Ga.,  was  a  visitor  to  the  local 
offices  last  week,  placing  orders  for  Edison 
phonographs.  Golfing  is  one  of  the  sports  he 
enjoys,  and  witli  Mr.  Rosenblatt  he  enjoyed  a 
game  on  one  of  the  local  courses,  mixing  busi- 
ness with  pleasure. 


H.   Horner  is  manager  of  this  establisliment. 

The  store,  which  formerly  occupied  part  of 
the  first  floor  of  the  building,  now  takes  in  the 
whole  structure,  which  is  three  stories  high. 
The  first  floor  will  be  occupied  by  the  Victrola 
and  Victor  record  department.  The  second 
floor  will  be  devoted  to  pianos,  with  a  large 
music  room. 


H.  W.  ACTON  BEING  CONGRATULATED 


JACOB  BROS.  IMPROVEMENTS 


Wilmington    Warerooms    to    Occupy  Entire 
Three-story  Building  in  Near  Future 


Wilmington,  Del.,  March  12. — Alterations 
which,  when  completed,  are  expected  to  make 
the  store  the  biggest  of  its  kind  in  this  city 
are  under  way  at  the  Jacob  Bros.  Co.  music 
store,  at  416  Market  street,  dealers  in  Victrolas, 
Victor  records,  pianos  and  player-pianos.  G. 


H.  W.  Acton,  secretary  of  the  Brilliantone 
Steel  Needle  Co.,  New  York,  is  receiving  the 
congratulations  of  his  many  friends  in  the  trade 
on  tlie  arrival  of  William  Acton,  the  newest 
resident  of  East  Williston,  L.  I.  This  is  the 
third  time  Mr.  Acton  has  received  similar  con- 
.gratulations.  Although  the  complete  future  of 
the  young  man  has  not  been  arranged,  it  is  ex- 
pected that  he  will  follow  in  his  daddy's  foot- 
steps, in  providing  the  trade  with  Brilliantone 
needles  in  years  to  come. 


The  SPEED-RIXE 

Electric  Phono  Motor 

No  Belt  to  Stretch    ::    Easily  Installed 
You  need  an  Electric  in  your  Line  now 


Size  7"x3;i"x3>^'' 


Self  Contained  No  Spring  Weight  Governor 

Exclusive  Features 

Uniform  speed  under  all  ordinary  conditions 

Fool-Proof    Care-Free  Noiseless 

A  real  guarantee  goes  with  "Speed-Rite."  This  motor  will  pro- 
duce music  as  recorded.    Send  for  booklet  C-4,  sample  and  price 

Cliff  Electric  Corporation 


59  Pearl  Street 


New  York  City 
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UNLIMITED  FIELD  FOR  SALES  OF  MUSICAL  MERCHANDISE 

The  Small  Goods  Salesman  With  the  Ability  to  Organize  Stringed  Quartets,  Bands,  Etc.,  in 
Clubs,  Factories  and  Various  Organizations  Has  Sales  Opportunity  of  a  Lifetime 


The  talking  machine  dealer  who  installs  a 
musical  merchandise  department  has  an  unlim- 
ited field  in  which  to  make  sales.  Whether  he 
reaps  the  profit  from  this  broad  sales  field  de- 
pends, to  a  large  extent,  on  the  ability  of  the 
salesman  in  charge  of  the  department.  The 
salesman  should  do  more  than  merely  stand  be- 
hind the  counter,  answering  inquiries  and  sell- 
ing to  those  who  come  in  determined  to  buy. 
He  should  make  consistent  efforts  to  build  up 
the  business  by  utilizing  the  various  forces  at 
his  command,  i.  e.,  advertising,  direct-by-mail, 
window  displays,  etc.  In  this  way  only  can  the 
complete  benefit  of  sales  opportunity  be  real- 
ized in  a  concrete  manner  and  the  musical  mer- 
chandise department  made  a  success. 

As  has  been  mentioned,  the  field  is  broad.  An 
experienced  man  in  the  musical  merchandise  de- 
partment should  have  sufficient  ability  to  influ- 
ence in  favor  of  his  line  through  personal  con- 
tact. Take,  for  example,  the  schools  of  the  com- 
nmnity.  Here  alone  is  an  excellent  chance  for 
an  organizer  and  salesman.  There  are  always 
pupils  in  every  school  who  are  anxious  to  mas- 
ter some  musical  instrument.  If  the  proper 
methods  are  used  tlie  salesman  can  ,eain  tiic 
co-operation  of  the  teachers  and  members  of 
ihe  board  of  education  in  his  community  to  or- 
ganize string  quartets  and  bands.  Limited  stock- 
is  no  deterrent  to  this.  Even  if  the  dealer  han- 
dles only  stringed  instruments  he  can  secure 
band  instruments  on  short  notice,  if  necessary. 
Of  course,  the  organization  of  bands  and  quar- 
tets means  that  there  must  be  some  cheap  meth- 
od of  instructing  the  groups  to  play  their  vari- 
ous instruments.  There  are  several  courses 
open.  Obviously  the  dealer  with  a  small  musi- 
cal merchandise  department  cannot  afford  to 
pay  for  tuition  for'  purchasers  of  his  instru- 
ments, but  where  necessary  he  can  and  should 
be  able  to  suggest  ways  and  means  by  which 
these  pupils-to-be  can  secure  som.e  of  the  funds 
necessary  to  meet  this  expense.     In  the  ma- 


jority of  cases,  however,  it  will  be  found  that 
parents  will  finance  the  lessons. 

Then,  too,  there  are  the  musical  clubs  of  the 
city,  factories,  Sunday  school  classes,  and  a  va- 
riety of  places  where  bands  and  quartets  could 
easily  be  organized  and  bulk  sales  of  musical 
instruments  made.  Social  organizations  of 
young  people  also  are  a  fertile  field  for  sales;  in 
fact,  every  home  with  children  where  there  is 
no  small  musical  instrument  offers  a  potential 
customer. 

In  the  latter  instance  the  salesman  makes  his 
appeal  to  the  mother  and  he  has  a  most  power- 
ful aid  in  mother  love.  Mere  technicalities  re- 
garding the  worth  of  his  instruments  are  in  sec- 
ond place  here.  His  appeal  must  be  based  on 
the  cultural  influence  and  joy  in  accomplishment 
which  the  mastery  of  a  musical  instrument  of 
some  kmd  will  bring  all  through  life.  Make  a 
mother  understand  that  her  children  will  always 
regret  not  having  had  the  opportunity  of  learn- 
ing to  play  a  musical  instrument  and  you  have 
a  customer. 

Clever  musical  merchandise  men  in  many 
parts  of  the  country  have  made  large  sales  in 
hulk  to  factory  organizations.  In  fact,  in  recent 
years  enthusiasm  for  bands  among  factory  em- 
ployes has  grown  astonishingly.  No  doubt,  the 
employes  in  the  largest  factory  in  your  com- 
munity would  welcome  a  suggestion  of  the  for- 
mation of  a  band.  What  is  needed  is  a  leader 
and  this  the  musical  merchandise  salesman  must 
be  if  he  is  to  achieve  the  full  measure  of  suc- 
cess in  his  branch  of  the  music  business. 

A  whole  volume  could  be  written  about  the 
opportunities  which  are  open  to  the  aggressive 
small  goods  salesman,  but  space  is  limited. 
However,  suffice  to  say  that  the  field  is  open, 
the  surface  barely  scratched  and  merely  waiting 
to  be  developed.  There  will  be  some  who  read 
this  brief  article  who  will  sit  back  in  disgust 
and  exclaim  "Bunk!"  But  these  are  just  the 
chaps  who  are  waiting  for  the  plums  to  come 


NOW  READY!! 

The  New  1923  Wholesale  Prices  on  Musical  Merchandise 

Trade  Price  List  No.  6 
Just  Off  the  Press ! 

IT'S  a  Buying  Guide  to  Musical  Merchan- 
dise and  every  merchant  needs  it.  Nearly 
3,000  different  instruments  and  accessories 
are  quoted  here  at  the  new  1923  net  whole- 
sale prices.  Some  items  have  gone  up — 
others  are  reduced  in  price.  Interesting  new 
merchandise  has  been  added  to  our  line  and 
is  quoted  in  this  book.  Here's  a  gold  mine 
of  information  that  you  can  use  to  advantage. 

Write  for  Your  Copy 

{for  Music  Merchants  Only) 


The  FRED.  GRETSCH  MFG.  CO. 

Musical  Instrument  Makers  Since  1883 

60  BROADWAY,  BROOKLYN,  N.  Y. 


Don't  Be  An 
Undertaker 


That's  the  position  of  a  phono- 
graph dealer  when  only  selling 
phonographs.  He's  like  the  un- 
dertaker who  only  gets  his  man 
once. 

More  Phonograph  dealers  added 
Musical  Merchandise  Departments  in 
1922  than  at  any  other  time  in  the 
history  of  the  Music  Trade. 

Every  one  of  these  dealers  unani- 
mously proclaims  success  with  his 
adventure — no  dull  days — and  the 
quick  turnover  of  the  new  depart- 
ment more  than  pays  all  the  over- 
head expenses. 

A  bigger  year  is  ahead  of  you  than 
can  possibly  be  anticipated  if  you 
can  supply  your  trade  with  the  right 
kind  of  merchandise! 

The  policy  of  the  house  of  Durro  is: 
SUPPLYING  DEPENDABLE  NA- 
TIONALLY ADVERTISED  MER- 
CHANDISE OF  QUALITY. 

This  is  one  reason  that  all  merchants 
find  it  easy  to  sell  such  instru- 
ments as 

Durro  Violins,  Bows,  Strings 
S.  S.  Stewart  Guitars,  Banjos, 

Ukuleles,  Etc. 
Duss  Band  Harmonicas 
Lester  and  Monarch  Accordions 
Abbott  Saxophones  and  Band 

Instruments 

Talking  machine  dealers  can  assure 
their  success  for  the  next  year  in  no 
better  way  than  stocking  this  guar- 
anteed merchandise. 


Mmm  &  Jacobson 

5-7-9  Union  Square 
NEW  YORK 


to  them.  They  have  a  wrong  slant  on  the  busi- 
ness and  either  lack  the  inclination  or  ability 
to  dig  up  sales.  In  this  day  of  unprecedented 
competition  it  is  the  salesman  who  can  go  out 
and  dig  who  garners  the  crop  of  dollars. 


NEW  BALTIMORE  WHOLESALER 

Baltimore,  Md.,  April  2. — Announcement  has 
been  made  by  Abraham  Quail  that  he  has 
located  at  319  North  Baltimore  stree?  to  whole- 
sale musical  merchandise  to  the  trade. 


Women  like  daintiness  and  comfort.  The 
majority  of  purchasers  are  women.  Does  this 
suggest  anything  to  you? 
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IN  THE  MUSICAL  MERCHANDISE  FIELD — (Continued  from  page  172) 


MANY  DEALERS  ADDING  SMALL  GOODS 


Buegeleisen  &  Jacobson  Point  to  Many  Mer- 
chants Opening  Musical  Merchandise  Depart- 
ments— Small  Investment  an  Attraction 


Samuel  Buegeleisen,  head  of  the  well-known 
musical  merchandise  importing  and  wholesale 
organization  of  Buegeleisen  &  Jacobson,  New 
York  City,  pointed  out,  in  a  recent  interview 
with  The  World,  the  increasing  number  of  talk- 
ing machine  dealers  who  are  taking  on  lines 
of  musical  merchandise.  "Hardly  a  day  passes 
without  inquiries  and  orders  being  received  for 
musical  merchandise  from  talking  machine 
dealers  who  have  never  carried  the  line  be- 
fore," remarked  Mr.  Buegeleisen.  "These  deal- 
ers are  realizing  more  and  more  the  advantages 
to  be  gained  in  adding  musical  merchandise  to 
their  lines.  It  is  wrong  to  suppose  that  the  addi- 
tion of  a  line  of  this  character  necessitates  a 
heavy  investment.  It  will  be  surprising  to  many 
to  learn  that  an  expenditure  of  $.300  will  suffice 
to  start  a  musical  merchandise  department.  This 
amount  will  purchase  a  wide  assortment  of  mer- 
chandise and  will  give  ,  the  average  dealer  a 
fair  start  and  il  is  surprising  how  many  times 
in  a  year  this  merchandise  is  turned  over.  It 
is  the  quick  turnover  of  the  musical  merchan- 
dise that  is  making  it  so  popular.  I  have  in 
mind  various  dealers  who  opened  up  depart- 
ments some  time  back  on  an  investment  of  $300 
and  who  now  have  individual  stocks  to  the 
value  of  from  eight  to  ten  thousand  dollars,  and 
these  dealers,  at  the  same  time,  have  also  placed 
in  the  bank  a  fair  amount  of  profit. 

"With  the  quick  delivery  furnished  through 
the  parcel  post  and  express,  the  dealer  is  now 
able  to  replenish  his  stock  almost  immediately 
with  each  sale.  This  replenishment  of  stock  is 
quite  similar  to  the  replenishment  of  record 
stocks  and  we  are  receiving  many  daily  and 
weekly  orders  from  dealers.  It  is  no  longer 
necessary  to  overstock,  but  the  line  can  be  kept 
continually  abreast  of  the  demand  and  the  dealer 
can  maintain  at  all  times  a  well-balanced  stock. 

"Another  viewpoint  of  the  situation  is  to  be 
found  in  the  window  display.  I  think  that  the 
window  experts  will  agree  that  musical  mer- 
chandise attracts  the  passing  crowds.  There- 
fore, many  talking  machine  dealers  have  found 
it  far  more  profitable  to  dress  their  windows 
with  merchandise  which  thty  can  sell  rather 
than  witli  plants  or  flowers,  lamps  or  hangings, 
or  anything  else,  for  that  matter,  that  is  purely 
decorative.  A  musical  merchandise  display  is 
very  attractive  and  brings  many  people  into  the 
store.    The  outlook  for  the  future  is  very  bright, 


RUNQ 


The  Oldest  and 
Largest  Musical 
Merchandise  House 
IN  America 

Exclasivelv  Wholesale 

ESTABLISHED  1834 

C.BRVJVO  §■  SON,lNC. 

351-53FourthAvi!.Ne¥YorkCity 


indeed,  and  the  approaching  Summer  months 
have  already  created  a  demand  for  Summer  in- 
struments such  as  ukuleles  and  banjo  ukuleles." 


BUYING  TREND  BECOMING  STRONGER 


A  strong  indication  of  the  expectation  of 
good  Spring  and  Summer  business  by  the  dealer 
in  musical  merchandise  is  to  be  found  in  the 
healthy  volume  of  orders  being  received  daily 
by  C.  Bruno  &  Son,  New  York.  Although  the 
orders  are  well  apportioned  throughout  the  en- 
tire line,  a  noticeable  tendency  is  manifested 
toward  ukuleles  and  other  instruments  which 
enjoy  particularly  .good  Summer  sales. 


minute  in  every  detail.  In  a  comparison  be- 
tween this  list  and  the  last  it  is  shown  that, 
while  the  prices  on  some  merchandise  have 
gone  up,  other  prices  have  been  materially  re- 
duced. It  is  also  interesting  to  note  the  many 
new  articles  of  musical  merchandise  that  have 
been  added  since  the  publication  of  the  last 
price  list. 


A  NOVELTY  IN  HARMONICA  FORM 


NEW  FRED  GRETSCH  PRICE  LIST 

The  Fred  Grctsch  Mfg.  Co.,  manufacturer  and 
wholesaler  of  musical  merchandise,  announced 
on  April  7  a  new  wholesale  1923  price  list  known 
as  No.  6.    This  list  is  complete  and  up-to-thc- 


"The  Little  Lady"  harmonica,  described  as 
Ihc  smallest  practical  harmonica  ever  made,  is 
reported  by  M.  Hohncr,  New  York,  to  be  in 
great  demand.  It  has  a  range  of  a  complete 
octave  and  it  has  become  a  fad  to  wear  this 
minute  harmonica  as  a  pendant  on  watch  chain 
or  necklace,  as  it  only  measures  one  and  three- 
eighths  inches  in  length.  The  demand  for  all 
the  other  models  in  the  Hohner  lines  is  re- 
ported as  exceptional  and  the  national  campaign 
being  conducted  will  further  intensify  sales. 


Clyde  Doerr 


and  His  Orchestra 


pLYDE  DOERR  plays  three  Buescher 
^  Saxophones.  You  hear  the  sweet, 
'cello-like  tone  of  his  Buescher  Baritone 
Saxophone  in  all  Records  by  Clyde 
Doerr  and  His  Orchestra — and  also  his 
Alto  and  Tenor  Saxophones.  His  men 
all  play 


Hear  Their  Set  of  Buescher  Instruments  in  Victor  Kecorcis 


Band  Instruments 
and  Saxophones 

The  Buescher  dealer  has  as  sales  aids 
fifty  of  the  finest  orchestras  in  the  records 
— and  window  cards,  counter  pieces, 
newspaper  electros,  etc..  featuring  Rec- 
ord Makers  and  the  Buescher  Instru- 
m.ents  they  make  Records  with.  Trade 
figures  and  catalogs  on  request.  Our 
dealer  proposition  means  profit  for  the 
live  phonograph  dealer. 


"FITS  LIKE  A  GLOVE" 
Buescher  Saxophone 
Pad.  SNAP  ON!    No  Cement 
No  Dealer  Trouble! 
Patented 


Buescher  Band  Instrument  Company 

G  93  Buescher  Block  EVERYivHERE  ElktidFt}  IndidHS 
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nation-wide  campaign  advertising  Hohner  Harmonicas  has 
un. 

This  advertising  will  be  read  by  over  15,000,000  people. 
You  can  reap  the  benefits  of  this  publicity. 

Ask  Your  Jobber 

MTT      fj  XT  t?  D  114-116  East  16th  Street 

.    HUtirNrLK  New  York  City 


HOHNEH  PRODUCTS  AWARDED  FIRST  PRIZE  AT  THE  PANRMR- 
PRCIFIC  INTER.NATIONRL  EXPOSITION  SaN  FRRNCISCO  I  PIS' 


DESK  CLOCK  FOR  GRANBY  DEALERS 

Granby  Mfg.  Corp.  Presents  Dealers  With  Clock 
Set  in  a  Miniature  Granby  Cabinet 

"Sixty  seconds,  every  minute,  I  think  of  you" 
— tliese  words  from  a  popular  song  might  aptly 
describe  the  thoughts  of  the  Granby  dealers  who 
M-ere  recently  presented  with  a  handsome  desk 
clock  by  the  Granby  Alfg.  Corp.,  of  Newport 
News,  Ya.  This  clock,  set  in  a  miniature  Gran- 
by cabinet,  a  little  over  twelve  inches  high,  takes 
its  place  among  the  most  attractive  novelties 
presented  in  the  talking  machine  trade.  The 
cabinet  is  constructed  of  mahogany  and  is 
equipped  with  doors,  curved  lid  and  legs.  The 
hardware  is  finished  in  gold.  The  space  at  the 
bottom  can  be  conveniently  used  for  cigarettes 
or  other  small  articles.  The  complete  cabinet 
and  clock  is  beautiful  in  appearance  and  devoid 


of  all  advertising  matter,  with  the  exception  of 
the  usual  Granby  transfer  underneath  the  lid. 
]^Iany  expressions  of  praise  have  been  received 
by  Granby  officials  from  the  recipients. 


NEW  NAME  FOR  ORCHESTRA  GROUP 

Paul  Whiteman,  Inc.,  which  controls  the  ac- 
tivities of  a  great  many  dance  orchestras,  has 
changed  its  name  to  United  Orchestras,  Inc. 
This  change  in  no  way  afiects  the  name  or  per- 
sonnel of  the  famous  Whiteman  Orchestra,  Vic- 
tor artists,  which  will  continue  to  be  known  as 
Paul  Whiteman  and  His  Orchestra. 


DEATH  OF  E.  E.  WILKINSON 

E.  E.  Wilkinson,  formerly  owner  of  the 
Phono.  Motor  Co.,  now  the  Silent  Motor  Co., 
."163  Dean  street,  Brooklyn,  N.  Y.,  and  widely 


known  in  the  talking  machine  industry,  passed 
away  at  his  home,  49  Montgomery  place,  Brook- 
lyn, recently  at  the  age  of  sixty-two.  Mr.  Wil- 
kinson disposed  of  his  Phono.  Motor  Co.  inter- 
ests about  three  years  ago,  when  he  retired 
from  active  business.  He  is  survived  by  a  son, 
E.  E.  Wilkinson,  Jr.,  who  is  associated  with  the 
Jewett  Phonograph  &  Radio  Corp.,  Detroit, 
Mich.,  and  is  also  well  known  in  the  trade. 


The  Temple  of  Music,  Brunswick  dealer,  Al- 
lentown.  Pa.,  recently  staged  the  first  of  a  series 
of  concerts,  part  of  a  drive  to  stimulate  Bruns- 
wick record  sales.  Over  three  hundred  patrons 
of-  the  store  and  music  lovers  were  present. 


The  Bruce  Sewing  Machine  Co.,  126  East 
Wood  street,  Decatur,  111.,  which  recently  in- 
stalled a  talking  machine  department,  has  al- 
ready found  it  necessary  to  expand. 


TELEPHONE  CONNECTION 


CABtC  ADDRESS  DBUMJOLIN 


(/   >\USICAIi  INSTRUMENTS 


-54^  -  82  I3rto.\Dw^', 

BoROCGH  or BROOKLy?/.  K.y  Ciiy: 


Taliiing  h'acl-iine  V.'orld, 
373-4th  Avenue , 
Kew  York  City.  ' 


MANDOLINS 
BANJOS 
GUITARS 
VIOLINS 


\  20T" 
CENTURY 

BAND 
;  INSTRUMENTS 

■  DRUM  PEDALS 
j  DRUMS 

I  SOLE  U.S. 
1  AGENTS  fo" 

AJAHA 
i  TURKISH  CY-ABALS 

!  LA  TOSCA 
STRINGS 

■  OSCAR  HERMAN  SEIDEL 
K  VIOLINS 

■  i"* 

;  LA  TOSCA 
\ ACCORDEONS 


Gentlemen 

You  may  be  intercEted  to  learn  that  we 
are,  at  present,  securing  inquiries  from 
your  paper  at  a  lower  cost  than  from  any 
otlier  trade  paper  on  our  list. 

It  is  a  r.atter  of  further  eatisfactirn 
to  us  tliat  the  inquiries  received  include 
a  number  of  very  live  prospects  so  that 
tlie  tangible  results  we  are  securing  are 
very  gratifying  indeed. 

Assuring  you  of  our  good  wishes,  we  are 

Very  truly  yours, 


THE  FRED'    GRETSCH  UFC .  CO, 


EES/fL 


PUD 

The  Lowest  Cost 
Per  Inquiry 

The  Fred  Gretsch  Mfg.  Co.  has 
been  a  consistent  user  of  adver- 
tising in  THE  TALKING 
MACHINE  WORLD  for 
three  years.  Musical  merchan- 
dise has  been  the  subject  of 
Gretsch  advertising  month  after 
month,  and  the  advertising  has 
produced  excellent  results. 

Talking  machine  dealers  are 
buying  musical  merchandise. 
This  Gretsch  letter  proves  it. 


TALKING  MACHINE  WORLD,  373  Fourth  Ave.,  New  York 

Published  by  Edward  Lyman  Bill,  Inc. 
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366  DAYS'  ADVERTISING  FOR  9^0. 


How  much  would  you 
be  willing  to  pay  for 
having  your  name  and 
address  featured  in  the 
best  homes  in  town  for 
366  days  of  the  year? 
You  will  probably  say, 
"Most  any  price — but 
how  can  it  be  done?" 


No.  1 


No.  3 


Mr.  Victor  Dealer,  we  have  worked  up  a  calendar  proposition  that  does  this  very  thing 
for  you  and  at  a  figure  that  will  cause  you  to  smile.  Yes,  smile  because  the  cost  is  less 
than  l/5c  per  week.  We  have  contracted  with  the  world's  largest  calendar  manufac- 
turers for  a  great  quantity  of  three  of  their  excellent  1924  calendars  at  an  extraor- 
dinarily low  price.    The  benefits  of  this  purchase  we  offer  to  you  as  a  Victor  dealer. 

These  calendars,  of  the  panel  variety,  measure  5H  by  15  inches  and  are  exquisitely 
made  up — printed  in  eight  color  Tinto-gravure.  The  pictures  reproduce  the  original 
work  of  the  well-known  artists  Rosseau,  Ingerle  and  Knowles  Hare.  Certainly  any- 
one will  be  proud  to  be  the  possessor  of  a  calendar  so  wonderfully  attractive,  serving 
at  the  same  time  a  practical  purpose. 

To  every  Victor  dealer  we  offer  any  one  or  all  three  of  the  1924  calendars  as  pictured 
above  (quantities  not  less  than  200)  at  the  extremely  low  price  of  9^c  each,  com- 
plete with  mailing  wrapper,  plus  75c  for  imprinting.  Price  quoted  f.  o.  b.  St.  Paul, 
Minn.  Shipment  to  be  made  on  or  about  September  1st  next,  and  billed  as  of  De- 
cember 1,  1923. 

This  is  a  most  unusual  offer  and  the  demand  will  be  large.  Make  up  and  send  us 
your  order  right  now.  Each  calendar  bears  a  number;  that's  for  your  convenience 
in  ordering. 

Remember,  Mr.  Victor  Dealer,  the  advertising  value  alone  is  worth  many  times  the 
cost,  and  that  ordinarily,  the  price  of  these  calendars  is  Eighteen  to  Twenty  Cents 
each.    Our  price  to  you  is  just  about  half.    Don't  delay. 

C.  BRUNO  &  SON,  Inc. 


351-353  Fourth  Avenue 


New  York 


Victor  Wholesalers  to  the  Dealer  Only 
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Some  music  you  accept  as  good  because  the  critics  so  label  it. 
Other  music  your  own  ears  label  "good"  as  soon  as  they  hear  it. 
"From  the  Canebrake,"  a  violin  solo  by  Sascha  Jacobsen  (Record 
A-3820),  is  music  you  k.mw  is  all-wool  and  a  yard  wide.  "By  the 
Brook,  on  the  reverse  side,  is  a  companion  number  you  will  want 
to  hear  again  and  again. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


I'.  A.  WARE  JOINS  BMiNSWICK  STAFF 


Well-known  Sales  Executive  Joins  Eastern  Or- 
ganization Under  H.  A.  Beach — Don  Leopold 
Also  Associated  With  Brunswick  Forces — 
H.  A.  Beach  Returns  From  Western  Trip 


Harry  A.  Beach,  Eastern  sales  manager  of  the 
Brunswick-Balke-Collender  Co.,  phonograph  di,- 
vision,  announced  this  week  that  Percy  A. 
Ware,  formerly  secretary  of  the  Oklahoma 
Talking  Machine  Co.,  Victor  distributor  and 
well  known  in  talking  machine  circles  through- 
out the  country,  had  joined  the  Brunswick 
Eastern  organization.  Mr.  Ware,  who  is  thor- 
oughly familiar  with  every  phase  of  talking  ma- 
chine and  record  merchandising,  will  be  placed 
in  charge  of  important  duties,  details  of  which 
will  be  announced  within  a  few  weeks. 

Mr.  Beach  also  announced  recently  the  ap- 
pointment of  Don  Leopold  as  record  depart- 
ment manager  of  the  Brunswick  branch  in  New 
York.  Mr.  Leopold  was  formerly  associated 
with  the  Victor  Talking  Machine  Co.  as  a  mem- 
ber of  the  traveling  department,  and  has  had 
extensive  field  experience. 

After  visiting  the  Brunswick  factories  in  Chi- 
cago and  spending  considerable  time  in  the 
Eastern  territory  Mr.  Beach  returned  to  New 
York  a  few  days  ago.  He  is  enthusiastic  re- 
garding the  business  closed  in  March  by  the 
various  Brunswick  branches  and  will  probably 
have  several  important  announcements  to  make 
in  the  near  future  concerning  his  plans  for 
closer  co-operation  with  the  Brunswick  dealers. 


COLUMBIA  DIRECTORS  RE  ELECTED 


Ail  Directors  Who  Held  Office  Last  Year  Re- 
elected— Officers  to  Be  Elected  Later 


The  annual  meeting  of  the  stockholders  of 
the  Columbia  Graphophone  Manufacturing  Co. 
was  licld  Monday,  .April  9,  at  Bridgeport,  Conn., 
,in(l  resulted  in  the  re-election  of  all  of  the 
directors  who  have  held  office  the  past  twelve 
months.  These  directors  comprise  M.  N.  Buck- 
iicr,  G.  1-.  Burr,  C.  W.  Cox,  W,  C.  Dickcrman, 
Van  Horn  Ely,  H.  J.  Fuller,  G.  H.  Kinnicutt, 
W.  Shibley,  E.  E.  Thompson,  T.  F.  McClel- 
land, Douglas  Parmentier  and  H.  I,.  VVillsnn. 
The   directors   will    probably   meet   within  the 


STOP  'EM! 

The  Slidograf 
Jr.  stops  the 
crowds  and 
brings  the  m 
inside  your 
store.  Flashes 
automatically, 
your  colored  advertisement  on  the  sidewalk. 
.Attracts  attention  to  your  special  sales. 

Simply  change  the  slide  and  you  change 
the  ad.     Economical  and  easy  to  operate. 

Write  for  combination  price  of  macliine 
and  ad-slides  for  your  business. 

Standard  Slide  Corporatirn 

209  West  48th  Street  New  York  City 


next  week  or  ten  days,  and  at  this  meeting  will 
elect  the  officers  for  the  coming  year. 


QRANBV  CONSOLE  IS  POPULAR 


Number    of    Dealers    Handling    Granby  Line 
Growing,  Say  Officials  of  the  Company 


Newpokt  News,  Va.,  April  9. — Although  all 
models  of  the  Granby  line  are  reported  in  good 


structed  in  generous  proportions  and  the  cabi- 
net work  has  created  much  favorable  comment 
wherever  shown.  The  two-panel  front  design 
and  the  curved  legs  give  this  cabinet  a  very 
pleasing  aspect.  The  equipment  measures  up  to 
the  high  standards  set  by  the  Granby  Mfg. 
Corp.  and  it  possesses  a  remarkable  tonal  value. 
Increasing  numbers  of  dealers  have  recently 
taken  on  the  Granby  line,  which  is  attributed  by 
the  officials  of  the  company  equally  to  both  the 
quality  of  Granby  merchandise  and  the  liberal 
dealer  discount  which  is  given. 


COMPLETE  STORES  INCREASE  CAPITAL 


South  Bend,  Ind.,  April  2. — On  account  of  the 
opening  of  a  new  store  at  217  West  Washington 
avenue,  this  city,  by  the  Complete  Music  Stores, 
E.  H.  Konold,  who  founded  and  was  manager 
of  the  Mishawaka  branch  for  the  past  three 
years,  will  divide  his  time  between  the  two 
stores.  I-'aul  Thistlewaite  becomes  resident 
manager  of  the  Mishawaka  store  and  Capt.  L. 
Eugene  Willes,  who  joined  the  staft'  about  a 
year  ago,  will  continue  in  charge  of  the  small 
instrument  deijartment.  The  capitalization  of 
the  Complete  Music  Stores  will  be  increased 
from  $35,000  to  $50,000. 


A  Granby  Design  Much  in  Favor 

demand,  the  Granby  $100  console  seems  to  be, 
at  the  present  time,  the  big  leader.    It  is  con- 


The  Nevada  Music  Co.,  Reno,  Nev.,  is  taking 
advantage  of  the  fact  that  this  section  of  the 
country  is  a  favorite  camping  place  by  making 
a  vigorous  drive  on  portable  talking  machines. 


Ready  in  May 
2  New  Records 


by 

ETHEL  WATERS 

Queen  of  Blues  Singers 

Just  Returned  from  Her  Transcontinental  Vaudeville  Tour 
Place  Your  Order  Early— Complete  Catalogue  Ready. 

BLACK  SWAN  PHONOGRAPH  CO.,  inc. 


2  2  8  9   SEVENTH  AVENUE 


NEW   ^ORK  CIT^ 
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Announcing  The  New  Haag  Record  File  Line 


Styles  77  and  87 

Finished  in 

Dark  Red  Mahogany 
Brown  Mahogany 
Golden  Oak 
Fumed  Oak 
Weathered  Oak 


Long  Cabinet — Style  87 
Equipped  With  One  Haag  File 

A  LONG  FELT 
WANT  REALIZED 


LONG 


CABINETS 
EQUIPPED  WITH 

RECORD 

FILES 

—a  


HAAG 


A  COMBINATION 
OF  QUALITY  &  UTILITY 


Long  Cabinet — Style  77 
Equipped  With  One  Haag  File 

Haag  Record  Files  are 
made  in  sizes  to  fit  all 
makes  of  phonographs  and 
talking  machines  and  will 
accommodate  all  makes 
and  sizes  of  records. 


B- 


Write  Today  for 
Full  Particulars 


Style  502 
Finished  in 
Dark  Red  Mahogany 
and 

Brown  Mahogany 
Only 


Long  Cabinet — Style  502 
Equipped  With  Two  Haag  Files 


Long  Cabinet — Style  502 
Equipped  With  One  Haag  File 
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LEVITZKI  SIGNS  WITH  COLUMBIA 

Famous  Pianist  Will  Make  Columbia  Records 
Exclusively — Has  Attained  World-wide  Re- 
nown— Critics  Unanimous  in  Praising  His 
Exceptionally  Finished  Technique 

The  Columbia  Graphoplione  Co.  announced 
this  week  that  arrangements  had  been  com- 
pleted whereby  Alischa  Levitzki,  one  of  the 
world's  foremost  pianists,  would  record  exclu- 
sively for  the  Columbia  library.  This  will  be 
welcome  news  to  Columbia  dealers  and  their 
clientele  everywhere,  for,  although  Mischa  Le- 
vitzki is  comparatively  young  in  point  of  years, 
he  has  already  attained  international  fame  and 
renown. 

ls.lr.  Levitzki  returned  to  the  American  con- 
cert stage  for  the  season  of  1922-1923  after  a 
year's  absence,  during  which  he  circled  the 
globe,  playing  a  series  of  forty-two  concerts  in 
Australia  and  New  Zealand,  where  he  attained 
a  success  that  was  little  short  of  phenomenal. 
In  the  city  of  Sydney  he  gave  nine  consecutive 


Make  Everyone 

STOP  and  LISTEN 

with  the 

AUDIOPHONE 


THE  AUDIOPHONE 

will  reproduce  your  records  with  the 
true  quality  of  tone  and  amplifies  the 
volume  so  as  to  be  heard  loudly  and 
clearly  at  a  great  distance  from  your 
store.  Can  be  used  on  any  phono- 
graph. 

A  bracket  to  place  outside  your  win- 
dow can  be  supplied. 

Entirely  free  from  all  mechanical 
defects. 

Only  $50,  complete  with  batteries. 

Call  and  let  us  demonstrate  it  to  you. 

Write  for  our  complete  catalogue  of 
Standard  phonographs,  cabinets, 
musical  instruments  and  accessories. 

The  Cabinet  &  Accessories  Co. 

/ ncoTporated 
OTTO  GOLDSMITH.  Pres. 

3  West  16th  Street 
NEW  YORK 

Telephone  Watkins  2777-2778 


Mischa  Levitzki 


recitals,  within  three  weeks,  and  at  the  ninth  re- 
cital there  were  present  3,500  people.  In  Mel- 
bourne, Brisbane,  Adelaide  and  the  principal 
cities  in  New  Zealand  he  was  received  with 
similar  favor. 

During  the  six  seasons  that  he  has  been  be- 
fore the  American  public  Mr.  Levitzki  has 
played  with  practically  every  orchestra  of  im- 
portance in  the  country,  including  the  Boston 
.Symphony,  New  York  Symphony,  the  New 
^  ork  Philharmonic  and  the  Chicago,  Detroit 
i\linneapolis,  St.  Louis,  Cincinnati,  Toronto  and 
Russian  Symphony  Orchestras.  All  of  these 
noted' organizations  engaged  him  for  return  ap- 
pearances and  wherever  he  has  played  the  news- 
paper critics  have  referred  to  him  in  terms  of 
exceptional  praise. 

Mr.  Levitzki  is  recognized  throughout  the 
world  as  a  pianist  who  has  perfected  his  tech- 
nique to  a  remarkably  high  degree,  and  one 
prominent  musical  critic  referred  to  his  playing 
as  follows:  "There  is  no  pianist  living  to-day 
who  can  draw  from  the  instrument  tone  more 
infinitely  caressing  and  exquisite,  or  phrasing 
more  polished  and  inspired."  Another  critic 
stated:    "He  stands  in  the  first  rank  with  few 

Victor 
Wholesalers 


The  House 

of 

Mellor 

in 

Pittsburgh 

since 

1S31 


equals  and  no  superiors."  Mr.  Levilzki's  first 
records  for  the  Columbia  library  will  be  ready 
in  the  near  future  and,  needless  to  say,  the  Co- 
lumbia Co.'s  acquisition  of  this  famous  artist 
will  be  given  wide  publicity  through  all  of  the 
n-,ediums  utilized  in  the  Columbia  advertising. 


NEW  POST  FOR  B.  W.  JENNINGS 

Former  Assistant  Manager  of  Columbia  New 
York  Branch  Now  Branch  Service  Manager 
of  the  Company  —  'Will  'Visit  Columbia 
Branches  Throughout  the  Country 

George  W.  Hopkins,  general  sales  manager  of 
the  Columbia  Graphophone  Co.,  announced  re- 
cently that  B.  "VV.  Jennings  had  been  appointed 
branch  service  manager  of  the  company,  with 
headquarters  at  the  executive  offices,  1819 
Broadway,  New?  York,  N.  Y.  This  appointment 
is  a  well-deserved  promotion  in  recognition  of 
Mr.  Jennings'  executive  ability,  and  the  Colum- 
bia branch  managers  throughout  the  country 
will  undoubtedly  welcome  this  news.  Mr.  Jen- 
nina-^  -succeeds  H.  L.  Pratt,  who  resigned  from 


B.  W.  Jennings 
the  Columbia  organization  to  become  identified 
with  the  sales  division  of  the  Estey  Organ  Co. 
in  New  York. 

B.  W.  Jennings  has  been  associated  with  the 
Columbia  Co.  for  a  number  of  3'ears,  having 
been  assistant  manager  of  the  company's  Phila- 
delphia branch  and  more  recently  assistant  man- 
ager of  the  New  York  branch.  He  has  a  host 
of  friends  in  the  trade,  and  his  thorough  knowl- 
edge of  Columbia  merchandising  methods  well 
qualifies  him  for  his  new  work. 


Model  35,  Sample  $12.50 

Queen  of  Phonographs 


Mahogany.  16.\16xl0,  Double  Spring,  Universal  Tone 
Arm,  Back  Casting  and  Metal  Horn 

Send  for  Sample  To-day 

TERMS — Cash  with  order  or  a  small  deposit 
and  balance  CCD. 
Phoiiogrraphs  and  Accessories,   Kepair  Parts 

for  All  Makes. 
Puritone  and  Truetone  needles  at  25c  per  M 

in  lots  of  10  M  and  up. 
ASK  FOR  CATALOGS  and  Price  Lists  of  our 
A'.i.   75   and   50  ilachiucs.    It  ;t':7/  /'cv  \ou. 

FULTON  TALKING  MACHINE  CO. 

233-255   Third  Ave.,   New  York  City 

Between  20th  and  21st  Streets 
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URNITURE 
POLISH 

GUJRANIEED 
TO  SATISFY 


PROVE  FOR  YOURSELF  THAT 

VICTROLENE 

IS  the  Perfect  Polish 

Get  a  bottle.  Use  it  on  some  shop-worn  case.  See  how  quickly  it 
removes  the  gray  scum — and  bring's  back  the  original  lustre. 

The  biggest  sellers  of  Victrolene  are  dealers  who  use  it  themselves. 
They  know. 

Your  jobber  has  Victrolene — or  will  get  it. 

THE  NATIONAL  COMPANY 


110  Brookline  Street 


Cambridge,  Mass. 


MERCHANTS  ANNOUNCE  PLANS  FOR  BUSINESS  SESSIONS 

Salesmanship,  Trade-in  Problem,  Better  Homes  Movement  and  Music  Advancement  to  Be  Main 
Subjects  Discussed  at  the  Coming  Meetings  of  the  Merchants  Association  in  June 


IMPORTANT  HAAG  &  BISSEX  MOVE 

Introducing  a  Number  of  Long  Cabinet  Models 
Equipped  With  the  Haag  File 


Baltimore,  Md.,  April  10. — The  Haag  &  Bissex 
Go.,  Inc.,  manufacturers  of  the  Haag  record  file, 
have  recently  concluded  arrangements  with  the 
Long  Cabinet  Co.,  of  Hanover,  Pa.,  whereby  a 
number  of  popular  cabinet  models  produced  by 
this  company  will  be  equipped  with  the  Haag 
file.  The  combination  of  these  well-known  prod- 
ucts is  expected  to  prove  quite  popular  with  the 
trade.  At  the  present  time  several  models  are 
ready,  one  a  pedestal  model,  and  the  others  the 
familiar  type  of  double-door  cabinet.  In  one  of 
these  cabinets  a  double  row  of  Haag  files  occu- 
l^ies  the  entire  interior.  In  the  others  half  the 
space  is  occupied  by  the  Haag  file  and  the  other 
half  by  shelves.  Illustrations  appear  in  the  Haag 
&  Bissex  announcement  elsewhere. 


The  Jenkins  Furniture  Co.,  Boise,  Idaho, 
Brunswick  dealer,  has  recently  enlarged  its  store. 


Chicago,  III.,  April  9. — M.  J.  Kennedy,  secretary 
of  t-lie  National  Association  of  Music  Merchants, 
announces  four  subjects  to  be  taken  up  at  the 
business  sessions  of  "the  National  Association 
of  Music  ^Merchants  to  be  held  at  the  Drake 
Hotel  in  June.  This  is  a  preliminary  announce- 
ment of  some  of  the  things  which  will  take  place 
and  is  but  an  inkling  of  the  important  announce- 
ments to  follow.  Judging  by  the  four  subjects 
herein  listed,  however,  it  is  safe  to  predict  that 
the  sessions  of  the  music  merchants  will  keep 
pace  in  importance  with  the  arrangements  being 
made  for  entertainment  as  well  as  for  the  many 
other  important  features. 

Salesmanship  is  the  one  problem  which  most 
vitally  concerns  all  music  merchants.  This  im- 
portant subject  will  be  covered  at  the  conven- 
tion and  according  to  present  indications  it  is 
probable  that  the  organization  of  System  Maga- 
zine will  lend  its  co-operation  in  lectures  before 
the  merchants. 

The  trade-in  problem  is  another  vital  subject 
of  interest  to  every  retailer,  which  will  be  taken 
up  and  discussed  at  the  convention.  The  topic 
of  trade-ins  will  be  handled  by  one  of  the  music 
industry's    most    prominent    figures    and   it  is 


hoped  that  soinething  will  be  accomplished  at 
the  convention  whereby  this  evil  will  be  elimi- 
nated in  part  at  least. 

Better  homes  mean  more  music  in  the  home. 
The  better  homes  movement  is  firing  the  whole 
country  with  interest,  not  our  trade  alone,  but 
all  other  trades,  and  in  the  person  of  R.  W. 
Lyons  the  merchants  will  hear  an  authoritative 
lecturer  and  worker  on  this  subject. 

Then  there  will  be  the  subject  of  music  ad- 
vancement and  in  this  connection  M.  J.  Kennedy 
has  arranged  a  unique  feature.  He  has  secured 
Miss  Martha  Scott,  of  Hull  House,  one  of  the 
leading  music  educators  of  the  United  States, 
to  address  one  of  the  business  sessions  regard- 
ing this  important  work.  Last,  but  by  no  means 
least,  there  will  be  a  practical  demonstration  of 
advancement  of  music  propaganda  when  the 
above-mentioned  lady  brings  in  100  or  so  of 
little  tots  who  have  learned  to  sing  or  play 
through  her  efforts. 


Ria  Rosa,  concert  singer,  who  left  recently 
for  Europe,  made  eight  special  recordings  for 
the  Emerson  Co.,  just  previous  to  her  departure, 
which  will  soon  be  marketed. 


THE 

K-NOB-O 

NEEDLE  BOX  -  RECORD  CLEANER 
''KNOTE  THE  KNOB  ' 

A  Combination  of  Essential  Features  in 
ONE  UNIT 


CONSTRUCTION 

Three  and  one-half  inches  in  diameter. 
Made  of  metal,  celluloid  and  pile  plush. 
Built  to  last  indefinitely. 

Advertising  matter  will  not  fade,  rub  off  and  cannot  be  removed. 

DISTINCTIVE  FEATURES 

The  cover  has  vour  advertisement  and  design  in  any  colors  desired. 
KNOTE  THE  KNOB.  Here  is  imprinted  the  trade  mark  of 
the  machine  you  handle. 

LIFT  THE  KNOB— You  have  a  NEEDLE  BOX  holding  any 
number  of  needles  up  to  three  hundred. 

TURN  THE  KNOB  OVER— Here  Is  your  advertisement  again 
on  the  Inside — if  you  want  It. 

LAY  THE  KNOB  DOWN— Now  you  have  a  container  for  used 
needles. 

NOTE  THE  SMALL  HOLES  IN  THE  TOP. 

Push  your  discarded  needles  through. 
There  is  room  for  hundreds  of  them. 


COMMERCIAL  FEASIBILITY 

Fill  with  needles  and  sell  at  a  good  profit.  At  the  same  time 
place  your  name  and  business  conspicuously  in  the  home  under 
daily  observation.    A  perpetual  silent  salesman. 

Stimulates  the  sales  of  larger  quantities  of  needles. 

Especially  adapted  to  portable  niaclilnes  where  no  provision  ha- 
been  made  for  needles. 

The  K-nob-O  is  so  attractive,  ornamental  and  useful  that  sales 
are  made  without  effort. 

DISTRIBUTORS  AND  DEALERS 

Here  is  an  opportunity  to  push  a  novelty  with  a  universal  appeal 
to  every  owner  and  prospect  for  both  machines  and  records. 

Now  is  the  time  to  start.  Full  details  and  samples  mailed  upon  ap- 
plication. 

K-nob-O  furnished  with  selected  design  and  printed  matter  in 
quantities  of  100  and  over.  Also  available  as  straight  selling  brush 
without  advertising.  Orders  filled  in  a  few  days.  We  work  with 
you  to  create  sales  and  build  up  business. 


PHILADELPHIA  BADGE  CO.,  942  Market  St.,  PHILADELPHIA,  U.S.  A 

Manufacturers  and  Patentees  of  Record  Cleaners  and  Artistic  Business  Building  Novelties. 


180 


THE   TALKING   MACHINE  WORLD 


April  15,  1923 


IL 


AFo^Trot  Tan^o 


You  cant^owTon^ 
Withany'FEISTsorg^^ 


ri 

— 

o 

« 

1— 

1*1 

M 

(> 

My  Rose  of  E 

Jra  - 

I 

caritwait 

un  - 

til. 

©  LE0.FEI5T  INC.  N.YC. 


HANDY'S  ORCHESTRA  WITH  OKEH 


Well-known  "Blues"  Orchestra  Will  Record  for 
Okeh  Exclusively — W.  C.  Handy  the  Com- 
poser of  Many  Popular  Song  Hits 


W.  C.  Handy,  author  of  "Aunt  Hagar's  Blues" 
and  many  other  selections  of  similar  character, 

has  signed  a  con- 
tract  with  the 
General  Phono- 
graph Corp., 
whereby  Handy's 
Orchestra,  of 
which  he  is  the 
leader,  will  re- 
cord exclusively 
for  the  Okeh  li- 
brary. This  an- 
nouncement will 
W.  C.  Handy  welcome  news 

to  Okeh  dealers  everywhere,  as  this  organiza- 
tion is  recognized  generally  as  one  of  the  fore- 
most interpretaters  of  "blues"  music. 

Handy's  Orchestra  is  the  original  organiza- 
tion that  introduced  "blues"  music  to  dance  en- 
thusiasts and  lovers  of  this  type  of  entertain- 
ment. Mr.  Handy's  compositions  have  met  with 
exceptional  success  and  "Aunt  Hagar's  Blues," 
which  he  recorded  for  the  Okeh  library,  is  prov- 
ing one  of  the  hits  of  the  season. 


Recording  for  the 
Phonograph  Trade 

The  best  equipped  and  efficient 
— low  cost — laboratory  in  the 
industry. 

Our  success  in  recording  for 
some  prominent  makes  of 
records  assures  you  a  high-class 
product. 

A  visit  or  telephone  call  will 
give  you  the  details. 

Let  us  solve  your  technical 
problems. 

A.  J.  BAUM.  .  .  Manager 
ARTHUR  BERGH,  Musical  Director 
FRED  OCHS,         .  Recorder 

INDEPENDENT  RECORDING 
LABORATORY,  Inc. 

102-104  West  38th  Street        New  York 


UNIQUE  EDISON  ADVERTISEMENTS 


Art  Work  of  Window  Streamers  Utilized  Effec- 
tively for  Newspaper  Copy 


A  series  of  unique  record  advertisements  are 
shown  in  the  Edison  Co.'s  monthly  broadside 


A 

K 
N 
O 
C 

out 


Flashes  From 
Broadway 


You 
^  can't 
keep 

frorn 
dancing 


to  dealers  for  the  month  of  April.  The  art 
work   of   the   window   streamers   on  "Flashes 


From  Broadway"  has  been  utilized  very  effec- 
tively for  these  single-column  advertisements. 
Already  hundreds  of  Edison  dealers  are  run- 


ning these  unique  advertisements  in  their  local 
papers  and  report  that,  in  addition  to  creating 
sales  of  records,  these  advertisements  also  were 
largely  instrumental  in  stimulating  greater  in- 
terest in  the  New  Edison  phonograph. 


A  NEW  UDELL  CABINET  CATALOG 


Handsome  Volume  Devoted  to  Player  Rolls  and 
Record  Cabinets  Marks  Golden  Anniversary 
of  the  Establishment  of  the  Business 


There  has  just  been  issued  by  the  Udell  Works, 
Indianapolis,  an  elaborate  new  catalog  of  the 
Udell  player  roll  cabinets,  a  carefully  prepared 
and  impressive  volume  that  illustrates  and  de- 
scribes the  numerous  handsome  models  to  the 
best  advantage. 

The  new  catalog  is  timely  in  that  it  serves  to 
call  attention  to  the  Golden  Anniversary  of  the 
Udell  Works,  which  was  founded  in  a  small 
way  in  1873  and  was  acquired  by  the  present 
owners  in  1882,  since  which  time  it  has  been 
operated  by  them  continuously.  From  a  small 
plant  and  a  score  or  so  of  employes  the  busi- 
ness has  expanded  until  at  the  present  time  the 
plant  covers  seven  acres,  includes  buildings  with 
150,000  square  feet  of  floor  space  and  employs 
over  300  workers. 

Particularly  interesting  is  the  series  of  con- 
sole models  which  serve  to  reflect  the  influence 
of  the  console  design  in  various  types  of  musical 
instruments. 

A  page  in  the  back  of  the  book  is  given  over 
to  illustrations  and  descriptions  of  two  models 
of  the  Udell  Flexifile  record  cabinet,  a  record 
cabinet  built  on  a  stand  and  designed  to  supple- 
ment the  record  storage  facilities  of  the  talking 
machine  cabinet  itself.  The  catalog  is  of  the 
usual  high  standard  of  Udell  publicity. 


Record  Business 

T^HE  Whitsit  organi- 
zation  is  paying 
close  attention  to  the 
dealers'  activities  in 
connection  with  the  de- 
velopment of  Victor 
record  business.  Our 
facilities  and  experience 
are  at  your  disposal — 
why  not  take  advant- 
age of  it? 
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"THE  OLD  CAT'S  WHISKERS  ARE  TURNING  GREY,  SHE'S  JUST  A  LADIES'  FUR  PIECE  NOW" 

The  CAT'S  WHISKERS 

A  FUNNY  FOX  TROT  BLUES 
TRIED  AND  FOUND  TO  BE  A  TRUE  HIT 

PHILIP  PONCE  PUBLICATIONS  1658  Broadway,  N.  Y.  C. 

FAMOUS  FOR  "SWEET  LOVIN'  MAMMA" 


PINCUS  &  MURPHEY  OPEN  NEW  STORE 


PATHE  ANNOUNCES  NEW  MODEL 


Attractive  Home  of  Growing  Alexandria  Con- 
cern Formally  Opened — One  of  the  Most 
Handsome  Music  Houses  in  the  South 


New  Orleans,  La.,  April  7. — The  handsome 
new  music  house  of  Pincus  &  Murphey,  on 
Third  street,  Alexandria,  was  formally  opened 
to  the  public  recently,  with  an  elaborate  musical 
program.  In  the  "Ampico"  display  room,  M.  O. 
Beckham,  of  the  Ampico  parlors,  Fifth  avenue. 
New  York,  demonstrated  these  instruments  to 
an  interested  audience.  Souvenirs  were  given 
throughout  the  evening  to  visitors. 

The  Pincus  &  Murphey  music  house  is  the 
most  complete  and  handsome  structure  of  the 
kind  in  the  South.  The  exterior  is  ornate  and 
attractive,  and  the  interior  is  beautiful  and  com- 
plete in  every  detail.  The  first  floor  is  devoted 
to  a  display  of  pianos  and  Victrolas,  records 
and  sheet  music,  also  band  and  string  instru- 
ments. The  woodwork  is  of  ivory  finish,  the 
walls  of  white  and  the  grand  stairway  of  ivory 
with  mahogany  finish.  The  counters  are  of 
ivory  with  mahogany  tops. 

The  first  floor  is  fitted  with  eight  booths  de- 
voted to  demonstrations  of  Victor  records, 
sheet  music  and  music  rolls.  The  booths  are 
finished  and  furnished  in  different  styles.  One 
•  is  in  mission  style,  another  white  and  ivory, 
three  in  mahogany  and  another  in  Japanese.  On 
this  floor,  at  the  rear,  is  located  a  department 
for  stringed  instruments  and  another  for  band 
instruments.  In  a  convenient  location  there  is 
a  beautifully  appointed  rest  room  for  ladies  and 
children,  fitted  with  lounge,  piano,  Victrola  and 
a  convenient  lavatory,  etc.  The  packing  and 
shipping  department  is  on  the  first  floor  near 
the  loading  dock,  which  is  at  the  rear.  The  dis- 
play windows  on  the  first  floor  are  models  of 
beauty  and  color  harmony,  with  white  walls, 
hardwood  floors  and  decorations  of  vases  with 
gorgeous  flowers.  In  one  window  there  is  a 
Knabe  grand  Square  piano  and  in  the  other 
are  Victrolas  and  Lyon  &  Healy  harps,  making 
a  very  pretty  setting. 

The  mezzanine  floor  extends  entirely  around 
the  building,  and  here  are  displayed  pianos, 
Victrolas,  player-pianos  and  other  instruments. 
Electric  passenger  and  freight  elevators  connect 
the  three  floors  of  the  building. 


tSensarionel  Pance  Orchestra: 

Strpng  Xeau-d,  Co'rp.-t.ob  F,fthHve.,  Hgtujurk. 


The  Pathe  Phonograph  &  Radio  Corp., 
Brooklyn,  N.  Y.,  has  announced  the  advent  of  a 
new  model,  No.  14,  to  its  line.  It  is  finished  in 
mahogany,  all  exposed  parts  nickel  plated;  has 
a  Universal  tone  arm,  Pathe  tone  control  and 
reproducer,  the  new  oval  horn.  The  new  model 
is  forty-four  and  one-half  inches  high,  twenty 


and  one-half  inches  deep,  nineteen  and  one-half 
inches  wide.  In  the  motor  the  selection  is  given 
of  a  double-spring  motor  or  the  noiseless  Pathe 
electric  motor.  In  an  announcement  made  by 
the  company,  attention  is  called  to  the  artistic 
case  design  and  finish  of  this  model,  making  it 
a  desirable  piece  of  furniture  in  any  home,  as 
well  as  a  musical  instrument  of  exceptional 
tonal  qualities. 


The  New  Single  Spring  Motor  for  Portables 


"P  ECOGNIZING  the  absolute  necessity  for  the  best 
in  motors  and  the  increasing  use  of  smaller  machines 
has  resulted  in  the  building  of  our  S.  S.  motor  pictured 
above.  Combining  the  superior  features  of  our  larger 
motors  with  the  weight  reduced  to  a  minimum  makes  the 
S.  S. — the  perfect  motor  for  portables.  Absolutely  SILENT 
in  operation,  easy  winding,  designed  to  stand  severe  strain 
and  built  to  give  a  perfect  performance  under  any  condi- 
tion. The  S.  S.  plays  in  excess  of  two  records  at  one 
winding.  We  will  be  pleased  to  supply  you  with  samples 
of  the  S.  S.  and  our  larger  machines  playing  in  excess  of 
three  and  five  records. 


The  silent  MOTOR  CORPORATION 

CHARLES  A.  O'MALLEY,  President 

321-323-325  Dean  Street  BROOKLYN,  N.  Y. 
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SNAKES 


Old  Boa-con-stric-tor.  Jazzdaace  di-rec-tov 


©LEO.  FEIST  INC.  N.YC 


'-^.1^;;  RADIO  yr 

PRODUCTS  ^Jl^^  J  >ill„; 


THE  HEIGHT  OF  EFFICIENCY 
Crosley  Model  X  Price  $55 

Clearly,  distinctly,  as  though  given  in  the 
same  room,  messages  from  W.L.W.  Broad- 
casting Station,  Crosley  Mfg.  Co.,  Cincin- 
nati, are  heard  in  all  parts  of  America' if  a 
Crosley  Model  X — a  four-tube  radio  fre- 
quency set — is  used.  This  remarkable  instru- 
ment, very  easy  to  tune,  simple  and  beautiful 
in  construction,  has  repeatedly  brought  in 
messages  over  4,000  miles  away. 

Other  Crosley  Models,  like  the  Model  VIII, 
three  tube  set — price  .$4S,  and  the  Model  VI, 
two-tube  set — price  $28.  have  given  excep- 
tional results  to  thousands  of  satisfied  users 
everywhere. 

^A'rite  for  Catalog:  Showing:  Complete 

Crosley  T^ine 
For  .Sale  by  Best  Dealers  Everywhere 
Besides  a  complete  assortment  of  receivers, 
Crosley  manufactures  parts  for  replacement 
or  home  construction. 

Jobbers  and  Dealers  Will  Be  Interested 
in  the  Crosley  Proposition 
New  York  OHiee — C.  B.  Cooper.  1803  Tribune 

BuiUlingr,  1)4  Nassau  St. 
Boston    Offlce— B.   H.    Smith.    ftJO   Blue  Hill 

Ave.,  Dorchester. 
Chicago   Offlee — 1311   Steg:er  Building.   28  E. 
.Jackson  Blvd. — R.  \.  Stemm.  Mgr. 

CROSLEY  MANUFACTURING  COMPANY 

ALFRED  ST.  CINCINNATI.  0. 


TOLEDO 


Remarkalile  fi 
Regenerative 
Receivers 


ACE 
Model  V 


^20 


This  one-tube  receiver  is  astounding 
the  radio  world  with  its  wonderful 
achievements.  Stations  more  than 
1,000  miles  away  are  being  regularly 
caught  on  this  set.  In  comparison  to 
its  price,  there  is  no  receiver  on  the 
market  to-day  to  equal  it  in  perform- 
ance. 

Because  of  its  size  and  price  the 
ACE  Model  V  is  a  great  Summer 
seller. 

'Licensed  under  Armstrong  U.  S. 
Patent  No.  1,113,149. 

Live  Jobbers  and  Dealers  are 
eagerly  taking  advantage  of  the  sales 
this  instrument  and  the  rest  of  the 
Precision  insti^uments  and  parts  bring 
them. 

Free  Catalog  on  Request 


THE  PRECISION  EQUIPMENT  CO. 

'Vowel  Crosley  Jr.  PreiiJent 
GILBERT  AVE.  CINCINNATI.  0. 


UtVzlzlSVzUl-ll-l: 


Trade  in  Healthy  State — LaSalle 
Koch  Improve  Department — 
CJianges  and  Nezvs  of  the  MontJi 


Toledo,  O.,  April  9. — Latest  returns  show  a  very 
healthy  condition  in  the  local  talking  machine 
field.  Merchants,  without  exception,  report  sales 
for  the  first  quarter  of  the  year  above  the  cor- 
responding period  in  1922,  consequently  profits, 
too,  are  improved.  This  situation  naturally  lends 
encouragement  to  retailers  and  gives  them  an 
incentive.  Moreover,  the  State  Music  Memory 
Contest  has  awakened»  wide  interest  in  records, 
particularly  the  forty  numbers  selected  by  the 
contest  authorities. 

The  "Indoor  Circus"  conducted  for  the  benefit 
of  the  local  zoo  and  which  has  attracted  more 
than  100,000  persons,  has  at  least  one  musical 
act  which  scored  heavily.  Babe,  the  mighty  ele- 
phant, played  a  piano  donated  by  the  J.  W. 
Greene  Co.,  for  which  a  special  keyboard  was 
constructed.  This  act  gave  the  opportunity  to 
draw  attention  to  records  and  the  Music  Mem- 
ory Contest,  for  many  children  who  attended 
are  interested  in  this. 

The  Toledo  Talking  Machine  Co.  enjoyed  a 
splendid  run  of  March  trade  and,  judging  from 
April  sales  so  far,  the  outlook  is  very  gratify- 
ing. The  advent  of  the  five  Victor  split-top 
models  has  encouraged  dealers  to  place  orders 
and  to  plan  for  a  heavy  demand.  In  this  con- 
nection, unless  retailers  place  orders  in  due  time 
for  these  types,  they  will  very  likely  fail  to 
share  in  the  early  distribution,  accordin-g  to  the 
belief  of  Chas.  H.  Wommeldorf,  general  inan- 
ager. 

At  the  LaSalle  &  Koch  Co.  the  record  depart- 
ment and  service  counters  have  been  shifted  to 
the  front  of  the  talking  machine  section,  close 
to  the  two-minute  express  elevators  and  in  plain 
view  of  the  hundreds  of  customers  who  visit 
other  departments  on  the  same  floor  every  day. 
F.  O.  Edwards,  new  manager,  believes  this 
change  will  increase  sales  materially. 

In  accordance  with  promotion  and  expansion 
plans  the  Cheney  phonograph  has  been  taken 
on,  as  well  as  Vocalion  records.  In  the  future 
only  Victor  and  Vocalion  records  will  be  sold. 

A  feature  which  is  valuable  in  reducing  record 
overstocks  has  been  inaugurated.  It  consists 
of  a  rapid  service  record  rack  of  the  step  va- 
riety. Each  slot  bears  a  sign  which  gives  the 
title  of  records  and  the  orchestra  or  artist.  This 
display  also  serves  as  a  reminder  to  patrons. 

The  Kneisel  Music  Co.  has  added  the  store- 
room at  418  St.  Clair  street,  next  door  to  the 
main  store,  as  a  machine  and  record  shop.  This 
expansion  was  made  necessary  on  account  of 
the  growth  of  the  record  department,  lately  es- 
tablished in  connection  with  sheet  music  and 
music  rolls.  The  principahdifficulty  experienced, 


according  to  Aliss  Angeline  Hankenhof,  is  to 
maintain  a  rounded  stock  of  hits.  The  new  de- 
partment is  striking  in  appearance;  it  is  fin- 
ished in  French  gray  and  blue  and  the  demon- 
stration booths  are  old  ivory  with  French  doors. 
The  formal  opening  of  the  shop  to  the  public 
took  place  on  March  17,  St.  Patrick's  Day. 
Shamrocks  were  distributed  as  souvenirs. 

Miss  Hankenhof  is  richer  by  $25  as  a  result 
of  the  News-Bee  prize  contest  for  the  best  par- 
ody on  "Mr.  Gallagher  and  Mr.  Shean."  She 
obtained  first  prize. 

At  Grinnell  Bros,  one  of  the  outstanding  fea- 
tures is  the  increasing  demand  for  console  ma- 
chines. At  this  house  a  get-together  meeting 
for  members  of  the  sales  force  is  a  weekly 
event.  At  the  sessions  methods  for  meeting 
sales  arguments,  terms,  trade-ins  and  other  fac- 
tors pertaining  to  sales  are  discussed. 

At  the  Talking  Machine  Shop,  Jacob  Frame 
&  Son,  proprietors,  the  new  demonstration  , 
booths  installed  in  the  new  location  are  of  day- 
light construction,  with  windows  and  doors  of 
French  design.  Booths  are  finished  in  old  ivory 
and  are  fitted  with  wicker  furniture. 

At  the  Lion  Store  Music  Rooms  March  sales 
were  far  in  advance  of  the  corresponding  period 
in  1922.  Console  models  are  the  choice  of  a 
large  percentage  of  patrons.  Here  salesman- 
ship is  studied  carefully  and  all  salespeople 
must  measure  up  to  certain  standards.  Manager 
A.  J.  Pete  declares.  For  this  reason  salesgirls 
are  instructed  to  exercise  all  possible  tact,  in 
order  to  offend  no  one  and  to  land  a  majority  of 
sales.  That  this  exactness  is  good  business  is 
shown  by  the  fact  that  each  saleslady  has  built 
a  distinct  following.  She  maintains  her-  own 
files  of  customers  and  has  a  record  of  the  type 
of  music  each  is  interested  in.  If  a  new  release 
is  made  she  writes  or  telephones  the  customer 
and,  as  a  rule,  sells  many  records  in  this 
manner.      It    is    the    personal    element  which 
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They  11  be  falling  for  "Falling"  long  after  all  of  this  year's  hits  are 
forgotten.  The  Manhattan  Dance  Orchestra  has  given  the  world 
a  dance  masterpiece  in  this  number — Record  A-3829.  On  the  re- 
verse side  is  "The  Lovelight  in  Your  Eyes,"  another  fox-trot  that's 
bound  to  w^in.  Tv^^o  wonderful  recordings,  with  melody  and 
rhythm  woven  all  through  like  the  silk  in  genuine  money. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


counts,  A.  J.  Pete  emphasizes.  Direct  personal 
contact  seldom  fails  to  win  the  friendship  of 
persons,  and  it  is  of  the  enduring  type.  As  a 
consequence  of  this  training  a  large  number  of 
patrons  will  not  purchase  without  first  con- 
sulting the  girl  who  usually  looks  after  their 
requirements.  With  these  methods  it  is  pos- 
sible to  keep  sales  going  ahead  constantly,  for 
when  things  lag  pressure  can  be  exerted  at  the 
point  that  is  weak  to  bring  back  the  total. 

The  flat-top  models  in  Victrolas,  Cheneys  and 
Brunswicks  are  in  great  demand.  The  tendency 
is  unmistakably  in  the  direction  of  console  ma- 
chines. For  this  reason  it  behooves  the  dealer- 
to  maintain  a  strict  standard  for  trade-ins,  which 
will  be  more  numerous  as  the  new  models 
become  better  known,  for  unless  vigilance  is 
exercised  profits  will  vanish,  Mr.  Pete  affirms. 

On  April  16  the  Eight  Victor  Artists  will 
appear  at  the  Coliseum  under  the  auspices  of 
the  Lion  Store  Music  Rooms. 

At  the  Whitney-Blaine-Wildermuth  Co.  three 
salesmen  have  lately  been  added  to  the  force — 
H.  R.  Hughes,  as  talking  machine  salesman; 
H.  E.  Pearce,  formerly  in  the  West,  and  P.  E. 
Gross,  associated  with  the  Starr  Piano  Co. 

Chas.  H.  Womeldorf  made  a  recent  business 
trip  to  New  York  and  to  the  Victor  factory, 
to  consult  with  them  about  the  new  models. 

The  Rae  Record  Shop  is  exploiting  Van  & 
Schenck  numbers  with  good  results.  These 
artists  are  headliners  at  Keith's  and  are  attract- 
ing much  attention.  "Who  Did  You  Fool  After 
All?"  and  "Red-headed  Gal"  are  hits  which  are 
being  featured  by  Kresge's  in  elaborate  window 
displays   in   conjunction   with   the    Keith  act. 

The  Da-Lite  Electric  Display  Co.  has  ap- 
pointed Charles  H.  Phillips  sales  manager.  He 
will  devote  much  of  his  time  to  road  work  in 
connection  with  the  Victor  display  sign  service 
which  the  company  manufactures.  Harry 
Cuddeback,  president  of  the  company,  is  again 
back  at  his  desk  after  a  ten  weeks'  illness.  He 
expects  to  make  a  business  trip  to  New  York 
shortl  V. 


AEOLIAN  SHOW  BRINGS  OUT  TALENT 


Performance  by  Aeolian  Employes  on  April 
4  for  Benefit  of  Committee  for  Devastated 
France  Proves  a  Substantial  Success 


Much  credit  for  the  success  of-  the  affair  is 
due  to  the  energy  of  Robert  M.  Richter,  the 
new  president  of  the  Aeolian  Employes'  Asso- 
ciation, and  those  associated  with  him. 




I 
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With  a  view  to  crystallizing  interest  and  garner- 
ing a  substantial  number  of  votes  for  Miss  Eleanor 
Slarkey,  candidate  of  the  Aeolian  Co.  organization 
in  the  Good-will  Campaign  be- 
ing conducted  by  the  Com- 
mittee for  Devastated  France, 
there  was  held  at  Aeolian  Hall 
on  Wednesday  evening,  April 
4,  an  elaborate  amateur  en- 
tertainment, followed  by  a 
dance,  under  the  auspices  of 
the  Aeolian  EmploN'es'  Asso- 
ciation. The  affair  attracted 
a  capacity  audience  and  the 
various  acts  contributed  by 
members  of  the  Aeolian  Co. 
staff  aroused  considerable  en- 
thusiasm. 

Brown's  Virginians  furnished 
the  music  and  in  addition  to 
several  tableaux  suitable  to  the 
occasion  there  was  an  exhibi- 
tion dance  by  Alma  Larsen 
and  Edward  Wilbert;  songs  by 
Pearl  Spaulding  and  Frank 
Edgar;  two  clever  dancing 
quartets,  the  "Kiki"  girls,  and 
a  black-face  group;  several 
musical  selections,  and  a  bit 
by  H.  S.  Jewett,  who  staged 
the  show,  and  in  his  own  num- 
ber exhibited  some  dance  steps 
that  would  have  done  credit  to  a  professional. 
Dancing  on  the  fourth  floor  both  preceded  and 
followed  the  performance. 

During  the  evening  Miss  Anne  Morgan,  head 
of  the  Committee  for  Devastated  France,  was 
introduced  to  the  audience,  as  was  Miss  Starkey, 
who  has  been  selected  to  ejo  France. 


NEW  SONORA  MOVIE  SLIDE 

The  advertisiny  department  of  the  Sonora 
Phonograph  Co.  has  prepared  for  the  use  of 


m 


^LEAR  AS  A  OEL.1- 


and  hwe  a.  gp«l  tim  „. 


Sonora  Moving  Picture  Slide  for  May 

Sonora  dealers  during  the  month  of  May  a  very 
artistic  moving  picture  slide  which  conveys  the 
spirit  of  Springtime  most  effectively.  Sonora 
dealers  throughout  the  country  are  using  these 
"movie"  slides  to  excellent  advantage,  as  they 
find  that  they  stimulate  materially  the  sale  of 
Sonora  producls. 


Recordings  of  Distinction 


High  grade  record  work  by  responsible  men  -with 
many  years  of  experience  in  all  branches  of  the  art 

Ask  for  estimate,  by  piece  or  contract 

Full  Satisfaction  Guaranteed 

A.  E.  SATHERLEY,  Manager      AL  HAUSMANN,  Recorder       CHARLES  A.  PRINCE,  Musical  Director 

NEW  YORK  RECORDING  LABORATORIES,  Inc. 

Manufacturers  and  Distributors  of  Paramount  Records 
1140  BROADWAY  Phone  Madison  Square  3763  NEW  YORK,  N.  Y. 
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NEW  OUTING  JOBBERS  APPOINTED 


UNUSUALLY  GOOD  WINDOW  DISPLAY 


Several  Names  Added  to  Outing  List  Recently 
— Jobbers  Report  Exceptional  Activity  and 
Predict  Record  Summer  Business 


Butler  Music  Co.,  of  Marion,  Ind.,  Stages  Meri- 
torious Easter  Window  Exhibit,  Featuring  the 
Brunswick  Phonograph 


The  Outing  Talking  Machine  Co.,  Mount 
Kisco.,  N.  Y.,  manufacturer  of  the  Outing  por- 
table, has  added  quite  a  number  of  jobbers  to 
its  list  during  the  past  month.  In  this  issue  of 
The  World  the  company  is  starting  a  cam- 
paign whereby  all  of  its  jobbers  are  listed. 
However,  aftet  this  advertisement  was  ready 
for  the  press,  three  or  four-  important  deals 
were  closed,  and  these  new  names  will  be  added 
to  the  advertising  next  month.  One  of  the 
recent  additions  to  the  list  of  Outing  jobbers 
is  the  Starr  Phonograph  Co.,  Pittsburgh,  Pa., 
which  is  starting  an  aggressive  campaign  in 
behalf  of  this  popular  portable.  This  concern 
is  one  of  the  best  known  in  the  Pittsburgh 
territory. 

A.  J.  Cote,  president  and  general  manager 
of  the  company,  is  keenly  enthusiastic  regard- 
ing the  progress  that  is  being  made  by  the 
Outing  portable,  and  judging  from  the  reports 
received  from  the  jobbers  the  Spring  and  com- 
ing Summer  seasons  will  be  exceptionally  ac- 
tive. The  Outing  factory  was  recently  enlarged 
in  order  to  meet  the  demands  of  the  trade,  and 
the  increased  space  is  being  used  to  excellent 
advantage. 


Marion,  Ind.,  April  9. — A  window  display,  which 
according  to  a  consensus  of  opinion  is  the  best 
ever  seen  in  this  territory,  was  shown  during 
Easter  Week  by  the  Butler  Music  Co.,  of  this 
city.  The  window  was  in  strict  keeping  with 
the  season  and  was  used  very  effectively  in 
exploiting  Brunswick  phonographs  and  records. 
The  setting  was  devised  along  simple  but  beauti- 
ful lines.  In  the  foreground  was  a  Brunswick 
record  specially  released  for  Easter,  backed  up 
by  a  Brunswick  Stratford  console  model.  This 
was  flanked  on  either  side  by  a  bank  of  Easter 
lilies  and  ferns.  The  background  of  the  win- 
dow was  modeled  to  represent  a  church  organ, 
cylinders  being  used  to  represent  the  pipes.  The 
color  scheme  of  the  organ  and  the  general  deco- 
ration of  the  window  were  in  cream  color,  which 
brought  out  very  prominently  the  Brunswick 
console  and  record.  This  display  attracted 
widesf)read  attention  and  much  publicity. 

J.  Edwin  Butler,  head  of  the  Butler  Music 
Co.,  is  a  man  of  much  prominence  in  the  music 
industry.  At  present  he  is  president  of  the 
^lational  Association  of  Music  Merchants,  a 
member  association  of  the  Music  Industries 
Chamber  of  Commerce. 


FELT 


No  oblipation  is  incurred 
by  sendinq  us  your  speci- 
fications for  analysis — or 
price  quotation. 


Always  prepared  to  qive 
quick  service  for  spe- 
cial requirements.  Please 
bear  this  in  mind. 


The  Safety  of  Certainty 

Manufacturers  of  talking  machines  who  use  our  TURNTABLE 
FELT  year  after  year,  know  how  strictly  we  conform  to  their 
standards  and  requirements.  To  them  AMERICAN  FELT 
COMPANY'S  FELT  means  certain  and  constant  satisfaction. 

We  shall  be  glad  to  extend  our  service  to  other  manufacturers  of 
talking  machines.    Inquiries  and  specifications  are  invited. 

AMERICAN  FELT  COMPANY 

100  Summer  Street,  Boston       114  E.  13th  Street,  New  York  City 
325  So.  Market  Street,  Chicago 


FOR  SALE 

Patent;  talking  machine  accessory;  inex- 
pensive, permanent  advertising  novelty, 
adaptable  to  all  machines.  Will  be  sold  out- 
right or  on  royalty.  Address  "X1234,"  care 
The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 


FOR  SALE 

New  Silrex  counter,  completely  equipped 
with  four  motors,  plate  glass  top,  etc. 
Change  of  plans  in  department  necessitates 
selling;  $300.00  RO.B.  L.  Ginsberg  &  Sons, 
Des  Moines,  Iowa. 


FOR  SALE 

Latest  type  machinery  for  making  phonograph 
motors,  including  Barber-Colman  Co.  hobbing  ma- 
chines; equipment  in  excellent  condition — will  give 
capacity  production  of  high-grade  motor  at  very 
low  cost  figure.  The  above  may  be  had  with  or 
without  factory  space  in  Brooklyn,  N.  Y.  Write 
for  prices  and  list  of  equipment.  "Box  1279,"  care 
The  Talking  Machine  World,  373  Fourth  Ave., 
New  York,  N.  Y. 


FOR  SALE 

Owing  to  press  of  wholesale  business,  we 
offer  for  sale  our  chain  of  retail  phono- 
graph stores.  For  address  of  individual 
stores  write  Wilson-Broadway  Music  Co., 
1142  Wilson  Ave.,  Chicago,  111. 


CARVED  LEGS 

Eight  designs  in  gum,  oak  and  ma- 
hogany. Prices  reduced.  Send  for  cir- 
cular. Klise  Mfg.  Co.,  Grand  Rapids, 
Mich. 


QUNST  OPENS  FORT  WORTH  BRANCH 


Fort  Worth,  Tex.,  April  6. — Lester  Gunst  has 
opened  a  branch  music  store  at  500  Houston 
street,  this  city.  Musical  instruments  to  be 
handled  include  pianos,  reproducing  pianos,  up- 
rights, Victrolas  and  a  full  line  of  Victor  rec- 
ords, as  well  as  a  full  line  of  sheet  music  and 
small  goods.  Mr.  Gunst  is  successfully  oper- 
ating similar  stores  in  other  Texas  cities.  Jesse 
Aldridge  is  manager  of  the  new  store  in  this 
city. 


BRUCE  CO.  OPENS  NEW  STORE 


ViRDEN,  III.,  April  4. — The  Bruce  Piano  Co.,  of 
Springfield,  111.,  is  now  occupying  the  quarters 
formerly  occupied  by  the  Virden  Candy  Kitchen 
in  this  city.  This  company,  which  has  been 
doing  business  for  years  in  Springfield,  will 
thoroughly  canvass  the  field  in  this  district  for 
prospects  for  the  extensive  line  of  pianos  and 
phonographs. 


J.  H.  Collins,  secretary  of  the  Buescher  Band 
Instrument  Co.,  Elkhart,  Ind.,  passed  away  sud- 
denly on  Tuesday,  April  10,  in  that  city. 
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WORLD'S  CLASSIFIED  ADVERTISING 

Any  member  of  the  trade  may  forward  to  this  office  a  "Situation"  advertisement 
intended  for  this  Department  to  occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without  cost.  Additional  space  will 
be  at  the  rate  of  25c.  per  line.  If  bold  faced  type  is  desired  the  cost  of  same  will  be 
25c.  per  line.    Rates  for  all  other  classes  of  advertising  on  application. 


SALES  REPRESENTATIVE  OR  SALES 
MANAGER — I  know  the  phonograph  business; 
14  years'  factory  and  jobbing  sales  experience. 
Edison  sales  training.  I  will  travel  or  manage 
your  main  or  branch  office.  Prefer  standard 
make  of  phonograph  or  phonograph  accessories. 
Am  now  located  in  the  West.  Will  go  any- 
where. What  have  you  to  offer?  Address  "Box 
1273,"  care  The  Talking  Machine  World,  373 
Fourth  A%'e.,  New  York,  N.  Y. 

SALESMAN— Our  Wonder-Brush  will  sell 
on  sight.  Made  of  fine  French  bristles.  Sets 
right  in  the  grooves  of  the  record.  We  have  a 
special  plan  in  conjunction  with  the  sale  of 
these  record  brushes.  Commission  paid  weekly; 
unlimited  prospects.  Write  stating  territory 
you  cover.  A  letter  addressed  to  us  will  bring 
you  complete  details  for  an  opportunity  to  make 
some  real  money.  See  our  advertisement  this 
month  in  The  Talking  Machine  World.  H. 
WonderHch,  2814  North  Fourth  St.,  Philadel- 
phia, Pa. 

WANTED— First  class  man  to  take  entire 
charge  of  phonograph  department  in  Ohio  town 
of  9.000.  Handle  Brunswick  and  Edison.  Profit 
sharing  basis.  None  but  a  hustler  need  apply. 
Address  "Box  1275,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 

WANTED — A  permanent  position  and  excel- 
lent opportunity  with  established  firm.  Address, 
giving  experience,  references  and  salary.  Cole 
&  Co.,  Columbia  Dealers,  Asbury  Park,  N.  J. 

WANTED — A  good  roll  and  record  compo- 
sition man.  Must  understand  record  material 
and  mixing,  and  be  willing  to  start  for  moderate 
wages  until  ability  is  demonstrated.  Give  full 
particulars  in  first  letter.  Address  "Box  1276," 
care  The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y.   

WANTED— Well  known  manufacturer  of  a 
phonograph  accessory  wants  one  high-grade 
salesman  to  cover  the  entire  United  States. 
Appoint  jobbers  and  develop  entire  sales.  Sal- 
ary and  commission.    State  full  details  in  letter. 


SPRINGS 


VICTOR 

Ii4"x.022xl7',  bent  each  end  No.  6543 

l%"x. 022x18'  6"  marine  ends  No.  3014 

'  l%''x.022xl7'  marine  ends  No.  8014 

l%"x.022xl7'  bent  arbor  No.  5362 

l%"x. 022x13'  bent  arbor  No.  5423 

l%"x.022x9'  bent  arbor  No.  5427 

l%''i.022x9'.  bent  each  end  No.  654« 

l"x.020xl3' 6"  marine  ends  No.  2141 


l"x.O20xl5'  marine  ends  No.  3335 

l"x.020xl5'  bent  arbor  No.  53W 

l''x.020xl5',  bent  each  end  No.  6546 

%''x.020x9'  marine  ends  No.  flSS 

COLCMBIA 

l''x.028xl0'  Universal  No.  2951 

l''x.028xll'  Universal  No.  2951 

I'x.OSOxll'  hook  ends  

l"xir  for  motor  No.  1  No.  1219 

HEI  NEMAN 

l''x.025xl2'  motors,  Nos.  33  &  77  

1  3/16"x.028xl»',  also  Path6  ,  

1  3/16"x.026xl7'   No.  4 

srEISSELBACH 

T^'xlO'  motors,  Nos.  9  &  10  

I"x9'  motors,  Nos.  11  &  12  

I"xl6'  motors,  Nos.  16,  17  &  19  

2"x.022xl6',  rectangular  hole.  18kl0  

SAAt-SrLTERTONB 

l''x.027xlO',  rectang^nlar  hole  No.  144 

l''x.027xl3',  rectangular  hole  No.  145 

l''x.027xl6',  rectanenlar  hole  No.  146 

BRUNSWICK 
l"x.025xl2',  rect'&ular  hole,  regular.No.  201 
l"x.02oxl8',  rect'gular  hole,  regular.No.  401 

KRASBESG 
l"xl2'  motor  2A,  pear-shape  and  rect.  holes 

l"xl6'  motor  3  &  4,  on  outer  end  

EDISON  DISC 
l%"x. 028x25',  regular  size  disc  motors.... 

l"x.032xll'.  Standard  

15/16",  Home  

1  5/16"xl8'  type  A  150,  old  style  disc  

1"   Amberola  30-50-75  

1  1/16",  B  80   

SUNDRIES 

l"x.025xl6'  rectangular  hole   

I"x.02.5xl6',  pear-shaped  hole   

%"x. 023x10'.  marine  ends.  Hein.  Col.,  etc  

?i"x.O2.'5xl0',  marine  ends,  Hein.  Col.,  etc.... 

%"x.020x9'.  marine  ends  

%"x.020x9',  marine  ends  

Victor  CtoT.  springs.  No.  1729  per  100 

Victor  Oov.  spring  screws.  No.  3304.. per  100 

Victor  Gov.  balls,  n/style.  No.  3302  each 

Victor  Gov.  spring  screw  washer ....  per  lOO 

Columbia  Gov.  springs.  No.  3510  per  100 

Columbia  Gov.  spring  screws.  No.  439. per  100 
Columbia  Gov.  spring  screw  washers. per  100 
Columbia  Gov.  ball.  lead,  flat  and  spring... 
Columbia  Gov.  b.Tll,  new  style  &  spring... 
Turntable  felts,  all  wool,  green,  10".  round. 
Turntable  felts,  all  wool,  green,  12".  round. 
Terms,  2%  cash  with  order. 

TALKING  MACHINE  SUPPLY  CO.,  PilBKRIDGE,N,J, 


$.57 
.58 
.55 
.57 
.50 
.42 
.42 
.32 
.35 
.38 
.43 
.29 

.S3 
.35 
.45 

.35 

.33 
.75 
.69 

.29 
.29 
.49 
1.20 

.42 
.48 
.58 

.45 
.60 

.45 
.55 

1.25 
.55 
.70 
1.28 
J56 
1.15 

.50 
.50 
.29 
.27 
.21 
.18 
.95 
.92 
.07 
.72 
.95 
.92 
.72 
.08 
.OS 
.15 
.18 


Write  at  once.  "Box  1278,"  care  The  Talking 
Machine  World,  373  Fourth  Ave.,  New  York, 
N.  Y. 

WANTED — Live  travelers,  calling  on  phono- 
graph and  music  dealers,  to  sell  two  splendid 
selling  articles  in  connection  with  phonographs. 
Ten  per  cent  commission  paid.  Give  references, 
and  particular  lines  handled,  and  territory  cov- 
ered, with  your  reply.  Address  "Box  1267," 
care  The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 


RETIRING  FROM  BUSINESS 

ARISON'S  MUSIC  STORE 

FOR  SALE 

One  of  the  most  noted  high-class  Vic- 
tor stores  and  the  largest  Classical  Mu- 
sic Department  in  the  city  (publish- 
ers excepted).  Unlimited  possibilities 
for  making  money  for  party  not  af- 
flicted with  scruples.  Old  established ; 
excellent  location ;  recentl\-  remod- 
eled; long  lease;  low  rent;  $25,000 
cash,  balance  notes.  Address  Arison's 
Music  Store,  45^7  West  116th  St., 
New  York,  N.  Y. 


FOR  SALE 

One  of  the  best  retail  piano  and  phonograph 
stores  in  Ohio ;  plenty  of  room ;  good  loca- 
tion ;  modernly  equipped,  low  rent ;  long 
lease;  fine  established  trade;  largest  and 
best  store  in  the  city,  a  small  city  but  grow- 
ing rapidly ;  fine  and  thickly-settled  farms 
surrounding  city;  plenty  of  factories  now 
running  full  capacity.  Positively  no  better 
proposition  in  Ohio.  Will  bear  strictest  in- 
vestigation. Will  sell  with  or  without  book 
accounts.  Present  owner  wants  to  retire 
from  retail  piano  business.  Address  "H.  O. 
^[ilton,"  care  Talking  Machine  World,  373 
Fourth  Ave.,  New  York,  N.  Y. 


SALESMAN  WANTED 

Salesman  traveling  established  territory, 
calling  on  talking  machine  and  drug 
trades,  can  make  large  additional  income 
through  large  initial  commission  and  com- 
mission on  repeat  orders.  No  bulky  sam- 
ples required.  Greatest  line  of  semi-per- 
manent needles  on  the  market.  Made  by 
one  of  oldest,  time-tried  and  proven  con- 
cerns affiliated  with  phonograph  industry 
from  its  inception.  When  replying  state 
territory  covered  and  period  of  time  trav- 
eled. Address  "Box  1241,"  care  The  Talk- 
ing Machine  World,  373  Fourth  Ave.,  New 
York,  N.  Y. 


POSITION  WANTED— Phonograph  outside^  man,  all 
around,  knowing  all  makes  of  motors,  repairing,  etc. 
.\ddress  "Box  1274,"  care  The  Talking  Machine  World, 
373  Fourth  Ave.,  New  York,  N.  Y. 

POSITION  WANTED— Recorder  with  28  years' _  e.xperi 
ence  with  up-to-date  method  and  his  own  outiit  is  open 
for  engagement.  Address  ''Box  1277,"  care  The  Talking 
Machine  World,  373  Fourth  Ave..  New  York,  N.  Y. 

POSITION  W.A.NTED— Young  man,  with  years  of  ex- 
perience on  all  makes  of  phonographs,  as  repairman_  and 
salesman,  in  wholesale  and  retail,  wishes  steady  position. 
Have  also  had  canvassing  and  selling  experience.  Address 
"Box  1269,"  care  The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 


FAVORITE 

Highest  Quality 


MAIN  SPRINGS 


Price  each 

2    in.  I  0.22  1 16  ft..  Meisselbach  No.  18   $1.25 

2     hi.  I  0.25  I  16  ft.,  for  Edisott    1.25 

I'A  in.  I  0.22  1 17  ft.,  reg.  for  Victor   0.65 

I'A  in.  I  0.22  I  17  ft..  Victor,  bent  arbor   0.60 

1  3-16  in.  X  0.25  1 16  ft..  Heincman  Xo.  44   0.60 

1^  in.  for  Edison  Disc   1.25 

1     in.  X  0.25  X  12  ft..  Heineman  Xo.  33  and  77.  0.33 
1     in.  I  0.25  I  16  ft.,  oblong  hole,  for  Meissel- 
bach, Sonora  and  Krasberg   0.50 

1     in.  I  0.28  I  10  ft.,  for  Columbia    0.33 

1     in.  X  0.22  1 10  ft..  Columbia,  single  spring..  0.30 

1     m.  I  0.20  X  13  ft.,  for  Victor    0.33 

%  in.  X  0.23  X  10  ft.,  for  Blick  motor   0.30 

%  in.  I  0.25  1 10  ft.,  oval  hole   0.28 

?i  m.  I  0.22  X  8  ft.,  German  motor    0.25 

%  m.  I  0.22  I  8  ft.,  for  Swiss  motor    0.22 

%  in.  I  0.25  X  11  ft.,  for  Edison    0.22 

1     in.  I  0.22  I   9  ft.,  for  Meisselbach  Xo,  12   0.30 

MICA  DIAPHRAGMS 

Price  each 

1  23-32  iu.  Victor  Ex.  Box,  1st  grade   §0.15 

IT3  in,,  new  Victor  No.  2,  very  best   0.18 

1  31-32  in.,  for  Sonora    0.20 

2  1-16  in.,  for  Meisselbach  box   0.22 

2%  in.,  for  Patl\e  new  stylo   0.35 

2  3-16  in.,  for  Columbia  Xo.  G   0.25 

2  9-16  in.,  for  Patbe  or  Bninsnick   0.45 

SAPPHIRES 

Price  each 

Path^,  very  best,  loud  tone,  genuine   $0.12 

Pathe.  soft  tone,  ivorr  setting   0.18 

Path^.  soft  tont,  st«el  setting   0.10 

Edison,  verv  best,  medium  tone   0.  t8 

Edison.  Tery  best,  loud  tone   0.15 

Edison,  genuine  diamond   1.25 

STEEL  NEEDLES 

Price  each 

Brilliantone,  all  tones  Per  1000  $0.45 

Blue  Steel  Reflexo,  per  package   0.07'/2 

Wall  Kane  Needles,  per  package   0.06 

ATTACHMENTS 

in  Gold  or  Nickel-Plated 

Price  each 

Kent,  for  Victor  arm   $0.25 

Kent,  for  Edison  with  C  box   2.50 

Kent,  without  box  for  Edison   1.60 

Kent  special  with  sound  box  nickel  plate   4.50 

Kent    special  adaptor  with  sound  box,  gold- 
plate  or  Oxidized  ,   4.95 

For  Columbia,  plays  Vertical  records   0.25 

MOTORS 

Distributors  for  Heineman  and  ileisselbach  Motors. 
Best  Prices.    Immediate  Deliveriea 

Price  each 

No.  36,  complete  with  12-in,  turntable   7.50 

No.  33,  complete  with  12-in.  turntable   8.50 

Imported  single-spring,  10-in.  turntable   2.25 

TONE  ARMS 

Price  each 

No.  K,  with  sound  box    $1.25 

No.  P,  nickel-plated  withouL  sound  box   2.75 

No.  P,  gold-plated,  without  sound  box   4.50 

No.  JI,  tone  arm.  Mei.«selbach  sound  box   4.75 

No.  M,  gold-plated  ifeisselbach  sound  box   7.50 

SOUND  BOXES 

Price  each 

Xo.  B-1  Bliss  Soimd  Box,  fit  Mctor*.   $1.25 

Xo.  B  Balance,  fit  Victor   0,75 

No.  F  Favorite,  fit  Victor   1.75 

No.  I  Nickel-plated,  loud  and  clear   3.00 

Xo.  T  Gnld-Plated.  loud  and  clear,  for  Victor...  4.50 

No.  M  Nickel-plated,  mellow  tone,  for  Victor...  1.75 

Xo.  M  Gold-plated,  mellow  tone,  for  Victor   2.25 

Xo.  G  Xickel  or  gold-plated,  fit  Victor   1.00 

Xo.  P  Gloria  patent,  extra  loud   3.00 

Xo.  P  Gloria,   gold-plated   4.50 

No.  H  Imported,  nickel-plated   1.25 

ILSLEY  LUBRICANT 

Price  each 

5-lb.  Can   SI. 60 

l  ib.  Can    0.40 

4-oz.  Can    0.15 

PARTS— HARDWARE 

Price  each 

3000    Crown  gear  for  Blick  motor   S0.25 

5001  Crown  gear  for  Melophone  motor   0.25 

5002  Crown  gear  for  Heineman  Xo.  0   0.25 

5003  Tone-arm  goose  neck  for  Independent  arm  0.25 

5004  Governor  pinion  for  imported  motor   0.25 

5005  Tone-arm  base  for  Independent  arm   0.25 

Automatic  nickel-plated  lid  supports   0.22 

Automatic  gold-plated  lid  supports   0.45 

Piano  hin?es.  nickel-plated,  15^  in.  long  0.22 

Highly  nickel-plated  needle  cups.. Per  100  2.00 

Covers  for  cups  Per  100  1. 00 

Highly  gold-plated  cups...,  Per  100  7.00 

Xeedle  cup  covers,  gold-plated  Per  100  5.00 

Turntable  felts,  10-in.,  round  or  square..  0.15 

Turntable  felts,  12-in.,  round  or  square..  0.18 

Motor  t>cttom  gear  for  Triton  motor   0.20 


FAVORITE  MFG.  CO. 

105  East  12lh  St.       New  York 

Telephone  1666  Stuy  vesant  - 
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W.  LIONEL  STURDY,  MANAGER 


Business  Holds  Up  Fairly  Well— Radio  Has 
Some  Effect  on  Sales — Gramophone  Dealers' 
Association  Discusses  Trade  Problems — Fine 
Exhibits  at  British  Industries  Fair — Gramo- 
phones Attract  at  Daily  Mail  Show— Leipsic 
Messe — Manufacturers  and  Wholesalers  Dine 
— Window  Dressing  Competition — Make  Ar- 
rangements for  Hire  Purchase  Financing 


London,  E.  C,  April  3.— During  the  last  few 
weeks  it  has  been  a  more  or  less  general  ex- 
perience that  gramophone  sales  indicate  we 
have  overridden  the  so-called  "season."  This 
does  not  imply  any  cause  for  dissatisfaction;  it 
simply  means  that  trade  is  following  a  natural 
course  and  diminishing  gradually  with  the  com- 
ing of  Spring  and  the  approach  of  Summer.  Ac- 
tually, I  iind  that  conditions  throughout  every 
section  of  the  gramophone  industry  are  fairly 
good.  A  steady,  even  trade  exists,  though  I  be- 
lieve it  to  be  the  general  opinion  that  gramo- 
phone sales  would  have  made  a  better  showing 
were  it  not  for  the  great  release  of  spending 
money  in  the  purchase  of  radio  apparatus.  The 
wireless  craze  is  certainly  occupying  too  much 
of  the  public's  attention  to  be  good  for  gramo- 
phone traders.  It  is  perhaps  not  so  much  that 
purchase  of  a  receiving  set  has  ousted  the  pos- 
sible acquisition  of  a  gramophone  outfit  as  the 
fact  that  during  the  novelty  period  of  wireless 
the  old  love  is  superseded.  The  important  point 
is  that  neglected  and  disused  gramophones  do 
not  encourage  the  purchase  of  new  records; 
hence  this  department  of  trade — the  backbone- 
of  our  business — has  perhaps  not  kept  up  so 
well  as  it  might  otherwise  have  done. 

While  I  still  cling  to  the  belief  that  the  ad- 
verse influence  of  wireless  upon  gramophone 
trade  is  but  of  a  temporary  nature,  the  gramo- 
phone being  far  and  away  the  superior,  it  is  a 
significant 'fact  worthy  of  considerable  attention 
that  a  large  percentage  of  gramophone  manu- 
facturers, wholesalers  and  dealers  are  interest- 
ing themselves  in  the  study,  and  actual  market- 
ing, of  wireless  sets  and  apparatus.  But, 
strange  to  say,  in  their  manufacture  gramophone 
firms  (with  one  or  two  exceptions)  confine 
themselves  to  radio  units  quite  separate  from 
the  gramophone,  whereas  a  number  of  outside 
firms,  more  alive  to  the  advantages  of  com- 
bined wireless  and  gramophone,  have  evolved 
and  marketed  such  apparatus  in  cabinet  and 
other  models. 

Trade  Problems  Discussed  by  G.  D.  A. 

At  an  all-dealers'  meeting  of  the  Gramophone 
Dealers'  Association  much  interest  was  given 
to    the    subjects   brought   up   for    discussion — ■ 


"What  is  the  best  method  of  developing  your 
gramophone  business  in  1923?"  by  E.  E.  Squire; 
"What  is  the  best  method  of  keeping  your  rec- 
ords?" by  Mr.  Stokes,  and  "What  is  the  busi- 
ness that  you  should  be  doing  from  the  amount 
of  stock  carried?"  by  S.  N.  Strand.  These  sub- 
jects which  show  a  live  appreciation  of  the  busi- 
ness problems  of  gramophone  retailers  were  ad- 
vantageously handled.  The  chairman  and  presi- 
dent, Ernest  Marshall,  followed  up  a  general 
discussion  with  a  reference  to  the  record  ex- 
change question.  He  said  there  were  various 
rates  of  exchange — 3-1,  2-1,  and  some  1-1.  The 
latter  was  becoming  general  (sic),  owing  to  the 
active  steps  that  this  Association  had  been  tak- 
ing in  the  interests  of  the  dealers. 

For  the  past  two  years  the  G.  D.  A.  had  been 
seriously  considering  the  stock  question,  one  of 
the  main  points  of  which  was  the  record  ex- 
change, or  any  other  method  of  enabling  deal- 
ers to  dispose  of  unsalable  stock.  The  scheme 
that  the  G.  D.  A.  have  advocated  from  the  first 
was  that  the  manufacturer  should  take  back  10 
per  cent  of  the  dealers'  purchases  without  a 
covering  order.  A  credit  in  full  had  been  asked; 
but  there  is  no  doubt  the  feeling  of  the  trade 
is  now  that,  if  the  manufacturers  would  take 
back  10  per  cent,  the  dealers  would  be  prepared 
to  make  some  sacrifice  in  this  matter  of  the 
amount  to  be  credited  for  the  return. 

The  present  method  of  exchanging  with  a 
covering  order  does  not  enable  the  dealer  to 
keep  his  stock  within  reasonable  proportions; 
as  the  constant  bringing  out  of  new  supple- 
ments, and  the  dealer  having  to  hold  unsal- 
able stock  until  the  manufacturers  deleted  them, 
and  then  to  have  to  exchange  them  for  extra 
stock  in  the  Summertime,  which  they  do  not 
require,  were  causing  the  dealers  considerable 
concern,  and  in  many  cases  stocks  were  growing 
out  of  proportion  to  the  increase  of  business. 

Mr.  Marshall  pointed  out  that  the  manufac- 
turers were  fully  aware  of  the  dealers'  trouble 
concerning  their  record  stocks,  and  that  the  for- 
mer showed  a  desire  to  find  some  more  satis- 
factory solution  to  this  problem. 

Results  at  the  British  Industries  Fair 

Exhibits  were  generally  regarded  as  being 
typical  of  the  best  examples  of  British  manu- 
factures of  gramophones,  pianos  and  players. 
Other  sections  of  the  music  industries  were  not 
represented.  Of  the  thousands  of  visitors  who 
passed  through  the  music  section  90  per  cent 
were  sightseers.  Nevertheless,  the  United 
Kingdom  retail  trade  put  in  a  good  attendance, 
and  there  were  many  buyers  from  the  Colonies 
and  foreign  countries.    Some  very  nice  orders 


were  secured  for  export  and,  in  general,  the 
amount  of  home  business  was  regarded  as  quite 
satisfactory,  time  of  year  considered. 

Lack  of  space  precludes  individual  mention  of 
all  the  A-arious  gramophone  exhibits,  a  list  of 
which  I  reported  last  month.  Special  .interest 
was  given  to  the  exhibit  of  Electric  Gramo- 
phones, Ltd.,  its  electric  unit  and  drive  seem- 
ing to  find  favor  as  the  best  of  the  kind.  A 
new  gramophone,  the  Kestraphone,  won  much 
interest  from  traders  on  account  of  its  sonorous 
tone  and  general  fidelity  of  reproduction.  The 
long-playing  World  record  and  controller,  ex- 
hibited by  World  Record,  Ltd.,  presented  deal- 
er-visitors with  just  the  required  opportunity  to 
closely  investigate  these  products.  The  result 
must  mean  a  speeding  up  of  activity  at  the  fac- 
torJ^  The  novelty  of  the  Duophone,  with  its 
double  sound  box  and  tone  arm  arrangement, 
came  in  for  much  favorable  comment.  Records 
undoubtedly  take  on  a  new  interest  when  played 
by  the  Duophone  and  I  am  not  surprised  to 
learn  of  the  closing  of  many  profitable  deals. 
The  new  Lenthall  gramophones  and  sound  box, 
built  to  "unorthodox"  design,  were  generally  re- 
garded as  having  made  good  in  every  sense  of 
the  word.  A  unique  proposition,  the  Lenthall 
principle  of  construction  ensures  fidelity  in  the 
reproduction  of  every  class  of  record,  and  that 
is  saying  a  good  deal.  Gerophone,  Ltd.,  made 
a  fine  showing  of  its  "Grippa"  series  of  instru- 
ments, whose  quick  rise  to  success  puts  the  seal 
of  merit  on  their  quality  and  general  value.  The 
B.  L  F.  Perophone  display  was  productive  of 
good  business.  The  remarkable  range  of  high- 
grade  "Algraphones"  exhibited  by  Alfred  Gra- 
ham &  Co.  won  much  admiration,  which,  apart 
from  the  new  accounts  opened  up,  should  result 
in  solid  good  business  at  the  right  time.  One 
other  exhibit  calling  for  special  mention  is  that 
of  the  C.  H.  Roberts  Co.,  whose  several  models 
of  "Bestone"  portables  and  corner  cabinets 
proved  of  immense  interest. 

To  sum  up,  it  may  be  said  that  this  j-ear's 
British  Industries  Fair  has  proved  infinitely  bet- 
ter in  all  respects  than  that  of  a  year  ago.  In 
particular,  actual  orders  were  more  numerous 
and  altogether  of  higher  value. 

Gramophones  at  Ideal  Homes  Exhibition 

The  great  Daily  Mail  show  at  Olympia  this 
year  was  the  occasion  of  many  fine  musical  ex- 
hibits by  leading  gramophone  and  piano  houses. 
Among  gramophone  displays  that  of  the  Tre- 
tone  SepaVaphone  attracted  a  deal  of  trade  and 
public  attention.  This  instrument  has  won  for 
itself  unqualified  recognition  as  a  top-notch 
gramophone    possessing    unique    tonal  value. 
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Cry-in^  for  you,     cry -in^  for  you.   Heart  bro-ken  lonesome  and  blue,  

CRYING  FMniOU 

ANEW  BALLAD 

By  ^/!eM-iYe/-^  of  yfhy  Should  I  Cry  Over^u? 


FROM  OUR  EUROPEAN  HEADQUARTERS— (Continued  from  page  186) 


Perophone,  Ltd.,  had  two  fine  stands,  one  for 
display  of  "Grippa"  gramophones,  the  other  for 
a  new  series  of  wireless  receiving  units  which 
this  enterprising  house  has  just  introduced. 
Boumphrey,  Arundel  &  Co.  exhibited  a  novel 
record-filing  and  storage  cabinet  style,  the  "Ses- 
ame." Benefits  were  showing  their  multiple 
record-playing  "Supremophone"  and  a  new  in- 
strument, the  phone  lamp,  which,  I  believe,  ema- 
nates from  America.  It  attracted  much  favor- 
able comment.  By  the  way,  the  Supremophones 
were  fitted  with  electric  motor  by  Electric 
Gramophones,  Ltd. 

The  Leipsic  Masse 

This  great  continental  exhibition,  held  in 
March,  as  usual,  was  the  center  of  pilgrimage 
by  traders  from  all  parts  of  the  world.  Reports 
indicate,  however,  a  considerable  falling  off  in 
the  number  of  visitors,  due,  it  is  averred,  to  the 
Ruhr  dislocation  of  trading  and  usual  transport 
facilities.  The  presence  of  several  prominent 
British  gramophone  trade  representatives  made 
a  good  impression.  Broadly  speaking,  the  fair 
lacked  the  prevalent  enthusiasm  of  former  years, 
though  by  all  accounts  the  exhibits  were  as  nu- 
merous and  comprehensive  as  ever.  Novelties 
were  somewhat  scarce,  a  tendency  to  retain 
standard  designs  along  lines  of  improved  con- 
struction and  appearance  being  apparent.  For 
the  most  part  quotations  were  made  in  foreign 
currencies,  but,  owing  to  the  depreciated  mark 
and  its  constant  fluctuations,  the  German  manu- 
facturers were  up  against  a  problem,  not  know- 
ing what  they  would  receive  at  time  of  payment. 
Generally,  prices  for  gramophone  products  are 
increasing  to  such  an  extent  as  to  lose  interest 
for  English  buyers.  Complete  gramophones, 
motors,  tone  arms  and  accessories  are  obtain- 
able from  British  makers  at  better  quality  and 
prices  than  from  Germany,  especially  so  in  view 
of  the  33  1-3  per  cent  import  duty.  The  Ger- 
man manufacturer  may  have  an  opening  with 
his  very  cheap,  poor  quality  line,  whereas  for- 
merly he  could  offer  a  whole  series  of  gramo- 
phone goods  at  competitive  prices. 

Activity  at  Works  of  J.  E.  Hough,  Ltd. 

Reports  from  this  concern  indicate  that  sales 
of  "Velvet  Face"  and  "Winner"  records  con- 
tinue to  make  a  good  showing.  Apart  from  the 
excellent  home  demand,  it  is  good  to  learn  that 
export  trade  is  improving.  These  two  records 
carry  regular  monthly  new  programs  of  up-to- 
date  and  standard  vocal  and  instrumental  items, 
and  are  good  selling  lines  for  oversea  traders. 
Gramophone  Association  Dinner 

The  fourth  annual  dinner  of  the  Association  of 
Gramophone  and  Musical  Instrument  Manufac- 
turers and  Wholesale  Dealers  was  held  on 
March  15  at  Restaurant  Frascati,  this  city.  Mem- 
bers and  their  guests  to  the  number  of  about 
170  sat  down  to  a  well-served  repast,  during 
which  the  Elite  Orchestra  played  suitable  items, 
including  several  topical  numbers.  Louis  Ster- 
ling, president,  occupied  the  chair  and  was  sup- 
ported bv  the  elite  of  the  trade,  including  the 


Earl  of  Hardwicke,  chairman  of  the  Duophonc 
Syndicate. 

After  toasting  H.  M.  King  George,  Mr.  Ster- 
ling called  upon  R.  W.  Fentland,  president  of 
the  Federation  of  British  Music  Industries,  to 
propose  the  toast  of  "the  Association  and  its 
president."  Mr.  Pentland  referred  to  the  pleas- 
ing fact  that  95  per  cent  of  the  gramophone 
and  small  goods  firms  were  members  of  the 
Association  and  his  generous  tribute  to  its  chair- 
man's sterling  character  and  popularity,  and  to 
the  work  of  Mr.  Timms,  secretary  of  the  Asso- 
ciation, won  hearty  applause.  In  reply  Louis 
Sterling  reminded  us  of  the  good  work  accom- 
plished by  the  Association,  which,  though  the 
youngest,  he  thought  was  the  most  energetic. 

In  proposing  "the  Federation  of  British  Mu- 
sic Industries"  H.  J.  Cullum,  M.  B.  E.,  treated 
his  audience  to  a  well-reasoned  speech,  empha- 
sizing the  wonderful  work  of  the  Federation  for 
the  industry  at  large,  its  productive  musical 
campaign  and  general  activity  which,  thanks  to 
Lt.  Col.  R.  H.  Tatton,  organizing  director,  had 
resulted  in  removal  of  apathy  and  creation  of 
live  interest  throughout  every  section  of  the 
trade.  A  virile  reply  from  Col.  Tatton  was  fol- 
lowed by  the  toast  of  "The  Visitors,"  proposed 
in  suitable  terms  by  D.  J.  Blaikley,  and  wittily 
leplied  to  by  F.  B.  Allen. 

It  was  an  evening  well  spent  and  thoroughly 
enjoyed  by  all  present.  Thanks  are  due  to  Ar- 
thur H.  Brooks  and  R.  Langley  for  the  arrange- 
ment of  a  really  excellent  musical  program, 
which  included  contributions  by  Miss  Dorothy 
Leigh,  Miss  Carrie  Herwin,  Ernest  Pike,  W.  V. 
Robinson,  Rupert  Hazel,  Harry  Champion,  Will 
Fyffe,  Fred.  Wildon  and  other  leading  artists. 
Rex  Co.  Catering  for  Export  Trade 

Now  well  established  in  its  new  premises  at 
59  Chiswell  street,  London,  E.  C,  the  Rex 
Gramophone  Co.  is  ready  to  cater  to  the  export 
trade  on  a  much  larger  scale  than  hitherto.  With 
a  most  complete  range  of  cabinet  grands,  table 
grands,  hornless,  portable  and  horn  machines, 
in  addition  to  a  series  of  choice  period  models, 
the  company  is  well  equipped  to  satisfy  any  and 
every  demand  from  Colonial  and  other  oversea 
traders.  Buyers  should  note  that  exclusive  mod- 
els may  be  obtained  to  special  design,  and  in 
every  way  the  requirentents  of  particular  mar- 
kets are  studied.  As  regards  prices  the  Rex  fig- 
ures compare  to  advantage  with  other  makes 
and,  quality  considered,  the  Rex  proposition  is 
undoubtedly  good. 

The  British  Music  Trade  Convention 

Arrangements  for  this  year's  convention  arc 
well  forwardj  the  proposed  program  having  been 
decided  upon.  The  convention  will  be  held  at 
the  Palace  Hotel,  Bu.xton,  beginning  on  Tues- 
day, May  22.  The  president's  reception  will  be 
held  on  the  afternoon  of  Tuesday  and  will  be 
followed  by  the  convention  banquet  and  a  dance. 

The  president's  annual  address  will  be  fol- 
lowed by  a  general  discussion  on  the  matters 
he  refers  to  and  on  trade  matters  in  general,  in- 


cluding the  Federation  hire  purchase  scheme. 

Other  subjects  on  the  agenda  include:  "The 
Music  Trades  and  Wireless,"  which,  it  is  hoped, 
will  be  opened  by  an  official  of  the  Wireless 
Manufacturers'  Association;  "The  Player-piano 
as  a  Musical  Educator,"  "The  Music  Trades' 
School  and  Its  Possibilities  of  Service  to  the  In- 
dustry, "  and  "The  Ascendancy  of  the  British 
Piano,"  as  to  which  last-named  subject  it  is 
proposed  to  arrange  for  the  writing  of  a  paper 
b}'  a  distinguished  musician.  The  conference 
will  also  include,  at  one  of  its  sessions,  the  writ- 
ing of  anonymous  papers  on  any  subject  of  trade 
interest,  each  paper  to  be  open  to  discussion. 

Meetings  will  be  held,  successively,  of  the  Mu- 
sic Trades'  Association,  the  Association  of 
Gramophone  and  Musical  Instrument  Manufac- 
turers and  Wholesale  Dealers,  who  will  con- 
sider: "An  Exchange-  Scheme  for  Obsolete  and 
Unsalable  Gramophone  Records";  the  Associa- 
tion of  Manufacturers  of  and  Dealers  in  Piano- 
forte Supplies,  the  Gramophone  Dealers'  Asso- 
ciation and  the  Pianoforte  Manufacturers'  Asso- 
ciation. 

First  "H.  M.  V."  Window-dressing  Competition 

The  inauguration  of  a  window-dressing  com- 
petition by  the  Gramophone  Co.  is  regarded  as 
an  event  of  first-class  importance.  It  will  prove 
of  special  value  to  those  dealers  who  have  taken 
an  "H.  M.  V."  sales-school  course.  The  com- 
petition covers  a  period  of  a  week  from  the  19th 
and  is  confined  to  the  subject  of  dancing.  There 
are  five  prizes  to  the  value  of  £75  and  £1  will 
be  credited  to  every  dealer  notifying  entry  and 
supplying  the  necessary  photographs  which 
form  the  basis  of  judging.  This  is  the  first  com- 
petition of  its  kind  and  is,  of  course,  limited  to 
the  company's  accredited  agents. 

Hire  Purchase  Finance  Plans 

Arrangements  have  been  entered  into  between 
the  Federation  of  British  Music  Industries  and 
an  insurance  company,  under  which  approved 
hire  purchase  transactions  in  all  kinds  of  music 
goods  can  be  financed.  Full  details  of  this 
scheme  will  be  announced  at  the  forthcoming 
convention,  when  the  whole  subject  will  form 
one  of  the  subjects  for  a  conference.  The 
scheme  will  be  strictly  limited  to  those  who  are 
members  of  associations  affiliated  in  the  Federa- 
tion and  who  subscribe  to  the  revenues  of  the 
Federation. 


When  you  do  a  service  for  a  patron  you  arc 
merely  doing  yourself  a  favor. 


Hornless,  Table  Grand,  Upright 
and  Horizontal  Cabinet  Grands 

Actual  Manufacturers         Export  a  specialty 
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RELATING  TO 


Washington,  D.  C,  April  7. — Phonograph. 
Walter  H.  Miller,  Orange,  N.  J.  Patent  No. 
1,444,477. 

This  invention  relates  more  particularly  to 
phonographic  recording  devices,  being  in  some 
aspects  an  improvement  on  the  invention  dis- 
closed in  Patent  No.  1,350,616,  granted  on 
August  24,  1920. 

One  of  the  principal  objects  of  the  invention 
resides  in  the  provision  of  simple  and  inexpen- 
sive means  for  effectively  preventing  all  ap- 
preciable accumulations  of  material  cut  from 
the  record  tablet  in  the  recording  operation 
from  reaching  or  being  carried  to  the  point  of 
engagement  of  the  recording  stylus  and  tablet, 
whereby  the  foregoing  objections  will  be  ob- 
viated. 

Another,  and  also  one  of  the  principal  objects 
of  the  invention,  is  to  provide  in  a  device  of 
the  character  described  a  simple  and  novel  con- 
struction and  arrangement  for  effectually  pre- 
venting during  the  operation  of  the  device  all 
chattering  or  vibration  of  the  recording  stylus, 
other  than  that  produced  by  the  sound  waves 
to  be  recorded. 

Figure  1  is  a  fragmental  view  in  side  eleva- 
tion of  a  phonographic  recording  device  em- 
bodying the  invention,  showing  the  parts  in 


operative  position  with  respect  to  a  record  tab- 
let; and  Fig.  2  is  a  fragmental  plan  view  of  the 
device  shown  in  Fig.  1. 

Stylus.  William  S.  Zaayer,  Columbus,  O. 
Patent  No.  1,444,147. 

This  invention  relates  to  an  improved  stylus 
adapted  for  use  in  conjunction  with  the  sound 
box  of  a  talking  machine,  the  primary  object  be- 
ing to  provide  a  stylus  which  will  operate  to 
properly  vibrate  in  accordance  with  the  sound 
undulations  provided  in  the  grooves  of  a  record 
and  yet  to  be  so  formed  as  to  eliminate  grat- 
ing or  scratching  noises  produced  by  undue 
frictional  contact  between  the  needle  end  of  the 
stylus  and  the  record  surfaces,  particularly  to 
walls  of  the  grooves  of  said  records. 

Figure  1  is  a  perspective  view  disclosing  the 
improved  stylus  comprising  the  preferred  form 
of  the  invention.  Fig.  2  is  a  vertical  sectional 
view  taken  through  the  stylus.  Fig.  3  is  a  hori- 
zontal sectional  view  taken  through  the  upper 
end  of  the  stylus.    Fig.  4  is  a  similar  view  taken 


through  the  central  portion  thereof.  Fig.  5  is  a 
sectional  view  disclosing  a  slightly  modiiied 
form  of  the  invention.  Fig.  6  is  a  side  elevation 
of  the  device  showing  the  same  attached  to  a 
sound  box. 

Repeating  Apparatus  for  Talking  Machines. 

George  E.  Davenport,  Camden,  N,  J.  Patent 
No.  1,444,171. 

The  object  of  this  invention  is  to  provide  im- 
proved apparatus  of  a  durable  character  which 
will  be  effective  after  the  playing  of  a  record  to 
automatically  cause  the  record  to  be  repeated. 

Another  object  is  to  so  make  this  improved 
apparatus ,  that  it  can  be  readily  applied  to  a 


talking  machine  and  will  be  adjustable  to  suit 
records  of  different  sizes. 

Figure  1  is  a  fragmentary  top  plan  view  of 
the  improved  apparatus  illustrated  in  the  posi- 
tion it  assumes  when  mounted  upon  a  talking 


machine,  certain  of  the  elements  of  the  talking 
machine  being  illustrated  in  dot-and-dash  lines. 
Fig.  2  is  an  elevation  looking  in  the  direction 
of  the  arrow  x  in  Fig.  1;  certain  of  the  parts 
being  illustrated  in  section.  Fig.  3  is  an  en- 
larged fragmentary  plan  view  of  certain  of  the 
parts  shown  in  Figs.  1  and  2  and  illustrating 
some  of  the  parts  in  dotted  lines.  Fig.  4  is  a 
fragmentary  section  taken  on  the  line  4 — 4  of 
Fig.  2  and  drawn  on  an  enlarged  scale,  and  Fig. 
5  is  an  end  elevation,  partly  in  section,  showing 
certain  of  the  parts  of  the  invention. 

Damper  for  Sound  Boxes  of  Phonographs. 
James  Monroe  Logan,  New  Haven,  Conn.  Pat- 
ent No.  1,444,196. 

The  present  invention  relates  to  phonographs 
or  sound  reproducing  machines  and  has  for  its 
object  to  provide  an  improved  vibration  dam- 
pening attachment  for  the  sound  box  of  such 
machines  whereby  the  sound  reproduced  there- 
with is  modified  so  as  to  be  purer  or  more  nat- 
ural in  tone. 

The  improved  attachment  may  be  applied  to 
a  sound  box  of  any  ordinary  type  having  a  vi- 
brating carrier  or  holder  for  the  needle  or  sty- 
lus and  a  vibratory  arm  through  which  vibra- 
tions imparted  to  the  stylus  and  carrier  are 
transmitted  to  the  diaphragm  of  the  sound  box. 
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Figure  1  is  a  perspective  view  of  the  improved 
attachment.  Fig.  2  is  a  bottom  plan  view  of  an 
ordinary  sound  box  with  the  improved  attach- 
ment shown  in  one  of  its  positions  on  the  vi- 
bratory arm  of  the  sound  box,  and  Fig.  3  is  a 
side  elevation  of  the  sound  box  with  the  attach- 
ment mounted  thereon. 

Tape  Sound  Record.  Howard  L.  Page,  Chi- 
cago, 111.    Patent  No.  1,445,031. 

This  invention  relates  to  machines  of  the  pho- 
nographic type  for  reproducing  recorded  sound. 
The  object  of  the  invention  is  to  provide  a  tape 
sound  record  usable  in  reels,  like  a  motion  pic- 
ture film,  for  the  purpose  of  being  passed 
through  a  machine  which  will  operate  on  the 
record  and  thereby  produce  in  audible  sounds 
the  same  sounds  which  were  originally  spoken 
into  a  recording  machine.  The  device  of  this 
invention  is  primarily  designed  for  use  in  the 


machine  of  a  prior  application,  Serial  No.  500,- 
012,  filed  September  12,  1921,  of  which  this  is  a 
division. 

The  object  of  this  invention  is  to  provide  a 
lecord  of  this  class  which  can  be  easily  made 
in  the  proper  machine  from  which  commercial 
duplicates  can  be  readily  made  and  which  will 
in  service  accurately  deliver  to  the  reproducing' 
machine  the  exact  vibrations  originally  sent  to 
the  record  through  the  recording  machine. 

Figure  1  shows  a  piece  of  a  record  film  pro- 
duced, for  instance,  by  the  machine  of  said  orig- 
inal application  and  indicates  the  manner  in 
which  a  pointed  pencil-shaped  beam  of  light, 
fully  described  in  said  application,  has  operated 
to  produce  an  accurate  sound  record  on  the  film. 
Fig.  2  is  a  sectional  detail  view  on  the  line  2 — 2 
of  Fig.  1  of  the  first  sound  photograph  as  actu- 
ally produced  on  the  film  of  the  machine.  Figs. 
3,  4,  5,  6,  7,  8,  9,  10  and  11  show  successive  steps 
in  the  method  or  process  of  converting  the  un- 
developed film  record  of  Fig.  1  into  the  com- 
mercial record  of  Fig.  11,  Figs.  6  and  9  showing 
mechanical  means  for  treating  certain  of  the 
intermediate  records;  Figs.  7  and  8  being  sec- 
tions on  the  corresponding  lines  of  Fig.  6  and 
Figs.  10  and  11  being  sectional  views  on  cor- 
respondingly numbered  cross  lines  of  Fig.  9. 
Fig.  12  shows  the  reproducing  machine  by  which 
a  commercial  sound  record  of  the  type  produced 
by  the  machine  of  said  prior  application  is  used 


to  reproduce  the  original  sounds.  This  figure  is 
a  side  view  of  the  mechanism  of  Fig.  13.  Fig. 
13  is  a  plan  detail  view  of  the  mechanism  of 
Fig.  12.  Fig.  14  is  a  detail  of  the  pivot  mecha- 
nism for  the  record  reproducing  bar  taken  from 
approximately  the  points  indicated  by  the  ar- 
rows at  14 — 14  of  Fig.  13.  Fig.  15  is  an  enlarged 
detail  view  of  the  reproducing  bar  showing  the 
manner  in  which  it  contacts  the  reproducing  rec- 
ord in  transmitting  what  is  on  it  into  audible 
sound.  Fig.  16  shows  an  electric  circuit  and 
mechanism  inserted  therein  by  which  the  repro- 
ducing apparatus  of  this  invention  may  be  used 
to  produce  the  actual  sounds  which  are  on  the 
record  at  any  distance  from  the  main  machine, 
either  a  few  feet  or  many  miles. 

Reproducer  for  Sound  Records.  Howard  L. 
Page,  Chicago,  111.    Patent  No.  1,445,030. 

This  invention  is  a  machine  of  the  phono- 
graphic type  for  reproducing  sound  from  a  rec- 
ord of  the  type  shown,  described  and  claimed  in 
original  application,  Serial  No.  500,012,  filed  Sep- 
tember 12,  1921,  of  which  this  is  a  division. 

Figure  1  shows  the  reproducing  machine  by 
which  a  commercial  sound  record  of  the  type 
produced  by  the  machine  of  said  prior  applica- 
tion is  used  to  reproduce  the  original  sounds. 
This  figure  is  a  side  view  of  the  mechanism 
of  Fig.  2.  Fig.  2  is  a  plan  detail  view  of  the 
mechanism  of  Fig.  1.  Fig.  3  is  a  detail  of  the 
pivot  mechanism  for  the  record  reproducing 
bar  taken  from  approximately  the  points  indi- 
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cated  by  the  arrows  at  3 — 3  of  Fig.  2.  Fig.  4 
is  an  enlarged  detail  view  of  the  reproducing 
bar  shewing  the  manner  in  which  it  contacts 
the  reproducing  record  in  transmitting  what  is 
on  it  into  audible  sound.  Fig.  5  shows  an  elec- 
tric circuit  and  mechanism  inserted  therein  by 


which  the  reproducing  apparatus  of  this  inven- 
tion may  be  used  to  produce  the  actual  sounds 
which  are  on  the  record  at  any  distance  from 
the  main  machine,  either  a  few  feet  or  many 
miles. 

Cabinet  Phonograph.  Seward  W.  Hecox,  Zee- 
land,  Mich.    Patent  No.  1,444,788. 

This  invention  provides  an  improved  cabinet 
phonograph,  compact  in  structure  and  attrac- 
tive in  appearance,  in  which  the  volume  of  tone 
may  be  greatly  varied  and  at  the  same  time 
clear  and  full  tones  may  be  secured  throughout 
the  variations. 

Figure  1  is  a  front  perspective  view  of  the 
improved  cabinet  with  the  doors  closed.    Fig.  2 


is  a  vertical  section  from  front  to  rear  on  a 
line  corresponding  to  line  2 — 2  of  Figs.  1  and  3. 
Fig.  3  is  a  horizontal  section  on  a  line  corre- 
sponding to  line  3 — 3  of  Figs.  1  and  2. 

Sound  Reproducer.  Jacob  Jones,  Seattle, 
Wash.    Patent  No.  1,445,322. 

This  invention  relates  to  a  sound  reproducer 
for  use  in  connection  with  phonographs. 

An  object  of  the  invention  is  to  provide  a  re- 
producer which  reproduces  sounds  in  a  clear 
tone  and  at  the  same  time  eliminates  scratching 
and  other  harsh  sounds  caused  by  the  engage- 
ment of  the  stylus  with  the  record. 

Figure  1  is  a  vertical  elevation  of  a  sound 
reproducer  constructed  in  accordance  with  an 


embodiment  of  the  invention;  Fig.  2  is  a  trans- 
verse sectional  view  showing  the  pneumatic  gas- 
kets and  the  sound  transmitting  member;  Fig.  3 
is  a  fragmentary  and  sectional  view  of  one  of 
the  pneumatic  gaskets  and  its  air  inlet  member. 

Record  for  Talking  Machines  and  M^hod  of 
Making  the  Same.  Victor  H.  Emerson,  New 
York,  assignor  to  the  Metal  Recording  Disc  Co., 
Inc.,  same  place.    Patent  No.  1,444,960. 

The  principal  objects  of  the  invention  are  to 
provide  an  improved  disc  record  tablet  or  blank 
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which  may  be  dispensed  in  "semi-ready"  condi- 
tion; which  will  of  itself  feed  or  pilot  a  stylus 
attached  to  a  sound  box  progressively  across 
the  face  of  the  record  body;  in  which  sound 
waves  may  be  recorded  by  means  of  an  ordinary 
reproducing  machine  and  stylus  and  by  un- 
skilled persons;  and  in  which  the  record  of  the 
sound  waves  will  be  substantially  permanent  and 
indestructible. 

A  further  object  is  to  enable  the  production 
of  an  improved  metallic  disc  sound  record,  hav- 
ing variations  in  its  surface  constituting  a  rec- 
ord of  sonorous  vibrations  corresponding  in 
form  to  the  vibrations  of  sound  waves,  said  rec- 
ord of  sound  vibrations  being  substantially  per- 
manent and  indestructible. 

A  further  object  is  to  provide  an  improved 
method  of.,  producing  in  a  blank  disc  a  sound 
record  having  sonorous  vibrations  correspond- 
ing in  form  to  sound  waves  by  means  of  the 
ordinary  talking  machine  now  in  general  use  by 
the  public,  and  without  the  necessity  of  addi- 
tional attachments. 

Still  a  further  object  is  to  produce  a  disc 
sound  record  of  the  character  herein  described, 
which  will  be  light  in  weight,  ornate  in  appear- 
ance, thoroughly  reliable  and  efficient  in  its  pur- 
pose, permanent  and  indestructible  and  inex- 
pensive to  manufacture. 

Figure  1  is  a  diagrammatic  plan  view  of  a 
record  disc,  showing  a  reproducer  in  position 
for  either  recording  or  reproducing.  Fig.  2  is 
a  diagrammatic  sectional  view,  on  a  greatly  en- 
larged scale,  of  a  portion  of  a  record  disc,  illus- 
trating different  possible  extreme  positions 
which  may  be  assumed  by  a  stylus  relatively  to 
the  guiding  groove  in  the  disc.  Fig.  3  is  a  dia- 
grammatic plan  view  illustrating  the  forms  of 


groove  shown  in  Fig.  2,  and  Fig.  4  is  a  detail 
sectional  view  of  a  modification. 

Phonograph.  Elmer  Fletcher,  Chicago,  III., 
assignor  to  the  Fletcher-Wickes  Co.,  same 
place.    Patent  No.  1,446,006. 

In  phonographs  provided  with  sound  boxes 
adapted  to  operate  records  adapted  to  feed  the 
tone  arm  and  those  in  which  the  tone  arm  is 
operated  by  independent  feeding  mechanism,  it 
is  necessary  to  provide  pivotal  connections  or 
joints  between  the  tone  arm  sections  to  permit 
relative  movement  between  the  tone  arm  and 
the  sound  box,  as  well  understood  in  the  art. 
Heretofore  the  joints  have  been  constructed  so 
that  more  or  less  looseness  or  play  was  inevi- 
table, either  by  reason  of  their  construction  or 
as  a  result  of  wear,  accidental  disconnection  was 
possible.  Any  such  looseness  causes  a  rattle  be- 
tween the  members  of  the  tone  arm  and  has 
been  found  to  be  objectionable  because  it  inter- 
feres very  seriously  with  the  conduction  of  the 
sound. 

The  object  of  the  invention  is  to  provide  an 
improved  joint  or  connection  for  tone  arm  sec- 
tions which  will  not  rattle;  in  which  wear  may 


be  taken  up  and  which  will  not  be  connected 
so  it  will  be  accidentally  separated — a  highly  im- 
portant factor. 

In  the  drawings  Figure  1  is  a  side  elevation 
of  a  sound  box  and  a  portion  of  the  tone  arm 
embodying  the  invention.    Fig.  2  is  a  plan.  Fig. 

3  is  a  section  taken  on  line  3 — 3  of  Fig.  2.  Fig. 

4  is  a  section  taken  on  line  4—4  of  Fig.  1.  Fig.  5 
is  a  section  taken  on  line  5 — 5  of  Fig.  1. 


Phonograph  Tone  Chamber.  August  Schon- 
hurst,  Altadena,  Cal.    Patent  No.  1,445,915. 

The  primary  object  of  this  invention  is  to 
produce  a  device  which  will  improve  the  volume 
and  quality  of  the  reproduced  sound  so  that  the 
original  tone  is  reproduced  unimpaired. 

Figure  1  is  a  vertical  section  of  the  device; 
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Fig.  2  is  a  front  elevation  looking  at  the  mouth 
of  the  tone  chamber,  and  Fig.  3  is  a  fragmentary 
section  as  seen  on  the  line  3 — 3  of  Fig.  1. 

Talking  Machine.  John  A.  Fern,  Cincinnati, 
O.    Patent  No.  1,447,343. 

The  object  of  the  invention  is  to  produce 
a  simple,  unique  and  highly  efficient  talking  ma- 
chine which  shall  possess  a  marked  degree  of 
utility. 

Figure  1  is  a  perspective  view  of  the  new 
talking  machine;  Fig.  2  is  a  front  view,  parts 
broken  away  to  show  construction;  Fig.  3  is  a 
longitudinal  section,  showing  shutters  closed. 


parts  broken  away  to  show  construction;  Fig.  4 
is  a  similar  view  showing  shutters  open  and 
parts  broken  away  to  show  construction;  Fig. 
5  is  a  similar  view  showing  lower  shutter  only 
partly  open,  parts  of  the  machine  being  broken 
away;  Fig.  6  is  a  plan  view,  the  lid  and  inner 
cover  removed,  showing  shape  of  horn;  Fig.  7 
is  a  section  on  line  7 — 7  of  Fig.  6;  Fig.  8  is  a  sec- 
tion on  line  8—8  of  Fig.  3,  parts  broken  away 
to  show  construction,  and  Fig.  9  is  a  view  same 
as  shown  in  Fig.  6  of  a  modified  form. 

Talking  Machine.  John  Dahlquist,  Newport 
News,  Va.    Patent  No.  1,448,336. 

This  invention  relates  to  the  construction  and 
arrangement  of  the  horn  and  modifier  relatively 
to  each  other  and  to  the  motor  board  with 
which  they  co-operate. 

Figure  1  is  a  side  elevation  of  the  upper  part 
of  a  phonograph  embodying  the  invention,  the 


cabinet  and  certain  other  parts  being  shown  in 
section  to  more  clearly  bring  out  the  construc- 
tion. Fig.  2  is  a  perspective  view  of  the  frame 
of  the  horn.  Fig.  3  is  a  perspective  of  the  modi- 
fier or  damper.  Fig.  4  is  a  broken  perspective 
showing  the  damper  in  its  normal  position  rel- 
atively to  the  two  securing  bars  at  the  inner 
end  of  the  horn.  Fig.  5  shows  a  slightly  modi- 
fied form  of  securing  bars  at  the  upper  end  of 
the  horn.  Fig.  6  is  a  top  plan  view  of  the 
phonograph  with  the  dome  removed.  Fig.  7  is  a 
side  elevation  of  the  horn;  and  Fig.  8  is  a  bot- 
tom plan  view  thereof. 
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POPULAR  SONGS 

19015  Faded  Love  Letters   Henry  Burr  10 

November  Rose   John  Steel  10 

19027  You've  Got  to  See  Mamma  Ev'ry  Night. 

Aileen  Stanley-Billy  Murray  10 

Eunnin'  Wild, 

Jliss  Patricola  \\'ith  The  Virginians  10 

19029  Where  the  Silvery  Colorado  Wends  Its  Way, 

Peerless  Oliartet  10 
Where  the  Sunset  Turns  the  Ocean's  Blue  to 
Gold   Peerless  (Juartet  10 

19039  No   One   Loves   You   Better   Than   Your  M-A- 

Double  M-Y, 
Billy  Murray-Ed  Smalle  With  The  Virginians    3  0 
Don't  Think  You'll  Be  Missed, 

Aileen  Stanley  With  The  Virginians 
DANCE  RECORDS 

19030  'Way  Down  Yonder  in  New  Orleans — Fox-trot. 

Whiteman's  Orch. 
Dearest — Fox-trot.  Paul  Whiteman  and  His  Orch. 

19031  Starlight  Bay— Fox-trot, 

The  Benson  Orch.  of  Chicago 
Think  of  Me — Fox-trot  or  Shimmy  One-step, 

The  Benson  Orch.  of  Chicago 

19032  Farewell  Blues — Fox-trot  The  Virginians  10 

Apple  Sauce — Fox-trot   The  Virginians 

19033  Burning  Sands — Fox-trot. 

Paul  Whiteman  and  His  Orch. 

Falling — Fox-trot, 

Paul  Whiteman  and  His  Orch. 

19034  Crying  for  You — Fox-trot, 

Paul  Whiteman  and  His  Orclu  10 
Sunny  Jim — Fox-trot, 

Zez  Confrev  anil  His  Orch. 

19035  Bamhalina — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
Ladv  Butterfly — Medley  Fox-trot, 

The  Great  White  Way  Orch. 

19036  Caroline — Medley  Fox-trot, 

The  Great  Wliite  Way  Orch. 
Man  in  the  Moon — Medley  Waltz, 

The  Troubadours  10 

19037  The  Fuzzy-Wuzzy  Bird— Fox-trot, 

Zez  Confrey  and  His  Orch. 
Some  Little  Someone — Fox-trot, 

Zez  Confrey  and  His  Orch. 

19040  Whoa,  Tillie,  Take  Your  Time!— Fox-trot, 

The  Virginians  10 
You   Know    You   Belong   to    Somebody   Else — 

Fox-trot   The  Virginians 

35723  University  Lancers — Part  1. 

International  Novelty  Orch. 
University  Lancers — Part  2, 

International  Novelty  Orch. 
VOCAL  AND  INSTRUMENTAL  RECORDS 

19038  Cradle  Songs  of  Many  Nations — Part  1. 

Edna  Brown  10 
Cradle  Songs  of  Many  Nations — Part  2, 

Edna  Brown  10 

RED   SEAL  RECORDS 
FEonoR  CiiALiApiN,  Bass — III  Itnlitn: 
SS665  Don   Carlos — Ella   giammai  m'amo!    (Her  Love 

Was  Never  Mine)   Verdi  12 

Amelita  Gali.i-Curci,  Soprano — In  French 

66136  Chanson    Indou    (A    Song    of    India)  (From 

"Sadko")   Rimsky-Korsakow  10 

Tascha  Heifetz,  Violinist 
(Piano  Accompaniment,  Sam  ChotzinofT) 
66139  Slavonic  Dance  No.  1   (In  G  Minor), 

Dvorak-Kreisler 
Fritz  Kreisi.er,  Violinist 
(Piano  Accompaniment,  Carl  Lamson) 

66137  Toy  Soldiers'  March   F.  Kreisler 

John  McCormack,  Tenor 

74791  The  Lost  Chord   Proctor-Sullivan 

Stokowski  and  Philadelphia  Orchestra 

74803  Khowanstchina — Interlude   Moussorgsky  12 

Ionace  Paiierfwski,  Pianist 

74805  Hungarian  Rhapsody,  No.  2 — Part  1  Liszt  12 

74806  Hungarian  Rhapsody,  No.  2 — Part  2  Liszt  12 

The  following  records  were  announced  in  letters  to  the 

trade  February  20  and  March  6,  respectively: 

45347  A  New  Slant  on  War  Will  Rogers  10 

Timely  "Topics   Will  Rogers  10 

19026  You  Know  You  Belong  to  Somebody  Else, 

Henry  Burr  10 
When  the  Leaves  Come  Tumbling  Down. 

Aileen  Stanley-Billy  Murray  10 
Interesting  Mexican  Fox-trots 
73667  Amorosa  (Loving) — Fo.x-trot, 

Orquesta  Internacional  10 
Penumbra  (Twilight) — Fox-trot, 

Orquesta  Internacional  10 
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10 
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10 
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10 
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COLUMBIA  GRAPHOPHONE  CO. 


98029 
80800 
A3821 

A3818 

A3  824 

A3820 
A3S31 

A3838 
A3.^37 


SYMPHONY  RECORDS 
Otello  "Ave  Slaria"   (Verdi) — Soprano  .Solo. 

Rosa  Ponselle 

Hungarian    Dance    No.    6    (Brahms-Hubay)  — 

Violin  Solo  Duci  de  Kerekjarto 

A  Dreamland  City  (Arundale) — Mezzo-Soprano 

Solo   Barbara  Alaurel 

The  Stars  Have  Eyes  (Sanderson) — Mezzo  So- 
prano Solo  Barbara  JIaurel 

Somewhere  a  Voice  Is  Calling  (Tate) — Mezzo 

Soprano    Solo  CJarmela  Ponselle 

Alice,  ^^'here  Art  Thou?  (.\scher) — Mezzo  So- 
prano Solo  Carmela  Ponselle 

I'se  Gwine  Back  to  Dixie  (White) — Baritone 
Solo  and  Afale  Quartet, 

Oscar  Seagle  and  Criterion  Quartet 
A  Banjo  Song  (Homer) — Baritone  Solo, 

Oscar  Seagle 
From  the  Canebrake  (Gardner) — Violin  Solo. 

Sasclia  Jacobsen 

By   the   Brook    (An   bord   d'un    ruisseau)  (De 

Boisdeffre) — Violin  Solo  Sascha  Jacobsen 

Peggy  Dear   (Freed-Arnheim-Lyman) — Fox-trot, 

The  Happy  Six 

Little  Rover  (Don't  Forget  to  Come  Back 
Home)    (Donaldson) — Fox-trot. 

The  Happy  Six 

The  Clinging  Vine  (Intro.  "Once  Upon  a 
Time"  from  "The  Clinging  Vine")  (Levey) 
— Medley  Fox-trot  The  (Columbians 

I've  Been  Wanting  You  (Intro.  "That  Amer- 
ican Boy  of  Mine,"  from  "The  Dancing  Girl'') 
(('<»r:]ey-Goodman)  (Gershwin) — Medley  Fo.v- 
Ir  t   The  Columbians 

( >l  1    Favorites    Waltz    Medley — Part    I  (Intro. 

Old    Sweet    Song";    "Angel's  Sere- 


10 
10 


10 
10 


10 
10 


10 


10 


It) 


10 


10 


nadc":     "Sally     in     <Jur     Alley"';  "Love's 

Dreamland")  Columbia  Dance  Orchestra 

Old   Favorites   Waltz    Medley — Part   II  (Intro. 
"Hearts  and  Flowers";  Message  of  the  Vio- 
let";   "Sweet  Adeline";   "Chopin  Nocturne") 
Columbia  Dance  Orchestra 
A3839  Hallelujah  Blues  (Bradford) — Fox-trot, 

Johnny  Dunn's  (Original  Jazz  Hounds 
Spanish  Dreams  (Bradford) — F'ox-trot, 

Jolinny  Dunn's  Original  Jazz  Hounds 
A3S2S  Aggravatin'  Papa  (Turk-Robinson), 

Dolly  Kay,  Comedienne 
.Seven  or  Eleven  (Donaldson). 

Dolly  Kay,  Comedienne 
A3S22  The  Lovelight  in  Your  Eyes  (Johnson) — Tenor 

Solo   Edwin  Dale 

I  Miss  You  (Lyons-'i'osco) — Tenor  Solo, 

Edwin  Dale 

A3832  Cohen    Listens   in   on   the   Radio    (Hayman) — 

Comedy  Monologue  joe  Hayman 

Cohen  Buys  a  Wireless  Set  (Harris)^ — Comedy 

]\Ionologue   Joe  Hayman 

A3833  I'll  Make  Dat  Black  Girl  Mine  (Ward)— Bari- 
tone Solo  ■  Harry  C.  Browne 

Kiss    Me,    Honey,    Do    (Stromberg) — Baritone 

Solo  Harry  C.  Browne 

.\3S19  My   Soul   Is   a   Witness   For   My   Lord — Male 

Quartet  Fisk  University  Jubilee  Singers 

Give   'Way  Jordan — Male  Quartet, 

Fisk  University  Jubilee  Singers 
A3823  Rocky  Mountain  Moon  (Marshafl-Whiting), 

Ferera's  Haw-aiian  Instrumental  Quartet 
Flower  of  Hawaii  (Gravelle-Haring), 

Ferera's  Hawaiian  Instrumental  Quartet 
A3836  The   Humors  of   Bandon   (Irish   Long  Dance) 
— Irish  Bagpipes,  Violin  and  Piano  Trio, 

Ennis.  ^lorrison  and  ^Inller 
Maid  Behind  the  Bar — Trim  the  Velvet  (Irish 
Reels) — Irish  Bagpipes.  Violin  and  Piano  Trio, 
Ennis,  Morrison  and  Muller 
A3153  Singing   Games — (a)    I    See    You — Vocal;  (b) 
I    See   Yoii — Orchestra;    (c)    How   D'Ye  Do, 
My  Partner — Vocal  and  Orchestra, 

Bessie  Calkins  Shipman 
MID-MONTH  LIST— Dance  .Music 
Singing  Games — (a)    Skip   to   Ma   Lou — Vocal; 
(b)    Skip  to   ^la   Lou — Orchestra;   (c)  Swiss 
May  Song — Vocal  and  Orchestra, 

Bessie  Calkins  Shipman 
A3830  Dearest    (You're    the    Nearest   to    My  Heart) 
(Akst) — Fox-trot, 

Paul  Specht  and  His  Orchestra 
Starlight  Bay  (Donaldson) — Fox-trot, 

Paul  Specht  and  His  Orchestra 
A3S25  Aggr'avatin'  Papa  (Turk-Robinson) — Fox-trot, 

"The  Georgians 

Loose  Feet  (Williams) — Fox-trot, 

The  Georgians 

A3829  The   Lovelight  in   Your  Eyes   (Johnson)  —  Fo.x- 
trot   Manhattan  ijance  Orchestra 

F'alling  (Collins-Cameron-Fields) — Fo.x-trot, 

Manhattan    Dance  Orchestra 
A3S2&  Keep    Off   My    Shoes    (Tobias-Bennett) — Come- 
dienne  Nora  Bayes 

Runnin'   Wild    (Gibbs) — Comedienne, 

Nora  Bayes 

A3827  Sweet  One   (Jolson-Silvers) — Tenor  Solo, 

Frank  Crumit 

Everything  Is  K.O.   in  K-Y.   (Whiting) — Tenor 
Solo   Frank  Crumit 
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BRUNSWICK  RECORDS 


2406 


Farewell  Blues  (Rappolo-Mares-Schoebel) — Fox- 
trot— For  Dancing   Isham  Tones*  Orch. 

Saw  Mill  River  Road  (From  "Glory")  (Tierney- 
I\lcCarthy) — Fox-trot — For  Dancing, 

Isham  Jones'  Orch. 
Without   You    (Hickman-BIack-Moret) — F'ox-trot 

— For  Dancing   Gene  Rodemich's  Orch. 

Honolulu   Blues    (Gunsky-Goldstein) — Fox-trot — 

For  Dancing   Oriole  Terrace  Orch. 

Crying    for    You    (Miller-Cohn) — Fox-trot — For 

Dancing   Isham  Jones'  Orch. 

Aggravatin'    Papa    (Turk-Robinson) — Fox-trot — 

For  Dancing  Isham  Jones'  Orch. 

Peggy,  Dear  (Freed-Arnheim-Lyman) — Fox-trot — 
For    Dancing    (Orchestral    Arrangement  by 

Walter  Haenschen)   Carl  Fenton's  Orch. 

Railroad  Man  (Meyer-Erdraan-Schoebel) — Fox- 
trot— For  Dancing — Piano  Passages  by  Gene 
Rodemich  and  AUister  \\'ylie). 

Gene  Rodemich's  Orch. 
You  Tell  Her.  I  Stutter   (Rose   Friend) — Fox- 
trot— For    Dancing — Vocal    Chorus    by  Billy 

Jones   The  Cotton  Pickers 

'W'ay  Down  Yonder  in  New  Orleans  (Creamer- 
-  Layton) — Fox-trot — For  Dancing, 

I'he  Cotton  Pickers 
You  Know  You  Belong  to  Somebody  Else  (West- 
Monaco) — Fox-trot- -For  Dancing, 

Bennie  Krueger's  Orch. 
Wet  Yo'  Thumbs  (Cooper-.Akst) — Fox-trot — For 

Dancing  Bennie  Krueger's  Orch. 

Love  and  the  Moon  (Intro.:  "Give  Me  That 
Rose."  From  "Rose  liriar")  (Tarkington- 
McGibney-Kern — Fox- trot — For  Dancing. 

Joseph  C.  Smith  and  His  Orch. 
\\'onderful    You  .(Intro.:    "Sway    With  Me," 
From  "Lady  Butterlly'*   (Grey-Janssen) — Fox- 
trot— For  Dancing. Joseph  C.  Smith  and  His  Orch. 
Liza   (From  "Liza")  (\'inccnt-Pinkard) — Fox-trot 
— For  Dancing  (Orch.  Arrangement  by  \\'alter 

Haenchen)   Carl  Fenton's  Orch. 

\\'Iien  Will  I  Know?  ( Brennan-Nager) — Fox-trot 

— For  Dancing   Oriole  Terrace  Orch. 

50028  Prophete— Ah  mon  fils!  (Ah,  My  Son!)  (Act  III) 
(^lyerbeer) — Contralto  W  ith  t_)rch. — In  French. 

Sigrid  Onegin 
Samson    et   Dalila — .-\moin"   viens   aider  (Love, 
Lend  Me  Thy  Might)  (Act  II)  (Saint-Saens) 
— Contralto  \\'ith  Orch. — In  I-rench.. Sigrid  Onegin 
Perle  du  Bresil — rCharmant  Oiseau   (Thou  Bril- 
liant Bird)   (David) — Soprano  With  Orch — In 

French — Flute  ol^bHgato   Maria  Ivogun 

II    Bacio    (The    Kiss)    (Arditi) — Soprano  With 

Orch. — In  Italian   Maria  Ivogun 

Rigoletto — La    donna    e'    Mobile    (Woman  Is 

Fickle)   Giacomo  Lauri-Volpi 

Rigoletto — (Juesta    o'    Quella    (Mid    the  Fair 

■Phrong)  Giacomo  Lauri-Volpi 

Herodiade — Vision  'Fugitive  (Fleeting  V^ision) 
(-\ct  II)   (Massenet) — Baritone  With  Orch. — 

In  French  Giuseppe  Danise 

Forza  del  Destino — Urna  Fatale  del  mio  destine 
(Fatal  Urn  of  My  Destiny)  (Act  III)  (Verdi) 
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— Baritone  With  Orch. — In  Italian, 

Giuseppe  Danise 
15046  Murmurs  of  the  Forest  (Liszt) — Pianoforte  Solo 

Josef  Hofraann 
Gavotte  (Gluck-Brahms) — Piano  Forte  Solo, 

Josef  Hofman 
35003  Onaway!    Awake,   Beloved!    (From  "Hiawatha's 
Wedding  Feast")  (Longfellow-Coleridge-Taylor) 

—Tenor  With  Orch  Theo  Karlc 

Spirit  Flower  (Stanton-Campbell-Tipton) — Tenor 

With   Orch  Theo  Karle 

Drink  to  Me  Only  With  Thine  Eyes  (Ben  John- 
son)—Baritone  With  Orch  John  Barclay 

Loch  Lamond  (Old  Scotch  Air) — Baritone  With 

Orch  John  Barclay 

Pasadena  Day  March  (Marco  Vessella) — Concert 

Band   Vessella's  Italian  Band 

Repasz  Band  March   (Sweeley) — Concert  Band, 

Vessella's  Italian  Band 
Spring    Song     (Mendelssohn)     Whistler  With 

Orch  Margaret  McKee 

Bird  Imitations — Whistler   Margaret  McKee 

Running  Wild   Marion  Harris 

You've  Got  to  See  Mamma  Ev'ry  Night.Marion  Harris 
Lindy    Lou     (Bernard) — Tenor    and  Baritone 

With  Orch  Al  Bernard  and  Ernest  Hare 

I'm  a  Demon  on  My  Old  Jew's  Harp  (Bernard) 
— Tenor  and  Baritone  With  Orch., 

AI  Bernard  and  Ernest  Hare 
Faded  Love  Letters   (Pascoe-Moore-Dulmage)  — 

Tenor  With  Orch  Billy  Jones 

My  Mother's  Lullaby   (Gulick-Heagney) — Tenor 
and  Baritone  With  Orch., 

Billy  Jones  and  Ernest  Hare 
Peer  Gynt  Suite — Part  I  ("Morning")  (Grieg) — 
Concert  Orch.. 

Capitol  Grand  Orch.,  Erno  Rapee,  Conductor 
Peer  Gynt  Suite — Part  III   ("Anitra's  Dance") 
(Grieg) — Concert  Orch.. 

Capitol  Grand  Orch.,  Erno  Rapee.  Conductor 
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OKEH  RECORDS 


5016  Tristan  Und  Isolde — Isoldens  Liebestod  (Isolde's 
Love-Death)  (R.  Wagner) — Part  I — Sym- 
phony Orch., 

Eduard  Morike  and  the  Orchestra  of 

German  Opera  House,  Berlin  12 
(Recorded  in  Europe) 
Tristan  Und  Isolde — Isoldens  Liebestod  (Isolde's 
Love-Death)     (R.     Wagner)— Part    II— Sym- 
phony Orch., 

Eduard  Morike  and  the  Orchestra  of 

German  Opera  House,  Berlin  12 
(Recorded  in  Europe) 
5015  Standchen  (Serenade)  (C.  Beines)— Tenor  With 

Orch. — Sung  in  German    ....Richard  Tauber  12 
(Recorded  in  Europe) 
Rnhe    Meine    Seele    (Rest    Thee,    My  Spirit) 
(Richard  Strauss) — Tenor  With  Orch. — Sung 

in  German  Richard  Tauber  12 

(Recorded  in  Europe) 
2006  Under  the  Double  Eagle  (F.  Wagner)— March, 

Royal  Italian  Marine  Band  lOfi 
(Recorded  in  Europe) 
Niebelungen    March  (Sonntag), 

Royal  Italian  Marine  Band  1054 
(Recorded  in  Europe) 

3042  Song  of  the  Nest  (Chanson  des  nids)  (Buot)  — 

— Clarinet  Duet  With  Band, 

Band  "La  Garde  Repnblicaine,  Paris"  12 
(Recorded  in  Europe) 
Aus  der  Jugendzeit  (Times  of  Youth)  (Radeke) 

— Cornet  Solo  With  Band   Paul  Wiggert  12 

(Recorded  in  Europe) 

3043  Minuet  (Frontini) . Marek  Weber  and  His  Orch.  12 

(Recorded  in  Europe) 
Fata   (Nicholls)— Waltz. 

Marek  Weber  and  His  Orch.  12 
(Recorded  iif  Europe) 

4785  Ki.ss    Me    Again    (From    the    Operetta,  "Mile. 

Modiste")   (Victor  Herbert). 

Hotel  Cleveland  Orch. 
Ivan  Francisci,  Director  10 
Russischer  March  (Johann  Strauss,  Op.  426), 

Hotel  Cleveland  Orch. 
Ivan  Francisci,  Director  10 

4786  Mahina  Malamalamala — Hawaiian  Guitar  Duet, 

Ferera  and  Franchini  10 
Kawaihau — Hawaiian  Guitar  Duet, 

Ferera  and  Franchini  10 

4775  There's  a  Rainbow  in  the  Sky  (Henry  Creamer- 

Turner  Layton) — Tenor  With  Orch. Billy  Jones  10 
I  Was  Married  Un  in  the  Air  (I've  Been  Up  in 
the  Air  Ever  Since)  (Bob  Miller-Jack  Rock) — 
Tenor  With  Orch  Billy  Jones  10 

4776  Back-Biting  (Amon  Davis) — Baritone  With  Orch., 

Shelton  Brooks  10 
Not  To-Ni.ght  (Shelton  Brooks) — Baritone  With 
Orch  Shelton  Brooks  10 

4781  You've   Got  to   See   Mamma  Ev'ry   Night  (Or 

You  Can't  See  Mamma  at  All)   (Billy  Rose- 
Con  Conrad) — Popular  Colored  Singer, 

Mamie  Smith  and  Her  Jazz  Hounds  10 
I'm    Gonna    Get    You     (Porter  Grainger-Bob 
Ricketts) — Popular  Colored  Singer, 

Mamie  Smith  and  Her  Jazz  Hounds  10 

4782  ilother  in  Ireland  (Gerald  Griffin-Herman  Kahn- 

Tommy  Lyman) — Tenor  With  Orch., 

Gerald  Griffin  10 
That's  What  Ireland  Means  to  Me  (Joe  Good- 
win-Gerald   Griffin-Tames    F.    Hanley) — Tenor 

With  Orch  Gerald  Griffin  10 

4784  Battle  Hymn  of  the  Republic  (Julia  Ward  Howe- 

W.  Steffe) — Baritone  With  (.)rch.  .Ernest  Hare  10 
.-\  New  Melody  to  America  (Lieut.  L.  IMansfield 
Matt) — Baritone  Solo  With  Band  Accomp., 

Ernest  Hare 
With  Lieut.  L.  Mansfield  Matt 
and  His  106th  Infantry  Band  10 

4771  Just  Like  a   Doll   (From  the  jVIusical  Comedy, 

"Springtime  of  Youth")   (Sigmund  Romberg) 

— Fox-trot   .  .  .The  Red  Caps  10 

Tourney's  En<I  (From  the  Musical  Comedy,  "TJp 
She  Goes")  (Harrv  Tierney) — Fox-trot, 

The  Red  Caps  10 

4772  Down  in  i^Iaryland  (Bert  Kalmar-Harry  Ruby)  — 

Fox-trot. 

Vincent  Lopez  and  His  Hotel  Pennsylvania  Orch.  10 
Runnin'  W'ild  (A.  Harrington  Gibbs) — Fox-trot, 
Vincent  Lopez  and  His  Hotel  Peniisylvania  Orch.  10 

4773  Loose  Feet  (Spencer  \\'illiams) — Fox-trot, 

Tampa  Blue    Jazz  Band  10 
Four  o'clock  Blues  (Johnny  Duiin-Gus  Horsiey) 
— Fo.x-trot   Tampa  Blue  Jazz  Band  18 

4774  He  May  Be  Your  Man,  but  He  Comes  to  See 
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der-ful  one,  When  -  ev  -  er  I'm  di-eam-in^.Loveslave-li^ta-^^leam-ing,,  1  see.  

Underfill  One 

Music  b)l  Brics  h  . 

,      PAULWHITEMAN  J^^^'^s 

S^^awa  rcrdie  Urore  oa/rhree  OclachmthcMomin^' 
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ADVANCE  RECORD  BULLETINS  FOR  MAY— (Continued  from  page  190) 


^le  Sometimes  (Lemuel  Fowler) — Fox-trot. 

Original  Six,  George  Kelly,  Director 
W'hoa,    Tillie,    Take    Your    Time!  (Creamer- 
Lay  ton) — Fox-trot, 

Original  Six,  George  Kelly,  Director 

4777  That  Barkin'  Dog  (Jack  Austin) — Fox-trot, 

Markels'  Orch. 

At  the  Weeping  Widows  Ball  (Irving  Newton)  — 
Fox-trot  Tampa  Blue  Jazz  Band 

4778  'Way  Down  Yonder  in  New  Orleans  (Creamer- 

Lay  ton) — Fox-trot, 

Original  Six,  George  Kelly,  Director 
The  Thief  (Fred  Fisher) — Fox-trot, 

Original  Six,  George  Kelly,  Director 

4779  Hello,  Paddy  (Joseph  Meyer)— Fox-trot, 

The    Red  Caps 
Starlight  Bay  (Walter  Donaldson) — Fox-trot, 

The    Red  (Taps 

4780  Hawaiian  Nightingale  (Vaughn  DeLeath) — Waltz, 

Rega  Dance  Orch. 
Bird  Voices  by  Sibyl  Sanderson  Fagan; 
Hawaiian  Guitar  Imitations  by  Virginia  Burt 
Echoes  of  the  Dance  (Echoes  de  Danse)  (Ring- 

Hager) — Waltz   Rega  Dance  Orch. 

Whistling  by  Sibyl  Sanderson  Fagan 
•1783  Aggravatin'  Papa  (Turk-Robinson) — Fox-trot, 

Vincent  Lopez  and  His  Hotel  Pennsylvania  Orch. 
Burning  Sands  (D.  Onivals) — Fox-trot, 
Vincent  Lopez  and  His  Hotel  Pennsylvania  Orch. 
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EDISON  DISC  RE=CREATIONS 


ALREADY  RELEASED 
SPECIALS 
The  74th  Regiment  Band  March, 

United  States  Marine  Band 
Joyce's  71st  N.  V.  Regiment  March, 

United  States  Marine  Band 
Now,  Wouldn't  You  Like  to  Know.' 

Collins  and  Harlan 
Mammy  Blossom's  'Possimi  Party, 

Collins  and  Harlan 

La  Separazione  (The  Separation)  Claudia  Muzio 

Son  pochi  fiori  (Just  a  Few  Flowers)  (L'Amico 

Fritz)   Claudia  Muzio 

iEarie — Nocturne — Piano  Solo  Franz  Falkenburg 

Cara  Memoria — Notturno— Piano  Solo, 

Franz  Falkenburg 

FLASHES 

When  Will  the  Sun  Shine  for  Me  ?— Fox-trot, 

Kaplan's  Melodists 
What's  Your  Hurry? — Fox-trot.  .Kaplan's  Melodists 
I'm  Drifting  Back  to  Dreamland — Waltz, 

Kaplan's  Melodists 

Honeymoon  Chimes — Waltz   Kaplan's  Melodists 

Runnin'  Wild — Fox-trot   Broadway  Dance  Orch. 

Rose  of  the  Rio  Grande — Fox-trot, 

Broadway  Dance  Orch. 
Beale  Street  Mamma — Fox-trot, 

Broadway  Dance  Orch. 
Dearest   (You're  the   Nearest   to   My  Heart)  — 

Fox-trot   •  Broadway  Dance  Orch. 

You've  Got  to   See  Mamma  EvVy  Night — Fox- 
trot  Broadway  Dance  Orch. 

Everything  is  K.O.  in  K.Y.— Fox-trot, 

Kaplan's  Melodists 
Baby    Bun  tin'     ( From    the    Musical  Comedy, 

"Elsie") — Fox-trot   Broadway  Dance  Orch. 

Wonderful  You  (From  "Lady  Butterfly") — Fox- 
trot  Atlantic  Dance  Orch. 

GENERAL  LIST 
Keep  It  Under  Your  Hat— Fox-trot, 

Atlantic  Dance  Orch- 

Russian  Rose — Fox-trot  Broadway  Dance  Orch. 

Bagpipe  Medley  No.  1  Murdoch  MacLeod 

Bagpipe  Medley  No.  2  Murdoch  MacLeod 

At  Dawning  Edith  Gaile  and  Mixed  Chorus 

Rose,  My  Rose  ..William  Bonner  and  Mixed  Chorus 
Laughing  Record — Henry's  Music  Lesson. 

Porters  on  a  Pullman  Train  Collins  and  Harlan 

Keep  It  Under  Your  Hat. Robert  Denning  and  Chorus 
When  Will  the  Sun  Shine  for  Me?, 

George  Wilton  Ballard  and  Chorus 
Day  by  Day  in  Every  Way,  I'm  Getting  Better 

Day  by  Day  Robert  Denning  and  Jack  Holt 

The  Lawn  Swing   Helen  Clark  and  Chorus 

Little  Road  of  Dreams  The  Lyric  Male  Quartet 

Lucky  Jim   Criterion  Quartet 

Dinnie  Donohue  on  "It's  Great  to  Be  Irish," 

William  Cahill 

Call  Again,  Mr,  Calligan  George  McFadden 

Schlummerlied  (Slumber  Song) — Violin  Solo, 

Albert  Spalding 

Minuet  in  G — Violin  Solo   Albert  Spalding 

Good  Morning,  Dearie  (Intro.:  "Rose  Marie")  — 

Medley  Fox-trot   Charlie  Kerr's  Orch. 

A  Silver  Canoe — Fox-trot  Charlie  Kerr's  Orch. 


EDISON  BLUE  AMBEROL  RECORDS 

4711  Why  Am  I  Always  Alone? 

Vernon  Dalhart  Intro.:  Helen  Clark  in  the  Refrain 

4712  The  74th  Regiment  Band  March, 

United  States  Marine  Band 


4713  Down  liy  the  Old  .\pple  Tree, 

Billy  Jones  and  Ernest  Hare 

4714  A  Picture  Without  a  Frame, 

Walter  Scanlan  and  Mixed  Chorus 
5715  Creole  Serenade — Violin  Solo  .  . .  .  Rae  Eleanor  Hall 

4716  To-morrow — Fox-trot  Ernest  L.  Steven's  Trio 

4717  My  Dawg  .\1  Bernard 

4715  Jake,  the  Sheik— Fox-trot. ....  .Atlantic  Dance  Orch. 

4719  Variations  on  "Swanee  River" — Piano  Solo, 

Ferdinand  Himmelreich 

4720  Somewhere  in  Dixie — Banjo  Solo.  .  Shirley  Spaulding 

BLUE  AMBEROL  HITS  FOR  MAY,  1923 

4736  You  Tell  Her— I  Stutter— Fox-trot, 

Kaplan's  Melodists 

4737  Spanish  Rose — Tango   Kaplan's  Melodists 

4738  Mister  Gallagher  and  Mister  Shean — Fox-trot, 

Broadway  Dance  Orch. 

4739  The    Charleston    Blues    (From    Ed.  Harrigan's 

"The  McSorleys" — Fox-trot   ...Kaplan's  Melodists 

4740  The  Pelican — Fox-trot   Kaplan's  Melodists 

AEOLIAN  CO. 

VOCALION  RECORDS 
OPERATIC 

52047  Eri  tu  cho  macchiavi  (Is  It  Thou?) — In  Italian 
— from  Ballo  in  Maschera   (Verdi) — Baritone 

— Aeolian   Orch.   Accomp  Giacomo  Rimini  12 

ST.VNDARD  SELECTIONS 
60004  Si   Mes   Vers    .'Kvaient    den    Ailes    (Were  My 
Songs    With    Wings    Provided) — In  French 
(Hahn) — Soprano — Harp  Accomp.  by  J.  Dell'- 

Aquila   Evelyn   Scotney  10 

The   Robin's  Song   (White-Perkins) — Soprano — 

Aeolian  Orch.  Accomp  Evelyn  Scotney  10 

30168  Nichavo  {Nothing  Matters)    ( (Zuccoa-Jerome) — 
Baritone — Aeolian  Orch.  Accomp., 

John  Charles  Thomas  10 
35018  Ma  Curly  Headed  Eabby  (Clut.sam)— Soprano— 

Orch.  Accomp  Daisy  Lou  McHamer  10 

Scenes  That  Are  JSrightest   (from  "Maritana") 

— Soprano — Orch.    .\ccomp  Esther   Nelson  12 

24039  That  Tumble  Down  Shack  in  Athlone  (Sanders- 
Pascoe) — Tenor — Orch.  Accomp., 

Colin  O'More  10 
Tlie   Little  Lilac   Garden   (Osgood-Johnstone)  — 

Tenor — Orch.    .\ccomp  Colin    r)'More  10 

20010  Last   Night    (Sehnsucht)    (Kjerulf)— Soprano— 

Orch.    Accomp  Sara    Kouns  10 

14526  The   Road   to  .  Bally   Brae    (Speaks-Edelman)  — 

Tenor — Orch.    Accomp  Reed   Miller  10 

The     Minstrel     Boy      (Moore) — Tenor — Orch. 

Accomp  Charles    Hart  10 

14536  Follow  the  Piper  (Rigg) — Orch.  Accomp., 

J.   Burlington   Rigg  10 
My  Dear  Auld  Home  (Rigg) — Orch.  Accomp., 

J.    Burlington    Rigg  10 
INSTRUMENTAL  SELECTIONS 
70001  Meditation       (Thais)       (Massenet)— Violinist- 
Piano  Accomp.  by  Helen  Hamilton, 

Sasha   Culbertson  12 
Dance    of    the    Goblins    (Bazzini) — Violinist — 
Piano  Accomp.  by  Helen  Hamilton, 

Snsha   Culbertson  12 
35017  Walkure  (The  Ride  of  the  Valkyries)  (Richard 

Wagner)  Aeolian    Symphony  (Drchestra 

Conducted  by  Gennaro  Papi 
Metropolitan  Opera  House  Conductor  12 
Rakoozy  (Himgarian  March,  Opus  24)  (Damna- 
tion of  Faust)  (Berlioz), 

Aeolian  Symphony  Orchestra 
Conducted  by  Gennaro  Papi 
Metropolitan  Opera  House  Conductor  12 
14525  Up  the  Street  (Robert  G.  Morse) — March, 

Lieut.   Francis  W.  Sutherland 
and  His  7th  Regiment  Band  10 
Our  Director   (Bigelow) — March, 

Lieut.   Francis   W.  Sutherland 
and  His  7th  Regiment  Band  10 
HAWAIIAN  INSTRUMENTAL 

14524  Mari,  Mari!   (di  Capua)— Violin  and  Guitars, 

Ferrera  Trio  10 
O   Sole  Mio   (O,  Sun  I  Love!)    (di  Capua)  — 

Violin  and  Guitars  Ferrera  Trio  10 

POPULAR  SONGS 

14525  Crying    For    You     (Miller-Cohn) — Tenor — Sel- 

vin's  Orch.  Accomp  Irving  Kaufman  10 

Honeymoon    Time    (^Ceaser-Weil) — Tenors — Sel- 
vin's   Orch.  Accomp., 

Irving  and  Jack  Kaufman  10 
14529  Wanita    (Wanna   eat.   Wanna   eat)    (Sam  Cos- 
lo%v) — Tenor — Selvin's  Orch.  Accomp., 

.    ^  '  Billy  Jones  10 

Maxie  Jones  (King  of  the  Saxiephones)  (Wend- 
ling-Leslie-Clarke) — Baritone — Selvin's  Orch. 

Accomp  Al    Bernard  10 

14534  Love    Sends    a    Little   Gift    of    Roses  (Cooke- 
Openshaw) — Tenor — Orch.  Accomp., 
,„     ^  Sam  .\sh  10 

I'll    Take    You    Home    Again.    Pal    O'  Mine 
(Sacre-Dixon) — Tenor — Orch.  Accomp., 

„  .  Charles   Hart  10 

DANCE  SELECTIONS 

14527  Loose  Feet  (Spencer  Williams) — Fox-trot. 

The  Original   Memphis   Five  10 
The  Great  White  Way  Blues  (Signorelli-Papol- 


som) — Fox-trot.  .  .The  Original  Memphis  Five 

14530  After  Every  Party    (Burnett-Freed) — Waltz, 

The  Bar  Harbor  Society  Orchestra 
Red  Moon    (Kortlander) — Waltz, 

The  Bar   Harbor  Society  Orchestra 

14531  Am  I  to  Blame?  (Elages-Pazioli)--Fox  trot. 

The  Boardwalk  Orchestra 
Think  of  Me  (.\l  Eldridge)— Fox  trot, 

The  Boardwalk  Orchestra 

14532  Bambalina     (From     "Wildflower")  (Youmans- 

Stothart)   Selvin's  Orchestra 

Argentine    (From    ''Caroline")  (Kunneke-Good- 
man-Smith) — Fox-trot  Selvin's  Orchestra 

14533  Wet  Yo'  Thumb  (Cooper-Akst)— Fox-trot, 

Emil  Coleman  and  His  Montmartre  Orchestra 
Nothing  But  (Busse-Grofe-Ward) — Fo.x-trot, 
Emil  Coleman  and  His  Montmartre  Orchestra 
14537  Crying  For  You  (Miller-Cohn) — Fox-trot, 

Ben  Bernie  and  His  Orchestra 
Swinging   Down   the   Lane    (Jones-Kahn) — Fox- 
trot Ben  Bernie  and  His  Orchestra 


10 
10 


10 
10 


10 
10 


10 
10 


10 
10 


10 


5031 
5032 
5033 

5048 

5050 
5051 

5052 

5053 
5054 

5055 
5056 
5060 

5061 

5062 

5063 

5064 
5066 


GENNETT  LATERAL  RECORDS 


Gennett     Physical     Culture — Exercise     No.  1, 
Exercise  No.  2, 

Prepared  under  the  supervision  of  C.  A.  Nichols 
Gennett     Physical     Culture — Exercise     No.  3, 
Exercise  No.  4, 

Prepared  under  the  supervision  of  C.  A.  Nichols 
Gennett     Physical     Culture — Exercise     No.  5. 
Exercise  No.  6, 

Prepared  under  the  supervision  of  C.  A.  Nichols 
Gennett     Physical    Culture — Exercise     No.  7, 
Exercise  No.  8, 

Prepared  under  the  supervision  of  C.  A.  Nichols 
Gennett     Physical     Culture — Exercise     No.  9, 
Exercise  No.  10, 

Prepared  under  the  supervision  of  C.  A.  Nichols 
Gennett    Physical    Culture — Exercise    No.  11, 
Exercise  No.  12, 

Prepared  under  the  supervision  of  C.  A.  Nichols 
Are  You  Playing  Fair?   (Cohen-Siegrist) — One- 
step   Jack  I'-oster  Crawford  and  His  Orch. 

One  More  Dance  (Curtis-Polla)  —  Fox-trot, 

Jack  Foster  Crawford  and  His  Orch. 

The  Lady  and  the  Parrot — Novelty  Van  &  Bell 

Imitation  of  Birds  and  .Animals — Novelty, 

Van  &  Bell 
136th    U.    S.    A.    Field    Artillery  (Fillmore)— 

March.. The  .-Krmco  Band;  Frank  Simon,  Director 
Men  of  Ohio   (Fillmore) — March. 

The  .\rmco  Band;  F'rank  Simon,  Director 
Dreamy     Melody     (Magine-Koehler-Naset)  — 

Waltz  Call  of  the  North  Orch., 

Art  Landry,  Director 
Little    Rover    (Don't    Forget    to    Come  Back 
Home)    (Donaldson) — Fox-trot, 

Lanin's  Famous  Players 
Secrets   (Sobel-Carleton) — Fo.x-trot, 

Call  of  the  North  Orch.,  Art  Landry,  Director 
Peggy  Dear  (Freed-Arnheim-Lyman) — Fox-trot, 

Glantz's  Metropolitan  Players 
Mamma's  Pet  and  My  Love  Is  on  the  Ocean 
(Irish  Reel  Medley) — Irish  Pipes,  Accordion 
and  Piano, 

Tom  Ennis,  Redie  Johnson,  John  Muller 
Cook  in  the  Kitchen   (Irish  Jig) — Irish  Pipes, 
Accordion,  Piano  and  Violin. 

Tom  Ennis,  Redie  Johnson. 
John  Muller  and  Tom  Quigley 
Little  Rover  (Don't  Forget  to  Come  Back  Home) 

(Kahn-Donaldson) — Baritone   Ernest  Hare 

Down  By  the  Old  .\pple  Tree  (Wilson-Brennan) 

— Tenor  and  Baritone.  .Billy  Jones  and  Ernest  Hare 
Carolina   in   the   Morning    (Kahn-Donaldson)  — 

Baritone   Ernest  Hare 

Georgia    Cabin    Door    (Parish- Young-Squires) — 

Baritone   Ernest  Hare 

Laughin',  Cryin'  Blues  (Grainger-Ricketts) — Fox- 
trot  Ted  Claire  Snappy  Bits  Band 

Chas.  A.  Watson,  Director 
Aggravatin'  Papa  (Turk-Robinson), 

Mandy  Lee  and  Ladd's  Black  Aces 
Away  Down  East   in  Maine   (Donaldson) — Fo-x- 

trot   Martucci  and  His  Orch. 

One   Night   in   June    (Snyder-Lange-Klapholz)  — 

Fox  trot   Martucci  and  His  Orch. 

When   You  and  I   Were  Young,   Maggie  (But- 

terfield) — Violin,  ^Cello  and  Piano  Taylor  Trio 

Home,  Sweet  Home  (Payne) — Violin,  'Cello  and 

Piano   Tavlor  Trio 

Let   Me   Call   You   Sweetheart  (Friedman-Vvhit- 

■wn)   '  Art  Payne  and  His  Orch. 

Some  Winter  Night  (Kortlander), 

.\rt  Payne  and  His  Orch. 

Jingle  Bells   .\rt  Payne  and  His  Orch. 

You've  Got  to  See  Your  Mamma  Every  Night 

(Rose-Conrad)   Art  Payne  and  His  Orch. 

Fiddle  Solo   (A)    Liverpool   Hornpipe,    (B)  Du- 
rang's    Hornpipe  —  Piano    Accomp.,  Saloma 

Dunlap   Wm.  B.  Houchens 

Fiddle  Solo  (A)  Devil's  Dream,  (B)  Money  Musk 

(Continued  on  page  192) 
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—Piano  Accomp.,  Saloma  Dunlap, 

Wm.  B.  Houchens 
505S  Pod   Dubeni,   Za    Dubem    (Czecho-Slovak)— Folk 

Song)   Jozef  Kalinan,  So  sprievodom  orcestry 

Anduiko  Me  Dite  (Czecho-Slovak) — Folk  Song, 

Jozef  Kalman,  So  sprievodom  orcestry 
5059  Nad    Tatron    Sa    Blyska    (Czecho-Slovak) — Folk 

Song   Jozef  Kalman,  So  sprievodom  orcestry 

Pod   'iym   Nasim   Okeneckom    (Czecho-Slovak)  — 
Folk  Song  ..Jozef  Kalman,  So  sprievodom  orcestry 
5065  In   Einem   Kiihlen   Grunde    (Volkslied) — German 
Folk  Song — Baritone — Mit  (Jrchesterbegleitung, 

Joseph  Kalman 
Gliihwurmchen  (Volkslied) — German  Folk  Song — 
Duet,    Sopran    und     Bariton — Mit  Orchester- 

begleitung  Mae  Sussman  und  Joseph  Kalman 

5067  Sokszor  Ugy  Szeretnik  Sirni  (Zerkovitz  liela)  — 
Hungarian  Soprano  Solo — Piano  Accomp.,  Mary 

Luring  Campbell   Miss  Louise  Fernald 

Siro  Akkordok  (Fuzy  Istvan) — Hungarian  So- 
prano Solo — Piano  Accomp.,  Mary  Luring 
Campbell   Miss  Louise  Fernald 


EMERSON  RECORDS 


10598 


10600 


10601 


10602 


10594 


10603 


10604 


10605 


10606 


10607 


10608 


10609 


UP-TO-THE-MINUTE  DANCE  HITS 
Farewell       Blues       (Kappolo-Mares-Sclioebel)  — 

Blues  Fox-trot   Lada's  Orchestra 

By  the  Shalimar  (Frank  Magine) — Fox-trot, 

Lada's  Orchestra 
Bambalina  (Vincent  Youmans) — Fox-trot, 

Emerson   Dance  Orch. 
Gone    But    Still    in   My    Heart    (Ley-David)  — 

Fox-trot  Harry  Stoddard  Orch. 

Honeymoon     Chimes      (Mary      Earl) — Novelty 

Waltz   Emerson  Dance  Orch. 

Waltzing    the    Blues    (Clarence  Gaskill): — Nov- 
elty Waltz   Harry  Stoddard  Orch. 

Wildfiower  (Vincent  Youmans) — Fox-trot, 

Phil  Ohman's  Trio 
Everything    is     K.O.     in     Kentucky  (Egraan- 

Whiting) — Fox-trot  Phil   Ohman's  Trio 

LATEST  SONG  HITS 
Any    Place    That    I    Make    Money    Is  Home 
Sweet    Home    to    Me     (Tracy-Dougherty) — 
'Tenor  and  Baritone  Duet — Orch.  Ace, 

Irving  and  Jack  Kaufman 
Who's    Sorry    Now?     (Kalmar-Ruby-Snyder) — 

Tenor  Solo — Orch.  Acc  Irving  Kaufman 

You've  Gotta  Come   See  Mamma   Every  Night 
(Rose-Conrad) — Character  Song, 

Lizzie  Miles  and  Her  Creole  Jazz  Hounds 
Tell  Me  Gypsy   (Spencer  Williams) — Character 

Song. ..  Lizzie  Miles  and  Her  Creole  Jazz  Hounds 
Love    Will    Find    a    Way  (Miller-Lyle-Sissle- 
Blake)— Ballad, 

Noble  Sissle  and  His  Sizzling  Syncopators 
Royal    Garden    Blues    (Clarence    and  Spencer 
Williams) — Blues  Novelty, 

Noble  Sissle  and  His  Sizzling  Syncopators 
Arkansas     Blues      ( Williams- Lada) — A  Down 

Home  Chant  Noble  Sissle  acc.  by  Eubie  Blake 

Loveless  Love  (C.  W.  Handy) — Blues  Ballad, 

Noble  Sissle  and  His  Sizzling  Syncopators 
STANDARD  SELECTIONS 
My  Wild  Irish  Rose  (Chauncey  Olcott) — Tenor 

Solo — Orch.    Acc  Walter  Scanlan 

Kathleen  JNIavourneen — Tenor  Solo — Orch.  Acc, 

Charles  Harrison 
Pretty  Kitty  Kelly  (Pease-Nelson)— Tenor  Solo 

— Orch.   Acc  Walter  Scanlan 

That  Tumble  Down  Shack  in  Athlone  (Pascoe- 
Carlo-Sanders) — Tenor  Solo — Orch  Acc, 

Hugo  Donovan 
Baltimore   Centennial   March    (Victor  Herbert) 

March   Bergh's  Concert  Band 

Invincible  Eagle  (John  Philip  Sousa) — March, 

Bergh's  Concert  Band 
Softly    and    Tenderly    (Will    L.    Thompson)  — 
Tenor  and  Baritone  Duet — Orch  Acc, 

Lane  Rogers  and  Reed  Miller 
Softly   Now   the    Light   of   Day    (Gottschalk)  — 
Tenor  and  Baritone  Duet — Orch.  Acc, 

John  Young  and  Fred  Wheeler 


PATHE  PHONOGRAPH  &  RADIO  CORP. 

(Actuelle  Records) 

STANDARD 

020922  Annie  Laurie   Mr.  X 

Where  the  River  Shannon  F'lows  Mr.  X 

INSTRUMENTAL 

020923  Serenade  (Schubert)— Violin  Solo  Ben  Scherzer 

Caprice   Viennois   (Kreisler) — Violin  Solo, 

Ben  Scherzer 

OPERATIC 

025104  William  Tell  "Romance"  (Rossini) ..  Claudia  Muzio 
Bal   Masque    "Ma   dall'    arido   stelo  divulsa" 

(Verdi)  (In  Italian)   Claudia  Muzio 

025105  March  Fantasique  (Ganz) — Piano  Solo, 

Rudolph  Ganz 

To  Spring  (Grieg) — Piano  Solo   Rudolph  Ganz 

BLUES 

020925  Beale  Street  Blues— Fox-trot, 

Wadsworth  Novelty  Dance  Orch. 
The  Weary  Blues — Fox-trot, 

Wadsworth  Novelty  Dance  Orch. 

020926  The  St.  Louis  Blues— Fox-trot, 

Wadsworth  Novelty  Dance  Orch. 
Yellow  Dog  Rag — Fox-trot, 

Wadsworth  Novelty  Dance  Orch. 

020927  Ringtail  Blues— Fox-trot, 

Wadsworth  Novelty  Dance  Orch. 
Sensation — One-step.  Wadsworth  Novelty  Dance  Ore 

020928  Clarinet  Marmalade — One-step  ..Jim  Europe's  Band 
Russian  Rag — Fox-trot   Jim  Europe's  Band 

020929  That  Moaning  Trombone— One-step, 

Jim  Europe's  Band 

Memphis  Blues — Fox-trot  Jim  Europe's  Band 

DANCE 

020930  Wildfiower  "Bambalina"— Fox-trot, 

Max  Terr  and  Orch. 
Lady  Butterfly  "Wonderful  You" — Fox-trot, 

Max  Terr  and  Orch. 

020931  Caroline  "Argentine" — Fox-trot, 

Max  Terr  and  Orch. 
Caroline  "The  Man  in  the  Moon" — Waltz, 

Max  Terr  and  Orch. 

020932  No  One  Loves  You  Any  Better  Than  Your 

M-A-Double  M-Y — Fox-trot.. J.  Samuels  and  Orch 
Maxie  Jones — Fox-trot  J.  Samuels  and  Orch. 

020933  By  the  Shalimar— Fox-trot, 

S.  Lanin  and  Arcadia  Orch. 
Carolina  Mammy — Fox-trot, 

S.  Lanin  and  Arcadia  Orch. 

020934  Wet  Yo'  Thumb— Fox-trot, 

S.  Lanin  and  Arcadia  Orch. 
Snake's  Hips — Fox-trot, 

Don  Parker's  Western  Melody  Boys 

020935  Wonderful  One— Waltz  Casino  Dance  Orch. 

Good-Night — Waltz   Casino  Dance  Orch. 

120936  While  You  Were  Making  Believe— Fox-trot, 

Casino  Dance  Orch. 
You  Said  Something  When  You  Said  Dixie — 
Fox-trot   Casino  Dance  Orch. 


020937  Everything  Is  K.  O.  in  K.-Y., 

Don  Parker's  Western  Melody  Boys 
Rose  of  Brazil — Fox-trot, 

Don  Parker's  Western  Melody  Boys 

020938  That  Red  Head   Gal— I- ox-trot— Vocal  Chorus, 

Hugh  Latimer   Original  Memphis  Five 

I    Never   Miss   the    Sunshine — i' ox-trot — Vocal 
Chorus,  Hugh   Latimer. .  .Original  Memphis  Five 
POPULAR  VOCAL 

020948  Stormy  Weather  Pal   Charles  Cinway 

I'll  Take  You  Home  Again,  Pal  o'  Mine, 

Frank  Sterling 

NEGRO  VOCAL 

020949  Laughin',  Cryin'  Blues, 

Sister  Harris  and  Nubian  Five 

Beale  Street  Mamma, 

Sister  Harris  and  Nubian  Five 

020950  Voo-Doo   Sister  Harris  and  Nubian  Five 

Don't  Make  a  Dog  Out  of  Me, 

Sister  Harris  and  Nubian  Five 


BANNER  RECORDS 


1176 

1177 

1178 

1179 
1180 
1181 

1182 
1183 
1184 
1185 
1186 

2095 

2096 
2097 

2094 


DANCE  RECORDS 
Saw  Mill  River  Road — F'ox-trot, 

Hollywood  Dance  Orch. 

Starlight  Bay — Fox-trot  Roseland  Dance  Orch. 

Bambalina  (From  "Wildfiower")— Fox-trot, 

Roy  Collins'  Orch. 
Apple  Sauce — Fox-trot  .  .Jos.  Samuels  and  His.  Orch. 
The  Great  White  Way  Blues — Fox-trot, 

Original  Memphis  Five 

Papa   Blues — Fox-trot   Original  Memphis  Five 

Honeymoon  Chimes — Waltz  .  .  Clark's  Marimba  Orch. 
After  Every  Party — Waltz.Jos.  Knecht's  Dance  Orch. 

Crying  for  You — Fox-trot  Roseland  Dance  Orch. 

Eleanor — Fox-trot   Jos.  Samuels  and  His  Orch. 

Farewell  Blues — Fox-trot. Them  Six  Black  Diamonds 
Maxie  Jones   (King  of  the   Saxophones) — Fox- 
trot  Roy  Collins'  Orch. 

You  Said  Something  When  You  Said  Dixie — 

Fox-trot   Sam  Lanin's  Orch. 

Aunt  Hagar's  Blues — F'ox-trot. ...  Sara  Lanin's  Orch. 

POPULAR  VOCAL  RECORDS 
Down  in  Maryland — Tenor  Solo — Orch.  Accomp., 

Vernon  Dalhart 
No  One  Loves  You  Like  Your  M-A-Double  M-Y 

— Duet — Orch.  Accomp  Thomas  and  West 

Barney  Google — Comedy  Duet — Orch.  Accomp., 

Thomas  and  West 
I  Love  Me — Comedy  Duet — Orch.  Accomp., 

Billy  West 

Out    Where    the    Blue    Begins — Tenor    Solo — 
Orch.  Accomp  Hugh  Donovan 

Sunset  Trail  of  Gold — Duet — Orch.  Accomp., 

Hugh  Donovan  and  Everett  Clark 

Seven   or  Eleven    (My   Dixie   Pair   o'   Dice)  — 
Comedy  Solo — Orch.  Accomp  Al  Bernard 

Who  Did  You  Fool,  After  All?— Tenor  Solo— 

Orch.  Accomp  Arthur  Hall 

HAWAIIAN  RECORD 

La  Paloma — Hawaiian  Guitars, 

Ferera  and  F'ranchini 

Ciribiribin — Hawaiian  Guitars, 

Ferera  and  Franchini 
STANDARD  RECORDS 
Barnyard   Medley — Quartet.  .National   Male  Quartet 
Southern   Medley — Quartet.  . National   Male  Quartet 
The    Last    Rose    of    Siunmer — Soprano    Solo — 

Orch.  Accomp  Elizabeth  Spencer 

Comin'    Thru    the    Rye — Soprano    Solo — Orch. 

Accomp  Elizabeth  Spencer 

JEWISH  RECORD 
Mister  Gallagher  and  Mister  Shean — Part   1 — 

Comedy  Duet — -Orch.  Accomp. .M.  Z.  Feinman  Bros. 
Mister  Gallagher  and  Mister  Shean — Part  2 — 
Comedy  Duet — Orch.  Accomp.. M.  Z.  F'einman  Bros. 


GLOBE  RECORDS 


7218  By  the  Shalimar — Fox-trot  Coreyfonic  Orchestra 

Gone,  But  Still  In  My  Heart — Fox-trot, 

Orpheum  Melody  Masters 

7219  When  Will  the  Sun  Shine  for  Me  ?— Fox-trot, 

Orpheum  Melody  Masters 
Everything  is  K.  O.  in  K-Y. — Fox-trot, 

Orpheum  Melody  Masters 
7209    The  Waltz  of  Love— Waltz, 

Symphonia  Dance  Orchestra 
Honey,  Dat's  All— Waltz, 

Symphonia  Dance  Orchestra 
7217    Crying  for  You — Tenor  Solo — Orch.  Acc, 

Arthur  Hall 
Carolina  Mammy — Baritone  Solo — Orch.  Acc, 

Ernest  Hare 

7220  You   Know   You   Belong  to   Somebody   Else — 

Tenor  Solo — Orch.  Acc  Billy  Jones 

Barney  Google — Tenor  Solo — Orch.  Acc, 

Billy  Jones 

7216    Laughin',  Cryin'  Blues — F'ox-trot, 

Original  Memphis  Five 
If  Your  Man  Is  Like  My  Man  I  Sympathize 
With  You — Fox-trot   Original  Memphis  Five 

5119  Absent — Tenor  Solo — ^Orch.  Acc. ...  Charles  Harrison 
A  Perfect  Day — Contralto  Solo — Orch.  Acc, 

Louise  Terrell 

5120  Sweet  and  Low — Male  Voices  Stellar  Quartet 

Sally  in  Our  Alley — -Male  Voices.  .Criterion  Quartet 

5121  Spring  Song — Violin  Solo  Maximilian  Rose 

Meditation  (From  "Thais") — Violin  Solo, 

Milan  Lusk 

5122  Cohen  at  the  Wedding — Comic  Monologue, 

Monroe  Silver 
Cohen  at  the  Telephone — Comic  Monologue, 

Monroe  Silver 

5123  Let     the     Lower     Lights     Be     Burning — Male 

Voices   Criterion  Quartet 

Holy,  Holy,  Holy — Male  Voices. ..  Cathedral  Quartet 

BLACK  SWAN  RECORDS 

STANDARD  VOCAL 
7106  There    Is    a    Green    Hill    Far    Away — Soprano 

with   Orch  Hattie  King  Reavis 

I'm   So   Glad   Trouble   Don't   Last   Alway — So- 
prano with  Orch  Hattie  King  Reavis 

RELIGIOUS 

2031  The  Holy  City — Tenor  with  Orch.  ..  .Lorenzo  Wells 

Jesus  I  Come — Tenor  with  Orch  Lorenzo  Wells 

2033  Christians  Awake — Tenor — Piano  Acc, 

Ivan   H.  Browning 

My  Task — Tenor — Piano  Acc  Ivan  H.  Browning 

2046  Rise  and  Shine — Spiritual.  .Harrod's  Jubilee  Singers 
Way    Over   Jordan — Spiritual, 

Harrod's  Jubilee  Singers 
HUMOROUS  RECITATIONS 
2112  Honey  You  Sho'  Looks  Bad — Elocutionist, 

Winter  Wood 
When  de  Co'n  Pone's  Hot — Elocutionist, 

Chas.  Winter  Wood 

BLUES 

14140  Laughin'  Cryin'  Blues — Orch  Acc  Julia  Moody 

Starvin'  For  Love — Orch.  Acc  Julia  Moody 


14141  I  Want  To— Acc.  by  F.  H.  Henderson, 

Isabelle  Washington 
That's  Why  I'm  Loving  You — Acc.  by  F.  H. 

Henderson   Isabelle  Washington 

DANCE  RECORDS 

2113  That  Red  Head  Gal  Sammy  Swift's  Jazz  Band 

You  Said  Something  When  You  Said  Dixie, 

Sammy  Swift's  Jazz  Band 

2114  Who  Cares   Fred  Smith's  Society  Orch. 

The  World  Is  Waiting  for  the  Sunrise, 

Fred  Smith's  Society  Orch. 

2115  Little    Rover  Laurel   Dance  Orchestra 

Love  Sends  a  Little  Gift  of  Roses, 

Laurel  Dance  Orchestra 


REGAL  RECORDS 


DANCE  RECORDS 

9452  Crying  for  You — Fox-trot  Sam  Lanin's  Orch. 

Starlight  Bay — Fox-trot   Sam  Lanin's  Orch. 

9453  Saw  Mill  River  Road— Fox-trot, 

Majestic  Dance  Orch. 
Eleanor — Fox-trot   Jos.  Samuels  and  His  Orch. 

9454  After  Every  Party — Waltz, 

Jos.  Knecht's  Dance  Orch. 
Honeymoon  Chimes — Waltz  Xylo  Novelty  Orch. 

9455  Papa  Blues — Fox-trot   Original  Memphis  Five 

The  Great  White  Way  Blues — Fox-trot, 

Original  Memphis  Five 

9456  Bambalina  (From  "Wildfiower") — Fox-trot, 

Majestic  Dance  Orch. 
Aunt  Hagar's  Blues — Fox-trot. Roseland  Dance  Orch. 

9457  You   Said  Something  When  You   Said  Dixie — 

Fox-trot   Roseland  Dance  Orch. 

Maxie  Jones   (King  of   the   Sa.xophones) — Fox- 
trot  Majestic  Dance  Orch. 

9458  Farewell  Blues — Fox-trot.  .  .The  SLx  Black  Diamonds 
Apple  Sauce — Fox-trot  ....The  Six  Black  Diamonds 

POPULAR  VOCAL  RECORDS 

9459  Barney  Google — Comedy  Duet — C)rch.  Accomp., 

Thomas  and  West 
No  One  Loves  You  Like  Your  M-A-Double  M-Y 
— Duet — Orch.  Accomp  Thomas  and  West 

9460  Down  in  Maryland — Tenor  Solo — Orch.  Accomp., 

Vernon  Dalhart 
Who  Did  You  Fool,  After  All?— Tenor  Solo— 
Orch.  Accomp   Arthur  Hall 

9461  Seven  or  Eleven   (My  Dixie  Pair  o'  Dice) — 

Comedy  Solo — Orch.  Accomp  Al  Bernard 

I  Love  Me — ^Comedy  Solo — Orch.  Accomp., 

Billy  West 

9463  Out    Where    the    Blue  Begins — Tenor  Solo — 

Orch.  Accomp  Billy  Burton 

Sunset  Trail  of  Gold — Duet — Orch.  Accomp., 

Billy  Burton  and  Everett  Clark 
HAWAIIAN  RECORD 

9462  La  Paloma — Hawaiian  Guitars, 

Ferera  and  Franchini 

Ciribiribin — Hawaiian  Guitars, 

Ferera  and  Franchini 
STANDARD  RECORDS 

9464  Southern  Medley — Quartet.  ...  National  Male  Quartet 
Barnyard  Medley — Quartet  ..National  Male  Quartet 

9465  Comin'    Thru    the    Rye — Soprano    Solo — Orch. 

Accomp  Elizabeth  Spencer 

The    Last    Rose    of    Summer — Soprano    Solo — 
Orch.  Accomp  Elizabeth  Spencer 

9466  Home,    Sweet    Home  —  Soprano    Solo  —  Orch. 

Accomp   Elizabeth  Spencer 

Love's  Old  Sweet  Song — Vocal  Quartet, 

Stellar  Quartet 

VIOLIN  RECORD 
9468  Schubert's  Serenade — Violin  Solo — Orch.  Accomp., 

Leopold  Lichtenberg 
Traumerei — Violin  Solo — Orch.  Accomp., 

Leopold  Lichtenberg 
COMEDY  RECORD 

9467  Cohen  at  the  Opera — Comic  Monologue, 

Monroe  Silver 
Cohen,  the  Politician — Comic  Monologue, 

Monroe  Silver 

JEWISH  RECORD 
9451  Mister   Gallagher  and   Mister   Shean — Part   1  — 

Comedy  Duet — Orch.  Accomp. .M.  Z.  Feinman  Bros. 
Mister  Gajlagher  and  Mister  Shean — Part  2 — 
Comedy  Duet — Orch.  Accomp. .M.  Z.  Feinman  Bros. 


STRONG  RECORDS 


LATEST  DANCE  HITS 

10004  Down    Among    the    Sleepy    Hills  of 

Tennessee — Fox- trot. 
Beside  a  Babbling  Brook — Fox-trot. 

10005  March  of  the  Mannikins — Fox-trot. 
Tut  Ankh  Amen. 

10006  Just  for  One  Night— Waltz. 
Bambalina — Fox-trot. 


Ten-Ten- 


5001 

5002 
5004 

5003 

5008 
5009 

5006 

5007 


RED  LABEL 
Ivan  Frank,  Tenor — in  German 
Komm,   Mein   Schatz,   wir  trinken  ein   Likorchen — 
Fox-trot. 

(Come,   My   Sweetheart,   We'll   Drink   a  Glass  of 
Liqueur). 

Gestern  Nacht,  hab'  ich  Marie  nach  Haus  gebracht! 

• — One-step. 
(Last  Night  I  Saw  Marie  Home.) 
Ira  Hotel  zur  "Nachtigall" — One-step.  ■ 
(In  the  "Nightingale"  Hotel.) 

Komm,   mein   Lieschen-Lieschen-Lieschen — Fox-trot. 

(Come  to  Me,  My  Lizzie,  Lizzie,  Lizzie.) 

■VVenn  die  Wolken  iiber  Hamburg  zieh'n — Fox-trot. 

(When   the   Clouds   Float  Over  Hamburg) 

■Was  ist  denn  mit  der  Paula  los? — One-step. 

(What  Is  Wrong  With  Paula?) 

Lucie  Westen,  Soprano — In  German 
Mein  Liebchen  weine  nicht 
(Don't  Cry,  My  Dear) 
Piippchen  Liese 
(Lizzie,  the  Dolly) 

Carl  Frischer,  Comic — in  German 
Die  ganze  Welt  lacht 
Die  ganze  Welt  schimpft 
Der  Janitor 
Das  fidele  Begrabnis 

INSTRUMENTAI^JEWISH 

Fun  der  Chupe  Abe  Schwartz  and  His  Orchestra 

Russian  Cher  Abe  Schwartz  and  His  Orchestra 

Abraham  Mosko witch.  Tenor — in  Jewish 
Mein  Schwiger 
Mamenue  Lubinue 


The  Tri-State  Talking  Machine  Co.,  of  El 
Paso,  Tex.,  recently  staged  an  unusually  inter- 
esting window  display  showing  the  development 
of  the  Victrola  from  the  first  comparatively 
crude  types  manufactured  by  the  Victor  Talk- 
ing Machine  Co.  to  the  models  of  the  present. 
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BILL  TO  PROTECT  NAME-PLATES 

Measure  Introduced  in  Massachusetts  Legisla- 
ture and  Killed  Would  Have  Made  the  Trans- 
fer of  a  Trade-mark  a  Penal  Offense 


ments  from  having  identifying  marks  removed 
and  placed  on  inferior  instruments.  The  bill 
was  finally  killed  in  the  Senate,  owing  to  the 
fact  that  there  was  little  or  no  pressure  brought 
to  bear  in  favor  of  its  passage. 


There  was  introduced  in  the  Massachusetts 
Legislature  recently  a  bill  providing  heavy  pen- 
alties for  tampering  with,  or  obliterating,  trade- 
marks and  name-plates  on  pianos  and  talking 
machines;  with  the  object,  it  was  declared,  of 
protecting  manufacturers  of  high-grade  instru- 
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SELLING  MUSICAL 
MERCHANDISE 

By  J.   R.  FREW 

This  is  a  practical  book  that  describes 
the  methods  pursued  by  a  successful 
music  dealer  in  conducting  his  musical 
merchandise  departments.  It  covers 
every  routine  problem  incident  to  es- 
tablishing and  operating  a  depart- 
ment devoted  to  band  and  orchestra 
instruments. 

This  branch  of  the  music  industry 
has  had  a  very  prosperous  year  and 
an  excellent  opportunity  awaits  other 
dealers  who  take  it  up.  It  requires  a 
small  investment,  gets  quick  turnover, 
involves  no  risk  and,  in  addition  to 
being  highly  profitable  itself,  increases 
the  sale  of  talking  machines,  records, 
etc.,  and  helps  make  a  given  store  the 
music  center  of  its  community. 
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Edward  Lyman  Bill,  Inc. 

373  Foarth  Avenue,  New  York. 

You  may  send  me,  on  five  days'  free  inspec- 
tion, your  book  SELLING  MUSICAL  MER- 
CHANDISE. I  agree  to  return  it  to  you 
within  five  days,  or  remit  $2.00 
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TURN  UP 


LIFT  UP 


TWO  WAYS 
)  CHANGE  THE 
NEEDLE 


(me  SCOTFORD  TONEARM 
&  SXJPERIOR  REPRODUCER 


HOW  TO  SELL  A  PHONOGRAPH 

<vZo  the  Dealer  or  Salesman: 

^CTie  Scotford  Tonearm  and  Superior  Reproducer  are  used  by  a  number  of 
manufacturers  of  hi^  ferade  phonographs.  If  your  store  handles  any  one  of 
these  instruments  you  can  increase  your  sales  and  profits  by  thoroughly  learn- 
ing and  then  informing  the  customer  of  the  "Twelve  Points"  of  superiority 
^ven  below.  Remember  it  is  no  proof  of  selling  ability  to  take  an  order  for  a 
phonograph,  the  preference  for  which  has  been  fixed  in  the  customer's  mind 
by  bi^  national  advertising  cam paifens.  Such  order  taking  proves  the  power  of 
advertising — not  the  sagacity  of  salesmanship.  The  saving  in  advertising  cost 
is  made  up  for  by  extra  quality  and  extra  profit  for  the  store  in  the  Scotford 
equipped  instrument.  There  is  a  better  future  for  the  business  in  the  lasting 
satisfaction  of  the  purchaser  who  takes  an  instrument  of  genuine  music  into  his 
home.  Give  the  customer  a  comparison  of  tone  on  all  the  different  makes .  If  he  is 
not  deaf,  he  must  appreciate  the  extraordinary  difference  in  tone — theScotford's 
genuine  musical  reproduction,  without  the  metallic  sharpness,  and  without  the 
scratch.  Then  prove  yourself  not  an  ordertaker  but  a  salesmaker  by  continuing 
with  a  detailed  explanation  of  why  the  Scotford  is  better  as  analyzed  in  the 
'  'Twelve  Points . " 

Keep  the  tonearm  unscrewed  at  the  base,  so  you  may  lift  it  off 
in  your  hand  for  thorough  examination  inside  and  out — 7io£ 
necessary  to  screw  it  down  until  sold  and  ready  to  deliver 

TWELVE  POINTS 

1 —  Its  feood  looks.  A  neat,  trim,  tailorraade  appearance.  Nicely  proportioned 
lines  which  any  artist  will  approve.  Not  the  swollen  appearance  of  the  con- 
tinuous taper  nor  angular  lines  in  conflict  with  the  cabinet  desi^. 

2 —  ^The  substantial,  simple  construction — cast  parts  of  solid  while  brass,  lon^ 
strai^t  tube  of  yellowbrass,  hard  rubber  bushing  to  prevent  metallic  vibra- 
tion at  the  reproducer  connection  elbow. 

3 —  No  obstruction  anywhere  inside — an  absolutely  clear  passage,  with  the 
approved  two-inch  inside  diameter  at  base,  and  a  solid  45-de^ee  deflecting 
plane  at  the  turn  to  direct  the  sound  waves  strai^t  downward  into  the 
amplifying  chamber. 

4 —  ^The  simple  swinfeinfe  movement  of  the  tonearm  base — how  freely  it  floats 
when  lifted  up  onto  the  record — but  how  a  supporting  iu^  inside  the  base 
at  back  prevents  the  arm  from  swin^nfe  when  off  therecord  and  does  not 
allow  the  needle  point  to  let  down  so  low  as  to  mar  the  cabinet. 

5 —  The  handy  lift-up  or  side  turn,  affording  two  ways  to  change  the  needle. 

6 —  Li^ht  pressure  on  therecord — the  squareness  of  the  turn  causing  the  weight 
to  be  supported  by  the  base ,  whereas  a  more  curving  turn  would  throw  too 
much  weifeht  forward  to  the  needle  point. 

7 —  How  perfectly  the  needle  centers  the  groove — tuminfe  the  reproducer  for 
playinfe  lateral  or  vertical  cut  records  leaves  the  needle  on  exactly  the  same 
point  at  the  same  and  only  correct  an^e.  A  minimum  of  surface  noise  on 
records  noted  for  scratch. 

8 —  Reproducer  frame  split  clear  throufeh — makinfe  it  a  spring,  held  under  ten- 
sion by  the  lonfe  screw  which  adjusts  the  pivotal  mounting  of  the  stylus  bar. 

9 —  Any  looseness  that  mi^t  ever  develop  in  the  pivoting  of  the  stylus  bar  may 
be  readily  detected  and  instantly  corrected  by  adjusting  the  lonfe  screw 
until  the  needle  holder  and  stylus  bar  feel  tight. 

10 —  The  inclined  position  of  the  reproducer  and  angle  of  the  stylus  bar  by 
which  a  greater  impulse  is  imparted  to  the  diaphragm,  with  finer  sensi- 
tiveness to  minor  vibrations  than  the  ordinary  straight  upright  design. 

11 —  ^Fineness  of  the  mica  diaphragm — a  perfect  crystal  edge  disc  of  selected 
clearlndia  mica  costing  five  times  as  much  as  the"seconds  "and  "thins  "iised 
in  cheap  soundboxes. 

12 —  Perfect  insulation — a  rubber  gasket  entirely  separating  the  reproducer 
frame  from  the  backplate,  and  again  a  complete  break  in  the  contact  of 
metals  by  the  hard  rubber  Isushing  in  the  tonearm.  This  double  insulation 
insuring  against  metallic  effect  in  the  tone,  and  preventing  the  surface 
scratch  being  magnified  by  the  metals  of  the  reproducer  and  tonearm. 


^Uhe  Reproducer  turns  on  its  axis — the  needle  remaining  on  exactly  the 
same  center  and  at  the  same  correct  an^le  in  both  positions 


The  superior  Lid  Support 


balances  the  Lid  at  any  point 


The  final  point  of  excellence  in  the  equipment  of  a  cabinet  that  often  decides  the  sale.  A  touch  of  one  finger  lifts 
or  closes  the  Ud.  which  stops  at  any  point  desired.  Cannot  warp  the  cover.  Noiseless  in  operation.  The  simplest 

support  made.  Easiest  to  install. 


V/e  are  prepared  to  supply  this  Tonearm 
and  Reproducer  to  a  number  of  addicional 
manufacturers  of  phonographs  incertain 
parts  of  the  United  States,  and  contracts 
remain  open  for  some  foreign  countries. 
V/rnte  us  for  particulars  and  prices. 


ycE  \* 


We  are  able  to  supply  this  Support  inany 
quantity.  Made  of  steel,  hi^h  krade  nickel 
or  §old  plate  finish.  Samples  sent  to  man- 
ufacturers anywhere  for  trial. 
W^rite  for  low  quanti'O'  prices.  State  type 
and  weight  of  Ud. 


Barnhart  Brothers  &  Spindler 

SUPERIOR  SPECIALTIES  FOR  PHONOGRAPHS   MONROE  &  THROOP  STREETS,  CHICAGO 
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NEW  EDISON 


COMPARISON  WiTH  THE  LIVING  ARTIST 
REVEALS  NO  DIFFERENCE  ^ 


JOBBERS  OF  THE 


CALIFORNIA 
Los   Angeles— Edisun  Phonographs, 
Ltd. 

San  Francisco — Edison  Phonographs, 
Ltd. 

COLORADO 
Denver — Denver  Dry  Goods  Co. 

GEORGIA 
Atlanta — Phonographs.  Inc. 

ILLINOIS 
Chicago — The  Phonograph  Co. 
Wm.  H.  Lyons  (Amberola  only). 

INDIANA 
Indtanapolia — Phonograph  Corpora- 
tion of  Indiana. 

IOWA 

Dea  Moines — Harger  &  Blish. 

LOUISIANA 
New  Orleans — Diamond  Music  Co., 
Inc. 


NEW  EDISON,  EDISON  RE-CREATION,  THE  NEW  EDISON  DIAMOND  AMBEROLA 
AND  BLUE  AMBEROL  RECORDS 


MASSACHUSETTS 
Boston — Pardee-EUenberger  Co. 
Iver  Johnson  Sporting  Goods  Co. 
(Amberola  only). 

MICHIGAN 
Detroit — Phonograph  Co.  of  Detroit. 

MINNESOTA 
Minneapolis — Laurence  H.  Lucker. 

MISSOURI 
Kansas  City — The  Phonograph  Co. 

of  Kansas  City. 
St.  Louis — Silverstone  Music  Co. 

MONTANA 
Helena — Montana  Phonograph  Co. 


Omaba- 


NEBRASKA 
-Shultz  Bros. 


NEW  JERSEY 
Oranue — The  Phonograph  Corp.  of 
Manliattnn. 

NEW  YORK 
Albany — American  Phonograph  Co. 
Syracuse — Frank  E.  Bolway  &  Son. 

Inc.,  W.  D.  Andrews  Co. 

(Amberola  only). 

OHIO 

Cincinnati — The  Phonograph  Co. 
(Cleveland — The  Phonograph  Co. 

OREGON 
Portland — -Edison  Phonographs,  Ltd. 

PENNSYLVANIA 
Philadelphia  —  Girard  Phonograph 
Co. 

Pittsburgh— Buehn  Phonograph  Co. 
Williamsport — W.  A.  Myers. 

RHODE  ISLAND 
Pro\'idence — J.   A.   Foster  Co. 
(Amberola  only). 


Richmond- 
Inc 


TEXAS 

Dallas — Texas-Oklahoma  Phono- 
graph Co. 

UTAH 

Ogden — Proudfit  Sporting  Goods  Co. 

VIRGINIA 
-The  C.  B.  Haynes  Co., 

WISCONSIN 
Milwaukee — The  Phonograph  Co.  of 
Milwaukee. 

CANADA 
Montreal— R.   S.  Williams  &  Sons 
Co..  Ltd. 

St.  John— W.  H.  Thorne  &  Co.,  Ltd. 
Toronto — R.    S.   Williams   &  Sons 

Co..  Ltd. 
Vancouver — Kent  Piano  C^.,  Ltd. 
Winnipeg— R.  S.  Williams  &  Son* 

Co..  Ltd. 
Babson  Bros.  (Amberola  ooly). 
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Victrola 

REG.  U.S.  PAT.  OFF. 

The  word  "Victrola''  as  well  as  the  picture  "His 
Master's  Voice"  is  an  exclusive  trademark  of  the 
Victor  Talking  Machine  Company^  Being  registered 
trademarks  they  cannot  lawfully  be  applied  to  other 
than  Victor  products^ 


REG.  U.S.  PAT.  OFF 


Victor  Talking  Machine  Company,  Camden, N.J. 


Entered  as  second-class  matter  May  2,  1905,  at  the  post  office  at  New  York,  X.  Y.,  under  the  act  of  Congress  of  March  3.  1879. 
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This  Is  a  Quality  Era 

With  the  country's  gradual  return  to  prosperity,  quality  products 
have  become  more  firmly  entrenched  than  ever  before.  Sonora  busi- 
ness during  the  past  few  months  has  proven  this  indisputably. 

The  situation  is  truly  an  exceptional  one  for  the  dealer  handling 
Sonora.  It  opens  up  to  him  a  tremendous  market,  ready  and  waiting 
to  absorb  this  high-grade,  quality  instrument.  Wire  or  write  us  for 
full  information. 


SONORA  PHONOGRAPH  CO.,  Inc. 

NEW  YORK,  279  BROADWAY 

Canadian  Distributors: 

SONORA  PHONOGRAPH   LTD ...  TORONTO 


The  Highest  Class  Talking  Machine  in  the  World 


The  Talking:  Machine  World 


Vol.  19.    No.  5 


New  York,  May  15,  1923 


Price  Twenty-five  Cents 


VOCALION  RECORD  CUT=OUT  PLAN      McCREEDY  JOINS  STRONG  RECORD  CO. 


112  Titles  May  Be  Returned  by  Dealers  During 
June  on  a  Full  Credit  Basis — Three  Plans  for 
Rejuvenating  Record  Stocks  Outlined 


The  Aeolian  Co.  has  announced  a  new  cut-out 
on  Vocahon  Red  records  that  will  go  into  effect 
on  June  1,  1923,  and  continue  in  operation  until 
June  30.  The  cut-out  list  includes  112  titles, 
■  representing  a  very  substantial  portion  of  the 
catalog  and  is  designed  to  keep  the  record 
stocks  of  dealers  in  the  best  possible  condition 
to  guarantee  a  regular  and  frequent  turnover. 

The  new  cut-out  is  to  operate  under  three 
different  plans,  optional  with  the  dealer,  all  of 
them  on  an  even  exchange  basis,  full  allowance 
being  made  for  each  record  returned.  The  first 
plan  provides  that  the  dealer  shall  purchase  two 
new  records  in  the  14,000  series,  the  popular 
list,  for  each  record  returned  in  the  cut-out  list. 
Plan  B  provides  that  the  dealer  shall  purchase 
three  new  records  not  in  the  14,000  series  for 
every  two  records  in  that  series  that  are  re- 
.turned.  Plan  C  provides  that  the  dealer  shall 
purchase  five  new  records  of  any  series  for 
every  record  returned  in  the  same  series,  or 
at  the  same  list  price  other  than  records  in 
the  cut-out  list. 

The  new  exchange  plan  is  considered  by  deal- 
ers to  be  one  of  the  most  elaborate  and  equitable 
that  has  been  offered  to  the  trade  for  the  reason 
that  it  is  calculated  in  one  form  or  another  to 
enable  the  dealer  to  make  a  clean  sweep  of  the 
slow-moving  record  stock,  eliminate  the  records 
that  are  not  perhaps  suited  to  his  locality  and 
reorder  in  selections  that  have  proved  their 
selling  qualities  in  his  territory. 

O.  W.  Ray,  manager  of  the  wholesale  Vo- 
calion  record  department,  stated  that  both  dis- 
tributors and  dealers  had  expressed  their  en- 
thusiasm regarding  the  new  cut-out  plan  and 
that  the  volume  of  orders  already  received  as 
a  result  of  the  announcement  was  sufficient  to 
swamp  the  company's  pressing  plant  for  some 
lime  to  come.  Arrangements  have  been  made, 
however,  to  ship  current  selections  immediately, 
so  far  as  possible,  and  to  ship  standard  selec- 
tions as  soon  as  production  and  facilities  permit. 


IMPORTANT  SONORA  APPOINTMENTS 

J.  F.  Quinn  and  J.  E.  Hornburger  Become  As- 
sistant General  Sales  Managers  in  the  Field 


Frank  J.  Coupe,  vice-president  and  general 
sales  manager  of  the  Sonora  Phonograph  Co., 
announced  this  week  the  appointment  of  J.  F. 
Quinn  and  J.  E.  Hornburger  as  assistant  sales 
managers  in  the  field.  Both  of  these  men  are 
experienced  in  the  talking  machine  trade  and 
they  will  call  upon  Sonora  jobbers  and  dealers 
throughout  the  country,  co-operating  with  them 
along  practical. lines.  With  the  addition  of  these 
two  representatives  the  Sonora  Phonograph  Co. 
now  has  four  men  in  the  field  constantly  and, 
judging  from  the  reports  of  Sonora  jobbers  and 
retailers,  their  work  is  prolific  in  results  of  a 
most  satisfactory  nature. 


0.  G.  FELTNER  IS  NOW  MANAGER 


Takes  Over  Managership  of  Texas-Oklahoma 
Phonograph  Co.,  Succeeding  A.  C.  Dennis, 
Who  Returns  to  Work  on  the  Road 


Dallas,  Tex.,  May  5. — O.  G.  Feltner,  formerly 
secretary  and  treasurer  of  the  Texas-Oklahoma 
Phonograph  Co.,  Edison  jobber  in  this  terri- 
tory, has  been  appointed  manager  of  that  con- 
cern and  A.  C.  Dennis,  former  manager,  has 
gone  back  to  his  work  of  traveling  among  the 
Oklahoma  trade.  Mr.  Dennis,  by  the  way,  has 
a  substantial  interest  in  a  retail  phonograph 
shop  in  Oklahoma  City,  of  which  he  is  presi- 
dent and  general  manager. 

See  second  last 


Well-known  Sales  Executive  in  Charge  of  Mer- 
chandising and  Advertising — Well  Equipped 
for  Important  Post — Intensive  Sales  Cam- 
paign Now  in  Course  of  Preparation 


The  Strong  Record  C  o.,  New  York,  manufac- 
turer of  Strong  records,  announced  this  week 
that  Thos.  McCreedy,  one  of  the  best-known 
members  of  the  Eastern  talking  machine  trade, 
has  joined  the  company's  organization  and 
will  be  in  charge  of  merchandising  and  ad- 
vertising. This  will  be  welcome  news  to  Mr. 
McCreedy's  many  friends  throughout  the  coun- 
try, who  will  be  glad  to  learn  that  he  has  joined 


Thomas  McCreedy 
the  Strong  Record  Co.'s  staff  in  this  important 
capacity. 

Mr.  McCreedy  has  been  identified  with  the 
talking  machine  industry  for  the  past  eight  years 
and  for  practically  all  of  this  period  was  asso- 
ciated with  the  Victor  Talking  Machine  Co.  For 
five  years  he  was  district  manager  of  the  Vic- 
tor Co.  in  metropolitan  territory  and,  prior  to 
that,  served  for  two  years  as  Victor  traveling 
representative  in  this  territory.  He  was  later 
associated  with  the  Granby  Phonograph  Co. 
for  a  short  while  as  general  sales  manager  and 
he  brings  to  his  new  post  in  the  Strong  Record 
Co.'s  organization  a  thorough  knowledge  of 
record  merchandising.  Mr.  McCreedy  has  had 
unlimited  opportunities  to  work  in  close  co- 
operation with  the  retail  trade,  and  the  knowl- 
edge that  he  has  gained  during  the  past  eight 
years  will  be  at  the  disposal  of  Strong  dealers. 

According  to  his  present  plans  Mr.  McCreedy 
will  inaugurate  during  the  next  week  or  so  an 
intensive  sales  campaign  in  behalf  of  Strong 
l  ecords.  This  campaign  will  be  nation-wide,  and 
the  distinctive  features  of  Strong  records  will 
be  featured  in  the  introduction  of  this  new  rec- 
ord line  to  jobbers  and  dealers. 


PHONOGRAPH  SALES  CO.  CHARTERED 

Milwaukee,  Wis..  May  8. — The  Phonograph 
Sales  Co.,  2845  West  Nineteenth  street,  this 
city,  was  recently  incorporated,  with  a  capital 
of  $100,000,  to  deal  in  phonographs,  records, 
etc.  Incorporators  are  H.  B.  and  G.  Babson 
and  J.  M.  Cameron. 


CHAS.  EDISON  IN  FLORIDA 


Charles  Edison,  chairman  of  the  board  of  di- 
rectors of  Thos.  A.  Edison,  Inc.,  Is  at  present 
on  a  vacation  in  Florida  and  \v\\\  return  to  his 
desk  sometime  around  the  end  of  Mav. 


NEW  STRAND  REPRESENTATIVES 

Geo.  W.  Lyle  Announces  Appointments  in 
Texas,  New  Orleans  and  Denver — April  Sales 
Are  Reported  to  Show  a  100  Per  Cent  Increase 


Geo.  W.  Lyle,  president  of  the  Manufacturers 
Phonograph  Corp.,  New  York,  manufacturer  of 
the  Strand  phonograph,  announced  this  week 
the  appointment  of  R.  M.  McNamara  as  Strand 
representative  in  western  Texas  with  head- 
quarters at  El  Paso,  Tex.;  R.  W.  Ortte  as  Strand 
representative  in  New  Orleans  territory  with 
headquarters  in  that  city,  and  the  Sharp  Music 
Co.,  823  Fifteenth  street,  Denver,  Colo.,  as 
Denver  representative.  All  of  these  new  repre- 
sentatives have  placed  substantial  orders  for  the 
Strand  line,  and  are  planning  to  give  dealers 
in  this  territory  efficient  service  and  co-opera- 
tion. Mr.  Lyle  is  gradually  broadening  out  hi^ 
organization  so  that  practically  every  impor- 
tant territory  in  the  country  will  be  given  proper 
representation  in  behalf  of  the  Strand  line. 

In  a  chat  witli  The  World  Mr.  Lyle  stated 
that  April  sales  showed  an  increase  of  more 
than  100  per  cent  over  last  April,  and  that  the 
total  business  for  the  first  four  months  of  the 
year  showed  a  very  substantial  increase  over 
1922.  New  dealers  are  being  established 
tliroughout  the  country,  and  judging  from  all 
indications  Strand  sales  for  the  remainder  of 
the  year  should  exceed  all  expectations. 

Mr.  Lyle  returned  recently  from  a  visit  to 
Canada,  where  he  .  conferred  with  Otis  C. 
Dorian,  Strand  representative  in  Toronto,  who 
submitted  excellent  reports  regarding  Strand 
activities  in  that  country. 


C.  F.  LIGHTNER  WITH  BRUNSWICK  CO. 


Prominent  Export  Man  Representing  Brunswick 
Interests  in  South  America — Making  Head- 
quarters at  Buenos  Aires — Important  Move 


The  Brunswick-Balke-Collender  Co.  an- 
nounced this  week  that  Chas.  F.  Lightner  has 
been  appointed  traveling  representative  and 
will  handle  the  Brunswick  products  exclu- 
sively. Mr.  Lightner  is  now  making  his  head- 
quarters at  Buenos  Aires  and  will  cover  the 
trade  extensively  throughout  Argentina,  Brazil 
and  Uruguay. 

The  appointment  of  Mr.  Lightner  as  Bruns- 
wick e-xport  representative  will  be  welcome 
news  to  the  talking  machine  trade  in  South 
America,  as  he  is  recognized  throughout  the 
industry  as  one  of  the  most  capable  and  valu- 
able export  men  in  the  talking  machine  field. 
He  has  been  identified  with  this  industry  for 
many  years  and  numbers  among  his  personal 
friends  talking  machine  dealers  throughout  the 
leading  South  American  countries. 


JOIN  THE  SALES  STAFF  OF  BRUNO 

Philip  Silverman  and  Wm.  Wielage  Will  Aid  in 
Extension  and  Betterment  of  Record  Service 


The  staff  of  C.  Bruno  &  Son,  Inc.,  Victor 
wholesalers.  New  York  City,  has  been  aug- 
mented by  the  addition  of  Philip  Silverman  and 
William  Wielage,  both  well  experienced  talking 
machine  men.  These  men  will  aid  in  the  ex- 
tension and  improvement  of  the  record  service 
department  of  the  company  in  conjunction  with 
William  Koch,  who  has  been  connected  with 
the  Bruno  organization  for  many  years. 

Mr.  Silverman  is  a  record  service  specialist 
of  some  ten  years'  experience,  and  Mr.  Wielage 
is  also  excellently  equipped  for  his  nevi'  duties, 
having  spent  his  entire  business  life  in  the  talk- 
ing machine  line.  Messrs.  Koch,  Weilage  and 
Silverman  are  planning  to  make  trips  through- 
out the  territory  in  the  near  future  in  the  inter- 
est of  bigger  sales  of  Victor  records. 
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Salesmen's  Contests  as  Sales  Promoters 


Merchants  Who  Have  Tested  the  Sales  Contest  Plan  Favor  It — 
Some  Examples  of  Such  Contests  Which  Have  Proved  Their  Value 


Contests  among  retail  salesmen  have  strong 
advocates  among  the  retail  dealers  and  as 
strong  opponents.  Those  who  favor  them  claim 
they  keep  the  seUing  organization  on  its  toes 
and  increase  its  volume  of  business;  those  who 
oppose  them  declare  that,  while  they  do  in- 
crease sales,  this  increase  is  too  often  made  at 
the  expense  of  quality  and  profit,  for  in  the 
rush  to  win  the  prize  offered  sales  are  closed 
on  terms  or  are  made  to  prospects  which,  in 
the  ordinary  course  of  events,  would  not  be 
accepted.  But  the  balance  of  opinion  in  the 
retail  trade  seems  to  favor  them  and  holds  that, 
if  proper  precautions  are  taken  to  meet  these 
conditions,  there  is  no  question  that  the  retail 
salesmen's  contest  is  well  worth  the  trying  and 
that  the  extra  expense  involved  in  conducting 
it  is  more  than  compensated  for  by  the  better 
spirit  engendered  among  the  sales  force  through 
the  competition,  to  say  nothmg  of  the  greater 
number  of  sales  closed. 

Variations  of  the  Ordinary  Contest 

There  are  some  interesting  variations  of  the 
ordinary  form  of  sales  contest  in  the  retail  music 
trade.  For  years  Sherman,  Clay  &  Co.,  in  their 
San  Francisco  headquarters  and  in  their  many 
branch  stores,  have  held  a  contest  to  which  all 
employes  are  eligible.  This  is  based  not  on 
the  number  of  sales  closed,  but  on  the  number 
of  prospects  turned  in  who  are  eventually  sold. 
No  better  plan  than  this  has  ever  been  used 
to  make  every  employe  of  the  house  feel  him- 
self a  part  of  its  selling  organization,  for  that 
is  what  it  actually  does.  The  direct  returns 
from  this  cor.test  have  always  been  good,  many 
prospects  being  turned  in  by  its  means  more 
than  half  sold  before  the  salesman  reaches  them, 
which  otherwise  would  probably  never  even 
have  been  approached. 

The  Knight-Campbell  Music  Co.,  of  Denver, 
another  large  chain  organization,  holds  a  similar 
contest,  which  also  has  been  very  successful. 
So  far  has  this  spirit  of  healthy  competition 
gone  among  the  employes  of  this  house  that 
department  struggles  against  department  for  the 
better  record,  and  each  is  often  willing  to  back 
itself  on  the  number  it  will  turn  in  over  a 
given  period,  thus  adding  a  further  incentive. 
Naturally,  the  house  profits  from  this  spirit. 
In  such  contests  the  prize  offered  for  the  largest 
number  of  prospects  turned  in  who  are  eventu- 


ally sold  is  not  all  that  is  received  by  those 
who  participate,  for  each  employe  turning  in 
a  name  that  is  eventually  sold  receives  a  certain 
commission  on  the  sale,  usually  a  flat  sum.  The 
overhead  involved  in  creating  these  prospects 
is,  as  a  usual  thing,  lower  than  that  created  by 
ordinary  means,  such  as  advertising,  etc. 
Contest  on  the  Quota  System 
A  house  which  conducts  a  very  successful 
annual  salesmen's  contest  is  the  J.  B.  Bradford 
Piano  Co.,  Milwaukee,  Wis.  All  salesmen  par- 
ticipate, the  winner  being  the  one  who  increases 
his  gross  volume  of  business  the  greatest  per- 
centage during  the  twelve  months.  The  award 
of  the  prize  is  made  at  an  annual  dinner,  which 
is  a  gala  affair  and  to  which  the  men  look 
forward. 

The  basis  on  which  the  Bradford  contest  is 
handled  is  the  only  fair  basis  in  such  events.  To 
offer  an  award  for  the  greatest  gross  increase 
during  a  period,  or  for  the  greatest  amount  of 
business  written,  is  to  place  the  contest  at  the 
mercy  of  the  best  salesmen  in  the  force  and 
to  discourage  the  poorer  salesmen  from  par- 
ticipating. Thus  the  men  who  most  need  the 
urge  are  the  ones  who  receive  nothing  from 
it.  On  the  contrary,  when  the  award  is  made 
on  the  basis  of  the  greatest  relative  increase, 
all  start  on  an  equal  basis,  and  the  man  who 
writes  the  lowest  amount  of  business  and  who 
needs  the  spur  has  a  fair  chance  of  winning. 
The  usual  plan  is  to  take  the  business  of  the 
past  year  as  a  quota  of  100  per  cent  and  award 
the  prize  to  the  man  showing  the  greatest  num- 
ber of  points  for  the  next  twelve  months. 

Another  interesting  variation  of  the  sales- 
men's contest  is  the  one  based  on  the  largest 
percentage  of  cash  collected  in  down  payments 
among  the  salesmen.  For  instance,  in  a  recent 
contest  of  this  kind  a  salesman  was  awarded 
one  point  for  a  10  per  cent  down  payment,  two 
points  for  a  15  per  cent  down  payment,  three 
points  for  a  20  per  cent  payment,  and  so  on 
The  man  scoring  the  greatest  number  of  points 
each  month  is  awarded  a  prize.  Another  varia- 
tion is  to  award  the  prize  to  the  man  whose 
down  payments  average  the  greatest  percentage 
of  his  gross  business  during  a  given  period. 
Still  another  variation,  one  that  is  somewhat 
more  complicated,  is  to  award  points  for  both 
the  percentage  of  cash  and  the  shorter  time 


in  which  a  salesman  writes  his  leases.  Dealers 
who  have  used  these  contests  are  almost  unani- 
mous in  declaring  that  they  are  an  effectual 
check  to  the  habit  so  many  salesmen  have  of 
giving  a  prospect  the  maximum  terms  of  the 
house  with  no  effort  to  shorten  them  or  to 
obtain  a  greater  percentage  of  cash.  There  are 
more  salesmen  who  work  this  way  than  is  gen- 
erally thought. 

Contest  on  a  Single  Style 

There  are  dealers  who  use  the  salesmen's 
contest  to  move  some  particular  style  of  instru- 
ment which  is  not  moving  fast.  Some  time 
ago  a  large  concern  in  New  York  conducted 
such  a  contest,  offering  an  automobile  to  the 
salesman  who  sold  the  greatest  number  of  such 
instruments  during  a  given  period.  The  results 
were  good,  the  salesmen's  interest  being  aroused 
throughout  at  the  expense  of  the  other  models. 

As  was  pointed  out  at  the  beginning  of  this 
article,  the  salesmen's  contest  is  profitable,  but 
it  must  be  used  with  precautions.  Every  effort 
must  be  made  to  impress  upon  the  men  that 
the  fight  will  be  fair,  that  prospects  will  be 
evenly  distributed  and  that  no  favoritism  will 
be  shown.  Furthermore,  they  must  be  impressed 
with  the  fact  that,  during  the  contest,  the  house 
will  accept  no  sales  that  depart  in  any  particular 
from  the  rules  which  are  ordinarily  in  force. 
Credit  restrictions  must  be  maintained  at  their 
ordinary  rigidity;  neither  the  maximum  of  terms 
nor  the  minimum  of  down  payments  should  be 
departed  from,  and  the  men  must  be  convinced 
of  that. 

The  competitive  spirit  is  one  of  the  strong 
factors  in  creating  a  live  sales  force.  A  man 
may  not  care  very  much  if  his  weekly  or 
monthly  income  is  running  a  little  lower  than 
ordinarily,  due  to  the  fact  that  his  business  is 
not  as  good  as  it  usually  is.  But  he  does  care 
if  he  is  being  beaten  by  the  other  fellow,  per- 
haps the  fellow  who  occupies  the  next  desk  to 
him  on  the  floor,  and  he  will  work  like  a  beaver 
to  prevent  that  from  happening. 


Luskin  &  Levine,  of  New  York  City,  have 
been  granted  a  charter  of  incorporation  under 
the  laws  of  New  York  State,  to  deal  in  talking 
machines  and  musical  instruments,  with  a  capi- 
tal of  $20,000.  Incorporators  are  B.  Luskin,  H. 
Zukerman  and  I.  T.  Levine. 


THE  TALKING  MACHINE'S  HELPMATE 


The  Nyacco  Line  is  Complete 

No  matter  what  your  requirements  are  in 
record  albums,  we  can  give  you  just  what  you 
want. 

The  Nyacco  line  includes  from  the  lowest 
priced  to  the  highest  priced  album  made. 

But,  remember,  every  album  is  a  Nyacco 
album  and  represents  the  best  value  for  the 
price. 

If  you  are  not  already  familiar  with  the 
Nyacco  line  it  will  pay  you  to  write  us  today 
for  full  information  and  let  us  explain  the 
many  distinguishing  features  of  Nyacco 
albums. 


The  Best  Interchangeable  Leaf 
Record  Album  on  the  Market 


Write  for  display  card — mailed 
rpithout  cost.  li  will  help  you 
sell    more    Nyacco  Albums 


New  York  Album  &  Card  Co.,  Inc. 


NEW  YORK 

23-25  Lispenard  St. 

Pacific  Coast  Representative:  Munson  Raynor  Corp.,  643  South  Olive  Street,  Los  Angeles,  Calif. 


CHICAGO 

415-417  S.  Jefferson  St 
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Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  VI,  $35 
Mahogany  or  oak 


Victrola  No.  80 
$100 

Mahogany  or  walnut 


Right  here  and  now 
you  have  the  advantage 
of  the  experience  and 
knowledge  gained 
through  a  quarter-cen- 
tury devoted  solely  to  the 
sound-reproducing  art. 
This  is  a  consideration  of 
vital  importance  to  every 
dealer  in  Victor  products. 


Victrola  No.  210 
$100 

Mahogany  or  walnut 


Victrola  IX 
$75 

Mahogany  or  oak 


Victrola  No.  100 
$150 

Mahogany  or  walnut 


HIS  master's  voice" 


Victrola 


REG.  U.S.  PAT. OFF. 

Important    Look  for  these  trade-marks.  Under  the  hd.  On  the  label. 

Victor  Talking  Machine  Company 

Camden,  New  Jersey 
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UNUSUAL  SERVICE  STIMULATESilNTEREST  IN  RECORDS 


Owners   of   Large   Record   Libraries  Apprecia 
More  Enthusiastic  Patrons — Experiment 


te  Cataloging  of  Their  Records  and  Become 
Tried  by  Wiley  B.  Allen  Co.  Manager 


It  is  not  an  unusual  thing  to  hear  of  music 
lovers  and  record  enthusiasts  who  have  collected 
great  libraries  of  phonograph  records  amounting 
to  the  hundreds  and,  in  some  cases,  thousands. 
Managers  of  record  departments  and  record 
sales  girls  often  boast  about  the  desirable  pa- 
trons. "He  comes  in  every  month  as  regularly 
as  clockwork,"  says  the  record  sales  girl,  "and 
picks  out  the  best  records  on  the  new  list  and 
buys  them."  And  one  wonders  sometimes 
whether  it  is  love  of  music  or  satisfaction  of 
buying  from  a  pretty  sales  girl  that  is  the  mo- 
tive— perhaps  a  mixture  of  both. 

Well,  it  is  a  fine  thing  to  have  a  customer 
of  that  kind.  But  it  looks  a  little  too  easy — too 
easy  to  last  indefinitely. 

At  least  that  is  what  Freda  Stephan,  man- 
ager of  the  record  department  of  the  Wiley  B. 
Allen   Co.,  San   Francisco,   Cal.,  thought.  So 


she  developed  a  plan  in  the  shape  of  service. 

She  planned  things  out  with  Barbara  Car- 
ruth,  one  of  the  members  of  her  staff  of  sales 
girls.  Barbara  had  a  customer  who  owned 
about  1,000  records — practically  all  Red  Seal 
records  at  that — who  was  a  regular  buyer  of 
more  records  each  month.  The  customer  was 
a  lady,  and  Miss  Stephan  wondered  how  she 
kept  track  of  so  many  records.  Were  they 
properly  filed  and  indexed? 

To  make  a  long  story  short,  Barbara  Carruth 
was  sent  to  the  lady's  house,  where  she  found 
confusion  and  lack  of  system  both  in  lists  and 
files.  So  help  and  assistance  was  given  in  the 
construction  of  suitable  record  racks  or  files 
and  lists  of  the  records  were  indexed  and  cross- 
indexed  by  Miss  Stephan  and  Miss  Carruth. 

Now  this  is  what  the  result  was:  The  lady, 
for  the  first  time,  knew  what  records  she  really 


had  and  could  get  at  them  at  any  time  without 
any  trouble — and  she  was  delighted. 

But,  when  the  index  was  examined,  and  when 
the  lady  happily  read  the  cross  index — showing 
what  operas  she  had,  with  this  and  that  over- 
ture— she  found  gaps.  And  then  the  smiling 
Barbara  came  to  her  rescue  and  filled  up  the 
gaps!  Many  records  had  to  be  purchased  be- 
fore that  library  was  as  complete  as  the  owner 
wished  it  to  be. 

The  lady  has  become  a  more  enthusiastic  col- 
lector than  ever.  She  still  buys  records  every 
month — more  than  ever — and  she  is  tremendous- 
ly obliged  to  the  girls  for  their  splendid  service. 

But  that  operation — somewhat  reminiscent  of 
the  killing  of  the  golden  goose,  but  so  different 
in  result  and  so  painless — brought  a  rich  reward. 

And  now  Freda  Stephan  has  taken  it  upon  her- 
self to  be  a  regular  performer  of  similar  opera- 
tions. Customers  who  are  real  collectors  of 
records  are  picked  out  and  offered  the  services 
of  Barbara  Carruth,  or  of  one  of  the  other 
members  of  the  record  sales  department,  and 
they  are  generally  delighted  to  accept. 


SELL  VICTOR  CATALOG  RECORDS 


'  HISMASTEK'S  von 


PEG.  U.SPAXOFF 


55057 
SSObS 
55066 


*i7017 
87C44 
S707O 
87072 
S7095 
S7221 
87222 
87243 


88001 
&S002 

8soei 

8.SO(.5 
S5073 
88113 
S8IZ7 
S8I38 
S82(i6 


ORMES'  BOOKLET— "If  You  Bought  Only  One  Victor  Record  a  Week" 

Will  Increase  Your  Record  Business 

Write  for  Prices — Stating  Size  of  Your  Mailing  List 


ORMES,  Inc 


VICTOR  WHOLESALERS 


15  W.  37th  St. 
New  York,  N.Y. 
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"Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  IV,  $25 

Oak 


Victrola  No.  90 
$125 

Mahogany,  oak  or  walnut 


Victrola  VIII,  $50 

Oak 


Year  after  year  for  a 
quarter-century  Victor 
achievements  ha\'e  led 
the  way  in  the  talking- 
machine  industry.  It 
means  something  to  be  a 
dealer  in  Victor  products. 


Victrola  No.  Ill 
$225 

Victrola  No.  Ill,  electric,  $265 

^[ahog.lny.  oak  or  walnut 


Victrola  No.  300,  electric  $290 
Mahogany,  oak  or  walnut 


HIS  master's  VOICE" 


Victrola 


REG,  U.  S,  PAT.  OFF. 

Important    Look  for  these  trade-marks.  Under  the  lid.  On  the  label. 

Victor  Talking  Machine  Company 

Camden,  New  Jersey 
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Charging  Interest  on  Sales  Is  Necessary 

The  Margin  of  Profit  on  Instalment  Sales  Is  Reduced  to  a  Mini- 
mum Unless  the  Talking  Machine  Dealer  Charges  Fair  Interest 


Regardless  of  how  large  the  annual  sales  vol- 
ume of  the  talking  machine  dealer  is,  he  will 
surely  find  himself  in  financial  difficulties  unless 
he  receives  a  price  for  his  merchandise  which 
allows  of  a  fair  margin  of  profit.  In  large  busi- 
ness enterprises,  such  as  manufacturing,  costs 
of  doing  business  are  figured  to  a  nicety  and 
the  two  main  problems  to  be  faced  are  cheaper 
production  on  the  same  plane  of  quality  and  an 
organization  capable  of  selling  sufficient  quan- 
tities of  goods  to  make  the  profit  worth  while. 
The  average  small  retail  dealer,  and  this  ap- 
plies to  the  talking  machine  merchant  as  well 
as  retailers  in  other  lines,  does  not  apparently 
realize  the  importance  of  knowing  his  sales 
costs  in  every  detail. 

Since  the  talking  machine  business  is  essen- 
tially an  instalment  business,  as  conducted  at 
present,  one  phase  of  the  cost  of  selling  stands 
out  as  a  beacon,  but  despite  this  fact  it  is  sur- 
prising how  many  really  live  merchants  ignore 
this  avenue  of  receiving  a  fair  profit  for  their 
merchandise.  The  writer  refers  to  the  matter 
of  charging  interest  when  a  machine  is  sold  on 
the  deferred  payment  plan.  Department  stores 
especially  are  lax  in  this  respect  and  it  is  safe 
to  say  that  a  large  percentage  of  exclusively 
talking  machine  establishments  throughout  the 
country  are  in  the  same  boat. 

Importance  of  Interest  on  Sciles 

No  man  in  his  right  senses  would  loan  an- 
other a  large  sum  of  money  without  charging 
a  fair  rate  of  interest  for  the  favor.  The  banks 
demand  it  and  the  depositors  also  demand  it 
from  the  banks.  It  seems  strange,  therefore, 
that  this  important  factor  in  the  instalment 
business  is  neglected  to  such  a  large  extent. 
When  the  talking  machine  dealer  accepts  a 
small  down  payment  from  the  purchaser  of  a 
machine,  he  is  really  financing  the  customer  in 
the  purchase  of  the  instrument.  In  other  words, 
he  is  loaning  the  customer  a  sum  of  money, 
the  total  of  which  is  the  difference  between  the 
initial  payment  and  the  cost  of  the  instrument. 
Suppose  the  dealer  received  cash  on  his  sale. 
He  could  either  invest  the  money  so  received 
in    new    stock    and    through    its    sale  realize 


greater  profits,  or  he  could  invest  it  in  other 
securities  which  would  bring  him  in  a  fair  rate 
of  interest.  Why,  then,  should  he  lose  this 
profit  simply  for  the  sake  of  doing  a  customer 

a  favor? 

The  writer  recently  discussed  this  topic  with 
a  very  successful  dealer.  This  merchant  de- 
clared that  he  had  found  it  absolutely  essential 
to  charge  interest  at  a  rate  of  6  per  cent  in  order 
to  bring  his  profits  up  to  a  fair  margin.  "There 
seems  to  be  a  general  impression  among  retail 
dealers,"  he  declared,  "that  the  customer  is 
doing  the  dealer  a  very  great  favor  in  buying 
from  him  at  all,  and,  therefore,  every  possible 
concession  should  be  made  to  the  customer  in 
order  to  insure  a  sale.  While  I  believe  that  a 
customer  is  conferring  a  favor  on  the  dealer  by 
buying  at  his  store,  I  do  not  believe  the  dealer 
should  forego  his  profit  simply  to  favor  the 
customer.  It  would  be  much  better  to  go  out  of 
business.  We  are  all  in  the  game  to  make  a 
living  and  we  are  entitled  to  a  fair  return  on 
our  investment.  As  a  matter  of  fact  the  instal- 
ment plan  is  a  distinct  favor  to  the  customer. 
The  expense  of  carrying  an  instalment  account 
on  our  books,  making  collections,  etc.,  to  say 
nothing  about  losses  due  to  bad  accounts,  is 
naturally  much  heavier  than  when  a  cash  sale 
is  made,  and  there  is  no  logical  reason  why  the 
dealer  should  carry  the  expense  of  making  the 
purchase  convenient  for  the  customer. 

Interest  Charge  Increases  Down  Payment 

"Another  thing  which  I  have  noticed  is  that 
when  customers  have  explained  to  them  the 
amount  of  interest  in  dollars  and  cents  which 
they  must  pay  when  buying  on  the  deferred 
payment  plan  they  often  are  so  anxious  to  re- 
duce this  interest  charge  by  either  making  a 
larger  initial  payment  than  they  would  make 
if  there  were  no  interest  charge  and  in  some 
cases  they  even  pay  cash.  It  is  surprising  how 
many  people  who  can  really  afford  to  pay  cash 
for  a  talking  machine  take  advantage  of  the 
instalment  privilege.  What  the  initial  payment 
is  in  cases  like  this  or  whether  the  sale  is  made 
on  a  cash  basis  depends  largely  on  the  ability 
of  the  members  of  the  sales  organization. 


"Before  we  allow  a  customer  to  sign  the  con- 
tract the  terms  are  carefully  gone  over  and  ex- 
plicitly explained  so  that  there  can  be  no  mis- 
understanding at  a  later  date,  with  the  resultant 
harm  which  usually  follows,  i.e.,  repossessions, 
enemies  and  loss  of  profit.  The  customer  is 
told  what  the  interest  charge  will  be  each 
month.  Of  course,  the  interest  must  be  paid 
on  a  monthly  basis.  If  it  were  not  the  customer 
could  have  the  use  of  the  instrument  several 
months,  making  the  regular  payments  without 
interest,  and  then  allow  the  obligation  to  slide, 
eventually  resulting  in  repossession  of  the  talk- 
ing machine.  In  this  eventuality  the  dealer  is 
the  loser.  He  could  easily  have  collected  his 
interest  monthly,  thus  being  so  much  more 
ahead  of  the  game." 

Safeguard  Against  Loss 

In  conclusion,  it  will  do  no  harm  to  emphasize 
again  the  importance  of  knowing  sales  costs 
and  the  necessity  of  charging  interest  on  instal- 
ment sales.  This  is  only  one  means  which  the 
dealer  has  to  safeguard  himself  against  loss  and 
it  deserves  the  serious  consideration  of  every 
merchant  in  the  talking  machine  business  who 
is  making  no  interest  charge  at  the  present  time. 
It  doesn't  pay  to  w^ork  on  too  close  a  margin  of 
profit,  even  to  beat  out  a  competitor.  It  is 
much  preferable  to  lose  sales  than  to  make 
them  at  a  loss.    Think  this  over! 


OLD  MEMPHIS  CONCERNS  HONORED 

Talking  Machine  Houses  Play  Prominent  Role 
in  Celebration  of  Firms  in  Business  More 
Than  a  Half  Century — Guests  at  Banquet 


Memphis,  Tenn.,  May  3. — A  celebration  in  hon- 
or of  those  concerns  which  have  been  in  busi- 
ness in  this  city  for  a  half  century  or  more  was 
recently  staged  by  the  local  Chamber  of  Com- 
merce. A  banquet  at  which  members  of  these 
old  concerns  were  guests  was  held  in  the  Hotel 
Gaj'oso  and  among  the  firms  prominent  in  the 
talking  machine  trade  who  have  been  in  busi- 
ness fifty  years  were  included  Goldsmith's  De- 
partment Store,  which  operates  a  large  music 
department;  Armstrong  Furniture  Co.,  Edison 
and  Pathe  dealer;  Wm.  R.  Moore  Dry  Goods 
Co.,  and  the  Van  Fleet-Mansfield  Drug  Co., 
both  former  talking  machine  jobbers,  but  com- 
paratively inactive  in  the  talking  machine  field 
now.  The  banquet  was  an  enjoyable  affair,  the 
guests  being  treated  to  a  musical  program  and 
presented  with  souvenirs. 


MAKES  SALESMEN  OF  COLLECTORS 

Girard.'Ill.,  May  3. — J.  D.  Francis,  of  this  city, 
has  put  in  efifect  a  stunt  which  is  boosting 
sales  of  records  tremendously.  His  plan  con- 
sists of  supplying  collectors  with  from  $25  to 
$30  worth  of  records,  and  he  finds  that  in  most 
cases'  almost  all  of  these  records  are  sold  on 
each  trip.  In  addition,  his  plan  has  helped  in 
building  good-will  with  customers,  and  it  has 
also  been  found  that  the  number  of  delinquents 
as  regards  payments  has  fallen  oft'  considerably. 


PHILPITT  &  SON  OPEN  BRANCH 

Orlando,  Fla.,  May  2. — S.  Ernest  Philpitt  & 
Son,  known  in  musical  circles  throughout  the 
State,  recently  opened  a  complete  music  store 
at  58  North  Orange  avenue,  this  city.  This 
branch  of  the  firm's  business  is  thoroughly  mod- 
ern, furnishing  a  fitting  setting  for  the  various 
lines  of  musical  instruments  handled.  Stock 
includes  a  complete  Victor  record  library,  talk- 
ing machines,  pianos,  small  musical  instruments, 
and  musical  supplies  and  accessories. 


VELVET  COVERED  TURNTABLES 

ADD  TO  THE  QUALITY  OF  MACHINES 


THE  BEST  TALKING  MACHINES  ARE  EQUIPPED  WITH 

A.  W.  B.  BOULEVARD  VELVETS 

GRAND  PRIZE— GOLD  MEDAL,  ST.  LOUIS  EXHIBITION 

WRITE  FOR  SAMPLES  AND  PRICES 

A.  WIMPFHEIMER  &  BRO.,  Inc. 
450-460  Fourth  Avenue,  New  York 
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THREE  STRIKES-and  OUT 

{The  Portable  Season  will  be  here  and  gone  before  you  know  it) 


Summer  Sales  Slunt 

Boys  like  to  sell  goods 
and  their  vacation  pe- 
riod affords  the  dealer 
a  splendid  opportunity 
to  sell  records  through 
their  efforts  at  a  mini- 
mum expense. 

Get  a  number  of  re- 
sponsible boys  who 
desire  to  make  a  little 
vacation  money.  Equip 
them  with  a  Peerless 
Carrying  Case  filled 
with  the  latest  records. 
Send  them  out  among 
their  older  friends  to 
demonstrate  and  sell 
the  records  and  the 
carrying  case.  A  small 
commission  to  the  boys 
will  bring  you  some 
mighty  good  and 
profitable  business. 


Write  for  prices  on  our  "Special 
No.  6'*  Album 


Peerless   quality    U   uniform    and  de- 
pendable.    There    are    no    two  ways 
about  It. 


All  indications  point  to  the  early  Summer  as  one  of  the 
greatest  seasons  in  the  history  of  the  industry  for  portable 
machine  sales. 

This  means  an  added  opportunity  for  you  to  realize  big  re- 
turns on  an  indispensable  accessory  —  the  new  and  im- 
proved 

Peerless  Record 
Carrying  Case 

The  Peerless  Carrying  Case 
is  built  as  a  traveling  com- 
panion to  all  portables,  even 
the  finest  instruments. 

Its  finish  and  workmanship 
matches  the  high  standards 
of  the  best  talking  machines 
and  it  can  be  sold  at  a  price 
low  enough  to  insure  the 
dealer  a  rapid  turnover, 
whether  it  is  sold  separately  or  with  a  portable. 

We  urgently  solicit  your  orders  now  while  there  is  yet 
time  to  prepare  your  stock  to  meet  this  big  and  promising 
demand. 


A@(sX2)[DAo=[i3[ii]p^ 


/Ae  Album 


A  Postal  will  bring  this  sign  to  you  in 
the  next  mail  — WRITE 


Made  by  the  manufacturers  of 

PEERLESS 

■ — the  Album 

Write  for  sample  and  prices 


It  Does  Make  A  Difference  What  Album  You  Sell 


Manufacturers  of: — 


Peerless  De  Luxe  Albums 
Peerless  All  Grades  of  Record  Al- 
bums 

Peerless  "Big  Ten"  Albums 
Peerless  Record-Carrying  Cases 
Peerless  Interiors  for  Victrolas  and 
Phonographs 


Peerless  "Classification  Systems" 
Peerless  Record  Album  Sets  for  All 

Make  Machines 
Peerless  Record  Stock  Envelopes 
Peerless  Delivery  Bags 
Peerless  Supplement  Envelopes 
Peerless  Photo  Albums 


PEERLESS  ALBUM  COMPANY 


WALTER  S.  GRAY 
San  Francisco  and 
Los  Angeles 


PHIL.  RAVIS,  President 

636-638  BROADWAY 
NEW  YORK 


L.  W.  HOUGH 

Boston 
20  Sudbury  St. 


m 
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NEW  YORK,  MAY  15,  1923 


I   THE  FALLACY  OF  TOO  MUCH  CONCENTRATION  | 

BUSINESS  conditions  in  various  sections  of  the  country  vary  as 
they  affect  the  talking  machine  trade,  but  at  the  same  time, 
ahiiost  without  exception,  reports  are  received  of  the  great  popular- 
ity of  the  console  or  horizontal  type  of  talking  machine  and  of  the 
means  adopted  b}'  dealers  to  push  that  style.  This,  of  course,  does 
not  take  into  consideration  the  demand  for  portable  models,  which 
naturally  grows  with  the  approach  of  the  Summer  season. 

The  question  arises  at  times  as  to  whether  this  concentration  on 
horizontal  models  is  altogether  wise  from  several  angles.  In  the  first 
place,  by  stimulating  a  demand  for  certain  types  it  is  calculated  to 
create  stock  shortage  in  those  models,  owing  to  the  inabihty  of  the 
factories  to  center  all  their  efforts  on  the  production  of  one  or  two 
models.  Then,  again,  it  serves  to  place  horizontal  models  in  homes 
where  an  upright  style  would  be  much  more  appropriate,  and, 
thirdly,  it  is  calculated  to  discourage  prospective  purchasers  of  up- 
right or  table  models  of  moderate  price  and  keep  them  waiting  until 
they  feel  they  can  afford  a  good  console  model,  even  though  these 
are  offered  at  very  reasonable  prices. 

Nor  is  it  altogether  a  question  of  price,  for  there  are  homes  in 
which  the  more  expensive  upright  styles  would  fit  in  much  more 
satisfactorily  than  would  the  horizontal  model,  no  matter  how  fine 
it  might  be.  Particularly  is  this  the  case  in  the  larger  cities  where 
the  so-called  "modern"  apartments  are  being  erected — apartments  in 
which  it  is  impossible  to  install  a  piano  and  where  there  is  little 
room  for  even  a  fair-sized  console  talking  machine  without  causing 
undue  crowding. 

There  are  talking  machine  dealers  who  have  given  thought  to 
these  matters  and  use  their  salesmanship  ability  to  place  the  proper 
type  of  machine  in  the  proper  environment,  through  the  study  of  the 
customers'  need  as  well  as  his  pocket  book.  The  great  trouble  is  that 
too  many  retailers  apparently  prefer  to  follow  the  hne  of  least  re- 
sistance both  in  handling  machines  and  records,  concentrate  on 
the  styles  and  titles  that  are  most  strongly  featured  by  the  manu- 
facturer and  preferred  by  the  public,  and  let  those  products  not  so 
generally  favored  go  by  the  board. 

In  every  line  of  business  there  is  some  particular  type  of 
product  that  is  easily  sold,  but  these  are  the  staples  of  the  lines  and 


serve  to  pay  the  expenses  of  the  business.  The  real  profit  lies  in  the 
moving  of  the  less  popular  products  through  constructive  salesman- 
ship with  a  view  to  keeping  both  retail  stocks  and  factory  produc- 
tion well  balanced  and  evenly  distributed. 

In  the  average  well-balanced  talking  machine  line,  with  its  up- 
right, portable  and  console  models,  every  instrument  is  introduced 
to  meet  some  specific  purpose,  and  not  simply  to  compHcate  the 
manufacturing  problem.  When  dealers  generally  realize  this  fact 
and  learn  to  merchandise  different  types  to  meet  particular  needs, 
then  the  shortage  problem  as  it  affects  certain  models  will  be 
amehorated  considerably. 

I   PROVE  REAL  TRADE  CO-OPERATION  POSSIBLE 

THE  celebration  of  New  York's  Fourth  Annual  ]\Iusic  Week 
from  April  29  to  May  5,  inclusive,  proved  to  those  who  have 
questioned  the  possibility  of  the  manufacturing  and  wholesale  divi- 
sions of  the  talking  machine  trade  getting  together  on  a  satisfactory 
basis  that  such  a  thing  is  feasible,  for  all  the  varied  and  competing 
interests  located  or  represented  in  the  metropoHtan  district  of  New 
York  co-operated  most  eft'ectively  to  tie  up  the  industry  as  a  whole 
with  the  Music  Week  program. 

There  may  be  some  things  that  the  trade  interests  cannot  dis- 
cuss in  common,  but  there  is  no  question  that  any  movement  for  the 
improvement  of  the  industry  as  a  whole,  and  for  the  arousing  of  a 
more  general  interest  in  the  merits  of  the  talking  machine  as  a  musi- 
cal instrument  per  se,  is  worthy  of  the  support  and  co-operation  of 
all  factors  of  the  industry. 

In  getting  together  on  a  friendly  basis  for  the  pi'omotion  and 
carrying  out  of  a  general  campaign  of  advertising  in  the  daily 
papers  during  Music  Week  the  trade  has  accomplished  a  great  deal 
more  than  simply  giving  recognition  to  a  movement  organized  by 
outside  interests.  It  has  proved  that  talking  machine  men  can  gather 
with  competitors  and  discuss  and  work  out  programs  that  are  calcu- 
lated to  work  a  benefit  to  ever^'one,  and  can  do  so  on  a  distinctly 
friendly  basis. 

With  the  Music  Week  celebration  opening  the  way,  it  might  be 
well  for  the  manufacturing  and  wholesale  interests  to  get  together 
again  at  intervals  for  the  purpose  of  considering  those  things  that 
are  calculated  to  advance  the  interests  of  the  industry  as  a  whole. 
There  is  no  question  but  that  in  the  course  of  a  year  there  are 
innumerable  matters  that  offer  opportunities  for  co-operation  be- 
tween competing  interests  for  the  general  betterment  of  the  trade. 
Hence  it  should  not  be  necessary  to  wait  for  another  ]\Iusic  Week 
celebration  to  renew  this  get-together  spirit.  The  idea  is  worth 
while  and  plausible,  even  though  there  are  those  who  still  believe  it 
is  not  desirable  to  form  a  definite  association  with  the  obligations 
that  such  an  organization  involves. 

If  the  celebration  of  New  York's  Fourth  Annual  Music  Week 
has  done  nothing  else,  it  has  shown  that  talking  machine  manufac- 
turers and  wholesalers  can  really  get  together.  Other  trades,  some 
of  them  in  the  music  industry  itself,  have  accomplished  this  on  a 
permanent  basis.    Why  not  the  talking  machine  men  ? 

I  SELLING  METHODS  THAT  CHEAPEN  THE  TRADE 

IN  the  face  of  all  efforts  to  put  the  retail  talking  machine  business 
on  a  new  high  plane  as  compared  with  other  lines  of  retail  activ- 
ity and  to  keep  it  there,  there  is  still  apparent  a  tendency  on  the  part 
of  a  certain  type  of  retailers  to  merchandise  machines  in  a  way  that 
is  calculated  to  reflect  upon  the  value  of  the  instruments  and  upon 
their  intrinsic  value  from  the  sales  standpoint. 

On  a  single  Sundaj'  recently  New  York  newspapers  carried  no 
less  than  three  advertisements  of  talking  machine  dealers  offering  to 
give  piano  lamps  and  similar  articles  free  to  purchasers  of  machines, 
and  as  some  of  the  machines  were  ad^'ertised  at  prices  considerably 
below  $100  one  pauses  to  wonder  just  how  much  the};  are  actually 
worth  in  consideration  of  the  fact  that  the  cost  of  the  lamp  must  be 
deducted  from  the  sales  price. 

The  piano  trade  for  }'ears  suffered  from  the  tendency  on  the 
part  of  various  over-generous  dealers  to  give  away  everything  from  a 
scarf  to  a  suite  of  parlor  furniture  to  the  purchaser  of  a  piano — this, 
in  addition  to  the  usual  bench,  and,  in  the  case  of  a  player-piano, 
also  rolls  and  roll  cabinet.  The  better  element  of  the  trade,  how- 
ever, frowned  upon  the  practice  and  it  is  not  nearly  so  prevalent 
as  formerly,  though  it  is  still  possible  to  get  a  mantel  clock  with 
a  player. 

The  great  trouble  is  that  the  offering  of  various  articles  separate 
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and  apart  from  talking  machines  as  premiums  for  purchase  of  the 
instrument  reflects  upon  its  intrinsic  value  and  also  upon  the  value 
of  all  other  machines  offered  at  prices  accepted  as  standard. 

Millions  of  dollars  are  spent  each  week  in  advertising  the  talk- 
ing machine  and  emphasizing  its  value  and  particularly  the  value 
of  the  records  which  accompany  it,  bearing  out  the  new  music  week 
slogan,  "Own  a  Phonograph  and  You  Own  the  Music  of  the 
World."  It  is,  of  course,  practically  impossible  to  legislate  against 
the  tvpe  of  dealer  who  throws  in  everything  but  the  rent  receipt 
when  he  sells  an  instrument  in  his  anxiety  to  build  business,  but 
moral  suasion  still  has  a  certain  degree  of  force  and  the  wiser 
retailers  through  their  associations  might  do  well  to  exert  that 
•force  as  much  as  possible. 

It  is,  of  course,  admitted  that  for  a  time  the  market  was  flooded 
with  talking  machines,  many  of  them  of  the  nondescript  type,  but 
much  of  this  surplus  stock  has  been  liquidated  and  there  is  not 
sufficient  remaining  to  warrant  sales  tactics  that  reflect  upon  the 
industry  as  a  whole.  The  talking  machine  and  its.  records  and  the 
wealth  of  music  they  bring  into  the  home  should  be  sufficient  of 
themselves  to  afford  the  strongest  kind  of  selling  point.  If  the  pro- 
spective purchaser  is  so  disinterested  in  the  music  itself  that  he  must 
be  bribed  with  housefurnishings  to  persuade  him  to  buy,  then  his 
trade  is  hardlv  worth  the  seeking. 
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0  T  I  C  E 


On  the  first  of  June,  or  shortly  thereafter,  the  headquarters 
of  The  Talking  Machine  World  nil!  be  moved  from  the  pres- 
ent address  at  373  Fourth  Avenue.  New  York,  to  spacious 
NEW  QUARTERS  AT  .383  MADISON  AVENUE,  NEW 
YORK. 

This  change  is  being  made  in  order  tn  take  care  of  the  space 
requirements  of  our  rapidly  expanding  business  and  also  in 
order  that  iie  may  serip  the  trade  uith  the  additional  ad- 
vantage)!  that  are  only  possible  through  our  being  located  in 
the  heart  of  the  neu<  center  of  the  advertising  and  publishing 
business. 

\('e  ask  the  readers  of  The  Talking  Machine  W  orld  to  kindly 
make  note  of  the  change  in  our  address  and  tve  wish  at  this 
time  to  extend  a  most  cordial  invitation  to  all  our  readers 
to  visit  us  in  our  new  establishment.  We  value  very  highly 
a  personal  acquaintance  with  you  all.  and  tve  are  anxious 
that  you  be  familiar  in  a  first-hand  way  with  the  character 
and  scope  of  our  organization. 

EDWARD     LYMAN     BILL,  Inc. 


Publishers   •   of  •   Business   •   Papers   •   for    ■  Over 


Years 


383       M   ADISON       AVENUE,       NEW  YORK 


SUCCESSFUL   CANVASSING   STILL  POSSIBLE 


THE  possibilities  of  selling  talking  machines,  and  even  records, 
through  the  medium  of  the  canvasser  are  as  great  to-da}-  as  they 
ever  were,  provided  the  dealer  gives  proper  thought  to  the  question 
of  canvassing  and  has  an  understanding  of  the  method  of  organizing 
a  canvassing  campaign  and  of  supporting  his  men  in  the  field. 

There  -are  retailers  who  have  tried  canvassing  in  an  effort  to 
stimulate  a  drooping  business  but  have  been  disappointed  with  the 
results  because  of  the  fact  that  their  men  were  in  competition  with 
canvassers  in  many  other  lines  ranging  from  vacuum  cleaners  to 
patent  brushes.  Any  retailer  who  turns  his  crew  out  cold  and  with- 
out support  from  the  store  is  going  to  face  the  same  disappointment, 
for  the  day  of  the  successful  house-to-house  peddler  appears  to  be 
nearing  an  end. 


Successful  canvassing  depends  largely  upon  the  ability  of  the 
manager  himself,  not  so  much  in  giving  his  salesmen  the  common 
or  garden  variety  of  "leads,"  but  in  providing  for  the  salesman  a 
form  of  introduction  that  will  at  least  insure  him  a  hearing.  Even 
such  simple  things  as  following  up  a  personal  letter  to  the  prospect 
from  the  manager  of  the  store  or  a  'phone  call  judiciously  timed 
will  insure  the  canvasser  an  audience.  After  that  it  is  a  matter  of 
salesmanship  and  no  fixed  rule  can  be  provided  for  that  work. 

In  The  World  there  have  appeared,  and  will  appear,  articles 
recording  the  experiences  of  those  who  have  met  with  success  in 
canvassing  work,  and  the  ideas  presented  are  worth  money  to  deal- 
ers, particularly  those  in  congested  territories  who  have  come  to 
realize  that  their  business  will  not  develop  or  even  remain  "put"  if 
they  continue  to  wait  for  trade  instead  of  going  after  it. 


ON  THE  JOB 

"Use  Pearsall  Service  and  Save  All." 
Ask  any  Pearsall  Dealer,  he'll  tell  you. 
"Desire  to  serve,  plus  ability."  . 


10  EAST  39th  ST. 


NEW  YORK  CITY 


SILAS  E.  PEARSALL  COMPANY 


THOMAS  F.  GREEN,  President 
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Music  Memory  Contests  Boost  Business 

Individual  Dealers  Can  Reap  Benefit  of  Stimulated  Business  by 
Staging  Such  Contests — General  Interest  Aroused  Always  Pays 


Wherever  music  memory  contests  have  been 
held  in  various  cities  throughout  the  country 
their  effect  has  been  to  generally  stimulate  sales 
of  all  things  musical,  especially  talking  ma- 
chines and  records,  sheet  music  and  music  rolls. 
In  the  majority  of  instances  music  memory  con- 
tests have  been  fostered  by  the  community  or- 
ganizations, such  as  music  clubs,  civic  bodies 
and  very  often  by  music  supervisors  of  the 
schools.  In  all  cases,  however,  the  schools  have 
been  solidly  behind  any  such  move  sponsored 
by  outside  bodies  to  increase  appreciation  in 
things  musical.  Talking  machine  and  music 
dealers  have  also  lent  their  assistance  in  mak- 
ing these  events  a  success,  but  it  sems  that  a 
really  exceptional  opportunity  to  stimulate  busi- 
ness has  been  practically  overlooked  by  the  trade 
in  general.  Comparatively  few  talking  machine 
dealers  apparently  are  aware  of  the  rev^ards  in 
sales  awaiting  those  who  are  aggressive  enough 
to  get  behind  a  music  memory  contest  of  their 
own.  It  is  true  that  a  few  dealers  have  staged 
such  an  event,  but  the  number  is  so  small  that 
it  is  hardly  worth  mentioning.  However,  where 
talking  machine  dealers  have  spent  time,  money 
and  taken  the  trouble  to  do  this  the  returns  in 
all  cases  have  been  of  such  volume  that,  from 
the  standpoint  of  business  secured,  the  events 
were  in  all  cases  remarkable  successes. 

Makes  Music  Memory  Contests  Pay 

The  music  department  of  Polzin's  Furniture 
.Store,  Rapid  City,  S.  D.,  is  one  of  the  several 
concerns  which  is  making  the  music  memory 
contest  an  annual  event.  This  store  last  month 
started  its  second  annual  contest  under  the  di- 
rection of  its  music  supervisor.  Participants 
include  members  of  church  organizations, 
clubs  and  societies,  schools  and  various  civic 
organizations.  In  the  musical  programs  of  all 
of  these  organizations  contest  numbers  arc 
chosen  for  the  programs.  Moving  picture  slide? 
and  all  theatre  orchestras  arc  also  used  to  give 
tiie  compositions  comprising  the  list  widespread 
publicity.  Preparation  for  the  contest  covers 
a  period  of  six  weeks  and  during  this  time  con- 
certs are  held  in  the  store  three  days  each  week, 
so  that  pupils  of  the  local  schools  may  have  the 
opportunity  of  familiarizing  themselves  with 
the  compositions.  These  concerts  are  always 
well  attended  and  the  amount  of  interest  on  the 


part  of  both  children  and  adults  has  been  one 
of  the  most  surprising  features  of  these  events. 
I'he  store  concerts  are  not  merely  confined  to 
the  rendition  of  the  various  numbers,  but  an 
important  feature  is  a  short  lecture  on  each 
selection,  explaining  the  various  features  of  the 
music  which  are  most  likely  to  appeal. 

Supplies  Clubs  With  Instruments 

Polzin's  Furniture  Store  also  makes  it  a  point 
to  see  that  all  clubs  have  talking  machines  and 
some  of  the  contest  numbers  when  they  hold 
their  meetings,  and  when  necessary  someone 
connected  with  the  contest  visits  clubs  on  meet- 
ing nights  and  demonstrates  the  various  con- 
test selections.  During  this  period  considerable 
space  in  the  local  newspapers  is  utilized  to  car- 
ry stories  of  these  recordings.  Of  course,  Pol- 
zin's has  in  stock  all  the  records  on  the  list 
when  the  contest  opens,  but  the  demand  be- 
comes so  great  that  the  stock  is  soon  depleted. 
This  year,  for  example,  the  demand  for  the  re- 
cordings comprising  the  contest  numbers  ex- 
ceeded the  most  sanguine  expectations  of  the 
company- and  before  the  contest  was  really  well 
under  way  the  order  department  was  kept  busy 
trying  to  secure  enough  records  to  take  care  ot 
all  comers.  In  fact,  the  cry  for  records  was  so 
loud  and  continuous  that  the  company  found 
it  impossible  to  secure  enough  of  certain  num- 
bers and  would-be  purchasers  had  to  be  con- 
tent with  placing  their  orders  for  future  de- 
livery. In  addition  a  number  of  fine  prospects 
were  secured  for  talking  machines. 

Prizes  Create  Interest 

Of  course,  in  a  contest  of  this  character  prizes 
of  some  kind  must  be  the  goal  of  the  contest- 
ants if  general  interest  and  keen  competition  is 
to  be  aroused.  Sometimes  a  number  of  cash 
prizes  are  the  goals  of  contestants  and  some 
successful  contests  have  had'as  prizes  scholar- 
ships in  some  good  conservatory  of  music.  An- 
otiier  dealer  who  recenth-  staged  an  eminentl.v 
successful  music  memory  contest  offered  $1,000 
in  prizes  to  consist  of  stock  handled  in  the 
store,  such  as  certain  talking  machines,  records, 
articles  of  furniture,  both  ornamental  and  use- 
ful. These  latter  prizes  were  awarded  to  win- 
ners in  a  music  memory  contest  staged  not  so 
very  long  ago  by  the  Home  Furniture  Co., 
Fairmont,   W.   \'a.     The   contest  arranged  bv 


this  live  furniture  and  music  dealer  was  also 
successful  beyond  expectations  and  the  demand 
for  records  was  felt  for  a  long  time  after  the 
affair  was  brought  to  a  close.  Not  only  that, 
but  a  great  number  of  interested  prospects  was 
secured  which  afforded  the  members  of  the 
talkiiig  machine  department  sales  organization  a 
live  and  productive  field  in  which  to  carry  on 
their  sales  promotion  work.  In  this  contest 
prizes  were  awarded  not  only  to  individual  win- 
ners, but  there  were  special  prizes  for  win- 
ning organizations  which  participated  in  the 
event.  The  rules  for  the  registration  of  con- 
testants provided  by  the  store  were  the  direct 
means  of  building  up  a  live  mailing  list.  These 
rules  provided  that  all  persons  who  desired  to 
enroll  for  the  contest  must  come  to  the  store 
to  do  so;  they  must  clip  lists  of  selections  from 
the  newspapers  to  learn  to  recognize  titles  and 
be  prepared  to  give  names  of  composers  when 
selection  was  played.  There  were  100  numbers 
and  the  persons  and  organizations  giving  the 
greatest  number  of  correct  answers  were  en- 
titled to  the  prizes.  In  addition  to  the  imme- 
diate sales  made  and  the  number  of  prospects 
secured  the  company  obtained  a  great  deal  of 
free  publicity  through  the  local  newspapers. 

These  are  only  two  instances  where  the  music 
memory  contest  has  been  made  a  powerful  busi- 
ness builder  and  others  could  be  cited.  The 
opportunity  is  there  and  talking  machine  deal- 
ers in  every  community,  no  matter  how  small, 
can  cash  in  on  this  form  of  business  promotion. 
It  needs  only  agggressiveness  and  the  willing- 
ness to  spend  a  little  money  for  a  large  return 
to  be  successfullv  carried  out. 


AN  EFFECTIVE  RECORD  SUGGESTION 


A  clever  plan  of  augmenting  record  sales  has 
been  inaugurated  by  Fay  Luyster,  manager  of 
the  Victor  departments  of  the  Cline-Vick  stores 
in  Herrin,  Carterville,  Royalton,  West  Frank- 
fort, Zeigler,  Johnston  City  and  Marion,  111. 
This  consists  of  cutting  the  record  list  placed 
by  the  Victor  Co.  in  the  newspapers  and  mount- 
ing them  on  heavy  paper  or  pasteboard.  These 
are  given  to  customers  as  they  enter  booths, 
facilitating  the  selection  of  records  and  thus 
economizing  on  supplements. 


THE  SUPREME  TONE  AMPLIFIER 


A  simple,  neat  appliance,  easily  attached  to  your  machine. 

Produces  a  pure  natural  tone,  free  from  all  "blast,"  vibration 
or  distortion. 

Note  the  novel  spring  suspension 

Incomparable  for  Dancing 


Renewed  pleasure  from  your  favorite  record  is  assured. 
Doubles  the  volume,  yet  improves  the  quality  and  detail. 

"If  you  haven't   heard  the 
S   _    _  ADD  A-TONE 

You  haven't  heard  your  machine" 

UNIQUE  REPRODUCTION  CO.,  Inc. 
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Pusher''  Plan  Sells  Dead  Record  Stock 


Liability  Represented  by  Slow  Moving  Records  Can  Be  Reduced 
by  Thoroughly  Tested  Plan  Which  Is  Accomplishing  This  Result 


One  of  the  most  difficult  problems  facing  the 
talking  machine  dealer  to-day  is  the  question  of 
how  to  conduct  his  record  business  in  such  a 
manner  that  there  will  be  no  dead  stock  of 
records.  In  other  words,  finding  some  means 
of  bolstering  up  the  sales  volume  of  those  re- 
cordings which  under  ordinary  circumstances 
sell  so  slowly  that,  in  comparison  to  the  selec- 
tions in  more  popular  demand,  there  seems  to 
be  no  call  for  them.  Of  course,  the  record  re- 
leases always  contain  a  number  of  records  which 
are  the  hits  of  the  day  and  these  go  very  quickly. 
The  average  dealer  also  has  certain  customers 
who  call  regularly  for  classical  numbers  of  a 
certain  type.  However  this  may  be,  there  are 
always  records  which  the  dealer  orders,  think- 
ing that  they  are  sure  to  be  in  popular  demand 
and,  much  to  his  disappointment,  remain  almost 
uncalled  for,  while  other  recordings  for  which 
no  such  high  hopes  were  held  sell  like  hot  cakes, 
as  the  saying  goes. 

Now,  it  is  obvious  that  if  these  slow-moving 
records  remain  on  the  dealer's  shelves  he  is 
losing  money.  They  must  be  moved  and  it  is 
up  to  the  merchant  to  see  that  they  are  moved. 
There  is  no  use  in  shrugging  shoulders  in  dis- 
couragement and  saying,  "The  people  do  not 
want  them  and  they  cannot  be  sold."  They 
can  and  will  be  sold  readily  enough  if  proper 
steps  are  taken  and  a  vigorous  and  determined 
sales  campaign  is  inaugurated. 

One  of  the  largest  department  stores  in  the 
East,  namely,  Frederick  Loeser  &  Co.,  Inc.,  of 
Brooklyn,  N.  Y.,  which  operates  a  very  large 


talking  machine  department,  has  largely  eUmi- 
nated  the  dead  record  stock  bugaboo  by  means 
of  a  clever  plan  recently  put  in  efifect.  This 
stunt  is  so  good  that  we  pass  it  along  so  that 
other  talking  machine  dealers  who  are  troubled 
about  slow-moving  records  can  get  busy  on 
something  similar  themselves. 

At  the  Loeser  record  department  only  sales- 
women are  employed  and,  while  a  very  large 
record  business  is  enjoyed,  it  was  found  that 
certain  records  were  not  selling  as  they  should. 
After  puzzling  over  a  way  in  which  these  rec- 
ords could  be  disposed  of  during  the  course  of 
regular  business  it  was  determined  to  mark  these 
records  in  some  way  so  that  the  sales  people 
could  determine  at  a  glance  just  which  are  the 
slow  sellers.  These  slow-moving  numbers  are 
called  "pushers"  and  at  the  monthly  inventory 
those  recordings  which  are  not  selling  are  put 
in  the  "pusher"  class  and  listed.  No  attempt  is 
made  to  mark  all  the  "pushers"  at  once,  but 
only  a  few  are  marked  for  the  guidance  of  the 
sales  organization.  The  marking  is  done  sim- 
ply by  pasting  a  small  red  label,  easily  visible, 
under  each  group  of  slow-moving  records  on 
the  shelves.  When  a  customer  comes  in  and 
requests  to  hear  a  certain  record  the  sales  per- 
son, while  obtaining  this  recording,  quickly 
makes  a  mental  note  of  a  "pusher"  which  might 
appeal  to  that  customer  and,  when  the  proper 
time  arrives  after  the  called-for  record  has  been 
demonstrated,  the  saleswoman  suggests  a  dem- 
onstration of  the  "pusher"  which  she  has  in 
mind  and  very  oflen  a  sale  is  made. 


The  results  of  this  simple  plan  have  been  sur- 
prising, and  one  of  the  factors  which  have  aided 
materially  in  putting  this  stunt  across  is  the 
enthusiasm  and  co-operation  of  the  members  of 
the  sales  organization.  To  inject  an  element  of 
competition  into  the  sale  of  these  "pushers"  the 
standing  of  the  various  girls  as  regards  sales 
volume  is  posted  on  the  bulletin  board  of  the 
talking  machine  department  each  month.  Quite 
naturally,  those  saleswomen  who  have  done 
poorly  one  month  in  making  sales  of  these 
slow-moving  records  make  a  more  vigorous  try 
the  following  month  and  the  competition  for 
first  place  is  very  keen. 

As  has  been  mentioned,  the  success  of  this 
plan  was  surprising  indeed.  An  average  of 
twenty-five  records  are  sold  each  day  through 
the  "pusher"  plan.  These  are  all  records  which 
have  not  sold  well  when  ordinary  sales  methods 
were  used. 

Here  is  a  practical  plan  which  every  talking 
machine  dealer  can  inaugurate  for  himself. 
Other  successful  plans  have  been  put  in  effect, 
ample  proof  that  records  which  sell  slowly  un- 
der ordinary  circumstances  can  be  moved  quick- 
ly enough  to  suit  the  most  impatient  merchant. 
The  thing  to  do  is  not  to  sit  back  and  repine, 
but  to  get  busy  and  plan  ways  and  means.  If 
you  have  purchased  a  large  Stock  of  records  in 
the  belief  that  there  would  be  a  demand  for 
them  and  the  contrary  is  the  case,  why,  then, 
create  a  demand,  make  a  market,  and  you  will 
not  know  the  meaning  of  the  words  dead  record 
stock. 


Showing  Reproducer  of  Jewel  Needle  Equipment  Turned 
Up  to  Change  Needle;  Also  Position  When  Not  in  Use 


Showing    Reproducer    of    Jewel    Needle    Equipment  in 
Position    for    Playing    Lateral    Cut    Records   on  Edison 
Phonograph 


For  The  New  Edison 


Showing  Reproducer  of  Jewel  Needle  Equipment  in 
Position  for  Playing  Edison  Record  With  Fibre  Needle. 


1 


NOT 

Just  Another  Equipment 

BUT 

a  distinct  improvement  in 
Tone  Reproduction  as  well  as 


in  Mechanical 
and  Finish. 


Construction 


Plays  all  types  of  records.  Operates  the  same  as 
the  "EDISON"  with  the  LEVER. 

No  adjustments  necessary  when  changing  from 
lateral  to  vertical  cut  records.  Stop  prevents 
swinging  to  the  right. 

Needle  scratch  almost  entirely  removed. 

Turning  back  of  Reproducer  permits  of  easy 
access  to  needle  socket  and  saves  records  from 
unnecessary  scratching. 

Is  the  ONLY  equipment  that  plays  vertical  cut 
records  with  a  Fibre  needle  in  the  proper 
"EDISON"  position  with  the  Reproducer 
turned  FACE  DOWN  to  the  record,  giving  it 
a  floating  action. 


Send  for  descriptive  circular 
which  contains  "HINTS  RE- 
GARDING THE  CARE  OF  A 
PHONOGRAPH." 
WRITE  YOUR  EDISON  JOB- 
BER.  HE  HAS  IT. 

Price  the  same.  Liberal  dis- 
count to  dealers. 

GUARANTEED  IN  EVERY 
WAY. 

MONEY  BACK  IF  NOT 
SATISFIED. 

We  handle  highest  grade 
Jewel  Point  Needles. 


JEWEL  PHONOPARTS  COMPANY 


Showing  Back  View  of  Jewel  Needle  Equipment  in  Posi 
tion  for  Playing  Lateral  Cut  Records  on  Edison  Phonograph 


Needle  CENTERS  on  all  records. 

Straight  air-tight  construction  and  absence  of 
movable  joints  insure  perfect  reproduction  and 
great  volume. 

Pivoted  ball-joint  insures  perfect  reproduction  and 
freedom  of  movement  both  vertically  and  hori- 
zontally. 

Weight  is  the  lightest  that  can  produce  perfect 
results,  thus  saving  the  record,  and  permitting  a 
freedom  and  sweetness  of  tone  considered  impos- 
sible. 

Indestructible  NO'M-Y-KA  diaphragms  do  not 
blast,  crack,  split  or  warp,  and  are  the  greatest 
development  in  phonographic  sound  reproduction 
in  years. 

160  W.  Whiting  St.,  Chicago 
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Columbia 


Features ! ! 

Motor.  A  new,  one  spring,  long 
playing  motor,  built  like  a  watch; 
powerful  in  driving  capacity; 
silent  in  operation;  accurate  in 
register;  can  be  wound  while 
playing. 

Reproducer.  New,  improved 
No.  12  reproducer,  identical  with 
standard  equipment  used  on 
highest  grade  cabinet  models. 

Tone  Chamber.  Amplifying 
chamber,  scientifically  designed; 
concealed  in  cover;  provides  full 
and  natural  development  of  sound 
waves. 

Tone  Control.  Two  adjustable 
tone  control  leaves,  operating  on 
same  exclusive  pipe-organ  princi- 
ple as  in  cabinet  models. 

Record  Drawer .  Sliding 
drawer  accommodates  8  double- 
faced,  10-inch  records.  No  other 
portable  so  conveniently  arranged 
for  carrying  records. 


New 
Columbia 
Portable 
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First  asfain 


The  Perfect  Portable 


THERE  is  no  need  to  tell  you  of  the  sales  possi- 
bilities of  a  correctly  designed  and  completely 
satisfactory  portable  phonograph.  Every  hustling 
dealer  in  the  industry  has  been  eagerly  waiting  for 
this  development.  Leading  manufacturers  have  been 
working  on  the  proposition  for  years. 

Columbia  phonographic  engineers  are  first  to  hit 
the  bull's  eye  and  we  are  elated  to  announce  the 
New  Columbia  Portable — the  most  perfect  portable 
phonograph  that  has  ever  been  designed. 

This  instrument,  light,  small,  compact,  is  a  beau- 
tiful piece  of  mechanism  and  a  beautiful  piece  of 
workmanship.  And,  what  is  of  even  greater  mo- 
ment, it  is  a  musical  instrument  of  the  highest 
quality,  with  a  sweetness  of  voice  and  volume 


of  tone  that  fully  satisfy  the  most  exacting  critic. 

By  any  standard  of  comparison,  there  is  no 
portable  on  the  market  to-day  that  even  approaches 
the  New  Columbia  Portable  in  beauty,  in  design  and 
in  reproduction  quality.  To  show  and  demonstrate 
this  instrument  is  to  sell  it. 

We  are  now  in  regular  production  on  this  new 
model.  The  New  Columbia  Portable  is  being  de- 
livered to  Columbia  Branches.  Visit  the  Columbia 
Branch  in  your  territory  at  once  and  investigate. 
The  selling  season  for  portables  is  here.  Get  ready 
to  take  your  share  of  the  big  business  that  is  waiting. 

List  price,  $50.  Regular  franchise  discounts  to 
dealers. 

COLUMBIA 
GRAPHOPHONE  COMPANY 
New  York 


16 


THE   TALKING   MACHINE  WORLD 


May  15,  1923 


How  a  Wise  Manager  Scores  by  Leading 

A  Dissertation  on  the  Various  Types  of  Sales  Managers  and  the 
Methods  Used  by  One  of  the  Most  Successful  to  Secure  Business 


There  are  many  kinds  of  sales  managers,  but 
one  can  roughly  divide  them  into  three  or  four 
different  classes.  First,  there  is  the  sales  man- 
ager in  the  well-established,  somewhat  conserv- 
ative house,  who  never  does  anything  out  of  the 
ordinary — he  is  not  expected  to.  He  is  a  spe- 
cies of  "chair-warmer"  in  many  respects,  but 
if  he  jumped  out  of  that  chair  and  began  hop- 


the  buck  to  his  salesmen  and  drives  them  with 
a  lash  and  carefully  selected  threats. 

Then  there  is  the  sales  manager  who  is  origi- 
nal, without  being  freakish;  who,  holding  a  po- 
sition with  a  firm  which  is  willing  to  try  some 
things,  at  least  once,  has  wisdom  enough  to 
know  his  limitations,  the  extent  to  which  his 
h&use  is  willing  to  go  and  who,  with  those 
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ping  about  he  would  scare  the  heads  of  his  firm 
out  of  their  wits — so  it  is  just  as  well  that  he 
proceeds  at  all  times  in  the  very  even  tenor 
of  his  way. 

Next,  there  is  the  sales  manager  who  is  all 
froth;  he  sold  himself  to  his  employers  by  plac- 
ing a  superlative  value  on  his  qualifications.  He 
is  full  of  a  few  sapient  arguments  and  neatly 
turned  phrases^  which  he  uses  over  and  over 
again — they  are  generally  borrowed,  but  he  uses 
them  so  often  that  he  believes  eventually  that 
he  originated  them  himself.    He  usually  passes 


limitations  well  in  view,  goes  part  way  often, 
reserving  the  limit  for  some  future  time,  if  nec- 
essary. In  this  way  he  is  always  establishing 
confidence  and  slowly  but  surely  pushing  the 
limitations  further  and  wider.  He  is  at  all  times 
seeking  for  new  plans  which  will  help  his  sales- 
men, with  whom  he  is  ever  in  touch — leading, 
rather  than  driving  them  forward.  He  is  always 
willing  to  admit  his  own  mistakes  and  does  not 
ask  others  to  take  them  and  swallow  them  ad 
nauseam. 

Carefully  preparing  the  way  with  good  ad- 
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vertising,  good  goods — and  plenty  of  them — J. 
W.  Boothe,  general  manager  of  the  music  de- 
partment of  Barker  Bros.,  made  the  conditions 
and  surroundings  and  conveniences  for  his  sales- 
men as  smooth  as  possible  and  launched  fortii 
on  his  December  phonograph  business.  Time 
was  the  essence  in  sales;  the  customers  poured 
into  the  department- — they  must  be  sold  as 
quickly  as  possible.  Customers'  satisfaction 
must  not  be  sacrificed  to  this  speed,  however — 
the  department  must  retain  its  reputation  tor 
service  and  satisfaction — the  reputation  of  the 
main  house  of  Barker  Bros,  was  at  stake.  And 
so  the  competition  of  salesmen  began,  proceed- 
ed and  ended,  and  four  of  the  salesmen,  the  'Big 
Four  of  the  Pacific  Coast,'  as  their  sales  man- 
ager, Boothe,  calls  them,  came  in  like  a  four- 
in-hand  of  well-groomed  horses,  with  traces  al- 
most even — $100,000  of  sales  for  one  month 
among  them;  a  few  dollars'  worth  of  business 
only  between  each  man's  total. 

In  the  same  month  the  record  department  did 


Barker  Bros.  Sales  Women  as  Opera  Stars 

BACK  ROW,  left  to  right:  Miss  Eeddington  (Margu- 
erite— Faust)  ;  Miss  Horn  (Santuzza — Cavalleria  Rusticana)  ; 
Miss  Harris  (Lady  Harriet — Martha)  ;  Miss  MuUholland 
(Aida— Aida).  CENTER  ROW,  left  to  right:  Miss 
Hornby  (Gilda — Rigoletto)  ;  Miss  Schroer  (Carmen — Car- 
men) ;  Miss  Anderson  (Cho  Cho  San — Madame  Butterfly); 
Mrs.  Dear  (Tosca— La  Tosca).  FRONT  ROW,  reclining 
position:    Miss  Malone  (Salome — Salome). 

nobly.  The  young  ladies  toiled  courageously 
and  with  smiles  reflected  from  the  department 
manager,  Mrs.  Dear.  But,  after  the  whirl  of 
the  holidays,  business  slipped  back  to  normal 
and  the  girls  chafed  for  more  rush  days. 

What  could  their  chief  do  for  his  wild  young 
wonien?  The  opera  company  came  to  town;  J. 
W.  Boothe  wanted  it  in  his  store.  So  he  turned 
his  record  sales  girls  into  opera  stars.  He  had 
them  costumed  as  stars,  at  least;  it  was  not  nec- 
essary for  them  to  use  their  voices — the  records 
sang  for  them,  and  they  sold  them. 

More  big  advertising,  lots  of  records  and 
gorgeous  costumes.  The  crowds  of  Los  An- 
geles swarmed  in  and  bought  voraciously  from 
Marguerite,  Carmen,  Salome,  Gilda,  Tosca,  Cho- 
Cho-San,  Aida,  Lady  Harriet,  Santuzza. 

Just  the  other  day  the  piano  department  had 
a  wonderful  window,  which  brought  all  kinds 
of  business — but  that's  another  story. 

There  are  at  least  three  salient  points  to  be 
noted  from  the  above  which  should  give  food 
for  thought: 

1.  The  salesmen  were  put  on  their  mettle  by  . 
means  of  a  competition  amojig  themselves — . 
without  the  objectionable  phase  of  being  driven. 

2.  Ingenuity  was  shown  by  costuming  the 
record  girls  in  grand  opera  clothes  during 
grand  opera  week. 

3.  The  value  of  window  displays  is  never  lost 
sight  of. 


Harry  P.  Vonderschmidt,  music  dealer,  of 
Washington,  Ind.,  recently  sold  his  Victor  and 
Edison  agencies  to  E.  K.  Sudduth,  a  well-known 
local  business  man. 
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Arranging  the  Patriotic  Record  Window 

How  Dealers  Can  Profit  by  Forthcoming  Holidays  Through  Special 
Window  Displays  Suggested  in  an  Article  by  Lester  G.  Herbert 


There  are  several  patriotic  holidays  ahead  and 
it  always  proves  something  of  a  problem  how 
to  trim  a  window  so  that  it  has  a  definite  sales 
value  and  still  is  closely  linked  up  with  the 
spirit  of  the  occasion.  If  you  desire  a  window 
which  is  somewhat  different  and  still  attractive 
— try  this. 

Procure  a  roll  each  of  red,  white  and  blue 
crepe  paper,  cut  lengthwise  into  strips  an  inch 
and  a  half  wide.  You  will  require  four  or  five 
strips  of  each.  Now,  take  this  crepe  paper  and 
pull  one  edge  of  it  gently  between  the  thumb 
and  forefinger  so  that  it  rufiles  nicely.  Do  not 
touch  the  other  edge. 

Now,  take  pairs  of  records  and  put  a  ruffle 
of  red  around  and  between  the  edges  of  one 
pair;  a  ruffle  of  blue  between  the  edges  of  an- 
other pair;  treat  another  pair  similarly  with 
white.  The  records  will  be  slipped  over  pegs 
of  suitable  size  or  held  in  place  with  record 
holders  specially  designed  for  window  display 
work.  If  you  have  no  such  fixtures,  and  the 
records  have  a  tendency  to  slip  apart,  just  fasten 
at  two  or  three  places  on  the  edge  with  tiny 
strips  of  adhesive  plaster. 

The  tissue  paper  frill  may  be  punctured  to  let 
the  narrow  strip  of  adhesive  go  through.  Later 
this  can  be  removed  with  a  cloth  moistened  witli 
gasoline. 

Arrange  these  red,  white  and  blue  discs  freely 
all  over  the  background  and  window  base.  In 
the  •center  of  the  window  put  a  large  and  very 
handsome  talking  machine.  If  you  have  one  of 
the  new  decorated  or  horizontal  variety  in  stock 
use  it.    On  either  side  put  a  small  and  rather 


inexpensive  machine  to  suggest  that  you  have 
instruments  to  suit  every  purse. 

Next,  have  your  showcard  maker  prepare  a 
large  circular  card  with  a  center  opening  like 
a  record.  This  card  may  be  made  of  some  of 
the  wallboard  material  and  sawn  out  so  as  to 
give  it  more  rigidity.  Border  this  big  disc, 
which  should  be  at  least  four  feet  across,  with 
black,  so  as  to_  make  the  outline  definite. 

Now  mark  this  disc  into  eighteen  or  twenty 
pie-shaped  sections.  In  each  section  print  a 
name  plainly  in  black  and  red  of  a  patriotic  rec- 
ord. Stand  this  big  disc  easel  fashion  on  the 
window  floor,  or  suspend  it  above  tlie  handsome 
talking  machine  in  the  center  of  the  window 
and  attach  a  small  motor,  so  as  to  keep  the  disc 
slowly  turning.  In  the  latter  case  make  a  nar- 
low  fringe  out  of  plain  tissue  paper  of  red,  white 
and  blue  colors  and  with  a  little  mucilage  fasten 
this  fringe  to  the  inside  edge  of  the  disc.  As  it 
revolves'  the  fringe  will  flutter  gently. 

Then,  to'  focus  attention  on  your  patriotic 
window,  stage  some  kind  of  a  contest  similar 
to  a  music  memory  contest,  the  winners  to  re- 
ceive prizes.  Have  contestants  answer  half  a 
dozen  questions  concerning  our  best-known  pa- 
triotic airs.  This  contest  would  be  announced  in 
the  newspaper  and  would  set  people  talking  and 
would,  literally,  force  them  to  think  of  your 
establishment. 

It  is  well  to  remember  that  young  people 
from  twelve  to  twenty  years  of  age  have  great 
initiative,  a  fondness  for  anything  which  repre- 
sents life  or  action,  and  are  almost  invariably 
attracted  by  mechanical  devices.    If  you  doubt 


this  look  at  the  eagerness  of  the  young  chap 
for  an  automobile,  a  radio  and  a  talking  ma- 
chine. In  a  great  many  instances  it  is  the  young 
people  in  the  home  who  are  responsible  for  the 
buying  of  equipment  of  this  kind.  When  they 
become  possessed  with  a  desire  for  ownership 
they  rarely  cease  talking  about  it  until  father 
or  mother  comes  across  with  the  price.  And 
in  the  majority  of  cases  these  young  people 
have  the  deciding  voice  as  to  what  the  ultimate 
choice  will  be. 

So  it  is  logical  and  desirable  to  cultivate  their 
interest  and  friendship.  A  patriotic  window 
affords  an  excellent  opportunity  to  do  this.  Try 
the  idea  out  for  yourself  and  watch  results.  It 
is  rather  certain  to  prove  worth  while. 


BROCKTON  FIRM  OPENS  SIXTH  STORE 

United   Talking   Machine   Co.   Adds  Another 
Branch  in  New  London,  Conn. 


Brockton,  Mass.,  May  3. — The  United  Talking 
Machine  Co.,  of  this  city,  has  announced  the 
purchase  of  another  music  store.  The  new  store 
will  be  located  in  New  London,  Conn.,  and  was 
formerly  owned  by  D.  S.  Marsh  &  Co. 

The  United  Talking  Machine  Co.  now  has  six 
stores,  with  a  probability  of  soon  adding  a  few 
more.  The  first  store  of  this  chain  started  here 
fourteen  years  ago,  under  the  management  of 
Messrs.  Feldman  and  Popkin.  A  few  years 
later  Plymouth  was  added,  then  Willimantic  and 
Stafford  Springs,  Conn.,  stores  were  opened,  fol- 
lowed by  the  opening  of  a  store  in  Webster. 
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The  ALBUM  method  EXCELS  aU  other  RECORD  FILING  systems  EVER  TRIED 


SELECTING  THEIR  FAVORITES 


To  the  Trade: 

Our  Record  Album  factory — all  or  any  part  of 
it — is  at  your  command.  Hundreds  of  customers 
can  and  will  gladly  testify  as  to  the  good  quality  of 
our  production. 

Our  large  and  growing  business  is  due  to  satis- 
fied customers  and  repeat  orders. 

Imprint  (firm  name  or  trade  mark)  stamped  on 
covers  if  desired  when  orders  are  sufficiently  large 
to  justify  it. 

OUR  ALBUMS  ARE  MADE  TO  CONTAIN  VICTOR, 
COLUMBIA.  EDISON.  PATHE.  VOCAUON  AND 
ALL  OTHER  DISC  RECORDS 


NATIONAL  PUBLISHING  CO.,  239  S.  American  St.,  PHILADELPHIA,  PA. 

New  York  Office,  54  Franklin  Street,  Telephone,  Franklin  1227,  Jamet  E.  Magnire,  RepretentatiTe 


THE  PERFECT  PLAN 


MANY  CONCERTS  DURING  MUSIC  WEEK 


Talking  Machine  Trade  Responsible  for  Many 
Well-arranged  Musical  Events  —  Concerts 
Draw  Many  Into  Stores  of  Live  Merchants 


The  talking  machine  trade  played  an  impor- 
tant part  in  the  fourth  New  York  Music  Week 
celebration,  which  ended  on  Jilay  5.  Dealers 
throughout  the  city  staged  elaborate  concerts, 
to  which  were  invited  patrons  and  their  friends, 
and  there  can  be  little  doubt  that  the  cumula- 
tive effect  of  these  store  concerts  make  the  ef- 
fort well  worth  while. 

Among  many  such  events  staged  were  a  se- 
ries of  short  concerts  given  each  day  at  noon 
at  Aeolian  Hall  and,  in  addition,  an  ail-Ameri- 
can song  program,  at  which  a  number  of  well- 
known  American  composers  appeared  in  person, 
on  Wednesday  afternoon.  There  were  also  spe- 
cial programs  of  music  and  dancing  on  Friday 
afternoon  and  on  Friday  and  Saturday  evenings. 
Of  particular  interest,  from  the  viewpoint  of  the 
talking  machine  trade,  was  the  appearance,  on 
Tuesday,  at  Aeolian  Hall  of  Vincent  Lopez  and 
His  Hotel  Pennsylvania  Orchestra. 

At  the  Wanamaker  Auditorium  specially  elab- 
orate programs  were  arranged  for  each  day 
during  Music  Week  and  at  Wurlitzer  Hall,  on 
Forty-second  street,  there  were  also  given  free 
daily  recitals. 

A  concert  which  attracted  considerable  at- 
tention was  arranged  by  M.  Rappaport's  Music 
Shop,  880  Westchester  avenue,  in  the  Bronx 
section  of  New  York,  at  which  the  entertainers 
were  William  Robyn,  Victor  artist,  and  Jack 
Shilkret  and  His  Orchestra.  Special  letters  of 
invitation  were  sent  out  by  Mr.  Rappaport,  in 
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which  announcement  was  made  that  Music 
Week  would  be  celebrated  in  the  store  by  daily 
concerts  by  the  most  celebrated  artists  on  the 
Victrola  and  Victor  records.  All  of  these  con- 
certs were  well  attended. 

M.  Goldsmith  &  Son,  Victor  dealers,  1493 
First  avenue,  also  staged  an  excellently  arranged 
concert.  The  program  included  selections  by 
the  Victor  International  Orchestra,  Nat  Shilkret, 
conductor;  William  Robyn,  Victor  artist; 
Brooke  Johns,  appearing  in  The  Tent  in  "Jack 
and  Jill,"  who  sang  some  of  the  songs  which 
have  taken  so  well  at  the  show  and  which  he 
will  soon  record  for  the  Victor  Co.  Mr.  Johns 
was  assisted  by  Jack  Shilkret,  who  is  playing 
with  him  at  The  Tent. 

The  concerts  at  this  store  served  a  double 
purpose,  as,  in  addition  to  featuring  Music 
Week,  they  featured  the  celebration  of  the  twen- 
ty-third year  of  the  firm's  "business  and  the  first 
year  of  the  opening  of  the  First  avenue,  store. 

On  Wednesday  evening  of  Music  W'eek  A. 
Bersin,  Victor  retailer,  of  Bedford  avenue,  near 
Fulton  street,  Brooklyn,  entertained  his  cus- 
tomers and  their  friends  at  a  concert  given  in 
his  warerooms.  The  services  of  Nat  Martin 
and  His  Orchestra  were  secured  for  an  evening 
of  music  and  the  attendance  exceeded  all  ex- 
pectations. Not  only  were  the  warerooms  filled, 
but  it  was  estimated  that  more  than  2,000  peo- 
ple gathered  on  the  sidewalk  outside  the  store. 


P.  MARCUS  WITH  EMANUEL  BLOUT 

Made  Sales  Manager  for  Emanuel  Blout,  New 
York  Victor  Wholesaler 


T.  M.  M.  TO  ELECT  OFFICERS 

Officers    Nominated   at   Last    Meeting   to  Be 
Voted  Upon — Important  Program  Arranged 


Philip  ^Marcus,  one  of  the  best-known  men  in 
the  talking  machine  industry,  was  recently  ap- 
pointed sales  manager  for  Emanuel  Blout,  the 
well-known  New  York  Victor  wholesaler.  After  . 
almost  eighteen  consecutive  years  of  service 
with  the  S.  B.  Davega  Co.,  New  York  retailer 
and  former  Victor  jobber,  Mr.  Marcus  again  re- 
turns to  Victor  distribution  activities.  He  is  one 
of  the  pioneers  of  the  talking  machine  industry, 
having  entered  the  field  at  its  inception  and  be- 
ing an  active  worker  in  the  progress  attained 
by  the  trade. 

Mr.  Marcus'  decision  to  leave  the  executive 
position  with  the  S.  B.  Davega  Co.  came  as  a 
distinct  surprise  to  his  former  associates  and 
to  the  trade  in  general.  The  hearty  welcome 
from  his  many  friends  among  Victor  retailers 
makes  him  feel  doubly  confident  that  he  has 
made  a  step  in  the  right  direction. 

With  Emanuel  Blout,  Cass  Riddle  and  Joseph 
Kerr,  each  well  known  and  of  the  highest  stand- 
ing in  Victor  circles,  the  addition  of  Mr.  Marcus 
will  represent  an  enthusiastic  and  efficient  Vic- 
tor quartet. 

Emanuel  Blout,  head  of  the  firm,  is  busying 
himself  with  plans  for  a  new  location  which  will 
be  arranged  to  facilitate  the  handling  of  the 
already  large  and  rapidly  growing  demands  on 
this  representative  Victor  organization. 


Election  of  officers  nominated  at  the  last 
meeting,  a  detailed  account  of  which  appears 
in  another  section  of  this  issue  of  The  World, 
will  be  the  principal  business  of  the  Talking 
Machine  Men,  Inc.,  of  New  York,  at  the  meet- 
ing in  the  Cafe  Boulevard  on  May  16.  Other 
matters  of  importance  to  the  trade  will  be  dis- 
cussed. In  addition  to  the  business  session  a 
program  of  entertainment  has  been  arranged 
through  the  courtesy  of  the  Bee-Tee  Publish- 
ing Co.,  145  West  Forty-fifth  street,  New 
York,  who  will  feature  some  of  their  latest 
song  hits,  including  "Keep  It  Under  Your 
Hat,"  "Grand  Daddy"  and  "Eddy  Steady,"  the 
latter  Eddie  Cantor's  latest  comedy  hit. 


EDISON  ARTIST  SCORED  IN  CHICAGO 

Wide  publicity  attended  the  recent  appear- 
ance of  Arthur  Middleton,  baritone  and  Edison 
artist,  at  a  concert  in  Chicago,  111.  Enthusi- 
astic comments  of  the  press  on  this  singer's 
artistic  ability  and  the  large  audience  which 
was  present  at  the  concert  were  followed  by 
greater  interest  in  his  records. 


J.  W.  DAWSON  ADDS  SMALL  GOODS 

Phoenix,  Ariz..  Alay  7. — J.  W.  Dawson,  who 
has  conducted  a  retail  piano  business  at  35 
West  .\dams  street,  has  added  a  complete  line 
of  musical  merchandise  and  will  feature  it 
prominently. 
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Vincent  Lopez 

AND  His  Hotel  Pennsylvania  Orchestra 

have  'attained  nation-wide  popularity 


From  the  four  corners  of  the  nation  come  the  echoes 
of  spontaneous  applause  and  unstinted  praise  for  the 
unrivaled  musical  accomplishments  of  Vincent  Lopez 
and  His  Hotel  Pennsylvania  Orchestra. 

Nightly,  in  the  elaborate  Grill  Room  of  the  Hotel  Penn- 
sylvania, the  largest  hotel  in  the  world,  Lopez  and  His 
Orchestra  entertain  hosts  of  diners  and  dancers.  By 
special  arrangements  w^ith  the  Newark  wireless  broad- 
casting station  WJZ,  every  note  of  his  delightful  dance 
selections  is  carried  on  the  wings  of  wireless  to  distant 
homes  where  thousands  upon  thousands  of  people  are 
eagerly  "listening  in." 

Wireless  broadcasting,  the  popular  OKeh  Records,  and 
triumphant  vaudeville  tours  are  spreading  the  fame  of 
this  talented  dance  orchestra.  Guests  at  the  Hotel  Penn- 
sylvania, coming  from  all  parts  of  the  country,  insist 
upon  meeting  Lopez  and  complimenting  him  person- 
ally; Newark  Broadcasting  Station  WJZ  is  besieged 
with  letters  from  radio  "fans  '  from  widely  separated 
localities,  praising  the  remarkable  orchestrations  of 
modern  dance  music. 

Lopez  is  adding  daily  to  his  host  of  friends  and  admirers, 
and  all  are  eager  buyers  of  his  popular  and  exclusive 
OKeh  records.  As  an  OKeh  dealer,  your  share  of  this 
booming  demand  is  practically  assured.  Be  prepared 
to  get  it  quickly  by  keeping  a  complete  stock  of  Lopez's 
records  on  hand — at  all  times. 


Here 


are 


thi 


Four  Latest  Lopez  Records 


4804    (  Fate 

10-inch    The  Natchez  and  the 
75c     (      Robert  E.  Lee 


4788    (  Some  Little  Someone 

You  Know  You  Belong 


10-inch 
75c  ( 


to  Somebody  Else 


4797    (  Parade  of  the 
10-inch        Wooden  Soldiers 
75c     (  Nola 


^^•^^1  1  Aggravatin*  Papa 
10-mchK 
75c     (^Burning  Sands 


Records 

The  Records  of  Quality 


Qju: 

The  Record  , 


General 
Phonograph  Corporation 
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Man  Behind  Counter  Must  Be  Sold  First 


Good  Business  to  Share  Certain  Secrets  With  Salesmen,  Says  A. 

M.  Burroughs  in  an  Article  Entitled  "Sell  the  Salesman  First" 

That  line  to  the  effect  that  "If  you  would  sell  If  you  have  to  answer  "no"  to  those  ques-  Salesman  A  ,$12,500 

more,  tell  more"  might  well  be  pasted  over  the  tions,   let   us    see   if   there   is   not   a   way   of  Salesman    B   11,000 

desk  of  every  music  store  manager  in  the  land.  bettering    conditions.     Suppose    your   business  Salesman  C   16,500 

And  for  several  reasons.  amounted  to  $50,000  last  year;  that  your  over-  Your  own  sales  amounted  to  only  $10,000. 

If  it  is  good  salesmanship  to  take  customers  head  was  18  per  cent  and  your  net  profit  7  You  devoted  part  of  your  time  to  other  work, 

into  your  confidence  it  is  just  as  good  sales-  per  cent.    Naturally,  these  are  not  the  figures  With  these  figures  to  guide  us  let  us  draw 

manship  to  share  certain  business  secrets  with  for  your  business.    We  are  using  them  simply  up  a  new  schedule  for  this  year's  sales  and 

your  salesmen  (or  salesman).  to  illustrate  our  idea.  give  each  salesman  a  definite  mark  to  shoot 

If  you  are  a  good  merchandiser  you  will  show  You   show   these   figures   to   your  salesmen  at.    We  will  make  it  neither  too  difficult  nor 

your  customer,  in  minute  detail,  how  a  piece  of  and  tell  them  of  your  new  plans:  too  easy — just  a  goal  that  he  can  reach  by 

merchandise  is  manufactured;  where  the  mate-  "Last  year  we  sold  $50,000  worth  of  mer-  extra  effort,  hearty  interest  in  his  work  and 

rials  come  from,  what  care  the  manufacturer  chandise.    We  made  seven  cents  net  on  every  more  persuasive  selling.    Perhaps  you  can  offer 

exercised  in  producing  a   certain  effect,   how  sales  dollar.    If  we  sell  the  same  amount  this  such  inducements  as  increases  in  salaries,  or 

much  time  and  labor  he  spent  in  perfecting  year,  we  will  make  the  same  amount  of  net  bonuses,  or  prizes  in  some  other  shape, 

details  and  assembling  the  finished  product;  profit.      But  on  every  dollar's  worth  of  busi-  These  will  be  their  1923  quotas: 

perhaps,  even  what  tests  it  can  be  put  to.  ness  over  $50,000  we  will  make,  not  seven,  but  Salesman  A  $15,500 

You  will  picture  and  paint  and  expound  until  twenty-five  cents."  Salesman  B  13,000 

his  original  "It  sounds  interesting"  attitude  ma-  Naturally  they  will  want  to  know  why  there  Salesman  C   19,000 

tures  into  a  "Wrap  it  up"  decision.  would  be  the  difference.    This  is  your  expla-  Then  give  yourself  a  quota  of  $12,500. 

It  is  just  as  essential,  however,  to  sell  the  nation:   "All  expenses — salaries,  rent,  deprecia-  What  will  happen  if  the  four  of  you  make 

man  behind  the  counter  as  the  man  in  front  tion  of  equipment  and  stock,  light,  heat,  new  your  1923  quotas?    Your  excess  of  sales  over 

of  it,  and  sell  him  first.    Before  you  try  it  ask  equipment,  taxes,  interest,  insurance,  delivery  $50,000  will  amount  to  $10,000,  of  which  25 

yourself  a  few  questions.  hire,   advertising,   etc. — are   spread   over   the  per  cent,  or  $2,500,  is  clear  profit.    From  that 

Does  each  of  my  salesmen  know  how  much  $50,000  volume  of  sales.    All  told,  it  amounts  sum  you  can  well  afford  to  set  aside  a  few 

merchandise  he  sold  last  year?    Last  month?  to  18  per  cent  of  the  year's  business.  hundred  dollars  as  bonuses  to  your  salesmen. 

Last  week?    Yesterday?  "Just  as  soon  as  we  have  sold  $50,000  worth  Such  a  plan  is  workable.    By  keeping  accu- 

Do  my  salesmen  know  how  much  business  of  goods  we  have  provided  for  all  expenses.  rate  figures  on  each  salesman's  sales,  day  by 

we  did  last  year  and  how  much  we  hope  to  Thereafter  we   will   make   a   clean   profit   of  day,  you  can  have  totals  for  any  period  of 

do  this  year?    How  much  money  they  earned  twenty-five  cents  on  every  dollar's  wbrth  of  the  year.    These  figures  originate  from  sales 

last  year — not  how  much  I  paid  them,  but  how  goods  sold  until  the  end  of  the  year."  slips  and  can  be  posted  to  a  sheet  of  paper, 

much  they  actually  earned?  With  their  interest  aroused  it  is  not  going  properly  ruled,  which  you  yourself  can  draw 

Have  I  ever  showed  them  by  actual  figures  to  be  a  hard  job  to  discuss  each  individual's  up  and  post  in  a  few  moments'  time  each  day. 

what  a  little  extra  effort  on  their  part  will  sales  for  the  past  and  present  year  and  win  A  record  of  sales  by  salesmen  will  prove  to 

produce  in  the  shape  of  net  profits  between  his  support  to  your  plan.  be  more  convincing  to  the  salesmen  themselves 

now  and  December  31,  1923?  Let  us  suppose  that  your  sales  records  show  than  "pep  conferences"  and  curtain  lectures. 

Am  I  keeping  an  accurate  record  of  each  the  following  totals  of  sales  by  salesmen  for  Accurate  figure  facts  can't  be  argued  down  or 

salesman's  sales?  last  year:  laughed  out  of  a  discussion. 


THE 

K-NOB-O 

NEEDLE  BOX  -  RECORD  CLEANER 
"KNOTE  THE  KNOB" 

A  Combination  of  Essential  Features  in 
ONE  UNIT 


CONSTRUCTION 

Three  and  one-half  inches  in  diameter. 
Made  of  metal,  celluloid  and  pile  plush. 
Built  to  last  indefinitely. 

Advertising  matter  will  not  fade,  rub  off  and  cannot  be  removed. 

DISTINCTIVE  FEATURES 

The  cover  has  your  advertisement  and  design  in  any  colors  desired. 
KNOTE  THE  KNOB.  Here  is  imprinted  the  trade  mark  of 
the  machine  you  handle. 

LIFT  THE  KNOB— You  have  a  NEEDLE  BOX  holding  any 
number  of  needles  up  to  three  hundred. 

TURN  THE  KNOB  OVER— Here  is  your  advertisement  again 
on  the  inside — if  you  want  it. 

LAY  THE  KNOB  DOWN— Now  you  have  a  container  for  used 
needles. 

NOTE  THE  SMALL  HOLES  IN  THE  TOP. 

Push  your  discarded  needles  through. 
There  is  room  for  hundreds  of  them. 


COMMERCIAL  FEASIBILITY 

Fill  with  needles  and  sell  at  a  good  profit.  At  the  same  time 
place  your  name  and  business  conspicuously  in  the  home  under 
daily  observation.    A  perpetual  silent  salesman. 

Stimulates  the  sales  of  larger  quantities  of  needles. 

Especially  adapted  to  portable  machines  where  no  provision  has 
been  made  for  needles. 

The  K-nob-O  is  so  attractive,  ornamental  and  useful  that  sales 
are  made  without  effort. 

DISTRIBUTORS  AND  DEALERS 

Here  is  an  opportunity  to  push  a  novelty  with  a  universal  appeal 
to  every  owner  and  prospect  for  both  machines  and  records. 

Now  is  the  time  to  start.  Full  details  and  samples  mailed  upon  ap- 
plication. 

K-nob-O  furnished  with  selected  design  and  printed  matter  in 
quantities  of  100  and  over.  Also  available  as  straight  selling  brush 
without  advertising.  Orders  filled  in  a  few  days.  We  work  with 
you  to  create  sales  and  build  up  business. 


PHILADELPHIA  BADGE  CO.,  942  Market  St.,  PHILADELPHIA, U.S.  A. 

Manufacturers  and  Patentees  of  Record  Cleaners  and  Artistic  Business' Building  Novelties. 
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Tlie  Widdicomb  Sheraton  model  ilhtstrated  is  finished  in 
Red  or  Antique  Mahogany,  or  Walnut,  and  is  equi/^f^ed 
with  albums  for  records,  automatic  stop  and  patented 
tone  control.  Widdicomb  Phonographs  play  all  records. 
Prices  range  from  $90  to  $260. 


SHERA.TON 
MODEL  6 


a 


INVESTIGATE  the  possibilities  of  the  Widdicomb 
franchise  and  you  will  find  that  Widdicomb  phono- 
^  graphs  in  period  designs  have  a  twofold  appeal  for  dis- 
criminating buyers.  For  the  Widdicomb  is  not  alone  a 
musical  instrument  of  unsurpassed  tonal  beauty  and 
faithfulness  of  reproduction,  but  an  article  of  fine  furni- 
ture fitted  to  take  its  place  harmoniously  in  the  most 
perfectly  appointed  home.  Write  today  for  catalog  and 
full  particulars  regarding  the  Widdicomb  franchise. 


THE  WIDDICOMB  FURNITURE  COMPANY 

Grand  Rapids,  Michigan 

Fine  Furniture  Designers  Since  1 865 


NEW  YORK:  105  W.  40th  Street 


CHICAGO:  327  S.  La  Salle  Street 


PHONOGRAPH 

C/Tie  Aristocrat  q/"  Phonograplis 
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Developing  Business  in  the  Small  Town 

W.  B.  Stoddard  Points  Out  the  Opportunities  That  Simply  Await 
Development — The  June  Bride  and  Her  Friends  as  Sales  Prospects  • 


The  belief  is  quite  general  among  a  certain 
class  of  talking  machine  merchants  that  there 
is  little  opportunity  for  business  development 
and  expansion  in  the  so-called  small  town.  This 
viewpoint  undoubtedly  can  be  attributed  to  the 
fact  that  these  dealers  do  not  give  the  business 
the  requisite  attention  necessary  to  develop 
sales,  nor  do  they  realize  the  great  opportunity 
for  sales  which  exists  not  only  in  the  village  or 
town  where  they  are  located,  but  in  the  sur- 
rounding communities  and  country  as  well. 

If  one  does  not  believe  in  the  results  of  in- 
tensive salesmanship  he  should  consult  Thor- 
vald  Andresen,  Manistee,  Mich.,  who,  in  a  town 
of  less  than  ten  thousand  inhabitants,  averages 
a  sale  of  a  phonograph  a  day  for  every  business 
day  in  the  year.  When  asked  how  this  was 
done  he  replied  succinctly:  "Hard  work  and 
good  service." 

Later  he  amplified  this  with  "My  guarantee 
is  that  if  anything  goes  wrong  with  any  of  my 
machines  I'll  have  it  repaired  within  twenty- 
four  hours  or  furnish  a  new  instrument.  I've 
had  to  change  certain  machines  four  or  five 
times  to  suit  certain  people  whom  I  didn't  seem 
able  to  just  satisfy.  I've  lost  money  on  these 
sales,  but  these  very  people  later  became  my 
best  boosters  and  brought  me  other  prospects. 
I've  furnished  new  machines  to  homes  where 
children  ruined  the  first  one.  Invariably  these 
people  have  made  good  to  me  in  some  way." 

This  enterprising  merchant  makes  a  great 
play  for  the  farmers'  trade,  two-thirds  of  his 
time  being  spent  on  the  road,  the  store  being 
left  in  charge  of  his  sister.  Everybody  for  sixty 
miles  about  Manistee  knows  his  big  white  truck, 
painted  in  front  in  big  black  letters  "Here  comes 
Thor"  and  in  the  back  "There  goes  Thor."  He 
is  a'  great  believer  in  personality  advertising. 
There  is  never  a  farmers'  gathering  but  that 
he  is  there  with  his  big  white  truck,  a  phono- 
graph and  a  Magnavox.  Although  located  on 
a  side  street,  he  takes  his  car  to  the  main  busi- 
ness street,  gives  a  jazz  concert  and  the  inter- 
ested ones  follow  him  back  to  his  little  store. 
On  merchants'  automobile  trade  tours  Thor's 
gaily  painted  truck  is  always  in  the  van. 

His  latest  stunt  has  been  to  take  a  musical 
census  of  Manistee.  For  this  purpose  he  em- 
ployed a  local  young  woman,  who  went  from 
house  to  house,  asking  fifteen  questions  con- 
cerning its  musical  equipment  and  other  mat- 
ters. Nothing  was  said  about  whom  she  rep- 
resented. With  the  completed  list  in  his  hand 
Thor  said  he  had  plans  which  he  believed  would 
increase  his  present  business  SO  per  cent.  The 
card  used  was  a  very  comprehensive  one,  as 
follows: 

C.\nv.\sser's  Report 

Name   

Address   

Employed  by   

Do  they  own  a  Talking  Machine  

Would  they  exchange  for  new  one  

Date   

Married  or  Single.  No.  Children 


Position   

What  make   

Do  you  consider  them  a  prosi>ect  for  a  Talking  Machine 

Remarks   


In  the  last-named  item  (Remarks)  is  some  of 
the  most  valuable  information,  as  here  are  listed 
such  items  as  birthday  dates,  anniversaries, 
Christmas  suggestions  and  other  details  that 
will  lead  to  future  sales. 

Supplying  Music  for  June  Brides 
Just  at  present  the  advertising  of  live  talking 
machine  men  should  make  an  especial  appeal  to 
the  June  bride  and  her  friends.  Some  of  the 
best  advertising  of  the  season  has  come  from 
merchants  in  the  smaller  towns — who  realize 
what  a  profitable  customer  the  bride  may  be 


made.  Once  the  instrument  is  sold  she  is  al- 
ways in  the  market  for  new  records — which  she 
may  either  purchase  for  herself  or  have  given 
to  her  by  friends  on  the  anniversary  of  the 
presentation  of  the  original  gift.  Hackmans, 
Staunton,  111.,  showing  the  cut  of  a  bride  ad- 
miring her  Victrola,  said: 

^llllllllllllllllllllllllllllllllllllllllllllillllllllllllllilllllllllllilllllillilllllllllllillllNIIIIIIIIIIIIIIll^ 

I  COMPLETE  HER  HOME  WITH  A  VICTROLA  | 

=  You  cannot  choose  a  more  substantial  and  use-  g 

_:  ful   wedding  present    for   the  June   bride    than  a 

r  Victrola.     For  what  is  more  welcome  than  music  ^ 

1  in  the  home  of  the  newly  married  ^ 

=  A  Victrola,   with  appropriate   Victor  records,   is  s 

=  the   sort   of   a   gift   that   remains   a   joy   forever,  p 

Choose  your  gift  from   our  complete  selection  of  -- 

=  Victrolas.     We  will  deliver  it  on  the  day  desired.  § 

PlIllllllllllllllllllllllllllllllllllllllllUIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIllllMINIIIIIIIIIIIIIIIIU^ 

Spengels,  of  Highland,  111.,  likewise  had  an 
ad  that  appealed  to  many  a  young  couple  and 
their  friends. 

^niiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiim 

i    A  Wedding  Gift   that  Carries   Happiness   with   It  § 

I                              THE  VICTROLA  M 

=        A  wedding!     Two  hopeful  young  souls  starting  p 

^    down  life's  long  road — together.    Music  will  smooth  § 

^    the  road — will  make  the  hills  less  steep.     It  will  = 

—     dull    the   edge    of   sorrow — and    impart   to    joy    a  = 

=    brighter  glow.    The  home  where  music  dwells  is  a  ^ 

=    more  contented  home.     The  home  that  starts  with  i 

=    music  gets  a  better  start.  = 

g        So    there's    hardly    any    wedding    gift    that   can  i 

=    bring  so  much  happiness  as  the  Victrola — nor  will  i 

=    any  other  gift  be  more  cherished  through  the  years.  ^ 

P:illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll{lllll!IIIIIIIINIIIIIIIIIIItN 

The  balance  of  the  ad  was  given  to  enumerating 
some  of  the  new  records  appropriate  to  go  with 
the  machine;  or  to  add  to  the  musical  collection 
of  those  already  possessing  an  instrument. 

Another  catchy  ad  of  Spengels  featured  the 
joy  of  music  in  the  Summer.  It  showed  a  young 
woman  placing  a  record  on  a  talking  machine 
which  was  standing  on  the  porch  overlooking 
a  lake.    The  ad  suggested: 


giiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

I  IN   SUMifER— YOU   NEED   MUSIC  | 

s        For   music    is   the   language    of   romance.     And  g 

^  without  it.  Summer,  the  time  of  romance,  is  some- 

-  how  lacking  in  fullness  of  delight.  - 

E        You    need   music    to    complete    the    joy    of    the  - 

^  golden  afternoons — to  add  to  the  glory  of  magic, 

=  moon-lit  nights.  § 

1  AND  YOU  CAN  HAVE  MUSIC  i 

PIIIUIIIIllllllllllllllllllllllllllllllllllllllllllllllllHIIIIIIIIIIIIIIIIIINIIIIIIIIIIIIIIIIIIIIII^^ 

The  ad  then  goes  on  to  suggest  that  the  great- 
est singers,  musicians,  orators  and  orchestras 
in  the  world  can  be  heard  if  one  has  a  phono- 
graph and  a  good  selection  of  records. 

At  the  present  time  there  are  cabinets  of 
every  description  and  the  latest  idea  is  to  have 
the  talking  machine  conform  to  the  other  fur- 
niture of  the  room.  For  this  reason  the  wicker 
cabinet,  to  harmonize  with  porch  or  sun  parlor 
furniture,  is  especially  timely,  and  the  display 
of  Spengels  appealed  equally  to  the  bride  and 
to  those  in  search  of  an  instrument  for  the 
Summer.  The  window  was  arranged  as  a  ve- 
randa, with  green  bamboo,  shades  and  cretonne 
draperies.  A  grass  rug  covered  the-  floor,  and 
several  pots  and  vases  of  flowers, were  scattered 
about.  Standing  by  the  machine  was  a  wax 
model,  borrowed  from  a  dry  goods  store,  with 
a  record  in  her  hand  which  she  was  about  to 
place  upon  the  machine.  Several  records  were 
scattered  over  the  floor,  and  a  card  at  one  side 
gave  a  list  of  the  new  records  for  the  rrlonth. 
This  window  attracted  considerable  attention. 


Mrs.  Thomas  A.  Edison,  wife  of  the  famous 
inventor,  was  elected  chaplain  general  of  the 
Daughters  of  the  American  Revolution  at  the 
society's  annual  congress,  held  in  Washington, 

n.  r.,  recently. 


WHY  SHOULD  YOU  SELL 

TAe 


The  Following  List  of  Distributors  Have 
Taken  on  The  Modernolette  Since  Jan.  1st 

Ask  Them  Why 

Modernola  Sales  Corp.,  1340  Broadway,  New  York,  N.  Y. 

General  Phono.  Corp.  of  New  England,  142  Berkeley  St.,  Boston,  Mass 

General  Radio  Corp.,  624-8  Market  St.,  Philadelphia,  Pa. 

General  Radio  Corp.,  806  Penn  Ave.,  Pittsburgh,  Pa. 

General  Radio  Corp.,  1403-4  Monadnock  Block,  Chicago  111 

Talking  Machine  Co.,  97  E.  Main  St.,  Rochester,  N.  Y.       *  '  ' 

Wm.  Volker  &  Co.,  Third  &  Main,  Kansas  City,  Mo. 

D.  C.  Whittle  Music  Co.,  1213  Elm  St.,  Dallas,  Texas. 

Turner  Music  Co.,  412  E.  Douglas  Ave.,  Wichita,  Kansas. 

Phonograph  Supply  Co.,  1438  Randolph  Street,  Detroit,  Mich 

Yahr  &  Lange,  207  Water  Street,  Milwaukee,  Wis.  '  ^ 

Retail  Price °^  Mississippi  River— $35.00 
— West  of  Mississippi  River — $40.00 


Some  valuable  territory  still  open  for 
jobbers.    Act  quick,  it  is  going  fast. 

MODERNOLA  COMPANY 

Office  and  Factory,  Johnstown,  Pa. 
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(llUllilli 


Baby  Grand 
$200 


Queen  Anne 
$275 


Sonora  Instruments 
Are  Easy  to  Sell 

ONE  of  the  most  attractive  features  of 
the  Sonora  line  is  the  comparative  ease 
with  which  it  can  be  merchandised.  Sonora's 
inherent  quality  of  tone,  together  with  its 
exceptionally  handsome  appearance,  wide 
range  of  attractive  designs  and  superior 
workmanship,  is  so  palpably  evident  that  an 
immediate  favorable  impression  is  invari- 
ably created  and  selling  resistance  lessened 
appreciably. 

At  this  time  particularly,  when  people  are 
demanding  quality  and  possess  the  where- 
withal to  gratify  their  wants,  Sonora  has 
become  more  easy  to  sell  than  ever. 

An  investigation  of  the  Sonora  proposi- 
tion will  not  obligate  you  in  the  least,  and  it 
may  prove  to  be  the  means  of  creating  a 
more  profitable  and  satisfactory  business  for 
you.  Why  not  write  today  for  full  informa- 
tion? 

SONORA  PHONOGRAPH  CO.,  Inc. 

279  BROADWAY  NEW  YORK 


Toronto 


Canadian  Distributors 
SONORA  PHONOGRAPH,  Ltd. 


THE  INSTRUMENT  OF  QUALITY 

onor 

CLEAR   AS   A  BELL 


The  Highest  Class  Talking  Machine  in  the  World 
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The  distributor  named  below  who  covers  the  territory  in 
which  you  are  located  will  be  glad  to  answer  all  inquiries 
regarding  a  Sonora  agency  on  receipt  of  a  letter  from  you 


State  of  New  York 

with  the  exception  of  towns  on 
Hudson  River  below  Pough- 
keepsie  and  excepting  Greater 
New  York. 

Gibson-Snow  Co., 
Syracuse,  N.  Y. 


State  of  New  Jersey. 

Sonora  Sales  Co.  of  New 
Jersey, 

605  Broad  St.,  Newark,  N.  J. 


State  of  Indiana. 

Kiefer-Stewart  Co., 
Indianapolis,  Ind. 


State  of  Nebraska  and 
Western  Iowa. 

Lee  Coit  Andreesen  Hard- 
ware Co., 

Omaha,  Nebr. 


The  New  England  States. 

Sonora  Phonograph  Co.  of 
New  England, 

221  Columbus  Ave.,  Bos- 
ton, Mass. 


Washington,  California, 
Oregon,  Arizona,  Nevada, 
Northern  Idaho,  Hawaiian 
Islands. 

The  Magnavox  Co., 

115  Jessie  St.,  San  Fran- 
cisco, Cal. 


Southeastern  Paii  of 
Texas. 

South&m  Drug  Company, 
Houston,  Texas. 


Lower  Michigan, 
and  Kentucky. 


Ohio 


Sonora  Phonograph  —  Ohio 
Company, 

417  Bulkley  Bldg.,  Cleve- 
land, Ohio. 


States  of  North  Dakota, 
South  Dakota,  Minnesota 
and  Northern  Iowa. 

Doerr-Andrews-Doerr, 
Minneapolis,  Minn. 


Missouri,  Northern  and 
Eastern  Part  of  Kansas, 
and  5  counties  of  N.E. 
Oklahoma. 

C.  D.  Smith  Drug  Co., 

613  Arcade  Bldg.,  St.  Louis, 
Mo.,  St.  Joseph,  Mo. 


States  of  Montana,  Colo- 
rado, New  Mexico  and 
Wyoming  East  of  Rock 
Springs. 

Moore-Bird  &  Co., 

1751  California  St.,  Denver, 
Colo. 


Utah,  western  Wyoming 
and  southern  Idaho. 

Strevell-Paterson  Hardware 
Co., 

Salt  Lake  City,  Utah. 


Illinois  and  Eastern  Iowa. 

Illinois  Phonograph  Corp., 

720  S.  Michigan  Ave.,  Chi- 
cago, III. 


Wisconsin,  Upper  Michi- 
gan. 

Yahr  &  Lange  Drug  Co., 
Milwaukee,  Wis. 


Eastern  Pennsylvania, 
Maryland,  Delaware,  Dis- 
trict of  Columbia  and 
Virginia. 

Sonora  Co.,  of  Phila.,  Inc., 
1214  Arch  St.,  Philadelphia, 
Pa. 


Western  Pennsylvania  and 
West  Virginia. 


Sonora  Disl.  Co.  of 
Pittsburgh, 

505  Liberty  Ave., 
burgh.  Pa. 


Pitts- 


All  of  Brooklyn  and  Long 
Island. 

Long  Island  Phonograph  Co., 
150  Montague  St.,  Brook- 
lyn, N.  Y. 


New  York  City,  with  the 
exception  of  Brooklyn 
and  Long  Island. 

Counties  of  Westchester,  Put- 
nam and  Dutchess;  all  Hudson 
River  towns  and  cities  on  the 
west  bank  of  the  river,  south 
of  Highland;  all  territory  south 
of  Poughkeepaie. 

Greater  City  Phonograph  Co., 
Inc., 

234  W.  39th  St.,  New  York 
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Doorbell  Route  to  Sales  Secures  Results 

The  Story  of  a  Merchant  Who  Has  Built  a  Substantial  Business 
From  an  Insignificant  Start — Some  Policies  That  Brought  Success 


Because  of  the  constant  influx  of  new  ideas 
on  scientific  merchandising  some  of  the  good, 
old-fashioned  practices  which  have  proved  their 
worth  through  the  years  have  been  discarded  by 
many  merchants.  In  recent  years  many  in  the 
trade  have  discarded  the  doorbell  route  to  sales 
and  have  adopted  less  effective  plans  of  sales 
promotion,  which  have  in  their  favor  only  that 
they  are  in  some  cases  novel,  and  in  many  in- 
stances require  less  work. 

However,  ringing  doorbells  is  still  as  power- 
ful a  force  in  securing  trade  as  in  years  gone 
by  and  no  member  of  the  talking  machine  trade 
can  afford  to  neglect  tliis  phase  of  business.  The 
doorbell-ringing  salesman,  of  course,  works 
much  harder  than  the  indoor  salesman,  who  only 
serves  those  customers  who  come  intp  the  store 
for  the  specific  purpose  of  looking  over  the  line. 
Efficiency  of  the  Doorbell  Method 

An  example  of  the  efficiency  of  this  method 
of  working  up  sales  comes  to  mind.  A  talking 
machine  dealer  just  outside  of  the  metropolitan 
district  of  New  York  has  developed  a  tremen- 
dous business  by  this  means  during  the  last  three 
years.  Starting  with  small  capital  this  dealer 
opened  a  very  small  and  unpretentious  estab- 
lishment. The  first  purchase  after  stock  had 
been  arranged  for  was  a  small  automobile.  In 
this  the  dealer  started  a  widespread  doorbell- 
ringing  campaign,  not  only  in  the  city  where 
the  store  was  located,  but  in  the  surrounding 
communities  as  well,  and  from  the  start  the 
business  prospered.  Although  in  existence  but 
three  years  the  sales  volume  of  this  concern 
has  increased  to  such  an  extent  that  the  busi- 
ness has  outgrown  a  larger  store  which  was 
secured  a  few  months  after  the  opening  of  the 
first  one.  Plans  are  under  way  now  by  this 
merchant  to  construct  a  lajge  building  to  facili- 
tate service  to  the  growing  clientele. 

At  the  present  time  three  outside  salesmen 
and  a  collector,  supplied  with  motor  cars,  are 
working  for  this  concern  and  the  persistent 
doorbell  ringing  is  netting  steadily  increasing 
results.  The  way  the  plan  is  worked  is  this: 
The  salesman  makes  an  effort  to  determine  the 


financial  standing  of  the  prospective  customer. 
If  the  prospect  owns  his  or  her  own  home  he 
or  she  is  considered  a  good  risk  and  the  sales- 
man makes  an  effort  to  place  a  machine  in  the 
home  for  a  trial  demonstration  of  forty-eight 
hours.  At  the  expiration  of  this  period  the 
salesman  retarns  and  if  the  instrument  has  not 
sold  itself  by  that  time  he  delivers  his  sales  talk 
and  tries  to  close  the  deal.  Most  machines 
placed  in  this  manner  for  demonstration  remain 
in  these  homes  permanently. 

How  Problem  of  Terms  Is  Handled 

Now  there  is  another  phase  of  this  business 
which  this  dealer  handles  differently  than  the 
majority  of  other  talking  machine  merchants. 
And  that  relates  to  the  matter  of  down  payment 
and  terms.  In  short,  this  clever  merchandiser 
demands  a  20  per  cent  down  payment  and  al- 
lows the  customer  only  one  year  in  which  to 
pay  for  the  entire  instrument.  In  addition  to 
this  6  per  cent  interest  is  charged  on  all  in- 
stalment sales.  Here  is  something  for  those 
merchants  who  place  machines  in  the  home  on 
the  dollar-down  and  a  dollar-a-week  plan  to 
think  seriously  about.  This  proves  that  talking 
machine  merchandising  can  be  carried  on  on  a 
profitable  basis  for  the  dealer  and  that  there  is 
no  necessity  for  slashing  prices  and  making 
terms  so  ridiculously  low  that  the  merchant 
stands  to  lose  out  on  the  deal  even  if  all  pay- 
ments are  met  promptly  when  due.  In  the  mat- 
ter of  interest  alone  this  live  dealer  clears  a 
substantial  sum  each  year  because  of  the  large 
number  of  instruments  disposed  of. 

Decisive  Action  in  Making  Collections 

In  the  matter  of  collections  also  there  is  no 
beating  about  the  bush  or  equivocating.  If  a 
customer  falls  behind  in  payments  a  letter  is 
immediately  dispatched.  If  at  the  expiration  of 
a  thirty-day  period  the  payment  of  the  previ- 
ous month  has  not  yet  been  made  more  drastic 
action  is  immediately  taken.  In  other  words, 
the  customer  is  made  to  understand  that,  re- 
gardless of  conditions,  a  certain  amount  of  the 
usual  monthly  payment  agreed  upon  must  be 
paid  when  due.    That  this  method  of  forcing  the 


In  Concert  and  Entertainment 
Personal  Appearance  of 

Eight  Popular  Victor 
Favorites  on  One  Program 

A  live  attractioa  for  live  dealers  and  jobbers 

Bookings  now  for  season  1923-1924 
Sample  program  and  panicuiars  upon  request 

P.  W.  SIMON,  Manager 

1674  Broad  way  New  York  City 


Famous  &i9embles  including 

Campbell  &  Burr  •  Sterling  Trio  •  Peerless  Quartet 


issue  has  been  successful  is  evident  from  the 
fact  that  the  concern  does  not  know  what  a  re- 
possession is  and  complaints  are  few  and  far 
between. 

The  large  business  built  up  by  this  method 
of  intensive  canvassing  is  growing  larger  each 
week.  The  cumulative  effect  of  persistent  effort 
of  three  years  is  making  itself  felt  more  and 
more.  For  example:  Last  year  this  concern  dis- 
posed of  almost  1,100  phonographs  of  all  sizes, 
prices  and  styles,  as  well  as  a  large  number  of 
records,  resulting  in  a  gross  income  of  $164,000. 
Plans  are  under  way  to  increase  the  number  of 
sales  to  1,500  during  1923  and  at  the  present 
time  it  looks  as  if  this  figure  will  be  realized. 
Remember,  too,  this  volume  of  business  was 
achieved  without  making  a  single  price  reduc- 
tion or  concession  regarding  terms,  etc.,  of  any 
description. 

This  is  a  record  worth  striving  for  and  every 
dealer  who  reads  this  article  should  turn  the 
searchlight  on  his  own  business  to  see  if  there 
is  not  some  possibility  of  improvement  in  the 
method  of  going  after  business  and  in  cutting 
out  the  too  generous  concessions  to  the  public 
which  are  not  only  harming  the  dealer  practi- 
cing these  evils,  but  the  entire  trade  as  well. 


SHIPPING  FROM  KIMBERLEY  PLANT 

Reconstruction  of  Plant  Recently  Damaged  by 
Fire  Well  Under  Way,  With  Incorporation 
of  Improvements  to  Facilitate  Production 


The  Kimberley  Phonograph  Co.,  Perth  Am- 
boy,  N.  J.,  whose  plant  suffered  considerable 
loss  through  fire  and  water  damage  on  April  18, 
will  shortly  return  to  normal  production  of 
Kimberley  products.  Following  the  fire  the 
sales  department  of  the  company  was  able  to 
take  care  of  the  trade  to  some  extent  with 
undamaged  stock  which  remained  on  hand.  In 
tlie  meantime  the  damaged  sections  of  the  plant 
are  undergoing  necessary  rehabilitation  and, 
at  an  early  date,  the  plant  will  be  able  to  care 
for  its  trade  on  a  larger  scale  than  was  here- 
tofore possible.  ]\Iany  improvements  are  also 
being  made  which  will  greatly  facilitate  pro- 
duction of  Kimberley  phonographs. 


FRAN'ICBAN'TA, 


PHONOGRAPH  DE  LUXE 

The  Instrument  of  incomparable  tone,  that 
plays  any  record  better  than  you  have  ever 
heard  it  played  before. 

Complete  Une  of  table,  upright  and  console 
models.  , 

Prices  to  the  Trade  Range  from 

$8.50  to  $125.00 

Cabinets  of  beautiful  design  and  finish,  Im- 
proved motor  equipment. 

Dealers  write  us:  The  Regrlnas  now  In 
homes  are  making  lots  of  friends;  people 
come  in  and  ask  for  them.  Watch  us  in- 
crease our  sales. 

Cash  in  on  the  Regina;  now  is  the  time. 
Also  Regrlna  Music  Boxes  with  or  without 
phono  attachment. 

Regina  Hexaphones  and  Mandolin  orches- 
trions. 

Regina  tune  discs  and  parts  for  any  in- 
strument ever  manufactured  by  the  Regina 
Co. 

Send  for  particulars  on  territory 
arrangrements. 

The  Regina  Phonograph  Co. 

IMANUFACTURERS 
RAHWAY  NEW  JERSEY 
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Ready-Made 


vs. 


Made  to  Order 


There  is  that  much  difference  between  ordinary  physical  culture  exer- 
cises and  Walter  Camp's  '*Daily  Dozen."  Selling  your  customers  a  hap- 
hazard collection  of  exercises  with  any  kmd  of  music  isn't  selling  satisfaction. 

Walter  Camp's  "Daily  Dozen  "  on  Health  Builder  records  is  the  recognized  standard 
of  physical  culture  exercise.  Each  exercise  has  been  selected  as  the  best  for  its  particular 
purpose.  Used  in  its  entirety  it  accomplishes  its  goal  in  keeping  you  fit.  Every  muscle  of 
the  body  has  been  exercised.  To  go  even  further  into  details  each  musical  selection  is  the 
best  fitted  to  suit  the  exercise  and  the  commands  are  so  given  that  they  stimulate  instead  of 
weary.  These  and  many  other  qualities  have  made  the  "Daily  Dozen  "  supreme  in  this 
field.  This  is  why  the  "Daily  Dozen"  is  preferred  by  discriminating  persons  over  other 
sets  that  perhaps  even  cost  less. 

In  your  business  you  are  selling  merchandise  plus  satisfaction.  That  is  why  if  you  are 
not  already  selling  the  "Daily  Dozen"  you  ought  to  carry  it  in  stock.  Convince  yourself 
first.  Send  for  a  sample  set  at  the  dealer's  price  $6.00  (list  price  $10.00).  Return  it  if 
you  want  to  and  we  will  cheerfully  return  your  money. 

"In  the  Spring  a  young  man's  fancy  lightly  turns  to  thoughts  of" — keeping  fit — so  does 
every  member  of  the  family.  Capitalize  on  this  Spring  business  with  Health  Builder 
"Daily  Dozen"  sets. 


HEALTH  BUILDERS,  Inc. 

DEPARTMENT  W5 

334  FIFTH  AVENUE  NEW  YORK,  N.  Y. 
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All  we  do     is      tra  —  la— la.      Don't  we  cai--ry  on! 


DONTWE 
CARRY  ON 


"You  can'f^owronj 


INTERESTING  ANALYSIS  OF  RADIO 

Price  Slashing  and  Other  Evils  Affecting  Radio 
Industry — Deferred  Payment  Plan  Suggested 
as  Sales  Stimulator — Programs  Must  Be  Sold 


TIE=UP  WITH  EMERSON  ARTISTS 

Concert  by  Irving  and  Jack  Kaufman  in  Fred- 
erick Loeser  &  Co.  Store  in  Brooklyn  Stimu- 
lates Interest  in  Emerson  Records 


An  interesting  analysis  of  the  radio,  past, 
present  and  its  probable  future,  recently  ap- 
peared in  the  Nation's  Business  under  the  title: 
"What  Is  Wrong  With  Radio?"  The  article 
dealt  with  the  chaos  existing  during  the  height 
of  the  radio  craze  and  traced  the  harm  resulting 
from  the  growing  practice  of  price  slashing. 
Among  the  other  problems  discussed  was  the 
fact  that  the  sale  of  a  radio  outfit  obligated  the 
manufacturer  to  see  to  it  that  purchasers  were 
supplied  with  entertainment.  It  was  also  point- 
ed out  that  when  a  phonograph  manufacturer 
sells  a  machine  he  opens  up  an  outlet  for  the 
sale  of  records,  thereby  making  a  continuous 
profit,  while  in  the  radio  business  the  sale  of 
the  outfit  concludes  the  transaction  and,  instead 
of  making  a  continuous  profit,  the  manufacturer 
is  put  to  a  regular  expense,  under  the  present 
system,  in  supplying  entertainment. 

Emphasis  was  placed  on  the  deferred  payment 
plan  as  a  possible  means  for  making  the  radio 
industry  a  growing  power,  and  the  suggestion 
was  made  that,  instead  of  selling  radio  outfits, 
programs  must  be  sold.  This  is  merely  an  ab- 
stract of  the  high  lights  of  the  many  important 
problems  still  facing  the  radio  industry  which 
were  discussed  in  detail  in  this  most  construc- 
tive article. 


A  clever  tie-up  was  made  recently  by  the 
talking  machine  department  of  Frederick  Loeser 
&  Co.,  big  Brooklyn,  N.  Y.,  department  store, 
when  Irving  and  Jack  Kaufman,  popular  Emer- 
son artists,  appeared  at  the  store  and  sang  a 
number  of  the  songs  which  they  have  recorded 
for  the  Emerson.  On  the  platform  with  the  artists 
was  placed  an  Emerson  phonograph  and  when 
the  artists  had  completed  a  song  a  record  of 
the  same  number  was  played  on  the  instrument. 
A  large  and  interested  audience  was  secured  by 
placing  invitations  in  every  department  of  the 
store.    Other  Emerson  concerts  are  planned. 


MODERNOLETTE  PORTABLE  IN  FAVOR 

Johnstown,  Pa.,  April  23. — Although  the  Mod- 
ernolette  portable,  made  by  the  Modernola  Co., 
of  this  city,  has  enjoyed  good  sales  straight 
through  the  Winter,  the  coming  of  the  Spring 
and  Summer  months  has  seen  a  remarkable  in- 
crease in  demand.  At  the  same  time  the  dis- 
tributing organization  of  the  company  has  been 
constantly  added  to.  Among  the  newest  addi- 
tions to  the  list  of  Modernolette  distributors 
are  the  General  Radio  Corp.,  of  Chicago;  the 
Phonograph  Supply  Co.,  of  Detroit,  and  Yahr 
&  Lange,  of  Milwaukee,  Wis. 


Talking  Machine  Cabinets 

Console  and  Upright 
Models 


Write  for  cuts,  prices  and 
place  sample  order  at  once. 


THE  H.  LAUTER  COMPANY 


West  Washington  &  Harding  Streets 


INDIANAPOLIS,  IND. 


HELPING  THE  DEALER  TO  SELL 

How  Prominent  Singer  Augments  Record  Sales 
in  Preparing  His  Programs 


Most  concert  artists  feel  that  they  have  con- 
tributed enough  to  the  general  publicity  of  a 
song  when  they  have  rendered  it  in  their  pro- 
grams. There  are  many  ways,  however,  in 
which  the  artist  can  be  of  additional  service  to 
the  music  trade  in  general  without  lowering  his 
standard  as  an  artist  and  without  commercial- 
izing his  talent. 

There  has  recently  come  to  our  notice  the 
work  in  this  direction  of  Leonard  Braun,  the 


Leonard  Braun 
popular  tenor  of  New  York,  who  has  recorded 
for  both  the  Victor  and  Vocalion  records.  Mr. 
Braun  has  a  unique  way  of  getting  his  records 
before  the  public.  Not  only  does  this  contribute 
to  the  sale  of  such  records,  but  assists  materially 
in  sales  of  sheet  music  of  the  compositions. 

He  has  just  returned  from  a  concert  tour  of 
the  country,  where  his  singing  met  with  un- 
usual success,  re-engagements  being  booked  for 
next  season  without  exception  in  centers  where 
he  appeared  during  his  recent  tour. 

His  method  of  giving  additional  publicity  to 
his  song  offerings  is  to  mention  in  his  pro- 
grams the  fact  that  the  number  just  rendered 
b.as  been  recorded  on  the  Victor  record  or  Vo- 
calion record.  Thus  the  local  dealers  find  an  ad- 
ditional clientele  and  sales  that  would  not  other- 
wise accrue. 

Among  the  songs  Mr.  Braun  has  featured 
during  the  past  season  is  "Israel,"  which  many 
consider  as  a  successor  to  "Eli-Eli."  It  is  pub- 
lished by  Fred  Fisher,  Inc.,  and  the  publisher 
attributes  some  of  the  popularity  attained  by 
this  high-class  number  to  the  work  and  interest 
of  Mr.  Braun. 


ILLINOIS  PHONO.  CORP.  CHARTERED 

A  charter  of  incorporation  has  been  granted 
in  New  York  State  to  the  Illinois  Phonograph 
Corp.  Incorporators  are  H.  E.  Kimball,  R.  I. 
and  A.  R.  Rodway  and  J.  F.  Kennedy. 
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Efficiency  in  Making  Collections 

Vital  Factor  in  Business  Success 

Excellent  Advice  Regarding  Collections  on  Instalment  Accounts  Contained  in  Interesting 
Article  on  ''A.  Word  About  Collections"  by  W.  J.  Keyes,  Treasurer  of  Sonora  Co. 


In  an  interesting  and  instructive  article,  en- 
titled "A  Word  About  Collections,"  appearing 
in  the  current  issue  of  The  Sonora  Bell,  War- 
ren J.  Keyes,  treasurer  of  the  Sonora  Phono- 
graph Co.,  Inc.,  gives  some  excellent  advice  re- 
garding collections  on  instalment  accounts.  The 
question  of  keeping  collections  up  to  the  mark 
is  of  vital  importance  and,  therefore,  Mr.  Keyes' 
article  is  reproduced  herewith: 

"Did  you  ever  realize  how  often  a  sale  will 
be  turned  from  a  profitable  venture  into  a  con- 
siderable loss  because  the  last  instalments  can- 


Warren  J.  Keyes 

not  be  collected  or  the  account  turns  out  to 
be  bad?  A  bad  account  receivable  will  wipe  out 
the  profits  of  a  great  number  of  sales. 

"It  is  quite  pleasant  to  be  able  to  say  after  a 
hard  day  at  the  store,'  Well,  I  made  $200  to-day.' 
However,  if  you  do  not  make  sure  of  the  col- 
lection of  the  accounts  outstanding  as  a  result 
of  these  sales  this  $200  profit  will  disappear. 

"People  sometimes  buy  phonographs  on  the 
instalment  plan  with  every  intention  of  paying 
their  instalments  as  they  fall  due.  But  they  lose 
their  jobs,  have  sickness  in  the  family  or  for 
some   reason   find   that   they   haven't  enough 


Ward's  Padded  Khaki 

Moving  Covers 


kt 
Pianos 
and  all 
Models  of 
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Machines 


Distributors 
BRISTOL  &  BARBER,  INC. 
3  E.  14th  St.    New  York  City 

SHERMAN,  CLAY  &  CO. 
741  Mission  St.  San  Francisco,  Calif. 

THE  C.  E.WARD  CO. 

M  anuf  acturera 

NEW  LONDON  OHIO 


money  to  meet  their  payments.  They  fall  be- 
hind and  you  have  trouble  and  expense  in  finally 
collecting  the  account.  Instalment  accounts 
must  be  watched  very  closely.  A  dealer  will 
naturally  hesitate  to  press  a  good  customer  for 
payment  because  of  fear  of  loss  of  trade.  But 
if  the  customer  is  not  pressed  for  payment  very 
likely  he  will  pay  only  those  creditors  who  are 
hounding  him  and  will  let  his  phonograph  pay- 
ments slide. 

"There  is  another  class  of  customer  who  de- 
liberately intends  to  get  his  phonograph  as 
cheaply  as  possible,  even  down  to  the  first  de- 
posit on  account.  Fortunately,  this  class  of  cus- 
tomer is  very  small.  And,  furthermore,  they 
very  seldom  try  this  scheme  on  phonograph 
dealers  unless  they  have  already  been  success- 
ful in  other  types  of  stores.  In  the  large  cities  as- 
sociations have  been  formed  and  agencies 
created  to  make  up  lists  of  these  'professional 
dead  beats.'  So  now  a  dealer  can  protect  him- 
self for  a  small  fee  by  obtaining  credit  informa- 
tion concerning  such  people  in  his  locality. 

"After  all,  the  best  way  to  force  the  collec- 
tion of  overdue  accounts  is  to  keep  a  record  of 
them  in  such  a  manner  that  as  soon  as  they 
become  overdue  you  will  immediately  know  it. 
The  easiest  method  of  doing  this  is  to  keep  your 
instalment  accounts  on  cards  and  either  have 
them  filed  by  the  date  of  the  next  payment  or 
else  have  a  cross  index  giving  you  the  same  in- 
formation. Immediately  an  account  becomes 
overdue  you  should  try  to  find  out  the  circum- 
stances and  see  if  you  can  possibly  secure  pay- 
ment within  a  few  days. 

"If  this  fails  keep  after  your  customer  at  regu- 
lar intervals.  This  is  always  more  effective  than 
turning  over  the  account  immediately  to  some 
collection  agency.  This  should  be  done  only  as 
a  last  resort.  You  will  find,  however,  if  you 
keep  an  accurate  record  of  the  due  dates  of 
your  instalments  and  keep  in  touch  with  your 
customers,  requesting  payment  at  regular  inter- 
vals, that  the  number  of  accounts  which  you 
need  to  turn  over  to  collection  agencies  finally 
after  two  or  three  months  of  effort,  will  be  very 
small  indeed. 

"Collections  are  particularly  important,  for 
without  money  coming  in  regularly  you  will  be 
unable  to  take  your  discounts  on  the  purchase 
of  new  merchandise.  Do  you  realize  that  if  you 
make  a  net  profit  of  20  per  cent  on  your  capital 
and  turn  your  stock  four  times  a  year,  a  cash 
discount  of  2  per  cent  means  8  per  cent  net 
profit  on  your  capital  in  addition  to  the  normal 
20  per  cent  that  you  otherwise  would  make? 
In  other  words,  in  taking  your  cash  discount  you 
will  be  increasing  your  net  profit  40  per  cent. 
This  tremendous  part  of  your  net  profit  should 
never  be  allowed  to  slip  away.  Furthermore, 
if  you  ever  wish  to  obtain  credit,  either  at  a 
bank  or  for  merchandise,  it  is  always  a  very 
good  point  in  your  favor  that  you  have  consist- 
ently taken  your  cash  discounts.  This  very  fact 
may  some  day  be  the  means  of  tiding  you  over 
through  a  serious  period  of  depression  in  your 
own  business. 

"You  do  not  have  to  be  an  expert  accountant 
to  maintain  this  system.  Nor  do  you  even  re- 
quire a  knowledge  of  double  entry  bookkeeping. 
When  a  sale  is  made  merely  record  it  on  some 
sort  of  sales  slip,  from  which  an  entry  should 
be  made  against  your  inventory,  showing  the 
cost  and  a  charge  to  the  customer.  This  should 
be  done  preferably  by  the  use  of  a  card  system, 
assigning  a  card  to  each  customer.  Then  you 
can  keep  track  of  your  outstanding  accounts 
and  of  the  balance  of  your  merchandise  on  hand. 
Without  any  complicated  records  or  any  great 
amount  of  effort  you  will  be  able  to  keep  your 
outstanding  accounts  collected  up  to  date,  take 
your  discounts  and  make  all  the  profit  that  a 
retail  dealer  should  make." 


Summer  time  is  the 
season  when  people 
buy  on  the  average  of 
95%  popular  records 
to  5%  of  the  other 
kind.  Certainly  this 
explains  why  REGAL 
sales  continue  big 
right  thru  the  Sum- 
mer. 


People  who  know 
REGAL,  of  course 
prefer  REGAL  the 
year  round.  Those 
who  are  not  yet  fa- 
miliar with  REGAL'S 
remarkable  quality 
buy  it  because  of  the 
50c  price. 


But  once  they  dis- 
cover REGAL's  qual- 
ity they  become 
REGAL  enthusiasts 
and  thereafter  sel- 
dom buy  anything 
but  REGAL. 


a  « 

Summer  time  is  just 

around  the  corner.  It 

is  the  best  time  to 

1  '  test  the  true  value  of 

a  record.    It  is  time 

for  you  to  try 

REGAL.     Write  to- 

day. 

REGAL  RECORD  CO. 

20  W.  20th  ST.  NEW  YORK 
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Any  Nora  Bayes  number  is  O.K.,  but  this  month  this  popular  co- 
medienne puts  across  two  songs  that  are  K.  O. — if  you  know  what 
we  mean. 

In  "Dearest"  and  "You  Know  You  Belong  to  Somebody  Else" 
Nora  uncorks  a  punch  that  sends  the  customer  down  for  the  count 
— of  75  cents.  She  packs  a  sale-maker  in  each  number  of  this  rec- 
ord—A-3862. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


INTERESTING  COLUMBIA  DISPLAY 


TRAINING  SALESMEN  ESSENTIAL 


GOOD  LUCK  T.  M.  CO.  CHARTERED 


Excellent  Window  Display  in  Model  Shop  in 
San  Francisco  Columbia  Branch  Shows  Evo- 
lution of  These  Instruments 


San  Francisco,  Cal.,  May  3. — An  excellent  win- 
dow display  has  been  installed  at  the  headquar- 
ters of  the  Columbia  Graphophone  Co.,  343  Bry- 
ant street,  this  city,  by  Assistant  Manager 
Schrade.  In  one  window  of  the  branch  model 
shop  an  idea  is  given  of  the  different  stages  of 
development  of  the  Columbia  instruments.  The 
first  instrument  shown  is  the  old-style  cylin- 


Model  Shop  in  Columbia  Branch 
der  graphophone,  originated  about  1897,  and  a 
large  window  card  standing  next  to  it  gives  the 
history  of  the  instrument,  while  a  number  of 
Chauncey  Olcott  cylinders  arc  adjacent.  Next 
in  line  of  display  is  the  first  model  graphophone 
disc  instrument.  The  accompanying  card  states 
that  this  was  originated  ten  years  later  than 
the  first  of  the  series,  tlie  Columbia  Co.  about 
that  time  producing  the  double-disc  record,  with 
music  on  both  sides,  and  a  number  of  these 
records  are  shown.  Then  comes  the  beautiful 
L-2  model  Columbia  of  to-day,  which  illustrates 
the  evolution  of  Columbia  prestige.  Dealers 
visiting  San  Francisco  headquarters  of  the  Co- 
lumbia Co.  have  expressed  great  admiration  for 
the  Model  Shop  and  its  window  displays. 


PLAN  TO  PRESERVE  INDIAN  MUSIC 

A  committee  whose  special  work  will  be  that 
of  research  on  the  music  of  the  American  In- 
dian has  been  appointed  and  added  to  the  Mu- 
sic Committee  of  the  General  Federation  of 
Women's  Clubs,  which  has  headquarters  in 
Washington.  A  club  woman  of  Indian  blood, 
Mrs.  Eugene  B.  Lawson,  of  Nowata,  Okla.,  is 
chairman  of  the  committee.  This  is  to  co-oper- 
ate in  every  way  with  the  Government  research 
work  along  the  same  lines  which  is  being  done 
by  the  Smithsonian  Institution  and  which  hopes 
to  obtain  the  authentic  music  of  the  Indians. 


FILES  BANKRUPTCY  PETITION 


Oklahoma  City,  Okla..  May  2. — The  Phono- 
graph Shop,  of  this  city,  recently  filed  a  volun- 
tary petition  in  bankruptcy,  listing  liabilities  of 
$145,008  and  assets  of  $167,439.59.  The  assets  of 
the  concern  consist  of  notes  and  securities,  un- 
liquidated claims,  machinery,  tools,  stock,  etc. 


Need  for  Trained  Men  Greater  Than  Ever  Be- 
fore—Dealers Must  See  to  It  That  Their  Sales 
Representatives  Possess  the  Proper  Knowl- 
edge and  Thorough  Sales  Ability 


The  need  for  trained  salesmen  in  the  talking 
machine  field  is  greater  to-day  than  ever  before, 
if  the  more  than  satisfactory  progress  of  the 
industry  in  years  past  is  to  continue.  Really  ex- 
perienced salesmen  and  saleswomen  are  scarce 
in  comparison  to  the  number  of  positions  re- 
quiring special  knowledge.  Salesmen,  no  matter 
what  their  records  in  other  fields,  cannot  be- 
come expert  talking  machine  salesmen  over- 
night. When  a  talking  machine  merchant  se- 
cures the  services  of  a  new  man,  even  one  who 
has  never  before  sold  these  products,  the  time 
and  trouble  in\ol\fd  in  tiiorougii  training  are 
well  worth  the  effort.  The  salesman  reflects 
the  house  in  a  large  measure  and  the  dealer  who 
lias  a  number  of  inexperienced  and  bungling 
salesmen  in  his  employ  is  losing  money  every 
time  he  meets  the  payroll,  to  say  nothing  of 
sales  lost  because  the  sales  organization  is 
unable  to  cope  with  the  many  problems  and  con- 
ditions which  are  constantly'   coming  up. 


BROADCASTERS  PLAN  SCHEDULES 


Twenty-seven    Organizations    Represented  at 
Conference  With  Federal  Radio  Inspector 


Twenty-seven  radio  broadcasting  organiza- 
tions, existing  and  contemplated,  met  Arthur 
Batcheller,  Federal  Radio  Inspector  in  the  Sec- 
ond District,  to  adopt  time  and  wave  length 
schedules  for  stations  in  the  most  congested 
area  in  the  United  States. 

At  the  conference  were  representatives  of 
municipalities,  including  New  York,  which  plans 
a  departmental  broadcasting  station,  police  de- 
partments, churches,  steamship  lines,  newspa- 
pers, wireless  and  telegraph  agencies,  theatres, 
radiophone  manufacturers  and  commercial 
broadcasters. 

They  came  from  points  in  New  Jersey  and 
New  York,  north  along  the  Hudson  and  includ- 
ing Albany  and  Schenectady.  The  schedule 
adopted  will  conform  as  nearly  as  possible,  said 
Mr.  Batcheller,  to  the  priority  and  wave  length 
assignments  suggested  by  Herbert  Hoover,  Sec- 
retary of  Commerce,  in  his  recent  report  on  in- 
vestigations by  the  National  Radio  Conference 
Committee. 


NEW  EDISON  STORE  IN  KOKOMO 

KoKOMO,  Ind.,  May  2.— The  Carlin-Quick  Music 
Co.,  featuring  the  Edison  phonograph  and  rec- 
ords, has  started  business  in  an  attractive  store 
at  110  East  Superior  street,  this  city.  The  pro- 
prietors are  L.  G.  Carlin  and  W.  L.  Quick,  both 
formerly  with  the  Edison  Shop.  Indianapolis. 


DeVere  Kaufman,  of  Wooster,  C,  has  suc- 
ceeded to  the  business  of  A.  L.  Zook,  of  that 
city.    The  Columbia  line  is  featured. 


The  Good  Luck  Talking  Machine  Co.,  New 
York  City,  has  been  granted  a  charter  of  in- 
corporation under  the  laws  of  this  State,  with 
a  capital  of  $10,000.  Incorporators  of  this  new 
concern  are  C.  Goldzweig,  I.  L.  Anger  and  M. 
Tessler. 


The  PHONOSTOP 


STANDARD  for  SEVEN  YEARS 


100%  Efficient. 
Guaranteed. 

Sold  direct  to 
manufacturers  all 
over  the  world. 

Nickel  or  Gold. 


Your  phonograph 
is  worthy  of  the 
best  stop. 


Your  customers  appreciate  it. 


NEED-A-CLIP 

Fibre  Needle  Repointer 

with  Hardened  Tool  Steel  Blade 

WORKS 
PERFECTLY 

POPULAR 
PRICE 

Sold  to 
DEALERS 

We  also  sell 
Standard  Phonograph 
Hardware  and  Trimmings 

Get  Our  Printed  Matter 
and  Prices 

PHONOMOTOR  CO. 

121  West  Ave.      ROCHESTER,  N.  Y. 
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JeweHone 

Reproducer  ancrTone  Arm 


Original  and  Exclusive  Features 

Plays  Edison  and  Pathe  Records  in  actual  Edison  position  and  with  a  fibre  needle. 

Made  in  8^",  9>4",  10>^".  When  thrown  back  on  tone  arm  in  Edison  position,  the  re- 
producer lies  flat,  so  dome  cannot  touch  it  when  closed. 

Finished  in  nickel  or  gold  plate. 


150-160  Whiting  Street  CHICAGO,  ILLINOIS,  U.  S.  A. 
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Keeping  Record  of  All  Cash  Customers 

How  This  End  May  Be  Successfully  Accomplished  Pointed  Out 
Interestingly  and  in  Detail  by  Frank  H.  Williams  for  Our  Readers 


The  talking  machine  store's  most  important 
customers  are  its  cash  customers  and,  for  this 
reason,  the  alert  dealer  ought  to  keep  a  record 
of  such  customers  and  use  the  record  every 
now  and  then  for  promotion  purposes.  It  is, 
after  all,  upon  the  cash  customers  that  the  store 
relies  in  getting  its  volume  of  business  and  in 
making  a  quick  profit.  The  credit  customers 
help  the  good  thing  along,  of  course,  but  the 
cash  trade  is  the  foundation  of  the  store's  suc- 
cess. But  how  many  stores,  realizing  all  this, 
have  lists  of  their  cash  customers? 

It  wouldn't  be  very  difficult  to  keep  a  list  of 
cash  customers.  And,  of  course,  it  would  be 
the  easiest  thing  in  the  world  to  cash  in  on  the 
list  from  time  to  time. 

A  practical  way  to  get  up  a  list  of  cash  cus- 
tomers would  be  to  have  some  slips  printed  for 
the  use  of  the  sales  people,  on  which  would  be 
space  for  the  notation  of  the  customer's  name, 
address  and  kind  of  goods  purchased,  together 
with  the  date  of  the  purchase.  The  sales  people 
could,  upon  making  each  sale,  fill  in  these  blanks 
and  the  blanks  could  then  be  alphabetically  clas- 
sified each  evening.  In  the  case  of  customers 
repeatedly  coming  in  the  slips  filled  out  for  each 
of  their  purchases  could  be  pinned  together.  Or, 
if  the  sales  people  were  too  busy  to  fill  out  the 
blanks  themselves,  the  customers  could  be  asked 
to  make  out  the  blanks  and  when  this  was  done 
they  could  be  told  something  like  this: 

"We  are  keeping  a  record  of  our  cash  cus- 
tomers so  as  to  be  able  to  inform  them  of  spe- 
cial offerings  from  time  to  time  and  other  things 
in  which  they  will  be  Interested." 


Most  customers  would  appreciate  the  value 
of  being  on  such  a  list  and  so  would  willingly 
fill  out  the  blanks  themselves. 

The  list  of  cash  customers  could  be  used  by 
the  store  in  the  following  ways: 

First,  for  telephone  selling.  The  store  could, 
by  going  through  its  cash  customer  records, 
pick  out  the  names  of  people  who  hadn't  been 
in  the  store  for  some  time  and  it  could  then  call 
up  these  people  and  tell  them  about  special 
ofTerings  of  records  or  machines  of  a  line  in 
accordance  with  the  purchases  they  had  for- 
merly made.  This  would,  in  many  instances, 
lead  to  the  store  making  sales  of  goods  which, 
otherwise,  it  never  would  have  made. 

Second,  for  direct  mail  advertising  purposes. 
The  list  of  cash  customers  would  be  a  particu- 
larly live  list  for  the  store  to  use  for  direct 
mail  circularization  when  it  had  anything  spe- 
cial in  the  way  of  cash  offers  to  call  to  the 
attention  of  the  patrons.  If  the  list  wasn't  used 
too  frequently  for  direct  mail  advertising  it 
would  be  sure  to  bring  splendid  results  every 
time  it  was  used. 

Third,  for  house-to-house  selling.  Every  now 
and  then  it  would  be  a  splendid  idea  for  the 
store  to  go  through  its  list  of  cash  customers 
to  find  out  what  some  of  the  patrons  who  hadn't 
been  in  the  store  for  a  long  time  were  interested 
in  and  to  then  send  a  man  around  with  a  good 
supply  of  the  right  sort  of  records  for  demon- 
strations right  in  their  homes.  This  sort  of  a 
thing  would  be  quite  profitable  when  the  store 
had  a  fairly  long  list  of  cash  customers  to  work 
on  in  this  manner. 


Don't  let  the  cash  customer  come  in  and  make 
his  purchase  and  get  out  of  the  store  without 
getting  him  on  a  list.  He  is  worth  as  much, 
if  not  even  more,  attention  than  is  given  to  the 
credit  customer.  List  your  cash  customers  in 
this  way  and  use  the  list  in  the  ways  suggested. 


LOPEZ  CONCERT  AT  WANAMAKER'S 


Talking  Machine  Department  Takes  Advantage 
of  Concert  to  Institute  Drive  on  Okeh  Re- 
cordings Made  by  This  Orchestra 


The  appearance  in  the  spacious  auditorium 
of  the  music  department  of  the  New  York  store 
of  John  Wanamaker  recently  of  Vincent  Lopez 
and  His  Pennsylvania  Hotel  Orchestra,  through 
the  courtesy  of  the  General  Phonograph  Corp., 
manufacturer  of  Okeh  records,  was  taken  ad- 
vantage of  by  the  talking  machine  department, 
which  tied  up  with  the  concert  and  made  spe- 
cial arrangements  to  boost  the  sale  of  these  ar- 
tists' recordings. 

Special  tables  were  placed  just  outside  the 
auditorium,  which  adjoins  the  talking  machine 
department,  and  these  were  well  stocked  with 
Okeh  records.  Near  these  record  counters  were 
a  number  of  instruments  equipped  with  the  Au- 
dak  record  demonstration  attachments,  and  pro- 
spective patrons  were  thus  enabled  to  select  and 
demonstrate  their  own  records.  As  a  result  of 
this  concert  and  the  efforts  of  Lambert  Friedl, 
manager  of  the  talking  machine  department  at 
the  Wanamaker  store,  sales  of  Okeh  records 
v/ere  considerably  stimulated. 
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CAROLA 

The  Nightingale  of  Phonographs 
Nationally  Advertised  to  9  Million  People 

Four  great  national  magazines  are  carrying  compelling  Carola  sales  messages  to  millions  of 
subscribers  who  are  being  sold  again  and  again  on  the  merits  of  this  wonderful  phonograph. 
They  are  asking  for  Carola  demonstrations  from  thousands  of  dealers  all  over  the  country. 


SPECIFICATIONS 
The  Motor — Exclusive  Carola  product — Heavy  cast 
frame — no  spur  gears  —  self-lubricating  —  noiseless 
action — easy  adjustment — standard  14-foot  spring — 
plays  full  12-inch  record  one  winding — used  on  all 
new  Carola  models. 

Reproducer     and     tone    arm — full-sized  exclusive 
Carola    construction — guaranteed    to    equal  those 
found  on  machines  costing  many  times  price. 
Amplifier — Special  Carola  design  giving  great  vol- 
ume— may  be  regulated  and  played  when  closed. 

ALL     PARTS  STANDARDIZED 


SPECIFICATIONS 

Size  and  Weight — Cabinet  models,  11x13x31  with  top 
open — weighs  about  17  pounds.  Portable  model, 
11x13x9 — weighs  about  15  pounds. 

Finishes — Cabinet  models  in  acoustic  metal  finished 
in  Mahogany  or  Old  Ivory,  nickel  trimmings — and 
Polychrome,  gold  fittings.  Portable  finished  in  jet 
black  with  nickel  trim. 

Special — Ample  record  storage  space  in  all  models. 
Packing — Cabinets   in    single    cases.  Portables- 
four  to  a  case. 
AND  INTERCHANGEABLE. 


Send  For  Dealers'  Proposition 

THE  CAROLA  COMPANY  t'^^^'?ltJ'o:"o«T6 


NEW  YORK:  118  East  28th  Street 


CHICAGO:  30  N.  Michigan  Avenue 


Retail   prices,    all    models    except  Poly-d" 
chrome — East  of  Rockies   «P 

Polychrome — East  of  Rockies  . .  .  $25 

LIBERAL  DEALER  DISCOUNTS 
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BRILLIANTONE 

COMBINATION  TONE 
PETMECKY 
NEEDLES 

are  made  hy 

WH.BAGSHAWCO. 

Factory,  Lowell,  Mass. 
370  SEVENTH  AVENUE 

AT  31sl  STREET         NEW  YORK  SUITE  1214 


Canadian  Distributors:    The  Musical  Mdse.  Sales  Co.,  Toronto 
Forei  n  Export:   Chipman,  Ltd.,  8-10  Bridge  St.,  New  York  Cily  ; 


Pacific  Coast  Distributor; 
Walter  S.  Gray  Co. 

942  Market  St. 
San  Francisco,  Cal. 


Western  Distributor: 
The  Cole  &  Dumas  Music  Co. 
50 -.S6  West  Lake  St. 
Chicago 


32 


THE   TALKING   MACHINE  WORLD 


May  15,  1923 


Consider  5  Times  Your 
Present  Needle  Business 


Give  Free 

a  Record  Cleaner 

with  evei^;  500 


11^       SUPERIOR  STEEL  ^ 

JRILLIANTONF 

■    •         REGISTERED  TRADE  MARK  "1  ^ 

iki  e-  ET   rN  I     c-  c? 


NEEDLES 


Sell 


500  Needles  to 
Every  Customer 
Instead  of  100 


ecord 


eaner 


"'^'^  „usef^^'  ,-.1 


Run  This  Ad. 

in  Your 
Local  Papers 

-  CUTS  FREE  - 


^  3.nd 


The  name  and  fame  of 
Brilliantone  Needles  are  so 
widespread  that  they  need 
no  introduction.  The  new 
package  of  500,  with  its  rec- 
ord cleaner  feature,  brought 
to  the  attention  of  your  cus- 
tomers by  a  short  circular 
letter,  by  an  ad  in  your  daily 
paper,  by  a  window  sign,  by 
the  display  carton,  will 
quickly  and  easily  bring  at 
least  500  outstretched  hands 
to  your  store. 


a  ^^^^ 

-proved      V  ,3  giv. 

^  vers  oi  ai^d  „^er5 

for  S"^"^^ 
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Work  a  Plan  -  that  WORKS 
Mane  a  Profitable  Deal 


The  Display  Carton 
is  an  effective  sales- 
man!  Get  in  on  this 
deal.  Use  the  coupon 
for  quick  delivery. 


Specify  how  many  Dance  Tone  Cartons, 
how  many  L.ond  Needle  Cartons,  how 
many  Medium  Needle  Cartons  you  want 
in  this  assortment. 


DEALERS  Introduc^^^^ 

SPECIAIi_OFFER  S 

that  allows  of  a  handsome  margin     1  j 

of  profit-  10  display  cartons  each 

containing  20  Combination  Rec- 

ord  Cleaners  with  Needles—Al- 
together 200  50c  sellers— (nets 
you  $100)  for  a  fifty  cent  item 
that  costs  but  30c. 
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Ev  -  Vy  -  bod  -  y  h^tid  in.         hand,     owin^-m'  dovm  the  lane,  


An  Old  Fashioned  Son^  With  aFopc  Trot  Swin^ 


STAGE  MOST  EFFECTIVE  CONCERT 

Gunther-Kenney,  Inc.,  Middletown,  Brunswick 
Dealers,  Hold  Unusually  Successful  Concert — 
Prominent  Trade  Members  Present 


Middletown,  N.  Y.,  May  4. — Gunther-Kenney, 
Inc.,  Brunswick  dealers,  of  this  city,  staged  a 
most  effective  artists'  concert  recently.  The 
concert  features  included  the  Melody  Trio  and 
songs;  George  Schottler,  piano  selections;  Al 
Bernard,  character  songs;  Frank  Ridge,  tenor; 
Joe  Lavelle,  piano  accordionist,  and  Conroy  and 
O'Connell,  character  songs  and  stories.  But  the 
real  feature  of  the  entire  affair  was  Bennie 
Krueger's  Brunswick  Dance  Orchestra,  as  the 
attraction  was  billed.  Bennie  and  his  artists 
dominated  the  concert  and  controlled  the  emo- 
tions of  as  many  Middletown  people  as  could 
crowd  into  the  State  Armory  for  the  dancing 
which  followed  the  show. 

Many  prominent  phonograph   men  attended 


the  affair,  among  them  being  Walter  Hoenschen, 
director  of  popular  music  for  the  Brunswick 
Co.;  James  O'Keefe,  of  the  Brunswick  recording 
laboratories;  Frank  Elliott,  sales  department; 
H.  D.  Leopold,  record  department  of  the  com- 
pany's Eastern  offices,  and  Henry  Nye,  of  the 
Silas  E.  Pearsall  Co.,  of  New  York. 


ORMES  PUSHES  STANDARD  NUMBERS 


Prepares  Booklet  for  Distribution  by  Dealers  to 
Customers  and  Prospects 


Realizing  the  importance  of  dealers  pushing 
the  standard  selections  and  not  concentrating 
entirely  on  the  easy-selling  jazz  numbers, 
Ormes,  Inc.,  Victor  wholesaler,  of  New  York 
City,  has  prepared  a  little  booklet  in  which  are 
listed  selected  records  of  the  standard  type.  The 
booklet  bears  the  title:  "If  You  Bought  Only 
One  Victor  Record  a  Week,"  and  it  has  been 
prepared  for  distribution  by  dealers  to  prospects 


%  PHONOGRAPHS  RIGHT  ABM 

is  the  PHILLIPS  TONE  ARM 


No.  1 

Throwback  Arm 

No.E 

Sound  Box 


No.  1  IMPROVED  THROWBACK  ARM 

Length  8^"  and  8^^"  Centre  to  Centre.    Full,  Deep  Tone 

Sample  to  Manufacturers  $3.00  Post  Paid 

Tone  Arms  for  Portable,  Medium  and  High  Grade'Machineg 

145  cWest  45^  Street 


CABLE  ADDRESS 
"PHONOPARTB 


New  York  City 


"You  cant  woi^ 

WithanyFElSTsoTi^* 

©Uo.Feistlnc.N.YC 


and  customers.  In  addition,  Ormes  has  pre- 
pared a  special  list  of  standard  catalog  records 
for  the  reference  of  dealers  in  ordering. 

In  a  letter  to  the  trade  the  company  urges 
dealers  and  salesmen  to  become  thoroughly  ac- 
quainted with  the  entire  Victor  catalog  and 
points  out  that  anyone  with  an  intimate  knowl- 
edge of  the  eight  hundred  standard  selections 
on  the  special  list  is  fitted  to  increase  sales. 


ANNOUNCES  SPEAKING  FLAME  DEVICE 

Lee  DeForest  Describes  New  Form  of  Micro- 
phone— Will  Improve  Talking  Moving  Pic- 
tures and  Radio  Broadcasting 


Dr.  Lee  DeForest  has  announced  that  he  has 
evolved  an  entirely  new  form  of  microphonic 
device,  a  speaking  flame,  which  promises  to 
revolutionize  present  methods  of  transmitting 
voice  sounds  into  electrical  waves  without  the 
present  sound  distortion.  Dr.  DeForest  declares 
the  new  device  will  eliminate  the  vibrating  dia- 
phragm. 

The  field  of  im.mediate  application  for  the 
talking  flame  device  is  expected  to  be  in  the 
talking  motion  picture  film  and  also  in  the  world 
of  radio  broadcasting. 

Describing  the  principle  of  the  speaking  flame, 
he  said:  "Take  the  ordinary  bat-wing  gas  burn- 
er or  a  certain  form  of  Welsbach  mantle  gas 
light  or  special  forms  of  oxy-acetylene  gas 
flames,  insert  two  heat-resisting  electrodes 
therein  in  proper  relation  to  the  flame  and  to 
each  other  and  connect  these  electrodes  to  an 
appropriate  electro-motive  force.  You  will  then 
have  an  extremely  sensitive  sound  converter 
which  gives  an  electric  reproduction  of  the 
sound  waves  in  the  air  enveloping  the  flame, 
which  is  of  an  entirely  different  order. of  fidelity 
from  that  ever  obtained  from  any  form  of  micro- 
phonic device  using  a  diaphragm,  whether  car- 
bon, electro-magnetic  or  electric-static  variety." 


NEW  CLARAVOX  PUBLICITY 


YouNGSTOWN,  O.,  May  2.— The  Claravox  Co., 
manufacturer  of  the  Claravox  attachment  for 
playing  Edison  records,  has  just  issued  a  hand- 
some four-page  folder  which  can  be  used  by 
the  trade  to  excellent  advantage.  This  folder 
briefly  describes  the  scientific  features  of  the 
Claravox  and  emphasizes  the  fact  that  the  de- 
vice embodies  a  diaphragm  of  unusual  shape, 
connected  by  a  balanced  spring  tension  to  a 
light  stylus,  thereby  reproducing  the  Edison  rec- 
ord in  every  detail.  The  folder  is  printed  in 
tvi'o  colors,  and  typographically  is  exceptionally 
attractive. 


WALTER  L.  RHEIN  CO.  EXPANDS 

The  Walter  L.  Rhein  Piano  Co.,  handling 
pianos,  talking 'machines,  etc.,  of  Belleville,  111., 
recently  purchased  a  three-story  building  ad- 
joining the  present  store,  which  will  be  used 
for  the  piano  and  talking  machine  departments. 
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STRONG 

RECORDS 

For  Early  Future  Sale 

FLEXIBLE— UNBREAKABLE— NON-CHIPPABLE— 

WILL  NOT  WARP— CANNOT  BE  AFFECTED  BY  WEATHER  CON- 
DITIONS—OR BREAK  DOWN  UNDER  THE  NEEDLE. 

There  has  been  no  basic  change — no  fundamental  improvement  in  the 
recording  and  pressing  of  talking  machine  records  for  the  past  20  years. 

Now  Comes  The  New  Strong  Process  Record 

The  entire  industry — manufacturer,  dealer  and  jobber  alike  have  long 
known  that  an  improvement  was  due  and  have  been  interested  in  what  it 
would  be. 

The  New  Process  Strong  Record  Is  The  Answer 

An  entire  change  in  the  method  of  recording  and  pressing  has  produced 
an  indestructible  record  with  a  clear,  rich,  vibrant  tone  which  more  than 
meets  all  record  requirements. 

Strong  Durability  Tests 

The  new  Strong  process  records  are  everlasting.  Under  factory  tests, 
they  are  still  going  strong  after  their  3000th  playing. 

Added  Profits  For  Dealer  and  Jobber 

Production  facilities  hitherto  unapproached  both  in  speed  and  certainty 
of  perfection  have  made  possible  a  cost  of  production  that  enables  you  to  offer 
your  patrons  a  superior  record  at  a  lower  price  at  a  greater  margin  of  profit 
to  yourself  than  has  heretofore  been  thought  possible. 

The  New  Process  Strong  Record  Is  Inevitable 

It  is  the  invention  for  which  all  have  been  waiting. 

We  want  jobbers  who  can  prove  their  standing  with  the  trade  and  their 
ability  and  worth  to  share  in  a  big  future. 

Write  or  Wire  for  our  Proposition 

STRONG  RECORD  CO.,  Inc. 

Have  you  heard  the  latest  releases  of  the 

present  Strong  shellac  records?    They  206  Fifth  Avenue 

include  popular  dance  hits,  German  se- 
lections and  Jewish  numbers.  NEW    YORK  CITY 
Exceptional  jobber  and  dealer  discounts. 
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Sales  Opportunity  in  Standard  Selections 

Uneven  Demand  for  Various  Types  of  Recordings  Results  in  a  Loss 

of  Profits — Practical  Suggestions  Designed  to  Remedy  This  Evil  \\ 


The  standard  selections  of  records  issued  by 
various  recording  companies  olfer  the  aggres- 
sive and  forward-looking  talking  machine  mer- 
chant an  unexcelled  opportunity  for  sales  pro- 
motion work,  with  the  object  in  view  of  greatly 
expanding  record  sales.  It  is  a  well-established 
fact  that  most  dealers  have  a  certain  number  of 
patrons  who  select  these  standard  selections  at 
regular  intervals,  but  the  sales  of  these  records 
are  quite  small  when  compared  to  the  large 
numbers  of  the  more  popular  or  jazz  selections 
which  are  always  in  demand.  There  is  an  evil 
in  this  great  demand  for  one  type  of  product 
to  the  comparative  exclusion  of  other  products 
which  is  not  recognized  by  many  merchants, 
and  there  are  many  more  who,  if  they  are  aware 
of  the  losses  and  restrictions  placed  upon  them 
by  this  practical  concentration  of  demand,  mere- 
ly shrug  their  shoulders  and  forget  about  the 
matter,  not  realizing  the  vast  sales  possibilities 
which  are  open  to  the  dealer  with  vision  enough 
to  get  busy  and  devise  ways  and  means  of  se- 
curing some  of  the  business  which  is  waiting- 
just  around  the  corner  on  "Prospect"  street. 

There  are  one  of  two  courses  open  to  the 
dealer  who  is  suffermg  from  the  evil  of  uneven 
sales  distribution — that  is,  a  demand  for  one 
type  of  music  on  records  which  is  out  of  all 
proportion  to  the  demand  for  another  type.  The 
first,  and  almost  unthinkable  course,  is  to  dis- 
continue handling  the  records  which  are  not  in 
great  demand.  Before  any  dealer  takes  such  a 
drastic  and  harmful  (to  himself)  step  he  must 
consider  just  what  it  means.  Bluntly,  it  means 
that  when  people  do  call  for  these  records  he 
will  not  be  able  to  supply  them,  i.  e.,  he  will  lose 
sales.  It  means  that  he  will  antagonize  and 
drive  away  from  his  establishment  a  certain 
type  of  customer  who  offers  the  best  possibility 
of  becoming  a  regular  buyer.  It  means  that  his 
reputation  as  a  talking  machine  record  dealer 
will  suflEer;  music  lovers  who  really  like  the  bet- 
ter type  of  music  will  give  his  store  a  wide  berth. 
And  it  also  means,  naturally,  that  when  these 
sales  are  lost  profits  are  sliced  in  proportion. 
It  also  means  many  more  things  which  are  not 
to  the  best  interests  of  the  talking  machine  mer- 
chant who  is  trying  to  build  his  business  on  a 
sound  and  substantial  basis. 

On  the  other  hand,  the  second  course  offers 
the  dealer  the  opportunity  of  a  steadily  growing 
sales  volume  and  a  greater  measure  of  pros- 
perity. This  alternative  is  merely  to  keep  a 
diversified  stock  of  standard  selections  always 
on  hand.  These  records  should  not  only  be 
stocked,  but,  if  a  profit  is  to  be  realized  on  the 
investment,  they  must  be  sold.  Concentrating 
on  the  sale  of  easy-selling  numbers  will  not  do 
this.  What  the  dealer  must  do  is  to  get  down 
to  brass  tacks  and  do  some  constructive  sales 
promotion  work.  This  includes  some  good  ad- 
vertising, direct-by-mail,  window  displays,  intel- 
ligent salesmanship  and  the  development  of  a 
liking  for  this  kind  of  music  among  those  cus- 


Artificial  Flowering  Plants  and  Trees 
with  Pots,  Complete,  from  10c.  up 

Our  ILLUS- 
TRATE D 
CAT  ALOG 

No.  35,  with 
illustrations  in 
colors  of  Arti- 
ficial Flowers, 
Plants,  Vines, 
Trees,  etc., 
MAILED 
FREE  FOR 
THE  ASK- 
ING. 

FRANK  NETSCHERT,  INC. 

61  Barclay  St.  New  York,  N,  Y. 


tomers  who  arc  buying  only  the  other  kind. 

Publicity  will  accomplish  wonders  and  here 
is  an  important  point  to  remember  in  connec- 
tion with  advertising:  Sales  of  any  product  will 
increase  or  decrease  according  to  the  amount 
and  quality  of  the  publicity  used  to  bring  the 
merits  of  the  product  before  the  public.  There 
are  many  dealers  whose  advertising  is  devoted 
mainly  to  one  or  two  of  the  products  they  han- 
dle and,  of  course,  the  demand  for  these  is  much 
greater  than  it  is  for  the  unadvertised  goods. 
When  the  advertising  appropriation  is  declared 
for  the  year  the  various  products  handled  should 
each  receive  a  fair  share,  and  the  merchant  who 


divides  his  advertising  money  in  equitable  pro- 
portions to  cover  the  various  kinds  of  music  in 
his  record  stock  will  be  taking  a  step  in  the 
right  direction.  He  will  thus  insure  the  more 
even  sale  of  the  entire  record  catalog,  instead 
of  merely  one  unit  of  it. 

However,  advertising  alone  will  not  produce 
maximum  results.  The  sales  organization  must 
be  impressed  with  the  necessity  of  carrying  on 
a  constant  efifort  to  educate  patrons  to  the  more 
lasting  forms  of  music,  and  every  member  of 
the  sales  stafif  should  take  it  upon  himself  to 
back  the  company's  advertising  to  the  limit. 
After  all,  co-operation  is  what  counts. 


This  is  a 


of  ?1 


PAL  owners  have  made  PAL 
nationally  famous! 

A 


ND  dealers  have  said: 
the  perfect  portable." 


"It  is 


From  the  patented  needle  cup  to 
the  rugged,  staunch  motor,  every 
feature  and  every  detail  in  "PAL" 
makes  for  a  lasting,  inner  and  outer 
quality. 

Light — compact — durable — beautiful 
to  look  at — good  to  listen  to — Aris- 
tocrat of  all  Portables. 

Best  of  all,  when  you  sell  a  "PAL" 


you  are  absolutely  confident  that 
you  are  giving  your  customers  the 
best  portable  value  their  money  can 
buy.  And  you  know  that  you  are 
making  a  good  profit  for  yourself. 

If  you  haven't  ordered  "PAL"  yet, 
order  now!  WRITE  TODAY! 
NOW! 


"PAL"— in  Mahogany,  Walnut, 
or  Fabrikoid 

List  $35 --Net  $21 

F.  O.  B.  New  York 

PLAZA  MUSIC  CO. 

18  West  20th  St.,  New  York 

"Every  time  you  sell  a  'PAL' 
you  make  a  friend." 
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Some  famous  artists 

who  have  recorded  for  the 
New  EDISON  Phonograph 


Key  to  group  of 
EDISON  artists 

1  Anna  Case 

2  Frieda  Hempel 

3  Sergei  Rachmaninoff 

4  Albert  Spalding 

5  Claudia  Muzio 

6  Vasa  Prihoda 

Pholo  ©  Underwood  4  Underwood 

7  Margaret  Matzenauer 

Photo  ©  \'ictor  Georg 

8  Carl  Flesch 

9  Marie  Rappold 

Photo  ©  Mishkin.  N.  Y. 

10  Carolina  Lazzari 

Photo  ©  Mishkin.  N.  Y. 

11  Christine  Miller 

12  Emmy  Destinn 

Photo  ©  Mishkin.  N.  Y. 

13  Lucrezia  Bori 

Photo  ^S)  Mishkm.  N.  Y. 

14  Giovanni  Zenatello 

15  Thomas  Chalmers 

Photo  ©  G.  M.  Kes^lcre.  B. 

16  Mario  Laurenti 

17  Alice  Verlet 

18  Arthur  Middleton 

19  Marie  Tififany 

20  Marie  Sundelius 

Photo  ©  Mishkin.  N.  Y. 

21  Cyrena  Van  Gordon 

Photo  ©  Matzene.  Chicago 

22  Marie  Morrisey 

Photo  ©  Freeman  Art  Co. 

23  Edoardo  Ferrari-Fontana 

24  Alessandro  Bonci 

Photo  ©  Misukin.  N.  Y 

25  Cecil  Arden 

Photo  ©  Ira  L.  Hill's  Studio 

26  Merle  Alcock 

27  Andre  Benoist 
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First  to  adopt  the  policy 
of  instantaneous 
record  releases 


JUST  a  small  part  of 
that  immense  group 
of  world  famous  artists, 
who,  in  recording  for  the 
only  phonograph  that 
dares  to  play  in  direct 
comparison  with  them- 
selves, have  actually 
perpetuated  their  art* 

THOMAS  A.  EDISON,  Inc. 

ORANGE,  NEW  JERSEY 


EDISON 
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There  are  three  reasons 
why  the  New  Edison 
Baby  Console  Model 
is  preferred  by  music 
lovers: 

L  Re-Creates  the  exact 
tones  of  the  original 
artists. 

2.  Conservative,  ar- 
tistic design. 

3.  Moderate  price 
-$175.00. 
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HE  New  Edison  Baby  Console 
is  winning  the  approval  of 
music  lovers  everywhere*  Its  su' 
perior  tonal  qualities,  its  attractive 
design  and  its  moderate  cost  have 
made  the  Baby  Console  a  popular 
member  of  the  New  Edison  Group* 

The  New  Edison  actually  Re- 
creates the  golden  tonal  quality  of 
famous  voices,  a  distinctive  feature 
of  the  New  Edison  that  is  daily 
influencing  music  lovers  in  their 
preference  for  the  phonograph  they 
purchase* 

THOMAS  A.  EDISON,  Inc. 

ORANGE,  NEW  JERSEY 
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-  er    Shan -non  Moon  I   can  see  thro  my  tears 


mm 
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A  Sweet  Ballad Jn^WaltzJTim? 


,  -•••^'You  carit  wi-oiv4 
Withaiy'FHISTson^" 


BANQUET  OF  TALKING  MACHINE  MEN,  INC.,  BIG  SUCCESS 

Record-breaking  Attendance  of  Talking  Machine  Dealers  and  Friends  Listen  to  an  Exceptionally 
Brilliant  Musical  Program  by  Leading  Record  Artists  and  Organizations 


Tlie  annual  banqifet  and  entertainment  of  The 
Talking  Machine  Men,  Inc.,  of  New  York,  is 
now  a  thing  of  the  past,  but  the  memory  of  the' 
evening  of  April  25  at  the  Hotel  Pennsylvania 
will  remain  long  in  the  minds  of  those  privi- 
leged to  enjoy  a  gathering  of  artists  that  could 
probably  be  brought  together  under  no  other 
circumstances. 

From  every  angle  the  affair  was  a  distinct 
success,  the  attendance  surpassing  that  of  any 
previous  banquet  given  by  the  Association  and 
tilling  not  only  the  main  floor  of  the  large  ball- 
room, but  a  considerable  section  of  the  balcony. 
So  extensive  was  the  entertainment  program 
that  it  began  immediately  after  the  guests  had 
been  seated  and  continued  without  intermission 
well  into  the  morning  hours. 

Through  the  courtesy  of  the  various  record 
manufacturers,  including  the  Columbia,  Victor, 
Brunswick,  Vocalion  and  Emerson  concerns,  a 
great  galaxy  of  recording  artists  of  wide  reputa- 
tion had  been  prevailed  upon  to  appear  before 
the  talking  machine  men  and  their  guests  during 
the  course  of  the  evening  and  a  number  of 
dealers  had  the  opportunity  for  the  first  time 
of  hearing  in  person  the  artists  whose  records 
they  have  been  featuring  successfully. 

Among  those  who  entertained  during  the 
course  of  the  evening  was  Colin  O'More, 
v/ell-known  Irish  tenor,  who  sang  several  Irish 
airs;  Barbara  Maurel,  soprano;  Joe  Hayman, 
originator  of  "Cohen  on  the  Telephone,"  who 
recited   his   latest   record,   entitled   "Cohen  on 
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ITALIAN  BOOK  CO. 

145  Mulberry  St.      New  York,  N.  Y. 


Telephone  Etiquette";  Marion  Harris,  well- 
known  interpreter  of  "blues";  Sally  Hamlin, 
who  told  some  stories  and  ended  the  piano  selec- 
tion with  the  aid  of  the  Knabe  Ampico  repro- 
ducing piano;  Van  and  Schenck,  the  popular 
vaudeville  team;  Will  Rogers,  monologist  from 
"The  Follies,"  who  expressed  his  sympathy  to 
the  talking  machine  dealers  for  being  compelled 
to  sell  his  records,  and  then  told  some  stories 
calculated  to  put  them  in  good  humor.  Tanzy 
Mackenzie  and  William  C.  Kennedy,  both  capa- 
ble tenors;  the  U.  S.  S.  "Leviathan"  Orchestra, 
presented  through  the  courtesy  of  Paul  White- 
man,  Inc.;  the  Memphis  Five;  the  Georgians; 
Harry  Stoddard's  Orche'stra,  and  a  number  of 
singers  and  dancers  from  Miss  Kathryn  West- 
cott's  School,  youngsters  who  displayed  marked 
ability.  Paul  Specht's  Orchestra  furnished  the 
music  for  dancing  during  the  evening. 

Through  special  arrangement  with  the  WJZ 
broadcasting  station  of  the  Westinghouse  Co., 
a  large  part  of  the  program  was  broadcasted 
by  radio  and  heard  by  some  thousands  of  fans. 
The  arrangement  with  the  broadcasting  sta- 
tion was  made  through  the  efforts  of  Landay 
Bros.,  wholesale  distributors  for  the  Radio  Cor- 
poration of  America. 

The  success  of  the  evening  was  due  to  the 
indefatigable  work  of  members  of  the  entertain- 
ment committee,  of  which  Sol  Lazarus  was 
chairman,  and  the  appreciation  of  the  organiza- 
tion was  made  manifest  by  the  presentation  to 
Mr.  Lazarus  of  a  handsome  gold  watch. 

Irwin  Kurtz,  president  of  The  Talking  Ma- 
chine Men,  Inc.,  presided  at  the  banquet  and 
acted  as  announcer.  Incidentally  he  had  his 
own  troubles  in  endeavoring  to  quiet  those  who 
preferred  to  hear  themselves  talk  over  business 
rather  than  hear  the  artists.  In  fact,  the  voice 
of  Mr.  Kurtz  was  heard  over  the  radio  at  regu- 
lar intervals. 

Among  the  diners  were  seen  practically  every- 
one of  prominence  in  the  talking  machine  trade 
of  New  York  and  vicinity,  as  well  as  numerous 
visitors  from  out-of-town.  Those  at  the  head 
table  included  Geo.  E.  Brightson,  president  of 
the  Sonora  Phonograph  Co.;  Otto  Heineman, 
president  of  the  General  Phonograph  Corp.; 
Frank  K.  Dolbeer,  sales  manager  of  the  Victor 
Talkin;?  Machine  Co.;  O.  W.  Rav,  manager  of 


the  wholesale  Vocalion  record  division  of  the 
Aeolian  Co.;  Harry  A.  Beach,  Eastern  sales 
manager  for  the  phonograph  division  of  the 
Brunswick-Balke-Collender  Co.,  and  others. 

Judging  from  the  hour  at  which  the  party 
broke  up,  and  the  energy  devoted  to  dancing 
when  the  opportunity  presented  itself,  it  is 
doubtful  if  there  was  any  great  activity  shown 
in  selling  talking  machines  in  the  metropolitan 
district  during  the  day  that  followed.  • 


NEW  HOME  FOR  JACKSONVILLE  FIRM 

Arnold-Edwards  Music  Co.  Completes  Negotia- 
tions for  the  Construction  of '  Three-story 
Building  to  House  Large  Business 


J.\CKSONViLLE,  Fla.,  May  5. — Negotiations  were 
recently  completed  by  the  Arnold-Edwards 
Music  Co.,  of  this  city,  for  a  long-term  lease 
on  a  building  which  will  soon  be  erected  on 
Adams  street.  The  proposed  structure,  which 
will  be  designed  especially  for  the  music  house, 
will  cost  in  the  neighborhood  of  $40,000.  The 
building  will  be  three  stories  high,  the  first  floor 
containing  the  musical  merchandise  and  talking 
machine  departments,  the  second  floor  will  house 
the  large  piano  department  and  the  third  floor 
will  be  devoted  to  a  large  auditorium  and  sev- 
eral studios.  When  completed,  this  structure 
will  be  one  of  the  finest  in  the  South. 


MUTUAL  DISTRIBUTOR  IN  MEXICO 

The  Mutual  Phono  Parts  Mfg.  Corp.,  New 
York  City,  manufacturer  of  Mutual  tone  arms 
and  sound  boxes,  has  announced  the  appoint- 
ment of  Industrias  Unicas,  S.  A.,  as  exclusive 
distributor  of  the  Mutual  line  for  Mexico.  The 
Mutual  line  has  long  enjoyed  popularity  in  this 
country  and  its  expansion  intQ  foreign  fields 
has  been  going  on  for  some  time.  This  new  ap- 
pointment provides  still  further  facilities  for 
foreign  trade. 


GEORGIA  FIRM  ADDS  BRUNSWICK 

Augusta,  Ga.,  May  4.— The  W.  P.  Manning 
Music  Co.,  of  this  city,  recently  secured  the 
agency  for  the  Brunswick  line  of  machines  and 
records,  and  the  complete  line  is  now  carried 
in  stock.  The  concern  also  handles  the  Colum- 
bia instruments  and  records,  and  through  ag- 
gressive business  tactics  is  known  throughout 
the  South  as  .Augusta's  Exclusive  Music  Shop. 


QUALITY   IS   NOT    AN  ACCIDENT 

The  superior  quality  of  our  COTTON  FLOCKS  for  record  manufacUire  is  the  result  of  con- 
tinual study  of  the  manufacturer's  requirements— diligent  adherence  to  the  use  of  raw  materials 
which  will  produce  the  best  flocks  and  scrupulous  attention  to  every  detail  of  their  manutacture. 

Numerous  record  manufacturers  are  profiting  by  the  cleanliness  and  uniformity  ot  our 
product  through  reduction  in  spoilage  of  records.  .,,rT7- ^/--T-rrnEoc* 

ARE  YOU  ONE  OF  THESE  MANUFACTURERS f 


CLAREMONT  WASTE  MFG.  CO. 


Claremonf,  N.  H. 
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The  Phonograph  of 

Distinctive  Features 

"^fc^  Cheney 


A   period    design  of  old 
England,  in  rich  brown  oak. 
uith  over  lay  of  ualnut,  43/4 
inches  high,  with  top  21  x 
22^3  inches.  Equipped  with 
gold-plated    metal  parts,  automatic  stop, 
steel  and  jewel  needles,  two  reproducers, 
counterbalance  cover  supports,  and  eight 
albums. 

Retail  price,  $200 

Extsl  of  the  Rochjes 


The  most  perfect  music- 
reproducing  instrument  made 

Any  salesman  who  has  met  The  Cheney  in  competition 
will  vouch  for  the  fact  that  its  features  are  far  more  than 
selling  points.  Phonograph  against  phonograph,  value  against 
value,  The  Cheney  is  more  than  a  match  for  any  other. 

Consider  these  five  great  features: 

1  An  acoustic  system  that  develops  and  restores  the 
original  tone  from  the  record. 

2  Practical  elimination  of  needle  scratch. 

3  A  violin  resonator  which  makes  Cheney  tones 
grow  sweeter  with  age. 

4  Designs  which  set  the  standard  in  the  industry  for 
elegant  simplicity. 

5  Cabinet  workmanship  which  bears  the  imprint  of 
craftsmanship. 

Cheney  dealers  find  their  trade  constantly  increasing — -and  they  have 
behind  them  the  assurance  of  sales  policies  which  are  eminently  fair 
and  permanent.  The  Cheney  franchise  is  growing  increasingly  valuable. 

Two  of  our  most  popular  models 

Note  particularly  the  two-tone  finish  of  The  Oxford 
and  The  Westminster.  Two-tone  furniture  is  so  pop- 
ular this  season  that  these  models  have  proved  excep- 
tional sellers. 

The  prices  are  hardly  short  of  sensational.  With 
these  models  you  can  advertise,  and  you  can  deliver,  a 
rarely  artistic  musical  instrument  famous  for  its  tone — 
which  cannot  be  duplicated — at  the  price  of  an  ordinary 
phonograph. 

As}^  us  jot  detailed  description  of  these 
models  and  prices 


An  Early    English  period 
design  in  deep,  rich  oak.  with 
walnut  applique,  A2li  inches 
high,  with  top   20'1  by  21 
inches.  Equipped  with  nick- 
eled  metal   parts,  automatic 
stop,  counterbalance  cover  supports,  steel 
andiewel  needles,  two  reproducers, shelves  ' 
lor  records,  and  compartment  lor  album. 

Retail  price.  $150 

/taf  /  of  (be  Rockjcs 


THE  CHENEY  TALKING  MACHINE  COMPANY 

DISTRIBUTORS 


CHICAGO 


CHENEY  PHONOGRAPH  SALES  CO. 
1965  E.  66th  St.,  Cleveland,  O. 
S06  Pennsylvania  Ave.,  Pittsburgh 
Ohio,  W.  Va.,  Western  Pa. 


CHENEY  SALES  CORPORATION 

1107  Broadway,  New  York  City 
Greater  New  York,  Western  Conn., 
New  Jersey 

CHENEY  SALES  CORPORATION,  1105  Chestnut  St.,  Philadelphia 
Eastern  Pd.,  Del.,  Md.,  Washington,  D.  C. 

CHENEY  SALES  CORPORATION,  376  Boylston  St.,  Boston 
New  England 

CHENEY  SALES  COMPANY  EDW.  G.  HOCH  &  CO. 

Brandeis  Bldg.,  Omaha  27-29  Fourth  St.,  N.,  Minneapolis 

Iowa,  Nebr.,  Colo.,  Wyo.  Minn.,  N.  D.,  S.  D.,  Northern  Wis.,  Mont. 

RIDDLE  PHONOGRAPH  CO.,  1205  Elm  St.,  Dallas,  Tex. 
Texas,  Southern  Okla. 
ROLYAT  DISTRIBUTING  CO.  CHENEY  PHONOGRAPH  CO. 

Prove,  Utah  212  Selling  Bldg.,  Portland 

Utah,  Southern  Idaho  Washington  and  Oregon 

MUNSON-RAYNER  CORP.,  643  S.  Olive  St.,  Los  Angeles 
California,  Western  Nev.,  Aris. 
All  territory  not  listed  above  is  handled  direct  by  the 
Cheney  Talking  Machine  Company,  Chicago 
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It's  a  "mean  "  bunch  of  saxophones  that  perform  in  "Crying  for 
You"  and  "You  Know  You  Belong  to  Somebody  Else  " — Record 
A-3850. 

In  these  two  fox-trot  numbers  the  Lanin  Orchestra  is  responsible 
for  some  remarkable  instrumental  effects,  and  a  rhythm  that  is  as 
smooth  as  poured  cream.  You'll  strain  your  ears  before  you  hear 
better  dance  music  than  this. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


RECORD  SHOP  IN  THEATRE  LOBBY 

Extensive  Tie-up  With  Brunswick  Artists  In- 
cludes Establishment  of  Temporary  Record 
Shop  in  Lobby  of  Theatre  in  Cleveland. 


The  increasing  number  of  prominent  record 
orchestras  which  are  appearing  in  vaudeville  in 
cities  throughout  the  country  offer  the  dealers 
handling  the  records  made  by  these  aggrega- 
tions of  artists  an  opportunity  for  cashing  in  on 
the  local  appearance  of  the  artists  which  is 


artists,  which  plays  in  the  Carlton  Terrace  Res- 
taurant, entertained  at  Loew's  State  Theatre, 
that  city.  The  Cleveland  branch  of  the  Bruns- 
wick Co.,  Leslie  I.  King,  sales  manager  of  the 
phonograph  division,  sold,  the  theatre  the  idea 
that  when  artists  who  have  made  records  and 
have  achieved  popularity  appear  in  the  theatre 
all  persons  who  own  records  by  these  artists 
will  desire  to  see  them  in  person.  The  result 
of  this  was  that  the  theatre  management  made 
an  effort  to  secure  the  names  of  Brunswick  pros- 
pects from  local  dealers.  In  return  dealers 
were  supplied  with  publicity  matter  featuring 
the  Oriole  Terrace  Orchestra  as  Brunswick  ar- 
tists. This  publicity  was  to  be  distribut-ed  while 
the  show  was  in  progress. 

Another  important  feature  of  the  co-operative 
effort  of  Brunswick  dealers  during  this  time 
was  the  establishment  of  a  Brunswick  record 


shop  in  the  handsome  lobby  of  the  theatre  by 
the  Buescher  Co.,  Irving  Buescher,  proprietor, 
1310  Huron  road.  The  value  of  this  stunt  is 
indicated  by  the  fact  that,  although  only  one 
saleswoman  was  in  attendance,  one  hundred  and 
seventeen  records  were  sold  to  people  passing 
out  of  the  theatre  on  a  single  afternoon. 

Another  stunt  in  connection  with  the  appear- 
ance of  the  Oriole  Orchestra  at  the  Carlton  Ter- 
race Restaurant  was  a  program  list  placed  beside 
the  plate  of  each  diner.  This  was  a  four-page 
folder.  The  first  page  was  in  the  nature  of  an 
announcement.  The  program  was  on  an  inside 
page,  together  with  a  statement  of  the  fact  that 
the  numbers  played  may  be  secured  on  Bruns- 
wick records,  and  on  the  last  page  was  a  list  of 
all  local  music  stores  handling  these  records. 
The  latter  was  designed  as  a  directory  to  pro- 
spective record  purchasers. 


C.  C.  BAKER  CO.'S  FORMAL  OPENING 


Brunswick  Shop  in  Theatre  Lobby 

worthy  of  the  highest  type  of  co-operation. 
Wherever  merchants  have  tied  up  with  the  local 
appearance  of  an  artist  or  a  group  of  artists 
they  have  found  the  venture  extremely  profit- 
able and,  in  certain  instances,  sales  of  records 
were  beyond  all  expectations. 

An  example  of  the  lengths  to  which  a  tie-up 
can  be  carried  and  the  profits  resulting  was 
amply  demonstrated  in  Cleveland,  O.,  recently, 
when  the  Oriole  Terrace  Orchestra,  Brunswick 


Prominent  Columbus,  O.,  Music  House  Cele- 
brates Opening  of  Attractive  New  Establish- 
ment— Congratulations  From  Host  of  Visitors 


Columbus,  O.,  May  5.— The  C.  C.  Baker  Co., 
Victor,  Columbia  and  Brunswick  dealer,  of  this 
city,  and  one  of  the  most  prominent  local  con- 
cerns engaged  in  the  talking  machine  business, 
recently  celebrated  the  formal  opening  of  its 
attractive  new  quarters  at  123  "South  High 
street.  Hundreds  of  customers  and  interested 
people  crowded  the  store  during  the  entire  day 


BRUNS  MADERITE 

Phono  Moving  Covers 


Cover,  Straps  Attached 


For  all  models  of  Upright  and 
Console  Machines 

Every  progressive  dealer  needs  a  supply  of  de- 
pendable moving  covers.  Mr.  Average  Man  dis- 
likes to  unpack  anything  he  buys.  By  using 
padded  delivery  covers  you  protect  and  deliver 
a  perfect  instrument  .with  no  necessity  for  dirt, 
inconvenience  or  trouble  to  your  customer. 

It  is  much  more  simple  to  slip  a  cover  over  an 
instrument  at  the  store  and  off  at  point  of  deliv- 
ery and  the  impression  left  with  your  customer  is 
pleasant.  MADERITE  covers  are  strong,  v;e\\ 
padded  and  satisfactory  from  every  standpoint. 

Consult  your  accessory  jobber,  phono  dis- 
tributor or  write  lis  for  literature  and  prices. 


A.   BRUNS   &  SONS 

Manufacturers  of  Canvas  Goods 
50  Ralph  Avenue  BROOKLYN,  N.  Y. 


devoted  to  the  opening  and  a  six-piece  orches- 
tra furnished  musical  entertainment  during  the 
afternoon  and  evening. 

An  excellent  window  display  was  arranged 
by  Airs.  C.  C.  Baker,  wife  of  the  proprietor, 
who  has  had  wide  experience  in  window  dress- 
ing, with  the  assistance  of  Miss  Janet  Furness, 
well-known  local  artist.  The  three  lines  of  in- 
struments handled  by  the  company  were  fea- 
tured in  this  display. 

Insofar  as  business  was  concerned  during  the 
opening  day  the  company  was  never  busier. 
Members  of  the  sales  organization  were  kept 
on  the  jump  during  the  entire  time  supplying 
the  demands  of  customers  and  others  who  never 
before  had  made  purchases  at  the  C.  C.  Baker 
Co.'s  store. 

The  new  establishment  is  unusually  attrac- 
tive and  it  is,  without  question,  one  of  the  finest 
stores  of  its  kind  in  this  section.  The  building 
housing  the  business  is  20  by  187  feet.  Before 
moving  in  the  interior  was  thoroughly  remod- 
eled to  meet  the  requirements  of  the  business. 
A  feature  is  the  record  demonstration  booths 
which  are  constructed  of  sugar  cane  fibre,  which 
is  said  to  absorb  any  harshness  of  tone  ema- 
nating from  the  instruments  and  which  is  sound- 
proof, according  to  Mrs.  Baker. 


MUSIC  AT  "OWN  YOUR  HOME"  SHOW 


Talking  Machine  and  Piano  in  Model  Home  in 
New  York  Show — Edison  Exhibited 


Thousands  of  people  from  metropolitan  New 
York  and  suburban  communities  visited  the 
"Own  Your  Home"  Exposition  held  in  the  Six- 
ty-ninth Regiment  Armory  during  the  latter 
part  of  April.  Among  the  many  varied  exhibits 
was  that  of  the  Buckley-Newhall  Co.,  large 
furniture  store,  with  headquarters  at  Sixth  ave- 
nue and  Forty-first  street,  New  York,  Edison 
dealer.  An  Edison  console  phonograph  formed 
part  of  this  company's  exhibit.  A  mode!  home, 
full  size,  was  one  of  the  features  of  the  "Own 
Your  Home"  Exposition  and  prominent  among 
the  furnishings  of  this  house  were  a  phono- 
graph and  a  piano. 
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Continued  Patronage  Depends  on  Service 

There  Is  Truth  in  the  Old  Saying  That  a  Satisfied  Customer  Is  the 
Best  Advertisement— Some  Pertinent  Remarks  by  W.  B.  White 


The  old  saying  about  a  satisfied  customer  be- 
ing the  best  advertisement  is  pretty  well  worn 
by  this  time;  but  it  has  lost  none  of  its  essen- 
tial validity.  In  every  branch  of  industry  con- 
nected with  mechanical  appliance  of  any  kind, 
from  a  steam  boiler  in  a  factory  to  a  vacuum 
cleaner  in  the  home,  the  modern  manufacturer 
and  dealer  recognize  the  need  for  following  up 
the  career  of  the  article  sold  after  it  has  been 
put  in  use.  In  the  music  industries  we  find  that 
the  electric  player-piano  business  has  been 
largely  founded  upon  the  practice  of  rendering 
to  the  purchaser  such  technical  service  as  shall 
assure  at  least  the  probability  of  general  satis- 
faction with  the  results  obtained  from  the  in- 
strument in  the  home.  In  fact,  wherever  one 
goes  one  finds  that  the  buyer  is  no  longer  re- 
garded as  one  who  takes  his  own  risks  and 
should  be  happy  if  he  is  fortunate  enough  to 
obtain  a  satisfactory  article  in  exchange  for  his 
money;  The  buyer  no  longer  is  bidden  "be- 
ware." To-day  it  is  generally  recognized  that 
business  does  not  consist  in  "putting  something 
over"  on  the  unsuspecting,  but  rather  in  ren- 
dering to  the  community  a  service,  for  which 
the  reward  will  not  be  ungenerous  if  only  the 
work  be  done  unselfishly  and  upon  a  generous 
scale.  "He  gains  most  who  gives  most"  is  the 
principle  of  advanced  business  practice  in  this 
day  and  age. 

What  Is  Business? 

That  is  not  to  say  that  the  principle  thus  de- 
scribed is  universally  understood  and  practiced. 
There  are,  unfortunately,  still  some  men  calling 
themselves  business  men  who  believe  that  busi- 
ness consists  in  "putting  things  over"  on  their 
fellow-men.  Well,  it  may  sometimes,  and  in 
fact  sometimes  does,  happen  that  advantages 
come  to  a  business  man  which  he  has  not  ac- 
tually earned;  advantages  principally  derived 
through  some  concatenation  of  circumstances 
which  no  one  foresaw.  Apart  from  these,  and 
from  those  other  advantages  which  are  the  just 
result  of  foresight  and  wisdom,  all  good  busi- 
ness consists  in  rendering  the  best  possible 
service  to  the  community  and  in  taking  from 
that  community  a  just  reward-  There  is  in  the 
world  work  enough,  needs  enough  waiting  to 
be  filled,  and  rewards  enough  waiting  to  be 
taken,  to  satisfy  any  reasonable  desire. 

The  idea  that  business  consists  of  rendering 
service  is  based  upon  the  sound  social  prin- 
ciple that  civilized  life  cannot  be  a  constant 
strife.  If  we  are  to  consider  life  as  merely  a 
battle  between,  warring  interests  we- might  as 
well  confess  that  civilization  has  failed.  There 
are  some  signs  that  it  is  not  all  we  have  com- 
placently thought  it  to  be,  but  at  the  same  time 


it  cannot,  simply  cannot,  be  worked  on  the  dog- 
fight principle.  Civilization  has  become  too 
complex  for  that  primitive  principle  any  longer 
to  prevail;  unless,  indeed,  the  whole  structure  is 
to  fall  into  ruins. 

Application  to  Our  Business 

In  the  music  business,  and  especially  in  the 
talking  machine  business,  such  principles  are 
peculiarly  applicable.  The  talking  machine  dif- 
fers little  if  at  all  from  the  most  complicated 
pieces  of  industrial  machinery  in  respect  of  the 
public  ignorance  of  its  functions  and  peculiari- 
ties. Simple  as  it  is,  there  are  "tricks"  galore  to 
be  learned  by  those  who  wish  to  obtain  the 
utmost  in  enjoyment  from  it.  It  is  the  bounden 
duty  of  every  honest  music  merchant  to  see  that 
every  one  of  his  customers  has  the  chance  to 
obtain  the  needed  knowledge  and  to  learn  how- 
to  get  the  most  out  of  the  talking  machine  he 
has  purchased.  This,  in  fact,  is  simply  a  most 
elementary  aspect  of  service  as  applied  to  the 
talking  machine  business. 

If  a  satisfied  customer  is  the  best  advertise- 
ment, how  much  more  can  this  be  said  of  a 
customer  who  is  not  only  satisfied  but  intelli- 
gently satisfied!  In  other  words,  while  it  may 
not  be  difficult  to  keep  a  customer  in  a  quiescent 
state  and  so  conclude  satisfaction  from  the  ab- 
sence of  complaint,  this  does  not  constitute  real 
service.  True  service  consists  in  aiding  each 
purchaser  to  get  the  utmost  out  of  his  purchase, 
on  the  principle  that  the  more  intelligent  the 
use  made  of  the  machine  the  more  business  will 
be  done  with  the  purchaser,  in  this  case  through 
records,  accessories,  and  so  on.  The  principle 
is  simple  and  sound.  It  can  very  easily  be  put 
into  practice. 

Concrete  Examples 

It  is,  of  course,  necessary  not  to  offend  people 
by  officiousness;  but  a  little  diplomacy  is  alone 
required  to  handle  any  case.  By  far  the  best 
way  of  working  things  is  to  have  the  machine 
delivered  with  the  essential  parts  locked  and  a 
ticket  on  the  lock  stating  that  the  adjuster  is 
on  his  way  and  will  unlock  the  machine,  set  it 
in  order  for  immediate  playing  and  describe  tin- 
right  way  of  manipulating  the  needles,  sound 
box,  motor,  etc.  The  drayman  can  be  instruct- 
ed to  say  that  the  instrument  will  be  opened  by 
the  adjuster  who  foljows  him.  When  the  ad- 
juster arrives  the  whole  family  will  be  in  a  state 
of  anticipation  and  it  will  be  easy  to  secure  their 
attention  to  the  points  on  which  they  should 
be  instructed. 

These  points  relate  mainly  to  (1)  care  of  rec- 
ords, (2)  handling  of  records  on  the  machine, 
(3)  choice  of  needles,  (4)  when  and  where  to 
oil  motor,   (5)   how  to  treat  motor  in  matter 


of  winding,  etc.;  and,  in  the  case  of  an  electric 
motor,  (6)  the  setting  up  of  the  connection  to 
the  light  circuit  and  the  inspection  to  prevent 
possible  trouble  with  current.  Each  and  every 
one  of  these,  so  far  as  it  applies  in  any  given 
case,  ought  to  be  most  carefully  explained.  It 
is  well  not  merely  to  show  how  everything  is 
done,  but  to  have  one  or  more  members  of  the 
family  perform  the  various  operations  on  the 
spot,  so  that  it  may  be  seen  whether  they  really 
understand. 

Effects  of  This  Service 

An  expert  can  do  all  this  so  effectively  that 
the  members  of  the  family  will  realize  to  some 
extent  hov,'  much  there  really  is  to  know  and 
how  their  enjoyment  of  music  will  depend  upon 
the  skill  they  show  in  choosing  needles,  keep- 
ing motor  at  right  speed,  etc.  Moreover,  the 
opportunity  will  always  be  present  for  the  ex- 
pert to  demonstrate  a  few  records.  If  the  house 
is  wise  that  man  will  invariably  have  with  him 
some  choice  records,  preferably  high-class  ones, 
so  that  he  may  show  the  family  how  the  ma- 
chine responds  to  high-grade  requirements  in 
the  way  of  reproduction.  Usually  more  can  be 
done  at  home  in  this  way  than  the  salesman 
tan  do  in  the  store.  Thus  the  seeds  can  be  sown 
for  future  harvests  of  record  sales. 

That  is  only  one  side  of  the  service  question, 
of  course,  for  the  general  principle  demands 
that  at  all  costs  every  customer  be  kept  satis- 
fied, even  if  it  means  a  loss  in  some  particular 
case.  This  principle  is  thoroughly  understood 
in  great  department  stores,  which  depend  main- 
ly upon  reputation  and  community  good-will. 
The  late  Marshall  Field  is  credited  with  having 
originated  the  expression,  "the  customer  is  al- 
ways right,"  which  has  become  the  foundation 
of  modern  advanced  retail  practice.  It  is  a  prin- 
ciple not  yet  wholly  recognized  in  the  music 
field;  but  music  merchants  are  coming  to  see 
it  more  and  more  clearly,  and  it  will  be  the 
dominating  principle  of  to-morrow's  merchan- 
dising. 

Half  the  sales-resistance  in  our  field  comes 
from  ignorance.  Service  removes  ignorance  and 
substitutes  knowledge.  Knowledge  always 
brings  satisfaction  and  we  all  know,  do  we  not, 
that  a  satisfied  customer  is  the  best  advertise- 
ment.   Old  stuff,  but  awfully  true. 


H.ARDY  MUSIC  CO.  EXPANDS 

The  Hardy  Music  Co.,  of  Bay  City,  Mich., 
has  been  considerably  enlarged  and  improved 
by  removal  to  thoroughly  remodeled  and  larger 
new  quarters  in  the  Elks'  building.  The  move 
was  made  necessary  bv  increased  business. 


A  FEW  JOBBING  TERRITORIES  STILL  OPEN 


WALL-KANE  NEEDLES 

Each  needle  guaranteed 
to  play  ten  records. 


CONCERT  NEEDLES 


JAZZ  NEEDLES 


Steel  needles  in  tones  of    The  special  extra  loud 
extra  loud,  loud,  medium       needle.    The  only  one  of 
and  soft.  its  kind  in  the  world. 


Profit -Producing  Jobbing  Proposition 
WALL-KANE  NEEDLE  MFG.  CO.,  3922  14th  Avcnu€,  BROOKLYN,  N.X 
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DOMES  Of  SILENCE 

"Better  than  Casters" 

Made  under  Patent  No.  995758  which  has  been  vigorously  contested  and  sustained 
by  the  Court  of  Appeals.  Any  infringers  and  those  involved  in  the  manufacture, 
sale  or  use  of  same  will  be  liable  for  prosecution  and  subsequent  damages. 

The  six  points  of  excellence 

ECONOMY  AiDAPTABILITY 
SIMPLICITY  INVISIBILITY 
SILENCE  LONG  WEAR 

All  furniture  retailers  know  these  famous  slides. 
All  of  them  appreciate  these  six  points  of  excellence. 
All  realize  their  use  on  furniture  means  easier  selling. 
Retailers  want  DOMES  Of  SILENCE. 
Why  not  use  them? 

DOMES  of  SILENCE  Division 

Henn'  W.  Peabody  &  Co. 

17  State  Street,    New  '^  ork  City 


MADE  IN  SIX  SIZES  SUITABLE  FOR  ALL  KINDS  OF  FURNITURE 

^  in.  H  in-  ^  in.  H  in. 

Reg.  U.  S.  Pat.  OB.  No.995738  which  will  be  strictly  enforced 

What  we  say  above  about  Furniture  applies  also  to  Phonographs 


Extra  Heavy  in. 
Size — 1}4  in. 
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JOSEPH  A.  FLANAGAN  IN  NEW  POST 


Resigns  From  Frederick  Loeser  &  Co.  to  Be- 
come General  Manager  at  Abraham  &  Straus' 
Music  Department  in  Brooklyn,  N.  Y. 


Joseph  A.  Flanagan,  formerly  connected  with 
Frederick  Loeser  &  Co.,  Brooklyn,  N.  Y.,  as 
manager  of  the  talking  machine  department, 
resigned  from  that  organization  late  in  April  to 
accept  a  position  as  general  manager  of  the 
talking  machine,  small  musical  merchandise  and 
sheet  music  sections  of  Abraham  &  Straus,  Inc.,  . 


Joseph  A.  Flanagan 
also  a  Brooklyn  department  store.  Mr.  Flana- 
gan is  one  of  the  most  popular  members  of  the 
retail  trade  in  the  Brooklyn  section  of  New 
York  and  he  comes  to  his  new  position  with 
experience  covering  several  years"  and  a  pro- 
nounced merchandising  fibility  which  will  stand 
him  in  good  stead  in  his  new  post. 


UNUSUAL  PUBLICITY  STUNT  WINS 

Carbondale,  Pa  ,  Dealers  Co-operate  in  Publish- 
ing Miniature  Newspaper  to  Broadcast  News 
of  Their  Businesses  to  Public 


Carbondale,  Pa.,  May  -5. — A  clever  stunt  spon- 
sored by  local  business  men,  including  Harper 
Fulkerson,  proprietor  of  Fulkerson's  Music 
House,  one  of  the  most  aggressive  talking  ma- 
chine and  music  concerns  in  this  section  of  the 
State,  and  through  the  co-operation  of  the  local 
board  of  trade,  is  the  publication  of  their  own 
county  newspaper.  According  to  Mr.  Fulker- 
son, who  was  a  recent  visitor  to  New  York,  this 
plan  has  resulted  in  business  coming  to  local 
merchants  from  many  outside  points.  In  addi- 
tion, Fulkerson's  Music  House  is  making  con- 
sistent efforts  to  interest  children  in  music, 
thereby  building  for  the  future. 


TRUMPETONE  CO.  EXPANDS 

Manufacturer  of  Trumpetone  Portable  Adds  to 
Space — Business  Good — T.  F.  DeLaney  Ends 
Long  Trip — New  Jobbers  Appointed 


The  Trumpetone  Co.,  manufacturer  and  dis- 
tributor of  the  Trumpetone  portable  machine, 
reports  that  business  for  the  past  month  has 
been  exceedingly  good  and  that  dealers  through- 
out the  country  are  marketing  this  small  ma- 
chine successfully. 

In  order  to  meet  current  demands,  the  com- 
pany has  found  it  necessary  to  secure  larger 
quarters  in  order  to  have  adequate  space  for 
assembling  and  shipping,  and  announces  it  has 
secured  an  entire  floor  in  the  building  at  295 
Douglas  street,  Brooklyn,  a  short  distance  from 
the  factory,  which  will  ensure  the  assembling 
and  delivery  of  machines  in  a  much  more  effi- 
cient manner. 

T.  F.  DeLaney,  vice-president  and  general 
manager  of  the  company,  has  just  returned  from 
a  two  weeks'  trip  to  the  Middle  West,  visiting 
Chicago,  Detroit,  Cleveland,  St.  Louis  and  Buf- 
falo, N.  Y.,  calling  on  the  trade  and  co-operating 
W'ith  the  jobbers  in  these  territories.  While  in 
Cleveland  Mr.  DeLaney  established  R.  J.  Jami- 
son, 625  Swetland  Building,  as  a  distributor  for 
Trumpetone  machines  in  that  territory. 

The  Stanley  William  Sotcher  Co.,  Apartado, 
137  Bis,  Mexico  City,  Mexico,  was  this  month 
appointed  a  distributor  for  the  Trumpetone  for 
Mexico  territory.  The  first  shipment  of  ma- 
chines for  this  jobber  was  macfe  this  month 
and  it  is  expected  it  will  be  the  forerunner  of 
many  additional  shipments  which  this  company 
will  distribute  to  its  large  clientele. 


NEW  RECORDS  BY  SHORT'S  ORCHESTRA 

First  Three  Vocalion  Records  by  Popular  Chi- 
cago Orchestra  Just  Released 


The  Aeolian  Co.  has  announced  the  release  of 
Ihc  first  three  Vocalion  Red  records  made  by 
Short's  Tivoli  Orchestra  of  Chicago,  which  or- 
ganization recently  contracted  to  record  for  the 
Vocalion  exclusively. 

The  first  of  the  three  new  records  is  of 
"Dreams  of  India"  and  "Down  in  Sweetheart 
Town,"  two  fox-trots.  The  second  record  is  of 
"By  the  Shalimar"  and  "Long  Ago"  ('Mid  Apple 
Blossoms),  also  fox-trots,  and  the  third  record 
is  of  "Wolverine  Blues"  and  "Liza"  from  the 
show  of  that  name.  All  the  numbers  have 
proved  immediately  popular,  particularly  in 
Chicago  and  the  Middle  West,  where  Short's 
Orchestra  is  a  favorite.  Special  window  display 
advertising  material  has  been  issued  for  the  use 
of  dealers  in  calling  public  attention  to  the  new 
releases. 


The  Greeley  Music  Shops,  New  York,  have 
been  incorporated  with  a  capital  stock  of  $10,000 
bv  M.  and  E.  H.  Horowitz  and  M,  Udkowitz. 


MARYLAND  VOCALION  DISTRIBUTORS 

Recently  Organized  Vocalion  Record  Co.  of 
Maryland  to  Look  After  the  Distribution  of 
Vocalion  Red  Records  in  That  State 


The  Aeolian  Co.  has  announced  the  appoint- 
ment of  the  Vocalion  Record  Co.  of  Maryland, 
located  at  305-7  North  Howard  street,  Balti- 
more, as  exclusive  distributor  for  Vocalion  rec- 
ords throughout  the  State.  The  heads  of  the 
company  are  A.  J.  and  John  A.  Oldewurtel,  who 
are  well  known  in  the  talking  machine  trade 
and  whose  successful  experience  should  insure 
very  satisfactory  representation  for  the  Vocal- 
ion Red  records  in  the  territory. 

The  Vocalion  Record  Co.  of  Maryland  has 
taken  over  the  entire  stock  of  the  Clark  Musical 
Sales  Co.,  formerly  active  as  Vocalion  record 
distributor  in  Maryland.  The  new  company 
has  installed  elaborate  shipping  quarters  and 
a  dealers'  service  department  at  the  North  How- 
ard street  address,  and  are  now  in  a  position 
to  meet  dealers'  requirements  promptly. 


ORTON  BROS.  CELEBRATE  BIRTHDAY 


Thirty-seven  Years  of  Progress  in  Music  Busi- 
ness Celebrated  by  Prominent  Butte  Firm 


Butte,  Mont.,  May  3.— Orton  Bros.,  the  pioneer 
music  house  of  this  city,  recently  celebrated  the 
thirty-seventh  anniversary  of  the  founding  of 
the  iirm.  The  concern  handles  a  varied  selec- 
tion of  musical  instruments,  including  talk- 
ing machines,  pianos,  and  small  musical  in- 
struments of  all  kinds.  Orton  Bros,  was 
founded  by  five  brothers,  Walter,  Fred,  Jim, 
Van  and  William,  the  latter  two  brothers  assum- 
ing the  active  management  of  the  concern.  Wil- 
liam C.  Orton  is  now  president  and  sole  owner 
of  the  business,  which  from  a  small  beginning 
has  grown  to  what  is  considered  one  of  the 
largest  music  houses  in  this  and  neighboring 
.Slates,  and  it  is  still  growing. 


JORDAN  MUSIC  CO.  IN  NEW  HOME 

Charleston,  S.  C;  May  3. — The  Jordan  Music 
Co.,  King  street,  this  city,  recently  removed  its 
business  to  more  attractive  quarters  a  few  doors 
from  the-  former  location.  The  concern  handles 
a  complete  line  of  pianos,  musical  instruments, 
etc.,  and  operates  a  radio  department. 


TULSA  MUSIC  SHOP  OPENS 

Tulsa,  Okla.,  May  2. — A  new  music  house 
called  the  Tulsa  Music  Shop  will  be  opened  at 
514  South  Main  street  the  first  week  of  May. 
The  company  has  been  organized  by  P.  R. 
Chapman,  formerly  the  manager  of  the  Old 
Phonograph  Shop,  and  will  handle  several  makes 
of  pianos  and  Edison  phonographs.  Associated 
with  Mr.  Chapman  will  be  H.  P.  Downs  and 
R.  A.  Irwin. 


COMPARTMENT 
TO  HOLD  SDC 
RECORDS 


AMPLIFYING 
TONE  ARM 
DETACHABLE 


WONDERFUL 

"APvTOIS 
REPRODUCER 


HANDLE  PUT  ON  TO  STAY 


STRONGLY 
CONSTRUCTED 
CASE 


10  OR  12  INCH_ 
RECORD  TABLE 


STRAPS  TO 
FASTEN  TONE 
ARM  WHEN 
CARRYING 


 NEEDLE  WELLS 

POWERFUL  SPRING 
WINCING  ARM 
DETACHABLE  FOR 
CARRYING 


SPEED  REGULATOR 


STURDY  LOCK  FASTENERS 


CONCEALED  AMPLIFYING 
TONE  CHAMBER 


The  MODEL  "E"  PORTABLE  PHONOGRAPH 

Artistic — Superior  Tone  Quality — Light  Weight — 
Compact — Durable. 

Not  a  Seasonal  Portable. 

By  removing  four  screws,  which  hold  the 
phonograph  in  the  case,  it  is  instantly 
converted  into  a  table  model. 

A  VERY  DESIRABLE  AND  EXCLUSIVE 
FEATURE.     PLAYS   ALL  RECORDS. 

Write  for  Our  Proposition 

THE  GENERAL  PHONOGRAPH  MFG.  CO. 

ELYRIA,  OHIO. 
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5?%AE0  LIAN 

VOCALION 


Duo-Tone  Finish  Brown  Mahogany 


PERIOD  VOCALIO 
CONSOLE  MODEL 

Style  1620 
Early  American 

N  extremely 
good  example  of  the 
furniture  of  our 
forefathers.  A  beau- 
tiful brown  mahog- 
any finish.  This  case 
is  an  exemplification 
of  the  best  work  of 
some  of  the  Early 
American  Craftsmen, 
of  whom  Duncan 
Phyfe  was  among  the 
leaders.  Graceful  m 
every  detail,  this  case 
would  enhance  any 
Colonial  living-room. 
Dimensions:  Height, 
35  inches;  width,  37 
inches ;  depth,  22 
inches. 


CONVENTION.\L 
V  O  C  .\  L  I  O  N 

Style  i60 
(Duo-Tone) 

BIT  more  orna- 
mentation in  design 
marks  this  style 
Vocalion,  finished  in 
two-tone  effect  in 
Brown  Mahogany. 
Fully  equipped  with 
all  special  features. 
Hardware  —  Nickel. 
Dimensions :  Height, 
forty-four  and  one- 
quarter  inches  ;  width, 
nineteen  and  one-half 
inches;  depth,  twenty- 
one  and  three-quar- 
ter inches. 


THE  richness  of 
coloring  and 
classic  perfection  of 
these  cabinets  have 
won  instantaneous 
popularity. 

Combine  in  these 
artistic  cases  the  mel- 
low-toned Aeolian- 
Vocal  ion,  manufac- 
tured by  the  world's 
leading  manufacturer 
of  musical  instru- 
ments, and  you  have 
the  reason  why  this 
phonograph  is  the 
choice  of  those  who 
demand  the  U most  In 
Phono  graph  Perfec- 
tion. 


(3 


The  remarkable  Graduola  Tone  Control  is  to  the  phonograph  what  the  artist's 
touch  is  to  other  instruments. — It  is  an  exclusive  Aeolian-V ocalion  feature. 

The  Aeolian  Company 

AEOLIAN  HALL  NEW  YORK 
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VOCALION 

RED  RECORDS 


Ef- 


-a 


Albert  E.  Short  and  his  Tivoli  Syncopaters  of  Chicago  have 
just  signed  Exclusive  Contract  to  record  for  Vocalion  Red 
Records. 

Syncopation  Plus: 

Close  Harmony — Blues — Swing  and  Sway 

T^rO  wonder  there's  such  demand  for  the  numbers 
^  recorded  by  the  Albert  E.  Short  TivoH 
Syncopaters  exclusively  for  VOCALION  RED 
RECORDS. 

Every  lover  of  syncopated  music  will 
want  the  following  mellow  melodies: 

A- 145 5 2 — Dreams  of  India  { 

B- 145 52 — Down  in  Sweetheart  Town  )  ' 

A-14553— By  the  Shalimar  / 

B-1  4553— Long  Ago  (Mid  Apple  Blossoms)  .  .  ) 

A-14554— Wol  verine  Blues  ) 

B-1 4554— L  iza  (from  "Liza")  ) 

VOCALION  RED  RECORDS  Play  on  All  Phonographs 

The  Aeolian  Company 


AEOLIAN  HALL 


0)-« 


NEW  YORK 


□ 


Distributors 

of  Vocalion  Red  Records 


MUSICAL  PRODUCTS  DISTR.  CO., 
37  E.  18th  St.,  New  York  City. 

WOODSIDE  VOCALION  CO., 
154  High  St.,  Portland,  Me. 

A.  C.  ERISMAN  CO., 

174  Tremont  St.,  Boston,  Mass. 

GIBSON-SNOW  CO., 

306  W.  Willow  St.,  Syracuse,  N.  Y. 

LINCOLN  BUSINESS  BUREAU, 
1011  Race  St.,  Philadelphia,  Pa. 

SONORA  DISTR.  CO., 

505  Liherty  Ave.,  Pittsburgh,  Pa. 

CLARK  MUSICAL  SALES  CO., 
324  N.  Howard  St.,  Baltimore,  Md. 

0.  J.  DEMOLL  &  CO., 

12th  and  G  Sts.,  N.  W.  Waihington, 
D.  C. 

LIND  &  MARKS  CO., 

530  Bates  St.,  Detroit,  Mich. 

VOCALION  CO.  OF  CHICAGO, 
Distributors  of  Vocalions  and 
Vocalion  Records, 
529  S.  Wabash  Ave.,  Chicago,  111. 

VOCALION  CO.  OF  OHIO, 

328  W.  Superior  St.,  Cleveland.  O. 

LOUISVILLE  MUSIC  CO., 
570  S.  4th  St.,  Louisville,  Ky. 

THE  AEOLIAN  CO.  OF  MISSOURI, 
1004  Olive  St.,  St.  Louis,  Mo. 

HESSIG-ELLIS  DRUG  CO., 
Memphis,  Tenn. 

GUEST  PIANO  CO., 
Burlington,  la. 

D.  H.  HOLMES  CO., 
New  Orleans,  La. 

STONE  PIANO  CO., 
Fargo,  N.  D. 

STONE  PIANO  CO., 

826  Nicollet  Ave.,  Minneapoha, 
Minn. 

STREVELL-PATERSON  HARD- 
WARE  CO., 
Salt  Lake  City,  Utah 

MOORE-BIRD  CO., 

1751  California  St.,  Denver,  Colo. 

MUNSON-RAYNER  CORP., 

643  S.  Olive  St.,  Los  Angeles,  Cal. 

THE  MAGNA  VOX  CO., 

616  Mission  St.,  San  Francisco,  Cal. 


48 


THE   TALKING   MACHINE  WORLD 


May  15,  1923 


Linking  the  Store  With  Local  Concerts 

Opportunity  for  Exploitation  of  High-Class  Records  That  Lies  in 
Effective  Advertising  Tie-up  With  Concerts  by  Record  Artists 


An  interesting  and  important  phase  of  talk- 
ing machine  and  record  exploitation  which  is 
not  receiving  the  full  attention  it  deserves  in 
some  sections  of  the  country,  despite  the  efforts 
of  manufacturers  and  others  concerned  in  the 
successful  marketing  of  those  products,  is  that 
concerning  the  t3-ing  up  of  local  publicity  with 
the  appearance  of  concert  artists  and  operatic 
organizations  wlio  have  made  records. 

Despite  the  fact  that  the  leading  record  com- 
panies issue,  from  time  to  time,  itineraries  of 
prominent  artists  as  a  guide  to  retailers  in  prep- 
aration of  their  publicity  matter,  it  is  doubtful 
if  many  members  of  the  industry  realize  the 
great  number  of  concerts  of  various  sorts  that 
are  given  during  the  course  of  a  single  season 
and  in  which  recording  artists  participate  in 
one  way  or  another.  It  is  estimated  in  certain 
quarters  that  the  number  of  public  concerts  to 
which  admission  is  charged  and  at  which  pro- 
fessional artists  appear  is  in  excess  of  25,000, 
and  practically  all  these  are  given  between  (Jc- 
tober  1  and  April  1. 

The  practice  of  advertising  the  appearance  of 
the  artist  and  hooking  up  the  publicity  with  the 
fact  that  the  artist  makes  records  for  this  or 
that  company  has  long  been  followed  by  manu- 
facturers themselves  in  the  larger  cities  of  the 
country  and  by  wholesalers  and  live  retailers  in 
the  smaller  cities  and  towns  and  the  result, 
taken  as  a  whole,  has  been  satisfactory. 

The  fact  that  a  great  artist  appears  in  a  city 
is  going  to  bring  little  profit  to  a  talking  ma- 
chine merchant  unless  he  capitalizes  that  fact 
not  only  through  newspaper  advertising,  but  by 
special  circulars  sent  to  his  mailing  list  and  by 
window  displays  that  tie  up  effectively.  Results 
are  particularly  satisfying  if  an  advance  copy 
of  the  program  can  be  secured  and  special 
stress  laid  on  those  numbers  included  in  it  that 
have  already  been  recorded. 

The  accompanying  reproductions  of  a  number 
of  advertisements  featured  in  San  Francisco 
newspapers  during  the  past  season  by  Sherman, 
Clay  &  Co.,  Victor  wholesalers,  afford  sonic 
idea  of  the  character  of  copy  that  is  calcul^ated 
to  impress  the  music  lover  and  get  results.  It 
is  to  be  noticed  that  the  st\le  of  copy  is  varied, 


two  of  the  advertisements  listing  some  of  the 
records  made  by  the  featured  artists,  together 
with  their  prices.    Others  simply  call  attention 


man,  Clay  &  Co.  handled  the  seat  sale  for  the 
opera  just  as  many  other  talking  machine  and 
music  dealers  handle  the  seat  sales  for  musical 


"PADEREJVSKI 

^^^^s  only  l^,cior  record. 

JT>ese  numbers  are  a„,ongAe 
g'ea.favon,es„fMr.Pad°ew 
^l^sco„cenrepeno«„h,^h 
been  selecred  by  ,ht 

*e  Victor  Gialogue. 


Success  to  ^ary  Garden 

Edward  Johnson 
and  the  Chicago  Opera 
oAssocmtion 

Obtain  your  seats  as  early  as 
possible.  The  ticket  offices  are  on 
the  ground  floor  at  Sherman, 
Clay  &  Co.,  Kearny  and  Sutter 
streets. 

The  Vidroia  Book  of  the 
■  Opera  (new  edition,  433  pages) 
will  give  you  a  vast  fund  of  oper- 
atic information.  Sumptuously 
illustrated,  delightfully  wntten, 
bound  in  cloth,  ^1.50. 

We  also  have  Vidor  records, 
librettos,  sheet  music,  selections, 
player  rolls  and  Duo-Art  repro- 
ducing rolls  of  these  operatic 
masterpieces. 

Shermanj^^ay  &  Co. 

Kearny  and  Sutter  Sts..  San  FrancUco 
Founeend)  and  Clay  Streets,  Oakland 

b3(tamenro  ■  Sioctton  ■  Freino  -  Sanjoie 


bintoneofdjeMetiopol- 
=  ,un  Opera  Company,  IS 

1^^^  here  in  concert  this  week. 
Hear  him,  then  prepare  to  enjoy  hts 
^ghty  art  at  home  all  year  on  your 

VifiioU. 

of  "r^T^' 


Sherman  pay  &  Co.  ^ 


"^•n  concert  Hear 
<'n)'ourV,ct,„,™'"P'"0'.,the„ 


Sherman,  Clay  &  Co.  Newspaper  Advertisements  That  Are  Worthy  of  Study 


to  the  appearance  of  the  article  and  the  fact 
that  he  or  she  makes  Victor  records. 

Particularly  interesting  is  the  center  adver- 
tisement run  just  prior  to  the  appearance  of 
the  Chicago  Opera  Co.  In  .San  Francisco.  Slier- 


We  Serve  New  York! 


cm 

"The  Record  <»*«U<i» 


OUR  SUCCESS  in  consistently  rendering  satisfac- 
tory service  to  the  hundreds  of  OKeh  dealers 
in  New  York  is  the  result  of  our  maintedning  at  all 
times  a  thoroughly  complete  stock  of  the  fast-selling 
OKeh  Records,  and  having  a  smoothly  running 
organization  adequately  equipped  to  handle  all 
orders — large  or  small — v^^ith  unfailing  promptness 
and  efficiency. 

To-day  is  a  good  day  to  give  this  service  a  trial. 


NEW  YORK  DISTRIBUTING  DIVISION 

15  West  18th  Street  New  York  City 

Records 


affairs  in  their  own  locality.  The  kick  to  the 
advertisement  lies  in  the  second  paragraph, 
which  presents  the  Victrola  Book  of  the  Opera 
as  a  timely  and  valuable  guide.  In  disposing 
of  copies  of  that  volume  to  opera  lovers  a  direct 
channel  was  opened  for  the  creation  of  new 
customers  for  operatic  records  and  other  selec- 
tions of  the  better  class. 

Practically  all  the  record  companies  at  the 
present  time  are  featuring  records  by  concert 
artists  of  standing  and  reputation,  and  the  re- 
tailer who  does  not  capitalize  the  fact  that  these 
arti-sts  are  appearing  in  his  own  town  and  may 
be  heard  by  his  own  record  customers  is  over- 
looking a  form  of  publicity  that  promises  more 
direct  results  than  probably  any  other  method. 

Not  only  can  a  direct  publicity  tie-up  be  made 
in  connection  with  the  appearance  of  concert 
artists,  but  it  can  be  applied  with  equal  success 
to  the  appearance  of  vaudeville  artists  and  mu- 
sical comedy  stars,  for  it  is  the  timeliness  of  the 
appeal  that  gives  it  value. 

The  manufacturers,  in  most  cases,  supply 
either  mats  or  electrotypes  of  specially  pre- 
pared advertising  for  local  use  by  dealers  gen- 
erally without  charge,  and  this  service  is  of 
great  value  to  the  dealers  in  the  smaller  cities 
and  towns  who  have  not  the  advantage  of  the 
advice  of  advertising  experts.  Where  profes- 
sional advertising  service  can  be  secured,  how- 
ever, there  is  provided  an  opportunity  for  the 
display  of  originality  in  the  preparation  of  the 
advertising  appeal  as  it  relates  to  the  coming 
of  the  artists. 

Records  of  operatic  and  concert  numbers,  re- 
gardless of  how  excellent  or  tuneful  they  may 
be,  will  not  sell  themselves,  except  to  a  com- 
paratively small  number  of  music  lovers  who 
appreciate    their   value    from   personal  experi- 
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cnce.  Nor  is  it  possible  for  the  average  dealer 
to  demonstrate  specially  good  records  of  that 
class  to  a  sufficient  number  of  prospects  to  make 
the  sales  results  worth  while.  The  opportunity, 
therefore,  lies  in  making  a  direct  appeal  to  the 
concert  and  operagoer  at  the  moment  when  the 
concert  and  opera  are  uppermost  in  his  thoughts, 
and  the  hooking  up  of  the  concert,  the  artist 
and  the  lalter's  records  accomplishes  this  result. 


AD  MEN  TO  CONVENE  IN  JUNE 


The  Associated  Advertising  Clubs  of  the 
World  will  hold  their  annual  convention  in  At- 
lantic City  from  June  3  to  7.  To  stimulate  inter- 
est in  the  convention  among  advertising  men 
the  Association  has  inaugurated  a  vigorous  cam- 
paign, in  which  many  trade  publications  are  co- 
operating. 


Do  unto  customers  as  you  would  have  others 
do  unto  you  if  your  positions  were  reversed. 


More  than  20,000 
Now  in  Use 


EDISON 

DISC 

RECORDS 

should  NOT  be  played  by 
untried  reproducers  and 
haphazard  attachments. 

The'VICSONIA" 

has  long  been  accepted  by 
the  Trade  for  its  distinctive 
interpretation  of  the  Edison 
Disc  records. 

Furnish  your  customers 
with  Vicsonias  and  increase 
your  record  circulation. 

Sample  Vicsonia,  in  sil- 
ver set  with  sapphire  point, 
sent  on  receipt  of  $4.50. 

VICSONIA  MFG.  CO. 

INCORPORATED 

313  East  134th  Street 
NEW  YORK 


OUR  EXPORTS  OF  TALKING  MACHINES 

Export  Figures  on  Talking  Machines  and  Rec- 
ords Show  Increasing  Tendency  as  Compared 
With  Last  Year — Our  Buyers  Abroad 


Washington,  D.  C,  May  10. — In  the  summary 
of  exports  of  the  commerce  of  the  United  States 
for  the  month  of  February,  1923  (the  latest 
period  for  which  it  has  been  compiled),  which 
has  just  been  issued,  the  following  are  the  fig- 
ures bearing  on  talking  machines  and  records: 

Talking  machines  to  the  number  of  4,524,  val- 
ued at  $181,697,  were  exported  in  February,  1923, 
as  con;pared  with  4,275  talking  machines,  valued 
at  $156,620,  sent  abroad  in  the  same  period  of 
1922.  The  eight  months'  total  showed  that  we 
exported  39,469  talking  machines,  valued  at  $1,- 
543,260,  as  against  22,453  talking  machines,  val- 
ued at  $985,210,  in  1922. 

The  total  exports  of  records  and  supplies  for 
February,  1923,  were  valued  at  $103,146,  as  com- 
pared with  $72,311  in  February,  1922.  The  eight 
months  ending  February,  1923,  show  records  and 
accessories  exported  valued  at  $721,846,  as  com- 
pared with  $1,084,998  in  1922. 

The  countries  to  which  exports  were  made  in 
February  and  the  values  thereof  are  as  follows: 
France,  $4,517;  United  Kingdom,  $6,140;  other 
Europe,  $4,728;  Canada,  $69,937;  Central  Amer- 
ica, $3,180;  Mexico,  $10,932;  Cuba,  $3,518;  Ar- 
gentina, $6,892;  other  South  American  countries, 
^13.-118;  China,  $1,793;  Japan,  $24,550;  Philip- 
pine Islands,  $3,624;  Australia,  $15,110;  Peru, 
$.5,424;  Chile,  $757;  other  countries,  $7,177. 

Ill  the  above  report  the  imports  are  not  in- 
(.kukd  and  this  is  explained  by  the  Bureau  of 
Foreign  and  Domestic  Commerce,  whicli  in- 
forms The  World  that  "Only  the  exports  of  do- 
mestic merchandise  by  articles  and  principal 
countries  are  published  at  this  time  on  account 
of  the  delay  in  the  import  reports.  The  cor- 
responding statement  of  imports  will  be  pub- 
lished when  the  delayed  reports  are  received." 


EFFECTIVE  TIE  UP  WITH  ARTISTS 

Talking  Machine  Department  of  L.  Bamberger 
&  Co.  Cashes  in  on  Vincent  Lopez  Okeh 
Record  Sales  Through  Enjoyable  Concert 


Newark,  N.  J.,  May  2. — The  talking  machine 
department  of  L.  Bamberger  &  Co.,  large  de- 
partment store,  of  this  city,  recently  staged  one 
of  the  most  effective  tie-ups  with  artists  ever 
accomplished  in  this  section.  Vincent  Lopez 
and  His  Pennsylvania  Hotel  Orchestra,  Okeli 
record  artists,  who  recently  appeared  in  Proc- 
tor's Theatre  here,  were  induced  by  the  Bam- 
berger talking  machine  department  to  hold  a 
one-hour  concert  on  the  floor  occupied  by  the 
talking  machine  department.  In  order  to  facili- 
tate the  sale  of  this  orchestra's  records  a  num- 
ber of  counters  were  arranged  around  the  con- 
cert platform,  each  containing  a  number  of 
Vincent  Lopez's  recordings,  and  the  large 
crowd-which  gathered  to  hear  the  concert  were 
not  a  bit  backward  in  buying  these  records.  In 
fact,  the  regular  record  department  was  prob- 
ably the  quietest  place  in  the  store  during  the 
concert  and  the  special  counters  were  the  busi- 
est. 

The  Bamberger  store  has  what  is  generally 
conceded  to  be  the  best  talking  machine  de- 
partment in  the  city,  and  the  large  stock  of 
Victor,  Brunswick  and  Sonora  instruments  of- 
fers a  wide  selection  to  the  large  following  of 
this  concern. 


MISS  MARGARET  FIELDS  SUCCESSFUL 

Miss  Margaret  Fields,  secretary  to  Herman 
Doehler,  president  of  the  Doehler  Die-Casting 
Corp.,  Brooklyn,  N.  Y.,  was  successful  in  the 
popularity  contest  conducted  by  the  Brooklyn 
Eagle  and  is  one  of  fourteen  young  women  who 
have  been  awarded  a  trip  to  the  devastated 
regions  of  France.  Following  a  trip  to  Wash- 
ington, where  they  were  received  at  the  White 
House  by  President  Harding,  they  will  sail  on 
May  23  for  a  six  weeks'  sojourn. 


They  Want  Them! 
GILT  EDGE 
DANCE  TONE 
NEEDLES 


SEVENTY  per  cent  of  the  records 
sold  in  this  country  are  dance  records. 
It  follows,  naturally,  that  this  great  dance- 
•  loving  public  will  want  a  needle  which  will 
play  their  dance  records  properly.  Gilt 
Edge  Dance  Tone  Needles  are  real  dance 
needles.  They  bring  out  the  best  in  every 
record.  They  make  people  want  to  play 
their  phono.arap'hs  oftener  and  to  buy  the 
newest  records. 

Each  Needle  Plays  Ten  Times 

Made  by  "Bagshaw  of  Lowell,"  of  the 
same  quality  standards  of  other  Bagshaw 
needles.  Gilt  Edge  Dance  Tone  Needles 
are  packed  in  "Princeton"  colored  boxes, 
50  needles  to  a  box. 

FREE! 

We  will  furnish  you  with  an  attractive  counter 
display  stand  and  cartons.  The  public  is  waiting 
for  these  needles.  Send  in  your  order  today. 
Dance  Tone  Needles  will  be  the  big  seller 
in  1923,  and  you  should  cash  in  on  them  now. 

Gilt  Edge  Needles  also  made  in 
the  following  tones:  Extra  Loud, 
Loud,  Medium. 

REFLEXO  PRODUCTS  CO. 

Incorporated 
Sole  Agents  for  W.  H.  Bagshaw  Co. 
Gilt  Edge  and  Reflexo  Blue  Needles 
Factory,  Lowell,  Mass. 
Office: 

347  Fifth  Ave.,  New  York  City 


BLUE  STEEt 

JCJEHTIFICALLY 


TMC  I 

BLUE^ 

SIEEL   ^  iH 
NHDIE  -fM  ONE 

Siwntif  icallq  1ft /t^'"  injure 
Ofi  feet  ISf'     H<*"'  lefoids 

MADE  FROM  SUPGniOR  BLUE  STEEL 


THREE 
TOMtV 

IN 

ONE 


-r- —    Bi.  Av  s 

10  RECORDS 

I  m  IKree  tones 

DAHCE  TONE 
OPERA TONE 
POPULAR  TONE 
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Mention  Grieg,  and  the  mind  of  the  music-lover  instinctively  turns 
to  "Anitra's  Dance.  "  In  Record  79835  this  perennial  favorite  is 
presented  as  a  distinctive  violin  solo.  You  can  almost  see  the 
daughter  of  the  Bedouin  Chief  gyrate  as  Toscha  Seidel's  capable 
bow^  evokes  this  rhythmic  mazurka,  w^ith  splendid  pizzicati  and 
double  stopping  effects. 


COLUMBIA  GRAPHOPHONE  CO. 
New  York 


H.  L.  IRELAND  IN  NEW  POST 


MILEAGE  BOOKS  SALE  DELAYED 


Made  Assistant  Manager  of  New  York  Whole- 
sale Branch  of  the  Columbia  Co. 


Interstate  Commerce  Commission  Postpones  the 
Sale  Until  January,  1924 


George  W.  Hopkins,  vice-president  and  gen- 
eral sales  manager  of  the  Columbia  Grapho- 
phone  Co.,  New  York,  announced  this  week 
that  H.  L.  Ireland,  formerly  a  salesman  in  the 
Pittsburgh  branch,  has  been  appointed  assistant 
manager  of  the  New  York  wholesale  branch, 
New  York  City.  Mr.  Ireland  will  be  assistant 
to  Kenneth  Mills,  manager  of  this  important 
branch,  and  his  experience  gained  in  the  Pitts- 
burgh territory  qualifies  him  for  this  new  posi- 
tion. This  change  takes  effect  this  week  and 
Mr.  Ireland  is  now  at  his  desk  taking  up  his 
active  duties,  pertinent  to  creating  a  contact 
with  Columbia  dealers  in  this  territory. 


LARGER  QUARTERS  IN  COATESVILLE 

Miller  Piano  Co.  Plans  Elaborate  New  Ware- 
rooms  in  Coatesville,  Pa. 


Washington,  D.  C,  May  8. — Orders  of  the 
Interstate  Commerce  Commission  requiring  rail- 
roads to  begin  sale  of  interchangeable  mileage 
books  at  20  per  cent  reduction  on  regular 
passenger  fare  rates  on  May  15  have  been  re- 
voked and  the  effective  date  of  the  mileage 
books  sale  postponed  until  January  1,  1924. 

The  action  of  the  Commission,  which  follows 
the  granting  of  an  injunction  in  Boston  against 
the  Commission's  order,  resulted  directly  from 
an  appeal  for  postponement  by  Western  carriers. 

Though  the  court  restrained  only  the  sale  of 
the  books  by  fifty  Eastern  railroads,  the  Com- 
mission decided  to  forestall  the  confused  situa- 
tion which  would  arise  from  the  sale  and  use 
of  the  books  in  other  parts  of  the  country  and 
from  possible  court  action  on  behalf  of  Western 
and  Southern  railroads. 


Coatesville,  Pa.,  April  30. — The  Miller  Piano 
Co.,  which  handles  an  extensive  line  of  musical 
goods  here,  including  the  Kurtzmann,  Hallet  & 
Davis,  Gulbransen  and  Cable-Nelson  pianos  and 
players,  together  with  Victor,  Edison  and  Che- 
ney talking  machines  and  musical  merchandise, 
has  arranged  to  move  to  new  and  larger  quar- 
ters at  144  East  Lincoln  highway,  this  city. 

Before  the  new  quarters  are  occupied  they  will 
be  remodeled  on  an  extensive  scale.  An  addi- 
tion will  be  built  to  the  rear  of  the  first  floor 
and  eight  sound-proof  demonstrating  booths 
will  be  installed. 


CROWN  MUSIC  CO.  TO  MOVE 


The  Crown  Music  Co.,  one  of  the  largest  job- 
bers of  sheet  music,  talking  machine  records  and 
accessories,  will  shortly  move  from  1437  Broad- 
way to  the  seven-story  building  at  143  West 
Forty-first  street.  The  entire  building  will  be 
occupied  by  the  Crown  Music  Co.  and  its  sub- 
sidiaries, the  Home  Music  Co.  and  the  Cameo 
Record  Distributing  Co.  Alterations  in  the 
building  are  now  taking  place  and  it  will  be 
ready  for  occupancy  about  May  1. 


BUYS  OUT  PARTNER  IN  MEMPHIS 

Memphis,  Tenn.,  j\lay  4. — Allen  Welburn,  of 
the  Bell-Wfelburn  Piano  Co.,  which  handles  the 
Victor  line  of  talking  machines  in  addition  to 
pianos,  music  rolls,  etc.,  has  purchased  the  in- 
terests of  his  partner,  Mr.  Bell,  and  he  is  now 
the  sole  owner  of  the  business,  which  is  now 
located  in  new  quarters  at  134  South  Main  street. 
The  name  of  the  firm  has  been  changed  to  the 
Allen  Welburn  Piano  Co.,  an  amendment  to  the 
charter  having  been  filed. 


BUYS  WENTWORTH  MUSIC  CO. 

Waterville,  Me.,  Alay  4. — John  F.  Choate,  who 
has  purchased  the  stock  and  fixtures  of  the 
Wentworth  Music  Co.,  is  opening  a  store  this 
week  under  the  name  of  the  Choate  Music  Shop. 
The  store  has  been  closed  since  February,  while 
alterations  were  being  made.  Mr.  Choate-  plans 
to  make  this  store  the  musical  center  of  Water-, 
ville  and  will  carry  a  full  line  of  musical  in- 
struments and  sheet  music.  He  has  secured  the 
agency  for  the  Victrola  and  Victor  records. 


Optimism  induces  friendliness  and  cheer.  Pes- 
simism has  the  opposite  effect. 


The  Collins  &  Son  Music  Co.,  Logansport, 
Ind.,  have  moved  into  attractive  new  quarters 
at  310  Pearl  street,  one  of  the  most  advan- 
tageous business  locations  in  the  city. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Let    us    figure    on   your  requirements 
MADE  BY  1 

PLYWOOD  CORPORATION,     Goldsboro,  N.  C. 

Mills  in  Va..  N.  C  and  S.  C 


ZIMMERMAN=BITTER  CO.  BUSY 


Many  Installations  of  Most  Modern  Equipment 
Completed — Capacity  Operation  Necessary  to 
Fill  the  Large  Orders  on  Hand 


The  Zimmerman-Bitter  Construction  Co., 
manufacturer  of  store  equipment,  New  York 
City,  which  has  just  completed  several  large 
contracts,  has  booked  a  number  of  important 
orders  which  will  keep  the  company  busy  for 
some  time  to  come,  thus  rounding  out  a  year 
of  activity  and  prosperity.  Among  the  stores 
recently  equipped  b}'  this  company  was  that 
of  the  Eclipse  Talking  Machine  Co.,  Paterson, 
N.  J.,  where  equipment  was  furnished  for  the 
five  floors  of  its  new  building.  The  first  floor 
has  thirty-six  sound-proof  hearing  rooms  of 
double  construction,  record  racks,  sheet  music 
and  piano  roll  racks,  new  show  windows  and  a 
small  goods  department,  which  was  all  exe- 
cuted in  French  period  design  and  finished  in 
ivory  enamel.  Another  installation  completed 
recently  was  that  of  the  Good  Luck  Phonograph 
Co., '83  Norfolk  street.  New  York  City,  con- 
sisting of  si-x  hearing  rooms,  piano  roll  demon- 
strating room,  record  racks  and  service  counters. 
The  company  is  also  now  equipping  the  store 
of  the  Windsor  Music  Co.,  Tarenton,  Pa.,  and 
that  of  Morris  -Ross,  48  Delancey  street,  New 
York  City.  One  of  the  finest  jobs  which  the 
Zimmerman-Bitter  Co.  has  done  within  a  recent 
period  is  the  installation  of  entire  new  equip- 
ment in  the  store  which  E.  G.  Brown,  of 
Bayonne,  N.  J.,  has  opened  in  Hackensack.  This 
consists  of  six  hearing  rooms,  a  piano  depart- 
ment, musical  instrument  racks  and  music  roll 
shelves  and  the  construction  of  a  beautiful  dis- 
play window. 


EXCELLENT  MARKET  IN  ORIENT 

Better  Class  Chinese  Ready  Purchasers  of  Talk- 
ing Machines  and  Records. 


The_  better  class  of  Chinese  are  ready  pur- 
chasers of  talking  machines  and  records,  saj'S 
I'.  S.  Heintzleman,  Hankow,  in  a  report  to  the 
Department  of  Commerce.  Furthermore,  prac- 
tically every  foreign  family  possesses  a  phono- 
graph. Most  machines,  records  and  accessories 
are  marketed  by  dealers  with  headquarters  in 
Shanghai,  or  some  other  large  port.  These  have 
their  own  branches  at  many  interior  points. 
There  is  no  reason  why  American  instruments, 
if  properly  advertised  and  marketed  at  reason- 
able prices,  should  not  enjoy  extensive  sales. 


DEATH  OF  Kl.  REYNOLDS 

:M.  J.  Reynolds,  head  of  Reynolds'  Music 
House,  Milford,  Mass.,  and  a  well-known  Victor 
dealer,  passed  away  recently  in  Hamilton,  Ber- 
muda. Mr.  Reynolds  was  one  of  the  best-known 
music  dealers  in  the  State  of  Massachusetts.  He 
had  associated  with  him  his  brother  Stephen.  The 
firm  carries  a  complete  stock  of  musical  goods 
of  all  kinds,  including  sheet  music. 


The  Talking  Machine  World,  New  York,  May  15,  1923 


NEEDLES 


'*A  Famous  Name  for  a  Perfect  Needle" 


Needles  - 

TAKE  HOME  A  BOX 

MJMUFAcniRED  ar 
THE  MAKERS  OFTHE  FAMOUS 

UJVe^  Records 


.JP> 


The  Meedle  of  Qualitl] 


USE  ANEW 
NEEDLE  FOR 
EACH  RECORD 


Js,  MADE  FROM 

T  HIGHESTCRADE 
CARBON  Sm 


WAHUFACTUREO  BY 


EXTRA  LOUD 


■T«E  X4KER5  OF  TMt  FAMOUS 


Records 


Now  Packed  in  ENVELOPES 
and  BOXES 

Extra  Loud — Loud 
Medium    —  Soft 


Needles  are  noteworthy  for  their 


Uniform  Points 
Uniform  Lengths 
Perfect  Reproduction 


Every  dealer  handling  CSKet^  Needles 
will  be  furnished  with  attractive  display 
material  for  store,  counter  and  booth. 

Your  distributor  is  equipped  to  give  your  orders 

immediate  attention 


General   Phonograph  Corporation 

OTTO  HEINEMAN,  President 

25  West  45th  Street  New  York 
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TOLEDO 


Portable  Models  Have  the  Call — 
Tie-up  With  Moving  Pictures  and 
Artists    Effective — Month's  News 


Toledo,  O.,  May  8. — Not  alone  is  Spring  in  the 
air,  but  the  few  warm  days  enjoyed  have  kindled 
the  desire  to  reopen  the  beach  and  Lake  cot- 
tages, of  which  there  are  many  in  close  proxim- 
ity to  the  city,  along  the  south  shore  of  Lake 
Erie.  Therefore,  portable  machines  and  records 
are  now  demanded.  Machine  and  record  sales 
for  the  past  month  show  improvement  over  the 
other  months  of  the  year  and  record  a  very 
substantial  gain  over  the  same  period  last 'year. 

The  Toledo  Talking  Machine  Co.,  in  a  check- 
up of  its  territory,  which  includes  Ohio,  Indiana 
and  Michigan,  finds  that  conditions  are  improv- 
ing with  the  months,  and  that  the  small-town 
merchants  and  the  farmers  are  becoming  more 
and  more  optimistic  as  the  crops  in  the  fields 
begin  to  respond  to  the  sun.  Further  interest 
in  the  five  split-top  Victrolas,  particularly  the 
new  105  cabinet,  is  great,  and  merchants  are 
desirous  of  obtaining  early  allotments. 

At  the  Lion  Store  Music  Rooms,  the  sale  of 
console  machines  is  eclipsing  any  previous  rec- 
ord. The  sale  of  daily  records,  also,  is  big, 
according  to  A.  J.  Pete.  During  the  two  weeks' 
engagement  of  the  Douglas  Fairbanks  film 
"Robin  Hood"  at  the  Valentine  Theatre,  a  large 
type  Victrola  rendered  the  Louise  Homer 
selection,  "Oh  Promise  Me,"  at  every  per- 
formance. Window  displays  with  appropriate 
descriptive  cards  made  an  ideal  tie-up,  for  the 
store  is  situated  almost  opposite  the  theatre. 
Furthermore,  at  the  Toledo  Theater  during  the 
performance  of  "Honors  Are  Even,"  a  Victrola 
rendered  the  Mexican  number  "La  Golondrina" 
during  one  of  the  scenes  and  was  roundly  ap- 
plauded. This  popular  selection  has  now  passed 
the  3,000  sales  mark  at  this  store.  It  is  found 
that  whenever  it  is  possible  to  secure  theatrical 
co-operation  the  opportunity  is  a  golden  one. 
,  The  recent  concert  of  the  Eight  Victor  Art- 
ists, as  usual,  attracted  many  music  lovers.  It 
was  staged  in  the  Coliseum  under  the  auspices 
of  the  Lion  Store  and  stimulated  record  sales 
to  a  marked  degree.  A.  J.  Pete,  manager,  in- 
vited the  3,500  members  of  the  Chamber  of 
Commerce  to  hear  the  artists  at  the  noon  lunch- 
eon of  the  Chamber.  As  a  result  the  spacious 
dining-room  was  crowded  and  all  adjoining 
rooms  were  filled  with  listeners. 

Aileen  Stanley,  during  her  Keith  engagement 


COTTON  FLOCKS 


.FOR. 


Re<;ord  Manufacturing 
THEPECKHAM  MFG.  CO., 


here,  sang  a  number  of  selections  to  a  Lion 
Store  audience  of  1000  in  the  music  rooms.  A 
gift  much  prized  was  an  autographed  photo- 
graph of  herself  which  she  presented  to  each 
worker  in  the  department. 

John  Croxton,  son  of  Frank  Croxton,  of  the 
Eight  Victor  Artists,  has  joined  the  sales  force 
of  the  Lion  Store  Victrola  Department.  He 
has  had  extensive  training  in  the  Victor  fac- 
tory and  with  distributors  and  retailers. 

Lawson  Bell  has  been  appointed  assistant  to 
A.  J.  Pete. 

Harry  Reeves,  formerly  assistant  manager, 
has  embarked  in  the  real  estate  business. 

At  the  LaSalle  &  Koch  Co.,  portables  for  cot- 
tage use  are  growing  in  demand — the  Carola, 
Modernolette  and  Madison  are  popular. 

Okeh  records  have  been  added  to  the  Victor 
and  Vocalion  lines  carried.  These,  with  the 
Victrola  and  Franklin  machines,  comprise  the 
principal  merchandise  dealt  in.  Forrest  O.  Ed- 
wards, manager,  states  that  variety  is  still  the 
spice  of  life.  For  that  reason  the  shifting  about 
of  furniture,  the  rearranging  of  stock  and  the 
addition  of  new  lines  give  the  variety  sought 
by  most  people. 

Grinnell  Bros,  are  conducting  a  big  advertis- 
ing campaign  in  various  northwestern  Ohio 
towns  under  the  direction  of  Carl  Rule.  Re- 
cently a  store  was  opened  at  Findlay,  O.,  by 
the  firm. 

The  Goosman  Piano  Co.  is  experiencing  in- 
creased Columbia  and  Vocalion  sales  volume. 
Interest  in  machines  and  in  record  releases  is 
stimulated  by  use  of  the  telephone,  according 
to  Miss  Grace  Greenman. 

At  the  Kneisel  Record  Shop,  particular  at- 
tention is  given  to  the  study  of  music  thfe  indi- 
vidual may  favor.  Vocalion  Red  records  and 
Brunswicks  are  favored. 

The  Cable  Co.  is  experiencing  considerable 
Sumrher  cottage  trade  already.  Sales  of  port- 
ables and  records  for  beach  use  have  started 
well.    Victrolas  and  Columbias  are  featured. 

The  Home  Furniture  Co.  is  exceeding  last 
year's  Brunswick  and  Columbia  totals  by  a  good 
margin. 

Rae  Record  Shop,  Vocalion  and  Columbia 
dealer,  is  enjoying  a  sales  volume  above  that 
of  last  year. 

Fleightner's  Music  Shop,  Cherry  street,  Colum- 
bia dealer,  reports  that  the  foreign  worker  is 
again  becoming  a  factor  in  the  distribution  of 
machines  and  records. 

The  Whitney-Blaine-Wildermuth  Co.  has  an- 
nounced a  Spring  drive  and  advertising  cam- 
paign embracing  talking  machines. 

Frank  H.  Frazelle,  Sonora  dealer,  reports 
wide  interest  in  the    console  type. 


Individual  and 
Commercial 


Newark  Recording  Laboratory 
RECORDING 

15  West  Park  Street  Newark,  N.  J. 

Tel.  Mitchell  1586 


The  J.  W.  Greene  Co.'s  talking  machine  de- 
partment is  now  occupying  the  new  enlarged 
section  of  the  store,  which  is  one  of  the  most 
attractive  in  the  city.  The  six  booths  are 
finished  in  old  ivory.  Victor,  Brunswick  and 
Cheney  instruments  have  separate  display 
rooms.  E.  A.  Kopf  is  manager.  A.  Beck  has 
joined  the  sales  force. 

J.  W.  Pietrypoweski,  Junction  avenue  Colum- 
bia dealer,  states  that  the  Polish  workman  is 
a  liberal  buyer  of  music,  but  he  favors  folk 
songs  rather  than  the  modern  jazz  record. 

Da-Lite  Electric  Display  Co.  is  releasing  the 
following  May  panels:  Starlight  Bay,  Paderew- 
ski  panel.  Where  tlie  Sunset  Turns  the  Ocean 
Blue  to  Gold,  and  a  John  Steel  panel,  President 
Harry  Cuddeback  announces. 


HARWAY  MUSIC  CO.  OPENS  BRANCH 

Dover,  N.  J.,  May  5. — The  Harway  Music  Co., 
of  this  city,  recently  completed  arrangements 
for  the  purchase  of  the  Chalmers  Co.  business. 
South  street,  Morristown,  which  will  be  oper- 
ated as  a  branch  store.  Mr.  Harway  was  for- 
merly general  manager  of  the  DeRivas  &  Har- 
ris Co.  here.  He  recently  purchased  this  busi- 
ness, forming  the  Harway  Music  Co.  Victor 
talking  machines,  pianos  and  musical  instru- 
ments are  handled. 


UNION  T.  M.  CO.  BANKRUPT 


Schedules  in  bankruptcy  have  been  filed  by 
Nathan  Smith,  doing  business  as  the  Union 
Talking  Machine  Co.,  16  Avenue  B,  New  York 
City.  Liabilities  are  stated  as  $31,642,  and  as- 
sets at  $5,000. 


REVOLUTIONARY ! 
Automatic  DUR-A-PRESS 


1  Girl  Does  the  Work  of  4  Men 
4  Perfect  Records   per  Minute 

DUR-A-PRESS  CORPORATION 

15  West  Park  Street  Newark,  N.  J. 
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Al  Jolson's  offering  this  month  is  "Coal  Black  Mammy".  You'll 
find  him  on  Record  A-3854.    Nuff  sed ! 

On  the  reverse  side  is  "Lindy  Lady",  an  exceptional  male  quartet, 
by  the  Shannon  Four.  This  number  is  in  every  respect  a  w^orthy 
companion  for  its  Jolson  running  mate.    Again — NufJ  sed. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


SALT  LAKE 


Utah  Association  of  Music  In- 
dustries Elects  at  Annual  Meet- 
ing —  Business    Continues  Brisk 


Salt  Lake  City,  Utah,  May  4. — Alvin  A.  Bees- 
ley,  manager  of  the  Beesley  Music  Co.,  one  of 
the  oldest  music  houses  in  the  Mountain  States, 
was  chosen  president  of  the  Utah  Association  of 
Music  Industries  at  the  annual  meeting  of  the  As- 
sociation in  the  Newhouse  Hotel  late  last  month. 
The  affair  was  in  the  nature  of  a  banquet  and 
dance,  interspersed  with  solos  and  speeches. 
President  Charles  H.  Norberg  presided  and,  in 
a  brief  talk,  thanked  the  delegates  for  their  at- 
tendance. He  commented  on  the  great  value  of 
trade  associations,  how  they  help  toward  a  bet- 
ter understanding  and  uplift  of  the  business. 
Discussing  the  industrial  outlook,  he  said  it  had 
not  been  better  in  years  and  that  they  had  every 
reason  to  be  optimistic  for  the  future.  Mr. 
Norberg  introduced  as  toastmaster  of  the  eve- 
ning John  Elliott  Clark,  local  Victor  distributor, 
who  urged  better  attendance  at  the  meetings 
of  the  Association.  Others  who  spoke  included 
the  new  president,  Mr.  Beesley,  who  holds  the 
distinction,  by  the  way,  of  being  a  bishop;  J.  C. 
McClain,  manager  of  the  Utah  Music  Co.,  and 
Leon  B.  Hampton,  president  of  the  Salt  Lake 
Chamber  of  Commerce.  Mr.  Hampton's  talk 
was  on  "Character  in  Business." 

Officers  elected  for  the  ensuing  year  were  as 
follows:  Alvin  A.  Beesley,  president;  Chas.  J. 
Thomas,  first  vice-president;  J.  C.  McClain,  sec- 
ond vice-president;  J.  S.  Glen,  third  vice-presi- 
dent; Fred  Beesley,  senior  secretary  (re-elect- 
ed); Clarence  C.  Christensen,  treasurer. 

The  local  talking  machine  business  is  holding 
up  well.  The  demand  for  period  models  con- 
tinues and  most  of  the  stores  have  some  hand- 
some instruments  on  display.  Whether  the  de- 
mand for  portable  models  will  increase  as  the 
weather  gets  warm  enough  for  canyon  trips 
seems  to  be  uncertain  at  this  writing.  Some  of 
the  firms  are  expecting  it  to  be  good. 

The  Glen  Bros. -Roberts  Piano  Co.,  handling 
the  Edison,  has  purchased  the  Blackman-Grif- 
fin  Building  on  Washington  avenue,  Ogden,  on 


which  it  will  spend  $50,000  preparatory  to  mak- 
ing its  Weber  County  headquarters  there. 

Miss  Gussie  Pearson  has  left  the  O'Loughlin 
Co.  and  is  now  with  the  Glen  Bros. -Roberts 
Piano  Co.  in  the  piano  and  talking  machine  de- 
partments. 

The  Nichols  Music  Shop  has  been  opened  in 
the  Keith  Emporium  Building.  Pianos,  music 
rolls  and  talking  machine  records  will  be  han- 
dled. George  Nichols  was  at  one  time  with  the 
Consolidated  Music  Co.,  while  his  brother, 
Harry,  the  other  partner,  was  at  one  time  in  the 
music  business  in  this  city. 

The  Lindley-Heindselman  Music  Co.,  Colum- 
bia dealer,  of  Provo,  Utah,  reports  a  nice  busi- 
ness as  a  result  of  the  great  activity  in  the  steel 
industry.  Manager  Spratt  says  their  dealers  at 
Ely,  Nev.,  are  also  enjoying  a  good  business  as 
a  result  of  the  activity  of  the  smelters  in  that 
section.  The  new  releasing  system,  he  said,  was 
proving  highly  satisfactory  in  every  way. 

The  Auerbach  Co.  is  to  move  into  the  build- 
ing now  occupied  by  the  Keith-O'Brien  Co. 
Both  concerns  are.  located  at  State  street  and 
Broadway.  The  Keith-O'Brien  Building,  owned 
by  the  Auerbach  people,  is  a  handsome  struc- 
ture and  considerable  money  is  to  be  spent  on 
making  it  right  up  to  date.  Talking  machines 
and  sheet  music  are  handled. 

R.  S.  Burke,  of  the  Sherman-Clay  Co.,  Spo- 
kane, Wash.,  has  joined  the  John  Elliot  Clark 
Co.,  Victor-  distributor  and  dealer,  and  \v\\\  be 
in  charge  of  the  company's  branch  at  Butte, 
Mont.  Mr.  Burke  is  an  experienced  man  and 
some  big  things  are  looked  for  as  a  result  of  his 
appointment. 

On  reading  recently  that  a  nineteen-year-old 
girl  violinist,  whom  they  recognized  as  a  for- 
mer customer,  was  in  jail  at  Ogden  as  the  re- 
sult of  the  alleged  stealing  of  a  violin  from  a 
Salt  Lake  merchant  and  of  her  desire  to  have 
a  vioHn  to  play  while  in  her  cell,  the  big-hearted 
officials  of  the  O'Loughlin  store  on  Main  street, 
whose  main  business  is  the  selling  of  Brunswick 
talking  machines,  promptly  dispatched  a  violin 
to  the  girl  with  their  best  wishes. 

The  Glen  Bros. -Roberts  Piano  Co.  is  offer- 
ing prizes  for  a  slogan.  It  must  not  exceed 
ten  words. 

Frank  Brinton  has  opened  a  Columbia  store 
at  Sugar  House,  Salt  Lake  City  suburb. 


Records 


STRAND,  GRANBY  and  OUTING  PHONOGRAPHS 

Brilliantone, True  Tone,  Tonofone  and  Gilt-Edge  NEEDLES 
DELIVERY     BAGS     AND  ACCESSORIES 


Complete  Stocks  and  Prompt  Service 
IROQUOIS  SALES  CORPORATION 

Wholesale  Distributors 

210  Franklin  Street  .  .  BUFFALO,  N.  Y. 


SALT  LAKE  CITY'S  MARKET  WEEK 

Several  Talking  Machine  Concerns  to  Partici- 
pate in  Market  Week  This  Month 


Salt  Lake  City,  Utah,  May  8. — Several  local 
wholesalers  and  retailers  of  talking  machines 
have  arranged  to  participate  in  the  third  annual 
Market  Week  to  be  celebrated  by  Salt  Lake 
City  merchants  during  the  week  of  May  21-26. 
Under  the  Market  Week  plan  dealers  in  Utah 
and  several  neighboring  States  who  come  to 
Salt  Lake  City  during  the  week,  register  and 
purchase  goods  to  the  value  of  $500  or  more 
from  any  group  of  concerns  participating  in  the 
movement,  will  have  their  traveling  expenses 
refunded.  The  idea  has  worked  out  very  suc- 
cessfully in  previous  years  and  it  is  expected  to 
prove  a  strong  stimulus  to  business. 

The  talking  machine  companies  who  are  co- 
operating in  Market  Week  include  the  Bruns- 
wick-Balke-Collender  Co.,  the  John  Elliott 
Clark  Co.,  Victor  wholesaler;  the  Columbia 
Stores  Co.,  Columbia  distributor;  the  Strevell- 
Paterson  Hardware  Co.,  Sonora  phonograph 
and  Vocalion  record  distributor,  and  the 
Daynes-Beebe  Music  Co.,  talking  machine  and 
music  dealer. 


KNIGHT=CAMPBELL  CO.  REMODELS 

Pueblo,  Col.,  May  4. — Manager  H.  E.  Mitchell, 
of  the  Knight-Campbell  Music  Co.  branch  here, 
has  made  extensive  improvements  in  the  com- 
pany's store,  which  is  now  one  of  the  most 
conveniently  arranged  in  the  State. 

Heretofore  the  store  has  had  two  record 
rooms  downstairs  on  the  first  floor,  but  the 
record  business  has  grown  so  that  another  room 
was  needed,  and  Mr.  Mitchell  has  had  the  two 
rooms,  which  were  large,  converted  into  three 
rooms. 

A  small  balcony  room,  or  rather  two  of  them, 
in  the  rear  upstairs  over  the  player-piano  room 
on  the  first  floor,  where  the  different  styles  of 
Victrolas  were  displayed,  has  been  extended 
across  the  south  side  of  the  storeroom,  giving 
larger  display  room  for  Victrolas. 


Personal  contact  between  the  members  of  a 
business  organization  and  customers  is  often 
tlie  means  of  eliminating  misunderstandings  and 
friction 


STYLUS  BARS 

(Any  Style) 

Stylus  Bar  and  Mfg.  Co. 


Clague  Rd. 
Bay  Village 
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A  Size  for  Every  Phonograph  Motor 


Everybody's  Talking  Machine  Co.,  Inc. 

Philadelphia,  U.  S.  A. 
Makers  of  *HONEST  QUAKER  PRODUCTS 


"Registered  U.  S.  Patent  Office  and  Canada 
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M.  I.  S.  CO.  STARTS  AD  SERVICE 

Musical  Instrument  Sales  Co.,  New  York  Victor 
Wholesaler,  Announces  Special  Newspaper 
Advertising  Service  for  Benefit  of  Dealers 

The  advertising  department  of  the  Musical 
Instrument  Sales  Co.,  wholesaler  of  Victor  prod- 
ucts, 673  Eighth  avenue.  New  York  City,  has 
announced  to  the  trade  a  Victor  newspaper  ad- 
^ertising  service.  Originally,  this  service  was 
arranged  for  the  Musical  Instrument  Sales  Co.'s 
dealers,  but  it  has  now  been  decided  to  make 
it  available  to  Victor  dealers  everywhere.  How- 
ever, only  one  dealer  in  each  city  can  acquire 
the  right  to  use  the  material  and  receive  the 
service. 

By  extending  its  advertising  service  the  Mu- 
sical Instrument  Sales  Co.  will  be  enabled  to 
develop  its  plans  to  a  larger  scale  than  has 
heretofore  been  possible.  Without  additional 
cost  the  added  clientele  makes  it  not  only  pos- 
sible and  desirable  to  extend  this  department's 
activity,  but  the  appropriation  for  this  service, 


Mr.  Edison  Man: — 

Don't  Say 

"KANT,"  sa,  "KENT" 

Write  for  catalog  of  complete  line 

The  KENT  No.  1 

With  "S"  Sound  Box 

Has  given  complete  satisfaction 
for  years 


Reg.  U.  S.  Pat.  Off. 


F.  C.  KENT  CO. 

Irvlngton,  N.  J. 


naturally,  will  be  increased  and  the  result  will 
be  that  the  Victor  trade  will  receive  timely 
copy  and  material. 

The  cost  of  the  service  is  quite  low  and  in- 
cludes eight  distinctive  advertisements  each 
month.  The  dealer  receives  his  material  in  mat 
and  copy  form,  immediately  available  for  inser- 
tion in  his  local  paper.  He,  of  course,  uses  his 
own  judgment  in  inserting  any  or  all  of  this 
material  as  he  sees  fit  in  a  given  week  or  month. 

The  latest  circular  announcing  the  extension 
of  this  advertising  service  carries  an  advance 
showing"  of  illustrations  of  the  new  Victrola 
models  400,  405  and  410.  These  are  striking 
line  cuts  that  should  appear  to  advantage  on 
newspaper  stock.  All  of  the  ads  are  carefully 
prepared  and  include  direct  sales  and  prestige 
copy,  in  addition  to  timely  copy  for  Mother's 
Day  and  Memorial  Day,  special  record  ads  and 
advertisements  to  exploit  the  portable  model 
Victrola. 

ARTHUR  W.  COBB  DIES  IN  FLORIDA 

Former  Vice-president  and  General  Manager  of 
Udell  Works  Passes  Away  After  Long  Period 
of  111  Health— Had  Been  Connected  With 
Udell  Works  for  Nearly  Forty  Years 


Indianapolis,  Ind.,  May  2. — Word  has  been 
received  here  of  the  death  at  Lake  Hamilton, 
Fla.,  of  Arthur  W.  Cobb,  former  vice-president 
and  general  manager  of  the  Udell  Works,  this 
city,  who  was  connected  with  that  concern  for 
nearly  forty  years  and  was  well  known  in  the 
music  trade.  He  had  been  living  in  Florida 
for  the  past  two  years  in  an  efTort  to  recover 
his  health. 

Mr.  Cobb  was  born  in  New  Hampshire  in 
1865  and  came  to  Indianapolis  in  1883,  entering 
the  employ  of  the  Udell  Works  shortly  after 
his  arrival  as  timekeeper.  His  advancement  with 
the  company  was  steady  and  when  the  Udell 
Works  were  incorporated  in  1901  he  was  elected 
vice-president  and  general  manager. 

The  deceased  was  a  Scottish  Rite  Mason,  a 
member  of  the  Shrine,  of  the  Elks  and  other 
organizations.  He  is  survived  by  his  widow, 
Mrs.  Katie  Cobb;  a  sister,  Mrs.  Robert  Fessler, 
and  an  uncle,  Albert  A.  Barnes,  president  of 
the  L'dell  Works. 

PROTESTS  NEW  BILL  IN  FLORIDA 

Music  Industries  Chamber  of  Commerce  Takes 
Action  Against  New  Measure  in  That  State 
to  Amend  the  Replevin  Statute 


Action  has  been  taken  by  the  Music  Industries 
Chamber  of  Commerce  to  prevent  the  passage 
of  a  bill  now  before  the  Florida  Legislature 
which  would  amend  the  replevin  statute  of  that 
State  in  such  a  way  as  to  work  great  hardship 
on  merchants  who  sold  goods  on  the  instalment 
or  conditional  sale  plan,  in  the  opinion  of  well- 
informed  persons  who  have  made  a  careful 
study  of  the  matter. 

Immediately  upon  learning  of  the  situation 
the  Chamber  addressed  a  letter  to  Hon.  C.  A. 
Hardee,  Governor  of  Florida,  setting  forth  the 
dangerous  character  of  the  measure  and  urging 
that  it  be  killed. 

Similar  letters  were  written  to  Charles  J. 
Morrow  and  Louis  C.  Massey,  members  of  the 
Florida  Uniform  Sales  Commission,  and  to  Sen- 
ator W.  A.  McWilliams,  chairman  of  the  ju- 
diciary committee,  before  which  the  bill  will 
come  for  consideration.  A  circular  letter  was 
also  sent  to  the  retail  music  merchants  of 
Florida,  urging  them  to  write  to  Senator  Mc- 
Williams protesting  against  the  passage  of  the 
amendment. 

The  bill  has  already  passed  the  House  of 
Representatives,  but  it  is  hoped  that  the  efforts 
of  the  Chamber  and  the  retail  merchants  of 
Florida  will  bring  about  its  defeat  in  the  Senate 
or  its  veto  by  the  Governor. 


The  merchant  who  does  business  on  a  "gyp" 
basis  is  not  only  storing  up  trouble  for  himself 
but  he  is  hurting  the  entire  industry. 


Record  Pressing 

Under  the  management  of 
an  internationally  experi- 
enced  record  authority 

Latest  Improved 
Hydraulic  Equipment 

Record  Pressing  of  the 
very  highest  quaHty 

It  will  be  to  your  interest  to 
investigate 

SANDERS,  Inc. 

Springdale,  Conn. 

Near  Stamford 
Phone,  Stamford  3980 

CANADIAN  CENSUS  FIGURES  ISSUED 

Statistics  of  Music  Industry  Show  Twenty-four 
Makers  of  Phonographs  and  Records  Out  of 
a  Total  of  Seventy-seven  Industries 


Ottawa,  Ont.,  May  2. — According  to  a  report 
issued  recently  by  the  Dominion  Bureau  of 
Statistics  covering  the  census  of  Canadian  man- 
ufactures taken  in  1920,  there  are  seventy-seven 
manufacturing  plants  engaged  in  various  sec- 
tions of  the  musical  instrument  industry,  these 
including  twenty-four  manufacturing  phono- 
graphs, cabinets  and  records.  The  industry  had 
its  main  centers  in  the  Provinces  of  Ontario  and 
Quebec,  the  former  Province  having  fifty-three 
establishments  in  all,  and  the  latter  nineteen. 

Of  the  total  capital  investment  in  the  indus- 
try in  1920,  amounting  to  $17,474,716,  plants  en- 
gaged in  the  manufacture  of  phonographs,  cabi- 
nets, accounted  for  $3,537,885.  The  industry  as 
a  whole  gave  employment  to  4,196  persons  at 
wages  or  salaries  aggregating  $4,714,542. 

The  total  value  of  products  of  the  three 
branches  of  the  industry  in  1920  was  $16,443,304, 
including  phonographs,  cabinets  and  records 
worth  $5,128,126. 

Canadian  imports  of  phonographs  and  musical 
instruments  in  1920  reached  a  total  value  of  $4,- 
101,438,  about  90  per  cent  being  from  the  United 
States,  and  the  exports  during  the  same  period 
were  worth  $977,797.  Exports  for  the  years 
1921  and  1922,  respectively,  amounted  to  $439,- 
796  and  $437,396.  Canadiati  exports  of  musical 
instruments  are  mainly  (80  per  cent  in  1920)  to 
the  LTnited  Kingdom  and  to  British  Possessions 
throughout  the  world. 

Canadian  musical  instrument  manufacturers 
report  a  distinct  revival  in  business  during  the 
last  quarter  of  1922,  and  optimistic  opinions  are 
expressed  regarding  the  larger  volume  of  busi- 
ness during  1923. 

L.  A.  MURRAY  CO.  REMODELED 

Davenport,  Ia.,  May  5. — Following  extensive  re- 
modeling of  its  establishment  during  a  period 
covering  seven  weeks  the  L.  A.  Murray  Co. 
Music  Store,  305  Brady  street,  this  city,  recently 
held  its  formal  reopening.  A  musical  program 
by  local  artists  was  arranged  and  the  large  num- 
ber of  people  who  visited  the  establishment  en- 
joyed an  excellent  program.  Victor  talking  ma- 
chines, pianos,  etc.,  are  handled. 
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New  York's  Great  Music  Week  Campaign 

Talking  Machine  Trade  in  Metropolitan  District  Co-operates  in 
Most  Extensive  and  Effective  Volume  of  Music  Week  Publicity 


The  greatest  spirit  of  co-operation  ever  ex- 
hibited in  the  talking  machine  industry  was 
made  manifest  during  the  week  of  April  29  to 
May  5  through  the  medium  of  the  elaborate 
advertising  campaign  carried  on  by  the  trade 
in  New  York  in  connection  with  the  celebration 
of  New  York's  fourth  music  week. 

Raising  a  fund  in  excess  of  $10,000  through 
voluntary  contributions,  talking  machine  manu- 
facturers, wholesalers  and  dealers  not  only  con- 


committee  in  charge  of  the  campaign,  of  which 
Otto  Heineman,  president  of  the  General  Phono- 
graph Corp.,  was  chairman,  had  prepared  and 
distributed  window  streamers  bearing  the  same 
slogan  as  the  advertising,  namely,  "Own  a 
Phonograph  and  You  Own  the  Music  of  the 
World."  The  streamers  were  reproduced  in  red 
and  black  and  were  distinctly  effective.  The  ad- 
vertising copy  emphasized  the  fact  that  talk- 
ing machine  dealers  were  keeping  open  house 


mittees  in  charge  of  the  details  of  the  cam- 
paign. 

It  is  significant  that  this  year  the  talking 
machine  interests  were  the  only  division  of  the 
music  industry  that  took  an  unusually  active 
interest  in  the  music  week  movement,  and  it  is 
expected  that  in  view  of  the  importance  of  the 
campaign  and  the  results  that  may  be  expected 
to  accrue  therefrom,  both  in  publicity  and  actual 
sales,   an    even   stronger   and   more  elaborate 


Own  aVhonogntph 

and  you  own  the  music  of  the  world! 

MUSIC  WEEK 


£Music  is  the  language^ofjhe  whole  wide  worm'^^ 
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And  whether  you  use  your  phonognph  Co 
while  away  a  lonely  hour  or  to  delist  «  parry 
that  rrveli  in  chf  dance,  with  che  phonograph 
you  on  pUy  the  muik  cfaac  you  want  at  the  very 
tnoiDcnt  chat  you  wanl  a.  You  decide  the  pn>- 
gram  for  youraelf. 

So  do  not  tot  imcil  you  hive  i  pJrn-«ra|A 
that  your  home  and  your  Etroily  deecrvc  And  do 
not  rest  uncil  yt)u  have  brought  to  your  home  » 
love  for  the  wiTrkT)  great  comic.  Build  a  Hbtuy 
of  good  recordi.  Remember  ihit  cho«e  whcj  ire 
Uukd  to  muse  arc  the  iUitfnCfa  of  the  aouL 


■  """mm 


(£Music  is-  the  langua^of  the  whole  wide  world 


^uild  your  library  of  Records 

and  enjoy  new  pleasures  in  life  !  % 


The  Two 

tributed  a  generous  sum  to  the  New  York  Music 
Week  Association,  Inc.,  in  active  charge  of  the 
general  celebration,  but  arranged  for  the  run- 
ning of  six  full  page  advertisements  elaborately 
designed  and  with  a  strong  appeal  in  a  half- 
dozen  of  the  leading  daily  newspapers  with  an 
aggregate  circulation  of  nearly  2,400,000. 

The  campaign  started  with  a  full  page  in  the 
New  York  World  on  Sunday,  April  29;  then  in 
rotation  was  run  a  page  in  the  Evening  Sun, 
of  Monday,  April  30,  the  New  York  Times  on 
Tuesday,  May  1,  the  Daily  Illustrated  News  on 
May  2,  in  the  Evening  Journal  on  May  3,  and 
in  the  Evening  Globe  on  May  4.  The  copy  was 
general  in  character,  and  was  aimed  exclusively 
to  place  before  the  public  the'  advantages  that 
lie  in  the  ownership  of  a  talking  machine  and 
a  library  of  records.  Two  worth-while  slogans 
were  hooked  up  with  the  advertising,  the  first 
"Music  Is  the  Language  of  the  Whole  Wide 
World,"  and  the  second  "Own  a  Phonograph 
and  You  Own  the  Music  of  the  World." 

In  order  that  the  dealers  might  tie  up  most 
effectively  with  the  newspaper  advertising,  the 


EfTective  Newspaper  Ads  Used,  Topped  by  the  W 

during  the  week,  in  that  anyone  interested 
could  enjoy  the  features  of  the  various  record 
libraries  without  obligation. 

In  addition  to  the  streamers,  reproductions 
of  the  newspaper  advertisement  in  two  colors 
on  heavy  coated  paper  were  supplied  the  dealers 
for  window  display  purposes,  and  as  a  number 
of  concerns  ran  special  music  week  advertising, 
in  addition  to  the  co-operative  campaign  in 
which  they  also  participated.  New  York  had 
more  valuable  talking  machine  publicity  during 
the  week  than  ever  before  in  its  history  in  such 
a  short  period  of  time. 

The  work  of  the  committee  in  arranging  for 
and  carrying  out  the  campaign  is  deserving  of  a 
full  measure  of  credit.  The  work  of  securing  sub- 
scriptions was  in  the  hands  of  L.  L.  Spencer, 
of  the  Silas  E.  Pearsall  Co.,  and  Maurice  Lan- 
day,  of  Landay  Bros.,  and  these  gentlemen  put 
forth  very  earnest  efforts  in  lining  up  the  trade 
and  impressing  its  members  with  the  importance 
of  the  movement.  In  addition  practically  every 
manufacturer  and  wholesaler  in  the  metropoli- 
tan district  was  represented  on  the  various  com- 


indow  Strip 

campaign  will  be  put  over  next  year.  In  such 
a  case  there  will  be  a  longer  period  for  prepara- 
tion, and  it  is  likely  there  will  be  raised  and 
expended  a  much  larger  co-operative  fund. 

If  the  music  week  movement  proved  nothing 
else  in  the  trade  it  demonstrated  the  fact  that 
when  there  is  matter  of  particular  interest  pre- 
sented it  is  possible  for  members  of  the  industry 
to  get  together  on  a  thoroughly  understandable 
basis. 


INSTALMENT  SALES  IN  CUBA 

Talking  rnachines  are  frequently  sold  in  Cuba 
on  a  year's  credit,  payment  being  made  in 
twelve  equal  monthly  instalments.  Owing  to 
the  amount  of  capital  required  to  carry  on  such 
business,  foreign  manufacturers  of  talking  ma- 
chine records  who  are  not  already  represented 
in  Cuba  have  difficulty  in  finding  agents  as  the 
manufacturers  in  general  are  not  able  to  furnish 
corresponding  credit  terms.  The  market  for 
records  at  present  is  reported  very  good  by 
Commercial  Attache  Paul  L.  Edwards,  Havana. 
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EMERSON  LOUIS  XV  MODEL 

Mahogany  or  Walnut 
Prices  of  Emerson  Modek  Range  from  ^85  to  ^225 


The 

"^Jiwersori^Phonographs 

with  the  famous  iMusic  iMaster  Horn 


The  entire  New  Emerson  Phonograph  Line 
stands  apart  from  all  other  phonographs,  because 
the  famous  Music  Master  Horn  is  exclusively 
an  Emerson  feature. 

Emerson  dealers  appreciate  the  selling  advan- 
tages of  a  distincti-ve  phonograph — an  instru- 
ment far  enough  above  the  average  to  command 
the  customer's  preference — an  instrument  the 

"the  high  grade  yet 


real  superior  tonal  beauty  of  which  confirms  and 
goes  beyond  the  sales  talk ! 

We  are  strengthening  Emerson  distribution, 
and  a  letter  or  wire  from  you  at  once  may  work 
to  our  mutual  profit.  Let  us  hear  from  you  today. 

Emerson  Records  are  the  first  out  with  Real 
Hits;  Emerson  Service  sees  that  you  get  what 
you  want  when  you  want  it;  every  record  yields 
you  2o%  more  profit. 

popular  priced  line" 


Emerson  rkonograph  Company,  Inc. 

Manufacturers  of  Emerson  Records  —  Eastern  Distributors  of  Emerson  Phonographs 
105-111  West  20th  Street,  New  York,  N.  Y. 


WASMUTH.GOODRICH  COMPANY 

Manufacturers  of  Emerson  Phonographs 
Peru,  Indiana 


'^mersori, 

Records  and 
Phonographs 
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We  dare  you  to  play  Part  1  of  this  "Southern  Medley"  and  then 
stop.    It  can't  be  done! 

With  the  first  few  bars  of  "Way  Down  Yonder  in  the  Cornfield" 
you  listen  with  all  your  ears  to  this  splendid  male  quartet.  You 
play  Part  2  right  quickly,  and  then  repeat  both  numbers.  That's 
the  sort  of  record  the  Shannon  Four  has  made  in  A-3848. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


SALES  CAMPAIGN  DURWO  SIMMER 

Eastern  Sales  Staff  of  Brunswick  Co.  Holds  Sec- 
ond of  Series  of  Meetings,  With  H.  K.  Beach 
Presiding,  to  Develop  Summer  Plans 

The  Eastern  sales  staff  of  the  phonograph 
division  of  the  Brunswick-Balke-Collender  Co. 
held  this  month  the  second  of  a  series  of  meet- 
ings in  New  York,  to  discuss  plans  for  an  in- 
tensive Brunswick  sales  campaign  during  the 
Summer  months.  Every  member  of  the  East- 
ern sales  staff  was  present,  including  O.  F.  Jes- 
ter, manager  of  the  Philadelphia  branch,  and  C. 
F.  Shaw,  manager  of  the  Boston  branch.  The 
meeting  was  presided  over  by  Harry  K.  Beach, 
Eastern  sales  manager,  who  gave  a  very  inter- 
esting talk,  outlining  the  plan  of  the  Eastern 
office  for  this  sales  campaign.  A  very  interest- 
ing talk  was  delivered  by  the  company's  re- 
cording laboratory  officials,  in  which  was  out- 
lined methods  of  recording  and  comparisons 
were  made  with  other  records  of  a  competitive 
nature,  bringing  out  distinctive  points  of  Bruns- 
wick records,  so  that  sales  representatives  could 
discuss  intelligently  technical  details  as  to  this 
phase  of  the  business. 

Much  interesting  information  in  regard  to  the 
future  plans  of  the  company  was  disclosed  for 
the  benefit  of  the  sales  representatives,  and  after 
the  meeting  the  entire  staff  adjourned  to  Keene's 
Chop  House,  where  luncheon  was  enjoyed. 


CAMPAIGN  FOR  PHONOMOTOR 

W.  F.  Hitchcock,  of  Phonomotor  Co.,  to  Direct 
Sales  of  Electric  Motor — Intensive  Sales  Cam- 
paign to  Interest  Trade 


The  Phonomotor  Co.,  Rochester,  N.  Y.,  man- 
ufacturer of  the  well-known  Phono  Stop  and  the 
Need-a-CHp  needle  cutter,  will  shortly  start  an 
active  campaign  in  behalf  of  the  popular  Phono- 
motor electric  motor.  W.  F.  Hitchcock,  pro- 
prietor of  the  Phonomotor  Co.,  is  the  inventor 
and  patentee  of  this  motor  and  his  present  plans 
include  an  intensive  sales  and  merchandising 
campaign  throughout  the  talking  machine  in- 
dustry. 

The  Phonomotor  electric  motor  has  been  on 
the  market  for  the  past  ten  years  and  during 
that  time  has  been  enthusiastically  praised  by 
manufacturers  and  dealers.  Mr.  Hitchcock  be- 
lieves that  there  is  a  wide  demand  for  motors 
of  this  type  and  his  campaign  will  be  launched 
accordingly. 


A  WINDOW  DISPLAY  THAT  ATTRACTED 

Great  Falls,  M!ont.,  May  5. — The  appearance 
in  this  city  of  Irene  Williams,  Brunswick  ar- 
tist, in  the  opera  "Cosi  fan  Tutte"  was  made  the 
occasion  of  a  special  window  display  by  Strain 
Bros.'  Brunswick  record  department.  In  addi- 
tion, considerable  newspaper  advertising  was 
utilized  to  make  the  tie-up  more  effective.  As 
a  result  a  brisk  demand  for  this  artist's  record- 
ings was  enjoyed. 


BOB  MILLER  WITH  REINHARDTS' 

Popular  Composer  and  Musician  Made  Manager 
of  Sheet  Music  Department  of  Well-known 
Talking  Machine  Store  in  Memphis,  Tenn. 


Memphis,  Tenn.,  May  5. — Reinhardts'  Music 
Shop,  Vocalion,  Columbia  and  Brunswick  deal- 
er, of  this  city,  recently  secured  the  services  of 
Bob  Miller,  popular  orchestra  leader  and  com- 
poser of  a  number  of  selections  which  appear 
on  various  talking  machine  records,  including 
"Uncle  Bud,"  "Strut  Long,  Papa,"  Columbia  rec- 
ords; "I  Was  Married  Up  in  the  Air,"  Victor, 
and  "Mean  Eyes,"  "Strut  Your  Material,"  "Poro 
Blues,"  "Uncle  Bud"  and  "Sweet  Pal,"  Okeh 
records,  as  manager  of  the  sheet  music  depart- 
ment. Mr.  Miller's  orchestra,  which  is  popular 
in  this  section,  has  been  engaged  to  play  on 
the  Mississippi  steamer  Idlewild  this  Summer. 


The  right  kind  of  publicity  is  one  of  the 
greatest  forces  in  business. 


INCREASES  TRAVELING  STAFF 

J.  J.  Denehan  and  A.  J.  Wilckens  Added  to  New 
York  T.  M.  Co.'s  Sales  Organization — Both 
Are  Experienced  in  Victor  Field 


Charles  B.  Mason,  sales  manager  of  the  New 
York  Talking  Machine  Co.,  New  York,  Victor 
wholesaler,  announced  recently  the  appointment 
of  J.  J.  Denehan  and  A.  J.  Wilckens  as  members 
of  the  company's  sales  staff.  These  additions 
to  the  company's  sales  force  are  both  experi- 
enced, efficient  Victor  men,  who  are  thoroughly 
familiar  with  the  Victor  retailers'  problems  and 
who  are  qualified  to  co-operate  with  the  trade. 

According  to  Mr.  Mason's  present  plans  Mr. 
Denehan  will  visit  the  trade  in  New  England 
and  Mr.  Wilckens  will  call  on  the  dealers  in 
Pennsylvania.  In  both  of  these  important  ter- 
ritories the  New  York  Talking  Machine  Co.  has 
been  making  rapid  progress  and  the  new  men 
will,  therefore,  have  ample  opportunities  to 
utilize  their  previous  experience  to  advantage. 


Oro-Tone  No.  5  Equipment 

Ash  for  Sample  on  30 -Days  Approval 


Two  big  facts  explain  the  popu- 
larit}'   of   the    Oro-Tone    No.  5 
Automatic  Victor  Concert  Equipment. 

On  the  one  hand,  this  equipment 
makes  possible  the  playing  of  any  rec- 
ord, lateral  or  vertical  cut,  on  the 
Victor  machine.  On  the  other  hand, 
this  equipment  automatically  adjusts 
itself,  giving  the  correct  weight  and 
position  of  the  needle. 

A  simple  turn  of  the  hand  and  the 
Oro-Tone  No.  5  Equipment  is  ready 
to  pla}'  any  record,  giving  a  marvel- 
ously  beautiful  volume  and  clear  defi- 
nition of  tone. 


Patent 
Applied 
for 


Patent 
Applied 
for 


Showing  Position  for  Playing  Victor  or 
Other  Lateral-cut  Records 


Showing  Position  for  Playing  Edison  or 
Other  Vertical  Cut  Records 


Special  Features 

(1)  Plays  Edison  records  with  ordinarj' 
fibre  needles,  producing  splendid  volume 
and  ehminating  surface  noises  ;  (2)  can  be 
attached  in  one  second  and  no  further  ad- 
justment is  necessary;  (3)  reproducer 
autoniaticallj'  adjusts  weight  on  needle 
when  turned  to  play  A'ictor,  Edison  or  any 
other  record;  (4)  reproducer  will  not 
coast  when  record  is  played  through. 

,^-""%iiii'i-"i>g* 
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PLAYS  ANY  LATERAL  CUT  RECORD 


one 


MAXIMUM  TONE 
MINIMUM  COST 

A  Distinct  Sales  Asset  for  Every  Dealer 
PRICED  AT  $17.50 


SIZE  OVER  ALL:  13  in.  wide;  lUA  in.  long;  11  in.  high. 


Wins  dealer  as 
customer— at  once! 


well 


as 


NOTE 

THE  MOTOR  is  of  the 
same  construction  and 
exactness  of  larger  in- 
struments. It  is  SIM- 
PLE, EFFICIENT, 
DURABLE. 

Special  Features : 

1.  Start  and  Stop  Device 

2.  Speed   Regulator  De- 

vice 

3.  Carrying  Handle 

4.  Cabinet  Mahogany 

Finish. 


m^UE  CONTINUED  adherence  to  the 
t^^l  fundamental  poHcy  of  providing  BOTH 
exceptional  construction  and  completeness  in 
a  portable  instrument  has  produced  the  de- 
sired quality  at  a  very  small  cost  to  the  con- 
sumer. 

Assurance  is  made  doubly  sure  when  your  own 
convictions  as  to  the  beauty  of  tone  and  evident 
superiority  of  quality  are  substantiated  by  the 
fact  that  the  TRUMPETONE  is  so  generally 
accepted  by  customer  and  dealer  alike. 


C.  H.  FOLKERS 
Tower  Building 
6  N.  Michigan  Ave. 
Chicago,  111. 


LOUIS  F.  FOWLER 
501  Washington  St. 
Boston,  Mass. 


DISTRIBUTORS 

EDWARD   C.   HOCH  CO. 
104  Third  St..  N. 
Minneapolis,  Minn. 


GEO.  C.  ULRICH 
56  Estey  Bldg. 
Philadelphia,  Pa. 


R.  J.  JAMIESON 
625  Swetland  Bldg. 
Cleveland,  O. 


MARYLAND  DIAPHRAGM  CO. 
Raith  Bldg. 

Fulton  and  Pennsylvania  Aves.  Baltimore,  Md. 


/ifielrumpelotie  Compm^^m 

Telephone  Bowling  Green  8826 
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DENVER 


Advent  of  Spring  Creates  Port- 
able Business — Optimism  Preva- 
lent— Neiv    Ai/encies — Live  Nezvs 

Denver,  Col.,  May  4. — Denver  is  a  hotbed  of 
activity  for  portable  talking  machines,  and  every 
make  has  a  big  following.  Not  only  are  sales 
recorded  the  year  around  but  when  the  first 
Spring  weather  arrives  there  is  an  ever-increas- 
ing demand.  In  fact,  dealers  say  that  this  year 
will  see  more  portables  sold  in  Denver  than  in 
any  previous  year.  Already  there  is  a  shortage 
and  jobbers  are  urging  their  factories  to  hurry 
deliveries.  One  reason  for  Denver  being  a  center 
of  activity  for  this  type  of  machine  is  the  num- 
ber of  people  who  go  to  the  mountains  to  live 
in  cabins  during  the  Summer  season.  They  wish 
to  take  a  portable  with  them  for  dancing  or 
other  form  of  entertainment.  Another  reason 
for  the  sale  of  the  portable  is  the  ever-increas- 
ing number  of  apartments  in  this  city  where 
lack  of  space  makes  a  portable  the  ideal  in- 
strument. 

Good  Business  in  Consoles 

C.  A.  Delzell,  manager  of  the  Columbia 
Stores  Co.,  says  the  console  type  is  selling  more 
rapidly  than  the  company  can  obtain  them, 
although  there  are  many  uprights  sold.  There 
is  a  big  shortage  in  portables,  the  company 
being  unable  to  fill  all  the  orders  coming  in. 

Business  in  New  Mexico  is  picking  up  due 
to  recent  rains,  which  insure  good  crops,  and 
the  increased  activity  in  mining.  A  new  agency 
has  been  placed  with  the  Johnson  Furniture  Co. 
at  Fowler,  Col.  Matthew  M.  Kraus,  of  the 
Phonograph  Shop,  Colorado  Springs,  was  call- 
ing on  the  Columbia  jobbers  the  past  week  and 
predicts  a  -record-breaking  sale  of  Columbia 
portables  in  view  of  a  very  big  tourist  season 
this  year. 

New  Brunswick  Portable  a  Hit 

L.  M.  Gjerde,  manager  of  the  Brunswick  Co., 
jobber  of  the  Brunswick  for  several  Western 
States,  reports  business  very  good.  Less  than 
a  week  ago  the  company  put  on  the  market 
a  new  model  called  "The  Royal,"  a  console 
type,  and  so  well  has  it  taken  that  the  demand 
cannot  be  supplied  and  no  local  retail  dealer 
has  been  permitted  to  advertise  this  new  model 
in  the  newspapers.  Only  by  window  display  has 
it  been  shown. 

New  Edison  Agencies 

N.  D.  Tharp,  manager  of  the  retail  and  whole- 
sale Edison  department  of  the  Denver  Dry 
Goods  Co.,  reports  a  number  of  new  agencies, 
one  in  the  F.  H.  Pendleton  Music  Store, 
Boulder,  Col.;  M.  I.  Ballard,  at  Steamboat 
Springs,  Col.;  Midwest  Commissary  C.o.  at  Salt 
Creek,  Wyo.;  Santa  Rosa  Drug  Co.  at  Santa 
Rosa,  New  Mexico.  Reports  from  Wyoming 
territory  are  that  business  is  good,  with  an  im- 
provement shown  in  parts  of  Nebraska.  In 
New  Mexico  the  Edison  jobber  reports  busi- 
ness not  so  lively.  Mr.  Tharp  reports  the 
ability  to  get  more  Edisons  than  was  the  case 
for  some  time.  Miss  Grace  McFadden,  who 
has  been  a  member  of  his  sales  force,  has  taken 
charge  of  the  Edison  shop  conducted  by  the 
Emrick-Nadler  Co. 

Drop  in  Machine  Sales 

Machine  sales  have  been  rather  slow  the  past 
few  weeks,  says  Oscar  Frazier,  of  the  talking 
machine  department  of  the  Darrow  Music  Co., 
but  record  sales  have  kept  up  remarkably  well. 
The  department  is  showing  the  new  console 
type  Brunswick,  "The  Royal,"  as  well  as  Colum- 
bia and  Brunswick  portables. 

Sonora  Portables  Selling  Well 

While  business  for  April  was  rather  quiet, 
T.  H.  Blinn,  of  the  phonograph  department  of 
the  Baldwin  Piano  Co.,  says  that  he  expects  to 
do  a  good  business  in  Sonora  portables  this 
year.  "The  portable  is  taking  the  place  of  the 
table  style  machines,"  says  Mr.  Blinn.  At  pres- 
ent the  department  is  pushing  the  sale  of  rec- 
ords and  player  rolls. 


"April  has  been  a  good  month  for  us,"  said 
J.  H.  Mclvannon,  head  of  the  McKannon  Piano 
Co.,  agent  for  the  Edison.  During  the  monlli 
the  store  tied  up  with  the  advertising  cam- 
paign in  the  Saturday  Evening  Post  by  Hallet 
&  Davis  on  the  Virtuola,  which  Mr.  McKannon 
regards  as  a  splendid  player  at  a  moderate  price. 
Portables  for  the  Hotel  Dwellers 
J.  M.  Thompson,  of  the  phonograph  depart- 
ment of  the  Charles  E.  Wells  Music  Co.,  says 
he  finds  an  increasing  number  of  people  who 
live  in  hotels  here  to  be  in  the  market  for  port- 
able Victrolas  and  Brunswicks.  Mr.  Thompson 
has  been  pushing  records  and  his  sales  have 
beaten  that  of  April  a  year  ago.  Albert  Snell, 
for  six  years  with  Knight-Campbell  Co.,  is  now 
with  the  sales  force  of  Mr.  Thompson's  de- 
partment. 

Denver  Music  Co.  Activities 

A  sale  of  used  talking  machines  has  been 
conducted  during  April  by  the  Denver  Music 
Co.  and  all  four  makes — Victrola,  Brunswick, 
Sonora  and  Columbia — have  sold  well. 

Maurice  A.  Richmond  a  Visitor 

Maurice  A.  Richmond,  president  of  the  Rich- 
mond Music  Supply  Corp.,  and  of  the  Richmond- 
Robbins  Co.,  music  publishers,  of  New  York, 
was  in  Denver  April  25  calling  on  the  trade, 
being  en  route  to  the  Pacific  Coast. 

CLUETT  &  SONS'  FORMAL  OPENING 

Schenectady,  N.  Y.,  May  5. — Cluett  &  Sons, 
prominent  music  merchants  of  this  city,  staged 
the  formal  opening  of  their  new  quarters  at  203 
State  street  last  month.  The  store  was  visited 
by  hundreds,  who  inspected  the  warerooms, 
talking  machine  booths,  instrument  and  other 
departments  devoted  to  records,  sheet  music 
and  musical  instruments. 

The  new  Cluett  quarters  contain  about  double 
the  space  for  wareroom  displays,  the  store  being 
in  the  shape  of  an  L,  with  a  large  display  win- 
dow and  entrance  on  the  Ferry  street  side.  It 
is  handsomely  equipped  for  the  display  of  the 


CONGO  CANNIBALS  HEAR  THE  EDISON 

Laughing  Records  Best  Appreciated  by  Belgian 
Congo  Natives  at  Christian  Mission  Eleven 
Hundred  Miles  In  the  Interior  of  Country 


Occasionally  the  story  of  the  talking  machine 
in  use  in  strange  lands  filters  through  to  this 
country,  interesting  evidence  of  the  world-wide 
use  of  these  instruments.  The  latest  account 
reaches  us  through  Haines  &  Essick,  Edison 
dealers  in  Decatur,  II!.,  of  the  manner  in  whicli 
the  natives  of  the  Belgian  Congo,  eleven  hun- 


Congo  Natives  and  the  Edison 

dred  miles  in  the  interior  of  the  Congo  Basin, 
Africa,  received  the  music  emanating  from  an 
Edison  phonograph.  The  accompanying  illus- 
tration was  snapped  by  Chas.  P.  Hedges,  of 
Bemont,  111.,  missionary  for  the  Christian 
church  in  that  region.- 

The  instrument  in  the  picture  was  purchased 
in  1918  from  an  Edison  dealer  in  New  Orleans 
and  is  a  C-150,  oak  finish,  which  has  been  found 
particularly  able  to  withstand  the  humidity  of 
the  Congo  climate.  Mr.  Hedges  states  that  the 
natives  best  appreciate  laughing  records  and 
others  of  a  similar  nature. 


WEALE  &  SONS  IN  NEW  QUARTERS 

Port  Jervis,  N.  Y.,  May  5.— E.  F.  Weale  & 
Sons,  dealers  in  musical  instruments,  have  re- 
cently obtained  the  lease  to  the  storeroom  of 


lines  handled  by  this  house.  the  Ready  Pay  Store  at  93  Pike  street. 


Guess  the  Price ! 

JOT  down  what  you  think  would  be  a  fair  price 
for  this  beautiful  Empire  Model  XA-1  and  then 
write  us  and  find  out  what  the  price  actually  is. 
You  will  be  surprised!  Brown  or  red  mahogany, 
top,  front  and  back.  Full  French  turned  legs  front 
and  back.  Heineman  motor.  All  exposed  metal 
parts  full  nickel  plated.  Automatic  spring  balance 
cover  support.  Filing  shelves  for  albums.  All 
this,  plus  a  marvelously  clear,  brilliant  tone !  The 
price  is  so  low  it  will  startle  you.  You  can  make 
real  money  on  this ! 

The  UDELL  WORKS 

28th  Street  and  Barnes  Avenue 
INDIANAPOLIS 
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fflEmiKINSHACHIN 


(Epitok's  Note. — This  is  the  twenty-sixth  of  a  series 
of  articles  by  William  Braid  White,  devoted  to  the  vari- 
ous interesting  opportunities  which  prevail  in  the  domain 
of  education  for  the  retailer  of  talking  machines.  The  sub- 
ject is  one  of  great  interest  and  we  commend  these  articles 
to  the  consideration  of  all  who  are  devoting  attention  to 
the  featuring  and  developing  of  the  musical  possibilities 
of  the  talking  machine.] 

A  TEXT  AND  A  SERMON 

Francis  George  Cuttle,  Columbus,  Ga.,  tells  me 
that  the  subject  discussed  in  this  department 
last  month  has  awakened  his  attention  and  made 
him  think  a  great  deal  about  the  whole  question 
of  recording  extended  musical  works.  He  thinks, 
however,  that  something  ought  to  be  done  to 
increase  the  running  time  of  the  individual  disc, 
so  that  it  may  not  be  necessary  to  use  several 
discs  in  order  to  reproduce  a  complete  move- 
ment of  a  symphony  or  of  a  concerto.  In  this 
connection  he  refers  to  a  British  invention  for 
increasing  the  running  time  of  records,  which 
has  recently  been  exhibited  in  this  country  by 
the  Hon.  Noel  Pemberton-Billing,  a  gentleman 
whose  war  record  was  remarkably  distinguished 
and  who  is  now  in  the  phonograph  game  in  Lon- 
don. The  invention  consists,  I  believe,  of  a 
special  gearing  whereby  the  speed  of  the  sound 
groove  is  kept  constant,  instead  of  being  stead- 
ily decreased  as  the  needle  comes  closer  and 
closer  to  the  center  of  the  disc.  As  everyone 
knows,  the  mathematical  center  of  a  rotating 
disc  is,  of  course,  at  rest  while  the  speed  at 
which  a  point  on  the  disc  travels  varies  with 
the  distance  of  that  point  from  the  center.  If, 
by  a  steady  change  in  the  motor  speed,  this 
point-travel  speed  can  be  maintained  at  a  con- 
stant level  it  is  evident  that  the  running  time 
of  the  disc  will  be  greatly  increased. 

Now,  as  a  matter  of  fact,  I  do  not  know  per- 
sonally whether  this  process  or  method  has 
turned  out  to  be  perfectly  practical.  If  it  is 
practical  it  is  certainly  both  interesting  and  im- 
portant. But  there  is  a  good  deal  to  be  said  on 
both  sides  of  the  question.  For  one  thing,  the 
system  is  not  satisfactory,  unless  all  the  records 
are  made  upon  the  same  principle.  That  would 
mean  an  entire  re-building  of  the  record  li- 
braries, both  in  this  country  and  abroad. 
The  Real  Point 

But  the  real  point  is:  Wouldn't  it  be  far  bet- 
ter for  the  dealers  and  everyone  else  in  the 
talking  machine  business  to  devote  themselves 
to  selling  what  they  have?  The  talking  ma- 
chine record  libraries  constitute  one  of  the  most 
remarkable  of  latter-day  contributions  to  the 
appreciation  of  music.  They  are  enormous  in 
quantity  and  marvelous  in  quality.  Yet  they 
are  sold  in  the  most  one-sided  manner,  a  very 
large  part  of  them  is  entirely  neglected  and  of 
them  it  is  true  to  say  that  they  are  much  more 
bought  than  sold.  In  a  word,  the  retail  dealers 
have  never  featured,  and  do  not  feature  now, 
the  musical  possibilities  of  the  talking  machine. 
On  the  contrary,  they  allow  it  to  sell  itself, 
and  then  complain  that  the  public  does  not  like 
high-class  records. 

As  a  matter  of  fact,  indeed,  the  public  is  a 
great  deal  more  intelligent  than  is  supposed  by 
dealers  who  are  too  mentally  lazy  to  think  up 
for  themselves  ways  and  means  for  serving  their 
communities.  Dealers  who  think  of  the  talking 
machine  business  as  simply  one  among  many 
possible  ways  of  making  a  fortune  are  not  like- 
ly either  to  make  the  fortune  or  to  leave  any 
particular  impress  upon  the  trade.  What  we 
need  in  this  business  is  more  dealers  who  will 
feature  the  musical  possibilities  of  the  talking 
machine. 

Incalculably  Great  Possibilities 

For  these  possibilities  are  so  great  as  to  be 
incalculable  by  the  individual.  No  one  can 
rightly  appreciate  them  until  and  unless  he  has 
himself  experienced  the  thrill  which  comes  with 
listening  to  the  fine  reproduction  of  a  fine  rec- 


ord of  some  musical  masterpiece.  Has  anyone 
with  the  slightest  musical  feeling  ever  been  able 
to  listen  without  a  catching  of  the  breath  to 
that  glorious  moment  in  the  Tannhauser  Over- 
ture when  the  brasses  come  in  with  tlie  Pilgrim 
theme  at  the  climax?  The  three  records  whicli 
constitute  the  Victor  interpretation  of  that  mu- 
sk, as  made  by  William  Mengelberg  and  the 
New  York  Philharmonic  Orchestra,  are,  doubt- 
less, a  bit  troublesome  to  handle,  seeing  that 
they  must  be  changed  rapidly  if  the  entire  work 
is  to  be  given  continuously.  But  what  of  it? 
Does  anyone  suppose  that  the  value  of  the  re- 
cording is  seriously  impaired  by  that  small  dif- 
ficulty? Hardly!  I  myself  have  the  wonderful 
recording  (London  Gramophone)  of  the  E  flat 
major  Beethoven  piano  concerto,  done  by  Fred- 
erick Lamond,  with  the  Albert  Hall  Orchestra, 
conducted  by  Eugene  Goossens,  in  five  double- 
faced  12-inch  records.  It  is  a  bit  of  a  bother 
to  change  the  discs,  I  admit,  but  one's  trouble 
is  always  more  than  repaid  because  of  the  beau- 
ty and  unique  completeness  of  the  thing.  It  is 
uniquely  complete,  indeed,  with  every  note  of 
the  score  preserved.  Is  it  worth  while?  I 
should  say  it  is.  It  would  be  well  wortli  while 
even  if  it  took  ten  records,  instead  of  five. 

Of  course,  if  a  whole  movement  could  be  got 
on  to  one  face  of  one  disc  the  achievement 
would  be  most  welcome;  but,  since  this  is  out 
of  the  question  for  the  present,  why  worry? 

What  I  want  to  see,  as  I  have  said  before,  is  a 
great  deal  more  popular  interest  in  the  music 
we  have.  The  riches  of  the  record  libraries 
have  simply  not  been  rightly  exploited  by  tlie 
dealers  in  general  and  until  they  are  it  is  use- 
less to  ask  the  makers  of  records  to  revolu- 
tionize their  methods  in  the  interests  of  an  im- 
provement which  is  mainly  a  convenience. 
The  Drag  of  the  Unintelligent 

How  long  will  it  be  before  talking  machine 
dealers  in  general  realize  the  power  of  the 
weapons  which  have  been  placed  in  their  hands? 
Perhaps  it  will  take,  to  organize  improved  meth- 
ods of  selling  records,  just  as  long  a  time  as 
may  be  needed  to  organize  a  body  of  dealers 
more  intelligent  than  some  of  the  present  lot. 
It  is  not  that  we  have  not  intelligent  dealers 
and  salesmen;  but  that  we  have  not  enough  of 


them.  It  is  the  drag  of  the  unintelligent  which 
keeps  the  retail  end  of  the  busineiss  so  far  be- 
low the  level  of  the  manufacturing  end.  Does 
not  anyone  see,  with  half  an  eye,  that  the  way 
to  make  money  out  of  the  talking  machine  busi- 
ness is  to  go  after  the  high-class  trade  with 
high-class  machines  and  high-class  records? 
Tliere  is  a  high-class  trade  and  it  is  bigger  in 
numbers  than  ever  it  was.  There  is  a  class 
in  the  community  which  has  never  been  reached 
by  the  talking  machine  men,  although  the  latter 
have  always  been  equipped  with  the  needed  out- 
fit to  reach  this  class.  There  is  this  intelligent, 
professional  class  which  does  not  rush  off  after 
every  new  craze,  which  takes  radio  coolly,  which 
likes  its  scientific  features,  but  does  not  desert 
better  musical  instruments  for  it.  The  intelli- 
gent people  are  those  who  really  love  music, 
not  those  who  care  for  nothing  but  cowbells 
and  dancing.  Let  there  be  as  many  "blues" 
records  sold  as  can  be  made,  by  all  means,  but 
let  not  the  idea  go  forth  that  radio  and  the 
dance  hall  can  be  fought  to  a  standstill  by  that 
sort  of  stuiT.  To  stress  "popular"  records  only 
is  simply  to  stress  the  one  point  where  outside 
competition  is  most  powerful.  To  search  out 
those  who  love  real  music,  on  the  contrary,  is 
to  place  oneself  in  a  position  which  can  neither 
be  stormed  nor  outflanked. 

Let  us,  then,  devote  ourselves  to  making  the 
best  use  of  the  magnificent  record  libraries 
which  we  already  have  at  our  disposal;  and  let 
us  not  worry  about  what  the  other  fellow  is 
doing  in  some  other  line  to  compete  with  us. 
If  he  does  compete  with  us  to  our  disadvan- 
tage the  fault  is  with  our  methods,  not  with 
the  talking  machine. 

Will  Mr.  Cuttle  forgive  me  for  using  his  in- 
teresting suggestions  as  a  peg  upon  which  to 
hang  this  sermon? 


ALBERT  SPALDING  SAILS  FOR  EUROPE 

Albert  Spalding,  American  violinist  and  ex- 
clusive Edison  artist,  sailed  for  Europe  on  April 
28.  He  is  booked  for  an  extensive  concert  tour 
which  will  last  until  next  Fall.  The  popularity 
of  this  young  genius  is  fully  as  great  in  Europe 
as  it  is  in  America. 


IT  is  true  that  the  Edison  is  not  sold  on  its  price. 
Yet,  with  a  range  from  $100.00  to  $375.00,  a  dealer 
is  in  a  position  to  offer  the  highest  quality  phono- 
graph to  every  prospect. 

This  is  just  one  of  the  facts  which  make  the  Edison 
a  pleasant  and  profitable  line  to  sell. 


"ASK  THE  DEALERS  WHO  SELL  THEM" 
THE  PHONOGRAPH  CORPORATION  OF  MANHATTAN 

METROPOLITAN  DISTRIBUTORS 

ORANGE,  N.  J. 
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CANTON,  0. 


Continued  Indiistnal  A  c  t  iv  i  t  y 
Cause  for  Optimism  Over  Outlook 
— Changes    and    Trade  Activities 

Canton,  O.,  May  4. — After  several  weeks  of  un- 
seasonable weather  which,  according  to  dealers, 
had  a  bad  effect  on  business  in  general.  Spring 
weather  is  in  vogue  and  already  there  is  a  no- 
ticeable increase  in  both  machine  and  record 
sales.  A  survey'  the  past  week  of  the  Canton 
territorj'  shows  that  few  dealers  are  now  experi- 
encing trouble  in  getting  merchandise.  Victor 
machines  are  coming  through  now  in  all  wanted 
models  and  this  has  been  a  big  asset  to  dis- 
tributors of  this  particular  make.  Better  than 
half  of  the  sales,  according  to  dealers,  are  period 
models.  New  models  in  most  all  makes  are 
coming  through  almost  every  week  and  there 
is  little  difficulty  in  convincing  the  trade  that 
consoles  are  the  big  factor  at  this  time.  Rec- 
ords have  not  been  selling  any  too  well  for 
several  weeks.  There  already  have  been  many 
calls  for  portable  machines  of  the  $50  class. 

The  Canton  district  industrially  is  still  hitting 
"on  high"  and  all  steel  working  plants  are 
operating  at  capacity  and  everyone  seems  to 
have  money,  but  is  slow  in  letting  go  of  it. 
However,  most  of  the  sales  are  for  cash. 

Brunswick  machines  and  records  enjoyed  a 
good  month  after  getting  away  to  a  slow  start, 
it  was  said  at  the  store  of  the  D.  W.  Lerch  Co. 
Record  sales,  which  have  slumped  in  recent 
months,  took  a  spurt  during  April  and,  as  the 
result,  the  store  experienced  one  of  its  busiest 
months  in  this  respect. 

C.  M.  Alford,  of  the  Alford  &  Fryar  Piano 
Co.,  stated  that,  in  remodeling  his  store  in  the 
Harris  Arcade,  he  planned  to  devote  consider- 
able more  space  to  talking  machines.  Under 
the  new  arrangement  two  departments,  instead 
of  one,  will  be  given  over  to  the  display  and 
sale  of  talking  machines.  Mr.  Alford,  w-ithin 
the  next  month,  plans  a  formal  openirug  of  his 
music  store,  when  a  group  of  artists  will  be 
present  and  representatives  of  talking  machine 
factories  w-ill  be  in  attendance. 

P.  Q.  Shrake,  manager  of  the  music  depart- 
ment of  the  Klein,  Heffelman,  Zollars  Co.,  says 
he  expects  a  busy  May  and  June  and  believes 
that  we  are  facing  a  busy  Summer  business. 

Mrs.  Carolyn  Georheart,  in  charge  of  the  rec- 
ord department  at  the  William  R.  Zollinger 
Co.  store,  has  resigned  and  has  gone  to  Toledo, 
O.  Mr.  Pyle,  manager  of  the  department,  an- 
nounces Miss  Margaret  Gallagher  as  her  suc- 
cessor. 

George  C.  Wille,  proprietor  of  music  stores 
in  Canton  and  Massillon,  announces  that,  effec- 
tive May  1,  Loren  Van  Horn,  who  for  some 
years  has  been  connected  with  the  Drake  & 
Moninger  Co.,  in  Canton,  will  be  manager  of 
the  Massillon  store  of  the  company.    He  sue- 
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ceeds  Charles  Grosjean,  who  will  continue  with 
the  Wille  Co.'s  Massillon  store  in  a  sales  ca- 
pacity. Mr.  Wille  remarked  that  the  temporary 
location  of  his  store  in  Cleveland  avenue  north- 
west seems  to  be  retaining  its  trade  and  that 
no  falling  off  is  evident. 

Canton  talking  machine  dealers  this  month 
say  that  record  sales  for  many  months  have 
not  been  what  they  should  be  and  that  they 
attribute  the  falling  oS  in  this  particular  mer- 
chandise to  the  presence  of  so  many  chain 
stores  selling  records  at  prices  which  the  music 
dealers  are  unable  to  compete  with. 

Zanesville  dealers  of  Starr  phonographs  and 
Gennett  records  have  just  received  a  shipment 


of  records  made  by  the  seventy-three-piece 
Armco  Band,  of  Middletown,  O.  The  records 
are  double  disc  and  one  side  is  a  reproduction 
of  the  "137th  Field  Artillery  March"  and  on  the 
other  side  is  "Men  of  Ohio."  The  local  sales 
are  very  heavy  and  are  reported  brisk  in  many 
other  nearby  towns. 

The  National  Prosperity  Conventions  of  the 
music  industry,  which  will  be  held  in  Chicago 
the  first  week  in  June,  will  be  attended  by  three 
prominent  Canton  talking  machine  dealers,  C. 
M.  Alford,  of  the  Alford  &  Fryar  Co.;  D.  W. 
Lerch,  of  the  D.  W.  Lerch  Music  Co.,  and  P.  Q. 
Shrake,  manager  of  the  music  department  of 
the  Klein,  Heffelman,  Zollars  Co. 


DANCE  WINDOW"  FEATURING  VICTOR  TANGO  RECORDS 


In  line  with  its  policy  of  co-operating  with 
dealers  in  arranging  window  displays  of  a  type 


designed  to  arrest  attention  of  passers-by  and 
stimulate  interest  in  various  recordings,  Ormes, 
Inc.,  Victor  distributor.  New  York  City,  now 


has  ready  a  special  display,  reproduced  here- 
with, which  will  be  known  as  the  "Dance  Win- 
dow," in  which  the 
Victor  tango  dance 
records  are  featured. 
The  dominating  fea- 
ture of  the  display  is 
a  four  and  one-half 
foot  cut-out  poster  of 
Rodolph  Valentino  as 
he  appeared  when 
dancing  the  tango  in 
the  famous  photoplay, 
"The  Four  Horsemen 
of  the  Apocalypse." 
In  connection  with 
the  window  display 
small  cardboard  signs 
and  special  posters 
have  been  prepared 
for  use  in  booths,  af- 
fording a  direct  tie-up 
with  the  window.  The 
value  of  a  window 
display  of  the  type  il- 
lustrated is  obvious. 
The  fact  that  the  dis- 
play affords  dealers 
throughout  the  coun- 
try a  direct  means  of 
tying  up  with  the  pho- 
toplay mentioned  should  prove  of  added  value 
in  making  the  display  a  powerful  force  in  the 
sale  of  this  type  of  dance  recordings. 


NEW  YORK  RECORDING  LABORATORIES,  Inc. 
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Oav  -  o  -  lin  -  a    Mam-my      I'm  lon^- in  for  you  —  Cav-o-lm-a  Mam-my 


Carolina 

Manini 


AReal  Southern 
Mammy  Son^ 


■MA 


You  carit  -wiofil 
Vith  any  FEIST  son^^^^ 


IN  PES  M_OINES 

Music  Memory  Contest  Stimnhitcd  Interest  in  Records — Business 
Shows  Improvement — Stores  Change  Hands — Other  Important  News 


Des  Moines,  Ia,,  A'lay  5. — Business  in  the  talk- 
ing machine  and  record  lines  seems  to  be  a 
little  better  than  usual  for  this  time  of  year. 
Particularly  is  the  record  business  holding  up 
well.  Jobbers  and  dealers  attribute  this  fact 
to  a  late  Spring.  Dealers  in  outlying  districts 
have  been  handicapped  to_  some  extent  by  bad 
roads.  As  a  result  the  volume  of  business  from 
rural  districts  has  been  low. 

The  Music  Memory  Contest,  which  came  to 
an  end  the  latter  part  of  April,  awakened  con- 
siderable interest  locally.  Some  increase  in  rec- 
ord business  could  be  traced  to  that  source, 
but  dealers  claim  that  the  greatest  benefits  de- 
rived will  be  indirect. 

Jobbers  here  claim  that  tlie  increasing  popu- 
larity of  radio  has  not  hurt  their  business  to 
any  appreciable  extent.  Some  of  the  jobbers 
are  using  the  radio  to  stimulate  record  business. 
WGF,  the  radio  broadcasting  station  of  the 
Register  and  Tribune,  co-operated  with  local 
jobbers  by  broadcasting  May  release  records 
during  the  latter  part  of  April. 

Harger  &  Blish  report  the  appointment  of  R. 
liarger  &  Blish,  jobbers  of  Edison  machines  and 
Edison  records,  returned  from  a  trip  to  the 
northern  part  of  the  State  the  latter  part  of 
April.  Dealers  in  that  territory,  without  ex- 
ception, are  in  a  better  and  more  optimistic 
frame  of  mind,  according  to  Mr.  Blish.  There 
seems  to  be  little  radio  interest  in  that  section 
of  the  State  and  all  dealers  are  looking  forward 
to  an  exceptionally  good  Fall  and  Winter  busi- 
ness. 

George  E.  Mickel,  of  Mickel  Bros.,  jobbers 
of  Victrolas  and  Victor  records,  has  returned 
from  a  short  visit  at  the  Victor  factory. 


Harger  &  Blish  report  the  appointment  of  R. 
B.  Wilson  as  district  manager  in  South  Dakota. 
The  district  supervised  by  Mr.  Wilson  includes 
parts  of  Nebraska,  South  Dakota  and  Minne- 
sota. The  new  manager  was  formerly  manager 
of  the  Wilson  Music  House,  Solon,  la. 

The  Iowa  Corn  Song  record,  recently  issued 
by  Edison,  is  enjoying  a  remarkable  sale,  ac- 
cording to  Harger  &  Blish.  The  reverse  side  of 
the  record,  the  Okaboji  Waltz,  composed  by 
Edward  C.  Horne,  who  for  five  years  has  trav- 
eled for  Harger  &  Blish,  is  also  very  popular 
among  the  Iowa  trade.  Mr.  Horne  makes  his 
home  at  Arnold's  Park  on  the  shore  of  Lake 
Okaboji. 

The  Duning  Co.,  jobber  of  Starr  phonographs 
and  Gennett  records,  reports  that  its  record 
business  has  been  exceptionally  good  for  this 
time  of  year.  The  new  Physical  Culture  rec- 
ords by  Gennett  have  enjoyed  a  ready  sale. 
This  company  announces  the  appointment  of 
F.  W.  Loewenstein  as  Starr  and  Gennett  dealer 
at  Keokuk,  la. 

F.  H.  Nolte,  of  Stuart,  la.,  has  purchased  the 
jewelry  and  Edison  business  of  F.  G.  Malloy,  of 
that  place.  The  latter  will  continue  as  a  sales- 
man for  Mr.  Nolte. 

F.  McCreary,  of  Churdan,  la.,  dealer  in  Edison 
phonographs  and  records,  has  been  succeeded 
by  the  firm  of  McCreary  &  West. 

J.  S.  Wilkins,  well-known  Edison  dealer,  at 
New  Hampton,  la.,  died  at  his  home  April  24. 
The  business  will  be  carried  on  by  Mr.  Wilkins' 
son  under  the  firm  name  of  A.  C.  Wilkins. 

The  Chase  &  West  Talking  Machine  Co.  has 
been  taken  over  by  the  Chase  &  West  Furniture 
Co.    J.  M.  McNamara  has  recently  taken  over 


the  duties  of  general  manager  of  this  store. 

According  to  H.  B.  Sixsmith,  sales  manager 
for  Mickel  Bros.,  Victor  jobbers,  dealers  are 
very  much  interested  in  the  new  models  to  be 
issued  soon.  Mickel  Bros,  have  established  a 
slide  service  featuring  popular  Victor  releases. 
Dealers  in  the  smaller  towns  have  been  using 
these  slides  very  effectively  for  advertising  Vic- 
tor releases  at  motion  picture  shows. 

O.  A.  Laatsch,  Edison  dealer,  at  Pipestone, 
Minn.,  who  was  an  April  visitor  at  the  Harger 
&  Blish  jobbing  house,  reports  that  conditions 
in  Minnesota  are  very  much  improved  and  looks 
forward  to  a  splendid  business  during  the  com- 
ing year. 

G.  W.  Lyman,  of  Fonda,  la.,  has  succeeded  to 
the  Edison  business  formerly  handled  by  the 
O'Keefe  Drug  Co.  at  that  place. 

H.  A.  Lorenzen,  manager  of  the  Edison  de- 
partment for  the  Paule  Jewelry  Co.,  Burling- 
ton, la.,  is  the  proud  father  of  a  fine  baby  son. 

Miss  Ethel  Camel,  of  Creston,  la.,  is  now 
with  the  record  department  of  Davidson  Bros, 
store,  Des  Moines,  la.  She  was  formerly  with  Mc- 
Gregor &  Coen,  Victor  dealers,  at  Creston,  la. 

The  new  management  of  the  Stiefler  Furniture 
Co.,  Missouri  Valley,  has  finished  remodeling  its 
store  and  now  has  one  of  the  finest  furniture 
and  music  houses  in  the  Middle  West.  The 
firm  has  recently  taken  on  the  distribution  of 
Gennett  records  in  that  territory. 

C.  H.  Macone,  of  Grand  Island,  Neb.,  is  the 
name  of  a  new  Starr  and  Gennett  dealer,  ac- 
cording to  the  Duning  Co.  He  will  do  business 
as  the  North  Side  Music  House. 

Mrs.  C.  C.  Amsden,  of  Manchester,  la.,  was 
married  recently  to  Tom  Armstrong,  of  Greely, 
la.  Mr.  and  Mrs.  Armstrong  will  make  their 
home  at  Greely,  la.,  where  Mr.  Armstrong  is 
engaged  in  the  Edison  business.  Mrs.  Armstrong 
will  give  up  her  Edison  agency  at  Manchester. 


The  United  Talking  Machine  Co.,  of  Brockton, 
Mass.,  recently  purchased  the  D.  S.  Marsh  Co. 
store  in  New  London,  Conn. 


w 
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LANDAU'S  OPENS  ANOTHER  BRANCH 

Many  Prominent  Victor  Jobbers  Attend  Formal 
Opening  of  Handsome  New  Pittston  Store  of 
Rapidly  Growing  Pennsylvania  Firm 

Pittston,  Pa.,  May  5. — The  rapid  growth  of 
prosperity  of  Landau's,  widely  known  Victor 
dealer,  operating  several  stores  in  this  section 
of  the  State,  with  headquarters  in  Wilkes-Barre, 
has  been  indicated  by  the  opening  of  several 
branch  stores  during  the  past  year.  The  latest 
store  to  be  formally  opened  to  the  public  is  a 
handsome  remodeled  estabhshment  in  this  city. 
Other  branches  were  opened  comparatively  re- 
cently in  Wilkes-Barre  and  Hazleton,  Pa. 

The  Pittston  establishment  is  one  of  the  finest 
operated  by  Hyman  Landau  and  Harry  Alich- 
losky,  proprietors.  The  formal  opening  was  at- 
tended by  about  4,000  local  music  lovers  and, 
as  has  been  stated,  prominent  members  of  the 
trade,  including  Jerome  Harris,  secretary  of  C. 
Bruno  &  Son;  Charles  B.  Mason,  sales  man- 
ager; George  Kelly  and  Ernest  Fontan,  of  the 
New  York  Talking  Machine  Co.;  James  J.  Ba- 
vin, of  Ormes,  Inc.;  V.  W.  Moody,  of  the  Silas 
E.  Pearsall  Co.:  Harry  Ellis,  manager  of  the 
Talking  Machine  Co.,  and  G.  Tatem,  of  the  same 
concern;  D.  Wilson  Mayberry,  of  the  Penn 
Phonograph  Co.,  of  Philadelphia,  and  others. 

Musical  entertainment  was  furnished  by  two 
orchestras  and  a  quartet,  and  souvenirs,  such 
as  flowers,  sheet  music  and  thimbles,  were  pre- 
sented to  the  guests. 

PROOFS  OF  ACTIVITY  AT  SEA  SHORE 

Important   Contracts   Closed   for   Van  Veen 
Equipment  in  Long  Branch  and  Atlantic  City 

Leon  Tobias,  secretary  of  Van  Veen  &  Co., 
Inc.,  returned  to  the  headquarters  of  the  com- 
pany in  New  York  City,  after  a  somewhat  ex- 
tended trip  which  was  marked  with  considerable 
success.  Among  recent  contracts  closed  by 
Van  Veen  &  Co.,  Inc.,  is  one  with  Harry  Levin, 
at  118  Broadway,  Long  Branch,  N.  J.  This  con- 
tract calls  for  a  model  shop  equipment,  includ- 
ing six  hearing  rooms  with  paneling  and  wain- 
scoting, record  racks  with  a  capacity  of  15,000 
records,  counters,  musical  instrument  wall 
cases,  music  roll  cases,  etc.  An  outstanding 
feature  of  the  installation  will  be  a  handsome 
colonnade  twenty-four  feet  long,  covering  the 
entire  width  of  the  store.  Mr.  Levin  is  an  en- 
thusiastic Victor  retailer  and  has  created  con- 
siderable business  in  this  all-year-round  sea- 
shore resort.  He  is  now  building  an  extension 
to  his  present  warerooms  twenty-four  feet  wide 
and  eighty-nine  feet  long,  in  which  this  depart- 
ment will  be  housed. 

Another  indication  of  the  expectation  on  the 
part  of  the  seashore  dealers  for  big  Summer 
business  is  a  contract  recently  placed  with  this 
company  by  Charles  H.  Godfrey,  1728  Atlantic 
avenue,  Atlantic  City,  N.  J.,  for  complete  instal- 
lation of  equipment  consisting  of  ten  hearing 
rooms,  record  racks  for  20,000  records  and  nec- 
essary counter  equipment.  This  entire  job  will 
be  finished  in  ivory  enamel  and  will  be,  when 
completed,  one  of  the  most  attractive  ware- 
tooms  in  this  popular  seaside  resort. 


MiD=MONTH  REGAL  RECORD  RELEASES 

H.  G.  Neu,  of  the  Regal  Record  Co.,  Inc.,  re- 
ports a  decidedly  increased  interest  on  the  part 
of  the  public  in  vocal  selections.  From  present 
indications  this  renewed  activity  in  the  sale  of 
song  records  is  to  continue  and,  while  dance 
selections  will  naturally  predominate  during  the 
Summer  months,  this  need  not  necessarily  re- 
duce the  present  call  for  vocal  renditions.  At 
least  the  present  plans  of  the  Regal  Co.  are 
being  arranged  to  meet  the  coming  calls  for  rec- 
ords on  such  a  basis.  In  addition  to  the  regu- 
lar monthly  list  of  Regal  records  the  sales  de- 
partment of  the  company  announces  mid-month 
releases.  These  will  include  five  or  six  numbers 
from  the  coming  month's  titles  selected  for  their 
particular  popularity. 


FEATURE  SARAH  BERNHARDT  RECORD 

Aeolian  Co.  Claims  to  Have  Only  Recording  of 
Voice  of  Great  French  Actress 


The  Aeolian  Co.  has  been  giving  considerable 
publicity  to  the  fact  that  the  late  Sarah  Bern- 
hardt made  the  only  record  of  her  voice  for 
the  Vocalion  in  1917,  one  side  of  the  record 
bearing  "Priere  pour  nos  Enemies"  (Prayer  for 
Our  Enemies)  by  a  French  officer,  and  the  other 
side,  "L'Etoile  Dans  La  Nuit"  (The  Star  of  the 
Night),  by  Guernon.  The  announcement  has 
aroused  considerable  interest  among  admirers 
of  the  great  French  actress  in  all  parts  of  the 
country. 


HAMILTON  BACK  IN  NASHVILLE 

Nashville,  Tenn.,  May  5. — William  P.  Hamil- 
ton, who  has  been  manager  for  the  O.  K.  Houck 
Piano  Co.,  in  Little  Rock,  Ark.,  for  nearly 
twenty  years,  recently  returned  to  Nashville, 
his  home  town,  to  take  charge  of  the  company's 


SHERMAN,  CLAY  ENLARGES  QUARTERS 

Alterations  to  Sacramento  Store  Will  Provide 
More  Space  for  Growing  Business 


Sacramento,  Cal.,  May  3.— The  local  head- 
quarters of  Sherman,  Clay  &  Co.  are  being  con- 
siderably enlarged.  When  the  alterations  to  the 
building  on  Ninth  and  J  streets  have  been  com- 
pleted store  managers  and  employes  will  take 
up  the  task  of  installing  five  complete  depart- 
ments, each  one  to  handle  special  lines  of  musi- 
cal" instruments  and  accessories.  Pianos  and 
players  will  be  found  in  one  department,  phono- 
graphs and  records  in  another;  sheet  music  will 
be  separate,  and  small  musical  instruments  will 
add  another  department,  with  player  rolls  and 
cabinets  completing  the  list. 

The  enlarging  of  the  building  now  occupied 
by  Sherman,  Clay  &  Co.  wjll  provide  additional 
floor  space  required  by  a  rapid  increase  in  busi- 
ness, as  reported  by  the  local  managers. 

Console  period  models  seem  to  be  the  favorite 


branch  office  in  the  latter  city. 


with  the  public  now. 


Meets  Tremendous  Approval 

Oro-Tone  No.  4  Edison  Automatic  Equipment 

There  is  a  reason  for  the  amazing  success  of  the 
new  Oro-Tone  No.  4  Edison  Concert  Automatic  Equip- 
ment— unequalled  in  convenience  and  performance. 

THE  Oro-Tone  No.  4  Edison  Concert  Equipment  offers  you  five  exclu- 
sive features  to  help  3'ou  sell:  (Ij  It  automatically  adjusts  itself  to  the 
correct  weight  for  playing  all  lateral  and  vertical  cut  records ;  (2)  It  also 
automatically  adjusts  itself  to  the  correct  needle  center  and  correct  angle 
for  playing  all  lateral  and  vertical  cut  records;  (3)  the  height  adjustment 
feature  insures  that  the  reproducer  will  swing  clear  of  the  record;  (4)  the 
reproducer  will  not  coast  when  the  record  is  played  through ;  (5)  the  new 
Oro-Tone  No.  4  Concert  Equipment  plays  an' Edison  record  with  the  regular 
fibre  needle,  producing  splendid  volume  and  eliminating  surface  noises. 

Position  for  Playing  Victor 
and  other  Lateral  cut  Rec- 
ords. 

Thib  illustration  shows  the 
neat,  trim  appearance  of  the 
Oro-Tone  No.  4  Equipment 
and  the  position  when  playing 
Victor  or  other  lateral  cut  rec- 
ords. Note  the  dotted  line 
showing  the  exact  center 
.  which  the  needle  takes  auto- 
matically when  the  reproducer 
is  turned  to  play  lateral  cut 
_     ,  ,    ,•  J  £  records. 

Patent  Applied  for 

Position  for  Playing  Edison 
and  other  Vertical  cut 
Records. 

A  simple  turn  of  the  hand  and 
the  Oro-Tone  No.  4  Concert 
Equipment  automatically  ad- 
justs itself  to  play  Edison  and 
other  vertical  cut  records. 
Note  the  position  of  the  needle 
shown  by  the  dotted  line.  Also 
the  shortening  of  the  arm 
which  adjusts  the  weight 
properly  and  automatically. 


Patent  .Applied  for 


Every  Oro-Tone  No.  4  Edison  Concert  Automatic  Equipment 
is  guaranteed  mechanically  perfect  in  workmanship  and  opera- 
tion for  a  period  of  two  years.  Write  for  sample  sent  on  30- 
days'  approval. 


1000-1010 
George  Street 


Chicago 
Illino  is 
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No  matter  how  excellent  the  service  may  be 
which  a  store  extends  to  its  customers  it  will 
soon  be  looked  upon  by  patrons  as  the  usual 
and  necessary  thing  for  the  merchant  to  do, 
unless  he  impresses  on  them  the  fact  that  any 
special  service  which  he  extends  is  costing  him 
money  and  that  this  service  is  a  favor  to  the 
customer.  W.  F.  McLay,  aggressive  Victor 
dealer,  of  Carnegie,  Pa.,  maintains  a  free  inspec- 
tion and  repair  service  for  his  talking  machine 
customers.  Patrons  are  urged  to  make  use  of 
the  privilege,  but  he  takes  care  to  impress  on  his 
customers  the  fact  that  this  service  costs  him 
a  considerable  amount  of  money  and  that  he  has 
curtailed  in  many  ways  in  order  to  make  the 
service  possible.  He  also  notifies  patrons  that 
if  they  move  from  the  city  to  an  out-of-town 
locality  he  will  pay  to  have  their  instruments 
repaired  by  the  nearest  Victor  dealer.  During 
an  experience  with  this  service  covering  several 
years  Mr.  McLay  has  found  that,  while  it  has 
often  helped  to  close  the  sale  of  an  instrument, 
he  has  very  seldom  been  called  upon  to  fulfill 
his  promise.  Of  course,  when  a  patron  requests 
it  an  inspection  of  the  instrument  is  made  and, 
when  necessary,  repairs  are  also  cheerfully 
made,  with  the  result  that  the  large  clientele  of 
this  establishment  has  full  confidence  in  Mr. 
McLay.  Remember,  it  always  pays  to  extend 
service  and  to  keep  promises. 

v***  J'*  ^* 
V     V  V 

There  is  a  wonderful  opportunity  of  large 
sales  of  the  various  meritorious  exercise  records 
on  the  market,  if  more  dealers  only  would  real- 
ize it.    And  this  does  not  mean  simply  selling  over 


the  counter  to  people  who  may  merely  stop  in 
for  the  purpose  of  buying  these  particular  re- 
cordings. The  public  is  turning  more  and  more 
to  exercise  as  a  road  to  good  health  and  the 
talking  machine  merchant  can  turn  this  fact  to 
profit  if  the  proper  steps  are  taken  to  secure 
business  of  this  character.  In  any  city  and 
town  there  are  clubs  and  organizations  of  vari- 
ous kinds  and  here,  in  brief,  is  the  field.  It  is 
comparatively  easy  to  arrange  a  "Physical  Cul- 
ture" afternoon  or  evening  meeting  at  any  one 
of  these  organizations  and  sales  are  bound  to 
follow.  Dealers  who  have  demonstrated  the 
health  records  at  meetings  of  organizations, 
with  all  members  present  taking  exercises  to 
nmsic,  have  found  the  venture  exceedingly  prof- 
itable  and  interesting  to  members. 

❖  ❖  ❖ 

Of  all  the  methods  of  advertising  and  pub- 
licity that  of  advertising  in  the  programs — ■ 
dance,  musicale,  entertainment,  etc. — is  undoubt- 
edly the  most  productive  in  bringing  the  line 
of  talking  machines  and  records  handled  to  the 
attention  of  a  special  group  of  people.  It  must 
be  borne  in  mind  that  when  a  merchant  takes 
advertising  space  in  a  program  he  is  not  only 
helping  out  the  organization  and  thereby  build- 
ing good-will,  but  he  can  rest  assured  that  his 
advertisement  will  be  read  by  most  of  those 
I'eceiving  the  programs.  Take,  for  example,  an 
organization  which  is  holding  a  dance  at  which 
there  are  about  one  hundred  persons  present. 
All  of  these  people  are  prospective  customers 
and  if  80  per  cent  read  the  ads  the  amount  usu- 
ally spent  for  this  advertising  is  an  investment 
that  pays  very  liberal  dividends. 

❖  ❖  ❖ 

There  is  nothing  new  about  advertising  in 
theatres,  but  several  new  twists  have  been  given 
to  it  of  late  with  considerable  success.  One  is 
to  place  an  instrument  in  the  lobby  of  the  the- 
atre with  a  spotlight  playing  on  the  talking 
machine  and  a  placard  announcing  the  name  of 
the  instrument  and  the  name  and  address  of 
the  concern  displaying  it. 


SCORES  IN  "JENNY  LIND  CONCERT" 

An  audience  that  filled  every  nook  of  the  Hip- 
podrome, including  the  stage,  became  justly  en- 
thusiastic over  the  "Jenny  Lind  Concert"  given 
by  Frieda  Hempel,  the  celebrated  Edison  artist, 
on  Sunday  evening,  April  22.  It  was  evidently  a 
night  of  nights,  and  Mme.  Hempel,  who  was 
dressed  to  represent  the  famous  Swedish  so- 
prano, was  in  splendid  voice  and  charmed 
everyone,  not  only  with  the  wizardry  of  her 
voice,  but  by  her  gracious,  fascinating  personal- 
ity. Her  program  was  a  duplicate  practically 
of  that  given  at  the  centennial  celebration  in 
New  York  in  1920,  and  she  was  assisted  by  that 
splendid  artist,  Conraad  V.  Bos,  at  the  piano,  and 
Messrs.  Fritze  and  Fabrizio,  flutists,  who  were 
dressed  in  the  garb  of  the  Jenny  Lind  period. 

Mmc.  Hempel  will  leave  at  an  early  date  for 
Europe  and  is  scheduled  to  give  a  "Jenny  Lind 
Concert"  in  London,  where,  we  are  sure,  she 
will  score  as  great  a  success  as  she  did  here. 


FORTY  YEARS  IN  BUSINESS 

WiLLiAMSPORT,  Pa.,  May  S. — Charles  E.  Brown- 
ell,  owner  and  manager  of  the  music  house 
of  D.  S.  Andrus  &  Co.,  was  given  a  cor- 
dial surprise  greeting  recently  by  his  asso- 
ciates and  employes  on  the  occasion  of  his 
fortieth  anniversary  with  the  company.  A  flower 
shower  had  been  successfully  carried  out  by  the 
office  personnel,  and  Mr.  Brownell  was  more 
than  pleased  to  have  been  so  remembered  by  his 
co-workers. 


REFLEXO  ANNOUNCEMENT  INTERESTS 

The  Reflexo  Products  Co.,  Inc.,  has  mailed  to 
the  trade  an  interesting  announcement  on  the 
Reflexo  blue  steel  needle  and  the  new  counter 
display  stand.  The  Reflexo  blue  steel  needle  is 
n;ade  by  the  W.  H.  Bagshaw  Co.,  Lowell,  Mass., 
and  is  a  ten-record  needle.  The  same  needle 
can  be  played  either  loud,  soft  or  medium. 


WHY  NOT  YOU? 


Wide-awake  dealers  are  increasing  their 
profits  thru  the  sales  of  De  Luxe  Needles 


Before  you  place  your  next  order  don't  fail  to 
write  us  for  samples  and  full  particulars  about 

DE  LUXE  NEEDLES 


Duo-|ONE  Company,  Incorporated 

Sole  Manufacturers  of  De  Luxe  Needles 
ANSONIA,  CONN. 


DON'T  FORGET  THESE  FACTS 


Perfect  Reproduction  of  Tone  No  Scratchy  Surface  Noise  I 


Full  Tone 


PLAYS  I00-200  RECORDS 


Three  for  30  cents  (40  cents  in  Canada) 


Medium  Tone 
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THE    NEW    HALL    OF  FAME 


GIACOMO  LAURI-VOLPI 

Tenor — Metropolitan  Opera  Company 


....  <iAnother  U\[ew 
"Brunswick  oyfrtist 


'New  'BrunswicV. 
Records  Daily 

Something  new  on  Brunswick 
Records  to  offer  your  custom- 
ers every  day. 

New  record  business  daily  in- 
stead of  a  few  days  each  month. 

Public  response  to  new  system 
brings  huge  increase  of  record 
business  to  Brunswick  dealers. 

Always  new  Brunswick  Rec- 
ords on  sale. 

No  more 
waiting  for 
the  far-off 
monthly 
"r  e  1  e  a  s  e 
date." 


Still  another  member  of  The  New 
Hall  of  Fame — the  great  artists  of 
today,  succeedmg  those  of  yesterday 
— to  associate  his  art  with  Brunswick 
Records  exclusively,  is  this  new 
Italian  tenor  of  the  Metropolitan 
Opera  Company. 

That  New  York  opera  goers  are 
enthusiastic  over  the  "finding"  of 
Lauri'Volpi  is  attested  by  the  fact 
that  during  the  first  five  weeks  of 


his  engagement  he  sang  fourteen  per- 
formances  in  the  leading  roles  of 
"Rigoletto,"  "Boheme,"  "Barbiere," 
"Tosca,"  "Traviata,"  "Cavalleria," 
and  "Anima  Allegra." 

His  first  Brunswick  Record  is  now 
on  sale — two  selections  which,  on  the 
night  of  his  debut  as  the  Duke  in"Rig' 
oletto,"  won  him  the  most  dramatic 
outburst  of  applause  ever  given  a  new 
singer  by  a  Metropolitan  audience. 


No.  15047 

Rigoletto — La  donna  e  mobile  (\\'oman  Is 
Fickle)  Act  III  (Verdi)  Tenor;  In  Italian 

Rigoletto — Questa  o  quella  ('Mid  the  Fair 
Throng)  Act  I,  Scene  1  (Verdi)  Tenor; 
In  Italian 

Exclusive  'Brunswick  Artists 

Now  in  The  New  Hall  of  Fame 

IVOGUN 
KARLE 


DANISH 
DUX 
CHAMLEE 
EASTON 
GODOWSKY 
HOFMANN 
HUBERMAN 


LAURI'VOLPI 

NEY 

ONEGIN 

STRAUSS 

TIFFANY 


THE  "LOMBARDI" 


WILLEKE 

THE  BRUNSWICK-BALKE-COLLENDER  CO. 

'Manufacturers  —  Bs.tahlish.cd  1845 

CHICAGO      NEW  YORK      CINCINNATI  TORONTO 


PHONOGRAPHS      AND  REC 
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Another^^M^Carthy-Tierney^^  Masterpiece! 

gAW|y|lLL  piVERftOAD 


i 


That  Irresistible  Fox  Trot  From 

^'llou  ain't  go  ulron^ 
With  an fmsr song" 


i 


esame"*bld  sto     —  i^. 


Each 


•Dcwn 


there      m  lov-ers  lane. 


VALUE  OF  GOOD  WILL  AS  A  BUSINESS  BUILDING  FACTOR 

A  Systematic  Method  of  Constantly  Adding  to  Friendship  Has  a  Vital  Influence  on  Sales — How 
a  Small-town  Merchant  Is  Succeeding  by  Service  and  Good  Will 


The  building  of  good-will  is  one  of  the  prime 
essentials  of  the  development  of  a  substantial 
business,  and  in  this  respect  the  small-town 
dealer  has  the  advantage  of  the  merchant  in 
the  large  city.  Some  dealers  located  in  small 
corrimunities  apparently  feel  that  their  oppor- 
tunities are  limited  and  that  they  are  handi- 
capped in  building  up  large  business  volume. 
They  lose  sight  of  the  fact  that  through  good- 
will this  apparent  handicap  is  nullified. 

For  example:  In  Rye,  N.  Y.,  there  is  a  talk- 
ing machine  business  known  as  the  Rye  Music 
Shop,  of  which  I.  Donen  is  proprietor.  Mr. 
Donen  has  built  a  prosperous  business  merely 
by  taking  advantage  of  the  unequaled  small- 
town opportunities  of  making  acquaintances  and 
developing  friendships.  Here  is  one  of  his 
methods  of  doing  it  which  other  merchants  can 
easily  put  in  efTect.  Mr.  Donen  makes  it  a 
point  to  put  in  an  appearance  at  all  picnics, 
meetings  of  clubs,  etc.,  where  music  can  be 
worked  in  in  some  way.    Most  of  these  organ- 


izations lack  the  finances  to  own  instruments 
of  their  own  or  to  pay  for  music,  and  therefore 
when  he  offers  to  supply  music  without  cost 
they  eagerly  grasp  the  opportunity  and  are 
grateful  for  the  entertainment.  He  declares 
that  often,  after  arranging  a  program  in  this 
manner,  he  sells  many  records  and  occasionally 
a  talking  machine.  The  fact  that  he  is  willing 
to  do  this  sort  of  thing  has  become  so  well 
known  that  when  any  society  or  club  is  plan- 
ning a  gala  event,  he  is  voluntarily  called  upon 
to  supply  the  music. 

Through  this  means  he  has  made  friends  with 
many  people  in  his  community,  and  the  list  is 
constantly  growing  and,  while  he  is  up  against 
keen  competition  from  large  cities  immediately 
adjoining  his  territory,  he  gets  the  business 
from  the  people  in  his  community,  who  prefer 
to  go  to  him  because  of  the  acquaintance  and 
the  favors  which  he  has  accorded,  rather  than 
to  the  larger  dealers,  unknown  to  them,  in  the 
surrounding  territory. 


This  is  a  typical  example  of  what  good-will 
can  accomplish  and  that  talking  machine  dealer 
who  reckons  without  this  vital  force  is  making 
a  big  mistake.  The  cost  of  making  friends  is 
nil,  but  the  benefits  to  be  derived  therefrom 
are  great  and  the  dealer  in  the  small  town, 
aside  from  the  standpoint  of  personal  pleasure 
in  having  the  friendship  and  acquaintance  of 
many  people  in  his  community,  is  building 
future  sales  and  profits  for  himself. 


CROSLEY  BROADCASTING  STATION 


New  Equipment  for  WLW  Station  at  Crosley 
Plant — Powel  Crosley,  Jr.,  Keenly  Interested 
in  Radio  Activities  and  Development 


The  Crosley  Mfg.  Co.,  of  Cincinnati,  manu- 
facturer of  the  popular  Crosley  radio  receiving 
sets,  maintains  in  its  immense  plant  on  Alfred 


WLW  Station  at  Crosley  Plant 

street  one  of  the  most  efficient  and  up-to-date 
broadcastmg  stations  in  the  country.  This_ sta- 
tion was  recently  equipped  with  new  500-watt 
Western  Electric  radio  broadcasting  equipment, 
and  the  WLW  statioti,  which  is  the  official  des- 
ignation for  the  Crosley  broadcasting  headquar- 
ters, now  sends  out  programs  which  are  unsur- 
passed by  any  station  in  the  metropolitan  cities. 

Powel  Crosley,  Jr.,  president  of  the  Crosley 
Mfg.  Co.,  is  widely  known  in  both  the  radio 
and  talking  machine  industries  and,  under  his 
capable  direction,  the  Crosley  organization  has 
made  phenomenal  progress  with  its  various 
products.  The  Crosley  radio  receiving  set  is 
now  being  merchandised  by  dealers  and  jobbers 
from  coast  to  coast  and  the  company  is  co- 
operating with  its  sales  organization  in  every 
possible  way.  In  the  accompanying  illustration 
Mr.  Crosley  is  dedicating  the  new  broadcasting 
equipment  at  station  WLW. 


EDWARD  F.  HARDWOOD  TO  MOVE 

PirxsTON,  Pa.,  May  3. — Edward  F.  Hardwood, 
music  merchant  of  this  city,  formerly  located  at 
109  North  Main  street,  has  recently  moved  into 
handsome  new  quarters  at  6  North  Main  street, 
this  city.  He  will  share  the  establishment 
with  E.  S.  Wicks,  jeweler,  from  whom  he  has 
purchased  the  local  Victor  agency.  A  full  line 
of  pianos,  player-pianos,  etc.,  is  handled. 
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K  A  N  S  A  S  CITY 


Leading  Dislrihiitnrs  and  Dealers  Report  Combined.  Activity 
in  All  Departments  of  Trade — Trade  Trip  Stimulates  Activity 


Kansas  City,  Mo.,  A'lay  7. — The  annual  trade 
trip  made  under  the  supervision  of  the  Kansas 
City  Chamber  of  Commerce  took  place  the  latter 
part  of  the  month  of  April.  The  purpose  of 
it  was  to  place  in  the  mind  of  the  public  the 
names  of  dealers  in  the  territory.  Literally, 
tons  of  advertising  was  taken  and  distributed  in 
the  various  towns  through  which  the  train 
passed.  The  musical  world  was  well  repre- 
sented, among  the  dealers  being  J.  W.  Jenkins 
and  J.  W.  Jenkins,  3rd,  from  the  J.  W.  Jenkins 
Sons  Music  Co.,  and  Harvey  J.  Schmelzer,  of 
the  Schmelzer  Co. 

The  J.  W.  Jenkins  Sons  Music  Co.  installed 
a  player-piano  and  Victor  talking  machine  and 
the  Schmelzer  Co.  installed  a  radio. 

Fred  Jenkins,  of  the  J.  W.  Jenkins  Sons  Co., 
has  just  returned  from  a  visit  to  the  Victor 
factory  and  is  enthusiastic  about  the  new  con- 
sole models.  He  thinks  that  they  are  much  finer 
than  anything  that  he  has  seen  and  that  they 
will  achieve  instant  popularity. 

The  Columbia  Co.  reports  that  conditions  in 
this  section  of  the  country  have  shown  a  great 
improvement  and  the  volume  of  records  sold 
during  the  past  couple  of  months  has  been 
stupendous. 

Plans  for  the  new  retail  store  of  the  Black- 
man  Music  Co.  are  progressing  nicely.  The  new 
equipment  of  eleven  beautiful  Unico  booths  is 
being  finished.  Beautiful  Ampico  rooms  will  be 
installed.  The  Blackman  Music  Co.  will  feature 
Edison  phonographs  and  a  fine  line  of  pianos. 

H.  A.  Bailey,  manager  of  the  Blackman  Music 
Co.,  has  just  returned  from  a  three  weeks'  trip 
to  Los  Angeles,  where  he  was  the  business  guest 
of  Mr.  Braden,  of  the  Fitzgerald  Music  Co.,  and 
John  Martin,  of  the  Martin  Music  Co.  Mr. 
Bailey's  trip  was  made  for  the  purpose  of  study- 
ing the  methods  of  these  two  concerns. 

The  following  Edison  dealers  visited  the 
Phonograph  Co.,  of  Kansas  City,  recently:  W. 
G.  Hutchens,  Hutchens  Music  Shop,  Lees 
Summit,  Mo.;  I^.  M.  Mallonee  Music  Co., 
El  Reno,  Okla.;  H.  C.  Allphin,  Berkebile  & 
Allphin,  St.  John,  Kans.;  L.  K.  Bannon,  Ingalls, 
Kans.;  Earnest  Runnenburger  Bros.,  Harrison- 
ville.  Mo.;  George  Reynolds,  Mace  &  Reynolds, 


Argentine,  Kans.;  J.  W.  Blair,  Russell,  Kans.; 
B.  W.  Durland,  Diirland  Furniture  Co.,  Man- 
hattan, Kans.;  H.  E.  Kimber,  Excelsior  Springs, 
Mo.;  Miss  Alma  Cornell,  M.  A.  Spaulding  Music 
Co.,  Phillipsburg,  Kans.;  F.  E.  Parker,  Crosby 
Bros.,  Topeka,  Kans. 

The  Snyder  Drug  Co.,  Medford,  Okla.,  has 
obtained  the  Edison  agency  in  that  city. 

A.  C.  Williams  has  just  bought  the  stock 
formerly  owned  by  Hay  Bros.,  Mena,  Ark.,  and 
v/ill  continue  with  the  Edison  agency. 

The  Osage  Music  Co.  has  just  bought  the 
stock  formerly  owned  by  Lynn  Music  Co.,  Edi- 
son dealer,  Fairfax,  Okla. 

The  Tulsa  Music  Shop,  Inc.,  will  open  its 
doors  May  25  to  succeed  the  Tulsa  Phonograph 
Shop,  Lie.  The  new  company  is  organized  by 
R.  A.  Irwin,  H.  P.  Downs,  N.  T.  Gilbert  and 
Perry  Chapman.  The  latter  is  manager  of  the 
new  company,  which  will  handle  the  Edison. 

The  Brunswick,  since  moving  into  the  new 
building  on  Grand  street,  finds  that  it  enjoys 
a  number  of  conveniences  which  were  lacking 
in  the  old  building.  They  are  located  in  a  fine 
wholesale  district,  which  is  next  to  the  union 
depot  and  this  is  a  great  convenience  to  the 
trade  when  it  visits  Kansas  Citji.  It  is  also 
handy  to  the  down-town  district,  so  that  the 
trade  can  get  to  and  from  the  shopping  section. 
An  added  convenience  is  the  fact  that  now  all 
the  business  is  done  under  one  roof,  instead 
of  two,  and  this  saves  time  and  expense. 

The  new  building  is  fireproof  and  the  lighting- 
is  very  fine.  This  adds  to  the  effectiveness  of 
the  work  done  by  the  force.  The  convenient 
display  rooms  are  a  feature  of  these  fine  new 
warerooms. 

M.  C.  Schoenly,  formerly  with  the  Victor  Co., 
has  joined  the  sales  organization  , of  the  Kansas 
City  branch  of  the  Brunswick-Balke-Collender 
Co.  as  special  sales  representative. 

Elsie  Clark,  Okeh  record  artist,  is  in  Kansas 
City  at  the  Pantages  Theatre  at  the  present 
time  and  the  Artophone  Co.  is  pushing  her 
records  and  placing  them  in  dealers'  hands. 

The  Martin  Bros.  Piano  Co.,  of  'Springfield, 
has  opened  a  new  store  at  Sedalia,  Mo.,  where 
it  will  handle  the  Brunswick  line. 


The  London  Console 
$135 

The  Hit  of  the  Year 


Dealers  in 

Kansas  Missouri 
Oklahoma  Arkansas 

Think  This  Over 

The  Phonograph  dealer 
who  sells  both  the  Edi- 
son and  other  makes 

Always 

falls  back  on  the  Edison 
in  the  pinches. 

"There's  a  Reason" 

For  information  regard- 
ing open  territory,  write 

The  Phonograph  Company 

1215  McGee  Street 
KANSAS  CITY,  MO. 


Elmer  A.  McMurtry,  who  was  manager  of 
the  Kansas  City  branch  for  the  past  thirteen 
years,  has  assumed  the  position  as  Canadian 
manager  of  the  Columbia  Graphophone  Co., 
with  headquarters  in  Toronto,  Canada.  Mr. 
McMurtry  was  selecte'd  to- fill  this  important 
position,  which  is  a  distinct  tribute  to  his  mer- 
chandising ability  and  general  knowledge  of  the 
phonograph  industry.  He  is  exceptionally  well 
qualified  for  his  new  duties  as  he  has  been  a 
member  of  the  Columbia  organization  for  the 
past  twenty-five  years,  serving  as  manager  in 
St.  Louis,  Pittsburgh  and  Kansas  City. 

Betts  Bros.  Jewelry  Co.,  of  Independence, 
Mo.,  has  moved  to  a  larger  location,  where  it 
will  handle  the  Brunswick  line. 

Max  A.  Shilling  Furniture  Co.,  Eldorado,  Ark., 
recently  started  a  newspaper  campaign  on  Co- 
lumbia instruments  and  sales  for  the  first  ten 
days  totaled  forty-eight  machines. 

Terry's  Music  Store,  of  Salina,  Kan.,  has 
just  placed  another  substantial  order  for  Colum- 
bias  and  reports  that  business  conditions  in 
its  territory  have  never  been  better.  The  store 
is  carrying  on  an  extensive  "sell  by  truck"  cam- 
paign and  advises  that  it  did  not  realize  the 
volume  of  business  that  could  be  procured  by 
following  out  such  a  plan. 

R.  R.  Sparrow,  former  manager  of  the  Colum- 
bia branch  in  New  Orleans,  has  been  trans- 
ferred to  Kansas  City  to  assume  the  manager- 
ship of  this  branch.  Mr.  Sparrow  has  had  con- 
siderable experience  in  the  industry,  having  been 
connected  with  the  Atlanta,  Pittsburgh  and' 
New  Orleans  branches. 

The  following  visitors  were  received  at  the 
new  location  of  the  Brunswick  Co.  in  Kansas 
City:  Mr.  Woodrey,  of  C.  J.  Turner,  of  Clifton; 
R.  G.  Walters,  of  Atchison;  J.  B.  Lindemood, 
of  Paola;  V.  W.  Huffman,  Herington,  all  in 
Kansas.  H.  L.  Kelly,  of  Kelly  &  Son,  Lexing- 
ton, Mo.;  Jack  Hirrlinger,  of  W.  F.  Hirrlinger 
Music  Co.,  Excelsior  Springs,  Mo. 

The  Artophone  Co.,  which  waited  so  faith- 
fully for  a  shipment  of  Sophie  Tucker  records, 
has  sold  every  record  and  is  now  on  tiptoes 
waiting  for  the  next  order  to  arrive. 

E.  W.  Guttenberger,  manager  of  the  Arto- 
phone Co.,  has  just  returned  from  a  trade  trip 
through  Oklahoma,  Kansas  and  Missouri,  and 
reports  business  as  being  very  good. 


JUVENILE  RECORD  BOOK  MEETS  NEED 


"Little  Tots'  Nursery  Tunes"  in  Four  Books 
Now  Being  Distributed  to  Trade  by  Regal 
Record  Co. — Meeting  With  Popularity 


The  new  juvenile  record  book  marketed  by 
the  Regal  Record  Co.,  Inc.,  18  West  Twentieth 
street.  New  York  City,  under  the  trade  name 
"Little  Tots' 
Nursery  Tunes," 
has  met  an  im- 
portant need,  ac- 
cording  to  the 
sales  department 
of  the  manufac- 
turer. The  fact 
that  this  record 
catalog  contains 
a  coinprehensive 
list  of  songs, 
games  and  stories 

for    children    of-       Juvenile  Record  Book 

fered  in  a  loose-leaf  album,  the  records  of  which 
can  be  increased  at  the  desire  of  the  purchaser, 
makes  it  a  unique  present  for  the  child.  The 
individual  seven-inch  double-faced  records,  with 
colored  picture  and  verse  card  in  an  attractive 
envelope,  are  released  from  time  to  time,  mak- 
ing it  possible  for  the  retailer  to  close  many 
follow-up  sales  following  the  original  purchase 
of  the  albums. 

Four  books  of  this  juvenile  series  are  now 
being  delivered  to  the  trade.  They  contain  such 
titles  as  "Jack  and  Jill,"  "Little  Bo  Peep,"  "Tom, 
Tom,  the  Piper's  Son,"  "Simple  Simon,"  "Lon- 
don Bridge's  Falling  Down,"  "Little  Red  Riding 
Hood."  "Three  Bears."  etc. 
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"God  Touched  the  Rose"  (Brown)  is  an  exquisitely  colored  po- 
etical lyric.  To  sing  it  understandingly  requires  a  voice  of  the 
most  delicate  sensitiveness.  Tandy  Mackenzie's  beautiful  inter- 
pretation of  this  masterpiece  of  harmony,  Record  80799,  is  as 
gracious  to  the  ear  as  a  perfect  rose  is  to  the  eye. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


NEW  ORLEANS 

Sales  Records  of  Retailers  and  Jobbers  for  the  First  Quarter 
of  the  Year  Indicate  Satisfactory  Business  Progress — The  News 


New  Orleans,  La.,  Alay  /■ — Talking  machine 
circles,  generally,  in  this  city  report  business  as 
booming,  both  in  the  sales  of  machines  and  rec- 
ords. An  aspect  of  promise  is  facing  the  ma- 
jority of  the  houses.  The  judgment  of  well-in- 
formed dealers  is  based  principally  on  sales 
records  and  similar  data,  showing  that  the  first 
four  months  of  1923  have  been  a  period  in  which 
the  trade  has  regained  its  feet,  after  the  discour- 
aging times  of  the  three  previous  years.  The 
month  of  April  which  recently  closed,  it  is  prac- 
tically universally  agreed,  was  the  banner  month 
not  only  of  this  year,  but  of  the  aforementioned 
period.  Jobbers  and  dealers  are  preparing  for 
a  consistent  sales  season  throughout  the  Sum- 
mer, although  this  time  of  the  year  is  usually 
rather  quiet. 

With  the  advent  of  May  the  Spring  season  is 
considered  as  being  at  its  height.  Philip  Wer- 
.lein,  Ltd.,  distributor  of  Victrolas  and  Victor 
records,  is  expecting  the  arrival,  shortly,  of  a 
large  shipment  of  the  latest  factory  model  con- 
soles, which  will  be  offered  to  the  trade  as  a 
Spring  inducement.  These  machines  will  retail 
at  $150,  and  a  big  demand  is  anticipated  for 
these  creations.  Manager  John  A.  Hofheinz,  of 
the  wholesale  department  of  the  concern,  re- 
cently returned  from  a  business  survey  of  the 
territory  served  by  them  and  is  enthusiastic 
over  the  improved  conditions  he  found  existing. 

Mischa  Elman,  noted  violinist  and  Victor  art- 
ist, appeared  in  this  city  recently  in  the  closing 
concert  of  the  season  and  a  stimulated  demand 
for  his  records  is  noticeable. 

J.  D.  Moore,  manager  of  the  music  depart- 
ment of  the  Maison  Blanche  Department  Store, 
is  introducing  the  latest  Victor  upright  ma- 


chine to  the  purchasing  public  of  the  city.  The 
model,  styled  as  the  Apartment  type,  has  re- 
cently arrived.  Mr.  Moore  believes  that,  by  the 
institution  of  this  design,  many  families  living 
in  apartments  which  have  little  or  no  surplus 
room  will  be  enabled  to  put  in  this  entertain- 
ment feature.  Record  sales  for  April  amounted 
to  between  40  and  45  per  cent  of  total  sales 
during  the  month.  All  were  sold  on  the  regu- 
lar cash  basis,  with  a  thirty-day  charge  account 
to  established  credit.  Sales  are  never  permitted 
to  fall  below  the  33  1-3  per  cent  mark. 

The  Junius  Hart  Piano  House,  of  this  city, 
Okeh  jobber,  is  closing  an  excellent  business 
with  this  popular  line  of  records.  Sales  for  the 
first  four  months  of  the  year  were  very  satis- 
factory, and  the  company  has  established  quite 
a  number  of  new  accounts  throughout  this  ter- 
ritory. The  new  lists  of  Okeh  records  are  meet- 
ing with  a  cordial  reception  from  the  trade,  and 
the  Junius  Hart  Piano  House  is  co-operating 
with  its  dealers  in  every  possible  way  in  order 
to  make  1923  a  banner  year. 

The  month  just  concluded  proved  to  be  a 
profitable  one  for  the  talking  machine  depart- 
ment of  D.  H.  Holmes'  Department  Store,  ac- 
cording to  Manager  Howard  Hill.  Sales  showed 
an  increase  of  20  per  cent  over  those  of  the  pre- 
vious thirty-day  period.  The  majority  of  the 
talking  machines  disposed  of  were  Vocalion  con- 
soles, for  which  the  firm  is  distributor.  Vo- 
calion purchases  have  achieved  a  very  reputable 
position  in  the  month's  sales  records.  Inability 
on  the  part  of  manufacturers  to  deliver  a  sup- 
ply of  the  popular  console  models,  capable  of 
fulfilling  the  demand,  is  assigned  as  the  reason 
that  a  greater  number  is  not  sent  out  to  the 


public  in  this  city  and  section.  The  company 
handles  the  Vocalion  and  Columbia  records  also. 

D.  J.  Tremblay,  president  of  the  Collins  Pi- 
ano Co.,  155  Baronne  street,  in  which  business 
he  and  his  wife  recently  purchased  controlling 
stock,  advises  that  the  business  of  the  company 
has  shown  an  increase  of  upwards  of  300  per 
cent  since  the  official  transfer,  January  20  last. 
The  interior  of  the  store  has  been  refinished. 
New  record  racks  have  been  put  in  and  other 
improvements  made.  Mrs.  Tremblay  manages 
the  record  department.  The  Collins  Co.  handles 
the  Victor  line. 

Complications  are  confronting  P.  A.  Guer- 
nard,  Columbia  dealer,  of  109  University  place. 
Mr.-  Guernard,  who  has  been  in  that  particular 
line  of  business  for  slightly  over  two  years, 
has  succeeded  in  building  up  a  very  thriving 
business,  although  his  location  is  slightly  sepa- 
rated from  the  hub  of  the  music  world  of  the 
city.  He  distributes,  besides  the  Columbia  ma- 
chines, Columbia,  Okeh  and  Gennett  records. 
Trade  is  extremely  brisk,  he  reports,  and  indi- 
cations are  that  increases  are  in  sight.  How- 
ever, he  unfortunately  happens  to  maintain  his 
store  in  a  building  the  lessees  of  which  threaten 
to  exact  a  larger  rental,  fee.  Mr.  Guernard  be- 
lieves this  to  be  exorbitant  and  intends  to  sup- 
port his  belief  by  moving,  should  the  attempt 
to  collect  the  increase  materialize.  Okeh  rec- 
ords, he  says,  are  keeping  pace  with  others,  sales 
being  substantial  in  nature.  The  popularity  of 
the  Gennett  brand  is  also  steadily  growing. 

Although  the  sales  force  of  the  Dwyer  Piano 
Co.  is  believed  by  President  James  T.  Dwyer  to 
be  faultless  and  second  to  none  in  the  city,  he 
finds  that,  while  April  of  this  year  greatly  sur- 
passed the  corresponding  month  of  1922  in  the 
matter  of  sales  receipts,  there  is  a  prevailing 
tendency  on  the  part  of  the  public  amounting 
to  a  tiring  aspect  for  music.  Mr.  Dwyer  feels 
that  interest  and  enthusiasm  are  waning  badl}% 
and  to  this  he  attributes  an  apparent  inclina- 
tion of  the  public  to  buying  a  larger  number  of 
records  or  machines.    He  handles  Victrolas. 


Records 


As  distributors  for  "The  Records  of  Quality"  in  New  Orleans  and  surrounding  territory,  we  Have 
played  no  small  part  in  aiding  hundreds  of  dealers  to  reap  the  benefits  that  come  from  handling  the 
famous,  fast-selling  OKeh  Records. 

We  have  gained  the  invaluable  reputation  among  our  dealers  that  comes  only  through  handling  their 
orders— large  or  small — with  unfailing  promptness  and  absolute  dependability,  and  offering  them  our 
hearty  co-operation  in  the  solution  of  their  merchandising  problems.. 

We  are  desirous  of  hearing  from  progressive  dealers  who  would  be  interested  in  the  attractive,  busi- 
ness-building proposition  that  we  have  to  offer. 

Write  us  for  full  particulars 


JUNIUS  HART  PIANO  HOUSE,  Ltd. 


703  Canal  Street 


New  Orleans,  La. 
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ANNUAL  REPORT  OF  BRUNSWICK  CO.  SHOWS  BIG  GAINS 

Remarkable  Development  of  Business  During  Last  Fiscal  Year  Indicated  in  Most  Satisfactory 
Financial  Statement  Submitted  by  President  Bensinger — P.  L.  Deutsch  Promoted 


If  FV'^   GRAPHITE  PHONO 

*  i-i  J      1-1  a     J   SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good 
Ib  prepared  In  the  proper  conslstenny,  will  net  run  out. 
dry   up,    or   become  sticky   or   rancid.     Remains  In  Its 
orl^nal    form  Indefinitely. 

Put  up  in  1,  5,  10,  25  and  50-pound  cans  for  dealefs 
This  lubricant  Is  also  put  up  In  4-ounce  cang  to  retail  at 
25  rent£  each  under  the  trade  name  of 

FITRFKA  NOISELESS  TALKING 
M^^M.\.M^M.%.n.   MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO..  229-231  Front  St..  NewYork 


The  Brunswick-Balke-Collender  Co.,  Chicago, 
held  the  annual  meeting  of  its  stockholders  and 
directors  recently  and,  during  the  course  of  the 
meeting,  B.  E.  Bensinger,  president  of  the  com- 
pany, submitted  a  business  and  financial  report 
which  indicated  concretely  the  remarkable 
strides  made  by  the  company  during  1922.  Mr. 
Bensinger  also  presented  a  report  which  gave 
details  as  to  the  company's  activities  for  the 
first  quarter  of  1923,  and  it  is  gratifying  to  note 
that  figures  for  these  three  months  emphasized 
the  phenomenal  progress  that  has  been  note- 
worthy in  every  division  of  the  Brunswick  Co.'s 
activities  for  the  past  year  and  a  half.  Mr.  Ben- 
singer's  report  in  detail  follows: 

"Your  directors  submit  herewith  the  audited 
accounts  of  your  company  for  the  fiscal  year 
ending  December  31,  1922,  showing  the  net  re- 
sults from  operations  for  that  year  and  the 
financial  position  of  the  company  at  the  close  of 
the  year. 

"The  net  income  for  the  year  amounted  to 
$2,585,578.65,  which,  everything  considered,  is 
very  satisfactory. 

"During  the  year  1922  our  liabilities  were  re- 
duced to  the  extent  of  $1,998,024.16  (not  includ- 
ing the  balance  of  a  purchase  money  obligation, 
$294,989.82,  assumed  by  us  during  the  year  in 
connection  with  the  purchase  of  a  warehouse 
in  Chicago)  and  during  the  first  quarter  of  1923 
a  further  reduction  of  $856,628.38  has  been  ef- 
fected. 

"It  will  also  be  noted  that  we  reduced  our 
inventories  during  the  year  1922  to  the  extent  of 
$410,000. 

"The  prospects  for  the  year  1923  are  most  en- 
couraging, as  evidenced  by  our  showing  for  the 
first  quarter  thereof.  Our  net  earnings  during 
this  period  amounted  to  $631,631.34." 

At  the  stockholders'  meeting  several  changes 
were  made  in  the  Brunswick  directorate  and, 


as  a  result  of  these  changes,  Robert  F.  Ben- 
singer and  Harry  W.  Davis  are  now  members 
of  the  board.  The  complete  personnel  of  the 
board  of  directors  is  as  follows:  B.  E.  Ben- 
singer, B.  H.  Brunswick,  Julius  Balke,  C.  P. 
Miller,  H.  F.  Davenport,  J.  C.  Schank,  P.  L. 
Deutsch,  R.  F.  Bensinger  and  Harry  W.  Davis. 


P.  L.  Deutsch 


The  board  of  directors  made  several  changes 
in  the  personnel  of  the  company's  officers,  and 
Julius  Balke,  formerly  second  vice-president,  re- 
tired from  this  position,  but  continued  as  a 
member  of  the  board  of  directors.  P.  L.  Deutsch, 
who  was  formerly  assistant  secretary  of  the 
company,  was  elected  secretary  and  general, 
manager  and  Robert  F.  Bensinger  was  elected 


assistant  treasurer  and  assistant  secretary.  H. 
F.  Davenport,  who  was  formerly  secretary  of  the 
company,  was  elected  vice-president.  The  of- 
ficers for  the  coming  year  are  as  follows:  B. 
E.  Bensinger,  president;  B.  H.  Brunswick,  first 
vice-president;  H.  F.  Davenport,  second  vice- 
president;  J.  C.  Schank,  treasurer;  P.  L.  Deutsch, 
secretary  and  general  manager;  R.  B.  Bensing- 
er, assistant  secretary  and  assistant  treasurer. 

Aside  from  the  splendid  sales  totals  achieved 
by  the  Brunswick-Balke-Collender  Co.  during 
1922  and  the  first  quarter  of  1923,  the  most  inter- 
esting feature  of  the  company's  annual  meeting, 
so  far  as  the  talking  machine  trade  is  concerned, 
was  the  election  of  P.  L.  Deutsch  as  secretary 
and  general  manager  of  the  company.  Al- 
though a  comparative  newcomer  in  the  talking 
machine  field  Mr.  Deutsch  has  already  won  the 
esteem  and  friendship  of  talking  machine  execu- 
tives, wholesalers  and  retailers  from  coast  to 
coast,  and  his  exceptional  business  and  execu- 
tive acumen  has  been  a  vital  factor  in  the  world- 
wide success  of  Brunswick  phonographs  and 
records. 

In  his  new  capacity  Mr.  Deutsch  will  have 
under  his  direction  not  only  the  activities  of 
the  Brunswick  phonograph  division,  but  also  the 
affairs  of  the  various  other  important  divisions 
that  comprise  the  immense  Brunswick  organi- 
zation. Brunswick  bowling  alleys,  billiard  and 
pool  tables,  automobile  tires  and  refrigerators 
have  won  international  renown  and,  in  addition, 
the  company  controls  other  commercial  inter- 
ests closely  welded  to  the  manufacture  of  these 
products.  All  of  these  activities  will  be  under 
Mr.  Deutsch's  direction,  and  it  is  safe  to  predict 
that,  in  his  capable  hands,  every  division  in  the 
Brunswick  organization  will  maintain  a  steady, 
consistent  progress. 

When  Brunswick  phonographs  were  launched 
a  few  years  ago  Mr.  Deutsch  became  keenly 
interested  in  every  phase  and  detail  of  the  talk- 
ing machine  industry.  At  that  time  he  had  been 
connected  with  the  Brunswick  organization  for 
a  number  of  years,  but  when  the  phonographs 
were  placed  on  the  market  he  devoted  practical- 
ly all  of  his  time  to  the  newcomer  in  the  Bruns- 
wick familj'.  An  exceptionally  capable  and  ef- 
ficient phonograph  sales  and  manufacturing 
unit  was  established  and  A.  J.  Kendrick,  one 
of  the  most  popular  and  most  experienced  mem- 
bers of  the  wholesale  talking  machine  field,  was 
appointed  sales  manager  of  the  Brunswick  pho- 
nograph division.  Mr.  Deutsch  and  Mr.  Ken- 
drick have  worked  in  close  co-operation  since 
the  first  days  of  the  introduction  of  the  Bruns- 
wick phonograph  and,  with  the  advent  of  Bruns- 
wick records,  their  responsibilities  increased 
manifold. 

Brunswick  phonographs  and  records  have  at- 
tained a  measure  of  success  far  beyond  the  high- 
est expectations  and  anticipations  of  the  Bruns- 
wick organization  and,  with  Mr.  Deutsch's  keen 
interest  in  the  talking  machine  industry,  there 
is  no  doubt  but  that  Brunswick  dealers  will  ben- 
efit materially  from  his  election  as  secretary  and 
general  manager  of  the  Brunswick-Balke-Collen- 
der Co. 


COLONIAL  SHOP  INCORPORATED 


Trenton,  N.  J.,  May  4. — ^The  Colonial  Music 
Shop,  Inc.,  has  been  incorporated  with  a  capital 
stock  of  $100,000  to  deal  in  musical  instruments, 
sheet  music,  etc.  The  local  address  is  147  East 
State  street. 


Slovenly  surroundings  indicate  laziness  and 
indifference.    Dirt  does  not  induce  patronage. 


L I B  R  O  L  A  (Library  Table-Phonograph) 


You  should  $ 
see  the 


.OO  (retail  price)  Model  similar 
^^^^  to  the  one  below. 


Write  for  illustrations  and  net  prices. 


Immediate  Shipment 


Seaburg  Mfg.  Co. 

Jamestown,  N.  Y. 


No.250T,List  Price  $195.00 

Usual  discounts  to  dealers 

48"x28"x31"  high.  Finiahed  all 
around 

GcDDUie  Mahosany,  Walnut  or  Oak 


The  Biggeat  Value  on  the  Market.   A  Trial  Order  Will  Convince 
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LITTLE  TOTS'  NUIiS&Ry  TUN&S 

SONGS,  GAMES,  STOR.IES       ON  RECORDS 

A  LOOSE  LEAF 

Juvenile  Record  Book! 


$1.00  Complete  Book 


The  appearance  of  the  LITTLE  TOTS'  BOOK 
is  its  own  best  salesman.  The  covers  are  of  a 
heavy  blue  Buckeye  stock  finished  with  four-color 
process  printing  Mother  Goose  designs.  The  in- 
side record  pockets  are  also  of  a  heavy  blue  stock 
pictured  with  typical  children's  settings. 

Each  album  contains  six  picture  and  verse  cards, 
beautifully  illustrated  and  process  printed  in  col- 
ors. The  book  is  attractively  bound  in  loose  leaf 
style  with  telescope  eyelets  and  colored  silk  cord. 
It  is  finally  packed  in  a  glassine  wrapper. 


Individual  Records 


25c 


Two  selections  on  a  7-inch  double-faced  record, 
with  picture  and  verse  cards  in  a  printed  envelope 
— ready  for  insertion  into  the  loose  leaf  book. 


Six  Selections  on  three 
7  INCH  DOUBLE  FACED 
records  with  picture  and  verse 
cards — in  a  beautiful  LOOSE 
LEAF  book— SI  retail! 

Here  are  the  important  points  of  supe- 
riority of  this  wonderful  juvenile  record 
book. 

1.  LITTLE  TOTS'  album  contains  six  different 
selections. 

2.  LITTLE  TOTS'  records  are  double  faced,  7 
inch  (others  are  single  faced  and  either  5  or 
6  inch). 

3.  LITTLE  TOTS'  album  is  loose  leaf.  You 
can  add  more  records  to  it.  This  feature  in- 
creases your  sales  when  the  customer  is  not 
inclined  to  buy  a  complete  new  book. 

4.  LITTLE  TOTS'  records  are  contained  in  a 
patented  flap  envelope  which  prevents  their 
sliding  out  and  breaking,  a  common  com- 
plaint with  other  outfits. 

5.  Last,  but  not  the  least,  is  the  individual 
LITTLE  TOTS'  record  which  can  be  bought 
separately — 7  in.  double  faced,  furnished  with 
colored  picture  and  verse  cards,  in  a  loose 
leaf  pocket  which  will  fit  exactly  into  the 
loose  leaf  album — 25c  retail. 

Certainly  this  quality  makes  the  LITTLE 
TOTS'  BOOK  the  best  juvenile  record 
value  on  the  market  today — by  a  wide 
margin. 

That's  why  we  say  to  the  dealer:  "LITTLE 
TOTS"  will  sell  big  and  pay  you  well — 
rapid — certain — repeat  sales. 

Write  us  for  prices  and  information  TO- 
DAY! 


Liberal  Discounts  to  Jobbers  and  Dealers! 

REGAL  RECORD  CO.  H""  °' ' '  " 


20  West  20th  Street,  New  York 
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POINTERS  ON  SECURING  PROSPECTS 


Some  Excellent  Methods  of  Constantly  Adding 
New  Names  of  Live  Prospects  to  Your  List — 
Ways  and  Means  of  Keeping  Track  of  Poten- 
tial Customers  Who  Change  Addresses. 


A  most  instructive  article,  entitled  "Good 
Ways  of  Locating  Prospects,"  appeared  in  the 
April  issue  of  "The  Voice  of  the  Victor."  It  is 
reproduced  herewith,  because  of  the  value  of 
the  data  contained  therein  concerning  the  se- 
curing and  handling  of  names  for  the  prospect 
list: 

"A  question  we  hear  very  often  hereabouts  is, 
'How  can  we  best  build  up  our  mailing  list?' 
One  dealer  recently  said  to  us:  'I  haven't  a 
good  outside  man  to  dig  for  prospects,  and  1 
have  very  few  facilities  for  getting  new  names 
except  through  my  old  customers.  I  tried  mail- 
ing to  a  list  I  selected  at  random  from  the  tele- 
phone directory,  but  it  netted  me  so  little  I 
never  did  it  again.' 

"There  are  ways  of  getting  lists,  and  good 
lists,  which  depend  neither  upon  the  energy  of 
the  outside  man  nor  the  inside  man.  Let  us 
reconnoitre  a  few  of  them.  There  are  the  mar- 
riage license  lists.  A  young  couple  starting  out 
to  build  up  a  home  constitutes  the  best  kind  of 
prospect  material.  The  License  Bureau  of  the 
city  of  Chicago  recently  gave  out  the  news  that 
37,000  couples  were  united  in  marriage  in  that 
city  during  1922.  These  records  are  available  to 
those  who  wish  to  consult  them,  daily,  and  in 
most  cities  it  is  permitted  to  copy  them  upon 
request.  A  great  many  newspapers  make  a 
practice  of  printing  the  marriage  licenses 
granted  each  day,  and  if  this  is  the  case  with 
your  newspaper,  you  have  only  to  pick  out  those 
in  your  territory,  get  up  a  good  letter  such  as 
you  would  like  to  receive  if  you  were  about  to 
be  married  and  were  up  against  the  problem  of 
furnishing  a  home  with  desirable  things — and 
send  it  out. 

"The  real  estate  records  form  another  treas- 


ury from  which  many  valuable  names  may  be 
taken.  Like  the  marriage  records,  they  are  open 
to  public  inspection,  and  one  has  only  to  copy 
the  names  and  addresses  wanted.  The  records 
of  purchasers  of  new  houses  are  especially  valu- 
able to  dealers,  as  here  again  the  purchaser  is 
very  likely  to  be  in  the  market  for  additions  to 
his  home  accessories.  Most  people  who  are 
building  a  new  house  postpone  the  buying  of 
a  new  sofa,  a  new  table  or  a  new  Victrola  until 
they  are  ready  to  occupy  the  house — so  you  will 
find  these  people  in  a  convenient  frame  of  mind 
for  your  approach. 

"Many  dealers'  have  found  it  pays  them  to 
make  arrangements  with  real  estate  men  in  the 
vicinity  to  compile  for  them  lists  of  new  tenants 
and  lessees  moving  into  the  neighborhood.  Still 
others,  through  the  good-will  of  apartment  hotel 
managers,  are  supplied  each  week  with  a  list  of 
new  apartment  renters. 

"To  develop  the  sale  of  Victrola  custom-built 
models  mentioned  in  the  trade  letter  of  March 


10,  1923,  get  a  list  of  architects  and  interior 
decorators  in  your  locality  and  make  the  Victor 
Co.'s  custom-built  service  known  to  them.  Their 
advice  to'  a  client  will  very  often  result  in  large 
sales. 

"The  post  office  is  just  as  anxious  as  the 
dealer  is  to  avoid  having  material  sent  to  wrong 
addresses,  or  to  addresses  from  which  people 
have  removed,  and  is  anxious  to  help  in  keeping 
lists  correct.  A  well-kept  mailing  list  saves  the 
local  mail  carriers  many  a  step,  and  local  post- 
masters realize  this.  With  most  postmasters  it 
is  possible  to  make  an  arrangement  whereby 
the  post  office  will  revise  your  mailing  list,  cor- 
rect and  bring  addresses  up  to  date,  etc.,  at  a 
nominal  fee  for  clerical  labor.  In  many  cases, 
where  you  have  a  red-hot  prospect  who  sud- 
denly moves  you  know  not  where — the  post 
office  is  able  to  give  you  the  address.  It  is 
not  at  all  a  difficult  matter  to  locate  new  pros-- 
pects  continually;  to  keep  them  located,  without 
much  effort,  and  it  always  pays  to  do  it." 


JOHN  McCORMACK  SCORES  IN  BERLIN 


Noted  Victor  Artist  Accorded  a  Remarkable 
Reception  at  the  German  Capital 


John  McCormack,  Irish  tenor  and  Victor 
artist,  scored  one  of  the  greatest  successes  in 
his  career  in  Berlin  recently,  where  for  the  first 
time  he  sang  songs  of  Schubert  and  Hugo  Wolf 
in  German.  Indeed,  the  ovation  accorded  this 
artist  was  one  of  the  most  remarkable  ever 
accorded  to  any  artist  appearing  in  the  German 
capital.  In  addition,  he  sang  a  number  of  Irish 
folk  songs,  many  of  which  appear  on  Victor 
records,  and  "The  Last  Rose  of  Summer." 


at  a  popular  price.  It  is  of  a  particularly  attrac- 
tive design  with  a  four-door  front,  with  the 
elimination  of  the  grille  work  found  in  the 
former  models  of  the  same  type  manufactured 
by  the  company.  The  machine  will  be  produced 
in  mahogany-finished  woodwork  in  large  quanti- 
ties. Other  woods  can  be  delivered  on  order, 
according  to  the  report  of  the  company. 


VICTROLA  PORTABLE  FOR  BABE  RUTH 


NEW  CHARMAPHONE  MODEL 


The  Charmaphone  Co.,  39  West  Thirty-second 
street.  New  York  City,  announces  the  addition 
of  a  new  console  model  to  its  line  of  talking 
machines.    This  new  product  will  be  marketed 


W.'vSHiNGTON,  D.  C,  May  8.— W.  P.  Van  Wickle, 
president  of  the  Van  Wickle  Piano  Co.,  1222 
F  street,  this  city,  reports  the  sale  of  a  Victrola 
to  the  great  baseball  star.  His  first  selection 
of  records  included  "Aggravatin'  Papa,"  "Caro- 
lina in  the  Morning,"  "Way  Down  Yonder  in 
New  Orleans"  and  "My  Buddy."  It  is  not  an- 
nounced that  the  idol  of  the  bleachers  will  util- 
ize his  new  acquisition  to  provide  entertain- 
ment for  his  admirers  during  interludes  at  the 
ball  field.    But,  why  not? 


The  Greatest  Value  on  the 

American  Market! 

No  other  talking  machine,  at  double  the  price,  has  the  appear- 
ance, plus  the  finish,  plus  the  quality. 

The  design  is  beautiful — the  lines  are  exceedingly  pleasing  and 
attractive. 

Its  superb  elegance  will  appeal  to  the  most  discriminating 
buyers. 


The  New 


ran 


3 


Queen  Anne  Console  Model  No.  215 


List  Price  $100 


Granby  Uprights,  $100  up 
Granby  Consoles,  $  1 00  up 


will  meet  the  great  demand  for  a  low- 
priced,  yet  well-made,  instrument,  dis- 
tinctive in  design  and  sweet-toned. 
Like  all  Granbys,  its  construction  is 
guaranteed. 

Ever  since  Granbys  were  first  put  on 
the   market,   their  always-improving, 


high  quality  standard  has  been  main- 
tained. 

It  is  a  line  that  will  please  your  trade; 
and  the  fact  that  the  Granby  dis- 
counts are  liberal,  won't  make  you 
any  less  enthusiastic  about  having  a 
Granby  franchise. 


(granby  ]^anufacturing  Corporation 

Offices  and  Factory:  Newport  News,  Va. 
New  York  Branch:  37  West  20th  St.,  New  York 
Telephone    Watkins  450S 
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AKRON,  0. 


Dealers  and  Jobbers  Report  Very 
Satisfactory  Business  —  Deliveries 
Expedited — Month's  News  Budget 

Akron,  O.,  May  8. — The  Spring  trade  is  opening 
up  remarkably  well  and,  without  exception,  deal- 
ers report  increases  in  sales  over  previous  months. 
One  important  development  in  the  trade  is  the 
swing  of  popularity  from  the  console  type  of 
machine  back  to  the  upright.  The  former  type 
seemed  to  be  the  big  factor  in  the  trade  for 
several  months,  but  some  weeks  ago  there  was 
a  tendency  on  the  part  of  the  trade  to  turn 
again  to  the  upright  models.  The  difficulty  in 
securing  deliveries  has  passed  and,  according 
to  dealers,  machines  are  coming  through  with 
much  regularity  and  in  all  wanted  models.  The 
weather  the  past  two  weeks  has  been  most  fa- 
vorable.  and  has  had  a  tendency  to  bring  out 
the  shoppers  in  great  numbers.  There  has  been 
a  big  improvement  in  record  sales  in  April  and 
instrumental  jazz  records  and  the  popular  song 
releases  predominate. 

Miss  Ethel  Baer,  manager  of  the  talking  ma- 
chine department  of  the  M.  O'Neil  Co.,  reports 
that  the  month  of  April  was  ahead  of  the  same 
month  a  year  ago,  despite  the  fact  that  the  store 
held  its  biggest  sale  in  -\pril,  1922. 

Many  music  dealers  were  in  attendance  at 
the  annual  banquet  Tuesday  night  of  the  Akron 
Retail  Merchants'  Association,  held  at  the  Port- 
age Hotel.  William  Ganson  Rose,  of  Cleve- 
land, addressed  the  members  and  their  wives. 

Brunswick  machine  sales  in  the  month  of  April 
were  very  active,  according  to  the  management 
of  the  Music  Shoppe,  which  store  features  this 
line  exclusively.  Console  models  have  had  the 
call. 

Satisfactory  business  is  reported  by  Earle  G. 
Poling,  of  the  Windsor-Poling  Co.  There  has 
been  a  decided  change  for  the  better  in  the 
trade  and,  from  present  indications,  the  months 
of  May  and  June  will  be  brisk.  This  store  tied 
up  with  the  appearance  here  this  week  of  the 
Douglas  Fairbanks  film  "Robin  Hood"  and  pre- 
sented a  special  window,  using  a  feature  paint- 
ing for  a  background  and  Victor  records  of 
"Robin  Hood"  airs.  The  display  was  timely 
and  Mr.  Poling  reported  it  brought  direct  sales. 

Decided  improvement  is  reported  in  the  sale 
of  Starr  talking  machines  during  the  month  of 
April.  Business  with  this  line  of  machine  has 
been  very  satisfactory  for  the  past  year  and, 
with  the  release  recently  of  several  new  models, 
business  has  been  greatly  stimulated. 

F.  W.  Van  Scoyoc,  of  the  F.  W.  Van  Scoyoc 
Piano  Co.,  announces  that  talking  machine  sales 
have  increased  30  per  cent  in  the  past  four 
months  and  he  has  decided  to  give  more  floor 
space  to  this  line  of  merchandise. 

Business  continues  good  with  the  B.  A.  Em- 
erson Music  Co.,  dealer  in  Edison  and  Colum- 
bia talking  machines,  with  a  decided  change 
for  the  better  in  record  sales. 

The  month  of  April  was  very  satisfactory, 
according  to  A.  B.  Smith,  head  of  the  A.  B. 
Smith  Piano  Co.  "We  notice  an  increase  in 
business  at  our  new  location  already,"  said  Mr. 
Smith.  "Right  now  the  music  dealer  must  get 
in  his  best  work,  for  the  time  is  right  and  the 
people  have  money  and  are  spending  it  for 
luxuries,"  he  declared. 

NO  BOOST  IN  MAIN  SPRING  PRICES 

Carl  Kronenberger,  head  of  the  Favorite  Mfg. 
Co.,  New  York,  states  that  despite  the  tendency 
of  price  increase  of  the  better  quality  steels  his 
company  is  able  to  meet  the  rising  costs  without 
increases  through  the  fact  that  purchases  of 
steel  for  main  springs  were  made  many  months 
back.  He  further  states  that  the  high  quality 
of  Favorite  main  springs  will  be  maintained, 
and,  owing  to  the  large  stock  on  hand  and  the 
product  in  the  course  of  manufacture,  deliveries 
can  be  made  promptly. 


EDISON  CO.  ISSUING  NEW  LITERATURE 


Booklet  Entitled  "What  the  Critics  Say"  and 
"Summertime  Is  Musictime"  to  Be  Distributed 
to  Dealers  for  Consumer  Circulation 


Thomas  A.  Edison,  Inc.,  has  just  gone  to  press 
with  two  very  attractive  pieces  of  literature — 
material  possessing  real  sales-getting  possibili- 
ties. One  of  the  booklets  is  entitled  "What  the 
Critics  Say"  and  contains  reprints  of  newspa- 
per reviews  of  Edison  Tone-tests  from  all  over 
the  United  States  and  Canada.  Some  of  the 
leading  music  critics  have  stated  in  their  news 
columns  that  they  could  detect  no  difference 
between  the  performances  of  living  artists  and 
their  Edison  records.  The  book  has  thirty-two 
pages  and  shows  illustrations  of  all  the  promi- 
nent Edison  artists  singing  or  playing  in  unison 
with  their  Edison  records.  On  the  cover  is  an 
illustration  of  Mario  Laurenti  giving  a  Tone-test 
in  the  Albany  Armory  before  an  audience  of 
over  7,000  persons.  The  inside  cover  shows 
Prihoda,   the   violin   \irtuoso,   playins"  in  com- 


parison with  one  of  his  Edison  records,  and  a 
letter  to  Thomas  A.  Edison  from  John  C. 
Freund,  dean  of  music  critics,  stating  that  he 
could  not  tell  when  Prihoda  was  playing  and 
when  the  Edison,  alone,  was  heard. 

The  other  piece  of  literature  is  an  attractive 
Summer  folder  in  color,  entitled  "Summertime 
Is  Musictime."  This  literature  will  be  distrib- 
uted to  Edison  dealers  through  their  jobbers. 


SURVEY  REVEALS  SOUND  CONDITIONS 


R.  R.  Karch.  Traveler,  Investigating  Trade  Con- 
ditions in  All  Edison  Jobbing  Points 


R.  R.  Karch,  Edison  traveling  representative, 
returned  to  the  Edison  Laboratories  to  attend 
the  meeting  of  the  Edison  jobbers'  executive 
committee  the  latter  part  of  April.  Mr.  Karch 
has  been  visiting  Edison  jobbing  points  all  over 
the  United  States  and  Canada,  making  a  com- 
plete survey  of  business  conditions.  His  ne.xt 
stop  will  be  at  Richmond,  Va.,  where  he  will 
investigate  conditions  in  C.  B.  Haynes'  territory. 


SwANsoN  Portables  Everywhere 


ORDER  NOW! 
VACATION  TIME  IS  HERE 

You  can  increase  your  summer  profits 
by  selling  Swanson  Portables. 

— Steadily  increasing  demand  indicates 
the  public's  approval  of  the  Swanson, 

—  Your  Jobber's  name  is  on  the  map. 
Order  from  him  to-day, 

IT'S  A  REAL  PORTABLE 


Size  11  VaxlSygxTVa  inches. 
Weighs  only  15^/4  lbs.  including  album 
Double-Spring  Heineman  Motor. 
Swanson  wood  tone-arm. 
Genuine  mica  reproducer. 
Beautiful,  natural  tone. 
Substantial  and  attractive. 

 We  guarantee  it  


SWANSON  phSrTph  distributors 

738  South  Los  Angeles  Street, 
Los  Angeles,  Calif. 
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YOUR  MIND  IS  AT  REST 

WHEN  YOU  SELL  THE  BEST 

The  New  EDISON  Phonograph  when  sold— stays  sold 

BUILDS  UP  YOUR  BUSINESS 
Write  for  Agency 

Southwestern 

EDISON  DISTRIBUTORS 
ST.  LOUIS,  MO. 


SAINT  LOUIS 


Koerber-Brcnner  Co.  Host  to  Dealers — JF.  P.  Gcissler  in  New  Post 
— Business   ]\raintai)is   Stability — Month's   Changes   and  Activities 


St.  Louis,  Mo.,  May  9. — April  was  a  friendly 
month  to  the  talking  machine  merchants  of 
St.  Louis  and  May  started  out  with  an  ap- 
parent purpose  of  doing  its  fair  part  before 
Summer  conditions  set  in  with  the  coming  of 
June.  St.  Louis  people  have  a  habit  of  moving 
in  April  and  around  the  first  of  i^Iay  and  that 
was  something  of  a  disturbing  factor,  but  a 
good  time  to  talk  new  talking  machines  is  when 
families  have  just  moved  into  new  homes,  so 
increased  sales  late  in  May  are  expected  to 
make  up  for  all  the  decrease  caused  by  the 
Spring  migration.  Aledium-priced  machines  still 
have  the  call  and  some  of  the  dealers  report  a 
renewed  movement  toward  the  upright  models, 
which  is  looked  upon  as  a  favorable  thing  in 
that  it  shows  interest  in  talking  machines  as 
such,  rather  than  in  talking  machines  as  furni- 
ture. The  record  business  holds'  up  well  and 
the  advent  of  Avarm  weather  has  not  greatly 
affected  the  radio  demand. 

Victor  Distributor  Entertains  Dealers 

Koerber-Brenner  Co.,  Victor  distributor  of 
St.  Louis,  was  host  to  its  dealers  at  the  Missouri 
Athletic  Association  on  Wednesday  evening, 
April  25.  Sixty  people  enjoyed  the  usual  de- 
lightful dinner. 

The  first  part  of  the  program  was  a  cleverly 
arranged  skit  entitled  "Record  Selling  Under 
Difficulties."  Mr.  Hosier,  of  Scruggs-Vander- 
voort-Barney,  introduced  the  cast — Gertrude 
Gladding,  Blanche  Rosebrugh  and  Ella  Marklin 
— all  young  ladies  of  Mr.  Hosier's  department. 

The  act  contained  three  episodes.  In  the 
first  Miss  Marklin  handled  two  particularly  dif- 
ficult customers  (commonly  known  as  "pills") 
and  demonstrated  several  clever  methods  of 
pleasing  them.  Next,  Mrs.  Gladding  showed 
how  to  sell  the  typical  flapper  (impersonated 
by  Miss  Marklin  with  great  fidelity  to  the  char- 
acter). Then  Miss  Rosebrugh  sold  records  to 
Mrs.  Gladding,  as  the  high-class  customer,  and 
converted  her  friend.  Miss  Marklin,  to  Red 
Seal  records  in  spite  of  her  prejudice.  Person- 
alities scattered  throughout  the  episodes  added 
to  the  merriment  and  it  was  voted  a  quite-true- 
to-type  demonstration  and  very  helpful. 

Frank  Horning,  of  Stix,  Baer  &  Fuller  talked 
most  interestingly  on  "Radio  and  the  Talking 
Machine."  His  chief  point  was  that  the  two 
are  as  separate  and  distinct  businesses  as  the 
automobile  business  and  the  talking  machine 
and  should  never  be  handled  as  one.  Following 
which  Mr.  Todd,  president  of  the  Tri-State  Vic- 
trola  Dealers'  Association,  introduced  T.  W. 
Maetten,  recently  in  the  Victor  business,  and  a 
specially  invited  guest  for  the  evening,  who  pre- 
<jided  over  the  program.    Another  guest  present 


was  Fred  Lehman,  of  East  St.  Louis,  until  very 
recently  one  of  his  city's  active  dealers. 

Ernesto  J.  Alvear,  who  w'as  on  his  way  to 
the  Victor  factory  to  take  up  his  work  as  for- 
eign representative  in  South  America,  gave  a 
short  talk.  Mr.  Alvear  has  just  severed  a  seven- 
year  connection  with  Rice-Stix  as  their  repre- 
sentative in  Argentina.  He  is  a  native  of  Ecua- 
dor and  peculiarly  fitted  for  his  new  work.  His 
home  has  been  in  St.  Louis  in  the  past,  but  he 
will  now  reside  in  Argentina. 

The  June  records  were  played  and  guesses 
on  the  six  best  sellers  were  recorded.  For  the 
April  records  A.  W.  Hosier  scored  45  per  cent 
among  the  dealers  and  P.  J.  Ricklin,  80  per 
cent,  with  the  Koerber-Brenner  staff. 

The  six  best  sellers  for  April  were  "Under- 
neath the  Mellow  Moon,"  "He  May  Be  Your 
Man,"  "Honeymoon  Chimes"  and  "I  Gave  You 
Up  Just  Before  You  Threw  Me  Down"  in  the 
popular  classification;  in  the  Red  Seals  they 
were  "Kashmiri  Song"  and  "Invitation  to  the 
Waltz." 

The  next  meeting  will,  perhaps,  be  the  last 


until  Fall  and  will  probably  be  held  at  the 
Century  Boat  Club  on  j\Iay  30. 

W.  P.  Geissler  at  the  Helm 

W.  P.  Geissler,  who  came  from  the  Chicago 
Talking  Machine  Co.  to  take  charge  of  the 
music  salon  of  the  Famous  &  Barr  Co.,  is  get- 
ting things  well  in  hand  and  expresses  himself 
as  highly  pleased  with  the  conditions  and  pros- 
pects. D.  Bambaugh,  manager  of  the  talking 
machine  department  of  the  May  Stores  Co., 
Cleveland,  O.,  was  here  a  day  last  week  in 
consultation  with  Mr.  Geissler. 

Big  Edison  Trade  With  Silverstone  Co. 

Mark  Silverstone,  president  of  the  Silverstone 
Jilusic  Co.,  Edison  distributor,  counted  up  on 
May  1  and  discovered  to  his  satisfaction  that 
the  business  done  the  first  four  months  of  this 
year  equaled  the  business  for  the  first  eight 
months  last  year.  And  May  started  off  with 
no  diminution  of  volume.  Paul  Gold,  manager 
of  the  retail  department,  says  the  sales  are 
mostly  of  $100  and  $175  machines.  The  sales 
of  records,  due  to  his  thorough  circularizing 
of  Edison  owners,  are  triple  what  they  w^ere  last 
year.  Old  records  carried  on-  the  monthly  lists 
are  placed  on  a  table  to  facilitate  their  demon- 
stration and  in  this  way  the  problem  of  the 
old  records  is  being  solved.  L.  M.  Schlude  was 
high  man  on  machine  sales  in  April,  with  thirty- 
four  to  his  credit.  G.  Manne,  traveler  for  the 
Silverstone  Co.,  has  finished  up  in  Arkansas  and 
is  now  in  west  Tennessee.    His  present  trip 


=THE  ArtopKone  CORP.= 


Same-Day  Service 

is  the  kind  of  service  that  a  live  dealer  demands  from 
/  a  distributor.    Our  stock,  complete  and  right  up-to-date, 

enables  us  to  supply  you  with  any  quantity  of  Okeh 
records — and  we  ship  out  your  order  the  same  day  it  is 
received. 

We  have  built  an  enviable  reputation  for  unvarying 
promptness  and  efficiency  and  being  ready  to  co-operate 
with  our  dealers  in  every  way. 

We  want  to  add  dealers  to  our  list  who  are  looking  for 
quick  sales  and  good  profits — the  kind  of  dealers  who 
will  act  with  us  for  our  mutual  benefit. 


The  Record  OHuiMj 


THE  ArtopKone 


1103  Olive  Street 

New  Kansas  City  Branch  Office 
Kansas  City  Life  Bldg.  Kansas  City,  Mo 


CORPORATION 

St.  Louis,  Mo. 


CJKef^  Records 


The  Records 
of 
Quality 
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LOUD 

In  this  position  Bakertone  produces 
maximum  volume  of  the  music,  minus 
the  surface  noise. 


Better  Music  from  the 
Records  You  Sell 


That  is  what  BAKERTONE  will  produce  for  you!  And  in 
doing  it  will  multiply  your  record  sales  many  times! 

Bakertone  is  a  little  gold-plated  instrument  to  be  used  with 
any  needle  type  phonograph.  It  does  away  with  surface 
noise — that  rasping,  nerve-racking,  scratchy  soimd  that  spoils 
the  best  of  music.  Yet,  while  Bakertone  reduces  the  noise 
of  the  needle  to  the  faintest  whisper,  none  of  the  music  is 
lost.  Indeed,  the  instrument  reproduces  faithfully  every 
elusive  tone,  every  shade  of  expression — in  short,  the  actual 
rendition  of  the  living  artist. 

Dealers  all  over  the  country  who  are  selling  Bakertone 
know  that  they  can  rest  their  case  entirely  on  demonstration. 
The  improved  music  does  all  the  selling!  These  same  dealers 
are  also  using  Bakertone  in  their  demonstration  booths  for 
they  have  discovered  that  it  helps  them  sell  more  high-class 
records. 

To  use  Bakertone  is  as  simple  as  changing  needles — just 
insert  the   Bakertone   in   the    needle-holder   of   the  repro- 


ducer and  put  an  ordinary  needle  in  the  Bakertone.  It  is 
not  necessary  to  dismantle  the  phonograph  or  to  change  it 
in  any  way. 

Bakertone  is  already  on  sale  in  many  cities.  National  adver- 
tising in  popular  magazines  is  carrying  the  story  of  Baker- 
tone into  millions  of  homes  where  there  are  phonographs  to 
be  equipped  with  Bakertone. 

We  are  looking  for  progressive  dealers  who  will  work  with 
us  to  our  mutual  benefit  in  putting  Bakertone  in  the  hands 
of  the  music-loving  public. 

A  letter  to  us  asking  for  information  will  bring  further  facts 
about  Bakertone,  and  how  it  will  increase  your  sales  and 
profits. 


Order  Now. 
to  dealers. 


It  sells  at  retail  for  S.S.OO.     liberal  discount 


BAKERTONE  CORPORATION 


408-410-412  PEARL  ST. 


BUFFALO,  N.  Y. 


SOFT 

In  Soft  Position — By  a  simple  turn  of  the 
hand  the  position  of  Balcertone  is  changed 
and  volume  can  be  regulated  from  loud, 
shown  above,  to  an  extreme  pianissimo,  or 
any  degree  between,  all  at  the  will  of  the 
operator. 
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The  music  of  a  mountain  rill  is  no  more  entrancing  than  Margaret 
Romaine's  soprano  voice  in  the  "Serenade'  (Schubert)  and  "Voices 
of  the  Woods" — Record  A-3846.  The  latter  number  is  a  lyric 
adapted  to  Rubinstein's  famous  "Melody  in  F".  Both  sides  of  this 
record  present  exquisite  interpretations  of  two  popular  classics. 
An  enchanting  violin  adds  immeasurably  to  the  artist's  efforts  in 
the  "Serenade  '. 


COLUMBIA  GRAPHOPHONE  CO 
New  York 


is  the  most  successful  ever  made  from  the 
Silverstone  headquarters. 

F.  D.  Lair,  of  Charleston,  one  of  the  active 
Edison  dealers  in  southeast  Missouri,  was  in 
St.  Louis  recently. 

Satisfactory  Conditions  With  Artophone  Co. 
Edwin  Schiele,  president  of  the  Artophone 
Corp.,  reports  an  exceptionally  good  business 
in  Okeh  records,  while  the  sales  of  Artophones 
and  Strands  were  greater  than  in  any  other 
month  this  year.  Herbert  Schiele,  secretary  of  the 
firm,  has  returned  from  a  business  trip  through 
Arkansas  and  Louisiana  and  makes  a  most  en- 
couraging report  regarding  conditions. 

T.  W.  Hindley  Discusses  Conditions 

April  was  the  first  month  of  T.  W.  Hindley, 
new  manager  of  the  talking  machine  depart- 
ment of  the  Aeolian  Co.  of  Missouri,  who  came 
iicre  from  Mandell  Bros.'  Vocalion  salon,  to 
take  charge  of  the  sales  and  advertising  of  the 
Aeolian  department.  The  first  thing  he  did  was 
lo  add  the  Victor  line  to  the  Vocalion  line  of 
records.  The  month's  business  has  been  very 
good,  he  says.  He  is  one  of  the  men  who  have 
noticed  an  improvement  in  the  demand  for  up- 
rights, and  he  is  one  of  the  men  who  are  pleased 
that  this  is  so.  Lower  and  medium-priced  ma- 
chines have  been  going  best,  he  says.  He  is  to 
be  given  the  front  part  of  the  store,  now  occu- 
pied by  the  cashier's  office,  for  a  record  counter 
and  shelves. 

Recent  visitors  included  R.  H.  McKinney, 
Vocalion  red  record  representative;  H.  Salz- 
man,  of  the  Chicago  wholesale  department  of 
the  Vocalion  Co.,  and  R.  P.  Van  Zile,  of  the 
Chicago  Talking  Machine  Co. 

Attended  Salesmanship  Class  in  Chicago 

Mrs.  L.  Suedel,  of  the  Famous  &  Barr  Co. 
record  department,  has  returned  from  Chicago, 
where  she  attended  the  Victor  Salesmanship 
Class  at  the  Congress  Hotel. 

Bafunno's  Clown  Band  recently  played  a 
week's  engagement  at  Baldwin's,  featuring  the 
numbers  which  it  has  recorded  for  the  Bruns- 
wick. 

R.  V.  Johnson  has  left  the  Aeolian  Co.  to 
go  with  Robert  Cone  in  the  radio  business. 
Story  of  Business  Expansion 
A  remarkable  growth  of  business  was  shown 
in  the  opening  of  a  new  store  in  Collinsville 
by  Roy  A.  Sauer.  Two  years  ago  Mr.  Sauer,  a 
young  musician  and  orchestra  leader,  opened  a 
music  store,  with  Victrolas,  pianos  and  sheet 
music,  in  rather  crowded  quarters.  His  busi- 
ness prospered  greatly  and  May  1  saw  him 
located  in  a  handsome  new  store  in  the  busiest 
part  of  the  city  with  plenty  of  room  to  expand. 
The  store  has  an  exceptionally  fine,  deep  dis- 
play window  made  to  resemble  a  living  room. 
There  are  three  record  booths  and  a  new  rec- 
ord counter.  In  the  rear  on  a  raised  floor  is  the 
piano  room.  The  floors  are  carpeted  in  blue 
'velvet. 

The  opening  was  preceded  by  full-page  news- 
paper ads  and  letters  to  a  large  mailing  list 
containing  a  coupon  for  a  souvenir.  The  chil- 
dren were  given  puzzles  and  to  all  adult  callers, 
carnations.    Mr.  Sauer  was  assisted  during  the 


opening  by  Mr.  Lamb  and  Mr.  Donnell  from 
the  Waltham  Piano  Co.  and  Miss  Airy  from 
Kocrber-Brenner  Co. 

Some  Trade  Brieflets 

The  Glaser  Music  Shop,  of  St.  Louis,  recently 
sold  125  records  of  La  Golondrina,  Victor  rec- 
ord 73171,  in  one  day.  Its  sales  of  this  record 
to  date  total  almost  800. 

The  Todd  Jewelry  Co.,  of  St.  Louis,  is  show- 
ing some  interesting  work  with  its  new  multi- 
graph.  The  latest  piece  of  literature  sent  out 
is  a  folder  on  the  special  Victor  release.  Mr. 
Todd  finds  this  effective  because  it  is  distinc- 
tive.   He  is  now  doing  some  two-color  work. 

Fred  Coleman,  proprietor  of  the  Wellston 
Talking  Machine  Co.,  has  purchased  a  home 
in  Normandy,  St.  Louis  County.  He  lias  added 
the  title  of  landscape  gardener  to  his  many 
other  accomplishments,  and  is  enjoying  more 
absence  from  business  than  he  has  known  in 
many  years.  But  the  business  is  not  suffering, 
since  it  is  in  the  capable  hands  of  Mr.  and  Mrs. 
C.  A.  Deicke.  The-  latter  is  the  daughter  of 
Mr.  and  Mrs.  Coleman. 


BOLLINGER  BUYS  MUSKOGEE  STORE 

FouT  Smith,  Ark.,  May  5. — R.  C.  Bollinger,  vet- 
eran of  the  music  business  here,  has  repurchased 
a  musical  establishment  in  Muskogee  which  he 
founded  many  years  ago  and  which  he  sold 
seven  years  ago.  Mr.  Bollinger  has  operated  a 
music  store  here  approximately  forty-five  years. 
The  new  branch  just  purchased  was  owned  by 
the  Phonograph  Shop,  Inc.,  and  Marvin  Leonard, 
former  manager  of  that  concern,  has  bought  an 
interest  in  the  business  and  will  remain  as  man- 
ager. The  firm  will  be  known  as  the  BoUinger- 
Leonard  Music  Co. 


BIG  PATHE  SIGN  AT  ATLANTIC  CITY 


BUYS  PARTNERSHIP  INTEREST 


Lake  Placid,  N.  Y.,  May  3.— Ronald  R.  Mac- 
Phee  has  purchased  an  interest  in  the  Lake 
Placid  Talking  Machine  Co.,  one  of  the  growing 
concerns  of  this  section. 


The  fellow  who  is  constantly  putting  things 
off  should  be  laid  off. 


The  Pathc  Red  Rooster  has  gone  to  Atlantic 
City,  where  it  may  be  conspicuously  seen  by 
thousands  of  people  on  the  boardwalk.  It  will 
take  its  place  at  a  prominent  location  on  the 
Million-dollar  Pier  and  will  be  illuminated  at 
night.  Fry's  Million-dollar  Pier  Orchestra  re- 
cords for  Pathe  records  and  its  recordings  have 
proven  very  popular  among  the  record-buying 
public.  During  tlie  course  of  the  Spring  and 
Summer  seasons  this  orchestra  will  feature  the 
numbers  which  it  has  recorded  on  Pathe  rec- 
oi  ds.  A  large  illuminated  display  on  the  outside 
of  the  pier  where  this  orchestra  is  playing  pro- 
vides an  excellent  tie-up  of  publicity  and  is  to 
increase  Pathe  prestige.  The  value  of  this  pub- 
licity may  be  estimated  when  it  is  considered 
that  thousands  of  people  are  annual  visitors. 


Sherburne  Automatic  Stop 

Stops  When  You  Want  It  to  Stop 


Manufacturers:  Has  your  automatic  stop  ever 
helped  your  dealers  make  a  sale? 

Investigate  the  Sherburne 


Iiifunnation  sent  upon  request 


SHERBURNE  MANUFACTURING  COMPANY 

948  Penobscot  Building 


Detroit,  Mich. 
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"Everything  Comes  to 
Him  Who  Waits" 

THIS  OLD  SAYING  MAY  BE  TRUE  IN  SOME 
INSTANCES,  BUT  DOES  NOT  APPLY  TO  THE 
VICTOR  DEALER. 


YOU  HAVE  GOT  TO  GETOUTAND 
HUSTLE  TO  BE  ON  TOP. 


BROOKLYN  DEALERS  EN- 
JOY MACHINE  DEMAND 


Trade  Profits  From  Music  Week  Tie-ups— Win- 
dow Displays  Boost  Sales — Friends  Mourn 
Death  of  Charles  Roemmele — J.  Flanagan  in 
New  Post — Jobbers  Grant  Franchises — New 
Stores  Opened — Other  Important  Activities 


Talking  machine  dealers  in  Brooklyn  and 
Long  Island,  during  the  past  month,  have  made 
many  desirable  sales  of  machines  and,  despite 
the  fact  that  record  business  was  not  up  to  as 
high  a  standard  as  expected,  sales  totals  in  gen- 
eral were  very  gratif3ang.  A  feature  of  the  busi- 
ness was  the  intensive  work  which  dealers  did 
preparatory  to  the  launching  of  New  York's 
IMusic  Week,  which  was  held  during  the  period 
ending  May  5.  This  work  included  wide  circu- 
larization  of  their  clientele,  followed  by  news- 
paper advertising,  which  had  a  material  influ- 
ence in  increasing  sales  of  machines  and  rec- 
ords. Display  windows  tying  up  with  Music 
Week,  and  in  many  cases  a  selected  list  of  rec- 
ords, were  featured,  resulting  in  the  sale  of 
many  records  of  a  slow-selling  nature. 

Co-operates  With  Dealers  on  Music  Week 

The  American  Talking  Machine  Co.,  Victor 
wholesaler,  co-operated  in  every  way  to  help 
dealers  make  ready  for  New  York's  Music 
Week.  Sales  representatives  spent  considerable 
time  with  dealers,  helping  them  to  arrange  their 
stores  and  show  windows,  so  that  they  were 
prepared  to  capitalize  on  the  public  interest 
which  Music  Week  aroused.  R.  H.  Morris,  gen- 
eral manager  of  the  company,  stated  that  Vic- 
tor dealers  in  his  territory  had  enjoyed  a  very 
fine  business  in  both  machines  and  records  and, 
although  the  record  phase  of  the  business  was 
not  as  large  as  was  hoped  for,  machine  sales 
were  large  enough  to  bring  sales  totals  up  to 
a  \ery  satisfactory  figure. 

Death  of  Charles  Roemmele 

It  is  with  regret  that  the  talking  machine 
trade  in  Brooklyn  received  the  news,  last  month, 
of  the  death  of  Charles  Roemmele,  of  Roem- 
mele Bros.,  at  11001  Jamaica  avenue.  Mr.  Roem- 
mele had  been  in  ill  health  for  some  months 
past  and  hope  was  held  out  for  his  recovery 
until  early  last  month,  when  he  began  to  fail. 
Fred  Roemmele,  his  brother,  will  henceforth 
conduct  this  well-known  Victor  store  under  the 
same  name. 

Joseph  Flanagan  With  Abraham  &  Straus 

Joseph  Flanagan,  who  for  the  pa^^t  year  ha^ 


been  assistant  manager  of  the  talking  machine 
department  of  Frederick  Loeser  &  Co.,  has  re- 
signed his  position  with  this  company  to  take 
up  a  similar  position  with  Abraham  &  Straus 
Co.  Mr.  Flanagan  was  appointed  to  this  new 
position  to  fill  the  vacancy  caused  by  the  resig- 
nation of  W.  P.  Doing,  who  has  been  manager 
of  this  department  for  the  past  three  years. 
Long  Island  Phono.  Co.  in  New  Home 
The  Long  Island  Phonograph  Co.,  Sonora 
jobber  for  this  territory,  has  been  hard  at  work 
moving  into  its  new  quarters  from  150  Mon- 
tague street  to  17  Hanover  place,  where  it  has 
secured  larger  quarters  to  carry  on  its  increas- 
ing business.  This  move  was  completed  on 
May  1  and  the  company  now  is  located  in  one 
of  the  finest  wholesale  distributing  plants  in  the 
East.  R.  H.  Keith,  general  manager,  is  keenly 
enthusiastic  over  the  move,  as  the  new  quarters 
will  enable  the  company  to  serve  dealers  in  a 


much  more  efficient  manner.  As  one  enters  the 
main  door  to  the  offices  he  is  greeted  b\-  a  dis- 
play of  Sonora  models  in  a  well-appointed  re- 
ception hall,  where  comfortable  lounges  and 
chairs  have  been  placed  for  the  convenience  of 
visitors,  and  adjoining  this  hall  is  a  displaj' 
room,  which  is  to  be  devoted  entirely  to  the 
showing  of  DeLuxe  Sonora  models  and  also 
dealer  service  material  of  every  nature.  Ofifices 
are  located  along  the  sides  and  rear  of  the  floor 
and  provision  has  been  made  for  desks  of  sales 
representatives,  where  they  can  conveniently 
receive  their  customers  when  they  call.  All  in 
all,  this  is,  no  doubt,  one  of  the  best  and  most 
up-to-date  equipments  in  the  wholesale  field  in 
the  East. 

Will  Attend  Sonora  Conclave 
J.  J.  Schratweiser,  sales  manager  of  the  Long 
Island  Phonograph  Co.,  is  now  making  plans  to 
attend  the  Sonora  Co.  convention,  which  is  to  be 
held  at  Saginaw,  Mich.,  on  May  15.  He  will 
be  accompanied  on  the  trip  by  R.  H.  Keith,  gen- 
eral manager,  and  C.  W.  Keith,  father  of  R.  H. 
Keith,  who  joined  the  personnel  of  the  company 
a  year  ago. 

Congratulations ! 

George  H.  Sheehan,  auditor  of  the  Long 
Island  Phonograph  Co.,  is  receiving  the  congrat- 
ulations of  his  friends  in  the  trade  on  the  birth 
of  a  new  baby  girl,  which  occurred  early  this 
month.  Mr.  Sheehan  is  very  popular  with  the 
trade  in  this  section  and,  as  this  represents  the 
first  addition  to  his  family,  he  is  naturally  quite 
proud  and  in  consequence  his  friends  are  show- 
ering him  with  their  best  wishes. 

Cash  Sales  Through  Interpreter 

.A.  sale  worthy  of  mention  which  was  made 
this  month  by  a  Victor  dealer  in  this  territory 
was  that  of  three  $100  machines  sold  for  cash 
by  H.  L.  Smith,  popular  Victor  dealer,  at  401 
Knickerbocker  avenue,  to  three  different  men 
who  came  into  the  store  with  an  interpreter,  as 
neither  one  of  the  three  men  could  speak  Eng- 
lish. These  desirable  customers  were  Italians 
and  the  sale  of  the  three  machines  was  con- 
summated in  a  very  short  time.  In  addition  to 
the  purchase  of  the  machines  a  list  of  records 
was  selected,  bringing  the  total  up  to  a  much 
larger  figure. 

Musical  School  Boosts  Trade 

Vorbach  Bros.,  well-known  Victor  and  Sonora 
dealers,  431  Fulton  street,  Jamaica,  are  to  be 
congratulated  on  the  initiative  and  progressive- 
ness  which  they  have  shown  in  attracting  cus- 


Increased  Facilities  of  Service 
For  Brooklyn  and  Long  Island  Dealers 

THE  INSTRUMENT  OF  QUALITY 

onor. 

CLEAR    AS   A  BELL 

The  Highest  Class  Talking  Machine  in  the  World 

Our  former  ofl&ces  at  150  Montague  Street,  Brooklyn, 
no  longer  serving  the  constantly  increasing  demands  of 
our  trade,  on  April  28th  we  moved  into  considerably 
more  extensive  quarters  at  17  Hanover  Place,  in  the 
Lane-Bryant  Building. 

By  this  improvement  we  are  enabled  to  carry  at  all 
times  a  complete  line  of  the  De  Luxe  Sonora  Period 
Models  for  the  benefit  of  our  dealers  and  their  customers. 

Long  Island  Phonograph  Co.,  Inc. 

Exclusive  Sonora  Distributors  for  Brooklyn  and  Long  Island 
Distributors  Gold  Seal  Record  Repeater 

17  Hanover  Place,  Brooklyn,  N.  Y.  Telephone  Main  1217-1218 
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Doehler  Die-Cast  Aluminum  Phonograph 
Reproducer  Rings 

A  die-casting  may  be  all  that  it  should  be — 
but  unless  it  is  used  to  best  advantage  some 
of  its  value  may  be  lost. 

Doehler  engineers  make  it  a  point  to  keep 
in  close  touch  with  Doehler  customers, 
studying  their  product,  its  processing  and 
assembling — and  rendering  every  assistance 
that  can  be  afforded  by  the  broadest  ex- 
perience in  die-casting  and  by  daily  con- 
tact with  diversified  industries  and  produc- 
tion methods. 


BROOKLYN.  N.Y. 

TOLEDO.  OHIO. 


tomers  to  their  store.  The  newest  move  of  this 
live  dealer  is  the  establishment  of  a  musical 
school,  where  children  are  taught  to  play  musi- 
cal instruments  of  every  nature.  A  room  has 
been  set  aside  for  this  purpose  and  a  competent 
teacher  has  been  secured  to  give  lessons  to  the 
pupils.  So  far  it  has  been  a  huge  success  and 
in  the  two  months  that  it  has  been  in  exist- 
ence more  than  fifty  children  have  been  enrolled 
in  the  classes.  This  highly  constructive  work 
not  only  creates  a  demand  for  musical  instru- 
ments, but  is  instilling  into  these  young  people 
a  love  of  music  that  is  bound  to  react  in  sales 
of  musical  instruments  generally,  as  well  as 
talking  machines  and  records. 

New  Sonora  Dealers 
Among  the  new  dealers  recently  established 
by  the  Long  Island  Phonograph  Co.,  Sonora 
wholesaler,  is  the  Bensonhurst  Piano  Co.,  at 
7806  New  Utrecht  avenue,  which  is  conducted 
by  Joseph  Providente,  who  is  well  known  in 
this  section.  The  Fort  Hamilton  Musical  Em- 
porium, at  446  Eighty-sixth  street,  was  also  es- 
tablished this  month  as  a  Sonora  dealer.  A.  D. 
Biase  is  the  proprietor  of  this  store.  Another 
new  account  opened  by  this  Sonora  wholesaler 
is  the  store  conducted  by  J.  Racow,  at  202  Grand 
street. 

Klaus  Bros.  Open  Store 

A  newcomer  in  the  talking  machine  retail 
trade  in  Brooklyn  this  month  is  the  new  store 
opened  by  Klaus  Bros.,  at  3108  Mermaid  avenue, 
who  will  be  exclusive  Sonora  dealers.  The  en- 
tire line  of  Sonora  models  will  be  carried  ex- 
clusively and  the  company  will  also  feature  Vo- 
calion  records.  Gustav  Klaus  is  well  known  in 
talking  machine  circles  in  metropolitan  New 
York,  as  he  was  for  some  time  connected  with 
the  recording  laboratory  of  the  Regal  Record 
Co.,  where  he  gained  valuable  experience. 


SCORE  IN  DANCING  ENDURANCE  TEST 

Pathe  Records  Chosen  by  Miss  Sheppard 
Throughout  the  Long  Ordeal  for  Their  Danc- 
ing Rhythm  and  Staying  Power 


One  of  the  outstanding  features  demonstrated 
in  the  wonderful  marathon  dancing  endurance 
contest,  recently  completed  by  Vera  Sheppard, 
who  broke  the  world's  record  by  continuously 
dancing  for  sixty-nine  hours,  was  the  quality  of 
the  new  Pathe  phonograph  records,  which  stood 
up  steadfastly  throughout  the  severe  test  and 
which,  the  company  relates,  were  selected  by 
Miss  Sheppard  for  their  uniform  harmony  and 
flawless  rhj'thm.  This  feat  was  described  as 
the  most  severe  trial  a  phonograph  record  was 
ever  subjected  to  and  Miss  Sheppard  was  en- 
thusiastic in  her  praise  of  the  rhythm  and  the 
durability  of  her  accompanist,  the  Pathe  record. 


WHOLESALE 
EXCLUSIVELY 


SERVICE 

of  Unusual  Scope 
to  Victor  Retailers 


G.T.WILLIAMS  CO.,  Inc. 

272  Flalbush  Ave.  Ext.  Sew°york 


STUNT  DRAWS  TRADE  FIVE  YEARS 

Services  of  Record  Artists  at  Dance  Arranged 
for  by  Live  Talking  Machine  Dealer  Resulted 
in  Sale  of  Many  Instruments  and  Records 
During  the  Five  Years  Following 


This  is  the  story  of  a  publicity  stunt  put  in 
effect  in  1918  which  is  still  selling  talking  ma- 
chines for  the  merchant  who  "took  a  chance"  to 
the  extent  of  $300  in  hiring  a  dance  liall  and 
securing  the  services  of  a  well-known  aggrega- 
tion of  record  artists,  the  Hawaiians,  who  sup- 
plied music  for  a  dance.  Engraved  invitations 
were  sent  out  to  the  people  on  the  mailing  list 
of  this  merchant  and  as  a  result  a  large  number 
of  dance  enthusiasts  attended  the  event.  The 
result  was  immediate.  Large  numbers  of  the 
records  of  the  artists  playing  at  the  dance,  as 
well  as  other  recordings,  were  sold.  A  number 
of  instruments  were  also  quickly  disposed  of 
through  prospects  whose  names  were  secured  at 
this  dance.  No  record  of  the  first  rush  of  busi- 
ness resulting  from  this  event  was  kept,  but 
the  proprietor  of  the  concern  states  that  after 
the  first  flurry  of  business,  during  a  period  which 
ended  a  few  weeks  ago,  twenty-five  talking  ma- 
chines were  sold.  Immediately  after  the  dance 
and  for  some  time  following  the  number  of 
records  by  these  artists  sold  totaled  several 
hundred. 

The  last  sale  traceable  to  this  event,  as  has 
been  mentioned,  was  made  only  a  few  weeks 
ago.  A  man  came  into  the  store  and  selected 
a  $100  upright  model.  Before  leaving  the  estab- 
lishment he  turned  to  the  dealer  and  said: 
"About  five  years  ago,  while  present  at  a  dance 
staged  by  you  in  the  Palace  I  determined  to 
purchase  a  talking  machine  at  this  store.  Some- 
how I  never  got  to  the  actual  point  of  buying, 
but  it  is  done  now  and  I  sure  am  glad  to  get 
the  instrument." 

This  is  proof  positive  of  the  value  of  sales 
promotion  work  of  this  character  and  while 
there  may  be  some  who  will  doubt  the  truth  of 


the  story,  nevertheless  it  is  a  positive  fact  and 
IS  recorded  here  to  show  what  can  be  accom- 
plished in  this  direction.  Of  course,  all  of  these 
sales  did  not  come  to  the  dealer  unsolicited. 
Every  person  attending  the  dance  was  asked  to 
supply  certain  information  which  resulted  in 
adding  many  new  names  to  the  prospect  list  and 
these  people  were  immediately  solicited  and  sent 
literature  regarding  the  instruments  and  records 
handled.  It  is  the  follow-up  which  determines 
the  success  or  failure  of  a  stunt  such  as  the 
one  described. 


IN  FINANCIAL  DIFFICULTIES 


Miss  Dorothy  Kenyon  was  appointed  receiver 
recently  by  Judge  Mack  in  bankruptcy  proceed- 
ings brought  against  the  Jewett  Mfg.  Corp., 
9  East  Fortieth  street,  New  York,  manufacturer 
of  radio  appliances.  The  liabilities  are  placed 
at  approximately  $40,000,  with  assets  of  $25,000, 
consisting  mainly  of  a  plant  located  at  Newark. 
This  company  is  in  no  way  associated  with  the 
Jewett  Radio  &  Phonograph  Co.,  of  Detroit, 
Mich. 


An  attractive  talking  machine  establishment 
has  been  opened  at  744  East  180th  street.  New 
York  City,  by  Harry  Weiner.  Sonora  instru- 
ments are  featured. 

MOTORS 

Single  spring  motors  at  $2.50 
complete  to  be  used  for  port- 
ables, and  small  machines. 

Pleasing  Sound  Phono.  Co. 

204  E.  113th  Street 
New  York,  N.  Y. 
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S_AN_FRAN^CISCO 

Records  in  Fine  JVindow  Displays  Resulting  in  Sales — Unusual 
Tie-up  Ulth  Artist — Kohler     Chase  Get-together — The  News 


San  Francisco,  Cal.,  May  5. — Merchants  who 
are  complaining  that  business  is  not  increasing 
as  fast  as  it  should  in  view  of  the  rapid  in- 
crease of  population  in  California  are  in  the 
same  class  as  the  farmer  who  counts  his  chick- 
ens before  they  are  hatched.  Every  new  settler 
in  a  community  means  a  proportionate  increase 
in  business  sooner  or  later,  but  naturally  the 
new  settlers  are  not  inclined  to  buy  a  talking 
machine  and  records  before  they  have  acquired 
a  cook  stove.  Have  patience,  Mr.  Music  Mer- 
chant, the  best  is  yet  to  come.  As  a  speaker 
at  a  large  banquet  the  other  night  expressed  it, 
"success  is  sure  to  the  man  who  studies  the 
future  in  the  light  of  past  experience."  It  takes 
no  prophet  to  see  ahead  far  enough  to  know 
that  a  growing  family  will  need  more  clothes 
to  wear  next  year  than  it  does  this  year. 

If  Spring  business  is  not  exactly  rushing  at 
present,  in  reality  there  is  no  just  reason  to 
complain.  Leading  concerns  in  San  Francisco 
all  report  that  the  sales  volume  for  April  this 
year  was  greater  than  for  the  same  month  last 
year.  The  ov-erhead  costs  in  business  have  in- 
creased somewhat,  notably  rents,  yet  this  is  off- 
set by  the  fact  that  there  are  more  people  to 
make  an  appeal  to.  Also,  in  many  cases,  mer- 
chants have  added  lines  which  afford  larger 
profits  than  some  of  their  old  lines. 

Dealers  Featuring  Records  in  Windows 

Most  of  the  San  Francisco  talking  machine 
dealers  are  featuring  record  hits  in  their  show 
windows  this  month.  Dance  records  are  .going- 
strong,  especially  the  waltz  and  slow  dance 
music  of  the  latest  type.  Business  on  portables 
is  heavy  and  the  outlook  is  for  a  bigger  sale  of 
this  type  of  machines  than  last  Summer.  Flat- 
top machines  are  in  the  most  popular  demand 


in  the  large  cities,  though  in  some  districts  out 
of  town  the  uprights  are  holding  their  own 
about  as  well  as  ever. 

Columbia  Tie-up  With  Rosa  Ponselle 

The  Coast  concert  tour  of  Rosa  Ponselle  is 
being  handled  in  a  manner  which  must  be  highly 
gratifying  to  the  artist,  at  least  from  the  pub- 
licity standpoint.  Huge  posters  of  Miss  Pon- 
selle are  to  be  seen  on  every  hand  and  in  con- 
nection with  much  of  this  advertising  mention 
of  the  Columbia  Ponselle  records  is  made. 
Manager  Kanter,  of  the  local  Columbia  Grapho- 
phone  Co.,  has  engineered  a  co-operative  pub- 
licity campaign  which  enlists  the  good  will  of  all 
the  Columbia  dealers.  Mr.  Kanter  has  arranged 
for  fifty  separate  Ponselle  window  displays  in 
San  Francisco  and  vicinity.  The  singer's  greatest 
concert  will  be  held  at  the  Civic  Auditorium  in 
San  Francisco  on  May  13. 

The  Kohler  &  Chase  Get-together 

It  was  some  party,  the  Kohler  &  Chase  get- 
together  gathering  in  Knabe  Hall  in  the 
Kohler  &  Chase  Building  on  the  evening  of 
April  4.  This  event  marked  the  first  of  a  series 
of  meetings  by  the  company's  employes.  The 
life  of  the  party  was  Leon  Lang,  vice-president 
and  general  manager,  who,  in  one  year,  has  de- 
veloped an  esprit  de  corps  which  promises  great 
things  for  the  future  of  the  company.  Pre- 
ceding the  dance  and  refreshments  there  was 
speaking  by  George  Q.  Chase,  president;  Leon 
Lang,  William  H.  H.  Davis,  R.  H.  Blake,  C.  E. 
Gorham,  F.  P.  Corcoran  and  others.  Mr.  Cor- 
coran, Pacific  Coast  sales  manager  of  the 
Brunswick  Co.,  made  an  address  in  which  he 
outlined  the  history  of  the  Brunswick  machine 
and  explained  its  special  selling  poifits.  Kohler 
it  Chase  have  just  taken  on  an  exclusive  agency 


for  Brunswick  phonographs  and  records,  and 
the  talking  machine  departments  of  the  vari- 
ous stores  in  .  central  California  are  being  en- 
larged and  remodeled  in  order  to  handle  the 
business  to  best  advantage. 

Robert  Bird  Ends  Tour  of  Branches 

Robert  Bird,  manager  of  the  wholesale  Victor 
department  of  Sherman,  Clay  &  Co.,  has  re- 
turned from  a  visit  to  the  company's  establish- 
ments in  the  Northwest.  He  visited  Seattle, 
Spokane,  Tacoma  and  Portland,  and  found  busi- 
ness in  all  these  places  ahead  of  last  year. 

Mrs.  Bower,  who  formerly  was  secretary  to 
Andrew  ^McCarthy,  but  who  has  been  out  of 
the  talking  machine  game  for  a  few  years,  has 
accepted  the  position  as  secretary  to  Mr.  Bird. 
Lectures  on  "Music  Appreciation" 

Miss  Donzella  Cross,  of  the  musical  educa- 
tional department  of  Sherman,  Clay  &  Co.,  is 
at  present  giving  four  afternoon  lectures  a  week 
to  the  school  teachers  of  San  Francisco  and 
Oakland  on  the  subject  of  "Music  Appreciation." 
Trade  Golfers  in  Tie  Match 

The  golf  experts  of  Sherman,  Clay  &  Co. 
and  the  Wiley  B.  Allen  Co.  played  a  tie  match 
at  the  Presidio  course  this  month.  The  tie  is 
to  be  played  off  at  the  Lakeside  links.  George 
Bates,  Shirley  Walker  and  A.  D.  Duclos  repre- 
sented Sherman,  Clay  &  Co.,  and  J.  J.  Black, 
Harold  Pracht,  Mr.  Lindsay  and  Harry  Law- 
rence defended  the  honor  of  the  Wiley  B.  Allen 
Co.  in  the  hotly  contested  match. 

Edison  Demand  Grows 

Edison  Phonographs,  Ltd.,  Edison  distribu- 
tor, is  receiving  very  substantial  proofs  of  the 
increased  interest  in  Edison  phonographs  and 
records  in  the  vast  territory  which  it  con- 
trols, including  San  Francisco,  Los  Angeles 
and  Portland.  The  new  console  models  have 
attained  a  great  vogue,  while  the  latest  issues 
of  Edison  records  are  winning  increased  favor. 
Successful  Demonstrations  of  Exercise  Records 

A  most  successful  demonstration  of  the  Wal- 
lace reducing  records  was  held  this  month  in 
the  talking  machine  department  of  the  City  of 
Paris,  San  Francisco.    Miss  Doris  Quigley,  as- 
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Main  Wholesale  Depot  r 
741  Mission  Street,  San  Francisco,  Cal. 

Branch  V/holesale  Depots: 
10th  and  Santee  Streets,  Los  Angeles,  Cal. 
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Portland,  Oregon 
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Opportunity 

Climate 

Profit 


The  Pacific  Coast  Offers  All  Three 

Your  Opportunity.      Several  open  towns  awaiting  a  live  Edison  dealer. 
Our  Climate.      Offers  more  agreeable  conditions  and  more  working  hours. 
Your  Profits.      The  more  money  earned — the  more  available  profits  for  you. 

We  Serve  the  Entire  Pacific  Coast 

Write  any  of  our  three  houses  for  particulars  regarding  locations  out  here,  where  the 
sun  shines  gloriously,  the  flowers  grow  luxuriously  and  prosperity  reigns  continuously. 

Edison  Phonographs  Ltd. 


Los  Angeles 


San  Francisco 


Portland 


sistant  manager,  gave  the  lecture  and  there  was 
a  special  girl  model  employed  to  go  through 
the  exercises.  Demonstrations  were  given  every 
half-hour  from  two  to  five  o'clock  on  two  days, 
and  in  all  over  2,000  women  viewed  the  ex- 
hibitions. The  demonstrations  were  well  ad- 
vertised, and  as  a  result  people  came  in  from 
all  the  surrounding  country.  A  similar  show  is 
to  be  staged  at  the  Women's  Athletic  Club 
in  the  near  future. 

Another  series  of  demonstrations  along  the 
same  line,  only  using  the  Walter  Camp  "Daily 
Dozen,"  was  also  held  at  the  City  of  Paris 
talking  machine  department  recently.  The  lec- 
turer was  W.  S.  Storms,  manager  of  the  depart- 
ment, and  the  model  a  well-known  local  golf 
instructor.  These  exhibitions  were  held  during 
the  noon  hour  and  they  attracted  a  large  num- 
ber of  men  spectators. 

J.  J.  Black,  treasurer  of  the  Wiley  B.  Allen 


Co.,  is  back  from  an  early  trip  to  the  Yoi>emite 
Valley,  where  he  acted  as  guide  to  George  J. 
Dovvling,  president  of  the  Cable  Company,  Chi- 
cago. 

George  Morton,  manager  of  the  White  House 
talking  machine  department,  says  that  sales  have 
increased  from  25  to  30  per  cent  every  month 
since  the  first  of  the  year. 

E.  R.  Darvill,  sales  manager  for  the  Munson- 
Raynor  Corp.,  Los  Angeles,  distributor  of  the 
Cheney  phonograph,  was  in  San  Francisco  for 
a  week's  visit  this  month. 

A  recent  addition  to  the  sales  force  of  the 
Emporium  is  Mrs.  C.  W.  Newell,  who  recently 
arrived  here  from  Honolulu,  where  she  was  con- 
nected with  the  Bergstrom  Music  Co.,  as  man- 
ager of  the  Victor  department.  Mrs.  Newell 
is  an  expert  record  saleswoman,  especially  of 
foreign  records.  She  speaks  fluently  Chinese, 
Japanese,  Portuguese  and  Philippine  dialect. 


OGDEN,  UTAH,  TERRITORY  ENJOYING  BUSINESS  REVIVAL 

Glen  Bros.-Roberts  Piano  Co.  Moves  Into  New  Home — Extensive  Improvements  Contemplated 
— Demand  for  Machines  and  Records  Improves  Steadily 


Ogden,  Utah,  \[ay  5. — Extensive  inii)ro\ ements 
and  added  departments  are  contemplated  by  the 
Glen  Bros.-Roberts  Piano  Co.,  of  this  city,  when 
the  concern  moves  into  its  new  home  at  2546 
Washington  avenue,  which  is  fast  becoming  the 
music  row  of  Ogden.  The  company  has  pur- 
chased a  building  adjacent  to  the  Masonic  Tem- 
ple and  a  few  doors  distant  from  its  original 
home  in  Ogden.  With  the  improvements  and 
the  building  the  company  expects  an  outlay  of 
$60,000.  The  building  will  be  converted  into 
three  stories  with  a  mezzanine  floor.  It  will 
have  a  frontage  of  77  feet,  extending  330  feet 
into  the  block. 

"The  first  floor  will  be  devoted  to  small  goods 
and  phonographs,"  said  T.  J.  Holland,  sales 
manager  and  director  of  the  company.  "We 
will  build  soundproof  demonstration  rooms  for 
the  phonographs  and  records  on  the  first  floor, 


O  T  O  R  S 

Ready  for  Delivery 

Double  Springs;  plays  two  10-inch  Rec- 
ords; suitable  for  Portable  Phonographs. 
Sample,  $3.75.  Larger  motor  playing  two 
to  three  12-inch  Records;  suitable  for 
Phonograph  selling  for  $100.  Sample,  $5.75. 
MERMOD  &  CO.,  16East23dSt 
Telephone  Ashland  7395 


giving  the  public  easy  access  to  the  record 
booths.  On  the  mezzanine  floor  will  be  tlie 
offices  and  piano  showrooms.  The  third  floor 
will  be  made  into  a  large  concert  hall. 

"Already  this  year  the  phonograph  business 
has  shown  a  remarkable  revival,"  continued  Mr. 
Holland.  "We  have  had  more  cash  payments 
on  machines  and  records  are  moving  fastei 
than  during  any  period  for  the  past  two  years. 
This,  I  think,  is  due  to  the  general  improve- 
ment in  the  farming  industry  of  Utah  and  Idaho. 
The  stimulus  in  business  has  also  been  felt  in 
Wyoming  and  Idaho  and  we  are  sending  men 
into  those  two  States  for  the  first  time  in  two 
years.  The  reaction  to  our  feelers  has  been 
such  that  we  feel  warranted  in  tapping  the  new 
trade  territories. 

"In  our  own  vicinity  I  have  tried  out  an  origi- 
nal experiment  of  giving  phonograph  concerts 
in  the  various  farming  communities.  Through 
this  method  of  placing  the  latest  records  before 
the  people  in  the  outlying  districts  we  have 
realized  an  excellent  increase  in  our  record  busi- 
ness and  have  put  out  a  large  number  of  ma- 
chines." 

The  last  month  has  been  a  fairly  busy  one  for 
the  Proudfit  Sporting  Goods  Co.,  Edison  dis- 
tributor for  the  Intermountain  States,  including 
Utah,  Idaho  and  part  of  Wyoming  and  Nevada. 
The  orders  for  machines  and  records  being  re- 


ceived by  this  concern  predicate  an  excellent 
business  for  the  near  future  and  the  outlook  for 
Edison  business  during  the  remainder  of  the 
year  at  the  present  time  is  very  satisfactory. 

Ezra  B.  Jones,  proprietor  of  the  Jones  Phono- 
graph Store,  2524  Washington  avenue,  has  added 
the  Brunswick  phonograph  line  to  his  business. 
In  addition  to  the  Brunswick  he  carries  the 
Sonora. 


JENNY  LIND  WINDOW  WINS  PRAISE 

Tie-up    With    Concert   of   Mme.    Hempel  by 
Kellog,  Drake  &  Co.  in  Galesburg,  111 


Galesburc,  III.,  May  6.— A  window  display 
which  attracted  a  great  deal  of  attention  here 
on  the  occasion  of  the  appearance  of  Frieda 
Hempel,  Edison  artist,  in  her  famous  Jenny 
Lind  concert  was  staged  by  Chas.  L.  Day, 
manager  of  the  Music  Shop  of  Kellog,  Drake  & 
Co.,  Edison  dealers.  The  window  consisted  of 
furniture  of  the  Jenny  Lind  period,  including  a 
150-year-old  spinet  and  a  form  dressed  in  a 
gown  typical  of  the  time  when  Jenny  Lind  was 
at  the  height  of  her  fame.  It  was  a  most 
effective  tie-up  with  the  artist  and  reflected 
credit  on  the  enterprise  and  artistic  ideals  of 
ICellog,  Drake  &  Co. 


MANUFACTURERS'  ANNUAL  CONCLAVE 

The  nation's  industry  will  meet  in  annual  con- 
ference on  May  14,  15  and  16,  at  the  Waldorf- 
Astoria,  at  the  twenty-eighth  annual  convention 
of  the  National  Association  of  Manufacturers. 

Some  of  the  pressing  subjects  to  be  discussed 
are  transportation,  pioneer  of  industry;  con- 
struction, which  establishes  communities;  pro- 
duction, which  expands  those  communities; 
open  shop,  which  guarantees  the  right  to  work 
to  every  citizen;  immigration,  upon  which  the 
country  is  more  dependent  to-day  for  its  rough 
labor  than  at  any  time  in  its  history;  taxation, 
some  forms  of  which  are  putting  a  curb  on 
ambition  and  expansion;  merchant  marine, 
which  every  growing-  nation  must  have. 

Particular  features  already  arranged  include; 
industrial  production;  law  and  order,  special 
fellowship,  open  shop  sessions  and  a  special 
fellowship  luncheon. 


Co  nsiderable  interest  among  talkmg  machine 
dealers  in  Memphis,  Tenn.,  is  being  manifested 
in  the  annual  convention  of  the  Tennessee  Re- 
tail I'urniture  Dealers,  to  be  held  in  that  city 
on  May  24  and  25.  Most  furniture  houses  here 
have  large  talking  machine  departments. 


Do  you  know,  what  an 

EDISON  PHONOGRAPH 

Franchise  would  mean  to  you? 

There  are  a  few  opportunities, 
NOW  ,  in  our  district  to  secure  an 

EDISON  AGENCY 

WrUe  Us 


-a- 


Proudfit  Sporting  Goods  Co. 

OGDEN,  UTAH 
Intermountain  Distributors 
Utah,  Idaho,  and  Part  of  Wyo.  and  Nev. 
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AUDAK  Cuts  the  Cost  of  Selling  Records 

USED  BY  LARGE  AND  SMALL  DEALERS  THROUGHOUT  THE  COUNTRY 

Demonstrates  any  number  of  records  at  the  same  time  without  booths 

Ask  for  Name  of  Jobber  Nearest  You  AUDAK  CO.,  565  Fifth  Ave.,  New  York 


B  UFFALO 

Record  Trade  Brisk — Organiza- 
tion of  Victor  Dealers  Effected 
— Fiiie  ni)idozv  Displays  Attract 

BuFi-'ALO,  N.  Y.,  May  7. — Brisk  record  business 
is  the  feature  of  trade  here  at  present.  One 
Main  street  dealer  says  the  attractive  vaude- 
ville and  concert  season  of  this  year  has  greatly 
stimulated  sales  of  records,  while  a  number  of 
sales  are  to  those  who  bought  their  instru- 
ments at  Christmastime  and  are  now  stocking 
up  with  new  records.  There  is  an  especially 
strong  demand  for  dance  records.  Portable 
talking  machines  are  also  selling  well. 

Victor  dealers  of  Buffalo  met  at  a  noon  lunch- 
eon in  the  Iroquois  Hotel  recently,  when  they 
organized  the  Victrola  Dealers'  Association. 
Meetings  have  been  held  informally  by  the 
members  of  the  Association  for  the  past  few 
weeks  at  noon  luncheons.  By-laws  and  a  new 
constitution  were  drawn  up  and  adopted.  The 
new  organization  will  operate  in  a  more  infor- 
mal manner,  holding  meetings  at  noon  lunch- 
eons once  a  month  or  by  special  call  of  the 
council.  It  is  planned  to  hold  special  meetings 
in  honor  of  Victor  artists  who  appear  in  the 
city.  An  entertainment  committee  will  see  that 
their  gatherings  are  made  entertaining  as  well 
as  profitable.     Membership  is  open  to  out-of- 


town  dealers  as  well  as  those  engaged  in  busi- 
ness locally. 

Officers  elected  at  the  last  meeting  are: 
President,  A.  H.  Fleischman,  manager  of  the 
music  department  of  Wm.  Hengerer  Co.;  vice- 
president,  Charles  Liske;  secretary,  J.  M.  Kib- 
ler,  and  treasurer,  Albert  Schwegler,  all  of  this 
city.  This  group  makes  up  the  council,  which 
will  be  assisted  in  committee  work  by  the  fol- 
lowing group  of  dealers:  E.  R.  Burley,  dealer; 
Charles  Heineke,  manager  of  the  Victor  de- 
partment of  Denton,  Cottier  &  Daniels,  and 
Eugene  Farney,  manager  of  the  Victor  depart- 
ment of  Robert  E.  Loud  Music  Co.  The  Asso- 
ciation plans  to  hold  a  picnic  about  July  1, 
although  no  definite  plans  have  been  arranged. 

The  Rudolph  Wurlitzer  Co.  has  bought  out 
the  business  of  the  Winegar  Piano  Co.,  at 
Broadway  and  Watson  street,  which  opened 
under  its  management  May  1. 

Window  displays  are  the  best  advertising,  if 
properly  arranged,  is  the  belief  of  Ben  Neal, 
president  of  Neal,  Clark  &  Neal,  Buffalo  talk- 
ing machine  dealers,  who  have  been  specializing 
in  record  displays.  This  store  recently  sold  out 
its  entire  stock  of  "Burning  Sands"  records 
within  two  days  through  a  clever  window  dis- 
play. This  window  was  replaced  by  one  equally 
attractive,  featuring  "Starlight  Bay."  Special 
lighting  effects  help  greatly  to  make  the  win- 
dow a  success.  In  the  "Starlight  Bay"  window 
tiny  electric  stars  peeped  through  a  dark  velvet 
sky  overlooking  a  clear  bay  on  which  floated 
a  lighted  steamer,  and  nearer  the  shore  were 


smaller  craft  and  swans,  an  attractive  setting. 

"We  believe  in  newspaper  advertising  and 
good  window  displays,"  said  Air.  Neal.  "We 
have  no  outside  workers  and  do  no  soliciting. 
I  believe  that  through  our  method  of  adver- 
tising we  get  the  best  trade,  and  our  customers 
are  those  who  really  want  a  talking  machine. 
We  have  comparatively  no  trouble  in  collec- 
tions. Ninety  per  cent  of  our  patrons  pay  at 
the  store  according  to  their  contracts,"  Mr. 
Neal  said. 

The  Seaburg  Mfg.  Co.,  Jamestown,  manufac- 
turer of  the  Librola  phonograph,  has  added 
100,000  square  feet  of  factory  space  to  its  plant 
by  taking  over  the  factory  of  the  Art  Metal 
Construction  Co.,  adjoining  its  factory. 

On  May  1  the  name  of  the  Builders'  Ex- 
change Building  was  changed  to  the  Andrews 
Building.  The  building  was  bought  a  few  years 
ago  by  C.  N.  Andrews,  Victor  wholesaler. 

Temporary  quarters  have  been  secured  in  the 
Naylon  Building,  Main  and  Seneca  streets,  by 
the  local  branch  of  the  Brunswick-Balke-Collen- 
der  Co.,  which  has  charge  of  Brunswick  distri- 
bution in  this  territory,  and  whose  former  quar- 
ters on  Washington  street  were  damaged  by 
fire. 

The  new  Victor  models  which  have  been  an- 
nounced to  the  trade  are  being  eagerly  awaited 
by  dealers  in  the  territory  served  by  the  Buffalo 
Talking  Machine  Co.,  Victor  wholesaler,  accord- 
ing to  reports  emanating  from  that  company's 
headquarters  in  this  city.  The  Buffalo  Talking 
Machine  Co.  has  been  enjoying  an  excellent  de- 
mand and  present  indications  point  to  a  contin- 
uation of  this  pleasing  state  of  affairs. 

T.  Amesbury  Goold  and  George  Goold,  of 
Goold  Bros.,  Inc.,  music  dealers,  have  returned 
from  a  delightful  vacation  in  Bermuda.  Their 
father,  William  Goold,  and  his  daughter,  Mrs. 
F.  L.  Armstrong,  will  leave  the  latter  part  of 
this  month  for  an  extended  tour  of  Europe, 
.visiting  relatives  in  England. 

Dealers  are  eagerly  awaiting  the  release  of 
the  Victrola  Model  215,  says  C.  E.  Seigesmund, 
sales  manager  of  C.  N.  Andrews,  Victor  jobber. 
Mr.  Seigesmund  believes  this  will  be  a  Victor 
leader.  There  is  a  great  demand  for  Victrolas 
just  now,  he  reports,  and  dealers  are  profiting 
by  their  experience  of  last  Winter,  when  they 
were  caught  at  Christmastime  with  depleted 
stocks.  "Retailers  are  preparing  for  their  Fall 
trade,  and  even  putting  in  their  orders  for  the 
next  hohday  season,"  he  said.  "Business  is 
very  good,  and  we  have  every  reason  to  believe 
that  it  will  continue  throughout  the  year." 

A.  J.  Miles,  of  Binghamton,  has  been  made 
credit  manager  for  Terwilliger  &  Salzer,  of 
Jamestown,  N.  Y.,  Brunswick  dealers. 

C.  J.  Hereth  is  featuring  the  new  Edison  in 
very  attractive  window  displays.  He  says  the 
Edison  has  been  his  leader  since  the  Better 
Homes  Exposition,  when  it  was  featured  there 
in  a  well-arranged  booth. 

Victor  dealers  featured  "Out  Where  the  Blue 
Begins"  and  "Mother's  Love"  in  window  dis- 
plays, in  remembrance  of  Mother's  Day. 

The  Iroquois  Sales  Corp.,  distributor  of  Okeh 
records  and  Strand  talking  machines  for  Buf- 
falo and  western  New  York,  had  an  excep- 
tionally good  month,  said  F.  D.  Clare,  sales 
manager.  "The  past  four  months  have  shown 
an  Jicrease  in  business  of  at  least  75  per  cent 
over  the  same  period  of  last  year,"  he  said. 
"The  close  of  the  year  will  show  at  least  an 
increase  of  SO  per  cent  over  last  year." 

G.  R.  Kuehner  has  just  returned  from  a  very 
successful  trip  through  western  New  York, 
representing  the  Iroquois  Sales  Corp. 


yj N/CffT'S  R/DE  FR0f7 EVERY 
/MPORTANT  TRADE  CENTER. 
/N  THE  EAST 


The  veritable  network  of  shipping  facilities  which  Bufifalo 
ofifers  to  Victor  dealers — is  the  answer  why  the  Buffalo  Talking 
Machine  Co.  service  is  reaching  a  larger  number  of  dealers  each 
year. 

This  is  unquestionably  a  real  service  which  builds  long-lasting 
friendship  with  a  better  and  more  efficient  business  for  all. 
Why  not  try  this  service?    It  will  pay  you. 

BUFFALO  TALKING  MACHINE  CO. 

Victor  Wholesalers 

BUFFALO,   N.  Y. 
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Fancy  Namy, 
Clancy 


ACate  Irish  Yattz  Son^  h^lfieWrner^^  fP^^Sy  ^^^'^ 


Vincent  Lopez  and  His  Hotel  Pennsylvania 
Orchestra,  Okeh  artists,  will  ie  in  Buffalo  dur- 
ing the  week  of  May  21.  They  will  arrive  for 
the  opening  of  the  new  Hotel  Statler  on  the 
night  of  May  19,  where  they  will  furnish  the 
music  for  the  five  opening  nights.  Their  music 
will  be  broadcasted  from  Station  WGR  atop 
the  new  Statler.  During  the  week  of  the  21st 
the  orchestra  will  appear  at  Shea's  Theatre. 
Arrangements  are  under  way  to  have  them 
play  in  one  of  the  leading  department  stores 
where  Okeh  records  are  sold. 


NEW  HOME  FOR  ELLAS  MARX  MUSIC  CO. 

Well-known  Music  Concern  Now  Settled  in 
Handsome  New  Building  in  Sacramento — 
Large  Phonograph  Department  a  Feature 


Sacramento,  Cal.,  May  4. — The  Ellas  Marx 
Music  Co.  is  now  settled  in  -its  handsome  new 
building  at  1027-29-31  J  street,  corner  of 
Eleventh   street,  in  the   fastest-growing  retail 


"HOME,  SWEET  HOME"  CENTURY  OLD 

Frieda  Hempel,  Edison  Artist,  Sings  to  Radio 
to  Celebrate  Anniversary  of  Song  Appearing 
on  Her  "Jenny  Lind"  Programs 


Frieda  Hempel,  the  eminent  soprano  and  Edi- 
son artist,  broadcasted  "Home,  Sweet  Home"  on 
May  8,  the  hundredth  anniversary  of  the  first 
time  that  this  immortal  song  was  sung  in  pub- 
lic. Hempel  in  the  past  has  consistently  re- 
frained from  broadcasting,  but,  as  a  tribute  to 
the  great  song  which  appears  on  most  of  her 
"Jenny  Lind"  programs,  she  consented  to  sing 
for  her  first  radio  audience  on  this  special  oc- 
casion. 

Miss  Hempel's  debut  on  the  radio  attracted 
unusual  interest  and  photographs  and  announce- 
ments of  the  event  were  circulated  throughout 
the  newspapers  and  motion  picture  houses  of 
the  country. 


Edison  officials  upon  the  excellent  arrange- 
ments made  for  the  featuring  of  that  product 
in  an  artistic  manner. 

Mr.  Marx  himself  saw  to  the  furnishings  of 
the  booths  and,  instead  of  the  usual  chairs, 
provided  them  with  heavily  upholstered  settees 
and  other  furnishings  that  not  only  gave  a 
homelike  effect,  but  improved  the  acoustic  prop- 
erties. Improved  ventilating  systems  keep  the 
air  of  the  booths  fresh  at  all  times,  adding 
greatly  to  enjoyment  of  demonstrations. 

As  a  feature  of  the  opening  week  there  was 
secured  from  the  Edison  Laboratories  at  Or- 
ange, N.  J.,  a  model  of  the  first  phonograph 
perfected  by  Mr.  Edison,  the  hand-propelled 
model  with  tinfoil  record,  that  has  become  so 
familiar  to  the  public  in  the  East. 


RAPPOLD  AND  ZENATELLO  ON  EDISON 


There  is  no  room  for  the  snob  in  a  sales 
organization. 

II 


The  Artistic  New  Ellas  Marx  Building 

section  of  the  city.  The  building  is  strictly  mod- 
ern in  every  particular,  of  steel  and  concrete 
construction,  and  has  show  windows  extending 
100  feet  along  J  street. 

Particular  attention  has  been  given  to  the 
equipment  of  the  interior  of  the  building  and 
the  battery  of  sound-proof  demonstration  booths 
is  declared  to  be  among  the  largest  and  finest 
in  the  West.  The  company  features  the  Edi- 
son phonograph  and  has  been  complimented  by 


The  Edison  Co.  is  about  to  release  a  record 
of  unusual  interest  and  one  which  should  have 
a  ready  sale — "Miserere,"  from  "II  Trovatore," 
recorded  by  Marie  Rappold,  the  famous  operatic 
soprano,  and  Giovanni  Zermtello,  the  eminent 
Italian  tenor.  The  selection,  of  course,  is  known 
to  every  music  lover,  but,  sung  by  these  two 
great  artists,  new  beauties  should  be  revealed 
in  this  operatic  favorite. 


EDISON  RETURNS  FROM  FLORIDA 

Thomas  A.  Edison  returned  from  Florida  on 
May  5  after  spending  six  weeks  in  his  Fort  My- 
ers home.  Mr.  Edison  was  unusually  hale  and 
hearty  and  apparently  was  greatly  benefited  by 
his  vacation  in  the  South. 


Claravox 


EDISON  DEALERS 

\T E E D  we  say  more  than  that  the 
^  Claravox  is  the  only  reproducer  other 
than  the  Edison  which  employs  a  gen- 
uine, high  grade  diamond  point,  micro- 
scopically ground. 

A  postcard  will  bring  one  on  trial 

THE  CLARAVOX  CO. 

Youngstown,  OHIO 


ICLEAR  voice; 


For  Sale  by  the  Following  Jobbers: 


Claravox  Sales  Co.  of  Michig-an  Detroit,  Mich. 

M.  S.  Henderson  (Metropolitan)  Mt.  Vernon,  N.  Y. 

Plionographs,  Ine  Atlanta,  Ga. 

The  Phonograph  Co  Chicago,  111. 

Davenport  Phonograph  Acces.sory  Co  Davenport.  la. 


The  Phonograph  Company  Cleveland.  Ohio 


Silverstone  Music  Co  '  St.  Louis,  Mo. 

Shviltz   Bros  Omaha.  Xeb. 

Prank  E.  Bolway  &  Son  Syracuse,  N.  Y. 

Girard  Phonograph  Co  ...Philadelphia,  Pa. 

Proudfit  Sporting  Goods  Co  Ogden,  Utah 
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Ci-y-in^foi-  you,  cry-in^ 


:2t 


or  you,   Heart  bro-ken  lone-some  and  blue,  ■ 


ANEW  BALLAD 


By//?e  Writers  of  why  Should  I  Cry  Over'\bu? 
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Reports  of  Jobbers  and  Dealers 
Indicate  Season  of  Prosperity 
Ahead — /ill  Lines  in  Good  Demand 


Omaha,  Neb,,  May  9. — Spring,  though  long  de- 
layed, has  finally  arrived  in  Omaha,  and  dealers, 
with  but  few  exceptions,  report  a  very  active 
business  in  the  talking  machine  and  record 
trade.  Excellent  reports  are  also  received  by 
the  jobbers'  salesmen  operating  in  the  Omaha 
territory. 

Despite  the  intense  interest  manifested  in  the 
new  radio  broadcasting  station  of  the  Woodmen 
of  the  World,  one  of  the  largest  in  the  United 
States,  there  is  no  evidence  of  a  decline  in  the 
phonograph  business.  As  one  dealer  expressed 
it,  "The  more  the  people  become  acquainted 
with  music,  whether  or  not  it  is  by  radio,  the 
greater  the  demand  in  every  way.  Music  is 
something  that  has  to  be  cultivated  and  every 
contributing  element  is  an  asset." 

George  Coit,  manager  of  the  phonograph  de- 
partment of  the  Lee-Coit-Andreesen  Hardware 
Co.,  jobber  of  Sonora  phonographs  and  Okeh 
records,  reports  a  splendid  business  in  period 
models.  "Our  business  is  very  good  at  this 
time,"  Mr.  Coit  declared,  "however,  we  expect 
to  see  August  one  of  the  best  months  in  several 
years  for  the  jobbers.  Our  salesmen  are  bring- 
ing in  fine  reports  from  all  over  our  trade  terri- 
tory. 

"Trade  is  very  good  in  Okeh  records,  espe- 
cially 'Three  o'Clock  in  the  Morning'  and  'Way 
Down  East  in  Maine.'  So  far  as  the  first  is  con- 
cerned we  have  had  a  wonderful  business  in 
the  past  eight  months." 

C.  R.  Moores,  of  the  Ross  P.  Curtice  Co., 
jobber  in  Victrolas  and  Victrola  records,  states 
that  within  the  last  two  months  tliey  have  taken 
over  t!ic  agency  for  the  Aud.-'k  equipment  in 


Nebraska,  Iowa  and  Colorado.  "We  are  now 
receiving  a  great  many  inquiries  in  reference 
to  the  Audak,"  Mr.  Moores  explained,  "and 
expect  a  very  profitable  business  this  season." 
Philip  Haney,  assistant  manager  of  this  com- 
pany, says  business  is  steadily  increasing  and 
according  to  present  prospects  May  will  be  the 
best  month  this  year  by  more  than  25  per  cent. 

W.  M.  Robinson,  manager  of  the  National 
Music  Supply  Co.,  dealer  in  Victor  and  Bruns- 
wick machines,  declared  his  firm  had  experi- 
enced a  particularly  fine  record  season  this 
Spring. 

Hugo  Heyn,  sales  manager  of  the  phono- 
graph department  of  the  Mickel  Bros.  Co.,  job- 
bers of  Victrolas  and  Victor  records,  is  ex- 
tremely enthusiastic  over  the  outlook  for  this 
year.  The  firm's  sales  records  make  an  ex- 
cellent showing  at  the  present  time,  but  re- 
newed activity  is  expected  with  the  advent  of 
the  new  models,  Nos.  400,  405  and  410. 

The  Mickel  Co.  is  endeavoring  to  educate  the 
public  to  an  appreciation  of  better  music.  This 
is  done  chiefly  by  a  program  album  which  it 
has  prepared,  consisting  of  ten  numbers  for 
an  evening's  entertainment.  Persons  coming 
into  the  store  who  want  one  or  two  "jazz" 
selections  are  given  an  album  on  approval.  With 
each  record  is  a  foreword  telling  something  of 
interest  about  the  selection.  In  this  way  the 
desire  for  better  music  is  stimulated,  as 
familiarity  with  good  selections  brings  about  a 
greater  appreciation  of  music  that  is  worth 
while.  The  company  contemplates  putting  out 
a  children's  album  in  the  near  future,  consist- 
ing of  songs  which  are  to  be  accompanied  by 
games  and  directions  for  playing  the  games  are 
to  be  placed  in  the  album  with  the  records. 

Mr.  Heyn  says  that  results  of  the  school  of 
salesmanship  which  the  Victor  people  put  on 
in  Omaha  a  few  weeks  since  are  coming  in 
almost  daily. 

N.  S.  Reeves,  a  manager  of  the  phonograph 
department  of  the  Wright  &  Wilhelmy  Co.,  job- 


bers of  Pathe  phonographs,  states  his  house 
plans  to  feature  console  types  solely  and  they 
are  looking  forward  to  the  advent  of  five  new 
models  of  this  type. 

Scliultz  Bros.,  Edison  jobbers,  have  a  very 
attractive  novelty  art  department  in  connection 
with  their  music  business.  They  are  showing 
some  very  pleasing  show  windows,  in  which 
they  feature  different  grades  of  console  ma- 
chines displayed  in  groups,  such  as  a  con- 
sold  machine,  an  art  mirror  and  two  torcheres, 
or  a  bridge  lamp  and  mirror.  These  are  shown 
with  the  combination  price  and  terms  and  ap- 
peals to  the  decorative  instinct  of  the  housewife. 

Nothing  but  optimistic  reports  come  in  from 
the  Brunswick-Balke-Collender  people,  whether 
from  the  standpoint  of  the  jobber  or  the  re- 
tailer. With  the  advent  of  Spring  the  trade  in 
the  outlying  territory  has  awakened,  and  in  the 
cities  the  same  condition  continues,  that  of  be- 
ing unable  to  get  certain  types  from  the  factory 
fast  enough. 

Richard  E.  Spies,  manager  of  the  phonograph 
department  of  the  Schmoller-Mueller  Co.,  one 
of  the  largest  music  houses  in  Omaha,  with 
branches  in  Sioux  City  and  Council  Bluffs, 
states  that  sales  of  Columbia  machines  and 
new  process  records  have  been  very  active. 

Wm.  H.  Schmoller,  senior  partner  in  the 
Schmoller  &  Mueller  firm,  went  abroad  about 
May  3  and  expects  to  remain  until  the  first  of 
October. 

According  to  H.  PI.  Heintzelman,  of  the 
Cheney  Sales  Co.,  the  beautiful  period  models 
still  continue  in  demand  for  the  better  type 
of  homes.  However,  the  new  model,  which 
recently  has  been  brought  out  at  a  moderate 
price,  has  been  a  fine  seller  and  a  stimulus  lo 
trade. 


The  days  of  "storekeeping"  are  over.  Scien- 
tific business  management  and  salesmanship  are 
the  order  of  the  day.  Records  of  failures  con- 
tain a  large  percentage  of  "storekeepers." 


Edison  Is  Always  First! 

The  first  Phonograph 
First  with  Console  Phonographs 
First  with  Broadway  "Hits" 
First  to  play  all  makes  of  Records 

EDISON  INVENTED  IT- EDISON  MANUFACTURES  IT 

SHULTZ  BROTHERS,  Inc. 


Edison   Distributors  for  Nebraska 
and  Western  Iowa 


16th  and  Howard  Streets 
OMAHA 
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New,  exclusive  recordings  by 

SOPHIE  TUCKER 

"Queen  of  Vaudeville" 


As  a  result  of  what  is  undoubtedly  the  most  suc- 
cessful and  triumphant  vaudeville  tour  of  her  en- 
tire career,  Sophie  Tucker  has  gained  thousands 
of  new  and  enthusiastic  admirers  all  over  the 
United  States.  Never  before  has  the  tremendous 
popularity  of  the  "Queen  of  Vaudeville"  been  so 
evident.  Success  after  success  followed  her  every 
appearance,  reaching  a  fitting  and  glorious  climax 
at  her  final  week's  engagement  at  Keith's  Palace 
Theatre,  New  York. 

There,  as  in  all  her  previous  appearances, 
Sophie's  new  collection  of  typical  Tucker  num- 
bers, "put  over  "  in  her  own  inimitable,  vivacious 
manner,  were  hailed  with  unmistakable  delight  by 
each  succeeding  audience.  Every  performance 
found  Sophie  "stopping  the  show." 

Previous  to  her  recent  departure  to  Los  Angeles, 
where  she  is  now  the  headliner  in  the  popular 
"Pepper  Box  Revue,  "  Sophie  recorded  exclusively 
for  OKeh  those  numbers  which  she  made  famous 
on  her  remarkable  vaudeville  tour.  All  of  Sophie's 
well-known  pep  and  personality  are  vividly  present 
in  them.  Each  one  is  a  treat  in  itself — each  one 
is  Sophie  herself! 

These  exclusive  OKeh  recordings,  exceptionally  true-to-life  of 
Sophie,  singing  her  famous  hits,  have  found  a  ready  market  of  eager 
buyers,  and  enterprising  OKeh  dealers  all  over  the  country  are 
reaping  the  profits  that  these  fast-selling  Sophie  Tucker  records 
are  steadily  bringing  to  them. 


The  Latest,  Typical  Tucker  Hits 


4839    (Old  King  Tut  (In  Old  King  Tutankhamen's 
10-inch^  Day) 
75c     (  Papa  Better  Watch  Your  Step 


4817    ^  Aggravatin'  Papa 
10-inch    You've  Got  to  See  Mama 
75c     (      Ev'ry  Night 


4818    ^  Seven  or  Eleven  (My 
10-inch        Dixie  Pair  o'  Dice) 
75c     {  Come  on  Home 


Records 


Sophie  Tucker 

can  be  heard  only  on  her 
OKeh  Records;  made 
and  recorded  under  an 
exclusive  contract. 


oiu: 

The  Record  «<|«»U»))  , 


General 
Phonograph  Corporation 

OTTO  HEINEMAN.  President 
25  West  45th  St.  New  York 
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TALKING  MACHINE  MEN  PRESENT  AT  BANQUET 

OF  NEW  ENGLAND  MUSIC  TRADE  ASSOCIATION 

Noted  Speakers  Heard— Kraft,  Bates  &  Spencer  Move — Tie-up  With  Artists— United  T.  M.  Co. 
Adds  Branch — Torrential  Rains  Retard  Travelers — Business  Brisk — News  of  Month 


Boston,  Mass.,  May  7. — Several  hundred  men 
and  women  gathered  at  the  Hotel  Somerset  the 
middle  of  April  for  the  annual  banquet  of  the 
New  England  Music  Trade  Association,  and 
once  they  crossed  the  threshold  there  were  loud 
exclamations  of  delight  at  the  sight  of  Oriental 
splendor  that  spread  out  before  their  eyes.  For 
several  weeks  a  special  committee  had  been  busy 
in  arranging  the  many  details  of  this  occasion 
and  the  greatest  credit  is  due  William  Merrill, 
Harry  Spencer,  R.  O.  Ainslie.  They  were  sup- 
plemented by  Major  Carroll  D.  Swan,  who  was 
toastmaster,  and  to  him  the  credit  belongs  for 
a  number  of  original  stunts  which  were  put 
through  during  the  evening.  There  was  a  large 
number  of  talking  machine  dealers  present. 

The  entertainment  was  of  an  unusual  type, 
for  it  was  of  a  highly  professional  character 
and  included  Oriental  dances  by  Lucille  Rice 
and  vocal  music  by  Edith  Woodman.  Through- 
out the  evening  girls  in  rich  Chinese  costumes 
flitted  about  the  dining  room  dispensing  cigars 
and  cigarettes.  All  through  the  dinner  there 
was  dancing. 

President  William  H.  Nutting,  of  Nashua, 
N.  H.,  presided  at  the  dinner  and  with  him  at 
the  head  table  were  Speaker  B.  Loring  Young, 
of  the  House  of  Representatives,  and  Dr.  Tehyi 
Hsieh,  the  Chinese  scholar,  who  was  a  speaker 
a  few  months  ago  at  one  of  the  Association's 
luncheons. 

Speaker  Young  was  present  in  behalf  of  Gov- 
ernor Channing  Cox,  whose  greetings  he 
brought.  Mr.  Young  was  most  facetious  in  his 
remarks  and  soon  got  his  audience  into  a  merry 
mood.  ■  He  paid  his  respects  to  the  art  of  music 
and  expressed  the  idea  that  no  home  was  com- 
plete without  music  pervading  its  atmosphere 
and  he  thought  there  yet  was  a  bigger  oppor- 
tunity for  music  to  permeate  every  corner  of 
the  earth. 

Dr.  Hsieh,  like  Speaker  Young,  was  accorded 
a  warm  reception.  Dr.  Hsieh's  topic  was  on 
"Harmony"  and,  from  start  to  finish,  he  gravi- 
tated from  grave  to  gay,  pointing  nearly  all  his 


tales  with  some  humorous  allusion  which  pro- 
voked great  laughter.    He  said  in  part: 

"In  this  bewildered  time  of  all  times,  when 
harmony  is  to  be  emphasized  upon,  what  can 
bring  the  world  of  discord  more  effectively  to 
pass  than  the  sincere  chord  to  be  struck  aright 
by  music?  America  is  the  heart  of  the  world 
at  present;  the  mind  and  body  must  suffer  if 
the  heart  is  not  sound.  The  world  that  looks 
up  to  you  for  leadership  at  this  time  ought  to 
be  given  just  a  look-in  into  your  present  atmos- 
phere. It  will  do  a  great  good  to  all  around 
you. 

"Everything  comes  to  him  who  hustles  while 
he  waits.  Harmony  would  lose  its  attractive- 
ness if  it  did  not  have  its  background  of  discord. 
Deepening  happiness  cannot  be  fully  realized 
unless  one  has  tasted  'the  bitterness  of  it  all. 
Express  beauty  in  your  life  and  beauty  will 
flow  through  you  and  come  back  to  you  again. 
Happiness  does  not  lie  in  the  absence  of  trou- 
ble, but  in  the  control  of  the  same.  Life  is 
not  in  holding  a  good  hand,  but  in  playing  a 
poor  one  well.  No  square  peg  can  fit  in  a  round 
hole  any  more  than  a  key  of  success  is  com- 
plete without  the  right  lock  to  insert  it  in.  Life 
without  industry  is  crime  and  industry  without 
Art  is  brutal." 

Kraft,  Bates  &  Spencer  in  New  Home 

Kraft,  Bates  &  Spencer,  New  England  dis- 
tributors of  the  Brunswick,  moved  on  May  1 
-from  their  old  quarters  at  1265  Boylston  street 
to  80  Kingston  street,  in  the  down-town  section, 
where  quarters  were  leased,  as  announced  in 
the  April  issue  of  The  World.  The  entire  floor 
is  occupied  and  there  are  now  14,000  feet  of 
floor  space  devoted  entirely  to  Brunswick  pur- 
poses. Along  the  street  front  are  the  executive 
offices  with  Harry  Spencer's  private  office  at 
the  easterly  end.  A  large  section  will  be  set 
apart  for  a  display  room  and  there  is  to  be  a 
large  record  department  and  ample  storage  space 
for  machines,  as  well  as  a  repair  department. 
The  front  of  the  floor  is  so  flooded  with  day- 
light that  artificial  light  will  not  be  necessary 
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except  in  the  Winter  months.  A  new  era  of 
success  now  faces  the  New  England  department 
of  the  Brunswick  with  such  increased  facilities 
for  handling  its  growing  business. 

"Bob"  Steinert's  Car  Stolen 
Robert  Steinert,  secretary  of  M.  Steinert  & 
Sons  Co.,  who  makes  his  headquarters  at  the 
(Contimied  on  page  84) 
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Five  New  Divided -Top  Victrolas 

Just  added  to  the  Victor  line  make  it  absolutely  superlative. 
There's  a  Victrola  for  every  need  and  every  purse. 

The  complete  Victor  line,  backed  by  Ditson  two-city  service, 
is  invaluable  to  the  dealer. 

Ditson  Service  Is  Co-operative  Service. 
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THE  TRADE  IN  BOSTON  AND  NEW  ENGLAND— (Continued  from  page  83) 


Arch  street  store  of  the  house,  which  is  the 
Victor  distributing  center,  was  minus  his  Wills- 
St.  Clair  a  while  ago  for  nearly  ten  days  for 
the  very  good  reason  that  it  had  been  stolen 
from  in  front  of  the  house  of  his  father,  Alex- 
ander Steinert,  401  Commonwealth  avenue,  while 
the  family  was  at  dinner.  A  day  or  two  after 
its  disappearance  "Bob"  got  word  from  the 
Cambridge  police  that  thieves  who  were  the 
actors  in  a  bold  hold-up  had  driven  off  in  a 
car  bearing  the  number  that  was  held  by  him. 
Later  the  car  was  found  in  an  alley  in  Cam- 
bridge, the  thieves  eventually  being  caught.  Bob 
Steinert  subsequently  got  his  car,  but  it  had 
been  so  severely  dealt  with  that  he  decided  to 
purchase  a  new  one,  so  now  he  owns  a  hand- 
some Stutz  six. 

Successful  Columbia  Artists'  Tie-up 
Paul  Specht  and  also  the  Georgians,  two  of 
the  popular  dance  organizations  whose  playing 
has  been  enjoyed  by  thousands  of  Columbia 


enthusiasts,  were  in  Boston,  appearing  at  Keith's 
Theatre  the  latter  part  of  April,  and  capacity 
audiences  enjoyed  their  programs.  While  they 
were  here  in  town  Peter  Mclnerney,  supervisor 
of  the  wholesale  dealers'  service,  and  a  hustler, 
by  the  bye,  and  Mr.  Grady  worked  up  a  most 
attractive  and  novel  advertising  stunt.  They 
decorated  the  Columbia,  trucks,  as  well  as  the 
Keith  trucks,  with  special  Paul  Specht  banners 
and  pictures,  and  in  all  of  the  Columbia  dealers' 
windows  they  had  placed  cards  announcing 
Specht's  appearance,  with  the  result  that  a  large 
volume  of  business  was  closed  by  leading 
dealers  in  Columbia  records. 

"Smiling  Ed"  Buys  Motor 
Salesman  E.  H.  McCarthy,  traveling  out  of 
the  Boston  branch,  covering  northeastern  Mas- 
sachusetts and  southern  New  Hampshire  ter- 
ritory for  the  Columbia,  known  to  many  of  his 
friends  as  "Smiling  Ed,"  after  winning  the  re- 
cent salesmen's  record  contest  and  securing  the 


Make  More  Profits  This  Year 


"Perfection"  Edison  Attachments  and  Re- 
producers provide  extra  sales  profits  in 
themselves  and  increase  record  sales. 


A  new  gold  finish  by  the 
Chesley  process  is  now  be- 
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attachments.  It's  a  good 
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handsomely  fitted  suit  case,  has  also  purchased 
out  of  his  bonus  a  handsome  car,  a  new  Chal- 
mers coupe. 

Rayburn  Clark  Smith  a  Visitor 
A  welcome  caller  at  the  Eastern  Talking 
Machine  Co.  warerooms  the  other  day  was 
Rayburn  Clark  Smith,  president  of  the  Unit 
Construction  Co.  As  Mr.  Smith  gets  to  Boston 
not  oftener  than  once  a  year  there  is  always  a 
special  effort  made  to  make  him  feel  at  home 
in  talking  machine  circles  in  this  city. 

New  Victor  Model  Scores 
The  new  style  215  of  the  Victor  line  which 
only  reached  the  Eastern  Co.'s  warerooms  a 
few  days  ago  has  already  been  seen  by  many 
dealers,  who  pronounce  it  one  of  the  most  at- 
tractive models  which  the  Victor  Co.  ever  has 
put  out.  The  first  invoice  which  reached  the 
Eastern  Co.'s  headquarters  on  the  first  of  the 
month  was  soon  exhausted  and  it  will  take  sev- 
eral more  large  shipments  to  satisfy  the  de- 
mands of  dealers. 

Sonera  Dealers  Discuss  Problems 

The  first  meeting  of  the  New  England  Sonora 
dealers  was  held  the  latter  part  of  April  at  the 
Hotel  Taft,  New  Haven,  Conn.,  with  forty  men 
present.  Joseph  Burke,  head  of  the  Sonora 
Phonograph  Co.,  of  New  England,  presided, 
and  among  those  present  from  New  York  were 
Frank  C.  Coupe,  vice-president  and  general  sales 
manager,  and  E.  D.  Coots,  assistant  general 
sales  manager.  The  day  was  devoted  to  a  dis- 
cussion of  various  trade  problems  and  the  ses- 
sions were  brought  to  .a  close  with  a  dinner. 
Air.  Burke  reported,  on  returning  to  Boston, 
that  the  conference  was  in  every  way  a  satis- 
factory one  and  resulted  in  mutual  benefit  to 
all  because  of  the  frank  exchange  of  views  and 
it  is  hoped  that  these  will  become  regular  events. 
Will  Attend  Jobbers'  Pow-wow 

Mr.  Burke  is  planning  to  go  out  to  Saginaw, 
Mich.,  on  the  occasion  of  the  So.nora  jobbers' 
convention  on  May  14,  and  he  will  be  accom- 
panied by  his  brother,  Tom  Burke,  who  is  the 
assistant  sales  manager  of  the  New  England 
Co.  Mr.  Burke,  in  discussing  recent  business, 
reported  that,  big  as  was  March,  April  made 
even  a  better  showing,  and  he  looked  for  an 
increasing  business  during  the  current  month. 
Buys  Field's  Music  Shop 

Field's  Corner  Music  Shop,  which  carries  the 
Victor  line,  has  changed  hands,  having  been 
purchased  by  Carbone  Bros.,  who  operate  sev- 
eral stores  in  the  suburbs  of  the  city. 

Trinity  to  Announce  New  Motor  Soon 

The  Trinity  Phonograph  Co.,  in  whose  in- 
terests H.  A.  Robbins  is  putting  in  a  lot  of 
time,  will  shortly  have  a  new  motor  which  Mr. 
Robbins  has  perfected,  which  is  both  simple, 
noiseless  and  highly  effective.  Mr.  Robbins, 
who  has  his  office  in  the  same  building  with 
the)  General  Sales  Corp.,  says  that  the  Trinity 
machine  is  now  being  carried  by  nearly  twentj-- 
five  dealers  hereabouts. 

General  Phonograph  Products  Popular 

Model  E,  made  in  the  company's  own  factorj' 
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Precepts  for  the  Wise  Victor 
Retailer  in  Preparation 
for  a  Banner  Year 


1.  He  will  anticipate  XOW  his  supplementary  stock 

of  Victor  Instruments. 
■i.  He  win  realize  with  the  advent  of  the  new  Flat 
Top  divided  lid  models,  215  and  220,  and  the  3 
Art  Models,  400,  405  and  410,  that  he  has  the 
most  complete  and  all-embracing  line  of  musical 
instruments  in  the  history  of  the  Talking 
Machine  business. 

He  will  not  overlook  the  additional  profits  to  be 
derived  from  attention  and  sales  effort  upon  the 
horizontal  models,  particularly  the  very  popular 
styles  240  and  280. 
4.  He  will  not  hesitate  to  solicit  the  advice  of 
STEINERT  and  lay  his  problems  before  the 
STEIXEKT  corps  of  experts. 

Exclusive  Territory  for  DeForrest  Radio 
Dealers  Still  Exists 

M.  STEINERT  &  SONS 

Victor  Wholesalers 
35-37  Arch  Street     Boston,  Mass. 


^ary?^HERE  IN  NEW 


at  Elyria,  O.,  is  being  shown  at  tiie  distributing 
rooms  of  the  General  Phonograph  Corp.,  Berk- 
eley street,  this  city,  and  the  new  portable  ma- 
chine, called  the  Modernolette,  also  is  finding 
wide  favor  in  the  trade.  Manager  N.  B.  Smith 
spent  a  week  in  the  vicinity  of  Worcester  and 
Springfield,  and  after  visiting  these  districts  he 
went  over  to  New  York.  P.  J.  Donovan,  of  the 
traveling  staff  of  the  General  Phonograph  Corp., 
who  has  a  wide  field,  has  just  concluded  a  good 
trip,  which  extended  as  far  as  Maine,  where 
he  found  conditions  quite  satisfactory.  Mr. 
Donovan's  headquarters  are  at  Springfield  and 
he  manages  to  get  to  Boston  quite  often  to 
confer  with  Manager  Smith.  The  Okeh  record 
line  which  this  concern  carries  for  New  England 
is  selling  well  and  some  of  the  new  numbers 
especially  are  being  sold  in  large  lots. 

United  Talking  Machine  Co.  Adds  Branch 

The  United  Talking  Machine  Co.,  which 
operates  successful  stores  at  Brockton,  Plym- 
outh and  Webster,  Mass.,  and  Willimantic  and 
Stafford  Springs,  Conn.,  has  acquired  the  busi- 
ness of  the  D.  S.  Marsh  &  Co.  music  store,  of 
New  London,  Conn.,  thus  adding  another  link 
to  its  already  long  list  of  establishments.  The 
first  store  of  this  company  was  started  in 
Brockton  fourteen  years  ago  under  the  personal 
supervision  of  Charles  Feldman  as  general  sales- 
manager,  and  Charles  Popkin  as  general  man- 
ager, and  it  is  largely  through  their  efforts 
that  the  chain  of  stores  has  grown  and  the 
business  rapidly  increased.  The  New  London 
store  is  to  be  managed  for  the  present  by  Sam- 
uel Feldman,  who  has  been  in  the  Willimantic 
store.  Mr.  Feldman  has  been  in  the  business 
about  ten  years  and  began  with  the  Outlet  Co., 
of  Providence.  David  M.  Feldman,  who  has 
been  in  the  Brockton  store,  will  become  man- 
ager of  the  Willimantic  establishment. 

Good  Cheney  Business 

Stephen  Colahan,  New  England  manager  of 
the  Cheney  Talking  Machine  Co.,  spent  a  good 
part  of  April  out  in  his  territory,  where  he 
found  his  representatives  enthusiastic  over  the 
Cheney  and  reporting  many  good  prospects. 
Recent  consignments  of  this  instrument  have 
been  eagerly  taken  by  the  New  England  dealers. 
The  new  Cheney  warerooms  at  376  Boylston 
street  have  a  very  advantageous  location  on  the 
fourth  floor,  where  a  full  line  of  Cheney  models 
is  shown  under  the  most  pleasant  conditions. 
Quick  Shipments  Aid  E^dison  Trade 

Frederick  Silliman,  head  of  the  Pardee,  El- 


lenberger  Co.,  Oliver  street,  says  that  the 
Edison  goods  are  now  coming  along  with  no 
delay,  a  condition  that  is  quite  different  from 
that  obtaining  during  the  Winter.  Some  of  the 
new  console  models  are  finding  immediate  favor 
with  the  Edison  representatives  throughout  New 
England.  Several  new  Edison  dealers  have 
lately  been  added  to  the  New  England  rep- 
resentation. 

Now  All-year-round  Favorites 
Talking  machine  toys  now  constitute  a  regu- 
lar part  of  the  sales  of  the  average  talking  ma- 
chine dealer.  This  is  borne  out  in  the  sales 
records  of  the  National  Co.,  of  this  city,  which 
produces  Ragtime  Rastus,  Boxing  Darkies,  and 
other  familiar  numbers.  While,  naturally,  the 
big  sales  of  the  year  are  made  around  the  holi- 
day period,  the  sale  of  talking  machine  toys 


has  now  become  an  all-year-round  proposition. 
The  National  Co.,  which  also  produces  Victro- 
lene  polish,  reports  that  this  end  of  the  business 
has  also  increased  considerably.  W.  A.  Ready, 
head  of  the  organization,  is  optimistic  over  the 
future  and  has  in  preparati.on  several  other  nov- 
elties which  will  shortly  be  announced. 
C.  S.  Norris  Home  From  Europe 

Charles  S.  Norris,  the  Tremont  street  Colum- 
bia dealer,  who  sailed  for  the  Mediterranean 
with  Mrs.  Norris  on  February  10,  has  returned 
home  after  a  most  enjoyable  trip  to  Spain, 
Italy,  Egypt  and  even  to  the  door  of  the  tomb 
of  King  "Tut"  at  Luxor. 
Good  Reports  From  New  England  T.  M.  Co. 

The  New  England  Talking  Machine  Co.,  of 
this  city,  producer  of  Perfection  tone  arms  and 
reproducers,  reports  that  a  considerable  de- 
mand for  its  products  has  been  evidenced  thus 
far  this  year.  The  factory  of  the  company,  at 
16-18  Beach  street,  is  quite  busy  taking  care  of 
the  demand.  The  increased  volume  of  orders 
received  was  not  only  from  dealers  who  are 
already  on  the  books,  but  many  new  accounts 
have  been  opened  as  well. 

R.  Longfellow  With  Vocalion 

Ralph  Longfellow,  who  was  lately  in  charge 
of  the  ..talking  machine  department  of  the 
Atherton  Furniture  Co.,  Brockton,  is  now  trav- 
eling representative  for  the  Vocalion  and  is 
making  his  headquarters  in  New  York  .City. 
Special  for  Chicago  Convention 

There  is  lively  interest  in  the  "special"  which 
is  to  leave  Boston  on  Saturday  or  Sunday,  June 
2  or  3,  for  the  big  Chicago  convention  of  the 
music  trade,  to  open  June  4,  and  it  is  the  hope 
of  the  enterprising  local  music  men  that  enough 
manufacturers  and  dealers  can  be  got  together 
to  insure  at  least  one  car  all  to  themselves.  In 
previous  years  a  congenial  bunch  had  been  as- 
sembled to  make  a  real  party  worth  while.  From 
present  indications  an  even  larger  company  will 
he  included  in  this  "special"  this  year. 

New  England  Floods  Hinder  Travel 

Floods  in  the  New  England  territory  are  in- 
directly having  some  influence  on  the  talking 
machine  business  by  reason  of  delaying  auto- 
mobile and  freight  movements  to  some  extent. 
On  Saturday  night  and  again  on  Sunday  eve- 
ning, in  the  last  week  of  April,  heavy  rains 
descended  on  New  England,  with  the  result 
that  rivers  have  risen  to  their  greatest  height 
(Continued  on  page  86) 


KRAFT-BATES--SPENCER 

NEW  ENGL2WD  DISTRIBUTORS 


PHONOGRAPHS 


NEW  BRUNSWICK  RECORDS  DAILY 


Brunswick  dealers  now  operate  under  a  new  releasing  system 
new  on  Brunswick  to   offer  customers  EVERY  DAY. 
No  waiting  for  some  far-off  release  date.    Old  monthly 
releases  supplanted  by  better  way.    New  record  business 
every  day. 

Always  something  new  on  the  counters  for  clerks  to 
talk  about.  Public  responds  heartily  to  better  business 
methods.  Big  increases  in  record  sales  immediate  result 
of  new  system.  They  get  what  they  want  TODAY  on 
Brunswick. 

Brunswick  Records  can  be  played  on  any  phonograph. 

KRAFT,  BATES  &  SPENCER,  Inc. 

80  KINGSTON  STREET,  BOSTON  MASS 

New  England  Distributors 


Something 


Steel  Needlet 


Record  Brushes 


Khaki  Covers 
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The  NEW  EDISON 


Prestige 


Unapproachable  as  a  musical  instrument;  peerless  for 
living  realism ;  comprehensive  in  choice  of  cabinet  design, 
and,  FAR  IN  ADVANCE  with  NEW  HITS  and  musical 
selections,  it  draws  patronage  that  results  in  satisfactory 


Gate  Receipts 


Certain  .localities  in  New  England  offer  opportunity  for  dealerships.  Write  us  if  inter- 
ested, and  zve  zvill  acquaint  you  with  the  details. 

The  Pardee-Ellenberger  Co.,  inc. 

EDISON  JOBBERS  FOR  NEW  ENGLAND 

26  Oliver  Street  Boston,  Mass. 


in  many  years,  some  the  highest  in  their  history; 
roads  have  been  made  impassable  and  bridges 
have  been  swept  away.  Thus  is  the  traveling 
public  badly  inconvenienced.  In  some  cases 
long  detours  are  necessary  and  in  other  cases 
there  is  no  means  of  getting  to  some  places 
that  are  quite  cut  off  from  the  outside  world. 
New  Post  for  Mr.  Mclnerney 

Peter  Mclnerney,  who  has  for  some  time 
been  dealers'  service  supervisor  for  the  New 
England  department  of  the  Columbia  Co.,  has 
now  got  a  more  exalted  post,  that  of  super- 
visor of  orders  and  inventories,  the  duties  of 
which  he  combines  with  his  other  work. 
Glass-Paneled  Style  Interests 

There  has  been  considerable  local  interest  in 
the  glass-paneled  style  130  duplicate  of  the 
Victor  machine  that  won  the  gold  medal  at  the 
San  Francisco  Exposition  a  few  years  ago  and 
which  the  Eastern  Co.  offices  have  had  in  their 


possession  for  a  time.     The    Victor  factory 
loaned  it  to  Manager  Herbert  Shoemaker,  and 
it  was  interestedly  inspected  by  many  others. 
Wing  Co.  Purchases  Store 

The  C.  F.  Wing  Co.,  of  New  Bedford,  has 
purchased  the  Victor  department  of  the  House- 
hold Furniture  Co.,  of  New  England,  and  is  now 
operating  it  in  a  thoroughly  up-to-date  manner. 
Hold  Demonstration  Week 

The  week  beginning  April  30  was  demonstra- 
tion week  at  the  Erisman  warerooms,  where 
for  the  first  time  dealers  had  an  opportunity 
of  inspecting  the  new  Camp-Fone  and  the 
Bristol  Audiophone.  This  Camp-Fone  is  a  com- 
pact machine  intended,  as  its  name  implies,  for 
use  in  camps.  The  tone  arm  is  neatly  stored 
away  in  the  most  ingenious  manner  and  has  a 
one-spring  motor.  The  whole  thing  weighs  only 
twenty  pounds.  There  is  a  receptacle  in  the 
cover   for  an   album   holding  six  discs.  Mr. 


We  Serve  New  England! 


Qju: 

The  Record  «<»<»»l«j 


A THOROUGHLY  complete  stock  of  all  OKeh 
and  Odeon  Records  kept  on  hand  at  all  times 


kept 

enables  us  to  give  every  New  England  dealer  prompt 
and  efficient  service  ~  no  matter  what  his  needs  may  be. 

The  unusual  demand  that  now  exists  for  Odeon  Rec- 
ords and  OKeh  foreign  language  records  prompts  us 
to  call  to  your  attention  the  fact  that  we  are  now 
carrying  extra  large  stocks  of  records  in  Italian, 
Polish,  German,  and  the  other  foreign  languages. 

We  still  continue  our  maintenance  of  a  special  list 
of  all  Irish  records. 

General  Phonograph  Corporation 
of  New  England 


142  Berkeley  Street 


Boston,  Mass. 


Records 


Erisman  gave  each  of  his  traveling  men  one  of 
these  machines  to  carry  about  for  four  days 
and  so  great  was  the  enthusiasm  over  it  that 
more  than  1,400  orders  were  taken  from  dealers. 
Open  Special  Supply  Room 

Arthur  C.  Erisman  has  fitted  up  a  special 
supply  room  at  his  establishment  where  every- 
thing from  a  machine  to  needles  and  oils  can  be 
inspected  within  a  small  compass.  He  reports 
Vocalion  business  as  going  big  and  the  increase 
in  sales  each  month  is  most  gratifying.  Mr. 
Erisman,  who  was  at  the  Strand  factory  at 
Salem,  Ind.,  a  few  weeks  ago,  says  that  he  saw 
there  some  new  models,  not  yet  ready  for  the 
trade,  that  surpass  anything  yet  put  out.  . 
Here  and  There  in  the  Trade 

Victor  dealers  who  have  been  recent  visitors 
to  the  Arch  street  store  of  M.  Steinert  &  Sons, 
where  they  got  the  usual  cordial  welcome  from 
wholesale  manager  Kenneth  E.  Reed,  were 
Harry  Russell,  of  the  Outlet  Co.,  Providence, 
R.  I.;  Harris  Munroe,  of  Munroe's  Music  Shop, 
Orange,  Mass.;  Mr.  Vice,  of  A.  Vice  &  Sons, 
Shelburne  Falls,  and  Rayburn  Clark  Smith, 
president  of  the  Unit  Construction  Co. 

J.  F.  Carr,  who  now  travels  in  the  interests 
of  the  Brunswick  and  makes  his  headquarters 
in  Springfield,  was  in  town  a  few  days  ago  and 
told  The  World  correspondent  on  his  return 
from  a  trip  South,  on  which  he  was  accompanied 
by  his  wife  and  child,  that  Brunswick  business 
is  moving  fast  in  his  territory. 

H.  L.  Baker,  of  the  Hyannis  Music  Co., 
Hyannis,  on  the  Cape,  and  W.  G.  Brown,  of  the 
W.  G.  Brown  Co.,  of  Gloucester,  were  in  town 
the  other  day  and  visited  the  Eastern  Co.'s 
headquarters.    Both  men  are  Victor  enthusiasts. 

Secretary  William  Merrill,  of  the  New  Eng- 
land Music  Trade  Association,  was  in  Nashua, 
N.  H.,  the  latter  part  of  April  attending  the 
opening  of  Bill  Nutting's  store. 

Charles  H.  Farnsworth,  head  of  the  Eastern 
Talking  Machine  Co.,  is  back  home  from  a  trip 
to  Virginia  Hot  Springs  where  he  and  his 
family  spent  several  weeks. 

Ditson  Get-together  Club  to  Meet 

Henry  Winkelman  and  his  staff  in  the  Victor 
department  of  the  Oliver  Ditson  Co.  are  look- 
ing forward  eagerly  to  the  outing  of  the  Get- 
Together  Club  of  the  Ditson  house,  which  is 
scheduled  for  Saturday,  June  30,  and  the  Ditson 
officials  have  invited  a  number  of  other  friends 
in  the  musical  world  to  join  with  them.  The 
party  will  go  to  Thompson's  Island  for  the  day 
and  there  will  be  a  special  program  of  sports.  . 

R.  O.  Ainslie,  of  the  Hallet  &  Davis  house, 
which  is  making  some  good  sales  these  days 
with  its  "Phonograph  Beautiful,"  spent  a  week 
in  New  York  the  latter  part  of  April,  and  John 
L.  Cotter,  vice-president  of  the  company,  has 
been  over  in  Chicago  on  a  hurried  trip. 

John  Chesley  Foran,  of  the  accounting  de- 
partment of  the  M.  Steinert  &  Son's  Boylston 
street  store,  was  married  on  April  28  to  Miss 
Ethel  Marie  Morrissey  at  the  Gate  of  Heaven 
Church  in  South  Boston. 


1^, 


OUR 

€n$2itioneV  Pance  Orcheslrrd 

Strptg-  Keccrd,  Coyp.  -  je<x,  Fjf»  /fee,  <te&/ar* 


May  15,  1923 


THE   TALKING   MACHINE  WORLD 


87 


One  of  the  cleverest  jazz  numbers  in  many  moons  of  melody  is 
presented  this  month  by  the  Georgians.  It's  the  "Snake  s  Hips" 
— some  fox-trot.  On  the  reverse  side  occurs  "Farewell  Blues  ",  a 
real  rendition  of  a  knockout  blues,  by  the  same  orchestra.  Two 
successive  hits  that  load  the  bases  with  sales.  Both  on  Record 
A-3864. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


EDISON  JOBBERS'  COMMITTEE  MEETS 


Executive  Committee  of  Edison  Disc  Jobbers' 
Association  Confers  in  Plant  at  Orange — Act 
on  New  Shipping  Plan — Two  Day  Session 


The  executive  committee  of  the  Edison  Disc 
Jobbers'  Association  gathered  during  the  last 
week  of  April  at  the  Edison  headquarters  in 
Orange,  N.  J.,  for  one  of  the  meetings  which 
are  scheduled  to  occur  at  intervals  of  every 
three  months. 

Most  of  the  time  was  spent  in  conference  with 
officials  of  the  Edison  Co.,  discussing  the  out- 
look for  business  during  the  balance  of  the  year 
and  formulating  plans  for  early  promulgation. 

One  new  idea  which  was  acted  on  favorably 
was  a  plan  relating  to  the  shipment  of  records 
and  sundry  items  to  retail  Edison  merchants 
from  their  respective  jobbers.  Under  the  new 
modus  operandi  each  dealer  will  send  his  order 
for  records,  accessories,  supplies,  etc.,  at  the  end 
of  each  week  to  his  local  jobber,,  who  will  ship 
all  records  and  sundry  items  on  a  certain  speci- 
fied day  of  the  following  week  to  each  dealer. 

In  other  words,  the  total  dealer  accounts  of 
the  jobber  will  be  divided  into  groups  and  full 
shipments  will  be  made  on  each  day  to  the 
group  that  has  been  designated  for  each  given 
day  of  the  week.  Under  this,  plan  a  great  deal 
of  shipping  expense  and  inefficiency  will  be  ob- 
viated, due  to  the  fact  that  the  clearing  of  or- 
ders, the  assembling  of  orders  and  the  dispatch- 
ing of  orders  will  be  put  on  a  periodical  and 
organized  basis,  instead  of  kept  on  the  present 
more  or  less  irregular  schedule,  which,  it  was 
felt,  makes  for  inefficiency,  quite  some  addition- 
al expense  and  a  lack  of  balance  in  the  ma- 
chinery of  the  jobbers'  order-filling  department. 

This  plan  and  many  other  plans  which  have 
been  adopted,  and  are  to  be  adopted  by  the  Edi- 
son Co.  and  Edison  jobbers,  are  primarily  de- 
signed to  decrease  the  overhead  of  distribution 
and  thereby  allow  for  a  maximum  profit  to  the 
retailer  and  to  the  purchasing  public. 

A  great  deal  of  favorable  comment  was  regis- 
tered concerning  the  results  which  have  fol- 
lowed the  adoption  of  the  many  new  distribu- 
tion policies  which  have  been  put  into  effect 
during  the  last  year  and  a  half,  and  particularly 
the  "immediate  release"  plan  as  originated  and 
introduced  by  the  Edison  Co. 

The  visiting  jobbers  were  received,  on  their 
arrival  at  Orange,  by  Charles  Edison,  chairman 
of  the  board,  and  A.  H.  Curry,  vice-president 
in  charge  of  the  phonograph  division. 

The  sessions  lasted  two  days  and  were  con- 
cluded with  a  dinner.  Those  attending  were: 
Laurence  H.  Lucker,  Minneapolis,  president  of 
the  Association;  William  Schmidt,  Phonograph 
Co.  of  Chicago;  L.  M.  Bloom,  Phonograph  Co. 
of  Cleveland;  P.  H.  Oelman,  Phonograph  Co.  of 
Cincinnati;  H.  G.  Stanton,  R.  S.  Williams  & 
Sons  Co.,  Toronto;  A.  A.  Buehn,  Buehn  Phono- 
graph Co.,  Pittsburgh;  J.  J.  Sullivan,  Phono- 
graph Corp.  of  Manhattan,  Orange.  Frank  E. 
Bolway,  Frank  E.  Bolway  &  Sons,  Syracuse, 
was  unable  to  attend. 


"SONORA  WEEK"  CELEBRATED 

Leading  Metropolitan  Jobbers  Participate  and 
Dealers  Co-operate  Through  Artistic  Window 
Displays  and  Extensive  Publicity 


The  week  of  May  7  was  celebrated  in  metro- 
politan territory  as  "Sonora  Week"  and,  as  a 
result  of  the  activities  and  co-operation  of  the 
Sonora  jobbers  in  this  territory,  the  week  was 
a  decided  success.  The  jobbers  who  participated 
in  this  campaign  were  the  Greater  City  Phono- 
graph Co.,  New  York;  the  I--ong  Island  Phono- 
graph Co.,  of  Brooklyn,  N.  Y.,  and  the  Sonora 
Sales  Co.  of  New  Jersey,  Newark,  N.  J.  The 
executive  offices  of  the  Sonora  Phonograph  Co. 
in  New  York  also  co-operated  with  the  jobbers 
and  every  detail  of  the  week  was  worked  out  to 
splendid  advantage. 

A  feature  of  "Sonora  Week"  was  the  use  of 
handsome  and  effective  advertisements  in  the 
metropolitan  newspapers  over  the  signature  of 
the  Sonora  dealers.     Special  window  displays 


were  prepared,  together  with  window  strips  call- 
ing attention  to  "Sonora  Week."  An  intensive 
mailing  campaign  was  also  a  factor  during  the 
week  and  Sonora  dealers  in  metropolitan  terri- 
tory are  enthusiastic  regarding  the  practical  re- 
sults of  the  intensive  drive  carried  "on  during 
the  week's  campaign. 


DISPLAY  AT  "BETTER  HOMES  WEEK" 

Buffalo,  N.  Y.,  May  5.— One  of  the  features  of 
the  recent  "Better  Homes  Week"  in  this  city 
was  a  series  of  public  concerts,  at  which  the 
phonograph  and  player-piano  were  demonstrated 
to  illustrate  the  unlimited  possibilities  for  home 
music  and  entertainment.  Sonora  instruments 
were  used  in  the  phonograph  division  of  these 
concerts  and  Goold  Bros.,  Sonora  dealers,  fur- 
nished three  models — Adam  de  Luxe,  Queen 
Anne  and  Canterbury.  Goold  Bros,  featured  the 
use  of  the  Sonora  phonographs  during  "Better 
Homes  Week"  to  excellent  advantage  and  ob- 
tained effective  publicity  from  this  event. 
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IN  PITTSB  URGH 


Business  Is  Spotty — Continued  Activity  in  Steel  Mills  Bound 
to  Have  Influence  on  Immediate  Future  of  the  Trade — The  News 


Pittsburgh,  Pa.,  May  9. — A  paradoxical  condi- 
tion obtains  here  in  the  talking  machine  retail 
trade,  due  to  the  fact  that  in  the  suburban  and 
nearby  town  sections  retail  talking  machine 
dealers  report  business  as  brisk.  On  the  other 
hand,  in  the  larger  talking  machine  shops  and 
departments  in  the  downtown  business  district 
there  has  been  a  falling  oflE  in  sales  of  talking 
machines.  Wholesale  dealers  are  optimistic. 
George  H.  Rewbridge,  manager  of  the  whole- 
sale Victor  department  of  the  W.  F.  Fred- 
crick  Piano  Co.,  said:  "As  I  view  it  there  is  a 
good  season  in  sight  for  the  dealers  who  handle 
the  Victrola.  Personally,  I  admit  that  there  has 
been  a  slump  in  talking  machine  sales  in  cer- 
tain localities,  but  on  the  whole,  when  every- 
thing is  taken  into  consideration,  things  are 
not  so  bad.  I  believe  that  the  coming  two 
months  will  be  very  satisfactory  ones  for  the 
Victor  dealers,  especially  those  located  in  the 
industrial  sectors  about  Pittsburgh.  The  iron 
and  steel  mills  are  operating  steadily  and  this 
must  necessariljr  have  a  beneficial  effect  on  all 
lines  of  business,  including  the  talking  machine 
trade.  It  is  my  candid  opinion  that  the  new 
styles  of  Victor  machines,  when  placed  on  the 
market,  will  stimulate  business  to  a  marked 
degree.  In  my  visits  to  the  retail  Victor  deal- 
ers in  the  small  towns  outside  of  the  city 
limits  I  have  found  very  satisfactory  conditions. 

Mr.  Rewbridge  returned  the  past  week  from 
a  business  trip  to  the  East.  He  is  now  located 
in  his  new  offices  and  salesrooms  on  the  eighth 
floor  of  the  Frederick  Co.  Building. 

Thomas  T.  Evans,  manager  of  the  wholesale 
Victrola  department  of  the  C.  C.  Mellor  Co., 
stated  that  the  outlook  for  business  in  the  Victor 
line  is  good  and  that  he  'has  no  difficulty  in 
disposing  of  the  merchandise  he  secures. 

T.  A.  Shorten,  who  for  the  past  eleven  years 
has  been  manager  of  the  Victor  department  of 
the  S.  Hamilton  Co.  at  its  main  store,  815  Lib- 
erty avenue,  has  resigned  and  is  now  engaged  in 
other  business.  Mr.  Shortell  was  widely  known 
to  the  trade  and  had  many  warm  friends  who 
regret  his  departure  from  the  field. 

A.  A.  Buehn,  treasurer  of  the  Buehn  Phono- 
graph Co.,  Edison  distributor,  attended  a  meet- 


ing of  the  executive  committee  of  the  Edison 
Jobbers'  Association  in  Orange.  He  contracted 
a  cold  on  his  way  home  that  caused  him  to 
be  confined  indoors  for  several  days. 

H.  M.  Swartz,  manager  of  the  Buehn  Co., 
stated  that  there  was  a  very  satisfactory  volume 
of  business  handled  by  the  company  in  Edison 
phonographs  and  records  the  past  month. 
Basing  his  expectations  on  the  excellent  condi- 
tions that  prevail  in  the  industrial  sections  of 
the  Pittsburgh  district,  Mr.  Swartz  is  confident 
that  May  and  June  will  show  an  increase  in 
sales  over  the  same  two  months  a  year  ago. 
Among  the  new  Edison  dealers  served  by  the 
Buehn  Co.  is  the  Livingood  Jewelry  Store, 
Somerset,  Pa.  Kiser  Bros,  have  taken  over  the 
Edison  department  formerly  operated  by  the 
Puffinburg  Furniture  Co.,  Wilkinsburg,  Pa. 

R.  R.  Karch,  special  factory  representative 
of  Thomas  A.  Edison,  Inc.,  spent  a  week  in 
the  Pittsburgh  zone  on  business  for  the  com- 
pany. He  addressed  a  meeting  of  the  sales 
force  of  the  Buehn  Co.  while  in  town. 

J.  K.  Nichol.  traveling  representative  of  the 
Buehn  Co.,  was  called  to  New  York  by  the 
serious  illness  of  his  mother  and  sister. 

J.  ,M.  Burns  &  Son,  of  Waynesburg,  Pa., 
Edison  dealers,  have  moved  to  a  new  location 
and  have  a  fine  salesroom  in  which  the  various 
models  of  the  Edison  line  are  on  display. 

One  of  the  enterprising  Victor  dealers  in 
western  Pennsylvania  is  W.  G.  Anderson,  of 
Midland,  Pa.  Mr.  Anderson  is  a  live-wire  dealer 
and  has  been  selling  a  large  number  of  Vic- 
irolas  and  Victor  records,  despite  the  lull  in 
business  in  other  lines.  He  has  an  able  lieu- 
tenant in  Mrs.  Anderson,  who  is  an  expert  on 
Victor  goods. 

The  Johnson  Music  Co.,  Victor  dealer,  Penn 
avenue,  has  been  absorbed  by  the  Spear  &  Co. 
East  Liberty  store. 

R.  R.  Myers,  manager  of  the  Victor  depart- 
ment of  Spear  &  Co.  at  the  main  store,  Penn 
avenue,  downtown,  reports  a  very  satisfactory 
volume  of  business  handled  for  the  past  month 
and  is  anticipating  a  brisk  business  for  May. 

Finally,  after  months  of  vv'aiting  and  being 
shifted  "from  pillar  to  post,"  A.  R.  Meyer,  man- 
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The  increasing  demand  for  THE  NEW 
EDISON  is  but  a  reflection  of  the  ever  increas- 
ing interest  of  the  public  in  this  quality  product. 
Today's  interest  means  tomorrow's  sales.  Will 
YOU  make  those  sales f 

BUEHN  PHONOGRAPH  CO. 

421  SEVENTH  AVENUE  PITTSBURGH,  PA. 

New  Edison  Records  Every  Week 


ager  of  the  talking  machine  department  of  the 
Joseph  Horne  Co.,  is  now  located  in  his  per- 
manent quarters.  The  formal  opening  of  the 
new  store  took  place  recently.  The  talking 
machine  department  is  located  on  the  mez- 
zanine floor  and  is  easy  of  access  from  all  parts 
of  the  big  store.  Mr.  Meyer  handles  the  Victor, 
Cheney,  Pooley  and  Columbia  lines. 

The  Pittsburgh  offices  of  the  General  Radio 
Corp.,  Frank  Dorian,  manager,  have  been 
moved  from  806  Penn  avenue  to  1005  Penn 
avenue  (Wright  Building).  The  seventh  and 
eighth  floors  have  been  leased  and  are  now  in 
process  of  renovation  and  fitting  up  for  the 
sale  and  display  of  the  General  Radio  Corp. 
line,  the  Strand  phonographs  and  Okeh  records. 

John  Henk,  manager  of  the  Columbia  Music 
Co.,  said  that  he  was  .pleased  with  the  business 
he  handled  during  April,  which  showed  a 
marked  increase  over  the  same  month  a  year 
ago.  Mr.  Henk  stated  that  sales  of  both  the 
Edison  and  Columbia  lines  are  brisk. 

George  J.  Meyer,  Jr.,  manager  of  the  Pitts- 
burgh offices  of  the  Brunswick-Balke-Collender 
Co.,  reports  that  sales  of  Brunswick  phono- 
graphs and  records  are  increasing  right  along. 
The  distribution  of  records  is  now  being  made 
from  the  local  offices  instead  of  from  Cleve- 
land, thus  insuring  the  local  Brunswick  dealers 
prompt  and  satisfactory  service.  Mr.  Meyer 
stated  that  plans  are  being  formulated  for  the 
more  efficient  distribution  of  the  Brunswick 
phonographs,  so  that  the  local  dealers  can,  at  an 
instant's  notice,  have  their  requirements 
promptly  attended  to. 

Theodore  Hoffmann,  treasurer  of  the  J.  M. 
Hoffmann  Co.,  Brunswick  dealer,  is  spending 
a  week  in  Potter  County  on  a  fishing  expe- 
dition. 

The  celebrated  Eight  Famous  Victor  Artists 
have  been  heard  by  crowds  of  delighted  per- 
sons in  various  towns  in  central  and  western 
Pennsylvania  the  past  few  days.  At  Washing- 
ton, Pa.,  they  were  heard  by  a  record-break- 
ing audience  in  the  Capitol  Theatre,  on  the 
evening  of  May  4,  under  the  auspices  of  the 
G.  W.  P.  Jones  Music  Co.  They  also  appeared 
at  Uniontown  and  at  Reading,  where  pleased 
audiences  demanded  encore  after  encore. 

H.  Milton  Miller,  manager  of  the  Sonora 
Phonograph  Co.,  Pittsburgh  distributing  agency, 
who  also  handles  the  Vocalion  records,  stated 
that  business  was  showing  marked  improve- 
ment since  April  15  and  that  he  is  confident 
that  May  and  June  will  be  good  months  for  the 
.Sonora  line,  especially  the  console  models. 
New  Sonora  dealers  reported  are:  Glenn  Fur- 
niture Co.,  Clairton,  Pa.;  Henry  Music  Co., 
Blairsville,  Pa.;,  the  Melodie  Shop,  Punxsu- 
tawney.  Pa.;  D.  D.  Rupert,  Curwensville,  Pa.; 
Schroeder  Piano  Co.  and  Victor  Nabenshue, 
Conemaugh,  Pa. 

New  Vocalion  record  dealers  are  Erie  Supply 
Co.  and  J.  D.  Douamount,  both  of  Burgetts- 
town,  Pa.,  and  the  Hirth-Kovack  Co.,  Home- 
stead, Pa. 

Mrs.  Margaret  McClintic,  mother  of  Mrs. 
Isabella  K.  Buehn,  president  of  the  Buehn 
Phonograph  Co.,  died  at  her  home  at  Mifflin- 
town.  Pa.,  last  month. 

Dawson  Bros.  Piano  Co.,  which  handles  Starr 
phonographs  and  Gennett  records,  reports  a 
brisk  volume  of  sales  during  the  past  month. 
C.  L.  Dawson,  senior  member  of  the  firm,  has 
just  returned  from  a  sojourn  in  Florida. 

C.  R.  Parsons,  manager  of  the  talking  ma- 
chine department  of  the  Rosenbaum  Co.,  stated 
that  sales  of  Victor  talking  machines  and  rec- 
ords are  quite  satisfactory.  Mr.  Parsons  has  a 
very  up-to-date  talking  machine  department 
under  his  supervision,  with  ample  facilities  for 
patrons  to  utilize  the  demonstration  booths. 

The  retail  shop  of  the  National  Phonograph 
Co.,  633  Liberty  avenue,  has  been  closed. 


PRINCETON  CO.  TO  OPEN 

Princeton,  Ky.,  May  3. — The  Princeton  Music 
Co.  will  open  here  shortly,  with  Mrs.  Lelia  Ed- 
wards acting  as  manager  of  the  store. 
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CONSERVATISM 


Optimism  is  an  important  thing  to  have  in  business,  but 
should  be  tempered  by  enough  pessimism  to  produce  Conservatism. 

Business  history  will  demonstrate  that  in  all  lines  the  per- 
manently successful  concern  has  a  conservative  policy. 

The  conservative  business  man  is  usually  dependable  and 
dependability  implies  security  in  times  of  stress. 

The  Victor  Company  and  its  Supreme  Product  represent 
conservatism  and  dependability  and  are  reflected  in  Blackman 
Service. 

The  Blackman  policy  of  Victor  distributing  is  of  the  Con- 
servative, Dependable,  Secure  type.  Blackman  Service  is  not 
one  of  promise  but  of  performance. 

Victor  Dealers  who  forecast  a  wonderful  revival  of  business 
this  year  and  prepare  to  meet  it  by  becoming  Blackman  Dealers 
now  will  be  practicing  profitable  conservatism. 

If  you  are  a  conservative  dependable  type  of  Victor  Dealer, 
let  us  get  together  now  for  "Birds  of  a  feather  flock  together." 


Blackman  and  Depend- 
ability —  One  suggests 
the  Other. 
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THE  TWIN  CITIES 

Portable  Sales  Jump  as  Summer  Weather  Holds  Sway — Jobbers  and 
■    '      Dealers  Busy — New  Accounts  Opened — Month's  News  of  the  Trade 


Minneapolis  and  St.  Paul,  May  6. — Minne- 
sotans  are  looking  toward  a  vacation  at  one 
of  the  State's  "ten  thousand  lakes"  with  a  phono- 
graph for  company,  as  evidenced  by  the  demand 
for  portable  types  of  machines.  With  Winter 
turning  to  Summer  almost  overnight,  business 
men  are  longing  for  a  Summer  camp  with  a 
little  music  to  while  away  the  lazy  hours;  busy 
mothers  for  a  lake  cottage  and  a  small  machine 
which  the  children  can't  ruin,  and  the  much- 
advertised  younger  set  for  a  lake  place  where 
dance  records  can  be  played  day  and  night  with- 
out complaint  from  the  neighbors.  All  of  which 
makes  for  good  business  in  small  machines. 
Good  Report  on  Business 

Business  is  fair,  in  the  opinion  of  the  majority 
of  Twin  City  dealers.  Portable  models  and 
period  types  are  the  best  sellers  in  the  Sonora 
line,  according  to  S.  D.  Andrews,  of  Doerr, 
Andrews  &  Doerr,  Northwest  jobbers,  and  J.  E. 
Date,  manager  of  the  Sonora  division  of  the 
company.  Mr.  Date  says  that  the  portables  are 
being  purchased  by  the  local  houses.  He  adds: 
"A  trip  through  Minnesota  and  Iowa  disclosed 
a  great  demand  for  new  console  models.  Many 
congratulatory  letters  have  been  received  from 
dealers  in  regard  to  these  new  styles,  praising 
the  tone,  artistic  design  and  workmanship.  The 
company  is  greatly  oversold  on  the  six  models 
of  this  type." 

Mr.  Date  and  a  large  delegation  from  the 
Northwest  will  attend  the  Sonora  distributors' 
convention  in  Saginaw,  Mich.,  beginning  May  16. 
The  new  Sonora  Shop,  St.  Paul,  has  opened  a 
radio  department  with  Mr.  Blanchard  as  man- 
ager. Sandon-Anderson  Music  Co.,  Mankato, 
has  taken  on  the  Sonora  line  on  which  a  sales 
drive  will  be  started. 

Portables  are  in  great  demand  at  W.  J.  Dyer 
iS:  Bro.,  according  to  George  A.  Mairs,  Victor 
department  manager.  "Business  is  better,"  says 
Mr.  Mairs.  "The  country  business  is  picking 
up,  although  conditions  are  not  yet  of  the  best." 
A  goodly  number  of  orders  from  outlying  dis- 
tricts started  this  week  from  the  Dyer  Co. 
headquarters. 

Portable  Model  E,  put  out  by  the  General 
Phonograph   Co.,  is   selling  well   at  the  new 


Consolidated  Talking  Machine  Co.,  according 
to  Miss  B.  C.  Eggar,  in  charge.  The  Chicago 
firm  established  this  Minneapolis  branch  in  Feb- 
ruray  at  1121  Nicollet  avenue. 

Brunswick-Balke-CoHender  Co.  has  heavy 
back  orders  for  Brunswick  portables,  which  the 
company  has  been  unable  to  supply  as  yet, 
according  to  Eugene  F.  O'Neill.  "With  us, 
April  has  shown  excellent  results,"  said  Mr. 
O'Neill,  "and  it  has  marked  a  great  improve- 
ment over  the  same  month  last  year." 

New  Edison  Accounts 

Edison  phonograph  business  in  the  country 
sections  has  shown  a  big  improvement  over  last 
year.  The  country  roads  are  opening  up  and 
dealers  are  commencing  to  canvass. 

Laurence  H.  Lucker,  Edison  distributor  in 
Minneapolis,  has  established  the  following  new 
dealers  in  the  past  thirty  days:  H.  J.  Gron- 
berg,  Hoffman,  Minn.;  Fred  J.  Bjerstedt,  River 
Falls,  Wis.;  Henry  Aalgaard,  Shelly,  Minn.; 
Henry  Brokofsky,  Cathay,  N.  D.,  and  J.  J.  Wor- 
lein  &  Co.,  Waterville,  Minn. 

The  following  Edison  dealers  visited  the 
office  of  Laurence  H.  Lucker  recently:  R.  W. 
Hyneman,  Mayor  of  Eden  Valley;  A.  K.  Peck, 
St.  James;  E.  H.  Gross,  Kenmare;  H.  A.  Plum- 
mer,  Galesville,  Wis.;  Mr.  and  Mrs.  A.  J.  Hock- 
enhull,  Tracy;  Mr.  and  Mrs.  Chas.  A.  Bierman, 
Northfield,  Minn. 

The    Minnesota    Phonograph    Co.,  Edison 
dealer,  Minneapolis,  reports  business  fair. 
Brunswick  Activities 

The  Brunswick  window  at  the  Cable  Piano 
Co.,  Minneapolis,  attracted  much  attention.  The 
dancing  figures  in  the  Majestic  Music  Shop 
window  are  in  keeping  with  the  busy  nature  of 
this  Brunswick  retail  store.  The  management 
there  also  has  attracted  crowds  by  displaying  an 
unsmiling  man  in  the  window  with  a  prize 
offered  for  any  onlooker  who  could  make  him 
smile.  The  huge  Brunswick  sign  here  facing 
the  Radisson  Hotel  leaves  no  doubt  as  to  the 
activity  of  this  concern. 

Raudenbush  &  Sons  are  using  university 
students  in  the  plan  to  sell  Brunswick  records 
from  house  to  house.  These  young  men  leave 
a  collection  of  records  at  various  houses,  for 


trial,  collecting  unsold  ones  the  next  day  and 
leaving  them  at  a  neighboring  house.  Manager 

B.  T.  Smith  reports  excellent  results.  Roy 
Swanstrom,  of  the  New  Brunswick  Shop  in 
St.  Paul,  reports  a  very  busy  month.  This  store 
is  considered  one  of  the  handsomest  in'  the 
Northwest,  as  well  a[s  one  of  the  busiest. 

What  the  Victor  Dealers  Are  Doing 

Victor  dealers  here  are  featuring  "Mother's 
Day"  records  to  celebrate  Sunday,  May  13,  as 
well  as  reaping  benefits  from  the  appearance  of 
Victor  artists,  most  notable  of  whom  is  Mme. 
Ernestine  Schumann-Heink,  appearing  at  the 
Minneapolis  and  St.  Paul  auditoriums.  May  7 
and  9.  The  other  record  makers  are  Fannie 
Brice,  comedienne,  and  Pietro,  accordionist,  both 
of  whom  played  the  Orpheum,  and  Benson's 
orchestra  scheduled  May  21  and  27  in  St.  Paul. 

George  C.  Beckwith  Co.,  Victor  wholesaler,  has 
most  materially  changed  its  quarters  by  promi- 
nently featuring  the  showroom,  furnished  as  an 
exquisite  draAving  room  by  Bradstreet's,  fore- 
most Miinneapolis  decorator.  This  luxurious 
room  occupies  former  office  space,  the  offices 
having  been  moved  to  one  side.  Charles  K. 
Bennett,  general  manager,  says  the  new  arrange- 
ment not  only  gives  the  visitor  the  atmosphere 
of  the  place  immediately,  but  that  the  rearrange- 
ment of  three  floors  is  proving  very  successful 
in  handling  the  repair  and  storage  departments. 

Miss  Esther  L.  Gatewood,  of  the  education 
department  of  the  Victor  Co.,  divided  her  time 
between  the  Twin  Cities  this  week  and  will 
tour  Minnesota,  visiting  its  schools. 

Ten  thousand  balloons  are  being  distributed 
hy  the  Beckwith  Co.,  carrying  the  dealers'  names 
and  the  Victor  trade-mark  for  use  at  picnics, 
dances  and  other  parties.  Rotary  Club  guests 
had  a  gay  time  with  these  toys  April  27. 
To  Incorporate  Interest  Clause 

Dealers  in  Minneapolis  expect  to  incorporate 
a  6  per  cent  interest  clause  on  deferred  payments 
on  Victrolas.  Henry  Dreher,  of  the  Dreher 
Piano  Co.,  Cleveland,  and  father  of  the  Cleve- 
land Music  Trade  Association,  is  expected  here 
to  assist  in  the  movement,  according  to  the  plan 
used  in  Ohio,  New  York  and  other  States. 

A  class  of  thirty-two  women  employes  of  the 
L.  S.  Donaldson  Co.  is  using  the  Victor  re- 
ducing records  under  the  direction  of  the  phono- 
graph department,  of  which  Murray  Kirschbaum 
is  manager.  A  Y.  W.  C.  A.  physical  instructor, 
Miss  Hinting,  instructs  in  their  use  and  follows 
the  record  work  with  games  and  marches.  The 
women  meet  once  a  week  after  store  hours. 

The  Central  Furniture  &  Carpet  Co.  installed 
Victor  talking  machines  and  records,  April  27, 
to  supply  the  Northeast  AiinneapoHs  trade.  E. 
W.  Owen,  Mankato  Victor  dealer,  has  ordered 
as  many  machines  and  records  in  the  first  three 
months  of  this  year  as  he  did  in  all  of  1922.  The 
Glass  Block  Store,  Duluth,  through  its  talking 
machine  manager,  J.  L.  Hoey,  reports  that  tiie 
increase  of  sales  has  been  most  pronounced 
since  the  store  acquired  the  Victor  agency  a 
month  ago.  Bill  Revier,  familiarly  known  as 
"Paul"  to  link  him  with  the  Revolutionary  hero, 
is  now  the  exclusive  Victor  dealer  in  North- 
field,  where  he  bought  out  another  Victor  dealer 
and  is  rearranging  his  store,  known  as  Bill's 
Art  and  Gift  Shop. 

Wm.  A.  Lucker,  Edison  dealer,  has  sold  the 
lease  of  his  branch  store  at  29  East  Seventh 
street,  St.  Paul.  Mr.  Lucker  will  continue  to 
operate  from  his  main  store  on  St.  Peter  street. 

Fred  Strum,  an  expert  in  merchandising,  has 
taken  a  position  as  specialty  man  with  George 

C.  Beckwith  Co.  and  is  proving  his  worth.  Mr. 
Strum  gave  a  sales  talk  to  Twin  City  employes 
of  Howard-Farwell  Co.  at  a  dinner  dance  re- 
cently in  St.  Paul. 

Doing  a  Good  Vocalion  Business 
The  Stone  Piano  Co.,  Vocalion  distributor, 
is  in  the  midst  of  its  cut-out,  weeding  out  slow- 
moving  records,  and  is  doing  fair  business,  ac- 
cording to  A.  E.  Munson,  store  manager.  Mr. 
Munson  has  made  recent  business  trips  to  Alex- 
andria and  Winona.  Oscar  W.  Ray,  of  the 
Aeolian  Co.,  New  York,  in  charge  of  record 
manufacture  and  sales,  visited  here  May  2. 


An 

Edison 
Dealership 
Is  Valuable 

Because 


It's  the  only  phonograph  that  can  sustain  the  test 
of  comparison  with,  the  living  artist. 

Quick  turnover — Steady  profits. 

New  console  and  upright  models  at  new  low  prices. 
16  models  for  every  taste  and  purse. 

The  onh'  permanent  point  instrument  in  the  phono- 
graph field. 

First  to  adopt  instantaneous  release  of  new  Hits. 
No  waiting  for  monthly  release  dates. 

Edison  Builds  PRESTIGE — Make  your  store  the 
musical  center  of  the  communitv. 


Write  for  special  new  liberal  dealership  proposition 

LAURENCE  H.  LUCKER 

Northwest  Edison  Distributor 

Established  1902 

17  South  6th  Street  Minneapolis,  Minnesota 
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R.   H.   ARNAULT,   95   Madison  Avenue, 

New  York  City. 
ARTOPHONE      CORPORATION,  1103 

Olive  Street,  St.  Louis.  Mo. 
ARTOPHONE       CORPORATION,  .  317 

Kansas    City   Life   Bldg.,    Kansas  City, 

Mo. 

CONSOLIDATED  TALKING  MACHINE 
CO.,  227  West  Washington  Street,  Chi- 
cago, 111. 

OTIS  C.  DORIAN,  321  King  Street,  East 
Toronto,  Ontario. 

W.  L.  ECKHARDT  (General  Radic 
Corp.),  10th  and  Cherry  Streets,  Phila- 
delphia, Pa. 


A.    C.    ERISMAN,    174    Tremont  Street, 

Boston.  Mass. 
W.   S.   GRAY.   1054   Mission   Street,  San 

Francisco.  Cal. 
W.    S.    GRAY,   926    Midway    Place,  Los 

Angeles,  Cal. 
L.    D.    HEATER,    357    Ankeny  Street, 

Portland.  Ore. 
IROOUOIS      SALES  CORPORATION, 

210  Franklin  Street.  Tiuffalo,  N.  Y. 
R.    J.    TAMIESON,   625    Swetland  Bldg., 

Cleveland.  Ohio. 
M.    E.   LYLE,    65%    Walton   Street,  At- 
lanta, Ga. 

H.  J.  IVEY,  Box  235,  Dallas,  Texas. 


STERLING  ROLL  &  RECORD  CO.,  137 
West  4th  Street,  Cincinnati,  Ohio. 

GENERAL  RADIO  CORP.,  1005  Liberty 
Avenue,  Pittsburgh,  Pa. 

L.  C.  LeVOIE,  412  Andrus  Bldg.,  Min- 
neapolis, Minn. 

SHARP  MUSIC  COMPANY.  823  ISth 
Street.  Denver.  Colo. 

W.  O.  CARDELL.  Box  1271,  Tulsa,  Okla. 

R.  M.  McNAMARx\,  2317  Raynor  Street, 
El  Paso,  Texas. 

R.  W.  ORTTE,  310  Magazine  Street,  New 
Orleans,  La. 

RICKEN.  SEEGER  &  WIRTS,  Globe 
Bldg.,  Detroit,  Mich. 


MANUFACTURERS  PHONOGRAPH  COMPANY,  INC. 
(^_^^5  Madison  Avenue,  New  York   Geo.  W.  Lyle,  President 


TO 
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W.D.  ANDREWT  CO. 


DISTRIBUTORS  OF 

VICTROLAS  and  VICTOR  RECORDS 

'Service  That  Satisfies" 

SYRACUSE,  N.  Y. 


IN  SYRACUSE 

Central  Nezv  York  Musical  Festival  Holds  Interest  of  Trade  and 
Public — Sales  Follov.- — Business  in  General  Is  Brisk — The  Nezvs 


Syracuse,  N.  Y.,  May  8. — The  talking  machine 
and  record  business  in  this  territory  has  been 
eminently  satisfactory  during  the  last  month, 
according  to  reports  of  wholesalers  and  retail- 
ers. The  trade  is  now  well  on  the  way  to  a 
normal  Spring  business  and  the  outlook  is  ex- 
ceptionally bright.  A  number  of  live  dealers 
are  at  present  making  plans  for  their  Summer 
sales  campaigns  and  the  determination  exists 
in  this  aggressive  circle  to  make  this  the  best 
Summer  on  record  insofar  as  the  talking  ma- 
chine business  is  concerned. 

Of  particular  interest  to  the  trade  during  May, 
thus  far,  is  the  Central  New  York  Musical  Fes- 
tival, held  during  the  week  of  May  2.  This 
Festival  is  an  annual  event  and  cofisists  of  three 
days  of  concerts  and  musical  events.  The  main 
features  this  year  were  three  evening  concerts 
and  two  in  the  afternoon.  The  talking  machine 
trade,  particularly,  benefited  from  this  event  be- 
cause of  the  fact  that  three  of  the  leading  art- 
ists brought  here  to  participate  were  well- 
known  Victor  artists.    Thev  included  De  Luca, 


baritone;  Frances  Alda,  soprano,  of  the  Metro- 
politan Opera  Co.,  and  Erika  Morini,  violinist. 

All  of  the  local  Victor  dealers  and  those  lo- 
cated in  nearby  towns  co-operated  with  the  Mu- 
sic Festival  Association  in  making  the  event  an 
outstanding  success  and  the  stores  tied  up  with 
the  event  by  staging  special  window  displays 
and  doing  some  excellent  and  extensive  adver- 
tising in  the  local  newspapers. 

The  W.  D.  Andrews  Co.,  218  East  Washing- 
ton street,  Victor  distributor,  has  been  enjoy- 
ing a  steadily  increasing  volume  of  business. 
From  the  volume  of  orders  being  received  in- 
dications point  to  a  general  revival  of  business 
in  this  territory  and  this  is  also  taken  as  proof 
of  the  optimism  of  the  Victor  trade  in  business 
this  year. 

Gibson-Snow  Co.,  Inc.,  Sonora  jobber,  is  an- 
other local  wholesale  organization  which  is  do- 
ing a  satisfactory  business.  Reports  emanating 
from  the  company's  headquarters,  306-14  West 
Willow  street,  are  to  the  eflect  that  it  is  find- 
ing it  very  difficult  to  keep  up  with  the  demand 


THE  PERFORMANCE 
OF  SERVICE 

is  the  test  of  any  organization 

The  Gibson-Snow  Co.  as 
distributors  in  New  York 
State  for  the  Sonora 
phonograph  and  Vocal- 
ion  records,  accomplishes 
this  test  of  service  that 
does  help  the  dealer 
merchandise  his  product 
in  an  efficient  manner. 

We  are  prepared  to  help  you.  Ask  us  for 
our  co-operation. 

Sonora  phonograph  and  Vocalion  record 
distributors  for  New  York  State. 

GIBSON-SNOW  CO.,  Inc. 

Syracuse,  N.  Y. 


for  Sonora  instruments.  This  is  especially  true 
of  the  new  models  brought  out  this  year,  the 
Serenade,  Marlborough  and  Barcarolle,  all  three 
of  which  are  proving  exceptionally  popular  with 
both  the  trade  and  the  public. 

A  recent  visitor  to  this  city  was  E.  D.  Coots, 
of  the  sales  department  of  the  Sonora  Phono- 
graph Co.,  who  addressed  a  gathering  of  the 
local  Sonora  dealers.  Mr.  Coots'  talk  was  both 
interesting  and  instructive  and  the  dealers  went 
away  from  the  meeting  with  some  pointers 
which,  if  put  in  effect,  are  bound  to  keep  the 
business  ball  rolling. 

The  Talking  Machine  Co.,  97  East  Main 
street,  Rochester,  N.  Y.,  which  features  the  Vo- 
calion records,  reports  that  radio  has  been  the 
means  of  greatly  stimulating  the  demand  for 
these  recordings.  In  a  number  of  instances  cus- 
tomers have  asked  for  records  which  they  had 
heard  over  the  radio. 

Curt  C.  Andrus,  the  Edison  phonograph 
dealer  at  North  Tonawanda,  N.  Y.,  has  just 
sold  one  of  the  Eighteenth  Century  English 
New  Edisons  to  one  of  the  leading  contractors 
in  his  city,  taking  in  a  large  model  mail  order 
phonograph  at  less  than  half  its  cost.  This 
proves  that  people  appreciate  the  musical  quality 
of  the  Edison  and  many  can  be  induced  to 
change  their  older  types  of  instruments  for 
the  New  Edison  at  a  profit  to  the  dealer.  Mr. 
Andrus  reports  his  April  business  100  per  cent 
greater  than  last  April,  and  each  month  so  far 
this  year  has  shown  the  same  healthy  gain. 
With  the  factories  working  overtime  in  many 
instances  and  good  wages  being  paid,  the  pros- 
pects are  good  for  a  banner  year  in  Edison 
sales. 

Business  with  Frank  E.  Bolway  &  Son,  Inc., 
Edison  jobber  serving  this  territory,  continues 
to  be  very  active  and  dealers  throughout  this 
section  are  making  good  reports  regarding  pres- 
ent conditions  and  prospects. 


THE  SONORA  REPLACES  ORCHESTRA 

Lamberton  Conservatory  at  Rochester  Utilizes 
Sonora  Phonograph  With  Success  at  Spring 
Opening — Excellent  Publicity  Tie-up 


Rochester,  N.  Y.,  May  5. — The  Easter  season 
furnished  C.  W.  Ludwig  &  Sons,  Inc.,  Sonora 
dealers  in  this  city,  a  splendid  opportunity  to 
launch  eflfective  publicity  in  behalf  of  the  So- 
nora. On  the  Friday  and  Saturday  before  Eas- 
ter the  Lamberton  Conservatory  at  Rochester 
held  its  Spring  opening.  In  former  years  the 
conservatory  used  an  orchestra  for  these  events, 
which  is  very  popular  in  local  musical  circles. 
This  year,  however,  they  determined  to  use  a 
phonograph  and  C.  W.  Ludwig  &  Sons  suc- 
ceeded in  convincing  the  conservatory  authori- 
ties that  a  Sonora  Louis  XV  model  was  the  ideal 
instrument.  This  progressive  dealer  followed  up 
this  selection  of  the  Sonora  by  using  special 
advertisements  in  the  newspapers  and  the  So- 
nora acquitted  itself  so  admirably  at  the  con- 


May  15,  1923 


THE   TALKING   MACHINE  WORLD 


93 


servatory  that  it  was  mentioned  specifically  in 
the  news  articles  which  were  written  by  the 
leading  newspaper  critics. 


Est.  1889 


GOLDMAN  BAND  AT  CENTRAL  PARK 


Noted  Organization  Will  Start  a  Twelve-week 
Season  on  the  Mall  on  June  4 


The  Goldman  Band,  under  the  direction  of 
Edwin  Franko  Goldman,  its  popular  conductor, 
which  has  delighted  hundreds  of  thousands  of 
people  for  some  years  past  with  its  concerts  on 
Columbia  Green,  will  open  a  twelve-week  series 
of  concerts  on  the  Mall  in  Central  Park  on 
Monday,  June  4.  This  organization,  which  has 
set  such  a  high  standard  for  itself,  will,  need- 
less to  say,  adhere  to  this  standard  during  the 
season  soon  to  open.  The  programs  will  be 
of  unusual  interest,  and  a  number  of  notable 
singers  will  participate.  No  tickets  will  be  re- 
quired for  these  concerts. 

The  Goldman  Band,  by  the  way,  made  some 
very  excellent  Victor  records  of  Mr.  Goldman's 
compositions  last  year,  and  it  is  expected  that 
some  more  recordings  will  soon  be  in  evidence. 


EDISON 


PHONOGRAPH 


We  desire  representation  at  certain 
points  in  New  York  State— Special 
proposition  for  efficient 
merchants. 


Frank 
E. 


BOLWVY 


&Son 
Inc. 


NEW  EDISON  WINDOW  RELEASED 


Artistic  Window  Display  Now  Ready  for  Use  of 
Edison  Retail  Dealers 


SYRACUSE 

Jobbers 


The  accompanying  illustration  portrays  the 
effective  window  display  which  has  been  re- 
leased in  May 'by  Thomas  A.  Edison,  Inc.,  for 
the  use  of  Edison  dealers.  The  display  demon- 
strates the  result  which  can  be  secured  through 
co-ordination    of   various    units   into    a  group 


punch,  copy  which  reads  as  follows:  "A  Red 
Hot  Hit,"  "Have  You  Danced  to  This?"  and 
"A  Vocal  Gem." 

Simultaneous  with  this  display,  the  Edison 


PROMOTION  FOR  J.  J.  MUELLER 

It  was  announced  this  week  at  Columbia 
Graphophone  Co.  headquarters  that  J.  J.  Muel- 
ler, formerly  assistant  manager  of  the  Omaha 
branch,  has  been  transferred  to  the  Cleveland 
branch,  where  he  has  been  appointed  as  assist- 
ant manager.  This  new  position  constitutes  a 
promotion  for  Mr.  Mueller  for  his  good  work 
while  in  the  Omaha  branch. 

A  visitor  at  Columbia  Graphophone  headquar- 
ters this  week  was  W.  S.  Parks,  of  the  Colum- 
bia Wholesaler,  Inc.,  of  Baltimore,  Md.  An- 
other visitor  this  week  was  Mrs.  Alice  Graves, 
Columbia  record  supervisor  of  the  Boston 
branch,  who  is  to  spend  some  time  here  in  the 
recording  laboratories  and  also  at  the  Columbia 
record  plant  for  information  which  she  plans  to 
use  in  a  Summer  campaign  that  is  soon  to  be 
inaugurated  in  Boston  and  the  territory  adjacent 
thereto. 


RECORD  BY  BORI  AND  SUNDELIUS 

The  Edison  Co.  recently  announced  a  record 
by  Marie  Sundelius  of  "Micaela's  Air,"  from 
"Carmen."  Undoubtedly,  this  is  one  of  Madame 
Sundelius'  favorite  arias,  for  she  sings  it  with 
that  rare  charm  that  invariably  electrifies  the 
.ludience  at  the  Metropolitan  Opera  House  when 
^he  is  cast  for  the  role  of  "Micaela."  On  the 
reverse  side  of  the  disc  is  the  aria  "Ah!  non 
credea  mirarti,"  from  "La  Sonnam'bula."  This 
famous  aria  reveals  the  exquisite  quality  of 
Madame  Bori's  magnificent  voice. 


New  Window  Display  Prepared 

having  a  symmetrical  or  pleasing  outline  as  a 
whole  and  yet  preserving  an  atmosphere  of 
simplicity  in  so  far  as  elaborate  decoration, 
fixtures,  etc.,  are  concerned.  The  central  poster 
features  Edison  dance  records  and  a  console 
model  of  the  New  Edison.  The  posters  at  either 
side  feature  well-known  Edison  slogans.  The 
posters  immediately  associated  with  the  records 
in.  the  front  of  the  window  are  effective  for 
their   coloring,   layout   and   brief,   but   full  of 


by  Thos.  A.  Edison,  Inc.,  for  Dealers 

Co,  has  released  a  handsome  poster  featuring 
Thomas  Chalmers,  the  distinguished  and  popular 
baritone  and  Edison  artist. 


SIMPLICITY  NECESSARY  IN  WINDOW 


The  greatest  mistake  a  talking  machine  mer- 
chant can  make  in  his  window  displays  is  to 
crowd  the  window  with  a  conglomerate  mass 
of  stock.    Simplicity  is  art. 


COMMENDS  EMERSON  CO.  ON  SERVICE 

The  Emerson  Phonograph  Co.,  Inc.,  manu- 
facturer of  Emerson  records,  is  the  recipient  of 
a  letter  from  Christie  Whiteman,  talking  ma- 
chine retailer,  of  Princeton,  N.  J.,  who  caters 
to  Princeton  students.  The  letter  congratulates 
the  Emerson  Co.  in  a  most  emphatic  way  on 
its  early  release  of  "hit"  songs  and  of  the 
prompt  service  accorded  the  trade  in  the  de- 
livery of  initial  and  re-orders  on  Emerson 
records. 
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A  Complete  Line  of  "Money-Makers" 

LONG  CONSOLES 

Due  to  heavy  demand,  necessitating  large  cuttings,  we  have  been  able  to  reduce  our  manufacturing  costs. 
We  pass  this  saving  to  our  customers — more  than  10  per  cent  below  former  prices: 

Please  note  that  while  Consoles  601,  602,  603,  608  and  610  are  regularly  fitted  to  take  care  of  Victrola 
VI,  these  same  cabinets  can  be  fitted  to  take  care  of  Victrola  IV,  and,  when  taking  the  reduction  in  price  of 
Consoles  into  consideration,  it  enables  the  dealer  to  sell  an  up-to-the-minute  standard  outfit  at  a  very  moderate 
price. 

Long  Consoles  are  covered  by  basic  patents  and  infringements  will  be  prosecuted. 
Long  Consoles  are  distinctive  in  design  and  have  the  divided  top. 
Long  Cabinets  are  regarded  by  the  trade  as  the  Standard  of  Quality. 
Deliveries  can  be  made  at  once. 
Made  in  dark  red  mahogany  only. 
Order  now  for  Fall  and  Holiday  requirements. 
Write  to-day  for  catalog  of  full  line. 


All  of  the  Long  Consoles  illustrated 
on  this  page,  except  Style  606,  are 
also  ideally  adapted  for  use  with  the 
Columbia  Grafonola  A-2. 


Style  601 
Price  $27.00 


Style  606 
For  Victrola  IV  only 
$20.00 

Specifications: 
Made  in  dark  red  mahogany  only. 
One  piece  top,  19'/2  inches  long; 
34  inches  high;  21 'A  inches  deep. 


Style  603 
Price  $29.00 


New  LONG  Radio  and 
Talking  Machine 
Cabinet 


Style  608 
Price  $30.00 


Style  610 
Price  $28.00 


Specifications  for  all  models  ex- 
cept 606.  Made  in  dark  mahog- 
any only.  Two-piece  top,  36 
inches  long,  34  inches  high  and 
22  inches  deep. 


LONG  combination  Radio  and  talking 
machine  cabinet  for  Victrola  VI.  Radio 
chamber  will  accommodate  receiving 
set  7  inches  or  less  in  height;  room 
available  for  dry  batteries.  Head-sets 
or  loud  speaker  may  be  attached  to 
radio  terminals.  Cabinet  shown  equip- 
ped with  Westinghouse  Aeriola,  Sr., 
and  Baldwin  loud  speaker. 


I  fl  ip  CI  A.'  lit  V'yI. — . 


MANOVER.f»A.Li.S 


The  Geo.  A.  Long  Cabinet  Company 


HANOVER,  PA. 


m 
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PHHADELPniA 


and 

IPCALITX 


ENERGETIC  DEALERS  OVERCOME  TRADE  LETHARGY 

BY  INSTITUTING  VIGOROUS  DRIVES  FOR  BUSINESS 

Intensive  Canvassing  Campaigns  Bringing  Home  the  Bacon — Brunswick  Remodels — Strand  Shop 
Buys  Todd  Store — New  Home  for  General  Rad  io — Earl  G.  Dare  in  New  Post — Other  News 


.  Philadelphia,  Pa.,  May  7. — Talking  machine 
dealers  of  the  Quaker  City  are  almost  unani- 
mous in  declaring  that  while  business  during 
April  did  not  equal  that  of  the  previous  month, 
nevertheless  sales  totals  were  very  satisfactory 
and  well  above  those  for  the  same  month  of 
last  year. 

In  line  with  the  present-day  "go-and-get-it" 
attitude  most  of  the  large  distributors  here  are 
not  sitting  around  and  waiting  for  business  but 
are  steadily  pushing  ahead  to  create  new  busi- 
ness, and  report  that  quite  a  number  of  new  ac- 
counts are  being  secured  among  dealers  in  out- 
lying districts  near  this  city  and  also  throughout 
Pennsylvania  and  other  nearby  Stales. 

Dealers  Turn  to  Canvassing 

Following  the  example  set  by  the  distributors, 
many  of  the  dealers  are  also  sending  out  their 
own  representatives  to  canvass  their  individual 
neighborhoods  and  territory  and  to  interview 
prospects.  In  every  case  where  these  tactics  are 
being  followed  enthusiastic  reports  of  the  results 
of  these  progressive  activities  are  being  made. 

Ed  ison,  Victor,  Brunswick,  Strand,  Columbia 
and  other  talking  machine  distributors  assert 
that  they  anticipate  better  business  during  the 
coming  Summer  months  than  ever  before  in 
their  experience. 

Optimistic  Edison  Outlook 

One  of  the  most  glowing  reports  of  existing 
conditions  is  that  made  by  A.  H.  Rhinow,  one  of 


the  officials  of  the  Girard  Phonograph  Co.,  dis- 
tributor of  the  Edison,  who  said: 

"Business  is  as  usual — on  the  upward  trend. 
We  have  consistently  doubled  our  business 
every  month  so  far  this  year  as  compared  with 
the  same  period  last  year,  We  look  forward 
with  much  optimism  to  the  Summer  and  Fall 
months,  ajid  we  believe  that  we  are  speaking 
with  good  reason  when  we  say  that  we  expect  to 
enjoy  the  biggest  Fall  business  the  Girard 
Phonograph  Co.  has  ever  experienced. 

"There  are  several  causes  underlying  these 
rather  inspiring  conditions.  It  is  no  news  that 
general  prosperity  has  arrived  and  that  people 
are  once  again  in  a  buying  frame  of  mind. 
Couple  this  with  a  product  that  is  already 
much  in  demand,  a  satisfactory  supply  of  instru- 
ments and  Re-creations  and  an  augmented  staff 
in  the  field,  and  there  is  every  reason  to  believe 
that  the  efiforts  of  any  organization  in  similar 
circumstances  shall  be  well  rewarded." 

Tie-up  With  Artist's  Appearance 

Philadelphia  music  lovers  had  an  opportunity 
to  see  Duci  De  Kerekjarto,  the  wonderful  violin- 
ist, in  person.  Mr.  De  Kerekjarto  appeared  at 
Keith's  week  of  April  22,  creating  a  sensation. 
The  Columbia  Phonograph  Co.'s  Philadelphia 
branch  attended  the  opening  performance  in  a 
body.  Philadelphia  Columbia  dealers  tied  up  to 
this  appearance  with  window  displays,  etc.,  and 
their  sales  showed  a  decided  increase.    A  Co- 


lumbia instrument  was  placed  in  the  lobby  of 
the    theatre    and    Kerekjarto's    records  were 
played  before  and  after  the  performance. 
Brunswick  Quarters  Remodeled 

The  Brunswick  offices  have  just  been  com- 
pletely renovated  and  now  present  a  y-ery  attrac- 
tive appearance.  The  entire  second  floor  was  re- 
modeled and  steel  record  racks  have  been  in- 
stalled to  aid  in  making  prompt  shipments.  The 
executive  offices  have  been  moved  and  the  entire 
space  for  the  public  on  the  second  floor  has  been 
handsomely  finished. 

Planning  Close  Dealer  Contact 

Louis  Buehn  and  F.  B.  Reinecke,  secretary  of 
the  Louis  Buehn  Co.,  Victor  jobber,  will  start 
in  a  few  days  on  a  trip  throughout  central 
Pennsylvaniar  and  -will-ealL  oru  dealers__£or  the 
purpose  of  establishing  a  close  contact  with 
them  and  to  make  a  survey  of  prevailing  con- 
ditions in  the  trade. 

The  new  pneumatic  tube  system  that  has  been 
installed  at  the  Louis  Buehn  Co.  store  dur- 
ing the  course  of  extensive  alterations  has 
aided  materially  to  expedite  the  promptness 
with  which  its  Victor  record  orders  are  filled. 
Under  this  new  system  the  order  as  soon  as  it 
is  received  is  put  in  the  tubes  and  sent  to  the 
stock  room,  where  it  is  filled  and  made  ready 
for  shipment.  Then  the  order  is  sent  back  to 
the  office  again  for  billing  purposes,  all  of 
whi'ch  hastens  the  procedure  to  a  great  extent. 
Satisfactory  Strand  Business 

Very  satisfactory  business  during  April  and 
bright  prospects  for  this  month  for  the  Strand 
phonographs  and  Okeh  records  are  reported  by 
H.  A.  Pope,  one  of  the  officials  of  the  General 
(Continued  on  page  96) 


Looking  Ahead 


Many  Victor  Dealers  have  planned  that  some  one  Distributor  should  be 
their  main  source  of  supply.  This  is  a  perfectly  logical  thing  to  do  and  it  is 
a  source  of  great  satisfaction  to  this  Organization  that  we  have  been  selected  in 
this  capacity  by  so  many  Dealers  in  the  Philadelphia  territory. 

Performance  that  can  be  depended  on  is  a  real  asset  to  the  Dealer. 

We  believe  it  will  be  profitable  for  the  Dealer  who  has  not  already  done  so 
to  connect  up  with  us  for  at  least  a  portion  of  his  needs  and  become  ac- 
quainted with  the  character  of  our  Performance. 


THE  LOUIS  BUEHN  COMPANY 

OF  PHILADELPHIA 
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Radio  Co.  He  states  that  C.  W.  Flood,  one 
of  its  representatives,  will  soon  make  a  trip 
through  the  New  England  States  and  New 
York  for  the  purpose  of  introducing  the  Music 
Master  loud  speaker  for  radio  and  the  Strand 
phonograph  attachment. 

Victor  Demand  Remains  Firm 

H.  W.  Weymann,  head  of  H.  A.  Weymann 
&  Sons,  reports  a  big  increase  in  business  dur- 
ing April  over  the  same  month  in  1923.  He 
says  that  he  expects  a  big  demand  for  the  new 
Victor  models  and  advises  dealers  to  prepare 
for  this  demand.  "Since  the  departments  in  our 
building  have  been  rearranged  we  have  greatly 
improved  facilities  for  handling  our  Victor  rec- 
ord business,"  he  said.  "In  fact,  during  the 
past  month  95  per  cent  of  all  orders  received 
from  our  dealers  have  been  filled  completely, 
while  of  the  other  5  per  cent  there  have  been 
possibly  only  one  or  two  records  marked  as 
not  obtainable.  Since  our  building  has  been 
altered  our  wholesale  Victor  record  depart- 
ment has  been  given  the  whole  second  floor 
from  Chestnut  to  Sansom  streets,  or  a  depth  of 
229  feet,  and  this  additional  space  has  aided 
us  to  improve  our  service  to  our  dealers." 
Penn  Co.'s  May  Day  Trip 

On  May  1  the  Penn  Phonograph  Co.  force 
made  its  annual  May  Day  trip  to  Pottstown  as 
guests  of  William  F.  Lamb.    The  visitors  at- 


tended the  performance  of  the  Eight  Famous 
Victor  Artists  at  the  Pottstown  Grand  Opera 
House.  In  three  autos  they  were  taken  to 
Tom  Brown's  Ifin,  near  Norristown,  for  dinner 
and  then  to  a  theatre  party,  after  which  they 
returned  to  the  City  of  Brotherly  Love  in  the 
wee,  small  hours.  Among  those  who  made  the 
trip,  in  addition  to  T.  W.  Barnhill,  the  manager, 
were:  Thomas  Cummings,  of  Strawbridge  & 
Clothiers;  Dan  Eagan,  of  E.  S.  Applegate  Co., 
Trenton;  Harry  Kandel,  of  People's  Phono- 
graph Co.;  George  Reese,  of  Gewehr  Phono- 
graph Co.,  Wilmington,  Del.;  Earl  Dare,  man- 
ager of  the  Penn  phonograph  and  record  distri- 
bution department;  Vincent  H.  Moore,  of 
Penn's  record  order  department;  Bartley 
Azpell,  of  the  Music  House,  Ardmore;  E.  Eisen- 
hardt,  chief  of  the  talking  machine  department 
at  Snellenburg's ;  E.  E.  Hepple  and  L.  P.  Brown, 
Penn  representatives,  and  Robert  Bartley,  Otto 
May,  W.  S.  Harvey  and  J.  Dilks,  of  the  Victor 
factory. 

Boosting  Orchestra's  Edison  Records 

The  Grand  Phonograph  Co.  is  still  boosting 
the  latest  recordings  of  Charlie  Kerr's  orches- 
tra to  the  limit.  This  orchestra  has  just  opened 
an  engagement  with  the  Keith  vaudeville  circuit, 
heading  the  bill  for  one  week  at  Keith's  Chest- 
nut Street  Theatre,  Philadelphia's  foremost 
vaudeville   house.     Edison   dealers  are  taking 
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advantage  of  this  opportunity  to  the  full  and 
are  advertising  the  appearances  of  this  orches- 
tra quite  extensively. 

Charlie  Kerr's  Orchestra,  which  nightly  is 
broadcasting  from  station  WIP  in  Philadelphia, 
is  recording  exclusively  for  the  Edison  phono- 
graph. Wherever  distributed  the  records  of  this 
orchestra  have  been  acclaimed  and  in  the  Phila- 


Charlie  Kerr's  Orchestra 

delphia  jobbing  territory,  particularly,  tremen- 
dous sales  are  reported. 

On  May  8  Mr.  Kerr  introduced  a  novelty  in 
his  radio  program  by  broadcasting  with  his  or- 
chestra one  of  his  favorite  selections,  "In  a  Car- 
avan." The  Edison  record  of  the  same  selec- 
tion by  the  same  artists  was  then  sent  through 
the  ether.  The  vast  radio  audience  thus  had 
an  opportunity  to  judge  the  quality  of  this  or- 
ganization's records. 

Columbia  Artists'  Appearances  Aid  Sales 

Pablo  Casals  and  Rosa  Ponselle,  Columbia 
artists,  appeared  in  concert  in  Shamokin  re- 
cently, a  decided  stimulation  in  Columbia  rec- 
ord demand  being  noted. 

Girard  Head  Confers  on  Edison  Policy 

P.  R.  Hawley,  head  of  the  Girard  Phonograph 
Co.,  Edison  distributor,  has  just  returned  from 
a  conference  at  the  Edison  Laboratories, 
Orange,  N.  J.  The  object  of  the  visit  was  to 
bring  about  closer  co-operation  between  Orange 
and  the  Philadelphia  offices  in  boosting  the  sale 
of  the  latest  Edison  hits. 

"You  will  recall,"  said  Mr.  Rhinow,  of  the 
Girard  Co.,  "that  The  Talking  Machine  World 
told  its  readers  last  Summer  how  the  Girard 
Phonograph  Co.  had  added  greatly  to  the  effi- 
ciency of 'its  field  staff  by  equipping  the  entire 
staff  with  automobiles  for  traveling  purposes. 
Travel  by  auto  naturally  does  not  afTord  too 
many  conveniences  during  the  Winter  months 
and  our  representatives  were  compelled  to  re- 
vert to  trains  as  a  means  of  transportation. 
With  the  new  fleet  of  cars  in  active  operation 
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our  representatives  feel  that  they  will  be  able 
not  only  to  visit  active  dealers  more  often  and 
to  co-operate  with  them  more  closely  than  they 
have  been  able  in  the  past,  but  that  they  will  be 
able  to  cover  much  more  of  the  fertile  and  un- 
developed field  than  would  be  possible  other- 
wise. 

"While  our  dealers  generally  are  enjoying  an 
increased  business  over  last  year  and  are  ex- 
ceptionally confident  in  looking  toward  the 
future,  it  is  significant  that  the  dealers  who  are 
doing  a  bigger  business  to-day  are  the  same 
dealers  who  are  doing  extensive  work  outside 
of  their  stores.  Often  during  the  past  year  we 
have  heard  it  said  that  'to  get  business  nowa- 
days you  must  go  after  it,'  and  this  has  been 
proved  conclusively  in  the  phonograph  business. 

"What  is  more,  this  increase  in  business 
which  we  mention  is  not  confined  to  the  dealers 
in  the  country  districts  who  are  supposed  to 
have  a  decided  advantage  over  their  city 
brethren  and  who  have  a  large  surrounding  ter- 
ritory with  practically  unlimited  possibilities. 
Right  here  in  Philadelphia,  where  conservatism 
seems  to  abound  to  an  unusual  extent,  dealers 
tell  us  that  they  are  putting  on  new  salesmen 
to  visit  the  homes  of  prospects  and  that  this 
method  is  bringing  them  very  good  results.  A 
number  of  dealers  have  expressed  the  intention 
of  experimenting  with  high  school  boys  dur- 
ing the  Summer  vacation  for  this  purpose. 
Dealers  who  have  reported  good  results  from 
outside  work  in  the  city  of  Philadelphia  proper 
are  Everett  Keefe,  progressive  head  of  the  Edi- 
son department  at  N.  Snellenburg  &  Co.;  Harry 
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Buckman,  who  caters  to  the  Edison  trade  for 
the  most  part  in  South  Philadelphia;  Harry 
Somers,  active  manager  for  Starr  &  Moss  Co., 
Edison  dealer  in  the  Tioga  section  of  Phila- 
delphia. 

Strand  Shop  Buys  Victor  Stock 

The  entire  Victor  stock  of  F.  J.  Todd,  1330 
West  Girard  avenue,  has  been  purchased  by  tiie 
Strand  Music  Shop,  1114  West  Girard  avenue, 
two  blocks  below,  where  the  Victrola  business 
will  be  continued.  It  is  announced  by  the 
proprietors  that  "the  Strand  Music  Shop  of  this 
address  has  no  connection  whatever  with  any 
other  music  house  bearing  the  same  or  a  similar 
name,  nor  has  it  ever  been  financially  interested 
in  any  other  music  shop,  situated  at  any  other 
address,  using  the  same  or  a  similar  name." 
New  Building  for  General  Radio  Corp. 

The  General  Radio  Corp.,  of  this  city,  dis- 
tributor of  R  C  A  products  and  manufacturer 
of  the  well-known  Geraco  line  of  radio  parts 
and  who  is  also  distributor  of  Strand  phono- 
graphs, Okeh  records,  Modernola  phonographs 
and  other  well-known  products  in  the  talking 
machine  line,  will  shortly  take  possession  of 
its  new  building  located  at  Tenth  and  Cherry 
streets.  The  new  building  is  four  stories  high 
and  provides  28,000  square  feet  of  floor  space. 
It  will  allow  for  the  departmentalization  of  the 
business  to  a  high  degree  of  efficiency.  The 
entire  top  floor  wall  be  devoted  to  manufacturing 


purposes;  the  third  floor  to  stock;  the  second 
floor  will  be  used  for  the  general  offices  and 
shipping,  while  the  entire  first  floor  will  be 
devoted  to  display  purposes  and  the  sales  de- 
partment. The  basement  will  be  used  for  stor- 
age. The  growth  of  the  General  Radio  Corp. 
has  been  phenomenal. 

Walter  Eckhardt,  energetic  president  of  this 
concern,  to  whom  great  credit  is  due  for  the 
expansion  of  - this  organization,  is  enthusiastic 
about  the  future  conditions  in  both  the  phono- 
graph and  radio  fields.  In  commenting  upon 
the  new  home  of  the  organization,  he  said: 
"With  this  new  building  we  will  be  able  to 
give  service  of  a  greater  magnitude  than  ever 
before.  It  will  enable  us  to  put  into  execution 
many  progressive  plans  which  we  have  long 
had  in  mind.  Although  I  am  not  as  yet  ready 
for  a  definite  announcement,  it  is  entirely  prob- 
able that  I  will  install  a  broadcasting  station 
at  the  new  address  and  send  out  to  the  thousand 
radio-equipped  homes  programs  of  the  highest- 
class  music  and  messages  of  some  of  the  great- 
est men  in  the  country." 

"In  Every  Way  Better  Than  Ever" 

T.  W.  Barnhill,  president  of  the  Penn  Phono- 
graph Co.,  Victor  distributor  of  this  city,  who 
has  suffered  for  some  time  from  a  nervous  con- 
dition localized  in  the  right  foot,  slipped  away 
lo  a  local  hospital  during  the  past  month 
(Continued  on  page  98) 
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unknown  to  his  many  friends  in  the  trade  and 
within  a  few  days  returned  to  his  desk  at  Penn 
headquarters  better  than  ever.  Mr.  Barnhill's 
absence  from  his  usual  duties  was  immediately 
noted  and  resulted  in  his  keeping  open  house 
in  his  room  at  the  hospital  during  the  days  of 
liis  convalescence. 

Making  a  Record  in  Record  Sales 
What  is  probably  a  record  in  the  retail  sale  of 
a  single  recording  has  been  established  by  the 
People's  Talking  Machine  Co.,  operating  two 
Victor  stores,  Harry  Kander,  proprietor,  in  the 
sale  of  3,500  records  of  the  Jewish  number, 
"Where  Is  My  Jukel?"  The  demand  for  this 
recording  was  created  by  consistent  advertising, 
.sales  promotion  work  and  attractive  window 
displays,  the  latter  attracting  so  much  attention 
at  times  that  the  police  were  called  to  preserve 
order.  Most  of  the  sales  were  made  without 
demonstration  and  as  rapidly  as  they  could  be 
shipped  the  Penn  Phonograph  Co.,  Victor  job- 
ber, tried  to  keep  up  with  the  urgent  orders  of 
Mr.  Kander. 

Everybody's  Talking  Machine  Co.  Still  Expands 

Three  enlargements  in  seven  months  is  the 
record  achieved  by  Everybody's  Talking  Machine 
Co.,  in  adding  to  the  facilities  of  its  headquarters 
at  810  Arch  street,  this  city.  When  possession 
was  taken  of  this  building  last  September  the 
layout  of  the  headquarters  provided  for  con- 


siderable expansion.  So  rapid,  however,  was 
the  growth  of  the  business  of  this  company  that 
several  alterations  were  necessary  within  a  few 
months  to  meet  the  increasing  needs  and  finally 
at  the  first  of  this  month  extensive  alterations 
were  again  completed,  permitting  greatly  in- 
creased space  for  the  wholesale  end  of  the  busi- 
ness and  somewhat  diminishing  the  space  al- 
lotted to  the  retail  end.  Messrs.  Grabuski, 
Fischer  and  Fingrudt,  who  direct  the  destinies 
of  this  concern,  are  indefatigable  workers,  and, 
according  to  the  present  rate  of  growth,  it  is 
problematical  how  long  it  will  be  before  the 
present  facilities  will  be  outgrown. 
Now  Occupying  Its  Handsome  New  Building 
On  May  10  the  Guarantee  Talking  Machine 
Supply  Co.,  of  which  Jacob  H.  Keen  is  pro- 
prietor, took  possession  of  its  new  building  at 
109  North  Tenth  street,  this  city.  This  building, 
recently  purchased  by  this  company,  is  a  three- 
story  structure,  providing  3,000  square  feet  of 
floor  space,  which  will  be  entirely  devoted  to 
the  wholesale  end  of  the  business.  Jacob  H. 
Keen  needs  no  introduction  to  the  trade  as  he 
has  been  connected  with  the  industry  in  various 
capacities  for  many  years.  Some  time  ago  Mr. 
Keen  founded  the  Guarantee  Talking  Machine 
Supply  Co.,  with  headquarters  at  113  North 
Ninth  street,  retailing  and  wholesaling  talking 
machines,  cabinets,  motors,  tone  arms  and  sup- 
plies. The  location  at  North  Ninth  street  will 
be  continued  as  a  retail  branch  whereas  the 
new  building  will  function  entirely  as  wholesale 
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Made  of  fine  French  bristles  that 
cant  come  out. 


It  gets  right  into  the  grooves  of  the 
record,  thus  preserving  its  life  and 
adding  to  the  enjoyment. 

Your  individual  imprint  on  the 
handle  of  every  brush. 


JOBBERS  and  DEALERS- 

We  have  a  special  plan  in  conjunction  with  the  sale  of  these  Record 
Brushes  that  means  money  to  you  and  costs  you  nothing.  Write  for  it 


Display  a  Card  and  Watch  them  Sell 
Retails  at  35c. —  Usual  Dealer  and  Jobber  Discounts 

H.  WONDERLICH 

2814  No  4th  Street  Philadelphia,  Pa. 


headquarters.  The  Guarantee  Talking  Machine 
Supply  Co.  has  grown  rapidly  from  its  very 
beginning  and  the  acquisition  of  these  additional 
facilities  was  made  necessary  through  the  steady 
expansion  of  the  business. 

Novelty  That  Should  Help  Trade 

The  Philadelphia  Badge  Co.,  of  this  city,  has 
again  presented  the  trade  with  a  novelty — 
this  time  a  bank  for  talking  machine  record  and 
music  savings.  This  attractive  novelty,  the 
Banco,  is  produced  at  a  very  attractive  price 
and  consists  of  a  bank  which  cannot  be  opened 
except  by  the  dealer,  neither  can  the  coins  be 
shaken  out.  This  bank  provides  an  incentive 
for  the  saving  of  coins  towards  the  purchase  of 
records.  In  fact,  the  suggestion  is  given  that  a 
coin  be  dropped  in  with  the  playing  of  each 
record  with  surprising  results  when  the  bank 
is  opened.  Space  is  provided  on  this  bank  for 
the  dealer's  imprint  and  is  very  attractive  in 
appearance.  Although  just  produced,  samples 
sent  out  have  resulted  in  substantial  orders. 
The  K-nob-o  combination  needle  box  and  record 
cleaner  which  was  announced  last  month  is 
already  in  big  demand  and  substantial  orders 
have  been  received  for  the  same. 

Death  of  Mrs.  Louis  Buehn's  Mother 

Condolences  are  being  received  by  Mr.  and 
Mrs.  Louis  Buehn,  of  the  Louis  Buehn  Co., 
prominent  local  Victor  wholesale  house,  on  the 
death  of  Mrs.  Buehn's  mother,  who  passed 
away  at  her  home  here  recently  from  pneumo- 
nia. Her  death  is  regretted  by  a  host  of  friends. 
Earl  G.  Dare  Promoted 

Earl  G.  Dare,  new  head  of  the  Penn  Phono- 
graph Co.'s  record  department,  will  continue 
to  handle  the  machine  order  department  and  is 
now  virtually  the  inside  manager  of  the  Penn 
forces.  He  is  receiving  many  congratulations 
from  his  friends  in  the  trade  over  this  pro- 
motion. 

Harry  Cregar,  Penn  representative  in  this 
city,  has  become  Mr.  Dare's  assistant,  while 
Victor  Moore  continues  as  head  of  the  record 
order  department. 

Incorporates  Brunswick  Business 

M.  J.  Thorman,  of  Bangor,  Pa.,  has  incorpo- 
rated his  business  under  the  firm  name  of 
Thorman  &  La  Barre  and  will  distribute  the 
Brunswick  line  after  making  extensive  altera- 
tions to  his  store. 

News  Gleanings 

Charles  Paulson,  formerly  of  Weymann's,  is 
now  at  the  Chestnut  Ridge  Farm,  Saddle  River, 
N.  J.,  in  an  effort  to  regain  his  health,  and  his 
many  friends  are  wishing  him  every  success. 

Harry  Ellis,  of  the  Talking  Machine  Co.,  says 
that  he  expects  the  new  Victor  art  models  soon 
to  be  put  on  the  market  will  greatly  stimulate 
the  late  Spring  and  Summer  business,  as  the 
dealers  are  enthusiastic  about  these  models  and 
will  push  them. 

George  Witney,  manager  of  Heppe's,  re- 
ports that  business  is  moving  along  smoothly 
and  that  prospects  for  Summer  business  are 
good.  Mr.  Heppe  is  very  busy  just  now  'in 
arranging  the  plans  for  the   local  celebration 
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YOU  NEED 
THE  NEW 


mKING  MACHINE  WQ 


EDWARD  LYMAN  BlhU^s  Publishers 

373  FOURTH  AVENUE  NEW  YORK 


7or  •  1923 


YOU  want  to  save  your  valuable 
time.  You  want  to  know  "What's 
what"— "Who's  who"  and  "Where 
is"  by  the  quickest  and  most  reliable 
route.  The  Talking  Machine 
World  Trade  Directory  is  the  hand- 
book about  your  business  that  will 
serve  you  in  just  this  way.  That  is 
why  the  leaders  in  the  trade  are  con- 
stantly making  use  of  it. 


Only  50  Cents 


mill    I  liiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiniiiiiiiiiiiiiiiiiffliiiiiiiiiiiiiiii^^ 


=  SIIIIIIIIIIIIN 


Edward  Lyman  Bill,  Inc. 
373  Fourth  Ave.,  N.  Y.  C. 

Kindly  send  me — all  postage  prepaid — a  copy  of  the 
1923  TALKING  MACHINE  WORLD  TRADE  DI- 
RECTORY in  payment  for  which  I  enclose  fifty  cents 
(stamps,  check  or  money  order). 

Name  

Address  

City  
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J.  N.  BREWSTER  PROMOTED 


MICA 
DIAPHRAGMS 

Absolutely  Guaranteed  Perfect 
We  get  the  best  India  Mica  direnly. 
We  supply  the  largest  Phonograph  Manu- 
facturers. 

Ask  for  our  quotations  and  samples  before 
placing  your  order. 

American  Mica  Works 


47  West  St. 


New  York 


of  Music  Week,  as  he  is  head  of  the  Phila- 
delphia Music  League,  -which  is  in  charge  of 
the  affair. 

Robert  McCarthy,  head  of  Gimbel's  phono- 
graph department,  is  enthusiastic  over  the 
steady  manner  in  which  the  sales  totals  for  each 
month  so  far  this  year  have  surpassed  those 
of  1922. 

Walter  Linton,  president  of  the  Linton 
Phonograph  Co.  and  also  president  of  the 
Philadelphia  Victor  Dealers'  Association,  has 
recovered  from  a  recent  illness  and  is  again 
in  charge  of  the  affairs  of  his  firm. 

Buehn  Children  Honor  Students 

The  daughters  of  Mr.  and  Mrs.  Louis  Buehn, 
of  the  Louis  Buehn  Co.,  Victor  jobber,  Miss 
Elsie  Buehn,  who  will  graduate  in  June  from 
the  Pennsylvania  State  College,  and  Miss  Alice 
Buehn,  younger  daughter,  who  is  completing 
her  junior  year  at  the  university,  both  have 
achieved  remarkable  scholastic  records.  Louis 
Buehn,  Jr.,  will  probably  enter  the  Wharton 
School  at  the  University  of  Pennsylvania  when 
he  completes  his  preparatory  training. 


DEPARTMENT  TO  PROMOTE  SALES 

E.  D.  Coots,  Assistant  Sales  Manager  in  Charge 
of  Sales  Promotion  of  Sonora  Co.,  Tells  of 
Purposes  and  Value  of  This  Department 


E.  D.  Coots,  formerly  assistant  general  sales 
manager  of  the  Sonora  Phonograph  Co.  in  th-e 
field,  is  now  assistant  sales  manager  in  charge 
of  sales  promotion,  with  headquarters  at  the  ex- 
ecutive offices  of  the  company,  279  Broadway, 
New  York.  Mr.  Coots  is  thoroughly  familiar 
with  the  Sonora  dealers'  problems  and,  in  his 
new  department,  plans  are  being  made  whereby 
Sonora  dealers  will  receive  maximum  co-opera- 
tion in  the  development  of  sales.  In  a  recent 
issue  of  the  Sonora  Bell  Mr.  Coots  gave  his 
ideas  as  to  the  importance  and  purposes  of  his 
new  department  as  follows: 

"The  foremost  duty  of  this  department  is,  of 
course,  that  which  its  name  implies — to  pro- 
mote sales.  We  believe  that  the  most  efficacious 
manner  in  which  we  can  accomplish  this  pur- 
pose is  through  service — service  to  the  dealers 
who  are  out  on  the  firing  line,  in  direct  contact 
with  the  consumer.  So  all  our  efforts  are  built 
on  this  one  all-embracing  basis — to  help  you 
sell.  To  do  this  we  have  in  preparation  a  large 
amount  of  educational  material  having  to  do 
with  the  effective  merchandising  of  Sonora  in- 
struments, as  v/ell  as  sales  letters  and  other 
direct  selling  material.  We  are  also  preparing 
comprehensive  specifications  and  descriptions  of 
the  various  models  and  selling  talks  on  the 
smaller  but  none-the-less  important  units  of 
each  machine. 

"In  addition  to  this  intensive  educational  work 
we  will  also  prepare  numerous  direct-mail  cam- 
paigns for  the  use  of  dealers  and  will  work  out 
and  present  for  their  consideration  suggestions 
regarding  the  best  means  of  handling  these  cam- 
paigns. Direct-mail  campaigning  is  a  vital  part 
of  modern  retail  merchandising  and  one  which 
requires  real  attention  and  thought.  By  devot- 
ing serious  consideration  and  study  to  this  phase 
of  selling  activities  right  here  at  the  home  of- 
fice we  will  be  able  to  send  in  to  the  dealers, 
from  time  to  time,  series  of  well-worked-out 
circularizing  campaigns  which,  if  used  consist- 
ently and  systematically,  are  sure  to  aid  Sonora 
dealers  materially  in  building  sales." 


Appointed  an  Assistant  Manager  of  Pittsburgh 
Branch  of  the  Columbia  Co. 


The  headquarters  of  the  Columbia  Grapho- 
phone  Co.,  New  York,  have  announced  that 
J.  N.  Brewster,  formerly  assistant  manager  of 
the  Detroit  branch,  has  been  appointed  assistant 
manager  of  the  Pittsburgh  branch,  the  change 
to  be  effected  immediately.  Mr.  Brewster  has 
been  connected  with  the  Detroit  branch  for 
some  time  past  and  his  appointment  to  the  Pitts- 
burgh branch  is  in  the  way  of  promotion  merited 
by  the  splendid  work  which  he  has  done  in  the 
Detroit  territory. 

J.  J.  McGeehan,  whose  place  Mr.  Brewster  is 
taking  in  Pittsburgh,  has  been  assigned  the  im- 
portant city  territory  of  Pittsburgh,  which  he 
will  look  after  from  now  on. 


ATTEND  HEARING  ON  FREIGHT  RATES 

William  Hildebrand  and  F.  C.  Beattie,  of 
Thomas  A.  Edison,  Inc.,  Present  at  Important 
Conference  With  Railroad  Representatives 


William  Hildebrand,  traffic  manager  of 
Thoinas  A.  Edison,  Inc.,  and  F.  C.  Beattie,  as- 
sistant to  A.  H.  Curry,  vice-president  of  the 
same  company,  recently  returned  from  Chicago, 
where  they  attended  the  sessions  between  rail- 
road representatives  and  representatives  of  the 
principal  manufacturers  of  the  talking  machine 
and  phonograph  industry.  These  conferences 
related  to  the  proposed  increase  for  less  than 
carload  shipments — a  matter  of  very  vital  im- 
portance to  retail  dealers.  In  a  chat  with  The 
World  both  Mr.  Hildebrand  and  Mr.  Beattie 
indicated  that  it  is  their  belief  that  the  proposed 
increases  will  not  be  put  through. 


Ideas  are  everywhere,  simply  waiting  for  some 
one  to  make  use  of  them.  Ideas  are  useless, 
however,  unless  they  are  utilized. 


John  Kaurich  has  taken  on  the  Columbia 
agency  at  his  store  at  124  Fifth  street,  Milwau- 
kee, Wis. 


^ONEOFTWE 


1  4-i  n  c  h.  home 

.Amplifier    $30 

21 -inch  Concert 

Amplifier    $35 


Rich  Resonance  That 
Only  WOOD  Can  Give 


'T^HEY  call  MUSIC  MASTER  the 
"Stradivarius  of  Amplifiers."  For  its 
horn  is  WOOD,  with  that  pure,  mellow- 
sweet  tonal  quality  of  the  human  voice 
that  wood  alone  can  give. 

MUSIC  MASTER  sells  on  hearing! 
Let  your  radio  customers  compare  it  and 
they'll  prefer  it.  It  is  one  of  the  most 
successful  products  in  the  radio  market 
today.  The  demand  now  for  MUSIC 
MASTERS  far  exceeds  the  supply. 

Sold  complete,  ready  to  attach  in  place 
of  headphones.  No  extras.  Write  today 
for  full  description  and  prices  to  the 
trade. 


GENERAL  RADIO  CORPORATION 

Makers  and  Distributors  of  High  Grade  Radio  Apparatus 
Walter  L.  Eckhardt,  President 
S.W.  Cor.  10th  and  Cherry  Sts.,  PHILADELPHIA  806  Penn  Ave.,  PITTSBURGH 


GERACO  PHONOGRAPH 
ATTACHMENT 

Converts  Victrola  or  Colum- 
bia into  loud-speaker.  Retails 
for  $10  and  is  a  fast  seller. 
Request  prices  to  jobbers  and 
dealers. 


*'GEK-\CO"  on  radio  apparatus  means  it 
is  thorougrhly  tested  and  gruaranteed.  Get 
details  on  complete  line.  Sold  tbtrougli  job- 
bers and  dealers  everywliere. 


DISTKIBUTOKS  for  OKEH  Records, 
STR.\ND  Phonographs  and  GOID  SE.\I, 
Record  Repeaters. 
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ANNUAL  KEPORT  OF  VICTOR  CO.  SHOWS  BIG  INCREASE 


Total  Assets  of  Company  Increased  $2,308,137  During  1922— Other  Indications  of  Its  Strong  Finan- 
cial Position — Completion  of  New  Factory  Building  Will  Add  to  Output 


Anyone  who  doubts  the  steady  growth  of 
and  possibilities  for  development  in  the  talk- 
ing machine  business  is  likely  to  have  those 
doubts  removed  following  a  survey  of  the 
twenty-first  annual  report  to  the  stockholders 
of  the  Victor  Talking  Machine  Co.  covering 
the  year  1922,  issued  recently. 

The  report  shows  that  the  total  assets  of  the 
company  on  December  31,  1922,  were  $45,734,892, 
representing  an  increase  of  $2,308,137  during  the 
year.  During  the  year  the  surplus  account 
showed  a  decrease  of  something  like  $28,000,000 
as  a  result  of  the  stock  dividend  declared  before 
the  close  of  last  year  which  served  to  raise  the 
amount  of  common  stock  to  $34,999,900  as  a 
factor  in  the  liability  column. 

The  soundness  of  the  Victor  Co.'s  financial 
condition  is  reflected  in  the  statement  that  in- 
vestments in  other  companies  now  total  $4,568,- 


127,  an  increase  of  $2,957,044,  and  represented 
by  the  taking  over  of  the  total  stock  interest 
in  the  Gramophone  Co.,  Ltd.,  of  London.  The 
company  also  has  marketable  securities  totaling 
$6,261,900,  an  increase  of  $2,612,995  during  the 
year,  and  has  on  hand  a  cash  balance  of  $8,635,- 
377,  representing  an  increase  of  $4,410,742.  At 
the  present  time  the  company  has  no  bank 
loans. 

The  report  for  1922  indicates  that  the  com- 
pany made  a  steady  and  impressive  gain,  and 
Eldridge  R.  Johnson,  the  president,  states  that 
the  directors  of  the  company  look  forward  with 
great  confidence  to  the  growth  of  the  company's 
business  and  earnings  during  the  current  year. 

In  presenting  the  report  Mr.  Johnson  states 
that  the  strong  financial  condition  of  the  com- 
pany in  the  opinion  of  the  directors  warrants 
proceeding  with  long-planned  extensions,  one  of 


\    The  Test  of  Time! 

s. 

•  \ 

My  Dear  Mr.  O'Malley;- 

On  reading  your  ad  in  the  Talking  Machine 
World  it  struck  me  that  I  could  give  you  a 
better  line  on  what  your  motors  do  than  even 
your  ad  letter. 

As  you  know  your  sales  in  this  territory 
exceed  ten  thousand  motors  and  you  also  know 
that  my  concern  does  practically  all  the 
repair  work  for  the  district. 

Well,  it  may  please  you  to  know  that  in 
nearly  three  years  we  have  only  replaced 
three  springs  for  your  motors  and  in  all  the 
machines  that  we  have  handled  for  you  we  have 
never  had  a  purchaser  come  back  with  a  com- 
plaint on  the  two  spring  motor  and  only  one 
complaint  on  the  S.S.  motor  which  was  for  a 
broken  crank. 

We  have  had  all  kinds  of  motors  thru  our 
hands  and  all  kinds  of  manufacturers '  samples 

:    submitted  by  those  that  wanted  to  get  into 
this  territory,  but,  candidly  speaking,  your 

.  product  is  always  a  jump  ahead  of  them. 

Sincerely  Yours: 

SILENT  MOTORS  are  built  with  the  firm  conviction  that  "the 
proof  of  the  pudding  is  in  the  eating"  and  it  is  a  distinct  satisfac- 
tion to  have  our  belief  so  substantiated  by  letters  like  the  above. 

Made  in  three  styles — Model  H.H.  a  double  spring  motor  guar- 
anteed to  play  five  average  records, — Model  K.K.  a  double  spring 
motor  guaranteed  to  play  three  average  records, — Model  S.S.  de- 
signed particularly  for  use  in  portables  and  guaranteed  to  play 
two  average  records. 

Further  details  supplied  on  request. 

The  silent  MOTOR  CORPORATION 

CHARLES  A.  O'MALLEY,  President 

321-323-325  Dean  Street  BROOKLYN.  N.  Y. 

STERLING  4861 


"  Superflake"  Graphite  Spring  Lubricant 

For  PHONOGRAPH  MOTORS 

A  carefully  prepared  lubricant  containing 
GRAPHITE  of  the  finest  quality 

Will  not  get  hard,  become  rancid  or  leak 

PACKED  IN  TUBES,  CANS  and  BARRELS  for 

JOBBERS,  DEALERS  and  MANUFACTURERS 

SPECIAL  GRAPHITE  for 

RECORD  MANUFACTURERS 

Superior  Flake  Graphite  Co. 

General  Office.:    76  West  Monroe  St. ,  CHICAGO 
Department  J  Warehouse  in  Chicago 


these  being  the  new  eight-story  record  pressing 
plant  in  Camden  which  is  being  pushed  to  com- 
pletion rapidly  and  will  be  ready  for  occupancy 
by  July  1.  This  new  building  will  enable  the 
company  to  concentrate  its  record  manufacture 
and  make  for  greater  efficiency  and  increased 
output. 

In  this  connection  it  is  interesting  to  note 
that  in  the  report  the  present  plant  of  the  com- 
pany, including  land,  buildings,  machinery, 
furniture,  etc.,  is  valued  at  $11,415,164. 


FINE  OMAHA  BRUNSWICK  QUARTERS 

Handsome    Building    Houses    Omaha,  Neb. 
Branch  of  the  Brunswick  Business 


Omaha,  Neb.,  May  7. — One  of  the  most  splen- 
didly equipped  jobbing  houses  engaged  in  the 
talking  machine  business  in  the  West  is  the 
Omaha  branch  of  the  Brunswick-Balke-Collen- 
der  Co.,  2549-51  Farman  street.    The  accom- 


The  Brunswick  Home  in  Omaha 
panying  illustration  shows  the  attractive  build- 
ing which  the  branch  occupies.  This  structure 
faces  on  one  of  the  best  business  streets  in  this 
city  and  the  electric  sign  on  the  roof  is  a  Bruns- 
wick beacon  which  can  be  seen  for  some  dis- 
tance in  the  evening  when  it  is  lit  up.  R.  S. 
Pribyl,  district  manager  in  charge  of  the  local 
headquarters,  is  one  of  the  most  aggressive  job- 
bing representatives  in  this  territory  and  he 
has  been  instrumental  in  bringing  the  Bruns- 
wick to  a  high  state  of  popularity  here. 


INNES=COSGROVE  LEASES 

Wichita,  Kan.,  May  2. — A  ten-year  lease  was 
recently  closed  by  the  Innes-Cosgrove  Music 
Co.  for  the  Barnes  &  Newcomb  Building  at  407 
East  Douglas  avenue.  The  consideration  will 
amount  to  approximately  $80,000,  covering  the 
entire  second  and  third  floors  of  the  building, 
and  the  twenty-five-foot  business  room. 


LOUISVILLE  MUSIC  CO.  OPENS 

Louisville,  Ky.,  May  3. — The  most  recent  addi- 
tion to  the  music  stores  of  this  city  is  the  Louis- 
ville Music  Co.,  570  South  Fourth  street.  A 
two-day  opening  celebration  was  held  and  mu- 
sical programs  were  enjoyed  by  a  throng  of 
interested  visitors.    Vocalion  line  is  handled. 
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stai^ex 

'Sttnds  Aw*  Ditpiaf" 


Mi»ie«l  PfwliKte'^lffibMiiid  Co.,  Int. 
WW  row  ' 


For 

Display  Cards, 
Sheet  Music 
and  Records 
of  all  sizes 


Economical 
Attractive 
Substantial 


'Stands  for  Display 


The  New  Metal  Display  Stand  For  Universal  Use  in  Music  Shops 

STANDEX — an  inexpensive  stand  that  makes  possible  attractive  phonograph  record,  sheet  music  and 
show  card  displays  in  windows  or  on  counters.  Made  of  steel  and  attractively  finished  in  black  crystal- 
lized lacquer.  STANDEX  adds  an  air  of  artistic  strength  and  richness  to  any  display.  It's  the  fixture 
which  fills  the  long  felt  want  for  something  on  which  you  may  show  your  merchandise  to  its  best  ad- 
vantage. When  not  in  use,  folds  flat  and  takes  up  little  space.  STANDEX — "Stands  for  Display". 
You  need  them  in  your  store. 

6  fo*-  $2.75 

Musical  Products  Distributing  Co.,  Inc. 


37  East  18th  Street 


The  same  Standex  will 
hold    10  -  in.    or    12  -  in. 
records. 


New  York,  N.  Y. 


Ym  Know  Ybu  jBeJtwjr 
To  Soinefrody  Else- 

J  Gave.  %a  Op  JuSl  Be- 
fore MuThrew  Me  Down 

\'    billyi  .t<me,< 
.VOCAJJOK  rtw*  HSlS'TSf 


Showing   your   monthly  win- 
dow display  cards  to  their  best 
advantage  on  Standex. 


Standex  makes  an  ideal 
display  for  sheet  music. 

Liberal  Discount  and  Offer  to  Distributors 
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A  Sensational  Dance  tune- 
id  just  as  ^ood as  a  3on^ 


INDIANAPOLIS 
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Sales  Volume  High  Despite  Spotty  Business — Robertson  Music 
House  Opens — Carlin-Cfuick  Co.  Formed — Plan  Edison  Tone-tests 


Inihanapous,  Ind,,  May  7. — The  month,  taken 
as  a  whole,  has  been  satisfactory  to  dealers 
here.  The  first  two  weeks  of  the  month  were 
strong  enough  to  offset  a  slump  during  the 
latter  part  of  the  month,  which  dealers  ascribe 
to  several  different  causes,  chief  among  which 
is  the  fact  that  the  Sprini;'  instalment  of  taxes 
fell  due  at  that  time  and  had  the  effect  of 
diverting  a  considerable  amount  of  money  from 
the  trade.  In  spite  of  this  slump,  dealers-  re- 
port that  the  month  showed  a  larger  volume 
of  business  than  was  shown  in  the  corresponding 
month  of  last  year. 

Moves  Used  Instruments  in  Sale 

F.  R.  Follis,  of  the  talking  machine  depart- 
ment of  L.  S.  Ayres  &  Co.,  reports  April  was 
the  greatest  month  in  the  history  of  this  de- 
partment. The  large  volume  of  business  done 
is  accounted  for  by  a  special  sale  of  machines 
which  were  purchased  in  such  quantity  and  at 
such  price  as  to  enable  the  store  to  offer  them 
at  a  very  attractive  retail  price.  The  sale  was 
e.xtensively  advertised  in  the  newspapers  and 
the  results  were  very  gratifying.  The  Baldwin 
Piano  Co.,  Brunswick  dealer,  also  conducted  a 
successful  sales  drive  during  the  month,  but 
only  used  machines  accepted  as  "trade-ins"  were 


offered  in  this  sale.  All  such  machines  on  hand 
were  disposed  of,  according  to  C.  P.  Herdman, 
manager  of  the  talking  machine  department  of 
the  Baldwin  Co. 

Robertson  Music  House  Opens 

The  latest  store  to  enter  the  retail  competition 
in  Indianapolis  is- the  Robertson  Music  House, 
which  has  opened  salesrooms  on  North  Penn- 
sylvania street,  opposite  the  Federal  Building. 
The  installation  of  booths  and  fixtures  and  the 
decoration  of  the  room  devoted  to  the  talking 
machine  department  have  not  been  completed, 
but  Hal  P.  Shearer,  manager  of  the  new  stor.e, 
expects  to  have  one  of  the  most  attractive 
salesrooms  in  the  city  when  this  work  is  fin- 
ished. The  only  line  handled  by  the  new  store 
at  this  time  is  the  Columbia. 

Good  Month  for  Sonera 

Sonora  sales  have  been  generally  good  during 
the  month,  although  they  did  not  quite  come 
up  to  the  expectations  of  W.  E.  Freeman,  man- 
ager of  the  Sonora  department  of  Charles  Mayer 
&  Co.  The  difficulty  in  securing  deliveries  of 
machines,  particularly  the  higher-priced  models, 
continues  to  be  one  of  the  greatest  problems. 

Dealers  are  devoting  a  great  deal  of  attention 
to  the  sale  of  portable  machines,  it  being  their 


"  SERVICE TO  OUR  DEALERS 
THAT  IS  HARD  TO  BEAT 


Phonograph  Corporation  of  Indiana 

EDISON  DISTRIBUTORS 
325  North  Delaware  Street  Indianapolis,  Indiana 


experience  that  this  particular  line  of  goods 
helps  greatly  to  hold  up  business  during  the 
Summer  months,  when  the  sales  of  regular  lines 
show  a  tendency  to  slump.  Although  the  sea- 
son for  this  line  of  goods  is  just  opening,  an 
appreciable  volume  of  sales  of  portables  is  being 
made  by  dealers  who  handle  such  lines. 
Plan  Many  Edison  Tone-tests 

Edison  tone-tests  presented  by  Glen  Ellison, 
Scotch  baritone;  Sybil  Sanderson  Fagan,  artist 
whistler,  and  Alta  Hill,  pianist,  continue  to  meet 
with  great  enthusiasm  throughout  the  State. 
The  appearances  of  the  artists  arranged  by 
Edison  dealers  are  announced  for  the  first  half 
of  May  as  follows:  May  4,  Sudduth  Electric 
Co.,  Washington,  Ind.;  May  7,  A.  T.  Engle  & 
Son,  Winchester,  Ind.;  Alay  8,  Hoover  Furni- 
ture Co.,  Hartford  City,  Ind.;  May  9,  Butler 
Music  Co.,  Marion,  Ind.;  May  10,  K.  D.  Hor- 
rall  Hardware  Co.,  Olney,  III;  May  11,  H. 
H.  Dowd  &  Co.,  North  Vernon,  Ind.;  May  14, 
Moss  &  Money,  Spencer,  Ind.;  May  15,  New 
Home  Furnishing  Co.,  Linton,  Ind.;  May  17, 
Cummings  Pharmacy,  Montezuma,  Ind.;  May  18, 
Phelps  Drug  Store  (R.  E.  Phelps)  Martinsville, 
Ind.  Some  idea  of  the  popularity  of  these  tone- 
tests  and  of  their  value  to  the  dealer  may  be 
gained  from  the  fact  that  an  audience  of  more 
than  2,200  persons  heard  the  Edison  artists  at 
the  time  of  their  appearance,  arranged  by  the 
Grant  Hazel  Music  Co.,  at  Bloomington,  Ind., 
on  April  4,  and  that  audiences  of  over  one  thou- 
sand are  not  unusual. 

The  Phonograph  Corp.,  of  Indiana,  Edison 
distributor,  reports  sales  far  above  the  normal 
Spring  business.  Intensive  canvassing  of  ter- 
ritory by  dealers  has  had  a  very  beneficial  effect 
and  it  is  pointed  out  that  95  per  cent  of  Edison 
sales  have  been  made  outside  of  stores. 

Form  Carlin-Quick  Music  Co. 

W.  L.  Quick,  who  for  five  years  was  sales 
manager  of  the  Edison  Shop,  this  city,  and 
L.  G.  Carlin,  who  w^as  connected  with  the  sales 
department  of  the  same  house  for  a  number  of 
years,  have  established  the  Carlin-Quick  Music 
Co.  and  have  opened  a  new  salesroom  at  110 
East  Superior  street,  Kokomo,  Ind.  The  new 
house  will  handle  Edison  goods  exclusively. 
This  line  has  not  been  represented  in  the 
Kokomo  territory  for  some  time  and,  with  the 
qualifications  of  both  members  considered,  the 
new  firm  is  entering  business  under  very  auspi- 
cious conditions. 


MELODY  SHOP  IN  NEW  QUARTERS 

LocANSPORT,  Ind..  Alay  7. — The  Alelody  Shop 
previously  on  Broadway  has  moved  to  new  quar- 
ters in  the  Al  Jones  Building,  recently  erected  at 
310  Pearl  street.  Don  Six,  the  proprietor,  has 
attractively  decorated  the  new  store  and  a  com- 
plete line  of  nmsical  instruments  has  been  added. 


INCORPORATED 

The  Burgman-Henimer  Co.,  phonograph  deal- 
er in  Brooklyn,  was  incorporated  for  $35,000  a 
few  days  ago.  The  officers  are  M.  Burgman, 
F.  Hemmer  and  W,  M.  Wheatley. 
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LOS  ANGELES 

Southern  California  Association  Members  Discuss  Exchange  Prob- 
lem— Many  to  Be  at  Chicago  Convention — -Ne-ivs  of  the  Month 


Los  Angeles,  Cal.,  May  5. — An  interesting  dis- 
cussion took  place  at  the  April  meeting  of  the 
Music  Trades  Association  of  Southern  California 
Hn  regard  to  the  exchanging  of  upright  models 
iby  customers  for  console  and  period  types  of 
phonographs.  As  might  be  expected,  there  was 
a  great  diversity  of  opinion  among  members 
as  to  the  extent  to  whicli  the  console  would 
:F.upplant  the  upright.  Some  members  dechired 
ithat,  although  more  consoles  were  being  sold 
■at  the  present  time  to  new  customers,  owners 
'of  uprights  were  not  inclined  to  trade-in  their 
■old  instruments  for  the  new  types — they  were 
;too  much  attached  to  their  particular  talking 
machine,  which  had  proved  so  satisfactory. 
Such  an  opinion  as  that  is  a  very  common  one 
— it  is  partly  due  to  the  imagination,  and  partly 
because,  in  this  way,  the  owner's  original  choice 
and  judgment  continue  in  his  mind  to  be  justi- 
fied. Other  members  believe  that  the  upright 
will  soon  become  as  obsolete  as  the  old  horn 
type,  but  they  are  extremists,  it  would  seem, 
and  have  forgotten,  or  are  not  aware  of,  the 
many  years  which  elapsed  before  the  majority 
of  people  gave  up  their  old  machines  with  horns. 

However,  the  matter  rests  to  a  large  extent 
with  the  salesman,  who,  carried  away  with  en- 
thusiasm for  the  new  type  of  instrument,  may 
inspire  customers  who  are  already  with  or  with- 
out a  talking  machine,  deliberately  working  to 
create  this  new  business,  arguing  that  the  trade 
needs  new  models,  which  will  induce  patrons 
to  exchange  for  their  old,  much  as  the  auto- 
mobile trade  does. 

But  it  is  certain  that  dealers  must  prepare 
themselves  for  these  exchanges  and  guard  them- 
selves against  the  snare  into  which  the  auto- 
mobile dealers  fell  at  first,  namely,  that  of 
giving  too  large  an  allowance  for  old  models 
in  order  to  clinch  sales  for  the  latest. 

Association  Secretary  to  Attend  Convention 

During  the  last  four  years  the  i\Iusic  Trades 
Association  of  Southern  California  has  made 
use  of  its  secretary,  A.  G.  Farquharson,  in  many 
ways,  dispatching  him  to  the  State  Capitol  at 
Sacramento,  400  miles  away,  on  many  occasions, 
in  order  that  he  might  watch  trade  interests  in 
regard  to  legislative  matters,  and  sending  him 
to  special  meetings  and  State  conventions.  It 
has  now  been  decided  that  he  shall  attend  the 
national  convention  in  Chicago  in  June.  Tliere 
will  be  quite  a  large  delegation  from  southern 
California  representing  the  talking  machine, 
piano  and  musical  merchandise  departments,  in- 
cluding I.  R.  Andrews,  Andrews  Talking  Ma- 
chine Co.;  G.  H.  Barnes,  Barnes  Music  Co.; 
C.  B.  Boothe,  Premier  Grand  Corp.;  J.  W. 
Boothe,  Barker  Bros.;  H.  L.  Brown,  Bruns- 
wick-Balke-CoIlender  Co.;  George  Bohen,  Kim- 
ball Piano  Co.;  A.  Calloway,  Thearle  Music 
Co.;  A.  C.  Danz,  Crescent  Music  House;  George 
B.  Epstein,  Piatt  Music  Co.;  A.  G.  Farquharson, 
secretary  of  the  Music  Trades  Association  of 
Southern  California;  W.  A.  Krause,  Barker 
Bros.;  B.  Piatt,  Piatt  Music  Co.;  B.  P.  Sibley, 
Kohler  Industries;  E.  Palmer  Tucker,  Wiley  B. 
Allen  Co.;  E.  R.  Potter,  Ricca  &  Sons;  H.  T. 
McCallon,  De  Kalb  Piano  Co.;  H.  N.  Briggs, 
Hamburger's,  and  Scott  Williamson,  Jr.,  South- 
ern California  Aiusic  Co. 

Cy  Smith  Goes  to  Riverside 

Starting  in  tlic  talking  machine  repair  depart- 
ment of  the  Southern  California  Music  Co.  ten 
years  ago,  Cy  Smith  rapidly  rose  to  be  a  valu- 
able member  of  the  sales  department.  After 
seven  years,  Cy  decided  to  try  his  hand  at 
selling  automobiles  and  was  very  successful  in 
the  city  of  Anaheim.  However,  he  felt  the  urge 
of  his  first  love,  the  talking  machine  business, 
and,  after  two  years,  returned  to  the  Southern 
California  Music  Co.,  where  he  has  been  hold- 
ing his  own — and  then  some.    Last  month  he 


received  his  reward  by  being  appointed  manager 
of  the  Riverside  branch  of  the  company,  where 
he  is  in  charge  of  a  store  with  piano  and  musical 
merchandise  and  Brunswick  departments. 
President  of  Cheney  Company  Here 

A.  C.  Harper,  president  of  the  Cheney  Talk- 
ing Machine  Co.,  arrived  in  Los  Angeles  on 
April  23  and  has  been  making  his  headquarters 
with  the  Munson-Rayner  Corp.,  Cheney  dis- 
tributor. Mr.  Harper  expressed  himself  as  much 
impressed  with  the  conditions  prevailing  here 
and  is  confident  of  a  very  great  future  for  the 
Cheney  in  California. 

New  Manager  at  Parmelee-Dohrmann 

L.  G.  Shatney  has  taken  charge  of  the  phono- 
graph department  of  the  Parmelee-Dohrmann 


Co.  Mr.  Shatney  was  at  one  time  with  the 
Aeolian  Co.  and  managed  Aeolian  Vocalion  de- 
partments in  the  East.  Soon  after  his  arrival 
in  California  he  was  made  manager  of  the  Pasa- 
dena branch  store  of  Barker  Bros,  and  since 
that  time  he  has  been  in  the  Los  Angeles  store. 
-Okeh  Records  Headquarters  in  Los  Angeles 

W.  E.  Henry,  who  v.-as  recently  appointed 
Pacific  Coast  managei-  for  Okeh  records  by  the 
General  Phonograph  Corp.,  has  opened  head- 
quarters in  Los  Angeles  and  will  establish  other 
offices  and  warehouses  for  Western  distribution. 
New  Gennett  Recordings  Interest 

H.  L.  Nolder,  Western  general  manager  of 
the  Starr  Piano  Co.,  reports  that  a  great  deal 
of  interest  is  being  shown  in  the  announcement 
of  the  four  recordings  by  Henry  James  on  Gen- 
nett records.  Sales  of  Gennett  records,  whole- 
sale and  retail,  have  increased  steadily. 
Aeroplane  Advertises  Records 

C.  C.  Griffis,  of  the  Apollo  Music  Shop,  Holly- 
wood, recently  arranged  for  the  distribution  by 
aeroplane  of  10,000  pamphlets  advertising  the 
Vocalion  record,  "Just  an  Old  Love  Song." 


LI¥' 
MUSIC 


BRIsflfsilDlOPHONE 
-RODUGER 


TRADE  MARK 


AUDIOPHONE 

REG.  U.  S.  PAT.  OFFICE 


A  big  volume  of  lone  sufficient  to  fill 
a  very  large  space  can  be  had  from  any 
phonogiaph  by  using  Bristol's  Audio- 
phone  Reproducer  outfit.  This  utilizes 
the  same  Loud  Speaker  which  is  so  suc- 
cessfully used  in  connection  with  radio 
receiving. 

It  not  only  gives  a  big  tone,  but  is  a 
real  reproducer  and  brings  out  the  natu- 
ral qualities  of  the  original  performance. 
The  tone  is  smooth  and  beautiful — en- 
tirely without  blurring  and  mechanical 
noises. 

A  hand  control  is  provided  which 
makes  it  possible  to  regulate  the  volume 


to  accommodate  the  size  of  space  and 
effect  desired.  , 
Just  visualize  the  satisfaction  of  having 
such  an  equipment  to  use  this  summer, 
for  concerts,  entertainments  and  espe- 
cially dance  music  on  the  porches  of 
clubhouses — homes — yachts — hotels — etc. 
They  can  listen  to  the  celebrated  artists, 
can  dance  to  music  by  the  most  famous 
orchestras.  And,  it  is  always  ready — 
no  waiting  or  disappointment.  Impromptu 
occasions  arranged  without  trouble. 
Take  advantage  of  this  summer-time 
sales  opportunity.  Write  for  further  in- 
formation. We  would  at  least  like  to 
give  you  a  demonstration. 


THE  BRISTOL  COMPANY 

WATERBURY,  CONN. 
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bnderfid  One 


Music  b)' 
[r-x     PAUL  WH  ITEM  AN 
and  Ferdie  Crofe 


Dorothy  Terriss 

,        aulncr  of- 
<7Q/niree  Ocloch  in  the  Morning' 


BIG  WALTZ  HIT 


REPAIRS 

TALKING  MACHINE  TROUBLES  AND 
HOW  TO  REMEDY  THEM 


Conducted  by  Andrew  H.  Dodin 


SOME  SOUND  BOX  TROUBLES 


"Chicago,  III.,  April  23,  1923. 
-A.  H.  Dodin,  The  Talking  Machine  World, 
"New  York. 

"My  dear  Mr.  Dodin:  Relative  to  the  Edison 
disc  sound  box,  .1  have  noticed  that  too  much 
pressure  on  the  diaphragm  (by  tightening 
clamping  ring  as  far  as  it  will  go),  results  in  a 
more  sharp  and  shrill  sound  and  on  some  voices 
a  light  twang  to  it,  especially  I  could  notice  this 
on  Billy  Murray's  voice.  The  reason  that  I 
tightened  clamping  ring  as  far  as  it  would  go 
was  to  overcome  a  slight  blast  in  instrumental 
records,  also  in  some  vocal  records.  Again,  in 
other  reproducers,  where  the  diaphragm  was 
tightened  as  much,  the  same  voice  sounded  more 
real  and  natural,  but  still  with  a  slight  blast  on 
some  records.  So,  while  this  blast  was  over- 
come by  tightening  the  diaphragm,  the  more 
sharp  and  shrill  sound  comes  into  it. 

"Is  this  caused  by  old  rubber  gaskets,  as  same 
become  hard  with  time  and  have  to  be  renewed, 
or  can  it  be  in  the  record?  Still,  it  cannot  be  in 
the  record,  as  so  much  of  the  blast  is,  or  seems 
to  be,  overcome  by  tightening  the  clamping 
rine. 


"Has  the  new  violin  spruce  diaphragm  repro- 
ducer a  better  sound  volume  than  have  the  mica 
diaphragm  reproducers?  Thanking  you  very 
much  in  advance  for  your  kind  advice  and  await- 
ing your  reply,  I  remain,  yours  very  truly,  Rich- 
ard Haldewang." 

Answer:  In  order  to  answer  your  letter  so 
that  you  can  fully  understand  the  several  points 
I  wish  to  bring  out  it  would  probably  be  best 
to  go  over  the  construction  of  the  Edison  disc 
sound  box.  This  sound  box  is  constructed  in 
two  main  parts,  the  top  or  cup  containing  the 
diaphragm  and  tone  tube  connection,  and  the 
bottom,  or  floating  weight,  carrying  the  diamond 
point,  set  in  a  swivel  stylus  arm.  Unlike  the 
lateral  cut  record  sound  box,  the  full  weight  of 
the  sound  box  does  not  rest  on  the  stylus  point, 
the  weight  of  the  cup  is  borne  by  the  sound 
tube,  which  is  carried  across  the  record  surface 
by  means  of  a  screw  feed,  leaving  only  the 
floating  weight  to  press  against  the  record, 
through  the  diamond  point.  Again,  it  differs 
from  the  lateral-cut  record  sound  box  in  that 
there  is  not  a  rigid  connection  between  the 
stylus  arm  and  the  diaphragm,  the  medium  used 
being  a  silk  thread. 

The  diaphragm  is  composed  of  several  lay- 
ers of  rice  paper  saturated  with  a  chemical  solu- 
tion, heated  and  pressed  to  a  thickness  of  five 
one-thousandths  of  an  inch.  To  overcome  blasts 
a  thin  piece  of  cork  is  shellacked  to  the  under- 
neath side  of  the  diaphragm.  On  top  of  the  dia- 
phragm, over  the  center  hole,  is  cemented  a 
little  ivory  fixture,  to  which  the  upper  end  of 
the  flexible  cord  is  fastened.    The  diaphragm  is 


placed  between  two  gaskets  of  solid  rubber, 
which  are  tightened  by  a  threaded  clamp  ring. 

The  floating  weight  is  attached,  by  a  light, 
flexible  spring,  to  a  loose  screw  at  the  back  end 
of  the  sound  bo.x  cup  casting.  This  arrange- 
ment of  suspension  allows  of  motion  not  only 
perpendicularly,  but  also  laterally.  Both  these 
motions  are  checked  by  means  of  a  pin  in  the 
floating  weight,  engaging  the  limit  loop  at- 
tached to  the  front  of  the  cup  casting.  When 
the  sound  box  is  raised  from  the  record  this 
limit  pin  and  loop  act  as  a  support  for  the 
floating  weight,  preventing  any  pull  on  the  dia- 
phragm when  the  box  is  not  in  use. 

When  the  sound  box  is  lowered  to  the  record 
for  playing  the  floating  weight,  pressing  down 
on  the  stylus  arm.  causes  the  flexible  cord  to 
be  pulled  taut  and  so  permits  the  vibrations 
to  be  carried  to  the  diaphragm.  Any  of  the 
following  troubles  will  cause  blasting:  The  ivory 
fixture  may  become  loosened  from  the  dia- 
phragm. The  cork  layer  may  become  loose  in 
some  places  from  the  rice  paper.  The  rubber 
gaskets  have  become  dead — no  life  in  the  rub- 
ber. The  diaphragm  is  not  clamped  tight 
enough  in  the  gaskets  or  is  clamped  too  tight, 
causing  it  to  buckle. 

In  the  particular  case  3'ou  describe  in  your 
letter  I  am  of  the  opinion  that  your  trouble  lies 
altogether  in  the  gaskets  and  I  suggest  that 
you  get  some  sheet  rubber  and  cut  new  gaskets 
and  try  them.  The  results  you  will  get  over 
the  old  gaskets  will,  no  doubt,  be  surprising. 

When  inserting  the  new  gaskets  be  sure  that 
they  are  perfectly  level  and  also,  when  tighten- 


The  Madison  Table  or  Portable  Phonograph 

THE  MADISON 

A  Real  Phonograph 

Serving  a  Double  Purpose 


As  Table  Model 
Size  13  inches  wide,  12  inches  deep,  7 '4  inchest  high' 


A  Popular  Priced  Phonograph  adapted 
for  the  home  or  outdoors  giving  all  the 
service  and  pleasure  of  any  Phonograph 

Dealers  Price 
$7.50  Each 

$10.00  In  the  Portable  Case 


As  A  Portable 


Present  distributors  doing  volume  business.     A  few  Jobbing  territories  still  available. 

Particulars  on  Request. 

MADISON  MUSIC  COMPANY 


114  East  28th  Street 


New  York 
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PORTABLE  PROFITS 

Order  Your  Portables  Now 

Results  in  1  922  prove  the  worth 
of  the  Portable  in  the  Spring  and 
Summer  months. 


Outing 
$22.50 


Modernolette 

Swanson 

Charmaphone 

Carola      -  - 

Carnival 

Madison 


$2  LOO 
2L00 
18.00 
14.00 
10.00 
6.50 


With  Carrying  Case  8.50 


Metropolitan  Distributors  of 
Outing  and  Swanson  Portables 
Walter  Camp's  Daily  Dozen  and 

Health  Builders  Reducing 

Sets 

Musical  Instruments 

Music  Roll  Cabinets 

Gold  Seal  and  Geer  Repeaters 

Record  Cabinets 

Fixtures 

Albums 

Brilliantone  Needles 
Honest  Quaker  Springs  and  All 
Other  Accessories 

Bubble   Books  and  Bobolink 
Books 

Kiddie  Albums  and  Kiddie 
Rekords 


Write  for  our  complete  cata- 
logue of  Standard  phonographs, 
cabinets,  musical  instruments 
and  accessories. 


The  Cabinet 

AND 

Ac  cessories 
Co.^  Inc. 

Otto  Goldsmith,  Pres. 

3  WEST  16th  STREET 
NEW  YORK 

Telephone  Watkins  2777-2778 


ing  the  clamp  ring,  see  that  you  do  not  twist 
the  gaskets  in  such  a  way  as  to  cause  an  un- 
even pressure  on  the  diaphragm.  Very  care- 
ful adjustment  is  necessary  and  it  is  only  by 
experimenting  that  you  can  finally  overcome 
these  troubles. 

I  have  not  personally  had  an  opportunity  to 
try  out  the  violin  spruce  diaphragm  sound  box 
which  you  mention.  If  made  of  spruce  wood, 
as  its  name  suggests,  I  can  only  say  that  it  is, 
no  doubt,  good  on  records  of  violins,  symphonic 
music  and  wood  wind  instruments. 


MRS.  CLARK'S  MUSICAL  ACTIVITIES 

Director  of  Educational  Department  of  Victor 
Co.  Co-operating  Strongly  With  National 
Supervisors  and  With  Music  Club  Federation. 


Mrs.  Frances  E.  Clark,  director  of  the  Edu- 
cational Department  of  the  Victor  Talking  Ma- 
chine Co.,  took  a  prominent  part  in  the  recent 
Music  Supervisors'  National  Conference  held  in 
Cleveland,  O.,  she  being  a  member  of  the  Edu- 
cational Council  of  that  organization.  Incident- 
ally Mrs.  Clark  was  re-elected  at  the  Cleveland 
meeting  to  her  place  in  the  Council  for  a  further 
period  of  six  years,  the  other  members  of  the 
body  including  those  prominent  in  music  edu- 
cational work  in  practically  every  section  of  the 
country. 

During  the  Cleveland  meeting  the  Founders' 
Association  of  the  Music  Supervisors'  National 
Conference  was  organized  with  Mrs.  Clark  as 
president  and  with  a  score  or  more  of  the  found- 
ers of  the  organization  in  attendance.  It  was 
at  a  meeting  attended  by  these  founders  in 
Keokuk,  la.,  in  1907  that  the  National  Confer- 
ence was  really  launched. 

Of  particular  interest  at  the  Cleveland  meet- 
ing was  the  attention  given  to  music  apprecia- 
tion, two  full  sessions  being  given  to  that  work 
and  emphasizing  the  recognition  accorded  it. 

Mrs.  Clark  is  now  busily  engaged  on  the  pro- 
gram for  the  convention  of  the  National  Fed- 
eration of  Music  Clubs,  she  being  the  head  of 
the  Educational  Department  of  that  strong  or- 
ganization as  well  as  an  actual  member  of  a 
half  dozen  committees. 

The  convention  will  be  held  in  Asheville,  N. 
C,  on  June  9-17,  and  all  the  programs  will  be 
devoted  entirely  to  American  compositions.  At 
this  convention  will  be  performed  the  new  type 
of  lyric  dance  drama,  for  which  a  $1,000  prize 
was  awarded. 


WATCH  THE  TRAFFIC  REGULATIONS! 

William  J.  Haussler,  vice-president  and  gen- 
eral manager,  and  Jerome  Harris,  secretary,  of 
C.  Bruno  &  Son,  Inc.,  are  owners  of  new  cars. 
It  is  a  well-known  fact  that  these  two  execu- 
tives of  this  well-known  New  York  Victor 
wholesaling  firm  think  as  one  in  the  advance- 
ment of  Victor  business.  It  is  now  found  out 
that  they  are  in  perfect  accord  as  well  in  the 
selection  of  cars  for  both  are  purchasers  of 
Cadillac  sedans.  Mr.  Haussler  will  use  the  new 
car  as  an  auxiliary  to  his  Packard  touring  car. 


HANDLING  FOREIGN  RECORD  TRADE 


The  Cleveland  branch  of  the  Columbia  Graph- 
ophone  Co.  has  built  up  a  foreign  record  busi- 
ness to  such  a  large  degree  that  it  recently 
appointed  Robert  Ormus,  who  will  take  charge 
of  the  foreign  record  division.  Mr.  Ormus  speaks 
eight  languages  and  is  admirably  qualified  to 
handle  foreign  record  trade  in  an  efficient  man- 
ner and,  under  his  supervision,  this  phase  of 
record  business  is  expected  to  show  a  decided 
increase  during  the  current  year. 


HARWAY  CO.  OPENS  BRANCH 


Dover,  N.  J.,  May  5. — A  new  branch  of  the 
Harway  Music  Co.,  of  Dover,  has  recently  been 
opened  on  South  street,  in  Morristown.  The 
store  will  carry  high-grade  musical  instruments, 
including  player-pianos  and  Victrolas, 


Bill  McAllister,  repre- 
senting the  Plaza  Music 
Company,  called  on  a 
dealer  in  Cincinnati.  He 
demonstrated  a  few 
"BANNER  RECORDS." 


"Great!"  said  the  dealer 
when  he  heard  the  rec- 
ord, "But  they're  only 
50c.  How  many  times 
do  they  play?"  "Here," 
said  Bill,  "I'll  leave  you 
these  sample  records — 
test  them!" 


Three  weeks  later  we  re- 
ceived this  letter  from 
Bill— 

"Abbott  of  Cincinnati 
played  'BANNER 
RECORD'  329  times 
continuously.  I  en- 
close his  initial  order 
for  222  records." 


That's  wearing  quality. 
Just  one  part  of  BAN- 
NER'S real  quality.  The 
others  are  pep  in  re- 
cording, individuality  in 
arrangement,  and  inev- 
itable scoops  in  releasing 
the  big  hits  first. 

Write  or  Wire  for  Samples 


PLAZA  MUSIC  CO 

18WEST  20^^  STREE-T  NEAVYOP^K 
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C  I  N  C  I  N  N  A  T  I 

Heavy  Demand  for  Machines  and  Records  Continues — Carl  Kramer 
With  Sterling  Roll  &  Record  Co. — Brunswick  Sales  Conference 


Cincinnati,  O.,  May  7. — There  seems  to  be  no 
abatement  in  the  heavy  demand  for  talking  ma- 
chines and  records  from  the  jobbers  in  Cin- 
cinnati territory.  While  in  some  instances  the 
business  transacted  during  April  did  not  reach 
tlie  high  volume  of  that  during  March,"  as  a 
whole  it  was  unusually  satisfactory  and  in  prac- 
tically every  instance  way  ahead  of  last  year. 

The  increase  in  sales  is  due  in  great  measure 
to  the  popularity  of  records  which  are  strictly 
of  the  musical  comedy  class.  However,  it  is 
evident  that  there  is  a  distinct  trend  towards 
the  better  things  in  music  and  the  standard 
numbers  are  selling  better  than  they  have  in 
years.  More  people  are  apparently  appreciating 
the  classical  records  and  are  demonstrating 
their  taste  for  better  music  by  purchasing  them. 

Another  tendency  which  is  seen  is  the  dis- 
placement of  the  cheap  record  by  the  dance 
and  vocal  records  which  retail  at  seventy-five 
cents.  The  very  cheap  records  of  the  past  few 
years  are  losing  their  former  favor.  The  popu- 
larity of  the  seventy-five  cent  dance  records,  on 
the  other  hand,  is  on  the  increase  and  many 
retail  establishments  exhaust  their  slock  within 
a  short  time  after  it  is  received  and  are  forced 
to  reorder  from  the  jobber. 

Most  of  the  dealers  here  attribute  the  great 
increase  in  sales  this  year  to  the  fact  that  the 
economic  situation  has  improved  over  last  year 
and  people  once  again  find  themselves  in  the 
position  where  they  can  afiford  to  purchase  rec- 
ords and  talking  machines.  Jobbers  report  that 
shipments  of  machines  are  arriving  late,  due 
to  the  delay  in  freight  movements.  One  com- 
pany stated  that  it  takes  two  weeks  for  it 
to  receive  shipments  from  Wisconsin  and  one 
week  from  Cleveland,  thus  showing  that  freight 
congestion  is  still  a  serious  problem. 

Ben  L.  Brown,  manager  of  the  Sterling  Roll 
&  Record  Co.,  says  that  the  business  of  his 
concern  has  doubled  since  last  year.  The  de- 
mand for  Strand  talking  machines  is  on  the 
increase  and  the  sale  of  these  instruments  is 
particularly  gratifying.  Okeh  records  are  in 
splendid  demand,  while  sales  of  Rodeheaver 
sacred  records  are  showing  good  results.  Mr. 
Brown  also  states  that  the  Outing  portable  ma- 


chine is  having  good  sales  and  that  the  McAlpin 
Co.,  of  this  city,  intends  to  feature  this  machine 
in  its  advertising.  Carl  Kramer,  formerly  with 
the  Columbia  Co.,  has  been  added  to  the  sales 
force  of  the  Sterling  Roll  &  Record  Co.,  with 
headquarters  in  Columbus.  Mr.  Kramer  will 
travel  through  eastern  Ohio,  eastern  Kentucky 
and  West  Virginia.  He  traveled  this  same  ter- 
ritory for  Columbia. 

P.  H.  Oehnan,  of  the  Phonograph  Co.,  says 
that  the  volume  of  sales  of  his  firm  is  increasing 
steadily  from  month  to  month.  Both  record 
and  phonograph  business  is  excellent.  Edison 
dealers  are  all  optimistic. 

Miss  Stevens,  of  the  Victrola  department  of 
the  Baldwin  Piano  Co.,  states  that  business  dur- 
ing April  was  more  than  one-third  larger  than 
during  the  same  period  of  1922.  This  is  true 
not  only  of  Victrolas  and  Victor  records,  but 
also  of  music  rolls. 

The  fact  that  business  is  expanding  and  that 
the  public  is  once  more  in  a  buying  mood  is 
demonstrated  by  the  sales  of  both  records  and 
instruments  during  the  past  two  months,  ac- 
cording to-  Mr.  North,  of  the  Ohio  Talking 
Machine  Co.,  Victor  jobber  in  the  local  terri- 
tory. This  company  reports  that  its  business  is 
far  ahead  of  last  year's  sales. 

The  sale  of  records  by  the  Starr  Piano  Co. 
is  considerably  in  excess  of  1922  and  is  growing 
every  month.  This  company  handles  Gennett 
records. 

Morris  Fantelle,  manager  of  Widener's  Grafo- 
nola  Shop,  is  authority  for  the  statement  that 
business  is  about  twice  as  good  this  year  as  last. 

Miss  Marie  Finney,  of  the  educational  depart- 
ment of  the  Victor  Co.,  is  doing  some  special 
work  in  this  territory,  visiting  Muncie  and  Jef- 
fersonville,  Ind.;  Louisville,  Frankfort  and  other 
communities  in  Kentucky. 

A  most  successful  sales  conference  was  held 
on  April  28  by  the  Brunswick-Balke-Collender 
Co.  This  conference  was  attended  by  the  sales- 
men from  the  Cincinnati  territory  and  was  ad- 
dressed by  Mr.  Moench,  of  the  Commercial 
Investment  Trust  Co.,  of  New  York.  Mr. 
Moench  talked  on  the  new  finance  plan  for 
dealers.    The  district  office  here  of  the  Bruns- 


wick-Balke-Collender Co.  reports  that  the  sale 
of  Brunswick  records  during  the  month  of  April 
was  exceptionally  good  and  greatly  in  excess  of 
the  volume  of  business  done  during  the  same 
period  of  last  year. 

Two  of  the  guest  artists  at  the  Cincinnati 
May  Festival,  which  is  being  held  in  Music  Hall 
this  week,  are  exclusive  Brunswick  artists. 
Mme.  Sigrid  Onegin  and  Miss  Florence  Easton 
are  creating  a  sensation  and  are  receiving  high 
praise  from  the  musical  critics  of  the  various 
papers. 

Although  no  definite  date  has  been  set  for  the 
contemplated  Red  Seal  School  to  be  held  here, 
it  is  believed  that  early  in  September  will  even- 
tually be  decided  upon.  The  school  will  be  in 
session  four  days  and  C.  H.  North,  secretary  of 
the  Ohio  Talking  Machine  Co.,  estimates  that 
there  will  be  an  attendance  of  over  one  hundred 
dealers  and  sales  people.  M!uch  interest  is  be- 
ing displayed  by  the  trade  at  large. 

E.  A.  Ackley  has  resigned  his  position  as 
salesman  with  the  Sterling  Roll  &  Record  Co. 
to  go  into  the  real  estate  business. 


DESCRIBES  RECORD  MANUFACTURE 


New  York  Evening  Mail  Devotes  Considerable 
Space  to  New  Type  of  Record  Which  Will 
Soon  Be  Announced  by  Strong  Record  Co. 


The  New  York  Evening  Mail,  in  its  issue  of 
April  28,  under  the  caption  "News  of  the  Busi- 
ness World,"  carried  a  long  story  describing  in 
detail  the  manufacture  of  records  on  new  prin- 
ciples, which  will  soon  be  announced  by  the 
Strong  Record  Co.,  206  Fifth  avenue.  New  York 
City.  An  excerpt  from  the  Evening  Mail  story 
is  reproduced  below: 

"Sixteen  months  ago  Adolf  Hawerlander,  a 
well-known  European  chemist,  and  Henry 
Glaue,  a  mechanical  engineer  and  inventive  geni- 
us, after  five  and  a  half  years  of  experimenta- 
tion working  in  collaboration,  brought  to  this 
country  a  perfected  process  for  turning  out  for 
the  first  time  in  the  history  of  the  art  a  non- 
shellac  record,  in  one  continuous  operation  from 
start  to  finish,  in  an  automatic  machine,  elimi- 
nating the  human  uncertainties  and  increasing 
the  speed  of  production. 

"The  inventors  of  the  process  have  already 
secured  a  broad,  basic  patent  in  Germany,  set- 
ting forth  principles  fundamentally  new  in 'the 
art,  and  an  application  for  a  basic  patent  in 
the  United  States  is  now  pending  in  Washing- 
ton. 

"The  manner  in  which  the  new  records  are 
said  to  be  produced  is  as  follows:  Starting 
with  a  roll  of  suitable  material,  such  as  paper, 
cloth,  leather,  silk,  etc.,  it  is  coated  with  a  new 
non-shellac  material,  passes  through  a  process- 
ing chamber  and  out  between  rolls  having  rec- 
ord molds  on  the  surfaces,  where  it  is  im- 
pressed, centered,  cut,  counted  and  put  into  an 
envelope,  emerging  a  perfect,  finished,  sealed 
record — one  record  a  second  on  a  two-mold 
press.  The  surface  of  the  record  is  a  smooth, 
hard,  hornlike  substance  that,  it  is  asserted,  will 
not  warp,  burn  or  soften  under  heat  or  wear 
or  break  down  under  the  needle." 


SONORA  WALKING  DOLL  ADMIRED 


Jacksonville,  III.,  May  5. — The  \^on  Fossen 
Music  Co.,  in  this  city,  Sonora  dealer,  used  the 
.'^onora  walking  doll  to  excellent  advantage  at 
the  automobile  show  held  recently  in  this  city. 
This  aggressive  dealer  maintained  a  booth  at  the- 
show  and  the  walking  dolls  were  widely  dis- 
tributed. Mr.  Von  Fossen,  in  describing  the 
success  of  his  exhibit,  stated  as  follows:  "This 
doll  is  one  of  the  most  unique  novelties  I  have 
ever  given  out.  Not  only  were  the  children  wild 
about  it,  but  many  grown-ups  called  at  our 
booth  and  asked  for  them,  saying  that  the  doll 
represented  the  snappiest  advertising  at  the 
show."  The  slogan  "Don't  Stop  Me"  was 
adopted  for  the  entire  show  week  and  this  ad- 
vertising line,  which  appears  in  the  Sonora  Bell, 
was  the  hit  of  the  show. 


Itvi 
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IS  NOW  WITHIN 
THE  REACH  OF  EVERYONE 
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FINALE  OF  OHIO  MUSIC  CONTEST 


State  Music  Memory  Contest  Brought  to  a 
Close  in  Huge  Demonstration — Thousands  of 
Youngsters  Participated — Keen  Competition — 
Many  Handsome  Prizes  to  Winners 


Columbus,  O.,  May  7. — April  28  has  become  a 
memorable  date  in  the  music  history  of  Ohio. 
On  that  day  the  Ohio  State  Music  Memory 
Contest,  fostered  by  the  Department  of  Educa- 
tion of  the  State,  was  brought  to  a  close  in  a 
mammoth  demonstration  at. the  Memorial  Hall. 
Youngsters  from  all  parts  of  the  State  arrived 
here  for  the  purpose  of  competing  for  the  many 
prizes  as  early  as  7  o'clock  in  the  morning,  and 
contestants  were  still  battling  for  victory  at 
ten  in  the  evening.  Forty-eight  of  the  eighty- 
eight  Ohio  counties  were  represented  and  three 
contests  were  necessary  before  all  of  the  win- 
ners were  finally  decided  upon. 

Among  the  many  prizes  were  included  an 
Ampico  piano,  valued  at  $1,100,  first  prize,  the 
gift  of  the  twenty-one  Ohio  Ampico  dealers;  sec- 
ond prize,  console  Victrola,  valued  at  $350,  the 
gift  of  Ohio  Victor  jobbers;  first  prize.  Class  B, 
for  elementary  schools,  a  Columbia  Grafonola, 
valued  at  $275,  the  gift  of  the  Cleveland  branch 
of  the  Columbia  Co.;  a  Brunswick  machine, 
valued  at  $250,  presented  by  the  five  local  Bruns- 
wick dealers:  C.  C.  Baker  Co..  Goldsmith's  Com- 
plete Store,  F.  G.  and  A.  Howald  Co.,  Robbins 
Piano  Co.  and  Steinway  &  Sons. 

The  winner  of  the  contest  was  Mary  Southard, 
of  Marysville,  who,  in  addition  to  making  it 
possible  for  her  school  to  win  the  Ampico,  won 
for  herself  a  one-year  scholarship  in  the  Cin- 
cinnati Conservatory  of  Music.  Corrinne  Lay, 
of  the  same  team,  won  a  year's  scholarship  in 
the  Department  of  Music  at  Dennison  Univer- 
sity. Dorothy  Delancey,  of  Lancaster  High 
School,  was  awarded  a  year's  scholarship  at  the 
Morey  School  of  Music,  this  city,  and  Dale 
Bartholomew  was  awarded  a  one  year's  scholar- 
ship at  the  Ohio  Wesleyan  University.  A  gift 
of  $10  in  gold  for  the  youngest  child  having 
the  highest  record  went  to  Robert  Bebb,  nine 
years  old.  Ninety  students  received  silver  but- 
tons for  perfect  scores  from  the  National  Bureau 
for  the  Advancement  of  Music,  of  New  York. 

All  contest  numbers  were  interpreted  on  a 
Victrola,  a  canvass  among  teachers  revealing 
the  fact  that  this  instrument  was  more  widely 
used  than  any  other  in  imparting  musical  knowl- 
edge to  the  children.  Mrs.  Esther  Reynolds 
Beaver,  educational  director  of  the  Perry  B. 
Whitsit  Co.,  Victor  jobber,  was  largely  respon- 
sible for  the  success  of  the  contest.  Mrs. 
Beaver,  during  a  period  of  three  months,  trav- 
eled many  hundreds  of  miles,  arousing  interest 
in  the  event,  speaking  before  the  Parent-Teach- 
ers' Association,  enlisting  the  support  of  Victor 
dealers  throughout  the  State  and  securing  the 
co-operation  of  various  musical  organizations. 
The  Perry  B.  Whitsit  Co.  also  carried  on  a 
consistent  newspaper  publicity  campaign  in  the 
interests  of  the  contest.  It  is  estimated  that 
newspapers  of  the  State  contributed  approxi- 
mately $25,000  worth  of  space  in  the  way  of 
publicity. 

One  of  the  local  leaders  active  in  imparting 
musical  knowledge  was  the  Elite  Music  Co., 
Victor  dealer,  211  South  High  street,  which  fur- 
nished the  entire  list  of  forty  selections  and 
two  Victrolas  to  help  the  good  work  along. 

The  concert  season  in  Columbus  came  to  a 
successful  close  with  the  appearance  of  the 
famous  prima  donna,  Marie  Jeritza,  of  the  Met- 
ropolitan Opera  Co.  and  Victor  artist.  Mme. 
Jeritza  came  here  under  the  auspices  of  the 
Women's  Music  Club.  Her  appearance  here 
stimulated  the  sale  of  her  records  appreciably. 
Many  of  her  admirers  visited  the  Victor  dealers 
following  the  concert  and  purchased  records 
made  by  her. 

The  next  year's  course  to  be  offered  by  the 
Women's  Music  Club  was  announced  on  the 
programs  of  the  Jeritza  concert.  Feodor  Chalia- 
pin;  Erika  Morini,  the  wonder  girl  violinist,  and 
harpist   Salvi  are  the  Victor  artists  who  are 


on  the  1923-1924  program.  Rosa  Ponselle, 
Columbia  artist;  Harold  Bauer,  famous  pianist, 
and  Pablo  Casals  are  other  attractions  included 
in  the  series. 

An  attractive  display  window  featured  by  a 
poster  of  Bernard  Schweitzer,  tenor,  son  of 
Mr.  and  Mrs.  John  Schweitzer,  of  Delaware, 
was  arranged  by  Sell  Bros.,  Victrola  dealers, 
in  their  store  on  North  Sandusky  street  recently. 
Mr.  Schweitzer  and  his  instructor,  Boza  Oumi- 
roff,  baritone,  appeared  at  Gray  Chapel,  Tues- 
day evening,  April  10,  on  the  lecture-concert 
series  of  the  Ohio  Wesleyan  University.  The 
program  that  they  offered  was  displayed  by 
Victor  records  in  Sell  Bros.'  music  store 
window. 

Through  the  efforts  of  Miss  Stella  Yates, 
manager  of  the  Victrola  department  of  the 
Pogue  Co.,  Cincinnati,  a  series  of  lectures  was 
given  by  Branson  De  Cou  on  his  "Dream  Pic- 
tures" to  capacity  audiences  here. 

Mrs.  Esther  Reynolds  Beaver,  educational  di- 
rector of  the  Perry  B.  Whitsit  Co.,  wholesale 
jobbers  of  Victrolas  and  Victor  records,  has 


just  returned  from  a  week's  stay  in  Cleveland, 
where  she  attended  the  Music  Supervisors'  Na- 
tional Conference. 

Recent  visitors  to  the  Perry  B.  Whitsit  Co. 
included  Henry  Salzer,  G.  M.  Rice,  M.  L.  Phil- 
lips, Henry  Gee,  Mr.  Lytic,  Mr.  Brown  and 
J.  E.  Slingluff. 


ARTHUR  BERGH  IN  IMPORTANT  POST 


Artliur  Bergh,  formerly  musical  director  of 
the  Emerson  Phonograph  Co.,  Inc.,  and  more 
recently  connected  with  the  Independent  Re- 
cording Laboratories,  New  York  City,  has  been 
appointed  musical  director  of  the  De  Forest 
Phonofilm  Corp.  The  De  Forest  film,  simul- 
taneously produces  motion  pictures  and  musical 
programs. 


EDISON  ARTIST  ON  SPRING  TOUR 

Anna  Case,  soprano  and  Edison  artist,  re- 
cently started  on  her  annual  Spring  tour  in  tlie 
Southwest  with  a  big  schedule  of  concerts. 


CHARMAPHONE  PORTABLES 

Quick  Deliveries—  Quick  Profits 


No.  VI,  liyz'xUYz'xiyz",  Silent  Motor, 
Charmaphone  tone  arm  and  sound  box, 
either  oak  or  walnut. 


Price  and  Quality  Give  the 

CHARMAPHONE 

the  Leadership 

Distinctive  qualities  set  the 
Charmaphone  apart  from  all 
other  portables,  its  high  quality, 
durability  and  fine  tone  make  it 
a  fast  seller. 

These  two  portable  models  will 
add  to  the  sales.  The  distinctive 
features  of  each  make  good  sales 
talk.  Once  demonstrated  they 
attract  trade  and  sell  them- 
selves. 

Note  the  Two  Models 

No.  6  -  -  $30.00 


No.  8 


With  Record 
Album 


35.00 


No.  VIII,  13i/^"xl3i4"x7i/^",  Silent  Motor, 
Charmaphone  tone  arm  and  sound  box, 
mahogany   finish,   with   record  album. 


If  you  are  not  already  handling 
this  remarkable  Portable  value, 
make  arrangements  to  do  so  at 
once. 

There  are  upright  models  of 
Charmaphone  phonographs  that 
you  will  be  interested  in — the 
same  big  value  you  find  in  the 
portables.  Send  for  a  sample 
of  one  or  both  machines  at  once 
and  ask  for  our  catalog  on  the 
complete  line  and  the  name  of 
your  jobber. 

Some  Jobbing  Territory 
Still  Open 


CHARMAPHONE  CO., 


39  West  Thirty-second  Street 
NEW    YORK  CITY 
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DETR  OIT 


Business  Brisk  —  Collections  in 
Good  Shape — Summer  Outlook  Ex- 
cellent— Activities    of    the  Trade 


Detroit,  Mich.,  Ma}-  S.— April  showed  a  splendid 
improvement  in  record  sales  over  March,  and 
indications  are  that  May  will  be  the  best  month 
of  the  year,  judging  from  sales  already  made. 
Machine  sales  have  not  been  so  active,  althoiigli 
this  class  of  trade  usually  shows  great  im- 
provement at  this  time  of  the  year  and  continues 
right  through  June.  This  is  because  of  the 
number  of  engagements  and  weddings.  The 
console  models  are  fast  taking  the  lead  in  talk- 
ing machine  sales,  so  far  as  the  higher-priced 
machines  are  concerned. 

Collections  were  never  in  better  shape  in 
Detroit  for  the  talking  machine  dealer,  and 
neople  are  paying  more  cash  down  than  ever. 
All  this  is  due  to  the  wonderful  shape  that 
Detroit  is  in  industrially.  Wages  are  the  high- 
est they  have  ever  been  and  manufacturers  de- 
clare that  they  never  had  so  many  orders  on 
hand.  It  looks  as  if  this  condition  is  going  to 
prevail  right  through  the  Summer  and  way  into 
the  Fall. 

The  Retail  Merchants  Bureau  of  the  Detroit 
Board  of  Commerce  has  just  issued  a  statement 
showing  increases  and  decreases  of  various  lines 
of  business  for  March  over  the  same  month  of 
1922.  In  musical  instruments  the  percentage  of 
increase  is  112  per  cent,  and  the  greater  por- 
tion of  this  is  represented  in  the  talking  ma- 
chine business. 

C.  A.  Grinnell,  president  of  Grinnell  Bros., 
has  returned  from  Sea  Breeze,  Fla.,  where  he 
spent  the  Winter.  A.  A.  Grinnell,  treasurer  of 
the  firm,  was  gone  a  few  weeks  in  April  visit- 
ing White  Sulphur  Springs. 

S.  E.  Lind,  of  Lind  &  Marks  Co.,  states  that 
sales  have  shown  a  splendid  increase  in  the 
past  sixty  days,  both  in  machines  and  records, 
and  he  is  very  optimistic  over  the  future. 

E.  W.  AVilkinson,  general  manager  of  the 
Tewett  Phonograph  Co.,  confirms  the  report 
that  his  company  had  purchased  the  DeForest 
radio  patents.  In  the  future  the  Jewett  factory 
at  Allegan,  Mich.,  will  turn  out  all  of  the  cabinet 
work  for  DeForest  radio  sets.  The  DeForest 
Co.,  with  headquarters  in  Jersey  City,  N.  J., 
will  job  the  Jewett  products  east  of  Pittsburgh, 
while  west  of  that  city  the  Jewett  Co.  will 
handle  all  sales  of  DeForest  products.  Mr. 
Wilkinson  states  that  a  number  of  sensational 
announcements  will  be  made  in  the  near  future. 

At  the  Brunswick  Shop  Manager  Quinn  feels 
happy  over  the  splendid  increase  shown  in  sales 
so  far  this  year  over  last  and  expects  to  more 
than  triple  the  sales  before  the  year  is  out. 
He  likes  the  new  policy  of  releasing  an  aver- 
age of  one  new  record  every  day  as  it  brings 
people  to  the  store  steadily  and  not  in  volumes 


A  Phonograph  Line  That  Will  Speak  For  Itself 


EXCELS  BY  COMPARISON 
Natural  tone  reproduction. 
Skilled  and  scientific  construction. 
Unusual  fineness  and  beauty  of  finish. 
Authentic  and  beautiful  designs. 

ALL  POOLEYS  ARE  ONE  IN  THESE  QUALITIES 

Eight  console  models  and  one  upright,  beautiful  in  design  and 
workmanship — so  absolutely  silent  in  operation  that  nothing 
is  lost  when  the  record  is  being  played — it  reproduces  exactly 
the  original  music. 


Style  No.  230 
Price,  §12.5 

Height,  34  inches 
Width,  35%  inches 
Depth,  20%  inches 


Size:  8"xl4"xl5" 


The  Master  of  Movable  Music 

Brown,  Mahogany  and  fumed  oak.  Surprising  tone 
volume  and  clearness,  durable,  dependable,  compact 
and  convenient. 

Always  everything  a  Portable  Phonograph  can  be,  and 
at  a  popular  price — $37.50. 


'One  handle  handles  f<" 

Outing 


TALKING  MACHINE 


ATTRACTIVE  PROPOSITION  TO  OFFER  DEALERS 
WRITE  OR  WIRE  US 

C.  L.  MARSHALL  COMPANY 

Wholesale  Distributors 

MICHIGAN  AND  OHIO 
Detroit,  514  Griswold  Street.  Cleveland,  328  Superior,  W, 


only  on  the  release  dates  twice  monthly  as  of 
old. 

The  J.  L.  Hudson  Music  Store  is  enjoying  a 
very  healthy  talking  machine  business,  and 
^Manager  E.  Andrew  believes  that  record  sales 
will  be  made  before  the  year  is  out. 

Henry  S.  Doran,  of  the  Doran  Phonograph 
Shop  on  Washington  boulevard,  is  doing  even 
more  business  than  he  did  on  Michigan  avenue 
where  he  was  located  for  many  years.  The 
new  store  is  handling  both  Victor  and  Bruns- 
wick lines  and  is  kept  open  every  evening. 

The  C.  L.  Marshall  Co.,  distributor  of  Pooley 
phonographs  and  the  Outing  portable,  states 
that  reports  from  the  company's  Cleveland  and 
Detroit  offices  are  very  satisfactory.  The  com- 
pany recently  placed  the  Pooley  line  with  the 
Halle  Bros.  Co.,  of  Cleveland,  and  the  D.  W. 
Lerch  Co.,  of  Canton,  O.  Mr.  Marshall  is  ex- 
ceptionally well  pleased  with  the  expressions  of 
satisfaction  that  he  has  received  from  the  deal- 
ers already  sold,  and  he  states  the  only  com- 
plaint is  a  shortage  of  merchandise. 

J.  A.  Stevenson  and  E.  C.  Cathaway,  who 
recently  completed  a  very  successful  selling 
campaign  for  the  Outing  Talking  Machine  Co. 
in  Tennessee,  have  taken  charge  of  a  similar 
campaign  for  the  C.  L.  Marshall  Co.  in  the 
State  of  Michigan.  The  Detroit  Music  Co.  and 
Cunningham's  Phonograph  Shoppes,  of  Detroit, 
are  co-operating  with  the  Marshall  organization 
in  this  campaign  and  excellent  results  are  ex- 
pected.    Grand  Rapids  territory  is  being  cov- 


ered in  the  same  manner  under  H.  D.  Barker, 
working  through  the  Chaffee  Bros.  Furniture 
Co.,  and  other  important  points  in  Michigan 
will  be  covered  similarly. 

The  Phonograph  Co.  of  Detroit,  Edison  dis- 
tributor, reports  increasing  interest  in  Edison 
phonographs  and  records  throughout  the  im- 
portant territory  which  it  controls. 

C.  H.  Grinnell,  manager  of  the  wholesale 
Victor  department  of  Grinnell  Bros.,  declares 
that  all  over  the  State  dealers  are  ordering 
heavier  than  they  did  a  year  ago,  both  in  rec- 
ords and  machines.  The  twenty-eight  retail 
stores  of  Grinnell  Bros.,  scattered  in  various 
sections  of  Michigan,  are  constantly  increasing 
their  sales,  which  is  an  example  of  the  indus- 
trial situation  existing  everywhere  in  the  State. 

With  the  arrival  of  warmer  weather,  Grinnell 
Bros,  have  already  noticed  a  tendency  on  the 
part  of  the  public  to  call  for  the  portable  Victor 
machines  for  use  in  Summer  homes. 

Dealers  handling  Okeh  records  are  reporting 
splendid  business,  especially  on  the  Vincent 
Lopez  Orchestra  numbers. 


NOW  KNOWN  AS  THE  MELODY  SHOP 


LoGANSPORT,  Ind.,  May  1. — Collins  &  Six,  who 
have  been  operating  a  music  shop  on  Broadway, 
near  the  Murdock  Hotel,  moved  into  new  quar- 
ters at  310  Pearl  street  recently.  The  new  store 
will  be  under  the  same  management,  but  the 
name  will  be  changed  to  the  Melody  Shop. 


After  all  there  is  only  one  EDISON 

The  first  phonograph  was  the  invention  of  America's  foremost  genius- 
Thomas  A.  Edison. 

Through  all  the  stages  of  the  development  of  the  phonograph,  Mr.  Edison  has 
always  led  the  way. 

The  New  Edison  is  his  latest  achievement  in  this  field  and  he  considers  it  his 
greatest  invention. 

Write  us  for  our  latest  agency  proposition 


The  Phonograph  Company  of  Detroit 

Distributors  for  Michigan  and  Northern  Ohio 

1560  Woodward  Avenue  DETROIT 
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The  Trotter  Motor 

The  very  Latest  and  Best 

Electric  Phonograph  Motor 

1 —  It  Requires  no  Oiling  nor  Adjusting. 

2 —  It  Runs  Quiet  and  at  Even  Speed  From  Start  to 
Finish  of  Record. 

3 —  It  Runs  on  A.C.  or  D.C.  Current  at  a  Voltage  From 
30  to  150. 

4 —  It  is  adaptable  to  Any  Phonograph  and  is  Very 
Easily  Installed. 

5 —  It  is  not  affected  by  Changes  of  Temperature. 


The  Trotter  Motor 

Will  appeal  to  the  Phonograph  Manufacturer  as  well  as  to 
the  Phonograph  Dealer. 

To  the  manufacturer  it  represents  a  High  Grade  Electric 
Equipment  at  the  lowest  possible  price. 

For  the  dealer  it  is  an  Attractive  Retail  Proposition  be- 
cause anyone  who  would  like  to  have  their  phonograph  at 
home  Electrically  equipped  can  do  so  by  buying  our  electric 
motor  and  install  it  themselves. 

Write  for  full  particulars  or  better  send  for  a  sample  motor 
which  will  convince  you  of  its  merits. 

The  Plymouth  Phono  Parts  Company 

PLYMOUTH,  WISCONSIN. 


LAMB'S  MUSIC  HOUSE  CELEBRATES 

Sixth  Annual  Musical  Festival  Features  Eight 
Famous  Victor  Artists — Great  Audience  En- 
joys Splendidly  Arranged  Program 

FoTTSTOWN,  Pa.,  May  7. — Lamb's  Music  House, 
of  which  William  F.  Lamb  is  proprietor,  on 
May  2  celebrated  its  sixth  annual  May  Festi- 
val of  Music  with  an  elaborate  concert  at  the 
Grand  Opera  House  before  an  audience  that 
taxed  that  auditorium  to  the  doors.  The  feature 
of  the  concert  was  the  appearance  of  the  Eight 
Famous  Victor  Artists,  together  with  Lamb's 
Concert  Orchestra,  and  the  program  of  both 
popular  and  standard  numbers  was  a  long  one 
interspersed  with  many  encores.  The  audience 
was  particularly  enthusiastic,  as  were  the  local 
newspaper  representatives,  who  gave  consider- 
able space  to  the  story  of  the  concert.  Many 
of  the  visitors  came  from  points  quite  distant 
from  Pottstown. 

The  Grand  Opera  House  was  elaborately 
decorated  for  the  concert  and  on  an  elevated 
platform  several  of  the  more  popular  models 
of  Victrolas  were  displayed.  Among  those  who 
attended  the  concert  from  out-of-town  points 
as  guests  of  Mr.  Lamb  or  as  participants  in  the 
program  were  the  Eight  Famous  Victor  Artists, 
Henry  Burr,  Billy  Murray,  Albert  Campbell, 
Monroe  Silver,  Frank  Croxton,  Rudy  Wiedoeft, 
Frank  Banta  and  John  Meyer;  Mr.  and  Mrs. 
Fred.  Bauer,  of  Stultz  &  Bauer,  New  York; 
Mr.  and  Mrs.  George  Allen  and  Mr.  and  Mrs. 
Fred  Martin,  of  Milton  Piano  Co.,  New  York; 
T.  R.  Clark,  of  Cohen  &  Hughes,  Baltimore, 
Victor  wholesalers;  Otto  May  and  Robert  Bart- 
ley,  of  the  Victor  Talking  Machine  Co.;  Linn 
P.  Brown,  E.  G.  Dare  and  V.  E.  Moore,  of 
Penn  Phonograph  Co.,  Philadelphia  Victor 
wholesalers;  Tom  Cummings,  of  Victor  depart- 
ment of  Strawbridge  &  Clothier,  Philadelphia; 
Harry  Kendel  and  Fred  Rouch,  of  the  People's 
Talking  Machine  Co.,  Philadelphia,  Victor  deal- 
ers; Barkley  Azpell,  Victor  retailer,  of  Ardmore, 
Pa.;  a  party  of  ten  representing  Stephen's  Music 
House,  Victor  dealers  of  Norristown;  a  party 
of  four  of  Hutchison  Bros.,  Victor  dealers  of 
East  Downingtown,  Pa.;  George  W.  Davies,  Vic- 
tor dealer  from  Coatesville,  Pa.;  a  party  of  ten 
from  McCarraher  Bros.,  Victor  dealers  in  Roy- 
ersford  and  Phoenixville ;  Frank  J.  Filer,  Victor 
dealer  of  Spring  City;  Mr.  Brown,  successor 
to  Lichty's  Music  House,  Reading,  Pa.;  a  party 
of  twelve  from  the  Ringgold  Band  of  Reading, 
and  Mr.  and  Mrs.  W.  F.  Streitz,  of  Armour  & 
Co.,  Chicago,  111. 

At  the  conclusion  of  the  concert  the  members 
of  the  orchestra,  the  artists  and  a  number  of 
guests  were  entertained  by  Mr.  Lamb  at  a 
supper  at  a  local  restaurant. 

Lamb's  Orchestra  incidentally  is  winning  a 
notable  reputation  for  itself  in  the  Schuylkill 
Valley,  the  organization  having  played  ten  dif- 
ferent concerts  since  February  1  before  audi- 
ences ranging  from  350  to  1,200  people.  The 
orchestra  has  arranged  to  give  an  elaborate 
concert  at  the  State  Armory  during  Pennsyl- 
vania Music  Week,  May  13  to  19,  inclusive. 

CONCERT  BOOSTS  RECORD  SALES 

Columbia  Dealer  Has  Vaudeville  Team  Sing 
Sheet  Music  Numbers  Which  Are  Also  on 
Columbia  Records — Event  a  Big  Success 


Lawrence,  Mass.,  !May  7. — Recently  Walter  Lord, 
of  Lord  &  Co.,  Inc.,  put  on  at  his  store  an  en- 
tertainment, the  center  of  attraction  on  Essex 
street  for  the  evening.  This  consisted  chiefly 
of  new  song  hits  sung  by  a  well-known  vaude- 


ville team.  The  event  was  advertised  exten- 
sively, with  the  result  that  hundreds  of  people 
attended  during  the  evening.  The  announce- 
ment was  made  at  the  end  of  each  selection 
that  the  number  could  be  obtained  on  a  Colum- 
bia record,  which  was  the  proper  cue  for  step- 
ping up  to  the  counter  of  the  record  department, 
calling  for  the  number  and  taking  it  away  with 
them. 

Mr.  Lord  was  ably  assisted  in  putting  on  this 
entertainment  through  Messrs.  Ryan,  Sharkey, 
Luce,  Ray,  Lord  and  E.  H.  McCarthy,  of  the 
Columbia  Co.  Mrs.  Johnson  rendered  excellent 
service  in  the  record  department,  which  she  is 


fully  capable  of  doing,  having  been  graduated 
from  the  training  class  held  at  the  Boston 
branch  of  the  Columbia  Co.,  under  the  supervi- 
sion of  Mrs.  Alice  W.  Graves. 

As  this  concert  was  such  a  tremendous  suc- 
cess Mr.  Lord  has  planned  on  duplicating  it  reg- 
ularly in  the  future  and  to  him  goes  the  credit 
for  the  conception  of  this  very  original  idea  in 
sales  promotion  work. 


Study  your  competitors'  methods.  You  may 
get  some  valuable  pointers  in  this  way.  No 
dealer  with  an  eye  to  tiie  main  chance  can 
afford  to  lose  sight  of  competitors'  activities. 


The  WaltxSen$a||n  for  1^23 


Watch 
tKi3  Baby 


"YOU  cant  S.O  wron,g.  -  With  any'FElST'aoti^j 
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The  mystery  and  fatalism  of  Kipling's  India  are  strikingly  set 
forth  in  "The  Temple  Bells"  and  "  Less  Than  the  Dust"— Record 
A-3852.  These  exotic  songs  are  two  of  four  "Indian  Love  Lyrics" 
composed  by  Amy  Woodforde-Finden  and  acclaimed  the  height 
of  musical  art.  Louis  Graveure's  baritone  is  heard  to  great  advan- 
tage in  these  two  numbers. 


COLUMBIA  GRAPHOPHONE  CO. 
New  York 


RICHMOND 


New  Corley  Co.  Biiildiny  on  Site 
of  Fire  Last  Fall  Completed — 
Business  Is  Brisk — Month's  News 


Richmond,  Va.,  i\Jay  7. — Demand  for  talking 
machines  is  such  in  this  territory  that  it  is 
causing  merchants  to  stock  up  with  them  more 
than  ever  before,  according  to  the  C.  B.  Haynes 
Co.,  Inc.,  Edison  jobber,  of  this  city,  and  it 
is  anticipated  that  business  this  coming  Fall 
will  excel  any  previously  recorded.  Models 
ranging  in  price  from  $175  and  up  arc  declared 
to  be  the  most  popular  with  the  trade.  The 
demand  for  the  better  grades  is  taken  as  an 
indication  that  the  people  have  been  educated 
up  to  the  idea  that  it  pays  to  buy  quality  and 
that  they  have  the  money  to  satisfy  their  tastes. 
According  to  the  Haynes  Co.  there  has  been 
a  particularly  fine  and  steady  improvement  in 
its  business  since  last  November. 

Appointment  of  three  new  dealers  is  an- 
nounced by  the  firm  as  follows:  Smith-Rule 
Furniture  Co.,  Clifton  Forge,  Va. ;  E.  P.  Bruton, 
Hamlet,  N.  C;  J.  D.  Spiers,  Smithfield,  N.  C. 

Benefits  to  be  derived  from  subscribing  to 
and  reading  The  Talking  Machine  World  are 
pointed  out  in  a  circular  the  firm  sent  out  to 
its  trade  this  month.  The  circular  said  in  part: 
"The  Talking  Machine  World  recruits  and  dis- 


tributes most  valuable  information  on  the  activi- 
ties of  the  entire  phonograph  industry  and  goes 
to  thousands  of  merchants  everywhere  who  con- 
sider it  an  advisory  partner  in  their  business. 
We  believe  that  you  can  add  materially  to  the 
.profits  of  your  business  by  reading  regularly 
in  its  news  columns  how  other  dealers  are  mak- 
ing large  profits  out  of  their  phonograph  de- 
partments. They  can  tell  you  all  about  plans 
that  proved  successful  in  employing  and  training 
salesmen  and  conducting  advertising  campaigns, 
canvassing,  unique  window  displays,  record 
arrangements,  construction  of  booths,  instal- 
ment sales,  efifective  collection  systems  and 
numerous  other  sales  features  essential  to  a 
successful  phonograph  business." 

Incidental  to  the  opening  of  its  new  and  finely 
equipped  establishment  at  213  East  Broad  street, 
which  replaces  the  one  burned  on  that  site  last 
Fall,  the  Corley  Co.,  exclusive  Victor  distribu- 
tor, was  the  recipient  of  many  congratulations. 
Finished  in  silver  gray  oak,  the  interior  presents 
a  particularly  attractive  and  artistic  appearance. 
Five  additional  booths  have  been  added,  making 
a  total  of  fourteen  now  devoted  to  the  demon- 
stration of  Victor  machines.  Crowds  flocked  to 
the  store  the  evening  of  the  opening  and  every- 
thing passed  ofif  to  the  queen's  taste.  Two 
orchestras  played  during  the  evening,  one  being 
stationed  near  the  Grace  street  front  and  the 
other  near  Broad  street.  Selections  were  ren- 
dered alternately.  In  addition,  some  of  the  best 
singers  in  Richmond  contributed  to  the  enjoy- 
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ment  of  the  occasion  with  vocal  selections.  This 
firm  was  the  pioneer  in  establishing  a  Grace 
street  front  by  extending  its  store  through  from 
Broad  to  that  thoroughfare,  that  having  been 
done  in  1916.  That  it  made  no  mistake  in 
making  this  move  is  evidenced  by  the  fact  that 
Grace  is  rapidly  developing  into  a  business  thor- 
oughfare, the  development  having  extended  con- 
siderably west  of  the  Corley  store.  The  whole- 
sale department  in'  the  new  home  of  this  firm 
is  located  in  the  basement.  Three  additional 
floors  above  the  street  floor  are  also  occupied. 
In  the  interim  between  the  fire  and  the  com- 
pletion of  its  new  home  the  firm  was  located 
at  Fifth  and  Broad  streets.  The  first  month 
in  its  temporary  quarters  it  had  the  best  busi- 
ness of  any  month  since  the  year  following  the 
war. 

The  Colonial  Piano  Co.  moved  May  1  from 
205  East  Broad  street  to  18  West  Broad  street. 


COLUMBIA  WINDOW  ATTRACTS 

"Cohen  Listens  in  on  the  Radio"  in  John  Z. 
Kelley  Co.  Window  Results  in  Large  Sales 


Lynn,  Mass.,  May  7. — Oscar  Freed,  for  many 
years  connected  with  the  John  Z.  Kelley  Co., 
Columbia  dealer  in  this  cit\r,  realized  the  pull- 
ing power  of  a  unique  window  display.  Mr. 
Freed,  together  with  Mrs.  Young  and  Miss 
Chesley,  put  in  their  window  a  striking  display 
featuring  Columbia's  new  Joe  Hayman  record, 
"Cohen  Listens  in  on  the  Radio."  A  wax  fig- 
ure of  Columbia's  fantastical  Cohen,  coupled 
with  the  lyric  sign  across  the  top  of  the  win- 
dow and  down  the  side,  attracted  widespread  at- 
tention, which,  needless  to  say,  resulted  in  a 
tremendous  volume  of  sales  on  this  and  previous 
Cohen  records. 


THE  SLOGAN  "BAGSHAW  OF  LOWELL" 

Is  Widely  Known  and  Stands  for  Accomplish- 
ments and  Noted  Products  in  the  Industry 


Lowell,  Mass.,  IMay  2. — The  well-advertised 
phrase  "Bagshaw  of  Lowell"  has  made  this  city 
one  of  the  best-known  localities  in  the  talking 
machine  field.  The  W.  H.  Bagshaw  Co.  made 
its  humble  start  in  Lowell  over  a  half  century 
ago  and  its  growth  to  the  present  large  propor- 
tions is  an  indication  of  the  quality  of  the 
needles  which  it  produces  and  the  way  they 
have  been  received  by  the  talking  machine  trade 
and  the  buying  public.  W.  J.  and  C.  H.  Bag- 
shaw, who  conduct  this  business,  report  that 
the  plant  is  very  busy  taking  care  of  the  de- 
mand and  that  the  outlook  for  the  future  is 
equally  bright. 


ENTIRE  STORE  FOR  TALKERS 

Barhekton,  O.,  May  7. — A.  J.  Heiman,  Victor 
dealer  here,  announces  he  will  enlarge  his  talk- 
ing machine  store,  to  be  retained  in  its  present 
location,  and  that  the  jewelry  section  will  be 
removed  to  new  quarters  directly  opposite. 
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OEPOETUNITY 


T  no  period  in  the  history  of  the  Victor 
dealer,  has  he  been  so  well  fortified  to 
nullify  competition  as  he  is  today. 

Flanked  by  instruments  desirable  beyond 
all  previous  achievement,  the  Victor  deal- 
er IS  m  an  impregnable  position  to  win 
sales.  The  Victrola  of  today  is  the  great- 
est helpmeet  in  making  sales  that  is  at 
the  command  of  a  musical  instrument 
dealer.  In  the  window,  the  Victrola  in- 
vites entry  into  the  store.  In  the  store,  it 
makes  a  plea  for  purchase  that  helps  over- 
come the  most  obstinate  sales  resistance. 

These  are  indeed  days  of  opportunity 
for  the  Victor  dealer. 

NEW  YORK 
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Western  Division  of  The  World,  Chicago,  III.,  May  11,  1923. 
Within  two  weeks  from  the  date  of  the  present  issue  of  The 
World,  the  music  industries  of  the  United  States  will  meet  at  the 
mid-West  metropoHs  for  their  annual  conventions.  The  occasion 
will  in  many  ways  be  especially  interesting  to  the 
talking  machine  interests.  For  these  interests  have 
wonderfulh'  solidified  themselves  since  the  last 
gathering  of  the  kind  was  held  in  Chicago — that 


Prosperity 

Convention 

Coming 


is  to  sav,  since  1921.  Not  only  have  the  talking  machine  interests 
made  themselves  secure,  but  they  have  conquered  the  respect  and 
the  co-operation  of  the  older  music  industries,  until  the  latter  are 
fain  to  look  upon  their  younger  brother  as  truly  in  the  family,  to 
be  welcomed  with  the  right  hand  of  fellowship,  which  is  all  to  the 
good.  The  talking  machine  industries  in  the  Middle  West  suffered 
between  the  years  1918  and  1920  from  the  same  fever  that  infected 
business  of  every  other  kind — the  fever  of  inflation  raised  to  the 
'nth  degree  of  temperature.  Now  that  the  fever  has  died  down 
we  see  that  we  have  come  through  stronger  and  better  than  ever. 
It  is  only  natural,  therefore,  that  representative  houses  should  be 
showing  their  wares  at  the  Drake  Hotel  next  month.  The  piano 
men  are  saying  that  this  is  to  be  the  Prosperity  Convention  par  ex- 
cellence. The  name  will  not  have  been  misapplied  if  all  concerned 
will  work  to  carry  on  the  selling  of  musical  instruments  during 
the  coming  year  v^dth  intelligence  and  with  a  realization  that  the 
American  people  are  seriously  becoming  interested  in  the  best  of 
everything,  not  in  the  cheapest.  Talking  machine  men  can  tell  piano 
men  some  things  about  salesmanship,  things  the  latter  ought,  for 
their  own  sakes,  to  know  better  than  they  seem  to  know. 


One  learns  from  the  merchants  that  the  demand  for  console  ma- 
chines is  out  of  proportion  to  the  supply  of  them,  and  that  there 
seems  to  be  no  probability  of  the  public  demand 
changing  in  favor  of  the  upright.  The  console 
idea,  then,  is  not  a  mere  fad,  but  has  evidently 
come  to  stay.      It  is,  therefore,  worth  while  re- 


Console 

Contains 

Problems 


memltering  that  along  with  the  architectural  problem  of  producing 
a  case  good  to  look  at  and  appropriate  in  its  diniensions  and  lines 
goes  the  acoustical  problem  of  producing  a  fitting  tonal  result.  For 
it  is  becoming  evident  that  the  console  is  a  totally  different  sort  of 
thing,  acoustically  speaking,  from  the  upright.  The  mere  fact  that 
th«  sound  issues  from  an  opening  near  to  the  level  of  the  floor  con- 
stitutes a  problem  of  no  little  magnitude,  as  may  at  once  be  per- 
ceived by  the  simple  process  of  listening  to  the  performance  of 
music  through  a  number  of  consoles  of  different  makes  and  sizes. 
Here  is  something  for  the  consideration  of  our  acoustic  experts.  The 
present  examples  of  console  building  are  frequently  rather  unsatis- 
factory in  respect  of  tone  as  compared  with  the  best  upright  ma- 
chines, and,  if  such  a  criticism  is  correct,  such  a  state  of  affairs 
ought  by  no  means  to  go  uncared  for. 


Radio 

Basis  Is 
Broadening 


The  National  Association  of  Broadcasters  has  secured  the  services 
of  a  well-known  member  of  the  music  industries  as  director  and  it 
is  worth  while  remarking  that  the  very  fact  of  the 
existence  of  this  organization  denotes  that  the 
whole  radio  business  is  about  to  enter  upon  its 
second  stage  of  development.  Broadcasting  must, 
somehow  or  other,  be  put  upon  a  businesslike  basis  and  it  is  evi- 
dent that  there  will  be  a  more  or  less  rapid  movement  in  the  matter 
from  now  onward.  This  is  all  to  the  good,  for  those  who  wish 
radio  well — and  that  means  all  of  us  without  exception — will  wish 
to  have  any  ambiguity  of  position  or  doubtfulness  of  standing  re- 
moved at  once.  The  talking  machine  man  should  by  no  means  feel 
hostile  to  radio,  for  he  will  find  it  a  friend  rather  than  an  enemy 
if  only  it  is  taken  into  the  family,  as  it  were,  on  fair  terms  and  is 
treated  with  the  respect  it  deserves.  The  talking  machine  is,  of 
course,  not  going  to  be  superseded  by  any  radio  apparatus  ever  in- 
vented or  ever  likely  to  be  invented.  The  writer  of  these  paragi-aphs 
has  at  home  a  player-piano,  a  fine  talking  machine  and  a  radio  receiv- 


ing station,  the  last  named  under  the  direct  supervision  and  owner- 
ship of  the  son  of  the  family,  who  talks  a  technical  jargon  unintelligi- 
ble to  all  who  are  not  radio  fiends,  but  to  the  latter  more  interesting 
than  baseball  and  all  other  sports  put  together.  The  family  uses  and 
likes  all  three  musical  media  and  considers  no  one  able  to  supersede 
the  others.  There  are  many  other  families  which  feel  the  same  way 
about  it.  We  wish  radio  well,  and  the  more  we  learn  to  like  it  the 
more,  too,  we  appreciate  and  like  our  talking  machine. 


Cautious 

Confidence 

Needed 


The  best  authorities  in  this  part  of  the  world  tell  us  that  the  present 
activity  in  all  lines  of  business  is  likely  to  be  steady  during  the 
Summer,  and  there  is  no  present  reason  to 
anticipate  any  decided  slackening  in  activity  dur- 
ing the  Fall.  The  present  demand  seems  rather 
to  be  a  sign  of  that  period  of  secondary- 
inflation  which  usually  follows  the  depression  which  has  come  after 
any  abnormal  period  of  expansion.  In  all  probability  this  period 
is  nearing  its  end,  but  there  are  many  signs  to  show  that  it  is  not 
likely  to  degenerate  into  a  secondary  period  of  depression.  The 
stocks  of  all  kinds  of  manufactured  goods  throughout  the  world 
have  been  very  low  and,  despite  unfavorable  agricultural  conditions, 
these  stocks  have  had  to  be  replenished  to  some  extent.  Moreover, 
the  basic  financial  condition  of  -  the  world  is  gradually  righting 
itself.  By  degrees  the  world  struggles  back  to  sanity,  but  by 
degrees  only.  Meanwhile  it  is  very  necessary  to  look  to  the  future 
with  caution  as  well  as  with  confidence.  This  is  not  a  good  time  to 
talk  about  how  large  a  profit  one  can  squeeze  out  this  year.  But 
it  is  a  very  good  time  to  make  up  one's  mind  that  business  will  be 
just  what  we  make  it.  The  talking  machine  business  to-day  is  solid 
as  it  never  was  before.  If  it  has  any  troubles  this  year  those  troubles 
will  be  due  to  the  plumb  foolishness  of  its  leaders  and  to  their  inabil- 
ity to  realize  the  difference  between  directing  and  following  the 
stream  of  business  tendency.  Business  is  the  .greatest  game  in  the 
world,  and  to  play  that  game  during  the  next  twelve  months  will 
call  for  the  exercise  of  skill.  If  we  play  carefully,  with  an  eye  to 
the  cards,  we  shall  round  off  one  of  the  most  successful  recoveries 
from  depression  that  our  industry  has  ever  known.  If  we  are  care- 
less we  shall  have  reason  to  wonder  over  lost  opportunities  and 
chances  thrown  away.  Let  us  be  confident,  but  at  the  same  time 
let  us  exercise  our  best  judgment  and  be  cautious. 


It  looks  as  if  the  Summer  season  will  see  a  greater  demand  for 
portable  talking  machines  than  has  ever  before  been  experienced. 

There  are  many  reasons  for  this  gratifying  ex- 
pectation, and  all  of  them  are  sound.  The  people 
are  beginning  to  find  that  they  cannot  do  without 
music,  even  in  camp  or  in  the  Summer  cottage, 


"Portable" 
Season  Has 
Arrived 


nor  is  there  the  least  reason  to  suppose  that  any  satisfactory  sub- 
stitute can  ever  be  found  for  a  good  small  talking  machine  and  a 
nice  lot  of  timely  records  all  ready  to  play  at  any  moment  of  day  or 
night.  Wise  merchants  will  bear  in  mind  that  it  is  only  necessary 
to  tell  the  stoi-y  of  the  portable  to  the  people  to  assure  a  steady 
sale  for  it  during  the  whole  of  the  Spring  and  Summer  months. 
Manufacturers  are  putting  out  more  models  of  this  kind  than  ever 
before.  If  portables  do  not  "go  big"  this  year  the  fault  will  be 
with  the  merchants  for  not  advertising  and  pushing  them.  It  is 
only  necessary  to  tell  the  story  often,  and  again  often.  This  is  all, 
indeed,  that  is  necessary,  but  this  is  very  necessar}- ;  nay,  it  is  essen- 
tial. We  can  make  1923  a  "portable"  year,  if  we  wish.  The  oppor- 
tunity for  sales  of  these  instruments  is  greater  than  ever  before  in 
the  history'of  the  talking  machine  business.  One  fact  stands  out  as 
a  certainty,  however,  and  that  is  that  those  dealers  who  have  not 
enough  confidence  in  this  important  unit  of  their  business  to  put 
their  shoulders  to  the  wheel  of  aggressive  merchandising  tactics  and 
who  are  unwilling  to  use  publicity  as  a  means  of  interesting  the 
large  number  of  potential  customers  in  the  portable  will  not  do  any 
great  amount  of  business.  Slackness  of  sales  in  Summer  does  not 
exist  where  vigorous  methods  are  used. 
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EDWARD  VAN  HARLINGEN 

WILLfAM  BRAID  WHITE 

EUGENE  F.  CAREY 

ARTHUR  E.  NEALY 

A.  SNYDER 

MUSIC  TRADE  CONVENTION  PREPARATIONS  HOLD 

ATTENTION  OF  MERCHANTS  IN  THE  MIDDLE  WEST 


Consoles  Lead  Sales  Field — New  Models  Introduced — Plymouth  Phonograph  Parts  Co.  Formed 
— Wizard  Co.  to  Enlarge — E.  C.  Warner  Is  Promoted — Hiawatha  Trustee  Elected — Other  News 


Chicago,  III.,  ]\Iay  9. — In  Chicago  the  trade  is 
devoting  quite  a  bit  of  attention  to  the  coming 
music  trade  convention  in  June.  We  here  are 
of  the  opinion  that  the  success  of  two  years  ago 
will  be  as  nothing  in  comparison  to  what  we 
shall  achieve  this  year. 

We  know  of  many  manufacturers  preparing 
exhibits  this  year  who  formerly  paid  no  atten- 
tion to  trade  events  such  as  this,  and  we,  there- 
fore, look  forward  to  seeing  on  display  some 
exceptionally  fine  new  models. 

In  the  wholesale  trade  one  sees  portable  in- 
struments on  every  hand.  Some  are  old-timers, 
some  have  been  on  the  market  a  short  time,  and 
others  have  not  as  yet  been  introduced.  To- 
day it  would  seem  that  every  manufacturer 
either  has  a  portable  in  his  line  or  is  preparing 
to  make  announcement  of  one. 

The  addition  of  portables  was  made  absolutely 
necessary  because  of  the  constantly  growing 
demand  for  them.  The  retail  trade,  for  example, 
has  been  keeping  itself  very  active  because  of 
the  sales  of  portables,  which,  in  turn,  have  had 
a  stimulating  effect  on  record  sales. 

Dance  and  popular  records  are  still  leading 
the  field  in  the  Chicago  territory,  but  many 
dealers  report  quite  an  increase  in  classical  and 
standard  numbers  for  the  past  few  months. 

Many  dealers  in  Chicago  territory  are  getting 


ready  to  make  the  coming  Summer  months  very 
active.  Last  year  they  kept  things  coming  by 
the  way  of  canvassing  and  found  that  this  meth- 
od of  getting  business  was  very  satisfactory. 
Therefore,  they  intend  to  keep  up  the  good  work 
and  we  may  expect  that  during  the  coming 
months  we  shall  continue  to  have  steady  busi- 
ness. 

Console  models  are  good  sellers.  The  small 
types  are  ])articularly  well  liked  by  the  Western 
trade.  Mahogany  and  walnut  finishes  are  still 
very  prominent  insofar  as  demand  is  concerned, 
but  the  call  for  oak  seems  to  be  negligible. 
These  small  models,  as  can  be  e.xpected,  are  sell- 
ing wherever  small  apartments  abound. 

As  to  labor  the  unemployment  column  has 
been  entirely  erased,  and  there  are  more  jobs 
to  be  filled  in  this  section  than  there  are  men 
to  fill  them.  Some  of  the  larger  corporations 
are  said  to  have  sent  to  the  Southern  States 
for  colored  laborers  and,  according  to  some  re- 
ports, thousands  of  these  are  coming.  A  few 
years  ago  this  same  situation  prevailed  in  Chi- 
cago territory  and  led  to  quite  a  bit  of  dissatis- 
faction on  the  part  of  white  labor.  It  also  led 
to  dissatisfaction  on  the  part  of  Southern  manu- 
facturers and,  as  a  consequence,  there  was  a 
shortage  of  goods  from  the  Southern  section. 
This  was,  naturally,  followed  by  a  price  rise  in 


Southern  products,  particularly  cotton.  Again, 
if  history  repeats  herself  as  per  custom,  a  rise 
may  be  expected  in  cotton  and  other  products 
coming  from  the  South. 

New  Brunswick  Console  Introduced 

The  Brunswick  Co.  has  just  announced  the  ad- 
dition of  another  period  console  model  to  its  line. 
The  new  instrument  is  known  as  "The  Royal" 
and  retails  at  $115.  The  Royal  is  beautifully 
finished  in  Adam  brown,  red  mahogany  or 
American  walnut,  with  metal-plated  trimmings. 
It  is  33  inches  high,  33  inches  wide  and  21  inches 
deep.  In  keeping  with  all  other  high-grade 
Brunswick  instruments,  the  Royal  is  equipped 
with  'the  Brunswick  all-wood  amplifier,  single 
diaphragm  Ultona,  strong  double-spring  motor, 
12-inch  turntable,  automatic  stop  and  tone  modi- 
fier— features  popular  with  Brunswick  admirers. 
P.  L.  Deutsch  in  Los  Angeles 

P.  L.  Deutsch,  who  was  recently  elected  sec- 
retary and  general  manager  of  the  Brunswick- 
Balke-Collender  Co.,  went  to  Los  Angeles  after 
his  appointment  to  this  office.  Mr.  Deutsch's 
family  has  been  spending  some  time  in  the 
aforementioned  city  and  the  purpose  of  his  trip 
to  Los  Angeles  was  to  accompany  them  back  to 
Chicago.  In  his  new  position  as  secretary  and 
general  manager  Mr.  Deutsch's  duties  will  bring 
him  in  constant  touch  with  all  factors  of  the 
Brunswick  Co.'s  business.  Heretofore  he  has 
devoted  a  major  portion  of  his  time  to  talking 
machines. 

To  Market  the  Electric  Motor 

A  new  concern,  known  as  the  Plymouth  Pho- 
nograph Parts  Co.,  has  been  organized  at  Plym- 
(Continned  on  page  114) 


Mr.  Dealer  and 
Record  Salespeople 


m  YOU  are  interested  in  increasing  your  record  sales — Reviving  and  keeping  alive  the  buying  in- 

H  terest  of  OLD  and  NEW  customers.    Do  you  realize  that  through  RECOMMENDING,  DEM- 

m  ONSTRATING,  and  SELLING  HALL  FIBRE  NEEDLES  your  sale  of  the  better  records  can 

H  be  doubled.— IT  IS  A  FACT! 

J  WHY?  Simply  because  there  is  a  large  class  of  music  lovers  who  prefer  quality  to  harshness. 

J  Every  time  you  introduce  such  a  customer  to  HALL  FIBRE  NEEDLES  you  make  a  friend  

J  a  better  record  buyer.    In  the  quiet  of  his  home  such  a  customer  gets  the  utmost  of  satisfaction 

M  and  pleasure  from  his  records. 

B  He  sells  many  a  friend  records  and  even  instruments  through  his  enthusiastic  interest. 


HALL  MANUFACTURING  COMPANY 


=  Successors  to  B  &  H  FIBRE  MFG.  CO. 

I   33-35  West  Kinzie  Street 


Chicago,  IlL 
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outh,  Wis.,  to  manufacture  and  sell  a  high- 
grade  electric  motor  to  be  used  exclusively  for 
talking  machines.  It  is  said  that  this  motor 
requires  no  oiling  or  adjusting  and  runs  on 
cither  an  A.  C.  or  D.  C.  current,  keeping  up  a 
constant  speed  on  either  of  these  currents, 
whether  they  be  at  30  or  150  volts.  The  cur- 
rent is  controlled  by  a  small  set-screw  placed 
near  the  terminals  of  the  in-taking  wires.  The 
screw  is  to  be  placed  in  one  position  if  the  alter- 
nating current  is  used  and  for  other  positions 
if  direct  current  is  used.  Other  than  this  there 
are  no  adjustments. 

The  company  announces  that  the  new  motor 
is  ready  for  the  market  and  preparations  have 
been  made  for  a  very  large  daily  output,  which 
places  the  Plymouth  Co.  in  a  position  to  guar- 
antee immediate  deliveries  on  orders  received. 
Wizard  Phonograph  Co.  to  Enlarge  Plant 

The  Wizard  Phonograph  Co.,  of  this  city,  ex- 
pects to  take  over  a  new  and  larger  plant  within 
the  next  few  weeks.  This  move  is  made  neces- 
sary by  the  constant  growth  in  business.  Just 
where  the  new  plant  will  be  located  has  not  been 
announced,  but  it  is  understood  that  the  new 
space  will  be  from  two  to  three  times  greater 
than  is  available  in  the  building  now  housing 
the  Wizard  Co. 

This  company  recently  announced  a  line  of 
portable  talking  machines,  finished  in  genuine 
mahogany  and  walnut  veneers.  This  portable 
carries  the  same  name  value  as  do  all  other  in- 
struments manufactured  by  Wizard.  In  addi- 
tion to  placing  the  i^ortable  in  its  line  Wizard 
recently  added  an  authentically  designed  Queen 
Anne  console  which  is  fitted  with  high-grade 
motor  and  universal  tone  arm. 

Oriole  Orchestra  at  Edgewater  Hotel 

On  May  16  the  Oriole  Terrace  Orchestra  will 
begin  a  lengthy  engagement  at  Edgewater 
Reach  Hotel,  Chicago,  taking  the  place  of  Paul 
P.iese  and  His  Orchestra.  The  Oriole  Orches- 
tra is  exclusively  Brunswick  and  recently  gained 
considerable  popularity  for  itself  by  its  playing 


througiiout  the  East.  It  was  expected  that  the 
Edgewater  Beach  Hotel  will  have  completed  its 
radio  broadcasting  stage  by  this  time  and  the 
Orioles  will  play  an  important  part  in  making 
this  one  of  the  most  popular  broadcasting  stages 
in  this  section.  This  stage  is  completely 
equipped  and  will  probably  be  the  largest  and 
most  powerful  of  its  kind  in  the  country. 
Another  Dancing  Doll 

The  Marionette  Mfg.  Co.,  of  this  city,  is  meet- 
ing with  success  in  the  marketing  of  its  dancing 
doll.  This  novelty  is  twelve  inches  in  height 
and  the  little  figure  is  placed  on  a  small  plat- 
form. The  doll  does  not  have  to  be  removed 
vvhen  changing  the  record. 

It  is  also  adjustable  to  fast  or  slow  music 
and  is  said  to  be  wonderfully  human  in  its 
movements. 

E.  C.  Warner  Appointed  Manager 

E.  C.  Warner  has  been  appointed  manager 
of  the  Henderson  Service  Shop  on  Randolph 
street.  This  position  was  formerly  held  by  F. 
O.  Edwards,  who  recently  went  to  the  Hender- 
son department  of  La  Salle  &  Kochs  at  Toledo, 
O.,  to  take  the  place  of  R.  O.  Danforth,  who 
has  been  appointed  manager  of  the  talking  ma- 
chine department  of  The  Fair.  Mr.  Warner 
has  been  connected  with  the  Henderson  Service 
Shop  for  a  number  of  years  in  the  capacity  of 
salesman. 

Rockford  Entertains  Chicago 
Fred  Firestone,  retail  manager  of  the  Schu- 
mann Piano  Co.,  Victor  dealer,  Rockford,  111., 
recently  demonstrated  to  the  Piano  Club  of 
Chicago  that  all  the  good  talent  was  not  to  be 
found  in  Chicago.  Fred's  demonstration  was 
conclusive.  By  hard  and  constant  work  he  has 
built  up  from  his  retail  staff  an  aggregation  of 
artists  on  which  he  is  willing  to  bet  his  hat  any 
old  time.  He  is  of  the  belief  that,  in  order  to 
promote  an  advanced  music  business  it  is  nec- 
essary to  stimulate  enthusiasm  by  means  of 
good  music,  and  he  is  justifying  this  belief  by 
vastly  increasing  the  retail  position  of  the  Schu- 


mann business  in  Rockford.  The  artists  that 
Fred  brought  to  Chicago  were  Wesley  Wilcox, 
baritone;  Wm.  Hack,  tenor,  and  Aliss  Smith, 
accompanist.  The  visitors  put  over  a  mighty 
fine  musical  entertainment. 

.  Introduces  Invisible  Hinge 

The  Oh-Pep  Phonoparts  Co.,  of  this  city,  an- 
nounces a  new  type  of  invisible  hinge.  The 
company  now  has  its  plans  made  for  the  manu- 
facture and  production  of  these  hinges  and  all  is 
in  readiness  for  taking  care  of  the  trade.  The 
new  hinge  was  brought  out  by  Joseph  N.  Pe- 
pin, one  of  the  company's  heads,  who  has  al- 
ready applied  for  United  States  and  foreign 
patents  on  it.  The  hinge  is  constructed  to  open 
to  an  angle  of  ninety  degrees  and  its  screw 
plates  are  held  together  by  a  pair  of  semicircu- 
lar sliding  bars.  In  order  to  put  the  hinge  in 
position  it  is  necessary  that  the  doors  or  lid  be 
counter-sunk.  In  size  this  new  hinge  is  one  of 
the  smallest,  but  at  the  same  time  strongest, 
items  of  its  kind  that  have  ever  been  introduced 
to  the  trade,  and  manufacturers  here  who  have 
already  adopted  it  are  of  the  opinion  that  its 
strength  and  simplicity  will  make  a  tremendous 
impression  upon  talking  machine  purchasers. 
Creditors  Elect  Trustee 

Creditors  of  the  Hiawatha  Talking  Machine 
Co.  recently  held  a  meeting  and  appointed 
Harry  Hanson  trustee.  For  some  time  Mr.  Han- 
son has  been  operating  the  company's  plant  in 
Geneva,  111. 

Hardwood  Manufacturers  Meet 

The  first  annual  convention  of  the  Hardwood 
Manufacturers'  Institute  was  held  recently  at  the 
Blackstone  Hotel,  Chicago.  The  convention 
was  very  elaborately  planned  and  a  fitting  pro- 
gram was  carried  out.  The  Institute  was  formed 
in  June,  1922,  and  at  that  time  boasted  of  a 
membership  of  seventy  hardwood  men.  At  the 
completion  of  its  first  year  the  organization's 
membership  report  showed  that  there  are  over 
300  members  now  with  the  organization  repre- 
(Continited  on  page  116) 


Magnola  Style  Louis  XVI 


"Built      tone  specialists" 

IN  ITS  SEVENTH  YEAR 
OF  STEADY  SUCCESS 

4  Cabinet  Styles: 

Mahogany,  Walnut  and  Oak  Finishes. 

Patented    Tone-Deflecting  System: 

Unsurpassed  Workmanship. 

Vertical  Record  Filing: 

Mechanical  and  Acoustic  Equipment  Be- 
yond Criticism. 

Write  for  our  Revised  Wholesale  Prices 

Magnola  Talking  Machine  Company 

OTTO  SCHULZ,  President 

711  Milwaukee  Avenue  Chicago 
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Mr.  Manufacturer  and 
Mr.  Dealer:  — 

Our  last  month's  advertisement  brought  forth  a  deluge  of 
inquiries  about  like  this: 

"Why  is  the  repair  expense  less  on  phonographs 
equipped  with  UNITED  MOTORS.?" 

The  answer  — 

"For  the  same  reason  that  the  repair  expense  on  a 
modern  automobile  is  less  than  it  would  be  if  the 
engine  was  not  equipped  with  a  crank  case  and  the 
transmission  and  differential  were  not  enclosed  and 
were  never  oiled  after  they  left  the  factory." 

The  discovery  by  a  large  number  of  manufacturers  and 
dealers  that  UNITED  MOTORS  require  less  service  probably 
accounts  for  the  fact  that  there  were  approximately  five  times 
as  many  UNITED  MOTORS  sold  in  1922  as  in  192 1. 

United  Motors  are  not  only  better  motors  —  finer  examples 
of  precision  Workmanship  —  but  they  are  enclosed  in  dust-proof, 
cast  iron  housings.  No  sawdust,  dirt,  nails  or  anything  else  gets 
into  this  air-tight  iron  box  while  being  assembled  by  the  cabinet' 
maker.  And  it  is  equally  proof  against  needles,  dust,  dry  air  or 
the  prying  fingers  of  the  family  small  boy. 

And  United  Motors  are  automatically  lubricated,  by  the  ivic\ 
oiling  system,  from  an  oiled  pad  in  the  bottom,  with  the  result 
that  the  moving  parts  are  properly  lubricated  for  years  without 
attention.  Naturally,  this  valuable  feature  is  possible  only  with 
our  enclosed  construction. 


UNITED  MFG.      DISTRIBUTING  CO. 

536  LAKE  SHORE  DRIVE 
CHICAGO 
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senting  hardwood  producers  from  all  parts  of 
the  country. 

Lakeside  Radio  Is  Now  Ready 

Elaborate  preparations  have  been  made  by 
the  Lakeside  Supply  Co.  for  the  coming  con- 
vention in  June.  A  comprehensive  line,  involv- 
ing everything  this  company  manufactures  or 
handles,  is  ready  for  display.  This  line  includes 
not  only  talking  machines  and  accessories,  but 
a  full  line  of  Lakeside  Radio  instruriients  and 


Display  of  Lakeside  Radio  Instruments 

parts.  The  accompanying  photograph  shows 
one  corner  of  the  display  Lakeside  has  pre- 
pared and  portrays  two  high-grade  models  of 
its  radio  product.  The  receiving  set  shown 
on  the  table  is  Lakeside's  Supreme  No.  10,  a 
circuit  of  radio  frequency  amplification,  which 
is  considered  by  many  radio  men  to  be  very 
simple  and  efficient.  The  first  step  in  this  re- 
ceiver is  radio  frequency  or  tuned  impedience; 
the  second  step  is  detector  and  the  remaining 
two  are  audio-frequency  or  amplifying  units. 
Condensers  or  rheostats  are  of  the  Vienna  type. 

The  little  lamp  shown  on  the  table  is  a  very 
ingenious  affair,  being  a  combination  of  lamp, 
talking  machine  and  radio  receiver.  This  is  an 
identical  model  of  the  radio  floor  lamp  that 
was  used  for  broadcasting  at  the  recent  radio 
show  at  the  Coliseum. 


One  of  the  most  ingenious  parts  of  this  lamp 
is  the  top  'portion  of  the  shade,  which  is  held 
by  a  swiveled-hinge  jack-plug.  Concealed  within 
the  top  of  the  lamp  is  a  little  antenna.  When 
the  shade  is  raised  it  can  be  swung  in  any 
direction. 

Practically  all  parts  used  in  Lakeside  outfits 
are  Crosley  manufactured.  The  receiving  dis- 
tance of  both  of  these  little  instruments  has 
never  been  fully  determined.  Coast  stations 
have  been  picked  up  on  the  table  set  and  Cuba 
has  been  picked  up  on  the  lamp. 

Buys  $500,000  Brunswick  Home 

The  Brunswick-Balke-Collender  Co.  has  just 
acquired  all  the  stock  in  the  Lake  Building 
Corp.,  which  owns  the  leasehold  interest  of  the 
ten-story  Studebaker  Building,  623-3i  South 
Wabash  avenue,  for  $500,000  cash.  For  many 
years  this  building  has  housed  the  main  offices 
and  showrooms  of  the  Brunswick-Balke-Collen- 
der Co.  The  ground  has  a  frontage  of  120 
feet,  with  a  depth  of  171  feet,  and  is  under  lease 
fiom  Martin  E.  Ryerson  and  the  estate  of  H.  H. 
Getty  for  a  term  expiring  on  October  1,  1989,  at 
an  annual  rental  of  $14,400,  without  revaluation. 
The  building  was  erected  by  Studebaker  Bros. 
Alfg.  Co.  in  1896  as  a  first-class  steel  frame 
fire-proof  structure. 

The  Brunswick-Balke-Collender  Co.  will  con- 
tinue to  occupy  the  building  with  its  general 
offices  and  showrooms.  Some  years  ago  the 
Brunswick  Co.  purchased  the  northeast  corner 
of  Wabash  avenue  and  Harrison  street,  a  parcel 
of  property  80  by  170  feet.  At  the  time  of 
this  purchase  it  was  the  intention  of  the  com- 
pany to  erect  a  building  for  its  own  business, 
but  with  the  taking  over  of  its  present  head- 
quarters this  plan  has  been  abandoned. 

Move  Sonora  Headquarters 

The  Illinois  Sonora  Phonograph  Corp.  moved 
from  its  old  location  on  May  1  to  the  Arcade 
Building,  618-622  South  Michigan  avenue.  In 
the  new  location  Sonora  occupies  the  entire 
seventh  floor.  The  floor  has  been  divided  up 
into  office  room  and  display  space.  The  display 
space'  is  verj'  beautifully  set  up  and  is  set  off 
with  samples  of  every  instrument  manufactured 
by  the  Sonora  Co.  Every  instrument,  from  the 
small  portable  up  to  the  massive  $3,000  model, 


OUR 

i^ensettioneV  Pance  OrcheiStrii 

AjSt/^Hfi  Ketord.  Corp.-zob  Fifth Rve..  Hetyjork. 


is  shown.  In  laying  out  the  new  display  rooms 
the  idea  of  demonstration  was  clearly  kept  in 
mind  and  provision  was  made  for  all  Sonora 
dealers  to  bring  their  clientele  up  to  Sonora 
headquarters  for  the  purpose  of  inspecting  the 
entire  Sonora  line. 

Enlarge  Talking  Machine  Department 
One  of  the  biggest  talking  machine  depart- 
ments that  have  ever  been  opened  in  a  depart- 
ment store  in  Chicago  has  just  been  completed 
at  Rothschild's  by  the  Unit  Construction  Co., 
Chicago  division.  It  is  most  elaborate  and  up 
to  date  and  is  located  on  the  sixth  floor  of  the 
big  department  store's  Loop  building.  The  rec- 
ords are  handled  by  means  of  island  service 
counters  built  up  of  five-foot  racks,  surrounded 
by  a  mahogany  counter.  The  hearing  rooms, 
fourteen  in  all,  are  very  elaborate  afTairs.  These 
are  finished  in  ivory  and  are  arranged  about  the 
island  counter.  The  completion  of  this  new  de- 
partment gives  its  manager,  C.  H.  Morey,  an 
ideal  opportunitj-  to  take  care  of  the  wants  of 
the  great  amount  of  Loop  trade.  Mr.  Morey's 
department  handles  a  very  complete  line  of 
high-grade  instruments,  numbering  among  them 
such  well-known  makes  as  Victor,  Cheney, 
(Continued  on  page  118) 


THREE  BIG  EXCLUSIVE  FEATURES 

Of  the  New  Oro-Tone  No.  16  Automatic  Concert  Arm 

A  CONCERT  ARM 

— that  automatically  adjusts  weight 
— that  automatically  centers  the  needle 

— that  automatically  gives  the  correct  angle  for  the  needle  when 
playing  either  vertical  or  lateral  cut  records. 

That  is  the  story  of  the  new  Oro-Tone  No.  16  Automatic  Concert 
Arm. 

A  simple  turn  of  the  hand  and  this  new  concert  arm  will  play 
Edison,  Victor,  Columbia,  Brunswick,  or  any  other  record  with 
amazing  volume  and  clear  definition  of  tone. 

Edison  records  can  be  played  with  the  ordinary  wood  fibre 
needle,  retaining  all  the  splendid  Edison  tone  quality  and 
eliminating  the  usual  surface  noises. 

Note  the  dotted  line  showing  the  perfect  needle  centering 
when  playing  either  lateral  or  vertical  cut  records. 

SAMPLE  SENT  ON  APPROVAL. 

No  Cost  If  You  Are  Not  Satisfied. 


i5*'  Pat.  Appd.  For 


Showing  Position  of  Reproducer  and  Needle 
When  Playing  Lateral-cut  Records 


Pat.  Appd.  For 


Showing  Reproduc- 
er   at   Rest  When 
Thrown     Back  in 
Edison  Position 


Showing  Position  of  Reproducer  and  Needle 
When  Playing  \'ertical-cut  Records 


1000  to  1010 
George  Street 


Chicago 
Illinois 
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An    Impossible^ ^  Accomplishment 

has  just  been  brought  about  with  the  introduction  of  the 

Oh!  Pep! 

SOLID  BRASS  TONE  ARM 

No  soldered  seams  to  come  loose  nor  die  castings  used  throughout  the  entire  construction.  A  perfect  seamless 
Tone  Arm  made  entirely  of  Solid  Brass  heretofore  thought  impossible  to  construct. 

TONE 

There  should  be  no  argument  as  to  the  relative  merits  of  a  Solid  Drawn  Brass  tone  arm  and  one  of  die-cast 
metal.  Merely  ask  yourself  why  all  cornets,  saxophones,  etc.,  are  made  of  brass.  Then  remember  that  tonal  produc- 
tion of  the  talking  machine  depends  entirely  upon  the  Vibration  of  the  Air  Column  within  the  tone  arm  and  amplifier. 


The  Oh!  Pep!  No.  1  coming  in  sizes  7^    to  8!/2  .     Solid  Drawn  Brass  throughout.     Gives  perfect  weight  on 
records,  whether  hill-and-dale  or  lateral-cut,  and  centralizes  perfectly  in  both  positions. 


Oh!  Pep!  No.  2  can  be  had  in  sizes  8^"  to  91/2"-  Also  centralizes  needle  point  perfectly  when  playing  in  either 
position  and  maintains  perfect  weight  adjustment. 

All  No.  1  Oh!  Pep!  Arms  carry  bases  equipped  with  ball  bearings  and  spring  pivot  ball  joints.  Readily  removed 
from  base  which  makes  them  ideal  for  Portables.  All  reproducers  are  built  on  full  throw-back  principles  for  easily 
mserting  needles.    Prices  ("way  below  those  asked  for  ordinary  die  cast)  quoted  on  application. 


6912  Cottage  Grove  Ave. 


Chicago,  111. 
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Brunswick,  Sonora  and  a  large  record  stock. 
New  Fair  Department  Manager 
R.  O.  Danforth  has  been  appointed  manager 
of  the  talking  machine  section  of  the  Fair  de- 
partment store  of  Chicago.  This  talking  ma- 
chine section  is  one  of  the  biggest  to  be  found 
in  any  department  store  in  Chicago.  Mr.  Dan- 
forth was  formerly  manager  of  the  talking  ma- 
chine department  of  La  Salle  &  Kochs  in 
Toledo. 

The  department  has  been  located  on  the  fifth 
floor  of  the  Fair  Building,  but  it  was  recently 
decided  by  the  heads  of  the  company  to  increase 
the  size  of  their  talking  machine  department. 
In  carrying  out  this  plan  the  department  was 
moved  from  the  fifth  floor  to  the  seventh  floor 
;ind  many  new  booths  were  erected. 

The  new  place  was  opened  with  an  elaborate 
entertainment  and  one  of  the  features  of  this 
opening  was  Sophie  Tucker,  exclusive  Okeh 
artist,  who  rendered  a  number  of  her  favorite 
songs. 

Attractive  New  Widdicomb  Models 

The  Chicago  headquarters  of  the  Widdicomb 
Furniture  Co.,  at  327  South  La  Salle  street,  have 
1  eceived  two  new  Widdicomb  models  which  will 
be  ready  for  the  trade  by  June  1.  Each  is  en- 
tirely in  keeping  with  the  high-grade  product 
for  which  tliis  company  is  noted.  The  new 
models  are  known  as  Nos.  20  and  21.  Model 
No.  20  is  in  Adam  design  and  is  finished  in 
genuine  mahogany  or  light  or  dark  walnut  fin- 
ish as  desired.  The  hardware  is  nickel  through- 
out. The  dimensions  of  this  particular  model 
are:  length,  37  inches';  depth,  21  inches,  and 
height,  36  inches.  Widdicomb  No.  21  carries 
the  same  dimensions  as  No.  20,  but  the  design 
is  Queen  Anne  style.  This  model  is  also  fin- 
ished in  genuine  mahogany  or  light  or  dark  wal- 
nut with  nickel  hardware. 

Both  these  period  models  are  of  the  closed 
console  type,  equipped  with  drop  drawers,  which, 
when  opened,  expose  the  grilles  fronting  the 
amplifier  on  one  side  and  the  record  compart- 


Model  No.  20 


ments  on  the  other  side  of  the  instrument. 

W.  E.  Ernst,  who  is  in  charge  of  Widdicomb's 
Chicago  branch,  has  made  all  preparations  for 


Model  No.  21 


the  coming  Music  Trade  Convention,  and  those 
of  the  Chicago  trade  who  have  already  seen 
the   new   Widdicomb  models  agree  that  these 


two  new  units  will  meet  with  an  enthusiastic 
reception  by  dealers  and  the  public. 

Okeh  Artist  Scores  Success 

Gerald  Griffin,  of  Okeh  fame,  who  is- coming 
to  be  one  of  the  great  tenors  of  the  country, 
has  been  scoring  tremendous  success  at  various 
movie  houses  in  and  about  Chicago.  This  week 
Mr.  Griffin  is  appearing  at  the  Stratford  Theatre 
in  Englewood,  and  the  theatregoers  of  that 
world-famous  section  are  of  the  opinion  that 
the  eminent  Irish  lyric  tenor  is  one  of  the 
greatest  that  they  ever  have  heard. 

Mr.  Griffin,  who  is  an  exclusive  Okeh  artist 
and  composer  of  "Mother  in  Ireland"  and  many 
other  popular  songs,  is  featuring  his  latest  Okeh 
releases,  "When  Irish  Eyes  Are  Smiling,"  "Sally, 
Won't  You  Come  Back?"  and  "Mother  in  Ire- 
land." 

The  lobby  of  the  big  Stratford  Theatre  is 
practically  giving  its  entirety  for  featuring  Grif- 
fin. Several  of  the  big  bulletins  carry  enlarged 
photographs  of  Mr.  Griffin  and  around  these 
photographs  are  placed  everi'  record  in  the 
Okeh  catalog  which  he  has  recorded.  There 
are  in  all  some  twenty  of  these  numbers.  Mr. 
Griffin's  appearance  on  the  south  side  of  Chi- 
cago has  stimulated  the  Okeh  record  business 
considerably.  Every  dealer  in  that  section  has 
tied  up  with  his  appearance  and  has  had  window 
displays  featuring  him. 

Jack  Takes  the  Air 

Jack  Kapp,  of  the  record  service  of  Colum- 
bia's Chicago  branchy  was  recently  heard  over 
KYW's  big  Chicago  broadcasting  station.  For 
about  one-half  hour  Jack  filled  the  air  with  reci- 
tations of  "Cohen  Phones  the  Gas  Company," 
"Cohen  on  the  Telephone,"  etc.  Quite  a  number 
of  requests  were  received  from  radio  enthusiasts 
asking  for  a  recitation  of  Jack's  dialogues  and 
he  has,  therefore,  made  arrangements  with 
KYW  to  recite  at  frequent  intervals.  Just  be- 
fore Jack  began  his  dialogues  the  regular  an- 
nouncer gave  Mr.  Kapp  recognition  as  being 
(C ontinued  on  page  120) 


Profit  Making  by 
Quick  Selling  with 

KIMBALL  PHONOGRAPHS 

The  surest  "way  to  measure  the  value  of  a  Hne  of  phonographs 
is  by  its  merchandising  possibiHties. 

One  of  the  largest  retail  distributors  of  Musical  instruments 
in  the  West  is  ho-w  selling  Kimball  Phonographs  exclusively 
,  "with  such  success  that  he  promises  sales  of  the  Kimball  in  his 
field  will  equal  ALL  the  other  phonographs  sold  in  the  entire 
state  during  1923. 

Shipments  so  far  indicate  that  he  will 
fulfill  his  promise. 

You,  too.  can  make  quick  profits  with 
Kimball  Phonographs. 


Write  at  once  for  prices  and  terms 


W.  W.  KIMBALL  CO. 


Kimball  Hall 


Established  185  7 

306  So.  Wabash  Ave. 
CHICAGO 


Style  L 
One  of  Several  Beautiful 
Console  Models 


Manufacturers  of  Phonographs,   Pianos,    Player  Pianos, 
I*ipe  Organs;  Distributors  of  OKeh  Records 

Kimball  Phonographs  Play  ALL  Records 
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CONSOLIDATED  SERVICE 


I^^UR  watchword  is  Service.  We  realize  that 
"you  want  what  you  want  when  you  want 
it,"  and  we  give  it  to  you.  The  first  requirement 
of  good  service  is  to  fill  orders  promptly.  We 
can  do  this  because  we  make  it  a  point  never  to 
allow  our  stock  to  become  depleted.  We  have 
always  on  hand  a  full  and  complete  line  of 

QKe^L  Records 

The  Records  of  Quality 

OKeh  dealers  are  experiencing  a  fast-growing 
demand  for  the  famous  OKeh  Records,  They 
have  gained  popularity  with  the  record-buying 
public  with  remarkable  rapidity.  If  you  are  not 
carrying  OKeh  records  you  are  missing  a  great 
business-getting  opportunity.  You  can  cash  in 
big  on  OKeh  record  business.  We  show  you  the 
way.  Write  us  for  the  most  advantageous 
dealers'  proposition  in  the  country. 


oju: 

The  Record  OF  liwlU^ 


The  Consolidated  Talking  Ma- 
chine Company  extends  to  the 
trade  a  hearty  invitation  to  visit 
the  interesting  exiiibit  which  it 
plans  to  hold  at  the  Music 
Trades  Convention,  Drake  Hotel, 
June  4fh  to  June  7th,  inclusive. 


Consolidated  Talking  Machine  Co. 

227  W.  Washington  Street  CHICAGO,  ILL. 

f  2957  Gratiot  Ave.,  Detroit,  Mich. 
Branches :  -{  ' 

[  1121  Nicollet  Ave.,  Minneapolis,  Minn. 
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TWO  NEW  LOW-PRICED 

EDISON  PHONOGRAPHS 

That  Increase  the  Dealer* s  Sales  Possibilities 

Mr.  Edison  has  realized  his  great  ambition  to  place  on  the  market 
the  perfected  EDISON  PHONOGRAPH  at  orices  that  everyone 
can  pay.     The  EDISON  line  now  offers  a  full  size  cabinet  model 
with  standard  Edison  equipment  as  low  as  $100  list,  and  a  console 
at  $135. 


Write  for  our  liberal 
dealer  proposition 

We  have  openings  for  dealers 
in  parts  of  Wisconsin,  Illinois, 
Michigan  and  Indiana.  To 
progressive  merchants  we  offer 
an  opportunity  to  build  a  profit- 
able Edison  Phonograph  busi- 
ness.   Write  today! 

The  Phonograph  Co. 

229  So.  Wabash  Ave. 
Chicago,  III. 


connected  with  the  Chicago  headquarters  of  the 
Columbia  Graphophone  Co. 

Sonora  Music  Shop  Chartered 
The  Sonora  Music  Shop,  3329  West  Madison 
street,  this  city,  has  been  granted  a  charter  of 
incorporation  under  the  laws  of  this  State,  with 
a  capital  of  $25,000,  to  deal  in  musical  instru- 
ments and  supplies  of  all  kinds.  Incorporators 
are  F.  P.  Hodges,  Stephen  P.  Hidek  and  John 
Hidek,  Jr. 

Tivoli  Syncopators  Use  Melrose  Publications 

In  last  month's  issue  of  The  Talking  Machine 
World  there  appeared  in  the  news  columns  a 
story  concerning  Albert  B.  Short  and  his  Tivoli 
Syncopators.  The  story  told  of  Mr.  Short  and 
his  Syncopators'  presence  in  New  York  in  the 
recording  studios  of  Aeolian. 

Since  Mr.  Short  and  His  Syncopators  have 
returned  to  Chicago  the  Balaban  &  Katz  string 
of  theatres  has  been  featuring  them  and  local 
Vocalion  dealers  have  been  tying  up  with  their 

ABSOLUTELY 
FREE 


of 

Extraneous  Sounds 

is  the 


This  has  been  accomplished  by 
a  new  discovery  which  makes 
the  playing  point  of  TONO- 
FONE  more 

Resilient  and 
More  Flexible 

Than  ever  before:  This  means 
less  wear  on  the  Records  and  a 
sweet,  clear  brilliant  tone. 

TONOFONE 

May  now  be  had  in  two  styles. 

LOUD 

For  Dancing  and  Band 
Records  or 

MEDIUM 

For  Voice  and  Instrumental 
Records 

Both  ofifer  the  Best  Needle 
Value  ever  ofifered  the  trade. 

Write  for  samples  and  particu- 
lars— free. 

THE  TONOFONE  COMPANY 

no  So.  Wabash  Ave.,  CHICAGO,  ILL. 

Inventor t  and  Manufacturer* 


appearance  in  different  houses.  Mr.  Short  is 
musical  director  at  the  Tivoli  Theatre  of  Chi- 
cago and,  since  he  organized  his  Tivoli  Synco- 
pators, this  organization  has  come  to  be  one  of 
the  most  popular  orchestras  in  the  Chicago  dis- 
trict. 

When  playing  at  the  Tivoli  Theatre  on  the 
South  Side  the  Syncopators  featured  "Wolverine 
Blues,"  a  very  popular  number  that  was  re- 
cently put  out  by  Melrose  Bros.,  whose  place 
of  business  is  at  Sixty-third  street  and  Cottage 
Grove  avenue,  Chicago,  directly  across  the 
street  from  the  Tivoli  Theatre.  The  enthusiasm 
that  followed  the  introduction  of  "Wolverine 
Blues"  by  the  Tivoli  Syncopators  was  so  en- 
couraging that  nearly  every  orchestra  in  the 
country  has  taken  this  number  on.  According 
to  Walter  Melrose,  manager  of  the  Melrose 
Bros.  Music  Co.,  the  history  of  "Wolverine 
Blues"  was  very  interesting. 

Some  few  weeks  ago  the  number  was  intro- 
duced locally  by  Joe  Oliver,  known  as  "Wizard 
on  the  Cornet,"  and  the  requests  Mr.  Oliver 
received  for  copies  of  the  publication  were  very 
numerous.  Mr.  Melrose,  in  making  the  inquirj', 
discovered  that  the  number  was  unpublished 
and,  upon  investigation,  learned  from  Mr.  Oli- 
ver that  the  writers  of  the  number  lived  on  the 
Coast.  He  lost  no  time  in  getting  in  touch  with 
them  and  negotiations  for  publishing  by  the 
Melrose  Co.  were  completed  within  a  few  days 
by  wire. 

Columbia  Dealers*  Artist  Tie-up 

The  recent  appearance  in  this  city  of  Cantor 
David  Roitman,  exclusive  Columbia  artist,  was 


responsible  for  a  most  complete  tie-up  of  the 
leading  Columbia  dealers  handling  Jewish  rec- 
ords. Cantor  Roitman  visited  several  of  the 
dealers'  establishments,  including  the  Halsted 
Music  Shop,  1242  South  Halsted  street,  and 
Eller's  Music  Shop,  2702  West  Division  street. 
At  the  latter  store  Cantor  Roitman  autographed 


Left  to  right:    Louis  Eller,  Harry  Eller,  Jack 
Kapp.  Columbia  Graphophone  Co.,  and  Cantor 
David  Roitman 


every  one  of  his  records  that  was  sold  during 
his  visit  and  the  accompanying  photograph  was 
taken  at  this  store. 

Takes  on  Sonora 
The  Fair  department  store  in  Chicago's  Loop 
has  just  announced  the  addition  of  Sonora  pho- 
nographs  to   its   already   comprehensive  line, 
which  includes  Victor,  Brunswick  and  Cheney. 
( Coiitiinicd  on  l^age  122) 


Lakeside  Supreme  No   10  Radio  Receiving  Set,  $70 
Size,  24  inches  long.  10  inchea  hirh,  8  inches  wide. 

LAKESIDE  SUPPLY  CO.  73  W.  Van  Buren  St.,  Chicago.  111. 
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Alone  In  Its  Field 

THE  NEW  ORO-TONE  PORTO - TYPE 


A  Marvelous  Achievement  in 
Phonograph  Building 

IF  enthusiastic  approval  backed  b}'  a  sur- 
prising volume  of  orders  is  a  fair  basis 
of  judgment,  the  new  Oro-Tone  Porto-Type 
is  already  an  established  success.  Every 
element  entering  into  the  construction  of 
this  Porto-Type  is  of  the  highest  quality. 
The  cabinet  is  the  most  attractive  and  sub- 
stantial cabinet  made.  The  special  record 
case  holds  twelve  ten-inch  records.  The 
tone  arm  and  reproducer  are  full  size  stand- 
ard Oro-Tone  quality.  The  protective  hard- 
ware and  the  piano  hinge  will  last  a  life- 
time. The  motor  plays  two  ten-inch  rec- 
ords at  one  winding. 

A  Tone  That  Compares  Well 
With  Full  Size  Machines 

In  tone  volume,  and  in  clear,  definite  repro- 
duction, the  Oro-Tone  Porto-Type  com- 
pares remarkably  well  with  full-sized  ma- 
chines. This  is  because  a  full-sized  Oro- 
Tone  Arm  and  Concert  Reproducer  is  used, 
together  with  the  deflector  at  the  back. 
We  are  frank  to  claim  that  the  volume  of 
tone  and  the  clear  definition  of  the  tone 
given  by  the  Porto-Type  is  something 
never  before  attained  in  a  portable  machine. 
We  offer  you  the  opportunity  to  test  this 
claim  at  our  expense. 


standard  Tone  Arm 

Here  is  the  full-sized,  higli-grade  throw-back 
Oro-Tone  Arm  and  Concert  Reproducer,  fitted 
with  special  ORO-TONE  indestrvictible  dia- 
phragm. Play.'!  all  record.s.  Also  shows  tone 
deflector  and  long,  continuous  piano  hinge  on 
cabinet.  This  is  the  regular  standard  tone  arm 
and  reproducer  that  will  be  supplied  on  Porto- 
Types  unless  the  automatic  arm,  shown  below, 
is  specified. 


Atitomntlc  Tone  Arrn 

The  No.  Ifi  Automatic  Concert  Arm,  shown 
above,  plays  all  records  and  automatically  ad- 
justs weights,  centers  the  needle  and  gives  cor- 
rect angle  when  playing  either  vertical  or  lateral 
cut  records.  The  price  of  the  Porto-Type, 
equipped  with  the  automatic  arm.  Is  .$37.50  List. 


Protective 

Hardware 
and  Piano 
Hinee 


R(*Tr»rtvable 

TSeoord  Case 


Pat.  Appd.  For 


Read  These  Specifications 

CASE — Positively  the  neatest,  strongest  and  most 
compact  portable  cabinet  made.  Will  stand  up 
under  the  roughest  usage. 

MOTOR — Powerful  single  spring,  mounted  in  rigid 
cast  iron  frame  to  insure  perfect  alignment  and 
with.stand  rough  handling.  Plays  two  ten-inch 
records  at  one  winding. 

TONE  .\RM  AND  REPKOD I' CER— Standard  Oro- 
Tone  Arm.  with  Concert  Reproducer,  producing 
deep  musical  tone  and  great  volume. 
RECORD  FILING  COMP.ARTMENT— Bellows  de- 
sign in  the  lid,  holding  one  dozen  10-inch  records. 
CONVENIENCE— .\I1  records  and  parts  contained 
within  the  phonograph.  No  loose  records  lying 
around  to  be  broken. 

DISIENSIONS— Length,  inches;   Width,  11% 

inches;   Height.  7  inches. 
WEIGHT — Approximately  20  pounds. 

We  have  built  THE  ORO-TONE  PORTO-TYPE 
to  meet  the  demand  for  a  dependable  Phonograph 
that  will  give  long  service,  perfect  operation  and 
splendid  tone  quality.  Measure  the  quality  of  this 
machine  with  any  other  portable  at  any  price. 

Send  Your  Order  TODAY  on  Approval 

No  money  is  asked  for.  We  will  gladly  ship  you 
a  Porto-Type  for  ten  days'  free  trial.  No  cost 
unless  satisfied. 

PRICES 

with  Standard  Equipment  $3,5.00 

With  Automatic  Equipment  $3~..>0 

Less  usual  discoimt  to  responsible  dealers.  Terms : 
2  per  cent,  10  days;  net,  30  days.  Please  furni.sh 
references  if  you  are  not  rated. 


The  Oro-Tone  Co. 

1010  George  Street,  Chicago,  III. 


I>imensions : 

Height.  T  in. 
>Vidth,  IIV2  in. 
I^cnifth,  icy.  in. 


Pat.  Appld.  For 
Record  Case  for  13  Records 


Fnequaled  Cabinet 
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An  Invitation 
To  the  Trade 

Visitors  to  the  Music  Trades  Conventions  to  be 
held  at  the  Drake  Hotel,  Chicago,  from  June  4th 
to  7th,  are  invited  to  make  our  exhibit  their  head- 
quarters during  their  stay  here. 

We  w^ill  maintain  an  interesting  display,  featuring 

Records 
Odeon  Records 

and  Other  Products  Manufactured  by  the 
General  Phonograph  Corporation,  New  York 

Consolidated   Talking   Machine  Co. 

227  West  Washington  Street  CHICAGO,  ILL. 


The  advertising  department  of  The  Fair  made 
its  announcement  by  means  of  some  very  elabo- 
rate advertising  in  the  local  newspapers  in  con- 
nection with  some  beautiful  upright  and  console 
Sonora  models,  shown  in  pen  and  ink  drawings. 

The  Fair's  advertising  department  said  of 
Sonora:  "With  the  one  idea  in  mind,  always, 
of  ofTering  to  "our  patrons  the  ultimate  in  musi- 
cal instruments  and  taking  cognizance  of  the 
clamor  of  the  populace  for  a  super-phonograph, 
we  take  great  pleasure  in  announcing  that, 
henceforth,  our  line  will  be  complete  with  a  full 
assortment  of  Sonoras,  the  highest  class  talking 
machine  in  the  world." 

Benefits  by  Competition 

H.  W.  Brclsford,  who  has  a  beautifully  ap- 
pointed exclusive  Victor  store  at  435  West 
North  avenue,  has  the  distinction  of  being  the 
first  Victor  retailer  in  Chicago  outside  the  Loop 
and  has  been  in  business  in  the  neighborhood 
in  which  he  is  now  located  for  nearly  twenty 
years. 

Mr.  Brelsford  maintains  a  neutral  attitude  re- 


Attention  Dealers 
Introducing  the 
COLUMBIAN 
Baby  Grand  Piano 


Exquisite  in  tone  this  little  instrument  59"x56" 
has  the  volume  of  a  concert  grand.  Elastic  in 
touch,  wonderful  repeating  and  faultless  action. 
Finished  throughout  in  brass.  Beautiful  and  stately 
in  design,  highly  finished  in  mahogany  only.  To- 
gether with  our  line  of  Phonographs  made  in  five 
sizes.  We  have  the  best  offer  to  the  music  dealers 
today. 


STYLE  4 

Size  48  inches  high, 
21  inches  wide,  23 
inches  deep.  Cabinet; 
Genuine  mahogany  or 
oak.  Panels  5  ply. 
Motor  plays  4  rec- 
ords with  one  wind- 
ing. 


PORTABLE  PHONOGRAPH 


STYLE  16 
Carries  10  Records 

Compact  enough  to  be  carried  anywhere  and  abso- 
lutely substantial  in  construction.  Its  durability  is 
assured  by  the  use  of  a  double  spring  Heineman 
motor  and  a  tone  arm  with  a  large  powerful  repro- 
ducer.   Universal  plays  all  disc  records. 

EXCEL  PHONOGRAPH  COMPANY 

Manufacturers 
400-412  We&t  Erie  St.  Chicago,  III. 


garding  the  competition  of  the  big  Loop  stores 
distinctly  different  from  that  exhibited  by  the 
average  outlying  merchant.  It  has  always  been 
his  policy  to  view  with  complacency  the  inroads 
into  his  territory  in  the  way  of  machine  sales 
by  the  large  establishments  which,  by  reason  of 
their  intensive  advertising  and  liberal  terms,  are 
able  to  penetrate  every  section  of  the  city.  In- 
stead of  having  an  attack  of  heart  failure  every 
time  a  machine  from  an  outside  source  bobs  up 
in  a  home  in  his  section  he  simply  hails  with 
great  acclaim  the'-.advent  of  a  new  record  cus- 
tomer and  seeks  to  impress  on  the  owner  tiie 
completeness  of  his  'record  stock  and  the  per- 
fection of  his  record  service.  The  number  of 
machine  sales  in-fluenced  by  friends  of  the  above 
who  bought  their  ownTii'acliines  in  the  Loop  is, 
according  to  Mr.  P.relsford,  very  large. 

Broadcasters  Organize  Association 
Broadcasters  from  all  parts  of  the  LTnited 
States  met  at  the  Drake  Hotel,  Chicago,  April 
23  and  26  and  formed  a  body  which  is  now 
known  as  the  National  Association  of  Broad- 
casters. 

The  officers  elected  are  as  follows:  J.  Elliott 
Jenkins,  of  Chicago,  president;  Powel  Crosley, 
Jr.,  president  of  the  Crosley  Mfg.  Co.,  Cincin- 
nati, first  vice-president;  Boden  Washington,  of 
Minneapolis,  second  vice-president;  R.  W.  John- 
ston, Birmingham,  third  vice-president;  E.  F. 
McDonald,  general  manager  of  the  Chicago 
Radio  Laboratories,  secretary,  and  Frank  Elliott 
Davenport,  treasurer. 

Paul  B.  Klugh,  former  president  of  the  Auto- 
piano  Co..  New  York,  and  former  vice-president 
of  the  Cable  Company,  Chicago,  was  elected 
chairman  of  the  Board  of  Directors  and  gen- 
eral manager  of  the  Association.  In  the  ap- 
pointment of  Mr.  Klugh  as  chairman  of  the 
Board  of  Directors  and  general  manager  the 
National  Association  of  Broadcasters  is  to  be 
congratulated.  Mr.  Klugh  is  one  of  the  promi- 
nent men  of  the  music  industry.  He  was  one 
of  the  founders  of  the  Music  Industries  Cham- 
ber of  Commerce  and  has  had  a  hand  in  bring- 
ing about  many  of  the  greatest  reforms  that 
have  ever  occurred  throughou.t  the  trade. 

The  aims  and  purposes  of  the  National  As- 
sociation of  Broadcasters  are: 

(1)  To  encourage  and  aid  the  development 
of  musical  and  literary  genius,  especially  when 
such  genius  has  not  had  proper  and  just  recog- 
nition. 

(2)  .  To  support  every  movement  to  advance 


the  art  of  radio  broadcasting,  encourage  the 
enactment  of  laws  and  legislation  designed  to 
meet  this  purpose. 

(3)  To  protect  its  members  from  unjust  and 
unfair  demands  by  anyone. 

The  next  meeting  of  the  Association  has  been 
called  for  May  14  and  will  be  held  at  the  Drake 
Hotel,  Chicago.  At  this  meeting  Mr.  Klugh 
will  officially  preside. 

Many  New  Edison  Dealers 

The  Phonograph  Co.,  of  this  city,  has  been 
doing  some  exceptionally  fine  business  the  past 
month.  This  concern  has  been  working  in- 
tensively throughout  the  Chicago  trade,  and 
its  efforts  have  been  rewarded  by  a  largely  in- 
creased business  and  the  addition  of  several  new 
members  to  the  Edison  dealer  family. 

The  Home  Comfort  Phonograph  Shop,  at 
7067  North  Clark  street,  is  a  newcomer  into 
the  field  in  this  territory  and  has  taken  on  the 
entire  line  of  Edison  goods  exclusively.  The 
proprietor  -  of  this  new  establishment  is  W. 
Dagnack. 

Another  new  Edison  account  is  Coppotelli 
Bros.,  at  20  Illinois  street,  Chicago  Heights,  a 
suburb  of  Chicago.  This  concern  has  been 
doing  business  for  some  time  handling  the 
Kimball  line  exclusively.  It  has  now  taken  on 
the  entire  line  of  Edison  goods  in  connection 
with  its  Kimball  line. 

Upon  the  north  shore  another  brand  new 
store  recently  began  operation.  This  concern 
is  known  as  the  LHien  Music  Co.  and  has  its 
location  at  168  Main  street,  Kenosha.  This  new 
concern  has  taken  on  the  entire  Edison  line 
exclusively  insofar  as  talking  machines  are  con- 
cerned and  in  conjunction  it  represents  the 
Straube  piano. 

W.  A.  Schmidt,  manager  of  the  Phonograph 
Co.,  of  Chicago,  has  just  returned  from  a  week's 
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RETAIL  PRICE 
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visit  to  the  Edison  factory.  While  there  he 
made  arrangements  for  speedier  service  to  the 
Chicago  territory.  This  service  is  applied  par- 
ticularly to  records  and  was  made  necessary 
because  of  the  largely  increased  record  business 
the  Phonograph  Co.  has  brought  about  through 
its  recent  activities. 

Rosa  Raisa  Sings  at  Auditorium 

On  Sunday  evening,  May  6,  Rosa  Raisa,  grand 
opera  star  and  exclusive  Columbia  artist,  was 
a  volunteer  before  a  mass  meeting  in  the  Audi- 
torium which  signalized  the  opening  of  a  cam- 
paign to  raise  funds  for  enlarging  and  rebuilding 
"Mount  Sinai  and  Michael  Reese  Hospital  and 
the  Jewish  People's  Institute.  Her  husband, 
Giacomo  Rimini,  also  sang  at  this  meeting. 
Both  artists  are  extremely  interested  in  Jewish 
philanthropic  work  done  in  Chicago.  On  the 
occasion  of  former  drives  they  have  taken  an 
active  part  in  the  campaigns.  More  than  four 
thousand  were  in  the  audience  which  officially 
opened  the  drive  for  the  raising  of  funds. 
New  Location  for  Targ  &  Dinner  Co. 

Targ  &  Dinner  Music  Co.,  Emerson  repre- 
sentative, whose  place  of  business  has  been  at 
1457  West  Chicago  avenue,  Chicago,  has  taken 
a  new  location  at  229  West  Randolph  street. 
The  new  location  is  in  the  Loop  and  its  conve- 
nience for  out-of-town  dealers  will  enable  Targ 
&  Dinner  to  facilitate  the  handling  of  increased 
business  as  well  as  enabling  them  to  render 
much  better  service  than  heretofore.  The  entire 
second  floor  of  the  building  is  now  occupied  by 
the  company. 

Targ  &  Dinner  recently  secured  the  exclusive 
sales  rights  for  the  Chicago  territory  on  Gold 
Seal  strings  for  all  musical  instruments.  This 
product  is  of  German  manufacture  and  is  re- 
garded as  being  of  excellent  quality  and  price. 
Columbia  Traveling  Force  Changes 

With  the  event  of  the  taking  over  of  the  ter- 
ritory of  the  Cincinnati  and  St.  Louis  branches 
by  the  Chicago  branch  of  the  Columbia  Co.,  the 
following  changes  in  personnel  have  come  about: 


A.  B.  Creal,  who  formerly  m.anaged  Colum- 
bia's St.  Louis  branch,  is  now  associated  with 
the  Chicago  office  of  Columbia  as  regional  rep- 
resentative. jNIr.  Creal  makes  his  headquarters 
in  Chicago  and  covers  the  entire  region  of  the 
Chicago   office   in   company   with   the  various 


A.  B.  Creal 

salesmen.  He  is  one  of  the  most  popular  mem- 
bers of  the  jobbing  trade. 

The  Columbia's  branch  at  St.  Louis  and  Cin- 
cinnati will  continue  to  function  as  sub-branches 
of  the  Chicago  office.  The  St.  Louis  territory  is 
still  covered  by  W.  H.  Helwig,  and  Columbia's 
Cincinnati  territory  will  continue  to  be  looked 
after  by  N.  V.  O'Bannion,  as  heretofore. 

G.  W.  Morey  will  also  keep  up  his  work  of - 
representing  Columbia  in  part  of  the  territory 


acquired  from  the  St,  Louis  branch  by  the  Chi- 
cago office. 

E.  L.  Wallace  has  been  transferred  from  the 
Buffalo  district  to  Michigan,  where  he  succeeds 
M.  Marrin,  who  formerly  covered  this  terrilo'-y 
for  Columbia. 

Kentucky,  which  was  formerly  looked  after 
by  Columbia's  branch  at  Cincinnati,  will  con- 
tinue to  be  cared  for  by  J.  E.  Kleeman,  who 
will  report  to  the  Chicago  office. 

Sonera  Sales  Chief  'Visits 

Assistant  General  Sales  Alanagcr  Frank  V. 
Goodman,  of  the  Sonora  Phonograph  Co.,  spent 
some  time  visiting  the  Chicago  trade  during  the 
past  week.  While  here  he  made  his  headquar- 
ters at  the  .Sonora  Phonograph  Co.  of  Illinois 
offices  an-d  in  company  with  Sales  Manager  L. 
Colder,  of  the  latter  concern,  called  on  Sonora 
dealers  throughout  this  territory.  Sonora  deal- 
ers here  who  have  been  attending  the  weekly 
salesmanship  classes  in  the  salesroom  of  the 
-Sonora  Phonograph  Co,  of  Illinois  were  fortu- 
nate in  having  a  regular  meeting  during  Mr. 
Goodman's  visit.  Mr.  Goodman  gave  the  local 
dealers  a  detailed  explanation  of  the  .Sonora 
instrument  and  told  something  concerning  every 
item  that  goes  into  its  manufacture. 

Blood  Co.  Doubles  Space 

The  Blood  Tone  .Arm  Co..  of  this  city,  has 
just  moved  its  headtmarters  from  the  fifth  floor 
of  326  River  street  to  the  third  floor  of  the  same 
building.  This  move  was  made  owing  to  greatly 
increased  business,  which  made  it  necessary  for 
the  Blood  Co.  to  double  its  working  space.  In 
the  new  location  the  company  occupies  prac- 
tically an  entire  floor  of  the  building  and  has 
added  much  new  machinery  throughout  the 
plant. 

The  Blood  Co.  has  just  introduced  a  new 
smkll  arm  for  portable  use,  which  is  in  keeping 
with  all  other  products  manufactured  by  them. 

In  order  to  enable  manufacturers  to  use  the 
larger  size  Blood  arms  on  all  makes  of  cabi- 
( Coiiliiiucd  on  tCH'  124) 


Mono-Turn 

Edison  Position 


Important  Announcement 

In  our  endeavor  to  meet  the  requirements 
of  talking  machine  manufacturers,  we 
have  found  it  necessary  to  build  t'wo  sizes 
of  reproducers  for  the  Blood  Mono- 
Turn  tone  arm  (2-7/16"  and  2-3/16" 
diaphragms) . 

The  2-3/16"  reproducer  is  adaptable  to 
the  smaller  cabinets  and  enables  the 
manufacturer  to  save  from  25  to  35  cents 
on  equipment.  The  same  high  standard 
in  quality  is  maintained  in  this  as  in  the 
regular  2-7/16"  Blood  Mono-Turn. 


With  these  two  types  of  Blood  Mono- 
Turn  arms  the  manufacturer  can  equip 
ALL  of  his  talking  machines  with  the  best 
make  of  tone  arm  on  the  market — a  prod- 
uct that  is  known  the  world  over  for  its 
superior  merit — at  a  price  that  is  abso- 
lutely right. 

Send  for  samples  of  either  or  both  which 
w'll  be  sent  on  memo  charge. 


BLOOD  TONE  ARM  CO. 

326  River  Street  Chicago,  111. 


Mono-Turn 

Victor  Position 


We  also  manufacture  high-grade  Edison,  Victor  and  other  Talking  Machine  attachments. 
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TO  FEATURE  MUSICAL  MERCHANDISE 

Consolidated  Co.  Opens  Small  Goods  Depart- 
ment— To  Wholesale  and  Retail  Nationally 
Known  Lines  of  Brass  and  Stringed  Instru- 
ments— Extensive  Campaign  Planned 


SERVICE 

Ready,  friendly,  reliable 
each  month  in  year. 

QKe^  Records 


Records  of  Quality 

We  serve  the  dealer  anywhere.    Write  us  today. 
Tell  us  your  needs. 

W.  W.  KIMBALL  CO.,  Wholesale  Distributors 
306  So.  Wabash  Ave.        Kimball  Bldg  Chicago 


nets  the  Blood  Co.  has  brought  out  a  new- 
sound  box.  This  sound  box  carries  a  diaphragm 
of  3  3-16  inches  and  is  made  purposely  to  en- 
able the  manufacturer  to  use  it  in  combination 
with  the  larger  arm  on  "smaller  cabinets. 
Cole  &  Dunas  Move 
Cole  &  Dunas  Music  Co.,  Inc.,  of  this  city, 
which  has  been  doing  a  wholesale  business  in 
talking  machines,  musical  instruments  and  ac- 
cessories for  several  years  at  50  to  56  West 
I.ake  street,  has  moved  its  headquarters  to  430 
South  Wabash  avenue.  At  this  new  location 
Cole  &  Dunas  will  have  almost  double  the 
amount  of  space  they  now  have  and  will  prac- 
tically be  in  the  heart  of  Chicago's  music  center 
on  Piano  Row.  Not  only  will  the  new  location 
enable  the  company  to  have  more  office,  ship- 
ping and  wareroom  space,  but  it  will  also  afford 


an  opportunity  to  incorporate  an  elaborate  dis- 
play room,  so  that  the  sales  department  and 
Cole  &  Dunas  dealers  may  bring  in  their  cus- 
tomers for  inspection  purposes. 

Columbia  Brieflets 

The  Kunz  Music  Shop,  at  4802  North  Craw- 
ford avenue,  of  this  citj',  has  taken  a  Columbia 
franchise  and  will  deal  in  Columbia  Grafonolas 
and  records  at  this  location.  This  shop  will 
specialize  in  foreign-language  records,  mainly 
Polish  and  Slavish. 

Blossom  Seeley  will  be  one  of  the  headliners 
at  the  Palace  Theatre  in  Chicago  during  the 
week  of  July  1.  Judging  from  results  received 
from  tie-ups  with  this  artist,  Chicago  dealers 
can  anticipate  another  banner  week  of  the  sale 
of  Blossom  Seeley  records  made  by  the  Co- 
lumbia Co. 


THE  GEER  REPEATER 


This  Improved  Geer  Repeater  is  adjustable — it  plays  all  records  com- 
pletely through— and  it  is  daily  becoming  more  popular  wherever 
continuous  music  for  dancing,  dining,  entertaining  or  other  purposes 
is  required.  Thousands  of  dealers  are  making  splendid  profits.  Why 
not  you? 

Walbert  Manufacturing  Company 

925-41  Wrightwood  Avenue  Chicago,  111. 


Chicago,  III.,  May  8.— The  Consolidated  Talking 
Machine  Co.,  of  this  city,  announces  that  ar- 
langements  have  just  been  made  with  several 
of  the  largest  manufacturers  of  brass  and 
stringed  instruments  and  accessories  for  exclu- 
sive factory  representation. 

The  Consolidated  Co.  has  turned  over  a  large 
amount  of  space  on  the  first  floor  of  its  building 
at  229  West  Washington  street  for  use  of  the 
new  department. 

A  complete  line  of  small  goods  will  be  han- 
dled at  both  wholesale  and  retail  and,  in  pre- 
paring for  the  wholesale  business,  a  formal  an- 
nouncement of  the  opening  of  the  new  depart- 
ment has  been  mailed  out  to  over  18,000  retail 
dealers  throughout  the  United  States. 

The  manager  of  the  new  department  will  be 
C.  M.  Richoff,  who  has  been  with  the  Consoli- 
dated Co.  for  several  months.  He  has  been 
in  charge  of  the  retail  department  of  this  com- 
pany since  his  coming  and  has  proved  his  abil- 
ity by  the  manner  in  which  he  has  built  it  up. 

The  following  are  a  few  of  the  nationally 
known  lines  which  will  be  represented  by  the 
Consolidated  Co.:  Holton  band  instruments, 
Ludwig  &  Ludwig  drums  and  accessories,  J.  C. 
Degan,  Inc.,  xylophones,  marimbas  and  bells, 
Prueffer,  Buffet  and  Beaufort  clarinets.  The 
Consolidated  Co.  will  also  carry  a  commercial 
line  bearing  its  own  trade  names,  to  be  known 
as  Consola  and  Roylat. 

Samuel  Kaplin  has  taken  over  the  Biltmore 
:Music  Shop,  at  2048  West  Division  street,  this 
city.  He  will  deal  exclusively  in  Columbia 
machines  and  records  and  expects  to  build  up 
a  very  large  mail-order  business  in  Hebrew- 
Jewish  records. 

H.  L.  Willson,  president  of  the  Columbia 
Graphophone  Co.,  paid  a  visit  to  the  Chicago 
branch  of  the  organization  on  May  2  and  3.  He 
expressed  himself  as  well  pleased  with  the  out- 
look for  business  in  the  Middle  West  and  is  an- 
ticipating a  great  Fall  business  for  the  company. 
Immense  Furniture  Building 

The  American  Furniture  Mart  is  the  name  of 
a  new  building  going  up  on  Lake  Shore  Drive, 
three  blocks  north  of  the  Municipal  Pier.  Work 
on  the  foundation  has  already  commenced  and 
when  the  building  is  completed  it  will  be  the 
largest  in  the  world,  covering  more  than  1,500,- 
000  square  feet,  which  is  equivalent  to  thirty- 
nine  acres.  It  will  occupy  an  entire  square 
block  as- follows:  240  feet  on  Lake  Shore  Drive, 
466  feet  south  on  Erie  street,  365  feet  north  on 
Huron  street  and  218  feet  west  on  McClurg 
street.  The  structure  will  be  sixteen  stories 
high.  The  architecture  will  carry  out  the 
Gothic  motif. 

W.  L.  Nederhoed  a  Visitor 

One  of  the  recent  visitors  to  Chicago  from 
the  East  was  W.  L.  Nederhoed,  foreign  sales 
n-i.anager  of  the  South  Atlantic  Export  Co., 
New  York  City.  While  here,  Mr.  Nederhoed 
made  a  careful  survey  of  the  local  manufactur- 
ers who  are  interested  in  the  export  business. 
He  consummated  several  deals  with  a  number 
of  talking  machine  manufacturers  here  as  well 
as  manufacturers  of  parts  and  accessories. 
Buys  the  Jarrow  Business 

Harry  R.  De  Beer  has  bought  the  talking 
machine  shop  and  sewing  machine  business  of 
the  late  George  Jarrow,  at  3370  North  Clark 
street.  Mr.  Jarrow  died  in  January  and  his 
widow  has  continued  the  business  until  the 
present  time.  He  has  added  a  complete  line 
of  Columbia  machines  and  records  and  will 
also  put  in  a  line  of  small  goods  and  music 
rolls.  The  business  will  be  conducted  under 
the  name  of  Harry's  Music  &  Sewing  Machine 
Shop.  Mr.  De  Beer  is  planning  an  aggressive 
drive  in  the  interest  of  his  music  lines. 
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TALKING  MACHINE  EXHIBITS  FEATURE  OF  CONVENTION 

Many  Prominent  Lines  Will  Be  Displayed  at  the  "Prosperity"  Convention  of  the  Associated 
Music  Industries— Trade  Leaders  From  All  Parts  of  Country  to  Be  Present— Holiday  in  Chicago 


Chicago,  III.,  May  8. — Chicago,  the  city  of  con- 
ventions, is  scheduled  to  pull  oft  next  month  a 
convention  that  will,  it  is  believed,  be  the  great- 
est one  of  its  kind.  That  convention  will  be 
the  "Prosperity  Convention"  of  the  Associated 
Music  Industries  and  will  take  place  at  the 
Drake  Hotel  on  June  4,  5  and  6,  inclusive. 

Heretofore  at  Music  trade  conventions  pianos 
and  player-pianos  have  predominated,  but  many 
authorities  believe  that  this  year  the  big  feature 
will  be  talking  machines. 

Many  and  various  are  the  plans  for  entertain- 
ment, business  and  exhibits.  A  band  contest  of 
a  national  character  is  scheduled  for  schools, 
colleges  and  universities,  and  so  tense  is  the 
excitement  concerning  this  that  a  resolution  is 
to  be  moved  in  the  City  Council  to  have  one 
day  during  the  Convention  declared  a  legal 
holiday.  The  Post  Office  Department  has 
signified  its  enthusiasm  by  designing  a  special 
cancellation  stamp  featuring  the  Convention. 
This  will  be  used  to  cancel  all  mail  matter  re- 
ceived by  and  mailed  from  Chicago.  There  will 
also  be  competitive  band  and  orchestra  contests 
for  industrial  houses,  for  policemen,  firemen, 
letter  carriers  and  civic,  county,  state  and  na- 
tional employes,  as  well  as  the  Army,  Navy 
and  Marines. 

I.^ieut.  Wm.  H.  Santelmann,  leader  of  the 
United  States  Marine  Band  at  Washington,  D. 
C,  will  act  as  chief  judge  of  the  national  band 
tournament.  Latest  reports  indicate  that  there 
will  be  something  like  350  bands  with  a  total 
of  6,000  members  in  attendance  at  the  contest. 
To  stimulate  further  the  enthusiasm  prizes  total- 
ing $6,000  will  be  awarded.  The  competition 
will  take  place  on  the  Lake  Front,  and  the  finale 
of  the  contest,  which  at  the  same  time  will  mark 


the  close  of  the  Convention,  will  be  celebrated 
by  an  en  masse  concert  and  parade  through  the 
Loop  by  the  members  of  the  competitive  bands. 
Number  of  Entries 

Practically  all  the  Chicago  school  bands  will 
take  part  in  the  tournament.  From  outside  the 
following  entries  have  been  received:  Rich- 
mond, Ind. ;  Quincy,  111.;  J^iqua,  O.;  Rockford, 
111.;  Oklahoma  City,  Okla.;  Cedar  Rapids,  la.; 
Berlin,  N.  H.;  East  Chicago,  Ind.;  Attleboro, 
Mass.;  North  Adams,  Mass.;  Aurora,  111.; 
Bakersfield,  Cal.;  Berkeley,  Cal. ;  Goshen,  Ind.; 
Gloucester,  Mass.;  Marshalltown,  la.;  Louis- 
ville, f\.y. ;  Cambridge,  O.;  Great  Falls,  Mont.; 
Dayton,  Va. ;  Palestine,  Texas;  Lake  Geneva, 
Wis.;  New  Bedford,  Mass.;  Minot,  N.  D. ;  Lex- 
ington, Mo.;  Delafield,  Wis.;  Morgan  Park 
Military  Academy,  Augusta,  Ga. ;  Fremont,  O.; 
Erie,  Pa.;  Niles,  Mich.;  Ada,  Okla,;  Harvey,  111.; 
Madison,  Wis.;  Atkinson,  Kan.;  Fond  du  Lac, 
Wis.;  Colorado  Springs;  Pittsburgh;  Richmond 
Center,  Wis.;  Tracy,  Minn.;  Council  Bluffs,  la.; 
Grand  Rapids,  Mich;.  Evansvillc,  Ind.;  Elyria, 
C).;  Hamilton,  O.;  Memphis;  New  Castle,  Pa.; 
Le  Roy,  Minn.;  Covington,  111.;  Lehi,  Utah; 
Columbus,  Neb.;  Cleveland,  O.;  Walla  Walla, 
Wash.;  Centralia,  111.;  Marietta,  O.;  Scottsbluff, 
Neb.;  Brazil,  Ind.;  Paterson,  N.  J.;  Joliet,  III; 
Detroit,  Mich.;  Alton,  III;  Locust  Grove,  Ga.; 
Jasper,  Ind.;  Culver,  Ind.;  Greenfield,  Mass.; 
Tuskegee  Institute,  Ala.;  Hastings,  Neb.;  Peru, 
111.;  Woodstock,  111.;  Harrisburg,  Pa.;  White 
Plains,  N.  Y.;  Woodbury,  N.  J. 

From  some  cities  three  or  four  bands  will 
come.  Gen.  LeRoy  T.  Stewart,  Major  F.  L. 
Beals,  Supervisor  of  Physical  Education  of  the 
Chicago  High  Schools,  and  Major  John  Bauder, 
drillmaster  of  the  Chicago  Police  Department, 
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will  have  charge  of  the  Chicago  band  arrange- 
ments for  the  formations  and  parade  and  other 
details  of  the  tournament. 

The  tournament  will  be  the  greatest  of  its 
kind  ever  held. 

From  the  standpoint  of  exhibits  the  talking 
machine,  as  well  as  records,  will  play  an  im- 
portant part.  Practically  all  of  the  well-known 
manufacturers  of  machines  and  records  will  be 
on  hand,  and  it  is  expected  that  ere  the  final 
entries  have  been  made  every  well-known  band 
will  have  been  signed  up. 

This  convention  will  offer  a  means  for  the 
coming  together  and  formation  of  a  national 
body  of  talking  machine  men  greater  than  has 
ever  been  attempted  heretofore,  and  it  is  now 
believed  that  some  means  will  be  fostered  that 
will  invite  not  only  all  manufacturers  of  ma- 
chines and  records  to  more  firmly  establish 
theinselves  as  a  body,  but  the  manufacturers  of 
parts  and  accessories  as  well. 

The  following  list,  which  has  just  been  issued 
by  the  Drake  Hotel,  although  not  complete  by 
any  means,  will  give  some  idea  of  those  con- 
cerns in  the  trade  which  have  already  asserted 
themselves:  Baldwin  Piano  Co.,  pianos,  players; 
Sonora,  Brunswick  and  Columbia,  talking  ma- 
(Continued  on  page  126) 


Tine  Phonograph  of  Marvelous  Tone 


-complete  line  of  upright  and  console  models. 

-preeminent  in  sound  reproducing  qualities. 

-cabinets  beautifully  designed  and  sturdily  constructed  of  5 
ply  veneered  panels. 

— minimum  of  mechanical  adjustments. 

— assured  profits  to  dealer  and  complete  satis- 
faction to  consumer. 

— Catalog  and  wholesale  prices  on  request  to 
dealers  in  open  territory. 


Vitanola  Talking  Machine  Company 

Vitanola  No.  48  Wheeler  St.  and  M.  C.  Railroad 

Mahogany  or  Walnut,  Two-tone  Finish  SaginaW,  W.   S.,  Mich. 

List  Price,  $120.00 
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WE  MANUFACTURE  THOUSANDS  OF  THESE  STYLES 

FOR  BOTH  JOBBERS  AND  DEALERS 
WHY  NOT  FOR  YOU? 

THEY  HAVE  AN  ENVIABLE  PLACE  IN  EVERY  LIVE  DEALER'S  LINE 


Beautiful 
New 
Catalog 
Just  Issued, 
Including 
CONSOLES 
in  Authentic 
Period 
Designs. 


MANY  RETAIL  BUYERS  NEED  A  QUICK  AND  INEXPENSIVE  START, 
OTHERS  HAVE  USE  OR  SPACE  FOR  NOTHING  ELSE 

Particularly  Adaptable  for  Special 
Pricings  in  Attractive  Window  Displays 
and  A'arious  Forms  of  Sale  Advertising 


—A  Bit  of  Sale  Psychology  — 

DISPLAY  or  ailvertisr-  these  styles  at 
attractive  prices  and  arrest  the  atten- 
tion of  the  quiclt  decisionists.  They'll 
come  right  in. 

HUNDREDS  pass  your  fine  store  evei-y 
day  who   decide  it  is  an  expensive 
place  to  trade.    Reverse  these  ideas. 

FEATURE  values  to  suit  those  who  read 
as  they  run — they  decide  for  them- 
selves. 

DEAIjER.S  are  invariably  selling  these 
styles  when  they  least  expect  to,  and 
again  we  say 

WHY  NOT  YOU? 


YOU  CAN  BUY  THESE, 
TO  PRICE,  SO  THEY 
WILL  SELL  ON  SIGHT 

Fine  Tone  and  Big  Volume,  In- 
strumentally,  They  Are  Wonders 

Specifications 

Heineman  Double-.Sprinsr  Motors  and  Toneanns 

Portable  Valuphone 

17"  Wide,  1-1"  Long,  9',"  Hisrh 
Weatherproof  V/alnut,  Oak  and  Mahogany 

Valuphone  Junior 

4.3"  High,  17"  Wide.  10"  Deep 
Mahogany — Figured  Oak,  Waxed  or  Fumed 


WIZARD  PHONOGRAPH  COMPANY,  Inc. 

ANTON  CUMMINGS,  President 

MANUFACTURERS  of  the  CELEBRATED  VALUPHONE  PRODUCTS 

1977  OGDEN  AVENUE  CHICAGO,  ILLINOIS 
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chines  and  records;  Brunswick-Balke-Collender 
Co.,  talking  machines  and  records;  Bush  &  Lane 
Piano  Co.,  talking  machines;  Consolidated  Talk- 
ing Machine  Co.,  Strand  and  Granby  talking- 
machines,  Okeh  records  as  well  as  parts  and  ac- 
cessories and  small  goods;  General  Phonograph 
Corp.,  Okeh  records,  Heineman  and  Meisselbach 
motors,  tone  arms  and  other  talking  machine 


parts;  W.  W.  Kimball  Co.,  Kimball  talking  ma- 
chines, pianos,  players  and  organs;  Lyon  & 
Healy,  Inc.,  Victor  talking  machines  and  rec- 
ords, pianos,  players,  etc.;  The;  Starr  Piano  Co., 
Gennett  records  and  Starr  phonographs;  Mag- 
nola  Talking  Machine  Co.,  Magnola  talking  ma- 
chines, and  H.  G.  Saal  &  Co.,  motors  and  tone 
arms,  etc. 


TWO  VICTOR  SALESMANSHIP  SCHOOLS  HELD  IN  CHICAGO 

Enrolment  of  Victor  Dealers  and  Salesmen  in  Classes  Supervised  by  F.  A.  Delano,  of  the  Victor 
Co.,  Breaks  All  Previous  Records — Motion  Pictures  Illustrate  Lectures 


The  Victor  Talking  Machine  Co.  has  just 
brought  to  a  close  two  of  the  most  successful 
Victor  salesmanship  schools  on  record.  The 
school  was  held  at  the  Congress  Hotel  and  was 
divided  into  two  courses,  the  first  running  from 
April  9  to  12  inclusive  and  the  second  from 
April  16  to  19  inclusive.  The  hours  of  attend- 
ance in  both  classes  were  from  9  a.  m.  to  noon 
and  from  2  p.  m.  to  5  p.  m.  The  previous  rec- 
ord for  attendance  was  made  in  Chicago  sovne 
time  ago,  when  the  attendance  was  106  pupils. 
The  last  class  just  completed  numbered  in  at- 
tendance 215  sales  people  and  P.  A.  Delano, 
of  the  Victor  Co.,  under  whose  supervision  the 
classes  were  conducted,  believes  that  Chicago 
has  made  a  record  that  will  be  extremely  hard 
to  beat. 

All  of  the  salesmanship  talks  were  given  per- 
sonally by  !Mr.  Delano.  His  lectures  covered 
thoroughly  the  selling  of  Victor  records,  Vic- 
trolas  and  everything  pertaining  thereto.  Other 


lectures  were  directed  towards  methods  of  fa- 
miliarizing one's  self  with  these  records  and  the 
Victor  catalog. 

Many  of  the  lectures  were  illustrated  by  mo- 
tion pictures,  showing  scenes  taken  throughout 
the  great  Victor  plant  in  Camden.  The  details 
of  Victor  talking  machine  manufacture  were 
gone  into  thoroughly  and  illustrated  by  means 
of  moving  pictures.  Not  only  did  the  pictures 
show  the  details  embodied  in  the  manufac- 
ture of  Victor  talking  machines,  but  the  method 
of  recording  and  producing  Victor  records  was 
gone  into  as  well. 

Mr.  Delano  stated  that  the  Chicago  class  was 
the  finest,  most  enthusiastic  and  conscientious 
he  had  ever  directed.  At  the  termination  of 
each  school  the  pupils  were  invited  to  a  dinner 
and  this  was  followed  by  a  theatre  party,  the 
first  class  attending  "Sally"  and  the  second  class 
"Tangerine."  During  the  dinner  the  guests 
were  entertained  with  vocal  selections  bv  Mrs. 


L.  C.  Wiswell,  wife  of  L.  C.  Wiswell,  head  of 
Lyon  &  Healy's  Victor  department.  Other  en- 
tertainers were  exclusive  Victor  artists,  such  as 
Ed.  Johnson  and  E.  K.  Rose,  of  Victor  Red  Seal 
fame;  Clyde  Doerr  and  His  Orchestra,  Gus 
Holmquist  and  the  Imperial,  Quartet. 

Among  those  who  attended  the  classes  were 
the  following:  H.  R.  Atherton,  Cable  Piano 
Co.,  Chicago;  A.  T.  Becker,  Becker's  Music 
-Shop,  Evanston;  B.  Burgeson,  Wallin  Music 
Store,  Chicago;  Ben  Brown,  Glick's  T.  M.  Shop, 
2100  West  Division;  D.  C.  Brendt,  Becker,  Ev- 
anston; Iva  Benson,  Cable  Co.,  Hammond,  Ind.; 
Miss  A.  Burnbaum,  Cable  Co.,  Chicago;  O.^G. 
Brown,  Brown  Music  Co.,  Viroqua,  Wis.;  H.  A. 
Beach,  the  Music  Shop,  Kalamazoo,  Mich.;  E. 
A.  Croker,  Cable  Piano  Co.,  Chicago;  Miss 
Dewey,  Adam  Schaaf;  G.  W.  Davidson,  Davidr 
son  T.  M.  Shop,  Chicago;  Edward  Dublin, 
West  Side  T.  M.  Co.,  Chicago;  B.  M.  Durand; 
Elgin  Music  Co.,  Elgin,  111.;  Miss  B.  Drueckc, 
Friedrich  Music  House,  Grand  Rapids,  Mich.; 
Francis  B.  Drolet,  the  Music  Shop,  Inc.,  Kala- 
mazoo, Mich.;  D.  Drummond,  Miss  B.  Denning, 
Dielils-Drummond  Co.,  Janesville,  Wis.;  Don 
Elbel,  R.  F.  Elbel,  Jr.,  Elbel,  South  Bend,  Ind.; 
Sarah  Berlin.  Ehrlich,  Bent's  Music  Shop,  Chi- 
cago; Emil  Elsnie,  Georgi  &  Vitak  Music  Co., 
Chicago;  Mr.  -Ferrin,  Wilson  Music  Co.,  Ste- 
ven's Point,  Wis.;  E.  J.  Falk,  O.  N.  Falk  &  Sons, 
Stoughton,  Wis.;  F.  R.  Follis,  L.  S.  Ayre,  In- 
dianapolis, Ind.;  Martin  J.  Flaherty,  Emerald  T. 
M.  Co.,  Chicago;  Chas.  Friedman,  Adam  Schaaf, 
Chicago;  Ruth  Fegelin,  Tri-City  Piano  Co.,  Mo- 
line,  111.;  Mrs.  M.  Glover,  Davidson  T.  M.  Co., 


y     ,     '   "you,  can't      wi-ona-With  any'FEISTaonja," 
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Chicago;  G.  Click,  Click,  South  Side,  Chicago; 
Fiances  Gleason,  Music  Shop,  Chicago;  R.  Gor- 
don, A.  M.  Gordon,  Chicago;  W.  Hardt,  Hardt 
Music  Co.,  Winona,  Minn.;  M.  Holland,  Mrs. 
M.  Z.  Holland,  Miss  R.  Harris,  Holland  Music 
Shop,  Chicago;  W.  A.  Hoglund,  Hassmer  Bros., 
Chicago;  A.  D.  Imfeld,  Imfeld  Music  Co.,  Ham- 
illon,  O.;  Lillie  Irwin,  M.  Smith  &  Son,  Ches- 
terton, Ind. ;  C.  J.  Jopling,  Sachs  Music  Co., 
Harvey,  111.;  L.  Krchina,  L.  Krchma,  Chicago; 
J.  M.  Lang,  Dayton  Co.,  Minneapolis,  Minn.; 
H.  La  Rowe,  Davidson  T.  M.  Shop;  F.  M. 
Leslie,  F.  M.  Leslie  Co.,  Urbana,  111.;  W.  R. 
Lewis,  Victor  Co.,  Camden,  N.  J.;  Mrs.  L.  D. 
Lontz,  North  Shore,  Winnetka;  Miss  Vera  Li- 
nek,  A.  N.  Hansen,  Chicago;  Mr.  Munsson,  Ma- 
cauley  &  Nevers,  Chicago;  E.  B.  Merritt,  E.  B. 
Merritt,  Frankfort,  Ind.;  Louis  Mittendorf,  Jr., 
C.  A.  Kiler,  Champaign,  111.;  J.  C.  McCarter, 
H.  L.  Switzer,  Pierceton,  Ind.;  G.  G.  AlcCan- 
dless,  F.  J.  Hitter,  Mattoon,  III;  Celia  McDon- 
ald, Greenstone  T.  M.  Co.,  Chicago;  Miss  Mc- 
Enamy,  Hassmer  Bros.,  Chicago;  Lillian  Meyers, 
Reichardt  T.  M.  Co.,  Chicago;  Miss  Harris  Mey- 
er, Holland  Music  Co.,  Chicago;  H.  Aleyer, 
Meyer  Music  Co.,  Holland,  Mich.;  Mrs.  E.  B. 
Merrit,  Merrit,  Frankfort,  Ind.;  Miss  A.  Mohr, 
T.  P.  Flannery,  Chicago;  W.  H.  Nolan,  Carroll's 
Music  Shop,  Appleton,  Wis.;  E.  F.  Novak,  Cable 
Piano  Co.,  Chicago;  Mrs.  I.  Ogren,  Webber 
Ashworth,  Cadillac,  Mich.;  Annabell  Osborn, 
Elgin  Music  Co.,  Elgin,  111.;  Blanche  Palmer, 
Simon  Bros.,  Gary,  Ind.;  Mrs.  C.  J.  Podjoeski, 
Eagle  Music  Co.,  Chicago;  J.  B.  Ryde,  Fuller 
Ryde  Music  Co.,  Indianapolis,  Ind.;  Anna  Reim- 
ers,  Reichardt  Piano  Co.,  Chicago;  S.  Sachs, 
Sachs  Music  House,  Harvey,  111.;  G.  A.  Schuster, 
Imfeld  Music  Co.,  Hamilton,  O.;  E.  F.  Schefft, 
Scheflft  &  Sons,  Milwaukee,  Wis.;  Mrs.  J. 
Schwartz,  Crystal  Palace  of  Music,  Chicago; 
R.  Schwel,  T.  P.  Flannery  Co.,  Chicago;  J. 
Sievers,  Jr.,  Sievers  Drug  Co.,  Valparaiso,  Ind.; 
Martha  Shotts,  A.  T.  Forsen  &  Sons,  Chicago; 
Miss  M.  Springer,  Taylor  Carpet  Co.,  Indian- 
apolis, Ind.;  Mrs.  N.  N.  Snyder,  W.  W.  Snyder, 
Mt.  Pulaski,  111.;  Jennie  B.  Spoolman,  J.  M. 
Fay  &  Son,  Fulton,  111.;  A.  E.  Stasulani,  Eagle 
Music  Co.,  Chicago;  A.  R.  Stone,  T.  B.  Stone 
Co.,  Chicago;  Mary  E.  Straube,  Adam  Schaaf 
Co.,  Chicago;  Mrs.  L.  Suedel,  Famous-Barr  Co., 
St.  Louis,  Mo.;  Lillian  Tobler,  Adam  Schaaf 
Co.,  Chicago;  Miss  Talbot,  West  Music  Co.,  Jo- 
liet.  111.;  Earl  Taylor,  Cable  Co.,  Hammond, 
Ind.;  Olive  Wareham,  Murphy  Furn.  Co.,  Peru, 
Ind.;  Sam  Winikoff,  Click's  T.  M.  Shop,  Chi- 
cago; Mrs.  A.  Wilkinson,  Brown  Music  Co.,  So. 
Chicago,  .  111.;  H.  B.  Wiegand,  Wiegand  Bros., 
Racine,  Wis.;  E.  A.  Walkowiak,  Brown  Music 
Co.,  So.  Chicago,  111.;  Mrs,  Frank  Wallin,  Wal- 
lin  Music-  Co.,  Chicago;  Grace  Yeager,  West 
Side  T.  M.  Co.,  Chicago;  Carl  Zellar,  Oberlin 
Furn.  Co.,  Kankakee,  111.;  Ruth  Becker,  L.  F. 
Bidinger  Co.,  Kenosha,  Wis.;  G.  W.  Miller,  Mil- 
ler &  Baker,  Chicago;  Otis  Bigelow,  Bigelow 
Music  House,  Dowagiac,  Mich.;  Herman  H. 
Cook,  V.  N.  Cook,  Meyer's  Music  House,  Hol- 
land, Mich.;  H.  K.  Deckert,  No.  Shore  T.  M. 
Co.,  Chicago;  A.  C.  Holman,  LaGrange  T.  M. 
Co.,  LaGrange,  111.;  C.  J.  Jiran,  Jiran  Music  Co., 
Chicago;  Mr.  Macauley,  Macauley  &.  Nevers, 
Chicago;  Mrs.  Oliver,  Oliver  Music  House,  Chi- 
cago; J.  D.  O'Malley,  Root  D.  G.  Co.,  Terrc 
Haute,  Ind.;  Helen  Paul,  Bigelow  Music  Co., 
Dowagiac,  Mich.;  Miss  Roehrig,  Roehrig  Jew- 
elry Co.,  Ludington,  Mich.;  C.  Swanson,  Geo. 
Ekdahl  Co.,  Geneva,  III;  W.  H.  Wiehe,  Wiehe 
Music  Co.,  Forest  Park,  III;  W.  L.  Wilson,  A. 
Livingston  &  Sons,  Bloomington,  111.;  Marie 
Schaefer,  the  Merc.  Co.,  Desplaines,  111.;  E. 
Sherry,  I.  Sherry  &  Son,  Chicago;  A.  G. 
Strumm,  Witzel  Piano  Co.,  Chicago;  E.  Rey- 
nolds, Fenton  Music  Co.,  Chicago;  Miss  Mar- 
tinson, Simon  Bros.,  Gary,  Ind.;  Miss  E.  M 
Lotz,  Fenton  Music  Co.,  Chicago;  Walter  C. 
Koepke,  Witzel  Piano  Co.,  Chicago;  E.  L. 
Young,  Berry's  Music  House,  Springfield,  111.; 
Miss  Pachritz,  West  Music  Co.,  Joliet,  111.;  Mrs. 
T.  M.  Ross,  Elgin  Music  Co.,  Elgin,  111.;  Martin 


Koth,  Click's  T.  At.  Shop,  Chicago;  Miss  M. 
Reed,  Davidson's  T.  M.  Shop,  Chicago;  Marcus 
Roth,  Click's  T.  M.  Shop,  Chicago;  M.  H.  Ham- 
mul,  Fenton  Music  Co.,  Chicago;  Miss  F.  Bu- 
chanan, L.  S.  Ayres  Co.,  Indianapolis,  Ind.;  A. 
B.  Cooke,  R.  Wurlitzer,  Chicago;  V.  R.  Wetzel, 
Wetzel  Bros.,  Sycamore,  111.;  J.  M.  Fay,  Fulton, 
111.;  C.  D.  Hare  and  wife,  Hare  Music  Co.,  Ster- 
ling, 111.;  H.  W.  Green,  North  Shore  T.  M.  Co., 
Evanston;  Celia  Alerson,  Click's .  Music  Shop, 
2100.  Division  St.,  Chicago;  Miss  Caviadine,  the 
Music  Shop,  Inc.,  Chicago;  H.  C.  Prudames, 
Delavan,  Wis.;  H.  Lucke,  A.  Click  T.  M.  Co., 
2100  Division  St.,  Chicago;  Olive  Dilday,  Herz 
Co.,  Terre  Haute,  Ind.;  Miss  E.  Montanari,  Ca- 
ble Piano  Co.,  Chicago;  Miss  Mae  Herity,  Crow- 
ley-Neilsen  Co.,  Detroit;  A.  J.  Cochran,  L.  B. 
Gorton,  L.  B.  Gorton  Co.,  Paw  Paw,  Mich.; 
Frank  Llewelly,  Jones  Dry  Goods  Co.,  Paris, 
111.;  Maude  Winfleld,  G.  H.  Bent,  Chicago;  Em- 
ma Witzel,  Marguerite  Koepke,  Witzel  Piano 
Co.,  Chicago;  Roy  E.  Baker,  Miller  &  Baker, 


Chicago;  C.  Feldt,  Macauley  &  Nevers,  Chicago; 
R.  H.  Hansen,  Fenton  T.  M.  Co.,  Chicago;  D. 
LaBott,  Baxter  Piano  Co.,  Davenport,  la.;  Paul 
J.  Richlios,  representative  St.  Louis  V.  T.  M. 
Co.;  Miss  J.  Dewey,  Adam  Schaaf,  Chicago. 


DISPLAY  OF  NATIONAL  ADVERTISING 


Examples  of  National  Advertising  by  Members 
of  Music  Industry  to  Be  Exhibited  at  Chicago 
Convention  to  Emphasize  Value  of  the  Work 


The  Trade  Service  Bureau  of  the-  Music  In- 
dustries Chamber  of  Commerce  announces  that, 
in  connection  with  the  retail  advertising  con- 
test exhibit  and  discussion  at  the  convention  in 
Chicago  in  June,  there  is  being  arranged  a  spe- 
cial display  of  the  national  advertising  done  by 
members  of  the  music  industry  in  order  that  the 
manufacturers  may  demonstrate  what  their  ad- 
vertising is  doing  to  advance  interest  in  music, 
(Continued  on  [•age  128) 


sold  by  leaders -everywhere 


FROM  Coast  to  Coast  nation- 
ally known  stores  sell  the 
Spencerian  Portable  Phonograph. 
They  rank  it  as  the  best. 

Merchandise  experts  everywhere 
instantly  saw  the  money-making 
possibilities  of  the  Spencerian — 
popular  price,  quick  turnover, 
small  inventory  and  moderate  in- 
vestment. 

The  Spencerian  supplements  all 
nationally  advertised  lines  of 
phonographs.  Every  machine  is 
absolutely  guaranteed.  The  Spen- 
cerian belongs  in  YOUR  store. 

Write  your  jobber  or  us  today! 

List  Price  (east  of  Rocky  Mountains)  $30 

Westphono  Inc.  tt\Tm!l: 


Ten 

Great  Merchandise 
In  stitutions  Among 
Our  Many  Customers: 

Alarshall  Field  &  Co. 
Chicaeo 

R.  H.  Macy  Inc.,  &  Co. 

New  York 
Famous-Barr 

St.  Louis 

The  Jones  Stores 
Kansas  Citv.  Mo. 

The  May  Company 

Cleveland 

Crowley-Milner 
netroit 

The  Dayton  Company 
Minneapolis 

The  Golden  Rule 
St.  Paul 

Frederick  &  Nelson 

Seattle 

The  Emporium 
San  Francisco 
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give  strength  to  the  industry  and  help  the  music 
merchant  to  profit. 

The  display  will  be  confined  to  general  pub- 
lications of  national  circulation,  or  newspapers 
of  national  character,  and  other  forms  of  ad- 
vertising will  be  barred,  owing  to  limitations  in 
the  matter  of  space  and  time.  Each  advertiser 
will  show  sample  advertisements,  coupled  with 
facts  concerning  the  circulation  and  media  used. 
The  points  emphasized  will  be  the  size  and 
character  of  circulation  and  the  tie-up  with  the 
retailer. 

The  private  exhibit  of  advertising  in  the  re- 
tail advertising  contest  for  members  of  the 
National  Association  of  Music  Merchants  was 
shipped  to  Chicago  recently  for  the  inspection 
of  the  Western  members  of  the  special  com- 
mittee of  judges  following  completion  of  the 
judging  by  Eastern  members.  C.  L.  Dennis, 
manager  of  the  Trade  Service  Bureau  of  the 
Music  Industries  Chamber  of  Commerce,  which 
is  conducting  the  contest,  visited  Chicago  this 
month  to  asssist  in  the  committee  work  and 
arrange  for  an  exhibit  of  the  winning  adver- 
tising at  the  convention. 

The  Western  members  of  the  committee  in- 
clude C.  E.  Byrne,  of  the  Steger  &  Sons  Piano 
Mfg.  Co.;  B.  H.  Jefferson,  of  Lyon  &  Healy; 
A.  F.  Price,  Price  &  Teeple  Piano  Co.,  and 
Philip  Wyman,  Baldwin  Piano  Co. 


EFFECTIVE  WINDOW  DISPLAY  AIDS 


CREDIT  MANAGER  TRANSFERRED 

W.  D.  Sweger,  has  succeeded  A.  A.  Simons 
as  credit  manager  of  Dives,  Pomeroy  &  Stewart, 
Sonora  dealers,  in  Harrisburg,  Pa.,  Mr.  Simons 
having  been  transferred  to  the  Reading  store  of 
the  firm. 


COLUMBIA  ARTIST  IN  CONCERT 


Oscar  Seagle,  Columbia  artist,  enjoyed  a 
most  successful  concert  at  University  Gym- 
nasium on  May  2  at  Blooniington,  Ind.  An 
enthusiastic  audience  filled  the  big  gymnasium 

and  an  increased  demand  for  records  followed, 
aiii 


Suggestions  and  Practical  Helps  for 
Prepared  by  Plaza  Music  Co. 


Dealers 


The  wide-awake  dealer  is  naturally  on  the 
;ilert  to  obtain  valuable  suggestions  for  window 
display  purposes.  Effective  windows  attract 
attention  and  create  sales,  and  ideas  and  ma- 
terial that  lend  themselves  to  such  a  purpose 
are  eagerly  accepted.  Therefore,  the  announce- 
ment of  the  Plaza  Alusic  Co.  that  it  has  pre- 
pared a  series  of  display  suggestions,  with  the 
idea  of  arranging  effective  windows  at  small 
cost  available  to  all  dealers,  gratis,  has  more 


MuaclVhereverliSm  Go 

if.       wilii  , 


27:5  All  Season  PhortograpK 

It  nltr^"^  fill  rf^cXJrt.'^ 

Window  Display  Ad  Used  by  Plaza  Co. 

than  a  passing  importance.  This  display  mate- 
rial and  accompanying  ideas  were  created  by 
the  advertising  department  for  the  purpose  of 
exploiting  the  "Pal"  portable  talking  machine 
and  some  of  this  material  is  exclusively  devoted 
to  the  Summer  campaign  on  this  Plaza  Music 
Co.  product.  Among  these  is  a  rotogravure  sign 
seventeen  inches  by  twenty-five  inches  for  win- 


Record  Business 

'X*HE  Whitsit  organi- 
■•■  zation  is  paying 
close  attention  to  the 
dealers'  activities  in 
connection  with  the  de- 
velopment of  Victor 
record  business.  Our 
facilities  and  experience 
are  at  your  disposal — 
why  not  take  advant- 


age  of  it? 


dow  and  counter  use,  which  is  shown  herewith. 
'J'his  is  of  artistic  design,  mounted  on  heavy 
cardboard  with  an  easel  back.  Circulars  for 
consumer  use  and  a  complete  series  of  mats  for 
newspaper  ads  are  also  included  in  the  adver- 
tising department's  helps  for  the  trade. 


NEW  STORE  IN  CANTON 


Cantox,  O.,  May  6. — Floyd  T.  Sherwin,  who 
has  been  for  several  years  employed  by  the 
Clark  Music  Co.,  of  Syracuse,  has  come  to  Can- 
ton and  opened  a  general  music  siore  on  the 
second  floor  of  the  Runions  Building.  Mr.  Sher- 
win has  had  considerable  experience  in  the  mu- 
sic business  and  his  success  here  is  practically 
certain.  A  complete  line  of  musical  instruments, 
including  talking  machines,  is  handled. 

Ill 


INCREASE  YOE  PHONOGRAPH  SALES 

PROFIT  NATURALLY  FOLLOWS 


Tell  Us  Your  Problems  and  We  Will  Have 
A  Model  for  That  Purpose 


ATTRACTIVE  PRICES 


QUALITY 


SERVICE 


LARGEST  PHONOGRAPH  DEPARTMENTS 
USE  OUR  SALES  SERVICE 

May  We  Not  Work  With  You? 

Address  "Sales  Service'^ 

WOLF  MANUFACTURING  INDUSTRIES 


QUINCY,  ILL. 

Illllillllllillll 
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The  New  Pathe  Products 


The  Path^  Radio  Loud  Speaker 

The  radio  world  acclaims  a  new  marvel. 
The  Pathe  Radio  Loud  Speaker  marks  a 
new  epoch  in  radio  reception;  reproduces 
with  any  desired  volume,  speech  that  is 
natural  and  clear  and,  without  distortion, 
music  that  is  pleasing.  Send  coupon  for 
dealer's  NO-LOSS  offer. 


The  New  Pathe  Phonograph 

Line 

Beautiful  new  designs  in  Upright  and 
Console  Models  with  the  new  Pathe  oval 
horn.  Also  the  new  Pathe  Portable 
Model,  compact  but  complete  including 
record  file. 


The  Pathe  Aetuelle  Phonograph 

The  Pathe  Aetuelle  Phonograph  is  new, 
novel  and  different  from  any  other  phono- 
graph in  the  world. 


The  New  Pathe  Records 

play  on  all  phonographs  with  steel  needles. 
The  only  nationally  known  trade-mark 
record  on  the  market  at  a  popular  price. 
Catalog  complete  with  the  latest  dance 
and  vocal  hits  of  the  day.  Also  classical 
and  operatic  records  by  world  famous  art- 
ists, all  double-faced  at  the  same  price. 


The  Path^  Skyscraper 
Record  Rack 

enables  dealers  properly  to  display  their 
records.  Constructed  of  steel ;  beautifully 
oxidized  and  polished.  Built  in  sections 
(like  a  sectional  bookcase) ;  you  add  new 
units  as  you  need  them.  Comes  knocked- 
down  but  is  very  easily  assembled.  More 
substantial  and  better  in  every  respect  than 
anything  on  the  market — and  cheaper. 


THE  NEW 


On  every  continent  on  the  face  of  the  globe, 
in  the  remotest  corners  of  the  earth,  the  Pathe 
Red  Rooster  is  known.  It  is  the  most  famous 
trade-mark  in  the  world  today.  For  thirty 
long  years,  Pathe's  world-wide  organization 
has  been  manufacturing  acoustical  products. 

That  IS  why 

— the  Pathe  Radio  Loud  Speaker  is  recog- 
nized by  leading  radio  engineers  and  the 
public  at  large  as  the  best  Loud  Speaker 
on  the  market. 

— the  new  Pathe  line  of  phonographs  is 
handsome  in  design  and  supreme  in  tone. 

— the  Pathe  Aetuelle  is  different  from  any 
other  phonograph  in  the  world — a  new 
principle  in  the  art  of  sound  reproduction. 

— the  new  Pathe  records  that  play  on  all 
phonographs  with  steel  needles  are  the 
equal  of  any  records  in  the  world,  irre- 
spective of  selling  price. 

— thousands  of  dealers  from  coast  to  coast 
are  today  handling  the  new  Pathe  prod- 
ucts and  hosts  of  new  dealers  are  con- 
tinually being  added  to  the  list. 

This  is  the  Meaning  of  Pathe  the 
World  Over 


Fill  out  the  coupon,  tign  and  mail  it  to  us  to-day. 


PATHE  PHONOGRAPH  &  RADIO  CORP. 

20  Grand  Avenue,  Brooklyn,  N.  Y. 

Mail  descriptive  matter,  prices  and  discounts  on  items 
checked. 

□  Pathe  Rad  io  Loud  Speaker. 

□  Pathe  New  Phonograph  Designs. 

□  Pathe  Aetuelle  Phonographs 

□  Pathe  Records  That  Play  on  All  Phonographs  with 

Steel  Needles. 

□  Pathe  Skyscraper  Record  Rack. 

Address  


T.^r.w. 


cJ^z/5^e  t^G  World  Ov^ 
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St'fkiiu/  Sowcl  hint/  Nt'zv  in  Piihluily 
Sales  Co  II  fere  net'  in  Cohen  C£?  Hitghes- 


-J'ictor  Dealers  Attend 
-Business  Continues  Good 


Washington,  D.  C,  !May  6. — New  methods  of 
advertising,  with  more  puIHng  power  than  the 
cut-and-dried  forms  which  have  been  used  in 
the  past,  are  probably  the  greatest  need  of  the 
talking  machine  trade  to-day,  according  to  Wil- 
liam W.  Gibson,  manager  of  the  Gibson  Co., 
Inc.,  917-19  G  street,  northwest.  The  com- 
pany, which  about  a  year  ago  doubled  the  size 
of  its  store  so  as  to  give  an  entirely  separate 
space  to  the  Edison,  Brunswick  and  Vocalion 
products  which  it  handles,  has  been  experiment- 
ing during  recent  months  with  novel  newspaper 
and  other  advertisements  with  a  view  to  secur- 
ing data  as  to  the  pulling  power  of  the  various 
methods,  with  the  result  that  Mr.  Gibson  is 
seeking  to  solve  the  problem  of  finding  some 
sort  of  advertising  that  will  "get  over"  with  the 
people  and  hold  their  attention. 

"The  biggest  need  of  business  just  now  is 
some  new  and  more  efTective  method  of  adver- 
tising," he  declared,  in  discussing  the  matter 
with  The  World.  "Newspaper  advertising  no 
longer  pays  as  it  used  to.  Nine  out  of  ten 
people  who  read  the  papers  either  pass  over  the 
advertisements  entirely  or  give  them  but  very 
slight  attention.  There  are  too  many  people 
advertising  in  the  papers  to  make  it  effective; 
blotter  and  circular  advertising  has  gone  out, 
too.    What  we  need  is  something  new." 

The  need  for  new  advertising  methods  is 
especially  pronounced  in  Washington,  in  Mr. 
Gibson's  opinion,  because  the  population  of  the 
city,  composed  largely  of  Government  employes 
of  good  education,  who  cannot  be  reached,  by 
the  usual  forms  of  advertising,  contains  a 
lower  proportion  than  other  cities  of  wa.ge 
earners,  the  class  from  which  in  recent  years 


much  talking  machine  business  has  been  se- 
cured 

William  Gibson,  founder  of  the  firm  and 
father  of  \Villiam  W.  Gibson,  accompanied  by 
]\lrs.  Gibson,  has  left  on  a  visit  to  Londonderry, 
Ireland,  Mr.  Gibson's  birthplace,  the  first  visit 
since  he  came  to  America  over  thirty  years  ago. 

A  big  sales  conference,  attended  by  all  the 
Victor  dealers  in  Washington,  was  held  at  the 
establishment  of  Cohen  &  Hughes,  Washington 
distributors  for  the  Victor  Co.,  on  May  4, 
under  the  direction  of  Leslie  Lore,  sales  man- 
ager of  the  firm.  The  feature  of  the  meeting- 
was  an  explanation  of  the  new  Victor  electric 
motor,  given  by  two  men  from  the  main  office, 
who  explained  the  advantages  of  electric  drive 
and  dwelt  particularly  on  the  care  and  features 
of  the  new  model  motor. 

Mr.  Lore  states  that  April  was,  taken  on  the 
whole,  a  very  good  month,  compared  with  pre- 
vious years.  Most  of  the  trade  seems  to  be 
with  the  better  classes,  and  comparatively  lit- 
tle paper  is  in  evidence  among  the  retailers. 
There  is  a  light  demand  for  portable  models, 
which  will,  of  course,  become  more  pronounced 
as  the  season  progresses,  but  most  of  the  sales 
are  consoles.  Record  sales  are  holding  up  ex- 
tremely well,  with  dance  records  most  in  de- 
mand. 

Samuel  Schwartz,  who  has  charge  of  the 
phonograph  departments  of  the  two  stores  of 
Charles  Schwartz  &  Son,  at  3123  M  street, 
northwest,  and  708  Seven  street,  northwest,  has 
just  returned  from  a  trip  to  New  York,  where 
he  went  through  the  Brunswick  recording  lab- 
oratories. Mr.  Schwartz  is  now  more  enthu- 
siastic than  ever  over  the  Brunswick  machine, 
which  his  firm  carries. 


R.  II.  Keller,  buyer  for  the  phonograph  de- 
partment at  Woodward  &  Lothrop's,  reports 
very  good  business  for  the  month.  He  is  fea- 
turing the  new  Model  215  Victrolas,  and  a  num- 
ber of  sales  are  reported  as  a  result  of  the  first 
week's  advertising  of  this  model.  Red  Seal  rec- 
ords are,  as  usual,  being  played  up  strongly, 
with  sales  holding  up  very  well,  in  spite  of  the 
fact  th;it  the  concert  season  is  over. 

Ansell,  Bishop  &  Turner,  1221  F  street,  north- 
west, are  beginning  to  make  plans  for  Shrine 
Week  in  June.  Extensive  decorations,  another 
of  the  big  moving  window  displays  for  which 
this  store  is  noted,  and  other  features  are  con- 
templated. 

At  the  Mount  Pleasant  Music  Shop,  3310-12 
Fourteenth  street,  northwest,  F.  S.  Harris 
took  advantage  of  the  marathon  dance  craze  to 
put  on  a  moving  display  in  his  show  window, 
consisting  of  more  than  a  dozen  cut-out  couples, 
who  waltzed  and  whirled  by  the  hour.  Espe- 
cial attention  was  attracted  to  the  display  be- 
cause of  the  fact  that  the  Arcade  Dance  Hall, 
where  one  of  Washington's  marathon  dances 
was  held,  is  located  just  across  the  street  from 
the  music  store. 


SILVERSTONE  CO.  EXPANSION 

St.  Louis,  Alo.,  May  8. — The  Silverstone  Music 
Co.,  of  this  city,  Edison  distributor,  has  just 
added  two  new  booths  to  its  main  floor,  making 
a  total  of  eighteen  booths  for  the  sale  of  Edison 
records.  The  company  states  that  record  busi- 
ness is  exceptionally  satisfactory,  and  a  pre- 
dominating feature  of  recent  business  has  been 
the  demand  for  the  popular  dance  hits.  Among 
the  leaders  in  this  field  are  "Runnin'  Wild," 
"Beale  Street  Mama"  and  "You've  Got  To  See 
Mama  Every  Night."  The  sale  of  Edison 
phonographs  has  also  been  very  gratifying  with 
the  most  active  demand  for  the  console  types 
retailing  at  $175  or  more. 

Among  recent  visitors  to  the  headquarters  of 
the  Silverstone  Music  Co.  was  J.  W.  Scott, 
Edison  dealer  at  Rolla,  Mo. 


THE  EMPIRE  UNIVERSAL  TONE  ARMS  AND  REPRODUCERS 

Positively  Create  that  Richness  and  Fullness  of  Tone  Combined  with  Perfect  Reproduction. 


Send  for  sample  of  our  new 
Tone  Arm  for  Portable 
Machines  and  Edison 
Attachments. 


We  invite  a  personal  test.  There  is 
nothing  more  convincing.  Order  a 
sample  arm  and  test  it  out.  It  will 
win  you  on  merit  only.  Our  prices 
are  low  and  the  quality  second  to  none. 

Write  or  wire  us  for  samples  and  quo- 
tations and  give  us  an  outline  of  your 
requirements. 


THE  EMPIRE  PHONO  PARTS  COMPANY,  1362  East  Third  Street,  Cleveland,  0. 


Etlabliahed  in  1914 


Manufacturers  of  High-Grade  Tone  Arms  and  Reproducers 


W.  J.  McNAMARA.  Preaident 


Cable  Addreti  **£mphono" 
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WELL-KNOWN  COMPOSER  ENJOYS  HIS  SWANSON  PORTABLE     POPULAR  TRADE  MEMBERS  TO  WED 


The  accompanying  photograph  was  taken  at 
the  Vitagraph  Studios  in  Hollywood,  Cal.,  on 
the  occasion  of  playing  the  first  record  of  "Just 
an  Old  Love  Song,"  a  Vocalion  record.  Victor 


said:  "I  have  had  more  real  enjoyment  out  ol 
my  Swanson  portable  than  J  have  derived  from 
anything  for  a  long  time.  I  have  recommended 
it  to  many  other  movie  folks  as  a  companion  on 


Miriam  H.  Goldsmith  and  Robert  Goodman  to 
Celebrate  Nuptials  This  Month 

On  May  21,  in  Brooklyn,  N.  Y.,  there  will  be 
held  a  wedding  of  two  well-known  personages 
in  the  talking  machine  field.  Miriam  H.  Gold- 
smith, treasurer  of  the  Cabinet  &  Accessories 
Co.,  Inc.,  for  several  years,  in  which  important 
position  she  ably  assisted  her  father.  Otto  Gold- 
smith, in  building  the  business  up  to  its  present 
large  proportions,  will  marry  Robert  Goodman, 
of  the  Woodward  Avenue  Music  Shop,  of  the 
Ridgewood  section  of  Brooklyn.  Both  the  bride 
and  groom  are  popular  and  well  liked  in  talk- 
ing machine  circles  and  are  receiving  the  well 
wishes  of  the  entire  trade. 


Victor  Shertzinger  Hearing  Reproduction  of  His  Own  Composition 


Shertzinger,  composer  of  this  popular  selection, 
is  apparently  n'ot  the  only  one  who  is  enjoying 
the  reproduction  of  his  song  on  the  Swanson 
portable  phonograph,  for  all  work  on  the  lot 
ceased  while  the  members  of  the  company  gath- 
ered around  to  listen  to  this  composition  by 
their  director-composer.  Commenting  on  the 
Swanson  portable  phonograph,  Mr.  Shertzinger 


location  and  for  playtime  at  the  beach  and  in 
the  mountains." 


Florence  MacBeth,  the  Minnesota  nightingale, 
an  exclusive  Columbia  artist,  is  scheduled  to 
appear  in  concert  at  Kewanee,  111.,  on  May  15. 
Interest  manifested  in  this  artist's  appearance 
has  been  felt  in  advance  sales  of  her  records. 


TONE=TESTS  STIMULATE  SALES 

Tone-tests  by  Glen  Ellison,  iMiss  Hill  and 
Miss  Fagan,  Edison  artists,  in  the  territory  cov- 
ered by  the  Phonograph  Co.  of  Indiana,  Edison 
distributor,  with  headquarters  in  Indianapolis, 
Ind.,  are  proving  an  excellent  publicity  stunt, 
according  to  dealers  in  communities  where  the 
tests  have  been  staged.  In  most  instances  a 
decided  stimulation  in  business  has  resulted 
from  the  interest  aroused. 

The  Edison  Tone-test  recently  staged  by  the 
Stahlschmidt  Co.,  Edison  dealer,  Evansville, 
Ind.,  resulted  in  an  audience  of  about  800  and 
much  valuable  publicity.  The  Edison  artists 
who  appeared  for  the  event  were  Glen  Ellison, 
Miss  Hill  and  Miss  Fagan. 

Cecil  Arden,  Edison  artist,  who  appeared  re- 
cently in  Bozeman,  Mont.,  under  the  auspices 
of  the  local  Women's  Club,  was  accorded  an 
ovation  and  much  interest  in  his  records  was 
aroused  as  a  result. 

Vladimir  Dubinsky,  'cellist  and  Edison  artist, 
scored  a  success  in  Rochester,  N.  Y.,  recently, 
when  he  appeared  as  instrumental  soloist  at  a 
Knights  of  Columbus  concert  in  that  city. 


FULL  STEAM  AHEAD! 

Time,  Thought  and  Money  judiciously  ex- 
pended during  the  next  three  months  in  im- 
proving sales  facilities  will  yield  a  harvest  of 
increased  profits. 

Your  Wise  Selection  is  the  Unico  System. 

Over  3,500  Unico  installations  during  the  past  ten 
years. 

There  Must  Be  a  Reason! 


The  J.  W.  Jenkins  Sons  Music  Co. — Wichita,  Kansas. 

The  Unico  System  provides  ideal  equipment 
for  all  classes  of  musical  merchandise. 

Talking  Machines  and  Records,  Pianos  and 
Player  Rolls,  Sheet  Music  and  Small  Goods, 
Musical  Instruments. 

UNICO  SERVICE  BRANCHES 


Double  your  facilities  at  moderate  cost. 

THE  UNICO  SYSTEM  will  do  it  overnight 


Shipments  from  stock — expedited  deliveries. 
Week-end  installations. 
No  delay,  confusion  or  business  interruption. 


New  York,  N,  Y. 

299  Madison  Ave. 
New  Orleans,  La. 

506  Marine  Bank  Bldg. 
Dallas,  Texas. 

209  Dallas  Co.  Bank  Bldg. 
San  Francisco,  Calif. 

275  Post  St. 


Chicago,  III. 

30  North  Michigan  Blvd. 
Denver,  Colo. 

1642  Arapahoe  St. 
Salt  Lake  City,  Utah. 

150  Main  St. 
Atlanta.  Ga. 

651/,  Walton  St. 


''Follow  the  Lead  of  the  Leaders. 

.   Consult  the  nearest  Unico  Branch  today. 


•)•) 


H.  A.  Moore  &  Co.,  Ltd.,  London,  England 


Unit  Construction  Company 

RAYBURN  CLARK  SMITH,  President 
58th  Street  and  Grays  Avenue  Philadelphia,  Pa 
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Hundreds  Attend  Columbia  and  Victor  Lectures  at  Convention 
of  Music  Supervisors — The  Music  Memory  Contest — Other  News 


Cleveland,  O.,  May  7. — Hundreds  of  delegates 
to  the  convention  of  the  Music  Supervisors' 
National  Conference,  held  here  during  April, 
attended  the  lectures  conducted  by  the  Colum- 
bia and  Victor  interests  in  connection  -vfiXh 
exhibits  held  adjacent  to  the  convention  proper 
in  the  Hotel  Statler. 

Conspicuous  demonstrations  included  the 
showing  by  the  Columbia  Co.  of  the  process 
of  record  making  from  the  raw  material  to  the 
finished  product,  and  illustrations  showing  how 
records  are  made.  Several  quality  models  of 
Columbia  machines,  as  well  as  much  educa- 
tional material,  were  displayed.  Instruments 
and  other  material  were  supplied  through  the 
local  Columbia  branch  by  Branch  Manager  S. 
S.  Larmon  and  Service  Manager  George  Kraus- 
lick.  In  charge  of  this  exhibit  were  W.  A. 
Willson,  educational  director,  assisted  by  Miss 
May  Skilling,  Canada;  Miss  Florence  Hazlett, 
Kansa?  City;  Miss  Madeline  Davis,  Terre 
Haute. 

Mrs.  Frances  Elliott  Clark,  director  of  edu- 
cation for  the  Victor  interests,  was  in  per- 
.sonal  charge  of  the  Victor  displays,  and  with 
her  was  the  permanent  educational  stafif — Miss 
Esther  Gatewood,  R.  J.  Coleman,  Miss  Alice 
Keith,  Miss  Margaret  Streetor,  Miss  Marie 
Finney  and  Miss  Esther  Beaver,  of  the  Perry 
B."  Whitsit  Co.,  Columbus.  All  the  literature, 
and  the  various  types  of  machines  and  records 
used  were  shown. 

Semi-finals  in  Music  Memory  Contests 

In  connection  with  the  event  the  semi- 
finals in  the  Ohio  Music  Alemory  Contest  were 
held  for  Cleveland  schools.  More  than  1,000 
children  took  part.  This  part  of  the  contest 
was  moved  forward  by  Mrs.  Grazella  Puliver 
Shepherd,  director  of  music  appreciation  in  the 
public  schools,  in  order  that  delegates  to  the 
conference  might  take  part.  Both  Victor  and 
Columbia  records  were  used  during  the  con- 
test itself,  and  the  delegates  to  the  convention 
were  impressed  with  the  enthusiasm  shown  by 
the  children. 

Another  exhibitor  of  the  local   talking  ma- 
chine trade  was  the  Euclid  Music  Co.,  though 
tb'^   consisted  primarily   of  band  instruments. 
Exhibits  at  Better  Homes  Exposition 

Simultaneously  with  the  conference  in  this 
city  of  the  national  supervisors  was  held  the 
Better  Homes  Exposition,  in  which  musical 
merchandise  figured  prominently,  notably  in  the 
use  of  talking  machines  in  demonstrations  by 
lecturers  on  how  to  properly  furnisli  living 
rooms. 

The  exclusive  showing  of  a  talking  machine 
was  acquired  by  L.  Meier  &  Sons  Co.,  which 
erected  a  complete  hearing  room,  and  showed 


about  ten  different  types  of  Victor  machines. 
The  feature  of  this  exhibit  was  the  demonstra- 
tion of  health  records  by  Miss  Mary  Craig,  who 
came  from  the  Standard  Talking  Machine  Co. 
for  this  purpose.  The  Cleveland  Talking 
Machine  Co.'s  own  exponent.  Miss  Marjorie 
Barnhardt,  would  have  filled  this  part  of  the 
bill,  only  she  was  at  Massillon,  performing  for 
C.  J.  Duncan,  Victor  dealer  there,  and  drawing 
almost  as  large  crowds  in  that  city  as  did  Miss 
Craig  at  the  exposition  here. 

Eight  Famous  Victor  Artists  in  Concerts 

Dealers  in  the  smaller  cities  adjacent  to 
Cleveland  are  extending  themselves  in  many 
ways  to  interest  the  people  in  instruments  and 
records,  and  the  work  of  dealers  in  bringing 
the  Eight  Famous  Victor  Artists  to  this  sec- 
tion this  season  is  significant.  The  group  has 
appeared  under  auspices  of  Oscar  E.  Soder- 
berg,  Sandusky;  the  Wickens  Co.,  Lorain,  at 
Alliance  and  in  other  cities,  drawing  huge 
houses,  and  consequently  stimulating  business 
for  the  enterprising  merchants  who  under- 
write these  performances. 

S.  E.  Burgess  Expands 

The  college  town  does  its  bit  by  the  dealer 
who  works  with  it,  and  a  good  demonstration 
of  this  is  the  expansion  of  the  business  and 
the  addition  of  more  sales  people  by  S.  E. 
Burgess  at  Oberlin.  Mr.  Burgess  has  re- 
modeled his  store  and  has  held  an  informal 
reception  as  well. 

Celebrates  Seventy-third  Anniversary 

The  seventy-third  anniversary  of  the  Seward 
Music  Co.  will  be  held  some  time  in  May,  fol- 
lowing the  remodeling  of  its  Dayton  building. 
The  Cleveland  Talking  Machine  Co.  will  have 
representatives  to  aid  in  holding  the  opening 
that  will  accompany  this  event. 

Sonera  Executives  Visitors 

Warren  J.  Keyes,  treasurer,  and  Frank  V. 
Goodman,  assistant  sales  manager,  of  the 
Sonora  Phonograph  Co.,  of  New  York,  were 
visitors  to  Cleveland  during  the  latter  part  of 
April  and  while  here  were  entertained  with 
trips  about  the  city,  visits  to  dealers  and  at 
dinners  and  other  social  af?airs  by  J.  L.  Du 
Breuil  and  J.  T.  Pringle,  of  the  Sonora  Phono- 
graph Ohio  Co.  The  home  office  men  were 
much  impressed  with  the  strides  Sonora  is  mak- 
ing since  the  gifted  Messrs.  Du  Breuil  and 
Pringle  took  charge  here. 

Many  New  Edison  Accounts 

Marked  development  of  business  among 
dealers  in  outlying  territory,  and  this  without 
the  addition  of  more  sales  representatives,  has 
been  made  by  the  Phonograph  Co.,  Edison 
distributor,  according  to  E.  S.  Hershberger, 
secretary,    following    his    return    from    a  trip 


through  the  district,  including  Mansfield,  Woos- 
ter,  Ashland,  Sandusky  and  other  points.  This 
is  part  of  a  sales  drive  that  has  already  re- 
sulted in  fourteen  new  dealers  being  added  for 
Edison,  as  well  as  increased  business  in  ma- 
chines and  records  from  established  clientele. 
Later  a  selling  campaign,  with  suitable  at- 
tractions for  both  dealers  and  sales  people, 
will  be  developed. 

Practical  Aid  for  Brunswick  Dealers 
Several  unusual  plans  for  aiding  dealers  to 
increase  their  business  have  been  instituted  by 
Leslie  I.  King,  district  manager,  the  Bruns- 
wick-Balke-Collender  Co.  One  of  the  latest  is 
the  re-enameling,  in  white  or  other  colors,  of 
machines,  to  harmonize  with  hearing  rooms 
of  similar  colors.   At  the  same  time  the  machine 


One  of  the  Redecorated  Machines 

crevices  have  been  filled  with  seven  coats  o* 
enamel,  which  has  been  found  to  make  for 
better  tonal  qualities  in  carrying  the  higher 
and  lower  notes  of  records.  Five  new  dealers 
have  adopted  this  principle  in  the  fitting  of 
their  establishments,  and  others  are  expected 
to  follow  their  example,  according  to  Mr.  King. 
Big  Gain  in  Okeh  Record  Demand 

Okeh  record  business  in  the  Cleveland  and 
Pittsburgh  districts  served  by  the  Record  Sales 
Co.  has  increased  15  per  cent  for  the  first 
quarter  of  1923  over  the  same  period  a  year 
ago,  according  to  T.  R.  Buel,  secretary,  and 
April  figures  are  expected  to  surpass  this  mark. 
Fine  Department  at  Yahrling  &  Raynor 

The  main  floor  of  the  Yahrling  &  Raynor  Co., 
Youngstown,  establishment  will  be  given  over 
almost  entirely  to  the  talking  machine  end  of 
its  business,  following  the  rebuilding  of  the  es- 
tablishment. 

Gruesome  Display  Sells  Records  of  "Fate" 
the  De  Foreest  establishment  in  Warren, 
Brunswick  made  a  distinct  hit,  under  the 
tutelage  of  Bob  Markley,  store  manager,  by  the 
use  of  a  unique  window  attraction  to  feature 
the  record  "Fate."    A  skeleton,  surrounded  by 


New  Style  Cabinets 
New  Range  of  Prices 
New  Smooth  Surface 

Records 
New  Records  Every 

Week 


CINCINNATI,  OHIO 
314  West  Fourth  Street 


The  New  Edison 

"THE  PHONOGRAPH  WITH  A  SOUL" 

Special  Notice : 

There  are  still  a  few  towns  and  cities  where  we  desire 
new  or  additional  representation.  Write  us  for  our 
latest  dealer  proposition.  Our  Field  Manager  will  be 
glad  to  visit  you  with  full  information. 


THE  PHONOGRAPH  COMPANY 

Exclusive  Edison  Distributors 


Hear  Mr.  Edison's  New 
White  Label  Record 


CLEVELAND,  OHIO 
1240  Huron  Road 
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The  Height  of  Efficiency 
Crosley  Model  X— Price  $55 

Due  to  the  excellence  of  materials  used  In 
the  manufacture  of  the  Crosley  Model  X,  an 
aggressive  sales  policy  backed  by  a  nation- 
wide advertising  campaign  and  the  lowest 
price  of  any  radio  receiving  set  of  its  kind 
in  the  market  to-day.  the  Crosley  Model  X 
is  enjoying  enormous  popularity. 

Dealers  in  talking  machine  equipment  have 
seen  the  hand-writing  on  the  wall  and 
stocked  the  Crosley  line.  They  are  being 
amply  repaid  by  handsome  profits. 

Are  you  among  them? 

Best  dealers  all  over  the  United  States 
handle  the  Crosley  line. 

Write  for  details  with  our  new  catalog. 


CROSLEY  MANUFACTURING  COMPANY 

526  ALFRED  ST.  CINCINNATI,  0. 

New  York  Office — C.  B.  Cooper,  180S  Tribune 

Building,  1.54  Nassau  St. 
Boston   Office— B.   H.    Smith,   929   Blue  Hill 

Ave.,  Dorchester. 
Chicago   Office — 1311   Stegcr  Building,  28  E. 

Jaclcson  Blvd. — K.  A.  Stemm,  Mgr. 
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Sensationel  Pance  Orchestra. 

Stroty  Hetcrd  &>(■/>.- 206  BifthUve..  Hat  Jerk 


somber  black  and  white  hangings  was  the  "piece 
de  resistance"'  which  made  crowds  stand  in 
awe  for  hours  every  day.  The  chief  result  of 
this  display  was  the  sale  of  more  than  400 
records  of  the  one  kind,  and  several  instru- 
ments, all  in  less  than  seven  days. 

Little  Girl  Learns  From  Victor 

An  interesting  side  light  on  the  educational 
value  of  the  talking  machine  is  cited  by  Louis 
Meier,  head  of  the  L.  Meier  &  Sons  Co.,  in 
the  achievement  of  his  niece,  Emily  Meier. 
This  little  girl,  less  than  three  years  old,  just 
recently  accomplished  the  naming  of  the 
twentieth  piece  played  on  a  Victrola.  She  has 
acquired  this  knowledge  in  the  last  three 
months.  The  little  one  is  too  young  to  sing 
yeti  but  she  dances  the  latest  steps  to  the  airs 
that  are  played,  and  recognizes  the  pieces  as 
soon  as  the  first  few  bars  are  played. 

New  Columbia  Agencies 

New  establishments  and  enlargement  of 
stores  already  established  are  a  barometer  indi- 
cating the  progress  of  the  industry  in  these 
parts.  Columbia,  branch  interests  here,  under 
direction  of  S.  S.  Larmon,  manager,  have  com- 
pleted the  installation  of  a  Columbia  depart- 
ment for  the  R.  L.  White  Co.,  one  of  the  oldest 
Cleveland  music  houses.  A  campaign  of  ad- 
vertising to  feature  the  new  line  is  planned. 
Other  new  Columbia  dealers  in  this  territory 
are  H.  G.  Metzger,  Akron;  W.  L.  Henthorne, 
Columbus;  Salamanca  Quality  Shoppe,  Sala- 
manca, N.  Y.;  E.  H.  Stadelman,  Monroe,  Mich. 
Columbia  instruments  figure  prominently  in  the 
opening  of  the  Columbus  store  of  C.  C.  Baker, 
and  representatives  from  the  local  -Columbia 
branch,  the  Cleveland  Talking  Machine  Co., 
Victor  wholesaler,  and  other  factors,  were  pres- 
ent at  the  opening. 

R.  Ormus  With  Columbia  Co. 

Development  of  foreign  record  service  by  the 
Columbia  branch  here  will  be  augmented,  fol- 
lowing the  appointment  of  Robert  Ormus  to 
that  post.  Mr.  Ormus  is  a  linguist  of  unusual 
ability,  having  command  of  eight  languages. 
With  Mr.  Ormus'  appointment  is  announced  the 
arrival  here  of  R.  J.  Mueller  as  assistant  branch 
manager,  coming  from  Omaha,  where  he  held 
the  same  post  with  another  concern. 

Constructive  Work  of  the  Association 

Enthusiasm  for  the  Association  and  its  work 
is  being  demonstrated  now  by  the  members  of 
the  recently  organized  Music  Merchants'  As- 
sociation of  Northern  Ohio.  I-atest  move  by 
President  William  Gordon  Bowie,  of  the  Dreher 
Piano  Co.,  and  Rexford  C.  Hyre,  secretary,  is 
the  distribution  of  a  slogan,  this  work  of  art 
coming  from  tlae  pen  of  John  R.  Ortli,  chairman 
of  the  slogan  committee.  The  slogan:  "What 
drives  away  care?"  has  been  distributed  to  all 
members  and  prospective  members,  250  in  all, 
covering  a  territory  in  all  directions  fifty  miles 
from  Cleveland,  and  was  posted  in  windows 
and  stores  of  members  on  May  7.  Other 
slogans  will  be  compiled  monthly,  each  of  them 
timely,  until  one  that  seems  to  make  the  biggest 
hit  with  the  buying  public  will  have  been  cre- 


ated, when  it  will  be  adopted  as  the  permanent 
slogan  for  the  organization.  Other  business 
building  features  will  be  developed  from  time 
to  time,  so  that  any  who  are  not  already  mem- 
bers will  see  that  the  Association  is  prac- 
tical in  its  value  to  members.  For  example,  at 
the  next  meeting  J.  L.  Du  Breuil,  of  the  Sonora 
Phonograph  Ohio  Co.,  will  supply  the  speaker, 
who  will  discuss  "good  and  profitable  busi- 
ness, how  to  get  it  and  how  to  keep  it." 
Local  Dealers  Contributed  to  Contest  Prizes 

The  close  of  the  music  memory  contest  in 
Ohio  did  not  bring  first  honors  to  local  schools, 
but  a  notable  showing  was  made  by  Cleveland 
students,  more  than  1,000  of  whom  took  part. 
Winners  were  the  Lourdes  Academy  Senior 
School,  Dawning  School,  Prospect  School  and 
Central  High.  For  the  students  who  stood 
highest  500  gold  pins  were  given  by  the  Bailey 
Co.  talking  machine  department,  of  which  E. 
A.  Friedlander  is  manager.  The  May  Co.,  the 
Dreher  Piano  Co.  and  the  Halle  Bros.  Co. 
gave  a  Victrola,  a  Vocalion  and  a  Brunswick 
to  the  three  highest  Cleveland  schools,  and  the 
Sonora  Phonograph  Ohio  Co.  contributed  a 
portable  to  the  State  contest  prize  list. 

Host  to  Brunswick  Dealers 

Under  direction  of  Dan  G.  'Baumbaugh  the 
May  Co.  was  host  to  Brunswick  dealers  and 
their  customers  when  a  private  wire  was  run 
from  the  Carleton  Terrace  to  the  Union  Trust 
Co.  radio  broadcasting  station,  and  the  music 
of  the  Oriole  Terrace  Orchestra  heard  all  over 
this  part  of  the  country.  The  event  was  fore- 
told in  bulletins  issued  by  the  local  Brunswick 
district  office,  so  that  dealers  were  prepared 
for  the  event.  Dealers  later  reported  they  had 
had  a  big  call  for  records,  as  well  as  machine 
prospects  following  this  most  efficiently  handled 
publicity  tie-up. 

Walter  K.  Badger,  formerly  with  the  Unit 
Construction  Co.,  has  joined  the  Cleveland 
district  branch  of  Brunswick,  and  will  give  at- 
tention to  dealers  in  the  way  of  business  build- 
ing service. 


PURCHASE  VAN  SCOYOC  CO. 


Akron,  O.,  May  1. — The  Van  Scoyoc  Piano  Co. 
business  at  53  East  Exchange  street,  has  re- 
cently been  purchased  by  Harry  R.  Beardsley 
and  C.  R.  Crossland.  The  store  handles  a  wide 
variety  of  pianos,  talking  machines  and  player- 
pianos. 


The  Nelson-Dever  Music  Co.,  of  Steubenville, 
O.,  increased  its  capitalization  recently  from 
$35,000  to  $100,000. 


Kreisler's  Creations 

transcend  those  of  all  his  contem- 
poraries. He  therefore  associates 
himself  with  none  other  than  the 
Victor  Organization. 

Likewise  the  most  aggressive 
Victor  dealers  in  Cleveland  terri- 
tory prefer  to  retain  connections 
with  that  wholesale  organization 
whose  service  is  preeminent. 
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Business  Improves — Shortage  in  Some  Models — New  Agencies 
Opened  by  Jobbers — IFestetiberger,  Inc.,   Chartered — N'eiv  Stores 


Milwaukee,  Wis.,  May  8. — The  local  trade,  as 
well  as  talking  machine  merchants  in  the 
greater  part  of  Wisconsin,  are  doing  a  good 
business  and  the  universal  expression  is  that 
business  is  getting  better  all  the  time.  Some 
excellent  sales  have  recently  been  made  of  art 
styles  running  into  high  prices,  although  the 
principal  business  is  in  the  standard  medium- 
priced  styles.  Dealers  are  looking  forward  to 
an  excellent  demand  for  portable  styles,  v^fhich 
had  a  big  run  last  Summer  and  undoubtedly 
will  sell  even  better  this  year.  Records  are 
selling  in  larger  volume  than  ever  before,  and 
dealers  have  difficulty  keeping  the  trade  sup- 
plied. The  call  ranges  over  the  eiitire  classi- 
fication, although,  of  course,  the  most  insistent 
demand,  which  is  responsible  for  back  orders, 
is  for  popular  numbers.  Accessories  of  all 
kinds  are  helping  much  to  increase  business 
volume. 

Wholesale  trade  in  Milwaukee  was  very  brisk 
during  April,  and  so  far  in  May  sales  have 
again  ranged  considerably  ahead  of  last  year.  In 
-many  instances  dealers  are  pressing  for  de- 
liveries. The  retail  trade  is  much  less  disin- 
clined to  buy  only  for  current  needs  than  for 
more  than  two  years,  and  some  already  are 
beginning  to  lay  wires  for  the  accumulation  of 
stocks  for  the  holiday  trade  next  Fall  in  the 
Belief  that  there  is  going  to  be  a  shortage  of 
instruments,  if  not  an  advance  in  prices,  due 
to  the  ever-increasing  tendency  of  costs  ol 
material  and  labor  to  rise. 

Brisk  Trade  at  Badger  Co. 
Harry  A.  Goldsmith,  secretary  of  the  Badger 
Talking  Machine  Co.,  Victor  jobber  in  Wis- 
consin and  upper  Michigan,  is  well  pleased  with 
the  character  and  volume  of  business,  and 
while  making  no  predictions,  sa)'S  he  is  hope- 
ful that  1923  will  wind  up  as  the  biggest  year 
in  the  history  of  the  company.  April  busi- 
ness was  far  in  excess  of  the  same  month  last 
year,  and  actually  was  the  best  April  since  the 
business  was  established. 

Brunswick  Demand  Results  in  Shortage 
Reports  of  good  Brunswick  business  by  Mil- 
waukee dealers  are  merely  a  confirmation  of 
the  reports  from  the  office  of  Thomas  I.  Kidd, 
manager  of  the  local  branch  of  the  Brunswick 
Co.  Much  difficulty  is  encountered  in  ob- 
taining adequate  supplies  of  records,  especially 
the  popular  selections,  while  instruments  are 
by  no  means  plentiful  and  in  some  styles  there 
actually  is  a  sliortage. 

Sonera  and  Okeh  Record  Demand  Grows 
Fred  E.  Yahr,  president  of  the  Yahr  &  Lange 
Drug  Co.,  distributor  of  the  Sonora  and  Okeh 
records,  speaks  enthusiastically  of  the  condition 
of    trade,    after    four   and    a    half   months  of 
lllilll 


excellent  business.  The  demand  from  the  re- 
tail trade  is  such  that  in  some  styles  the  house 
has  considerable  back  orders.  Local  dealers  in 
the  Sonora  report  a  relativelj'  excellent  business 
and  the  same  is  true  of  the  representative  deal- 
ers in  the  State  territory.  One  of  the  most 
recent  Sonora  dealership  appointments  is  Clar- 
ence C.  Warner,  428  Eleventh  avenue,  this  city, 
a  pioneer  Victor  dealer,  who  will  continue  that 
line  with  the  Sonora  as  a  companion  line. 
New  Columbia  Agencies 

Columbia  machine  and  record  business  is 
undergoing  a  healthy  increase  from  week  to 
week,  and  local  dealers  are  more  enthusiastic 
than  ever  over  this  line.  A  number  of  new- 
franchises  have  recently  been  placed  in  this 
territory.  The  J.  Bellack  Music  House,  at 
719-721  Forest  Home  avenue,  is  a  new  Columbia 
dealer,  and  is  making  a  specialty  of  records  in 
the  Polish  language,  it  being  located  in  a  dis- 
trict well  populated  with  people  of  Polish  birth 
or  extraction. 

Boston  Store  Adds  Sonora 

One  of  the  events  in  the  Milwaukee  retail 
trade  was  the  announcement  made  May  4  by  the 
Boston  Store  that  it  had  acquired  a  Sonora 
franchise.  This  was  made  in  large  display  ad- 
vertisements that  could  not  help  striking  the 
eye  of  every  reader  of  the  daily  newspapers, 
and  was  one  of  the  most  compelling  pieces  of 
advertising  literature  for  the  benefit  of  the 
Sonora  that  have  yet  been  produced  here.  The 
Boston  Store  is  one  of  the  largest  depart- 
ment stores  in  the  West  and  up  to  this  time 
has  been  exclusively  Victor. 

Columbia  Artist  Boosts  Sale  of  Own  Records 

When  Eddie  Cantor  played  at  the  Davidson 
in  Milwaukee  in  "Make  it  Snappy,"  early  in 
April,  he  provided  a  splendid  stimulus  for  the 
sale  of  Columbia  records.  He  made  a  single 
public  appearance,  at  the  Wm.  A.  Kaun  Music 
Co.,  and  the  store  was  too  small  to  hold  the 
crowds  that  surged  up  and  down  the  main  busi- 
ness thoroughfare.  He  autographed  several 
hundred  Columbia  records  for  eager  buyers, 
and  then  was  compelled  to  quit  because  he  was 
getting  writers'  cramp. 

Westenberger,  Inc.,  Chartered 
Westenberger,  Inc.,  is  the  name  of  a  new 
$50,000  corporation  organized  in  Hartford, 
Wis.,  to  deal  in  talking  machines,  records,  fur- 
niture, etc.  The  principals  are  Peter,  Eleanor 
and  Lillian  Westenberger. 

Gram  Staged  Health  Show  Exhibit 
The  Edmund  Gram  Music  House  made  a 
comprehensive  exhibit  at  the  recent  Health 
Show  in  the  Auditorium  and  showed  a  select 
assortment  of  Brunswick,  Cheney,  Columbia 
and  Vocalion  instruments.  The  Gram  house 
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was  one  of  the  few  to  seize  the  opportunity 
to  link  up  music  with  the  movement  for  better 
health,  and  Miss  Julia  Wolff,  manager  of  the 
talking  machine  department,  expresses  herself 
as  more  than  satisfied  with  the  returns  on  the 
investment. 

Luebtow  Plans  New  Store 

The  Luebtow  Music  Co.,  a  leading  North 
Side  Sonora  dealer,  has  plans  for  a  new  music 
store  on  North  avenue,  between  Thirty-eighth 
and  Thirty-ninth  streets,  in  a  rapidly  develop- 
ing business  and  residential  district.  It  will 
be  30  by  114  feet  in  size,  two  stories  high, 
and  is  designed  as  one  of  the  handsomest  music 
stores  in  the  city. 

Many  to  Attend  June  Convention 

A  goodly  number  of  our  music  merchants 
are  planning  to  attend  the  National  conven- 
tions in  Chicago  early  in  June.  Chicago  is 
particularly  convenient,  for  it  is  but  a  two  hours' 
ride  from  Milwaukee.  It  is  hoped  that  as  the 
result  of  the  benefits  of  the  National  meetings, 
the  local  trade  will  resume  its  own  organization 
work  more  actively.  The  local  association  has 
been  dormant  for  several  months  and  efforts 
are  now  being  made  to  revive  interest. 

Edison  Business  Is  Active 

Edison  dealers  are  very  optimistic  over  cur- 
rent and  future  business  and  the  local  distrib- 
uting branch  is  experiencing  one  of  the  busiest 
and  most  satisfactory  Spring  seasons  in  the  his- 
torv  of  the  local  trade. 


CENTURY  ANNIVERSARY  OF  OLD  SONG 

The  hundredth  anniversary  of  the  first  public 
rendering  of  "Home,  Sweet  Home"  in  Bish- 
op's opera,  "Clari,  or  the  Maid  of  Milan,"  at 
Covent  Garden,  London,  England,  on  May  8, 
was  celebrated  in  this  country  and  Great  Brit- 
ain. Community  Service,  Inc.,  New  York,  ar- 
ranged special  programs  which  were  used  in 
many  communities  this  month  in  which  this 
song  was  the  feature. 
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PORTABLE  OUTFIT 

Our  No.  1-A  Tone  Arm  with  Improv- 
ed No.  2  Reproducer  represents  the 
best  value  on  the  market. 


MUTUAL   PHONO   PARTS   MFG.  CORP. 


149-151  Lafayette  Street 


New  York  City 


The  Russell  Gear  &  Machine  Co.,  Ltd.,  1209  King  St.,  West,  TORONTO,  CAN.,  Exclusive  Distrihutors  tor  Canada  and  All  Other  British  Possessions. 

INDUSTRIAS  UNIDAS,  S.  A.,  Balderas  110,  MEXICO  CITY,  Exclusive  Distributor  for  Mexico. 
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PHONOGRAPH  STORE  EQUIPMENT 

High  Quality  —  STANDARDIZED  —  Low  Price 

Ogden's  Complete  Modern  Store 


Ogden's  Sectional 
Store  Equipment.  , 


Equipment  illustrated  is  our  PLAN  NO.  5 — 2  Record  Sections, 
1  Sales  Counter,  1  6x9  ft.  Booth.  Write  for  Blue  Print  of  Seven 
Complete  Store  Plans  with  prices  F.O.B.  Factory  or  Installed 


Costs  less  than  carpenter  work.  Everything  ready  for 
business  the  day  you  get  it— —Sectional — Unpack  and  "Set 
it  up  Yourself." 

The  complete  Store  Equipment  (as  illustrated)  consists  of 
RECORD  RACKS,  for  2,700  10-inch  and  12-inch 
Records,  SALES  COUNTER  with  every  Dealer  con- 
venience for  Card  Files,  Accessory  Stock,  Bags  and 
Wrapping.    SOUND-PROOF  BOOTH,  6  x  9  ft. 

Booths  are  made  by  assembling  the 
Units  or  Parts  illustrated  below. 

WE  POSITIVELY  GUARANTEE 

ANY  MAN  AND  A  BOY  for  helper  without  carpentry  ex- 
perience can  assemble  this  room  in  one  hour.  There  is  noth- 
ing to  do  bat  place  Wall  and  Door  Sections  in  the  Pilaster  and 
turn  down  the  clamps.  Place  Ceiling  units  in  position  and  Base 
Rail  or  Floor  Shoe  around  the  bottom  and  the  job  is  complete,  as 
tight  as  a  drum,  at  a  fraction  of  the  usual  cost. 


FRONT  VIEW  OF  RECORD  SALES  COUNTER  =ftl 
TOP  30"X,6o'    52°VflTH  CASTOfiS 


8ACK  VIEW  OF  RECORD  COUNTER-  *1 
5H0WS3  DRAWERS  WITH  ADJUSTABLE  COKPARTMEHT  ■ 
DIVIDERS,  ALSO  3  UP^iGHT  COHPARTMEHTS  AHO  2  SHELVES 


OUR  HIGH  PRICE  COMPETITORS  say  "It  can't 
be  done" — but  it  is  being  done  every  day  and  the 
dealer  is  saving  hundreds  of  dollars  on  every  in- 
stallation. 

UNLEVEL  FLOORS  are  provided  for  as  each 
Pilaster  and  Section  is  supplied  with  Patented  Lev- 
elers  instantly  adjusting  to  a  perfect  level.  (Spirit 

Level    also    supplied)  WALL   PILASTER  adjusts 

to  fit  any  size  Base  Board  and  Wainscot  rail. 

Remember,  it  is  not  necessary  to  buy  entirely  New 
Equipment  to  enlarge  business — Ogden  Provides 
for  Expansion   of   original   Equipment   as  needed. 

If   more   record  space  is  needed,   Add  a  Section. 

If  more  Demonstration  Room  is  needed.  Add  a 
Booth. 

Our  Equipment  will  give  you  increased  Sales  and 
More  Profit. 


Room  units  made  to  fit  sound  tight 


New  Moclel  No.  IX-A 

You-Nit  Cabinet  Stand 
K.  D.  For  Victrola  No.  IX-A 


Fulfills  every  Cabinet 
requirement  for  the 
Home  with  Portable  ad- 
vantages. Makes  an 
"Outfit"  at  an  "IN- 
BETWEEN"  price  and 
sells  your  IX-A's. 

Get  a  sample  mailed  to- 
day, subject  to  return 
the  minute  you  see  it  if 
not  satisfactory. 

PRICES 
Solid    Select  Mahogany 
and  Quartered  Oak, 
$6.50 

Mahogany  Finish  and 
Plain  Oak, 
$5.50 

Packed  1  to  a  Mailing 
Carton.      Wt.,   18  lbs. 


41^  inches 


OGDEN'S 

No.  50  Port- 
able Cabinet 
with  Victrola 
No.  50.  For 
every  musical 
occasion. 

This  is  a  Port- 
able  Year. 
Cash  in  on  this 
demand.  The 
Dealer  not  pre- 
pared  must 
lose  to  the 
other  man. 

"STANDS" 

make  new  cus- 
tomers. 


Positively  Rigid  and  Strong 

Order  a  Stand  for  every  Portable  Victrola 
(to  Match)  and  we  will  Guarantee  the 
Sale    if    only   Displayed    and  Advertised. 


HECORD  CABINETS 
(Sectional  Models) 
Fits  any  space  for  any  size  .Stock  and 
helps  you  grow  through  Service. 

PKICES 

No.  2  Tier  of  Sections  for 
1,.500  Records,  $i6.50 

No.  1  Tier  of  Sections  for 
l,.'jOO  Records,  §59.25 

Finishes:  Oak,  Mahogany  and 
Genuine  Enamels 


OGDEN  SECTIONAL  CABINET  CO.,  Lynchburg,  Va. 

AH  Prices  Subject  to  Market  Conditions  and  Change  Without  Notice 
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PORTLAND,  ORE. 

Consolidation  of  Concert  Bureaus  Results  in  Many  Artists  to 
Appear  Here — "Talkers"  in  Home  Beautiful  Exposition — The  News 


Portland,  Ore.,  May  5. — Portland,  which  has 
long  been  known  as  the  musical  center  of  the 
Pacific  Northwest,  has  now  become  the  musical 
center  of  the  entire  West  since  the  affiliation 
of  the  Elwyn  Concert  Bureau,  of  this  city,  with 
the  Wolfsohn  Musical  Bureau  of  New  York. 
The  Elwyn  Bureau  will,  in  the  future,  direct 
the  tours  of  the  celebrities  west  of  Chicago  and 
many  famous  artists  are  scheduled  to  visit  Port- 
land during  the  coming  season.  Margaret  Mat- 
7enauer,  prima  donna  contralto  and  Victor  and 
Edison  artist,  with  Clarence  Whitehill,  baritone, 
another  Victor  artist,  will  open  the  season  in 
joint  recital.  Claire  Dux,  soprano  and  Bruns- 
wick artist,  will  be  heard  for  the  first  time  in 
Portland  and  the  New  York  String  Quartet  will 
make  its  initial  appearance  here.  Albert  Spald- 
ing, American  violinist  and  popular  Edison  ar- 
tist, will  also  be  welcomed. 

Four  Victor  stars  are  together  now.  This 
quartet  consists  of  Olive  Kline,  soprano;  Elsie 
Baker,  contralto;  Lambert  Murphy,  tenor,  and 
Royal  Dadmun,  baritone.  Dadmun  sang  here 
with  the  Portland  Symphony  Orchestra  as  guest 
artist  and  won  a  host  of  friends.  Jascha  Heifetz, 
violinist,  will  be  a  feature,  as  will  Reinald  Wer- 
renrath,  baritone,  and  Edward  Johnson,  tenor, 
all  of  whom  are  Victor  artists,  will  close  the 
season. 

The  Edison  phonograph  came  in  for  a  big 
share  of  splendid  publicity  during  the  "Home 
Beautiful"  exposition,  held  at  the  Municipal 
Auditorium  last  month,  when  the  Reed-French 
Piano  Co.  featured  an  exclusive  Edison  booth. 

The  G.  F.  Johnson  Piano  Co.  recently  had 
on  exhibit  the  Cheney  phonograph  in  connec- 
tion with  the  Chickering  Ampico  and  gave  both 
afternoon  and  evening  concerts. 


Elmer  Hunt,  manager  of  the  wholesale  de- 
partment of  Sherman,  Clay  &  Co.,  reports  the 
opening  of  new  accounts,  including  the  Wheeler 
Furniture  &  Hardware  Co.,  Wheeler,  Ore.;  W. 
Martineau,  Vernonia,  Ore.;  the  Umpqua  Drug 
Co.,  Reedsport,  Ore.;  E.  J.  Schneider,  Myrtle 
Point,  Ore.,  and  Magill  &  Erskin,  Bend,  Ore. 

The  McDougall-Conn  Music  Co.,  which  for 
several  years  had  been  located  at  129  Tenth 
street,  moved  to  a  more  central  location  at 
Park  and  Alder  streets,  on  May  1,  where  only 
musical  merchandise  and  sheet  music  will  be 
handled. 

Harold  S.  Gilbert,  for  several  years  doing  busi- 
ness at  107  West  Park  street,-  has  moved  to  a 
handsome  new  building  at  423  Washington 
street. 

The  main  floor  of  the  Sherman,  Clay  &  Co. 
establishment  is  being  remodeled  to  carry  a 
complete  sheet  music  department,  while  the 
third  floor  is  being  prepared  for  the  installa- 
tion of  a  musical  merchandise  department. 

M.  Davis,  district  manager  of  the  Brunswick 
Co.,  reports  business  for  the  first  four  months 
of  1923  more  than  doubled  last  year's  record 
and  he  says,  "Anyone  who  says  business  is  slow 
has  a  disease  of  the  mind,  for  we  find,  with  the 
logging  camps  and  sawmills  all  running  full 
blast  and  crop  conditions  perfect,  the  business 
in  the  country  districts  is  wonderful  and  we 
can't  get  in  goods  fast  enough  to  keep  up  with 
the  pace  being  set."  Theo.  Karle,  tenor  and 
Brunswick  artist,  spent  several  days  in  Port- 
land calling  on  the  various  Brunswick  dealers 
with  Mr.  Davis. 

J.  F.  Monte,  owner  of  the  Victor  Earle  Music 
Co.,  of  Chehalis,  Wash.,  has  been  established 
as  a  Brunswick  dealer  bv  Mr.  Davis. 


The  SPEED-RITE 

Electric  Phonograph  Motor 

No  Belt  to  Stretch   ::    Easily  Installed 
This  will  be  a?i  Electric  Year 


Size  7"  X  3,'.^"  X 35^" 

Self  Contained  No  Spring  Weight  Governor 

Exclusive  Features 

Uniform  speed  under  all  ordinary  conditions 

Fool-Proof    Care-Free  Noiseless 

A  real  guarantee  goes  with  "Speed-Rite."  This  motor  will  pro- 
du-ce  music  as  recorded.    Send  for  booklet  C-4,  sample  and  price 

Cliff  Electric  Corporation 

59  Pearl  Street  New  York  City 


Our  AAA  Quality 

India  Ruby  Mica 

DIAPHRAGMS 

Are,without  doubt,  the  finestDiaphragms  | 
manufactured. 

Samples  and  Prices  on  Request 

WILLIAM  BRAND  &  CO. 

27  East  22nd  Street  New  York  City 

Telephone,  Ashland  7868 


The  Reed-French  Piano  Co.  has  established  a 
branch  house  at  Hillsboro,  Ore.,  at  1136  Main 
street.  Mr.  Reed  says:  "I  found  business  so 
good  in  this  little  suburb  of  Portland,  and  as 
there  was  no  complete  music  house  there,  I  de- 
cided it  was  a  splendid  opening  for  our  line 
of  pianos  and  the  Edison  and  Hall-et  &  Davis 
phonographs."  G.  W.  Johnson  has  been  placed 
in  charge. 

James  A.  Stitt,  Pacific  Coast  representative 
of  the  Hallet  &  Davis  Co.,  spent  several  days 
in  Portland  calling  on  the  Reed-French  Co. 

A.  C.  Harper,  president  of  the  Cheney  Talking 
Machine  Co.,  who  was  a  visitor  to  Portland 
May  1,  has  been  making  an  extensive  tour  of 
the  Pacific  Coast  cities,  visiting  distributing 
agencies  of  the  Cheney. 

C.  A.  Alphonse,  in  charge  of  the  office  of  the 
Hyatt  Talking  Machine  Co.,  is  at  present  man- 
ager of  the  Guarantee  Loan  Co. 

The  Mack  Sheet  Music  Shop,  124  Broadway, 
has  added  Gennett  records  and  is  installing  sev- 
eral booths  for  demonstration  purposes. 

On  account  of  the  name  Melo-Tone  having 
been  previously  copyrighted  A.  C.  Sherbert,  in- 
ventor, has  changed  the  name  of  his  phonograph 
specialty  to  "Melo-Fier." 

Harry  L.  Marshall,  wholesale  manager  of  the 
Edison  Phonograph  Co.,  Ltd.,  reports  business 
on  the  Coast  excellent,  but  says  that  east  of 
the  mountains  increased  business  is  not  so  rapid. 
Mr.  Marshall  says:  "Optimism  prevailed  every- 
where I  visited  throughout  my  district  and, 
without  a  doubt,  we  will  experience  a  big  year, 
if  dealers  cannot  sell  goods  now  they  never 
will."  He  reports  the  Marolz  Music  House, 
of  Pasco,  Wash.,  W.  P.  Marolz,  proprietor  and 
manager,  has  added  the  Edison  phonograph  line. 

The  Starr  Piano  Co.,  headquarters  for  Starr 
phonographs  and  Gennett  records,  reports  good 
business. 

I-^.  D.  Heater,  phonograph  and  accessory  job- 
ber, reports  excellent  returns  from  the  Strand 
console.  He  also  says  the  Portophone  is  going 
exceptionally  well. 

C.  L.  Cline,  of  the  Cline  Music  Co.,  Astoria, 
Ore.,  Edison  and  Columbia  dealer,  was  a  re- 
cent visitor  to  the  Edison  wholesale  house.  The 
Cline  Music  Shop  has  taken  a  five-year  lease 
on  its  old  location  on  Commercial  street. 


NEW  PEERLESS  PRODUCT  POPULAR 

Phil  Ravis,  head  of  the  Peerless  Album  Co., 
638  Broadway,  New  York  City,  is  well  pleased 
over  the  reception  given  the  new  Peerless  rec- 
ord-carrying case  by  the  trade.  Dealers  report 
that  it  makes  an  ideal  receptacle  to  be  used  in 
conjunction  with  portable  phonographs.  Those 
who  exploit  the  product  for  that  purpose  find 
ready  sales.  It  allows  the  portable  owner  to 
carry  a  varied  catalog  of  records  wherever  he 
goes  and  in  a  manner  that  gives  the  records 
the  best  of  care.  The  Peerless  Co.  has  inaugu- 
rated a  Summer  campaign  on  the  carrying  case 
which  is  already  bringing  results. 


MARTIN  OPENS  NEW  BRANCH 


Springfield,  Mo.,  May  8. — A  new  branch  of  the 
Martin  Bros.  Piano  Co.  has  been  opened  in 
Sedalia,  Mo.,  under  the  direction  of  Stanley 
Shaw.  During  the  past  year  this  company  has 
established  branches  at  Nevada  and  Jefferson 
City.  A  flourishing  branch  has  been  in  existence 
for  some  time  at  Rogers,  Ark. 
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Pllllllllllllllillllllillllllllliilllllllllliillllllill^ 

I  The  "CHUM"  Portable  | 

I  WEIGHS  ONLY  13  POUNDS  | 

I  Retails  at  $25.00  j 

m        Nothing  cheap  about  this  portable,  except  its  price  ■ 

m  Made  in  genuine  DuPont  coverings  with  leather  corners  M 

M  and   in   mahogany,    with   genuine    mahogany    panels  ■ 

10  Selling  Points  | 

1.  Columbia  motor  '  | 

2.  Universal  tone  arm  ■ 

3.  Weighs  13  pounds  | 

4.  Best  looking  portable  on  the  market  H 

5.  8  inch  cast  iron  turntable  prevents  wab-  | 
bling  or  bending  J 

6.  Plays  12  inch  records  J 

7.  Will  hold  a  dozen  records  H 

8.  Needle  cup  safety  cover  J 

9.  Comfortable  leather  handle  ■ 

10.    Highly  polished  nickel  knobs  on  every  B 

side  to  prevent  scratching  or  soiling  m 

leather.  J 

This  is  the  biggest  opportunity  of  the  year.  B 

Act  Quickly  and  get  your  share  of  profits  M 

from  this  unusual  seller.  ■ 

i  REGULAR  DEALERS'  DISCOUNT  | 

J  Send  for  sample  at  once  | 

I  INDEPENDENT  PHONOGRAPH  MFG.  CORPORATION  | 

B  56  Bleecker  Street  | 

i     Telephone  Spring  7197  NEW  YORK  CITY  | 

■illillllililllllllliilllliiliililillllilllllllllillllilillllllillli 


Weighs  13  pounds 

Made  in  black  DuPont 
covering;  also  with  gen- 
uine mahogany  panels 
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jMaiix  Charters  of  Incorporation 
Granted  to  Talking  Machine  Mer- 
chajits — Brisk    Trade — The  A^ews 


Ai^BANY,  N.  Y.,  'May  8. — That  the  business  of 
making  and  selling  talking  machines  in  New- 
York  State  is  increasing  is  indicated  by  the  fact 
that,  during  the  month  of  April,  charters  of  in- 
corporation were  granted  at  the  Secretary  of 
State's  office  in  the  capitol  to  six  new  compa- 
nies who  are  to  engage  in  the  business.  They 
are  as  follows:  Good  Luck  Talking  Machine 
Co.,  Inc.,  to  manufacture  phonographs  in  New 
York  City;  directors,  Charles  Goldzweig,  Israel 
Langer  and  Morris  Tessler,  all  of  140  Nassau 
street,  New  York.  Transmaphone  Co.,  Inc.,  to 
manufacture  voice  and  sound  amplifiers  and  pho- 
nograph supplies  in  New  York  City;  the  capi- 
tal stock  is  $50,000  and  incorporators  are  Adolph 
l.uebeck,  Abraham  de  Lemos  and  O.  C.  Boege. 
Greeley  Music  Shops,  Inc.,  to  deal  in  phono- 
graphs in  New  York  Cit)-;  the  capital  stock  is 
$10,000  and  the  directors  are  M.  A.  Horowitz, 
F.  H.  Horowitz  and  Max  Udkowitz.  Luskin  & 
Levine,  Inc.,  to  manufacture  phonographs  in  the 
Borough  of  Bronx,  New  Y'ork;  the  capital  stock 
is  $20,000  and  the  incorporators  are  Boris  Lus- 
kin, Henry  Zuckerman  and  I.  J.  Levine.  Biddle 
Mfg.  Corp.,  to  manufacture  phonographs,  New 
York  City;  capital  stock  is  $5,000  and  the  direc- 
tors are  Harry  Edwards,  Samuel  K.  Abrahams 
and  Harry  Greenspan.  Illinois  Phonograph 
Corp.,  New  York,  with  capital  stock  of  $5,000; 
incorporators,  A.  R.  Rodway,  J.  F.  Kennedy 
and  H.  E.  Kimball. 

All  of  the  local  dealers  report  satisfactory 
sales  of  both  machines  and  records  for  the  past 
month,  as  well  as  for  the  first  quarter  of  llie 
year.  The  greatest  demand  is  for  the  console 
models.  While  none  of  the  dealers  have  large 
stocks  of  the  new  period  models  no  great  diffi- 
culty has  been  experienced  in  obtaining-  ship- 
ments, but  fears  are  expressed  that  limited  or- 
ders may  soon  be  required  if  the  popularity  of 
the  new  styles  continues,  as  every  dealer  confi- 
dently predicts.  This  is  expected  to  develop  the 
problem  of  disposing  of  the  "trade-ins,"  which 
has  not  been  a  serious  one  here,  such  as  piano 
dealers  have  experienced.  One  result  will  be  to 
bring  the  cost  of  excellent  used  machines  within 
the  purchasing  ability  of  many  people  who  have 
been  unable  to  purchase  new  machines.  The 


EDISON 


K-E  AUTOMATIC  STOPS 

The  K-E  is  still  the  best  Automatic  Stop  made 
Because  it : 
Avoids  motor  strain 
Is  not  attached  to  Tone  Arm 
Low  installation  cost 
No  extra  parts 
Operates  all  Records. 

Send  50c.  for  sample 

Kirkman  Engineering  Corporation 

484-490  BROOME  ST.  -         -  NEW  YORK 


question  of  profits  each  dealer  will  have  to  work 
out  for  himself,  but,  with  co-operation,  uniform 
prices  for  standard  models  will  be  established 
and  "sales"  of  used  phonographs  will  soon  ap- 
pear in  tlie  dealers'  advertisements,  it  is  pre- 
dicted. 

The  Edison  Diamond  Disc  Shop,  74  North 
Pearl  street,  one  of  the  most  progressive  con- 
cerns here,  recently  staged  a  window  display, 
illustrated  herewith,  which  was  not  only  unique 


Unique  Edison  Window  Display 

but  was  instrumental  in  boosting  record  busi- 
ness considerably.  The  record  shown  in  tlie 
illustration  is  si.x  feet  in  diameter. 

Commenting  on  business  at  this  establish- 
ment, L.  E.  Couchot,  manager,  stated  to  The 
World  that  the  Edison  plan  of  weekly  record 
releases  has  received  the  comn-iendation  of  the 


The  Key  to  Opportunity! 


Do  you  know  that  right  now — this  very  day — 
in  your  town,  the  opportunity  to  develop  a 
highly  profitable  Edison  business  is  before  you? 

You  should  know — and  you  should  act. 

Nominate  yourself  for  this  opportunity  of  profit 
before  it  is  too  late.  Find  out  all  about 
this  "once-in-a-lifetime"  Edison  sales 
opportunity. 


"Comparu 
livin 


,»SON 

fkthe 


Write  or  telephone  today. 
Don't  delay  finding  out  all 
you  would  like  to  know 
about  an  Edison  franchise. 


AMERICAN  PHONOGRAPH  CO. 

707-OQ  BROADWAY,  ALBANY.  N.  Y. 


Edison  owners  in  this  territory.  Sales  are  now 
spread  through  the  entire  month  instead  of 
being  concentrated  into  a  short  period  imme- 
diately after  the  monthly  releases  as  was  the 
case  when  this  plan  was  in  effect.  Mr.  Couchot 
also  declared  that  the  Edison  console  instru- 
ments are  the  favorites  with  purchasers  who 
demand  appearance  as  well  as  tone  quality. 
Sales  at  this  concern  are  growing  steadily  and 
the  outlook  for  Summer  business  is  excellent.  ' 

The  second  annual  Music  Memory  Contest  in 
the  Albany  public  schools  has  been  inaugurated 
by  Ralph  G.  Winslow,  music  school  instructor. 
The  contest  is  open  to  pupils  of  the  seventh 
and  eighth  grades  of  the  thirteen  grammar 
schools.  Teams  of  four  pupils  will  be  chosen 
from  each  school  in  elimination  contests  and 
a  final  contest  will  take  place  in  the  high  school 
for  the  prize  of  a  banner  offered  by  the  Albany 
Community  Chorus.  All  of  the  schools  have 
talking  machines  and  two  sets  of  twenty-five 
records  of  the  compositions  chosen  are  played 
in  each  school  weekly  and  the  title  of  the  com- 
positions, with  a  brief  sketch  of  tiie  composer 
and  the  piece,  is  being  published  daily  in  tlie 
newspapers.  The  contest  has  stimulated  sales 
of  the  records  selected. 

The  appearance  of  Rodolph  Valentino  and 
his  wife  Maj'  4  in  exhibition  dances  of  the 


Edison  Diamond  Disc  Shop  Delivery  Truck 

Argentine  tango  and  fox-trots  at  Harmanus 
Bleecker  Hall,  followed  by  public  dancing, 
caused  a  notable  increase  in  the  sal»s  of  dance 
music  records.  Al  Edelson,  of  the  Strand  Tem- 
ple of  Music,  issued  a  list  of  Victor  "Gems 
for  the  Tango,"  together  with  a  dancing  picture 
of  Valentino  and  his  partner  as  shown  in  thie 
"Four  Horsemen."  The  Pommer  Music  Shop 
also  made  a  special  drive  on  the  new  Brunswick 
record  "Bambalina." 

The  Strand  Temple  of  Music  has  a  booth  at 
the  American  Legion  Fair  at  the  State  Armory=, 
which  closes  May  12,  where  "A  Night  in  Paris" 
is  featured.  Al  Edelson  is  in  charge  of  the 
booth,  with  the  latest  flat-top  style  Victrolas  and 
a  big  selection  of  Victor  records.  He  has  the 
only  talking  machine  exhibit  at  the  exposition. 

Cluett  &  Sons  are  the  first  Alban\-  dealers  to 
advertise  the  sale  of  the  portable  models  for  use 
in  Summer  vacation  camps.  The  Aeolian  and 
Columbia  machines  form  a  window  exhibit  of 
the  convenient  Summer  types,  at  prices  from 
$25  to  $50. 


The  character  of  a  business  enterprise  is  de- 
termined bv  the  men  who  run  it. 
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BALTIMORE 


Attractive  Exhibits  at  Better  Ho 
Up  Jt'ith  Artists — Business  Good 


mes  Exposition — Dealers  Tie 
Jobbers  Open  New  Agencies 


Baltimore,  iSlD.,  May  4.— The  talking  machine 
business  in  April  was  better  than  any  Spring 
month  for  many  years.  Business  for  the  month 
with  a  number  of  dealers  ran  considerably  ahead 
of  that  of  April  last  year,  and  in  one  or  two 
instances  was  better  than  any  month  with  the 
exception  of  December,  since  the  days  of  "war- 
time prosperity."  This  report  is  general  from 
practically  every,  jobbing  house  in  Baltimore, 
and  a  number  of  the  houses  still  find  it  diffi- 
cult to  keep  up  with  orders  already  booked. 
This  is  attributed  to  the  fact  that  there  is  very 
little  unemployment  here  now  and  all  lines  of 
industry  are  working  full  time.  Ihc  record 
business  has  been  one  of  the  principal  factors 
in  building  up  large  sales  volume.  May  rec- 
ords especially  are  going  big,  with  "Bambalina" 
proving  to  be  one  of  the  biggest  hits  ever  put 
out,  and  dealers  generally  predict  that  it  will 
equal,  if  not  surpass,  any  record  of  recent  years. 
Many  New  Columbia  Accounts 

The  Columbia  Wholesalers,  Inc.,  is  very  well 
pleased  with  business  done  in  the  two  months 
that  it  has  been  operating.  W.  S.  Parks  Re- 
ports the  opening  of  fifteen  new  accounts  dur- 
ing April,  a  number  of  them  being  exclusive 
Columbia  dealers,  while  others  handle  other 
makes  of  machines.  The  firm  has  been  prac- 
tically oversold  on  the  new  type  console  ever 
since  it  has  been  put  on  the  market. 

Exhibits  at  Better  Homes  Exposition 

.V  number  of  retail  dealers  had  exhibits  at 
the  Better  Homes  Exposition  at  the  Fifth  Regi- 
ment Armory  last  month  and  report  results  as 
very  gratifying.  The  Chickering  Warerooms 
featured  the  Yictrola  in  their  exhibit  and  Frank 


Caulfield  Co.,  the  Edison  phonograph.  Other 
talking    machine   dealers   exhibiting  were  the 
G.   Fred  Kranz   Music  Co.,  Hammann  Levin 
Co.,  Hecht  Bros,  and  the  Phonolamp  Co. 
Dealers  Tie  Up  With  Artists 

Paul  Specht  and  his  original  Columbia  re- 
cording orchestra  played  here  three  nights,  May 
3,  4  and  5,  at  the  Recreation  Center  Ballroom, 
and  all  three  nights  the  attendance  was  record- 
breaking.  A  number  of  dealers  took  occasion 
during  the  week  to  feature  Specht  Orchestra 
selections  in  window  displays.  One  of  the  best 
exhibits  was  that  in  the  window  of  Fred  B. 
Hammann's  Music  Store,  206  North  Liberty 
street,  in  which  were  also  displayed  the 
Buescher  musical  instrument  lines  which  are 
used  by  the  Specht  Orchestra. 

Another  big  feature  during  April  was  the  ap- 
pearance of  Al  Jolson  at  one  of  the  local  the- 
atres, and  during  the  week  all  dealers  made 
a  big  drive  on  his  records.  Mr.  Jolson  himself 
appeared  at  several  of  the  downtown  stores  dur- 
ing the  week.  One  of  the  best  displays  during 
Al  Jolson  week  was  that  of  the  Rosenstein 
Piano  Co.,  which  had  a  very  attractive  window 
display  of  this  artist's  records. 

Park  Heights  Music  Co.  Opened 

One  of  the  newest  music  stores  in  the  city  is 
the  Park  Heights  Music  Co.,  3535  Park  Heights 
avenue,  which  was  opened  the  latter  parti  of 
last  month  by  Lewis  Fooks,  who  has  gone  to 
considerable  expense  in  fitting  up  his  store. 
Cohen  &  Hughes,  Inc.,  Activities 

T.  Ralph  Clark,  sales  manager  of  Cohen  & 
Hughes,  Inc.,  Victor  jobbers,  has  been  spending 
the    past   month    traveling   through   the  terri- 


tory of  the  firm  and  is  very  enthusiastic  over 
the  general  condition  of  business. 

Making  Many  Sales  From  Auto 

Lester  B.  Harvey,  of  Oakville,  Va.,  although 
handicapped  by  the  fact  of  being  a  cripple  and 
unable  to  get  in  or  out  of  his  truck  without 
assistance,  reports  April  business  as  one  of  the 
largest  since  he  has  been  selling  talking  ma- 
chines and  records.  Mr.  Harvey,  has  a  specially 
arranged  truck  in  which  he  travels  through  the 
country,  giving  concerts  at  various  country 
places,  as  well  as  demonstrations  of  machines 
and  records. 

Busy  Season  at  Brunswick  Branch 

C.  F.  Shaw,  manager  of  the  local  branch  of 
the  Brunswick  ■  Co.,  has  just  returned  from  a 
trip  to  Chicago.  Mr.  Shaw  is  rather  optimistic 
over  the  outlook  for  business  in  this  territory, 
and  his  principal  trouble  now,  he  says,  is  how  to 
supply  orders  already  booked,  being  oversold 
on  practically  all  popular  type  models.  On  his 
way  back  Mr.  Shaw  stopped  ofif  at  his  old 
home  in  St.  Louis  for  a  few  days  and  reports 
business  there  as  very  satisfactory.  Mr.  Shaw, 
while  In  St.  Louis,  it  is  said,  also  made  arrange- 
ments for  a  life  contract  which  will  be  con- 
summated in  Baltimore  next  month  when  the 
young  lady  of  his  choice  will  visit  here. 
News  Gleanings 

The  Grafonola  Shop,  Inc.,  of  Norfolk,  is  an- 
other Baltimore  territory  store  which  reports 
a  big  increase  due  to  a  revival  of  shipbuilding. 

Ted  Lewis  appeared  in  Washington  recently, 
and  dealers  featured  his  records  in  many  fine 
window  displays,  that  of  the  Harry  C.  Grove 
Co.  being  one  of  the  most  artistic  that  have 
been  noted  for  some  time. 

L.  L.  Andrews,  vice-president  of  the  Colum- 
bia Wholesalers,  Inc.,  has  just  returned  from  a 
trip  to  New  York  where  he  closed  a  deal  for 
a  shipment  of  many  new  model  machines  on 
which  the  firm  has  been  oversold. 

The  Lexington  Talking  Machine  Shop  has 
added  a  new  line  of  musical  instruments. 
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BLACKMAN  ON  THE  "LAW  OF  AVERAGE" 


Talking  Machine  Men,  Inc.,  Listen  to  Interest- 
ing Talk  by  Head  of  Blackman  Talking  Ma- 
chine Co. — New  Officers  Nominated — I.  Kurtz 
Presented  With  Watch — Other  Business 


What  developed  to  be  one  of  the  most  inter- 
esting meetings  held  in  some  time  by  the  Talk- 
ing Machine  Men,  Inc.,  was  staged  at  the  Cafe 
Boulevard,  New  York,  last  month.  Much  im- 
portant business  was  transacted  at  the  luncheon 
Hiceting,  including  the  nomination  of  officers 
for  the  ensuing  year  to  be  elected  at  the  next 
meeting,  matters  concerned  with  Music  Week, 
etc.  The  guests  of  the  Association  were  J.  New- 
comb  Blackman,  president  of  the  Blackman 
Talking  Machine  Co.,  Victor  wholesaler,  New 
York;  Miss  Isabel  Lowden,  of  the  New  York 
Music  Week  Association,  and  Otto  Jordan,  of 
Harms,  Inc.,  music  publishers,  who  furnished 
entertainment  at  the  meeting. 

T.  Newcomb  Blackman,  in  a  forceful  and  in- 
formative address  on  the  "Law  of  Average," 


pointed  out  some  of  the  evils  which  are  preva- 
lent in  the  retail  trade,  suggesting  improvements 
in  methods  of  doing  business  which  both  retail- 
ers and  jobbers  should  follow.  Among  other 
things,  he  declared  that  business  moved  in  a 
cycle  and  dealers  could  not  always  expect  to  be 
at  the  top.  For  this  reason  he  urged  them  to 
prepare  for  the  times  when  business  is  bad. 
Mr.  Blackman  scored  the  practice  of  some  retail 
dealers  who  distribute  their  business  among  too 
large  a  number  of  jobbers  and  was  emphatic  in 
his  statement  that  talking  machine  merchants 
who  place  their  entire  business  in  the  hands  of 
one  jobber,  who  can  supply  their  wants  and  in 
whom  they  have  confidence,  will  not  regret  it 
when  hard  times  come  and  they  are  in  need  of 
help  or  when  instruments  are  scarce,  due  to  ex- 
ceptional consumer  demand.  In  a  straight-from- 
the-shoulder  manner,  he  told  the  members  of 
the  Association  that  those  who  had  their  busi- 
ness scattered  among  many  jobbers  could  not 
look  for  any  exceptional  service  because  the 
dealers  who  patronized  these  jobbers  to  a  great- 
er extent  would  always  get  the  preference.  Mr. 
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Blackman  did  not  confine  his  address  to  the 
retail  trade,  however.  He  also  criticized  the 
methods  of  jobbers  who  disregard  the  "Law  of 
Average,""  stating  that,  if  conditions  did  not 
improve,  the  jobber  would  soon  become  a  "fifth 
wheel."  A  rising  vote  of  thanks  was  accorded 
the  speaker  by  the  members  of  the  Association. 

The  following  members  were  elected  to  mem- 
bership in  the  Association:  Bergen  Talking  Ma- 
chine Co.,  Hackensack,  N.  J.,  of  which  I.  Zion 
is  proprietor;  Joseph  Reilly,  Richmond  Hill, 
N.  Y.,  and  the  New  York  Album  &  Card  Co., 
New  York  City. 

Amendments  to  the  constitution  and  by-laws 
of  the  Association  were  adopted  providing  for 
an  initiation  fee  of  $10,  the  raising  of  the  an- 
nual dues  from  $10  to  $15,  and  for  a  secretary's 
salary  of  $900  per  annum  and  a  treasurer's  sal- 
ary of  $100. 

The  attention  of  the  dealers  was  called  to 
the  effort  being  made  to  co-operate  in  the  fea- 
turing of-  special  records  for  the  different  holi- 
day anniversaries  throughout  the  year.  The 
first  co-operative  effort  was  put  forth  in  con- 
nection with  the  celebration  of  Mother's  Day 
this  month  and  a  majority  of  the  dealers  par- 
ticipated and,  as  a  result,  a  decided  stimulation 
in  demand  for  these  records  was  enjoyed. 

It  was  reported  by  President  Kurtz  that  As- 
sembly Bill  No.  552,  providing  that  suit  to  re- 
cover possession  of  goods  sold  on  instalments 
m«st  be  brought  in  the  local  court  in  the  dis- 
trict in  which  the  goods  were  held  by  the  pur- 
chaser has  been  killed  as  a  result  of  the  pro- 
tests of  dealers  and  other  interested  parties. 

Arthur  Behim,  professional  manager  of 
Harms,  Inc.,  sang  and  played  several  of  the 
current  successes,  including  "Bambalina,"  from 
"Wildflower";  "Kiss  in  the  Dark,"  "Morning 
Will  Come,"  "Rosalie"  and  "Love  Sends  a  Little 
Gift  of  Roses." 

The  following  new  officers  were  nominated, 
to  be  elected  at  this  month's  meeting:  For 
president,  Irwin  Kurtz;  vice-president,  E.  Leins, 
Sol.  Lazarus  and  L.  J.  Rooney;  for  secretary, 
E.  G.  Brown;  for  treasurer,  A.  Galuchie,  A.  H. 
Mayers  and  Sam  Sherman;  for  divisional  vice- 
president,  Aeolian,  Chas.  Evans  and  J.  Fried- 
man; Brunswick,  Harold  Bersin,  A.  Galuchie 
and  Sol.  Lazarus;  Columbia,  J.  Tylkoff;  Edison, 
B.  Guy  Warner;  Sonora,  Joseph  Meyers  and 
Harold  Bersin;  Victor,  N.  Goldfinger,  L.  J. 
Rooney  and  Matthew  Levine. 

Just  prior  to  adjournment  of  the  meeting  Ir- 
win Kurtz,  president  of  the  organization,  was 
])rescnted  with  a  gold  watch  in  recognition  of 
his  imtirincr  work  in  behalf  of  the  Association. 


DISPLAY  CARDS  FOR  MOTHER'S  DAY 

Many  Victor  Dealers  Made  Use  of  Attractive 
Display  Literature  Issued  by  C.  Bruno  &  Son, 
New  York  Victor  Wholesaler 


C.  Bruno  &  Son,  Inc.,  Victor  wholesaler.  New 
York  City,  issued  a  particularly  attractive  dis- 
play card  on  the  subject  of  Mother's  Day.  This 
tard,  printed  in  colors,  listed  a  wide  selection  of 
appropriate  records  for  the  occasion  and  consti- 
tuted a  timely  suggestion  for  the  purchase  of 
records  to  be  given  to  the  mothers  on  that  day. 
The  cards  were  supplied  to  the  dealers  a  whole 
week  before  the  day  and  many  immediately  re- 
I  rimmed  their  windows,  incorporating  them  in 
the  displays. 


FILES  BANKRUPTCY  PETITION 


The  Music  Box,  Inc.,  of  Middletown,  Conn., 
has  filed  a  voluntary  petition  in  bankruptcy. 
Assets  have  not  been  determined  and  liabilities 
are  about  $5,000.  The  concern  has  been  located 
al  283  Main  street  since  it  was  taken  over  by 
the  above-mentioned  concern  about  a  year  ago. 


The  Columbia  Music  Shop,  Trenton,  N.  J., 
has  been  incorporated  under  the  laws  of  that 
State  with  a  capital  of  $100,000.  Incorporators 
are:  Mark  Purcell,  .Mexander  Nemeth  and 
George  A.  Cella. 


To  Jobbers,  Dealers  and  Assemblers  — 

to  Show 

YOU 

a  Splendid  Profit 


Harponola  Cabinets  and  Har- 
ponola  Complete  Talking 
Machines  are  products  that 
meet  your  sales  conditions  in 
a  practical  way. 

They  are  built  to  fine  stand- 
ards, and  at  the  same  time 
they  are  produced  on  a  scale 
that  will  allow  you  to  meet  all 
competition  and  make  fine 
profits. 


The  Harponola  organization  is 
composed  of  men  who  have 
made  a  close  study  and  enjoy 
an  extended  experience  in 
merchandising  as  well  as 
manufacturing. 

They  appreciate  your  selling 
problems  to  a  degree  that  is 
unusual. 

The  Harponola  proposition 
is  based  on  this 
knowledge. 
Those  who 
handle  Harpo- 
nola products  are 
helped  to  suc- 
ceed because  of 
the  intelligent 
co-operation  we 
extend. 

Write  us  explain- 
ing your  condi- 
tions. We  will 
make  you  a  prop- 
osition that  rings 
true. 


The  HARPONOLA  Company,  Celina,  Ohio 

HARPONOLA 
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Van  Veen  Equipment  for  Phonograph  and  Musical  Merchandise  Sales  Rooms 

Installed  in  all  the  branches  of  Griffith 
Piano  Company  throughout  New  Jersey 

THEY  WANTED  THE  BEST  AND  THEY  HAVE  IT 


(Griffith  Piano  Compan})  Branch  Store,  Scranton,  Pa. 
Complete  installation  and  decoration      Van  Veen  &  Compan))) 

Complete  installations  on  hand  ready  for  shipment 

VAN  VEEN  &  COMPANY,  Inc. 

Officea  and  Warerooma: 

413-417  East  109th  Street  Telephone  Lehigh  5324  NEW  YORK  CITY 


LAURNVOLPI  SINGS  FOR  BRUNSWICK 


FIRE  DAMAGES  POOL  MUSIC  STORE 


'CHUM"  PORTABLE  ANNOUNCED 


Tenor  Who  Recently  Made  Debut  With  Metro- 
politan Opera  Co.  Makes  First  Recording 


A  recent  addition  to  the  Brunswick-Balke- 
CoUender  Co.'s  "New  Hall  of  Fame"  is  Giacomo 
Lauri-Volpi,  tenor,  who,  a  short  time  ago,  made 
his  debut  with  the  Metropolitan  Opera  Co. 
Mr.  Lauri-Volpi's  first  record  has  already  been 
made  and  distributed  to  dealers.  It  .is  a  double 
sided  recording,  "La  Donna  e  Mobile"  from  the 
opera  "Rigoletto"  appearing'  on  one  side  and 
on  the  other  "Questa  o  quella,"  also  from 
"Rigoletto."  Both  selections  are  sung  in  Italian 
with  orchestra  accompaniment. 


Huntington,  W.  Va.,  May  8. — The  warerooms 
and  stock  of  the  J.  W.  Pool  Music  Co.,  315 
Ninth  street,  this  city,  were  partially  destroyed 
by  fire  recently,  total  damage  estimated  by  Mr. 
Pool  as  being  approximately  $20,000.  Fortu- 
nately, the  company  had  started  moving  to  a  new 
location  one  day  before  the  fire  and  a  portion 
of  tlie  large  stock  had  already  been  moved  to 
the  new  quarters  on  Third  avenue  and  Ninth 
street.  Musical  instruments,  talking  machine 
records  and  several  expensive  talking  machines 
were  damaged  and  destroyed. 


Independent  Phonograph  Mfg.  Corp.  Planning 
Extensive  Summer  Drive  on  New  Product 


TURNER  MUSIC  CO.  OPENED 

West  Palm  Beach,  Fla.,  May  4. — The  Turner 
Music  Co.,  in  the  Gruber  Building,  221-23 
Clematis,  was  opened  recently.  The  large  room 
has  not  yet  been  completely  equipped,  but  it 
displayed  a  number  of  pianos,  players  and 
phonographs. 

Throughout  the  day  there  were  informal  con- 
cert demonstrations  of  new  records  and  music 
rolls,  as  passers-by  drifted  in.  Requests  for  spe- 
cial numbers  were  complied  with  gladly.  The 
music  extended  into  the  evening  as  the  store 
continued  open  until  a  late  hour. 

This  new  store  is  a  branch  of  the  firm  in 
Tampa  and  Miami.  The  local  branch  is  under 
the  management  of  O.  S.  Burnett. 


TO  EQUIP  BROADWAY  MUSIC  SHOP 

YoNKERS,  N.  Y.,  May  5. — The  Broadway  Music 
Shop  is  planning  to  decorate  and  considerably 
improve  its  quarters  at  17  Main  street,  this  city. 
The  contract  for  this  work  has  been  placed  with 
Van  Veen  &  Co.,  Inc.,  New  York  City,  and 
the  installation  will  consist  of  nine  hearing 
rooms,  complete  record  department,  new  win- 
dow backing,  and  an  entire  new  showroom  in 
the  basement,  fifteen  feet  wide  by  fifty  feet 
long,  for  the  sale  of  music  rolls.  Two  rooms 
six  by  ten  feet  will  also  be  placed  in  the 
basement  and  the  entire  installation  will  be 
finished  in  ivorv  enamel. 


The  Independent  Phonograph  Mfg.  Corp.,  55 
Bleecker  street,  New  York  City,  is  marketing 
a  new  portable  machine  under  the  trade  name 
"Chum."  The  machine  will  be  retailed  at  a 
popular  price.  It  has  a  number  of  exclusive 
features,  particularly  as  regards  its  weight, 
which  is  exceptionally  light.  The  "Chum"  is 
manufactured  in  either  duPont  covering  or 
niahogany  case.  It  readily  plays  either  ten  or 
twelve  inch  records,  and  the  cover  allows  for 
carrying  ten  records  of  either  size.  This  port- 
able has  a  loud,  clear  tone,  universal  tone  arm 
and  high  quality  spring.  Plans  of  the  Inde- 
pendent Corp.  call  for  an  elaborate  campaign 
on  the  product  during  the  Summer  montlis. 


J.  E.  HUMES  BUYS  BUILDING 


Columbus,  Ga.,  May  6. — J.  E.  Humes,  presi- 
dent of  the  Humes  Music  Co.,  this  city,  has 
purchased  the  Strupper  Building  on  Broad 
street,  paying  $107,000  for  it.  The  Humes  Music 
Co.  is  one  of  the  best-known  music  houses  in 
this  section  of  the  Soutli.  A  complete  stock  of 
talking  machines,  etc.,  is  handled. 


MARTIN  BROS.  TO  OPEN  BRANCH 


KiRKSVlLLE,  Mo.,  May  4. — Stanley  and  Orville 
Shaw,  this  city,  are  preparing  for  the  opening 
of  a  music  shop  at  108  East  Fifth  street,  in  the 
quarters  formerly  occupied  by  the  Burroughs 
Adding  Machine  Co.  The  shop  will  be  a  branch 
concern  of  the  Martin  Bros.  Piano  Co.,  of 
Springfield.  Player-pianos,  Brunswick  machines 
and  music  accessories  will  be  handled. 


THE  SHELTON 
Electric  Motor 


The  "Simplicity"  electrifies 
Victor,  Edison  and  Columbia 
phonograplis  by  simply  tak- 
ing off  winding  handle  and 
placing  motor  against  turn- 
table. Automatic  switch  in 
motor  operated  when  the 
turntable  is  started  or 
stopped.  Operating  on  AC 
or  DC  current  of  1 10  vnlts. 
Specify  tyne  of  current 
when  ordering. 


SHELTON  ELECTRIC  CO.,    16  East  42nd  Street,    New  York 
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COOPERATION!  Something 
He'll  Get  "Nothing  Else  But"! 


Why  Not  Try  It  Yourself? 


r.  BAUMGART,  Gen.  Mgr. 
ROBERT  CONNORS,  Asst.  Mr/r. 
BESSIE  SMITH,  Soles  Mgr. 


KttnHh 

iWugic  Company 

1315  iWarbet  mxttt 
^oungsitotDn,  0\)io 


STORES 
1315  MARKET  STREET 


CRAFT  SHOP 
39  CENTRAL  SQUARE 


6  HIPPODROME  ARCADE 


FRONT  STREET  MARKET 


V.  C.  THOMPSON  STORE 
WARREN.  0. 


6  Hippodrome  Arcade,  April  16th. 


M.  P.  P.  A. 

New  York  City, 

E.  C.  Mills,  Chairman;' 


Dear  Sir; 


I  would  appreciate  very  much  if  you  would  get 
me  in  touch  with  all  of  the  publishers  who  are  members  of  the  association,  to 
keep  me  in  touch  with  the  sheet  music  as  released,  window  material  and  lantern 
.slides  and  other  advertising  matter. 

N  I  recently  added  sheet  music  to  my  stores,  and 

find  the  demand  wonderful.    I  am  putting  it  over  in  great  shape  in  the  small 
way  I  have  gone  about  it.    I  have  convinced  myself  that  the  demand  for  an  up 
to  the  minute  sheet  music  dealer  is  very  much  needed  in  Youngstown,  and  I  am 
going  to  be  this  dealer,  with  your  cooperation. 

I  have  at  the  present  time  sheet  music  in  four 

of  ray  stores,  buying  from  jobbers,  but  I  am  in  a  position  to  enjoy  jobbers 

prices  from  the  publishers.    I  would  thank  you  very  much  if  you  would  make 

such  arrangements  at  this  time. 
> 

,  Yours  For  Better  Business 


Put  in  A  Small  Stock  of 

SHEET  MUSIC 

It'll  Make  MORE  Money 
for  YOU! 


Ask  Us 

To  Music  Publishers  Protective  Ass'n, 
56  West  45th  Street,  New  York  City 

Tell  Us  About  It 

Name  

Address  

City  ,  

State  


May  15,  1»23 
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RADIO  MEN  FEEL  LACK  OF  COPYRIGHTED  COMPOSITIONS 

Organization  in  Chicago  to  Fight  Claims  of  Society  of  Composers,  Authors  and  Publishers — Will 
Consolidate  Opinion  in  Publishing  Industry  Regarding  Compensation  for  Use 


The  organization  recently  in  Chicago  of  the 
National  Association  of  Broadcasters,  at  which 
were  represented  sixty  broadcasting  stations 
from  twelve  States,  marks  the  first  concerted 
move  on  the  part  of  radio  stations  to  deny  the 
property  rights  of  the  owners  of  copyrighted 
musical  compositions. 

The  new  association  elected  Thorne  Don- 
nelly, of  Chicago,  president,  and  intends  shortly 
to  prepare  plans  to  fight  the  American  Society 
of  Composers,  Authors  and  Publishers  for  the 
right  to  use  its  copyrighted  property.  It  states 
that  it  intends,  if  necessary,  to  carry  its  case 
to  the  Supreme  Court  of  the  United  States. 

According  to  the  broadcasters'  own  reports 
stations  not  using  copyrighted  material  during 
the  past  few  weeks  have  found  their  program,-* 
anything  but  interesting  and  a  continuance  of 
such  programs,  they  feel,  will  curtail  the  inter- 
est of  the  owners  of  radio  receiving  sets. 

It  is  the  contention  of  the  broadcasters  that 
inasmuch  as  they  do  not  program  music  directly 
for  profit  they  are  not  amenable  to  the  copy- 
right law  of  1909  nor  the  rules  and  regulations 
of  the  American  Society  of  Composers,  Authors 
and  Publishers.  It  would  appear,  however,  that 
for  organizations  which  claim  to  broadcast  with- 
out profit  they'  are  deeply  interested  in  con- 
tinuing their  unprofitable  enterprise.  Not  only 
that,  but  they  intend  to  appropriate  funds  from 
their  unprofitable  business  for  the  purpose  of 
protecting  their  continued  use  of  the  property  of 
copyright  music  proprietors. 

There  has  been  a  difiference  of  opinion  among 
music  publishers  as  to  the  advisability  of  charg- 
ing broadcasting  stations  for  the  privilege  of 
using  musical  compositions.  In  no  case,  how- 
ever, has  any  publisher  entertained  the  idea  that 
the  use  of  copyrighted  material  by  broadcasting 
stations  was  a  right  to  be  used  by  the  latter 
without  the  consent  of  the  former.  The  ma- 
jority of  publishers,  in  extending  such  a  privi- 
lege, bore  in  mind  that  radio  broadcasting  was 
in  its  infancy  and  they  invariably  reserved  the 
right  at  some  future  period,  if  necessary,  to 
curtail  the  use  of  their  compositions. 

The  present  move  of  the  broadcasters'  organi- 
zation should,  and,  no  doubt,  will,  serve  to  force 
the  great  majority  of  music  publishers  to  join 
hands  to  fight  their  present  contention  and 
for  preservation  of  property  rights. 

Regardless   of  whether  the   broadcasting  of 


music  creates  sales  or  is  a  form  of  free  adver- 
tising or  general  publicity,  the  present  attitude 
of  the  Broadcasters'  Association  will  consolidate 
the  opposing  factions  in  music  publishing  circles. 
For,  from  the  plans  indicated  at  the  meeting, 
there  seems  to  be  an  absolute  refusal  to  recog- 
nize in  any  form  copyright  proprietors. 

Not  only  are  music  publishers  interested  in 
the  attitude  of  the  broadcasting  stations,  but 
more  than  a  little  interest  has  been  aroused 
in  talking  machine  record  and  player  roll  manu- 
facturing circles.  They,  by  law  through  the 
Copyright  Act  of  1909,  are  paying  a  royalty  on 
the  mechanical  reproduction  of  copyrighted 
works.  To  allow,  therefore,  any  radio  stations 
to  use  the  copyrighted  works  without  at  least 
acknowledging  the  rights  of  the  proprietor  in 
the  matter  may  not  be  of  so  much  importance 
just  now,  but  with  the  rapid  development  of 
the  radio  industry  it  might  have  a  distinct  bear- 
ing upon  the  sales  of  records  and  player  rolls. 

Sheet  music,  talking  machine  records  and 
player  rolls  go  into  the  homes  of  the  country 
and,  through  receiving  sets,  so  do  the  broad- 
casting programs.  While  they  are  not  at  pres- 
ent competitive  with  one  another  on  any  large 
scale,  the  future  development  of  radio,  radio 
interest  and  radio  enthusiasm  may  make  them 
actual  competitors.  For  these  and  several  other 
reasons  the  majority  of  the  publishers  will  work 
most  energetically  to  protect  their  property. 

Following  the  National  Radio  Conference  held 
in  Washington,  D.  C,  the  New  York  Times 
commented  editorially  on  the  matter  of  royal- 
ties and  compensation  of  artists: 

"A  question  that  was  bound  to  arise  sooner 
or  later  is  that  of  payment  for  music.  It  was 
natural  for  companies  manufacturing  sets  to 
offer,  in  free  programs,  inducements  to  buyers, 
but  it  is  now  asked  if  these  companies  can  be 
reasonably  expected  to  go  on  furnishing  free 
entertainment.  Without  doubt,  there  will  always 
be  some  free  music  broadcast  by  municipal 
bands,  department  store  organizations  and  the 
like.  This  is  on  the  side  of  mere  transmission. 
Rut  what  are  they  going  to  play?  If  modern 
copyrighted  music  is  used  royalties  are  justly 
demanded  by  its  owners.  Use  of  copyrighted 
music  for  profit,  unless  compensation  is  given, 
is  an  infringement  which  reputable  companies 
will  avoid. 

"This  factor  of  royalties  does  not  enter  into 


the  use  of  most  of  the  classics.  Yet  the  ques- 
tion does  arise.  Who  is  going  to  play  these 
classics,  and  upon  what  terms?  It  is  obviously 
not  to  be  expected  that  highly  paid  performers, 
whose  fees  often  run  into  the  thousands,  will 
permit  their  concerts  to  be  broadcast  or  that 
they  will  often  be  tempted  into  radio  studios 
without  getting  well  paid.  Two  conditions  will 
have  to  be  met:  The  mechanics  of  reproduction 
must  be  greatly  improved  and  the  performers 
must  be  compensated." 

Since  the  conference  it  might  also  be  men- 
tioned that  the  American  Telephone  &  Tele- 
graph Co.  is  operating  under  the  A.  S.  of  C.  A. 
tK:  P.  License. 


THE  BEST  MUSIC  FOR  HOME  LIBRARY 

Prizes  to  Be  Awarded  During  Better  Homes 
Week  for  Best  Lists  of  Selections  Most  Suit- 
able for  the  Home  Music  Library 


In  connection  with  the  Better  Homes  Demon- 
stration Week  to  be  held  throughout  the  coun- 
try from  June  4  to  10,  and  in  which  it  is  expected 
close  to  2,000  communities  will  participate,  the 
Music  Industries  Chamber  of  Commerce  has 
sent  letters  to  piano,  talking  machine  and  musi- 
cal merchandise  manufacturers,  as  well  as  music 
publishers,  to  ascertain  who  will  contribute 
prizes  for  winners  in  a  nation-wide  home  music 
contest  to  be  conducted  during  the  week. 

Present  plans  call  for  a  first  prize  of  a  $500 
piano  or  a  $500  allowance  on  any  piano  or 
player  selected  by  the  winner  from  a  list  of 
makes  whose  manufacturers  authorize  the  use 
of  their  names.  The  second  prize  will  be  a 
$200  talking  machine  or  an  allowance  of  that 
amount  on  a  higher-priced  machine,  and  there 
will  be,  in  addition,  ten  prizes,  consisting  of 
musical  merchandise,  music  rolls,  records,  sheet 
music,  etc.,  each  valued  at  $25. 


NEW  JACK  MILLS,  INC.,  NUMBERS 


Jack  Mills,  Inc.,  has  added  the  following  num- 
bers to  its  catalog  of  modern  novelty  piano 
.solos:  "Futuristic  Rag,"  by  Rube  Bloom;  "Rip- 
pling Waters,"  by  Harold  Potter;  "Imagination 
Valse,"  by  Gene  Williams;  "Tangomania,"  by 
Stella  Levisolin;  "Deuces  Wild"  and  "Red 
Clover,"  by  Max  Kortlander;  "Tricky  Trix,"  by 
Harry  Jentes;  "Downtown  Rag,"  by  Sigmund 
Carrozza;  "The  Arm-breaker,"  by  Fred  Rose, 
and  "Skidding,"  by  Ed.  Claypoole. 


An  order-taker  is  just  what  the  word  implies. 


BEPJGPiaonEDAND  SUNG  FROM  COAST COAST 


J(^tzdu  3oot\.yon  PKonoyraph.s  and  Player' F*iai\os 
J.WjEl/Kll/s50AfertUSIC@^^lt*v»vsas  City  no. 
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ITS  INTENTIONS  WERE  GOOD 

But  the  Telegraph  Company  Evidently  Does 
Not  Keep  Up  on  the  Latest  Hits 


The  leading  telegraph  companies  never  over- 
look an  opportunity  of  adding  to  their  revenues. 
There  is  quite  a  little  competition  in  that  field 
and  various  means  are  used  by  these  organiza- 
tions to  hold  the  interest  of  their  clients  and 
get  the  larger  am.ount  of  their  business. 

This  wide-awake  policy  of  the  Western  Union 
Telegraph  Co.  recently  led  to  a  humorous  in- 
c'df'nt  which   can   be   particularly   enjoyed  by 


sheet  music  dealers.  Leo  Feist,  Inc.,  as  is  well 
known,  is  the  publisher  of  the  novelty  dance 
success  "You've  Got  to  See  Mamma  Ev'ry 
Night"  (Or  You  Can't  See  Mamma  at  All).  The 
various  dealers,  naturally,  when  ordering  the 
number  shorten  the  title  and  the  number  then 
becomes  "Got  to  See  Mamma."  We  reproduce 
a  telegram  received  recently  by  the  pulilisher 


from  The  Music  Shop,  Indianapolis,  Ind.,  which 
reads,  "Send  100  'Got  to  See  Mamma'."  The 
New  York  telegraph  office,  not  being  familiar 
with  the  title,  interpreted  the  message  to  mean 
that  the  sender  needed  $100,  evidently  to  see 
his  or  her  mother,  and  the  result  is  that  it  at- 
tached a  memo,  shown  in  the  reproduction,  call- 
ing the  receivers'  attention  to  the  fact  that  $100 
could  be  sent  to  Indianapolis  for  $1.98. 


LEO  FEIST  AIDS  CLUBHOUSE 

The  Songwriters,  formerly  known  as  the 
Composers  and  Lyric  Writers  Protective  As- 


Form  1204 


CLASS  OF  SERVICE 

SYMBOL 

Telegram 

Day  Letter 

Blue 

Night  Message 

NIte 

Night  Letter 

NL 

If  none  of  these  three  symbols 
appears  after  the  check  (mimber  of 
words)  thts  i?  a  telegram.  Other- 
wise its  character  Is  indicated  by  the 
symbol  appearing  after  the  check. 

sociation,  recently  received  a  donation  of  $1,000 
fiom  Leo  Feist,  head  of  Leo  Feist,  Inc.,  to- 
wards the  erection  of  a  proposed  $100,000  club- 
house. Mr.  Feist  had  heard  of  the  series  of 
meetings  which  had  recently  been  held  with 
ihe  above  object  in  view  and  immediately  lent 
liis  encouragement  and  substantial  financial  sup- 
port to  the  project. 


PICTURE  HOUSES  IMPROVE  PROGRAMS 

One  Thousand  Theatres  Negotiating  to  Better 
Musical  Programs  With  Film  Presentations 


It  has  been  announced  that  negotiations  are 
being  carried  on  by  one  thousand  motion  pic- 
ture houses  which  heretofore  have  been  devoted 
to  films  exclusively  for  the  purpose  of  adding 
concert  features  to  their  programs.  The  pur- 
pose is  to  attract  the  better-class  singing  acts 
to  the  photoplay  houses  and  improve  musical 
programs. 

The  move  is  another  indication  of  the  recog- 
nition accorded  to  music  by  exhibitors.  In  the 
programs  planned  the  decided  benefit  will  accrue 
to  vocal  selections  in  both  popular  and  stand- 
ard variety  and  should  add  further  activity  to 
the  sales  of  sheet  music.  The  moving  picture 
theatre  is  one  of  the  most  active  forces  in  cre- 
ating a  wider  musical  demand. 


LEE  ROBERTS  WRITES  NEW  SONG 

Chicago,  III.,  April  23. — We  have  all  been  won- 
dering why  our  old  friend,  Lee  Roberts,  so  well 
knovvfu  to  the  members  of  the  Chicago  trade, 
has  not  been  furnishing  us  with  any  of  his  de- 
lightful melodies  during  the  past  year  or  so. 
But  now  conies  "Oh,  Harold!"  which  is  being 
advertised  extensively  in  national  and  local  ad- 
vertising and  bears  all  the  ear-marks  of  a  char- 
acteristic Lee  Roberts  success. 


NEW  MARKS  CO.  BALLAD 

The  Edward  B.  Marks  Music  Co.  is  publish- 
ing a  new  love  ballad  which  is  being  added  to 
the  programs  of  a  number  of  concert  and  oper- 
atic artists.  It  is  entitled  "Give  Me  the  Right 
to  Call  You  Mine."  H.  Sylvester  Krous,  writ- 
ing under  the  nom  de  plume  Harold  S.  Kay,  is 
the  composer.  It  has  been  introduced  in  vaude- 
ville by  Louis  Guiffrida,  Idelle  Cleaves  and 
other  prominent  vaudeville  artists. 


Money  Transferred 

ty  Telegrapli 

The  quickest  and  safest 
way  to  send  money  is  by 

'Western  Union 


rEJKS,  UNION 


WESTERNUNIDN 


GEORGH  W.  E.  ATKINS,  FIRST  VICE-PRESIDENT 


can  be  to 

orlaS-cenis 


1     A  personal  or  business  message  may 
■     be  sent  with  the  money  at  a  nominal 
additional  cost 

- — ■■  ■■  FY   INDIANAPOLIS   IND  331P  APR  14  1923 

LEO  FE  I  ST  AND  CO  759 

231  WES-t  40  ST  NEWYORK  NY 
SEND  ONE  HUNDRED  GOT  tO       SEE  MAMMA 

THE  MUSIC  SHOP 
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It's  the  Kid,     Its    the  Kid, 


i    J>      i  J 


It's     tVie       ''pep-py''    lit  -  tie  Tan  ~ 

5," 


The  Tan^o  Dance  Hit 
of  PARIS! 


^g/Emile  Doloire 

Chef  d'OrcViestra 

roUiesBer^er^'  Paris 


— J 


ANGO 


(TheTan^oKidJ 

'\bu  cant  wrori^ 
VithaHy'FEISTsong' 
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RECORDS  THAT  SELL 


Down   Among   the   SLEEPY   HILLS  of 

TEN-TEN-TENNESSEE 

Another  Hit  by  the  Writers  of  "  'Tucky  Home  " 


ALA  MOANA 

The  Sensational  Hawaiian  Dance  Hit  from  the  West 


SOME  DAY  YOU'LL  CRY  OVER  SOME  ONE 

(As  I  Have  Cried  Over  You) 

A  Sure-Fire  Hit 


COME  ON  HOME 

The  Orchestra  Favorite  Dance  Tune 


NUTHIN'  BUT 

A  Hot  Tune  by  the  Writers  of  "Hot  Lips" 


BY  THE  SHALIMAR 

Featured   by   Orchestras  Everywhere 


IRVING  BERLIN,  Inc.,  1607  Broadway,  New  York 


"ALA  MOANA,"  BIG  WESTERN  HIT,  FOR  IRVING  BERLIN 

New  York  Publishing  House  Buys  Number  From  Florentine  Music  Co.,  of  San  Francisco — Ber- 
lin Organization  Placing  Active  Campaign  of  Exploitation  Behind  Its  Purchase 


The  purchase  by  Irving  Berlin,  Inc.,  of  the 
Pacific  Coast  hit,  "Ala  Moana,"  from  the  Floren- 
tine Music  Co.,  of  San  Francisco,  Cal.,  will  bring 
to  Eastern  and  Middle  West  territory  a  number 
which  should  be  one  of  the  most  active  sellers 
during  the  present  season.  The  sales  depart- 
ment of  the  Berlin  organization  reports  that 
the  song  has  been  received  most  favorably  by 
the  trade  which,  undoubtedly,  has  heard  some 
comments  of  its  earlier  success  on  the  Pacific 
Coast. 

The  professional  band  and  orchestra  depart- 
ments of  the  Berlin  organization  have  inaugu- 
rated an  exploitation  campaign  in  behalf  of  "Ala 
Moana"  and  this  intensive  publicity  drive  will 
be  carried  far  into  the  Summer  months.  The 
fact  that  the  number,  in  addition  to  being  an 
appealing  song,  is  a  timely  dance  number,  adds 


to  its  value  and  will,  undoubtedly,  increase  its 
sale. 

The  various  branch  offices  of  the  Berlin  or- 
ganization will  also  take  part  in  the  campaign 
on  the  number.  They  will  follow  up  the  orches- 
tras in  the  cities  where  branch  offices  are  located 
and  in  adjacent  territory.  The  offices  will  also 
rehearse  acts  on  the  number  when  they  visit 
various  cities.  Dance  orchestras  and  photo-play 
house  musical  organizations  will  be  given  par- 
ticular attention  in  the  drive. 

The  number  will  shortly  be  released  by  vari- 
ous talking  machine  record  and  player  Toll  com- 
panies and  this  added  publicity,  together  with 
the  co-operation  of  the  trade,  should  result  iiv 
"Ala  Moana"  having  a  large  sale.  The  song  was 
written  by  Bob  Lukens  and  Johnny  Noble  and 
is  a  novelty  Hawaiian  fo.x-trot. 


ORIGINAL  "COHEN"  IN  NEW  YORK 

Joe  Hayman,  Whose  "Cohen"  Records  Are  Fa- 
mous, Returns  From  Lengthy  Stay  in  England 
—"Cohen  Buys  a  Wireless  Set"  His  Latest 


Few  owners  of  talking  machines  in  America 
have  failed  at  some  time  or  other  to  get  a  full 
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Joe  Hayman 

measure  of  amusement  from  the'telephonic  con- 
versations of  one  Cohen,  whose  troubles  with 
the  English  language  have  brought  countless 


laughs,  and  there  are,  likewise,  few  who  are  ac- 
quainted with  the  fact  that  the  originator  of  the 
Cohen  records  is  Joe  Hayman,  who  has  just 
leturned  to  the  United  States  after  an  extended 
stay  in  England,  where  he  and  Mrs.  Hayman 
went  to  fill  a  short  vaudeville  engagement  about 
thirteen  years  ago  and  there  remained  up  until 
this  time.  Mr.  and  Mrs.  Hayman  are  great 
favorites  in  English  vaudeville  and  have  also 
had  a  part  in  the  writing  and  producing  of 
several  revues,  which  have  been  successful  on 
the  English  stage. 

Being  an  exclusive  Columbia  artist,  Mr.  Hay- 
man natUi-ally  called  at  the  headquarters  of  the 
Columbia  Graphophone  Co.  as  soon  as  he  landed 
in  New  York  and  while  there  was  asked  where 
he  got  the  inspiration  for  Cohen  records.  "My 
father  had  a  drygoods  store  on  Avenue  B,  New 
York,"  he  said.  "One  day,  when  I  was  thirteen 
years  old,  an  old  man  named  Levine,  fresh 
from  the  old  country,  came  to  my  father,  ask- 
ing to  rent  his  cellar  as  storage  space  for  the 
ice,  coal  and  wood  he  planned  to  sell.  Father 
loaned  the  cellar  to  the  poor  old  fellow  and  he 
stayed  for  two  years — until  his  thriving  business 
expanded  beyond  the  cellar's  capacity. 

"Old  man  Levine  and  I  became  fast  friends. 
I  tagged  him  around  from  morning  'til  night. 
Being  a  natural  mimic,  I  remembered  and  can 
still  reproduce  the  old  gentleman's  ludicrous  at- 


tempts at  the  English  language,  and,  more  par- 
ticularly, the  ridiculous  results  of  his  attempts 
at  the  current  American  slang.  I  was  the 
original  bewhiskered  Hebrew  impersonator  in 
American  vaudeville.  And  Levine,  alias  Cohen, 
is  the  man  you  hear  in  my  telephone  rec- 
ords." 

Mr.  Hayman's  latest  record  is  entitled  "Cohen 
Buys  a  Wireless  Set"  and  is  considered  particu- 
larly timely,  inasmuch  as  thousands  of  radio 
fans  met  him  recently,  through  the  air  as  it 
were,  when  he  broadcasted  a  number  of  his 
Cohen  stories  from  Station  WEAF,  New  York, 
the  broadcasting  headquarters  of  the  American 
Telephone  &  Telegraph  Co. 
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T/f£:  BLUEST  OF  F^OJC-TROT  HIVES 


By  HARRY 
WOODS 


M.  WITMARK  &  SONS,  NEW  YORK 


REMICK  CATALOG  IN  BIG  DEMAND 


Many  Dealers  Featuring  Most  Popular  Numbers 
in  Striking  Window  Displays — An  Example 
of  This  Work  From  Boston,  Mass. 


The  Jerome  H.  Remick  &  Co.  popular  cata- 
log is  having  a  most  healthy  and  active  season. 
Among  the  more  prominent  successful  titles  are 
"Beside  a  Babbling  Brook,"  "Falling,"  "I'm  Just 
a  Little  Blue  (for  You)."  "My  Buddy,"  "Sweet 
One,"  "Barney  Google,"  "When  Will  I  Know?" 


Kresge  Display  of  Remick  Numbers 

and  that  unusual  success,  "Carolina  in  the  Morn- 
ing." The  more  active  numbers  of  the  above 
have  been  prominently  featured  by  -the  trade, 
both  on  the  music  counters  and  in  special  win- 
dow showings. 

We  herewith  reproduce  an  artistic  window 
arranged  by  the  S.  S.  Kresge  store,  Boston, 
Mass.,  in  which  "Falling,"  "Just  a  Little  Blue" 
and  "I'm  Through  Shedding  Tears  Over  You" 


are  featured  prominently.  During  the  week 
these  titles  were  shown  in  the  window  the 
Kresge  music  counter  found  the  demand  for 
the  numbers  shown  most  active.  Frequent  re- 
quests were  made  by  prospective  purchasers  to 
have  one  or  all  three  of  the  numbers  played 
and  the  piano  rendition  of  the  songs  invariably 
closed  the  sale. 


"GLORY"  NUMBER  GOING  STRONG 

"Glory,"  the  musical  comedy  of  which  Joseph 
AlcCarthy  and  Harry  Tiern'ey  are  the  writers 
of  the  words  and  music,  and  which  had  a  run 
at  the  Vanderbilt  Theatre,  New  York,  later  play- 
ing in  Philadelphia,  has  closed  and  been  sent 
to  the  storehouse.  However,  out  of  the  ruins 
of  this  show  the  outstanding  song,  "Saw  Mill 
River  Road,"  will  be  popular  for  some  time. 
In  fact,  it  is  heard  practically  in  every  cafe, 
dance  hall  and  theatre  in  the  East  and,  un- 
doubtedly, will  attain  national  popularity  in  a 
short  space  of  time.  Leo  Feist,  Inc.,  the  pub- 
lisher, has  recognized  its  possibilities. 


NEW  CLARK  &  LESLIE  NUMBERS 


The  new  publishing  firm  .of  Clark  &  Leslie 
Songs,  Inc.,  which  recently  opened  up  offices  in 
the  Hilton  Building,  1591  Broadway,  New  York 
City,  announces  a  new  fox-trot  ballad  entitled 
"Now  That  I  Need  You  You're  Gone,"  and  a 
new  novelty  song  entitled  "Aiaggie  (Yes, 
Ma'am)."  Sidney  C.  Caine  is  general  manager 
of  the  new  company,  Frank  Marvin  manager  of 
the  band  and  orchestra  department,  and  Eddie 
Mobous,  professional  manager.  The  latter  has 
associated  with  him  Harry  Warren,  Herman 
Ruby,  Joe  Meyer,  Pete  Wendling,  Charley  War- 
ren and  Lou  Handman. 


"SWINGING  DOWN^  THE  LANE"  A  HIT 

New  Feist  Number  by  Isham  Jones,  Brunswick 
Artist,  and  Gus  Kahn  Scoring  Emphatic  Suc- 
cess Throughout  the  Country 


According  to  reports  from  orchestras 
throughout  the  country  and  from  the  indications 
gleaned  from  early  sales,  the  new  song,  "Swing- 
ing Down  the  Lane,"  published  by  Leo  Feist, 
Inc.,  will  be  one  of  the  most  active  numbers 
of  the  present  season.  Its  popularity  in  Chi- 
cago territory  is  unprecedented. 

Isham  Jones,  well-known  orchestra  leader  and 
Brunswick  recording  artist,  is  the  writer  of  the 
music  of  this  song.  The  words  are  by  Gus 
Kahn.  Jones,  besides  his  dance  and  recording 
work,  is  now  appearing  with  his  orchestra  in 
vaudeville.  He  recently  appeared  at  the  Pal- 
ace Theatre,  Chicago,  and  an  excerpt  from  a 
newspaper  report,  which  speaks  well  for  this 
new  song,  in  one  of  the  leading  Chicago  papers 
is  reproduced  below: 

"Mr.  Jones'  friends  are  legion,  and  he's  des- 
tined to  make  many  new  ones  this  week  be- 
cause his  engagement  at  the  Palace  affords  an 
opportunity  for  thousands  to  hear  hinf  who 
never  have  done  so — unless  by  radio.  His  selec- 
tions are  ably  chosen  and  the  assistance  he  gets 
from  all  of  the  men  is  so  delightful  that  it 
seems  hardly  fair  to  dwell  on  any  especial  play- 
er, though  the  cornetist  seems  to  stand  out 
greatly  throughout  the  performance.  Mr.  Jones' 
own  'Swinging  Down  the  Lane'  seemed  to  us, 
personally,  the  rare  jewel  of  the  sparkling  pro- 


Every  day  one  reads  about  business  men  with 
the  "public  be  damned"  attitude  failing. 


Among  the  recent  Edison  record  releases  was 
a  particularly  good  record  by  Claudia  Muzio — 
"La  SeparazTone,"  by  Rossini,  and  "Son  pochi 
fiori,"  by  Mascagni.  These  were  the  first  Muzio 
releases  since  the  great  diva  joined  the  Chicago 
Opera  Co. 
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THREE  NEW  WITMARK  RELEASES 


MAURICE  A.  RICHMOND  IN  DENVER 


NEW  JACK  MILLS  BALLADS 


Intensive  Summer  Campaign  on  "Long  Lost 
Mamma,"  "De  De"  and  "Slow  Poke" 


President  of  Richmond  Music  Supply  Corp. 
Finds  Good  Demand  for  "Tell  Me  With 
Smiles"  and  "Little  Pal  of  Long  Ago" 


A  new  fox-trot  "blues"  number  heard  fre- 
quently in  Broadway  dance  palaces  is  entitled 
"Long  Lost  Mamma"  (Daddy  Misses  You). 
The  number  by  Harry  Woods,  published  by  M. 
Witmark  &  Sons,  met  instant  response  from  or- 
chestras upon  its  release.  The  publishers  have 
arranged  a  wide  campaign  to  exploit  it.  It 
should  be  quite  popular  throughout  the  Sum- 
mer months. 

Two  other  Witmark  additions  were  recently 
announced,  "Slow  Poke,"  also  a  fox-trot  by 
Joe  Gold  and  J.  T.  Faggen,  and  "De  De."  This 
latter  number  will,  without  doubt,  be  heard  in 
the  "Bombo"  show  upon  its  return  to  New 
York,  sung  by  Al  Jolson. 


Denvek,  Coi..,  May  5. — Maurice  A.  Richmond, 
president  of  the  Richmond  Music  Supply  Corp., 
New  York,  and  also  with  the  Richmond-Robbins 
Co.,  of  the  same  city,  recently  visited  Denver 
en  route  to  the  Pacific  Coast.  Mr.  Richmond 
said  that  he  found  conditions  generally  good 
throughout  the  country,  especially  commenting 
on  the  vogue  which  "Tell  Me  With  Smiles" 
and  "Little  Pal  of  I-ong  Ago,"  two  numbers 
in  his  catalog,  are  having.  He  also  stated  that, 
with  the  syndicate  stores  dropping  their  music 
departments,  the  revival  of  interest  by  the  legiti- 
mate music  dealer  in  popular*  sheet  music  was 
rapidly  coming  about. 


Series  Will  Be  Known  as  "B-B  Series" — Many 
Artists  Using  Numbers  on  List 

Jack  Mills,  Inc.,  recently  inaugurated  a  new 
catalog  of  ballads  which  is  being  marketed  un- 
der the  trade-mark  "The  B-B  Series."  Among 
the  contributors  to  these  new  issues  is  Clara 
Edwards,  with  such  numbers  as  "Happiness," 
"  'Tis  Enough"  and  "The  Little  Shepherd  Song." 
The  new  Bert  Grant,  George  Graff,  Jr.,  and 
Jimmy  McHugh  song,  "Out  Where  the  Blue 
Begins,"  has  also  been  added  to  this  catalog. 
Among  the  concert  artists  programming  these 
numbers  are  John  Steel,  Dorothy  Jardon,  John 
Charles  Thomas,  Colin  O'More,  George  Du- 
franne,  Margaret  Romaine,  Florence  Macbeth, 
Clara  Decks  and  Lenora  Sparkes. 


ROSLYN  DAVEGA  IN  THEATRE  DEBUT 


DAVIS  BACK  FROM  NEW  ENGLAND 


EDGAR  F.  BITNER  RETURNS 


Roslyn  Davega,  young  daughter  of  Abrani 
Davega,  president  of  the  Knickerbocker  Talk- 
ing Machine  Co.,  Victor  wholesaler.  New  York 
City,  made  her  debut  in  theatrical  circles  on 
Sunday,  April  29,  at  the  Belmont  Theatre. 
Metropolitan  talking  machine  dealers  will  re- 
member Miss  Davega's  performance  at  a  recent 
dinner  tendered  by  the  Knickerbocker  Talking 
Machine  Co.  to  its  dealers.  Although  only  six 
\ears  old.  Miss  Roslyn  charmed  her  audience, 
which  was  a  large  one,  as  the  theatre  was  filled 
to  capacity,  and  danced  three  numbers,  the 
.Spanish,  scarf  and  clown  dances. 


Joe  Davis,  of  the  Triangle  Music  Publishing 
Co.,  returned  recently  from  a  trip  to  New  Eng- 
land territory.  The  firm's  song,  "My  Mother's 
Lullaby,"  is  quite  active  in  Boston  and  sur- 
rounding cities.  The  number  was  recently 
broadcasted  by  the  Leo  Reisman  Orchestra. 


Edgar  F.  Bitner,  general  manager  of  Leo 
Feist,  Inc.,  returned  to  his  desk  early  this  month 
following  a  tour  of  the  Middle  West  and  Pacific 
Coast  territory.  Mr.  Bitner  was  accompanied 
by  Mrs.  Bitner,  and  they  were  elaborately  en- 
tertained at  many  points  during  the  trip.  Fol- 
lowing several  weeks'  stay  in  California,  they 
returned  by  the  Northwest  route  and  Canada. 


Joseph  McCarthy  and  Harry  Tierney,  who 
wrote  "Irene"  and  "Up  She  Goes,"  are  now  at 
work  on  a  musical  version  of  "Rip  Van  Winkle." 
It  will  be  called  "Rip's  Daughter"  and  will  be 
written  for  a  three-star  part  combination  for 
early  production. 


Saul  H.  Bornstein  sailed  on  .Saturday,  .\pril 
28,  for  London  to  attend  the  opening  of  the 
new  "Music  Box  Revue"  show. 

Jack  Mills,  of  Jack  Mills,  Inc.,  will  sail  for 
Europe  on  the  S.S.  "Berengaria"  May  15. 
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FIXING  OF  RESALE  PRICE  BY  MANUFACTURER  ADVOCATED 

Nelson  B  Gaskill,  Federal  Trade  Commissioner.  Would  Amend  Law  to  Give  This  Privilege  to 
the  Manufacturer — Makes  Interesting  Address  at  the  Hotel  Astor  on  Wednesday 


Legislation  to  permit  a  manufacturer  to  fix 
a  resale  price  for  his  products  under  certain  con- 
ditions was  suggested  by  Nelson  B.  Gaskill,  a 
member  of  the  Federal  Trade  Commission,  in 
a  speech  at  a  dinner  of  the  American  Trade 
Association  executives,  held  last  Wednesday 
night  at  the  Hotel  Astor,  New  York,  in  con- 
nection with  the  convention  of  the  United  States 
Chamber  of  Commerce. 

Such  fixing  of  resale  price  by  contract  or  by 
agreement  of  distributors  has  been  denied  by 
court  decisions,  the  efifect  of  which,  Mr.  Gaskill 
said,  had  been  to  prevent  resale  price  mainte- 
nance by  an  individual  manufacturer  by  denying 
him  an  effective  method.  Mr.  Gaskill  distin- 
guished between  the  individual  manufacturer 
and  a  group  of  manufacturers.  In  suggesting 
that  there  should  be  some  method  of  resale 
price  fixing  by  the  individual  manufacturer,  he 
said: 

"To  the  inability  of  a  manufacturer  to  pro- 
tect the  price  of  his  product  may  be  attributed 
quite  as  much  as  to  any  other  cause  the  tendency 
to  deterioration  of  quality  which  is  a  distressing 
manifestation  along  many  lines  to-day.  De- 
terioration of  quality  is  a  remedy  alternative 
only  to  going  out  of  business,  which  is  forced 
upon  the  producer  who  cannot  to  any  effective 
degree  protect  the  selling  price  of  his  product. 
It  is  a  truism  that  the  purchaser  will  buy  in 
the  cheapest  market,  and  even  a  small  variation 
is  sufficient  to  divert  the  current  of  trade. 

■'There  is  danger  in  monopoly,  there  is  in- 
jury in  restraint  of  trade  and  these  practices 
are  denied  by  the  law  because  they  close  the 
door  of  opportunity  to  the  individual,  the  main- 
tenance of  which  as  a  free  and  open  channel 
is  essential  not  only  to  American  institutions, 
but  to  the  exact  operation  of  the  competitive 
system.  Where  monopoly  is  sought  in  a  rela- 
tively few  instances,  where  combinations  in  re- 
straint of  trade  occasionally  make  their  appear- 
ance, while  the  alarm  from  these  manifestations 
is  justifiable  and  is  not  to  be  minimized,  a  con- 
stant danger  lies  in  the  practice  now  so  preva- 
lent of  single  line  leaders  sold  below  cost  for 
the  purpose  of  inducing  other  business,  or  estab- 
lishments in  which  many  lines  are  sold  below 
cost  with  concealed  profits  in  other  sales  which 
not  only  equalize  the  loss,  but  translate  the 
whole  practice  into  a  profit  balance.    The  most 


effective  remedy — resale  price  maintenance — 
must,  in  my  opinion,  be  recovered  not  only  for 
the  sake  of  the  manufacturer  or  the  distributor, 
but  for  the  sake  of  those  who  to-morrow  and 
the  day  after  to-morrow  will  seek  to  enter  into 
business  as  individuals  and  find  the  door  of 
opportunity  closed  against  them  unless  this  un- 
balanced method  of  selling  is  checked. 

"To  accomplish  this  result  legislation  \w\U 
be  needed.  This  legislation  should,  in  my 
opinion,  distinguish  clearly  between  a  producer 
and  his  selected  distributors  and  those  other 
groups  whose  agreements  may  well  be  regarded 
as  inimical  to  the  policy  stated  in  the  Sherman 
law.  It  should  require  that  the  protected  prices 
to  be  fixed  by  the  producer  should  operate  as 
a  maximum  as  well  as  a  minimum  in  order  that 
the  good  faith  of  the  practice  should  be  mani- 
fest and  its  e.xercise  removed  from  suspicion  as 
contributing  to  undue  exactib.n  anywhere  along 
the  line  of  distribution.  And  it  would  be  well 
should  such  legislation  include  provision  for  the 
due  publication  of  the  protected  prices  and  any 
changes  therein  'in  order  that  the  purchasing 
public  may  be  advised  as  to  the  producer's  pur- 
pose and  be  guarded  against  a  misrepresentation 
of  which  the  producer  may  have  no  notice." 


ENDICOTT  MUSIC  SHOPS  EXPAND 

BiNGHAMTON,  N.  Y.,  May  10. — The  Endicott 
Music  Shops,  Inc.,  which  for  some  time  have 
occupied  one-half  of  a  store  on  Washington 
avenue,  this  city,  have  arranged  to  take  posses- 
sion of  the  entire  store  this  month  in  view  of 
tlie  heavy  increase  in  business.  The  new  section 
of  the  store  will  be  equipped  in  a  most  modern 
manner  to  provide  for  the  display  and  sale  of 
machines  and  records.  Miss  Elsie  Keary,  who 
lias  been  connected  with  the  Endicott  Music 
Shops  for  the  past  two  years,  has  resigned  to 
take  up  her  residence  in  Troy. 


SCHMELZER  CO.  SELLS  TO  JENKINS 

The  Schmelzer  Co.,  Victor  distributor,  Kansas 
City,  Mo.,  announces  that  it  has  disposed  of  its 
Victor  department  to  the  J.  W.  Jenkins'  Sons 
Music  Co.,  also  of  Kansas  City.  The  Schmelzer 
Co.  will  devote  its  entire  energies  to  its  large 
and  growing  sporting  goods  business. 


Do  You  Know 


That  BLACK  SWAN  RECORDS  are  the  records  that 
most  satisfactorily  meet  the  demands  of  colored  trade? 

That  the  record-buying  public  has  never  before  realized 
so  fully  the  superiority  of  Black  Swan  Records  and  the 
demand  for  the  only  record  made  and  controlled  exclu- 
sively by  colored  people  has  never  been  so  great  as  at 
present? 

That  the  following  SURE  FIRE  SELLERS  will  in- 
crease your  sales  and  profits? 

14142  Log  Cabin  Blues   ,  Trixie  Smith 

Voo  Doo  Blues   Trixie  Smith 

14143  Roamin'  Blues   Maud  De  Forrest 

Doo  Dee  Blues  Maud  De  Forrest 

BLACK  SWAN  PHONOGRAPH  CO.,i„c. 


2  2  8  9   SEVENTH  AVENUE 


NEW   YORK  CITY 


Made  in  Our 
Watch  Oil 

DEPARTMENT 

which  for  half  a  century 
has  made  80%  of  all  the 
watch,  clock  and  chronom- 
eter oil  used  in  America. 


The  Best  Oil  For  Any  Talking  Machine 

In  refining,  Nyoil  is  given  the  same  care  as  our 
famous  watch  oil  receives.  All  gums  and  impuri- 
ties are  removed,  leaving  it 

Colorless,  Odorless  and  Stainless. 

Housekeepers  say  they  would  not  be  without 
Nyoil  because  it  is  best  for  phonographs  and  sew- 
ing machines — for  polishing  furniture  and  wood- 
work and  is  odorless  and  will  not  stain.  It  is  free 
from  acid  and  will  not  gum,  or  become  rancid. 
Sportsmen  find  it  best  for  guns  because  it  prevents 
rust, 

NYOIL  is  put  up  in  1-oz.,  3-oz.  and  8-oz.  Bottles 

and  in  Quart  and  Gallon  Cans. 
For  Sale  by  all  Talking  Machine  Supplies  Dealers 

WILLIAM  F.  NYE,  New  Bedford,  Mass.,  U.S.A. 


STAGES  "KING  TUT"  WINDOW 

Wittstein's  Music  Shop,  New  Haven,  Conn., 
Sonora  dealer,  is  a  keen  believer  in  the  value  of 
;.ltractive  window  displays  and  the  accompany- 
ing illustration,  showing  a  "King  Tut"  window. 


Artistic  Display  by  Wittstein's  Music  Shop 

is  one  of  the  most  effective  displays  prepared 
by  this  enterprising  dealer  during  the  past  year. 

The  Sonora  William  and  Mary  De  Luxe  pe- 
riod model  is  the  keynote  of  the  display,  being 
surrounded  by  groups  of  early  Egyptian  objects 
closely  allied  to  the  "King  Tut"  fad.  The  win- 
dow won  the  attention  and  approval  of  all  pas- 
sers-by and  emphatically  proved  its  value  from 
a  publicity  standpoint. 


TO  CARRY  STOCK  IN  GOTHAM  OFFICE 

The  New  York  Recording  Laboratories,  1140 
Broadway,  New  York  City,  recently  announced 
that  a  large  stock  of  Paramount  records  will  be 
carried  in  the  New  York  offices.  A.  E.  Sather- 
Icy,  manager  of  the  company,  states  the  ar- 
rangement was  made  necessary  by  the  contin- 
ued growth  of  business  in  this  territory.  The 
trade  will  now  be  supplied  immediately  upon 
order  and  this  will  increase  retail  sales,  par- 
ticularly on  popular  numbers. 


BROOKLYN  FIRM  INCORPORATES 


P>urgman-Hemmer,  of  Brooklyn,  N.  Y.,  was 
chartered  in  New  York  recently  for  $35,000  to 
deal  in  talking  machines.  M.  Burgman,  F.  Hem- 
nicr  and  W.  M.  Wheatley  are  the  incorporators. 


The  Goldenola  Shoppe,  E.  C.  Morris,  O.  C. 
I.angbein  and  C.  V.  Martin,  proprietors,  is  the 
latest  addition  to  the  music  stores  of  Taft,  Cal. 
Talking  machines  and  musical  instruments  are 
handled. 
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One  handle  hsndles  it " 


Outing  Talking  Machine  Co.,  Ine 

MOUNT  KISCO,  N.  Y. 


SPRING  CLIP  HOLDS 
ALBUM  FIRMLY 


HANDLE  IS  FIRMLY 
HELD  WHEN  MACHINE 
IS  CLOSED 


12  POCKET  ALBUM 


UNIVERSAL  JOINT  PER- 
MITS   PLAYING  ALL 
MAKES   OF  RECORDS 
PERFECTLY 


THROW-BACK 
TONE  ARM 


STRONG  LEATHER  HAN- 
DLE   MAKES  CARRYING 
EASY 


TWO  NEEDLE  CUPS 
WITH  SNAP  COVERS 


TURNTABLE 


TONE  CHAMBER  GIVES 
A  RICH,  MELLOW  TONE 


FRICTION    HINGE  WILL 
HOLD  DOOR  OPEN, 
PARTLY    OPEN,    OR  AT 
ANY  ANGLE  DESIRED 


THESE  CLIPS  HOLD 
TONE  ARM  WHEN 
MACHINE  IS  CLOSED 


ARTOPHONE  CORP., 
1103  Olive  St.,  St.  Louis,  Mo. 

ARTOPHONE  CORP., 
203  Kansas  City  Life  Bldg., 
Kansas  City,  Mo. 


BRISTOL  &  BARBER  CO., 
3  East  14th  St.,  New  York,  N.  Y. 


CABINET  &  ACCESSORIES  CO.,Inc., 
3  West  16th  St.,  New  York,  N.  Y. 


CONSOLIDATED  TALKING 
MACHINE  CO., 
227  West  Washington  St.,  Chicago,  111. 


CONSOLIDATED  TALKING 
MACHINE  CO., 
1121  Nicollet  Ave.,  Minneapolis,  Minn. 


DAVENPORT  PHONOGRAPH 
ACCESSORY  CO., 

Davenport,  la. 


JOBBERS 

THE  DUNING  CO., 
303  Second  St.,  Des  Moines,  la. 

A.  C.  ERISMAN  CO., 
174  Tremont  St.,  Boston,  Mass. 

GENERAL  PHONOGRAPH  CORP., 
15  West  18th  St.,  New  York,  N.  Y. 

W.  S.  GRAY  CO., 
942  Market  St.,  San  Francisco,  Cal. 
Los  Angeles,  Portland  and  Seattle 

IROQUOIS  SALES  CORP., 
210  Franklin  St.,  Buffalo,  N.  Y. 

C.  L.  MARSHALL  CO., 
514  Griswold  St.,  Detroit,  Mich. 

J.  K.  POLK,  Inc., 
294  Decatur  St.,  Atlanta,  Ga. 


STARR  PHONOGRAPH  CO., 
634  Grant  St.,  Pittsburgh,  Pa. 

STERLING  ROLL  &  RECORD  CO., 
137  West  4th  St.,  Cincinnati,  O. 


STEWART  SALES  CO., 
502  Occidental  Bldg., 
Indianapolis,  Ind. 


GEO.  C.  ULRICH  &  CO., 
56  Estey  Bldg.,  Philadelphia,  Pa. 


UTICA  GIFT  &  JEWELRY  SHOP, 
Utica,  N.  Y. 


VOCALION  CO.  OF  OHIO, 
328  Superior  St.,  West, 
Cleveland,  O. 

MARTIN  WEISS  CO., 
Dallas,  Tex. 


Export 
CHIPMAN,  LTD. 
New  York  London 


MONTREAL 

WELLINGTON 

SYDNEY 

MELBOURNE 

PERTH 


HAVANA 
MEXICO  CITY 
BUENOS  AIRES 
RIO  DE  JANEIRO  . 
SANTIAGO 
DE  CHILE 


CABLE  ADDRESS:  CHIPMONK,  NEW  YORK 


150 


THE   TALKING   MACHINE  WORLD 


May  is,  1923 


When  you  deliver  a  Columbia  to  a  customer,  deliver 
it  out  of  the  shipping  case — polished,  ready  to  play, 
looking  its  best. 

Columbia  Branches  provide  padded  delivery  covers 
that  insure  delivery  in  perfect  condition. 


COLUMBIA  GRAPHOPHONE  CO. 
New  York 


AWARDS  WINDOW  DISPLAY  PRIZES 

Knickerbocker  Talking  Machine  Co.,  Victor 
Wholesaler,  Awards  Prizes  for  Best  Window 
Displays  During  Music  Week 

Abram  Davega,  president  of  tlie  Knicker- 
bocker Talking  Machine  Co.,  announced,  previ- 
ous to  Music  Week,  that  his  company  would 
offer  prizes  for  the  best-dressed  Victor  window 
during  that  week.  The  first  prize  to  be  $25,  the 
second  prize  $15  and  the  third  prize  $10.  The 
judges  of  the  contest  were  representatives  from 
The  Talking  Machine  World  and  two  other  pa- 
pers in  the  field.  Many  dealers  took  advantage 
of  the  offer  and  filled  out  blanks  entering  the 
contest.  During  the  week  the  judges,  piloted  by- 
Mr.  Davega,  visited  the  various,  dealers  -and 
made  their  reports,  the  prizes  being  awarded 
by  Abram  Davega,  of  the  Knickerbocker  Talk- 
ing Machine  Co.  It  was  interesting  to  note, 
while  traveling  around  the  city,  the  number  of 
dealers  who  made  good  use  of  the  publicity  af- 
forded by  A'lusic  Week.  Although  there  were  a 
few  who  did  not  even  display  a  Music  Week 
poster,  these  few  were  more  than  balanced  by 
the  many  attractive  windows  found. 

As  a  result  of  the  investigation  the  following 
prizes  were  awarded:  First  prize,  to  the  M. 
Rappaport  Music  Shop,  880  Westchester  ave- 
nue; second  prize,  to  M.  Goldsmith  &  Sons, 
1493  First  avenue:  third  prize,  to  the  European 
Phonograph  Co.,  located  at  Tenth  street  and 
Avenue  A.  In  addition,  extra  prizes  of  $5  each 
were  oflfered  to  A.  Bersin  and  Millard's,  in 
Brooklyn,  and  Fred  Bullenkamp,  New  York 
City.  The  awards  were  made  not  only  on  the 
general  attractiveness  of  the  windows,  but  also 
because  of  the  effective  manner  witli  whicli  they 
were  linked  up  with  Music  Week. 


UNUSUAL  OKEH  PUBLICITY  DRIVE 


Well-known  Colored  Record  Artists  Featured 
in  New  Advertising  Campaign  of  General 
Phonograph  Corp.,  of  New  York 


DEATH  OF  H.  H.  NYE'S  FATHER 


H.  H.  Nye,  of  the  sales  stafif  of  the  Silas  E. 
Pearsall  Co.,  New  York,  Victor  wholesaler,  has 
been  receiving  the  sympathy  of  his  friends  in 
the  trade  upon  the  death  of  his  father,  H.  Nye, 
who  died  at  Providence  on  April  23.  Mr.  Nye 
had  been  identified  with  the  piano  industry  for 
many  years  and,  at  the  time  of  his  death,  was 
associated  with  the  Providence  headquarters  of 
the  M.  Steinert  &  Sons  Co.  He  was  one  of  the 
most  popular  men  in  the  local  trade. 


The  General  Phonograph  Corp.,  New  York, 
manufacturer  of  Okeh  records,  has  just  insti- 
tuted an  unusual  publicity  campaign  featuring 
the  many  exclusive  Okeh  colored  artists.  As 
a  pioneer  in  this  important  field,  the  General 
Phonograph  Corp.  has  achieved  phenomenal 
success  and  the  present 
campaign  is  meeting 
with  the  hearty  co- 
operation of  Okeli  job- 
bers and  dealers. 

The  accompanying 
illustration  is  a  fac- 
simile of  a  full  page 
advertisement  that  ap- 
peared May  5  in  the 
Chicago  Defender,  one 
of  tlie  leading  news- 
papers in  tlie  country 
read  by  the  colored 
population.  This  is 
probably  the  first  full- 
page  advertisement 
featuring  records  by 
colored  artists  ex- 
clusively that  has  ever 
been  used  in  a  news- 
paper of  this  type. 

At  the  present  time 
the  following  colored 
artists,  who  are  well 
known  from  one  end 
of  the  country  to  the 
other,  are  making  Okeh 
records  exclusively: 
Sara  Martin,  Mamie 
Smith,  Eva  Taylor, 
Shelton  Brooks,  Esther 
Bigeou  and  Handy's 
Orchestra.  In  addition 
to  these  artists  many 
others  have  been  en- 
gaged for  the  Okeh 
library,  and  in  recog- 
nition of  the  wide 
scope  of  Its  repertoire. 


the  General  Phonograph  Corp.  decided  to  em- 
bark on  this  extensive  advertising  campaign. 

In  addition  to  the  Chicago  Defender  other 
well-known  newspapers  that  are  popular  with 
the  colored  population  are  carrying  this  adver- 
tising, including  the  Atlanta  Independent,  New 
York  Colored  News  and  others.  A  proof  of 
this  full-page  advertisement  has  been  mailed 
to  every  dealer  on  the  Okeh  list,  accompanied 
by  a  personal  letter  from  J.  A.  Sieber,  Okeh 
advertising  manager,  calling  attention  to  the 
campaign.    Incidentally,  the  Chicago  Defender 


featuring 

7Af  WoMs  Greatest  Race  Artists 

on  the 

World's  Greatest  Race  Records 

STARS.  STARS.  STARS!  Just  cast 
yoar  eyes  up.  down  and  around  this 
page-  Each  a  headUner  and  every  one 
playing  'em.  saying  'em,  or  singing  'em 
on  OKeh  Records— the  Race  Records 
of  Quality. 

Never  befort  has  luch  o  (unoui  ptmo  ct  irtiils 
been  doine  it3  ;tuf(  under  oae  company  •s  Ihii 
pafr-full  ot  taieat  tuu  fcr  OKcfa  RccortJi. 
Who  caa  maich  Munic  .Smhli.  or  her  unbeat- 
tble  lixi  of  OKcb  hiu>  Wbo  can  ihow  'em 
better  than  Sm  Minru— origins  lor  ol  ihose 
mbanm*  blocs  or  nmbe  En  Taylor.  Mai  of 
Broadway:  «itfa  Qarmot  WiUiiuiu  hypnocuinK 
lh<  ivories?  lJi£'«^  vour  middle  name  is  JanS 
Shellon  Brecks— oh.  high  and  handiome.  Who 
can  tpcsk  'em  like  Shdion.'  And  there's  NHller 
&  Lytcs  xliU  hnru4!rif  ouf  th^  TTu/f  (hoT  madc 
"ShuITle  AJons"  the  hn  ol  a  gensraton.  And 
deal  Corxet  Elsther  BiEcou.  ibc'i  there,  too. 
And  lor  man  hannony,  doa'l  overlook  Handy 'i 
Orchestra,  that's  h  —  loe  lickkn  emr  one. 
M  j-ou  dive  those  iau-tnoanin'  hhies.  eo  eel 
em  on  OKeh. 

Look  them  ova,  come  meet  your  frieods  ooct 
more  and  mark  the  records  you  irart  in  the 
on  the  UBUijiin  of  this  page.  DoD't  lorsef 
to  ask  y<jar  dealer  lor  OKeh  Records,  the 
recCTds  that  put  over  real  hits  by  red  rtce 
artijts  every  time:. 

General  Photiograph  Corporation,  25  West  45lh  Street  New  York  City 

The  Original  Race  Records 


■  .■iSY  STAXDARU  PHOSOGRAFH 


ANNOUNCEMENT 

The  Gold  Seal  Company  announces  that  Edward  Ginsburg 
is  no  longer  connected  with  it  and  has  no  authority  to  act 
as  its  representative. 

GOLD  SEAL  COMPANY 

.105  West  40th  Street  New  York  City 

Manufacturers  of  Gold  Seal  Record  Repeaters 


Typical  Example  of  Newspaper  Advertising 

claims  a  circulation  of  more  than  two  mi' 
readers,  making  it  an  unusually  influential 
vertising  medium. 


lion 

ad- 


HEALTH  BUILDER  RECORDS  POPULAR 


Popularity  of  healthy  building  exercises  with 
the  aid  of  talking  machine  records  has  gained  a 
decidedly  strong  foothold  in  the  customs  of  the 
people.  Robert  B.  Wheelan,  president  of  Health 
Builders,  Inc.,  reports  that  the  sales  of  records 
by  May  1  show  that  more  Health  Builder  sets 
have  been  sold  during  that  period  than  ever 
before,  v\-ith  the  outlook  very  promising. 
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Announcing  The  New  Haag  Record  File  Line 


Long  Cabinet — Style  87 

Equipped   With  One   Haag  File 
Finished  in  Dark  Red  and  Brown 
Mahogany,  Golden,  Fumed  and 
Weathered  Oak 

A  LONG  FELT 
WANT  REALIZED 

LONG  CABINETS 

EQUIPPED  WITH 

HAAG  "^^"fTes 

A  COMBINATION 
OF  QUALITY  &  UTILITY 


Model  "J" 

For  Victor  Portable  Model  No.  50 
Equipped  With  Haag  Record  File 
Finished  in  Dark  Red  and  Brown 
Mahogany,  Golden,  Fumed  and 
Weathered  Oak 


Long  Cabinet — Style  77 

Equipped   With  One   Haag  File 
Finished  in  Dark  Red  and  Brown 
Mahogany,  Golden,  Fumed  and 
Weathered  Oak 

Haag  Record  Files  are 
made  in  sizes  to  fit  all 
makes  of  phonographs  and 
talking  machines  and  will 
accommodate  all  makes 
and  sizes  of  records. 

Write  Today  for 
Full  Particulars 


Long  Cabinet — Style  502 
Equipped  With  Two  Haag  Files 


Pedestal  Model 
Style  "A" 
Cabinet  Morocco,  Black 
or  Maroon 

Style  502 
Finished  in 
Dark  Red  Mahogany 
and 

Brown  Mahogany 
Only 


Long  Cabinet — Style  502 
Equipped  With  One  Haag  File 


HAAG  &  BISSEX  CO.,  Inc.    Calvert  Bidg.   Baltimore,  Md. 
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How  Publicity  Opened  the  Door  to  Sales 

The  Story  of  a  Well-Conceived  Advertising  Campaign  Which  Re- 
sulted in  a  Veritable  Avalanche  of  Sales  in  Kansas  City,  Missouri 


A  mo^t  interesting  story  of  how  a  phonograph 
business  that  was  lagging  somewhat  and  quite 
apparently  not  getting  the  proper  share  of  pub- 
lic attention  and  patronage  was  stimulated  by 
a  carefully  mapped  out  publicity  and  sales  cam- 
paign in  which  real  money  and  eflFort  were  spent 
for  the  purpose  of  creating  a  heavier  business 
turnover  has  been  told  by  Herbert  Bailey,  man- 
ager of  the  Blackman  Music  Co.,  Edison  phono- 
graph jobbers  and  dealers,  Kansas  City,  Mo. 

The  campaign  cost  in  the  neighborhood  of 
$20,000,  but  the  results  more  than  justified  that 
cost  in  the  development  of  new  business  and 
future  prospects.  Mr.  Bailey  stated  that  last 
Fall  it  was  quite  evident  that  business  was  not 
developing  in  the  way  it  should,  although  there 
was  a  lull  at  the  time  in  several  lines  of  busi- 
ness locally.  This  moved  the  executives  of  the 
company  to  devise  ways  and  means  for  attract- 
ing public  attention  and  increasing  sales. 
Drive  to  Establish  Name  of  Firm 

"Our  initial  advertisements  were  executed 
with  the  idea  of  making  the  name  'Blackman's' 
as  familiar  to  every  man,  woman  and  child  in 
Kansas  City  as  the  name  of  R.  A.  Long,  Katz 
or  Benton  boulevard,"  said  Mr.  Bailey.  "In  other 
words,  we  desired  to  eradicate  the  impression 
that  Blackman's  is  'a'  store,  and  substitute  the 
impression  that  Blackman's  is  'the'  store — -'the 
store  which  is  putting  on  this  unusual  selling 
campaign'!  A  couple  of  weeks  prior  to  the 
opening  of  our  drive  one  resident  of  Kansas 
City  might  have  said  to  another:  'Blackman's? 
Oh,  yes;  that's  down  on  Grand  avenue,  isn't  it?' 
And  two  weeks  after  our  publicity  campaign 
had  got  under  way:  'Blackman's?  Why,  sure! 
Every  one  in  town  knows  about  that  store!' 

"So  much  for  the  angle  of  our  advertising 
and  the  'personality'  which  we  injected  into  it. 
Now,  as  to  the  plan  of  our  publicity.  Believing 
that  all  publicity  is  good,  we  still  insist  that 
some  advertising  is  much  more  effective  than 
others.  Hence,  we  evolved  a  plan  of  advertis- 
ing and  selling  which  was  by  no  nieans  general 
in  its  scope,  but  was  definite,  specific  and  ap- 
pealing. Our  offer,  in  brief,  was  this: 
Offer  in  Ads  Which  Scored 

"Let  us  place  a  superb  phonograph  in  your 
home  to-morrow:  Listen  to  exquisite  re-crea- 
tions of  music  such  as  were  never  believed  pos- 
sible. Enjoy  all  of  this  over  Thanksgiving  Day, 
Christmas  Day  and  New  Year's  Day,  and  pay 
nothing  whatever  on  the  phonograph  until  Feb- 
luary,  1923.  All  you  are  asked  to  do  is  to  pay 
for  a  few  records,  but  not  one  cent  on  this 
beautiful  instrument. 

"This  offer  was  made  to  every  responsible 


resident  of  Kansas  City  who  wished  to  take 
advantage  of  it.  The  psychology  behind  the 
offer  was  simply  this:  Once  a  musical  instru- 
ment makes  its  entry  into  the  average  home  it 
soon  becomes  looked  upon  almost  as  one  of 
the  family,  and,  in  most  cases,  will  not  be  parted 
with  except  in  case  of  the  most  urgent  necessity. 
Then,  too,  the  family  'pride'  is  put  at  stake. 
Once  an  instrument  has  been  placed  in  the 
home,  and  purchased  on  the  payment  plan,  the 
family  feels  that  it  would  never  do  to  surrender 
it  and  let  the  neighbors  know  that  it  had  been 
lost  through  defaulted  payments.  Just  as  a 
clever  salesman  trains  himself  to  make  his  entry 
into  the  home  of  his  prospects,  so,  in  the 
broader  sense,  the  great  object  in  view  in  our 
campaign  was  to  put  our  wares  into  Kansas 
City  homes. 

"So  much  for  our  publicity  methods,  deferred 
payment  plan,  which  we  had  evolved  as  the 
most  practical  method  for  lessening  sales  re- 
sistance, and  the  $20,000  advertising  appropria- 
tion which  we  had  calculated  as  the  correct 
amount  necessary  to  see  us  through.  We  were 
convinced  that  our  plans  for  bringing  thousands 
of  new  prospects  to  our  store  had  been  carefully 
and  correctly  laid.  But  what  about  handling 
these  potential  buyers  once  we  had  brought 
them  to  our  doors? 

Make  Preparations  for  Big  Sales 

"In  the  first  place  we  enlarged  our  sales  force 
at  the  store,  got  our  display  rooms  in  readiness, 
made  preparations  to  put  special  demonstrations 
by  which  we  could  prove  to  prospects  the  su- 
periority of  our  records  and  machines  and,  in 
every  possible  way,  made  preparations  to  meet 
the  emergency  at  the  store. 

"But  more  important  than  this,  in  my  estima- 
tion, was  our  plan  to  squeeze  all  the  juice  from 
the  lemon  by  the  use  of  a  direct-lead  and  follow- 
up  system,  by  means  of  which  none  of  the 
benefits  of  our  advertising  appropriation  would 
be  lost.  We  felt  sure  that  our  publicity  would 
attract  thousands  of  people  to  our  store,  many 
of  whom  would  listen  to  our  demonstrations, 
glance  over  our  dififerent  models  and  leave  the 
store  without  buying.  Naturally,  it  would  be 
difficult  to  make  a  personal  sales  talk  to  each 
person  in  the  store,  when  it  was  crowded  with 
scores  of  people  who  had  been  attracted  by  our 
spectacular  publicity,  but  who  would  not  make 
a  decision  during  their  visit  at  our  store. 
Outside  Men  Clinch  Sales 

"To  reap  our  legitimate  harvest  from  these 
prospects  who  were  sufficiently  interested  to  call 
at  our  store,  but  who  refused  to  buy  at  that 
time,  we  secured  the  services  of  a  number  of 


salesmen  of  proved  ability,  whose  work  was 
to  be  performed  entirely  outside  the  store,  at 
the  homes  of  prospects.  In  order  to  secure 
direct  leads  in  sufficient  quantities  to  keep  these 
men  busy,  we  got  the  names  and  addresses  of 
all  those  who  called  to  witness  our  demonstra- 
tions, and,  in  many  cases,  the  names  and  ad- 
dresses of  friends  or  relatives,  who,  in  their 
opinion,  might  be  interested  in  having  a  phono- 
graph placed  in  their  homes. 

"I  believe  it  is  no  exaggeration  to  say  that 
this  was  what  made  the  success  of  our  entire 
sales  campaign  possible,  for  it  is  a  fact  that  the 
largest  percentage  of  our  sales  was  clinched 
light  in  the  homes  of  our  customers.  Of  course, 
had  it  not  been  for  our  extensive  publicity,  and 
the  deferred  payment  plan  in  connection,  these 
people  would  not  have  been  attracted  to  our 
store  and,  in  consequence,  their  names  would 
not  have  ben  known  to  us.  But,  by  sending 
one  of  these  salesmen  out  to  the  home,  while 
such  people  were  in  the  buying  mood  and  after 
they  had  given  us  their  names  and  addresses, 
we  secured  a  maximum  of  results  in  the  way 
of  a  high  percentage  of  sales  in  ratio  to  the 
total  number  of  prospects. 

"It  would  be  putting  it  mildly  to  say  that  this 
experiment  proved  to  be  the  most  remarkable 
success  in  the  history  of  the  Blackman  store. 
Not  only  did  the  expenditure  of  the  $20,000 
prove  good  business,  but  a  literal  knockout  as 
a  business  builder. 

Sales  Continue  After  Campaign 

"For  instance,  the  publicity  secured  for  our 
store  will  still  be  bringing  us  business  several 
years  from  now.  We  have  shown  the  public 
that  we  are  alert,  aggressive  and  ready  to  take 
a  chance.  Then,  again,  the  discovery  that  we 
can,  practically  at  will,  secure  a  big  segment 
of  the  Kansas  City  trade,  simply  by  launching 
a  real  drive,  has  stiffened  the  morale  of  store 
owners,  managers  and  sales  force. 

"Yet  we  have  no  intention  of  forgetting  the 
details  and  steps  in  our  plan  of  campaign,  a 
weakness  in  any  link  of  which  might  very  pos- 
sibly have  wrecked  the  success  of  the  whole. 
First,  unstinted  publicity,  with  a  plan  and  per- 
sonality to  attract  widespread  interest.  Second, 
thorough  demonstration  of  our  product  at  the 
store.  Third,  our  method  of  securing  the  names 
of  all  who  were  sufficiently  interested  to  call. 
Fourth,  the  sale  of  every  instrument  possible  at 
the  store.  Fifth,  a  group  of  aggressive  and 
efficient  outside  salesmen  to  follow  up  every 
direct  lead  secured  at  the  store  and  complete 
the  sale  right  in  the  home,  enabling  us  to  reap 
the  entire  harvest  from  our  publicity." 


NATIONAL  METALS  DEPOSITING  CORPORATION 


FACTORY 
34  East  Sidney  Ave.,  Mt.  Vernon,  N.Y. 

Telephone:  Oakwood  8845 


MOUNT  VERNON  — NEW  YORK 

MANUFACTURERS  OF 


WE  DEPOSIT  THE 

FINEST  COPPER 

IN  THE  WORLD 


FOR  YOUR  CONVENIENCE 
DELIVER  RECORDED  WAX 
TO  OUR  LABORATORY 


LABORATORY 
9  East  47lh  St,  New  York  City 

Tel.  Vanderbilt  4153 


OUR 

IMPROVEMENT 

ALL  STAMPERS 
HAVE 

HIGHLY  POLISHED 
MACHINED  BACKS 
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ATLANTA 


"We  Serve  the  South" 


The  Rscord  Of  (}vi»Uti) 


Inquiries 
from 
Dealers 
Solicited 


T 


ODAY  progress  and  hearty  co-operation  are  necessary  for 
success.  Especially  is  closer  contact  between  dealer  cind 
distributor  needed. 


Dealers  who  are  served  by  us  will  testify  that  we  are  always 
dependable  and  prompt  in  our  deliveries  and  that  we  are  always 
ready  to  assist  them  in  the  solution  of  their  merchandising 
problems. 

We  are  looking  for  a  few  more  progressive  dealers  who  will 
act  with  us  to  our  mutual  benefit  in  supplying  the  public  with 
the  popular 

QKe^  Records 

The  Record?  of  Quality 

Wholesale  Phonograph  Division 

JAMES  K.  POLK,  incorporated 

Offices  and  Show  Rooms: 
294  Decatur  Street  ATLANTA,  GA. 


Dealers  Planning  Store  Improve- 
ments— Business  Improves  Con- 
sistently— Other  Important  Neivs 

Atlant.\,  Ga.,  May  7. — A  surprising  number  of 
dealers  are  planning  to  add  audition  rooms  or 
lo  otherwise  enlarge  or  rebuild  their  depart- 
ments during  the  Summer  months.  This  is  a 
clear  indication  of  a  confidence  in  good  busi- 
ness during  the  rest  of  the  year  and  proves 
that  the  talking  machine  business  is  once  more 
back  to  prosperous  times. 

M.  E.  Lyle  has  returned  from  a  trip  through 
northern  Alabama,  where  he  reports  conditions 
as  excellent,  dealers  optimistic  and  confident 
that  present  good  times  are  but  the  forerunner 
of  a  wonderful  talking  machine  business. 

The  Humes  Music  Co.,  of  Columbus,  Ga., 
which  recently  purchased  the  former  Woolworth 
Building  for  its  new  home,  has  arranged  to 
make  this  one  of  the  finest  music  stores  in  the 
entire  South.  Unico  equipment  is  to  be  in- 
stalled, the  feature  being  a  handsomely  wains- 
coted entrance  lobby,  with  special  screen  and 
arch.  Ample  audition  and  machine  demon- 
strating rooms  are  provided  for  and  the  record 
department  will  be  completely  equipped  with 
new  Unico  racks  and  service  counters. 

E.  E.  Forbes  &  Son,  Birmingham,  report  a 
constantly  growing  call  for  Paramount  records, 
which  they  job  throughout  this  territory. 

Special  Representative  Usher  for  Pathe  is 
making  an  extended  trip  in  this  district,  calling 
on  all  the  larger  dealers  who  handle  the  Pathe 
Actuelle  records  and  machines. 

The  first  supply  of  Victrola  No.  215  has  just 
been  distributed  to  the  Victor  dealers.  This 
is  the  first  Victor  console  with  the  split  top 
and  the  dealer  comment  is  enthusiastic. 

Frank  K.  Dolbeer,  treasurer  of  the  Victor 
Co.,  was  an  important  visitor,  spending  several 
days  here  in  conference  with  Victor  jobbers. 

W.  C.  Fuhri,  general  sales  manager  of  the 
General  Phonograph  Co.,  stopped  here  on  his 
return  from  an  extended  Western  trip. 

The  store  changes,  which  are  about  completed, 
at  John  L.  Moore  &  Sons  have  provided  a 
large  handsome  room  immediately  next  to  the 
art  department  for  the  display  and  demonstra- 
tion of  console  models  in  luxurious  sur- 
roundings. 


A  new  two-tone  Strand  model,  known  as  No. 
260,  has  been  received  and  is  on  display  at  the 
showroom  of  M.  E.  Lyle. 

One  of  the  most  active  Victor  dealers  is  the 
Empire  Music  Co.,  which  has  four  high-grade 
outside  salesmen  constantly  at  work.  They  are 
"Go-getters." 

Walter  Camp's  'Daily  Dozen"  and  the  Health 
Builder's  "Reducing  Records"  are  being  featured 
by  several  of  the  large  Peachtree  street  dealers. 

P.  C.  Brockman,  in  charge  of  the  phonograph 
division,  Polk  Furniture  Co.,  Okeh  distributors, 
is  finding  lots  of  good  business  on  his  present 
trip  through  Florida. 

Vocalion  Red  records  are  surely  coming  into 
Iheir  own  down  this  way.  A  number  of  new 
dealers  have  put  in  the  line  during  the  past 
month. 

Space  has  been  provided  for  in  M.  Rich  & 
Bros,  new  department  store  for  a  completely 
equipped  Victrola  and  Steinway  department. 


Reports  from  various  dealers  throughout  the 
southern  part  of  Alabama  to  Phonographs,  Inc., 
seem  to  indicate  that  thej^  are  enjoying  a  won- 
derful revival  in  business.  This  particular  ter- 
ritory has  suffered  during  the  past  two  years 
from  boll  weevil  conditions,  but  the  Edison  deal- 
ers in  that  part  of  the  State  are  now  getting 
their  full  share  of  business.  Dealers  are,  in 
some  cases,  placing  orders  for  future  shipment, 
an  indication  of  the  optimistic  conditions  pre- 
vailing in  this,  territory. 

J.  A.  Turner,  of  the  Turner  Music  Co.,  Miami 
and  Tampa,  Fla.,  was  a  recent  visitor  to  Phono- 
graphs, Inc.,  Edison  jobber.  He  is  very  en- 
thusiastic over  the  business  outlook  for  his  ter- 
ritory and  is  making  a  marked  improvement  in 
his  method  of  retail  distribution  of  Edison 
l)honographs,  especially  in  connection  with  the 
store  catalog  which  he  issues,  listing  all  Edison 
records  and  late  releases  through  the  month. 

Miss  L.  King,  of  the  Naomi  ]\Iusic  Co.,  Jack- 
sonville, Fla.,  who  was  a  recent  visitor  to  Phono- 
graphs, Inc.,  states  that  business  is  much  im- 
proved in  Jacksonville,  and  to  take  care  of  this 
increased  business  the  company's  store  has  re- 
cently been  remodeled  and  beautified  through- 
out, making  considerable  improvement  in  the 
display  windows  and  floor  display  space.  The 
Naomi  Music  Co.  is  an  exclusive  Edison  dealer 
and  has  a  large  clientele. 

A  special  sales  meeting  and  conference  of  the 
sales  force  of  the  local  Columbia  branch  was 
lield  on  April  27-28  to  discuss  poHc}'  and  pros- 
pects. 

Westervclt  Terhune,  local  branch  manager, 
is  kept  constantly  on  the  go,  looking  after  Co- 
lumbia interests  throughout  his  large  territory. 
His  latest  trip  was  to  Tampa,  calling  on  the 
Florida  jobber,  the  Tampa  Hardware  Co. 

Columbia  record  of  the  Gulf  Coast  Blues  con- 
tinues to  prove  the  biggest  selling  number  of 
many  months. 

Columbia's  new  portable,  type  Y  5,  is  now 
coming  through  in  fairly  ample  quantities,  so 
Columbia  dealers  will  be  able  to  cash  in  on  the 
business  which  Summertime  always  brings  for 
such  instruments. 

The  local  branch  of  the  Brunswick-Balke- 
CoUender  Co.  is  enjoying  a  normal  business. 
The  change  in  the  system  of  releasing  records 
has  been  of  distinct  advantage  in  spreading 
record  sales  throughout  the  entire  month  in- 
stead of  resulting  in  a  short  period  of  interest 
immediately  after  the  monthly  release,  as  was 
the  case  under  the  old  system. 


rHERE  is  no  proposition  open  to  the  trade  which  holds 
the  present  and  future  opportunity  for  profit  that  the 
Ed  ison  agency  affords. 

We  are  equipped  to  efficiently  serve  retail  Edison 
merchants  in  Southern  territory.  Where  the  Edison  line 
is  not  already  adequately  represented,  we  are  in  posi- 
tion to  open  up  a  few  more  agencies.  If  interested,  we 
urge  that  you  write  or  wire  today. 


PHONOGRAPHS  Inc. 

EDISON  DISTRIBUTORS 

41  Cone  St.        _       _        -        -       Atlanta,  Georgia 
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Colin  B.  Kennedy  Radio  Equipment 


Jobbers  ol  only  Nationally  Advertised 
Radio  and  Musical  Mercliandlse 

UNITED  MUSIC  STORES 

619  Cherry  St.      Philadelphia,  Pa. 


SONORA  JOBBERS  IN  CONVENTION 


TO  BROADCAST  FROM  AEOLIAN  HALL 


Radio  Corp.  of  America  to  Send  Out  Two  Pro- 
grams Simultaneously  From  New  Station 
Atop  Aeolian  Hall  Beginning  May  15 


On  May  15  the  Radio  Corporation  of  America 
and  the  Westinghouse  Electric  &  Mfg.  Co.,  now 
operating  the  broadcasting  station  known  as 
WJZ  in  Newark,  N.  J.,  will  start  broadcasting 
from  the  new  station  atop  of  Aeolian  Hall  on 
Forty-second  street,  New  York.  Four  hundred 
foot  towers  have  been  erected  on  the  roof  of 
Aeolian  Hall  and  equipped  with  two  antennae 
to  permit  of  the  broadcasting  of  two  programs 
simultaneously  on  dilTerent  wave  lengths. 

In  broadcasting  from  Aeolian  Hall  the  old 
call  WJZ  will  be  retained  for  transmission  on 
455  metres,  while  the  call  WJY  will  be  used 
for  the  other  wave  length  of  405  metres.  The 
Newark  station  has  been  operated  on  a  wave 
length  of  360  metres. 

Much  interest  is  being  manifested  in  the  plan 
to  broadcast  two  programs  simultaneously,  one 
of  classic  or  serious  character,  and  the  other 
of  popular  music,  lectures,  etc. 


ELECTRO=METAL  FOR  SOUND  BOXES 


German  Talking  Machine  Manufacturers  Con- 
ducting Experiments  With  This  Metal 


German  talking  machine  manufacturers  are 
conducting  experiments  for  the  use  of  electro- 
metal  in  sound  boxes,  according  to  the  Phono- 
graph Journal,  published  in  Berlin.  This  metal 
is  said  to  be  adapted  for  the  making  of  acous- 
tical resonating  chambers,  as  it  possesses  an 
extremely  low  specific  gravity,  the  ratio  with 
aluminum  being  two  to  three.  It  is  a  homo- 
geneous metal  and  it  can  be  drawn  and  shaped 
at  will.  Recently  it  has  been  utilized  in  auto- 
mobile manufacture  and  aUo  as  an  art  metal. 


Phono- 
graphs 


Reg.  U.  S.  Pat.  Off. 


5  Upright 
3  Console 
1923  Models 
of  Standard 
Value  Always 

Offering  the 
greatest  oppor- 
tunity to  dealers 


Also  Radio  Cabinets 


WANTED — Jobbers  and  dealers  to  han- 
dle this  long-established  line.  Reputation, 
quality  and  service  responsible  for  past  suc- 
cess, locally.  Sales  plans  now  include  entire 
country.  Write  to-day  for  full  details  and 
secure  exclusive  territory  rights  now  being 
awarded. 

COLUMBIA  MANTEL  CO. 


175-177  Powers  St. 


Brooklyn,  N.  Y. 


Real  Merit  Wins — The  " Recordion"  has  it 


Great  Gathering  of  Sonora  Wholesale  Repre- 
sentatives From  Widely  Separated  Sections 
Now  Meeting  in  Saginaw,  Mich. 


As  the  last  form  of  The  World  goes  to  press 
the  annual  convention  of  Sonora  jobbers  is  now 
taking  place  at  the  immense  Sonora  factory  al 
Saginaw,  Mich.,  and  the  business  meetings  will 
probably  consume  the  greater  part  of  three  days 
starting  with  May  14.  It  is  understood  that  this 
year's  convention  will  be  the  biggest  and  most 
important  in  the  history  of  the  Sonora  Phono- 
graph Co.,  for,  in  addition  to  the  jobbers  from 
all  parts  of  the  country,  there  are  also  present 
at  this  year's  meeting  the  members  of  the  job- 
bers' sales  staffs. 

A  special  car  containing  the  Sonora  execu- 
tives from  the  New  York  headquarters,  together 
with  the  representatives  of  the  Sonora  jobbers 
in  the  New  York  metropolitan  district,  left  New 
York  on  Saturday,  May  12.  Judging  from  the 
scope  of  the  program  the  1923  convention  will 
be  noteworthy  for  its  practical  value  to  every 
member  of  the  Sonora  organization.  A  series 
of  round-table  discussions  are  included  in  the 
program  and,  as  usual,  a  get-together  banquet 
will  mark  the  closing  of  the  meetings. 


15  PER  CENT  DUTY  ON  ENVELOPES 


Starr  Piano  Co.  Wins  Important  Decision  in 
Court  of  Customs  Appeals 


Washington,  D.  C,  May  8.— Paper  containers 
for  phonograph  records  are  dutiable  at  the  rate 
of  15  per  cent  ad  valorem  as  flat  paper  en- 
velopes, and  not  at  25  per  cent  ad  valorem  as 
manufactures  of  paper,  according  to  a  decision 
rendered  on  May  7  by  the  United  States  Court 
of  Customs  Appeals. 

The  case  decided  by  the  court  was  brought 
against  the  Government  by  M.  A.  Graser-Rothe, 
Starr  Piano  Co.,  protesting  against  the  25  per 
cent  assessment  of  duty  on  such  containers. 
The  decision  of  the  collector  of  customs  was 
reversed  by  the  Board  of  General  Appraisers, 
and  the  Court  of  Customs  Appeals  upheld  the 
decision  of  the  board. 


DA  VEGA  AND  JOHN  LURIE  COMBINE 

Expansion  Plans  of  the  Firm  Include  Taking 
Over  Other  Concerns 


The  metropolitan  dailies  carried  a  recent  an- 
nouncement of  the  combine  of  the  Davega  chain 
of  retail  talking  machine  and  sporting  goods 
stores  with  that  of  John  Lurie,  Inc.,  operating 
as  Davega-Lurie  stores  and  thereby  adding  one 
more  store  to  the  chain,  making  a  total  of  six. 
In  a  supplementary  announcement  from  Davega 
headquarters  it  was  stated  that  negotiations  are 
now  under  way  with  several  other  sporti.ng 
.goods  stores  in  New  York  City,  Brooklyn  and 
Newark,  N.  J.,  with  the  purpose  in  the  near 
future  to  cover  the  metropolitan  district  tlior- 
oughly.  The  officers  are  S.  B.  Davega,  presi- 
dent; H.  S.  Davega,  vice-president,  and  John 
Lurie,  chairman  of  the  board. 


PEORIA  DEALERS  TO  ORGANIZE 

Peokia,  111.,  May  8.— Talking  machine  and  piano 
dealers  of  this  vicinity  took  the  first  steps 
toward  the  organization  of  a  permanent  associa- 
tion at  a  dinner  meeting  at  the  Creve  Coeur, 
this  city,  recently.  James  P.  Lacey,  well  known 
in  local  music  trade  circles,  was  selected  to  liead 
a  committee  to  draft  plans  for  the  proposed 
organization.  Another  meeting  will  be  held 
soon,  at  which  these  plans  will  be  put  in  effect. 


The  Lasco  Co.  has  been  formed,  with  head- 
quarters at  1350  Broadway,  New  York  City,  to 
specialize  in  mechanical  maintenance  and  repair 
service  for  Jones  Motrolas.  This  new  company 
if  headed  by  Harry  F.  Fredrick,  who  for  a  num- 
ber of  years  was  connected  with  the  service 
department  of  Jones  Motrola. 


Carry  the  "Best 
of  Everything" 

The  thinking  dealer  who 
sees  to  it  that  every  article  in 
his  stock,  no  matter  how  small 
or  little  considered,  is  the  best 
obtainable,  soon  creates  a 
reputation  for  his  store  as 
"a  good  place  to  shop." 

In  this  type  of  store  you 
will  find  Sonora  Semi-Perma- 
nent Needles  prominently  dis- 
played. For  these  dealers 
know  that  in  furnishing  their 
customers  these  better,  more 
satisfactory  needles,  they  are 
building  for  future  sales  of 
larger  units. 

You,  too,  should  carry  these 
exceptional  needles.  Let  us 
mail  you  a  sample.  Write  to- 
day. 

Sonora  Phonograph 
Company,  Inc. 

New  York:        279  Broadway 

Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 

STME  INSTRUMENT  OF  QUALITY 
oner; 
CLEAR    AS   A  BELL 


A  Complete 
Advertising  Department 
at  Your  Disposal 

The  moment  you  take  on 
the  Sonora  line,  the  services 
of  the  entire  Sonora  advertis- 
ing department  are  placed  at 
your  disposal.  The  complete 
staf¥  of  advertising,  publicity 
and  special  writers,  sales  pro- 
motion and  merchandising  ex- 
perts is  available.  It  is  only 
necessary  to  make  your  wants 
known  to  receive  the  full 
benefit  of  this  large  depart- 
ment's efforts.  Sonora's 
dealer-cooperation  is  responsi- 
ble for  the  increase  and  im- 
provement of  the  sales  of 
many  Sonora  dealers. 

Sonora  Phonograph 
Company,  Inc. 

New  York:       279  Broadway 

Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 


STHt  INSTRUMENT  or  QUALITY 
onar 
CLEAR  A  BELL 
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NEW  YORK  SYMPHONY  ORCHESTRA  RECORDS  FOR  COLUMBIA 

Walter  Damrosch  and  the  Famous  New  York  Symphony  Orchestra  Sign  Contract  to  Record 
Exclusively  for  the  Columbia  Co. — One  of  the  Most  Important  Happenings  in  the  Musical  World 


The  Columbia  Graphophone  Co.  has  obtained 
an  exclusive  contract  with  Walter  Damrosch 
and  the  New  York  Symphony  Orchestra.  The 
New  York  Symphony  Society  has  never  before 
authorized  recordings  by  this  orchestra,  and  the 
Columbia  Co.  has  received  the  hearty  congratu- 
lations of  its  dealers  upon  securing  this  famous 
organization  as  exclusive  Columbia  artists. 

Walter  Damrosch,  conductor  of  the  New  York 
Symphony  Orchestra,  enjoys  the  distinction  of 


ing  season  he  was  invited  to  conduct  the  New 
York  Philharmonic  Orchestra.  The  symphony 
concerts  for  young  people  as  well  as  his  lecture 
recitals  have  brought  Mr.  Damrosch  prominently 
before  the  American  public  as  an  educator.  In 
this  series  of  concerts  for  young  people,  now 
in  its  twenty-fifth  year,  Mr.  Damrosch  explains 
and  demonstrates  the  works  of  the  masters  for 
the  purpose  of  inspiring  a  sound  beginning  in 
musical  taste. 

The  artistic  activities  of  Walter  Damrosch 
and  the  New  York  Symphony  Orchestra  became 
international  when,  on  the  official  invitation  of 
European  Governments,  the  orchestra  made  a 


triumphant  tour  of  Europe  in  the  Summer  of 
1920.  Mr.  Damrosch  was  the  recipient  of  un- 
usual honors,  being  nominated  a  Chevalier  of 
the  French  Legion  of  Honor,  an  Officier  of  the 
Order  of  the  Crown  of  Italy  and  a  Chevalier  of. 
the  Crown  of  Belgium.  He  also  received  the 
gold  medal  of  the  Banda  Municipale  of  Rome 
and  the  silver  medal  of  the  Worshipful  Company 
of  Musicians  of  London,  at  the  same  time  being 
elected  an  honorary  member  of  that  ancient  so- 
ciety. 

Mr.  Damrosch  has  composed  two  operas,  a 
choral  work,  a  sonata  for  violin  and  piano,  inci- 
dental music  for  many  symphonic  numbers  and 
a  number  of  well-known  songs.  The  first  Col- 
umbia records  by  Walter  Damrosch  and  the 
New  York  Symphony  Orchestra,  which  will  be 
ready  in  the  near  future,  will  form  an  invaluable 
addition  to  the  Columbia  record  library. 


HOW  THE  DEALER  MAY  GET  MORE  BUSINESS  FROM  SCHOOLS 

Frank  V.  Faulhaber  Makes  Some  Excellent  Suggestions  in  This  Connection  for  the  Benefit  of 
World  Readers  Which  Are  Worthy  of  the  Consideration  of  the  Trade 


Walter  Damrosch 

being  one  of  America's  foremost  musicians  as 
well  as  the  Dean  of  American  conductors.  For 
thirty-eight  years  Mr.  Damrosch  has  been  in 
command  of  the  New  York  Symphony  forces, 
continuing  the  work  commenced  in  1871  hy  his 
illustrious  father,  Leopold  Damrosch,  founder  of 
the  orchestra.  Walter  Damrosch  gave  to  New 
York  the  first  Beethoven  Festival,  and  the  first 
performances  of  many  of  the  symphonic  works 
of  Brahms,  Tschaikowsky,  Sibelius  and  Elgar. 
He  has  also  encouraged  American  art  by  the 
production  of  many  works  of  native  American 
composers,  and  in  1914  the  Columbia  Lhiiversity 
conferred  upon  Mr.  Damrosch  the  degree  of 
Doctor  of  Music. 

For  two  season-;,  commencing  in  1900,  filr. 
Damrosch  conducted  the  Wagner  operas  at  the 
M'  l  n  )|.o1itan  f~>]i(:'r.i  Hnu  =  c,  and  for  tlx"  Inllow  - 


A  good  volume  of  extra  business  could  be 
turned  yearly  by  the  talking  machine  dealer  if 
he  or  some  assistant  solicit  the  schools  in  the 
vicinity.  Many  public  schools  are  using  talking 
machines  now,  while  others  are  coming  into  the 
fold — in  many  cases  a  little  timely  solicitation 
will  bring  about  a  favorable  decision.  Then 
there  are  the  Sunday  schools  where  talking  ma- 
chines also  are  being  used,  in  addition  to  other 
eduactional  institutions. 

One  enterprising  dealer  regularly  sends  one  of 
liis  assistants  to  the  various  schools  in  the  in- 
terest of  this  particular  business.  To  date  the 
effort  has  proved  highly  productive  of  returns. 
Such  schools  as  have  no  talking  machines  are 
often  interested,  following  little  persuasion,  be- 
cause those  in  charge  have  heard  of  other  in- 
stitutions using  similar  instruments.  And  those 
schools  that  own  a  talking  machine  naturally 
should  easily  be  sold  many  records  through  spe- 
cial sales  efforts.  As  one  alert  dealer  wisely  ob- 
served: "Don't  let  the  talking  machine  owner's 
interest  lag.  Tell  all  about  your  different  rec- 
ords, then  watch  sales  increase." 

It  is  well  worth  noting  here  that  when  a 
school  purchases  new  records  it  can  be  encour- 
aged to  order  quantities.  Surely  the  business  is 
there.  There  being  so  many  people  to  enjoy 
the  music  there  is,  naturally,  a  diversity  of  tastes 
which  must  be  satisfied.  By  telling  about  the 
various  pieces  the  talking  machine  dealer  will 
awaken  a  urealer  interest,  not  only  in  the  talk- 


Speed — with  accuracy 


at  all  times,  in  the  filling  of  all  orders  for  the  fast-selhng  OKeh 
Records,  is  the  fundamental  reason  why  our  thoroughly  satisfied 
dealers  have  come  to  know  and  depend  entirely  upon  Independent 
Service.  No  matter  how  large  or  how  urgent  their  orders  may  be, 
these  dealers  know  that  our  maintenance  of  a  complete  stock  of  every 
record  listed  in  the  OKeh  catalogue  is  an  assurance  of  prompt,  posi- 
tive delivery. 

The  marked  increase  in  the  sales  and  popularity  of 

QKe^  Records 

The  Records  of  Quality 

for  1923  firmly  estabhshes  them  as  one  of  the  fastest-selling  records 
on  the  market  today.  Our  dealer  proposition  is  an  interesting  one. 
It  will  pay  you  to  investigate  its  possibilities. 


INDEPENDENT  JOBBING  COMPANY 


122  East  Centre  Street,  N. 


GOLDSBORO,  N.  C. 


ing  machine,  but  also  in  his  record  stock.  Cer- 
tainly many  otherwise  spare  moments  can  be 
put  to  profitable  use  here. 

Sometimes  it  is  possible  to  stimulate  the  sale 
of  records  to  schools  by  encouraging  the  heads 
to  run  special  entertainments.  By  holding 
afternoon  entertainments  in  the  schools  the  par- 
ents of  the  pupils  will  find  greater  interest  in 
attending;  for  we  find,  in  many  instances,  that 
parents  do  not  visit  schools  as  fr<.quently  as  is 
desired.  Here  we  present  a  solution  for  the 
school  authorities,  at  the  same  time  presenting 
a  source  wherefrom  can  be  procured  more  busi- 
ness for  the  talking  machine  dealer. 

When  a  school  places  an  order  for  a  talking 
machine  the  dealer  should  keep  the  authorities 
sold  on  that  machine.  Keep  interest  alive  by 
selling  more  records.  And  more  records  cannot 
be  sold  unless  prospects  are  told  about  them. 
But  it  is  not  wisest  here  to  rely  too  much  on  the 
catalogs  that  are  sent  out.  Some  people  are  so 
used  to  receiving  these  that  catalogs  are  not 
getting  the  right  attention.  Co-operation,  by 
telling  the  prospect  something  personally  re- 
garding new  records,  will  sove  many  problems. 

It  is  well,  too,  not  to  overlook  the  importance 
of  an  occasional  sales  letter.  If  a  canvasser 
calls  at  the  different  schools,  broaches  his  prop-- 
osition,  the  work  should  be  followed  up  at  the 
same  time  by  means  of  a  timely  letter.  Would 
it  not  be  a  good  idea  to  help  the  various  schools 
in  getting  together  a  good  program  for  their 
entertainments?  The  school  heads  will  be  re- 
ceptive to  suggestions,  of  course,  and  this  help 
will  naturally  lead  to  more  record  sales  in  the 
end.  Schools  can  be  induced  to  buy  many  more 
records  than  is  now  the  case;  the  talking  ma- 
chine dealer  who  strives  for  this  business  whole- 
heartedly, perhaps  during  spare  moments,  will 
be  amply  repaid  for  the  effort  entailed. 


MILLER  &  HUNT  HANDLE  VICTOR 


Portland,  Me.,  May  9. — A  complete  line  of  Vic- 
tor talking  machines  and  records  was  displaj^ed 
at  the  recent  opening  of  the  new  store  of  Miller 
&  Hunt  Co.,  21-23  Forest  avenue,  this  city.  The 
company  was  formed  a  short  time  ago  by  Ralph 
W.  E.  Hunt,  president,  who  was  formerly  a 
director  of  the  Henry  F.  Miller  &  Sons  Piano 
Co.,  and  manager  of  the  Portland  branch  of 
that  concern,  and  Burton  R.  Miller,  formerly 
president,  treasurer  and  director  of  the  piano 
company,  is  treasurer  of  the  new  concern. 


COLIN  O'MORE'S  ACCOMPANIST 

The  accompanist  of  Colin  O'More,  Irish  tenor 
and  Vocalion  artist,  is  Carl  Oberbrunner,  better, 
known  in  the  musical  world  as  Carl  Brunner, 
who  is  the  son  of  William  Oberbrunner,  Victrola 
and  Sonora  dealer,  with  a  store  at  99-101  Main 
street,  Sonierville,  N.  T. 


The  New  Music  Shop,  of  Wheeling,  W.  Va., 
has  installed  a  radio  department. 
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DUPLICATION  OF  MAILING  LISTS 


"Voice  of  the  Victor"  Points  Out  Evils  That 
Arise  Through  Lack  of  Attention  Given  to 
the  Accuracy  of  Dealers'  Mailing  Lists 


On  numerous  occasions  The  Talking  Ma- 
chine World  has  emphasized  editorially  and 
otherwise  the  absolute  necessity  for  the  talking 
machine  dealer  keeping  his  mailing  list  alive 
and  up  to  date  if  he  is  'to  get  the  maximum  re- 
sults from  that  form  of  solicitation.  An  inac- 
curate list  represents  a  distinct  burden  on  the 
business,  representing  an  expenditure  for  print- 
ed matter  and  postage  that  does  not  bring  re- 
turns in  the  matter  of  actual  sales. 

In  connection  w^ith  the  losses  suffered,  not 
alone  in  money,  but  in  prestige,  as  a  result  of 
inaccurate  and  duplicated  mailing  lists,  the 
"Voice  of  the  Victor"  has  the  following  per- 
tinent comments  to  make: 

"Too  frequently  to  make  us  feel  happy  over 
it  we  receive  letters  from  customers  of  dealers 
in  Victor  products,  complaining  that  they  re- 
ceive three  or  four  supplements  a  month.  These 
individuals  usually  want  to  know  whether  the 
monthly  supplements  cost  nothing  to  print  or 
whether  dealers  revel  in  enriching  the  post  of- 
fice. Aside  from  expressing  the  feeling  that 
they  are  being  overfed,  the  writers  of  the  let- 
ters deplore  the  expense  which  such  a  waste  of 
good  Victor  literature  must  entail  upon  both 
the  Victor  Co.  and  the  dealers  in  its  products. 

"A  single  Victor  supplement  in  a  person's 
mail  is  usually  received  with  welcome.  A  sec- 
ond one  may  flatter,  but  it  also  may  suggest 
that  supplements  are  cheap.  A  third  annoys, 
and  a  fourth  may  even  make  that  person  'take 
pen  in  hand'  and  complain  to  us  at  the  Victor 
Co. 

"Three  or  four  supplements  a  month  do  more 
harm  than  good.  Normally,  every  one  of  four 
dealers  might  receive  some  of  that  person's 
business.  But,  if  among  them  they  irritate  him, 
nobody  is  likely  to  get  a  cent's  worth. 

"There  is  only  one  remedy  for  this  condi- 
tion, and  that  is  to  make  sure  that  everyone 
who  gets  a  supplement  from  you  wants  it.  Send 
a  post-card  to  your  mailing  list  every  six 
months,  with  a  return  card  to  be  filled  out  by 
the  recipient.  The  amount  of  profitable  infor- 
mation and  data  which  such  a  mailing  brings 
back  to  you  is  astonishing.  F"irst,  you  will  be 
able  to  compile  a  list  of  all  people  who  want 
you  to  continue  sending  them  the  supplement; 
second,  you  will  receive  a  large  number  of  cor- 
rected addresses  from  people  who  have  re- 
moved to  other  quarters.  Third,  you  possibly 
receive  a  fair  proportion  of  'not  found,'  'de- 
ceased,' and  'no  such  address.'  The  last-men- 
tioned classification  also  may  discover  errors 
in  your  stencils  of  which  you  have  not  been 
aware.  Fourth,  there  will  be  a  goodly  number 
who  receive  but  do  not  answer  your  card.  Some 
dealers  personally  investigate  this  part  of  the 
list,  and  the  result  is  very  often  the  rescue  of 
many  families  from  a  state  of  indifference.  The 
cure  for  indifference  is  suggestion. 

"The  larger  you  make  a  poor  list  the  more 
money  you  are  certain  to  lose  every  time  you 
have  a  mailing.  Experience  has  proved  that 
lists  may  deteriorate  as  much  as  60  per  cent 
when  not  overhauled  in  a  year,  especially  in 
metropolitan  centers,  where  there  is  more  fre- 
quent shifting  of  the  population. 

"Your  mailing  list  is  part  of  your  advertising 
and  selling  program.  Without  it  you  would  be 
unable  to  give  all  your  customers  the  latest  Vic- 
tor news.  Without  it — you  might  as  well  give  up 
business.  It  is  just  as  uneconomical  to  mail  to 
a  half-alive  list  as  it  is  to  drive  your  delivery 
truck  with  half  its  cylinders  missing. 

"Let  us  suggest  that  you  go  over  your  mail- 
ing list  now,  while  the  idea  is  warm.  You  have 
many  new  customers  as  the  result  of  your  holi- 
day activities  and  you  will  need  supplements 
to  send  to  each  one.  Without  doubt  you  will 
save  more  than  enough  supplements  through  a 
careful  revision  of  your  mailing  list  to  send  to 
all  of  your  new  customers. 


"Sometimes,  in  the  hurry  of  business,  things 
so  important  as  this  may  be  passed  over.  But 
they  shouldn't  be  passed  over  more  than  once. 
Your  mailing  list  is  part  of  your  advertising 
system,  without  which  you  are  at  a  loss  to  ex- 
pand your  business." 

ASSIGNED  BRUNSWICK  TERRITORY 

Los  Angeles,  Cal.,  May  5. — Walter  Alee,  who 
recently  joined  the  sales  force  of  tiie  Los 
Angeles  branch  of  the  phonograph  division  of 
the  Brunswick-Balke-Collender  Co.,  has  been 
assigned  the  territory  north  of  Los  Angeles. 

H.  L.  Nolder,  Western  manager  for  the  Starr 
Piano  Co.,  reports  that  a  great  deal  of  interest  is 
being  shown  in  the  four  new  records  which 
have  been  made  for  Henry  James  on  Gennett 
records. 

It  will  be  good  news  to  lovers  of  the  best 
in  music  to  learn  that  the  Ukrainian  National 
Chorus,  Brunswick  artists,  which  has  been  tour- 
ing the  LInited  States  and  Mexico  this  season, 
will  return  as'ain  next  year. 


J.  W.  JENKINS  CO.  TO  BUILD 


Prominent  Kansas  City  Music  Store  Construct- 
ing Ten-story  Building  on  Walnut  Street 

Kansas  City,  Mo.,  May  7.— The  J.  W.  Jenkins 
Sons  Music  Co.,  one  of  the  leading  music  houses 
in  the  State,  is  considering  plans  for  the  con- 
struction of  a  new  ten-story  building  to  be  lo- 
cated at  1221-1223  Walnut  street,  adjoining  the 
six-story  structure  built  by  the  company  a  num- 
ber of  years  ago,  according  to  J.  W.  Jenkins, 
president  of  the  company.  Four  stories  will  be 
added  to  the  latter  structure  to  bring  it  to  the 
same  height  as  the  new  building.  More  than 
$500,000  will  be  spent  on  the  building  project. 

NEW  BRUNSWICK  SHOP  OPENED 

Under  the  manageinent  of  H.  H.  Kindelberger 
the  Brunswick  Shop  opened  May  12  at  473  Or- 
ange street,  Roseville,  N.  J.  The  Brunswick 
machines,  Brunswick,  Vocalion  and  Pathe  rec- 
ords, pianos,  sheet  music,  music  rolls  and  acces- 
sories are  handled. 


Bubble  Books 


Why  S^bi^leBooic 

Songs  are  Broadcasted 

QHILDREN  love  to  hear  their  favorite 
nursery  rhymes  and  games.  And  the  radio 
"powers  that  be"  know  that  the  best  way  to 
interest  parents  in  the  radio  is  to  please  chil- 
dren. That's  why  the  songs  and  stories  of  the 
Bubble  Books  are  broadcasted  from  every 
radio  station. 

Start  a  Bubble  Book  Hour  in  your  store  and 
your  name  will  be  broadcasted  to  all  the 
parents  of  the  neighborhood.  Announce  the 
fact  that  one  afternoon  a  week — say  from  four 
to  five — you  will  give  a  recital  of  the  "books 
that  sing." 

Such  a  weekly  event  will  draw  to  your  store 
the  parents  as  well  as  the  children.  You  can 
see  how  a  Bubble  Book  Hour  will  stimulate 
sales  in  all  other  departments  of  your  store. 

And  you  will  be  kept  busy  refilling  your 
Bubble  Book  stand,  for  every  child  that  hears 
the  Bubble  Books  wants  to  own  all  fourteen 
of  them. 

When  you  sell  one  you  sell  a  habit  and  when  you  sell  a  habit  you're  building  business. 

HARPER  &  BROS.,  Bubble  Book  Division 


''that  Sing" 

Retail  at  $1.00 

By  RALPH  MAYHEW 
and  BURGES  JOHNSON 

Illustrated  by 

RHODA  CHASE 


Established  1817 


Franklin  Square 


New  York,  N.  Y. 
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PROBLEM  OF  TIME  PAYMENTS  ON  MUSICAL  MERCHANDISE 

Dealer  Who  Limits  His  Business  to  Those  Who  Are  in  a  Position  to  Pay  Cash  Eliminates  a 
Big  Source  of  Revenue — Instalment  Plan  Is  Entirely  Feasible 


Once  the  talking  niacliine  dealer  lias  installed 
a  musical  merchandise  department  he  is  faced 
with  the  problem  of  the  best  financial  or  paying- 
arrangements  to  make  with  customers.  Of 
course,  in  the  case  of  very  low-priced  instru- 
ments it  is  unnecessary  and  extremely  unwise 
to  do  business  on  any  but  a  cash  basis,  but 
when  it  comes  to  the  higher-priced  instruments, 
such  as  expensive  violins,  saxophones,  etc.,  the 
problem  is  entirely  different.  In  fact,  it  assumes 
about  the  same  proportions  as  the  sale  of  talk- 
ing machines,  although  in  most  cases  the  value 
of  his  instruments  will  be  less  than  the  more 
expensive  models  of  talking  machines.  How- 
ever, the  instalment  plan  on  all  instruments 
above  a  certain  price  is  probably  the  best 
method  to  follow. 

A  very  successful  small  goods  dealer  recently 
declared,  apropos  selling  musical  merchan- 
dise on  the  deferred  payment  plan,  that  the 
dealer  should  insist  on  a  down  payment  of  at 
least  25  per  cent  of  the  cost  of  the  instrument 
and  under  no  circumstances  should  he  take  less. 
He  pointed  out  that  a  person  who  is  unwilling 
or  unable  to  make  this  payment  is,  in  all  proba- 
bility, unable  to  finance  the  purchase  of  the 
instrument  and  when  a  situation  such  as  this 
is  faced  by  the  dealer  or  salesman  every  effort 
should  be  made  to  sell  the  customer  a  less  ex- 
pensive instrument.  He  also  declared  that  the 
contract  with  the  customer  should  seldom  run 
beyond  ten  months.  For  example:  If  an  in- 
strument sells  for  $100,  the  dealer  should  re- 
ceive a  first  payment  of  $25  and  the  remaining 
$75  should  be  divided  into  ten  monthly  instal- 
ments, with  interest  added,  of  course. 

Here  also,  as  in  the  case  of  making  sales  of 
talking  machines,  the  question  of  allowance  on 
an  old  instrument  which  tlie  customer  may  have 
comes  up.  If  the  dealer  refuses  to  make  a 
concession  to  the  customer  on  the  instrument  in 
his  possession  the  chances  are  that  he  will  not 
make  a  sale,  lliercforc,  the  wise  policy  is  to 


make  the  allowance.  Too  much  emphasis  can- 
not be  placed  on  the  evil  of  placing  an  over- 
valuation on  these  old  instruments,  however. 
It  is  better  for  the  merchant  to  lose  the  pro- 
spective customer  than  to  lose  money  on  a  sale. 
He  is  not  in  business  entirely  for  love.  He 
must  make  a  living  and  he  certainly  is  entitled 
to  a  fair  profit  and  the  mathematician  who 
can  figure  out  how  a  merchant  can  make  a  profit 
Ijy  selling  at  a  loss  is  yet  to  be  born.  When 
an  allowance  is  made  on  a  prospect's  old  in- 
strument the  dealer  must  estimate  what  price 
he  must  sell  it  for  to  get  his  money  back.  This 
includes  a  close  approximation  of  overhead.  Of 
course,  the  carrying  charges  and  effort  in  dis- 
posing of  the  old  instrument  are  as  great,  if  not 
greater,  than  for  the  new  product. 

Now,  a  point  to  bear  in  mind  is  that  the 
average  talking  machine  dealer  who  opens  a 
musical  merchandise  department  should  not  at- 
tempt to  make  a  big  splurge.  As  has  been  men- 
tioned before  in  this  department  of  The  World, 
it  is  much  better  to  start  on  a  small  scale  and 
develop  than  to  jump  with  a  big  splash  into  a 
thing  about  which  you  know  little  or  nothing, 
taking  losses  while  gaining  experience.  If  this 
program  is  followed  the  dealer  will  have  few 
very  high-priced  instruments  in  stock  to  start 
with  and,  therefore,  the  necessity  of  doing  a 
large  instalment  business  at  the  very  beginning 
will  be  eliminated  to  a  great  extent.  Of  course, 
when  a  really  expensive  instrument  is  desired 
the  dealer  can  take  steps  to  secure  it  quickly 
and  then,  too,  as  the  department  grows  a  larger 
and  more  varied  stock  must  be  maintained. 

To  sum  up  the  whole  question,  it  may  be 
slated  that  tlie  dealer  who  strives  to  sell  musical 
merchandise  on  a  cash  basis  alone  will  not  do 
as  great  a  volume  of  business  as  he  will  under 
the  deferred  payment  plan.  His  sales  opportu- 
nities of  more  expensive  instruments  are  auto- 
matically limited  to  the  prospective  customers 
who  have  tlic  nion('\-  and  the  inclination  to  pay 


Musical  Merchandise 

lor 

Talking  Machine 
Retailers 


Not  only  the  extra  profits  but  the 
quick  turnover  has  interested  the 
talking  machine  dealer  in  handling 
musical  merchandise. 


Do  you  know  that  you  can  start 
a  department  with  a  fair  variety 
of  merchandise  with  as  small  an 
investment  as  $300,  and  further- 
more that  this  $300  will  turn  over 
many  times  within  the  year? 


Musical  merchandise  displayed  in 
your  window  will  attract  crowds 
and  sell.  That  is  more  than  you 
can  do  with  lamps,  hangings  or 
other  decorations  you  can't  sell. 


Now  is  the  time  to  start  this  de- 
partment. Summer  is  coming  and 
that  means  big  sales  of  ukuleles, 
banjo  ukuleles  and  other  popular 
vacation  numbers. 


We  can  help  you.  Our  highly 
trained  traveling  staff  knows  con- 
ditions and  knows  what  sells  Our 
advance  information  as  to  big  sell- 
ers is  going  to  make  money  for 
you. 


Start  right.  Write  us  today  for 
full  information.  We  have  a  de- 
partment especially  for  talking 
machine  dealers.  The  knowledge 
and  service  of  the  experts  in  this 
department  are  at  your  service. 
It  costs  nothing. 


Address  Department  D. 

BUEG[UIS[N  &  JAC06S0N 

5-7-9  Union  Square 
NEW  YORK 


cash,  and  it  will  be  found  that  this  represents 
a  small  minority  of  the  people  who,  with  proper 
effort,  can  be  induced  to  buy. 


BRISK  TRADE  WITH  C.  BRUNO  &  SON 

Each  month  better  than  the  last  has  been  the 
record  achieved  thus  far  this  year  by  C.  Bruno 
&  Son,  Inc.,  importers  and  wholesalers  of  musi- 
cal merchandise.  Careful  but  good  buying  on 
the  part  of  the  dealer  has  created  a  steady  de- 
mand and  the  entire  line  is  moving  well.  Tenor 
banjos  seem  to  be  in  the  lead  at  the  present 
time,  with  saxophones  running  a  close  second. 


"Do  it  now"  is  a  mighty  good  business  slogan. 


GOOD  PROFITS 
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TRUMPETS 
TROMBONES 
SAXOPHONES 
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New  Catalogs— Just  Out 


THE  VEGA  COMPANY 


155  Columbus  Ave. 
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IN  THE  MUSICAL  MERCHANDISE  FIELD — (Continued  from  page  158) 


The  Oldest  and 
Largest  Musical 
Merchandise  House 
inAmerica 


Exclusively  Wholesale 

ESTABLISHED  1634- 

C.BrvnostSonjnc. 

351-53rouRTH  Ave.  NewYork  City 


NEW  LANDAY  CONCERN  ORGANIZED 

The  Progressive  Musical  Instrument  Corp. 
Formed  to  Wholesale  Musical  Instruments 
With  Headquarters  at  319  Sixth  Avenue 


Landay  Bros.,  New  York,  have  announced  the 
formation  of  a  new  company,  to  be  known  as 
the  Progressive  Musical  Instrument  Corp.,  with 
offices  and  showrooms  at  319  Sixth  avenue,  for 
the  purpose  of  wholesaling  musical  instrument.^ 
of  every  description.  The  new  company  will 
be  capitalized  at  $100,000. 

Analysis  by  Landay  Bros,  has  shown  that  the 
average  dealer  has  not  been  able  to  organize  a 
musical  instrument  department  because  of  lack 
of  any  precedent  to  follow,  showing  him  the 
proper  way  to  merchandise  this  department. 
The  company  will  demonstrate  to  its  dealers  the 
proper  method  of  handling  instalment  paper 
that  will  be  profitable.  Those  dealers  who  feel 
that  they  would  like  to  carry  an  extensive  line 
and  that  they  have  the  facilities  to  sell  musi- 
cal instruments,  the  new  company  will  assist  in 
the  installation  of  a  department,  suggesting  the 
proper  fixtures  and  supply  dealer  helps,  such  as 
window  trims,  display  cards,  copy  for  newspa- 
per advertisements  and  circular  work.  The  com- 
pany's policy  will  be  to  sell  only  guaranteed 
merchandise  of  good  repute  and  the  finest  in 
every  line. 

Under  the  direction  of  A.  W.  Landay  the 
new  company  will  have  at  its  head  a  man  thor- 
oughly familiar  with  the  problems  confronting 
phonograph  dealers  who  are  already  well  es- 
tablished in  various  territories.  The  principal 
officers  and  directors  of  this  corporation  are 
A.  W.  Landay,  president;  Edward  Biel,  treas- 
urer, and  Andrew  Conroy,  secretary.  Its  per- 
sonnel will  include  the  highest  caliber  of  musical 
instrument  men  obtainable  the  country  over 
Extensive  showrooms  for  the  display  of  musical 
instruments  are  now  in  course  of  construc- 
tion. A  big  feature  will  be  the  rapid  delivery 
service  afforded  dealers. 


HARMONICA  CONTEST  BOOSTS  SALES 

National  Championship  Contest  Exerting  No- 
ticeable Influence  on  Sales 


The  harmonica  championship  contest  for  boys 
held  in  New  York  City,  Philadelphia  and  other 
cities  has  had  an  attendant  effect  in  increasing 
the  popularity  of  this  instrument.  Through  a 
series  of  elimination  contests  the  winners  of  the 
various  cities  will  meet  in  a  national  contest  to 
be  held  in  Philadelphia  in  connection  with  the 
exposition  to  celebrate  the  two  hundred  and 
fortieth  anniversary  of  the  founding  of  Phila- 
delphia. M.  Hohner,  manufacturer  of  the  well- 
known  Hohner  brand  of  harmonicas,  reports 
that  the  demand  for  their  instruments  has  been 
exceptional.  Dealers  who  have  carried  the  line 
for  some  time  report  increased  sales  and  many 
new  dealers  who  have  not  sold  harmonicas  hith- 
erto have  taken  on  the  line. 


NOTED  MEXICAN  DEALER  IN  CITY 


G.  Melendez  a  Caller  at  Gretsch  Headquarters 
— Business  Active  With  This  Manufacturer 


The  factory  of  the  Fred  Gretsch  Mfg.  Co., 
Brooklyn,  N.  Y.,  is  working  at  capacity  to 
lake  care  of  the  large  volume  of  orders  being 
received.  E.  E.  Strong,  sales  and  advertising 
manager  of  the  company,  reports  that  business 
is  in  a  very  healthy  condition  and  that  dealers 
are  buying  musical  merchandise  in  good  vol- 
ume, but  at  the  same  time  conservatively. 

Phil  Nash,  well-known  traveling  representa- 
tive of  the  Gretsch  organization,  returned  to 
headquarters  for  a  few)  days  during  the  early 
part  of  the  month.  Mr.  Nash  reported  condi- 
tions exceptionally  good  in  his  territory  and 
expected  considerable  business  to  develop  in 
the  near  future. 

Among  recent  visitors  to  the  headquarters 
of  the  Fred  Gretsch  Mfg.  Co.  was  G.  Melendez, 
music  dealer  and  distributor  of  Mexico  City, 
Mexico,  who  has  built  up  a  substantial  business 
with  Gretsch  nmsical  instruments,  Hardman 
pianos  and  Weser  pianos  and  talking  machines. 
Mr.  Melendez  conducts  an  entirely  up-to-the- 
minute  store  in  that  city  and  reports  that  gen- 
eral business  conditions  throughout  Mexico  are 


very  good.  Mr.  Melendez  is  a  brother  of,  A. 
Melendez,  who  is  the  Gretsch  wholesale  repre- 
sentative in  Cuba,  Porto  Rico  and  all  of  South 
America. 

SELECTING  SMALL  GOODS  SALESMEN 

Ability  to  Demonstrate  Various  Musical  Instru- 
ments Is  a  Prime  Requisite — Results  in  Sales 
and  Good  Will  Insure  Success 


The  installation  of  a  musical  merchandise 
department  in  the  talking  machine  store  brings 
up  problems  in  salesmanship  which  are  entirely 
distinct  from  the  process  of  selling  talking 
machines.  The  talking  machine  dealer  who  in- 
stalls this  line  must  be  careful  in  the  selection 
of  the  salesman  or  manager  to  handle  the  de- 
partment. Upon  this  depends  the  success  or 
failure  of  this  branch  of  the  business.  Experi- 
ence has  proved  that  the  salesman  must  be 
thoroughly  acquainted  with  the  various  instru- 
ments in  the  musical  merchandise  line  and  he 
must  also  be  able  to  demonstrate  the  playing 
qualities  of  the  various  instruments.  It  is  not 
necessary  that  he  be  a  master  of  the  instru- 
ments, but  he  must  at  least  know  enough  about 
them  to  demonstrate  the  tone. 

As  a  rule  the  prospective  customer  likes  to 
(C ontiniied  on  page  160) 


9,327,000  BOYS 

Read  Hohner  advertising  every  month.     Will  you  sell  them  or 

make  them  go  elsewhere? 
Ask  Your  Jobber 

MTTOHNFR  114-116  East  16th  Street 

.    nV^m^ILrV  New  York  City 


HOHNEH  PRODUCTS  AWARDED  FIRST  PRIZE  AT  THE  PANAMA 
PACIFIC  lNrEHNATION/\L  EXPOSITION  SAN  FRANCISCO  191  ST 
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Here's  a  Buying  Guide 
for  Music  Merchants 

Confidential  Trade  Price  List 
No.  6,  Spring  1923 

TV/rUSICAL  Merchandise  buying  is  wonderfully  simplified  for  the  man 
who  uses  this  handy  book. 

Quoting  the  latest  and  lowest  1923  prices  on  nearly  3,000  different  Instru- 
ments and  Accessories,  it  affords  a  quick,  convenient  reference  book  which 
enables  the  careful  buyer  to  make  those  comparisons  of  Price  and  Value 
so  important  to  successful  merchandising.  The  markets  of  the  whole  world 
are  brought  within  your  easy  reach. 

Whether  you  are  a  customer  of  ours  or  not,  you  need  this  book.  And 
we  want  you  to  have  it.  So  just  drop  us  a  line  on  your  business  stationery 
and  we'll  be  glad  to  send  it  together  with  its  running  mate.  Catalog  No.  22 
(Free,  of  course!)   

It's  Not  Too  Late! 

Still  some  good  agency  territory  in  the  East  and  South  for 
E.  A.  Couturier  Brass  Band  Instruments 


The  FRED.  GRETSCH  MFG.  GO. 

Musical  Instrument  Makers  Since  1883 

60  BROADWAY,  BROOKLYN,  N.  Y. 


hear  the  instrument  before  investing  in  it  and 
if  tiie  salesman  is  able  to  do  this  sales  will  be 
more  numerous  and  easier.  Tlie  cost  involved, 
in  the  long  run,  is  less  than  if  an  inexperienced 
man  was  placed  in  charge  of  the  department 
because  the  sales  lost  by  the  ignorance  of  the 
latter  mean  slow  stock  turnover  and  a  conse- 
quent loss  of  profits.  The  element  of  service 
here  is  as  important  as  in  any  other  branch 
of  the  talking  machine  business  and  the  building 
of  good  will  is  bound  to  have  a  material  effect 
on  the  business  as  a  whole,  because  it  is  safe 
to  assume  that  a  large  percentage  of  the  people 
who  buy  musical  nierchandise  are  the  posses- 
sors of  talking  machines  and  they  are,  therefore, 
also  in  the  market  for  records  and  accessories. 


SMALL  GOODS  WINDOW  ATTRACTS 

Many  Inquiries  Result  From  Theatrical  Tie-up 
Display  of  Buescher  Instruments  in  Knight- 
Campbell  Co.'s  Window  in  Denver 


Denver,  Col.,  May  5. — Tom  Brown,  of  the  fa- 
mous Brown  Brothers,  who  were  in  Denver  with 
Fred  Stone  the  week  of  April  22-29,  highly  com- 
plimented the  Knight-Campbell  Co.  on  its  win- 
dow display  of  Buescher  instruments  connecting 
up  with  the  appearance  of  the  Brown  l^rothers. 
Mr.  Brown  had  his  sa.x;ophone  adjusted  at 
Knight-Campbell's  and  told  Mr.  Bohon,  of  the 
small  goods  department,  that  the  display  win- 
dow was  the  best  he  had  seen  on  the  tour  of 
his  company.    Mr.  Bohon  reports  direct  sales 


from  the  window  and  also  many  inquiries  as 
a  result  of  newspaper  display.  The  company 
has  recently  taken  the  agency  for  Leedy  drums 
and  other  instruments  put  out  by  this  house. 

DEMONSTRATION  OF  "THE  VALENS" 

A  Number  of  Invited  Guests,  Including  Geo.  E.- 
Brightson,  President  of  the  Sonora  Co.,  Hear 
Demonstration  of  New  Talking  Machine 


In  response  to  personal  invitations  members 
of  the  trade  and  officials  and '  execiitives  of  the 
Sonora  Phonograph  Co.,  including  Geo.  E. 
Brightson,  president  of  that  corporation,  had 
the  pleasure  of  enjoying  a  recital  one  morn- 
ing recently  at  the  Earl  Carroll  Theatre,  New 
Vork,  in  which  "The  Valens"  phonograph,  the 
invention  of  Chas.  A.  Valentine,  head  of  the 
Valens  Co.,  was  demonstrated  in  conjunction 
with  the  Sonora  phonograph. 

The  purpose  of  the  recital  was  to  thoroughly 
test  the  reproducing  quality  of  "The  Valens" 
phonograph  and,  in  this  connection,  a  number 
of  records  of  different  types  of  music  were 
played,  including  some  of  the  records  of  com- 
positions by  John  Philip  Sousa,  distinguished 
bandmaster  and  Victor  artist,  who  was  present 
at  the  demonstration.  It  is  claimed  by  the  in- 
ventor of  this  new  sound-producing  medium 
that  "it  reproduces  music  of  the  different  musi- 
cal instruments,  as  well  as  the  human  voice,  in 
a  manner  superior  to  the  ordinary  talking  ma- 
chine." 


ADDS  TO  SALES  STAFF 

In  preparation  for  a  busy  Summer  season  at 
the  Rockavvays,  as  well  as  its  steadily  increasing 
all-year-round  business,  the  Dunlap  Sporting 
Goods  Co.,  well-known  Victor  dealer  at  Far 
Rockaway,  L,  I.,  has  added  Miss  Minto  Warne. 
of  Toronto,  to  its  sales  force.  Miss  Warne, 
who  is  an  accomplished  musician,  entered  the 
Victor  field  with  the  Gerhard  Heintzman  Co,, 
of  Toronto,  Can. 


WHERE  BUSINESS  IS  ACTIVE 

A  good  demand  for  the  entire  line  is  reported 
by  Buegeleisen  &  Jacobson,  New  York  City, 
importers  and  wholesalers  of  musical  merchan- 
dise. At  the  headquarters  of  the  company  all 
hands  are  very  busy  turning  out  these  orders. 
P'rom  all  indications  the  Summer  of  1923  will 
undoubtedly  surpass  all  previous  Summer  sea- 
sons in  musical  mercliandise  sales. 


May  15,  1923 


SPECIAL  VICTOR  RECORD  RELEASE 

A  special  shipment  of  four  records  which  are 
ixirt  of  the  June  supplement  and  one  which  will 
be"  listed  in  July  has  been  announced  by  the 
\'ictor  Co.  The  records  will  be  shipped  to  job- 
bers for  release  to  dealers  in  time  to  be  placed 
on  sale  May  23.  Hangers  will  accompany  these 
lecords,  so  that  dealers  can  take  advantage  of 
the  usual  Victor  business-building  publicity. 

Records  included  in  the  special  release  are:  "I 
Vespri  Siciliani-O  tu  Palermo!",  Jose  Mardones; 
"Sakuntala,"  overture,  part  1  and  2,  Victor  Sym- 
phony Orchestra;  "The  Music  Lesson  (Do-Re- 
Mi),"  "Baby  Sister  Blues,"  the  Duncan  Sisters; 
"Who's  Sorry  Now?"  fo.N;-trot,  and  "S.nakes' 
Hips,"  fox-trot,  Originar  Memphis  Five;  "Little 
Rover,"  fox-trot,  International  Novelty  Orches- 
tra, and  "Runnin'  Wild,"  fox-trot^  Great  White 
Way  Orchestra. 


DELUGED  WITH  ORDERS  FOR  NEEDLES 

The  3rilliantone  Steel  Needle  Co.,  New  York 
City,  is  deluged  with  orders  for  needles  in  the 
new  container,  which  has  the  double  conveni- 
ence of  being  a  record  cleaner  at  the  same  time. 
These  record  cleaners,  each  containing  500 
needles,  are  packed  twenty  to  a  display  carton 
and  a  special  introductory  offer  is  being  made 
by  the  Brilliantone  Co.  on  a  purchase  of  ten 
cartons.  Many  dealers  have  written  to  the  Bril- 
liantone Co.,  stating  that,  with  this  new  record 
cleaner,  they  are  able  to  sell  individual  cus- 
tomers five  times  their  former  purchases. 


HAAG  &  BISSEX  ISSUE  FOLDER 

Haag  &  Bissex  Co.,  Inc.,  Baltimore,  Md.,  have 
just  issued  an  attractive  sixteen-page  folder  on 
the  Haag  record  files  and  Haag  filing  cabinets. 
Ten  models  are  shown  in  a  wide  variety  of 
.•=tyles  and  sizes  to  fit  all  makes  of  machines. 
Ill  addition,  various  models  of  Long  quality 
cabinets  are  shown  with  Haag  files  installed.  A 
pedestal  model  and  a  model  to  serve  as  a  table 
lor  portables  completes  tlie  showing.  A  price 
list,  effective  March  1,  is  given  and  an  impor- 
tant announcement  is  also  made  that  there  will 
shortly  be  added  to  the  Haag  line  sectional 
bookcase  equipment  containing  Haag  record 
files. 


Dealers'  Attention 

We  have  just  completed  a  re- 
markable NEW  PORTABLE 
ai  a  Price  that  Sells 


"FULTON"  Model  25,  $12.50 


Matiogany.  Size  13x13x7,  Double  Spring  Motor, 
Universal  Tone  Arm,  Wonderful  Loud  Clear  Tone 


Our  Model  3S— Sample  S12.50 

MaViogany,  16x16x10.  Double  Spring.  Universal  Tone 


Arm.  Back  Casting  and  Metal  Horn 
Send  for  Sample  of  each  of  the  above  To-day 
TERMS — Cash  with  order  or  a  small  deposit 
and  balance  C.O.D. 
Phoiiogrraphs  and   Accessories,   licpuir  Parts 

for  All  Makes. 
Puritone  and  Truetone  needles  at  2,5c  per  M 
in  lots  of  10  M  and  up. 

FULTON  TALKING  MACHINE  CO. 

2.5S-2!5.5  Third   Ave..   New   York  City 

Between  20th  and  21st  Streets 
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Many  a  Deal  has  been  Swung  by  a  Hinge. 

IN-VIZ 

Hinges  will  Swing  Your  Most  Exacting  Customers 


PRESSED 


STEEL 


NICKEL 


FINISH 


IN-VIZ  is  the  Smallest,  Strongest,  and  Most  Durable  Invisible  Hinge  ever  offered  the  trade.  No  Talking  Machine  door  or  lid 
is  too  heavy  for  IN-VIZ,  as  it  is  made  of  toughened  pressed  steel  that  will  withstand  terrific  stress  or  strain  without  breaking. 


Talking  Machine  Manufacturers  are  invited  to  write  for  Specifications,  Sizes  and  Prices 


OH  PEP! 

6912  Cottage  Grove  Avenue 


PHONOPARTS  COMPANY 

Hinge  Department 


Chicago,  Illinois 


BRUNSWICK  ARTISTS  AT  WANAMAKER'S 

Crowded  Auditorium  Hears  Concert  by  Bruns- 
wick Artists  Celebrating  "Home,  Sweet 
Home"  Anniversary — Isham  Jones  Concert 


Through  the  courtesy  of  the  Brunswick-Balke- 
Collender  Co.,  several  exclusive  Brunswick  art- 
ists from  the  New  Hall  of  Fame  appeared  at 
the  John  Wanamaker  Auditorium  in  New  York 
on  Tuesday,  May  8,  at  a  concert  presented  in 
honor  of  the  one  hundredth  anniversary  of  the 
first  singing  of  "Home,  Sweet  Home."  This 
concert  was  well  advertised  in  the  New  York 
newspapers  by  both  the  Brunswick-Balke-Col- 
lender  Co.  and  the  John  Wanamaker  store,  and 
the  auditorium  was  crowded  when  the  first  num- 
ber was  announced. 

The  Brunswick  artists  from  the  New  Hall  of 
Fame  who  appeared  at  the  concert  were  Marie 
Tiflfany,  famous  soprano  of  the  Metropolitan 
Opera  Co.;  Theodore  Karle,  well-known  tenor, 
and  the  Elshuco  Trio,  comprising  Aurelio  Gi- 
orni,  pianist;  Samuel  Gardner,  violinist,  and 
Willem  Willecke,  'cellist.  The  artists  were  en- 
thusiastically received  by  the  audience  and  the 
concert  was  one  of  the  most  popular  events  of 
the  Wanamaker'  musical  season.  Alexander 
Russell,  director  of  the  Wanamaker  Auditorium, 
was  in  charge  of  the  concert  and  also  played 
several  numbers  on  the  organ. 

Isham  Jones  and  His  Orchestra,  e.Kclusive 
Brunswick  artists  and  one  of  the  most  popular 
dance  organizations  in  the  country,  also  ap- 
peared at  the  Wanamaker  Auditorium  recently, 
giving  a  promenade  concert  in  the  first  gallery 
of  the  store  on  May  3.  The  orchestra  played  a 
number  of  popular  selections  and  received  a 
tremendous  ovation  from  a  very  large  and  en- 
thusiastic audience. 

The  program  by  Isham  Jones  was  varied  and 
interesting,  comprising  several  of  the  popular 
"Blues"  selections  for  which  his  orchestra  is 


famous,  together  with  melody  numbers  that 
were  entirely  different  from  the  other  type  of 
selections,  immediately  following  the  concert 
Isham  Jones  and  His  Orchestra  were  the  guests 
at  a  luncheon  party  given  by  the  officials  of  the 
John  Wanamaker  organization. 

Lambert  Friedl,  manager  of  the  talking  ma- 
chine department  of  John  Wanamaker,  New 
\  ork,  has  been  a  prime  factor  in  the  inaugura- 
tion of  this  series  of  concerts.  By  reason  of 
his  many  years'  experience  in  the  talking  ma- 
chine field  Mr.  Friedl  thoroughly  appreciates  the 
interest  the  public  takes  in  the  artists  and  or- 
ganizations of  artists  who  make  records,  and 
the  sale  of  Brunswick  records  in  the  Wana- 
maker department  has  increased  materially  as  a 
direct  result  of  these  concerts  by  Brunswick 
artists. 


RIA  ROSA  TO  SING  FOR  VOCALION 

Well-known   Interpreter  of   Neapolitan  Songs 
Has  Already  Made  First  Recordings 


Among  the  latest  notable  additions  to  the 
list  of  artists  who  record  exclusively  for  Vo- 
calion  records  is  Ria  Rosa,  one  of  the  best- 
known  interpreters  of  Neapolitan  songs  in  the 
country.  Ria  Rosa  recently  returned  to  the 
United  States  from  a  visit  to  Italy  and  has 
already  made  her  first  Vocalion  recording,  which 
will  be  announced  to  the  trade  in  the  very  near 
future. 


MO=TEL  RECORD  CORP.  CHARTERED 

The  Mo-Tcl  Record  Corp.  has  been  granted  a 
cliarter  of  incorporation  under  the  laws  of  Dela- 
ware to  manufacture  recording,  indicating  and 
advertising  devices,  with  a  capital  of  $25,000. 
Incorporators  are  G.  1).  Elis,  T.  O.  Poteric,  both 
of  Pittsburgh,  Pa.,  "and  James  Jones,  Mount 
Oliver,  Pa. 


McMURTRY  NOW  CANADIAN  MANAGER 


Veteran  Columbia  Manager  Promoted  to  Impor- 
tant Canadian  Post — R.  R.  Sparrow  Succeeds 
Him  at  Kansas  City  Headquarters 


George  W.  Hopkins,  general  sales  manager 
of  the  Columbia  Graphophone  Co.,  New  York, 
announced  this  week  the  appointment  of  E.  A. 
McMurtry  as  manager  of  the  company's  Cana- 
dian wholesale  branch  with  headciuarters  in 
Toronto,  succeeding  A.  E.  Landon,  who  has 
resigned  from  the  company's  service.  Mr.  Mc- 
Murtry is  one  of  the  veterans  of  the  talking 
machine  trade,  having  been  identified  with  the 
Columbia  organization  for  more  than  twenty 
years.  He  has  a  host  of  friends  in  the  talking 
machine  trade,  who  will  be  delighted  to  know 
of  his  appointment  to  the  important  post  of 
Canadian  branch  manager  of  the  Columbia. 

R.  R.  Sparrow,  formerly  manager  of  the  Co- 
lumbia Co.'s  branch  in  New  Orleans  and  prior 
to  that  associated  with  the  Atlanta  branch,  has 
been  appointed  manager  of  the  Kansas  City 
branch,  succeeding  Mr.  McMurtry.  Mr.  Spar- 
row is  recognized  as  one  of  the  most  efficient 
managers  in  the  Columbia  organization  and  in 
the  Kansas  City  territory  will  have  unlimited 
opportunities  to  utilize  his  extensive  experience. 


PHONOGRAPH  JOBBERS'  CORP.  MOVES 


The  Phonograph  Jobbers'  Corp.  has  moved 
from  105  West  Twentieth  street.  New  York 
City,  to  56  Bleecker  street.  The  company  acts 
as  distributor  for  discontinued  model  talking 
machines,  records  and  other  merchandise.  Ru- 
dolpli  Kanarek  is  president  of  the  company. 


Talking  machines,  pianos,  sheet  music  and 
musical  instruments  are  handled  by  Fowler  & 
Fuqua,  who  have  opened  a  store  in  Martin, 
Tenn. 


THE  NOW  FAMOUS  REPRODUCER 


Gold-plate.  Nickel-plate. 
Writeforprices,  discounts. 


Portable  Phonographs 

equipped  with  Naturelle,  increases  volume 
and  gives  richer  tone  quality.  This  is  a 
quick  seller. 

We  supply  display  and  advertising  material  free  to  dealers. 

The  C/ATOReiie  Co. 

115  tasl  13'^ Street 
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ACTIVITIES  OF  THE  TORONTO  TALKING  MACHINE  TRADE 

Resolution  Adopted  Providing  Payment  of  Percentage  of  Radio  License  Fees  Collected  by  Gov- 
ernment to  Those  Who  Give  Aid — Amend  Copyright  Act — Select  Music  Memory  Contest  Records 


Toronto,  Ont.,  May  7. — A  resolution  authoriz- 
ing the  Governor-in-Council  to  pay  a  percentage 
of  the  fees  collected  on  radio  telephone  licenses 
lo  Provincial  governments,  private  companies, 
or  other  persons  for  services  rendered  in  con- 
nection with  the  operation  of  broadcasting  sta- 
tions and  performed  in  connection  with  the  li- 
censing and  inspecting  of  stations  was  recently 
passed  in  the  House  of  Commons  at  Ottawa. 
Approximately  10,000  licenses  for  receiving  sta- 
tions were  issued  last  year,  according  to  the 
Hon.  Ernest  Lapointe,  and  it  is  expected  that 
the  number  will  be  greatly  increased  this  year 

S.  J.  O'Donnell,  who  for  the  past  five  years 
has  been  connected  with  .the  Musical  Merchan- 
dise Sales  Co.,  Brunswick  distributor,  the  last 
three  years  of  which  he  has  been  in  charge  of 
the  Montreal  branch,  has  been  made  sales  man- 
ager of  the  Ontario  and  Eastern  territories  and 
in  the  future  will  make  his  headquarters  at  the 
Toronto  headquarters. 

A  government  amendment  to  the  bill  amend- 
iifg  the  Copyright  Act  was  passed  by  the  House 
of  Commons  on  April  27,  providing  that  the  li- 
censing and  importation  sections  of  the  Copy- 
right Act  should  not  apply  to  works  of  an  au- 
thor who  is  a  British  subject  other  than  a  Cana- 
dian, or  of  a  citizen  of  a  country  adhering  to 
the  Berne  Convention.  This  would  continue 
Ihe  protection  of  Canadian  publishers  against 


Montreal,  Que.,  May  7. — The  annual  meeting  of 
the  shareholders  of  C.  W.  Lindsay,  Ltd.,  this 
city,  was  held  recently  and  the  financial  state- 
ment of  the  company  for  the  last  fiscal  year, 
showing  a  slight  improvement  in  net  earnings, 
was  presented.  Usual  dividends  of  7  per  cent 
on  the  preferred  and  8  per  cent  on  the  common 
shares  were  declared.  The  old  board  of  direc- 
tors was  re-elected,  and  at  a  later  meeting  the 
following  appointments  were  made:  C.  W. 
Lindsay,  president  and  general  manager;  B.  A. 
Edward,  secretary,  and  W.  A.  H.  Robinson, 
treasurer. 

Layton  Bros.,  Ltd.,  Edison,  Columbia  and 
Brunswick  dealers,  arc  undergoing  extensive  al- 
terations which,  when  finished,  will  provide 
greatly  enlarged  space  for  display  and  demon- 
stration purposes.  This  establishment  will  be 
one  of  the  finest  in  this  city. 

The  Harris  Record  &  Phonograph  Co.,  Ltd., 
has  been  granted  an  order  permitting  it  to  wind 
up  its  business. 

E.  M.  Kirke  Boyd,  of  the  Compo  Co.,  Ltd., 
Lachine,  has  been  appointed  advertising  man- 
ager of  the  publicity  campaign  behind  Apex  rec- 
ords. 

P.ouvier,  f^td.,  Edison  and  Columbia  dealer, 
has  inaugurated  a  series  of  Tuesday  night  radio 
concerts  which  are  rapidly  growing  in  popular- 
ity. These  concerts  have  been  Instrumental  in 
increasing  sales. 

The  recent  bill  passed  by  the  City  Council 
enacting  a  license  fee  of  $200  upon  persons  do- 
ing business  from  private  residences,  it  is  re- 
ported, was  originated  by  A.  A.  Gagneir,  of  the 
Canadian  Piano  &  Graphophone  Co. 

Mme.  Didier,  who  has  had  charge  of  the 
Pathe  department  of  Dupuis  Freres  for  some 
years,  has  been  placed  in  charge  of  the  Colum- 
bia department  as  well. 

Duci  De  Kerekjarto,  violinist  and  exclusive 
Columbia  artist,  who  appeared  at  the  Princess 


American  publishers  until  the  United  States 
should  adhere  to  the  Berne  Convention. 

J.  H.  Stanton,  of  Fenelon  Falls,  Ont.,  recently 
staged  a  novel  window  display  in  which  two 
Victrolas  and  rag  Victor  dogs  played  the  lead- 
ing role.  Dogs  were  placed  on  the  turntable 
of  the  machine,  which  revolved,  attracting  con- 
siderable attention. 

Harry  Rock,  manager  of  the  Victor  depart- 
ment of  Grinnell  Bros.,  Windsor,  in  order  to  sell 
a  Victor  talking  machine  to  the  telephone  op- 
erators of  the  Burnside  Exchange,  formed  the 
girls  into  a  club,  enabling  them  to  co-operate 
in  the  purchase  of  the  instrument. 

Work  on  the  construction  of  the  Ottavi'a  Aud- 
itorium, which  will  have  a  seating  capacity  of 
8,600,  was  recently  started.  This  building  is  to 
be  used  for  concerts,  public  affairs,  etc. 

Stanley  V.  Goddard,  traveler  of  the  R.  S. 
Williams  &  Sons  Co.,  Ltd.,  has  been  made  as- 
sistant manager  of  the  wholesale  department 
under  H.  G.  Stanton. 

Among  the  records  found  advisable  for  use 
in  the  forthcoming  Music  Memory  Contest  by 
Duncan  McKenzie,  supervisor  of  music  in  the 
Toronto  public  schools,  are  included  nine  Vo- 
calion  records.  This  contest,  by  the  way,  the 
plans  for  which  are  now  practically  completed, 
is  exciting  considerable  interest  and  the  talking 
machine  fraternity  is  looking  forward  to  it. 


Theatre  here,  co-operated  with  Layton  Bros., 
local  Columbia  dealers,  in  creating  a  demand  for 
his  recordings  by  appearing  in  the  store,  meet- 
ing patrons  of  the  firm  and  autographing  rec- 
ords sold. 

H.  A.  Bcmister,  phonograph  accessory  dealer, 
122  St.  Antoine  street,  h-as  remodeled  his  store, 
])ro\iding  for  more  artistic  display. 

An  attractive  new  store  has  been  opened  on 
Gottingcn  street,  Halifax,  N.  S.,  by  Messrs. 
Glube's.  William  Glube  is  in  charge  of  the  His 
Master's  Voice  department. 

There  arc  rumors  prevalent  in  this  district 
that  the  present  Summer  is  likely  to  witnes.s  the 
erection  of  several  branch  factories  of  LTnitcd 
Slates  concerns,  here  and  in  the  suburbs. 

Layton  Bros.,  Ltd.,  are  making  plans  for  an 
aggressive  sales  campaign  for  Summer  and  va- 
cation business.  Wm.  Lee,  Ltd.,  Columbia  and 
Brunswick  dealer,  is  another  concern  wliich  is 
cashing  in  on  its  extensive  advertising. 

C.  W.  Lindsay,  Ltd.,  is  doing  some  excellent 
.Sonora  advertising. 

Organization  is  necessary  for  a  smooth-run- 
ning business.    Chaos  means  inefficiency. 


WINNIPEG  ENJOYS  GOOD  BUSINESS 

Using  Victor  Records  for  Radio  Broadcasting — 
Artistic  Window  Display  Draws  Crowds — 
Other  News  Happenings  of  the  Trade 


Winnipeg,  Man.,  May  6.— Both  radio  broad- 
casting stations  in  Calgary  are  now  using  His 
blaster's  Voice  records  exclusively.  The  Her- 
ald broadcasting  plant  recently  staged  a  con- 
test which  created  widespread  interest  through- 
out this  part  of  the  Province.  Each  night  a 
certain  number  of  records  were  broadcasted. 
Radio  listeners  guessed  the  title  of  the  records 
as  played.  Three  prizes  of  $10,  $5  and  $3,  re- 
spectively, were  awarded  winners. 

C.  F.  Porter,  of  His  Master's  Voice,  Ltd., 
Calgary,  and  family  have  returned  from  Cali- 
fornia. 

Large  crowds  recently  gathered  before  the 
show  windows  of  C.  B.  Clarke,  Calgary,  to  ad- 
mire his  beautifully  dressed  window,  featuring 
"The  General  Record  Catalog." 

L.  D.  Atkin,  of  Cut  Knife,  Sask.,  was  a  visi- 
tor to  Winnipeg  the  other  day  on  his  way  to 
eastern  Canada. 

Miss  C.  M.  Hamer  is  now  in  charge  of  the 
record  department  of  the  Hudson's  Bay  Co., 
Saskatoon. 

J.  W.  Decker,  Victor  dealer,  at  Bromhead, 
Sask.,  was  a  recent  visitor  to  Winnipeg. 

Porter  &  Green,  Shaunavon,  Sask.,  His  Mas- 
ter's Voice  Victrola  dealers,  have  experienced 
marked  success  in  marketing  console  types. 
This  progressive  firm  has  inaugurated  a  rather 
novel  way  of  combining  sheet  music  and  rec- 
ord business.  Although  they  have  a  piano  and 
an  accomplished  pianist  in  their  music  depart- 
ment, they  find  that  the  record  corresponding 
to  the  sheet  music  asked  for,  when  demonstrat- 
ed, sells  itself,  and  sheet  music  as  well. 


FOUR  SONORA  PORTABLES  FOR  ITALY 

Example  of  How  an  Instrument  Which  Satis- 
fies May  Result  in  Additional  Sales 


Alex.  Bolognese,  Sonora  dealer  of  Newark, 
N.  J.,  recently  made  an  interesting  sale  of  four 
Sonora  portables  which  are  now  on  their  way 
to  Italy.  Mr.  Bolognese  originally  sold  one 
of  these  portables  to  a  local  Italian  music  lover, 
who  returned  soon  afterwards  with  two  brothers 
and  two  cousins,  each  one.  of  whom  purchased 
a  portable.  They  stated  that  the  first  purchaser 
was  receiving  so  much  enjoyment  from  his 
portable  that  they  could  not  refrain  from  buying 
individual  instruments  to  carry  back  with  them. 


BARBOURVILLE  CO.  CHARTERED 

Barbourville,  Ky.,  May  2.— A  new  music  house 
called  the  Barbourville  Music  Co.  was  recently 
incorporated  with  a  capitalization  of  $3,000.  T. 
J.  Gillis  and  Mrs.  H.  G.  Creekmore,  Jellicoe, 
Tenn.,  and  L.  L.  Blankenship,  Barbourville,  are 
the  incorporators. 


Talking  Machine  Springs 
and  Repair  Parts 

NONE  BETTER  IN  QUALITY  NONE  LOWER  IN  PRICE 

THE  RENE  MANUFACTURING  CO. 

MONTVALE,  NEW  JERSEY 


MANY  CHANGES  AND  IMPROVEMENTS  IN  MONTREAL  TRADE 


C.  W.  Lindsay  Holds  Annual  Meeting  and  Elects — Alterations  at  Layton  Bros.,  Ltd. — E.  M.  Kirke 
Boyd  in  New  Post — Radio  Concerts  Aid  Record  Sales — Bill  to  Restrict  Private  Residence  Trade 
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The  best  way  to  display  the  record  hangers  and 
other  Columbia  advertising  material  is  to  use  the 
special  fixtures  made  for  this  purpose.  Your  Co- 
lumbia Branch  can  supply  you. 


COLUMBIA  GRAPHOPHONE  CO. 
New  York 


NATIONAL  COUNCIL  TO  APPEAL 

Lower  Court's  Injunction  Against  Issuance  of 
Interchangeable  Mileage  Books  to  Be  Carried 
to  Supreme  Court  for  Adjudication 


as  January  1,  1924,  showing  that  it  does  not 
consider  the  issue  closed,  but  simply  continues 
its  order  until  such  time  as  the  Supreme  Court 
will  have  had  time  to  review  the  lower  court's 
order. 


Washington,  D.  C,  May  8. — Counsel  for  the 
National  Council  of  Traveling  Salesmen's  Asso- 
ciations, Attorney-General  Esterline  and  Coun- 
sel Farrell,  of  the  Interstate  Commerce  Com- 
mission, met  in  New  York  recently  to  prepare 
an  appeal  before  the  United  States  Supreme 
Court  from  the  injunction  granted  by  the  Dis- 
trict Court  restraining  the  I.  C.  C.  from  en- 
forcing its  order  to  issue  interchangeable  mile- 
age books  to  the  value  of  $90  for  $72.  The 
National  Council  declares  that  the  injunction 
was  made  possible  by  mutual  understanding  that 
the  hearing  would  be  final  in  the  District  Court 
so  that  time  and  expense  might  be  saved  in 
bringing  the  matter  up  for  final  adjudication 
in  the  Supreme  Court.  The  Interstate  Com- 
merce Commission,  despite  the  injunction,  has 
placed  the  date  for  the  issuance  of  these  books 


BETTER  HOMES  IN  AMERICA  WEEK 

Talking   Machines   and   Records    Included  in 
Prizes  for  Home  Music  Contest 


wards  the  purchase  of  a  more  expensive  type, 
the  makes  specified  being  Brunswick,  Columbia, 
Edison,  Pathe,  Starr  and  Victor.  In  addition 
there  will  be  prizes  of  $25  worth  of  records 
selected  from  the  catalogs  of  Brunswick,  Col- 
umbia, Edison,  Gennett,  Odeon,  Okeh,  Pathe 
and  Victor. 


FILES  APPEAL  IN  MACY^VICTOR  CASE 


There  will  be  held  during  Better  Homes  in 
America  Demonstration  Week,  June  4  to  10,  a 
National  Home  Music  Contest  under  the  au- 
spices of  the  Music  Industries  Chamber  of  Com- 
merce in  which  prizes  of  musical  instruments 
and  accessories  of  various  sorts  are  offered  to 
those  who  submit  the  most  representative  lists 
of  ten  selections  each  for  the  Home  Music 
Library.  The  affair  is  important,  inasmuch  as 
over  1,000  cities  are  expected  to  participate  in 
this  most  important  event. 

Among  the  prizes  offered  are  a  $200  talking 
machine,  or  an  allowance  of  that  amount  to- 


The  Victor  Talking  Machine  Co.  has  filed  in 
the  United  States  Circuit  Court  of  Appeals  an 
appeal  from  the  decision  of  the  U.  S.  District 
Court  in  New  York  in  favor  of  the  plaintiffs 
in  the  action  brought  by  R.  H.  Macy  &  Co.  in 
1921.  It  is  expected  that  the  appeal  will  be 
heard  some  time  in  the  coming  Fall. 


HAHNE  TO  OPEN  IN  PERTH  AMBOY 


Hahne  &  Co.,  the  Newark  department  store, 
will  shortly  open  a  branch  music  store  in  Perth 
Amboy,  N.  J,,  carrying  pianos,  player-pianos 
and  Victrolas. 


A  WORD  ABOUT 


LEADERSHIP 


Here  is  a  partial  summary 
of  features  for  the  past  year 


23  articles  on  creating  prospects 
93  articles  on  selling  methods 
73  articles  on  advertising 
45  articles  on  window  display 
42  articles  on  promotion  plans 

130  important  editorials 

129  articles  on  patents 
7  articles  on  business  opportunities 
32  articles  on  export  trade 
13  articles  on  collections 

252  articles  on  diverse  subjects. 


THE  number  of  Talking  Machine 
World  readers  is  direcdy  propor- 
tional to  the  business  value  of  its  edi- 
torial contents. 

The  volume  of  advertising  in  The 
Talking  Machine  World  is  directly 
proportional  to  its  editorial  influence. 

The  dominant  position  which  The 
Talking  Machine  World  enjoys  as  re- 
gards both  circulation  and  advertising 
is  therefore  due,  in  the  final  analysis, 
to  its  editorial  supremacy. 

Our  program  for  the  current  year  is 
bigger  and  better  than  ever. 


EDWARD  LYMAN  BILL,  Inc.  Publisher 

373  Fourth  Avenue  New  York  City 
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NEEDLE  PRICES  TO  ADVANCE 

General  Phonograph  Corp.  to  Advance  Prices 
10  Per  Cent  on  May  31 — Intensive  Sales  Cam- 
paign Now  Under  Way  Featuring  Okeh 
Needles  Throughout  the  Country 


Adolf  Heineman,  vice-president  of  the  General 
Phonograph  Corp.,  New  York,  and  in  charge  of 
the  company's  needle  division,  advised  the  trade 
this  week  that,  efifective  May  31,  it  will  be  neces- 
sary to  advance  the  price  on  all  needles  manu-  <? 
factured  by  the  company  10  per  cent.  This 


ders  as  much  as  possible  in  order  to  take  ad- 
vantage of  this  ofTer. 

At  the  present  time  the  company  is  carrying 
out  an  intensive  sales  campaign  in  behalf  of 
Okeh  needles.  Attractive  sales  material  has  been 
prepared  for  the  use  of  dealers  in  the  ware- 
room,  window  and  booth,  and  this  material  in- 
cludes posters,  window  Strips,  display  cards  and 
other  valuable  sales  helps.  Okeh  needles  are 
now  packed  in  envelopes,  as  well  as  boxes,  so 
that  the  dealer  may  cater  to  every  class  of  trade. 


GERALD  GRIFFIN  SCORES  SUCCESS 


Okeh  Needle  Window  Poster  in  Use 

increase  will  affect  True-Tone  and  Okeh  needles, 
as  well  as  the  "Needle  of  Quality."  In  a  letter 
to  the  trade  Mr.  Heineman  pointed  out  that 
there  had  been  three  advances  in  the  price  of 
steel  during  the  past  five  months,  these  advances 
liaving  been  made  on  October  1,  1922;  February 
I  and  April  1,  1923.  In  addition  to  these  in- 
creases the  cost  of  labor  has  steadily  advanced 
since  last  Fall  and  the  10  per  cent  increase  does 
not  cover  the  additional  cost  of  production. 

In  order  to  co-operate  with  the  trade  in  every 
possible  way  the  General  Phonograph  Corp.  will 
accept  all  orders  placed  up  to  and  including 
May  31  at  the  old  prices.  It  is  therefore  sug- 
gested that  the  dealers  anticipate  their  Fall  or- 


SECOND  YEAR  SUCCESSFUL  LEADER 

The  Most 
Dependable  and 

Inexpensive 
Lid  Support 
on  the  Market 


Canada  Patent 
Applied 


Patented 
5ept.9.!9l9' 

Two  other  patei 
Applied  fbi 


The  bottom  plate  is  con- 
structed of  one  piece 
of  metal  and  it  works 
automatically  perfect. 
No  parts  to  go  out  of 
order.  The  hinges  are 
made  in  two  styles — 
Samples  on  request. 


flexible  and  bent. 

STAR  MACHINE  &NOVELTYCO. 

81  MILL  STREET  BLOOMFIELD,  N.  J. 

G.  L.  LAING  CO.,  Canadian  Distributor 
4 1  Richmond  St.,  East,  Toronto,  Ont. 


PATHE  LOUD  SPEAKER  MUCH  LIKED 

H.  T.  Leeming,  general  manager  of  the  Pathe 
Phonograph  &  Radio  Corp.,  reports  that  deal- 
ers and  jobbers  throughout  the  entire  country 
are  evincing  great  interest  in  the  Pathe  loud 
speaker  which  has  been  on  the  market  for  some 
time.  The  construction  of  this  instrument  is 
entirely  distinctive  and  it  is  claimed  by  the 
company  that  it  combines  correct  acoustic  prin- 
ciples with  proper  electrical  and  mechanical 
characteristics.  The  sound  is  given  off  by  a 
large  fibre  disc  in  all  directions.  It  is  also 
claimed  that  mechanical  vibrations  are  elimi- 
nated in  the  Pathe  loud  speaker.  Mr.  Leeming 
reports  that  the  sales  of  this  speaker  are  stead- 
ily on  the  increase. 

An  attractive  broadside  in  colors  has  just  been 
sent  to  the  trade  on  the  Pathe  loud  speaker.  It 
includes  a  letter  from  Eugene  Widmann,  presi- 


The  Pathe  Loud  Speaker 
dent  of  the  company,  an  attractively  written 
description  of  the  Pathe  loud  speaker,  and  a 
photograph  of  the  big  Pathe  plant  in  Brooklyn, 
showing  the  facilities  and  resources  of  the  or- 
ganization behind  this  device.  There  are  also 
numerous  testimonial  letters  included  from 
users  of  the  Pathe  loud  speaker. 


TAYLOR  MUSIC  CO.  OPENS  BRANCH 

BooNviLLE,  Mo.,  May  7. — The  Ta3'lor  Music  Co., 
operating  stores  in  Columbia,  Moberly  and 
Mexico,  Mo.,  recently  opened  a  branch  store 
here.    Talking  machines,  etc.,  are  handled. 


Exclusive  Okeh  Artist  Enthusiastically  Re- 
ceived in  Chicago — Dealers  Benefit  Materially 


Gerald  Griffin,  popular  Irish  tenor  and  ex- 
clusive Okeh  artist,  gave  a  very  successful  con- 
cert on  April  18  at  Kimball  Hall,  Chicago.  Mr. 

Griffin  was  assisted  by  Edo- 
uard  Hesselberg,  eminent 
Russian  pianist,  and  the 
program  included  a  number 
of  selections  which  he  has 
recorded  for  the  Okeh  li- 
brary. The  newspaper  crit- 
i  c  s  were  enthusiastic  i  n 
Gerald  Griffin  praise  of  Mr.  Griffin's  per- 
formance and  the  concert  was  received  with 
such  popular  favor  that  Mr.  Griffin  was  engaged 
to  appear  for  one  week  at  the  Stratford  The- 
atre, in  Chicago. 

Prior  to  the  concert  at  Kimball  Hall  exten- 
sive publicity  was  used  to  advise  the  public  that 
Mr.  Griffin  made  Okeh  records  exclusively  and 
to  emphasize  his  success  as  a  singer  of  Irish 
and  American  ballads.  This  publicity  proved  a 
stimulus  to  the  sale  of  Okeh  records  made  by 
Mr.  Griffin  and  Okeh  dealers  in  Chicago  terri- 
tory benefited  considerably  through  his  appear- 
ance in  that  city. 


The  Bush  &  Lane  Piano  Co.,  Portland,  Ore., 
has  filed  notice  of  increase  of  capital  from 
$1,000,000  to  $1,500,000. 


Victor 
Wholesalers 


The  House 

of 

Mellor 

in 

Pittsburgh 

since 

1831 
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MAKES  IMPORTANT  DEALS  ABROAD 


William  Brand,  Importer,  Closed  Deal  While  in 
Europe,  Giving  Him  American  Agency  for 
Certain  Lindstrom  and  Other  Products 


William  Brand,  the  well-known  importer  of 
mica  diaphragms  and  other  products,  returned 
early  this  month  from  a  tour  of  the  trade 
centers  of  Europe. 

Mr.  Brand  made  arrangements  with  the  Carl 
Lindstrom  Co.,  of  Berlin,  whereby  he  will  again 
act  as  American  agent  for  certain  Lindstrom 
products.  He  will  shortly  have  ready  for  de- 
livery large  quantities  of  single  spring  motors  of 
German  make,  also  a  small  machine  with  port- 
able carrying  case.  In  addition  to  the  single 
spring  motors  he  will  import  Carl  Lindstrom 
single  spring  motors  made  in  Switzerland. 

Arrangements  were  also  closed  with  the  In- 
dustria  Co.,  of  Berlin,  for  the  marketing  of  a 
new  small  metal  machine  carrying  the  trade 
name  "Induphon." 

Mr.  Brand  stated  that  the  talking  machine  in- 
dustry has  evidently  returned  to  normal  con- 
ditions as  is  shown  by  the  large  orders  of  mica 
diaphragms  now  on  hand  and  the  deliveries  of 
the  last  few  months  which  totaled  over  180,000 
of  the  highest  quality  mica  diaphragms.  Mr. 
Brand  has  just  received  some  large  shipments 
of  ruby  India  mica,  and  these  will  continue  to 
come  through  in  quantities,  allowing  for  the 
very  largest  deliveries. 


FINDS  BUSINESS  ACTIVE  IN  WEST 

Many  New  Vocalion  Red  Record  Dealers  Signed 
Up  in  Chicago  and  Michigan  Territories,  Re- 
ports O.  W.  Ray — Plans  for  Convention  Week 


O.  W.  Ray,  general  manager  of  the  wholesale 
Vocalion  record  department  of  the  Aeolian  Co., 
returned  recently  from  a  trip  through  the  West, 
in  the  course  of  which  he  visited  Chicago,  De- 
troit and  other  cities  and  reported  that  the  Vo- 
calion record  business  showed  a  substantial 
growth  in  all  sections. 

In  Chicago,  for  instance,  125  new  Vocalion 
record  dealers  have  been  signed  up  since  Janu- 
ary 1,  and  in  Detroit  Lind  &  Marks  now  have 
285  dealers  on  their  list  in  the  Michigan  terri- 
tory. Upon  his  return  Mr.  Ray  found  a  tele- 
gram from  a  Los  Angeles  distributor  announc- 
ing the  biggest  record  month  in  the  company's 
history. 

While  in  Chicago  Mr.  Ray  arranged  to  have 
Albert  E.  Short  and  His  Tivoli  Syncopators  pre- 
sent special  programs  at  several  Chicago  the- 
atres during  the  week  of  the  conventions,  play- 
ing the  numbers  the  orchestra  has  recorded  ex- 
clusively for  the  Vocalion,  including  "Dreams  of 
India,"  "Down  in  Sweetheart  Town,"  "By  the 
Shalimar,"  "Long  Ago  (Mid  Apple  Blossoms)," 
"Wolverine  Blues"  and  "Liza." 

Colin  O'More,  the  popular  Irish  tenor  and 
Vocalion  artist,  will  also  be  m  Chicago  during 
convention  week  and  will  sing  at  the  banquet  of 
the  National  Association  of  Music  Merchants  on 
June  6. 


NEW  O'CONNOR  &  COCHRAN  STORE 

Meadville,  Pa.,  May  6. — The  new  music  store 
of  O'Connor  &  Cochran,  located  in  the  Hotel 
Keppler  Annex,  opened  formally  Wednesday 
evening,  April  18.  The  Harmonian  Orches- 
tra had  been  engaged  to  furnish  music  for  the 
occasion  and  for  over  a  period  of  three  hours 
a  throng  of  visitors  filled  the  store.  The  ladies 
were  given  a  sheet  of  music,  "My  Little  Rose," 
fox-trot,  and  the  boys  and  girls  received  whis- 
tles and  rattles,  etc. 

This  new  establishment  carries  the  Baldwin 
piano,  the  Gibson  line  of  stringed  instruments, 
the  Sonora  machines  and  Vocalion  records,  and 
a  complete  line  of  the  newest  sheet  music.  An 
additional  feature  of  the  store  is  a  repair  shop, 
in  which  all  makes  of  phonograph  motors  and 
piano  actions  are  adjusted  or  rebuilt.  This  is 
one  of  the  most  attractive  music  stores  here. 


Announcement 

THE 

GREAT  NORTHERN 
STEAMSHIP  COMPANY 

(Incorporated) 

BOSTON,  MASS. 


Announces  that  Arrangements  are  Now 
Being  Made  for  Monthly 

$110  Round  Trips  to  Europe 

Boston — Southampton  Boston — Gothenburg 

$110  $138 

ONE  WAY  $65  ONE  WAY  $75 

„         .       .  Connecting  for 

Connectmg  for  /^i    •    •     •  o 

Chnstiania,  Stockholm,  Helsingfors, 
London,  Liverpool,  LeHavre  Danzig,  Riga,  Copenhagen 

THE  ABOVE  PRICES  INCLUDE  RAILROAD  FARES  TO  POINTS 
AS  FAR  NORTH  AS  STOCKHOLM 

The   Company   plans   to   carry   approximately   two   thousand  passengers 
monthly.    Make  your  plans  now  for  a  trip  during  the  coming  season- 
Lives  of  passengers  will  be  protected  by 
EVER- WARM  SAFETY-SUITS 
which  prevent  drowning  and  protect  from  exposure 

A  round  trip,  with  all  expenses  on         of  intelligent  persons  who  wish  to 


shipboard  included,  at  no  more  ex- 
pense than  a  vacation  right  here  at 
home !  To  meet  the  ever  increasing 
demand  in  this  country  for  an  in- 
expensive and  at  the  same  time  thor- 
oughly comfortable  and  enjoyable 
trans-Atlantic  voyage,  is  the  prime 
object  of  the  Great  Northern  Steam- 
ship Company.  Organized  by  progres- 
sive business  men  who  realize  the  ex- 
ceptional opportunity  offered  now  for 
inexpensive  travel  in  Europe,  the 
Company  will  cater  to  the  thousands 


visit  the  battlefields  of  France,  the 
Shakespeare  country,  Scandinavia,  the 
Land  of  the  Midnight  Sun,  etc.  A 
chance  of  a  lifetime !  So  it  would 
seem ;  but  it  is  more  than  that.  The 
company  is  building  for  a  permanent 
business,  setting  a  new  standard  of 
high-class  ocean  travel  on  a  one-class 
basis.  That  this  can  be  done  at  a 
fair  margin  of  profit  has  already  been 
proved  and  is  further  outlined  in  our 
prospectus.  You'll  find  it  extremely 
interesting. 


WE  WILL  ALSO  SHOW  YOU  HOW  YOU  MAY 
BECOME  A  PART-OWNER  IN  THE  MOST  TALKED 
OF  ENTERPRISE  IN  YEARS 

Cut  out  and  mail  us  with  your  name  and  address. 


A.  Wikstrom 
Information  Dep't 
Edmunds  Bldg.,  Suite  54 
Boston,  Mass. 

I  am  interested  in  securing  full  informa- 
tion regarding  a  trip  to : 

(Mark  with  a  cross)  One  way  Round  trip 

England     

France     

Germany    

Sweden     

Norway     

Denmark     

Baltic  Provinces     

Finland     

Russia     

Name  

Street  or  R.f.d  

City  or  Town  

State   


A.  Wikstrom 
Information  Dep't 
Edmunds  Bldg.,  Suite  54 
Boston,  Mass. 

I  am  interested  in  becoming  part-owner 
in  the  Great  Northern  Steamship  Com- 
pany. 

Please  send  me  prospectus  and  full  par- 
ticulars. 


Name   

Street  or  R.f.d. 
City  or  Town. . 
State   
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DALLAS 


Texas  Music  Merchants  Convene 
— Brunswick  Dealers  Organize — 
O.  G.  Fehner  in  Important  Post 


Dallas,  Tex.,  Maj'  7. — \Miat  is  generall}-  con- 
ceded to  be  one  of  the  most  successful  conven- 
tions ever  held  by  the  Texas  Music  Merchants' 
Association  was  staged  in  this  city  on  the  first 
and  second  of  this  month.  Music  merchants 
handling  all  lines  were  represented  at  the  ses- 
sions and  heard  the  inspiring  addresses  of  lead- 
ers in  the  industry  in  the  Southwest. 

The  convention  was  opened  on  the  morning 
of  the  fi  rst  with  President  Will  A.  Watkin  pre- 
siding and  with  an  address  of  welcome  by 
Miayor  Frank  W.  Wozencraft,  founder  of  the 
Dallas  Municipal  Music  Commission.  Response 
was  made  by  Past-president  C.  C.  Miller,  of 
Ft.  Worth.    The  most  important  address  was 


made  by  Alfred  L.  Smith,  general  manager  of 
the  Music  Industries  Chamber  of  Commerce,  on 
Tuesday  afternoon,  who  discussed  the  business 
side  of  music.  Other  speakers  prominent  in  mu- 
sical affairs  included  Mrs.  Frank  A.  Blanken- 
ship,  president  of  the  Lone  Star  district.  Na- 
tional Federation  of  Music  Clubs;  Mrs. 
Mamie  Folsom  Wynne,  president  of  the  City 
Federation  of  Women's  Clubs;  Col.  W.  L. 
Bush,  of  the  Bush  &  Gerts  Piano  Co.;  W.  G. 
Karman,  of  Chicago;  E.  H.  Alcorn,  of  Waco; 
J.  T.  Couch,  of  McKinney;  M.  R.  Williams, 
of  De  Kalb,  111.;  Edgar  French,  of  Bouerne; 
Miss  Ethel  Gibson,  of  Dallas;  E.  E.  Hall,  of 
.A.bilene;  J.  L.  Collins,  of  Greenville;  H.  V. 
Beasley,  Henry  Camp  Farris,  of  Dallas;  Earle 
D.  Bohrends,  of  Dallas;  Mark  P.  Campbell,  of 
the  Brambach  Piano  Co.;  Arthur  L.  Kramer, 
T.  J.  Mercer,  of  the  Gulbransen-Dickinson'  Co., 
and  others. 

In  connection  with  the  convention  there  were 
some  excellent  displays  of  instruments  by  the 
Cheney  Phonograph  Co.,  Brunswick  Co.,  San- 
ger Bros,  and  T.  C.  Phelps  Co. 


A  SIX  YEAR  OLD  AMBITION 
CULMINATES  IN  SUCCESS 

1     ^  accountd^ 
\    \    Mo  cadtu 

THE 

TEXAS  OKLAHOMA 
PHONOGRAPH  CO. 

has  completed  arrange- 
ments with 

COMMERCIAL 
INVESTMENT  TRUST 
INCORPORATED 

9nvedttpot& 

to  offer  Edison  dealers  having 
accounts  with  the  Texas  Okla-  ■ 
homa  Phonograph  Co.,  a 
sound,  reliable  and  economical 
financial  service  for  their  time 
payment  sales. 

It  is 

now  possible  for  Edison  dealers 
to  cash  their  phonograph  Sales 
Contracts  at  a  smaller  discount 
figure   than   is   availabe  to 
phonograph  dealers  generally. 

/    cafjttal  o/teru 
^  1      and  KZp^ated- 
yly  Jytake[Mftt^ 

The  Plan 
enables  the  dealers  to  in- 
crease their  business  and 
profits  by  means  of  time 
payment  selling  and  prac- 
tically convert  all  of  these 
sales  into  cash  transactions. 

No  more  worry  about  money  for  discounting  bills 
No  more  limiting  the  number  of  Edison  sales 
No  more  short  pay  for  a  long  year's  work 

Write  for  particulars  to 

Commercial  Investment  Trust,  Inc.  or  Texas -Oklahoma  Phono.  Co. 

41  E.  42nd  Street            New  York  City           2025  Jackson  St.         DALLAS,  TEXAS 

The  business  of  the  convention  closed  with 
the  selection  of  Galveston  as  the  1924  meeting 
place  and  the  election  of  the  following  officers: 
William  H.  Beasley,  Dallas,  president;  T.  J.  Ma- 
roney,  Houston,  first  vice-president;  Lester 
Burchfield,  Dallas,  second  vice-president;  E.  E. 
Hall,  Abilene,  third  vice-president,  and  Paul 
Burling,  Dallas,  secretary  and  treasurer.  Di- 
rectors elected  are:  J.  R.  Reed,  Ed.  S.  Goodell, 
J.  C.  Phelps,  A.  M.  Cole,  J.  B.  D  enman  and 
E.  H.  Alcorn. 

A  banquet  was  held  on  Wednesday  evening, 
with  Retiring  President  Will  A.  Watkin  pre- 
siding. The  speakers  were  Tom  C.  Gootch,  edi- 
tor of  the  Dallas  Times-Herald;  Joseph  J.  Tay- 
lor, editor  of  the  Dallas  News;  Mark  P.  Camp- 
bell, of  New  York;  Alfred  L.  Smith,  of  New 
York,  and  T.  J.  Mercer,  of  Chicago,  who  in- 
vited Texas  dealers  to  attend  the  national  con- 
vention. A  dance  followed  the  banquet. 
Brunswick  Dealers  Organize 

Permanent  organization  of  Southwest  Bruns- 
wick dealers  was  formed  here  on  April  30.  AI 
L.  Kanazar,  of  Houston,  was  chosen  first  presi- 
dent of  the  organization.  Other  officers  are  J. 
R.  Denman,  Brownwood,  first  vice-president;  T. 
R.  Reed,  Austin,  second  vice-president;  J.  E. 
Stanton,  Altus,  Okla.,  secretary,  and  W.  R.  Vine, 
Beaumont,  treasurer. 

O.  G.  Feltner  in  New  Post 

O.  G.  Feltner  has  been  appointed  manager 
of  the  Texas-Oklahoma  Phonograph  Co.,  Edi- 
son jobber,  with  headquarters  in  this  city.  He 
was  formerly  secretary  and  treasurer  of  the 
company.  E.  C.  Dennis,  former  manager,  is 
now  giving  his  attention  to  traveling  among  the 
trade  in  the  vast  territory  controlled  by  this 
progressive  company. 

Local  dealers  handling  Victor,  Brunswick,  Co- 
lumbia, Cheney  and  other  lines  are  well  pleased 
with  present  and  prospective  business. 


DISPLAYS  NEW  WINDING  DEVICE 

Dallas,  Tex.,  May  5.— The  Riddle  Music  Co., 
of  this  city,  Cheney  distributor,  has  been  ex- 
hibiting a  unique  crankless  phonograph  attach- 
ment at  the  JefTerson  Hotel,  the  meeting  place 
of  the  Texas  Music  Merchants'  Association. 
The  device  has  met  with  considerable  favor  and 
the  company  is  planning  to  manufacture  it  in 
quantities.  This  crankless  phonograph  attach- 
ment provides  for  winding  the  spring  motor  of 
the  phonograph  in  two  seconds  and  can  be  in- 
stalled in  any  type  instrument  in  five  minutes. 
It  has  a  number  of  interesting  mechanical  fea- 
tures and  it  is  absolutely  fool-proof. 


PHILPITT  MUSIC  HOUSE  EXPANDS 

Miami,  Fla.,  May  7.— The  Philpitt  Music  House, 
with  headquarters  in  this  city,  and  which,  in 
addition  to  its  store  here,  has  for  some  time 
operated  successfully  branches  in  Tampa  and 
Jacksonville,  has  just  opened  two  new  Florida 
stores,  one  in  Orlando  and  the  other  in  St. 
Petersburg. 

The  Orlando  store  is  under  the  management 
of  Ross  Steele  and  the  St.  Petersburg  store  in 
charge  of  W.  H.  Alton.  Both  managers  have 
had  long  experience  in  the  trade  and  have 
started  of?  the  new  ventures  most  auspiciously. 

Incidentally,  it  is  announced  that  Marshall  S. 
Philpitt,  son  of  S.  Ernest  Philpitt,  founder  and 
head  of  the  company,  having  reached  his  ma- 
jority, has  been  taken  into  the  firm  and  the 
business  will  in  future  be  run  under  the  title 
of  S.  Ernest  Philpitt  &  Son. 


CELEBRATES  SEMICENTENNIAL 


Uniontovvn,  Pa.,  May  8. — The  music  store  of 
A:  I.  Ellis  &  Sons,  established  in  April,  1873, 
has  recently  held  a  successful  sale  in  honor  of 
the  fiftieth  anniversary  of  the  founding  of  the 
firm.  From  the  original  salesroom,  about  thir- 
ty-five feet  long,  the  store  has  developed  to  138 
feet  in  length.  The  Ellis  house  carries  pianos, 
in  addition  to  the  Victor  line  of  records  and 
talking  machines. 
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FRIEDMAN  NEW  COLUMBIA  ARTIST 

Famous  Polish  Pianist  Will  Make  Columbia 
Records  Exclusively  —  Internationally  Re- 
nowned as  Pianist  and  Composer 


The  Columbia  Graphophone  Co.,  New  York, 
announced  this  week. that  Ignaz  Friedman,  the 
famous  PoHsh  pianist,  had  signed  an  exclusive 
Cokmibia  contract  and  that  his  first  records 
would  be  announced  shortly.  Mr.  Friedman 
made  his  American  debut  in  New  York  City 
in  January,  1921,  and  since  that  time  has  played 
in  nearly  100  cities  in  the  United  States,  Canada, 


Ignaz  Friedman 
Cuba  and  Mexico,  being  enthusiastically  ac- 
clajimed  everywhere  by  newspaper  and  musical 
critics. 

In  Europe  Mr.  Friedman  won  fame  and  re- 
nown as  a  brilliant  Chopin  player  and,  in  addi- 
tion to  his  eminence  as  a  pianist,  ranks  high  as 
a  composer,  having  eighty-five  published  works 
on  sale  in  practically  all  countries.  The  Colum- 
bia Co.  is  to  be  congratulated  upon  adding  Mr. 
Friedman  to  its  list  of  exclusive  artists  as  his 
records  will  undoubtedly  meet  with  an  enthusi- 
astic reception  from  the  trade  and  the  public. 


MAKING  SATISFACTORY  REPORTS 


The  William  Phillips  Phono  Parts  Corp.,  New 
York  City,  is  receiving  very  heavy  demands  for 
its  products.  Business  thus  far  this  year  is  re- 
ported far  in  excess  of  the  record  of  former 
years  and  prospects  for  the  future  are  bright. 


A  good  window  display  is  an  investment  in 
publicity.  Therefore,  do  not  be  afraid  to  spend 
a  little  money  in  making  the  window  attractive. 


< 

OUR 

)S€»vsa.none\.  Pance  Orchestra. 

jitr«n^  Ketatd.  Corp.-  zob  Fifth Rve.,  //dtjerk 

SAUL  BIRNS  PLANS  SKY=SCRAPER 

New  York  Talking  Machine  Man  Planning 
Huge  Structure  on  Second  Avenue  to  House 
Headquarters  of  His  Big  Business 


What  is  without  question  one  of  the  most 
ambitious  building  projects  undertaken  recently 
by  any  music  merchant  is  the  plan  of  Saul  Birns, 
well  knewn  throughout  the  metropolitan  talking 
machine  trade  as  a  live  wire,  to  construct  a 
twelve  to  fifteen-story  building  on  the  site  of 
the  property,  which  houses  his  headquarters  at 
111  Second  avenue.  New  York  City.  In  a  chat 
with  The  World  Mr.  Birns  stated  that  pro- 
vision will  be  made  for  the  display  of  his  line 
of  talking  machines,  musical  instruments  and 
pianos  on  an  elaborate  scale.  There  will  also 
be  a  large  auditorium  where  musical  events 
will  be  staged,  and  in  addition,  if  present  plans 
go  through,  there  will  be  a  radio  broadcasting 
btation. 

The  volume  of  business  which  this  company 
does  is  indicated  by  the  reports  of  the  last  fiscal 
year.  One  of  the  branches  operated  by  Mr. 
Birns  alone  totaled  $51,000  of  business  and  sales 
in  all  of  the  establishments  reached  a  total  of 
over  $1,000,000.  Receipts  of  interest  on  sales 
during  the  year  amounted  to  over  $3,600. 


DEFINITE  PRODUCTION  FOR  EXPORT 

Government  Authority  Declares  That  Manufac- 
turers Going  After  Foreign  Trade  Should  Set 
Aside  Definite  Proportion  of  Output  to  Meet 
Demands  of  the  Foreign  Markets 

Washington,  D.  C,  May  7.— Manufacturers  in- 
terested in  foreign  business  should  set  aside  a 
definite  percentage  of  their  production  for  ex- 
port, according  to  Thomas  R.  Taylor,  Assistant 
Director  of  the  Bureau  of  Foreign  and  Domestic 
Commerce.  Several  years  of  study  of  the  ex- 
port policies  of  American  manufacturers  has 
convinced  Mr.  Taylor  that  they-  are  often  dila- 
tory and  haphazard,  without  sufficient  regard 
for  the  long  chance  and,  it  is  pointed  out,  that 
concerns  should  not  try  to  sell  abroad  unless  it 
is  proved  to  their  entire  satisfaction  that  their 
product  is  suitable  for  foreign  markets  and 
economically  within  the  reach  of  foreign  buyers. 

The  setting  aside  of  a  definite  percentage  for 
export  serves  as  a  balance  wheel  for  business, 
declared  Mr.  Taylor,  and  failure  to  take  such 
action  might  conceivably  result  in  export  chaos. 
Before  entering  the  foreign  trade  methods  of 
conducting  an  export  business  should  be  care- 
fully studied  and  markets  should  be  carefully 
chosen  and,  once  selected,  should  be  forsaken 
with  extreme  reluctance. 

Mr.  Taylor  urges  that  manufacturers  who  are 
interested  should,  before  embarking  upon  that 
phase  of  the  business,  get  in  touch  with  the 
Department  of  Commerce,  either  in  Washing- 
ton or  one  of  the  branch  offices,  so  that  they 
may  avail  themselves  of  such  information  re- 
garding their  product  and  possible  markets  as 
is  in  the  possession  of  the  department.  Offi- 
cials of  the  Bureau  of  Foreign  and  Domestic 
Commerce  are  paying  especial  attention  to  the 
development  of  foreign  markets  and  are  anxious 
that  the  information  gathered  by  their  large 
force  of  foreign  agents  should  be  put  to  good  use. 


BIG  SALES  FROM  CIRCULARIZING 

Newburgh,  N.  Y.,  May  10. — The  value  of  news- 
paper and  direct-by-mail  publicity  has  been 
demonstrated  by  Burger  &  Morse,  talking  ma- 
chine and  musical  instrument  dealers  in  this 
city,  in  a  manner  leaving  no  room  for  argument 
on  the  efficacy  of  this  method  of  getting  busi- 
ness. Ten  -thousand  circulars  mixed  with  news- 
paper advertising  have  sold  over  three  hundred 
talking  machines  and  thousands  of  records  in 
less  than  six  months  and  sales  from  the  cam- 
paign are  being  made  every  day.  The  circular 
matter  was  sent  to  a  carefully  selected  list  of 
possible  patrons  and  the  returns  in  business 
I'lgve  paid  for  the  campaign  many  times  over, 
leaving  a  handsome  profit. 


DECISION  IN  BROWNING  PATENT  SUIT 

U.  S.  District  Court  in  Wilmington,  Del.,  Rules 
Claim  1  of  Browning  Patent  Covering  Double 
Doors  Invalid  Because  of  Abandonment  of 
Any  Right  to  Invention — Also  Finds  Claim 
19  of  Johnson  Patent  Invalid 


Judge  Morris,  of  the  United  States  District 
Court  at  Wilmington,  has  handed  down  a  deci- 
sion in  the  suit  of  Victor  Talking  Machine  Co. 
against  the  Brunswick-Balke-Collender  Co.  and  John 
B.  Browning  to  adjudge  Claim  1  of  the  Brown- 
ing patent  granted  to  these  defendants  last  year 
on  the  "double  door"  construction  invalid- on  the 
ground  of  interference  with  Claim  19  of  its 
prior  Johnson  patent  No.  946,442  granted  in 
1910. 

The  Court  holds  that  Claim  1  of  the  Browning 
patent  is  invalid  because  of  Brov/ning's  aban- 
donment of  any  right  he  may  have  had  to  the 
invention.  The  Court  further  holds  that  Claim 
19  of  the  Johnson  patent  is  also  invalid  on  the 
ground  of  lack  of  originality,  the  Court  treating 
the  prior  decision  in  1921  on  this  latter  point 
by  the  Court  of  Appeals  of  the  District  of  Col- 
umbia in  the  Patent  Office  interference  pro- 
ceeding as  controlling.  Of  the  two  claims  which 
are  thus  invalidated  by  the  Court's  decision, 
Claim  19  of  the  Johnson  patent  had  less  than 
four  years  to  run,  while.  Claim  1  of  the  Brown- 
ing patent,  having  been  issued  only  last  year, 
had  about  sixteen  years  to  run. 

An  infringement  issue  presented  by  the 
counter-claim  of  the  defendants  in  this  suit  still 
remains  undisposed  of  and  until  this  is  out 
of  the  way  neither  party  will  be  in  a  position 
to  appeal. 


RIALTO  LABORATORY  CHARTERED 

The  Rialto  Recording  Laboratory,  of  New 
York  City,  has  been  granted  a  charter  of  in- 
corporation; capital  stock,  2,500  shares,  $100  par 
value  and  2,500  shares  of  no  par  value.  In- 
corporators of  this  new  manufacturing  concern 
are  Benjamin  Smith,  John  L.  Gorman  and  Louis 
J.  Shramek. 


TRIANGLE 

TONE  ARMS  REPRODUCERS 

When  the  phonograph  manufac- 
turer buys  tone  arms  and  repro- 
ducers for  his  product  he  seeks 
that  which  will  insure  truest  re- 
production. Clearness — mellow- 
ness as  well  as  volume. 

For  these  are  the  qualities  which 
phonograph  manufacturers  talk  of 
and  phonograph  buyers  judge  as 
a  standard. 

It  is  important  to  note,  therefore, 
that  so  many  producers  of  fine  in- 
struments  use  TRIANGLE 
EQUIPMENT  exclusively. 


Write  us  today  for  prices 
and  new  illustrated  catalog 


TRIANGLE  PHONO-PARTS 
COMPANY 

722  Atlantic  Avenue,  Brooklyn,  N.  Y. 


Western  Sales  Office 
1500  Republic  Buildinii.     -    -       Chicago,  Ills 
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"By  the  Shalimar'  listens  like  an  Irish  lyric  until  you  drop  the 
needle.  Then  you  realize  that  Paul  Specht  is  serving  up  an  Ori- 
ental dance  dish  that  drips  with  tobasco.  Turn  it  over  and  you 
get  "In  a  Caravan"  that  swings  along  in  a  tantalizing  camel-trot. 
These  two  numbers  are  full  of  the  variety  that's  the  spice  o'  life. 
Record  A-3858. 

COLUMBIA  GRAPHOPHONE  CO, 
New  York 


I  Four-Minute  Conference  on  Business  Topics  | 

I  .       No.  13 — Your  Interest-Arousing  Ability — And  How  to  Develop  It  •  | 


[This  is  the  thirteenth  of  a  series  of  four-minute  confer- 
ences on  topics  of  direct  interest  to  business  men  in  the 
talking  machine  trade  which  have  been  prepared  for  this 
puWication  by  Lester  G.  Herbert— Editor.] 

Unless  the  salesman  can  interest  .the  prospect 
in  what  he  has  to  sell  there  is  small  chance  of 
taking  the  next  step  forward  and  creating  de- 
sire for  possession.  So  the  power  to  arouse 
and  to  hold  "interest"  is  of  supreme  impor- 
tance. 

Granted  that  the  right  sort  of  an  approach 
has  been  made,  and  that  the  prospect  is  in  the 
receptive  mood,  advantage  must  be  taken  of 
the  situation  immediately  and  in  the  most  skill- 
ful manner  or  the  moment  will  pass  when  in- 
terest can  be  aroused  naturally  and  easily. 

First,  the  salesman  absolutely  must  be  posted 
on  what  he  has  to  ofTer  as  to  actual  desirability 
and  value.  Prove  to  a  would-be  patron  that 
what  3'ou  are  offering  is  especially  desirable — 
that  it  possesses  superior  merit — -and  he  can  see 
the  value  for  himself.  The  greater  the  empha- 
sis put  on  w^orth,  quality,  exclusiveness,  or  what 
not  as  the  case  may  be,  the  easier  it  will  be 
to  make  the  sale — provided  always  that  the 
prospect  has  the  money  to  spare. 


Recording  (or  the 
Phonograph  Trade 

The  best  equipped  and  efficient 
— low  cost — laboratory  in  the 
industry. 

Our  success  in  recording  for 
some  prominent  makes  of 
records  assures  you  a  high-class 
product. 

A  visit  or  telephone  call  will 
give  you  the  details. 

Let  us  solve  your  technical 
problems. 


A.  J.  BAUM.  .  .  Manager 
ARTHUR  BERGH.  Musical  Director 
FRED  OCHS,  Recorder 


INDEPENDENT  RECORDING 
LABORATORY,  Inc. 

102-104  West  38th  Street        New  York 


A  great  many  business  people  stumble  right 
here.  They  make  flat  statements  without  any 
attempt  to  support  them.  Sometimes  these 
statements  are  wide  of  the  mark.  The  case 
comes  to  mind  of  a  man  who  was  sure  that  he 
could  sell  automobiles.  He  was  a  pretty  good 
sort  and  a  dealer  decided  to  give  him  a  chance. 
The  salesman  had  only  two  arguments,  if  so 
they  might  be  called.  One  was  "That's  some 
car!"  and  the  other  was  equally  inane,  it  was  the 
last  effort  and  was  supposed  to  bring  the  sale 
to  a  close,  it  was,  "You  can't  go  wrong  on  this 
car — and,  besides,  we  stand  back  of  it!" 

As  neither  the  dealer  nor  the  salesman  were 
men  of  z.x\y  means  and  were  not  well-known  in 
the  community  this  only  made  thinking  people 
elevate  their  eyebrows.  Beware  of  unsupported 
statements.  Do  not  be  offensively  aggressive 
in  bringing  forth  impressive  evidence.  Dem- 
onstrate how,  and  where,  and  why  what  you 
are  offering  is  superior.  The  points  which  would 
appeal  to  one  customer  might  not  be  the  ones 
to  stress  at  all  to  another.  Learn  to  discrimi- 
nate and  avoid  too  many  words  or  bewildering 
technicalities.  These  confuse.  Understand 
your  stock  from  the  ground  up  and  make  a  good 
deal  of  easy-to-grasp,  practical  advantages. 

If  people  known  to  the  prospect  have  made 
purchases  of  these  very  articles  bring  in  this 
fact  casually,  if  you  have  reason  to  believe 
that  this  will  have  a  favorable  influence.  Never 
knock.  It  is  very  poor  business  and  even  worse 
salesmanship.  Your  business  is  to  interest  in 
v/hat  you  are  selling.  Besides,  an  implied  sug- 
gestion as  to  merit  or  lack  of  it  may  be  far 
more  convincing.  In  arousing  and  holding  in- 
terest a  dash  of  curiosity  often  gives  spice.  For 
example,  a  certain  prospect  was  all  but  sold  on 
a  rich  piece  of  fur.  The  only  stick  seemed  to 
be  that  there  was  another  garment  favored  in 
a  competitor  store.  The  customer  hesitated. 
Said  the  salesman  pleasantly,  "Yes,  I  know 
those  people  are  fine  judges  of  mink.  We  made 
up  for  that  proprietor's  daughter-in-law  the  mate 
to  this  coat  ourselves." 

It  was  true,  but  the  saleseman  did  not  go  into 
the  explanation  that  the  young  woman  and  her 
"in-laws"  were  on  the  outs.  He  sold  the  coat 
to  the  woman,  of  course.  She  reasoned  to  this 
end  in  her  own  mind. 

By  being  well  informed  on  general  topics,  by 
being  ready  to  listen  attentively  to  what  the 
customer  says,  many  an  interest-developing  lead 
will  be  apparent.  People  enjoy  doing  business 
with  those  who  are  modest  and  intelligent  and 
who  give  them  credit  for  having  something  in- 
telligent to  say  also. 

Consider  what  would  interest  you  if  you  were 
in  the  customer's  place  and  then  govern  your- 
self accordingly.  Beware,  however,  of  having 
too  much  to  say  about  your  own  interests  and 
hobbies  or  there  is  grave  danger  of  being  con- 


sidered a  bore  and  in  leading  the  prospect  away 
from  the  business  in  hand.  Concentrate  on  the 
customer  and  his  needs  and  you  will  not  fail 
to  develop  the  ability  to  arouse  and  to  hold  real 
interest  which  can  be  translated  into  terms  of 
cash. 


QRANBY  POPULARITY  GROWING 

Reports   of   Dealers   Served   by  Metropolitan 
Headquarters  Indicate  Prosperous  Season 


0.  P.  Graffen,  in  charge  of  the  New  York 
office  of  the  Granby  Mfg.  Corp.,  Newport  News, 
Va.,  reports  that  Granby  dealers  in  the  terri- 
tory covered  by  the  New  York  office  are  doing 
good  business.  The  new  models  that  have  been 
introduced  have  proved  very  popular  and  the 
Granby  line  is  stronger  than  ever. 

J.  F.  Stapleton,  general  sales  manager  of  the 
company,  is  back  at  his  desk  once  more  at  the 
headquarters  of  the  company  at  Newport  News, 
\^a.,  after  several  weeks  in  the  local  hospital. 
His  many  friends  in  the  trade  will  be  glad  to 
learn  that  he  has  recovered  his  usual  good 
health  and  is  putting  the  same  amount  of  pep 
into  the  sales  promotion  of  the  Granby  line. 

STATEMENT  OF  THE  OWNERSHIP,  MANAGEMENT. 

CIRCULATION,  ETC.,  REQUIRED  BY  THE  ACT  OF 

CONGRESS  OF  AUGUST  24,  1912, 
Of    THE    TALKING    MACHINE    WORLD,  published 
MONTHLY,  at  New  York,  N.  Y.,  for  April  1,  1923. 

State  of  New  York,  County  of  New  York,  ss. 

Before  me,  a  Notary  Public,  in  and  for  the  State  and 
county  aforesaid,  personally  appeared  J.  B.  Spillane,  who, 
having  been  duly  sworn  according  to  law,  deposes  and 
says  that  he  is  the  Editor  of  The  Talking  Machine  World, 
and  that  the  following  is,  to  the  best  of  his  knowledge  and 
belief,_  a  true  statement  of  the  ownership,  management 
(and  if  a  daily  paper,  the  circulation),  etc.,  of  the  afore- 
said publication  for  the  date  shown  in  the  above  caption, 
required  by  the  Act  of  August  24,  1912,  embodied  in  sec- 
tion 443,  Postal  Laws  and  Regulations,  printed  on  the 
reverse  of  this  form,  to  wit: 

1.  That  the  names  and  addresses  of  the  publisher, 
editor,  managing  editor,  and  business  managers  are:  Pub- 
lisher, Edward  Lyman  Bill,  Inc.,  373  Fourth  avenue.  New 
York  City;  Editor,  J.  Y:  Spillane,  373  Fourth  avenue.  New 
York  City;  Managing  Editor.  J.  B.  Spillane,  373  Fourth 
avenue.  New  York  City;  Business  Managers.  None. 

2.  That  the  owner  is:  (If  the  publication  is  owned  by 
an  individual  his  name  and  address,  or  if  owned  by  more 
than  one  individual  the  name  and  address  of  each,  should 
be  given  below;  if  the  publication  is  owned  by  a  corpora- 
tion the  name  of  the  corporation  and  the  names  and  ad- 
dresses of  the  stockholders  owning  or  holding  one  per  cent 
or  more  of  the  total  amount  of  stock  should  be  given.) 
Edward  Lyman  Bill,  Inc.,  Caroline  L.  Bill,  Edward  Lyman 
Bill.  Raymond  Bill.  Randolph  Brown,  Carleton  Chace,  Lee 
Robinson,  J.  B.  Spillane,  B.  B.  Wilson,  all  located  at  373 
Fourth  avenue.  New  York  City.  Edward  Van  Harlingen, 
209  South  State  street,  Chicago.  111. 

3.  That  the  known  bondholders,  mortgagees,  and  other 
security  holders  owning  or  holding  1  per  cent  or  more  of 
total  amount  of  bonds,  mortgages,  or  other  securities  are: 
(If  there  are  none,  so  state.)  None. 

4.  That  the  two  paragraphs  next  above,  giving  the 
names  of  the  owners,  stockholders,  and  security  holders, 
if  any.  contain  not  only  the  list  of  stockholders  and  se- 
curity holders  as  they  appear  upon  the  books  of  the  com- 
pany but  also,  in  cases  where  the  stockholder  or  security 
holder  appears  upon  the  books  of  the  company  as  trustee 
or  in  any  other  fiduciary  relation,  the  name  of  the  person 
or  corporation  for  whom  such  trustee  is  acting,  is  given : 
also  that  the  said  two  paragraphs  contain  statements  em- 
bracing affiant's  full  knowledge  and  belief  as  to  the  circum- 
stances and  conditions  under  which  stockholders  and  se- 
curity holders  who  do  not  appear  upon  the  books  of  the 
company  as  trustees,  hold  stock  and  securities  in  a  capacity 
other  than  that  of  a  bona  fide  owner;  and  this  affiant  has 
no  reason  to  believe  that  any  other  person,  association,  or 
corporation  has  any  interest  direct  or  indirect  in  the  said 
stock,  bonds,  or  other  securities  than  as  so  stated  by  him. 

5.  That  the  average  number  of  copies  of  each  issue  of 
this  publication  sold  or  distributed,  through  the  mails  or 
otherwise,  to  paid  subscribers  during  the  six  months  pre- 
ceding the  date  shown  above  is    (This 

information  is  required  from  daily  publications  only.) 

J.  B.  Spill.^ne. 
Sworn   to   and   subscribed  before  me   this  31st  dav  of 
March,  -1923. 

M.  A.  Fowler, 
(seal)  (My  Commission  expires  March  30,  1924.) 
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WORLD'S  CLASSIFIED  ADVERTISING 

Any  member  of  the  trade  may  forward  to  this  office  a  "Situation"  advertisement 
intended  for  this  Department  to  occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without  cost.  Additional  space  will 
be  at  the  rate  of  25c.  per  line.  If  bold  faced  type  is  desired  the  cost  of  same  will  be 
2Sc.  per  line.    Rates  for  all  other  classes  of  advertising  on  application. 


POSITION  WANTED.— Sales  manager  or 
representative,  fourteen  years  in  the  phonograph 
industry,  wants  to  travel  or  take  charge  of 
branch  office.  Phonographs  or  accessories. 
Now  located  West.  Will  go  anywhere.  Ad- 
dress. "Box  1284,"  care  The  Talking  Machine 
World,  373  Fourth  avenue,  New  York,  N.  Y. 

WANTED. — A  manager  who  can  efficiently 
handle  a  $300,000  Victrola  and  piano  business 
and  expand  same.  State  experience.  Address, 
E.  M.,  care  The  Talking  Machine  World,  373 
Fourth  avenue.  New  York,  N.  Y. 

WANTED. — Large  manufacturer  of  tone 
arms  and  reproducers  desires  representative  for 
Toronto.  Winnipeg,  Montreal  and  California. 
Address  "Box  1288,"  care  The  Talking  Machine 
World,  373  Fourth  avenue,  New  York,  N.  Y. 

POSITION  WANTED— An  exceptionally  able  recording 
man  with  several  valuable  inventions,  relating  to  record- 
ing and  records  wishes  to  accept  position  or  make  con- 
nections as  recorder.  Makes  highest  quality  of  waxes  and 
all  recording  tools.  Can  demonstrate  unusually  high-grade 
results.  Address  "Box  1280,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 

POSITION  WANTED— Piano  and  talking  machine 
salesman.  Long  experience.  Thorough  knowledge  of  the 
music  business.  Excellent  record  and  references.  Avail- 
able May  1.  Address  "Box  1281."  care  The  Talking  Ma- 
chine World,  373  Fourth  Ave.,  New  York,  N.  Y. 

POSITION  WANTED— Sales  manager  or  salesman  with 
seven  years'  experience  selling  pianos  and  phonographs, 
and  four  years'  experience  as  crew  manager,  desires  to 
make  a  connection  with  a  reliable  concern  in  any  capac- 
ity. Can  furnish  excellent  recommendations  and  a  suc- 
cessful sales  record.  Address  "Box  1286,"  care  The  Talk- 
ing Machine  World,  373  Fourth  Ave.,  New  York,  N.  Y. 

POSITION  WANTED— By  phonograph  salesman  who 
has  had  four  years'  experience,  has  had  wholesale  work, 
retail,  and  also  has  managed  phonograph  departments, 
Brunswick  line  preferred.  Will  give  references.  Address 
"Box  1287,"  care  The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 

POSITION  WANTED— Recorder  with  28  years' _  experi- 
ence with  up-to-date  method  and  his  own  outfit  is  open 
for  engagement.  Address  "Box  1277,"  care  The  Talking 
Machine  World,  373  Fourth  Ave..  New  York,  N.  Y. 


GERMAN.  POLISH, 
HUNGARIAN.  Etc. 


Homokord  Record 

THIRTY  CENTS  Each 

Special  Reductions  in  Quantities.  Ask  for  catalog 


FAVOHITE  MFG.  CO. 


105  East  12th  St. 
NEW  YORK  CITY 


FOR  SALE 

Owing  to  press  of  wholesale  business,  we 
offer  for  sale  our  chain  of  retail  phono- 
graph stores.  For  address  of  individual 
stores  write  Wilson-Broadway  Music  Co., 
1142  Wilson  Ave.,  Chicago,  111, 


CARVED  LEGS 

Eight  designs  in  gum,  oak  and  ma- 
hogany. Prices  reduced.  Send  for  cir- 
cular. Klise  Mfg.  Co.,  Grand  Rapids, 
Mich. 


FOR  SALE 

Record-making  machinery,  16  x  40-inch  Thropp 
blanking  mill,  also  16  x  42-inch  Thropp  mixing  mill 
and  hydraulic  presses,  at  a  reasonable  price.  Ad- 
dress **Box  1289,"  care  The  Talking  Machine 
World.  373  Fourth  Ave.,  New  York,  N.  Y. 


HOWELL  T.  M.  CO.  CHARTERED 


A  charter  of  incorporation  has  been  granted 
to  the  Howell  Talking  Machine  Co.,  Inc., 
Boston,  Mass.'  The  concern  will  engage  in  the 
manufacture  of  talking  machines.  Incorporators 
are  J.  Howell,  W.  C.  Free  and  H.  Gorshell,  all 
of  Boston. 


SPRINGS 

VICTOB 

l%"x.022xl7',  bent  each  end  No.  6543  $.57 

l%"x.022xl8'  6"  marine  ends  No.  3014  .58 

lV4"x.022xl7'  marine  ends  No.  S014  .66 

lV4"x.022xl7'  bent  arbor  No.  6S62  .67 

lH"x.022xl3'  bent  arbor..  No.  6423  .60 

l%"x.022x9'  bent  arbor  No.  5427  .42 

lH"x.022x9',  bent  each  end  No.  6646  .42 

l"x.020xl3' 6"  marine  ends  No.  2141  .32 

l"x.020xl5'  marine  ends  No.  S33S  .86 

l"x.020xl5'  bent  arbor  No.  5394  .38 

l"x.020xl5',  bent  each  end  No.  0646  .43 

%"x.020x9'  marine  ends  No.  988  .29 

COLUMBIA 

l"x.028xl0'  Universal  No.  2961  J8 

l"x.028xll'  Universal  No.  2951  .35 

l"x.030xll'  hook  ends  46 

l"xll'  for  motor  No.  1  No.  1219  .35 

HE^NEMAN 

l"x.025xl2'  motors,  Nos.  33  &  77  33 

1  3/16"x.026xl»',  also  Path*  76 

1  3/16"x.02«xl7'   No.  4  J59 

MEISSELrBACH 

%"xlO'  motors.  Nos.  9  &  10  29 

l"x9'  motors,  Nos.  11  &  12  29 

l"xl6'  motors.  Nos.  1«,  17  &  19  49 

2"x.022xl6'.  rectangular  hole,  18kl0   1.20 

SAAI.-8II.VEBTONE 

l"x.027xl0',  rectangular  hole  No.  144  .42 

l"x.027xl3',  rectangular  hole  No.  146  .48 

l"x.027il6',  rectangular  hole  No.  146  .68 

BRUNSWICK 
l"x. 025x12',  rect'gular  hole,  regular.  No.  201  .45 
l"x. 025x18',  rect'gular  hole,  regular.No.  401  .60 

KBASBERG 
l"xl2'  motor  2A,  pear-shape  and  rect.  holes  .45 

l"xl6'  motor  3  &  4,  on  outer  end  55 

EDISON  DISC 
l%"x. 028x25',  regular  size  disc  motors....  1.25 

l''x.032xll'.  Standard  66 

1  5/16",   Home  70 

1  5/16"xl8'  type  A  150,  old  style  disc   1.28 

1"   Amberola  30-50-75  66 

1  1/16",  B  80   1.15 

SUNDRIES 

l"x. 025x16'  rectangular  hole  50 

l"x.02.5xlG',  pear-shaped  hole  50 

%"x. 023x10',  marine  ends.  Heiu.  Col.,  etc  29 

%"x.02.5xl0',  marine  ends,  Hein.  Col.,  etc  27 

%"x.020x9'.  marine  ends  21 

%"x. 020x9',  marine  ends  18 

Victor  Gov.  springs.  No.  1729  per  100  .96 

Victor  Gov.  spring  screvps,  No.  3304.. per  100  .92 

Victor  Gov.  balls,  n/style,  No.  3302  each  .07 

Victor  Gov.  spring  screw  washer  per  100  .72 

Columbia  Gov.  springs.  No.  3510  per  100  .95 

Columbia  Gov.  spring  screws.  No.  439.  per  100  .92 
Columbia  Gov.  spring  screw  washers. per  100  .72 
Columbia  Gov.  ball,  lead,  flat  and  spring...  .08 
Columbia  Gov.  ball,  new  style  &  spring...  .08 
Turntable  felts,  all  wool,  green,  10",  round.  .15 
Turntable  felts,  all  wool,  green,  12".  round.  .18 
Terms.  2%  cash  with  order. 

TALKING  MACHINE  SUPPLY  CO.,  PABKRIDGEM 


FOR  SALE 

Music  store,  well  established,  prominently  located 
in  Queens  County,  L.  I.  Agency  for  Sonora,  Co- 
lumbia and  Vocalion  phonographs.  Complete  stock 
of  Columbia  and  Vocalion  records.  Music,  player 
rolls  and  musical  instruments.  About  $8,000  stock. 
Address  "Box  1282,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 


FOR  SALE 

E.Kclusive  Victrola  shop.  City  36,000.  Big  draw- 
ing population  in  New  York  State.  Beautifully 
and  completely  erjuipped,  four  booths.  Location  at 
finest  point.  Will  sell  for  actual  inventory  and 
fair  price  for  fixtures.  No  good  will  bonus  re- 
quired. Unusual  opportunity.  Approximate  amount 
needed,  $7,500.  Address  "Box  1283."  care  The  Talk- 
ing Machine  World,  373  Fourth  Ave.,  New  York. 


MERCHANDISE  WANTED 

Group  of  large  department  stores  open  to  buy  any 
quantity  talking  machines,  records,  musical  mer- 
chandise of  all  kinds,  etc.  Address  "Box  1285," 
care  The  Talking  Machine  World,  373  Fourth  Ave.. 
New  York,  N.  Y. 


FOR  SALE 

Sound-proof  phonograph  booths,  in  first-class  con- 
dition, made  by  Unit  Construction  Co.  of  Philadel- 
phia. There  are  two  rooms  9  x  12  feet,  two  rooms 
6x9  and  one  room  9x9.  Original  cost  twenty-four 
hundred  dollars.  For  further  information  address 
Leopold  Adlcr,  Savannah,  Ga. 


Your  business  is  what  you  make  it. 


FOR  SALE 

Three  Unico  demonstrating  rooms,  size  6  by 
9  each,  ivory  finish,  sound  proof.  Also  four 
Unico  record  racks,  each  with  capacity  of 
one  thousand  records.  For  price  and  details 
apply  to  "Box  477,"  Charlottesville,  Va. 


ONLY  FIFTY  CENTS 

The 

Talking 

Machine 

World 

Trade 

Directory 

FOR  1923 


Here  is  the  handbook  of  the  talking  ma- 
chine industry  which  is  indispensable  to 
every  talking  machine  man.  It  is  a  direc- 
tory you  can  keep  on  your  desk  to  give 
you,  in  an  instant,  detailed  knowledge  about 
this  and  that  coinpany,  which  would  other- 
wise consume  much  o£  your  time  to  secure. 

ONLY  50  CENTS 

For  instance,  it  will  give  you  a  complete 
up-to-date  list  of  the  manufacturers  and 
jobbers  who  comprise  the  talking  machine 
industry,  including  invaluable  data  about 
each  concern,  such  as  location  of  factories, 
names  of  officers,  location  of  branch  offices, 
trade  names  controlled,  policy  of  marketing 
product,  etc.,  etc. 

ONLY  50  CENTS 

Also  it  will  give  you  a  full,  up-to-date  list 
of  the  manufacturers  who  make  any  given 
class  of  product,  such  as  talking  machines, 
records,  parts,  accessories,  store  equipment, 
etc. 

ONLY  50  CENTS 

This  book  contains  the  kind  of  data  about 
each  concern  which  cannot  be  put  into  the 
company's  current  advertising  for  lack  of 
space  and  which  is  nevertheless  a  kind  of 
data  that  is  valuable  from  your  standpoint. 

ONLY  50  CENTS 


It  is  the  only  book  of  its  kind  ever  pub- 
lished and  is  a  volume  which  no  enter- 
prising member  of  the  industry  can  fairly 
afford  to  do  without.  It  has  been  produced 
by  the  publishers  of  The  Talking  Machine 
World. 

USE  THIS 
COUPON  NOW 

Send  Cash,  Stamps  or  Check 


EDWARD  LYitAN  BILL.  Inc., 

373  Fourth  Ave.,  New  York  City. 
Gentlemen: 

Please  send  me,  postage  prepaid,  a  copy  of  the 
1923  edition  of  The  Talking  Machine  World  Trade 
Directory,  in  payment  for  which  I  enclose  50  cents. 


Firm 


street   

City  and  State. 
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W.  LIONEL  STURDY,  MANAGER 


Demand  for  New  Recordings  Tiding  Trade  Over 
Dull  Period — Necessity  for  Special  Dealer 
Effort  to  Boost  Machine  Sales— His  Majesty 
Makes  a  Record — Radio  Gaining — Gramo- 
phone and  Wireless  Combine — Interesting 
Program  for  Convention — Important  Subjects 
to  Be  Discussed — Talk  on  Music  by  Wireless 
Miscellaneous  News  of  the  Trade 


London,  E.  C,  May  3. — A  survey  of  the  gramo- 
phone trade  field  shows  the  present  sales  de- 
pression to  be  of  a  fairly  general  nature  all  over 
the  country.  Industrial  conditions  are  by  no 
means  good  and  this,  coincident  with  "the  gram- 
ophone Winter  of  discontent,"  reacts  unfavor- 
ably on  the  dealers'  activity,  its  influence  pro- 
portionately being  felt  throughout  wholesale  and 
manufacturing  quarters.  We  are  at  the  cross- 
roads of  'tween  seasons  when  the  public  is 
faced  with  the  attractive  claims  of  outdoor  rec- 
reation and  entertainment  and  is,  naturally,  apt 
to  neglect  music  at  home.  In  such  circum- 
stances there  is  a  very  strong  tendency  to  con- 
centrate on  portable  machine  sales.  This  keeps 
going  a  fair  demand  for  new  records,  constitut- 
ing- a  valuable  force  in  tiding  the  trade  over  a 
difficult  period. 

Need  for  Special  Effort 

Whatever  the  conditions  may  be,  at  this  time 
it  is  very  necessary  for  every  section  of  our 
industry  the  world  over  to  make  special  effort 
for  the  maintenance  of  gramophone  sales.  Un- 
tiring endeavor  assures  a  good,  all-round  year 
of  trading  and,  though,  of  course,  it  is  unlikely 
that  Autumn  and  Winter  bulk  sales  can  be 
equaled  throughout  the  Spring  and  Summer 
months,  a  good  average  is  obtainable  by  enter- 
prising effort. 

It  is  satisfactory,  as  bearing  upon  the  spend- 
ing power  of  the  public,  that  cost  of  living 
shows  a  drop  of  two  points  since  March  31,  this, 
according  to  official  figures,  being  now  only  74 
per  cent  above  ruling  prices  July,  1914.  On  the 
other  hand,  a  slight  increase  of  the  unemployed 
was  registered  last  month.  I  am  inclined  to 
believe  this  is  but  a  temporary  setback,  due  to 
industrial  disorganization,  consequent  upon  re- 
cent short-period  local  strikes,  threats  of  lock- 
outs, etc. 

Country's  Program  Beneficial 

The  country's  financial  program  for  1923-4  is 
generally  regarded  as  likely  to  exert  a  beneficial 
influence  upon  trade.  The  new  budget  provides, 
among  other  things,  for  6s  reduction  of  income 
tax,  bringing  it  to  4/6  in  the  pound,  cheaper 
postal  rates  for  heavier  letters  and  parcels,  cor- 
poration or  industrial  profits  tax  reduced  from 


1/-  to  6s  in  the  pound,  cheaper  telephone  rental 
and  call  rates.  All  of  which  does  not  amount 
to  a  great  deal,  but  it  is  a  move  in  the  right  di- 
rection for  the  easement  of  trade  burdens  and 
relief  of  the  public  purse. 

H.  M.  the  King  Makes  a  Record 
Unique  in  the  history  of  the  gramophone  is 
that  both  the  King  and  Queen  have  now  hon- 
ored our  industry  and  its  art  by  making  an  "His 
Master's  Voice"  record.  Truly,  a  great  tribute 
to  the  perfection  of  modern  recording  and  the 
facilities  of  world-wide  publicity  its  service  pro- 
vides. In  celebration  of  Empire  Day,  May  24, 
their  majesties  recorded  a  special  message  to 
children  of  the  Empire,  and  these  royal  discs 
will  be  issued,  firstly,  to  the  schools  on  May 
24;  the  following  day  they  will  be  available  for 
public  sale  through  dealers  at  5/6  each.  The 
Gramophone  Co.,  Ltd.,  will  place  at  the  King's 
disposal  all  their  profits  arising  from  the  sale 
of  these  records  for  distribution  to  children's 
hospitals. 

The  recording  itself  was  most  interesting.  On 
.  this  occasion  the  company  sent  a  special  re- 
cording staff  to  Buckingham  Palace,  where,  un- 
der the  superintendence  of  W.  Manson,  a  room 
was  completely  equipped  for  the  job.  I  have  yet 
to  hear  the  record,  but  understand  the  company 
is  highly  satisfied  with  the  result,  every  word  of 
the  royal  messages  being  clearly  distinct 
throughout.  These  discs  will  be  on  sale  all  over 
the  world;  in  America,  through  the  offices  of 
the  Victor  Talking  Machine  Co. 

Radio  Gaining  Prestige 

In  this  new  field  of  trade  endeavor  the  gram- 
ophone dealer  and  jobber  would  seem  to  have 
made  good.  Most  music  shops  now  stock  ra- 
dio outfits  and  full  advantage  has  been  taken  of 
the  season's  boom.  By  all  accounts  the  harvest 
time  is  over;  though  business  continues  to  make 
a  fair  showing  there  is  a  noticeable  drop  in 
sales.  Various  reasons  are  advanced  to  explain 
this  and,  though  many  believe  it  due  in  great 
measure  to  inferior  broadcasting  programs,  I 
think  the  chief  cause  may  be  ascribed  to  the 
fine  weather  experienced,  which  encourages  out- 
door, rather  than  indoor,  pursuits  and  enter- 
tainments. However  that  may  be,  improved 
broadcasting  programs  are  announced  to  come 
into  force  May  1,  when  the  band  of  H.  M.  Gren- 
adier Guards  will  perform. 

Complaint  is  made  that  many  thousands  of 
listeners-in  have  not  paid  for  licenses.  This  is 
undoubtedly  true  and,  notwithstanding  the  issue 
of  over  100,000  licenses,  there  is  a  great  loss 
of  revenue  which,  the  British  Broadcasting  Co. 
avers,  restricts  program  development.  Hither- 


to no  provision  has  been  made  for  those  who 
make  up  their  own  sets  (apart  from  experi- 
mental) and  it  is  now  proposed  to  issue  special 
licenses  as  soon  as  negotiations  between  the 
British  Broadcasting  Co.  and  the  Postmaster 
•  General  are  satisfactorily  concluded. 

Waistcoat  Pocket  Music 
We  have  heard  and  seen  the  wonderful  wire- 
less receiving  set  that  is  small  enough  to  tuck 
away  in  one's  pocket,  and  now  comes  the  news 
of  a  small  musical  machine  that  can  easily  be 
carried  in  a  waistcoat  pocket.  It  is  the  invention 
of  a  Hungarian  engineer  and  is  described  as  be- 
ing quite  practical.  It  winds  like  a  watch,  is 
fitted  with  a  speed  regulator  and  will  carry  ten 
double-sided  discs.  Reproduction  is  consider- 
ably amplified  by  placing  the  instrument  on  the 
top  of  a  glass.    What  next? 

Gramophone  and  Wireless  Amalgamate 
The  development  of  the  combined  wireless 
gramophone  is  the  outcome  of  close  study  by 
gramophone  firms,  many  of  whom  are  now 
marketing  very  efficient  and  artistic  cabinets.  A 
recent  introduction  is  the  wireless  repeating 
gramophone,  comprising  a  handsome  cabinet 
grand,  with  powerful  valve  and  frame  aerial  ra- 
dio and  ingeniously  fitted  gramophone  with  non- 
electric repeating  device.  This  triple  outfit  is 
made  by  Repeating  Gramophones,  Ltd.,  New 
Bond  street,  London. 

Bankruptcies  Still  Increasing 
Bankruptcies,  receiving  and  administrative  or- 
ders for  the  quarter  ended  March  31  last  to- 
taled 1,423,  an  increase  of  211,  compared  with 
the  same  period  in  1922, 

Winner  Record  Activity 
Colonial  and  other  oversea  traders  wise  to  the 
big  sales  scope  of  the  latest  from  London  are 
advised  to  study  recent  Winner  record  pro- 
grams. The  very  latest  dance  novelties  are  pro- 
vided by  the  Hurlingham  Club  Orchestra,  the 
Pavilion  Players  and  Diplomat  Novelty  Orches- 
tra. In  addition,  the  March-April  list  includes 
hits  by  Stanley  Kirkby,  the  Elliotts,  Jock  Walk- 
er, Frederick  Granger,  Will  Evans,  Royal  Court 
Orchestra,  Scots  Guards  and  Foden's  Prize 
Brass  Band. 

The  Music  Trades  Convention 
At  Bu.xton,  on  May  22,  delegates  will  fore- 
gather to  take  part  in  what  it  is  hoped  to  re- 
cord as  the  biggest  music  convention  ever  held 
in  this  country.  Though  not  yet  quite  com- 
plete, the  business  program  makes  interesting 
reading.  Among  subjects  decided  upon  for  dis- 
cussion I  observe  "The  music  trades  and  wire- 
less," "The  music  trades'  school  and  its  possi- 
bilities of  service  to  the  industry,"  "An  ex- 
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You  spend youi  mon  ey,      On  some  s-^eet  hon-ey.      You  have  a  Von-der-Ful  h'me 


Some  Advice  in  Fo;c  Trot  Time  ♦ 


"  You  can  t ^ronj 
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change  scheme  for  obsolete  and  unsalable  gram- 
ophone records."  Sectional  meetings  of  the  va- 
rious associations  affiliated  with  the  Federation 
will  be  held  for  the  purpose  of  dealing  with  in- 
dividual problems  and,  of  course,  the  agenda 
Ijrovides  for  a  general  conference  to  discuss 
hire  purchase  and  other  subjects  generic  to  all 
sections  of  the  industry. 

The  social  side  of  the  convention  has  re- 
ceived liberal  treatment — a  banquet,  motor 
coach  trips,  fancy  dress  ball,  a  masked  ball, 
golf,  bowls,  tennis,  billiards  and  other  tourna- 
ments! The  convention  policy  is  business  dur- 
ing the  mornings,  pleasure  afterwards.  Fine 
weather  only  is  now  required  to  make  the  con- 
vention a  complete  success. 

A  Selection  of  Latest  Zonophone  Records 

A  number  of  new  Zonophone  discs  to  hand 
suggest  a  close  study  of  market  requirements. 
The  variety  of  titles  covering  a  wide  taste'  in 
vocal  and  instrumental  music,  including  dance 
numbers,  will  put  dealers  in  the  happy  position 
of  satisfying  any  and  every  demand.  The  Gros- 
venor  Dance  Orchestra  contributes  a  couple  of 
pleasing  fox-trots  on  record  No.  2323 — "Dear 
Dream  Rose  of  Mine"  and  "Somebody  Soon." 
On  record  No.  2317  is  another  fox-trot,  "Shadow 
Man,"  by  Max  Darewski  (pianist)  and  Stroud 
Haxton  (violinist),  with  effects,  coupled  with 
that  popular  waltz,  "Three  O'Clock  in  the  Morn- 
ing," by  the  same  unique  combination  of  talent. 
Charles  Green,  with  his  xylophone  and  orches- 
tral accompaniment,  makes  a  strikingly  success- 
ful record,  No.  2320,  of  a  couple  of  attractive 
numbers,  "El  Sabo"  (tango)  and  "Opium 
Smoke."  "When  the  Sun  Goes  Down"  and  "On 
the  Banks  of  the  Nile,"  both  composed,  sung 
and  accompanied  (piano)  by  Melville  Gideon 
on  record  No.  2322,  being  of  a  ragtime  style, 
will  please  those  v/ho  favor  this  class  of  music. 
Selections  one  and  two  of  "The  Beggar's  Op- 
era," on  record  No.  2312,  constitute  a  fine  ex- 
ample of  recording  by  the  famous  St.  Hilda  Col- 
liery Band;  record  No.  2313  bears  an  excellent 
duet,  "The  Outpost's  Vigil,"  by  Messrs.  Pike 
and  Dawson,  and  "My  Beloved  Queen,"  by  Pete 
Dawson.    A  most  pleasing  record. 

Wireless  Talks  on  Music 

By  an  arrangement  made  with  the  British 
Broadcasting  Co.,  the  company's  nightly  wire- 
less concerts  w*ill  include,  once  a  week,  a  chat 
on  music  by  the  Federation  of  British  Music 
Industries'  Director  of  Education,  Major  J.  T. 
Bavin.  These  talks  are  to  be  educational  solely 
and,  in  view  of  the  great  audienqe  they  will 

Hornless,  Table  Grand,  Upright 
and  Horizontal  Cabinet  Grands 

Actual  Manufacturers  Export  a  specialty 

REX  GRAMOPHONE  COMPANY 

59  Chiswell  Street,  LONDON,  E.  C,  England 

Cable' Address  "Lyrecodisc,  London" 


have,  they  cannot  fail  to  be  of  advantage  to  the 
Federation's  work  of  expanding  the  musical 
public.  As  is  well  known,  the  expansion  of  the 
musical  public  is  followed  automatically  by  a 
public  demand  not  only  for  more  music,  but  for 
more  instrtmients  of  music.  In  this  case,  too, 
the  Federation  will  be  in  direct  touch  with  an 
enormous  public,  to  whose  notice  will  be 
brought  regularly  the  work  of  the  Federation. 
In  all  these  regards  this  development  of  the 
Federation's  work  is  one  which  promises  great 
results.  The  first  of  the  wireless  chats  on 
music  was  given  on  March  27  and  will  continue. 
Miscellaneous  News  Items 
A  declaration  of  a  20  per  cent  dividend  by 
the  Deutsche  Gramophone  Co.  is  expected  on 
the  1922  fiscal  yeai's  trading,  vide  German  trade 
press. 

A  series  of  records  covering  complete  tuition 
of  the  Morse  code,  issued  by  the  Winner  Rec- 
ord Co.,  is  in  much  demand  from  listencrs-in. 


It  is  quite  an  interesting  pastime  thus  to  be  in 
a  position  to  read  accurately  the  messages  of 
air  liners,  ships  and  from  land  stations. 

Further  messages  relating  to  the  l.cipsic 
messe  indicate  that  trade  was  seriously  a.fTected 
by  the  political  situation.  Increased  prices 
evoked  the  opinion  from  several  visitors  that, 
in  future,  it  would  pay  them  to  visit  the  London 
British  Industries  Fair,  rather  than  Leipsic! 

At  the  recent  Lyons  Fair  general  trade  was 
rather  more  representative  than  formerly.  Quite 
a  respectable  show  of  musical  exhibits  attracted 
attention  and,  of  the  few  foreign  exhibitors, 
Messrs.  Thorens,  of  Switzerland,  created  inter- 
est in  a  goodly  display  of  motors  and  parts. 

At  a  recent  meeting  of  British  Industries  Fair 
Exhibitors  at  the  offices  of  the  Federation  of 
British  Music  Industries  it  was  resolved  that  the 
Federation  make  application  for  the  whole  of 
the  Hall  (for  the  1924  fair),  only  partially  occu- 
IMcd  in  1923. 
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Established  1876      The  Oldest  and  Largest  in  Its  Field. 


YOU  handle  or  are  thinking  of  handling  other 
products,  in  addition  to  talking  machines  and 
records— you  need  THE  MUSIC  TRADE 
REVIEW,  which  is  the  most  authoritative  and  informa- 
tive business  paper  at  your  command,  covering  every 
branch  of  the  music  industry — pianos,  players,  repro- 
ducers, organs,  automatics,  band  instruments,  musical 
merchandise,  small  goods,  sheet  music,  talking  ma- 
chines, etc.,  etc. 

Forty  to  fifty  feature  articles,  shov\ing  how  the  other 
fellow  is  increasing  his  profits,  appear  each  month 
in  THE  REVIEW— That's  why  it  is  the  most  profit- 
able weekly  paper  in  the  field  for  you  to  read  and 
why  it  will  assuredly  help  you  increase  your  profits. 

$2  Brings  You  52  Issues  of  The  Review. 
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Washington,  D.  C,  May  8. — Phonograph. 
I'liilip  H.  Behrens,  San  Diego,  Cal.,  assignor  of 
one-half  to  Frank  E.  Jones,  same  place.  Patent 
No.  1,446,539. 

This  invention  relates  to  sound  reproducing 
machines  usually  known  as  phonographs  and 
the  objects  of  the  invention  are:  First,  to  pro- 
vide a  phonograph  wherein  a  plurality  of  rec- 
ords may  be  automatically  played,  one  after  ilie 
other,  in  consecutive  order  or  some  of  them 
skipped  by  a  predetermined  manual  setting  of 
the  mechanism;  second,  to  provide  a  phonograph 
of  this  class  of  new  and  novel  construction; 
third,  to  provide  a  phonograph  with  new  and 
novel  form  of  record;  fourth,  to  provide  a  pho- 
nograph of  this  class  which  will  play  a  plurality 
of  records  in  consecutive  order  automatically, 
of  new  and  novel  type  record  or  an  ordinary 
disk  record  with  but  slight  changes  in  arrange- 
ment of  parts;  fifth,  to  provide  a  phonograph  of 
this  class  in  which  any  of  the  records  may  be 
skipped  although  positioned  in  consecutive  or- 
der for  playing  by  the  manual  operation  of  a 
portion  of  the  mechanism;  sixth,  to  provide  a 
phonograph  of  this  class  in  which  a  few  or  a 
large  number  of  records  may  be  played  one  aft- 
er the  other  automatically  in  consecutive  order 
or  alternately  or  skipped  if  it  is  desired  as  pre- 
determined; seventh,  to  provide  a  phonograph 
of  this  class  with  a  new  and  novelly  constructed 
tone  arm  and  horn;  eighth,  to  provide  a  pho- 
"nograph  of  this  class  with  novel  operating 
mechanism;  ninth,  to  provide  a  phonograph  of 
this  class  in  which  the  tone  arm  and  horn  move 
automatically  together  from  one  record  to  the 
other  and  automatically  return  from  one  side 
of  the  machine  to  the  other;  tenth,  to  provide  a 
phonograph  of  this  class  with  novel  control 
mechanism  and,  eleventh,  to  provide  a  phono- 
graph of  this  class  which  is  very  simple  and 
economical  of  construction,  durable,  easy  to 
operate,  automatic  in  its  action  throughout  and 
which  will  not  readily  deteriorate  or  get  out  of 
order. 

Figure  1  is  a  partial  end  elevational  and  trans- 
verse sectional  view  of  the  phonograph  in  one 
form;  Fig.  2  is  a  sectional  view  through  2 — 2 
of  Fig.  1;  Fig.  3  is  a  sectional  view  through 
3 — 3  of  Fig.  1;  Fig.  4  is  a  top  or  plan  view  of 
the  phonograph  in  the  same  form  as  Fig.  1, 
showing  portions  broken  away  and  in  section  to 
facilitate  the  illustration;  Fig.  5  is  a  fragmentary 
sectional  view  through  5 — 5  of  Fig.  3;  Fig.  6  is  a 
similar  view  through  6 — 6  of  Fig.  3;  Fig.  7  is  a 
sectional  view  through  7 — 7  of  Fig.  6;  Fig.  8  is  a 
sectional  view  through  8 — 8  of  Fig.  1  on  an  en- 
larged scale;  Fig.  9  is  a  sectional  view  through 


9 — 9  of  Fig.  3  on  an  enlarged  scale;  Fig.  10  is 
a  fragmentary  perspective  view  showing  the 
shaft  with  one  of  the  drum  records  positioned 
thereon;  Fig.  11  is  a  partial  sectional  and  eleva- 
tional view  of  the  phonograph  in  a  slightly  mod- 
ified form  from  that  disclosed  in  Figs.  1  to  10 
inclusive  of  the  drawings  and  showing  a  struc- 
ture wherein  an  ordinary  disk  record  may  be 
played  on  the  same  machine  by  the  substitution 
of  a  certain  member  in  the  machine  shown  in 
the  drawings  Figs.  1  to  10  inclusive;  Fig.  12  is 
a  fragmentary  detailed  plan  view  of  the  tone 
arm  structure  as  modified  for  use  where  the  disk 
record  is  jilayed  in  connection;  Fig.  13  is  a  sec- 
tional view  through  13 — 13  of  Fig.  11;  Fig.  14 
is  a  partial  sectional  and  elevational  view  of  an- 
other modified  form  to  that  of  the  other  views 


of  the  drawings  in  which  a  plurality  of  conven- 
tional disk  records  instead  of  special  records 
may  be  played  and  played  in  consecutive  order 
oi-  alternately  or  skipped  as  desired  and  in  which 
the  shifting  mechanism  may  be  substituted  so 
that  either  may  be  used;  Fig.  15  is  a  fragmen- 
tary sectional  view  through  15 — 15  of  Fig.  14; 
Fig.  16  is  a  fragmentary  sectional  view  through 
16 — 16  of  Fig.  14;  Fig.  17  is  a  top  view  from 
the  line  17 — 17  of  Fig.  16;  Fig.  18  is  a  frag- 
mentary sectional  view  through  18 — 18  of  Fig. 
14;  Fig.  19  is  a  similar  view  through  19 — 19  of 
Fig.  14  and  Fig.  20  is  a  top  view  from  the  lines 
20—20  of  Fig.  19. 

Tone  Arm  for  Talking  Machines.  Edwin  O. 
Klemm,  Dayton,  O.,  assignor  to  the  Klemm 
Mfg.  Co.,  Fenton,  Mich.    Patent  No.  1,446,566. 

This  invention  comprises  a  special  form  of 
connection  between  the  tone  arm  and  its  sup- 
porting base,  permitting  the  movements  as  re- 
cjuired,  as  above  stated,  but  simplifying  the  con- 
struction materially,  and  avoiding  the  use  of 
parts  which  in  any  way  project  into  or  interrupt 
the  sound  passage  through  the  tone  arm.  In 
substance,  there  is  provided  a  simple  hinge 
member  applied  to  the  base,  equipped  with  a 
hinged  leaf  or  plate,  and  rotatively  attached  to 
Uie  supporting  end  of  the  tone  arm,  the  hinged 
leaf  permitting"  the  necessary  vertical  movement 


of  the  tone  arm  and  the  rotative  connection  per- 
mitting the  desired  horizontal  turning  movement 
of  said  tone  arm. 

Figure  1  is  a  fragmentary  side,  view  of  the 
base  upon  which  a  turntable  is  mounted,  repro- 
ducer and  tone  arm  parts,  and  the  improved 
connection  between  the  tone  arm  and  the  base, 
said  connection  being  partially  shown  in  section. 
Fig.  2  is  a  rear  elevation  showing  the  essential 
parts  of  the  invention  illustrated  in  Fig.  1.  Fig. 
3  is  a  view  somewhat  similar  to  Fig.  1,  omit- 
ting the  base,  and  showing  a  modified  construc- 
tion utilizing  the  same  principle  as  that  involved 
in  the  figures  above  described.  Fig.  4  illustrates 
by  a  perspective  view  still  another  form  of  hing- 
ing connection,  alone,  very  similar  to  that  illus- 
trated in  Figs.  1  and  2. 

Talking  Machine  Attachment.  John  E.  Chris- 
tensen,  Chicago,  111.    Patent  No.  1,447,923. 

This  invention  relates  to  talking  machines  em- 
ploying disk  records,  and  its  object  is  to  pro- 
vide a  simple  and  efficient  device  for  facilitat- 


ing  removal  of  the  record  from  the  turntable 
of  the  machine. 

In  the  drawing  Figure  1  is  a  plan  view  show- 
ing the  application  of  the  invention  and  Fig.  2 
is  a  cross  section  on  the  line  2 — 2  of  Fig.  1. 

Talking  Machine.  Bagster  R.  Seabrook,  Mish- 
awaka,  Ind.,  assignor  to  Lyradion  Mfg.  Co., 
same  place.    Patent  No.  1,447,187. 

The  invention  relates  to  improvements  in 
talking  machines  and  the  principal  object  of  the 


invention  is  to  construct  a  talking  machine  hav- 
ing the  sound  box  tube  mounted  entirely  inde- 
pendent of  the  horn,  thereby  providing  an  air 
opening  at  the  receiving  end  of  the  horn  and  to 
arrange  such  that  air  can  be  admitted  to  the 
horn  either  by  forced  draft  or  otherwise  through 
the  opening  provided.  A  further  object  is  to 
construct  the  neck  of  the  horn  in  a  special  man- 
ner and  to  supply  a  supporting  post  for  the 
horn  at  the  neck  to  reinforce  and  s-trengthen  the 
same. 

Figure  1  represents  a  vertical  sectional  view 
centrally  through  a  cabinet  form  of  talking  ma- 


chine  with  the  invention  installed.  Fig.  2  rep- 
resents an  enlarged  vertical  sectional  view 
through  the  horn  chamber,  the  section  being 
taken  in  the  plane  denoted  by  the  line  X — X' 
Fig.  1  and  looking  towards  the  bracket.  Fig.  3 
represents  an  enlarged  horizontal  sectional  view 
through  the  tube,  the  section  being  taken  at 
Y — Y'  Fig.  1.  Fig.  4  represents  a  vertical  sec- 
tional view  through  the  neck  of  the  horn  and  ad- 
jacent parts,  the  section  passing  centrally  and 
longitudinally  of  the  horn.  Fig.  5  represents  an 
enlarged  horizontal  sectional  view  through  the 
upper  end  of  the  neck  of  the  horn.  Fig.  6  rep- 
resents an  enlarged  sectional  view  through  the 
horn,  the  section  being  taken  at  Z — Z'  Fig.  4. 

Sound  Box.  Bagster  R.  Seabrook,  Mishawaka, 
Ind.,  assignor  to  the  Lyradion  Mfg.  Co.,  same 
place.    Patent  No.  1,447,186. 

The  invention  relates  to  improvements  in 
sound  boxes  as  used  on  talking  and  similar  ma- 
chines and  the  principal  object  of  the  invention 
is  to  provide  a  non-sound  absorbing  sound  box 
which  will  deliver  the  sound  waves  to  the  cus- 
tomary tone  arm  with  great  intensity  and  will 
not  act  to  absorb  a  considerable  proportion  of 


the  sound  as  occurs  in  the  present  sound  boxes. 
A  further  object  of  the  invention  is  to  improve 
the  suspension  of  the  stylus  bar. 

Figure  1  represents  a  front  view  of  the  sound 
box.  Fig.  2  represents  a  vertical  sectional  view 
centrally  through  the  same.  Fig.  3  represents 
a  horizontal  sectional  view  at  X — X'  Fig.  1. 

Phonograph  or  the  Like.  Louis  S.  Kurtzmann, 
Bufifalo,  N.  Y.,  assignor  to  the  Kurtzmann  Pho- 
nograph Co.,  Inc.,  same  place.  Patent  No.  1,- 
447,215. 

This  invention  relates  to  phonographs  or  anal- 
ogous devices  of  the  kind  in  which  sound  is 
produced  by  means  of  a  needle  or  stylus  and  re- 
producing mechanism,  co-operating  with  a 
groove  on  a  record. 

It  is  well  known  that  the  material  used  in 
the  construction  of  musical  instruments  has  an 
important  bearing  upon  the  sounds  produced 
and  in  the  construction  of  phonographs  a  great 
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improvement  has  been  found  in  the  quality  of 
the  tone  produced,  when  the  supporting  base  of 
the  instrument  and  the  turntable  or  other  sup- 
port for  the  record  are  made  of  certain  mate- 
rials. The  inventor  has  found  that  the  use  of 
glass  in  a  phonograph,  for  example  the  use  of  a 
glass  base  on  which  the  driving  and  controlling 
mechanism  is  mounted,  or  a  glass  turntable  or 
support  for  the  record,  not  only  produces  a 
clearer  and  better  reproduction  of  the  record, 
but  also  greatly  reduces  the  surface  noise  or 
scratching  sounds  usually  produced  in  instru- 
ments of  this  kind. 

The  objects  of  this  invention  are  to  produce  a 
phonograph  of  this  kind  in  which  certain  parts 


of  the  instrument  are  made  of  glass  or  the  like 
to  effect  a  better  reproduction  of  the  sound. 

In  the  accompanying  drawings  Figure  1  is  a 
front  elevation  of  a  phonograph  or  analogous 
device  embodying  the  invention.  Fig.  2  is  a  top 
plan  view  thereof.  Fig.  3  is  a  fragmentary  cen- 
tral sectional  elevation  thereof. 

Sound  Clarifier.  Correl  W.  Johnson,  New 
York.    Patent  No.  1,447,855. 

The  invention  relates  to  sound  clarifiers  for 
sound  producing  or  reproducing  instruments 
such  as  shown  and  described  in  the  Letters  Pat- 
ent of  the  United  States,  No.  1,240,050,  granted 
on  September  11,  1917.  The  object  is  to  provide 
a  new  and  improved  sound  clarifier  more  espe- 
cially designed  for  use  in  the  amplifying  cham- 
ber of  a  phonograph  and  arranged  to  eliminate 
dead  air  spaces  and  to  insure  a  circulation  of 
live  air  throughout  the  length  of  the  amplifying 
chamber  to  induce  clarification  of  the  sounds 
and  to  avoid  muffling  of  the  same. 

Another  object  is  to  prevent  the  formation 
of  counter  currents,  eddies  and  other  interfer- 


ing  motions  within  the  amplifying  chamber,  thus 
insuring  the  production  of  a  strengthened,  am- 
plified, tensified  and  clarified  tone  and  eliminat- 
ing flat  or  inharmonious  sounds. 

Figure  1  is  a  sectional  side  elevation  of  the 
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improved  sound  clarifier  as  applied  to  a  phono- 
graph of  usual  construction;  Fig.  2  is  an  en- 
larged sectional  side  elevation  of  the  improved 
sound  clarifier  on  the  line  2 — 2  of  Fig.  3;  Fig. 
3  is  a  sectional  front  view  of  the  same  on  the 
line  3 — 3  of  Fig.  2;  Fig.  4  is  a  rear  end  view 
of  the  sound  clarifier  looking  in  the  direction 
of  the  arrows  on  the  line  4 — 4  of  Fig.  2;  Fig. 
5  is  an  enlarged  sectional  side  elevation  of  a 
modified  form  of  the  sound  clarifier;  Fig.  6  is  a 
sectional  front  elevation  of  the  same  on  the  line 
6 — 6  of  Fig.  S;  and  Fig.  7  is  a  rear  end  elevation 
of  the  same. 

Phonographic  Sound  Box.  Walter  Scott, 
Sheridan,  Wyo.    Patent  No.  1,448,090. 

This  invention  relates  to  sound  boxes  for 
phonographs,  telephones  and  like  instruments, 
and  particularly  to  means  for  reinforcing  and 
modifying  the  sound  transmitted  from  the  sound 
box  to  the  amplifier. 

The  general  object  of  the  invention  is  to  pro- 
vide a  sound  box  whether  for  phonographs  or 
telephones  having  adjacent  the  diaphragm  a 
plurality  of  stretched  coiled  springs  extending 
transversely  across  the  space  behind  the  dia- 
phragm, the  sound  waves  acting  to  vibrate  these 
springs  and  being  reinforced  by  the  vibrations 
of  the  springs. 

Figure  1  is  a  front  elevation  of  a  sound  bo.x 
constructed  in  accordance'  with  the  invention; 
Fig.  2  is  a  like  view  to  Fig.  1,  but  with  the  dia- 


phragms  broken  away  and  the  bar  19  broken 
away;  Fig.  3  is  a  section  on  the  line  3 — 3  of 
Fig.  1;  Fig.  4  is  a  plan  view  of  the  spring  sup- 
porting ring;  Fig.  5  is  a  fragmentary  sectional 
view  of  the  spring  supporting  ring;  Figs.  6  and 
7  are  face  views  of  the  two  diaphragms. 

Sound  Box.  Charles  S.  Spitzer  and  John 
Gloub,  Chicago,  111.    Patent.  No.  1,452,319. 

This  invention  relates  to  sound  boxes.  The 
object  of  the  invention  is  to  provide  a  sound 
box  by  which  sound  will  be  reproduced  in  an 
improved  manner. 

In  the  drawings:  Figure  1  is  a  side  elevation 
of  an  instrument  embodying  the  invention. 
Fig.  2  is  a  section  taken  on  line  2--2  of  Fig.  1. 


Fig.  3  is  a  section  taken  on  line  3 — 3  of  Fig.  1. 
Fig.  4  is  a  detail  of  the  case  showing  the  sound 
conduit  therein. 

Tone  Arm  Suppori:.  Lorenz  R.  Wolf,  Los 
Angeles,  Cal.    Patent  No.  1,453,613. 

This  invention  relates  to  phonographs  and 
more  particularly  to  a  tone  arm  support  for  the 
same.  Phonographs  as  at  present  manufactured 
are  provided  with  a  reproducer  carried  at  the 
forward  end  of  a  hollow  arm  which  is  uni- 
versally pivoted  to  a  tone  arm  bracket  mounted 
in  the  tone  chamber  of  a  phonograph. 

In  some  instruments  it  is  the  practice  to 
support  the  entire  weight  of  the  tone  arm  and 
reproducer  on  the  playing  point  of  the  needle 
that  rests  on  the  record  during  the  playing  of 
the  record.  This  is  injurious  to  the  record,  the 
needle  and  quality  of  tone  produced. 

Some  manufacturers  of  phonographs  recog- 
nized this  injurious  effect  and  have  tried  to 
overcome  its  effect  by  shortening  the  pivoted 
length  of  the  tone  arm.    This  construction  was 


also  faulty  inasmuch  as  the  combined  weight  of 
the  reproducer  and  that  part  of  the  tone  arm 
in  front  of  the  pivot  point  carrying  the  repro- 
ducer is  too  heavy. 

In  a  tone  arm  support  produced  according 
to  the  invention  as  much  weight  as  desired  can 
be  brought  to  bear  upon  the  record  at  the  point 
of  reproduction,  which  is  where  the  needle  is 
in  contact  with  the  record  groove. 

In  records  of  the  type  in  which  the  sound  im- 
pressions are  recorded  in  the  side  of  the  groove 
it  is  only  necessary  to  apply  enough  weight  at 
the  point  of  reproduction  to  make  the  needle 
follow  the  groove.  It  has  been  found  that  by 
the  use  of  the  tone  arm  support,  herein  illus- 
trated, the  weight  can  be  adjusted  at  the  point 
of  production  to  such  a  degree  that  all  scratchy 
noises  heretofore  produced,  especially  by  rec- 
ords containing  grit,  are  greatly  eliminated. 

In  the  reproduction  of  records  that  have  be- 
come warped  by  the  action  of  heat  and  time 
the  rise  and  fall  of  the  undulations  are  fol- 
lowed perfectly  by  a  tone  arm  provided  with 


said  support,  and  no  apparent  difference  in  re- 
production from  that  produced  by  a  flat  record 
is  noticed. 

One  of  the  principal  objects  of  the  invention 
is  to  produce  a  tone  arm  support  which  can  be 
adjusted  to  carry  the  weight  of  the  tone  arm. 
and  reproducer  and  one  that  will  have  the  re- 
quired degree  of  resiliency  to  follow  the  un- 
dulating or  uneven  surfaces  of  a  phonograph 
record. 

Figure  1  is  a  side  elevation  of  a  phonograph 
tone  arm  provided  with  the  support.  Fig.  2 
is  a  top  plan  view  of  the  tone  arm  support 
shown  attached  to  the  tone  arm  mounting.  Fig. 
3  is  a  section  on  line  3 — 3  of  Fig.  2.  Fig.  4  is 
a  section  on  line  4 — 4  of  Fig.  2.  Fig.  5  is  a  sec- 
tion of  the  adjusting  nut  on  line  5 — 5  of  Fig.  2. 
Fig.  6  is  a  face  view  of  the  tone  arm  supporting 
yoke.  Fig.  7  is  a  vertical  sectional  view  of  the 
supporting  post  for  the  tone  arm  and  related 
parts. 

Sound  Box.  Elmer  Fletcher,  Chicago,  III., 
assignor  to  the  Fletcher-Wicks  Co.,  same  place. 
Patent  No.  1,452,498. 

The  invention  relates  to  sound  boxes  for 
phonographs  or  recorders.  One  object  of  the 
invention  is  to  provide  an  improved  sound  box 
in  which  provision  is  made  for  deflecting  the 
sound  between  the  diaphragm  and  the  tone 
arm,  so  that  the  sound  will  be  diffused  and 
amplified  and  also  mellowed  to  eliminate  sharp 
metallic  noises  or  sounds. 

Another  object  of  the  invention  is  to  pro- 
vide an  improved  construction  by  which  the 
wall  of  the  sound  bo.x  will  be  rendered  more 


rigid  than  it  is  in  boxes  of  usual  construction. 

In  the  drawings:  Figure  1  is  a  side  elevation 
of  a  phonograph  embodying  the  invention. 
Fig,  2  is  a  section  taken  on  line  2 — 2  of  Fig.  1. 
Fig.  3  is  a  detail  section  through  the  sound  bo-\ 
taken  on  line  3 — 3  of  Fig.  2. 


Plans  are  being  considered  by  the  music  deal- 
ers of  Norfolk,  Va.,  for  the  formation  of  an 
association  next  Fall,  according  to  statements  of 
several  prominent  dealers  who  are  vigorously 
furthering  the  movement. 


174 


THE   TALKING   MACHINE  WORLD 


May  15,  1923 


June,  1923 


VICTOR  TALKING  MACHINE  CO. 


POPULAR  SONGS 

19047  Dearest   (You're  the  Nearest  to  My  Heart) 

Georgie  Price 

Morning  Will  Come  Georgie  Price 

19048  You  Said  Something  When  You  Said  Dixie, 

Billy  JIurray-Ed  Smalle  with  the  Virginians 
Seven  or  Eleven  Billy  Murray-Ed  Smalle 

19050  The  Music  Lesson  The  Duncan  Sisters 

Baby  Sister  Blues  The  Duncan  Sisters 

19053  Out  Where  the  Blue  Begins  John  Steel 

Mother's  Love   Elliott  Shaw 

DANCE  RECORDS 

19054  April  Smiles — Waltz  The  Troubadours 

Zenda — Waltz   The  Troubadours 

19043  By   the    Shalimar— Fox-trot, 

Paul  Whiteman  and  His  Orchestra 
Sweet  One — Fox-trot  or  Shimmy  One-step. 

Paul  Whiteman  and  His  Orchestra 

19045  Rosalie — Fox-trot, 

The    Great    White    Way  Orchestra 
Loose   Feet — Fox-trot, 

The  Benson  Orchestra  of  Chicago 

19046  New  Hampshire — Fox-trot, 

Zez  Confrey  and  His  Orchestra 
Marcheta — Medley  Fox-trot, 

The   Great   White   Way  Orchestra 

19049  You  Tell  Her — I  Stutter — Fox-trot, 

Original  Pennsylvania  Serenaders 
That   Red   Head   Gal— Fox-trot.  .The  Collegians 

19051  I  Want  a  Pretty  Girl — Fox-trot, 

Brooke  Johns  and  His  Orchestra 
Don't  Cry,  Swanee — Fox-trot, 

Brooke  Johns  and  His  Orchestra 

19052  Who's  Sorry  Now? — Fox-trot.  ...  Memphis  Five 
Snake's  Hips — Fox-trot....,  Memphis  Five 

19055  Liza — Fox-trot.  .Zez  Confrey  and  His  Orchestra 
Down    Among    the    Sleepy    Hills    of  Ten-Ten- 
Tennessee — Fox-trot, 

The    Great    White    Way  Orchestra 
VOCAL  AND  INSTRUMENTAL  RECORDS 

45348  A  Kiss  in  the  Dark  Olive  Kline 

The  Man  in  the  Moon  Lucy  Isabelle  Marsh 

45349  O   Dry   Those   Tears  Elsie  Baker 

Song  of  the  Soul  Elsie  Baker 

35724  Sakuntala — Overture — Part  I, 

Victor   Symphony  Orchestra 
Sakuntala — Overture — Part  II, 

Victor    Symphony  Orchestra 

19056  Nobles  of  the  Mystic   Shrine — March, 

Sousa's  Band 

The  Dauntless  Battalion — March ..  Sousa's  Band 
RED  .SEAL  RECORDS 
Frances  Alda,  Sofrano 

66140  If    Winter    Comes  Arkell-Tennent 

MiscHA  Elman,  Violinist 
(Piano  Accompaniment  by  Josef  Bonime) 

66144  The    Blue    Lagoon  Millocker-Winternitz 

Emilio  de  Gogorza,  Baritone — In  Sf'anish 
66135  (1)    La   Boca   de   Pepita    (Pepita's   Lips)  (2) 

Bolero   Flonzaley  Quartet 

74801  Quartet  in  C  Minor — Scherzo  (2nd  Movement), 

Beethoven 
Beniamino  Gigli,  Tenor — In  Italian 
74804  Africana— Oh  Paradiso!  (Oh,  Paradisel), 

Meyerbeer 

Louise  Homer,  Contralto 

87359  The   Lane   to   Ballybree  Edelman-Speaks 

JosE  Mardones,  Bass — In  Italian 

74808  I    Vespri    Siciliani — O    tu    Palermo!  (Sicilian 

Vespers — Oh,   Thou   Palermo)  Verdi 

Giovanni  Mahtinelli,  Tenor — In  Italian 

74809  Fascisti  Hymn  (Inno  dei  Fascisti), 

Manni-Gasteldo 
Sergei  Rachmaninoff,  Pi^inist 

74807  Polichinelle    (Punchinellp)  Rachmaninoff 

Titta  Ruffo,  Baritone — In  Italian 

87360  Falstaff— Quand'  ero  paggio  (When  I  Was  Page), 

Verdi 

Reinald  Werrenrath,  Baritone 

66145  Heaven  at  the  End  of  the  Road, 

Johnston- Osgood 


COLUMBIA  QRAPHOPHONE  CO. 


S0799 
79835 
A385; 


SYMPHONY  RECORDS 
God  Touched  the  Rose  (Brown) — Tenor  Solo, 

Tandy  Mackenzie 
Ariitra's   Dance,    from    "Peer   Gynt"    (Grieg)  — 

Violin   Solo  Toscha  Seidel 

The   Temple    Bells    ( Woodlorde-Finden) — Bari- 
tone solo   Louis  Graveure 

Less  Than  the  Dust  (Woodforde-Finden) — Bari- 
tone solo   Louis  Graveure 

A3S46  Serenade    (Schubert) — Soprano  solo, 

Margaret  Romaine 
Voices  of  the  Woods   (Melody  in  F)  (Rubin- 
stein)— Soprano  solo    ....Margaret  Romaine 
.■\3845  Forsaken    (Koschat-Winternitz) — Violin  solo, 

Eddy  Brown 
Adoration    (Borowski) — Violin  solo, 

Eddy  Brown 
A3864  Snake's   Hips    (^\'iIliams) — Fox-trot, 

The  Georgians 

Farewell     Blues      (Rappolo-Mares-Schoebe!) — 

Fox-trot   The  Georgians 

A3861  Who's  Sorry  Now?   (Snyder) — Fox-trot, 

The   Happy  Six 
Sweet  One   (Jolson-Silvers) — Fox-trot, 

The   Happy  Six 

A3860  Bambalina — Intro.     "\\'ildflower,"    from  "The 
Wildflower"      ( Youmans-Stothart) — Fox-trot, 
Ray  Miller  and  His  Orchestra 
Argentine — Intro.    "\\'ay   Down    South,"  from 
"Caroline''    (Kunnekc-Goodman)  (Goodman) 

Fox-trot  Rav  Miller  and  His  Orchestra 

A385S  By  the  Shalimar  (Magine-Delbridge) — Fox-trot, 
Paul    S]jecht   and   His  Orchestra 
In   a   Caravan    (Williams) — Fox-trot, 

Paul  Specht  and  His  Orchestra 
A3863  La  Mome  Tango  (Dolnire) — Tango  Fox-trot, 

Paul  Specht  and  His  Orchestra 
Spanish  Moon  (Johnson  and  Robison)  — 
"Tango  Fo.x-trot, 

Paul  Specht  and  His  Orchestra 
A3S39  Wonderful   One    (Whiteman-Grofe) — Waltz, 

Columbia  Dance  Orchestra 
Reil  Moon  (Martini-Kortlander) — Waltz, 

Columbia  Dance  Orchestra 
You    Belong    to    Somebody  Else 

(.Monaco)   Nora  liayes,  Comedienne 

Dearest    (You're    the    Nearest   to    My  Heart) 
(Akst)   Nora  Bayes,  Comedienne 


A3844  Down   Hearted   Blues  (Austin-Hunter), 

Bessie   Smith,  Comedienne 
Gulf   Coast  Blues  (Williams), 

Bessie   Smith,  Comedienne 
A3S47  Mother  in  Ireland  (Grif&n-Kahn-Lyman) — Tenor 

solo   William  A.  Kennedy 

Just  a  Bit  of  Irish  Lace  (L.  and  A.  Solman) 

— Tenor  solo   William  A.  Kennedy 

A3856  The  Old  Time  Religion — Baritone  solo. 

Homer  A.  Rodeheaver 
Standin'  in  the  Need  of  Prayer — Baritone  solo. 
Homer  A.  Rodeheaver 
A3851  Train    Time    at    Pumpkin    Center    (Stewart)  — 
Descriptive, 

Cal   Stewart   and   American  Quartet 
Uncle  Josh  in  a  Department  Store  (Stewart), 

Cal  Stewart,  Comedian 
A3S4S  Southern  Medley — Part  I — Intro.  "  'Way  Down 
Yonder  in  the  Cornfield";  "Kentucky  Babe"; 
"Hard  Times  Come  Again  No  More"; 
"Little  Alabama  Coon" — Banjo  acc.  by 
Harry  Reser.  ..  Shannon  Four,  Male  Quartet 
Southern  Medley — Part  II — Intro.  "Carry  Me 
Back  to  Old  Virginny";  "Old  Black  Joe"; 
"Oh,  Susanna";  "Swanee  River";  "In  My 
Old  Kentucky  Home'';  "Dixie" — Banjo  acc. 
by   Harry  Reser, 

Shannon   Four,    Male  Quartet 
A3849  The  Red-Haired  Boy— Intro.  "The  Lady  on  the 
Island" — Accordion,  guitar  and  banjo — Med- 
ley of  Irish  Reels  Flanagan  Brothers 

Medley  of  Flighland  Flings — Accordion,  guitar 

and  banjo   Flanagan  Brothers 

MID-MONTH  LIST 
DANCE  MUSIC 
A3S57  You've  Got  to  See  Mamma  Ev'ry  Night  (Rose- 
Conrad) — Fo.x-trot   The  Georgians 

You  Tell  Her — I  Stutter  (Friend) — Fox-trot, 

The  Georgians 

A3850  You    Know    You    Belong    to    Somebody  Else 
(Monaco) — Fox-trot. .  .'The    Lanin  Orchestra 
Crying  for  You   (Miller-Cohn) — Fox-trot, 

The   Lanin  Orchestra 
A3S53  After  Every  Party   (Freed-Burtnett) — Waltz, 

The  Columbians 
Apple  Sauce  (Lyman-Arnheim-Freed) — Fox-trot 

The  Columbians 
POPULAR  SONGS 
12      A3S54  Coal  Black  Mammy  (St.  Helier) 

Al  Jolson,  Comedian 

Lindy   Lady  (Wenrich), 

Shannon   Four,  Male  Quartet 
A3855  The  World  Is  Waiting  for  the  Sunrise  (Seitz) 

— Tenor  solo   Charles  Hart 

Out   Where   the   Blue   Begins    (Grant) — Tenor 
solo   Charles  Hart 
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50030 


15048 


15049 


35004 


5186 


2414 


BRUNSWICK  RECORDS 


Elisir  d'Amore — Una  furtiva  lagrima  (A  Fur- 
tive Tear)  (Act  II)  (Donizetti)— Tenor  With 
Orch. — In  Italian   Mario  Chamlee 

Faust — Salut,  deraeure  (All  Hail,  Thou  Dwell- 
ing Lowly)  (Act  III)  (Gounod) — Tenor  With 
Orch. — In  French   Mario  Chamlee 

Sapphische  Ode  (Sapphic  Ode)  (Brahms) — Con- 
tralto With  Orch. — In  German  Sigrid  Onegin 

Auf  Dem  Kirchhofe  (In  the  Churchyard) 
(Brahms) — Contralto  With  Orch. — In  German, 

Sigrid  Onegin 

A  La  Bien  Airaee  (Op.  59,  No.  2)  (Schuett)— 
Pianoforte  Solo   Leopold  Godowsky 

Capriccio  (F  Minor)  (Dohnanyi) — Pianoforte 
Solo   Leopold  Godowsky 

Oh,  Sleep!  Why  Dost  Thou  Leave  Me?  (From 
"Semele")   (Handel) — Soprano  With  Orch., 

Marie  Tiffany 

Largo  (From  "Xerxes")  (Handel) — Soprano 
With  Orch  Marie  Tiffany 

Message  of  the  Violet  (From  "Prince  of  Pil- 
sen")  (Luders) — Soprano  and  ML'ced  Quartet 
With  Orch.  ...Irene  Williams  and  Mixed  Quartet 

Toyland  (From  "Babes  in  Toyland"  (Victor 
Herbert) — Soprano  With  Orch.  ...Irene  Williams 

Ballet    Egyptien — Part    III    (Luigini) — Concert 

Orch  Capitol  Grand  Orch. 

Erno  Rapee,  Conductor 

Ballet    Egyptien — Part    IV    ((Luigini) — Concert 

Orch  Capitol   Grand  Orch. 

Erno  Rapee,  Conductor 

Berceuse  (De  Grassi) — Violin  Solo  With  Orch., 

Frederic  Fradkin 

Nola  (FelLx  Arndt) — Violin  Solo  With  Orch., 

Frederic  Fradkin 

Narcissus  (Ethelbert  Nevin) — Saxophone  Sextet, 

The  Wiedoeft  Ensemble 

Valse  Vanite  (Wiedoeft) — Saxophone  Solo  With 
Orch  Rudy  Wiedoeft 

Seven  or  Eleven  (Brown-Donaldson) — Come- 
dienne Witli  Orch  Margaret  Young 

Wanita  (Coslow-Sherraan) — Comedienne  With 
Orch  Margaret  Young 

Sweet  One  (Jolson-Silvers)  —  Fox-trot  —  For 
Dancing   Isham  Jones'  Orch. 

That  Red-Head  Girl  (Van-Schenck-Lodge)— Fox- 
trot— For    Dancing   Isham  Jones'  Orch. 

Kiss  Me  (McKiernan-Shilkret) — Fox-trot — -For 
Dancing   Arnold  Johnson  and  His  Orch. 

Sweet  Lovin'  Mama  (Wagner-Lockard) — Fox- 
trot— For  Dancing.  .Arnold  Johnson  and  His  Orch. 

By  the  Shalimar  (Koehler-Magine-Dclbridge)  — 
Fox-trot — For  Dancing   Isham  Jones'  Orch. 

Foolin'  Around  (Ross) — Fox-trot — For  Dancing, 

Isham  Tones'  (Drch. 

One  Little  Smile  (Coleman-Herbert)— Waltz — 
For  Dancing — Orch.  Arr.  by  Walter  Haen- 
schen   Carl  Fenton's  Orch. 

Mellow  Jloon  (Hall)— Waltz— For  Dancing, 

Carl  Fenton's  Orch. 

Snakes'  Hips  (Spencer  Williams) — Fox-trot— 
For  Dancing   The  Cotton  Pickers 

I  Never  Miss  the  Sunshine  (Pardette-Harvey)  — 
Fox-trot — For  Dancing   The  Cotton  Pickers' 

Apple  Sauce  (Lyman-Arnheim-Freed) — Fox-trot 
— For  Dancing   Bennie  Krueger's  Orch. 

Wild  Papa  (Davis-Krueger)  —  Fox-trot — For 
Dancing   Bennie  Krueger's  Orch. 

EDISON  DISC  RE=CREATIONS 


SPECIALS 

51064  If  Love  Were  All  Charles  Hart  and  Chorus 

When   Sally,   in   Our  Alley,   Sings  Those  Old- 
time  Songs  to  Me. Harvey  Hindermyer  and  Chorus 


2409 


2415 


2413 


2412 


2411 


2420 


2417 


2418 


241Q 


S1I39 

51140 

51040 
51143 

82286 
51141 
51142 

51150 
51152 

51153 
51149 

51072 
51148 
80734 
822S5 

"80774 

51147 

51146 


If  You  Go,  You'll  Come  Back  By  and  By, 

Marguerite  Farrell 

Counterfeit  Bill  (From  Louisville)  Billy  Jones 

Little  Rover  (Don't  Forget  to  Come  Back  Home), 

Billy  Jones 

Until  the  End  of  Time   Byron  Hudson 

Susie   Collins  and  Harlan 

He's  Living  the  Life  of  Reilly  Edward  Meeker 

Seven  or  Eleven  (My  Dixie  Pair  o'  Dice), 

Ernest  Hare 
Seven  or  Eleven  (My  DLxie  Pair  o'  Dice). 

Kaplan's  Melodists 

The  Mighty  Deep  Arthur  Middleton 

Queen  of  the  Earth  Arthur  Middleton 

FLASHES 
Tell  Me  With  Smiles— Fox-trot, 

Atlantic  Dance  Orch. 

Falling — Fox-trot   Stevens'  Trio 

March  of  the  Slannikins — Fox-trot, 

Broadway  Dance  Orch. 
You  Know  You  Belong  to  Somebody  Else  (So 
Why  Don't  You  Leave  Me  Alone?) — Fox-trot, 

Broadway  Dance  Orch. 

Sun-Kist  Rose — Fox-trot  Kaplan's  Melodists 

Argentine  (From  the  Musical  Play  "Caroline") 

— ^Fox-trot   Atlantic  Dance  Orch. 

Struttin'  the  Blues  Away  (Intro.:  "Any  Old 
Time  at  All,"  from  "(5o-(jo") — Medley  Fox- 
trot  Atlantic  Dance  Orch. 

Hotsy  Totsy  Town — Fox-trot, 

Green  Bros.'  Novelty  Band 
Rosetime  and  You   (From  "Go-Go") — Fox-trot, 

Atlantic  Dance  C)rch. 
Starlight  Bay — Fox-trot.  . Green  Bros.'  Novelty  Band 
Bambalina   (From  "Wildflower") — Fox-trot, 

Broadway  Dance  Orch. 
La  Mome  Tango  (The  Tango  Kid), 

Broadway  Dance  Orch. 
GENERAL  LIST 
Keep  Off  My  Shoes — Fox-trot. .. Kaplan's  Melodists 

Chimes — Fo-x-trot   Kaplan's  Melodists 

Vamping  Sal  (The  Sheba  of  Georgia)  Jack  Holt 

Down  by  the  River  Ernest  Hare 

Israfel   Arthur  Blight 

Nailed  to  the  Cross.. Mr.  and  Mrs.  George  E.  Nhare 
Cavatine    (More    Regal    in    His    Low  Estate) 

"Queen  of  Sheba"  Marie  Rappold 

Starry  Night   Marie  Rappold 

The  Road  That  Brought  You  to  Me. 

Thomas  Chalmers 

O,  Dry  Those  Tears!  Thomas  Chalmers 

In  a  Caravan — Fox-trot  Charlie  Kerr's  Orch. 

Gone!  But  Still  in  My  Heart — Fox-trot, 

Charlie  Kerr's  Orch. 
Two   Hearts  in  Tune   (From  Musical  Comedy, 

"Elsie")   Kaplan's  Melodists 

Good  Night — Waltz   Kaplan's  Melodists 


EDISON  BLUE  AMBEROL  RECORDS 


4726 
4727 


4728 


4731 
4741 


4742 


4743 
4744 


William  Tell  Overture — Part  1  Sodero's  Band 

Will  She  Come  From  the  East?  (East— North- 
west or   South)    (From  "Music  Box  Revue, 
1922-23")  ..J.  Harold  Murray  and  MLxed  Chorus 
Artist's  Reverie — Hesitation  Waltz — Piano  Solo, 

Ernest  L.  Stevens 
Frolic  of  the  Coons— Banjo  Solo.... Fred  Van  Eps 
Rose  of  the  Rio  Grande — Fox-trot, 

Broadway  Dance  Orch. 
I'm  Drifting  Back  to  Dreamland — Waltz, 

Kaplan's  Melodists 
Runnin*  Wild — Fox-trot  ....Broadway  Dance  Orch. 
When  Will  the  Sun  Shine  for  Me? — Fox-trot, 

Kaplan's  Melodists 


OKEH  RECORDS 


VOCAL  RECORDS 
4790  The  Wearin'  of  the  Green — Tenor  With  Orch., 

Emmet  O'Mara  10 
Where    the    River    Shannon    Flows    (James  I. 

Russell)— Tenor  With  Orch  Gerald  Griffin  10 

4792  Chicago  (Fred  Fisher)— Contralto  With  Orch., 

Aileen   Stanley  10 
Lovin'  Sam  (The  Sheik  of  Alabam')   (Jack  Yel- 
len-Milton  Ager)- — Contralto  With  (jrch., 

Aileen  Stanley  10 
4794  Wanita    (Wanna    Eat?    Wanna    Eat?)  (From 
"The  Passing  Show  of  1922'')   (Sam  Coslow- 
Al  Sherman)— Tenor  With  Orch... Billy  Jones  10 
Lost   (A  Wonderful  Girl)    (Benny  Davis-James 
F.  Hanley)— Contralto  With  Orch., 

Aileen   Stanley  10 

50701  Salome — Jochanaon.    du    warst    schon  (Finale) 

(Richard     Strauss) — Soprano    With    Orch. — 

Sung  in  German   Barbara  Kemp  12 

Recorded  in  Europe 

50702  Africana — In     meinem     Schoss  (Slumbersong) 

(l^Ieyerbeer) — Soprano   With   Orch. — Sung  in 

(jerman   Barbara  Kemp  12 

Recorded  in  Europe 

4800  Jerusalem  the  Golden — Contralto  W'ith  Orch., 

Virginia  Burt  10 
Sun  of  My  Soul — Baritone  With  Orch.. 

Elliott  Shaw  10 

4801  IMauna    Kea    o    Hawaii    (The    High    Peaks  of 

Hawaii) — Tenor  Solo  Accomp.  by  Ukulele, 

Prince  Lei  Lani  10 
Kuu    Pua    Loke    (Our    Blossom    Rose) — Tenor 
Solo  Accomp.  by  Hawaii  Guitar. 

Prince  Lei  Lani  10 
4805  12th   Street  Rag  (Euday  L.   Bowman-James  S. 

Sumner) — Contralto   Solo — Piano  Accomp.  by 

Clarence  Williams   Eva  Taylor  10 

Down-Hearted     Blues      (Lovie  Austin-Alberta 
Hunter) — Contralto   Solo — Piano  Accomp.  by 

Clarence  Williams   Eva  'Tavlor  10 

4808  Faded  Love  Letters  (Of  Mine)   (R.  W.  Pascoe- 
L.   L.   Moore-W.   E.    Dulmage) — Tenor  With 

Orch  Sam  Ash  10 

Out   Where    the    Blue    Begins    (G.    Graff.  Tr.- 
T.    F.    McHugh-F.    B.    Grant)— Tenor  With 

Orch.  Sam  Ash  10 

21012  Saint  Patrick's  Day  (M.  J.  Barry)— Tenor  With 

Orch  -.  Gerald  Griffin  10 

Kate  Kearney  (Fay-Oliver) — Tenor  With  Orch.. 

Gerald  Griffin  10 
WHISTLING  RECORDS 
4799  The   Whistler  and  His  Dog   (.\rthur   Pryor) — 
Caprice — Whistling  Solo  With  Orch.  .^ccomj).. 

Sibvl  Sanderson  Fagan  10 
April      Sighs— Whistling      Solo     With  Orch. 
Accomp  Sibyl  Sanderson  Fagan  10 
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ADVANCE  RECORD  BULLETINS  FOR  JUNE— (Continued  from  page  174) 


MONOLOGUE 
479S  The  Family  Quarrel   (Shelton  Brooks) — Mono- 
logue  Shelton  Brooks 

The  Third  Degree  (Shelton  Brooks) — Mono- 
logue  Shelton  Brooks 

INSTRUMENTAL  RECORD 
4809  The  Rocks  (George  VV.  Thomas)— Piano  Solo, 

Clay  Custer 

Chopiano  (Lange) — Piano  Solo  Henry  Lange 

DANCE  RECORDS 

4787  Red  Moon  (Henri  De  Martini-Max  Kortlander) 

— Waltz   Rega  Dance  Orch. 

Waltz  of  Love  (Milo  Rega) — Waltz, 

Rega  Dance  Orch, 

4788  Some  Little  Someone — Fox-trot, 

Vincent  Lopez  and  His  Hotel  Pennsylvania  Orch. 
You  Know  You  Belong  to  Somebody  Else  (So 
Why   Uon't  You  Leave  Me  Alone?)  (James 
A'".  Monaco) — Fox-trot, 

Vincent  Lopez  and  His  Hotel  Pennsylvania  Orch. 

4789  Aunt  Hagar's  Blues — Fox-trot. ..  .Handy's  Orch. 
Louisville  Blues — Fox-trot  Handy's  Orch. 

4791  The  Fives   (Geo.  W.  Thomas)— Fox-trot, 

Tampa  Blue  Jazz  Band 
The  Cootie  Crawl  (C^as.  H.  Booker), 

Tampa  Blue  Jazz  Band 
4793  Sweet    One    (Al    Jolson-Louis    Silvers) — Fox- 
trot  Rega  Dance  Orch. 

Dearest  (You're  the  Nearest  to  My  Heart) 
(Harry  Akst) — Fox-trot   Markels'  Orch. 

4795  Mister  (jallagher  and  Mister  Shean  ("Positively, 

Mr.  Gallagher?  Absolutely,  Mr.  Shean!")  (Ed. 
Gallagher-AI.  Shean) — Fox-trot, 

Rega  Dance  Orch. 
Mister  Gallagher  and  Mister  Shean  ("Positively, 
Mr.  Gallagher?  Absolutely,  Mr.  Shean!") 
(Ed.  Gallagher-Al.  Shean)  (Featured  in  the 
"Ziegfeld  Follies")  —  Tenor-Baritone  Duet 
With  Orch  Billy  Jones-Ernest  Hare 

4796  The  First  Waltz   (Belongs  to  Me)   (J.  Russell 

Robinson) — Waltz, 

Blue  Ribbon  Trio  (Green- Wiedoeft-Briers) 
Love's  Ship  (Alice  Nadine  Morrison) — Waltz, 
Blue  Ribbon  Trio  (Green-Wiedoeft-Briers) 

4797  Parade  of  the  Wooden  Soldiers  (From  Balieff's 

"Chauve-Souris")    (Leon  Jessel) — Fox-trot. 
Vincent  Lopez  and  His  Hotel  Pennsylvania  Orch. 
Nola  (Felix  Arndt)  (Adapted  by  Vincent  Lopez) 
— Fox-trot — Piano  Solo  by  Vincent  Lopez, 
Vincent  Lopez  and  His  Hotel  Pennsylvania  Orch. 

4802  Peggy,  Dear  (A.  Freed-G.  Arnheim-A.  Lyman) 

— Fox-trot   Markels'  Orch. 

Saw  Mill  River  Road  (From  the  Musical 
Comedy,  "Glory")  (Harry  Tierney) — Fox- 
trot  Markels'  Orch. 

4803  Laughin',    Cryin'    Blues    (Porter  Grainger-Bob 

Ricketts) — Fo.x-trot  (Slantz  and  His  Orch. 

Sunny  Jim'  (J.  Murphy-J.  Needham-G.  B.  Mc- 
Connell) — Fox-trot  ...Tampa  Blue  Jazz  Band 

4804  Fate    (It   Was  Fate  WTaen  I   First  Met  You) 

(Byron  Gay) — Fox-trot, 

Vincent  Lopez  and  His  Hotel  Pennsylvania  Orch. 
The  Natchez  and  the  Robert  E.  Lee  (L.  Wolfe 
Gilbert) — Fox- trot, 
Vincent  Lopez  and  His  Hotel  Pennsylvania  Orchestra 

4806  Baby  Blue  Eyes  (W.  Hirsch-G.  Jessel-J.  Greer) 

■ — Fox-trot — Saxophone-Piano  Duet, 

Justin  Ring-Chester  Gaylord 
When   Hearts  Are   Young    (From   the  Musical 
Comedy,    "The    Lady    in    Ermine")  (Alfred 
Goodman)  —  Novelty  Fox-trot  —  Sa.xophone- 
Piano  Duet   Justin  Ring-Chester  Gaylord 

4807  Muscle  Shoals  Blues  (Geo.  W.  Thomas)— Fox- 

trot  Harry  Raderman's  Jazz  Orch. 

Lonesome  Mamma  Blues  (Billie  Brown) — Fox- 
trot  Markels'  Orch. 


ODEON  RECORDS 


3044  Agnus  Dei  (Joh.  L.  Hasler)  (Chorus  Under  the 

Direction  of  Arthur  Barth) — Chorus,  Organ 

Accomp  Carl  Stabernack 

Recorded  in  Europe 
O   Bone   Jesu    (M.   Ingegniti)    (Chorus  Under 
the    Direction    of    Arthur    Barth) — Chorus, 
Organ  Accomp  Carl  Stabernack 

3045  Frasquita  (Franz  Lchar) — Waltzes — Orch., 

Marek  Weber  and  His  Orch. 
Recorded  in  Europe 
Serenade  Tarenghi  (Mario  Tarenghi) — Orch., 

Marek  Weber  and  His  Orch. 
Recorded  in  Europe 

3046  Electric  Girl  (Helmburgh-Holmes)— Orch., 

Marek  Weber  and  His  Orch. 
Recorded  in  Eurooe 
Mangia,  Mangia,  Papirusa!  (Arturo  de  Bassi)  — 
Tango  milonga — Orch., 

Marek  Weber  and  His  Orch. 
Recorded  in  Europe 
53301  Manon — Ah,   Dispar   Vision    (Depart,   Fair  Vi- 
sion)   (Massenet) — Tenor   With   Orch. — Sung 

in  Italian   Giacomo  Lauri-Volpi 

Recorded  in  Europe 
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AEOLIAN  CO. 


VOCALION  RECORDS 
OPERATIC 

70002  Mad    Scene    from    "Lucia   di  Lammermoor" — 

in  Italian — Soprano   Evelyn  Scotney 

Caro  Nome  (Dearest  Name)  from  Rigoletto — in 
Italian — Soprano   Evelyn  Scotnev 


12 
12 


52048  Voi  lo  sapete  (Well  you  know,  good  Mother) 
from  Cavalleria  Rusticana — in  Italian — So- 
prano  Rosa  Raisa 

30170  La  Donna  e  Mobile  (Woman  Is  Fickle)  from 
Rigoletto — in  Italian — Tenor  Giulio  Crimi 

STANDARD  SELECTIONS 

60005  Loch  Lomond — Soprano   ^lay  Peterson 

Comin'  Thro'  the  Rye   (Old  Scotch  Air) — So- 
prano May  Peterson 

30169  Absent — Baritone   John  Charles  Thomas 

24040  In  Dublin's  Fair  City — Tenor. ..  .Colin  O'More 
Just  a  Bit  of  Irish  Lace — Tenor.  .  (Tolin  (!)'More 

14550  For  a  Kiss— Tenor  Charles  Hart 

In  the  Gloaming — Contralto, 

-•Mice    Louise  Martens 
INSTRUMENTAL 

60006  Canzonetta — Violinist  Sasha  Culbertson 

Hungarian  Dance  No.  7 — Violinist. 

Sasha  Culbertson 

35019  Memories  (Original  Composition) — Cornet  solo 
by  Staff  Capt.  John  Allen — Conductor:  Staff 
Captain   G.  Darby, 

Salvatio'n   Army   Staff   Band,   New  York 
Excerpts   from  Haydn, 

Salvation  Army  Staff  Band,  New  York    1  2 

14551  Cocoanut    Dance — -Banjo    solo    with   Orch.  Ac- 

comp., Fred  Van  Eps 

Dixie  Medley — Banjo  solo  with  Piano  Accomp. 
Piano   Accomp.   by  Frank  Banta, 

Fred  Van  Eps 

14541  The  Basket  of  Shamrocks — Accordion  solo  with 

Piano  accomp  Patrolman  Frank  Quinn 

O'Dowd's    Favorite    Reel    Medley — Violin  solo 

with  Piano  accomp  Michael  Coleman 

SACRED 

14542  Nearer  My  God  to  Thee.. Helen  Clark,  Soprano 

Charles  Harrison,  "Tenor 
When  the  Roll  Is  Called  Up  Yonder, 

Lewis  James,  Tenor 
Elliott  Shaw,  Baritone 
HAWAIIAN  SELECTIONS 

14515  That  Naughty  Waltz. .  T.  .Ferrera  and  Franchini 
Sweet  Hawaiian  Moonlight — Hawaiian  Guitars, 

Ferrera  and  Franchini 

14516  Isle  of  Paradise — Waltz — Hawaiian  Guitars, 

Ferrera  and  Franchini 
On    Hilo  Bay — Waltz — Hawaiian    Guitars  and 
Xylophone   Ferrera,  Franchini  and  Green 

14517  Hawaiian  Smiles — Waltz — Hawaiian  Guitars, 

Ferrera  and  Franchini 
Wild  Flowers — Waltz — Hawaiian  Guitars, 

Ferrera  and  Franchini 
INTERNATIO.VAL 
145-10  Liebe     in     verschiedenen     Sprachen — in  Ger- 
man  Carl  Frischer 

Wie  man  englisch  lernt — in  German. 

Carl  Frischer 

14546  Andulko   me   dito    (Polka   se   zpevem) — in  Bo- 

hemian Kapela  pana  Feldhana 

Ty,  Ty,  Ty.  jei  vinnejei  (Valcik  se  zpevem)  — 
in  Bohemian   Kapela  pana  Feldhana 

14547  Niemowa   Kapelmeister — in  Polish 

Ignacy  Ulatowski;  accomp.  by 
P.  Feldhana's  Polish  National  Orchestra 
Noc  Powstanio  Polski  W  Warszawie — in  Polish, 

Ignacy  Ulatowski;  accomp.  by 
P.  Feldhana's  Polish  National  Orchestra 

14548  Mein   Goldele    (from   the   "Golden   Bride") — in 

Jewish, 

Michael  Michaelesco  and  Fanny  Lubritzky  10 
Criss    Fin    Der    Neuer    Russland    (from  the 
"Golden  Bride") — in  Jewish, 

Michael  Michaelesco 

14538  Mr.  Gallagher  and  Mr.  Shean — Part  1 — Trans- 

lated by  Gus  Goldstein — in  Jewish, 

Gus  and  Jay  Goldstein 
Mr.  Gallagher  and  Mr.  Shean — Part  2 — Trans- 
lated by  Gus  Goldstein — in  Jewish, 

Gus  and  Jay  Goldstein 
14560  Ech    Russia    (from    "Yushki    Kwat") — Russian 

Folk  Song — in  Russian  Aaron  Lebedoff  10 

Tiflis,    Tiflis    (from    "Luske    Maladetz") — Rus- 
sian  Oriental  Song — in  Russian, 

Aaron  Lebedoff  10 
DANCE  SELECTIONS 
14535  Farewell    Blues — Fox-trot, 

Gene  Fosdick's  Hoosiers  10 
Aunt  Hagar's  Blues — Fox-trot, 

Gene  Fosdick's  Hoosiers  10 

14539  Marcheta— Waltz— Vocal     Chorus     by  Charles 

Hart   The  Bar  Harbor  Society  Orchestra 

Just  an  Old  Love  Song — Waltz — Vocal  Chorus 
by  Charles  Hart, 

The  Bar  Harbor  Society  Orchestra 

14543  La  Golondrina  (The  Swallow)— Waltz. 

The   Castillians  10 
La  Paloma   (The  Dove) — Tango  Fox-trot, 

The  Castillians  10 

14544  Down  Among  the  Sleepy  Hills  of  Tennessee — 

Fox-trot   Selvin's   Orchestra  10 

Don't  Be  Too  Sure — Fox-trot. 

Selvin's    Orchestra  10 

14545  Dont  Think  You'll  Be  Missed— Fox-trot, 

Selvin's   Orchestra  10 
Seven  or  Eleven    (My   DLxie   Pair  o'   Dice) — 
Fox-trot — Vocal  (ihorus  by  Ernest  Hare, 

Selvin's  Orchestra  10 

14552  Dreams  of  India — Fox-trot. 

Albert  E.  Short  and  His  Tivoli  Syncopaters  10 
Down  in  Sweetheart  Town — Fox-trot. 

Albert  E.  Short  and  His  Tivoli  Syncopaters  10 

14553  By   the  Shalimar — Fox-trot. 

Albert  E.  Short  and  His  Tivoli  Syncopaters  10 
Long  Ago  (Mid  Apple  Blossoms) — Fox-trot, 

Albert  E.  Short  and  His  Tivoli  Syncopaters 

14554  Wolverine  Blues — Fox-trot, 
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Albert  E.  Short  and  His  Tivoli  Syncopaters  10 
Liza  (from  "Liza") — Fox-trot, 

Albert  E.  Short  and  His  Tivoli  Syncopaters  10 

14555  Who's  Sorry  Now? — Fox-trot, 

Ben  Bemie  and  His  Orchestra  10 
Wildflower     (Intro.     "April     Blossoms") — Fox- 
trot (from  "Wildflower"), 

Ben  Bernie  and  His  Orchestra  10 
14549  Man  in  the  Moon  (from  "Caroline"), 

J.   Harry   Murray  10 
I'm  Only  a  Pilgrim  (from  "Caroline"), 

J.    Harry   Murray  10 

14556  Barney  Google   Jones  and  Hare  10 

I  Love  Me  Billy  Jones  10 

14357  Down  Among  the  Sleepy  Hills  of  Tennessee — 

Tenor   Irving  and  Jack  Kaufman  10 

Dearest  (You're  Nearest  to  Jly  Heart) — Tenor, 

Irving  Kaufman  10 
145^8  Beside  a  Babbling  Brook — Tenor, 

Irving   Kaufman  10 
Who's  S-orry  Now? — Tenor.  ..  .Irving  Kaufman  10 
14559  Beale  Street  Mamma — Baritone.  ..  .Ernest  Hare  10 
Down  By  the  River — Baritone  Ernest  Hare  10 
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REGAL RECORDS 

DANCE  RECORDS 
Bambalina  (From  "Wildflower") — Fox-trot, 

Majestic  Dance  Orch. 
Just  One  More  Dance — Fox-trot, 

Jos.    Samuels  and   His  Orch. 
You  Tell  Her— I  Stutter— Fox-trot, 

Roy  Collins'  Dance  Orch. 

Nuthin    But— Fox-trot   Missouri  Jazz  Hounds 

The  Sleepy  Hills  of  Tennessee — Fox-trot, 

Hollywood  Dance  Orch. 
While  You  Were  Making  Believe — Fox-trot, 

HoUy^vood  Dance  Orch. 

Who's  Sorry  Now? — Fox-trot  Sam  Lanin's  Orch 

Knock     Wood     and     Whistle — Fox-trot — Vocal 

Chorus,  Arthur  Hall   Majestic  Dance  Orch. 

Beside  a  Babbling  Brook — Fox-trot, 

Pavilion  Royal  Dance  Orch. 
March  of  the  Mannikins — Fox-trot, 

Jules  Levy  and  His  Band 
La  Mome  Tango   (The  Tango  Kid) — Tango, 

Pavilion  Royal  Dance  Orch. 
When  Will  the  Sun  Shine  for  Me? — Fox-trot, 

Pavilion  Royal  Dance  Orch. 
Wonderful  One — Waltz... Jos.  Knecht's  Dance  Orch. 
The  Waltz  of  Love — Waltz, 

]os.  Knecht's  Dance  Orch. 

Memphis    Glide — Fox-trot  Original  Memphis  Five 

Shufflin'   Mose — Fox-trot  Original  Memphis  Five 

POPULAR  VOCAL  RECORDS 
Beside   a   Babbling   Brook — Tenor    Solo — Orch. 

Accomp  Arthur  Hall 

Carolina  Mammy — Baritone  Solo — Orch.  Accomp., 

_,      _  Bob  Thomas 

The  Sleepy  Hills  of  Tennessee — Tenor  Solo — 

Orch.  Accomp  Vernon  Dalhart 

I'll  Take  You  Home,  Pal  o'  Mine — Tenor  Solo 

— Orch.  Accomp  Vernon  Dalhart 

Who's  Sorry  Now? — Tenor  Solo — Orch.  Accomp., 

^  .  ,  Billy  West 

You  Said   Something  When  You   Said  DLxie— 

Baritone  Solo — Orch.  Accomp  Arthur  Field 

Wet  Yo'  Thumb — Comedy  Solo — Orch.  Accomp., 

T  •  Billy  West 

Old  King  Tut — Comedy  Solo — Orch.  Accomp., 
^     .    .  Billy  West 

Louisville  Lou — Baritone  Solo — Orch.  Accomp., 

Donald  Baker 
Beale      Street      Mama — Comedy  Duet — Orch. 

Accomp  Thomas  and  Bernard 

HAWAIIAN  RECORD 
One  Little  Smile  (Before  We  Say  Farewell) — 
Vocal  Chorus,  Vernon  Dalhart, 

Ferrera   and  Franchini 
Maria,     Mari      (Neapolitan     Song) — Hawaiian 

Guitars   Ferrera  and  Franchini 

STANDARD  VOCAL  RECORDS 
When  You  and  I  Were  Young,  Magsie — Tenor 

Solo — Orch.   Accomp  Howard  Shelley 

At  Dawning — Tenor  Solo — Orch.  Accomp., 

^  Billy  Burton 

On  the  Road  to  Mandalay — Tenor  Solo — Orch. 

Acconip  George  Bronson 

In  the  Gloaming — Quartet — Orch  Stellar  Quartet 

GENNETT  LATERAL  RECORD 

Gypsy  Lady    (Ahlheim)  Bailey's  Lucky  Seven 

Pay  Day  Blues  (Ahlheim)  Bailey's  Lucky  iseven 

Killarney    (Balfe) — Tenor  Emmet  O'Toole 

The  Foggy  Dew — Tenor  Emmet  O'Toole 

You    Know    You    Belong    to    Somebody  Else 

(West-Monaco)— Tenor   Irving  Kaufman 

Out   Where    the    Blue   Begins  (Graff-McHugh- 

Grant)— Tenor   Charles  Hart 

(1)   Dance  Wid  a  Gal,  Hole  in  'er  Stocking: 
(2)  Leather  Breeches;  (3)  Big  Eared  Mule, 

Wm.  B.  Houchens,  Fiddle 
Piano  Ace,  Saloma  Dunlap 
(1)  Irish  Washerwoman  (2)  Kitty  Clyde, 

Wm.  B.  Houchens,  Fiddle 
Piano  Acc.,  Saloma  Dunlap 
Seven  or  Eleven   (Brown-Donaldson) — Soprano, 
,r      r.  ■ ,  r~  Ailecn  Stanley 

\oa  Said  Something  When  You  Said  "Dixie" 
(Claire-Landres-Friend) — Tenor  and  Baritone, 

Murphy  and  Shea 

(Continued  on  page  176) 
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5U72    Margaret  Collins'  Reel — Accordion  and  Piano,  2521 
Frank  Quinn  and  John  Miillcr 
Quinn's  Irish  Polka — Accordion  and  Piano, 

Frank  Quinn  and  John  Wuller 

5074  The  Connaught  Man's  Rambles  Jig — Accordion  2522 

and  Piano   Frank  Quinn  and  John  Midler 

The  Varsouviana — Accordion  and  Piano,  2523 
Frank  Quinn  and  John  Muller 

5075  Sugar  Blues  Ladd's  Black  Aces 

Shufflin'  Phil  Sings  the  Chorus  2525 
Beale  Street  Mamma  (Turk-Robinson), 

Ladds's  Black  Aces;  Shufflin'  Phil  Sings  the  Chorus 
5070    Marcellonie    (Dicker-Hoffman),  2.i26 
Joe  Samuels  and  His  Orchestra 
Wet  Yo'  Thumb  (Akst-Cooper) — Fox-trot, 

Bailey's   Lucky   Seven  2527 

5077  By   the   Shalimar   (Magine-Delbridge-Koehler)  — 

Fox-trot — Featuring  Lillian  Robluns, 

Call  of  the  Morth  Orchestra  2528 
Wonderful  One   (Whiteraan-Grofe)-— Waltz, 

Call  of  the  North  Orchestra 

5078  Carolina     Mammy     (James) — Fox-trot — Singing 

Chorus  by  Ernest  Hare  Bailey's  Lucky  Seven  2528 

Everything  Is  K.  O.  in  K.  Y.  (Egan-Whiting) 
— Fox-trot — Singing  Chorus  by  Ernest  Hare, 

Bailey's   Lucky  Seven  2530 

5079  Some  o'   These  Days — Contralto   and  Baritone, 

Asher   and  Rodeheaver 
The  Hand  that  Was  Wounded  for  Me  (Towner) 

— Contralto  and  Baritone.  .  .Asher  and  Rodeheaver  2531 

5089  No  Disappointment  in  Heaven  (Lehman) — Con- 

tralto and  Baritone  Asher  and  Rodeheaver  2o32 

Take    Up   Thy   C;ross    (Ackley) — Contralto  and 
Baritone   Asher  and  Rodeheaver 

5092  An  Englishman  at  a  Ball  Game — Comic  Mono- 

logue  Harry  A.  James  2533 

An  Englishman's  Idea  of  American  Wit — Comic 
Monologue   Harry  A.  James 

5093  Is  Marriage  a  Failure? — Comic  Monologue. 

Harry  A.  James 
When  Knighthood  Blooms — Comic  Monologue, 

Harry  A.  James 
5102    Wolverine  Blues  (Spikes-Morton-Spikes), 

New  Orleans   Rhythm  Kings 
Formerly  Friar's  Society  Orch. 
Weary  Blues  (Matthews), 

New   Orleans  Rhythm  Kings 
Formerly  Friar's  Society  Orch. 

5108  If   You    Want    to    Keep    Your    Daddy  Home 

(Grainger-Ricketts-Paisley)  —  Piano    ace.  by 

Porter  Grainger   .....Viola  McCoy 

Laughin'     Cryin'     Blues     (Grainger-Ricketts) — 
Piano  acc.  by  Porter  Grainger  Viola  McCoy 

5109  Honeymoon  Chimes  (Brown-Earl) — Waltz, 

The   Hawaiian  Entertainers 
One  Little  Smile  (Coleman-Herbert) — Waltz, 

The  Hawaiian  Entertainers 

5110  Snake's    Hips    (Williams)— Fox-trot, 

Bailey's  Lucky  Seven 
Down   Among   the    Sleepy   Hills   of  Tennessee 
(Meyer) — Fox-trot   Bailey's  Lucky  Seven 

5111  Down   Among  the   Sleepy   Hills  of  Tennessee 

(Young-Lewis-Meyer) — Tenor  and  Baritone, 

Murphy  and  Shea 
I    Got    It    (The    Fidg-et-ty    Fidge)  (Creamer- 
Pollack) — Tenor   Billy  Reynolds 

10073  I  Hear  You  Calling  Me   (Hartford-Marshall)  — 

Tenor   Henry  Moeller 

Mother  o'  Mine  (Kipling-Tours) — Tenor, 

Henry  Moeller 

2601    Caprice  Viennois  (Kreisler) ..  .Violin,  Scipione  Guidi 

Piano  Acc,  Thos.  Griselle 
Meditation    (from   "Thais")  (Massenet), 

Violin,   Scipione  Guidi 
Piano  Acc,  Thos.  Griselle 
ITALIAN  RECORDS 

15080  Inno   Die  Fascisti   (Marcia)  Imerio  Ferrari 

Caniicia  Nera   Iraerio  Ferrari 

15081  Polka  Abruzzesi  (Turchi)  I  Cinque  Abruzzesi 

Valzer  Araore  Mio  (Turchi)....!  Cinque  Abruzzesi 

15082  Mazurka  Pensiero  Mio  (F.  Amedovo), 

I    Cinque  Abruzzesi 
Polka  Non  So  (S.  Luigi)  I  Cinque  Abruzzesi 

15083  Tarantella    Abruzzesi    (D.  Carlo)— -Clarinetto — 

F.  jbrancescone   i  Cinque  Abruzzesi 

Valzer    a    Vittorio     (Sulprizio) — Clarinetto — R. 
Sulprizio   I  Cinque  Abruzzesi 

15084  Evelina  Mazurka  (De  Angelis)..!  Cinque  Abruzzesi 
Trolley  Polka  (Sutton)  1  Cinque  Abruzzesi 

15085  Mazurka  Felici  Noi   (C.  Alfredo), 

1  Cinque  Abruzzesi 
Polka   Senza   Nome  (Sanbenedctto), 

I  Cinque  Abruzzesi 
SPANISH  AECORDS 
S5073  La   Paloma   (Spanish   Serenade)    (Chevalier  de 

Yradier)   Gonzalez's  Mexican  Band 

La  (iolondrina   (Concion  Popular), 

Gonzalez's    Mexican  Band 
S5I13  The    American    Romantic    (V.    Pastalle-U.  J. 
Villadomat) — Shimmy  Fox-trot, 

Harmony  Valley  Orchestra 
Non,  Non,  Jamais  Les  Hommes  (No,  No,  Jamas 
los  Hombres)   (M.  Yvain) — One-step, 

Gonzalez's   Mexican  Band 
POLISH  RECORDS 

5086  Zlota  Rybka — Polka..  P.  Feldhann  Wlasna  Orkiestra 
Szalony — Oberek  P.  Feldhann  Wlasna  Orkiestra 

5087  Na  Majowce — Polkji  (Feldhann),  020940 

P.   Feldhann   Wlasna  Orkiestra 
Niespodzianka — Polka  (Feldhann), 

P.   Feldhann  Wlasna  Orkiestra  020941 

5088  Moje    Kochaneczki — Mazur, 

P.    Feldhann    Wlasna  Orkiestra 
Na  Jarmarku — Oberek, 

P.    Feldhann    Wlasna    Orkiestra  020942 

5094  Na   Chustawce — Wale  Clarinet   i  Orkiestra 

Warzawianka — Mazurka   Clarinet  i  Orkiestra 

5095  Staszka— Polka   Orkiestralny   Kwartet  020943 

Na  Wykretka — Polka  Orkiestralny  Kwartet 

5096  Hultaj — Polka   Wloscianska  Orkiestra 

Pierwza  Milosc — Wale  Clarinet   i   Orkiestra  020944 

5097  Wesola  Mania — Polka  Mazurka, 

Orkiestralny  Kwartet 
Wieczorna — Polka   Orkiestralny  Kwartet  020945 

5098  Gandola — Wale   Orkiestralny  Kwartet 

Salonowy — Wale   Orkiestralny  Kwartet 

5099  Skowronek — Mazurka   Orkiestralny  Kwartet 

Piekna   Krakowianka — Mazurka, 

Orkiestralny    Kwartet  020946 

5100  Krakowska— Mazurka   Orkiestra  Deta 

Wsciekla — Polka   Orkiestra  Deta  020947 

5101  Polka  Rytwianska   Orkiestra  Deta 

Amorek — Wale   Orkiestra  Deta 

GERMAN    RECORDS  020948 

5090  Gold  Fisch  Polka  (Feldhann), 

Deutsches  Tanz-Orchester 
Der  Wilde    (Landler)    (Feldhann),  020967 
Deutsches  Tanz-Orchester 

5091  Maiausflug  Polka  (Feldhann),  020968 

Deutsches  Tanz-Orchester 
ITberraschung  Polka  (Feldhann), 

Deutsches  'I'anz-Orchester 
5403    Madele  Ruck  Ruck  Ruck  (Silcher)— Soprano,  020969 

Emma  Tester 
Der  Mai  1st  Gekommen   (Lyra) — Soprano  and 
Baritone   Rosa  Scher  and  Joseph  Kalmaii 


Hochland    Schiitzcn  March, 

Jiayerische    Wildschutzcn  Kapellc 
Weidman's    Heii — Polka. 

Bayerische    Wildschiitzen  Kapelle 

Alpengluchen  Waltzer  Seppl  Huber's  Kapelle 

Waldesrauscheu — i'olka .  Schwaebische  Bauern  Kapelle 
Jugendzeit  Polka.  Schwaebische  Bauern  Kapelle 

Schwarzwalder   Echoes — Waltzer, 

Schwaebische  Bauern  Kajielle 

Schatzerl — Polka   Schwaebische  Bauern  Kapelle 

Rosenstrauch — Schottische, 

Frankfurter   Stadt  Kapelle 

Unterland  Waltzer, 

Schwaebische  Bauern  Kapelle  12 

Dachauer  Laender  Seppl  Huber's  Kapelle  12 

Schlierseer — Polka  Seppl  Huber's  Kapelle  12 

Achentaler  Kirchweih — Landler, 

Bayerische    Bauern    Kapelle  12 
Griisse  Aus  Der  Heimat — Waltzer, 

Schwaebische  Bauern  Kapelle  12 
Mein  Herz  1st  Ein  Bienenhaus — Polka, 

Schwaebische  Bauern  Kapelle  12 

Mirzl— Polka  Seppl  Huber's  Kapelle  12 

Mei  Liebchen  Is  Mei  Bua, 

Schwaebische  Bauern  Kapelle  12 
Mein  Heimatland  Mein  Schwabenland — Polka, 

Schwaebische  Bauern  Kapelle  12 
Mitternacht — Waltzer, 

Schwaebische  Bauern  Kapelle  12 
Reis    Aus — Polka.  .Schwaebische  Bauern  Kapelle  12 

Salzburger  Landler  Seppl  Huber's  Kapelle  12 

Liebeschmerzen — Polka, 

Schwaebische  Bauern  Kapelle  12 
Gch  Mach  Dei  Fensterl  Auf — Waltzer, 

Schwaebische  Bauern  Kapelle  12 
Ein  Nachtbimimel  Durch  Hamburg", 

Ernst  Balle  Quartet  12 
Berliner  Nachtleben  Ernst  Balle  Quartet  12 


1187 

1188 
1189 

1190 

1191 
1192 

1193 
1194 

1195 

1196 

1197 

1198 

1199 

2098 

2099 


BANNER  RECORDS 


DANCE  RECORDS 
You   Tell   Her — I    Stutter — Fox-trot, 

Banner  Dance  Orch. 
Knock     Wood     and     Whistle — Fox-trot — Vocal 

Chorus,  Arthur  Hall   Banner  Dance  Orch. 

Bambalina  (From  "Wildflower") — Fox-trot, 

.  Roy  Collins'  Dance  Orch. 
Nuthin'  But — Fox-trot  ....The  Six  Black  Diamonds 
Beside  a  Babbling  Brook— Fox-trot, 

Knickerbocker  Grill  Orch. 
March  of  the  Mannikins — Fox-trot, 

Jules  Levy  and  His  Band 
The  Sleepy  Hills  of  Tennessee — Fox-trot, 

Majestic  Dance  Orch. 
Just  One  More  Dance — Fox-trot, 

Jos.  Samuels  and  His  Orch. 
Who's  Sorry  Now? — Fox-trot. Roseland  Dance.  Orch. 
While  You  Were  Making  Believe — Fox-trot, 

Majestic  Dance  Orch. 
La  Mome  Tango  (The  Tango  Kid) — Tango, 

Knickerbocker  Grill  Orch. 
When  Will  the  Sun  Shine  fpr  Me? — Fox-trot, 

Knickerbocker  Grill  Orch. 
Memphis  Glide — Fox-trot.  ...  Original  Memphis  Five 

Shufflin'  Mose — Fox-trot  Original  Memphis  Five 

Wonderful  One — Waltz... Jos.  Knecht's  Dance  Orch. 
The  Waltz  of  Love — Waltz, 

Tos.  Knecht's  Dance  Orch. 
POPULAR  VOCAL  RECORDS 
The   Sleepy   Hills   of   'lennessee — Tenor   Solo — 

Orch.  Accomp  Vernon  Dalhart 

You  Said  Something  When   You  Said  Dixie — 

Baritone  Solo — Orch.  Accomp  Arthur  Fields 

Who's     Sorry     Now?  —  Tenor     Solo  —  Orch. 

Accomp  Billy  West 

Carolina      Mammy  —  Baritone      Solo  —  Orch. 

Accomp  Bob  Thomas 

Beside   a   Babbling   Brook — Tenor   Solo — Orch. 

Accomp  Arthur  Hall 

I'll  Take  You  Home,  Pal  o'  Mine — Tenor  Solo 

— Orch.  Accomp  Vernon  Dalhart 

Wet  Yo'  Thiunb — Comedy  Solo — Orch.  Accomp., 

Billy  West 

Beale    Street    Mama  —  Comedy    Duet  —  Orch. 

Accomp  •  Thomas  and  Bernard 

Louisville  Lou — Baritone  Solo — Orch.  Accomp., 

Bert  Trevor 

Old  King  Tut — Comedy  Solo — Orch.  Accomp., 

Billy  West 

HAWAIIAN  RECORD 
Maria     Mari     (Neapolitan    Song)  —  Hawaiian 

Guitars   Ferrera   and  Franchini 

One  Little  Smile  (Before  We  Say  Farewell)  — 
Vocal  Chorus,  Vernon  Dalhart, 

Ferrera   and  Franchini 
Star-Spangled  Banner— Male  Quartet, 

Majestic  Quartet 

America — Male  Quartet   Majestic  Quartet 


PATHE  PHONOGRAPH  &  RADIO  CORP. 


(Actuelle  Records) 

Lights  Out — March  ....American  Regimental  Band 
Up  the  Street — March.  .American  Regimental  Band 

INSTRUMENTAL 
Song    of    Love    (From    "Blossom    Time'') — 

Violin  Solo   Ben  Scherzer 

The  World  Is  Waiting  for  the  Sunrise — Violin 

Solo  Ben  Scherzer 

Valse  Erica — Saxophone  Solo   Rudy  Wiedoeft 

Silver   Threads   Among   the   Gold — Saxophone 

Solo   Rudy  Wiedoeft 

Valse  Classique  (Adapted  from  "Humoresque") 

— Xylophone    Solo   George  Green 

One  Fleeting  Hour — Xylophone  Solo. George  Green 

Nice  and  Knifty — Piano   Solo  VVm.  Eckstein 

Coaxing  the  Piano — Piano  Solo  Wm.  Eckstein 

HAWAIIAN 
One  Little  Smile — Vocal  Chorus,  Vernon  Dal- 
hart  Ferrera  and  Franchini 

After  Every  Party — Vocal  Chorus,  Vernon  Dal- 
hart  Ferrera  and  Franchini 

STANDARD  VOCAL 

Little  Grey  Home  in  the  West  Henry  Burr 

Mighty  Lak'  a  Rose  Henry  Burr 

Little  Tommy  Went  A-Fishing  Victory  Four 

A  Catastrophe   Victory  Four 

SACRED 

Holy,  Holy,  Holy   Cora  Tracey 

My  Faith  Looks  Up  to  Thee  Cora  Tracey 

POPULAR  VOCAL 
When  Will  the  Sun  Shine  for  Me?.. Robert  Bruce 
When  the  Gold  Turns  Into  Grey ....  Arthur  Wilson 
River  Shannon  Moon, 

Arthur  Wilson  and  Frank  Sterling 
Down  Among  the  Sleepy  Hills  of  Tennessee, 

Apollo  Male  Trio 

Don't   We  Carry  On?, 

Harry  Blake  and  Robert  Judson 

Beside   a   Babbling   Brook  Frank  Sterling 

DANCE 


020970 

020971 
020972 

020973 

020974 

020975 
020976 

020977 
020978 

020979 
020980 


Down  Among  the  Sleepy  Hills  of  Tennessee — 

Fox-trot   Majestic  Dance  Orch. 

Beside  a  Babbling  Brook — Fox-trot, 

Majestic  Dance  Orch. 
Blue  Hoosier  Blues — Fox-trot.Majestic  Dance  Orch. 

Swingin'  Down  the  Lane  Al  Burt's  Orch. 

Who's   Sorry   Now? — Fox-trot, 

Les  Stevens  Clover  Garden's  Orcli. 
South  Sea  Eyes — F"ox-trot, 

Les   Stevens   Clover   Garden's  Orch. 
You  Tell  Her — I  Stutter — Fox-trot, 

Fry's  Million  Dollar  Pier  Orch. 
Lovin'  (That's  What  This  Old  World  Needs), 

Fry's  Million  Dollar  Pier  Orch. 

La  Mome  Tango — Tango  Casino  Dance  Orch. 

Voo-Doo  Man    (From   "Jack  and  Jill") — Fox- 
trot  Les  Stevens  Clover  (garden's  Orch. 

On  a  Moonlight  Night — Waltz. .  Casino  Dance  Orch. 

■VValtz  of  Love— Waltz   Al.  Burt's  Orch. 

Mad  ('Cause  You  Treat  Me  This  Way) — F'ox- 

trot   Fry's  Million  Dollar  Pier  Orch. 

Rosetime  and  You  (From  "Go-Go") — Fox-trot, 

Al.  Burt's  Orch. 

Papa    Blues — Fox-trot  Original  Memphis  Five 

Papa  Better  Watch  Your  Step — -Fox-trot, 

Original  Memphis  Five 
Keep  It  Under  Your  Hat — Fox-trot, 

Original  Memphis  Five 
Hen  Pecked  Blues — Fox-trot, 

-Original  Memphis  Five 

Honeymoon  Chimes — ^ Waltz  Jos.  Samuels'  Orch. 

Broken-Hearted  Melody — Waltz. Jos.  Samuels'  Orch. 

Kiss   Me — Fox-trot   Al.  Burt's  Orch. 

Russian  Rose — Fox-trot   Golden  Gate  Orch. 


10612 
10610 
10611 

10613 
10614 

10615 

10616 
10617 

10618 

10619 

10620 
10621 


EMERSON  PHONOGRAPH  CO. 


DANCE  HITS 
Irish  Barn  Dance — Irish  Dance. ..  .Flannigan  Bros. 
The  Maid  Is  Not  Twenty  Yet  (Intro.:  "Flanni- 

gan's  Jig") — Irish  Dance   Flannigan  Bros. 

Just  for  To-night — Waltz, 

Harry  Stoddard  and  His  Orch. 

Argentine — Tango  Fox-trot  Emerson  Dance  Orch. 

March  of  the  Mannikins — Fox-trot, 

Harry  Stoddard  and  His  Orch. 
Sunkist  Rose — Fox-trot   Lada's  Orch. 

SONG  HITS 
Haitian  Blues — Blues  Character  Song, 

Lizzie  Miles  and  Her  Piano  Acc. 
Your  Time  Now — Blues  Character  Song, 

Lizzie  Miles  and  Her  Piano  Acc. 
Down    Among   the    Sleepy   Hills   of  Ten-Ten- 
Tennessee — Tenor  and  Baritone  Duet, 

Irving  and  Jack  Kaufman 
Beside   a   Babbling   Brook — Tenor   Solo— Orch. 

Accomp  Irving  Kaufman 

NOVELTY  AND  STANDARD 
In  and  Out — Novelty  Dance — Piano  and  Violin, 

Joseph  Samuels  and  Larry  Briers 
Fiddlers'  Contest — Medley  of  Country  Reels, 

Joseph  Samuels  and  Larry  Briers 

Greenwich  Witch — Piano  Solo   Zez  Confrey 

Poor  Buttermilk — Piano  Solo   Zez  Confrey 

Valse   Erica— Waltz   Rudy  Wiedoeft 

Saxema,  Saxophone  Solo — Novelty  Dance, 

Rudy  Wiedoeft 
Love's  Old,  Sweet  Song — Brass  Quartet, 

Jules  Levy's,  Jr.,  Brass  Quartet 
Blue  Bells  of  Scotland — Brass  Quartet, 

Jules  Levy's,  Jr.,  Brass  Quartet 
Second  Regiment  Connecticut  March — March, 

Bergh's  Concert  Band 
Under  the  Dougle  Eagle — March, 

International  Military  Band 
My  Old  Kentucky  Home — Male  Quartet, 

Rialto  Quartet 

Old  Black  Joe — Male  Quartet  Rialto  Quartet 

I  Love  to  Tell  the  Story — Tenor  and  Contralto 

Duet   Reed  Miller  and  Nevada  Van  der  Veer 

Safe  in  the  Arms  of  Jesus — Tenor  and  Baritone 

Duet — Orch.  Accomp., 

John  Young  and  Fred  Wheeler 


BLACK  SWAN  RECORDS 


BLUES 

14142  Log  Cabin  Blues, 

Trixie  Smith  and  Her  Down  Home  Syncopators 
Voo  Doo  Blues — 

Trixie  Smith  and  Her  Down  Home  Syncopators 

14143  Roamin'  Blues, 

Maud  De  Forrest,  Acc.  by  F.  H.  Henderson 
Doo-Dee  Blues, 

Maud  De  Forrest,  Acc.  by  F.  H.  Henderson 

14144  Good  Man  Sara   Julia  Moody  With  Orch. 

Come  Back,  Dear  Inez  Wallace  With  Orch. 

INSTRUMENTAL 

2116  Chime  Blues — Piano  Solo  F.  H.  Henderson 

I  Want  to — Piano  Solo  F.  H.  Henderson 

DANCE  RECORDS 

2117  You  Gotta  See  Mama  Ev'ry  Night, 

Sammy  Swift's  Jazz  Band 
'Way  Down  Yonder  in  New  Orleans, 

Sammy  Swift's  Jazz  Band 

2118  Two  Hearts  in  Tune  (From  "Elsie"), 

Laurel  Dance  Orch. 
Wonderful    One   Laurel  Dance  Orch. 

2119  When  Will  the  Sun  Shine  for  Me?, 

Fred  Smith's  Society  Orch. 

Falling   Fred  Smith's  Society  Orch. 

RE-ISSUED 

2028  Come,  All  Ye  Faithful  Black  Swan  Quartet 

I  Need  Thee  Every  Hour  Black  Swan  Quartet 

2045  Deep    River — Contralto  Nettie  Moore  With  Orch. 

Song  of  India — Contralto ..  Nettie  Moore  With  Orch. 


HARDY  OPENS  JSEW  WAREROOMS 

Bay  City,  Mich.,  May  8. — The  Hardy  Music 
Co.,  formerly  at  506  Sixth  street,  opened  in  the 
new  quarters  in  the  east  half  of  the  Elks'  Block 
here  recently.  Alterations  in  the  new  space 
have  taken  a  period  of  six  weeks  and  were  done 
at  a  cost  of  $4,500.  French  grey  tones  predomi- 
nate in  the  color  scheme  of  walls,  rugs  and 
furniture.  Specially  made  record  booths  at  the 
rear  of  the  store,  installed  by  the  Unit  Con- 
struction Co.,  of  Philadelphia,  are  said  to  be 
as  nearly  sound-proof  as  can  be  made  and  the 
store  is  one  of  the  finest  hereabouts. 
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i  CONSTRUCTIVE  ARTICLES  IN  THIS 
ISSUE  OF  THE  WORLD 


Ready  Reference  for  Salesmen,  Dealers  and  Department  Heads 


Salesmen's   Contests   as   Sales  Pro- 
moters   

Unusual  Service  Stimulates  Interest 
in  Records  

Charging  Interest  on  Sales  Is  Neces- 
sary   

The  Fallacy  of  Too  Much  Concen- 


tration 


Proof  that  Real  Trade  Co-operation 
Is  Possible  

Selling    Methods    that    Cheapen  the 
Trade   

Why  Successful  Canvassing  Is  Still 
Possible  

Music  Mernory  Contests  Boost  Busi- 
ness   

"Pusher"    Plan    Sells   Dead  Record 
Stock   

How    a   Wise    Manager    Scores  by 
Leading  

Arranging  the  Patriotic  Record  Win- 
dow for  the  Dealer  

Man   Behind   the  Counter  Must  Be 
Sold  First   

Developing    Business    in    the  Small 
Town  

Doorbell    Route    to    Sales  Secures 
Results  

Efficiency   in   Making   Collections  a 
Very  Vital  Factor  in  Making  Busi- 
ness a  Success  

The  Training  of  Salesmen  Most  Es- 
sential   

Keeping  Record   of  All  Cash  Cus- 
tomers   


10 
10 
10 
1  1 
12 

13 

16 

17 

19 

21 

24 

27 
28 
30 


Sales  Opportunity  in  Standard  Se- 
lections   35 

Continued    Patronage    Depends  on 

Service   43 

Linking  the  Store  with  Local  Con- 
certs   48 

Important  Figures  Regarding  Ameri- 
can Exports  of  Talking  Machines 
and  Records    49 

New    York's    Great    Music  Week 

Campaign    55 

Featuring  the  Musical  Possibilities  of 

the  Talking  Machine   61 

Some  Sales  Stimulators   66 

Value  of  Good  Will  as  a  Business 

Building  Factor   67 

Some  Important  Pointers  on  Secur- 
ing Prospects   72 

Review  of  Trade  Conditions  in  Bos- 
ton and  New  England  83-86 

Trade    Happenings    in    the  Quaker 

City  and  Pennsylvania  95-98 

Mid-West  Point  of  View  and  Gen- 
era! Western  Trade  News  112-128 

Gleanings  from  the  Domain  of  Music 

Publishing  143-147 

Interesting  News  from  the  Dominion 

of  Canada   1  62 

In  the  Musical  Me'rchandise  Field.  158-159 

Four-minute  Conferences  on  Business 

Topics   1  68 

The   Talking   Machine   Situation  in 

Europe   170-171 

Late  Patents  of  Interest  to  the  Talk- 
ing Machine  Trade  1  72-1  73 

Advance   List    of   Talking  Machine 

Records  for  June  1  74-1  76 


KNICKERBOCKER  DEALERS  MEET 


Prizes  for  Best-dressed  Window  During  Music 
Week  Awarded  at  Meeting  of  Metropolitan 
Victor  Decders  at  Knickerbocker  Co. 


The  regular  monthly  meeting  of  the  metro- 
politan Victor  dealers  served  by  the  Knicker- 
bocker Talking  Machine  Co.,  Victor  wholesaler, 
New  York  City,  was  held  on  Tuesday,  May  8,  in 
the  auditorium  at  Knickerbocker  headquarters. 
In  addition  to  the  recital  of  June  records  the 
prizes  were  awarded  to  the  Victor  dealers  dis- 
playing the  best-dressed  windows  during  Music 
Week,  after  which  all  repaired  to  the  Hotel  The- 
resa, where  an  elaborate  luncheon  was  served. 


Southern 
Victor.  WHOLsaALERS 


During  the  course  of  the  luncheon  Roslyn  Da- 
vega,  ably  assisted  by  her  still  younger  sister 
of  four  years  of  age,  rendered  several  dances 
which  received  very  hearty  applause.  At  the 
conclusion  of  the  dinner  Paul  Heifer,  well- 
known  Victor  dealer,  spoke  a  few  words  in  ap- 
preciation, not  only  of  the  present  entertain- 
ment, but  of  the  many  years  of  very  valuable 
service  rendered  his  warcrooms  by  the  Knicker- 
bocker organization. 


(RICHMOND 


VIRCINI/V, 


The 

Toledo  Talking  Machine  Co. 

Toledo,  Ohio 

Wholesale  Victor 
Exclusively 


TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  G.  STREET.  WASHINGfTON.  D.  C. 
281  N.  HOWARD  STREET,  BALTIMORE,  MD 


W.  J.  DYER  &  BRO. 

DYER  B'LD'G.  ST.  PAUL,  MINN. 
NORTHWESTERN  DISTRIBUTORS 


OF  THE 


VICTOR 

Machines,  Records  and  Supplies 

Shipped  ProiiMjtly  to  all 
Point*  in  the  Northwest 


SELLING  MUSICAL 
MERCHANDISE 

By  J.    R.  FREW 

This  is  a  practical  book  that  describes 
the  methods  pursued  by  a  successful 
music  dealer  in  conducting  his  musical 
merchandise  departments.  It  covers 
every  routine  problem  incident  to  es- 
tablishing and  operating  a  depart- 
ment devoted  to  band  and  orchestra 
instruments. 

This  branch  of  the  music  industry 
has  had  a  very  prosperous  year  and 
an  excellent  opportunity  awaits  other 
dealers  who  take  it  up.  It  requires  a 
small  investment,  gets  quick  turnover, 
involves  no  risk  and,  in  addition  to 
being  highly  profitable  itself,  increases 
the  sale  of  talking  machines,  records, 
etc.,  and  helps  make  a  given  store  the 
music  center  of  its  community. 

READ  THE  CONTENTSo/ 
THIS  PRACTICAL  BOOK 

Chapter 

From  the  Publisher. 
Introduction. 

PART  I 
THE  PROBLEM  OF  BUYING 
I.    Buying  In  General. 
II.    Importance  of  Quality  In  Buying. 

III.  Where  to  Buy. 

IV.  Future  Buying. 

V.    Buying  for  Special  Sales. 
VI.    Some  Don'ts  for  the  Buyer. 

PART  II 
THE  PROBLEM  OF  PUBLICITY 
VII.    Advertising  In  General. 
VIII.    Space  or  Display  Advertising. 
IX.    Advertising  by  Personal  Contact. 
X.    Advertising  Through  Service. 
XI.    Direct  and  Mail  Advertising. 
XII.    Advertising  Through  Musical 
Attractions. 
PART  III 
THE  PROBLEM  OF  MANAGEMENT 

XIII.  Management  in  General. 

XIV.  Stock  Display. 
XV.    The  Care  of  Stock. 

XVI.    Inventory  and  Sales  Analysis. 
XVII.    The  Question  of  Credit. 
XVIII.    The  Repair  Department. 
XIX.    The  Value  of  Co-operation. 
PART  IV 
THE   PROBLEM  OF  SELLING 
XX.    Selling  in  General. 
XXI.    The  Sales  Organization. 
XXII.    Psychology  of  Salesmanship. 

XXIII.  Collective  Selling. 

XXIV.  Organizing  a  Band  or  Orchestra. 
XXV.    The  Used  Instrument  Problem. 

PART  V 
INSTRUMENTATION 
XXVI.    Musical  Organizations  and  their 
Instrumentation. 
XXVII.    The  Principal  Instruments  of  the 
Band  and  Orchestra  Described. 
APPENDIX 
List  of  Principal  Musical  Merchandise 
Products 

FREE   INSPECTION  OFFER 


Edward  Lyman  Bill,  Inc. 

373  Fonrth  Avenae,  New  York. 

You  may  send  me,  on  five  days'  free  inspec- 
tion, your  book  SELLING  MUSICAL  MER- 
CHANDISE. I  agree  to  return  it  to  you 
within  five  days,  or  remit  $2.00 


Name 


Address 


.City 
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THE   TALKING   MACHINE  WORLD 


TWO  WAYS 
TO  CHANGE  THE 
NEEDLE 


SCOTFORD  TONEARM 
&  SUPERIOR  REPRODUCER 


HOW  TO  SELL  A  PHONOGRAPH 

the  Dealer  or  Salesman: 

*?5he  Scotford  Tonearm  and  Superior  Reproducer  are  used  by  a  number  of 
manufacturers  of  hi^  ferade  pKonoferaphs.  If  your  store  handles  any  one  of 
tKese  instruments  you  can  increase  your  sales  and  profits  by  thoroufeKly  learn- 
ing and  then  informing  the  customer  of  the  "Twelve  Points"  of  superiorirj- 
^ven  below.  Remember  it  is  no  proof  of  selling  ability  to  take  an  order  for  a 
phonograph,  the  preference  for  which  has  been  fixed  in  the  customer's  mind 
by  bi^  national  advertising  cam pai^s.  Such  order  taldnfe  proves  the  power  of 
advertising — not  the  sagacity  of  salesmanship.  The  saving  in  advertising  cost 
is  made  up  for  by  extra  quality  and  extra  profit  for  the  store  in  the  Scotford 
equipped  instrument.  There  is  a  better  future  for  the  business  in  the  lasting 
satisfaction  of  the  purchaser  who  takes  aninstrument  of  genuine  music  into  his 
home.  Give  the  customer  a  comparison  of  tone  on  all  the  different  makes .  If  he  is 
not  deaf, he  must  appreciate  theextraordinary difference  in  tone — theScotford's 
^naine  musical  reproduction,  without  the  metallic  sharpness,  and  without  the 
scratch.  Then  prove  yourselfnot  an  ordertaker  but  a  salesmaker  by  continuing 
with  a  detailed  explanation  of  why  the  Scotford  is  better  as  analyzed  in  the 
'  Twelve  Points." 

Keep  the  tonearmt  unscrewed  at  the  base,  so  you  may  lift  it  off 
in  your  hand  forthoTHm^h  examination  inside  and  out — not 
necessary  to  screw  it  down  until  sold  and  ready  to  deliver 

TWELVE  POINTS 

1 —  Ii5  feood  looks.  A  neat,  trim,  tailormade  appearance.  Nicely  proportioned 
lines  which  any  artist  will  approve.  Not  the  swollen  appearance  of  the  con- 
tinuous tapernor  angular  lines  in  conflict  with  the  cabinet  desifen. 

2 —  ^The  substantial,  simple  construction — cast  parts  of  solid  white  brass,  lonfe 
straight  tube  of  yellowbrass,  hard  rubber  bushing  to  prevent  metallic  vibra- 
tion at  the  reproducer  connection  elbow. 

3 —  No  obstruction  anywhere  inside — an  absolutely  clear  passs^,  with  the 
approved  two-inch  inside  diameter  at  base,  and  a  solid  45-deferee  deflecting 
plane  at  the  rum  to  direct  the  sound  waves  strai^t  downward  into  the 
amplifying  chamber. 

4 —  The  simple  swinfeinfe  movement  of  the  tonearm  base — how  freely  it  floats 
when  lifted  up  onto  the  record — but  how  a  supporting  lufe  inside  the  base 
at  back  prevents  the  arm  from  swin^nfe  when  off  therecord  and  does  not 
allow  the  needle  point  to  let  down  so  low  as  to  mar  the  cabinet. 

3 — ^The  handy  lift-up  or  side  turn,  affording  two  ways  to  change  the  needle. 

6 —  Lifeht  pressure  on  the  record — the  squareness  of  the  rum  causing  the  wei^f 
to  be  supported  by  the  base,  whereas  a  more  curving  rum,  would  throw  too 
much  weight  forward  to  the  needle  point. 

7 —  How  perfectly  the  needle  centers  the  groove — turning  the  reproducer  for 
playing  lateral  or  vertical  cut  records  leaves  the  needle  on  exactly  the  same 
point  at  the  same  and  oidy  correct  angle.  A  minimum  of  surface  noise  on 
records  noted  for  scratch. 

8 —  Reproducer  frame  split  clear  through — makiixg  it  a  spring,  held  under  ten- 
sion by  the  longscrewwhich  adjusts  the  pivotal  mounting  of  the  stylus  bar. 

9 —  Any  looseness  thatmightever  develop  in  the  pivoting  of  the  stylus  bar  may 
be  readily  detected  and  instantly  corrected  by  adjusting  the  long  screw 
until  the  needle  holder  and  stylus  bar  feel  tight. 

10—  The  inclined  position  of  the  reproducer  and  angle  of  the  stylus  bar  by 
which  a  greater  impulse  is  imparted  to  the  diaphragm,  with  finer  sensi- 
tiveness to  minor  vibrations  than  the  ordinary  straight  upright  design. 

11 —  Fineness  of  the  mica  diaphragm — a  perfect  crystal  edge  disc  of  selected 
cleaj-India  mica  costing  five  times  as  much  as  the"5econds '  'and  "thins  "  used 
m  cheap  soundboxes. 

12 —  Perfect  insulation — a  rubber  gasket  entirely  separating  the  reproducer 
frame  from  the  backplate.  and  again  a  complete  break  in  the  contact  of 
metals  by  the  hard  rubber  bushing  in  the  tonearm.  This  double  insulation 
insuring  against  metallic  effect  in  the  tone,  and  preventing  the  surface 
scratch  being  magnified  by  the  metals  of  the  reproducer  and  tonearm. 


^Z5he  Reproducer  turns  on  its  axis — the  needle  remaining  on  exactly  the 
same  center  and  at  the  same  correct  an^le  in  both  positions 


The  superior  Lid  Support 


'^Balances  the  Lid  at  any  point 


The  final  point  of  excellence  in  the  equipment  of  a  cabinet  that  often  decides  the  sale.  A  touch  of  one  finger  lifts 
or  closes  the  lid.  which  stops  at  any  point  desired.  Cannot  warp  the  cover.  Noiseless  in  operation.  The  simplest 

support  made.  Easiest  to  install. 


We  are  prepared  to  supply  this  Tonearm 
and  Reproducer  to  a  numberof  additional 
manufacturers  of  phonographs  incertain 
parts  of  the  United  States,  and  contracts 
remain  open  for  some  forei^  countries. 
Write  us  for  particulars  and  prices. 


We  are  able  to  supply  this  Support  in  any 
quanzity.  Made  of  steel,  hi^  ^radeni-Jcel 
or  ^old  plate  Unish.  Samples  sent  to  man- 
ufacturers anywhere  fortrnal. 
Write  for  low  quantity  prices.  State  type 
and  weight  of  lid. 


Barnhart  Brothers  &  Spindler 

SUPERIOR  SPECIALTIES  FOR  PHONOGRAPHS   MONROE  &  THROOP  STREETS,  CHICAGO 


Some  of  the 

World's  Greatest  Artists 

who  are 

Building  Prestige 

for 

Edison  Records 


See  Pages  36,  37, 
38  and  39. 


JOBBERS  OF  THE  NEW  EDISON,  EDISON  RE-CREATION,  THE  NEW  EDISON  DIAMOND  AMBEROLA 


AND  BLUE  AMBEROL  RECORDS 


CALIFORNIA 
Los   Angeles — Edison  Phonographs, 
Ltd. 

San  Francisco — Edison  Phonographs, 
Ltd. 

COLORADO 
Denver — Denver  Dry  Goods  Co. 

GEORGIA 
Atlanta — Phonographs,  Inc. 

ILLINOIS 
Ckicago — The  Phonograph  Co. 
Wm.  H.  Lyons  (Amberola  only). 

INDIANA 
Indianapoiu — Phonograph  Corpora- 
tion of  Indiana. 

IOWA 

Dea  Moines — Harger  &  Blish. 

LOUISIANA 
New  Orle«a»— Diamond  Miuic  Co., 
Inc. 


MASSACHUSETTS 
Boston — Pardee-Ellenberger  Co. 
Iver  Johnson  Sporting  Goods  Co. 
(Amberola  only). 

MICHIGAN 
Detroit — Phonograph  Co.  of  Detroit. 

MINNESOTA 
Minneapolis — Laurence  H.  Lucker. 

MISSOURI 
Kansas  City — The  Phonograph  Co. 

of  Kansas  City. 
St.  Louis — Silverstone  Music  Co. 

MONTANA 
Helena — ^Montana  Phonograph  Co. 


Omaha- 


NEBRASKA 
-Sbultz  Bros. 


NEW  JERSEY 
Orange — The  Phonograph  Corp.  of 
Manhattan. 

NEW  YORK 
Albany — American  Phonograph  Co. 
Syracuse — Frank  E.  Bolvpay  &  Son, 

Inc.,  W.  D.  Andrews  Co. 

(Amberola  only). 

OHIO 

Cincinnati — The  Phonograph  Co. 
Cleveland — The  Phonograph  Co. 

OREGON 
Portland — Edison  Phonographs,  Ltd. 

PENNSYLVANIA 
Philadelphia  —  Girard  Phonograph 
Co. 

Pittsburgh — Buebn  Phonograph  Co. 
Williamsport — W.  A.  Myers. 

RHODE  ISLAND 
Providence — ^J.  A.   FoMer  Co. 
(Amberola  only). 


TEXAS 

Dallas — Texas-Oklahoma  Phono- 
graph Co. 

UTAH 

Ogden — Proudfit  Sporting  Goods  Co. 

VIRGINIA 
Richmond— The  C  B.  Haynes  Co., 
Inc. 

WISCONSIN 
Milwaukee — The  Phonograph  Co.  of 
Milwaukee. 

CANADA 
Montreal— R.  S.  Williams  &  Sons 
Co..  Ltd. 

St.  John— W.  H.  Thome  &  Co.,  Ltd. 
Toronto — R.   S.   Williams  &  Son* 

Co.,  Ltd. 
Vancouver — Kent  Piano  Co.,  Ltd. 
Winnipeg— S.  S.  Williams  ft  Sona 

Co.,  Ltd. 
Babson  Bros.  (Amberola  only). 
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The  test-known  teidemark  in  the  world. 

designating  the  products  of  theMctor  Talking  Machine  G). 

Entered  u  lecond-class  matter  May  2,  1905,  at  the  port  office  at  New  York,  N.  Y.,  under  the  act  of  Congress  of  March  I,  1879. 


The  Highest  Class  Talking  Machine  in  the  World 


THE  INSTRUMENT  OF  QUALITY 
CLEAR   AS  A  BELL 


Italian 
Renaissance 
Milano 
$750 
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Universal  Recognition 

The  Natural  Outgrowth  of  Quality 


SONORA'S  steadfast  adherence  to 
quality  standards  has  scored  an 
outstanding  triumph.  Today  many  of 
the  largest  department  stores  are  han- 
dling and  featuring  Sonora.  These 
great  retail  organizations  have  come 
to  a  thorough  appreciation  of  the  tre- 
mendous demand  and  profit-making 
possibilities  of  the  Sonora  line. 

They  have  learned  that  Sonora's 
consistent  high  quality  of  tone,  con- 
struction and  appearance  has  created 


a  widespread  prestige  and  demand 
that  makes  the  line  exceptionally  easy 
to  sell.  And  they  are  cashing  in  on  the 
larger  profits  made  possible  through 
lower  selling  costs. 

Let  us  demonstrate  the  many  selling 
features  which  have  "sold"  the  public 
and  these  stores  on  Sonora.  We  will 
also  gladly  mail  you  the  list  of  large 
stores  now  handling  Sonora — a  verita- 
ble "who's  who"  of  successful  retail 
establishments. 


SONORA  PHONOGRAPH  CO.,  Inc. 

279  BROADWAY,  NEW  YORK 


Canadian  Distributors: 
SONORA  PHONOGRAPH   LTD.,  TORONTO 


The  Talking-  Machine  World 
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APPOINTED  DUTING  SALES  MANAGER 


A.  W.  Deas,  Jr.,  Now  in  Charge  of  Outing 
Portable  Sales — Well  Known  and  Widely  Ex- 
perienced in  Talking  Machine  Trade  Circles 


The  Outing  Talking  Alachine  Co.,  Mount 
Kisco,  N.  Y.,  manufacturer  of  the  popular  Out- 
ing portable  phonograph,  announced  on  June  1 
the  appointment  of  A.  W.  Deas,  Jr.,  as  sales 
manager  of  the  company,  with  headquarters  at 
the  executive  offices  in  Mount  Kisco.  Mr.  Deas, 
who  is  well  known  in  the  talking  machine  in- 
dustry, is  now  visiting  the  trade  in  the  East, 


li 


9 


A.  W.  Deas,  Jr. 

and  the  wide  dealer  acquaintance  that  he  has 
established  in  recent  years  will  undoubtedly 
enable  him  to  attain  signal  success  in  his  new 
post. 

Mr.  Deas'  experience  not  only  includes  gen- 
eral sales  work,  but  he  was  also  identified  with 
the  retail  trade  in  a  personal  capacity,  and  more 
recently  was  associated  with  the  Unit  Construc- 
tion Co.  as  Eastern  sales  manager  with  head- 
quarters in  New  York,  and  as  Western  sales 
manager  with  headquarters  in  Chicago.  He  is 
familiar  with  the  sales  problems  confronting 
the  dealer  in  the  development  of  phonograph 
business,  and  he  is  planning  to  give  Outing 
jobbers  and  dealers  maximum  co-operation 
along  practical  lines. 

The  success  of  the  Outing  portable  during  the 
past  year  has  been  one  of  the  outstanding 
features  of  the  development  of  the  portable 
phonograph  business.  A.  J.  Cote,  president  and 
general  manager  of  the  Outing  Talking  Machine 
Co.,  has  heretofore  been  devoting  a  consider- 
able part  of  his  time  to  sales  work,  but  the 
company's  business  increased  so  rapidly  that 
Mr.  Cote  found  it  necessary  to  give  all  of  his 
attention  to  manufacturing  and  general  execu- 
tive production.  Mr.  Deas  will  be  in  complete 
charge  of  sales,  and  the  success  that  has  been 
attained  by  the  Outing  during  the  past  twelve 
months  will  undoubtedly  be  enhanced  materially 
under  his  capable  guidance. 

G.  C.  YOUNG  JOINS  BLACKMAN  STAFF 

J.  Newcomb  Blackman,  president  of  the 
Blackman  Talking  Machine  Co.,  New  York, 
Victor  wholesaler,  announced  last  week  the  ap- 
pointment of  Grover  C.  Young  as  head  of  the 
company's  office  and  credit  departments.  Mr. 
Young  has  been  identified  with  several  well- 
known  mercantile  organizations  and  he  brings 
to  his  new  post  a  thorough  knowledge  of  credit 
and  office  management  that  ideally  qualifies  him 
for  his  new  work. 

See  second  last 


New  York,  June  15,  1923 


JUNIUS  HART  LEASES  NEW  HOME 

Long-term  Lease  on  Much  Larger  Quarters  Se- 
cured— Extensive  Alterations  Planned — Busi- 
ness Growth  Made  Move  Necessary 


New  Orleans,  La.,  June  8. — The  Junius  Hart 
Piano  House,  distributor  of  Okeh  records  and 
I'Cimball  pianos  in  this  territory  and  one  of  the 
best-known  music  concerns  in  the  South,  has 
completed  negotiations  for  a  long-term  lease  on 
a  four-story  building  at  123  Carondelet  street. 
Flans  are  under  way  by  the  company  for  ex- 
tensive alterations  to  the  new  quarters  which, 
it  is  estimated,  will  cost  in  the  neighborhood 
of  $2.T,000.  The  new  quarters  are  much  larger 
than  the  present  building  at  705  Canal  street 
and  the  move  was  made  necessary  by  the  con- 
tinued development  of  the  firm's  business, 
which  has  completely  outgrown  the  present 
quarters. 

The  alte.-ations  of  the  new  home  include 
demolition  of  the  present  front  and  the  substi- 
tution of  a  more  modern  and  attractive  wall  and 
display  windows.  The  entire  main  floor  of  the 
new  structure  will  be  given  over  to  a  display 
room  and  a  new  mezzanine  floor  will  be  con- 
structed to  accommodate  the  offices.  The  sec- 
ond floor  will  be  utilized  as  a  demonstration 
room  for  pianos  and  the  third  floor  will  be 
given  over  to  a  concert  hall.  The  record  and 
repair  departments  will  be  located  on  the 
fourth  floor.  These  improvements,  which  are 
scheduled  to  start  about  August  1,  will  consume 
the  better  part  of  two  months  and  the  Junius 
Hart  firm  is  planning  to  be  installed  in  the  new 
home  by  October  1. 

BECOMES  "UNITED"  SALES  MANAGER 

F.  F.  Paul  Joins  Staff  of  United  Mfg.  &  Dis- 
tributing Co.  of  Chicago — Well  Known  in 
the  Technical  and  Manufacturing  Fields 

Chicago,  III.,  June  6. — H.  L.  Mills,  vice-presi- 
dent and  general  manager  of  the  United  Mfg. 
&  Distributing  Co.,  of  this  city,  manufacturer 
of  United  closed  motors,  announced  to-day  the 
appointment  of  F.  F.  T'aul  as  sales  manager  of 
the  company,  with  headquarters  in  Chicago. 
Mr.  Paul,  who  was  formerly  associated  with  the 
Ironsides  Co.,  Columbus,  O.,  is  well  known  in 
the  technical  manufacturing  world  and  was  pre- 
viously associated  with  Mr.  Mills  in  other  im- 
portant manufacturing  organizations.  His  long 
experience  in  the  mechanical  and  manufactur- 
ing fields  should  enable  Mr.  Paul  to  give  valu- 
able service  to  the  United  clientele.  The  Unit- 
ed Mfg.  &  Distributing  Co.  has  been  making 
very  rapid  progress  during  the  past  few  years 
and  is  now  occupying  a  most  complete  and  up- 
to-date  motor  factory. 


THE  MASON  MUSIC  CO.  ORGANIZED 

San  Antonio,  Tex.,  June  8. — The  Mason  Music 
Co.  has  recently  been  formed  by  a  group  of 
prominent  business  men  of  this  city  and  will 
conduct  an  exclusive  retail  Edison  business, 
starting  in  about  the  middle  of  this  month.  The 
company  has  secured  an  ideal  location  in  the 
heart  of  the  main  business  section  of  San  An- 
tonio, at  514  Houston  street.  The  remodeling 
is  now  in  process  of  completion  and  the  build- 
ing is  scheduled  to  be  ready  by  June  15.  The 
initial  order  for  instruments  placed  by  this 
company  was  for  seventy-five  New  Edisons, 
which  includes  all  of  the  important  models. 


Price  Twenty-five  Cents 


BYRON  HUDSON  RECORDS  FOR  EDISON 

Distinguished  American  Tenor  Has  Won  Quite 
a  Prominent  Place  in  the  Musical  World 


One  of  the  recent  and  most  formidable  addi- 
tions to  the  coterie  of  distinguished  Edison 
artists  is  Byron  Hudson,  the  tenor.  Several 
of  his  numbers  have  already  been  released  on 
Edison  records  and  are  being  acclaimed  every- 
where. Mr.  Hudson,  who  hails  from  Rhode 
Island,  started  to  be  successful  in  the  field  of 
athletics  and  later  distinguished  himself  during 
the  World  War  when  he  saw  two  years'  active 
service  in  France.  His  musical  career  has  al- 
i-eady  been  established  on  a  plane  which  in- 
sures a  steadily  successful  future  and  already 


Byron  Hudson 

includes  many  important  engagements  in  such 
cities  as  New  York,  Newark,  Albany,  Toronto, 
etc.,  and  in  conjunction  with  such  important 
organizations  as  the  New  York  Symphony 
Orchestra  and  the  Newark  Music  Festival  For 
some  time  he  sang  at  the  Old  South  Church  in 
Worcester,  Mass.,  and  is  now  soloist  at  the 
Church  of  the  Divine  Paternity  in  New  York. 
He  is  still  under  30  years  of  age. 

LOUIS  ZIEGLER  WITH  GRANBY  CORP. 

Appointed  Special  Sales  Representative  With 
Headquarters  in  Gotham — Factory  Now  Be- 
ing Rushed  to  Meet  Unprecedented  Demand 


O.  P.  Graffen,  New  York  district  manager  of 
the  Granby  Mfg.  Corp.,  recently  visited  the  fac- 
tory of  the  company  at  Newport  News,  Va. 
Mr.  GrafTen  returned  very  enthusiastic  over  the 
big  business  being  done.  The  new  additions  to 
the  plant  are  now  completed,  and  in  spite  of 
these  additional  facilities  the  factory  is  work- 
ing night  and  day  to  take  care  of  the  business. 
The  important  announcement  is  made  by  Mr. 
Graffen  of  the  appointment  of  Louis  Ziegler  as 
special  sales  representative  of  the  company  with 
headquarters  in  New  York.  He  is  a  talking 
machine  man  of  no  small  experience,  having 
been  connected  for  seventeen  or  eighteen  years 
with  the  Columbia  Graphophone  Co.  in  various 
capacities.  Mr.  Ziegler  was  most  recently  on 
the  sales  staff  of  the  New  York  wholesale  dis- 
tributing branch  of  the  company.  Mr.  Ziegler, 
on  the  first  day  out  as  Granby  representative, 
opened  several  new  accounts,  and  is  enthusiastic 
over  the  sales  possibilities  of  the  Granby  line. 

NEW  STORE  IN  WATERBURY 


The  Brunswick  Music  Shop  is  the  name  of 
a  new  store  devoted  to  the  sale  of  talking  ma- 
chines, records,  etc.,  which  was  recently  opened 
at  419  Stratton  street,  Logan,  W.  Va.  The  con- 
cern is  modernly  equipped  throughout. 
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Waterbury,  Vt.,  June  8. — M.  W.  Fitzgerald, 
who  formerly  conducted  a  store  in  Newmarket, 
N.  H.,  has  opened  an  attractive  music  store  in 
this  city.  Mr.  Fitzgerald  will  handle  a  complete 
line  of  talking  machines  and  records. 
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How  Souvenirs  Are  Promotinsf  Good  Will 


Good  Publicity  Can  Be  Obtained  Through  Distribution  of  Useful 
Souvenirs — Concrete  Examples  of  Successful  Gift-giving  Stunts 


Over  the  desk  of  one  of  the  well-known  mem- 
bers of  the  trade  hangs  a  card  bearing  the 
quotation:  "The  average  man  will  do  more  for 
a  cigar  than  he  will  for  a  dollar,"  and,  although 
the  thought  may  be  a  bit  cynical,  it  neverthe- 
less applies  with  great  accuracy  in  a  surprising 
number  of  cases,  and  can  be  followed  to  ad- 
vantage by  many  merchants  in  building  up  a 
prospect  list. 

There  are  those  in  this  and  other  trades  who 
see  little  value  in  the  average  souvenir,  par- 
ticularly those  purchased  at  small  cost,  but  the 
experie.nce  of  others  has  served  to  indicate  that 
some  little  article  bearing  the  name  of  a  talking 
machine  dealer  often  finds  a  welcome  place  in 
the  household  and  acts  as  a  constant  reminder 
of  the  donor  and  his  business. 

Tape  Measures  Help  Salesmen 

One  prominent  music  house  in  the  Middle 
West,  for  instance,  ascribes  much  of  the  suc- 
cess of  its  canvassers  to  the  fact  that  they  are 
provided  with  quantities  of  fair  quality  tape 
measures  bearing  the  imprint  of  the  company 
for  distribution  among  housewives.  The  or- 
dinary canvasser  who  approaches  the  kitchen 
door  is  frequently  regarded  with  suspicion,  and 
on  occasions  is  required  to  scale  the  fence  a 
foot  or  so  ahead  of  the  dog  before  he  can  get 
a  chance  to  explain  his  mission  to  the  lady  of 
the  house.  The  canvassers  supplied  with  tape 
measures  have  no  difficulty  along  that  line. 

These  men  appear  before  the  housewife  with 
an  announced  desire  to  present  a  free  gift,  the 
introduction  being  something  as  follows:  "I 
have  just  come  to  present  you  with  this  little 
souvenir  with  the  compliments  of  the  Blank 
Talking  Machine  Co."    As  he  talks,  the  can- 


vasser unrolls  the  tape  measure  and  presents  it 
in  that  way.  While  the  woman  is  thanking  him 
and  naturally  inspecting  the  souvenir  it  is  a 
simple  matter  to  make  inquiries  regarding  the 
equipment  of  the  home  in  the  matter  of  musical 
instruments,  and  whether  it  is  possessed  of  a 
talking  machine  or  some  other  music-producing 
medium. 

Not  only  is  the  desired  information  for  the 
prospect  list  secured  with  no  waste  of  time, 
but  the  direct  results  from  the  canvass  have 
been,  and  are,  surprisingly  good.  In  fact,  the 
actual  sales  made  as  a  result  of  the  first  con- 
tact are  sufficient  to  pay  the  cost  of  canvassing 
several  times  over  and  still  leave  a  profit.  On 
top  of  this  is  the  value  of  the  prospect  list  that 
is  accurate  and  worthy  of  intensive  cultivation. 
Postcards  for  Births  and  Marriages 

It  is  surprising,  too,  what  ef¥ect  even  a  post- 
card will  have  upon  the  recipient  under  certain 
conditions.  One  dealer  keeps  a  card  record  of 
the  children  born  in  his  territory,  and'  as  their 
birthday  anniversaries  come  each  year  sends  out 
an  attractive  card  that  in  an  unostentatious 
manner  advertises  himself  and  his  business.  The 
youngster  may  be  too  little  to  appreciate  the 
thought,  but  the  proud  parents  are  not  unap- 
preciative,  and  the  number  of  sales  that  have 
been  made  to  such  parents,  and  through  no 
other  means  of  contact  than  the  birthday  card 
has  been  surprisingly  large.  The  dealer,  in 
fact,  declared  that  his  idea  of  birthday  greet- 
ings represents  one  of  the  best  selling  plans  he 
has. 

Another  retailer  follows  out  the  postcard  plan 
along  another  line  by  keeping  a  record  of  wed- 
ding announcements,  sending  a  really  attractive 


card  of  congratulation  and  following  it  up  each 
j'ear  for  several  years  with  anniversary  cards 
that  are  calculated  to  attract  attention.  He 
finds,  too,  that  the  idea  is  well  worth  the  time 
and  expense  in  the  matter  of  sales  produced. 
Graduation  Pins  Found  Profitable 

Last  year  a  music  dealer  in  a  large  Eastern 
city  went  to  several  of  the  local  schools  a 
month  or  so  before  graduation  time  and  offered 
to  supply  the  graduates  with  the  usual  school 
pins  without  charge.  As  a  result  of  the  offer 
he  was  called  upon  to  provide  something  over 
300  pins  at  a  cost  of  $90,  but  as  he  secured  the 
name  and  address  of  each  graduate,  he  had  a 
list  that  he  felt  was  worth  the  expenditure. 
Before  the  first  of  the  year,  as  a  matter  of  fact, 
he  had  sold  to  the  parents  of  the  graduates  and 
to  the  children  themselves  five  talking  machines, 
two  pianos,  and  a  large  quantity  of  small 
musical  instruments,  such  as  violins,  ukuleles, 
etc.,  to  say  nothing  of  talking  machine  records. 
He  plans  to  make  the  same  offer  of  free  pins 
again  this  year,  for  he  feels  that  the  results 
were  worth  while. 

During  the  past  year  certain  dealers  have  dis- 
tributed small  banks,  miniature  talking  ma- 
chines, among  prospects,  the  plan  being  to 
gradually  accumulate  enough  money  by  drop- 
ping odd  coins  in  these  banks  to  make  the 
initial  payment  on  a  talking  machine  or  for  the 
purpose  of  purchasing  records.  The  banks  were 
instrumental  in  stimulating  business  to  a  sur- 
prising extent. 


The  McMahon  Piano  Co.,  Youngstown,  C, 
handling  phonographs,  has  opened  a  branch  at 
Koppel,  Pa.   


SAVE  TIME  and  FREIGHT  CHARGES 


THE  TALKING'iiMACHlNE'S  HELPMATE 


The  Best  Interchangeable  Leaf 
Record  Album  on  the  Market 


The  demand  for  Nyacco  albums  is 
so  universal  throughout  the  entire 
country  that  we  long  ago  found  the 
advisability  of  operating  two  factories 
— one  in  New  York  and  the  other  in 
Chicago.  Both  turn  out  the  same 
quality  work  that  has  made  Nyacco 
albums  famous.  We  suggest  you  send 
your  orders  to  the  factory  nearest 
you  to  save  time  and  freight  charges. 


Write  for  displa'^  card— mailed 
without  cost.  It  will  help  pou 
sell   more   Nyacco  Albums 


New  York  Album  &  Card  Co.,  Inc. 


NEW  YORK 


23-25  Lispenard  St. 


CHICAGO 

415-417  S.  Jefferson  St. 


Pacific  Coast  Representative:  Munson  Raynor  Corp.,  643  South  Olive  Street,   Los  Angeles,  Calif. 
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Victor  supremacy  is  the 
supremacy  of  performance 


Victrola  No.  50 
$50 

Mahogany  or  oak 


Victrola  No.  80 
$100 

Mahogany  or  walnut 


Victrola  No.  210 
$100 

Mahogany  or  walnul 


Actual  accomplish- 
ments are  better  than 
promises  and  expecta- 
tions. What  the  Victor 
has  done  in  the  past  and 
continues  to  do  to-day  is 
the  safe  index  of  what 
the  future  holds  in  store 
for  the  musical  instru- 
ment dealer. 


Victrola  IX, 
$75 

Mahogany  or  oak 


Victrola  No.  100 
$150 

Mahogany  or  walnut 


Victrola 


"HIS  master's  voice' 


REG.U,  S,  PAT.OFF. 


Look  under  tlie  lid  and  on  the  labels  for  these  Victor  trade  -marks 

Victor  Talking  Machine  Company 

Camden.,  New  Jersey 
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SOME  OF  THE  PROBLEMS  OF  CHARGE  ACCOUNT  BUSINESS 

Under  Certain  Conditions  the  Talking  Machine  Merchant  Should  Encourage  Customers  to  Open 
Charge  Accounts — When  the  Charge  Account  Becomes  a  Risk 


The  question  of  whether  customers  should  be 
permitted  to  open  charge  accounts  is  agitating 
the  minds  of  many  talking  machine  dealers. 
Whether  or  not  it  is  wise  for  any  particular 
merchant  to  allow  patrons  to  hav.e  the  privilege 
of  a  charge  account  depends  on  many  things 
and  the  dealer  who  is  contemplating  this  move 
will  do  well  to  thoroughly  analyze  the  situa- 
tion. The  charge  account  plan  may  work  very 
well  in  one  locality  and  may  be  an  utter  failure 
in  another.  The  reason  for  this  is  obvious.  A 
merchant  whose  establishment  is  in  a  shopping 
district,  patronized  by  the  exclusive  people  of 
his  community — that  is,  the  wealthier  class — 
may  find  it  to  his  advantage  to  extend  this  serv- 
ice. On  the  other  hand,  the  merchant  located 
in  an  average  neighborhood  should  not  consider 
the  proposition  at  all  for  a  number  of  very 
excellent  reasons. 

A  prominent  talking  machine  merchant  lo- 


cated in  one  of  the  finest  shopping  districts  of 
New  York,  who  has  a  large  number  of  charge 
account  customers,  made  the  following  state- 
ment regarding  the  problem:  "Permitting  cus- 
tomers to  open  charge  accounts  is  all  very  well 
for  the  large  department  stores,  who  do  a  cer- 
tain amount  of  business  with  people  who  pay 
most  of  their  bills  monthly,  and  for  a  concern 
such  as  ours  which  caters  mainly  to  the  wealthy 
people  in  the  city.  Many  of  our  best  and  most 
regular  patrons  pay  their  bills  monthly  and  if 
we  did  not  accord  them  the  same  privilege  ex- 
tended by  the  department  store  we  would  lose 
a  great  deal  of  business.  Probably  the  best  fea- 
ture of  the  charge  account  business  is  that  a 
customer  is  likely  to  purchase  more  than  he  or 
she  would  buy  if  cash  had  to  be  paid  on  the 
spot.  However,  while  the  dealer  in  a  section 
of  the  city  catering  to  less  wealthy  patrons  can 
afford  to   sell  on  the   instalment  plan,  in  my 


opinion  he  cannot  afford  to  permit  customers 
to  open  charge  accounts.  Of  course,  there  are 
always  a  few  customers  to  whom  it  is  advis- 
able, and  sometimes  necessary,  to  extend  this 
service,  but,  generally  speaking,  it  is  bad  prac- 
tice for  a  merchant  in  the  position  referred  to 
above. 

"Most  talking  machine  dealers  do  busi- 
ness mainly  with  middle-class  people  and, 
while  these  customers  can  pay  a  reasonable 
amount  monthly,  they  cannot  afford  to  spend 
more  than  a  certain  amount  for  amusements 
and  entertainment,  and  where  they  have  an  ac- 
count of  this  character  unthinking  buying  may 
place  both  the  customer  and  the  dealer  in  an 
embarrassing  situation.  Generally  speaking,  I 
would  say  that  the  cash  policy  for  records  and 
the  instalment  plan  for  the  talking  machines  is 
probably  the  most  effective  and  satisfactory  way 
of  doing  business  for  the  average  talking  ma- 
chine dealer,  at  least  I  have  found  this  to  be  the 
case,  although  no  hard  and  fast  rule  concerning 
this  particular  phase  of  the  business  can  or 
should  be  made.  The  dealer  must  exercise  his 
own  judgment  in  the  matter.  ' 


Will  You  SELL  What  They  Will  BUY? 


Here  is  Ormes'  Booklet  of  Selected  Rec- 
ords That  Shows  What  You  Have  to  Sell. 


I 


If  you  bougfht  only  one 
new  Victor  Record  a  week 

you  would  have  such  a  treasury  of 
music  as  could  compare  only  with 
the  great  libraries  and  the  great  art 
galleries  of  the  world.  You  would 
have  a  source  of  untold  satisfaction 
for  your  every  need.  The  musical 
genius  of  the  world  is  graved  on 
Victor  Records — not  the  printed 
page  of  music,  but  the  music  itself. 

^yVictrola 

U.^  forWiesc  (rad^  miirKs    Undor  the  l.d   On  the  l.ibcl 

Victor  Talking  Machine  Company,  Camden  n  j 


ViclroIJ  No.  300 

$250 
Viclrola  No.  300, 
electric.  5190 
Mitioeint.  o>k  oi  walnut 
O.herilvl" 
SIS  loSlSOO 


I 


Above  is  the  Victor  Company's  June 
\     Advertisement    for   National  Mageizines 
Reaching  Millions  of  People. 


88001 
&S002 

ssoei 

SSOfcS 

ssoh 

68113 
8SI27 
88138 

SS2("6 


88 -''^0 
S&JII 

8&J2; 
8S339 
88376 
S&378 
S839I 
88416 
88439 

8S5SO 
8SS94 

88617 
88625 

85001 

89017 

S«(il8 
69029 
890J0 
8P060 
89066 

S9075 
890W 
SS091 

SWi 
65094 
89103 
89104 

8fI06 
89107 
89108 

9S100 

95200 
95203 
95210 
95211 

95212 

S6000 

96200 


\ 


% 

-7, 


\ 


\ 


\ 


\ 


\ 


\ 


\ 


Place  an  ORMES  Booklet  of  Selected  Records  in 
every  home  possessing  a  talking  machine  and  thereby 
create  the  desire  to  buy  RECORDS  EVERY 
WEEK  FROM  YOU. 

ORMES,  Inc. 


\ 


■7/ 


\ 


\ 


15  W.  37tli  St. 
New  York,  N.Y. 
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\^ctor  supremacy  is  the 
supremacy  of  performance 


Victrola  VI,  $35 

Mahogarv  or  oak 


The  Victrola  has  made 
a  place  for  itself  unique  in 
the  annals  of  the  musical 
world,  and  every  dealer 
in  Victor  products  knows 
that  from  a  business 
standpoint  it  is  absolutely 
without  an  equal. 


Victrola  No.  90 
$125 

Mahogany  or  walnut 


Mahnpany  or  walnut 


Victrola  VIII,  $50 

Oak 


Victrola  No.  105 
$180 

Mahogany  or  walnut 


Victrola 


HIS  MASTERS  VOICE" 


REG.U.  S.  PAT.  OFF. 


Look  under  the  lid  and  on  the  labels  for  these  Victor  trade  -marks 

Victor  Talking  Machine  Company 
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Now  Is  the  Time  to  Start  Summer  Drive 

Sales  Promotion  Campaigns  Directed  Toward  Vacationists  Offer 
Dealers  an  Opportunity  of  Building  Up  Summer  Business  Volume 


Summer  witli  its  sales  problems  for  the  re- 
tail merchant  is  with  us.  There  are  certain  types 
of  talking  machine  dealers  who  are  so  confi- 
dent that  Summer  is  the  time  for  relaxation 
from  business  efforts  that  they  take  matters  in- 
diflferently,  while  there  are  others,  more  seri- 
ously disposed,  who  realize  that  business  can 
be  secured  in  the  Summertime  just  as  eftectively 
as  in  other  seasons  of  the  year,  when  it  is  prop- 
erly gone  after. 

The  writer  is  in  sympathy  with  the  opinion 
of  the  latter  and  believes  that,  more  than  ever 
before  in  the  history  of  the  trade,  the  dealer  has 
a  real  opportunity  of  cashing  in  during  the 
Summer  months  not  only  by  means  of  the  port- 


able alone,  but  by  a  strenuous  general  campaign 
among  country  homes,  hotels,  boarding  houses, 
etc.,  where  people  from  cities  and  towns  go  to 
build  up  their  health  and  strength  during  the 
Summer  months. 

There  are  many  plans  by  which  the  dealer  can 
bring  the  merits  of  his  line  to  the  attention  of 
the  public  at  this  time  in  a  manner  to  insure 
satisfactory  results.  Here  is  one  which,  while 
not  new,  has,  nevertheless,  been  found  extreme- 
ly eflective: 

The  closing  weeks  of  this  month  the  school 
vacation  season  starts.  High  school  and  col- 
lege students  will  be  homeward  bound  and  will 
be  seeking  some  profitable  occupation  during 


the  vacation  period.  What  better  "job"  than  to 
become  sales  representatives  of  live  talking  ma- 
chine dealers  and,  armed  with  records  and  per- 
haps portable  phonographs,  rove  the  country- 
side seeking  the  wary  prospect?  These  student 
salesmen  need  not  confine  their  efforts  to  the 
town  in  which  the  dealer's  store  is  located.  They 
should  visit  not  only  the  Summer  resorts — 
hotels,  boarding  houses,  camping  places,  etc., 
within  a  reasonable  radius  of  the  dealer's  loca- 
tion— but  have  a  free  lance  commission  to  close 
all  available  business. 

Summer  Hotels  Good  Prospects 

While  the  vacationist  is  a  safe  prospect  for 
records,  yet  the  primary  object  of  the  campaign 
is  to  see  that  the  hotels,  boarding  houses  and 
camping  parties  are  equipped,  first  and  fore- 
most, with  talking  machines.  If  any  of  them 
are,  sell  them  a  plentiful  supply  of  records;  if 
not,  make  sales  of  talking  machines  of  some 
kind.  In  the  case  of  campers  there  is  an  ex- 
cellent opportunity  for  making  sales  of  port- 
ables, and  where  this  instrument  is  in  evidence 
records  can  be  sold. 

The  average  talking  machine  dealer  has  not 
an  organization  large  enough  to  permit  several 
salesmen  doing  outside  sales  work  and,  there- 
fore, he  must  secure  such  men  for  this  purpose. 
Furthermore,  the  men  must  be  of  a  type  who 
possess  certain  requirements,  i.  e.,  attractive 
appearance  and  a  desire  to  sell.  Actual  experi- 
ence is  not  absolutely  necessary.  It  is  enough 
if  the  desire  is  there.  The  dealer  can  take  the 
new  sales  recruit  in  hand  and  teach  him  the 
most  important  things  to  know  and  to  bring 
out  in  his  sales  talks.  High  school  and  college 
students  of  the  right  type  will  be  found  well 
suited  for  the  Summer  sales  drive  and,  besides, 
there  should  be  no  difficulty  in  securing  this 
type  of  help,  whereas  it  is  practically  impossible 
to  secure  high-class,  experienced  salesmen  for 
a  temporary  period. 

Early  Preparation  Necessary 

The  dealer  should  give  serious  consideration 
to  his  Summer  business  campaign.  Prepara- 
tions should  be  made  now  and  the  entire  cam- 
paign should  be  mapped  out  in  such  a  way  that, 
when  the  dealer  reaches  the  point  of  securing 
his  salesmen,  he  knows  just  what  territory  he 
desires  covered.  The  number  of  men  who  will 
be  sent  out  must  be  determined.  ,Then  there  is 
the  territory  to  be  covered  by  each  man,  the 
preparation  of  a  prospect  list  containing  the 
names  and  locations  of  Summer  resorts,  camp- 
ing grounds,  hotels,  boarding  houses  and  other 
points  to  be  visited.  With  this  information  in 
hand  the  rest  is  easy  and  the  Summer  business 
drive  should  not  only  go  over  without  a  hitch, 
but,  if  the  right  type  of  men  are  selected,  sub- 
stantial sales  are  sure  to  result. 


BERKELEY  MUSIC  HOUSE  OPENED 


O.  M.  Smith  and  Art  Brown  Form  Partnership 
and  Buy  Out  Berkeley,  Gal.,  Dealer 


Berkeley,  Cal.,  June  2.—0.  M.  Smith  has  re- 
signed as  manager  of  the  phonograph  depart- 
ment of  the  Hanson  Music  House,  in  order  to 
go  into  business  for  himself.  In  partnership 
with  Art  Brown,  also  until  recently  with  the 
Hanson  Music  House,  he  is  now  doing  business 
in  this  city.  The  partners  bought  out  the  C.  G. 
Barrington  Music  Co.,  2306  Telegraph  avenue, 
and  have  changed  the  name  to  the  Berkeley 
Music  House.  They  are  carrying  the  Victor 
line,  Buescher  saxophones,  Vega  banjos  and  a 
full  line  of  small  goods,  and  are  planning  to 
take  on  piano  lines.  Both  partners  are  well 
known  and  are  popular  with  the  trade  and  with 
the  public. 


A  Dealer's  Best  Salesroom — The  Home 


75  per  cent,  of  machine  sales  it  is  estimated  are 
now  being  made  in  the  most  logical  salesroom  a 
dealer  can  find — 

Right  where  the  Victrola  will  be  used 

The  dealer  who  is  increasing  his  business  today 
— under  the  peculiar  conditions  existing — is  taking 
the  Victrola  to  his  customer. 

We  have  compiled  a  dozen  of  the  best  tested- 
and-proven  outside  selling  ideas.  They  are  yours 
for  the  asking. 

STANDARD  TALKING  MACHINE  CO. 

PITTSBURGH 


Get  your  share  of 
1923  Victrola  Profits 

Write  us  today 
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PEERLESS 

''The  Album  Without  an  Equal" 


A  SUMMER  TIP 

While  Summer  may  bring  fewer 
customers,  a  real  opportunity  exists 
to  increase  each  individual  purchase 
in  such  proportion  as  to  maintain  a 
normal  volume  during  June,  July  and 
August. 

In  the  atmosphere  of  leisure,  you 
can  get  close  to  your  customers'  mu- 
sical tastes  and  often  start  them  on 
a  course  of  purchasing  in  good  rec- 
ords which  will  have  no  limit. 

The  Peerless  Record  Classification 
System  is  conducive  to  the  accumu- 
lation of  fine  record  libraries  and  will 
be  found  a  most  positive  and  profit- 
able assistant  to  you  this  Summer  in 
your  pursuit  of  record  sales. 

Write  me  personally  for  a  free 
sample  and  further  details  about  it. 


There  is  a  standard  in  album  manufacture  that  cannot  be 
reached  without  experience,  knowledge  and  a  desire  to 
give  the  trade  maximum  value. 

PEERLESS  Albums  have  won  recognition  as  the  standard 
of  perfection  by  reason  of  their  superior  strength  and  dura- 
bility coupled  with  the  responsibility  of  the  organization 
behind  the  product. 


PEERLESS  PRODUCTS 


DeLuxe  Albums 

All  Grades  of  Record  Albums 

"Big  Ten"  Albums 

Record-Carrying  Cases 

Interiors  for  Victrolas  and 

Phonographs 


Classification  Systems 
Record  Album  Sets  for 
All  Make  Machines 
Record  Stock  Envelopes 
Delivery  Bags 
Supplement  Envelopes 
Photo  Albums 


Peerless  Record  Carrying  Case 

The  Peerless  Carrying  Case  is  built  as  a  traveling  com- 
panion to  all  portables,  even  the  finest  instruments. 
Its  finish  and  workmanship  match  the  high  standards 
of  the  best  talking  machines  and  it  can  be  sold  at  a  price 
low  enough  to  insure  the  dealer  a  rapid  turnover,  whether 
it  is  sold  separately  or  with  a  portable. 
We  urge  you  to  place  your  orders  fiow  while  there  is  yet 
time  to  prepare  your  stock  to  meet  this  big  and  promising 
demand. 


PEERLESS  ALBUM  COMPANY 


WALTER  S.  GRAY  CO. 
San  Francisco 
and  Los  Angeles. 


PHIL.  RAVIS,  President 

636-638  BROADWAY 
NEW  YORK 


L.  W.  HOUGH 

Boston 
20  Sudbury  St. 
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I     AN  ANALYSIS  OF  THE  BUSINESS  SITUATION 

LIKE  the  poor,  we  have  the  alarmist  and  the  pessimist  constantly 
with  us,  the  individual  who  cannot  appreciate  prosperity  and 
who  believes  that  good  times  are  to  be  condemned  for  the  reason 
that  they  are  leading  only  to  a  period  of  depression.  Just  now,  in 
the  face  of  all  contrary  evidence,  there  are  those  in  the  talking 
machine  trade,  as  well  as  those  in  other  industries,  who  appear  to 
get  much  satisfaction  in  crying  "Wolf,"  and  the  unfortunate  part 
of  it  is  that  there  are  other  members  of  the  trade  who  are  inclined 
to  be  affected  by  the  cry. 

Since  the  beginning  of  the  New  Year  the  talking  machine  trade 
has  enjoyed  a  good  measure  of  solid  prosperity  after  a  period  of 
poor  business  which  it  shared  in  common  with  other  lines  of  indus- 
trial production.  The  public  has  bought  readily,  terms  have  been 
kept  within  reasonable  bounds,  collections  have  been  unusually 
good,  and  as  a  result  the  factories,  or  at  least  most  of  them,  have 
been  hard  put  to  keep  even  in  sight  of  the  demand. 

According  to  the  alarmist,  we  are  "at  present  indulging  in  a 
period  of  inflation  which  is  leading  to  a  crash,"  but  those  who  are 
best  qualified  to  speak  with  authority  agree  that  while  such  a  danger 
existed  a  couple  of  months  ago,  business  and  credits  in  general  have 
been  adjusted  to  the  new  situation,  any  tendency  towards  inflation 
has  been  checked,  and  the  danger  of  a  crash  has  been  reduced  to  a 
minimum.  The  reason  for  this  is  that  the  present  selling  condition 
is  based  on  a  solid  foundation  of  real  demand  created  by  labor 
being  employed  at  good  wages  and  the  farming  element  enjoying 
a  period  of  relative  prosperity.  Authoritative  banking  circles  hold 
that  the  danger  of  inflation  has  passed  and  certainly  the  men  who 
study  the  credit  situation  most  carefully  may  be  expected  to  be  in  a 
position  to  know. 

Unquestionably  the  most  convincing  proof  of  the  stability  of 
business  is  to  be  found  in  the  figures  on  railway  carloadings 
covering  the  week  ending  May  26.  For  the  first  time  this  year 
the  total  passed  the  million  mark.  In  exact  figures  1,014,029  car- 
loads of  revenue  freight  were  handled  by  the  railroads.  This 
breaks  all  records  for  the  present  season  and  it  has  been  exceeded 
only  twice  before  in  railroad  history.  In  1920,  when  the  great 
inflationary  period  was  culminating,  and  when  the  crop  movement 


was  at  its  height — to  be  exact,  in  October — there  were  two  occasions 
when  the  carriers  handled  more  freight.  But,  as  a  matter  of  fact, 
the  increases  even  then  over  the  final  week  of  May,  1923,  were 
comparatively  slight. 

Reference  is  made  to  these  extraordinary  figures  because  of 
their  testimony  as  to  unsoundness  of  this  much  talked  of  "lull  in 
trade."  No  one  by  any  stretch  of  the  imagination  can  picture  a 
"business  reaction"  when  the  railroads  of  the  country  are  handling 
a  larger  and  constantly  increasing  tonnage. 

There  may  be  expected,  of  course,  the  usual  slowing  down  of 
business  during  the  Summer,  but  this  will  simply  open  the  way  for 
a  more  active  Fall  and  enable  the  manufacturing  plants  to  get  in 
shape  to  take  care  of  all  the  business  in  sight.  In  the  talking  ma- 
chine trade  at  least  there  is  much  satisfaction  to  be  found  in  the 
fact  that  plant  expansion  has  been  kept  within  reasonable  limits  and 
carried  out  for  the  purpose  of  meeting  a  sound,  normal  demand  that 
is  swamping  present  facilities,  rather  than  for  taking  care  of 
prospective  business. 

I  CONVENTION  OF  THE  ALLIED  MUSIC  INDUSTRIES 

THE  annual  convention  of  the  allied  music  industries,  which  was 
held  last  week  in  Chicago,  served  to  attract  an  attendance  that 
broke  all  previous  records  for  such  gatherings.  The  program  of 
the  "Prosperity  Convention,"  as  it  was  called,  although  not  so  ex- 
tensive as  those  of  previous  reunions,  nevertheless  included  several 
features  of  direct  and  indirect  interest  to  the  talking  machine  trade, 
such  subjects  for  instance  as  "Radio  From  a  Retail  Standpoint," 
"Accounting  for  Retail  Music  Stores,"  "Service  in  Selling,"  "Direct- 
ing.the  Public  Mind  Toward  Music  in  the  Home"  and  "Advertising 
and  Selling,"  all  being  in  the  nature  to  apply  to  the  talking  machine 
store,  as  well  as  to  stores  handling  other  t^'pes  of  musical  instru- 
ments. 

It  is  unfortunate  that  those  in  charge  of  the  convention  arrange- 
ments do  not  see  fit  to  set  aside  at  least  one  section  of  the  program 
for  discussion  of  the  problems  peculiar  to  the  talking  machine 
division  of  the  industry,  and  thus  give  members  of  that  trade  a 
direct  interest  in  the  session.  Inasmuch  as  there  is  at  present  no 
national  organization  of  talking  machine  manufacturers,  jobbers  or 
dealers,  the  Allied  Music  Trades'  Convention  offers  the  only  oppor- 
tunity during  the  year  for  a  general  and,  as  it  may  be  termed,  a 
national  discussion  of  trade  matters.  The  talking  machine  trade  is 
an  important  and  steadily  growing  division  of  the  music  industry, 
and  its  status  should  be  recognized  in  the  convention  programs  in 
future  years  if  the  support  of  that  trade  is  desired  by  the  existing 
national  associations. 

I       THE  VALUE  OF  CLOSE  MUSICAL  CONTACT 

IN  the  recent  announcement  that  S.  Ernest  Philpitt,  the  well-known 
music  merchant  of  Miami,  Fla.,  with  stores  in  several  other 
Florida  cities,  has  been  elected  a  member  of  the  Miami  Music  Club 
in  recognition  of  his  work  in  promoting  musical  events  of  impor- 
tance and,  particularly,  in  bringing  to  Florida  and  successfully 
underwriting  the  appearance  of  artists  of  international  reputation, 
there  lies  a  sound  lesson  for  music  merchants  in  other  sections  who 
are  looking  for  plans  whereby  they  can  increase  their  prospect  lists 
and  get  in  closer  touch  with  those  in  a  position  to  buy  their  in- 
struments. 

In  Mr.  Philpitt's  case  it  has  meant  considerable  pioneering,  the 
expenditure  of  a  great  amount  of  time  and,  to  a  certain  degree,  of 
money.  But  the  result  has  been  that  he  is  a  recognized  factor  in 
the  musical  life  of  his  city  and  the  direct  contact  with  music  lovers 
he  has  thus  established  has  brought  direct  results  in  the  matter 
of  sales.  The  growth  of  his  business  proves  that  fact,  as  do  the 
various  agencies  for  noted  instruments  that  have  been  placed  with 
him.  If  Mr.  Philpitt  can  do  it  in  Miami,  there  are  scores  of  other 
music  merchants  who  can  accomplish  the  same  result  in  their  re- 
spective communities.  How  many  are  there  who  have  grasped  the 
opportunity  or  even  been  able  to  appreciate  it  fully  ? 

I  SOME   CONCLUSIONS   ON   THE   SELLING  TREND 

IF  any  talking  machine  retailer  is  in  doubt  regarding  the  soundness 
of  the  selling  trend,  or  believes  that  the  nothing-down-and-a- 
doUar-a-week  method  is  really  getting  him  anywhere,  let  him  take 
some  of  his  paper  to  the  bank  or  even  a  discount  compan}'  and  see 
how  much  cash  he  can  raise  on  it.   Finance  companies  particularly 
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may  be  considered  good  judges  of  the  value  of  instalment  paper, 
for  it  is  their  business  to  know  such  value,  and  it  is  significant  that 
all  financing  plans  for  the  talking  machine  trade  are  based  on  terms 
that  pay  out  within  a  year  or  less.  Terms  that  carry  the  contract 
over  into  the  second  year  are  not  sound.  They  may  serve  to  pro- 
vide an  advertising  argument  and  force  business  temporarily,  but 
from  the  angle  of  the  dealer  who  wants  to  keep  within  his  capital 
limits,  and  at  the  same  time  keep  a  fair  proportion  of  that  capital  in 
.liquid  form,  long  terms  are  suicidal. 

From  the  credit  man's  standpoint,  long  terms  and  small  payments 
offer  a  real  danger  for  the  reason  that  the  customer  who  is  at- 
tracted by  low  terms  or  who  demands  low  terms  by  reason  of  neces- 
sity is  likely  to  prove  a  poor  credit  risk.  It  has  been  estimated  by 
those  who  have  made  a  study  of  the  situation  that  between  85  and 
90  per  cent  of  all  talking  machine  sales  can  be  handled  on  a  twelve- 
month instalment  basis  or  better  without  requiring  individual  pay- 
ments larger  than  $10  a  month  or  at  most  $12.  The  fact  that  record 
sales  are  calculated  to  provide  a  fair  amount  of  operating  cash  for 
the  dealer  does  not  offer  an  excuse  for  him  to  play  the  role  of  the 
Good  Samaritan  to  his  customers  on  his  machine  sales. 

Sound,  short  term  paper  accomplishes  two  things  for  the  benefit 
of  the  dealer,  first  it  minimizes  the  necessity  for  outside  financing, 
and  where  outside  money  is  required  in  the  business  good  paper 
insures  it  being  obtained  with  a  minimum  of  difficulty  and  cost. 


THE  SUMMER  MONTHS  AND  BUSINESS 


THE  Summer  season  with  its  trade  inertia  is  with  us.  There  are 
talking  machine  merchants  who  take  it  for  granted  that  the  buy- 
ing public  takes  a  vacation  in  the  warm  months  and  this  viewpoint 
hypnotizes  them  into  indifference  to  apparent  trade  possi- 
bihties.  It  is  our  belief  that  although  the  Summer  season  may  not 
be  as  productive  in  volume  of  sales  as  the  Spring  or  Fall,  yet  we 
hold  it  presents  real  possibilities  for  effective  missionary  work 
with  a  view  to  capitalizing  musical  interest  into  sales  later  in 
the  year. 

There  is  hardly  a  city  or  town  in  the  country  where  there  are 
not  a  number  of  musical  events  scheduled  for  the  outdoor  season — 
open-air  band  concerts  and  similar  affairs,  that  prove  attractive  to 
crowds,  are  in  vogue.  Then  there  are  the  Chautauqua  circuits 
which  cover  many  sections  of  the  country.  Retailers  who  have 
hooked  up  with  these  events  in  the  past  have  done  so  to  their  own 
profit  in  most  cases,  not  only  through  enjoying  a  substantial  amount 


E  M  O  V  A  L 


O  T  I  C  E 


On  or  about  June  17  the  headquarters  of  The  Talking 
Machine  World  will  be  moved  from  the  present  address  at 
373  Fourth  Avenue,  New  York,  to  spacious  NEW  QUARTERS 
AT  383  MADISON  AVENUE,  NEW  YORK. 

This  change  is  being  made  in  order  to  take  care  of  the  space 
requirements  of  our  rapidly  expanding  business  and  also  in 
order  that  lie  may  serve  the  trade  ivith  the  additional  ad- 
vantages that  are  only  possible,  through  our  being  located  in 
the  heart  of  the  new  center  of  the  advertising  and  publishing 
business. 

We  ask  the  readers  of  The  Talking  Machine  World  to  kindly 
make  note  of  the  change  in  our  address  and  ive  ivish  at  this 
time  to  extend  a  most  cordial  invitation  to  all  our  readers 
to  visit  us  in  our  neiv  establishment.  We  value  very  highly 
a  personal  acquaintance  with  you  all,  and  we  are  anxious 
that  you  be  familiar  in  a  first-hand  way  with  the  character 
and  scope  of  our  organization. 

EDWARD     LYMAN     BILL,  Inc. 


Publishers 


of  •   Business   •   Papers   •  for 


Over 


Years 


383      MADISON  AVENUE 


NEW  YORK 
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of  stimulated  advertising  but  through  the  closing  of  actual  sales. 

We  know  of  dealers  in  several  small  towns  who  keep  in  touch 
with  the  musical  community  by  giving  talking  machine  concerts  in 
the  local  parks  on  one  or  two  evenings  each  week.  These  concerts 
not  only  afford  keen  enjoyment  to  the  people  but  they  have  helped 
to  advertise  the  establishments  of  the  men  who  were  enterprising 
enough  to  conceive  the  idea. 

The  standard  alibi  of  the  talking  machine  merchant  is  that 
people  do  not  sit  indoors  to  play  records  in  the  Summer  and  that 
there  are  not  active  buyers  during  the  season.  Knowing  that  the 
people  seek  outdoors,  the  average  merchant  can  find  some  way  of 
getting  to  them  where  they  are,  either  by  giving  the  sort  of  music 
that  fits  well  outdoors  or  keeping  the  musical  interest  alive  suffi- 
ciently to  make  a  few  hours  of  music  indoors  not  only  agreeable  but 
actually  desirable. 

It  is  a  practice  of  enterprising  dealers  when  a  prospect  moves  his 
permanent  residence  to  follow  him  to  his  new  location  and  keep  up 
a  selling  campaign.  It  would  seem  logical  for  the  retailer,  therefore, 
to  follow  the  same  practice  if  a  prospect  flies  country  ward  for  the 
Summer  months.  In  other  words,  a  little  intelligent  eft'ort  to  de- 
velop trade  in  the  Summertime,  although  it  may  mean  a  mental 
strain,  will  bring  substantial  rewards. 


Sherman. 


Way  &  Co. 
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Victor  cAccessories 


"Main  Wholesale  Depot: 
741  Mission  Street,  San  Francisco,  Cal. 

Branch  Wholesale  Depots: 
10th  and  Santee  Streets,  Los  Angeles,  Cal. 
N.W.  Corner  13th  and  Glison  Streets, 
Portland,  Oregon 
Oceanic  Bldg.,  Cor.  University  and  Post  Streets, 

Seattle,  Washington 
330  "West  Sprague  Ave.,  Spokane,  Washington 
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Business  Insurance  and  Its  Importance 

Clarence  T.  Hubbard,  Insurance  Expert,  Describes  Various  Forms 
of  Protection  for  Store  and  Stock  Which  Deserve  Consideration 


In  the  effort  to  make  business  pay  the  pre- 
vention of  loss  is  quite  as  important  as  the 
strengthening  of  profit.  In  this  direction  the 
application  of  casualty  and  fire  forms  of  insur- 
ance is  such  an  extensive  and  important  practice 
that  the  talking  machine  dealer  should  know  at 
least  "something"  about  insurance  in  order  to 
make  certain  of  enjoying  its  best  benefits.  In 
buying  insurance  it  is  all  right  to  favor  friends 
— but  only  when  your  friends  know  their  busi- 
ness. The  day  of  the  "agent"  has  passed.  Now- 
adays the  insurance  man  or,  as  Sinclair  Lewis 
puts  it,  the  "insurer"  is  more  than  an  order 
taker.  He  is — and  when  he  isn't  he  should  be 
— a  trained  expert  who  not  only  sells  insurance 
but  applies  it  to  the  best  benefits  of  the  pur- 
chaser. The  modern  insurance  representative 
is  as  anxious  to  help  you  reduce  your  cost  of 
insurance  as  he  is  to  obtain  your  order. 

Among  the  services  of  the  modern  agent  is 
the  ability  and  willingness  to  make  a  survey, 
without  charge,  of  your  insurance  needs.  You 
may  be  carrying  too  much  burglary  insurance 
and  not  enough  public  liability.  You  may,  per- 
haps, be  protected  in  all  but  one  forgotten  way, 
such  as  check  forgery  insurance  or  fidelity 
bonds.  The  one  unprotected  "spot"  sometimes 
proves  "a  heel  of  Achilles."  Choose  a  quali- 
fied representative  and  let  him  make  a  survey 
of  your  insurance  needs,  for  submission  and 
recommendation  to  you.  Then  the  decision  for 
adjustment,  if  necessary,  rests  wholly  and  en- 
tirely with  yourself. 

An  Important  Insurance  Clause 

One  of  the  important  "things"  to  understand 
in  the  way  of  insurance  is  the  80  per  cent  re- 
duced rate  contribution  clause  appearing  in  all, 
or  nearly  all,  standard  fire  insurance  policies. 
It  applies  to  your  home  as  well  as  your  store. 
This  clause  is  really  an  agreement  between  the 
insurance  company  and  the  policyholder,  in  or- 
der that  the  company  may  determine  the  pro- 
portion of  loss  which  it  shall  assume — and  that 
depends  entirely  upon  the  amount  of  insurance 
carried  by  the  talking  machine  dealer  in  propor- 
tion to  the  value  of  property  or  contents  cov- 
ered. The  main  reason  for  this  clause  is  to 
properly  determine  rates,  for  without  it  a  per- 
son could  insure  just  a  small  portion  of  his  val- 
ues and,  in  the  event  of  a  partial  loss,  collect 
the  entire  amount,  while  another  person  would 
receive  no  more  in  the  event  of  a  partial  loss, 
yet  he  would  be  carrying  the  full  and  propei 
insurance.  A  rate  of  65  cents,  for  illustration, 
might  be  entirely  adequate  if  80  per  cent  of  the 
value  of  the  property  was  insured,  but  if  only 
50  per  cent  were  carried  the  rate  would  be  en- 
tirely too  low. 

How  80  Per  Cent  Clause  Works 

Just  how  this  co-insurance  clause  works  can 
be  seen  in  the  following  example.  The  value  of 
your  property  is,  we  will  say,  $100,000  or  $80,- 
000.  If  this  amount  of  insurance  were  carried 
any  loss  that  might  occur  while  the  policy  was 
in  force  would  bring  full  settlement.  A  $7,000 
loss  would  bring  a  $7,000  settlement.  Likewise, 
a  $1,000  loss  would  bring  a  $1,000  settlement— 
$80,000  loss  an  $80,000  settlement— and  so  on. 
When  the  80  per  cent  clause  is  respected  the 
full  loss  is  always  paid. 

Now,  to  the  contrary,  if  the  value  of  the  prop- 
erty was  $100,000  as  before,  and  the  80  per  cent 
co-insurance  clause  in  effect  demanding  $80,000 
not  responded  to  and  insurance  carried  of  only 
$60,000,  the  loss  would  work  out  differently.  In 
this  instance  there  would  be  an  insurance  de- 
ficiency of  $20,000.  Assuming,  then,  for  prac- 
tical example,  that  a  $30,000  loss  occurred,  the 
company  would  only  pay  six-eighths  of  $30,000, 
the  loss  sustained,  or  $22,500,  the  policy  holder 
Stand'ng  the  remaining  two-eighths,  or  $7,500. 


This  because  he  was  only  six-eighths  insured 
of  the  amount  required  by  the  clause.  Were 
this  not  in  effect  he  would  have  been  able  to 
collect  the  whole  loss  of  $30,000  and  for  the 
same  premium  as  the  man  who  sustained  a  $30,- 
000  loss,  but  who  carried  the  full  amount  of 
$80,000,  or  80  per  cent  of  his  total  value  as 


required. 

As  a  further  example  note  the  two  tables 
following: 

ILLUSTRATION  NO.  1 

Value  of  property  or  store  contents  $10,000 

(80  per  cent  clause   requires — $8,000  insurance) 

Insurance    8,000 

Loss  sustained    5,000 

Insurance  company  pays  full  loss  of   5,000 

ILLUSTRATION  NO.  2 

Value  of  property  or  contents  $10,000 

(80  per  cent  clause  requires — $8,000  insurance) 

Insurance  carried    5,000 

(Assured   is   co-insurer    for    remaining    value  of 
$3,000) 

Loss  sustained    5,000 

Insurance  company  pays  five-eighths  of  the  loss.  . . .  3,125 
Assured  stands  three-eighths,  or   1,875 


Among  the  bits  of  information  valuable  for 
the  talking  machine  dealer  to  know  in  connec- 
tion with  other  insurance  lines,  and  particularly 
of  interest  to  him,  is  in  connection  with  plate 
glass.  Plate  glass  insurance  is  really  a  service 
form  of  insurance.  The  policy  does  not  provide 
the  payment  of  loss  in  the  event  of  breakage, 
but  offers  to  replace  the  glass  at  the  market 
price  at  the  time  of  replacement.  To  obtain 
the  full  benefit  of  this  kind  of  insurance  a  loss 
should  be  punctually  reported.  It  is  also  well 
to  understand  that  plate  glass  insurance  does 
not  protect  against  the  breakage  by  fire,  or  the 
results  of  a  fire,  riot  or  civil  commotion. 
Insuring  Shipments 

Talking  machine  dealers,  among  other  retail 
merchants,  should  be  interested  in  having  ship- 
ments that  come  to  their  store  by  truck  fully 
protected.  For  this  purpose  there  is  a  policy 
known  as  motor  truck  contents.  Sometimes 
the  shippers  and  the  buyers  rely  upon  the  truck- 
men for  such  insurance.  Some  very  expensive 
misunderstandings  have  resulted  in  this  connec- 
tion, for  frequently  a  truckman,  in  carrying  a 
licensed  public  truckmen's  policy,  does  not  have 


a  policy  for  sufficient  amount  to  cover  the  mer- 
chandise carried.  A  retail  merchant  recently,- 
in  ordering  some  goods  to  be  shipped  to  him 
by  truck,  interested  himself  in  advance  to  make 
sure  there  was  some  insurance.  The  shippers 
advised  him  that  the  truckman  carried  a  cover- 
age. It  so  happened  that  the  truck  was  burned 
up  to  the  result  of  a  $15,000  loss.  The  retail 
merchant  found  that  the  truckman  had  insur- 
ance, but  only  in  the  amount  of  $2,000,  so  there 
was  a  loss  sustained  of  $13,000! 

If  the  talking  machine  dealer  is  to  have  sup- 
plies shipped  by  train,  truck  or  boat  sufficient 
insurance  should  be  carried,  either  by  the  ship- 
per, the  one  from  whom  the  goods  are  pur- 
chased, or  by  the  one  purchasing  the  goods. 
Bankers,  in  connection  with  bills  of  lading,  fre- 
quently require  that  a  certificate  of  insurance  in 
sufficient  amount  be  attached  before  releasing 
the  draft. 

Use  and  Occupancy  Policy 

A  form  of  insurance  which  is  now  being  more 
widely  accepted  among  retail  dealers  is  the  cov- 
erage known  as  the  "U.  &  O."  (use  and  occu- 
pancy). This  is  a  type  of  insurance  which  pays 
the  policy  a  stipulated  sum  representing  loss  as 
"interruption  of  business"  due  to  fire,  tornado, 
explosion,  riot  or  some  other  form  of  calamity. 
It  is  possible  for  a  talking  machine  store  to 
obtain  such  form  of  insurance,  representing  a 
reimbursement  of  profits  which  would  be  devel- 
oped during  a  period  of  business  interruption. 

Insurance  rates  are  all  more  or  less  standard- 
ized by  bureaus  and  rating  organizations.  "Ex- 
perience rating"  enters  into  many  lines,  such  as 
compensation,  and  the  better  the  experience  of 
the  assured  the  lower  are  the  rates.  Insurance 
is  a  protective  service,  which,  even  though  it 
never  occasions  the  return  of  any  investment 
in  the  payment  of  losses,  is  a  justified  expense 
and  should  be  included  in  your  cost  of  doing 
business.    It  minimizes  your  chances  of  loss. 


Knouff's  Hardware  &  Electrical  Appliances, 
Edison  dealer  in  Grafton,  Pa.,  has  enlarged  its 
store  to  afford  a  place  for  an  exclusive  Edison 
department. 


BRUNS  MADERITE 

Phono  Moving  Covers 


Cover,  Straps  Attached 


For  all  models  of  Upright  and 
Console  Machines 

Every  progressive  dealer  needs  a  supply  of  de- 
pendable moving  covers.  Mr.  Average  Man  dis- 
likes to  unpack  anything  he  buys.  By  using 
padded  delivery  covers  you  protect  and  deliver 
a  perfect  instrument  with  no  necessity  for  dirt, 
inconvenience  or  trouble  to  your  customer. 

It  is  much  more  simple  to  slip  a  cover  over  an 
instrument  at  the  store  and  off  at  point  of  deliv- 
ery and  the  impression  left  with  your  customer  is 
pleasant.  MADERITE  covers  are  strong,  well 
padded  and  satisfactory  from  every  standpoint. 

Consult  your  accessory  jobber,  phono  dis- 
tributor or  write  us  for  literature  and  prices. 


A.   BRUNS   &  SONS 


Manufacturers  of  Canvas  Goods 


50  Ralph  Avenue 


BROOKLYN,  N.  Y. 
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FOR  THD5E  WHO  APPRECIATE  TRUE  VALUE 


EVERYBODY'S  TALKING  MACHINE  CO.,  Inc. 
MAKERS  PHILADELPHIA,  U.  S.  A. 


HONESX^QUAKER 

_K       ^  REG.   U  S.  PAT.  OFF.  /       '^^?~yaSS!S^^W^^  —T^^*^  ^^"^^ 


IB  "to.   U  S.  PAT.  OFF.  /  \'^^S?Sr  /  J.^^^^^^ 

Main  1>xSprings 


14 


June  15,  1923 


>  NEW 

The  most  perfect  phonograph 


Bed-plate  and  tone-arm  attach 
ment  in  one  unit,  eliminatinj 
individual  adjustment  of  auto 
matic  start  and  non-set  auto- 
matic stop  mechanism. 


Oil  tubes  fiDni  central 
cup  automatically  lubricate 
five  important  bearings. 


Lock  nut  for  speed  regulator. 
Speed  once  set  cannot  be  changed 
unless  turn-table  is  removed. 


The  New 
Model  W  Motor 

is  the  most  efficient  and 
durable  phonograph 
motor  ever  built.  It  runs 
with  the  precision  and 
accuracy  of  a  watch. 
New  and  exclusive  auto- 
matic tone  arm  start  and 
new  automatic  non-set 
stop. 


$200  Console 

The  new  three-spring 
Model  W  motor  with  New 
Non-Set  Automatic  Stop 
and  new  No.  12  Repro- 
ducer. Finished  in  Brown 
Mahogany  and  Walnut, 
with  all  exposed  metal 
parts  in  nickel.  Shelves 
with  complete  set  of  al- 
bums for  records.  Tone- 
control  leaves  behind 
sliding  panel. 


The  New 
No.  12  Reproducer 

gives  unusual  brilliancy  and 
detail  over  entire  audible 
range  of  musical  notes.  Beau- 
tifully satisfying  in  truencss 
to  every  musical  pitch  and 
tone.  New  needle  arm  sup- 
port controlled  by  two  in- 
genious springs  eliminates 
thermal  expansion  and  con- 
traction which  produces  vibra- 
tion and  blast. 


Three-spring  A.  C.  motor 
with  No.  6  Reproducer.  Fin- 
ished in  Brown  Mahogany. 
Shelves  for  records.  A  new 
divided  top  and  a  disappear- 
ing drop  panel  in  front  of 
the  tone  chamber. 


$50  Portable 

New  one-spring 
motor.  New  No.  12  Re- 
producer. Finished  in 
black  fabrikoid  with 
nickel  trimmings.  Rec- 
ord drawer  with  a 
capacity  for  eight  rec- 
ords. Exclusive  tone- 
control  leaves. 


$225  Upright 

New  four-spring  Model 
W  motor  with  Ne«'  Non- 
Set  Automatic  Stop  and 
new  No.  12  Reproducer. 
Records  are  .stored  in  novel 
filing  device,  with  an  extra 
record  capacity  in  the  back 
of  the  cabinet.  Finished 
in  Brown  Mahogany  and 
Walnut,  with  all  expo.^ed 
metal  parts  in  gold  finish. 
Exclusive  tone-control 
leaves. 


June  15,  1923 


THE   TALKING   MACHINE  WORLD 


15 


Columbia 

ever  hui\t  IS  RE  A  DY : 


$175  Console 

The  new  three-spring 
Model  W  motor  with 
New  Non-Set  Auto- 
matic Stop  and  No.  12 
Reproducer.  Finished 
in  Brown  Mahogany  and 
Walnut,  with  exposed 
metal  parts  in  nickel. 
Shelves  for  records. 
Tone-control  leaves  be- 
hind sliding  panel. 


$150  Upright 

New  No.  12  Repro- 
ducer. The  new  three- 
spring  Model  W  motor, 
with  New  Non-Set  Au- 
tomatic Stop.  Shelves 
for  record  storage.  All 
exposed  metal  parts 
nickeled.  Finished  in 
Red  Mahogany,  Brown 
Mahogany,  Golden  Oak 
and  Walnut.  Exclu- 
sive tone-control  leaves. 


$165  Upright 

Three-spring  Model  W 
motor,  New  Non-Set  Auto- 
matic Stop  and  new  No. 
12  Reproducer.  Push  but- 
ton ejector  for  records. 
Finished  in  Red  Mahogany 
and  Brown  Mahogany,  with 
all  exposed  metal  parts  in 
nickel.  Exclusive  tone- 
control  leaves. 


$120  School 
Model 

Three-spring  Model 
W  motor  with  new  No. 
12  Reproducer.  Shelves 
for  records.  All  exposed 
metal  parts  nickeled. 
Finished  in  Red  Ma- 
hogany, Brown  Mahog- 
any and  Golden  Oak. 
Exclusive  tone-control 
leaves. 


$75  Table  Model 

Two-spring  Model  W 
motor.  New  No.  12 
Reproducer.  Finished 
in  Red  Mahogany,  with 
all  exposed  metal  parts 
in  nickel.  Exclusive 
tone-control  leaves. 


$175  Upright 

New  four-spring 
Model  W  motor  with 
New  Non-Set  Auto- 
matic Stop  and  new 
No.  12  Reproducer. 
Shelves  with  complete 
set  of  albums  for  rec- 
ords and  an  extra 
record  capacity  in 
the  back  of  the  cabi- 
net. Finished  in  Red 
Mahogany,  Brown 
Mahogany  and  Wal- 
nut, with  all  exposed 
metal  parts  in  nickel. 
Exclusive  tone-con- 
trol leaves. 


$150  Console 

Tliree-spring  Model 
W  motor  with  New 
Non-Set  Automatic  Stop 
and  new  No.  12  Repro- 
ducer. Finished  in 
Brown  Mahogany  and 
Walnut  with  all  ex- 
posed metal  parts  in 
nickel.  Shelves  for  rec- 
Tone-control 
behind  sliding 


$125  Upright 

Model  W  three- 
spring  motor  with 
New  Non-Set  Auto- 
matic Stop  and  new 
No.  12  Reproducer. 
Shelves  for  records. 
All  exposed  metal 
parts  nickeled.  Fin- 
ished in  Red  Mahog- 
ans'.  Brown  Mahog- 
any, Golden  Oak  and 
Walnut.  Exclusive 
tone-control  leaves. 


$100  Upright 

Model  W  three-spring 
motor  with  the  new  No. 
12  Reproducer.  Shelves 
for  records.  Finished 
in  Red  Mahogany, 
Brown  Mahogany, 
Golden  Oak  and  Wal- 
nut. All  exposed  metal 
parts  in  nickel.  Exclu- 
sive tone-control  leaves. 


$115  Upright 

Three-spring  Model  W 
motor.  New  No.  12  Re- 
producer. Record  com- 
partments with  push 
button  ejectors.  All  ex- 
posed metal  parts  nick- 
eled. Finished  in  Red 
Mahogany  and  Bro\vn 
Mahogany.  Exclusive 
tone-control  leaves. 


COLUMBIA  GRAPHOPHONE  COMPANY 
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Knowledge  Is  a  Salesman's  Greatest  Asset 

An  Instructive  Article  by  W.  Braid  White  on  Need  of  Thorough 
Knowledge  of  Features  of  Line  Handled  for  Best  Sales  Results 


"The  trouble  with  most  salesmen  in  the  talk- 
ing machine  business,"  said  a  very  distinguished 
executive  the  other  day,  "is  that  they  will  not 
take  the  trouble  to  learn  the  fine  points  of 
what  they  are  selling.  They  get  a  little,  a  very 
little,  information,  and  then  fill  up  the  gaps  with 
a  line  of  glib  talk  which  sounds  very  nice  but 
means  nothing.  That  is  one  of  the  reasons  why 
the  talking  machine  is  still  only  partially  and 
imperfectly  appreciated  by  the  people." 

The  worst  thing  about  statements  like  this 
is  that  they  are  almost  entirely  true.  Allowing 
for  the  speaker's  desire  to  make  his  meaning 
definite  and  emphatic,  the  fact  remains  that  he 
has  summed  up  pretty  accurately  the  typical 
salesman's  attitude  towards  what  he  has  to  sell. 
This  is  an  attitude  common  to  salesmen  in 
general.  Whoever  has  had  much  to  do  with 
salesmen  knows  that  most  of  them  think  of 
themselves  as  men  gifted  with  a  great  faculty 
for  selling,  who,  by  virtue  of  this  gift,  are  able 
to  sell  anything  from  bonds  to  sewing  machines 
with  equal  facility. 

It  is  just  this  attitude,  based  on  the  belief 
that  salesmanship  is  a  sort  of  magic  or  conjur- 
ing, whereby  the  prospect  is  hypnotized  into 
buying,  which  accounts  for  so  much  of  the  in- 
stability and  poverty  of  retail  methods. 
What  Are  We  Selling? 

For  whatever  might  be  the  truth  about  some 
types  of  goods,  one  may  be  perfectly  certain 
that  the  sale  of  talking  machines  and  records  can 
only  be  prosecuted  successfully  by  those  who 
realize  the  strong  and  the  weak  points  of  the 
whole  proposition,  and  who  especially  under- 
stand that  the  commodity  in  which  thev  are 


dealing  is  music.  Now,  to  deal  in  music  is  to 
deal  in  one  of  the  most  complex  ideas  the 
human  mind  is  able  to  carry.  Taste  and  desire 
in  and  for  music  are  highly  variable,  and  the 
contents  of  the  art  so  vast  that  it  is  impossible 
to  know  all  about  every  phase  of  it.  The  man 
who  sells  a  talking  machine  and  records  sells 
music  as  refracted  through  a  certain  set  of  me- 
chanical media.  Nothing  matters  in  the  case, 
save  what  musical  results  are  had  from  or 
through  these  media.  It  is  the  musical  result 
which  is  being  sold,  and  not  the  media  them- 
selves, though  they  happen  to  form  the  em- 
bodiment in  which  the  sale  is  wrapped  up,  as 
it  were. 

Obviously,  if  I  am  selling  music  I  must  know 
what  I  am  selling.  If  I  am  selling  a  musical 
result  I  must  understand  that  result  as  thor- 
oughly as  possible.  Every  talking  machine, 
every  record,  is  a  refracting  medium.  It  more 
or  less  bends,  more  or  less  modifies,  the  music 
which  it  reproduces.  Every  make  of  machine, 
every  make  of  record,  has  its  own  peculiarities 
in  this  respect.  Each  has  certain  strong  points, 
each  certain  points  which  are  sources  of  weak- 
ness. Therefore  the  first  and  most  important 
essential  of  salesmanship  in  the  talking  machine 
field  is  to  know  these  points  in  each  case,  from 
beginning  to  end. 

Salesmanship  Not  Magic 

The  notion  that  a  salesman  is  a  gifted  indi- 
vidual who  does  not  need  to  know  anything 
about  the  goods  he  is  selling  is  the  notion  that 
salesmanship  is  not  a  legitimate  act  of  com- 
mercial transfer,  money  for  goods,  but  a  sort 
of  conjuring  trick,  a  kind  of  magic  which  sells 


what  could  not  otherwise,  presumably,  be  sold 
at  all.  Such  an  idea,  absurd  as  it  is,  neverthe- 
less is  much  held  by  a  certain  kind  of  salesman 
and  even  by  some  rnerchants.  Yet  if  it  were  in 
any  way  correct,  salesmanship  would  not  be  a 
legitimate  calling  at  all. 

Of  course,  to  sell  wild-cat  oil  stocks  or  other 
dubious  propositions  of  any  kind,  some  sort  of 
trick  must  be  employed  which  does  not  at  all 
relate  to  the  merit  of  the  thing  offered.  But 
legitimate  business,  honest  business,  is  based 
upon  the  idea  of  selling  goods  on  their  merits. 
And  that  means  knowing  the  goods,  first  and 
foremost.  In  the  music  business  it  means  know- 
ing what  the  goods  will  do;  that  is  to  say,  know- 
ing, to  a  precise  degree,  the  musical  result  which 
the  goods  will  produce. 

The  Value  of  Salesmanship  Schools 

The  salesmanship  schools  which  the  Victor 
Talking  Machine  Co.  has  been  running  at  regu- 
lar intervals  in  various  cities  for  several  years, 
are  organized  upon  these  principles.  The  sales- 
man is  taught  first  to  understand  the  Victor 
machines  and  the  Victor  records,  how  they  are 
constructed,  on  what  principles;  and  what 
musical  results  they  give.  The  contents  of  the 
great  Victor  record  library  are  analyzed,  and 
the  salesman  is  taught  to  have  respect  for  the 
marvelous  musical  treasures  these  contain.  He 
is  encouraged  to  become  personally  acquainted 
with  as  many  as  possible  of  the  best  items  in 
this  library,  and  especially  to  show  respect  and 
reverence  for  these  great  artistic  results. 

To  put  the  matter  then  in  a  nut-shell,  the 
time  has  gone  for  considering  the  talking  ma- 
(Continued  on  page  18) 


BEST  OF  THE  BEST 


De  Luxe  Needles  may  cost  more  but  they  are 
made  to  deliver  a  Result  and  not  fit  a  price 


DE 


Always  Insist  on  Getting 

LUXE  NEEDLES 

and  you  won't  be  disappointed. 


Duo-|ONE  Company,  Incorporated 

Sole  Manufacturers  of  De  Luxe  Needles 
ANSONIA,  CONN. 


DON'T  FORGET  THESE  FACTS 


Perfect  Reproduction  of  Tone  No  Scratchy  Surface  Noisei 

PLAYS  I00-200  RECORDS 


Full  Tone 


Three  for  30  cents  (40  cents  in  Canada) 


Medium  Tone 
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OLE  OUT  IN  ONE 


CALL  YOUR  rilOT 
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The  ALBUM  method  EXCELS  aU  other  RECORD  FILING  systems  EVER  TRIED 


SELECTING   THEIR  FAVORITES 


To  the  Trade: 

Our  Record  Album  factory — all  or  any  part  of 

it — is  at  your  command.  Hundreds  of  customers 
can  and  will  gladly  testify  as  to  the  good  quality  of 
our  production. 

Our  large  and  growing  business  is  due  to  satis- 
fied customers  and  repeat  orders. 

Imprint  (firm  name  or  trade  mark)  stamped  on 
covers  if  desired  when,  orders  are  sufficiently  large 
to  justify  it. 

OUR  ALBUMS  ARE   MADE  TO  CONTAIN  VICTOR. 
COLUMBIA,  EDISON,  PATHE.  VOCAUON  AND 
ALL  OTHER  DISC  RECORDS 


NATIONAL  PUBLISHING  CO.,  239  S.  American  St.,  PHILADELPHIA,  PA. 

New  York  Office,  54  Franklin  Street,  Telephone,  Franklin  1227,  James  E.  Magnire,  Repretentative 


THE  PERFECT  PLAN 


KNOWLEDGE  IS  THE  GREATEST  ASSET   M.  I.  S.  CO.  CONSOLIDATES  WITH  ORMES 


(Continued  from  page  16) 


chine  business  in  any  other  save  a  scientific 
manner.  We  no  longer  have  a  toy  to  promote, 
we  have  one  of  the  pillars  and  -buttresses  of 
musical  art  and  one  of  the  principal  elements  in 
American  musical  taste  placed  at  our  disposal 
to  distribute  throughout  our  communities.  To 
undertake  such  a  work  of  distribqtion,  to  deal 
with  it  intelligently,  to  make  the  people  realize 
the  greatness  and  beauty  of  our  business,  to 
gain  their  respect  and  appreciation,  is  only  a 
matter  of  sincerity  and  information.  We  must 
respect  our  business  and  must  know  it.  If  we 
know  it  we  shall  indeed  respect  it,  for  only 
those  who  do  not  know  it  fail  to  respect  it. 
The  Ideal  Condition 
If  only  one  could  feel  that  every  talking  ma- 
chine salesman  in  the  country  was  imbued  with 
a  respect  and  love  for  the  music  which  he  is 
instrumental  in  placing  in  the  homes  of  the  peo- 
ple— it  would  mean  much.  Every  salesman 
should  be  interested  in  the  contents  of  the  rec- 
ord catalogs,  and  well  acquainted  with  the  treas- 
ures with  which  his  shelves  are  loaded.  There 
are  thousands  of  records  and  a  myriad  shades 
of  style  and  content.  Popular  music  has  its 
own  large  place,  and  for  a  long  time  to  come 
will  be  easy  to  sell  compared  -with  the  finer  and 
more  artistic  musical  product.  But,  just  so 
quickly  as  public  taste  in  music  improves,  will 
talking  machine  and  record  selling  be  more 
profitable;  for  the  talking  machine  business 
rests  upon  music,  and  will  flourish  in  propor- 
tion as  public  taste  in  music  ascends  towards 
the  heights.  The  intelligent  salesman  therefore 
has  a  great  task;  first  to  improve  his  own  ideas, 
and  then  to  assist  in  improving  the  taste  of  his 
customers.  As  this  is  accomplished  sales  will 
increase  .and  profits  become  larger. 


Oklahoma  City,  Okla.,  June  4. — The  traveling 
organization  of  the  Oklahoma  Talking  Machine 
Co.,  Victor  distributor,  with  headquarters  in 
this  city,  has  been  augmented  by  the  addition 
of  R.  R.  McGee,  according  to  a  recent  an- 
nouncement by  E.  L.  Gratigny,  president  of  the 
company.  Mr.  McGee  was  formerly  connected 
with  the  Schmelzer  Co.  and  he  has  a  wide 
knowledge  of  the  wholesale  talking  machine 
business,  making  him-a  valuable  addition  to  the 
stafif  of  the  Oklahoma  Talking  Machine  Co. 

In  a  chat  with  The  World  Mr. .  Gratigny 
stated  that  business  has  increased  very  rapidly 
this  year.  He  attributes  this  satisfactory  con- 
dition to  the  fact  that  plenty  of  rain  has  made 
the  crop  outlook  brighter  than  for  a  number  of 
years  past.  In  fact,  business  has  developed  to 
such  an  extent  that  difficulty  is  experienced  by 
this  concern  in  supplying  the  demands  of  dealers. 


Musical  Instrument  Sales  Co.  Purchases  Busi- 
ness of  Ormes,  Inc. — Enhanced  Service  and 
Co-operation  for  Victor  Trade — C.  R.  Wagner 
Makes  Important  Announcement — C.  L.  Price 
and  J.  J.  Davin  Join  M.  I.  S.  Forces 


Effective  June  1  two  well-known  Victor 
wholesalers  in  New  York  were  consolidated, 
the  Musical  Instrument  Sales  Co.,  673  Eighth 
avenue,  acquiring  the  business  of  Ormes,  Inc., 
15  West  Thirty-seventh  street.  According  to 
the  details  of  this  arrangement  the  business  of 
the  Musical  Instrument  Sales  Co.  will  be  con- 
ducted as  heretofore  at  673  Eighth  avenue  and 
the  quarters  occupied  by  Ormes  at  15  West 
Thirty-seventh  street  will  be  discontinued. 

C.  R.  Wagner,  vice-president  and  general 
manager  of  the  Musical  Instrument  Sales  Co., 
who  is  well  known  in  musical  circles  through- 
out the  country,  announced  the  consolidation  to 
the  company's  Victor  clientele  on  June  1.  In 
his  announcement  he  stated  that  the  consolida- 
tion would  afford  exceptionally  efficient  and  val- 
uable Victor  distributing  service  for  the  trade, 
representing  the  cumulative  experience  and  re- 
sources of  many  years.  Mr.  Wagner  also  an- 
nounced that  C.  L.  Price,  vice-president  and 
general  manager  of  Ormes,  and  James  J.  Davin, 
sales  manager,  have  joined  the  executive  staff 
of  the  Musical  Instrument  Sales  Co. 
til 


The  news  of  this  consolidation  was  received 
with  favor  by  the  Victor  dealers  in  the  metro- 
politan trade,  who  congratulated  the  Musical 
Instrument  Sales  Co.  upon  increasing  its  scope 
of  activity.  Both  the  Musical  Instrument  Sales 
Co.  and  Ormes  have  maintained  dealer  service 
departments  which  have  co-operated  to  advan- 
tage with  the  retail  trade  in  the  preparation  of 
merchandising  and  sales  promotion  plans.  The 
Musical  Instrument  Sales  Co.  has  also  main- 
tained in  its  service  department  dealer  adver- 
tising and  finance  divisions,  which  have  proved 
of  material  value  to  the  trade.  All  of  these  im- 
portant service  plans  will  be  continued  and  their 
practicability  enhanced.  C.  Alfred  Wagner, 
vice-president  and  general  manager  of  the 
American  Piano  Co.,  New  York,  one  of  the 
■  leading  piano  organizations  in  the  world,  is  also 
president  of  the  Musical  Instrument  Sales  Co. 
and,  in  conjunction  with  C.  R.  Wagner,  closed 
the  deal  for  the  purchase  of  Ormes,  Inc. 


WHY  A.  H.  CURRY  WEARS  A  SMILE 

A.  H.  Curry,  in  charge  of  the  phonograph 
division  of  Thomas  A.  Edison,  Inc.,  is  now 
wearing  one  of  the  broadest  smiles  that  can 
be  found  north  or  south  of  the  Mason  and 
Dixon  line.  On  May  25  Catherine  Curry  was 
born  and  is  scheduled  to  make  her  first  Edison 
trial  record  the  latter  part  of  this  month.  Mr. 
Curry  is  already  the  father  of  six  stalwart  sons. 


McQEE  JOINS  OKLAHOMA  T.  M.  CO.  = 

Now   Member  of   Traveling   Organization   of  = 
Prominent  Oklahoma  Victor  Distributor  ^ 
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REAL  SERVICE  | 
ENOUGH  SAID  i 


YOU  GET  WHAT  YOU  ORDER 
WHEN  YOU  SEND  YOUR  ORDERS 

TO 

Oklahoma  Talking  Machine  Co. 

OKLAHOMA  CITY  OKLAHOMA 

E.  L.  GRATIGNY.  President 

EXCLUSIVE  VICTOR  JOBBERS 
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Ratio  of  Sales  to  Inquiries  Important 

Percentage  of  People  Sold  Who  Come  Into  Store  to  Examine  Line 
Determines  Efficiency  of  Sales  Organization  and  Methods  Used 


The  efficiency  of  a  sales  organization  is  meas- 
ured by  the  number  of  sales  made  in  proportion 
to  the  number  of  people  who  enter  the  estab- 
lishment in  response  to  advertisements,  or  be- 
cause of  various  reasons,  such  as  the  pulling 
power  of  window  displays,  eflfect  of  direct-by- 
mail  publicity,  etc.  Of  course,  no  matter  how 
expert  and  enthusiastic  the  sales  organization 
may  be,  it  is  impossible  to  sell  everyone  who 
comes  into  the  store  to  inquire  about  an  instru- 
ment. There  are  always  people,  unfortunately, 
who  seem  to  take  a  keen  delight  in  shopping 
and  who  never  reach  the  point  where  they  place 
their  names  on  a  contract  for  the  very  excellent 
reason  that  they  never  intended  to  make  a  pur- 
chase. They  come  in  for  various  reasons — curi- 
osity, simply  to  get  information  regarding  the 
instrument  and  other  peculiar  reasons  known 
only  to  themselves. 

Know  Why  Prospects  Fail  to  Buy 

However,  every  customer  who  enters  the 
store  should  be  accorded  every  consideration 
because  the  salesman  can  never  know  what  the 
outcome  will  be.  One  very  enterprising  dealer 
states  that  very  few  people  who  are  really  in 
the  market  for  a  talking  machine  ever  succeed 
in  getting  out  of  his  establishment  without 
making  a  purchase  or  making  clear  why  they  do 
not  consider  the  line  he  handles  capable  of 
meeting  their  needs.  He  declared  that  his  sales 
force  sells  three  out  of  every  five  people  who 
come  in  to  look  over  his  line.  These  are  sold 
on  the  first  visit.  Of  the  two  remaining  out 
of  every  five  possible  customers  investigation 
has  disclosed  the  fact  that  a  certain  percentage 
are  undesirable  as  customers.  Often  prospec- 
tive purchasers,  after  examining  the  instru- 
ments and  listening  to  the  sales  talk,  declare 
that  they  desire  to  talk  the  matter  over  with 
other  members  of  their  families  before  coming 
to  a  final  decision,  or  give  some  other  good 
reason  for  not  making  the  purchase  immedi- 
ately. Instead  of  letting  the  customer  go  out 
of  the  establishment  with  the  mere  promise  to 
return  at  some  later  date  his  or  her  name  and 
address  is  secured  and,  if  after  a  lapse  of  three 
or  four  days  the  prospect  has  not  returned,  a 
brief  note  of  reminder  is  sent  and,  after  an- 
other reasonable  wait,  the  telephone  is  used  to 
make  more  intimate  contact.    If  these  prospects 


are  really  interested  in  purchasing  an  instru- 
ment the  majority  of  them  are  sold  sooner  or 
later,  thus  increasing  the  ratio  of  sales  to  the 
number  of  inquiries. 

"Letting  Down"  Undesirable  Purchasers 

This  store,  by  the  way,  demands  a  10  per 
cent  down  payment  on  all  instruments  sold  and, 
before  the  customer  is  allowed  to  leave  the 
store,  the  terms  of  the  contract  are  explained 
and  the  customer  is  especially  made  to  under- 
stand the  interest  clause.  Many  prospective 
customers,  after  looking  the  machine  over,  try 
to  get  better  terms,  stating  that  they  cannot 
make  such  a  large  initial  payment.  In  many 
instances  it  has  been  found  impossible  to  influ- 
ence these  people  to  purchase  a  cheaper  instru- 
ment, thus  reducing  the  down  payments  and  the 
instalments.  When  the  salesman  bumps  into 
this  type  of  prospect  he  turns  him  over  to  the 
manager,  who  decides  whether  it  would  be  wise 
to  make  some  concession  to  the  prospect's 
purse.  This  is  seldom  done  for  the  reason  that 
the  manager  figures  if  a  prospect  desires  to 
purchase  an  expensive  instrument  on  a  too  lim- 
ited capital  the  risk  is  very  likely  to  be  poor 
and,  consequently,  the  prospect  is  "let  down" 
as  gently  as  possible. 

Getting  After  Those  Who  Get  Out 

Another  dealer  handles  the  matter  of  follow- 
ing up  the  prospect  who  visited  the  store  but 
did  not  buy  a  little  differently.  He  secures  the 
name  and  address  of  the  prospect  by  stating 
that  he  will  send  along  some  literature  descrip- 
tive of  the  line.  This  is  done  and  after  a  period 
of  three  days,  if  nothing  has  been  heard  from 
the  prospect,  an  experienced  salesman  is  sent 
out  to  the  prospect's  home  to  determine  what 
is  holding  up  the  deal  and,  if  possible,  bring  the 
customer  to  the  point  of  making  a  purchase, 
or  an  appointment  is  made  for  another  inspec- 
tion of  the  instruments  at  the  store. 

The  preceding  paragraphs  indicate  how  two 
dealers  handle  the  problem  of  following  up  pro- 
spective customers  who  have  indicated  their  in- 
terest in  a  talking  machine  by  visiting  the  store. 
One  thing  is  sure,  and  that  is  if  only  a  small 
number  of  the  people  who  visit  the  store  and 
evince  interest  in  the  line  are  sold  there  is 
something  wrong  somewhere.  For  example: 
One  prominent  concern  which  inaugurated  an 


extensive  advertising  campaign,  bringing  many 
prospective  customers  to  the  store,  found  that 
very  few  sales  were  being  made.  A  conference 
of  the  members  of  the  sales  organization  and 
other  employes  and  members  of  the  firm  was 
held,  with  the  result  it  was  discovered  that  the 
sales  force  was  lamentably  ignorant  of  the  pub- 
licity work  carried  on  by  the  house  and,  conse- 
quently, when  people  who  had  read  of  some 
special  model  in  the  ad  came  into  the  store  the 
salesmen  could  not  intelligently  discuss  the  fea- 
tures brought  out  in  the  add.  Here  was  a  case 
where  lack  of  contact  between  the  advertising 
and  sales  departments  hurt  the  business.  When 
these  facts  were  brought  out  the  salesmen  were 
not  only  compelled  to  familiarize  themselves 
with  the  firm's  advertising,  but  with  the  adver- 
tising of  competitors  as  well.  The  results  were 
immediately  made  evident  through  increased 
sales  and  the  advertising  drive  was  successful. 
Another  point  in  this  little  story  which  may  be 
lost  sight  of  is  the  fact  that,  had  this  drive 
fallen  down  on  results  because  of  this  ignorance 
of  the  sales  force,  the  firm  would  probably  have 
been  soured  on  advertising  for  some  time  to 
come.  This  is  not  a  fable,  but  a  statement  of 
fact.  In  conclusion  the  writer  would  urge  all 
dealers  to  keep  some  sort  of  a  record  of  the 
number  of  people  who  come  into  the  store  and 
go  out  without  buying.  It  will,  at  least,  be  an 
interesting  study. 


E.  LEAVITT  CO.  CHARTERED 

The  E.  Leavitt  Phonograph  &  Record  Co., 
Inc.,  of  New  York  City,  has  been  granted  a 
charter  of  incorporation  under  the  laws  of  this 
State,  with  a  capital  of  $100,000,  to  manufac- 
ture and  deal  in  talking  machines,  records,  etc. 
Incorporator  is  P.  Waldman,  2342  Second  ave- 
nue. New  York  City. 


E.  W.  OWEN  CO.  OPENS  BRANCH 


St.  Peter,  Minn.,  June  4. — ^An  attractive  music 
store  has  been  opened  here  in  the  Ludcke  Build- 
ing by  the  E.  W.  Owen  Co.,  of  Mankato,  under 
the  management  of  H.  E.  Burgoyne  and  W.  C. 
Kelly,  of  the  Mankato  sales  force.  The  store 
features  the  Victor,  Edison  and  Columbia  lines. 


THE  SUPREME  TONE  AMPLIFIER 


A  revelation  in  sound  reproduction 

ESPECIALLY  ADAPTABLE  TO  PORTABLE 

MACHINES 

Incomparable  for  Dancing 


Doubles  the  volume,  yet  improves  the  quality  and  detail. 
Invites  comparison  with  any  sound  box  on  the  market. 

"I  f  you  haven't   hear  d  the 
You  haven't  heard  your  machine" 

UNIQUE  REPRODUCTION  CO.,  Inc. 


Cable  Address,  "Addatone"  N.  Y. 


32  Union  Square,  New  York 
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Big  Sales  Possibilities  in  School  Field 

Public  Schools  and  Other  Educational  Institutions  Throughout 
Country  Will  Purchase  Instruments  if  Proper  Methods  Are  Used 


That  tlie  thousands  of  schools  and  institutions 
of  all  kinds  throughout  the  country  offer  an  ex- 
cellent field  for  the  exploitation  of  the  talking 
machine  and  records  and  give  the  dealer  but  a 
little  developed  field  in  which  to  make  sales  is 
being  realized  by  wide-awake  merchants  in  va- 
rious parts  of  the  country.  However,  in  most 
communities  no  serious  attempt  is  made  to  get 
this  business  and  as  a  result  the  schools  are 
without  music  and  the  talking  machine  mer- 
chants in  those  sections  are  passing  up  profits 
which  they  could  get  with  comparatively  little 
trouble  and  expense. 

Reason  for  Lack  of  Sales  to  Schools 

Probably  one  reason  why  dealers  do  not  make 
many  sales  to  schools  is  because  they  do  not  go 
about  it  in  the  right  way.  Therefore,  this  ar- 
ticle deals  with  a  successful  plan  for  building 
up  sales  to  schools  put  in  efifect  by  the  A.  Gres- 
sett  Music  House,  Meridian,  Miss.,  under  the 
direction  of  M.  E.  Taylor,  manager  of  the  talk- 
ing machine  department.  The  plan  includes 
solicitation  by  mail  of  boards  of  education  of 
the  State,  county  school  superintendents  and 
teachers. 

A  letter  is  sent  out  dealing  with  the  possi- 
bilities of  the  talking  machine  as  a  moral  force 
and  a  builder  of  character;  pointing  also  to  the 
value  of  the  talking  machine  as  an  aid  to  musi- 
cal studies.  The  wide  selection  of  educational 
records  is  dwelt  on  as  an  aid  to  recitation  and, 
not  less  important,  physical  development.  The 
letter  concludes  with  an  invitation  to  visit  the 
store  for  the  demonstration  of  special  instru- 
ments designed  for  school  use.  This  letter  is 
followed  up  with  special  literature  in  which  the 
talking  machine  and  records  are  tied  up  with 


educational  work  of  various  descriptions. 
Demonstration  Makes  Sales  Easy 

The  A.  Gressett  IMusic  House  does  not  slop 
merely  with  the  sending  out  of  letters  and  liter- 
ature, but  in  addition  an  experienced  woman 
canvasser-demonstrator  with  sales  experience, 
Mrs.  O.  E.  Roe,  whose  methods  were  described 
in  a  recent  issue  of  The  World,  is  sent  out  to 
give  personal  demonstrations  and  to  develop  the 
interest  of  educators  in  the  talking  machine  as 
an  adjunct  to  education.  !Mrs.  Roe  puts  on 
demonstrations  in  the  schools  in  Vihich  the 
classes  of  pupils  actually  take  part.  Following 
the  demonstration  of  the  talking  machine  as  an 
aid  to  physical  culture  a  lecture  is  delivered  on 
ways  and  means  of  raising  the  money  to  pur- 
chase an  mstrument  and  a  supply  of  records. 
This  canvassing  and  demonstrating  have  result- 
ed not  only  in  the  sale  of  instruments  to  many 
schools  but  also  to  the  teachers  for  their  homes 
and  also  to  members  of  boards  of  education 
and  courlty  superintendents.  In  addition  to  the 
health  exercise  records  which  are  taken  along 
by  the  demonstrator  several  other  recordings  of 
value  in  educational  work  are  carried  along. 
Help  Classes  Raise  Funds 

The  following  methods,  all  of  which  have 
been  found  practicable  in  raising  sufficient  funds 
for  the  purchase  of  a  talking  machine,  are  sug- 
gested to  pupils  and  teachers  by  this  aggres- 
sive concern: 

Give  entertainments  of  plays  in  which  the 
cliildren  are  the  participants,  for  instance,  "The 
District  Skule." 

Have  a  pie,  cake  and  fancj'  article  sale.  The 
bazaar  plan  is  the  most  lucrative  of  all  schemes. 

Give    general    entertainments,   using  costume 


drills  or  folk  dances  to  the  music  of  the  Victor. 

Collect  and  sell  cast-off  rubbers,  iron,  rags, 
etc. 

Sell  old  newspapers,  having  pupils  bring  them 
one  day  each  week. 

Arrange  a  benefit  with  local  moving  picture 
theatre. 

Secure  the  interest  and  assistance  of  the 
mothers'  or  parent-teachers'  associations. 

Benefit  pencils  with  name  of  school  and  ob- 
ject of  campaign  printed  on  may  be  secured  at 
very  profitable  rates  from  Burton  S.  Osborn, 
Camden,  N.  Y. 

Milk  chocolate  may  be  secured  from  the 
Brewster  Cocoa  Mfg.  Co.,  Jersey  City,  N.  J., 
with  a  very  attractive  proposition. 

The  Curti.s  Publishing  Co.,  Philadelphia,  sup- 
ply full  details  of  its  Victrola  plan,  which  as- 
sures a  school  a  good  income  from  the  Satur- 
day Evening  Post  sales  of  the  children. 

A  Victrola  or  library  of  records  may  be  se- 
cured without  trouble  if  the  teachers  and  pupils 
are  enthusiastic  enough  to  contribute  about  25 
cents  a  month  to  a  fund,  thereby  gaining  their 
money's  worth  in  personal  pleasure  from  its 
use. 

Persistent  Follow  Up  Necessary 

Lectures  to  teachers  and  other  officials  of  the 
schools  on  the  talking  machine  are  persistently 
followed  up  and  no  opportunity  is  allowed  to 
slip  by.  A  short  time  after  a  lecture  has  been 
delivered  the  following  letter,  sent  out  by  the 
.'v.  Gressett  Music  House,  has  been  found  ef- 
fective in  arousing  interest  and  desire  to  the 
point  where  a  sale  becomes  possible: 

"You  recently  had  the  pleasure  of  listening 
to  a  lecture  recital  given  by  Mrs.  W.  M.  Wilder, 
using  the  Victrola  and  Victor  records,  proving 
thus  the  value  of  this  instrument  in  educational 
work. 

"You  had  the  opportunity  of  hearing  the  great 
possibilities  of  musical  interpretation  when  the 
Victrola  is  used  in  conjunction  with  the  lecture. 

"In  10,000  cities  in  the  United  States  you  will 
lind  the  Victrola  in  use  in  the  schools  and  over 
10,000,000  school  children  are  learning  some- 
thing of  the  world's  music  masters.  History  in- 
deed would  be  incomplete  without  their  becom- 
ing familiar  with  those  who  have  made  musical 
history. 

"The  schools  in  ^Meridian  are  equipped  with 
school  Victrolas,  and  in  some  there  are  as  many 
as  three. 

"What  is  more  inspiring  to  the  children  than 
to  march  in  and  out  of  school  to  the  music  of 
a  national  march  played  by  the  world's  best 
bands?  Your  physical  exercises  would  be  much 
more  fascinating  and  effective  if  executed  to 
perfect  musical  rhythm. 

"We  sincerely  hope  that  you  will  see  to  it 
that  a  Victrola  is  installed  in  your  school.  Let 
this  be  one  of  your  first  steps  toward  making 
>our  school  modern  and  in  keeping  with  mod- 
ern times.  We  have  arranged  very  liberal 
terms  and  the  mothers'  clubs  will  do  their  part 
to,  help  you.  We  await  with  much  interest  your 
request  for  full  particulars  and  complete  school 
literature." 

WALTER  S.  GRAY  IN  NEW  YORK 

Walter  S.  Gray,  president  of  the  Walter  S. 
Gray  Co.,  San  Francisco,  Cal.,  one  of  the  best- 
known  jobbing  organizations  in  the  country, 
arrived  in  New  York  a  few  days  ago  and,  in  all 
probability,  will  remain  here  until  July  1.  Mr. 
Gray,  who  is  here  on  a  combined  observation 
and  buying  trip,  is  making  his  headquarters  at 
the  offices  of  the  Manufacturers  Phonograph 
Co.,  95  Madison  avenue,  whose  products  he  rep- 
r^ents  on  the  Pacific  Coast,  where  the  demand 
has  increased  in  a  very  satisfactory  manner. 


WHY  SHOULD  YOU  SELL 


f9> 


The  Following  List  of  Distributors  Have 
Taken  on  The  Modernolette  Since  Jan.  1st 

Ask  Them  Why 

Modernola  Sales  Corp.,  1340  Broadway,  New  York,  N.  Y. 
General  Phono.  Corp.  of  New  England,  142  Berkeley  St.,  Boston,  Mass. 
General  Radio  Corp.,  624-8  Market  St.,  Philadelphia,  Pa. 
Genered  Radio  Corp.,  1005  Liberty  Avenue,  Pittsburgh,  Pa. 
General  Radio  Corp.,  1403-4  Monadnock  Block,  Chicago,  111. 
Talking  Machine  Co.,  97  E.  Main  St.,  Rochester,  N.  Y. 
Wm.  Volker  &  Co.,  Third  &  Main,  Kansas  City,  Mo. 
D.  C.  Whittle  Music  Co.,  1213  Elm  St.,  Dallas,  Texas. 
Turner  Music  Co.,  412  E.  Douglas  Ave.,  Wichita,  Kansas. 
Parcimount  Sales  Co.,  604  E.  Walnut  St.,  Indianapolis,  Ind. 
Phonograph  Supply  Co.,  1438  Randolph  Street,  Detroit,  Mich, 
Yahr  &  Lange,  207  Water  Street,  Milwaukee,  Wis. 

o  ^  .,  o  .    — East  of  Mississippi  River — $35.00 

Retail  Price    ...        ,        ,   .     .   ^ 

— West  of  Mississippi  River — $40.00 


Some  valuable  territory  still  open  for 
jobbers.    Act  quick,  it  is  going  fast. 

MODERNOLA  COMPANY 

Office  and  Factory,  Johnstown,  Pa. 
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OEPOKTIINITY 


T  no  period  in  the  history  of  the  Victor 
dealer,  has  he  been  so  well  fortified  to 
nullify  competition  as  he  is  today. 

Flanked  by  instruments  desirable  beyond 
all  previous  achievement,  the  Victor  deal- 
er is  in  an  impregnable  position  to  win 
sales.  The  Victrola  of  today  is  the  great- 
est helpmeet  in  making  sales  that  is  at 
the  command  of  a  musical  instrument 
dealer.  In  the  window,  the  Victrola  in- 
vites entry  into  the  store.  In  the  store,  it 
makes  a  plea  for  purchase  that  helps  over- 
come the  most  obstinate  sales-  resistance. 

These  are  indeed  days  of  opportunity 
for  the  Victor  dealer. 


NEW  YORK 

TALKING  MACHINE  Q 
521  West  57  th  Street 

CHICAGO 

TALKING  MACHINES 
12  North  Michigan  Ave 

A.D.  Geissler 
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Group  Sales  Plan  Moves  Records  Quickly 

New  Twists  to  Sales  Drives  Necessary — How  a  Prominent  Con- 
cern Speeded  Turnover  by  Selling  Albums  Filled  With  Records 


Every  good  record  salesman  or  woman,  when 
serving  a  customer  in  the  record  line,  makes 
the  effort  to  sell  more  than  merely  the  one  or 
perhaps  two  records  asked  for.  By  suggestion, 
demonstration  and  sheer  sales  ability  an  at- 
tempt is  made  to  swell  the  sales  volume  to  in- 
clude as  many  records  as  possible  to  each  cus- 
tomer, and  this  must  be  done  without  giving 
offense  or  creating  antagonism.  The  salesper- 
son must  here  exercise  the  greatest  restraint  on 
his  eagerness  to  make  as  large  a  sale  as  pos- 
sible. Customers  have  a  habit  of  going  else- 
where if  the  dealer  whom  they  patronize  be- 
comes too  insistent  and  urges  purchases  until 
his  methods  become  obnoxious  to  customers. 

However,  in  order  to  turn  over  his  record 
stock  with  sufficient  rapidity  to  make  a  profit 
and  at  the  same  time  eliminate  dead  stock  as 
much  as  possible  the  merchant  who  each  month 
orders  a  fairly  large  number  of  the  various 
records  he  handles  must  be  on  the  job  every 
minute  and  he  must  strive,  with  the  greatest 
tact,  of  course,  to  make  as  many  and  as  large 
sales  as  possible  to  each  individual.  A  direct 
sales  attack  is  impossible  for  various  reasons. 
The  customers  will  not  stand  for  it  and,  there- 
fore, the  desire  for  records  must  be  created 
through  suggestion,  whether  this  be  through  ad- 
\ertising,  canvassing,  window  displays  or  any 
other  way,  but  the  fact  remains  that  only  in  this 
manner  will  the  records  move  with  the  desired 
speed  and  the  attitude  of  the  customers  remain 
unchanged  toward  the  establishment. 

Albums  Filled  With  Records  Boost  Sales 

Sales  promotion  embodying  this  principle  is 
known  to  all  dealers.  Generally,  the  same  meth- 
ods are  always  used  and  that  merchant  who  can 
think  up  a  new  angle  of  putting  this  suggestive 
force  to  work  for  him  is  bound  to  realize  a 
handsome  profit.  A  plan  put  in  effect  by  the 
record  department  of  the  J.  W.  Jenkins  &  Sons 
Music  Co.,  Wichita,  Kan.,  through  the  efforts 
of  Miss  Harriet  V.  Coleman,  manager,  utilizes 
this  principle  in  a  new  way.  Since  the  object  is 
to  sell  as  many  records  as  possible  to  each  pa- 
tron Miss  Coleman  has  hit  upon  the  plan  of 


selling  albums  filled  with  records,  killing  two 
birds  with  one  stone  in  the  sale  of  these  rec- 
ords and  the  album  at  the  same  time.  The 
records  with  which  the  albums  are  filled  are,  of 
course,  selected  with  great  care.  For  example, 
one  set  of  albums  was  filled  with  recordings  by 
various  famous  artists  who  had  appeared  in  con- 
cert in  that  city  and  with  whom  local  music 
lovers  were  familiar.  Other  albums  were  filled 
with  records  made  by  well-known  artists  ex- 
clusively, i.  e.,  only  records  by  one  artist  in  an 
album.  Other  albums  are  filled  with  records  of 
the  various  operas,  orchestra  music,  band  mu- 
sic, vocal  numbers,  dance  selections,  violin,  etc. 
Consistent  Publicity  Essential 
This  method  of  making  sales  of  groups  of 
records  should  receive  the  serious  attention  of 
all  dealers.  There  is  no  doubt  but  that  the  re- 
sults, if  the  plan  is  properly  carried  out,  will 
be  well  worth  while.  At  any  rate  nothing  can 
be  lost  by  taking  a  chance  on  the  plan,  but 
there  is  everything  to  gain.  Merely  to  arrange 
these  records  in  the  manner  set  forth  will  not 
be  sufficient  to  put  the  stunt  across  with  the 
record-buying  public.  The  dealer  must  do 
more.  He  must  see  to  it  that  adequate  pub- 
licity is  given  to  the  group  sales  plan.  In  the 
first  place  there  is  that  little  matter  of  window 
displays.  After  the  albums  have  been  filled 
with  carefully  selected  records  and  some  plan 
of  marking  the  various  albums  has  been  con- 
ceived there  is  a  splendid  opportunity  of  ar- 
ranging something  out  of  the  ordinary  in  win- 
dow displays.  Merely  a  suggestion:  Place  an  at- 
tractive instrument  in  the  window,  after  suitable 
flooring  and  background  have  been  arranged. 
Then,  also,  place  a  number  of  the  filled  albums 
in  the  same  window,  on  small  pedestals,  if 
possible.  Beneath  the  album  should  be  neatly 
printed  placards  announcing  the  type  of  rec- 
ords in  the  album,  together  with  some  very 
briefly  worded  slogan  or  message  designed  to 
create  desire.  That  old  plan  of  ribbons  from 
various  objects  in  a  window  to  the  central  unit 
of  the  display  may  be  used  to  advantage  by 
running  ribbons  from  albums  to  an  instrument. 


This  is  one  form  of  publicity  and  there  are 
many  others  which  the  dealer  has  at  his  dis- 
posal and  which  will,  undoubtedly,  help  along 
the  good  work  of  creating  sales.  There  should 
be  no  hesitation  in  utilizing  newspaper  ad- 
vertising to  feature  the  group  record  sales 
plan  and  to  bring  the  dealer's  message  to  the 
public.  Then,  too,  there  is  the  direct-by-mail 
form  of  publicity  and  right  here  is  where  the 
dealer  who  has  a  carefully  compiled  mailing  list 
has  the  advantage.  By  mailing  list  is  not  meant 
merely  a  number  of  names  and  addresses,  but 
this  and,  also  what  is  of  more  importance,  data 
which  enable  the  dealer  to  tell  at  a  glance 
just  what  type  of  music  the  customer  has  fa- 
vored most  in  the  past.  The  merchant  who  has 
this  information  is,  indeed,  fortunate  because 
he  can  plan  albums  for  individual  patrons  of 
exactly  the  type  of  music  they  like  best,  and 
if  his  records  show  the  numbers  of  the  records 
already  in  the  possession  of  the  customer  he 
can  thus  be  insured  against  duplicating  any  of 
the  records  in  the  patron's  possession. 

Action  Is  Necessary 

As  has  been  emphasized,  this  plan  is  an  inno- 
vation which  should  prove  popular  with  many 
customers  and  which  should  prove  an  impor- 
tant factor  in  increasing  sales.  Like  all  such 
things,  however,  the  idea  cannot  be  put  into 
use  except  by  doing  more  than  thinking  about 
it.  In  short,  a  considerable  amount  of  work  is 
involved,  but  nothing  has  ever  been  accom- 
plished without  work  and  certainly  those  mer- 
chants who  are  doing  a  little  more  business 
each  month  than  the  previous  one  are  not  get- 
ting it  by  sitting  back  in  their  office  chairs 
twiddling  their  thumbs.  So,  get  busy  and  move 
those  records. 


REDUCTION  IN  PRICE  OF  AUDAK 

AudaJi  Co.,  Manufacturer  of  Record  Demonstra- 
tion Device.  Announces  Reduction  in  Price 
Because  of  Rapidly  Growing  Demand — Job- 
bers in  Trade  Centers  Throughout  Country 

The  Audak  Co.,  565  Fifth  avenue.  New  York 
City,  manufacturer  of  a  record  demonstrating 
product  bearing  the  above  name,  announces  a 
substantial  reduction  in  the  price  of  this  equip- 
ment. The  Audak  permits  the  demonstration 
of  a  series  of  records  simultaneously  for  any 
number  of  record  customers,  no  rendition  of 
which  interferes  with  the  other.  Many  retailers 
have  installed  this  device  and,  from  all  reports, 
it  aids  considerably  in  record  sales.  Jobbers 
have  been  appointed  in  the  larger  trade  centers 
and  dealers  now  find  it  possible  to  see  the  prod- 
uct demonstrated  before  ordering. 

The  sales  department  of  the  Audak  Co.,  in 
announcing  the  reduction  in  price,  states:  "The 
Audak  has  been  on  the  market  a  little  more 
than  a  year  and,  while  dealers  in  general — par- 
ticularly the  smaller  dealers — were  slow  to  rec- 
ognize the  possibilities  of  the  instrument,  the 
educational  campaign  by  our  distributors,  and 
the  actual  demonstrations  in  their  home  cities, 
have  given  them  first-hand  information  and  ex- 
perience. The  result  has  been  that  orders  for 
Audaks  have  shown  such  substantial  increases 
that  we  are  now  enabled  to-  reduce  the  price 
because  of  increased  production." 


H.  B.  KERR  OPENS  VICTOR  STORE 

L.»,NC.\STER,  Pa.,  June  4. — H.  B.  Kerr,  well- 
known  local  business  man,  recently  opened  a 
branch  store  at  14  West  King  street,  in  which 
Victor  talking  machines  and  records  are  han- 
dled. Mr.  Kerr  also  operates  a  bicycle  and 
motorcycle  store  at  244  West  King  street. 


In  Concert  and  Entertainment 
Personal  Appearance  of 

Eight  Popular  Victor 
Favorites  on  One  Program 

A  live  attraction  for  live  dealers  and  jobbers 

Bookings  now  for  season  1923-1924 
Sample  program  and  paniculars  upon  request 

P.  W.  SIMON,  Manager 

1674  Broadway  New  York  City 


Famous  Ensembles  including 

Campbell  &  Burr  •  Sterling  Trio  -  Peerless  Quartet 
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Hitting  on  ALL  Cylinders 


There  always  was  and  always  will 
be  two  markets.  Some  of  your  cus- 
tomers are  looking  for  price,  but  we 
will  guarantee  that  you  have  many 
on  your  list  that  insist  on  having 
exactly  what  they  want  provided 
they  get  value  received. 


Walter  Camp 

This  is  particularly  true  in  the  physical  culture  field.  In  spite  of 
a  number  of  cheaper  sets  on  the  market,  the  demand  for  Health 
Builder  sets  of  Walter  Camp's  "Daily  Dozen"  is  greater  than 
ever  before.  We  have  in  mind  one  large  department  store  where 
the  "Daily  Dozen"  and  an  ordinary  set,  much  cheaper,  were  on 
the  counter  side  by  side.  It  is  interesting  to  note  that  the  "Daily 
Dozen"  had  far  the  greater  sales. 

Are  you  hitting  on  all  cylinders  in  your  business?  Can  the 
people  that  insist  on  the  "Daily  Dozen"  buy  them  from  you  or 
must  they  go  elsewhere?  Don't  let  them  get  away  any  more. 
Write  us  to-day  for  full  details.  An  extensive  advertising  cam- 
paign IS  creating  a  demand  that  it  will  pay  you  to  fill. 


Write  NOW 


HEALTH  BUILDERS,  Inc. 

DEPARTMENT  W6 

334  FIFTH  AVENUE  NEW  YORK,  N.  Y. 
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Cav-o -lin -a    Mam-my      I'm  lon^- in"  For  you  —  Car-o-hn-a  Mam-my 


Carolina 

Namm 


AReal  Southern 
Mammy  Son^ 


You  cant  viofiR^ 
VithanyFElSTson^" 


OMAHA  VICTOR  JOBBERS  AMALGAMATE 

Mickel  Bros.  Co.  of  Omaha  and  Des  Moines 
Consolidated  With  Ross  P.  Curtice  Co.  Un- 
der Name  of  Mickel  Bros.  Co. — Headquarters 
Located  in  Omaha — Geo.  E.  Mickel  Elected 
President  and  N.  B.  Curtice,  Vice-President 


territory  lias  enabled  him  to  place  the  Mickel 
Bros.  Co.  of  Omaha  in  the  front  ranks  of  Vic- 
tor Avholesalers. 

Norman  B.  Curtice,  vice-president  of  the  or- 
ganization, has  won  the  esteem  and  friendship 
of  the  Victor  dealers  in  this  section  of  the 
('Oiintr>'  through  his  untiring  efforts  to  co-oper- 


Omaha,  Neb.,  June  6. — \"ictor  retailers  in  this 
part  of  the  country  were  advised,  recently  by 
the  Jilickel  Bros.  Co.  and  the  Ross  1'.  Curtice 
Co.,  Victor  wholesalers  in  this  city,  that  ar- 
rangements had  been  consummated  for  the  con- 
solidation of  these  two  companies,  together  with 
the  Mickel  Bros.  Co.  of  Des  Moines.  Effective 
June  1  these  three  organizations  were  consoli- 
dated under  the  name  of  the  Alickcl  Bros.  Co., 
with  headquarters  in  Omaha.  Geo.  E.  Mickel 
is  president  and  general  manager  of  the  com- 
pany; Norman  B.  Curtice,  vice-president,  and 
Ross  P.  Curtice,  a  member  of  the  board  of 
directors.  The  Mickel  l!ros.  Co.'s  headquarters 
in  Des  Aloines  have  been  discontinued  and  the 
present  retail  business  of  the  Ross  P.  Curtice 
Co.  in  Lincoln  will  be  continued  as  heretofore. 

This  important  announcement  will  be  wel- 
come news  to  Victor  dealers,  as  the  amalgama- 
tion will  enable  the  Mickel  Bros.  Co.  of  Omaha 
to  give  exceptional  service  and  co-operation  to 
the  trade  in  this  territory.  Geo.  E.  Mickel  is 
recognized  throughout  the  industry  as  one  of 
the  most  capable  and  successful  members  of 
the  Victor  wholesale  business  and  his  thorough 
knowledge  of  general  conditions  throughout  his 


Geo.  E,  Mickel 
ate  with  them  in  the  development  of  Victor 
business.  He  has  made  a  careful  study  of  the 
Victor  retailers'  problems  and,  in  his  new  exec- 
utive position,  will  have  ample  opportunity  to 
make  this  co-operation  more  valuable  and  ef- 
fective. Ross  P.  Curtice,  who  is  now  a  mem- 
ber of  the  board  of  directors  of  the  Mickel  Bros. 


VELVET  COVERED  TURNTABLES 

ADD  TO  THE  QUALITY  OF  MACHINES 


A.W.B. 


VELVETS 


THE  BEST  TALKING  MACHINES  ARE  EQUIPPED  WITH 

A.  W.  B.  BOULEVARD  VELVETS 

GRAND  PRIZE— GOLD  MEDAL,  ST.  LOUIS  EXHIBITION 

WRITE  FOR  SAMPLES  AND  PRICES 

A.  W^IMPFHEIMER  &  BRO.,  Inc. 
450-460  Fourth  Avenue,  New  York 

ESTABLISHED  1845 


Co.,  is  one  of  the  veterans  of  the  Victor  indus- 
try, having  been  identified  with  the  sale  of  Vic- 
tor merchandise  for  many  years.  He  is  well 
known  throughout  this  territory  and,  as  a  mem- 
ber of  the  company's  directorate,  will  undoubt- 
edly give  invaluable  assistance  to  the  develop- 
ment of  merchandising  plans. 

In  his  announcement  to  the  trade  regarding 
the  amalgamation  of  these  three  companies  Mr. 
Mickel  stated,  in  part,  as  follows: 

"We  believe  it  is  manifest  to  all  dealers  that 
this  is  a  step  in  the  right  direction,  for  it  will 
mean  better  and  more  efficient  service  and 
makes  Omaha  one  of  the  large  jobbing  centers 
in  the  VictDr  line.  The  consolidation  puts  the 
firm  in  an  exceptionally  strong  position  finan- 
cially, which,  together  with  the  increased  facili- 
ties made  possible  by  the  combining  of  these 
three  stocks  of  Victor  goods  as  well  as  in- 
creased efficiency  in  the  sales  and  service  organ- 
ization, will  enable  us  to  serve  the  dealers  in 
this  section  even  better  than  has  been  possible 
heretofore." 


JOINS  OKEH  PUBLICITY  STAFF 

^[rs.  Anita  Glander,  who  was  associated  with 
tiie  General  Phonograph  Corp.  two  years  ago, 
has  rejoined  the  company's  stafT  and  is  now  in 
charge  of  sales  promotion  and  publicity  work 
for  the  Okeh  division.  For  over  a  j'ear  Mrs. 
Glander  was  an  advertising  copy  writer  with 
the  Wales  Advertising  Agency,  of  New  York, 
and,  prior  to  that  time,  was  advertising  man- 
ager of  the  Opera  Disc  Distributing  Co.  She 
is  well  equipped  for  her  new  post  and  Okeh 
jobbers  and  dealers  are  planning  to  co-operate 
with  her  in  every  possible  wa}-. 


CLOSES  IMPORTANT  MICA  ACCOUNTS 

The  Stenzel  Mica  Corp.,  importer  of  mica  and 
manufacturer  of  mica  products,  states  that  it  has 
established  a  number  of  new  accounts  in  the 
past  few  months,  among  which  are  several  well- 
known  talking  machine  manufacturers.  This 
company  occupies  a  modern,  up-to-date  plant 
at  New  Dorp,  S.  I.,  which  is  idealh^  equipped 
for  the  manufacture  of  mica  products,  and 
Ernest  Stenzel,  president  of  the  company,  is 
devoting  his  entire  time  to  the  expansion  of  the 
plant.  Mr.  Stenzel  has  been  identified  with  the 
mica  industry  for  a  number  of  years  and  is 
tiioroughly  familiar  with  the  varied  require- 
ments of  the  talking  machine  trade. 


FINDT  MUSIC  CO.  ADDS  TO  STAFF 


Steubenville,  O.,  June  6. — The  Findt  Alusic  Co., 
of  this  city,  has  given  a  conclusive  indication 
of  the  good  Edison  business  which  it  is  enjoy- 
ing by  employing  an  additional  salesman  and 
purchasing  a  new  truck,  to  be  used  in  canvass- 
ing with  that  popular  instrument. 


The  G.  W.  P.  Jones  Music  Co.,  of  Washing- 
ton, Pa.,  has  added  a  new  truck  to  its  equip- 
ment. Prominently  displayed  on  both  sides  is 
the  word  "Edison." 
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Analyze  Reports  of  Salesmen-Canvassers 

Future  Sales  Possibilities  Are  Often  Passed  by  Through  Failure 
of  Salesmanager  to  Study  Reports  Turned  in  by  the  Salesmen 


One  of  the  most  important  cogs  in  tlie  wheel 
of  retail  business  progress,  especially  any  busi- 
ness enterprise  dealing  in  a  specialty,  in  which 
class  may  be  included  the  talking  machine  busi- 
ness, is  an  efificient  force  of  outside  salesmen 
and  canvassers.  !Many  dealers  are  not  getting 
maximum  results  from  their  outside  sales  or- 
ganizations because  of  the  fact  that  they  have 
no  means  of  checking  up  on  the  activities  of 
these  men  who,  very  often,  are  left  almost  en- 
tirely to  their  own  resources  and,  as  a  result, 
their  energies  and  work  are  misdirected  to  a 
certain  extent,  resulting  in  a  loss  of  time, 
money,  efficiency  and,  last,  but  not  least,  sales 
are  far  less  than  should  be  the  case. 

Upon  Whom  the  Responsibility  Rests 

Assuming  that  the  dealer  has  selected  men 
with  real  qualifications  for  selling,  the  en- 
tire matter  of  making  the  venture  a  success 
rests  in  the  hands  of  the  merchant  or  of  the 
sales  manager.  He  it  is  who  must  devise  ways 
and  means  by  which,  the  "plugging"  of  these 
men  can  be  capitalized.  A  salesman  or  can- 
vasser may  work  persistently  and  conscientious- 
ly for  days  and  weeks  at  a  time  and  not  make 
a  single  sale.  This  may  be  through  no  fault 
of  the  man.  On  the  contrary,  it  often  happens 
that  way,  but,  as  one  insurance  salesman  so 
aptly  said:  "Annual  sales  will  always  average 
up."  What  he  meant  was  that  a  salesman 
could  go  for  a  long  period  without  accomplish- 
ing his  purpose — that  of  making  a  sale — but, 
eventually,  sales  would  follow  one  another  in 
rapid  succession  and  the  sales  volume  for  a 
given  period  would  thus  be  maintained. 

Now,  here  is  a  point  wherein  sales  managers 


or  proprietors  who  have  charge  of  the  sales 
organization  often  fall  down.  They  simply  fail" 
to  have  the  salesmen  turn  in  reports  regarding 
their  activities  couched  in  such  language  that 
the  dealer  can  analyze  intelligently  the  possi- 
bilities of  future  sales.  Dealers  can  learn  a 
lesson  in  this  respect"  from  manufacturers  and 
jobbers  who  employ  large  traveling  organiza- 
tions. For  example:  The  manufacturer's  sales- 
man is  sent  out  on  the  road.  He  goes  over 
his  territorj-  thoroughly  and  in  ninety-nine 
cases  out  of  a  hundred,  a  small  percentage  of 
the  dealers  visited  are  sold.  Now  here  is  the 
point:  Those  dealers  which  the  salesman  has 
visited,  but  which  he  has  been  unable  to  sell, 
are  logical  prospects  for  the  goods  of  the  manu- 
facturer, just  as  the  person  visited  by  the  talk- 
ing machine  salesman  is  a  logical  prospect  for 
the  instruments  and  records  handled  by  the 
talking  machine  dealer.  The  manufacturer  is 
not  content  with  merely  knowing  that  the  sales- 
man has  called  on  these  dealers.  What  he  is 
most  anxious  to  know  is  why  they  were  not 
sold  and  what  the  possibilities  may  be  for  mak- 
ing a  sale  on  the  next  visit.  The  matter  is  put 
entirely  into  the  hands  of  the  salesman.  He 
himself,  must  analyze  conditions  as  he  finds 
them  'and  in  his  report  he  must  state  clearly 
what  were  the  reasons  as  he  found  them  why 
the  sale  was  not  consummated. 

Reports  Determine  Dealer's  Action 
The  retail  dealer  with  an  outside  selling  or- 
ganization can  use  the  same  methods  to  great 
advantage.  If  these  data  are  supplied  him  he 
can  determine  whether  it  is  wise  to  have  his 
salesmen  make  continual  visits  on  these  par- 


ties, or  whether  he  is  wasting  time  and  money 
by  having  his  men  do  so.  It  must  be  obvious 
that  it  is  the  height  of  folly  to  send  a  salesman 
where  the  chances  of  making  a  sale  are  nil, 
especially  in  view  of  the  fact  that  all  around 
in  any  community,  large  or  small,  there  are  any 
immber  of  prospects  who  can  be  sold  with  less 
effort  and  more  satisfaction. 

Backing  Up  Salesmen 
Another  angle  of  tliis  outside  selling  game  in 
which  passing  the  buck  seems  to  be  the  pas- 
time is  that  of  backing  up  the  salesman.  As 
far  as  results  obtained  from  money  spent  are 
concerned  it  would  be  much  better  to  elimi- 
nate the  outside  organization  entirely  than  to 
have  them  running  around  in  circles  like  a 
puppy  after  his  tail.  The  sales  manager  of  a 
large  talking  machine  house  summed  the  whole 
matter  up  in  a  few  words  recently  when  he 
said  to  the  writer :  "The  two  prime  reasons 
why  greater  success  does  not  attend  the  efforts 
of  salesmen  and  canvassers  are  that  the}'  are 
often  supplied  with  names  which  the  sales  man- 
ager erroneously  hopes  are  live  prospects,  and 
they  are  supplied  with  so  many  names  and 
are  given  such  a  short  time  to  visit  all  of  these 
people  that  they  must  necessarily  curtail  the 
time  of  visits  to  each  prospect  in  order  to  visit 
them  all.  Where  formerly  my  salesmen  had 
approximately  fifty  prospects  to  visit  at  all 
times  they  now  have  between  seven  and  ten, 
and  I  want  to  tell  you  that  now,  since  they  can 
spend  more  time  with  each  individual  and  feel 
easy  in  their  minds,  they  are  delivering  the 
goods  in  the  shape  of  increased  sales  in  a  way 
I  never  before  thought  possible." 


'WhosSorn'MowT 
"Snakes  Hips' 


A  Mark  of  Service 


Each  month  we  prepare  several  hundred  sets  of  attractively  painted  show  cards 
featur  ing  the  new  \^ictor  Records,  as  pictured  here. 

This  service  is  considered  a  most  important  item  in  the  M.  I.  S.  extensive  and 
thorough  plan  of  sales  co-operation  with  the  dealer,  as  experience  has  shown  that  the 
strikingly  designed  and  colorful  cards,  in  their  very  refined  gold  frames,  have  a  real 
selling  ability,  in  direct  proportion  to  the  manner  in  which  they  are  exhibited. 

We  are  not  actively  interested  in  the  sale  of  show  cards,  beyond  their  value  as  a 
medium  for  promoting  Victor  business.  Our  reason  for  extending  the  service,  on  a  cost- 
share  basis  to  Victor  dealers,  outside  of  our  immediate  representation,  is  to  secure  a 
larger  subscription  list  which  will  permit  still  greater  investments  in  art  work. 

Write  for  descriptive  circular. 


TELEPHONE  9400  LONGACRE 
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Carried  on  to  greater  and 
a  constantly  growing  wave 

HEREVER  shown  and  wherever  heard 
the  New  Edison  is  recognized  and  ap- 
preciated for  its  beauty  of  design,  and  the 
superior  quaUty  of  the  music  it  reproduces* 

No  one  who  has  ever  heard  the  New  Edison  can 
doubt  the  fact  that  it  actually  Re- Creates.  It  sold 
itself  to  Mr.  Edison  only  after  years  of  laborious  re- 
search at  a  cost  of  $3,000,000  and  when  he  pointed 
to  his  New  Edison  and  said,  "I've  got  it.  That  gives 
the  tone  result.  Try  it  against  the  human  voice  and 
see  if  you  can  tell  the  difference",  he  gave  to  the 
world— a  phonograph  that  offers  the  artist  himself  in 
all  but  physical  presence. 

The  growing  wave  of  public  appreciation  for  the  New 
Edison  has  resulted  in  dealer  orders  that  in  certain 
instances  have  all  but  taxed  the  production  limits  of 
Edison  Laboratories. 

THOMAS  A.  EDISON,  Inc. 


ORANGE,  NEW  JERSEY 


EW 

N  O 
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greater  sales-success  on 
of  public  appreciation 


The  New  EDISON  Line 

T7VERY  popular  model  of  to-day  can  be 
^  found  among  the  phonographs  offered 
by  the  New  Edison  group.  It  includes  the 
latest  upright  models,  and  the  artistic  period 
design  console  models  so  much  in  demand  by 
music  lovers  to-day. 

The  broad  selection  of  artistic  models,  the 
wide  price-range  of  the  New  Edison,  and  the 
superior  New  Edison  Re-Creating  qualities  are 
factors  which  are  influencing  music  lovers  in 
their  preference  for  the  New  Edison. 


EDISON 


R 


A 


H 
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"The  World  Is  Waiting  for  the  Sunrise,"  we  said  to  Paul  Specht 
and  His  Orchestra.  And,  lo!  the  long  night-vigil  of  Terpsichore's 
devotees  was  ended  by  this  gorgeous  burst  of  fox-trot  harmony. 

"Roses  of  Picardy,"  its  companion  piece,  is  dressed  in  musical 
raiment  that  rivals  the  glories  of  Solomon  himself. 

Two  exceptional  numbers  by  the  same  master  hand.  Record  A-3870. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


NOW  THE  EARLE  POLING  CO. 

Windsor-Poling  Co.  Changes  Name  and  Will 
Embark  Extensively  in  Concert  Work 


Akron,  O.,  June  1. — The  Windsor-Poling  Co., 
Akron  music  concern,  and  one  of  the  largest 
Victor  stores  in  eastern  Ohio,  has  been  reor- 
ganized, it  was  announced  recently.  A  trans- 
fer of  stock  takes  the  control  from  the  Wind- 
sor interests.  The  Earle  Poling  Co.  has  been 
incorporated  as  a  new  concern  to  promote  a 
music  course,  formerly  handled  as  part  of  the 
Windsor-Poling  business. 

The  filing  of  incorporation  papers  for  the 
Earle  Poling  Co.  has  as  its  purpose,  according 
to  Mr.  Poling,  "to  promote  better  music  for 
Akron."  Under  tlie  new  arrangement  Akron 
is  to  have  the  finest  of  concert  artists  at  a 
popular  price. 

On  the  concert  course  for  the  coming  year 
Mr.  Poling  has  arranged  bookings  for  Pade- 
rewski,  de  Gorgoza,  famous  American  baritone; 
Lucrecia  Bori,  Metropolitan  Opera  soprano,  v-.  ho 
will  give  a  costume  recital;  Renee  Cheniet, 
French  violinist;  the  New  York  Symphony  Or- 
chestra, led  by  Walter  Damrosch,  with  Clar- 
ence Whitehill,  baritone  of  the  Metropolitan 
Opera  Co.,  and  other  artists.  Separate  from  the 
course  proper,  Sousa's  Pjand,  Harry  I.auder, 
the  Eight  Famous  Victor  Artists  and  Fritz 
Kreisler  will  also  be  brought  to  Akron  as  spe- 
cial attractions. 

The  change  in  firm  name  will  not  affect  the 
retail  talking  machine  and  record  business  of 
the  company,  it  was  stated. 


NEW  OKEH  CATALOG  NOW  READY 

Latest  Catalog  Emphasizes  Popularity  of  This 
Record  Line — Profusely  Illustrated  and  Con- 
veniently Indexed — Rare  Records  Listed 


The  advertising  department  of  the  General 
Phonograph  Corp.  has  just  issued  a  new  com- 
plete catalog  of  Okeh  records,  which,  in  addi- 
tion to  its  practical  value,  emphasizes  concrete- 


COMPLETE 
CATALOG  OF 

TkeHecord  of  Quality 
192) 


GENERAL 
PHONOGRAPH  CORPORATION 

NEW  YORK 


part  of  the  Okeh  library.  Vincent  Lopez  and 
His  Famous  Hotel  Pennsylvania  Orchestra  are 
also  featured  on  tinted  paper,  together  with  a 
list  of  some  of  the  Okeh  records  that  have  made 
this  exclusive  artist  such  a  popular  favorite  the 
countrj'  over.  In  addition  to  Vincent  Lopez 
other  exclusive  Okeh  artists  featured  in  a  simi- 
lar manner  are  Gerald  Griffin,  Irish  tenor;  Mi- 
chael Markels,  leader  of  Markels'  Orchestra; 
Mamie  Smith,  Sara  Martin  and  Shelton  Brooks. 

The  records  are  listed  alphabetically  and  also 
by  the  class  of  .selections  represented.  The  cat- 
alog is  profusely  illustrated  and,  as  a  whole, 
represents  a  valuable  addition  to  Okeh  sales 
literature  for  the  use  of  Okeh  jobbers  and 
dealers. 


AN  UNUSUAL  HAWAIIAN  WINDOW 

An  Effective  Display  Arranged  by  T.  P.  Culley 
&  Son,  Washington  Dealers 


BURGMAN=HAMMER,  INC.,  CHARTERED 

A  charter  of  incorporation  under  the  laws  of 
New  York  State  has  been  granted  to  the  firm 
of  Burgman-Hammer,  Inc.,  of  Brooklyn,  N.  Y., 
to  deal  in  talking  machines,  etc.,  with  a  capital 
of  $35,000.  Incorporators  are  IMarsIiall  Burg- 
man,  William  Al.  Wheatlc},-  and  Frank  Hammer. 


Cover  Design  of  New  Okeh  Catalog 

]y  the  tremendous  progress  that  these  records 
have  made  during  the  past  year.  The  new  cat- 
alog contains  100  pages  and  is  arranged  in  such 
a  wav  that  it  affords  maximum  convenience  for 
the  Okeh  dealer  and  his  patrons. 

An  interesting  feature  of  the  catalog  is  the 
listing  on  tinted  paper  of  some  of  the  rare  rec- 
ord importations  which  comprise  an  important 


W.\SHixGTON,  D.  C,  June  2. — Another  good 
window  display  was  furnished  recently  by  T. 
P.  Culley  &  Son,  at  1119  Fourteenth  street. 
Northwest.  This  consisted  of  a  Hawaiian  beach 
scene  comprising  a  long  strip  of  real  sand  beach 
running  down  into  a  real  "ocean."  Two  straw 
huts  were  placed  at  each  end  of  the  beach  and 
a  painted  drop  with  palm  trees  and  sky  fur- 
nished the  background.  In  the  center  of  the 
beach,  in  the  foreground,  was  a  Hawaiian  "shim- 
my" doll,  "shimmied"  by  an  electric  motor  un- 
derneath the  set,  while  an  electric  fan  to  one 
side,  concealed  by  a  sign,  furnished  the  sea 
breezes.  A  talking  machine,  connected  with  a 
loud-speaking  horn  above  the  window,  played 
appropriate  Hawaiian  airs,  and  there  was  always 
a  good-sized  crowd  watching  the  performance. 


An  extensive  canvassing  campaign  is  being 
conducted  by  the  Frank  Crook  Co.,  of  East 
Liverpool,  O.  Two  first-class  salesmen  have 
been  actively  en.gaged  in  placing  Edison  phono- 
graphs in  this  territory. 


NATIONAL  METALS  DEPOSITING  CORPORATION 


FACTORY 
34  East  Sidney  Ave.,  Mt.  Vernon,  N.Y. 

Telephone:  Oakwood  8845 


MOUNT  VERNON  — NEW  YORK 

MANUFACTURERS  OF 


WE  DEPOSIT  THE 

FINEST  COPPER 

IN  THE  WORLD 
FOR  YOUR  CONVENIENCE 


OUR 

IMPROVEMENT 

ALL  STAMPERS 
HAVE 

HIGHLY  POLISHED 


LABORATORY 
9  East  47th  St,  New  York  City 

Tel.  Vanderbilt  4153 
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INTENSIVE  MUSIC  WEEK  TIE=UP 


Fulkerson  Music  House.  Victor  Dealer.  Carbon- 
dale,  Pa..  Derives  Considerable  Publicity  and 
Good-will  From  Music  Week  Campaign 


Carbondale,  Pa.,  June  6. — The  actixities  of  T. 
Harper  Fulkerson,  head  of  the  Fulkerson  Mu.sic 
House,  \'ictor  dealer,  62  Salem  avenue,  this 
city,  in  the  local  Music  Week  held  here  re- 
cently as  part  of  the  State  celebration  of  this 
event  brought  both  him  and  his  establishment 
considerable  valuable  publicity.  Air.  Fulkerson 
was  a  member  of  the  executive  committee  and 
full  credit  was  given  to  him  tn  the  newspapers 
for  his  part  in  making  the  event  a  success. 

The  Fulkerson  Alusic  House  was  also  closely 
tied  up  with  Music  ^^^eek.  The  announcement 
of  the  event,  a  four-page  folder  containing  a  list 
of  the  Music  Memory  Contest  selections,  was 
printed  and  distributed  by  this  aggressive  con- 
cern. In  another  program  of  the  daily  musical 
schedule  the  Fulkerson  Music  House  devoted 
space  to  an  offer  of  the  use  of  its  establishment 
to  the  public  to  familiarize  itself  with  the  vari- 
ous numbers. 

A  special  song  list  for  community  singing, 
consisting  of  a  large  four-page  folder,  the  last 
page  being  taken  up  with  a  page  ad  of  the  Ful- 
kerson Music  House,  also  was  published  b\'  this 
concern.  This  intensive  activity  has  resulted  in 
the  promotion  of  much  good-will  and  wide- 
spread interest  in  this  active  music  store.  Al- 
though the  results  to  date  in  a  business  way 
have  not  manifested  themselves  to  any  great 
extent  the  effect  will  be  cumulative  and  busi- 
ness is  bound  to  come  in  for  some  time  to  come. 


FINDS  MOST  PEOPLE  HONEST 

Gourlie  Music  Co.,  of  Miami,  Fla..  Does  Large 
Instalment  Business  With  Minimum  Loss 


Miami,  Fla.,  June  4. — A  large  credit  business  in 
talking  machines  and  musical  instruments  foi 
three  years  and  the  loss  of  only  two  small  in- 
struments and  never  resorting  to  the  courts  to 
bring  about  settlement  of  an  account  or  to  re- 
possess an  instrument  is  the  record  of  the 
Gourlie  Music  Co.,  of  this  city,  one  of  the  most 
prominent  music  concerns  in  this  territory. 

Seventy-five  per  cent  of  the  company's  busi- 
ness is  done  on  the  instalment  plan,  and  85  per 
cent  of  the  customers  who  make  their  pur- 
chases on  this  basis  visit  the  store  regularly 
each  week  to  make  their  payments.  In  cases 
where  patrons  desire  to  make  payments  only 
once  each  month,  the  money  is  required  in  ad- 
vance. 

Collectors  are  employed  and  where  the  de- 
sire of  the  customer  is  to  pay  the  instalments  to 
a  collector,  thus  saving  the  trouble  of  coming 
to  the  store,  this  service  is  extended.  These 
collectors  also  keep  track  of  other  customers, 
visiting  homes  to  see  if  the  instrument  pur- 
chased is  giving  satisfactory  service.  In  the 
majority  of  cases  it  has  been  found  that  the 
collector  is  welcomed  and  the  bond  of  confi- 
dence and  friendship  between  the  firm  and  the 
customer  started  at  the  time  of  the  purchase  is 
steadily  cemented,  insuring  future  business  and 
good  will. 


WARREN  MUSIC  HOUSE  CHANGES  NAME 

Pendleton,  Wash.,  Concern  to  Be  Known  as  the 
Pendleton  Music  House — Remodeling  Store 


Pendleton,  Wash.,  June  8.— A  change  of 
name  and  extensive  repairs  to  their  business 
home  on  Main  street  have  been  announced  by 
the  owners  of  the  Warren  Music  House,  of  this 
city.  The  new  name  of  the  business  concern 
will  be  the  Pendleton  Music  House  and  the  re- 
pairs to  the  building  will  .begin  within  a  short 
time.  The  owners  of  the  firm  are  A.  B.  Rob- 
ertson, E.  J.  Scellars  and  Jack  Mulligan,  local 
manager.  .Alterations  include  a  long  aisle  run- 
ning back  to  the  rear  of  the  store  and  installa- 
tion of  record  racks  and  attractive  talking  ma- 
chine display  rooms. 


LITTLE  TOTS'  NURSERy  TUNES 

A  Wonderful  New  LOOSE 
LEAF  Juvenile  Record  Book 


LITTLE  TOTS' NURSERy  TUNES 

Six  different  selections  on  three  7-inch  double-faced 
records — with  beautifully  colored  picture  and  verse 
cards — in  a  beautiful 

LOOSE  LEAF  Book^$l  Retail 


Individual  Records  -  25c.  Each 

A  novel  package  containing  two  selections  on  a  7-inch 
double-faced  record  with  picture  and  verse  cards  in  a 
loose  leaf  pocket — ready  for  insertion  into  loose  leaf 
book. 

LITTLE  TOTS' NURSERy  TUNES 

Deliveries  commence  June  15th 


Jobbers  and  Dealers:  A  profitable 
proposition  open  for  you.  Write! 

REGAL  RECORD  COMPANY 

(Little  Tots'  Division) 
20  West  20th  Street  New  York 
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PHONOGRAPH 

Qjlie  Aristocrat  of  Phonographs 


A  two-fold  appeal  to  good  taste 

—  unusual  tonal  beauty  and 
faithfulness  of  reproduction 

—  exquisite  cabinet  work  in 
popular  period  styles. 

MANY  successful  phonograph  mer- 
chants have  found  that  the  two- 
fold appeal  of  the  Widdicomb  is  build- 
ing them  a  steadily  increasing  patronage 
and  prestige  among  discriminating 
buyers.  If  you  are  genuinely  interested 
in  increasing  your  business  among  the 
best  class  of  trade,  write  us  today  for 
complete  catalog  and  full  particulars 
regarding  the  Widdicomb  franchise. 

THE  WIDDICOMB  FURNITURE  COMPANY 
Grand  Rapids,  Michigan 

Fine  Furniture  Designers  Since  1 865 
NEW  YORK.  105  W.  40th  ST.         CHIC  AGO:  327  S.  La  Salle  St. 


Queen  Anne  Model  6 
— finished  in  Red  or 
Antique  Mahogany  or 
Walnut.  Equipped  with 
albums  for  records,  au- 
tomatic stop  and  pat- 
ented tone  control. 


Widdicomb  Phonographs  in  Period  Styles  are  faithful  in- 
terpretations of  the  best  designs  of  the  old  masters  of  the 
art  of  wood  fashioning.  They  are  the  handicraft  of  an  or- 
ganisation which  for  three  generations  has  enjoyed  a  reputa- 
tion for  leadership  as  designers  of  fine  furniture.  Widdicomb 
Phonographs  play  all  records.  Prices  on  the  varicw  models 
range  from  $10  to  $260. 
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Backing  the  Canvasser  in  Making  Sales 

Some  Successful  Methods  Used  by  Dealers  to  Help  Canvasser- 
Salesmen  Make  Sales — Selecting  the  Men — Other  Vital  Factors 


There  are  many  talking  machine  merchants 
who  owe  a  full  measure  of  their  success  to  a 
thorough  understanding  of  the  canvassing  prob- 
lem as  a  means  for  developing  sales  and  like- 
wise many  who  are  losing  a  considerable  amount 
of  potential  business  because  of  lack  of  under- 
standing of  that  particular  phase  of  retail 
selling. 

.There  are  apparently  too  many  retailers  who 
accept  the  term  "doorbell  pulling"  in  a  literal 
sense  and  send  their  crews,  or  such  canvassers 
as  they  can  gather  together,  on  tours  of  their 
territories  ringing  the  doorbells  and  accepting 
with  little  question  the  great  percentage  of  af- 
fronts that  are  their  portion. 

It  is  apparently  due  to  this  attitude  on  the 
part  of  a  fair  percentage  of  dealers  that  sec- 
tions of  the  trade  frequently  find  it  difficult  to 
recruit  men  to  go  out  into  the  field  cold  and 
in  competition  with  canvassers  for  vacuum 
cleaners,  patent  brushes,  soap  and  a  thousand 
and  one  things  that  go  into  the  home. 

Salary  and  Expense  Basis 

It  is  out  of  the  question  to  operate  a  can- 
vassing crew  successfully  and  profitably  on  a 
salary  and  expense  basis  for  several  reasons, 
the  first  being  that  the  salary  usually  ofJered  is 
not  calculated  to  attract  any  but  the  most  in- 
experienced and  if  the  salary  is  large  enough 
to  appeal  to  good  salesmen  the  general  results 
are  not  sufficiently  substantial  to  warrant  pay- 
ing it. 

The  secret  in  building  up  the  canvassing  staff 
lies  in  being  able  to  ofTer  a  proposition  to  the 
canvassing  salesman  sufficiently  attractive  from 


the  standpoint  of  possible  earnings  to  appeal  to 
good  men  and  make  them  energetic.  Then  the 
dealer  or  the  sales  manager  must  give  those 
outside  salesmen  real  support  from  headquarters 
— the  sort  of  support  that  will  get  them  a  hear- 
ing in  the  average  home  and  at  least  make  the 
sale  a  possibility. 

One  retailer  who  has  increased  his  business 
materially  through  constant  use  of  canvassing 
methods  and  has  organized  a  stafif  of  real  sales- 
men for  the  work  has  accomplished  his  pur- 
pose by  selling  the  proposition  to  the  sort  of 
men  who  can  go  out  and  get  results.  When 
he  advertises  for  new  men  he  sets  forth  his 
proposition  as  one  suited  to  the  talents  of  sales- 
men who  had  been  used  to  making  substantial 
incomes  in  other  fields,  and  the  results  in  the 
type  of  men  attracted  are  excellent. 

The  Talking  Machine  Prospect 

Difficulty  developed,  however,  as  soon  as  the 
applicant  learned  that  he  was  expected  to  sell 
talking  machines  on  the  outside,  for  the  im- 
pression seemed  to  prevail  that  there  was  little 
or  no  money  in  the  venture.  One  man,  for  in- 
stance, had  been  selling  a  medium-grade  auto- 
mobile, and  the  dealer  went  to  the  mat  with 
him.  "Can  a  man  with  a  wife  to  support  and 
earning  only  $50  a  week  or  so  be  expected  to 
buy  one  of  the  cars  you  are  selling?"  he  asked 
the  applicant.  "Hardly,"  was  the  reply.  "Well, 
our  talking  machines  can  be  sold  easily  and 
safely  to  men  of  that  type  who  can  aflford  to 
pay  $5  or  $10  per  month  for  an  instrument  but 
cannot  afford  to  pay  from  $70  to  $100  per  month 
on  a  car." 


The  retailer  then  went  on  to  explain  the 
greatly  increased  field  that  was  open  to  the 
talking  machine  canvasser  for  the  reason  that 
he  could  appeal  directly  to  practically  every 
wage  earner  who  had  an  income  sufficiently 
large  to  keep  his  family  in  comfort.  His  argu- 
ments were  so  good  that  he  convinced  the  auto- 
mobile man  of  the  possibilities  of  selling  talk- 
ing machines  and  the  latter  is  now  a  successful 
member  of  the  sales  stafif. 

This  particular  dealer,  however,  emphasizes 
the  fact  that  there  is  nothing  to  be  gained  by 
holding  out  promises  to  a  good  salesman  that 
cannot  be  fulfilled,  provided,  of  course,  that 
that  salesman  has  the  proper  ability  and  the 
willingness  to  work.  Having  convinced  the 
salesman  of  the  possibilities  of  the  business, 
it  is  up  to  the  dealer  to  support  the  outside 
staff  from  his  end  in  a  way  that  will  keep  it 
from  a  great  percentage  of  the  rebuffs  that  are 
the  ordinary  experiences  of  the  common,  or 
garden  variety,  doorbell  ringers.  There  are 
several  channels  open  by  which  he  can  smooth 
the  road,  particularly  if  his  house  has  any  repu- 
tation worth  while  in  its  community. 

Supporting  the  Canvasser 

In  this  work  of  support,  the  mails  offer  an 
opportunity  that  can  be  taken  advantage  of  very 
profitably.  In  this  connection  the  dealer  re- 
ferred to  has  used  the  plan  of  building  up  a 
prospect  list  from  the  telephone  directory  and 
from  other  sources  calculated  to  give  him  names 
of  individuals  in  fairly  comfortable  circum- 
stances. Then  a  letter  is  sent  to  a  few  of  these 
(Continued  on  page  34) 


DEPENDABILITY 

The  actual  test  of  a  Victor  distributor's  value 
is  during  the  Fall  and  Holiday  Seasons. 

If  he  functions  faithfully  during  those  months 
and  supplies  your  needs,  he  is  indeed  worthy  of  his 
name  and  position. 

Collings  &  Company  have  earned  their  reputa- 
tion as  a  dependable  and  continuous  source  of 
supply  by  satisfying  customers'  demands  during 
the  most  acute  periods  of  a  Victor  shortage. 

"Our  Service  Is  Next  Door  to  You" 

COLLINGS  &  COMPANY 

Victor  Distributors  throughout  Northern  New  Jersey  and  Northeastern 

Pennsylvania 


Clinton  &  Beaver  Sts. 


(Plum  Building) 


Newark,  N.  J. 
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ualitir 


The  quality  of  Bagshaw  Needles  has  become  proverbial 
among  phonograph  dealers.  We  will  not  sacrifice  this  repu-  ^ 
tation  for  quality  to  meet  a  price.  Our  factory  is  now  running 
at  full  capacity,  but  owing  to  unstable  conditions  in  the  prices 
of  raw  steel  and  labor  we  cannot  guarantee  present  prices  to 
remain  for  any  length  of  time. 

Our  advice  to  dealers  is  to  order  their  requirements  for 
Summer  and  Fall  immediately  and  take  advantage  of  present 
low  prices. 

BAGSHAW 
NEEDLES 

which  include  Brilliantone,  Petmecky  and  Combination  Tone 
Brands,  are  made  in  the  largest  and  oldest  talking  machine 
needle  factories  in  the  world.  Our  large  production  enables 
us  to  assure  dealers  a  comfortable  margin  of  profit. 

Cash  in  with  Bagshaw  needles — and  order  NOW  for  your 
Fall  business. 

W.H.  BAGSHAW  CO 

Factory,  Lowell,  Mass, 
370  SEVENTH  AVENUE 


AT  31st  STREET 


NEW  YORK 


SUITE  1214 


Canadian  Distribdtors:  The  Musical  Mdse.  Sales  Co.,  Toronto 
Foreign  Export:  Chipman,  Ltd.,  8  10  Bridge  St..  New  York  City 

Western  Distributor:  Pacific  Coast  Distributor: 

The  Cole  A  Dumas  Music  Co.  Walter  S.  Gray  Co. 

^           50-56  West  Lake  St.  942  Market  St.  . 

^^^^               Chicago  San  Francisco,  Cal.  ^^fl 
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The  Ideal  Vacation 


Includes  a  Phonograph  and  a  Brilliantone 
Combination  Record  Cleaner  and  Needle  Box 


Vacationists  this  year  are  going  to  take  portable 
phonographs  along  with  them  to  enjoy  music  out 
in  the  open.  There  will  be  a  big  dema.id  for 
needle  containers  that  will  carry  in  a  compact  form 
enough  needles  to  last  over  the  vacation. 

Two  Articles  in  One 

The  Brilliantone  Combination  Needle  Container 
a.:d  Record  Cleaner  is  a  useful  novelty  that  sells 
on  sight.  Contains  500  needles  in  waterproof  tin 
box,  insuring  dry  needles  free  from  rust.  Well 
padded  velvet  cushion  is  an  ideal  record  cleaner. 

Sell  a  50c  Container  Where  You 
Sold  a  10c  Package  Before 

Order  a  supply  of  Brilliantone  2-in-one  Com- 
bi-.ations  now  and  be  prepared  to  meet  a 
big  demand  for  needles  this  summer.  The 
coupon  below  is  for  your  convenience. 


DEALERS'  I  ntroductory 
SPECIAL  OFFER 

that  allows  of  a  Iiandsome  mar- 
gin of  profit — 10  display  cartons 
each  containing-  20  Combination 
Record  Cleaners  witli  Needles — 
Altogether  200  50c  sellers —  (nets 
you  .<;100)  for  a  tlftv  cent  item 
that  costs  but  30c. 


Here's  Something  You  Need ! 


Brilliantone   Sti'el   Needle  CoTHpiiny 
of  America,  Inoorp<)rated. 
;J70  Sevenlli  Avenue, 
New  York  City. 
Ship    and    eliarg^e    to    our  account 

your  $fiO  deal,  to  consist  of  

cartons   of   Dance  Tone,   

cartons  of  Loud  Tone  

cartons  of  Medium  Tone  (u  total  ol 
10  cartons)  as  advertised  in  ^hc 
Talking  Machine  World. 

(Name) 

(Address) 


BRILLIANTONE 

SIEEL  NEEDLE  Ca  ^^^^^ 

Selling  Agents  for 
W  H.BAGSHAW  &  CO.  Factoiy,Lowell,Mass. 
AT  31st  STREET  370  SEVENTH  AVENUE,  SUITE  1214 

New  York 

Canadian  Diitributora:  Tlie  MuiicaF  Mdte.  Salei  Co.,  79  Wolliniton  St.  W.,  Torent* 
Forcirn  E>port:  Chipman  Ltd.,  8-10  Bridge  St.,  N«w  York  City 

WemUrn  DUtributor  :  Pacific  Coamt  DUtributor : 

The  Cole  A  Dumaa  Muaic  Co.  Walter  5.  Gray  Co. 

50-56  We.l  Lake  St.  942  Market  St. 

Chicago  Sxn  Franciaco,  Cal. 
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BACKING  CANVASSERS  MAKES  SALES 

(Contiiiiccd  frotii  page  31) 

each  day,  carefully  typed  and  signed  by  the 
head  of  the  company,  announcing  a  new  style 
of  machine  or  some  feature  that  would  seem  to 
warrant  the  prospect's  attention.  The  latter 
invites  the  prospect  to  call  and  inspect  the  new 
instrument  or  the  new  attachment. 

A  careful  list  is  kept  and  within  a  week  after 
the  letter  has  been  mailed  the  canvasser-sales- 
man shows  up  at  the  prospect's  home  either  in 
the  day  or  evening.  After  presenting  his  card 
he  informs  the  man,  or  woman,  of  the  house 
that  he  is  from  the  Blank  Talking  Machine  Co. 
and  inquires  very  solicitously  as  to  whether  or 
not  they  received  the  letter  from  the  president 
of  the  company.  Ninety-nine  times  out  of  one 
hundred  the  method  of  approach  and  the  query 
at  least  get  the  canvasser  inside  the  door.  It 
is,  of  course,  beyond  question  to  say  that  every 
visit,  or  that  even  one  out  of  five  visits,  means 


a  sale,  but  at  least  the  canvasser  has  a  chance 
of  presenting  his  sales  talk,  goes  in  with  the 
proper  introduction  and  at  worst  finds  out 
whether  or  not  the  prospect  owns  a  talking 
machine  and,  if  so,  the  make  and  possibly  the 
age.  Where  no  musical  instrument  is  owned, 
that  fact  is  important  for  future  reference,  even 
though  no  immediate  deal  is  closed.  The  pro- 
portion of  sales  actually  put  over  as  a  result  of 
this  method  and  its  ramifications  has  been  suf- 
ficiently numerous  to  keep  high-class  salesmen 
on  the  job  and  satisfied  with  their  earnings  on 
a  straight  commission  basis. 

Back  Calling  Former  Customers 
Another  direct  means  for  helping  the  outside 
man  that  has  been  and  is  being  worked  success- 
fully by  this  particular  dealer,  and  for  that  mat- 
ter by  others,  is  to  send  the  canvasser-salesman 
to  the  homes  of  those  who  have  already  pur- 
chased musical  instruments  of  various  sorts 
from  the  house  for  the  purpose  of  inquiring  as 
to  the  condition  of  the  instrument.    This  excuse 


ahnost  invariably  brings  a  more  or  less  lengthy- 
audience  with  the  head  of  the  house,  who  appre- 
ciates the  courtesy  of  the  visit  of  inspection 
after  the  sale  has  been  closed  and  the  money 
paid.  Then  comes  the  real  work.  Perhaps  the 
customer  can  mention  two  or  three  friends  who 
are  not  owners  of  talking  machines.  When  such 
names  are  obtained,  and  it  is  rarely  that  a  cus- 
tomer will  not  mention  at  least  two  or  three, 
the  salesman  goes  to  that  friend  and  announces 
at  once  that  he  has  been  sent  to  her  by  the 
customer  with  the  suggestion  that  she  give  con- 
sideration tO'  the  purchase  of  an  instrument  of 
the  make  he  is  selling.  He  suggests  that  the 
new  prospect  get  in  touch  with  the  old  cus- 
tomer and  learn  of  her  satisfaction  over  her 
purchase.  The  times  when  an  unfavorable  re- 
port is  given  are  few  and  far  between. 
Executive  Contact  With  Customers 
Still  another  little  idea  that  has  been  worked 
very  successfully  by  our  retailer  friend  has  been 
to  send  a  canvasser  out  over  a  certain  territory, 
particularly  through  the  better  sections  of  the 
city,  on  a  definite  daily  schedule,  starting  at  one 
address  and  working  according  to  schedule 
right  through  the  list.  As  soon  as  the  salesman 
has  left  the  store  the  dealer  calls  up  the  first 
prospect,  gives  the  name  of  the  company,  an- 
nounces he  is  the  president  and  declares  he  is 
very  anxious  to  get  in  touch  with  his  salesman, 
Mr.  Jones,  who  is  to  call  on  the  prospect  some 
time  during  the  morning,  and  the  same  pro- 
cedure is  followed  with  every  name  on  the  Hst. 
In  practically  every  instance,  when  Mr.  Jones 
presents  his  card  an  hour  or  so  later,  the  lady 
of  the  house  immediately  advises  him  of  his 
manager's  desire  to  get  in  touch  with  him  and 
the  result  is  a  first-class  introduction  for  a 
sales  talk. 

The  dealer  whose  plan  we  have  outlined  has 
tried  the  system  of  paying  small  salaries  and 
expenses  to  budding  salesmen  and  of  sending 
these  youngsters  out  cold  and  with  simply  a 
bare  list  to  work  on.  But  he  found  the  experi- 
ment more  costly  than  profitable,  even  though 
out  of  a  group  of  fifteen  or  twenty  men  he 
might  find  one  or  two  real  salesmen.  Under 
his  present  arrangement  he  is  very  careful  to 
select  the  men  assigned  to  various  territories, 
particularly  as  the  city  has  a  large  foreign  popu- 
lation, each  nationality  with  a  distinct  section 
of  its  own.  In  other  words,  he  gets  a  salesman 
who  is  a  Pole  or  can  speak  Polish  and  under- 
stands the  customs  of  the  country  to  call  on 
the  Polish  prospect,  an  Italian  to  look  after  the 
Italian  business,  while  the  salesmen  sent  out 
into  the  higher-class  residential  districts  are 
attired  in  a  manner  to  conform  with  the  stand- 
ards of  the  people  with  whom  they  are  trying  to 
do  business.  The  matter  of  appearance  has  been 
found  by  this  retailer  to  be  of  the  utmost  impor- 
tance in  making  sales.  The  properly  dressed 
salesman,  in  the  majority  of  instances,  has  very 
little  difficulty  in  gaining  entree  to  the  most  ex- 
clusive homes  and  meeting  his  prospects  on  a 
basis  of  equality,  at  least  insofar  as  outside 
appearance  is  concerned. 


%  PHONOGRAPH'S  RIGHT  ARM 

is  the  PHILLIPS  TONE  ARM 


No.  5  OCTAGONAL  THROWBACK  ARM 

Length  8'1"  and  9"  Centre  to  Centre.       Full.  Deep  Tone 

Sample  to  Manufacturers  $5.00  Post  Paid 

Tone  Arms  for  Portable,  Medium  and  High  Grade  Machines 
Special  prices  to  large  users 


145  tWest  45^  Street  -^.'^fi&5?^'k¥l-  New  York  City 
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Recording 


for 


VINCENT  LOPEZ 


AND  HIS 


Hotel  Pennsylvania 


Orchestra 


LOPEZ'S   daringly   ong.nal  dance 
rangements,  enhanced  by  up 
chestranon,        §'^^2  enter- 
to  those  who  daitce  and  a  new  ^.^^^^„_ 

«in,.ent  to  those  who  ,ust 
His  record-breakmg  vaudev>Ue^  Z^^^^ 
of  nine  consecutive  weeks  «  rht^ut 
vaudeville    house,  for  hosts  of 

New  York  ';'?^'^^,Saborfte  Grill  Room 
diners  and  dancers  in  ^^^\  ,„ 

of"the  Hotel  a" 
the  world,  and  his  «a  o  wide-spread 
contributed  to  his  ^ 

popularity  tliat  ""P^^^^^^ty  that  is  clearly 
llUtTTi^rsfdenU  for  his  e. 
elusive  OKeh  Records. 


The  Records 


J 


T  is  by  offering  ex 
clusively ,  the  in 
comparable  talents  of  we] 
known  artists,  such  a 
these,  that  OKeh  Record 
have  attained  so  immens( 

GENE 


The  Record  * 


PHONOGRAPt^ 

OTTO  HEINEMAN 

25  West  45th  Street 


Tlie  Talking  Machine  World,  New  York,  June  15, 


exclusively 


Records 


of  Quality 


SOPHIE  TUCKER 


THE  one  and  only,  inimitable  Sophie 
— the  pulsating,  palpitating,  happy- 
go-lucky  "Queen  of  Vaudeville"  who 
is  known  and  beloved  by  thousands  from 
coast  to  coast  for  her  sparkling,  vivacious 
interpretations  of  popular  songs!  Her 
exclusive  OKeh  recordings,  so  exception- 
ally true-to-life  and  so  vividly  character- 
istic of  Sophie  herself,  have  created  a  na- 
tion-wide, eagerly  responsive  market  of 
enthusiastic  buyers. 


a  popularity  with  the 
record  -  buying  public, 
and  naturally,  have  be- 
come so  profitable  a  line 
for  enterprising  dealers  to 
feature. 


^  MARKELS 
O'^CHESTRA 


P  «urlr'tXr^. harmonic  effects 
OKeh  dealers 

l^^'^  -ucy        J, dei;|„     ,  dancing 

^^cietys  Favor- 


R  A  L 

CORPORATION 


President 
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FOREIGN  EQUIPMENT  DEMAND  GROWS      "SIZING  UP"  CUSTOMERS  ESSENTIAL 


Many  Installations  by  Unit  Construction  Co.  in 
England  and  South  America  Indicative  of 
Widespread  Popularity  of  Unico  Line 


Philadelphia,  Pa.,  June  1. — With  recent  ship- 
ments of  complete  outfits  of  Unico  equipment 
to  Keith,  Prowse  &  Co.,  Ltd.,  London,  Eng.;  J. 
Marshall  &  Co.,  Ltd.,  Bradford,  Eng.,  and  J. 
Norwood  &  Sons,  Preston,  Eng.,  the  Unit  Con- 
struction Co.  has  completed  fourteen  British 
Unico  installations  since  its  invasion  of  the 
English  field  less  than  two  years  ago. 

The  majority  of  the  concerns  thus  far 
equipped  operate  chain  store  systems  in  the 
larger  cities,  such  as  London,  Liverpool,  Man- 
chester, Bradford,  etc.,  and  a  number  of  these 
concerns  have  adopted  the  Unico  system  as 
their  standard  equipment. 

With  the  improvement  now  being  experienced 
in  British  trade  conditions  a  constantly  in- 
creasing demand  for  Unico  equipment  is  antici- 
pated. The  Unit  Construction  Co.  is  very  ably 
represented  in  England  by  H.  A.  Moore  &  Co., 
Ltd.,  Premier  House,  Southampton  Row,  Lon- 
don. Very  interesting  export  orders  for  Unico 
equipment  were  also  received  recently  from 
Porto  Rico  and  Buenos  Aires,  Argentina. 


SERIOUS  CHARGES  ALLEGED 


Suspect  in  Mail-order  Scheme  Held  in  $5,000 
Bonds  by  United  States  Commissioner 


Detroit,  Mich.,  June  4. — Henry  Fitzgerald,  1462 
Pingree  avenue,  said  to  have  obtained  thou- 
sands of  dollars  on  a  fake  mail-order  scheme,  is 
being  held  in  $5,000  bail  for  the  June  term  of 
the  Federal  Grand  Jury  by  United  States  Com- 
missioner J.  Stanley  Hard. 

According  to  Inspector  E.  E.  Eraser,  of  the 
Post  Office  Department,  Fitzgerald  would  order 
carload  lots  of  merchandise  on  credit,  sell  them 
and  pocket  the  proceeds.  Several  lumber  com- 
panies in  Southern  cities,  the  Emerson  Phono- 
graph Co.  and  the  F.  M.  Sibley  Lumber  Co.,  of 
Detroit,  are  said  to  have  complained. 

The  Sibley  Co.,  knowing  his  address  was  in 
a  residential  section,  became  suspicious  when 
he  ordered  a  carload  of  lumber  sent  there.  The 
order  was  turned  over  to  the  Credit  Men's  As- 
sociation, which  investigated  and  asked  Fitzger- 
ald's arrest.  Miss  L.  M.  Guth,  credit  manager 
for  the  Emerson  Co.,  arrived  here  from  New 
York  recently  to  testify  against  him. 


ROARING  SPRINGS  DEALER  EXPANDS 


Roaring  Springs,  Pa.,  June  5. — ^Lambert's  Phar- 
macy, of  this  city,  is  making  alterations  that 
will  enable  it  to  devote  more  space  to  the  Edi- 
son and  Victor  lines.  Two  new  booths  are  be- 
ing installed  and  convenient  arrangements  for 
rendering  prompt  record  service  will  be  in  ef- 
fect when  completed. 

Mr.  Lambert  has  adopted  a  follow-up  system 
on  owners  who  do  not  buy  records  regularly 
and,  when  they  fail  to  come  into  the  store,  he 
delivers  a  few  late  records  to  the  customer's 
home,  leaving  them  a  day  or  two.  Results 
from  this  plan  have  been  satisfactory. 


Artificial  Flowering  Plants  and  Trees 
with  Pots,  Complete,  from  10c.  up 

Our  ILLUS- 
TRATE D 
CATALOG 

No.  35,  with 
illustrations  in 
colors  of  Arti- 
ficial Flowers, 
Plants,  Vines, 
Trees,  etc., 
MAILED 
FREE  FOR 
THE  ASK- 
ING. 

FRANK  NETSCHERT,  INC. 

61  Barclay  St.  New  York,  N,  Y. 


Salesman  Must  Employ  Different  Tactics  for 
Different  Individuals — Sound  Judgment  and 
Knowledge  of  Human  Nature  Essential 

No  matter  what  is  said  and  written  regarding 
tlie  proper  manner  of  approaching"  a  customer, 
how  to  close  the  sale  and,  in  fact,  all  details 
concerned  with  efficient  salesmanship,  the  fact 
remains  that  the  salesman  will  never  profit  by 
any  of  the  suggestions  set  forth  unless  he  uses 
sound  judgment.  Each  individual  with  whom 
the  salesman  comes  in  contact  has  certain  pe- 
culiarities of  his  or  her  own  and,  in  the  ma- 
jority of  instances,  different  tactics  must  be 
used.  The  salesman  must  use  his  sense  of  ob- 
servation and  knowledge  of  human  nature  to 
judge  each  individual  whom  he  is  endeavoring 
to  sell  a  talking  machine  or  records.  This  is 
especially  important  in  the  case  of  new  pros- 
pects. Where  old  customers  are  concerned  the 
salesman   should   know  from   former  contacts 


just  how  to  deal  with  the  customer  to  get  the 
most  satisfactory  results.  Without  this  ability 
to  "size  up"  a  prospect  the  salesman  may  do 
or  say  something  which  will  result  in  the  per- 
manent postponement  of  the  possible  sale. 


M.  F.  DARGON  ADDS  VICTOR  LINE 

Ansonia,  Conn.,  June  5. — M.  F.  Dargon,  popu- 
lar music  dealer  of  this  city,  recently  added  the 
Victor  line  of  talking  machines  and  records  and 
he  has  opened  an  attractive  new  department  in 
his  Main  street  store  to  display  the  various 
models.  At  the  formal  opening  of  the  new  de- 
partment the  guests  were  treated  to  a  concert 
by  Dargon's  Orchestra. 


GOLDENOLA  MFG.  CO.  CHARTERED 

Los  Angeles,  Cal.,  June  4. — The  Goldenola  Mfg. 
Co.,  of  this  city,  has  been  incorporated  under 
the  laws  of  this  State  to  manufacture  talking 
machine  supplies.    Capital  stock,  $250,000. 


fbar 


1  !^ 


P  O  R  T  A  B  L  E 


When  you  sell 
a  portable  phonograph 


Do   you   emphasize  price 
first  and  quality  next — 
or  is  it  the  other  way  round? 

With  "PAL"  you  merely  need 
show  your  customer  the  ma- 
chine and  tell  him  the  price. 
Thus  you  emphasize  both 
price  and  quality  simultane- 
ously. 

Light.  Compact.  Beautiful  to 


look  at.  Good  to  listen  to. 
Built  to  last.  And  sold  at  a 
price  that  actually  convinces 
the  buyer  he  is  getting  his  full 
money's  worth. 

The  big  season  is  NOW! 
Order  your  "PALS"  today. 


"PAL"— In  Mahogany,  Walnut, 
or  Fabrikoid 

List  $35 

Liberal  Discounts  Offered 
F.  O.  B.  New  York 

PLAZA  MUSIC  CO. 

18  West  20th  St..  New  York 


'Every  time  you  sell  a  'PAL' 
you  make  a  friend." 
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Announcing  QUANTITY  DELIVERIES 
FAVORITE  TONE  ARM  "L" 


This  Tone  Arm  is  Made  of  Heavy  Brass  Tubing,  Nickel 
or  Gold  Plated.    Price  for  Sample,  Nickel  Plated   .    .  . 


$3.00 


Special  Prices  in  Quantities.    Inquiries  from  Jobbers  Solicited 
PHONOGRAPH  SUPPLIES  OF  HIGHEST  QUALITY.    ALL  FAVORITE  MERCHANDISE  GUARANTEED 


2  in. 
2  ill. 
IV2  in. 
1%  in. 
I'A  in. 
IVi  in. 
IVi  in. 
IVi  in. 
IVi  in. 
IVi  in. 
IVi  in. 
IVi  in. 
1  3-lU 
1  in, 
1  in. 


in 


in 


'/a  in. 
%  in. 
%  in. 
%  in. 
%  in. 


MAIN  SPRINGS 

Price  each 

X  0.2:;  X  lU  ft..    Jlcisselbacli    No.    18   $1.25 

X  U.  25  X  Iti  It.,   tor  Kdison    1.25 

for  Edison  Disc    '■25 

X  0.22x17  ft.,   reg.   for  Victor   0.60 

X  0.22x12  ft.,   reg.   for  Victor   0.50 

X  U.22  X  £)  ft.,  reg.  for  Victor   0.45 

X  0.22  X  17  ft.,  in.side  bent  arbor   0,60 

X  0.22  X  12  ft.,  inside  bent  arbor    0.50 

X  0.22  X  0  ft.,   inside  bent  arbor   0.45 

X  0.22x17  ft.,  both  ends  bent    0.60 

X  0  22  X  12  ft.,  botli  ends  bent    0.50 

X  0.22x0  ft.,  botli  ends  bent    0.43 

in.  X  0.2o  X  IG  ft..   Heineman  No.   44   0.60 

X  0.25x12  II.,  Hemoniun  No.  33  and  17.  0.40 
I  0.25x16  ft.,   oblong  bole,  for  Meissel- 

bach.  Sonera  and  Krasberg   0.50 

X  0.28  I  10  ft.,  fur  Columbia    0.38 

X  0.22  s  10  ft.,  for  Columbia    0.30 

I  0.20  I  13V2  ft.,  tor  Victor    0.40 

X  0.20  X  13V>  ft.,  for  Victor,  bent  arbor. .  0.40 

I  0.23x10  ft.,  for  Blick  motor   0.30 

X  0.25  X  10  ft.,    oval    hole   0.28 

X  0.22 1   8ft..    German    motor   0.25 

x0.22x   Sft..  for  Swiss  motor   0.22 

X  0.25  I  11  ft.,    for    Edison   0.22 

X  0.25  I  19  ft.,    for    Brunswicli   0.60 

x0.22x   9  ft..  for  Melsselbach  No.   12..  0.30 


COLUMBIA  REPAIR  PARTS 

No.  Price  each 

2951    Main   springs    S0.38 

3451    Sliring   barrel   head  Complete  0.75 

5008    Spring,  barrel  winding  gear,  old  style. .  0.75 

3S34    Spring  barrel  winding  gear,  new  si>ie..  0.75 

5100    First  intermediate  gears  Couiplete  0.40 

5107    Second    intermediate    gears  Complete  0.40 

12537    Worm  gear  for  single-spring  motor   0.30 

1233G    Bevel  pinion  single-spring  motor   0.35 

123.-13    Bevel  pinion,   regular  stjie   0.75 

12334    Bevel   pinion,    latest   style   0.75 

12235    Bevel  pinion  for  old-style  double-spring  0.50 

12332    Bevel  pinion  disk  shaft  Complete  1.00 

13406    jMale    wind'mg    pinion   0.30 

12496    Female    winding    pinion   0.30 

3004    Governor    sliaft    0.40 

11778    Driving  shaft   Complete  0.50 

13796    Governor  balls   Comiilete  0.08 

3570    Governor  springs,  each  $0.02  Per  100  1.50 

6730    Stylus    bar   Complete  0.35 

5010    Universal  attachment    0.35 

13228   Winding  crank,  3  sizes  Kach  0.35 

Go\ernor  screws   Pel  100  1.00 

Barrel   .screws.  No.   2021  Per  Hm  1.00 

Sound   box   thumb   screws  Fir  100  1.50 

G    Sound   box.   nickel   plated   2.25 

PARTS— HARDWARE 

J 'l  ire  eacli 

5000  Croun  y'-'ar  for  Biick  inotur   $0.25 

5001  Cro\vn  year  tor  llelophone  motor   0.25 

5002  Crown  gear  for  Heineman  No.  U   0.25 

5003  Tone-arm  soose  neck  for  Independent  arm  0.25 

5004  Governor  pinion  for  imported  motor   0.25 

5005  Tone-arm  base  for  Independent  arm   0.25 

Automatic  nickel-plated  lid  supports   0.22 

Automatir   gold-plated  lid  supports   0.55 

Piano  hinge.-i.  nickel- plated.  15¥^  in.  long  0.22 

Hifihlv  nickel-plated  needle  cups.. Per  100  2.00 

Covers    for   cups  Per  lUO  1.00 

Highly    gold-plated   cups  Per  100  7.00 

Needle  cup  covers,  gold-plated  Per  100  5.00 

Turntable  felts,  10-in.  rotind  or  square. .  0. 15 

Turntable  felts,  12-in.,  round  or  square..  0.18 

Motor  bottom  gear  for  Triton  motor   0.20 


MEISSELBACH  REPAIR 
PARTS 

Price  each 

P97G4    Main  springs  for  motors  10.  17.  19   $0.50 

PS)765    Main  springs  for  motor  No.  12   0.30 

CP532    Governor   Complete  1.50 

P1504    Governor  shaft,   new  style   0.50 

P1505    Governor  shaft,  old  style   0.50 

AP533    Governor  ball   Complete  0.10 

CPG44    Turntable   shaft   Nos.    10.  17.  19   1.25 

CP645    Turntable  shaft  for  No.   12   1.25 

AP697    Spring  barrel  cup  for  Nos.  IG.  17.  19..  0.50 

AP698    Spring  barrel  cup  for  No.  12   0.50 

CP1113    Spring  barrel  shaft  and  gear   0.60 

P1529    Brake  lever,   bottom  plate   0.10 

PC04    Brake  lever,   top  plate   0.10 

APSaS    Winding  shaft  for  Nos.   1G.17,  19   0.50 

AP.528   Winding  shaft,  straight  cut,  Nos.  16. 

17,  19    0.50 

AP530    Winding  shaft,  spiral  cut.  for  10;  12..  0.35 

AP531    Winding  shaft,  straigtit  cut.  for  10;  12  0.35 

AP591    Brake  lever    0.35 

CP530    Intermediate  gear  for  Nos.  10,  17.  19.  0.90 

yi    Winding  cranks.   3  sizes   0.75 

140    Speed  indicator    0.45 

HEINEMAN  REPAIR  PARTS 

Price  each 

CP522G    Governor   Complete  $1.50 

CP9799    Turntable  shaft   Complete  1.50 

AP9924    Governor  balls.   33:   77;  44   0.10 

AP9925    Governor  balls  for  No.  0  or  1   0.10 

P5004    Governor  pinion   for  No.   0   0.25 

P5003    Governor  shaft    0.50 

CP9029    Speed  indicator    0.45 

P97G4    ilain  spring  for  No.  33  or  77   0.40 

P97G5    Main  spring  for  No.   36   0.28 

P97G6    Main  spring  for  No.  44   0.60 

AP9778    Spring  barrel  cup  for  No.  33  or  77..  0.50 

AP9779    Sprmg  barrel  cup  for  No.  3G   0.50 

AP97S0    Spring  barrel  cup.  for  No.  44   0.75 

P97G2    Winding  shaft  for  motor  No.  33   0.50 

P90GG    Winding  siiaft  lor  motor  No.  36   0.35 

5304   Winding  shaft  for  No.  44  or  77   0.75 

5007    Escutcheon   Complete  0.15 

AP9409    Turntable  brake    0.15 

AP10072    Winding   crank.   3   sizes   0.75 

TONE  ARMS 

Price  each 

No.  K,  with  sound  box   §1-25 

No.  Jj,  nickel-plated  without  sound   box   3.00 

No.  P,  nickel-plated  without   sound  box   2.75 

No.  P.  gold-plated,   without  sound  box   4.50 

No.       tone  arm,  Meisselbach  sound  box   4.75 

No.  M,  gold-plated  Meisselbacli  sound   box   7.50 

SOUND  BOXES 

Price  each 

No.  B-1  Bliss  Sound  Box,  fit  Victor    $1.25 

No.  B  Balance,   fit   Victor   0.75 

No.  F  Favorite,   fit  Victor   1.75 

No.  I   Nickel-plated,   loud   and   clear   3.00 

No.  I  Gold-plated,  loud  and  clear,  for  Victor.  4.50 
No.  M  Nickel-plated,  mellow  tone,  for  Victor...  1.75 
No.  M  Gold-plated,  mellow  tone,  for  Victor. . . .  2.25 

No.  G  Nickel  or  gold-plated,  fit  Victor   1.00 

No.  P  Gloria  patent,  extra  loud   3.00 

No.  P  Gloria,    gold-plated    4.00 

No.  H  Imported,  nickel-jdated    0.75 

STEEL  NEEDLES 

Price  each 

Erilliantone.   all  tones  Per  1000  $0.45 

Blue  Steel  Reflexo,  per  package   0.07'/2 

Wall  Kane  Needles,   per  package   0.06 


VICTOR  REPAIR  PARTS 

Price  each 

5012  Wnding    gear    §0.60 

5013  Turntable  gear,  straigut  cut,  small  teeth.  0.35 

5014  Turntable  gear,  large  teem,  straight  cut.  0.^5 

5015  Turntable  gear,  small  teeth,  spiral  cut...  0.35 

5016  Turntable  gear,  big  teetn,  spiral  cut   0.35 

5021  Rul>ber  back  lor  exhibition  box   0.i5 

5017  Kubber  back  tor  No.  2  sound  box   O.dS 

5018  Governor  collar    0. 15 

5019  Spring  barrel  shaft     0.6J 

5020  Stvlus  bar  for  No.  2  box   O.o5 

5022  Stylus  bar  for  exhibition  box   0.35 

5011    Attachment  for  vertical  cut  record   0.25 

Governor  springs,  for  Victor  Per  100  1.00 

Governor   screws,   for   Victor  Per  100  1.00 

Governor  balls,  new  style  Complete  0.08 

Needle  arm  screws  for  exh.  box,  per  100  1.50 

Needle  arm  screws  for  No.  2  box.  per  100  1,50 

MICA  DIAPHRAGMS 

Price  each 

1  23-32  in.  Victor  Ex.  Box,  1st  grade   §0.15 

lYs  in.,  new  Victor  No,  2,  very  best   0.18 

1  31-112  in.,  for  Sonora    0.20 

2  1-10  in.,  for  Meisselhach  box   0.22 

2%  in.,  for  Pathe  new  style   0.35 

2  3-lti  in.,  for  Columbia  No.  G   0.25 

2  9-lG  in..  lor  Pathe  or  Brunswick   0.45 

SAPPHIRES 

Price  eacli 

Path^  very  best,  loud  tone,  genuine   $0.12 

Path^.  soft  tone,  ivory  setting   0.18 

Pathe,   soft   tone,   steel  setting   0. 1 0 

Edison,  very  best,  mediiun  tone   0. 1 8 

Edison,   very  best,  loud  tone   0. 1 5 

Edison,    genuine  diamond    1 .25 

ATTACHMENTS 

in  Gold  or  Nickei-Plattd 

Price  each 

Kent,   for  Victor  arm   $0.25 

Kent,  for  Edison  with  our  C  sound  box   2.50 

Kent,  without  box  for  Edison,  nickel  or  gold...  1.60 

For  Columbia,  plays  Vertical  records   0.25 

Kent  special  adapter  with  sound  box.  gold-plate 

or  oxidized    4.95 

MOTORS 

Distributors   for   Heim-man  and  iMeisselbach  ^Motors. 
Best  Prices.     Immediate  Deliveries. 

Price  each 

Meisselbach,  No.  17,  3-spring   §15.00 

Meisselbach.   No.   19,  4-spring   17.00 

iCrasberg,  2-spring    9.00 

Krasberg.   3-si)ring    10.50 

Krasbery,    4-spring    13.50 

Heineman.  No.   Sf>.  2-spring   7.50 

Heineman.   No.   ."^3,  2-spring   8.50 

Heineman.  No.   77,  2-spring   9.50 

Heineman,   No.    44,   2-spring   12.50 

All  motors  complete  witli  12  in.  Tui-ntables. 

ILSLEY  LUBRICANT 

Price  earh 

25-lb.  Can    $6.50 

lu-lb.    Can    3.00 

5-lb.    Can    1.60 

lib.    Can   0.40 

4-oz.    Can    0.15 


Special  Prices  in  Quantities 


FAVORITE  MFG.  CO.,  ?c^tf N.  Y.  CITY 


TELEPHONE  1666  STUYVESANT 


June  15,  1923 


THE   TALKING   MACHINE  WORLD 


37 


Special  Windows  for  National  Holidays 

Timeliness  in  Window  Displays  Can  Be  Made  an  Important  Fac- 
tor in  Boosting  the  Sales  Volume  of  Talking  Machines  and  Records 


One  of  the  most  essential  qualities  in  any 
window  display  is  its  timeliness,  for  the  quick- 
est response  is  obtained  when  the  passer-by 
sees  in  the  display  something  that  ties  up  with 
an  event  that  is  present  in  his  mind,  or  which 
reminds  him  of  an  event  or  occasion  that  is 
pending.  There  are,  of  course,  numerous  dis- 
plays that  may  be  used  at  other  seasons  of  the 


tional  and  local  celebrations,  for  he  has  on  his 
shelves  special  records  that  can  be  made  to  fit 
into  almost  every  conceivable  situation  and 
without  the  impetus  of  special  publicity  these 
same  records  might  remain  on  those  shelves  in- 
definitely. 

The  talking  machine  manufacturers  have  long 
recognized  this  fact  of  timeliness  in  advertising 


Fourth  of  July  Window  Prepared  for 
year,  but  experienced  window  decorators  gen- 
erally have  turned  their  attention  to  arranging 
displays  that  so  far  as  possible  hook  up  with 
certain  definite  holiday  celebrations  or  anni- 
versaries and  thus  have  a  timely  appeal  to  the 
public. 

A  committee  representing  the  Talking  Ma- 
chine Men,  Inc.,  for  instance,  has  been  ap- 
pointed to  arrange  for  the  dealers  in  the  metro- 
politan district  special  window  displays  as  well 
as  advertising  copy  to  mark  various  holidays 
and  anniversaries  during  the  year,  such  as 
Washington's  Birthday,  Easter  and  Mothers' 
Day,  Fourth  of  July,  etc.,  and  this  move  alone 
may  be  accepted  as  recognition  of  the  impor- 
tance of  timeliness  in  such  publicity. 

In  the  case  of  the  talking  machine  dealer,  par- 
ticularly, there  are  many  opportunities  for  get- 
ting real  business  out  of  public  interest  in  na- 


Dealers  hy  Victor  Talking  Machine  Co. 
window  displays  and  particularly  at  h-aster  and 
Christmastime,  as  well  as  on  other  occasions 
during  the  year,  have  issued  special  record  lists 
as  well  as  special  publicity  matter  calculated  to 
help  the  dealer  take  advantage  of  the  opportu- 
nity before  him. 

Nor  need  these  special  and  timely  window 
displays  be  of  elaborate  or  expensive  char- 
acter, for  it  is  not  always  the  most  ornate  win- 
dow that  makes  the  strongest  appeal.  An  in- 
stance in  point  is  foimd  in  the  accompanying 
reproduction  of  the  design  for  a  Fourth  of  July 
window  oi¥ered  by  the  Victor  Talking  Machine 
Co.,  the  total  requirements  for  which  are  a  few 
cents'  worth  of  crepe  paper,  eight  record  stands, 
a  couple  of  Victrolas  from  stock  and  two  signs.* 
The  window,  however,  is  calculated  to  attract 
immediate  attention,  with  the  result  that  the 
eight 'records  shown  in  the  window  should  not 


only  sell  in  considerable  quantities,  but  create 
sales  of  other  records  of  a  patriotic  nature,  in- 
cluding march  records  and  songs. 

Taking  the  question  of  timeliness  into  con- 
sideration, the  dealer  has  an  excuse  and  oppor- 
tunity for  changing  his  window  displays  at  fre- 
quent intervals  and  finds  the  change  much 
easier  to  make  because  he  has  a  definite  object 
in  presenting  a  new  arrangement.  When  the 
retailer  can  present  Fourth  of  July  music  to  the 
public  when  it  is  thinking  of  the  Fourth  of  July 
he  is  getting  to  them  under  most  favorable 
conditions  and  that  is  half  the  sales  battle. 


GREENVILLE  MUSIC  STORE  OPENS 

Greenville,  III.,  June  2. — The  Greenville  Music 
Store,  Victor  dealer  of  this  city,  held  its  formal 
opening  recently,  and  many  were  present  at  a 
nitisical  program  which  featured  the  event  dur- 
ing the  afternoon  and  evening.  Many  pros- 
pects were  secured  as  a  result,  and  several  in- 
struments and  a  number  of  records  were  sold. 
Miss  G.  Airy,  of  the  service  department  of  the 
Koerber-Brenner  Co.,  Victor  jobber,  St.  Louis, 
was  present  to  assist  at  the  opening,  which  was 
a  decided  success. 


FINE  QENNETT  RECORD  PUBLICITY 


Gennett  records  received  some  e.Kcellent  pub- 
licity in  Brooklyn,  N.  Y,,  when  one  of  the  artis- 
tic illustrations  used  by  the  Starr  Piano  Co., 
manufacturer  of  Gennett  records,  in  its  adver- 
tising was  reproduced  in  the  rotogravure  sec- 
tion of  the  Brooklyn  Standard  Union,  one  of 
the  leading  local  newspapers.  The  illustration 
showed  a  large  Gennett  record  in  the  back- 
ground, with  three  dancing  girls  to  the  fore. 


INCREASE  PAID=UP  CAPITAL 

The  Import  Sales  &  Business  Agency,  Inc., 
commission  merchant  and  manufacturers'  rep- 
resentative, San  Juan,  Porto  Rico,  has  increased 
its  paid-up  capital  stock  from  $15,000  to  $30,000. 
This  company  carries  a  line  of  pianos,  players, 
talking  machines  and  records  with  a  department 
in  charge  of  IJon  Guillermo  Negron. 


OPENS  "TALKER"  DEPARTMENT 

The  Sudduth  Electric  Co.,  Washington,  Ind., 
which  handles  the  Victor  and  Edison  lines,  re- 
centl.v  held  the  formal  opening  of  its  store, 
which  has  been  remodeled,  following  a  fire 
some  time  ago.  A  large  section  of  the  store  is 
devoted  to  the  talking  machine  and  record  de- 
partments. 


Many  a  Deal  has  been  Swung  by  a  Hinge. 

IN-VIZ 

Hinges  will  Swing  Your  Most  Exacting  Customers 


PRESSED 


STEEL 


NICKEL 


FINISH 


IN-VIZ  is  the  Smallest,  Strongest,  and  Most  Durable  Invisible  Hinge  ever  offered  the  trade.  No  Talking  Machine  door  or  lid 
is  too  heavy  for  IN-VIZ,  as  it  is  made  of  toughened  pressed  steel  that  will  vvfithstand  terrific  stress  or  strain  without  breaking. 

Talking  Machine  Manufacturers  are  invited  to  write  for  Specifications,  Sizes  and  Prices 


OH  PEP!    PHONOPARTS  COMPANY 


6912  Cottage  Grove  Avenue 


Hinge  Department 


Chicago,  Illinois 
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Queen  Anne 
$275 


Prepare  Now  For 
Your  Fall  Business 

EVERY  indication  points  to  an  unprecedented 
fall  demand  for  high  quality  phonographs, 
which  you  must  prepare  today  to  supply. 

Sonora  dealers,  anticipating  this  demand,  are 
placing  large  orders.  They  know  that  present 
day  prosperity  has  resulted  in  a  universal  insist- 
ence upon  high  quality  merchandise  and  are  tak- 
ing full  advantage  of  the  situation  by  stocking 
and  selling  Sonora,  "the  highest  class  talking 
machine  in  the  world." 

You,  too,  are  offered  the  same  opportunity  to  in- 
sure your  business  against  the  certain  demand  for 
high  quality,  by  handling  Sonora.  If  you  will 
get  in  touch  with  us  at  once,  we  can  arrange  to 
take  good  care  of  your  fall  requirements. 

SONORA  PHONOGRAPH  CO.,  Inc. 

279  BROADWAY  NEW  YORK 


Canadian  Distributors 
SONORA  PHONOGRAPH,  Ltd. 


Toronto 


THE  INSTRUMENT  OF  QUALITY 

onor 


CLEAR    AS   A  BELL 

The  Highest  Class  Talking  Machine  in  the  World 
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The  distributor  named  below  who  covers  the  territory  in 
which  you  are  located  will  be  glad  to  answer  all  inquiries 
regarding  a  Sonora  agency  on  receipt  of  a  letter  from  you 


State  of  New  York 

with  the  exception  of  towns  on 
Hudson  River  below  Pough- 
keepsie  and  excepting  Greater 
New  York. 

Gibson-Snow  Co., 
Syracuse,  N.  Y. 


Lower  Michigan,  Ohio 
and  Kentucky. 

Sonora     Phonograph  —  Ohio 

Company, 

417  Bulkley  Bldg.,  Cleve- 
land, Ohio. 


Wisconsin,  Upper  Michi- 
gan. 

Yahr  &  Lange  Drug  Co., 
Milwaukee,  Wis. 


State  of  New  Jersey. 

Sonora  Sales  Co.  of  New 
Jersey, 

605  Broad  St.,  Newark,  N.  J. 


State  of  Indiana. 

Kiefer-Stewart  Co., 
Indianapolis,  Ind. 


State  of  Nebraska  and 
Western  Iowa. 

Lee  Coit  Andreesen  Hard- 
ware Co., 

Omaha,  Nebr. 


The  New  England  States. 

Sonora    Phonograph    Co.  of 

New  England, 

221  Columbus  Ave.,  Bos- 
ton, Mass. 


Washington,  California, 

Oregon,  Arizona,  Western 
Nevada,  Northern  Idaho, 
Hawaiian  Islands 

The  Magnavox  Co., 

115  Jessie  St.,  San  Fran- 
cisco, Cal. 


Southeastern  Part  of 
Texas. 

Southern  Drug  Company, 
Houston,  Texas. 


States  of  North  Dakota, 
South  Dakota,  Minnesota 
and  Northern  Iowa. 

Doerr-Andrews-Doerr, 
Minneapolis,  Minn. 


Missouri,  Northern  and 
Eastern  Part  of  Kansas, 
and  5  counties  of  N.E. 
Oklahoma. 

C.  D.  Smith  Drug  Co., 

613  Arcade  Bldg.,  St.  Louis, 
Mo.,  St.  Joseph,  Mo. 


States  of  Montana,  Colo- 
rado, New  Mexico  and 
Wyoming  East  of  Rock 
Springs. 

Moore-Bird  &  Co., 

1751  California  St.,  Denver, 
Colo. 


Utah,  Western  Wyoming, 
Southern  Idaho  and  East- 
ern Nevada 

Strevell-Paterson  Hardware 
Co., 

Salt  Lake  City,  Utah. 


Illinois  and  Eastern  Iowa. 

Illinois  Phonograph  Corp., 

616  S.  Michigan  Ave.,  Chi- 
cago, III. 


Eastern  Pennsylvania, 
Maryland,  Delaware,  Dis- 
trict of  Columbia  and 
Virginia. 

Sonora  Co.,  of  Phila.,  Inc., 
1214  Arch  St..  Philadelphia. 
Pa. 


Western  Pennsylvania  and 
West  Virginia. 

Sonora  Dist.  Co.  of 
Pittsburgh, 

505  Liberty  Ave.,  Pitts- 
burgh, Pa. 


All  of  Brooklyn  and  Long 
Island. 

Long  Island  Phonograph  Co., 
17  H  anover  Place,  Brook- 
lyn, N.  Y. 


New  York  City,  with  the 
exception  of  Brooklyn 
and  Long  Island. 

Counties  of  Westchester,  Put- 
nam and  Dutchess;  all  Hudson 
River  towns  and  cities  on  the 
west  bank  of  the  river,  south 
of  Highland;  all  territory  south 
of  Poughkeepsie. 

Greater  City  Phonograph  Co., 
Inc.. 

234  W.  39th  St.,  New  York 
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Window  Displays  Sell  Portable  Machines 

"Call  o£  the  Open  Road"  Made  the  Basis  of  Several  Successful 
Window  Displays  Which  Boosted  Portable  Sales  for  Live  Dealers 


This  is  the  season  when  many  cities  are  wag- 
ing a  "Call  of  the  Open  Road"  campaign  to 
induce  the  purchase  of  all  'supplies  necessary 
for  Summer  outdoor  life.  Los  Angeles,  Cal.,  a 
pioneer  in  these  campaigns,  has  this  year  gotten 
out  a  vivid  poster  showing  an  orange  road  and 
blue  sky,  against  which  a  big  automobile  is  sil- 
houetted. The  card  bears  the  caption:  "The 
Call  of  the  Open  Road— Are  You  Prepared?" 
This  card  is  displayed  by  all  merchants  who 
have  anything  to  sell  that  pertains  in  any  way 
to  life  in  the  open — and  it  never  fails  to  attract 
wide  attention. 

Windows  That  Sell  Portable  Models 

But  whether  or  not  there  is  a  co-operative 
campaign  the  individual  dealer  can  get  up  one 
of  his  own  and  thus  call  special  attention  to  his 
portable  talking  machines  and  a  long  list  of  rec- 
ords. And  there  is  no  better  way  to  do  this 
than  by  hieans  of  a  catchy  window  display.  Re- 
alizing that  the  automobile  is  the  symbol  of 
outdoor  life  in  these  speedy  days  R.  L.  Berry, 
Springfield,  111.,  showed  in  his  window  an  auto 
constructed  entirely  of  talking  machine  parts. 
The  body  was  made  of  the  cabinets  of  two  ma- 
chines of  the  portable  type.  A  rod  and  disc 
formed  the  steering  wheel  and  four  records  the 
wheels  of  the  machine.  The  floor  was  covered 
with  green  paper,  overlaid  with  white  to  form 
a  road  and  Victor  dogs  were  set  at  intervals.  A 
sign  post  near  the  car  read:  "To  R.  L-  Berry's 
and  Victrola  Land.  Come  in  to-day  and  choose 
your  instrument."  A  card  down  front  suggested 
"Portable  Victrolas,  $25  to  $150.  Step  in  for  a 
demonstration." 

Grinnell  'Bros.,  Toledo,  O.,  likewise  had  a 
catchy  outing  window.  The  .floor  was  covered 
with  sand  and  in  the  rear  was  a  canvas  on  which 
Pan,  playing  his  pipes,  was  depicted.  There 
was  a  large  tent,  with  flag  flying  from  the  ridge 
pole;  on  the  ground  a  scout  hat  and  fishing 
pole,  while  inside  the  tent  were  aluminum 
dishes,  fishing  supplies  and  several  cameras.  In 
one  corner  was  a  packing  box,  on  which  was 
set  a  portable  Victrola.  A  large  card  beside  the 
tent  observed: 

"A  Victrola — No  other  musical  instrument 
gives  so  much  pleasure  as  a  compact  portable 
Victrola  for  the  Summer  home  or  camp.  $25- 
$35-$50— on  easy  terms." 

The  machine  was  kept  in  operation  and,  as 
the  door  was  opened,  the  strains  were  wafted 
out  to  passers-by  and  called  added  attention  to 
the  picture.  ' 

Appeal  to  Boy  Scouts  Through  Window 

The  boy  scoqts  were  much  interested  in  a 
large  window  recently  arranged  by  the  Wiley 
B.  Allen  Co.,  Oakland,  Cal,  and  it  suggested 


to  a  number  of  them  the  pleasure  that  would  be 
gained  by  taking  a  portable  phonograph  and 
good  supply  of  records  with  them  on  their 
camping  trips.  The  picture  was  captioned  "The 
Spirit  of  1923 — Tenting  on  the  Old  Camp 
Ground."  The  background  was  a  canvas  drop 
showing  a  wooded,  hilly  country.  From  a  tall 
flag  pole  in  the  rear  floated  a  big  flag  (this 
display  would  be  particularly  appropriate 
around  Flag  Day  or  Fourth  of  July),  kept  in 
motion  by  an  electric  fan  concealed  among  the 
branches  fastened  to  the  wall.  The  floor  was 
covered  with  dead  leaves  and  pine  needles,  and 
at  one  end  was  a  tent,  with  flap  thrown  back, 
disclosing  a  rolled-up  army  blanket.     At  the 


The  first  Edison  tone-test  ever  held  in  Europe 
was  staged  recently  in  St.  George's  Hall,  Liver- 
pool, England,  under  the  auspices  of  the  house 
of  Jake  Graham,  Edison  agent  in  that  city,  with 
headquarters  at  74  Renshaw  street.  Two  Edison 
artists,  Miss  Helen  Davis,  mezzo-soprano,  and 
A'ictor  Young,  composer-pianist,  were  featured 
in  comparison  tests  with  their  own  recordings 
on  the  Edison.  The  recital  attracted  wide- 
spread attention  and  a  capacity  audience  greeted 
the  artists,  who  traveled  from  Paris  by  airplane 
for  the  event.  Leading  local  newspapers  de- 
voted considerable  space  to  announcements  of 
the  recital  and  the  final  success  of  the  test  was 
given  liberal  space  by  local  critics. 

In  connection  with  this  event  an  elaborate 
program  was  prepared  by  Burt  Reynolds, 
manager  of  the  Edison  department  of  Jake 
Graham.  This  was  a  four-page  folder,  the  first 
page  of  which  was  taken  up  with  an  announce- 
ment of  the  tone-test;  the  two  inside  pages  con- 
tained the  program  itself,  and  the  last  page  was 
devoted  to  a  description  of  the  various  features 
of  the  Edison  instruments  and  records,  a  strong 
sales  talk  and  announcement  of  the  fact  that 
the  compan\r  holds  daily  demonstrations  in  an 
especially  appointed  Edison  salon  and  that  home 
demonstrations  can  be  arranged. 

The  large  number  of  music  lovers  present 
was  not  confined  to  persons  from  Liverpool. 
Some  came  from  as  far  away  as  London,  Hull, 
Leigh,  Manchester  and  other  cities.  Needless 
to  say  the  two  Edison  artists,  as  well  as  Man- 
ager Reynolds  and  his  associates,  were  most 
heartily  congratulated,  not  only  on  the  great 
artistic  success  achieved,  but  on  the  marvelous 
perfection  in  the  realm  of  sound  production  re- 


entrance  lay  a  felt  hat  and  a  canteen.  At  one 
side  was  a  miniature  cannon  and  beside  it  a 
boy  of  fourteen  in  boy  scout  uniform,  with 
bandana  knotted  about  his  throat.  At  the  other 
side  was  a  camp  fire — a  red  electric  bulb  being 
concealed  among  the  logs,  and  over  the  fire 
supper  was  cooking.  A  big  packing  box,  such 
as  is  used  for  shipping  the  instruments,  was 
shown  and  on  top  of  it  a  portable  talking  ma- 
chine, upon  which  a  second  khaki-clad  youth 
was  placing  a  record.  In  front  were  a  number 
of  records — marches,  patriotic  songs  and  the 
latest  ballads  and  comic  songs — music  that  ap- 
peals to  the  average  youth  and  arouses  desire 
which  culminates  in  sales. 


vealed  by  the  amazing  new  Edison  phonograph. 

So  great  was  the  success  of  this  that  it  is  ex- 
pected other  Edison  representatives  in  Europe 
will  follow  the  lead  of  the  establishment  of  Jake 
Graham  in  staging  similar  recitals. 


PLAN  TO  STOP  STORE  DOOR  PLAYING 

New  York  City  Civic  Bodies  Planning  Ordi- 
nance to  Prohibit  Attracting  Customers  to 
Music  Stores  by  Playing  Loud  Music 


A  movement  to  procure  a  city  ordinance  in 
New  York  forbidding  the  practice  of  attracting 
customers  to  a  store  through  using  phono- 
graphs, radio  horns  or  megaphone  devices,  which 
may  be  heard  upon  the  street,  has  been  in- 
augurated by  the  Forty-second  Street  Owners 
and  Merchants'  Association,  and  has  already 
received  the'  support  of  many  New  York  City 
civic  organizations. 

Representative  Sol  Bloom,  who  was  one  of 
the  pioneers  in  the  talking  machine  business, 
is  one  of  the  backers  of  the  movement.  At 
the  offices  of  the  Forty-second  Street  Owners 
and  Merchants'  Association,  50  East  Forty-sec- 
ond street,  its  secretary,  Edward  W.  Forrest, 
said  that  his  organization  had  initiated  the 
movement  and  had  already  secured  the  sup- 
port of  the  Harlem  Board  of  Commerce,  the 
Central  Park  West  Association,  the  Broadway 
Association  and  other  civic  bodies. 


Almon  J.  Fairbanks,  well-known  Boston, 
!\Iass.,  music  merchant,  has  opened  a  branch 
store  in  Attleboro.  Talking  machines  and  pi- 
anos are  handled. 


FIRST  EDISON  TONE-TEST  IS  STAGED  IN  LIVERPOOL,  ENG. 

Widespread  Interest  Aroused  Among  Music  Lovers  Over  Comparison  Recital  in  Which  Edison 
Was  Featured — Event  Sponsored  by  House  of  Jake  Graham,  Liverpool  Edison  Dealer 


A  FEW  JOBBING  TERRITORIES  STILL  OPEN 


WALL-KANE  NEEDLES 

Each  needle  guaranteed: 
to  play  ten  records. 


CONCERT  NEEDLES 


JAZZ  NEEDLES 


Steel  needles  in  tones  of    The  special  extra  loud 
extra  loud,  loud,  medium       needle.    The  only  one  of 
and  soft.  its  kind  in  the  world. 


Profit-Producing  Jobbing  Proposition 


WALL-KANE  NEEDLE  MFG.  CO.,  3922  14th  Avenue,  BROOKLYN,  N.  Y. 
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New  Gennetts  Every  Week! 

In  the  Blue  Label  Gennelt  Records  are  released  the  latest  popular  songs  and  dance 
hits  and  standard  numbers.  Their  timeliness,  wide  range  and  quality  have  given  them 
tremendous  popularity. 

Gennett  Records  released  under  the  Green  Label  represent  the  highest  attainment 
in  the  art  of  sound  recording.  The  best  standard  numbers  come  under  this  label,  which 
assures  variety  in  selection,  perfect  reproduction  and  the  real  musicianship  of  the  artist. 

"First  and  Best  on  Gennetts"  is  the  slogan  today.  There  is  an  opportunity  for  you 
in  selling  Gennetts.    Get  acquainted  with  them. 

GENNETT  RECORDS 

Mantifaoturod  by 

THE  STAKR  PIANO  COMPANY 

Kichmoinl,  Indiana 


New  York — Chicagro — X-os  Angreles — Birmiiig-ham — Detroit — Cincinnati- 

Koston — London,  Canada 


-Cleveland — Indianapolis 
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From  "Barney  Google"  to  "Old  King  Tut"  is  considerable  of  a 
jump — as  time  flies.  But  Billy  Jones  and  Ernest  Hare  carry  you 
from  one  right  to  the  other  with  only  a  second's  pause  to  change 
the  needle.  You  scarcely  have  time  to  get  set  for  a  fresh  series 
of  laughs  before  the  spasms  seize  you. 

A  double-barreled  hit!    That's  Record  A-3876. 


COLUMBIA  GRAPHOPHONE  CO. 
New  York 


MAKIINQ  SMALL  WINDOWS  ATTRACTIVE 


Possibility  of  Arranging  Attractive  Displays  in 
Small  Window  Space  Emphasized  by  Music 
Shop  in  Memphis  in  Featuring  "Red  Moon" 


Tliere  are  some  talking  machine  retailers  who 
slill  believe  that  an  impressive  window  display 


THE  MUSIC  SHOP 


ties  for  making  effective  displays  in  small  win- 
dows— displays  that  appeal  because  of  their 
originality  rather  than  because  of  their  size. 

The  accompanying  illustration  affords  an 
example  of  what  can  be  accomplished  in  ar- 
ranging a  display  in  a  window  barely  seven 
feet  wide.  The  window  is  that  of  The  Music 
Shop  in  Memphis,  Tenn.,  arranged  to  feature 
the  Vocalion  Red  record,  "Red  Moon,"  in  con- 
nection with  the  appearance  of  the  play  of  that 
name  at  Loew's  Palace  Theatre,  Memphis,  dur- 
ing the  same  week.  The  jolly  face  of  the  moon 
itself  made  a  most  attractive  center  for  the 
display  and  the  signs  were  well  placed  and 
interesting. 


NEW  CONCERN  IN  NASHVILLE,  TENN. 

Nashville,  Tenn.,  June  4. — Messrs.  Jacobs  and 
Walker,  two  well-known  local  business  men, 
have  entered  the  talking  machine  business  here 
under  the  name  of  the  Brownie  Sales  Co.  The 
concern  has  secured  the  exclusive  local  agency 
of  the  Brownie  portable  instruments,  manufac- 
tured by  the  Edgar  Sales  Co.,  of  Dayton,  O. 
The  Brownie  Sales  Co.  has  opened  headquar- 
ters at  154  Eighth  avenue,  north. 


Music  Shop's  Effective  Window  Display 

is  only  possible  where  there  is  available  a  large 
expanse  of  plate  glass  front  to  admit  of  an 
elaborate  arrangement.  There  are  others,  how- 
ever, who   have  already  learned  the  possibili- 


T.  Reed  List,  manager  of  M.  Nathan's  Edi- 
son and  Sonora  department,  of  Johnstown,  Pa., 
attracted  hundreds  of  people  to  his  department 
during  the  dedication  of  Nathan's  new  building. 
During  the  celebration  a  Sonora  phonograph 
was  given  away. 


"LAUTER"  TALKING  MACHINES 


Console  Model  B 

American  Walnut 

Italian  Walnut 
Brown  Mahogany 
Antique  Mahogany 


Dealers  Wanted  in  Every  Lo- 
cality to  Know  Our  Product  and 
Handle  Our  Line  of  Upright 
and  Console  Talking  Machines 

Write  Today  for 
Cuts  and  Prices 

Our  many  years'  furniture  experience  insures 
you  a  "  LAUTER  QUALITY"  Cabinet- 
Furnished  with  Standard  Equipment 


THE  H.  LAUTER  COMPANY 

West  Washington  and  Harding  Streets 
INDIANAPOLIS,  INDIANA 


SALES  JUMP  WHEN  STRIKES  END 

Resumption  of  Street  Car  Operations  and  Pot- 
tery Industry  in  East  Liverpool,  O.,  Ends 
Stagnation  of  Talking  Machine  Business 


East  Liverpool,  O.,  June  4.— The  talking  ma- 
chine and  record  business  in  the  upper  Ohio 
Valley,  seriously  handicapped  for  almost  a  year, 
because  of  the  suspension  of  street  car  service 
in  this  and  several  nearby  towns,  is  slowly  re- 
turning to  normal.  A  strike  of  pottery  work- 
ers, which  has  just  ended,  added  to  the  chaos. 

"Much  improvement  is  noticed  in  the  talking 
machine  trade  locally,"  said  Miss  Werner,  head 
of  the  talking  machine  section  of  the  Lewis 
Bros.  Co.  "Sales  the  past  month  have  been  20 
per  cent  better,  and  record  sales  are  improving 
every  day." 

Miss  Gladys  Larkins,  head  of  the  talking  ma- 
chine department  of  the  Davis,  Burkham  & 
Tyler  Co.,  reports  much  better  business  with  the 
return  to  work  of  thousands  of  striking  potters. 

Brunswick  machines  are  moving  briskly  at 
the  store  of  the  Smith-Phillips  Co.,  one  of  the 
city's  oldest  music  houses.  Although  this  store 
only  recently  added  the  Brunswick  line,  Mr. 
Smith  has  succeeded  in  landing  his  share  of  the 
business  through  the  medium  of  newspaper  ad- 
vertising and  direct  mail  campaigns. 

Crooks,  Victor  dealer,  reports  business 
greatly  improved. 


LOWE'S  MUSIC  STORE  IN  NEW  HOME 

PuNxsuTAWNEY,  Pa.,  June  5.— Lowe's  Music 
Store,  Victor  and  Edison  dealer,  this  city,  has 
secured  one  of  the  best  locations  in  town  for 
its  new  store,  which  opened  for  business  June 
1.  The  former  store  was  destroyed  by  fire,  but 
practically  no  merchandise  was  lost,  due  to 
prompt  action  on  the  part  of  friends  and  cus- 
tomers, who  assisted  Manager  Dickson  in  re- 
moving machines,  records  and  pianos  to  a  va- 
cant store  across  the  street. 


TAKES  ON  TALKING  MACHINES 

Guild's  big  furniture  store  at  330-332  Clematis 
street  west.  Palm  Beach,  Fla.,  one  of  the  largest 
retail  furniture  concerns  doing  business  in  that 
section,  has  just  signed  contracts  with-  the 
Brunswick-Balke-Collender  Co.  for  local  repre- 
sentation of  Brunswick  instruments  and  rec- 
ords. A.  J.  Campbell  is  president  of  the  com- 
pany. 


LOPEZ  AT  BOARDWALK  OPENING 

At  the  recent  opening  of  the  new  Coney 
Island  boardwalk  the  thousands  of  visitors  pres- 
ent were  entertained  by  Vincent  Lopez  and  His 
Hotel  Pennsylvania  Orchestra.  This  organiza- 
tion, which  records  exclusively  for  Okeh  rec- 
ords, was  filling  an  engagement  at  the  New 
Brighton  Theatre  the  week  of  the  boardwalk 
opening  and  its  playing  during  the  celebration 
contributed  to  the  success  of  the  event. 
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METHODS  WHICH  BUILD  BIG  BUSINESS  IN  SMALL  TOWNS     SETTLING  COMPLAINTS  IMPORTANT 


The  Success  of  the  Dixon  Music  Shop  in  Reaching  Out  After  Business  in  a  Town  With  a  Popu- 
lation of  5,000  Proves  That  Size  of  the  Community  Is  No  Drawback  to  a  Live  Merchandiser 


Talking  Machine  Dealer  Who  Fails  to  Settle 
All  Complaints  in  Mutually  Satisfactory  Man- 
ner Is  Sure  to  Suffer  Loss  in  Business 


The  popularity  of  every  retail  business  with 
the  public  depends  upon  two  things — the  quality 
of  service  extended  to  customers  and  various 
means  of  bringing  the  establishment  to  the  at- 
tention of  the  people  in  the  community  to  which 
the  dealer  caters.  If  the  talking  machine  dealer 
has  become  so  well  known  that,  as  soon  as  any- 
one in  his  section  immediately  thinks  of  his 
store  in  connection  with  anything  musical,  and 
provided  other  things  are  equal,  he  will  have 
the  advantage  of  competitors.  This  condition 
is  not  peculiar  to  large  cities,  but  is  just  as 
natural  in  the  small  town,  if  not  more  so. 

Some  successful  methods  which  have  placed 
a  small-town  dealer  in  the  front  rank  of  mer- 
chants handling  talking  machines,  records  and 
musical  instruments  are  those  in  use  by  George 
A.  Bolduc,  who  recently  assumed  the  manage- 
ment of  the  Dixon  IVIusic  Shop,  in  North  Platte, 
Neb.  The  concern  handles  the  Edison  and  Co- 
lumbia instruments  and  records,  as  well  as 
other  musical  instruments,  and  caters  to  the 
5,000  people  in  the  town  itself  as  well  as  the 
surrounding  community.  Mr.  Bolduc  has  had 
wide  experience  in  the  music  business  and  the 
knowledge  of  what  is  necessary  to  put  the 
establishment  across  with  the  public  gained  in 
many  years  as  a  traveler  and  manager  of  phono- 
graph and  band  and  orchestra  departments  of 
important  concerns.  This  wide  experience  has 
brought  him  a  knowledge  of  the  music  business 
and  the  music-loving  public  that  has  been  put 
to  good  use  in  broadcasting  the  name  of  and  the 
lines  handled  by  the  Dixon  Music  Shop. 

First,  it  must  be  understood  that  Mr.  Bolduc 
is  a  talented  musician  and  this  art  is  the  means 
by  which  he  is  popularizing  the  name  of  the 
store. 

One  of  his  stunts  recently  staged  as  a  regu- 
lar number  at  the  local  Keith's  Theatre  was  to 
put  on  a  comparison  recital  in  which  he  played 
the  violin  in  a  comparison  test  with  the  New 
Edison  phonograph.  The  Dixon  Music  Shop  in- 
stituted a  vigorous  advertising  campaign  in  con- 
nection with  this  vaudeville  feature,  which  was 
also  prominently  announced  in  the  theatre  lob- 
by, with  the  result  that  several  sales  and  many 
inquiries  resulted.  The  event  was  also  promi- 
nently played  up  by  the  local  newspaper  in  its 
theatrical  news  section,  valuable  publicity  which 
featured  the  name  of  Mr.  Bolduc,  the  Edison 
and  the  store  in  a  manner  bound  to  be  seen  by 
many  people  of  the  community. 

Mr.  Bolduc  believes,  in  the  value  of  publicity 
and  his  plans  include  getting  his  name  and  that 
of  the  Dixon  Music  Shop  in  the  local  papers  as 
often  as  possible  through  a  series  of  violin 
solos  at  the  different  churches  every  Sunday. 
This  plan  also  enables  him  to  make  the  ac- 
quaintance of  many  of  the  best  and  most  influ- 
ential people  in  the  community. 


This  progressive  concern  has  many  other 
irons  in  the  fire  which  are  sure  to  result  in  a 
stimulated  interest  in  musical  instruments.  One 
is  the  remodeling  of  the  second  floor  of  the 
store,  providing  a  large  recital  hall  and  students' 
study  room,  where  free  recitals  will  be  given 
whenever  the  new  issues  of  Edison  and  Colum- 
bia records  are  released.  Women's  clubs  and 
musical  organizations  of  various  kinds  will  be 
given  the  privilege  of  holding  their  meetings  in 
the  recital  hall,  thus  building  good-will.  In  ad- 
dition to  all  this  the  company  has  extended  an 
invitation  to  the  music  teachers  of  the  city  to 
make  free  use  of  this  hall  for  pupils'  concerts. 

Other  work  which  is  being  planned  is  the 
organization  of  orchestras  and  bands,  one  or- 
chestra of  five  pieces  to  bear  the  name  of  the 
firm.  This  organization  will  be  used  to  fur- 
nish music  at  social  functions,  dances,  etc. 

This  is  quite  a  sizable  program  for  a  dealer 
in  a  town  with  a  population  of  5,000  to  under- 
take and  there  may  be  dealers  similarly  situated 
who  may  think  that  a  vast  amount  of  energy 
is  wasted  to  small  purpose.  However,  the  fact 
remains  that  this  concern  is  doing  an  excellent 
business  and  most  of  these  ventures  are  result- 
ing in  sales  and  the  consistent  building  of  pres- 
tige which  is  bound  to  have  a  cumulative  effect. 
Simply  because  sales  and  profits  are  not  im- 
mediately discernible  is  no  reason  to  assume 
that  publicity  stunts  such  as  these  will  not  re- 
turn substantial  dividends.  Often  it  is  impos- 
sible to  trace  immediate  sales  to  any  particular 
plan  for  stimulating  business  tried  by  a  con- 
cern, but  the  widespread  influence  secured  from 
just  such  sound  business  policy  as  enforced  by 
the  Dixon  Music  Shop  is  worthy  of  the  money 
and  time  expended. 

The  "what's  the  use"  attitude  of  so  many 
members  of  the  trade  is  the  direct  cause  of  slow- 
business  in  their  stores.  If  those  worthy  deal- 
ers who  think  that  nothing  is  worth  while,  and 
who  merely  sink  a  little  deeper  into  their  well- 
padded  desk  chairs,  would  turn  the  searchlight 
of  analysis  on  their  problems,  and  compare 
their  ineffective  methods  with  those  of  dealers 
who  are  reaching  out  after  future  business,  they 
will  see  very  easily  how  the  "slow  business" 
condition  can  be  remedied. 


E.  J.  HAYES  IN  NEW  POST 

CoRAOPOLis,  Pa.,  June  4. — E.  J.  Hayes,  formerly 
employed  by  the  Palace  Furniture  Co.,  of 
Clarksburg,  W.  Va.,  and  later  by  the  Marietta 
Furniture  Co.,  of  Marietta,  O.,  recently  con- 
nected with  the  Amsler-Hilliard  Drug  Co.,  local 
Edison  dealer.  In  the  short  time  that  he  has 
been  with  them  Mr.  Hayes  has  demonstrated 
his  ability  as  a  super-salesman  by  greatly  in- 
creasing the  amount  of  their  business. 


The  handling  of  complaints  in  a  manner  sat- 
isfactory to  all  concerned  is  one  of  the  most 
important  factors  of  retail  merchandising.  Re- 
gardless of  how'  excellent  the  service  may  be 
and  how  much  merit  the  product  handled  may 
have,  customers  with  real  or  imaginary  griev- 
ances bob  up  continually.  Often  the  customer 
does  not  come  to  the  store  to  register  the  com- 
plaint, but  remains  away  entirely,  the  dealer,  of 
course,  losing  any  chance  for  future  sales  as  a 
result.  Complaints  tactfully  settled  so  that  the 
customer  feels  that  he  or  she  has  been  given 
a  fair  deal  is  worth  dollars  to  the  dealer.  "Fly- 
ing off  the  handle"  or  assuming  an  arbitrary 
attitude  when  a  complaint  is  made  will  do  no 
good,  but,  instead,  harm  is  bound  to  result. 

It  is  very  much  worth  the  talking  machine 
dealer's  while  to  make  a  periodical  check-up 
of  his  customers'  purchases  during,  say,  a  pe- 
riod covering  three,  four  or  six  months.  For 
example,  if  the  dealer  finds  that  during  a  period 
of  three  months  a  particular  patron  made  sev- 
eral purchases  and  then,  during  the  ne.xt  three 
months,  did  not  visit  the  store  at  all  he  may  be 
sure  that  something  is  radically  wrong  and  he 
should  make  it  his  business  to  find  the  reason. 
Drop  the  former  customer  a  letter,  pointing  out 
the  fact  that  you  have  noticed  he  or  she  has  not 
been  to  the  store  for  some  time,  etc.  Also  let 
this  person  know  in  a  tactful  manner  how  much 
his  or  her  patronage  is  valued.  The  letter 
should  be  so  written  that,  if  the  customer  has 
some  complaint  to  make  and  that  this  is  the  rea- 
son for  discontinuing  patronage,  the  natural  thing 
to  do  is  to  register  the  complaint  through  the 
mail  or  by  a  personal  visit.  If  this  letter  does 
not  bring  the  desired  result  it  would  pay  to  have 
a  salesman  visit  this  patron  when  he  is  in  that 
neighborhood  or  use  the  telephone  to  get  in 
touch  with  the  customer.  It  is  as  necessary  to 
retain  old  customers  as  it  is  to  dig  up  new  ones. 


COLUMBIA  SALE  A  SUCCESS 

Tampa,  Fla.,  June  5. — The  Gourlie  ^lusic  Co., 
of  this  city,  exclusive  Columbia  dealer,  com- 
pleted recently  a  very  successful  machine  sale. 
This  is  the  fourth  similar  campaign  in  the  last 
year,  resulting  in  a  total  sale  of  230  Colum- 
bias.  Not  only  does  the  Gourlie  Music  Co.  sell 
a  large  volume  of  machines,  but  its  record  busi- 
ness is  exceptionally  heavy. 


BRUNSWICK  SHOP  INCORPORATES 

The  Brunswick  Shop,  Inc.,  has  been  granted 
a  charter  of  incorporation  under  the  laws  of 
the  State  of  Delaware,  with  a  capital  of  $75,000. 
Incorporators  are:  Wm.  W.  Bennett,  Oliver  H. 
Bennett  and  Wm.  H.  White,  Washington,  D.  C. 


COMPARTMENT 
TO  HOLD  SIX 
RECORDS 


AMPLIFYING 
TONE  ARM 
DETACHABLE 

WONDERFUL 

'ARTOIS 
REPRODUCER 


HANDLE  PUT  OK  TO  STAY 


10  OR  12  INCH_ 
RECORD  TABLE 


The  MODEL  "E"  PORTABLE  PHONOGRAPH 

STRONGLY      Artistic — Superior  Tone  Quality — Light  Weight — 

Compact — Durable. 


CONSTRUCTED 
CASE 


STRAPS  TO 
FASTEN  TONE 
ARM  WHEN 
CARRYING 


NEEDLE  WELLS 

POWERFUL  SPRING 
WINDING  ARM 
DETACHABLE  FOR 
CARRYING 


SPEED  REGULATOR 


STURDY  LOCK  FASTENERS     CONCEALED  AMPLIFYING 

TONE  CHAMBER 


Not  a  Seasonal  Portable. 

By  removing  four  screws,  which  hold  the 
phonograph  in  the  case,  it  is  instantly 
converted  into  a  table  model. 

A  VERY  DESIRABLE  AND  EXCLUSIVE 
FEATURE.     PLAYS   ALL  RECORDS. 

Write  for  Our  Proposition 

THE  GENERAL  PHONOGRAPH  MFG.  CO. 

ELYRIA,  OHIO. 
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Mr.  'Manufacturer  and 
Mr.  Dealer:  — 

Would  you  buy  a  watch  without  a  case  or  an  automobile 
without  an  enclosed  engine,  transmission  or  differential? 

You  certainly  would  not! 

Then  why  buy  an  old  style  open  type  phonograph  motor, 
that  is  unprotected  from  dust,  screw-drivers,  fingers,  etc.,  and  is 
never  oiled  after  leaving  the  factory,  when  you  can  buy  enclosed, 
automatically  lubricated  motors  for  less? 

Yet  manufacturers  have  been  asking  the  trade  to  buy  open 
type  non-lubricated  phonograph  motors;  and  getting  away  with 
it  because  nobody  knew  any  better — until  UNITED  MOTORS 
came  along. 

As  you  well  know,  your  responsibility  does  not  end  when 
you  deliver  the  machine.  Your  customer  expects  and  will  insist 
that  It  render  reasonable,  satisfactory  service,  and  if  it  fails  for  any 
reason  to  do  this,  will  call  on  you  to  make  it  right. 

This  costs  money. 

It  is  not  a  coincidence  that  the  service  on  instruments 
equipped  with  UNITED  MOTORS  is  only  about  1/5  that  on 
machines  equipped  with  old  style  open  type  motors. 

This  explains  why  the  demand  for  UNITED  MOTORS 
has  forced  us  to  purchase  a  large  modern  factory  (60,000  square 
feet  on  one  floor)  so  that  our  production  can  keep  pace  with 
our  orders,  and  why  we  are  rapidly  becoming  the  largest  inde- 
pendent  phonograph  motor  manufacturers  in  the  world. 

UNITED  MFG.  6?  DISTRIBUTING  CO. 

9705  COTTAGE  GROVE  AVE. 
CHICAGO 
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COLUMBIA  GRAPHOPHONE  CO.  ANNOUNCES  NEW, 

DISTINCTIVE  LINE  OF  ARTISTIC  INSTRUMENTS 


By  this  design  the  unfailing  certainty  of  op- 
eration of  the  automatic  start  and  non-set  auto- 
matic stop  mechanism  is  insured.     The  auto- 


Fourteen  Models.  Including  Seven  Uprights,  Four  Consoles,  School,  Table  and  Portable  Machines, 
in  "New  Columbia"  List — Tone  Arm,  Reproducer  and  Motor  Units  Are  Features 


One  of  the  most  important  announcements 
made  in  the  talking  machine  industry  this  year 
was  the  notice  sent  out  to  Columbia  dealers  a 
fortnight  ago  to  the  effect  that  the  "New  Co- 
lumbia" was  ready  for  the  market.  Columbia 
dealers  were  advised  a  few  months  ago  by  the 
company's  wholesale  branches  in  the  leading 


New  Columbia  Console — $200 

trade  centers  that  plans  for  producing  the  "New 
Columbia"  were  rapidly  getting  into  shape,  and 
the  first  announcement  of  the  line  has  produced 
enthusiastic  comments  of  praise  from  the  deal- 
ers everywhere. 

The  "New  Columbia"  was  placed  before  the 
trade  through  the  medium  of  a  handsome  large 
folder,  illustrating  all  of  the  types  comprising 


school  model,  equipped  with  wheels  for  moving 
from  one  classroom  to  another,  lists  at  $120;  the 
table  model  lists  at  $75  and  the  portable  $150. 

With  this  complete  line  of  instruments  the 
Columbia  dealer  will  be  in  a  position  to  cater 
to  the  requirements  of  every  class  of  trade.  The 
uprights,  table  and  school  models  follow  closely 

a  standard  cabinet  de- 
sign, which  is,  un- 
doubtedly, one  of  the 
most  attractive  forms 
of  cabinet  construc- 
tion that  have  been 
offered  to  the  talking 
machine  trade  in  re- 
cent years.  The  con- 
soles are  distinctive  in 
design  and  appear- 
ance and  each  one  has 
the  divided  top  that  is 
so  popular  at  the 
present  time. 

From  a  mechanical 
standpoint  the  most 
important  features  of 
the  "New  Columbia" 
are  the  new  No.  12  re- 
producer and  the  new 
Columbia  motor.  In 
its  announcement  to 
the  trade  the  Colum- 
bia Co.  referred  to 
this  reproducer  as  fol- 
lows: "This  new  No. 
12  reproducer  is  de- 
signed to  give  bril- 
Model  liancy  and  detail  over 

the  entire  audible  range  of  musical  notes.  It  is 
beautifully  satisfying  in  its  trueness  and  fidel- 
ity to  every  musical  pitch  and  tone.  Freedom 
from  blast  has  been  accomplished  by  the  inven- 
tion of  an  absolutely  original  method  of  sup- 
porting the  needle  arm.  In  place  of  the  usual 
bridge  and  pivot  bearings,  with  their  unequal 
expansion  to  heat,  which  produces  vibration  and 
blast,  the  needle  arm  is  supported  on  two  solid 
knife  edges  and  held  by  two  ingeniously  de- 
vised springs  of  highly  tempered  tool  steel." 

Referring  to  the  new  Columbia  motor  the 
company  stated,  in  part,  as  follows:    "The  bed- 


New  Columbia  Bed  Plate  and  Tone  Arm  Unit 
the  line.  The  illustrations,  however,  hardly  do 
justice  to  the  artistic  cabinet  designs  that  char- 
acterize the  "New  Columbia"  product.  Within 
the  past  few  weeks  dealers  from  every  section 
of  the  country  have  visited  the  Columbia  of- 
fices in  order  to  become  acquainted  with  the 
new  styles  and  the  branches  are  placing  large 
orders  for  immediate  deliveries. 

The  "New  Columbia"  comprises  a  line  of 
fourteen  models,  including  four  consoles,  seven 
uprights,  a  special  school  model,  a  table  model 
and  a  portable.  The  consoles  are  listed  at  $200. 
$175,  $150  and  $100;  the  uprights  are  listed  at 
$225,  $175,  $165,  $150,  $125,  $115  and  $100;  the 


New  Columbia  No.  12  Reproducer 

plate  of  the  new  Columbia  motor  and  the  tone 
arm  attachments  are  constructed  in  one  unit. 


QUALITY    IS    NOT    AN  ACCIDENT 

The  superior  quality  of  our  COTTON  FLOCKS  for  record  manufacture  is  the  result  of  con- 
tinual study  of  the  manufacturer's  requirements — diligent  adherence  to  the  use  of  raw  materials 
which  will  produce  the  best  flocks  and  scrupulous  attention  to  every  detail  of  their  manufacture. 

Numerous  record  manufacturers  are  profiting  by  the  cleanliness  and  uniformity  of  our 
product  through  reduction  in  spoilage  of  records. 

ARE  YOU  ONE  OF  THESE  MANUFACTURERS f 


CLAREHf ONT  WASTE  MFG.  CO. 


Claremont,  N.  H. 


New  Columbia  Upright— $225  Model 

matic  start  is  a  brand  new  Columbia  feature, 
the  motor  starting  when  the  tone  arm  is  moved 
over  to  place  the  needle  on  the  record.  In  four 
revolutions  it  gains  full  speed.  It  is  impossible 
for  it  to  stop  before  the  needle  reaches  the  end 


Auxiliary  Record  File  in  $225  Upright 
of  the  record,  unless  the  arm  is  lifted  and  either 
moved  to  the  center  or  back  to  the  extreme 
right.  It  operates  without  resetting  or  adjust- 
ment for  either  ten  or  twelve-inch  records.  Lu- 
brication, the  life  of  every  motor,  has  received 
especial  care. 
The  hard-to-oil 
parts  are  clever- 
ly provided  for 
by  a  central  oil 
well,  from  which 
the  oil  is  led  fay 
tubed  wicks  to 
five  important 
bearings.  A  new, 
important  and 
unique  device 
is  the  speed 
regulator  lock. 
This  is  a  thumb- 
screw nut  locat- 
e  d  under  the 
turntable,  which 
locks  the  speed 
regulator  so 
that  it  cannot 
be  carelessly  al- 
tered." New  Columbia  Motor  Unit 
An  interesting  feature  of  the  $225  upright  is  a 
novel  filing  device  with  an  extra  record  capacity 
in  the  back  of  the  cabinet.  This  device,  which 
is  shown  herewith,  is  attracting  considerable 
interest  in  the  trade. 
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^Aeolian 

VOCALION 


B- 


Featuring  A  Classic  Italian  Design 


Italian  Console — Style  1634 

Height,  35  inches;  width,  38  inches; 
depth,  22  inches.    Equipped  with  albums 

This  style  has  the  exclusive  Vocalion  feature — The 
Graduola,  which  is  to  the  phonograph  what  the 
artist's  touch  is  to  other  instruments. 


ITALIAN    arts  and 
crafts,  preeminent  for 
centuries,  are  worthi- 
ly   represented    in  this 
Aeolian  ■  Vocalion  Con- 
sole Model,  Style  1634. 

The  richness  of  the  shaded 
walnut  cabinet,  the  true 
Florentine  design  and 
decoration  make  this  the 
perfect  instrument  to  add 
beauty  as  well  as  music 
to  a  room. 

Musically,  the  Aeolian- 
Vocalion  is  the  utmost  in 
Phonograph  Perfection. 

The  research  and  experi- 
ments of  the  world's  lead- 
ing experts  on  reproduced 
tone  have  resulted  in  an 
instrument  so  musical 
that  the  prejudice  some- 
times expressed  towards 
ordinary  phonographs 
rapidly  disappears  before 
the  vibrant,  mellow  qual- 
ity of  the  Aeolian- Vo- 
calion. 

This  is  one  of  the  advan- 
tages in  featuring  a  phono- 
graph  manufactured  by 
the  world's  leading  manu- 
facturer of  musical  instru- 
ments. 


The  Aeolian  Company 

AEOLIAN  HALL  NEW  YORK 
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ARMAND  TOKATYAN 
Tenor,  Metropolitan  Opera  Company 

Another  Beautiful  Voice 

which  is  recorded  exclusively  for 

OCALION 

RED  RECORDS 

This  brilliant  Armenian  artist  won  instantaneous 
acclaim  when  he  recently  created  the  role  of  Lucio 
in  "Anima  Allegra"  at  the  Metropolitan  Opera 
House. 

The  mellow  tenor  quality  of  Tokatyan  is  magnifi- 
cently reproduced  on  his 

VOCALION  RED  RECORDS 

His  first  record,  to  be  released  in  July,  is  in  duet 
with  ROSA  RAISA.  It  was  accompanied  by  orches- 
tra conducted  by  Gennaro  Papi  of  the  Metropolitan 
Opera  House. 

No.  55010 — Miserere — from  II  Trovatore 
VOCALION  RED  RECORDS  Play  on  All  Phonographs 

The  Aeolian  Company 


AEOLIAN  HALL 


NEW  YORK 


Distributors 

of  Vocalion  Red  Records 


MUSICAL  PRODUCTS  DISTR.  CO., 
37  E.  18th  St.,  New  York  City. 

WOODSIDE  VOCALION  CO., 
154  High  St.,  Portland,  Me. 

A.  C.  ERISMAN  CO., 

174  Tremont  St.,  BoBton,  Mass. 

GIBSON-SNOW  CO., 

306  W.  Willow  St.,  Syracuse,  N.  Y. 

LINCOLN  BUSINESS  BUREAU, 
1011  Race  St.,  Philadelphia,  Pa. 

SONORA  DISTR.  CO., 

505  Liberty  Ave.,  Pittsburgh,  Pa. 

VOCALION  RECORD  CO.  OF  MD., 
305  N.  Howard  St.,  Baltimore,  Md. 

O.  J.  DEMOLL  &  CO., 

12th  and  G  Sts.,  N.  W.  Waihington, 
D.  C. 

LIND  &  MARKS  CO., 

530  Bates  St.,  Detroit,  Mich. 

VOCALION  CO.  OF  CHICAGO, 
Distributors  of  Vocaliona  and 
Vocalion  Records, 
529  S.  Wabash  Ave.,  Chicago,  III. 

VOCALION  CO.  OF  OHIO, 

328  W.  Superior  St.,  Cleveland,  O. 

LOUISVILLE  MUSIC  CO., 
570  S.  4th  St.,  Louisville,  Ky. 

HESSIG-ELLIS  DRUG  CO., 
Memphis,  Tenn. 

GUEST  PIANO  CO., 
Burlington,  la. 

D.  H.  HOLMES  CO., 
New  Orleans,  La. 

STONE  PIANO  CO., 
Fargo,  N.  D. 

STONE  PIANO  CO., 

826  Nicollet  Ave.,  Minneapolii, 
Minn. 

STREVELL-PATERSON  HARD- 
WARE CO., 
Salt  Lake  City,  Utah 

MOORE-BIRD  CO., 
1751  California  St.,  Denver,  Colo. 

MUNSON-RAYNER  CORP., 

643  S.  Ohve  St.,  Los  Angelei,  Cal. 

THE  MAGNA  VOX  CO., 

115  Jessie  St.,  San  Francisco,  Cal. 
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In  "Aunt  Hagar's  Blues,"  Ted  Lewis  and  His  Band  deliver  them- 
selves of  a  slow^-drag,  or  half-time  fox-trot,  that's  as  unusual  as  its 
monniker. 

And  w^hen  the  same  bunch  burst  forth  into  "Wet  Yo'  Thumb," 
you  can  hear  the  rustle  of  a  new  page  being  turned  in  the  book  of 
danceology.    Both  these  numbers  on  the  one  record — A-3879. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


BROWN'S  MUSIC  SHOP  OPENS 

Musical  Program  and  Distribution  of  Souvenirs 
Mark  Formal  Opening  of  Fine  Hackensack 
Store — E.  G.  Brown,  Jr.,  Manager 


AN  ORCHESTRA  OF  PROMINENCE 


CUPID  CAPTURES  TRADE  MEMBERS 


Hackensack,  N.  J.,  June  5. — A  large  crowd  at- 
tended the  formal  opening  here  of  Brown's 
Music  Shop  at  122  Main  street  on  the  evening 
of  May  28.  A  musical  program  and  distribu- 
tion of  souvenirs  marked  the  opening  of  the 
establishment,  which  is  under  the  management 
of  E.  G.  Brown,  Jr.,  son  of  E.  G.  Brown,  well- 
known  talking  machine  dealer  of  Bayonne, 
N.  J.,  and  secretary  of  the  Talking  Machine 
Men,  Inc.  The  new  store  is  well  stocked  with 
talking  machines  and  records,  etc.,  and  its 
modern  equipment  makes  it  one  of  the  most 
attractive  music  stores  in  this  city. 


THE  WAYSIDE  SHOP  ENTERS  FIELD 

Washingtonville,  N.  Y.,  June  4. — The  Way- 
side Shop  was  recently  opened  at  29  Old  White 
Plains  road  here.  The  concern  handles  furni- 
ture, talking  machines,  records  and  pianos.  The 
establishment  is  equipped  with  modern  fixtures 
and  it  is  one  of  the  most  artistic  and  complete 
music  stores  in  this  vicinity. 


VITALITONE,  INC.,  CHARTERED 

New  Haven,  Conn.,  May  2. — Vitalitone,  Inc., 
music  dealers  of  this  city,  have  been  granted 
a  charter  of  incorporation  under  the  laws  of 
Connecticut  to  deal  in  musical  instruments  with 
a  capital  of  $100,000,  of  which  $51,000  has  been 
paid  in.  Yitalis  Himmer,  John  Duncan  and 
William  F.  Alcorn  are  the  incorporators. 


ITALIAN 

Popular  Music 


MONTHLY  RELEASES 

WRITE     FOR  CATALOG 
Out-of-Town  Agents  Wanted 
Distributed  by 

ITALIAN  BOOK  CO. 

145  Mulberry  St.       New  York,  N. 


Albert  E.  Short  and  His  Tivoli  Syncopators 
Feature  of  One  of  Chicago's  Finest  Theatres 


When  it  was  announced  recently  that  the 
Aeolian  Co.  had  closed  a  contract  with  Albert 
E.  Short  and  His  Tivoli  Syncopators  to  make 
Vocalion  Red  records  exclusively  it  forecasted 
a  tremendous  increase  in  Vocalion  Red  record 
sales  in  the  Chicago  and  Middle  West  territory 
because   of   Mr.   Short's   association   for  vears 


The  Tivoli  Theatre,  Chicago 

with  the  Balaban  &  Katz  theatrical  interests  in 
Chicago,  and  these  predictions  have  already 
been  realized. 

These  theatres  are  masterpieces  in  architec- 
tural design  and  interior  workmanship  and  fur- 
nishings. Five  theatres  are  controlled  by  the 
Balaban  &  Katz  interests — the  Chicago,  Riviera, 
Tivoli,  Central  Park  and  Roosevelt.  The  Chi- 
cago Theatre  represents  an  investment  of  over 
$5,000,000  and  is  a  magnificently  furnished  the- 
atre. The  Tivoli  is  also  in  the  "million-dollar 
class,"  this  theatre  having  cost  upwards  of  $2,- 
500,000.  Its  spacious  lobby,  finished  in  white 
marble,  has  standing  room  for  approximately 
17000  people.  Its  seating  capacity  is  4,000.  The 
third  Balaban  &  Katz  theatre  is  the  Riviera, 
located  at  Broadway  and  Lawrence  street,  a 
beautiful  theatre  seating  2,700.  It  is  called  the 
"drawing  room  of  the  theatres."  The  West 
Side's  leading  theatre  is  the  Central  Park,  the 
smallest  of  the  group.  It  is  also  very  hand- 
somely furnished,  in  keeping  with  the  Balaban 
&  Katz  policy. 


MANNING  CO.  ADDS  BRUNSWICK  LINE 

.A.UGUSTA,  Me.,  June  2. — The  W.  P.  Manning 
Music  Co.,  311  Jackson  avenue,  one  of  the  most 
popular  music  dealers  in  this  city,  has  added 
the  Brunswick  line  of  machines  and  records, 
according  to  an  announcement  by  W.  P.  Man- 
ning, proprietor.  A  vigorous  sales  promotion 
campaign  in  the  interest  of  the  Brunswick  has 
been  started  by  this  concern. 


Miriam  H.  Goldsmith,  Treasurer  of  Cabinet  & 
Accessories  Co.,  Wed  to  Robert  A.  Goodman, 
Popular  Brooklyn  Talking  Machine  Dealer 


At  a  very  attractive  and  impressive  ceremony 
held  at  the  Trinity  Reformed  Church,  Brooklyn, 
N.  Y.,  on  Monday  evening.  May  21,  Miriam  H, 
Goldsmith  was  married  to  Robert  A.  Goodman. 
Both  the  bride  and  groom  are  very  well  known 
in  talking  machine  circles.  The  bride  is  the 
treasurer  of  the  Cabinet  &  Accessories  Co., 
Inc.,  and  the  groom  is  a  well-known  talking 
machine  retailer  of  Brooklyn. 

The  bride,  attractively  gowned  in  flowered 
crepe  with  long  train  and  silk  net  veil  with 
wreath  of  orange  blossoms,  was  given  away  by 
her  father.  Otto  Goldsmith.  Hundreds  of 
friends  were  present  to  extend  their  well  wishes 
to  the  bride  and  groom,  after  which  the  happy 
couple  and  the  members  of  the  immediate  fam- 
ily repaired  to  the  Pennsylvania  Hotel  for  a 
wedding  supper.  The  next  morning  the  couple 
sailed  for  Bermuda  for  an  extended  honeymoon, 
after  which  they  will  take  up  their  residence  in 
Brooklyn. 

Mrs.  Goodman  w^ill  continue  as  treasurer  of 
the  Cabinet  &  Accessories  Co.,  Inc.,  although 
she  will  only  be  able  to  make  occasional  visits 

to  the  headquarters  of  the  company. 


Ward's  PaddedKhaki 

Moving  Covers 


for 
Pianos 
and  all 
Models  of 
Upright 

and 
Console 
Machines 


Distributors 
BRISTOL  &  BARBER,  INC. 
3  E.  14th  St.  New  York  City 

SHERMAN,  CLAY  &  CO. 
741  Mission  St.  San  Francisco,  Calif. 

THE  C.  E.WARD  CO. 

Manuf  acturera 

NEW  LONDON  OHIO 
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The  New  Pathe  Products 


The  Pathe  Radio  Loud  Speaker 

The  radio  world  acclaims  a  new  marvel. 
The  Pathe  Radio  Loud  Speaker  marks  a 
new  epoch  in  radio  reception;  reproduces 
with  any  desired  volume,  speech  that  is 
natural  and  clear  and,  without  distortion, 
music  that  is  pleasing.  Send  coupon  for 
dealer's  NO-LOSS  offer. 


The  New  Pathe  Phonograph 

Line 

Beautiful  new  designs  in  Upright  and 
Console  Models  with  the  new  Pathe  oval 
horn.  Also  the  new  Pathe  Portable 
Model,  compact  but  complete  including 
record  file. 


The  Pathe  Actuelle  Phonograph 

The  Pathe  Actuelle  Phonograph  is  new, 
novel  and  different  from  any  other  phono- 
graph in  the  world. 


The  New  Pathe  Records 

play  on  all  phonographs  with  steel  needles. 
The  only  nationally  known  trade-mark 
record  on  the  market  at  a  popular  price. 
Catalog  complete  with  the  latest  dance 
and  vocal  hits  of  the  day.  Also  classical 
and  operatic  records  by  world  famous  art- 
ists, all  double-faced  at  the  same  price. 


The  Pathe  Skyscraper 
Record  Rack 

enables  dealers  properly  to  display  their 
records.  Constructed  of  steel;  beautifully 
oxidized  and  polished.  Built  in  sections 
(like  a  sectional  bookcase)  ;  you  add  new 
units  as  you  need  them.  Comes  knocked- 
down  but  is  very  easily  assembled.  More 
substantial  and  better  in  every  respect  than 
anything  on  the  market — and  cheaper. 


On  every  continent  on  the  face  of  the  globe, 
in  the  remotest  corners  of  the  earth,  the  Pathe 
Red  Rooster  is  known.  It  is  the  most  famous 
trade-mark  in  the  world  today.  For  thirty 
long  years,  Pathe's  world-wide  organization 
has  been  manufacturing  acoustical  products. 

That  is  why 

— the  Pathe  Radio  Loud  Speaker  is  recog- 
nized by  leading  radio  engineers  and  the 
public  at  large  as  the  best  Loud  Speaker 
on  the  market. 

— the  new  Pathe  line  of  phonographs  is 
handsome  m  design  and  supreme  in  tone. 

— the  Pathe  Actuelle  is  different  from  any 
other  phonograph  in  the  world — a  new 
principle  in  the  art  of  sound  reproduction. 

— the  new  Pathe  records  that  play  on  all 
phonographs  with  steel  needles  are  the 
equal  of  any  records  in  the  world,  irre- 
spective of  selling  price. 

— thousands  of  dealers  from  coast  to  coast 
are  today  handling  the  new  Pathe  prod- 
ucts and  hosts  of  new  dealers  are  con- 
tinually being  added  to  the  list. 

This  is  the  Meaning  of  Pathe  the 
World  Over 


Fill  out  the  coupon,  sign  and  mail  it  to  us  to-day. 


PATHE  PHONOGRAPH  &  RADIO  CORP. 
20  Grand  Avenue,  Brooklyn,  N.  Y. 
Mail  descriptive  matter,  prices  and  discounts  on  items 
checked. 

□  Pathe  Radio  Loud  Speaker. 

□  Pathe  New  Phonograph  Designs. 

□  Pathe  Actuelle  Phonographs 

□  Pathe  Records  That  Play  on  All  Phonographs  with 

Steel  Needles. 

□  Pathe  Skyscraper  Record  Rack. 

Address  


cJ^z/54e  t^e  World  Ove^ 
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The  NEW  Columbia  — the  best  phonograph  ever  built — is  ready. 
It  has  a  new  reproducer — the  most  perfect  ever  devised — which 
brings  out  all  the  music  just  as  it  goes  into  the  record. 

It  has  a  new  motor  w^ith  a  new  automatic  start  and  a  new  non-set 
automatic  stop.  The  new  cabinet  styles  concede  superiority 
to  none. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


ANNOUNCES  NEW  EMERSON  LINE 


Emerson  Phonograph  Line  for  1923-1924  Will 
Be  Ready  Shortly — Console  Designs  of  Ex- 
ceptional Attractiveness — The  Music  Master 
Horn  a  Feature  of  All  New  Models 


The  Emerson  rhonograph  Co.,  New  York, 
and  the  Wasinuth-Goodrich  Co.,  Peru,  Ind., 
manufacturer  of  Emerson  phonographs,  have 
just  announced  tliat  the  new  hne  of  1923-24 
Emerson  models   will    hi'    ririiU    i'ni-  ^liiimient 


an  exclusive  Emerson  feature.  The  new  tone 
arm  and  sound  box  were  tested  under  the  most 
severe  and  trying  conditions  before  they  were 
finally  adopted  as  standard  equipment  for  the 
Emerson  line  and  Emerson  jobbers  and  dealers 
who  have  heard  them  are  delighted  with  the 
product. 

The  Music  Master  horn,  which  is  used  exclu- 
sively on  Emerson  phonographs,  has  been  the 
subject  of  nation-wide  publicity.  It  has  won 
imlimited  approval  from  music  lovers  and  the 
Emerson  Phonograph  Co.  has  received  many 
letters  of  congratulations  from  purchasers  of 
Emerson  phonographs  who  have  referred  to  the 
Music  Master  horn  in  the  highest  terms  of 
praise.  Every  model  in  the  new  Emerson  1923- 
24  line  will  be  equipped  with  this  horn  and,  in 
all  probability,  the  advertising  and  sales  cam- 
paign to  be  launched  in  behalf  of  the  new  mod- 
els will  feature  this  horn  as  a  dominant  factor 
in  the  construction  of  the  Emerson  phonograph. 

The  new  Emerson  line  will  be  on  display 
very  shortly  in  the  offices  of  the  Emerson  Pho- 
nograph Co.,  105  West  Twentieth  street,  New 
York,  and  B.  Abrams,  president  of  the  com- 
pany, will  extend  an  invitation  to  the  trade  to 
visit  the  company's  warerooms  and  become 
acquainted  with  the  new  Emerson  product. 


ANOTHER  OKEH  BETROTHAL 


The  New  Emerson  Alaric  Model 

August  15.  This  new  line  will  be  thoroughly 
representative  of  the  distinctive  cabinet  designs 
and  mechanical  qualities  which  have  character- 
ized the  Emerson  product  since  its  introduction 
to  the  trade. 

It  is  stated  that  the  Emerson  line  for  1923-24 
will  comprise  console  models  exclusively  and 
range  in  retail  price  from  $100  to  $225.  Each 
cabinet  design  will  be  a  faithful  reproduction 
of  the  furniture  period  that  it  represents  and 
unlimited  care  and  attention  have  been  bestowed 
upon  every  detail  of  cabinet  manufacture.  From 
an  equipment  standpoint  the  most  important 
features  of  the  new  Emerson  product  are  the 
use  of  an  improved  tone  arm  and  sound  box, 
together  with  the  Music  Master  horn,  which  is 


Another  diamond  ring  is  now  in  evidence  in 
the  executive  oiifices  of  the  General  Phonograph 
Corp.,  manufacturer  of  Okeh  records,  and  Miss 
Anna  B.  Hirsch  is  receiving  the  congratulations 
of  her  co-workers.  Miss  Hirsch,  who  is  secre- 
tary to  Paul  L.  Baerwald,  Eastern  sales  man- 
ager of  the  company,  was  betrothed  on  May  8 
to  Harry  Weinberg  and  the  date  for  the  wed- 
ding will  be  announced  very  shortly.  Inciden- 
tally, Miss  Hirsch  is  one  of  the  veterans  of  the 
Okeh  staff,  having  joined  the  company's  force 
shortly  after  the  company  moved  into  its  pres- 
ent headquarters  at  25  West  Forty-fifth  street, 
New  York. 


NEW  BRUNSWICK  ACCOUNTS 


A  new  Brunswick  account  has  been  opened  at 
Garrison,  N.  D.  This  store  is  under  the  owner- 
ship of  F.  A.  Calkins,  who  has  been  doing  a 
retail  business  in  that  town  for  a  number  of 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Let    at    figure    on   your  requirements 

MADE  BY 

PLYWOOD  CORPORATION,    Goldsboro,  N.  C. 

Milli  in  Va..  N.  C  and  S.  C 


SUMMER  DRIVE  ON  "PAL"  PORTABLE 

Plaza  Music  Co.  Aiding  Dealers  in  a  Most  Ef- 
fective Way  to  Put  Over  Sales  Iby  Arousing 
Public  Interest  Through  Advertising 


The  Plaza  Music  Co.,  manufacturer  of  the 
"Pal"  portable  talking  machine,  is  supplying  its 
dealers  with  advertising  material  and  plans  for  a 
complete  Summer  campaign  on  portable  ma- 
chines. This  includes  newspaper  mats  and  copy, 
display  suggestions  and  signs  and  consumer 
folders.  All  of  the  material,  prepared  with  great 
care  and  at  no  small  expense,  is  most  attractive 
and  should  create  attention  as  well  as  increase 
sales  where  used  by  the  retailers. 

It  is  the  contention  of  the  advertising  depart- 
that  not  only  will  newspaper  publicity  and  the 
follow-ups  for  the  campaign  produce  sales  that 
will  justify  the  e.xpenditure,  but  the  seasonable 
publicity  will  be  the  means  of  attracting  cus- 
tomers to  the  store  for  other  musical  needs. 
It  might  here  be  mentioned  that  while  the  ad- 
vertising material  carries  illustrations  of  the 
"Pal"  portable,  music  propaganda  predomi- 
nates in  the  copy,  such  captions  as  "Music  for 
All  Outdoors,"  "Music  Wherever  You  Want 
It"  and  "The  Phonograph  for  Every  Occasion," 
being  both  general  as  well  as  specific  publicity. 
A  rotogravure  hanger  for  use  in  the  store  is  also 
supplied  the  trade. 


MODERNOLETTE  IN  SOUTH  SEAS 


Large  Audiences  of  Loo  Choo  Group  of  Islands 
Charmed  by  Music  of  Portable 


Although  it  is  comparatively  easy  to  note  the 
growing  popularity  of  the  Modernolette  port- 
able, manufactured  by  the  Modernola  Co., 
Johnstown,  Pa.,  in  this  country,  its  popularity 
in  other  countries  is  also  growing,  according  to 
a  communication  from  the  Rev.  Earl  R.  Bull, 
a  missionary  in  Kagoshima,  Kyushu,  Japan.  He 
speaks  of  the  excellent  work  of  the  Moderno- 
lette as  follows: 

"The  Modernolette  labors  in  the  Southern 
Seas!  This  fine  gift  from  Franklin  street  was 
heard  over  many  islands  in  the  Loo  Choo  group 
in  January  and  February,  1923.  In  every  meet- 
ing we  used  it  we  had  about  400  present  who 
appreciated  its  clear  tones.  Its  music  continues 
to  uplift  and  draws  to  new  and  higher  levels." 


LOANS  VICTROLAS  TO  MOVIE  STARS 


New  London,  Conn.,  June  5. — The  United  Music 
Co.,  Victor  dealer,  of  this  city,  recently  gained 
some  excellent  free  publicity  in  the  local  news- 
papers by  loaning  two  Victrolas  and  records 
to  Miss  Lila  Lee  and  Thomas  Meighan,  famous 
moving  picture  stars,  who  sojourned  here  for 
several  days. 


The  Brooks  Music  House,  Edison  dealer,  Al- 
toona.  Pa.,  is  featuring  Edison  records  by  means 
of  extensive  newspaper  and  window  display 
publicity. 
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YOUR  CUSTOMERS  WILL  BUY 


When  they  see  what  it  will  do! 

We  don't  need  to  tell  you  of  the  sales  possibilities  for  Bakertone.  Users  of  phonographs  have  been  waiting  for 
yeeirs  for  an  instrument  that  would  assure  them  of  perfect  phonograph  reproduction,  eliminate  that  metallic  harsh- 
ness and  rasping  surface  noise,  and  provide  positive  means  for  governing  the  volume  of  music.  Bakertone  does  all  of 
these  things.  You  need  only  demonstrate  it  to  your  music-loving  customers — they  will  buy  when  they  see  what  it  will  do. 


In  this  position  Bakertone  produces  the  maximum  volume 
of  music,  minus  the  metallic  blare  and  distracting  sur- 
face noise. 


What  It  Is 


Bakertone  is  an  ingenious,  little,  Rold-plated  instrument,  cylindrical 
in  shape,  about  an  inch  long,  to  be  used  with  any  needle-type  pho- 
nograph. Its  stub  is  inserted  in  the  needleholder,  as  illustrated 
above.  An  ordinary  needle  is  placed  in  the  Bakertone  and  the 
record  is  played  in  the  usual  way.  There's  nothing  to  get  out  of 
order ;  nothing  to  change  about  the  phonograph.  It's  as  easy  to  use 
and  adjust  as  it  is  to  change  needles. 


What  It  Does 


Bakertone  literally  transforms  phonograph  music.  It  brings  out  all 
the  melody — every  tone  and  overtone,  clear  and  distinct,  with  a 
purity  and  volume  that  satisfy  the  most  exacting  critic.  It  elimi- 
nates all  the  objectionable  screeching,  metallic  sounds,  and  reduces 
the  noise  of  the  needle  to  an  imperceptible  whisper.  In  addition 
to  this,  Bakertone  can  be  adjusted  instantly  to  give  just  the  volume 
needed  for  any  occasion.  In  short,  Bakertone  brings  to  phonograph 
music  that  final  touch  of  perfection  your  customers  have  been 
waiting  for. 


By  a  simple  turn  to  this  position  the  volmne  is  reduced 
to  an  extreme  pianissimo,  velvety  soft,  but  every  note 
clear  and  distinct.  The  instrument  can  also  be  ad- 
justed instantly  to  any  position  between  loud  and  soft. 


Double  Profits  for  Dealers 

Bakertone  is  a  money-maker  from  the  start.  There's  not  only  the 
liberal  profit  on  Bakertone  itself,  but  users  always  buy  more  rec- 
ords, for  it  makes  them  want  to  play  their  phonograph  more ! 
Many  dealers  are  also  using  Bakertone  in  their  demonstration 
booths,  where  they  find  it  increases  the  sales  of  high-class  records. 

National  Advertising  to  Help 

Popular  national  magazines  are  carrying  the  story  of  Bakertone 
into  millions  of  homes  this  month.  Every  line  of  this  advertising 
was  written  for  the  express  purpose  of  sending  phonograph  users 
with  money  in  their  pockets  into  your  store  to  buy  Bakertone. 
It  will  pay  you  to  stock  MOW  and  display  and  SELL  Bakertone. 

Dealers  Wanted 

We  want  progressive  dealers  who  will  work  with  us  to  put  Baker- 
tone in  the  hands  of  the  music-loving  public.  A  letter  will  bring 
all  the  facts  about  Bakertone  and  how  it  will  increase  your  sales 
and  profits.  Bakertone  retails  for  $5.00  on  a  satisfaction-guaran- 
teed-or-money-back  basis.    Write  today  for  full  details. 


BAKERTONE  CORPORATION 


408  PEARL  STREET 


BUFFALO,  N.  Y. 
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Watch 
this  Baby 

CJROW! 


"YOU  cam  So  w)-on^ -with any 'FEiST'gon^" 


OUR  EXPORTS  OF  TALKING  MACHINES 


Export  Figures  on  Talking  Machines  and  Rec- 
ords Show  Increasing  Tendency  as  Compared 
With  Last  Year — Our  Buyers  A'broad 


Washixgton",  D.  C,  June  4. — In  the  summary 
of  exports  of  the  commerce  of  the  United  States 
for  the  month  of  March,  1923  (the  latest  period 
for  which  it  has  been  compiled),  which  has  just 
been  issued,  the  following  are  the  figures  bear- 
ing on  talking  machines  and  records: 

Talking  machines  to  the  number  of  5,202,  val- 
ued at  $193,342,  were  exported  in  March,  1923, 
as  compared  with  3,092  talking  machines,  valued 
at  $110,444,  sent  abroad  in  the  same  period  of 
1922.  The  nine  months'  total  showed  that  we 
exported  44,671  talking  machines,  valued  at  $1,- 
736,602,  as  against  25,545  talking  machines,  val- 
ued at  $1,095,654,  in  1922. 

The  total  exports  of  records  and  supplies  for 
March,  1923,  were  valued  at  $115,073,  as  com- 
pared with  $87,971  in  March,  1922.  The  nine 
months  ending  March,  1923,  show  records  and 
accessories  exported  valued  at  $836,919,  as  com- 
pared with  $1,172,969  in  1922. 

The  countries  to  which  exports  were  made  in 
March,  and  the  values  thereof,  are  as  follows: 
France,  $4,304;  United  Kingdom,  $3,408;  other 
Europe,  $7,184;  Canada,  $55,672;  Central  Amer- 
ica, $6,651;  Mexico,  $8,002;  Cuba,  $15,078;  Ar- 
gentina, $10,225;  other  South  American  coun- 
tries, $17,469;  China,  $918;  Japan,  $13,064;  Phil- 
ippine Islands,  $8,090;  Australia,  $17,915;  Peru, 
$6,013;  Chile,  $3,800;  other  countries,  $15,549. 

In  the  above  report  the  imports  are  not  in- 
cluded and  this  is  explained  by  the  Bureau  of 
Foreign  and  Domestic  Commerce,  which  in- 
forms The  World  that  "Only  the  exports  of  do- 
mestic merchandise  by  articles  and  principal 
countries  are  published  at  this  time  on  account 
of  the  delay  in  the  import  reports.  The  cor- 
responding statement  of  imports  will  be  pub- 
lished when  the  delayed  reports  are  received." 


OKEH  RECORDS  PROVE  WELCOME 

Otto  Heineman  Receives  Letter  of  Apprecia- 
tion From  Pennsylvania  Hospital — Okeh  and 
Odeon  Records  Appreciated 


Otto  Heineman,  president  of  the  General 
Phonograph  Corp.,  New  York,  has  been  a  fac- 
tor frequently  in  recent  years  in  the  donation 
of  Okeh  records  to  hospitals  and  institutions 
for  the  use  of  the  inmates.  He  has  on  file 
many  letters  of  appreciation  from  the  recipients 
of  these  records  and,  the  other  day,  a  letter 
reading  as  follows  and  addressed  to  Mr.  Heine- 
man  was  received  from  the  Homeopathic  State 
Hospital,  Allentown,  Pa.: 

^  "The  Okeh  and  Odeon  records  which  you  so 
kindly  sent  us  are  in  service  throughout  the 
various  wards  and  buildings  of  our  hospital  and 
our  patients  are  enjoying  them  immensely.  With 
sincere  thanks  and  much  appreciation,  I  remain, 
(Signed)  Horace  W.  Cooper,  Steward." 


NOW  OCCUPYING  NEW  QUARTERS 

The  Foust  Drug  &  Music  Store,  Edison  deal- 
er, of  Juniata,  Pa.,  has  moved  into  its  new  build- 
ing. The  store  is  30x50,  with  additional  50 
feet  which  can  be  added  if  necessary.  Four 
new  booths  have  been  installed  and  there  is 
ample  display  space. 


The  fellow  who  is  in  business  simply  because 
he  is  after  money  and  not  because  he  has  a 
genuine  liking  for  the  game  will  never  be  very 
happy.  Life  is  too  short  to  pass  by  happiness 
and  contentment  for  the  sake  of  dollars. 


BUILDING  BUSINESS  BY  SERVICE 

Example  of  Service  Which  Has  Gained  Friends 
for  Unit  Construction  Co. 


Columbus,  Ga.,  Tune  4. — Recently  the  Humes 
Music  Co.,  of  this  city,  placed  its  contract  with 
the  Unit  Construction  Co.,  of  Philadelphia,  for 
the  complete  equipment  of  its  new  establish- 
ment. Advice  was  received  of  the  delivery  of 
the  equipment  in  Columbus  exactly  two  weeks 
after  order  placement.  The  plans  developed  by 
the  Unit  Construction  Co.  for  the  new  Humes 
store  provided  for  one  of  the  most  beautiful  and 
best  equipped  musical  establishments  south  of 
the  Mason  and  Dixon  Line.    The  Humes  Co. 


is  but  one  of  many  prominent  concerns  in  the 
Southeastern  territory  which  have  recently  placed 
contracts  for  substantial  Unico  departments 
with  M.  E.  Lyle,  Southern  representative  of  the 
Unit  Construction  Co.,  with  headquarters  in  At- 
lanta, Ga. 


NEW  STORE  IN  KINGSTON,  N.  Y. 

Kingston,  N.  Y.,  June  6. — One  of  the  most  re- 
cent additions  to  the  music  stores  of  this  city 
is  the  Kingston  Phonograph  &  Music  Co.,  43 
Nortli  Front  street.  In  addition  to  pianos  a 
complete  line  of  Victor,  Brunswick,  Sonora  and 
Granby  instruments  is  handled.  The  establish- 
ment is  modernly  equipped  throughout. 


fir^  ojall  a  PORTABLE 


YOU'LL  agree  a  pound  package 
carried  a  mile  weighs  10  pounds. 
You'll  agree  too,  a  bulky  bundle  is 
twice  as  hard  to  carry  as  a  compact  one. 

Your  ideal  portable  must  primarily  be 
light  in  weight;  compact  in  form. 

The  Spencerian  is  the  lightest  port- 
able of  quality  made,  weighing  less 
than  18  pounds.  Less  than  half  the 
size  of  a  suit-case,  15  x  11  x  7  inches, 
it  is  also  the  most  compact. 

Every  Spencerian  is  absolutely  guar- 
anteed. It's  the  only  portable  that 
sells  the  year  round.  It  plays  all  disc 
records.  Write  us  today! 

LIST'^RICE  {East  of  %ocky  mountains)  $30 

46  W.  Fourth  St. 
Paul,  Minn. 


qA  Fact! 

On  Olive  Street,  St. 
Louis,  the  following 
merchants  are  among 
our  many  customers: 

Baldwin  Piano  Co. 

E.  A.  Kieselhorst  Piano 
Company 

The  Aeolian  Co. 

Smith-Reis  Piano 
Company 

Krite-Boyens  Co. 

Lehman  Piano  Co. 

Field-Lippman  Piano 
Company 

May,  Stern  ©  Co. 


Wbstphono  Inc.  st. 


52 


THE   TALKING   MACHINE  WORLD 


June  15,  1923 


Melody  that  is  like  a  benediction  flows  from  both  sides  of  Record 
A-3865  when  Cyrena  Van  Gordon  sings  "The  Old  Road"  and 
"The  Old  Ref  rain." 

The  Van  Gordon  voice  is  a  rich,  colorful  contralto  that  meets  every 
requirement.  Add  to  the  artist's  recording  of  these  selections  a 
sympathetic  accompaniment,  and  you  have  a  record  that  com- 
mends itself  instantly  to  lovers  of  the  beautiful  in  music, 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


SALT  LAKE 

Unusual  Industrial  Activity  Ex- 
pected to  Re  Reflected  in  Good 
Business — Trade  Optimism  Grows 

Salt  Lake  City,  Utah,  June  6. — The  industrial 
situation  continues  excellent.  There  is  no  un- 
employment and  good  wages  are  being  paid. 
In  some  sections  of  the  State,  notably  in  Provo 
and  Utah  counties,  the  coming  of  the  big  steel 
plant  has  started  a  boom.  In  Salt  Lake  City 
building  operations  are  100  per  cent  ahead  of 
last  year.  Ogden,  also,  is  making  great  strides 
in  this  respect. 

R.  F.  Perry,  of  the  phonograph  division  of 
the  Brunswick-Balke-Collender  Co.,  has  just  re- 
turned from  a  trip  which  took  him  into  Idaho 
and  Wyoming.  In  a  statement  regarding  con- 
ditions, Mr.  Perry  said  the  first  shipment  of 
Royals,  the  new  $115  Brunswick  model,  has 
just  been  received  by  the  local  branch  and  the 
demand  is  already  so  great  that  the  first  ship- 
ment was  exhausted  in  a  few  days.  The  York 
and  Tudor  models  are  also  finding  customers. 
Mr.  Perry  went  to  Ogden  the  early  part  of 
the  month  to  meet  Margaret  Young,  famous 
comedienne  and  Brunswick  artist,  who  stopped 
of(  on  her  way  to  San  Francisco.  Other  Bruns- 
wick men  who  were  at  the  depot  when  Miss 
Young  arrived  were  Ezra  B.  Jones,  Jones 
Phonograph  Store;  Glen  Thomas,  Browning 
Bros.  Co.,  and  Miss  Ruth  Nelson  and  Miss  Lil- 
lian Peterson,  Lyric  Music  Co. 

Margaret  M.  Streeter,  traveling  representa- 
tive for  the  Victor  Co.,  gave  an  address  before 
a  business  men's  luncheon  club  at  the  Hotel 
Utah,  this  city,  during  the  month  in  which  she 
dej)lored  the  lack  of  a  proper  musical  education 
in  the  schools.  Miss  Streeter  declared  "the 
education  of  the  American  child  without  due 
appreciation  for  music  is  an  impossibility." 

Officials  of  the  John  Elliot  Clark  Co.,  Victor 
distributor,  say  model  No.  215,  priced  at  $150, 
is  proving  very  popular.  Mr.  Clark  has  returned 
from  Butte,  Mont.,  where  he  has  been  for  the 
past  ten  days  or  two  weeks.  He  says  things  in 
that  section  are  highly  satisfactory. 

J.  D.  Daynes,  manager  of  the  phonograph 
department  of  the  Daynes-Beebe  Music  Co.,  is 
building  a  nice  home  on  the  Southeast  Bench. 

C.  R.  Norberg,  popular  official  of  the  Daynes- 
Beebe  Music  Co.,  has  been  elected  treasurer  of 
the  Salt  Lake  Advertising  Club. 

The  Valley  Music  Co.,  Afton,  Wyo.,  has  been 
opened  recently  and  will  handle  the  Brunswick 
line  of  phonographs  exclusively.  Carl  Cook  is 
the  proprietor  and  manager. 


AUD  AK 

CITS    THE    COST    OF    SELLING  RECORDS 

Demonstrates  any  number  of  records 
at  the  same  time  7i<ithoiit  booths. 

ASK  FOR  NAME  OF  JOBBER  NEAREST  YOl' 

AUDAK  CO.,   565   Fifth   Ave.,   New  York 


Mrs.  A.  Fullmer,  of  the  phonograph  depart- 
ment, Glen  Bros. -Roberts  Piano  Co.,  has  gone 
to  Los  Angeles  for  a  month,  where  she  will  stay 
with  her  parents. 

Brinton's  Music  Shop,  opened  recently  in 
Sugar  House,  Salt  Lake  City  suburb,  as  an  ex- 
clusive agency  for  Columbia  products,  is  doing 
fine.  F.  A.  Brinton  is  owner  and  Keith  Roberts, 
well  known  in  local  talking  machine  circles,  is 
manager. 

George  Nichols,  formerly  assistant  manager 
of  the  Consolidated  Music  Co.'s  phonograph  de- 
partment, is  now  with  the  advertising  depart- 
ment of  the  Moline  Plough  Co.,  of  this  city. 

The  T.  C.  Martin  and  the  Bruce  Music  com- 
panies, of  Pocatello,  Brunswick  dealers,  report  a 
nice  business  during  the  month.  There  seems 
to  be  no  "let  up"  so  far  in  that  section. 

Joe  Piz,  Brunswick  dealer  at  Kemmerer, 
Wyo.,  is  leaving  for  Europe.  He  expects  to  be 
away  two  or  three  months  and  will  visit  points 
in  France  as  well  as  Italy  before  he  returns. 
He  is  taking  two  Brunswicks  with  him  to  his 
native  Italy — portable  models — where  he  says 
he  has  customers  waiting  for  them. 

Mr.  and  Mrs.  Fred  Wright,  Evanston,  Wyo., 
have  just  returned  home  after  a  very  pleasant 
auto  trip  through  Colorado  and  Nebraska. 


THE  DEAN  OF  EDISON  ENTHUSIASTS 

Cedar  Rapids,  la.,  Man,  105  Years  Old,  Pur- 
chases Third  Edison  Phonograph 


Cedar  Rapids,  Ia.,  June  5. — The  dean  of  Edison 
phonograph  owners  is  Jonathan  Faulk,  aged 
105,  of  this  city,  who  has  just  purchased  his 
third  Edison  from  the  Killian  Co.  here,  ac- 
cording to  E.  Walton,  of  tlie  phonograph  de- 


W.  C.  REINHARDT  LEASES  BUILDING 

Memphis,  Tenn.,  June  5. — W.  C.  Reinhardt, 
Columbia  and  Vocalion  dealer,  of  this  city,  re- 
cently concluded  negotiations  for  the  lease  of 
the  four-story  building  at  104  South  Main 
street,  which  will  be  thoroughly  remodeled  to 
house  the  growing  business  of  Reinhardt's,  Inc., 
Vesey  Piano  Co.  and  the  Reinhardt  Band  and 
Orchestra  School  faculty.  Both  Mr.  Reinhardt 
and  John  B.  Vesey  are  leaders  in  the  music 
business  in  this  territory. 


PLANS  UNDER  WAY  FOR  DANCE  WEEK 


Talking  machine  dealers  throughout  the 
country  have  an  excellent  opportunity  to  tie 
up  their  advertising  and  window  displays  with 
Dance  Week,  which  is  scheduled  to  begin  on 
June  17,  according  to  an  announcement  by 
Louis  H.  Chalif,  chairman  of  the  American 
Conclave  of   Dancing  Teachers'  Societies. 


Jonathan  Faulk  and  His  Edison 

partment.  The  illustration  shows  Mr.  Faulk 
beside  his  latest  acquisition.  When  the  Edison 
wax  cylinder  instruments,  which  played  for  two 
minutes,  first  came  out  this  veteran  phonograph 
enthusiast  purchased  one,  and  later  he  discard- 
ed this  for  the  improved  Edison,  the  Amberola, 
which  played  four  minutes.  Mr.  Faulk  has 
never  lost  his  liking  for  the  Edison  and  he 
states  that,  if  any  other  great  improvements 
are  made,  he  expects  to  live  long  enough  to 
enjoy  them. 


M.  Commons  &  Sons,  of  Patton,  Pa.,  have 
installed  an  Edison  turntable  and  local  adver- 
tising is  being  run  featuring  demonstrations  and 

comparisons  of  various  machines. 


QReL.  Records 

STRAND  and  OUTING  PHONOGRAPHS 

Brilliantone,True  Tone.  Tonofone  and  Gilt-Edge  NEEDLES 
DELIVERY     BAGS     AND  ACCESSORIES 


Complete  Stocks  and  Prompt  Service 
IROQUOIS  SALES  CORPORATION 

Wholesale  Distributors 

210  Franklin  Street  .  BUFFALO,  N.  Y. 
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RcproducGr  ancrToixQ  Arm 


Original  and  Exclusive  Features 

Plays  Edison  and  Pathe  Records  in  actual  Edison  position  and  with  a  fibre  needle. 

Made  in  8^",  9^",  10^".  When  thrown  back  on  tone  arm  in  Edison  position,  the  re- 
producer lies  flat,  so  dome  cannot  touch  it  when  closed. 

Finished  in  nickel  or  gold  plate. 


Reproducer  in  position  to  play 
Edison  Records  with  Saffo 
point  or  fibre  needle. 


150-160  Whiting  Street 


Shows  reproducer  thrown  back 
on  tone  arm  in  Edison  position. 
Dome  cannot  touch  it. 


Equipped  with  or  without 
Mute,  Mica  or  NOM-Y-KA 
Diaphragm. 


CHICAGO,  ILLINOIS,  U.  S.  A. 
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Prosperity  Means  Progress  of  the  Trade 

A.  J.  Kendrick,  Sales  Manager  Phonograph  Division  of  Brunswick 
Co.,  Points  Out  Opportunities  Confronting  Trade  at  Present  Time 


Traveling  along  the  path  of  evolution  from 
the  unknown  wielder  of  clubs  and  stones  of  the 
past  to  the  equally  unknown  wielder  of  subtle 
unseen  forces  of  the  future,  we  are  caught  up 
and  whirled  along  on  the  wave  of  an  era  where- 
in music  is  made  to  serve  the  instincts  and 
needs  of  a  climbing  civilization  and  we  find  our- 
selves engaged  in  a  business  purveying  to  this 
particular  and  ever-increasing  want  of  the  high- 
er man. 

Music  to-day — despite  all  the  cries  of  the  crit- 
ics to  the  contrary — is  serving  a  higher  pur- 
pose, in  the  light  of  the  vast  numbers  it  reaches, 
than  it  has  ever  done  before.  Just  as  there  is 
more  real  democracy  in  the  world  to-day  than 
there  was  in  the  days  of  ancient  Greece  so 
there  is  more  music  of  a  higher  character 
known  and  appreciated  by  the  people  of  to-day 
than  in  the  past. 

How  many  of  us  have  paused  long  enough 
in  our  energetic  effort  to  get  business  to  con- 
sider the  advances  in  music  as  we  consider  the 
advances  in  such  sciences  as  geology,  aeronau- 
tics, etc.?  The  marvels  of  present-day  musical 
instruments  are  just  as  great  as  the  marvels 
of  other  sciences.  Can  it  be  imagined  that  a 
noble  of  the  seventeenth  century  would  be  less 
astonished  over  the  feats  of  a  phonograph  or 
a  reproducing  piano  than  over  the  performance 
of  a  modern  aeroplane? 

Try  to  place  yourself  in  the  court  of  Louis 
XIV  and  judge  whether  or  not  the  perform- 
ance of  the  later  invention  would  not  be  com- 
monplace as  compared  with  the  performance  of 
the  phonograph  or  the  player-piano.  Men  have 
had  ideas  of  flying  since  the  days  of  mythology. 


but  self-created  music  was  never  considered 
anything  else  than  celestial. 

History  repeats  itself — and  history  never  lies. 
In  the  past,  when  a  country  has  experienced  a 
prosperity  distinct  as  compared  with  contem- 


A.  J.  Kendrick 


porary  nations,  musical  development  and  appre- 
ciation has  experienced  a  like  impetus.  It  is 
because  the  United  States  is  already  well 
launched  upon  just  such  a  period  of  musical 
development  that  we  of  the  trade  should  con- 


sider the  importance  of  the  opportunities 
stretched  out  before  us  and  shape  our  policies 
accordingly. 

Which  has  the  higher  standing  in  the  neigh- 
borhood community — the  automobile  dealer,  the 
doctor,  the  lawyer,  the  druggist  or  the  music 
merchant?  Probably  they  would  rank  just  about 
in  the  order  given,  with  the  music  merchant 
last  of  the  five;  this,  in  spite  of  the  fact  that 
music  caters  to  a  higher  need  of  civilization 
than  any  of  the  rest,  and — as  has  just  been 
shown — boasts  more  astounding  developments 
than  any.  The  explanation  lies  in  the  fact  that 
merchandising  of  music  has  not  had  enough 
dignity  in  it.  We  of  the  trade  have  not  been 
sufficiently  sold  on  our  own  product  and  are 
not  to  this  day.  The  salesman  knows  less  of 
the  beauty  and  good  he  is  putting  into  a  person's 
life  when  he  sells  a  musical  instrument  than 
the  person  who  is  doing  the  purchasing.  The 
customer  has  a  vision  of  the  joy  of  music,  a 
vision  powerful  enough  to  make  him  buy,  but 
the  salesman  more  often  than  not  feels  this  not 
at  all,  although  it  is  to  be  admitted  that  he  capi- 
talizes on  it  as  a  rule. 

But  capitalizing  upon  another's  joy  in  our 
product  is  a  cold  way  of  selling — we  sliouid 
know  and  feel  the  importance  of  bur  business 
and  what  it  means  to  our  customers.  VVe  an- 
selling  the  most  wonderful  commodity  in  the- 
world  and  should  appreciate  the  fact.  Some  oi 
us  do,  but  most  of  us  do  not.  Busirie?«  ha» 
too  often  been  the  sole  consideration  and  we 
have  not  stopped  to  reflect  that  the  surest  way 
to  maintain  and  increase  what  business  we  have 
is  by  getting  down  to  a  good,  solid  faith  in 


SCENES  LIKE  THE  ABOVE  ARE  NOT  UNUSUAL  THIS  SUMMER 


Because  Bristol's  AUDIOPHONE  Rec- 
ord Reproducer  is  now  used  with  the 
phonograph  to  furnish  dance  music  suffi- 
ciently loud  for  big  rooms  and  for  out-of- 
doors. 

This  outfit  utilizes  the  same  AUDIO- 
PHONE  Loud  Speaker  so  successfully 
used  for  Radio  Receiving.  It  not  only 
gives  a  big  volume  of  tone,  but  a  smoother 


and  better  quality — more  like  the  original 
performance. 

Attached  instantly  to  any  make  of  phono- 
graph without  mutilating  in  any  way  the 
original  instrument.  Operated  from  dry 
cell  batteries. 

Summer  Homes — Country  Clubs — Hotels 
— Restaurants — Pleasure  Boats — Ice  Cream 
Parlors — Dancing     Schools — are     all  live 


prospects  for  Bristol's  AUDIOPHONE 
Record  Reproducer.  Are  you  prepared  to 
serve  them?  It  not  only  means  a  sale 
of  the  outfit,  but  increases  the  demand  for 
records. 

Shall  we  send  you  bulletins?  May  we 
arrange  for  a  demonstration? 

THE  BRISTOL  COMPANY 

WATERBURY,  CONN. 
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Another^^M^Carthy-Tierney^^  Masterpiece! 

CAWMiLL  piVERf^OAD 


That  Irresistible  Fox  Trot  From 

^'QJou  can't  uJron^ 
mhanfPBSTsong" 


pip  ^'r>  f' 


HiiWb, 


E^^ch     ~nl^m        same '•bid  sto     ^^^^^  ' 


Dcwn        th(?re      m  loV-ers  lane, 


our  product.  Perhaps  economic  conditions  have 
been  responsible  for  this.  Certainly  the  last 
half  dozen  years  have  been  hectic  ones  at 
best  and,  when  we  have  not  been  spending  all 
our  efforts  on  production,  we  have  been  stead- 
fastly engaged  in  securing  the  business  that  was 
to  be  had.  Now,  however,  the  music  industry 
stands  upon  the  threshold  of  a  new  era  of  op- 
portunity. There  is  nothing  of  a  "boom"  nature 
in  the  present  tendency  of  the  public  for  musi- 
cal instruments.  Financial  and  economic  tides 
may  ebb  and  flow  and  we,  along  with  other  in- 
dustries, will  be  affected  thereby,  but  the  signs 
point  surely  to  a  steadily  increasing  demand 
for  music  in  everj'  one  of  its  forms.  It  is  the 
right  and  opportune  time  for  both  the  manu- 
facturer and  retailer  to  take  an  attitude  befit- 
ting the  dignity  and  prestige  of  their  calling.  The 
music  merchant  should  be  a  force  for  good  in 
his  community  and  should  so  conduct  his  busi- 
ness and  his  public  activities  as  to  lift  our 
industry  higher  in  the  general  estimation  of 
those  he  serves.  Civilization  is  progressing  in 
this  country  at  least  and,  just  as  surely  as  night 
follows  day,  the  music  interests  will  go  forward 
with  it. 

What  we  can  do  we  should  do  to  strengthen 
our  position  in  the  coming  revival  of  things  mu- 
sical. Let  us  maintain  the  dignity  of  our  retail 
establishments  and  give  character  to  our  na- 
tional advertising  of  a  sort  that  will  inspire 
higher  confidence  and  trust.  Instead  of  the  "tin 
pan  alley"  variety  of  music  establishment,  where 
a  form  of  hysteria  prevails  in  buying  and  sell- 
ing; instead  of  the  coldly  commercial  establish- 
ment, where  one  is  made  to  feel  that  the  pocket- 
book  is  the  only  consideration,  let  us  steer  a 
course  that  gives  our  communities  fine-looking  . 
establishments  that  are  really  a  part  of  the  com- 
munity life.  Let  us  put  ourselves  into  a  fitting 
mental  and  physical  attitude  to  harmonize  with 
the  grand  prospects  that  are  ahead  in  our 
chosen  field. 

The  golden  opportunity  is  now.  The  mer- 
chants of  the  country  are  the  ones  who  can  do 
the  most.  Attractive-looking  establishments, 
businesslike  methods  of  handling  customers,  up- 
to-date  window  displays  and  a  general  air  of 
proeressiveness    always    result    in    raising  the 


SECOND  YEAR  SUCCESSFUL  LEADER 

The  Most 
Dependable  and 

Inexpensive 
Lid  Support 
on  the  Market 


Canada  Patent 
Applied 


Patented 
5ept.9.l9l9' 

Two  other  patents' 
Aoolied  foT 

flexible  and  bent. 


The  bottom  plate  is  con- 
structed of  one  piece 
of  metal  and  it  works 
automatically  perfect. 
No  parts  to  ko  out  of 
order.  The  hinges  are 
made  in  two  styles — 
Satnples  on  request. 


STAR  MACHINE  &NOVELTYCO. 

81  MILL  STREET  BLOOMFIELD.  N.  J. 

G.  L.  LAINC  CO..  Canadian  Distributor 
41  Richmond  St.,  East.  Toronto,  Ont. 


standard  of  any  merchant.  Let  us  apply  this 
formula  to  our  business  and  become  larger  fig- 
ures in  the  community  life  of  every  town  and 
city  of  the  LTnited  States.  No  matter  how  small 
the  retail  establishment  is  it  can  so  conduct  its 
business  that  it  earns  the  respect  of  the  com- 
munity in  which  it  is  located.  Ten-cent  stores, 
novelty-store  methods  of  running  music  busi- 
nesses do  not  pay.  The  merchant  who  builds 
on  satisfaction,  dignity  and  earnest  effort  is 
much  surer  of  a  long-standing,  successful  busi- 
ness than  his  less  legitimate  competitor.  With 
something  resembling  prosperity  again  upon  us 
let  us  take  advantage  of  it  to  place  the  retail 
music  stores  of  the  country  on  a  par  with  the 
best  business  and  professional  establishments. 


MARTIN  BRANCH  IN  JONESBORO,  ARK. 

JONESBORO,  Ark.,  June  5. — A  branch  retail  store 
of  the  Martin  Bros.  Piano  Co.,  of  Springfield, 
Mo.,  will  be  opened  in  this  territory  shortly. 
J.  S.  Conner,  representative  of  the  company, 
made  a  trip  here  recently  to  choose  a  site 
for  the  store.  Mr.  Conner  reports  a  large 
volume  of  business  in  the  Southwest  for  the 
Martin  Bros,  concern. 


ESTABLISHES  MUSIC  DEPARTMENT 


Fallon,  Nev.,  June  4. — A  music  department  will 
be  included  as  'part  of  Wayne  Young's  new 
enterprise,  when  he  opens  his  jewelry  store  in 
his  changed  location.  He  contemplates  putting 
in  stock  of  sheet  music,  phonographs,  stringed 
instruments  and  pianos. 


HULLINGER  OPENS  NEW  STORE 


Bradentown,  Fla.,  June  5. — A  music  store 
carrying  a  complete  line  of  pianos,  players  and 
phonographs  will  be  installed  by  A.  B.  Hul- 
linger  in  the  new  Ewing  Building,  on  Manatee 
avenue,  as  soon  as  it  is  completed.  Mr.  Hul- 
linger  will  maintain  his  present  repair  shop  and 
wareroom  at  his  home,  101  Pearl  street,  and 
will  conduct  a  piano  rental  business.  The  new 
store  is  his  first  venture  in  a  downtown  display 
and  salesroom,  but  his  twenty  years'  experience 
in  the  piano  business  are  qualification  enough' 
for  its  success. 


ROBBINS  ENTERS  FIELD  IN  TRENTON 


Trenton,  N.  J.,  June  6. — An  attractive  musi- 
cal instrument  store  has  been  opened  at  699 
South  Broad  street.  S.  V.  Robbins  &  Sons 
are  the  owners  of  the  business  and  the  name 
of  the  concern  will  be  the  Robbins  Music  Shop. 
The  quarters  are  being  enlarged. 


Individual  and 
Commercial 


Newark  Recording  Laboratory 
RECORDING 

15  West  Park  Street  Newark,  N.  J 

Tel.  Mitchell  1586 


JOINS  DUNLAP  VICTOR  CO.  STAFF 

RocKAWAY,  N.  Y.,  June  6. — The  Dunlap  Sport- 
ing Goods  Co.,  which  operates  a  large  Victor 
department  and  is  well  known  on  I-ong  Island, 
recently  secured  the  services  of  Miss  Minto 
Warne,  of  Toronto,  Canada,  for  its  Victor  de- 
partment. Miss  Warne  was  formerly  connected 
with  the  Gerhard  Heintzman  Co.,  where  she 
gained  her  experience  with  the  \'ictor  line. 


GRINNELL  BRANCH  TO  MOVE 

Bay  City,  Mich.,  June  4. — The  branch  store  of 
Grinnell  Bros,  in  this  city  has  moved  to  new 
warerooms  in  the  Boutell  Building  on  June  1. 
The  change  gives  the  firm  approximately 
four  times  its  present  floor  space,  all  three  floors 
of  the  building  being  utilized.  The  first  floor 
is  being  devoted  to  talking  machines,  records, 
sheet  music  and  musical  merchandise,  the  sec- 
ond floor  to  pianos  and  player-pianos  and  the 
third  is  used  for  storage  purposes. 


PLAYSgQQQ 

RECORDS 


LATERAL 
CUT 


Permo  Sapphire  Needle  is  designed  to 
play  all  lateral-cut  records  on  the"  lolIoH-- 
ing  machines: 


VICTOR 

COLUMBIA 

CHENEY 

VOCALION 

EMERSON 


BRUNSWICK 

GRANBY 

SONORA 

SILVERTONE 

PATHE 


In  orderiir.;  name  the  m.ichine  you  sell. 

Retail  50c. 

Permo  Sapphire  Needle  develops  50% 
more  tone  quality  than  any  other  needle. 
It  burnishes  the  groove  and  preserves  tie 
record. 

Jobbers,  write  for  particulars. 

LEO  HEILBRUN  CO. 

Sole  Distributor 

45  Lispenard  St.,     New  York 
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7/  it's  a  Real  Hit 
it's  on  the  Emerson  " 


Harry  Stoddard 


The  Famous  Harry  Stoddard  Orchestra 

Now  recording  for  Emerson  exclusively 

^jLmersoiiJTi^ords 

20%  More  Profit  per  Record 


You  make  20%  extra  profit  because  each  Emerson  Record 
is  priced  to  you  to  give  you  that  extra  20%. 

More  Sales,  Greater  Total  Profits 

You  make  more  sales  of  Emerson  Records,  and  therefore 
make  greater  total  profit,  because  — 

— Emerson  is  the  first  out  with  Real  Hits 
— Emerson  Service  sees  that  your  orders  are 

filled  at  once 
— ^you  always  have  what  your  customers  ask 
for,  so  you  don't  miss  a  sale 
And  back  of  all  this  20%  extra  profit  and  100% 


Emerson, 

Records  and 
Phono^^hs 


sales  is  Emerson  Quality!  Emerson  orchestration  and 
recording  are  different — distinctive — creating  that  highei 
entertainment  value  which  makes  Emerson  Records  su- 
preme in  the  popular  field. 

The  famous  Music  Master  Horn  belongs  ex- 
clusively to  the  Emerson  Phonograph  line.  The 
greatest  single  improvement,  now  the  strongest 
selling  feature  in  the  trade. 

We  are  strengthening  Emerson  distribution,  and 
a  letter  or  wire  from  you  at  once  may  work  to 
our  mutual  profit.  Let  us  hear  from  you  today. 


inters  on  Vkonograph  Company,  Inc. 

Manufacturers  of  Emerson  Records  —  Eastern  Distributors  of  Emerson  Phonographs 
105-111  West  20th  Street,  New  York,  N.  Y. 

WASMUTH-GOODRICH  COMPANY 

Manufacturers  of  Emerson  Phonographs 
Peru,  Indiana 
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Al  Jolson's  fame  is  founded  on  his  ability  to  deliver  the  unusual. 
But  even  those  who  know^  the  comedian  best  will  be  surprised 
and  delighted  to  discover  totally  unsuspected  ability  when  he 
sings  "Morning  Will  Come." 

"When  Will  the  Sun  Shine  for  Me?",  an  exceptional  Hart-Shaw 
duet  is  the  worthy  companion  of  Jolson's  ballad  on  Record 
A-3880. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 
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WASHING  TON 

Music  Biff  Feature  of  Shrine  Convention — Talking  Machine  Mer- 
chants Expect  to  Cash  in — Cohen     Hughes  Sales  Meet — The  News 


Washington,  D.  C,  June  9. — The  feature  of 
the  month  in  Washington  was  the  Shrine  Con- 
vention. With  more  than  350,000  persons  in 
the  city  for  the  big  celebration  everything  was 
subordinated  to  the  entertaining  of  the  visitors, 
and  the  talking  machine  business,  in  common 
with  all  the  other  trades,  naturally  slowed  down 
to  some  extent.  Music,  however,  plaj'ed  a  very 
important  part  in  the  events  of  the  Convention; 
more  than  one  hundred  bands,  from  every  sec- 
tion of  the  country,  gave  a  great  number  of 
concerts. 

Most  of  the  talking  machine  stores  had  ma- 
chines playing  in  the  open  doorways,  and  while 
the  new  records  of  "Nobles  of  the  Mystic 
Shrine,"  and  "Saracen  March,"  written  for  the 
occasion,  were  the  tunes  of  the  time,  the  play- 
ing of  these  was  alternated  with  popular  selec- 
tions, and  when,  as  frequently  happened,  several 
stores  were  going  full  blast  on  the  same  block, 
it  cannot  be  said  that  Washington  suffered  for 
a  lack  of  music  in  the  downtown  business  sec- 
tion. 

Two  very  unusual  features  attracted  much  at- 
tention during  the  week.  One  was  the  arrange- 
ment of  amplifiers  along  Pennsylvania  avenue 
which,  extending  from  the  White  House  to  the 
Capitol,  made  it  possible  to  hear  musical  selec- 
tions for  over  a  mile.  For  a  week  prior  to 
Shrine  Week  Pennsylvania  avenue  was  turned 
into  a  promenade 'every  night,  being  closed  to 
all  automobiles  for  its  entire  length.  All  the 
lights,  comprising  a  veritable  canopy  over  the 
avenue,  were  turned  on,  and  phonograph  music 
was  broadcast  by  the  local  telephone  company 
through  the  amplifiers  from  dusk  until  midnight. 

Another  interesting  musical  feature  was  the 
installation  by  a  local  theatre  of  an  immense 
amplifier  on  top  of  one  of  the  big  buildings  in 
the  downtown  section,  from  which  talking  ma- 
chine and  radio  music  was  broadcast  at  intervals 
throughout  the  day. 

"Of  course  during  Shrine  Week  people  were 
(oo  busy  spending  money  to  give  any  attention 
to  machines  and  records,"  said  Leslie  Lore, 
manager  of  Cohen  &  Hughes,  Victor  distributor 
for  Washington,  "but  the  net  result  of  the  Con- 
vention will  be  beneficial  to  the  dealers.  A 
great  many  people  in  the  city  made  m.oney  on 
the  Convention,  and  as  soon  as  the  excitement 
dies  out  they  will  begin  to  spend  that  money. 
I  think  the  talking  machine  dealers  will  be 
among  the  first  to  r-ealize  on  the  millions  of 
dollars  that  were  brought  into  the  city  during 
the  Shrine  celebration." 

A  joint  sales  conference  of  the  Baltimore  and 
Washington  offices  was  held  during  the  month 
at  Cohen  &  Hughes'  Washington  establishment 
for  the  purpose  of  discussing  the  business  con- 


ditions in  general,  outlining  the  policy  to  be  fol- 
lowed for  the  rest  of  the  year,  and  talking  over 
plans  for  an  intensive  campaign  among  the 
dealers,  with  service  as  well  as  sales  being  con- 
sidered. 

Leslie  Lore,  sales  manager,  reports  the  de- 
mand for  Victor  console  models  still  very  strong 
in  Washington,  comprising  about  66  per  cent 
of  the  total  sales.  Upright  models,  while  in 
the  minority,  are  selling  quite  well,  however. 
There  is  a  brisk  trade  in  portable  models  now, 
it  was  explained,  the  warm  weather  and  the 
opening  of  the  canoe  season  stimulating  sales 
of  these  instruments. 

Louis  &  Co.,  who  operate  a  store  at  Seventh 
and  G  streets,  have  had  such  an  increase  in 
business  that  they  have  now  taken  over  the 
entire  building  on  that  corner,  comprising  three 
floors,  about  20  feet  by  70  feet.    The  interior 


is  being  remodeled  and  an  elevator  installed. 
A  com.plete  line  of  talking  machines  and  small 
musical  instruments  will  be  carried. 

Harry  C.  Grove,  Inc.,  1210  G  street,  North- 
west, Columbia  agency,  had  a  very  successful 
sale  of  trade-ins  during  the  month.  Mrs.  Mac- 
Dowell,  manager  of  the  establishment,  was  in 
New  York  early  in  the  month. 

The  first  of  a  series  of  Summer  outings  for 
the  employes  of  the  store  will  soon  be  held  by 
Ansell,  Bishop  &  Turner,  talking  machine  deal- 
ers at  1221  F  street.  Northwest.  The  first  trip, 
to  be  held  some  time  during  June,  will  prob- 
ably be  to  Rock  Point,  a  famous  fishing  resort 
on  the  lower  Potomac  River,  but  the  other  trips 
have  not  yet  been  planned.  Plans  are  also  under 
consideration  for  the  purchasing  of  a  site  for 
a  cottage  on  the  upper  Potomac,  where  a  large 
Summer  colony  assembles  each  year. 


SOLOPHONE  MFG.  CO.  CHARTERED 

The  Standard  Solophone  Mfg.  Co.,  of  New 
York  City,  has  been  chartered  in  this  State  to 
manufacture  musical  instruments,  with  a  capital 
of  $10,000.  Incorporators  are  R.  Sugarman,  G. 
Mull  and  I..  I.  Marcus. 
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It's  a  "HUMDINGER 


A  lot  of  Victor  dealers,  wise  ones,  did  a  corkin'  business  during 
the  summer  months  of  last  year  on  just  one  Victor  item  alone — an 
item  which  we  have  nicknamed  "humdinger"  because  of  its  popu- 
larity, salability  and  sterling  merit.  Those  dealers  had  an  "ear 
to  the  ground"  and  took  the  sound  advice  of  the  Victor  whole- 
salers who  know  the  why  and  wherefore  of  merchandising. 

Just  a  year  ago,  the  Bruno  organization  started  a  window  display 
campaign  on  the  "humdinger"  for  the  benefit  of  aggressive  Victor 
dealers,  and  those  who  did  share  in  the  campaign  will  tell  you  that 
it  took  the  dullness  and  lag  out  of  the  summer  months — turning 
them  into  a  nifty,  snappy,  profitable  period. 

As  one  dealer  put  it,  "The  window  display  installed  by  you  has 
worked  wonders  in  my  business,  proving  a  real  tonic  to  myself 
and  all  the  employees.  Thanks  to  you!"  Another  dealer  said, 
"Your  display  created  great  activity  in  our  store  during  the  sum- 
mer months  and  brought  in  a  gratifying  volume  of  new  business." 
And  these  are  but  two  of  many  similar  expressions. 

The  "humdinger"  is  nothing  other  than  the  nationally  known, 
nationally  advertised,  nationally  esteemed  Portable  Victrola  No. 
50.  Now's  the  time,  Mr.  Victor  Dealer,  to  give  special  attention 
to  the  "Portable  No.  SO."  Feature  it  in  your  show  window. 
Concentrate  your  efiforts  on  its  sale  during  the  next  several  months. 
Show  it  in  a  camp  scene,  while  boating,  in  the  mountains,  at  the 
seashore,  on  the  porch,  the  lawn,  with  the  "kiddies,"  anywhere 
and  everywhere,  but  show  it.  It  will  pay  you  to  do  so  and  pay 
you  handsomely. 


G.  BRUNO  &  SON,  Inc. 

351-353  Fourth  Avenue  New  York 

Victor  Wholesalers  to  the  Dealer  Only 
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CLEVER  DIRECT=BY=MAIL  CAMPAIGN 

Wm.  H.  Nolan,  New  Proprietor  of  Carroll's 
Music  Shop,  Gains  New  Prospects  and  Pro- 
motes Good-will  With  Patrons  of  Former 
Owners  Through  Letter  and  Return  Postal 


An  unusuall.v  clever  direct-by-mail  campaign 
was  inaugurated  by  Wm.  H.  Nolan,  who  re- 
cently purchased  Carroll's  Music  Shop,  Victor 
dealer,  615-17  Oneida  street,  Appleton,  Wis.  By 
means  of  the  mailing  of  one  letter  and  a  return 
postal  card  Mr.  Nolan  notified  former  patrons 
of  the  store  that  the  concern  had  changed 
hands,  made  an  attempt  to  retain  their  patronage 
and  good-will,  discovered  which  of  the  former 
patrons  were  likely  to  continue  purchases  of 
records  and  secured  the  names  of  new  pros- 
pects. 

The  letter  sent  out  to  former  patrons  is  re- 
produced herewith  and  needs  no  further  expla- 
nation: 

"VOU  WILL  RECEIVE  FREE  EACH  MONTH 
"A  Book  about   MUSIC— SINGERS— NEW  RECORDS. 

"These  booklets  are  valuable— so  will  be  mailed  each 
month  ONLY  TO  YOU  WHO  RETURN  THIS  CARD. 
You  will  find  the  card  already  stamped  for  your  con- 
venience— just  drop  it  in  the  box  today. 

"You  may  be  interested  to  know  the  'Carrolls'  whose 
business  I  just  purchased,  tell  me-  that  it  was  through  the 
friendship  and  patronage  of  such  people  as  you  that  this 
delightful  store  was  made  possible. 

"You  will  still  find  the  same  sincere  efforts  to  continue 
the  excellent  Victrola  Service — and  my  interest  in  your 
Victrola  will  be  just  as  though  I  sold  it  to  you  personally. 
So  feel  free  to  call  upon  me  for  any  help  I  can  give  in 
aiding  you  to  get  the  greatest  amount  of  happiness  from 
the  music.Tl  instrument  you  possess. 

"YOUR  PROMPT  RETURN  OF  THIS  CARD  IS 
IMPORTANT 

"And  if  you  will  suggest  the  name  or  names  of  some 
people  who  do  not  possess  a  Victrola — I  will  indeed  ap- 
preciate your  courtesy.  Thanks! 

"Cordially  yours" 

Accompanying  this  letter  was  a  special  postal 
card,  one  side  of  which  contained  the  name  of  the 
concern  and  on  the  other  was  the  following: 

"I  will  be  pleased  to  receive  free  each  month 
a  book  about  music,  singers,  new  records."  This 
was  followed  by  the  name  and  address  of  the 
customer  and  below  this  was  space  for  the  entry 
of  names  and  addresses  of  friends  of  the  cus- 
tomer who  did  not  own  a  machine  and  might  be 
interested,  with  a  heading  as  follows:  "Also, 
I  am  glad  to  give  you  the  following  names  of 
people  who  do  not  have  a  Victrola.  I  prefer 
you  do  not  use  my  name." 

With  the  exception  of  the  space  devoted  to 
new  names  the  card  was  filled  in  at  the  store 
and  the  customer  to  whom  it  was  sent  signi- 
fied his  or  her  desire  to  receive  the  record  sup- 
plements and  other  literature  merely  by  drop- 
ping the  card  into  the  mail  box.  The  results 
were   e.Kceilent,   both   from   the   standpoint  of 


cards  returned  and  new  names  secured.  In  in- 
stances where  the  cards  were  not  returned  the 
way  was  open  for  an  investigation  to  discover, 
if  possible,  whether  the  customer  had  moved 
or  was  lost  to  the  store  for  various  other  reasons. 
To  make  a  long  story  short,  the  campaign  placed 
the  store  in  a  position  where  it  had  first-hand 
knowledge  of  inestimable  value  in  future  mail- 
ing operations  and  sales  proinotion  work. 

PRIZE=WINNINQ  WINDOW  OF  CONTEST 

Display  of  M.  Rappaport's  Music  Shop  Judged 
Best  in  New  York's  Music  Week  Window 
Contest,  Sponsored  by  Knickerbocker  Co. 

The  window  shown  herewith  won  the  first 
prize  in  the  recent  Music  Week  Window  Con- 
test conducted  by  the  Knickerbocker  Talking 
Machine  Co.,  Victor  distributor.    The  window 


The  Prize-winning  Rappaport  Window 

is  that  of  M.  Rappaport's  Music  Shop,  at  8<S0 
Westchester  avenue,  Bronx,  New  York  City. 
Although  there  were  a  large  number  of  par- 
ticularly fine  windows  displayed  throughout  the 
week,  that  of  Rappaport's  Shop,  in  the  estima- 
tion of  the  judges,  seemed  to  stand  out  as  the 
best  of  those  entered  in  the  contest. 

As  may  be  seen,  the  center  display  card  sug- 
gested the  theme  "Build  Your  Record  Library 
From  the  Victor  Catalog."  This  theme  was 
well  carried  out  through  the  introduction  of 
the  velvet-carpeted  stairs,  with  records  and  cat- 
alogs alternating  in  the  ascent.  The  balance 
of  the  window  was  tastefully  and  excellently 
arranged  with  Victor  merchandise.  In  addi- 
tion to  the  windows  flags  and  bunting  on  the 
outside  of  the  warerooms  proclaimed  to  the 
neighborhood  in  general  that  a  Music  Week 
celebration  was  being  held. 


.-\  sport  requiring  supreme  skill   is  business. 


KEEPING  DEALERS'  TRADE  AT  HOME 

How  to  Overcome  Competition  of  Mail-order 
Houses— Need  of  Selling  the  Neighbors  by 
Various  Sales  Plans  and  Advertising 


Increased  sales  by  mail-order  houses  in  cer- 
tain localities  throughout  the  country  have 
caused  a  certain  amount  of  alarm  among  deal- 
ers, particularly  those  who  are  prone  to  "lay 
down,"  rather  than  fight  in  the  face  of  compe- 
tition,. A  traveling  man  who  is  certainly  nof 
in  favor  of  mail-order  practices  remarked  cyni- 
cally the  other  day  that  a  great  many  dealers 
are  stimulating  business  with  the  mail-order 
houses  because  of  their  lack  of  initiative  as  dis- 
played in  their  poorly  arranged  and  unattrac- 
tive stores  and  windows.  Stores  of  this  kind 
repel,  rather  than  invite,  the  trade  of  local 
people. 

Now,  this  is  a  serious  accusation  and  it  is 
hard  to  believe  that  there  are  talking  machine 
dealers  who  would  be  desirous  of  pleading  guil- 
ty to  any  such  charge.  If  any  there  be  it  is 
time  to  wake  up  and  realize  that  the  arrange- 
ment of  the  store  and  the  clean  window  with  its 
artistic  display,  as  well  as  the  more  general  use 
of  advertising  in  the  local  papers,  are  factors 
(hat  contribute  materially  to  the  success  of  the 
dealer  and  enable  him  to  compete  successfully 
with  the  mail-order  house  by  making  his  neigh- 
bors realize  that  they  can  buy  as  cheaply  at 
home  as  from  Ihc  mail-order  house. 


ADD  A  TONE  JOBBERS  APPOINTED 

The  Unique  Reproduction  Corp.,  New  York, 
manufacturer  of  the  Add-A-Tone  reproducer, 
states  that  its  sales  have  increased  steadily  the 
past  few  months  and  that  a  noteworthy  feature 
of  its  business  has  been  the  appointment  of 
quite  a  number  of  jobbers  in  the  leading  trade 
centers.  These  jobbers  have  placed  good-sized 
orders  for  immediate  delivery  and  representa- 
tive dealers  in  the  leading  cities  are  now  fea- 
turing the  ■  Add-A-Tone  to  advantage.  The 
company's  factory  is  working  to  capacity  to 
take  care  of  the  requirements  of  its  trade  and, 
apparently,  the  coming  Summer  season  will 
prove  no  drawback  to  its  sales. 


MELODY  SHOPPE  ADDS  SONORA 

PuNxsUTAWNEY,  Pa.,  Juuc  6. — The  Melody 
Shoppe,  one  of  the  leading  local  music  stores, 
recently  secured  the  Sonora  agency  and  a  com- 
plete line  of  these  instruments  is  now  on  dis- 
play here.  The  Melody  Shoppe  is  planning  a 
vigorous  sales  promotion  campai.gn  in  the  in- 
terest of  the  new  line. 


Protective  Hardware 
and  Piano  Hinge. 


Tlecorfl  Case  for  12 
Records. 


Play.?  all  records, 


Tone  Deflector  In 
Baclc. 


Spill  Need 


ORO-TONE  Porto-Type  Leads  in  its  Field 

So  great  has  been  the  response  to  our  introduction  of  this  remarkable  Porto-Type  that 
we  have  had  to  double  our  daily  output.  The  steadily  increasing  sale  of  ORO-TONE 
Porto-Types  is  a  tribute  to  the  excellent  quality  of  the  materials  and  the  high  standard 
of  workmanship  we  maintain.  The  tone  quality  compares  well  with  that  of  large-size 
machines  and,  with  the  many  exclusive  features  not  found  on  other  machines,  this 
Porto-Type  is  meeting  a  truly  remarkable  demand  wherever  displayed. 

Remarkable  Specifications  of  this  Porto-Type 

CASE  is  .strong,  neat  and  very  com- 
pact. MOTOR  is  mounted  In  a  rigid 
cast  iron  frame  and  plays  two  records 
with  one  winding.  TONE  ARM  and 
REPRODUCER  is  the  standard  Oro- 
Tone  Equipment.  RECORD  FILING 
COMPARTMENT  holds  one  dozen  in- 
inch  records.  CONVENIENCE— All 
records  and  parts  are  contained  within 
the  Porto-Type.  DIMENSIONS: 
Length.  IdV,  inches;  Width,  IVA 
inches;  Height,  7  inches;  Weight,  20 
pounds. 

LIST  PRICES 


With  Standard  Tone  Arm  Shown 
oil  Machine   .S:^5 


With   Automatic   Kquipment  ,¥37. -jO 

V.sual  Discount  to  Responsible  Dealers 


le  ^etD^^^teCa. 


1000  George  St.,  Chicago,  111. 


AUTOMATIC   TONE  ARM 


'J'he  No.  in  Automatic  Concert  Arm.  shown  above,  plays  all  records 
and  automatieall.v  adjusts  weights,  centers  the  needle  and  gives  cor- 
rect ansle  wlien  pKaying  either  vertical  or  lateral-cut  records.  The 
price  of  the  Porto-Tvpe,  eouippcd  mth  the  automatic  arm,  is  $37.50 
List. 
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INTRODUCES  NEW  LINE  OF  HORT^S 

Miller  Rubber  Co.  Places  Line  of  Talking  Ma- 
chine and  Radio  Horns  on  Market — Have 
Various  Technical  Features 


Akron,  O.,  June  5. — The  Miller  Rubber  Co.,  of 
this  city,  one  of  the  country's  foremost  manu- 
facturers of  automobile  tires  and  rubber  prod- 
ucts, has  just  placed  on  the  market  a  line  of 
talking  machine  and  radio  horns,  which  is  meet- 
ing with  considerable  favor.  In  describing 
these  horns,  one  of  the  Miller  Rubber  Co.'s 
technical  staff  stated  as  follows:  "As  is  gen- 
erally known,  wood  and  other  materials  vibrate 
at  a  certain  velocity  of  the  sound  waves,  which 
is  likely  to  be  discordant  with  the  original.  The 
Miller  horn  was  evolved  to  overcome  that  sit- 
uation, and  the  walls  of  the  horn  are  made  of 
a  minute  cellular  structure.  The  size  of  the 
cells  and  the  hardness  of  the  material  itself  can 
be  varied  to  meet  the  characteristics  of  differ- 
ent loud-speaking  devices  or  diaphragms. 

"The  reason  for  vibration  of  wood  and  metal 
is  found  in  the  fact  that  when  the  vibration 
strikes  wood  or  metal  it  cannot  be  absorbed  by 
either  of  these  materials  and  in  order  for  either 
of  them  to  throw  it  off  it  is  necessary  for  them 
also  to  vibrate  whereby  they  throw  off  the  vibra- 
tion into  the  air.  This  secondary  vibration,  of 
course,  is  of  less  frequency  than  the  original, 
with  the  result  that  a  discordant  note  is  pro- 
duced. 

"When  the  sound  vibration  strikes  the  Miller 
horn  the  tendency  is  to  bring  the  horn  into 
vibration,  as  is  the  case  in  the  wood  and  metal 
horns.  However,  these  thousands  of  small  cells 
in  the  Miller  horn  gradually  dissipate  the  vibra- 
tion so  that  the  vibration  of  the  horn  itself  is 
reduced  to  practically  nothing.  Consequently, 
the  tone  that  is  thrown  out  from  the  Miller 
horn  is  identical  with  that  which  is  produced  on 
the  diaphragm." 

Read  your  trade  paper.  You  will  find  some- 
thing in  it  that  may  mean  dollars  to  you. 


EDISON  RECOVERED  FROM  ILLNESS 

Electrical  Wizard  Back  at  Work  as  Hard  as 
Ever  on  New  Experiments 

That  Thomas  A.  Edison  is  in  good  health  and 
working  as  hard  as  ever  again  was  the  state- 
ment of  William  H.  Meadovvcroft,  his  secretary 
for  many  years,  in  answer  to  reports  that  tlie 
venerable  inventor  was  far  below  par.  To  re- 
assure anxious  friends  and  associates  of  the 
wizard,  Mr.  Meadowcroft  said: 

"Mr.  Edison  appears  to  have  recovered  from 
his  recent  illness.  In  February  he  had  a  slight 
attack  of  erysipelas  and  on  March  I  he  went  to 
Florida  for  a  Spring  vacation.  He  contracted 
a  cold  in  Florida  and  was  ill  for  a  considerable 
period  until  early  in  May,  when  he  returned 
home. 

"He  is  much  improved  now,  however,  and 
despite  his  seventy-six  years  is  working  as  hard 
as  ever.  Mr.  Edison  has  something  very  im- 
portant in  experimental  work  on  hand  in  the 
electro-chemical  field,  the  nature  of  which  I  am 
not  at  liberty  to  divulge." 


DAN  F.  EQANJN  NEW  POST 

Trenton,  N.  J.,  June  5. — Daniel  F.  Egan,  for 
more  than  fifteen  years  associated  with  E.  S. 
Applegate  &  Co.,  Victor  talking  machine  and 
sporting  goods  merchants  of  this  city,  has  been 
made  general  manager  of  that  concern  and  in 
his  new  position  he  will  supervise  sporting 
goods  and  other  departments  and  will  have 
charge  of  the  talking  machine  department. 


FRIEDA  HEMPEL ^CORES  IN  LONDON 

Frieda  Hempcl,  famous  Edison  artist,  scored 
one  of  the  greatest  triumphs  of  her  career  in 
London,  England,  recently,  when  she  appeared 
in  her  first  Jenny  Lind  concert  in  that  city. 
Over  seven  thousand  people  crowded  into  Al- 
bert Hall,  where  the  concert  was  staged,  and 
all  of  the  roval  boxes  were  filled. 


JOIN  SALES  STAFF  OF  BRUNSWICK 

H.  L.  Obert  Will  Cover  Long  Island  Territory, 
and  N.  R.  Mann  Becomes  Sales  Representa- 
tive for  Connecticut 


Harry  A.  Beach,  Eastern  sales  manager  of 
the  phonograph  division  of  the  Brunswick- 
Balke-Collender  Co.,  has  announced  two  addi- 
tions to  the  Eastern  sales  staff  connected  with 
the  New  York  Office. 

H.  L.  Obert,  who  has  had  extensive  experi- 
ence in  phonograph  selling  and  sales  promotion, 
is  covering  the  Long  Island  territory.  Mr. 
Obert  was  at  one  time  service  manager  for  the 
Columbia  Branch  in  Omaha,  Neb.,  was  later 
connected  with  the  Dcs  Moines  house  of  Mickel 
Bros.  Co.,  Victor  distributor,  as  sales  repre- 
sentative, from  where  he  went  to  the  Burgess- 
Nash  Co.,  of  Omaha,  as  manager  of  its  music 
department.  Just  previous  to  his  connection 
with  the  Brunswick  Co.  Mr.  Obert  was  in 
charge  of  dealer  development  work  for  the 
chain  stores  of  the  Cable  Piano  Co.  in  Chicago. 

Ned.  R.  Mann,  who  was  at  one  time  in  the 
retail  music  business  in  the  Southwest,  and  was 
more  recently  sales  representative  of  the  Okla- 
homa Talking  Machine  Co.,  Victor  distributor  in 
Omaha,  has  been  appointed  Connecticut  repre- 
sentative. He  will  be  connected  with  the  New 
York  offices  of  the  company  and  will  make  his 
headquarters  in  New  Haven. 


MOTION  PICTURE  STAR  A  COMPOSER 

Constance  Talmadge,  one  of  the  foremost 
motion  picture  stars,  recently  decided  to  em- 
bark in  the  music  composing  field  and  in  com- 
pany with  Edward  Laska,  author  and  composer, 
produced  a  new  song,  entitled  "If  Anyone  Can 
Steal  You,  Then  You're  Not  the  One  for  Me." 
This  number  was  recently  recorded  by  Market's 
Orchestra,  exclusive  Okeh  artists,  and  when 
Miss  Talmadge  heard  the  record  she  was  de- 
lighted with  the  result  of  her  initial  effort  as  a 
composer. 


A  Combination  That  Can't  Be  Beat ! 


The  New  GRANBY 

Qaeen  Anne  Console  Model  No.  215 

List  Price  $100 


Granby  Uprights,  $100,  up 
Granby  Consoles,  $100,  up 


The  strong  appeal  of  Granby  Phono- 
graphs to  the  buying  pubHc  is  to  be 
found 


1.  - 

2.  - 

3.  - 
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in: 

-Their  superb  elegance  and  careful  work- 
manship and  construction. 

-Their  wonderful  tone  and  performance. 

-Their  reasonably  low  price. 

are  the  three  most  important  considerations  by 
the  public  judges  a  phonograph  and  they  are 
a  .greater  degree  in 


ran 
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The  GRANBY  "Baby  Grand" 
Short  Adam  Console  Model  No.  225 

List  Price  $135 


PHONOGRAPHS 

than  in  any  other  machine. 

In  addition  to  the  ease  with  which  the  Granby  line 
sells,  there  is  another  advantage  that  makes  a  Granby 
franchise  worth  while,  and  that  is  the  unusually  liberal 
discounts  we  allow  the  dealer. 

If  you  would  like  to  have  full  particulars  of  our  propo- 
sition to  dealers,  phone  or  write. 


Granby  ]^anufacturing  Corporation 

Offices  and  Factory:  Newport  News,  Va. 
New  York  Branch:  37  West  20th  St.,  New  York       Telephone  Watkins  4508 


"As  Mellow  as 
Southern  Moonlight' 
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Why  the  New  EDISON 
provides  more  music 


THE  New  Edison  Record  pro* 
vides  150  lines  of  music  to  the 
inch  instead  of  90  lines  as  are  pro- 
vided on  the  average  record. 

This  difference  of  nearly  twice  as 
much  music  on  the  same  size  disc 
is  made  possible  by  the  distinctive 
principle  of  reproduction  used  in 
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Record 
to  the  inch 


the  manufacture  of  Edison  Records. 
It  not  only  provides  more  music  to 
the  inch,  but  produces  a  record  that 
brings  to  you  the  living  artist  in  all 
but  physical  presence  through  the 
remarkable  Re -Creating  qualities 
of  the  New  Edison. 

THOMAS  A.  EDISON,  Inc. 

ORANGE,  NEW  JERSEY 


In  every  way  the 
superiority  of  the 

New  EDISON 

is  demonstrated 
daily 

THE  New  Edison  is 
a  distinctive  phono- 
graph designed  to  fulfill 
a  long  felt  want  for  an 
artistic  Re- Creating  in- 
strument that  will 
actually  reproduce  un- 
marred  the  full  beauty  of 
the  world's  best  music. 

It  is  daily  proving  its 
superiority  by  contrast 
with  phonographs  of 
other  makes,  and  by 
publicly  daring  the  test 
of  direct  comparison 
with  the  living  artists. 


EDISON 
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SAN  FRANCISCO 

Business  in  Healthy  State — Victor  Co.  Buys  Oakland  Site — Big 
Stock  Issue  of  Shcntniii,  Clay — Berkeley  Music  House  Is  Formed 


San  Francisco,  Cal.,  June  4. — The  latter  part 
of  May  has  shown  a  creditable  improvement 
in  business  and,  though  conditions  have  been 
rather  spotty  recently,  the  general  average  of 
sales  points  to  a  healthy  development  of  talk- 
ing machine  interest.  Portable  modeLs  show 
special  strength  on  the  eve  of  the  vacation  sea- 
son, and  dance  records  are  moving  fast. 
Victor  Co.  Buys  Oakland  Site 

Announcement  has  been  made  that  the  Victor 
Co.  has  purchased  a  ten-acre  site  in  the  old 
Durant  aviation  field  on  Seventy-seventh  avenue, 
Oakland,  Cal,  on  which  to  build  the  pressing 
plant  promised  for  the  Coast,  and  referred  to 
exclusively  in  The  World  some  months  ago. 
The  first  unit  to  be  constructed  will  cost  about 
$250,000,  and  eventually  $750,000  will  be  ex- 
pended on  the  plant.  Several  hundred  employes 
will  be  required  to  operate  the  first  unit.  This 
will  be  the  ninth  on  the  list  of  Victor  manu- 
facturing plants  distributed  around  the  country. 
Work  on  the  factory  will  be  commenced  imme- 
diately. E.  E.  Shumaker,  general  purchasing 
agent  of  the  Victor  Co.,  and  J.  C.  Weeks,  gen- 
eral production  manager,  are  still  in  California 
on  business  in  -connection  with  the  new  factory. 
Kohler  &  Chase  Feature  Brunswick 

Kohler  &  Chase  started  their  big  formal  open- 
ing on  Brunswick  phonographs  on  Monday, 
May  28.  The  show  windows  are  elaborately 
decorated,  the  idea  being  a  Hall  of  Fame  in 
which  are  featured  the  artists  of  the  Brunswick 
records.  George  Q.  Chase  and  Leon  Lang,  of 
Kohler  &  Chase,  have  left  for  Chicago  to  at- 
tend the  Annual  Piano  Merchants'  Convention. 
Big  Sherman,  Clay  Stock  Issue 

Sherman,  Clay  &  Co.,  of  this  city,  have  dis- 
posed of  an  issue  of  $3,000,000  prior  preferred 
stock,  making  a  total  capitalization  of  $6,739,000. 
The  total  assets  of  the  company  amount  to 
$7,629,000.  The  new  stock  has  been  issued  to 
provide  operating  capital  for  the  rapidly  increas- 
ing business  of  the  company.  Last  year,  it  is 
stated,  its  gross  sales  were  two  and  one-half 
times  greater  than  those  of  1915.  Among  the 
important  musical  merchandise  handled  by  the 
firm   are:    Steinway   &  Sons  pianos;  Aeolian 


Pianolas  and  Duo-Art  pianos;  Victor  talking 
machines  and  records;  small  instruments,  etc. 
A.  C.  Ireton  in  New  Home 

A.  C.  Ireton,  general  manager  for  Edison 
Phonographs,  Ltd.,  Coast  distributor,  has  just 
moved  into  his  elegant  new  home  in  Westwood 
Park,  the  exclusive  residence  district  of  this  city. 
The  new  home  is  on  a  commanding  site  on 
Miramar  avenue.  Its  architectural  features  are 
unique,  comprising  a  combination  of  Moorish 
and  Spanish  motifes.  Mr.  Ireton  is  especially 
proud  of  the  suppressed  den.  Its  walls  are 
grotesque  in  design,  being  of  pulled  plaster  and 
polychromed,  an  effect  entirely  new  in  home 
building.  This  den  lends  itself  to  idle  comfort, 
is  three  steps  down  from  the  main  living-room, 
but  what  steps  are  taken  to  entertain  those  who 
enter  this  sanctum  has  thus  far  been  kept  en- 
tirely confidential. 

It  is  reported  that  The  Edison  Shop,  on 
Geary  street,  is  setting  a  record  for  Edison  sales 
appreciably  above  the  corresponding  months  of 
last  year. 

Form  Berkeley  Music  House 

The  Berkeley  Music  House  is  the  name  of  a 
new  firn;  that  has  entered  the  field  across  the 
Bay.  The  proprietors  are  O.  M.  Smith,  who 
recently  resigned  as  manager  of  the  talking 
machine  department  of  the  Hansen  Music 
House  in  San  Francisco,  and  Art  Brown,  also 
of  the  Hansen  store.  The  two  young  men 
bought  out  C:  G.  Barrington,  who  conducted  a 
music  store  at  2306  Telegraph  avenue,  Berkeley, 
changed  the  name  of  the  establishment,  made 
numerous  improvements  and  launched  out 
for  themselves.  The  Victor  line  is  carried  in 
addition  to  other  musical  merchandise. 
Trade  Members  Change  Positions 

C.  T.  Compton,  who  has  been  with  the  Phono- 
graph Shop,  this  city,  for  several  years,  part  of 
the  time  as  manager,  has  accepted  the  position 
of  manager  of  the  phonograph  department  of 
the  Hansen  Music  House,  137  Powell  street. 
The  company  specializes  on  Sonora  phono- 
graphs and  Vocalion  and  Gennett  records. 

O.  N.  Rothlin,  formerly  with  Sherman,  Clay 
&  Co.,  who,  in  recent  years,  has  been  in  busi- 
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High  Record  Marks  Made 
in  Every  Line  of  Business 

Building  Permits  gain  170  per  cent. 
Greater  Crops  than  ever  now  assured 

A  few  Edison  openings  in  the  heart  of  this  growing 
district  are  still  obtainable 
Write  any  of  our  three  offices  for  particulars 

We  Serve  the  Entire  Pacific  Coast 

EDISON  PHONOGRAPHS,  Ltd. 

Portland  San  Francisco  Los  Angeles 
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ness  for  himself  and  also  associated  with  Don 
Preston,  of  Bakersfield,  is  the  new  manager  of 
the  Phonograph  Shop  on  Stockton  street. 
Attend  Conventions 

P.  F.  Corcoran,  Pacific  Coast  sales  manager 
for  Brunswick  phonographs,  has  gone  to  Chi- 
cago to  attend  the  annual  convention  of  the 
Brunswick-Balke-Collender  Co.  sales  managers. 
He  will  be  away  about  two  weeks. 

T.  J.  Black,  of  the  Wiley  B.  Allen  Co.,  ac- 
companied Frank  Anrys,  general  manager  of 
the  company,  to  the  National  Piano  Merchants' 
Convention  this  year. 

Planning  Big  Tie-up  With  Artist 

Orville  Harrold,  one  of  the  most  popular  sing- 
ers of  the  Metropolitan  Opera  Co.,  of  New 
York,  will  fill  a  two  weeks'  engagement  at 
Loew's  Warfield  Theatre  this  month,  and  Sher- 
man, Clay  &  Co.  have  made  arrangements  to 
supply  window  trims  and  advertising  pamphlets 
to  forty-five  dealers  who  will  make  a  feature 
of  Harrold's  Victor  records.  Mr.  Harrold  will 
sing  to  about  100,000  people  in  this  city  alone. 
Over  70,000  pamphlets  will  be  mailed  by  the 
dealers  in  the  show  window  tie-up. 

Walter  S.  Gray  Moves 

Walter  S.  Gray,  the  "Needle  King,"  has 
moved  from  his  Market  street  location  to  new 
and  more  commodious  quarters  at  1084  Mission 
street.  Mr.  Gray  carries  several  lines  of  musical 
merchandise,  including  the  Strand  phonograph, 
needles  and  general  supplies.  Mr.  Gray  is  now 
on  a  trip  to  Eastern  points. 

The  new  manager  of  the  Oakland  talking 
machine  department  of  the  Wiley  B.  Allen  Co. 
is  Miss  H.  Coddington,  who  has  had  much  ex- 
perience in  her  line  in  the  East. 


AU  D  AK 

CITS    THK    COST    OF    SELLING  RECORDS 

Demonstrates'  any  number  of  records 
at  the  same  time  without  booths. 

\SK  FOR  NAME  OF  JOBBER  NE.4REST  YOU 

AUDAK  CO.,   565   Fifth  Ave.,   New  York 
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FLETCHER-WICKES  CO.,   116-122  West  Illinois  Street,  Chicago,  Illinois 


THE  McLAGAN  PHONOGRAPH  CORPORATION.  LIMITED,  STRATFORD,  ONTARIO,  EXCLUSIVE  CANADIAN  AGENTS 


THE  FLETCHER  "STRAIGHT" 


Design  Patented  November  29th,  1921 


STRAIGHT  INSIDE— Taper  Outside 
BALL  BEARINGS  THROUGHOUT 

NEW  DESIGN    NEW  CONSTRUCTION 

is   universal  and  equipped  with  the  Regular  Fletcher 
Reproducer,  giving  the  same  natural  tone  quality  as  heretofore 

Made  in  two  lengthi,  Syi*  and  9^'  SEND  FOR  PRICES  AND  TERMS 

FLETCHER-WICKES  COMPANY 


116-122  WEST  ILLINOIS  STREET 


CHICAGO 


THE  McLAGAN  PHONOGRAPH  CORPORATION.  LIMITED.  STRATFORD.  ONTARIO.  EXCLUSIVE  CANADIAN  AGENTS 
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OFFICERS  OF  TALKING  MACHINE  MEN       LOUISVILLE  MUSIC  CO.  ORGANIZED 


On  April  15th  BANNER 
released  a  vocal  duet  of 
"BARNEY  GOOGLE," 
coupled  with  "I  LOVE 
ME" — a  distinct  scoop. 


Two  weeks  later  came 
the  rib  tickling  comedy 
songs  — "YES!  WE 
HAVE  NO  BANANAS" 
and  "OLD  KING  TUT." 
-another  BANNER  beat! 


These  are  but  two  recent 
instances  which  prove 
that  the  BANNER  or- 
ganization is  uniquely 
equipped  to  discover 
"hit"  numbers. 


Result?  A  reputation  that 
brings  the  record  buyer  to 
the  BANNER  dealer 
looking  for  the  new  rec- 
ords which  he  knows  the 
BANNER  dealer  has. 
An  excellent  way  to  keep 
summer  sales  up  to  nor- 
mal. 


PLAZA  MUSIC  CO 

18WEST  20"¥STREE-T  NEWYOtCK 


Executives  for  Ensuing  Year  Elected  at  May 
Meeting — New  Program  Includes  Talks  on 
Trade  Problems  by  Members — Entertainment 
Committee  for  Annual   Outing  Appointed 


Election  of  officers  was  the  principal  business 
before  the  members  of  the  Talking  Machine 
Men,  Inc.,  at  the  May  luncheon  meeting,  held 
in  the  Cafe  Boulevard,  New  York  City.  Irwin 
Kurtz  was  re-elected  president  and  E.  G.  Brown 
was  again  selected  as  secretary.  Other  officers 
chosen  were:  Joseph  H.  Mayers,  vice-president; 
Albert  Galuchie,  treasurer,  and  the  vice-presi- 
dents of  the  various  divisions,  namely,  Nathan 
Goldfinger,  Aeolian;  Sol  Lazarus,  Brunswick; 
Joseph  Tylkof?,  Columbia;  W.  Weidman  Evans, 
Edison;  Albert  Bersin,  Sonora,  and  L.  J. 
Rooney,  Victor. 

Due  to  the  fact  that  plans  must  be  made  for 
the  annual  outing  President  Kurtz  immediately 
appointed  the  following  committee  to  make 
plans  for  the  entertainment  for  that  event:  Sol 
Lazarus,  chairman;  Max  Berlow,  James  J.  Ba- 
vin, Albert  Galuchie,  C.  B.  Riddle,  Otto  Gold- 
smith, Nathan  Goldfinger  and  C.  Abelowitz. 

Announcement  was  also  made  by  President 
Kurtz  that,  during  the  next  year,  at  every  other 
meeting  five  members  of  the  organization  will 
be  called  upon  to  give  brief  talks  on  some  phase 
of  the  problems  afTecting  the  talking  machine 
business  and  open  forums  will  be  held  for  dis- 
cussion of  ways  and  means  of  eliminating  these 
problems. 

The  Talking  Machine  Men's  Ball  this  year 
was  the  most  successful  ever  held,  according  to 
the  report  of  Secretary  Brown,  who  announced 
that  this  event  brought  the  organization  a  sur- 
plus of  $1,025. 

Abram  Davega,  chairman  of  the  Music 
Week  Committee,  and  the  other  members  who 
were  active  in  making  this  week  a  success  were 
accorded  a  vote  of  thanks.  Mr.  Davega  an- 
nounced that  the  publicity  material  especially 
prepared  for  New  York's  Music  Week  has  been 
turned  over  to  the  Trade  Service  Bureau  of  the 
Music  Industries  Chamber  of  Commerce  for 
use  in  campaigns  in  other  cities. 

The  meeting  drew  to  a  close  with  entertain- 
ment provided  by  the  Bee  Tee  Publishing  Co., 
of  New  York,  Charles  Tobias  and  Louis  Breau, 
heads  of  this  concern;  Charles  Hart,  Columbia 
record  artist,  and  Sammy  Mann  sang  some  of 
the  latest  song  hits  published  by  the  Bee  Tee 
Co.,  including  "A  Voice  With  a  Smile,"  "Tom- 
my Lad,"  "And  That's  Better,"  "Keep  It  Under 
Your  Hat"  and  "Grand  Daddy."  The  Stewart 
Sisters,  popular  vaudeville  artists,  also  sang 
several  numbers. 


VICTOR  ARTISTS  SCORE  IN  OHIO 


YouNiiSTOWN,  O.,  June  1. — Success  crowned 
the  efforts  of  the  Eight  Famous  Victor  Artists 
recently  when  they  appeared  at  the  Park  The- 
atre under  the  auspices  of  the  Yahrling-Rayner 
IMusic  Co.  The  concert  promoted  by  this  en- 
terprising music  firm  attracted  an  audience  of 
more  than  1,000  persons.  The  program  given 
by  the  artists  was,  as  usual,  entertaining  and 
well  received. 

The  Lewis  Bros.  Co.,  at  East  Liverpool,  of- 
fered the  artists  in  a  concert  at  the  Ceramic 
Theatre  there  Monday  night.  May  14.  A  sell- 
out was  the  order  in  the  pottery  city. 


G.  A.  McLELLAN  PROMOTED 


Butte,  Mont.,  June  4. — G.  A.  McLellan,  con- 
nected with  the  local  headquarters  of  the  John 
Elliot  Clark  Co.,  Montana  Victor  distributor, 
since  the  opening  of  that  concern  here  a  year 
ago,  was  recently  made  manager  of  the  local 
establishment,  succeeding  Bessie  Jackson,  who 
has  resigned. 


Thought  before  action  insures  against  mis- 
takes. More  than  one  concern  has  failed  be- 
cause of  lack  of  foresight. 


Louisville,  Ky.,  June  5. — The  new  store  of  the' 
Louisville  Music  Co.,  570  South  Fourth  avenue, 
this  city,  was  formally  opened  recently  with  a 
well  attended  musical  program.  Large  adver- 
tisements in  the  local  newspapers  heralded  the 
event.  The  lines  handled  include  Vocalion  and 
Brunswick  instruments  and  records,  radio,  etc. 


AD  ON  TRUCK  ATTRACTS  ATTENTION 


East  Palestine,  O.,  June  5. — A  new  truck  was 
recently  purchased  by  the  Perkins  Music  Co.,  of 
this  city.  The  back  of  this  truck,  which  is  used 
for  delivery  purposes,  has  been  built  to  repre- 
sent an  Edison  Chippendale  model.  It  is  large 
enough  to  accommodate  the  laboratory  size  in- 
struments. A  large  outdoor  Edison  electric 
sign  placed  on  the  front  of  its  store  greatly 
adds  to  its  appearance  and,  undoubtedly,  at- 
tracts much  attention. 


The  "Go-getter"  goes  out  and  gets. 


Mr.  Edison  Man: — 

Don't  Say 

"KAN  T,"  say  "KENT" 

Write  for  catalog  of  complete  line 

The  KENT  No.  1 

With  "S"  Sound  Box 

Has  given  complete  satisfaction 
for  years 


Reg.  U.  S.  Pat.  Off. 

F.  C.  KENT  CO. 

Irvington,  N.  J. 
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Only 

50 


Cents 


Only 

50 


Cents 


EDWARD  LYMAN  BILL^.<^  Publishers 

373 FOURTH  AVENUE  •  •  •  •    •  •  •  NEW  YORK 
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THE  TALKING  MACHINE  WORLD  TRADE  DIRECTORY,  published 
for  the  first  time  in  May,  1922,  was  the  first  publication  in  the  talking  machine 
industry  that  furnished  the  trade  with  accurate,  up-to-date  lists  of  manufacturers  and 
jobbers  of  all  talking^machine  products. 

The  1923  edition  of  the  TALKING  MACHINE  WORLD  TRADE 
DIRECTORY  is  now  ready  for  the  trade,  and  this  book  is  the  only  complete 
DIRECTORY  of  manufacturers  and  jobbers  of  talking  machine  products  that  is 
now  available  for  the  use  Of  the  trade. 

This  convenient  reference  book  and  buying  guide  should  be  in  the  hands  of 
every  progressive  and  successful  talking  machine  dealer,  for  it  gives  accurate,  con- 
crete information  as  to  the  products  and  personnel  of  the  talking  machine  industry. 
It  is  primarily  a  book  of  fact  that  can  be  depended  upon  for  reliability  and  accuracy. 

The  TALKING  MACHINE  WORLD  TRADE  DIRECTORY  represents 
several  years  of  careful,  detailed  compilation  of  trade  facts  and  figures.  The  infor- 
mation in  this  book  was  not  prepared  haphazardly  or  hurriedly,  but  is  complete,  ac- 
curate and  up-to-date. 


Send  50c  and  a  copy  of  this  valuable  DIRECT- 
ORY    will    be    forwarded  immediately 


Edward  Lyman  Bill,  Inc. 
373  Fourth  Ave.,  N.  Y.  C. 

Kindly  send  me — all  postage  prepaid — a  copy  of  the 
1923  TALKING  MACHINE  WORLD  TRADE  DI- 
RECTORY in  payment  for  which  I  enclose  fifty  cents 
(stamps,  check  or  money  order). 


Name . . . 
Address. 
City  


June  15,  1923 
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Practical  Merchandising  Problems  Receive  Muck  Attention  at  the  Various  Convention 
Sessions — Many  Matters  of  Interest  to  Talking  Machine  Trade 
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Chicago,  III.,  June  7. — The  Drake  Hotel,  Chi- 
cago, this  week  was  the  scene  of  the  Prosperity 
Convention  of  the  Allied  Music  Trades,  with 
the  largest  gathering  of  manufacturers  and  mu- 
sic merchants  in  the  history  of  the  industry  and 
with  a  program  calculated  to  prove  of  ines- 
timable value  to  every  retailer  of  musical  in- 
struments in  the  country  during  the  months  to 
come.  It  was  a  convention  designed  to  take  up 
and  discuss  the  problems  of  all  branches  of  the 
industry,  and  that  goal  was  achieved  to  the 
satisfaction  of  the  majority,  who  included  rep- 
resentatives from  every  division  of  the  trade, 
including  a  large  number  of  talking  machine 
manufacturers  and  dealers. 

Reviewing  the  Chamber's  Progress 

The  convention  opened  with  the  annual  meet- 
ing of  the  Music  Industries  Chamber  of  Com- 
merce, with  which  a  number  of  talking  machine 
manufacturers  and  dealers  are  directly  or  indi- 
rectly affiliated.  In  his  opening  address  Presi- 
dent Richard  W.  Lawrence,  of  the  Chamber, 
reviewed  what  had  been  accomplished  by  that 
organization  during  the  year  through  the  medi- 
um of  its  various  bureaus.  He  told  of  the  great 
growth  of  the  advancement  of  music  work 
which  has  extended  throughout  the  country  and 
has  been  responsible  for  a  great  increase  in  the 
number  of  music  week  celebrations,  music 
memory  contests  and  other  events  of  similar  in- 
terest and  importance,  all  calculated  to  develop 
a  more  general  public  appreciation  of  music  and 
its  value. 

He  called  attention  to  the  tie-up  effected  with 
the  better  homes  movement,  whereby  musical 
instruments,  including  high-grade  talking  ma- 
chines, have  been  included  in  the  better  homes 
demonstration  exhibits  held  in  something  like 
1,000  cities  and  towns  throughout  the  country 
during  the  current  week.  This  connection  was 
brought  about  through  the  efforts  of  the  Cham- 
ber, which  noted  the  absence  of  musical  instru- 
ments in  home  equipment  during  last  year's 
demonstration  week  and  immediately  took  steps 
to  have  the  oversight  corrected.  Emphasis  was 
also  laid  upon  the  excellent  work  of  the  Trade 
Service  Bureau  of  the  Chamber,  which  is  de- 
signed to  handle  the  merchandising  problems 
of  the  trade  for  the  benefit  of  the  retailer  by 
gathering  statistics  and  expert  information  on 
selling  and  advertising  products,  etc. 

The  work  of  this  Bureau  during  the  year  has 
included  a  compilation  of  a  treatise  on  account- 
ing for  retail  music  dealers  written  by  Prof. 
Peisch,  of  Dartmouth  College — a  treatise  that 
might  well  be  adapted  to  the  use  of  the  talking 
machine  dealer. 

Awards  in  Advertising  Contest 

It  also  included  a  retail  advertising  contest 
in  which  prizes  were  awarded  for  the  best  daily 
newspaper  advertising  run  by  a  retail  music 
house  during  the  past  year,  the  ,chief  prize  in 
Class  A  being  won  by  the  Cable  Piano  Co.  of 
Chicago,  which,  in  addition  to  pianos,  handles 
Victor  and  Brunswick  talking  machines  and 
records.  Heading  the  list  accorded  honorable 
mention  in  this  division,  which  took  in  the 
cities  of  over  20,000  population,  was  Sherman, 
Clay  &  Co.,  San  Francisco,  the  well-known 
Victor  wholesaler  for  the  Pacific  Coast  section. 
The  first  prize  in  Class  B  for  cities  under  20,000 
population  was  won  by  the  Tusting  Piano  Co., 
of  Asbury  Park,  N.  J.,  which  concern  also  han- 
d'-rs  and  advertises  talking  machines  in  a  big 
H  ay.  • 

Protest  on  Increased  Freight  Rates 

In  the  course  of  his  address  Mr.  Lawrence 


called  attention  to  the  work  of  the  Chamber  in 
presenting  a  strong  protest  on  behalf  of  the 
talking  machine  trade  against  the  proposed 
raise  in  freight  rates  on  talking  machines  and 
records  through  a  contemplated  change  in  clas- 
sification. In  this  work  the  Chamber  co-oper- 
ated energetically  with  talking  machine  manu- 
facturers and  wholesalers. 


I  G.  E.  Roberts  Reviews  Business  | 
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One  of  the  principal  addresses  at  the  open- 
ing session  of  the  Chamber  was  that  of  George 
E.  Roberts,  vice-presidenf  of  the  National  City 
Bank  of  New  York.  In  the  course  of  his  talk, 
which  was  most  interesting,  Mr.  Roberts  said, 
in  part: 

"The  great  problem  of  modern  business  is  to 
keep  the  industrial  organization  in  a  balance. 
We  have  developed  a  very  highly  organized, 
highly  specialized  system,  in  which  everybody 
does  some  one  thing  and  depends  upon  supply- 
ing his  own  wants  by  exchanging  products  and 
services  with  others.  And  it  is  a  wonderfully 
effective  system  when  it  is  all  in  order  and  in 
balance  and  running  smoothly,  but  it  is  much 
like  a  great  machine  in  which  every  part  is 
dependent  upon  every  other  part. 

"Moreover,  it  is  a  great  voluntary  system.  It 
is  a  go-as-you-please  system.  Everybody  is  ex- 
pected to  find  his  own  place  in  it.  There  is  . no 
overhead  authority  to  tell  anyone  where  he 
shall  go,  or  what  he  shall  do,  or  what  he  shall 
get  for  what  he  does.  All  that  is  for  mutual 
agreement,  and  people  have  more  or  less  trou- 
ble in  arranging  matters  to  their  mutual  satis- 
faction. It  isn't  any  wonder,  when  you  come 
to  think  about  it,  that  there  should  be  some 
confusion,  some  jostling  and  friction,  some  lost 
motion  and  working  at  cross  purposes.  We  had 
several  big  strikes  last  year,  and  that  was  not 
very  good  for  business,  but  all  that  is  incidental 
to  personal  liberty.  We  live  under  a  regime 
of  liberty,  and  that  is  the  reason  why  every- 
thing doesn't  run  like  clockwork. 

"A  state  of  prosperity  is  a  state  of  balanced 
industry,  and  we  don't  have  it  completely  for 
very  much  of  the  time.  We  are  usually  either 
rising  to  it  or  falling  away  from  it.  We  know 
that  in  order  to  get  the  best  results  from  an 
individual  industry  all  its  departments  must  be 
in  right  relations  to  each  other,  and  it  is  just 
the  same  with  the  industrial  organization  as 
a  whole. 

"There  is  normal  equilibrium  which  must  be 
maintained  throughout  industry  in  order  to  have 
prosperity.  All  business  in  the  last  analysis 
consists  of  an  exchange  of  goods  and  services, 
and  you  cannot  have  a  free  and  full  circulation 
of  goods,  or  full  activity  in  the  industries  or  full 
employment  of  the  people,  unless  the  various 
branches  of  industry  are  in  such  relations  to 
each  other  that  the  products  of  each  industry 
will  be  taken  and  consumed  by  the  people  in 
the  other  industries. 

Upward  Price  Trend 

"We  are  all  familiar  with  the  fact  that  once 
prices  are  started  upward  many  influences  de- 
velop tending  to  carry  them  higher.  Both  con- 
sumers and  merchants  buy  more  heavily  on  an 
advancing  market;  there  is  a  tendency  to  carry 
larger  stocks,  and  if  there  is  any  difficulty 
about  getting  orders  filled  they  are  made  larger 
in  the  expectation  that  they  will  be  cut  down, 
or  duplicate  orders  are  given  in  different  places. 
That  tends  to  exaggerate  the  apparent  scarcity; 


it  is  misleading  to  producers  and  prompts  them 
to  take  steps  to  enlarge  capacity,  by  ordering 
more  equipment  and  perhaps  enlarging  their 
works,  all  of  which  increases  the  general  state 
of  pressure.  The  whole  situation  is  artificially 
stimulated;  the  amount  of  business  in  sight  is 
above  normal — that  is  to  say,  it  is  above  the 
average  volume  that  can  be  sustained.  If  buy- 
ing for  a  time  is  above  the  average  required  to 
supply  the  actual  consumption  of  the  commu- 
nity it  is  perfectly  certain  that  later  on  it  will 
fall  "below  the  average.  And  if  prices,  under 
that  stimulated  buying,  for  a  time  are  above 
the  average  level,  it  is  certain  that  when  buy- 
ing falls  of¥  prices  will  fall  below  the  average. 

"No  doubt  it  would  be  a  fine  thing  to  stabilize 
business,  but  everyone  must  help  do  it,  for  it  is 
what  the  great  body  of  the  people  do  in  the 


George  E.  Roberts 

management  of  their  own  aff^airs  that  makes  the 
general  state  of  business  what  it  is. 

"There  has  been  a  recovery  of  business  all 
along  the  line.  AVhen  prices  began  to  fall  in 
1920  buyers  held  off  as  they  always  do  to  see 
how  low  they  would  go.  Consumers  have 
economized  and  dealers  have  worked  off  their 
stocks  until  the  public  needs  to  buy  and  dealers 
need  to  stock  up.  That  is  the  situation  which 
has  brought  about  this  revival  of  business, 

"As  usual,  with  confidence  restored  and  prices 
moving  upward,  buying  came  back  with  a  rush, 
until  in  recent  months  we  have  been  face  to 
face  with  the  danger  that  the  movement  might 
swing  too  far.  We  want  to  get  out  of  this 
habit  of  swinging  from  one  extreme  to  another. 
We  want  stability  rather  than  alternate  booms 
and  depressions.  We  want  steady  employment 
for  everybody  at  good  wages,  rather  than  snow- 
ball advances  followed  by  unemployment. 

"We  have  had  in  the  last  month  a  decided 
check  upon  buying,  and  in  some  lines  a  marked 
recession  of  prices.  In  my  opinion  this  has 
been  an  altogether  wholesome  and  fortunate 
circumstance.  I  believe  the  effect  will  be  to 
prolong  the  period  of  prosperity.  The  conges- 
tion of  buying  and  the  rapid  rise  of  prices  in 
the  early  Spring  was  too  fast  a  movement  to 
be  lasting,  and  the  farther  it  went  the  greater 
the  reaction  was  certain  to  be.  The  setback 
places  us  upon  firmer  ground. 

"Prosperity  is  just  getting  under  way.  It 
should  have  a  long  run.  As  I  have  said,  pros- 
perity is  simply  a  matter  of  maintaining  the 
balance  in  industry.  We  might  have  it  indefinite- 
ly if  we  could  preserve  the  balance,  so  that  pur- 
chasing power  throughout  all  the  groups  was 
equal  to  production  in  all  the  groups. 

(Continued  on  page  68) 
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"There  is  no  danger  of  general  over-produc- 
tion. That  never  can  be  so  long  as  the  popu- 
lation has  wants  unsatisfied.  It  would  be  well 
if  everybody  could  understand  that.  The  people 
of  the  United  States  live  upon  a  level  of  com- 
fort far  above  that  of  any  other  country  in  the 
world,  and  yet  far  below  that  of  their  aspira- 
tions. There  isn't  a  family  in  this  city  of 
Chicago  in  a  four-room  flat  that  wouldn't  like 
to  have  six  rooms,  or  one  with  six  that  wouldn't 
like  to  have  eight.  There  isn't  a  single  family 
that  wouldn't  like  to  have  an  automobile  and 
a  piano,  and  it  would  be  fine  if  everyone  could. 

"There  is,  I  repeat,  no  such  thing  as  general 
over-production;  but  there  is  unbalanced  pro- 
duction. We  have  seen  it  and  we  should  try 
to  guard  against  it.  Every  class  and  every  in- 
terest will  be  served  by  avoiding  it.  In  every 
rapid  rise  of  prices  there  is  a  tendency  for  the 
price  structure  to  get  out  of  balance.  All  prices 
do  not  go  up  together;  all  wages  do  not  keep 
the  same  pace,  and  the  higher  and  faster  the 
movement  the  more  certain  is  it  that  the  equi- 
librium will  be  disturbed  and  that  a  collapse 
will  come,  to  be  followed  by  a  trying  period-of 
depression.  Everybody  is  interested  in  holding 
our  prosperity  steady.  Don't  rock  the  boat." 
Department  Heads  Report 

Various  executives  and  heads  of  the  Chamber 
presented  reports  of  the  activities  of  their  de- 
partments, the  first  to  report  being  Albert  L. 
Smith,  secretary  and  general  manager,  who 
announced  that  it  had  been  the  busiest  year  in 
the  Chamber's  history,  with  a  great  increase  in 
the  major  activities  of  that  organization,  as  it 
assumed  the  work  of  caring  for  new  trade  proj- 
ects such  as  the  Credit  Service  Bureau,  Trade 
Service  Bureau,  the  Export  Bureau,  etc.  He 
stated  that,  as  soon  as  practical,  consideration 
would  be  given  to  the  development  of  facili- 
ties for  better  publicity,  membership  and  field 
work,  as  the  association  idea  must  be  repeated- 
ly sold  and  resold  in  order  that  the  members 
may  be  educated  to  the  point  of  availing  them- 
selves of  its  benefits  to  the  fullest  degree. 

C.  L.  Dennis,  director  of  the  Trade  Service 
Bureau  of  the  Chamber,  next  spoke  of  the  ac- 
complishments of  that  Bureau  during  the  year, 
which  included  the  tying  up  of  the  music  indus- 
try with  National  Thrift  Week,  National  Music 
Week,  the  Better  Homes  movement,  etc.  In 
this  connection  the  Bureau  has  taken  an  active 
part  in  the  campaign  to  select  used  records  and 
music  rolls  and  dispose  of  them  through  chari- 
table distribution  in  order  to  make  room  for 
new  records  and  rolls  and  encourage  their  pur- 
chase. The  Bureau  has  also,  during  the  year, 
prepared  and  established  a  depreciation  sched- 
ule for  used  pianos,  the  basis  of  which  might 
well  be  adopted  by  the  talking  machine  trade, 
for  a  similar  schedule  applying  to  the  talking 
machine  trade-in  problem  of  this  industry  is  be- 
coming increasingly  important  and  complicated. 
Accounting  for  Retail  Music  Stores 

There  has  also  been  prepared  for  publication 
"Accounting  for  Retail  Music  Stores,"  which 
has  been  based  upon  actual  study  of  merchan- 
dising of  musical  instruments  and  includes  the 
handling  of  talking  machine  accounts.  Like- 
wise, the  Bureau  has  issued  a  pamphlet  on 
"Federal  Income  Tax  Returns  on  Instalment 
Sales"  which  has  been  in  wide  demand  and  has 
proved  a  very  practical  solution  of  the  tax  prob- 
lem in  relation  to  instalment  accounts.  In  con- 
nection with  its  various  activities  the  Bureau 
has  conducted  an  elaborate  information  serv- 
ice for  the  use  of  retailers  in  musical  instru- 
ments and  has  sent  out  a  great  number  of  bul- 
letins covering  the  various  phases  of  the  indus- 
try's activities. 

The  Advancement  of  Music  Work 

The  work  of  the  Bureau  for  the  Advancement 
of  Music  during  the  year  summed  up  by  C.  M. 
Tremaine,  its  director,  has  been  distinctly  im- 
pressive, it  being  reported  that  during  the  past 
twelve  months  the  number  of  cities  holding  mu- 
sic weeks  has  increased  from  88  to  141.  Christ- 
mas caroling  has  been  adopted  in  1,142  cities. 
Four   hundred  and   ninety-six   clubs  affiliated 


with  the  National  Federation  of  Music  Clubs 
have  co-operated  with  the  Bureau  in  carrying 
out  musical  activities  during  the  year;  1,510 


Richard  W.  Lawrence,  President 

newspapers  have  published  items  on  musical 
matters  supplied  by  the  Bureau  and  that  organ- 
ization has  also  co-operated  with  the  Commu- 
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nity  Service,  the  National  Child  Welfare  Asso- 
ciation and  numerous  other  activities.    The  en- 
tire report  is  contained  in  an  imposing  volume 
of    something   like    twenty-four   pages,  which 


should  prove  distinctly  interesting  to  the  talk- 
ing machine  dealer  who  realizes  that  music  ad- 
vancement means  more  sales. 

Development  of  Credit  Service 

A  phase  of  the  Chamber's  activities  that 
should  prove  of  interest  to  the  talking  machine 
industry  is  the  work  being  done  in  the  develop- 
ment of  the  credit  service  for  the  use  of  manu- 
facturers of  musical  instruments.  Although  this 
service  at  the  present  time  is  confined  to  piano 
manufacturers,  over  7,500  inquiries  having  been 
received  by  the  Bureau  during  the  past  year,  it 
can  be  extended  to  cover  the  talking  machine 
industry  if  the  opportunity  presents  itself. 
The  Budget  for  the  New  Year 

In  presenting  its  budget  for  the  new  year  the 
Finance  Committee  of  the  Chamber  has  asked 
for  total  subscriptions  amounting  to  $117,400 
from  the  various  divisional  and  individual  mem- 
bers of  the  organization.  Of  this  total  amount 
the  talking  machine  industry,  including  manu- 
facturers and  jobbers,  are  asked  to  contribute 


Ralph  L.  Freeman,  First  Vice-president 

$18,000  as  against  $20,000  for  the  past  year.  It 
is  assumed  that  the  industry  will  meet  this  de- 
creased assessment,  inasmuch  as  every  other 
branch  of  the  industry  has  voted  to  meet  the 
increased  assessments  as  provided  for  in  the 
budget. 

All  Officers  Re-elected 
At  the  final  meeting  of  the  Chamber  of  Com- 
merce on  Thursday  all  the  officers  of  the  Cham- 
ber were  re-elected,  they  being  Richard  W. 
Lawrence,  New  York,  president;  Ralph  L.  Free- 
man, director  of  distribution  of  the  Victor  Talk- 
ing Machine  Co.,  first  vice-president;  H.  C. 
Dickinson,  Chicago,  second  vice-president;  Al- 
fred L.  Smith,  New  York,  secretary  and  gen- 
eral manager,  and  F.  B.  T.  Hollenberg,  Little 
Rock,  treasurer.  Among  the  directors  named 
for  the  new  year  were  included  Percy  L. 
Deutsch,  of  the  Brunswick-Balke-Collender  Co., 
Chicago. 

iiiiiiiiiiii:^ 


Convention  of  Piano  Manufacturers 


^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

The  National  Piano  Manufacturers'  Associa- 
tion held  its  convention  on  Tuesday,  June  5,  in 
the  course  of  which  the  various  ofificers  and 
committee  members  ofTered  reports  that  re- 
flected the  great  prosperity  of  that  branch  of 
the  industry  and  indicated  that  satisfactory 
business  bade  fair  to  continue.  The  piano  manu- 
facturers have  been  particularly  active  in  the 
handling  of  the  traffic  situation  in  an  effort  to 
secure  lower  and  more  favorable  rail  rates  from 
Eastern  points  to  the  Pacific  Coast  and  accom- 
plished considerable  in  this  direction. 

There  was  also  much  interest  shown  in  the 
development  of  the  Credit  Bureau,  which  has 
proved  very  effective  in  keeping  the  trade 
finances  sound,  and  it  was  suggested  that,  in 
addition  to  the  credit  work,  a  collection  and 
adjustment  bureau  be  organized  during  the 
coming  year  under  the  auspices  of  the  Chamber 
of  Commerce  to  further  assist  the  manufac- 
turers in  handling  their  accounts. 


The  plan  presented  at  the  last  convention 
for  a  co-operative  national  advertising  cam- 
paign on  the  part  of  piano  manufacturers  went 
by  the  board  during  the  year,  although  it  was 
reported  that  the  propaganda  had  had  the  ef- 
fect of  increasing  the  amount  of  national  ad- 
vertising run  by  individual  manufacturers  and 
has  apparently  improved  the  caliber  of  such  na- 
tional advertising  which  appeared  in  the  daily 
newspapers  and  national  magazines. 

The  Question  of  Vocational  Training 
Considerable  attention  was  given  to  the  ques- 
tion of  vocational  training  in  piano  factories, 
with  a  view  to  increasing  the  number  of  avail- 
able workers  and  making  possible  the  building 
up  of  a  permanent  organization.  The  labor 
question  in  the  piano  factory  has  become  in- 
creasingly involved  and  the  point  has  been 
reached'  where  a  sufficient  number  of  workers 
cannot  be  secured  in  the  general  field.  A  num- 
ber of  manufacturers  have  already  adopted  the 
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credit  system,  with  a  view  to  developing  a  suf- 
ficient number  of  workers. 

Better  Selling  Plans  Necessary 
Among  the  speakers  before  the  manufac- 
turers' convention  was  Carl  C.  Conway,  of  the 
Hallet  &  Davis  Piano  Co,,  who,  in  addition 
to  making  pianos,  also  manufacture  a  large 
number  of  phonographs.  Mr.  Conway  empha- 
sized the  importance  of  the  work  of  the  Trade 
Service  Bureau  and  called  attention  to  the  need 
of  better  selling  plans  in  the  music  industry, 
with  a  view  to  developing  a  more  general  na- 
tional demand  for  its  products.  In  this  connec- 
tion he  said: 


Extend  Trade,  Says  Conway 


"Concentration  of  our  trading  frontiers,"  said 
Mr.  Conway,  "through  means  of  inter-com- 
munications and  transportation  has  been  going 
on  with  startling  rapidity.  Briggs'  cartoons  are 
enjoyed  as  fully  in  Los  Angeles  as  in  New 
York;  Andy  Gump  furnishes  as  many  laughs  in 
Butte,  Mont.,  as  in  New  Orleans. 

"The  phonograph  record  has  made  Caruso 
and  Teritza  known  from  the  deserts  of  Arizona 
to  the  drawing  rooms  of  our  most  beautiful 
homes.  Now  the  radio  makes  it  possible  to 
enjoy  a  musical  program  in  my  library  at  Scar- 
borough-on-the-Hudson,  which  is  broadcasted 
from  Los  Angeles. 

"So  with  automobiles,  safety  razors,  moving 
pictures,  magazines,  the  United  States  to-day 
is  one  market,  one  trading  area.  The  plans, 
therefore,  of  the  manufacturer  must  cover  his 
market.  Some  manufacturers  reason  that  the 
locality  principle  should  rule.  To  confine  your 
efforts  to  your  freight  advantage  area  seems  to 
me  to  be  as  fallacious  reasoning  as  it  would 
be  should  Marshall  Field  &  Co.  say,  'While  we 
advertise  in  Chicago  papers,  we  will  not  deliver 
in  all  our  circulation  area  because  it  costs  more 
to  deliver  a  carpet  sweeper  in  Oak  Park  or 
Evanston  than  on  the  Lake  Shore  Drive.' 
Whether  we  like  it  or  not,  with  our  most  eflfec- 
tive  means  of  presentation  nation-wide,  we  must 
gear  our  sales  plans  likewise  if  we  desire  to 
keep  our  place  in  the  procession. 

"These  developments  are  all  a  form  of  syn- 
dicalism, which  is  simply  obtaining  the  best 
brains,  the  best  plans  to  merchandise  an  article 
of  merit  on  a  plan  which  can  be  duplicated 
everywhere;  a  standard  plan  developed  after 
closer  study  as  to  the  rights  of  all  parties  con- 
cerned, the  customer,  the  merchant,  the  manu- 
facturer. It  must  be  simple,  uniform  and  stand 
the  test  of  the  buyers.  It  must  give  satisfaction 
everywhere. 

"With  the  price  fixed  fairly  and  nationally 
by  the  manufacturer  on  his  own  products — 
and  who  else  has  a  right  to  do  so? — with  the 
merchant's  margin  of  profit  fairly  protected 
(and  many  a  national  plan  has  failed  because 


the  merchant's  profit  was  not  gauged),  with 
the  manufacturer  assured  of  the  balance  for  liis 
costs,  profits  and  upbuilding  appropriation,  you 
have  the  basic  principles  upon  which  true  co- 
operation between  manufacturer  and  merchant 
can  be  built  on  a  firm  foundation  of  mutual 
interest. 

"The   syndicating  of  one   message,  national 


Mark  P.  Campbell,  President 

and  local,  has  a  cumulative  value  which  is  now 
sweeping  and  will  continue  to  sweep  our  in- 
dustry on  to  a  higher  plane  of  ethics  than  ever 
before. 

"The  manufacturer  can  afiford,  in  such  a  plan, 
to  place  his  product  before  the  nation  with  a 
concrete  standard  of  value  established.  He  can 
aflford  the  best  talent  money  can  buy  in  formu- 
lating plans  for  local  presentation  and  sales 
helps,  because  the  load  of  initial  expense  is 
spread  over  all  his  business.  Above  all,  such  a 
plan,  when  all  interests  are  protected,  gives  a 
relationship  in  all  business  contacts  possible 
in  no  other  way.  Whether  you  call  it  the 
square  deal  or,  in  the  language  of  our  Sunday 
school  days,  the  golden  rule  policy,  it  matters 
not.  Statistics  prove  it  is  the  house  of  service 
which  grows  and  grows  and  grows.  Such 
should  be  the  spirit  of  the  manufacturer  to  his 
merchant  in  all  relationships." 

Mark  P.  Campbell  Heads  Manufacturers 

The  new  officers  of  the  National  Piano  Man- 
ufacturers' Association  for  the  coming  year  are 
Mark  P.  Campbell,  New  York,  president;  E.  R. 
Jacobson,  Chicago,  first  vice-president;  Max  J. 
de  Rochemont,  second  vice-president;  A.  G. 
Gulbransen,  Chicago,  secretary,  and  Charles  Ja- 
cob, New  York,  treasurer.  Columbus  Healy,  of 
Lyon  &  Healy,  Chicago,  was  named  a  member 
of  the  new  nominating  committee. 


The  Meetings  of  the  Music  Merchants 


From  the  standpoint  of  the  talking  machine 
dealer  the  most  interesting  convention  was  that 
of  the  National  Association  of  Music  Mer- 
chants, which  was  held  on  Tuesday  and 
Wednesday,  June  5  and  6.  After  the  introduc- 
tory address  by  President  J.  Edwin  Butler,  of 
Marion,  Ind.,  the  secretary  reported  that  there 
were  at  the  present  time  on  the  rolls  of  the 
Association  1,322  members,  the  greatest  num- 
ber in  the  history  of  that  body,  and  including  a 
substantial  proportion  who  handled  talking  ma- 
chines of  various  makes,  either  exclusively  or 
in  connection  with  stocks  of  pianos  and  other 
musical  instruments. 

Financing  the  Retail  Business 

One  of  the  most  interesting  papers  read  at 
the  meeting  was  that  of  F.  B.  T.  Hollenberg, 
well-known  music  merchant  of  Little  Rock, 
Ark.,  who  talked  on  financing  methods  in  the 
trade  and  emphasized  the  fact  that  retailers 


should  make  a  strong  efifort  to  close  sales  for 
cash  and  that,  wherever  instalment  business 
was  done,  sufficient  interest  should  be  charged 
on  deferred  payments  to  cover  the  dealer's  in- 
vestment. He  declared,  for  instance,  that  the 
sale  of  a  $400  piano  on  instalments  cost  the 
dealer  actually  $75  when  overhead,  interest  on 
investment,  etc.,  were  considered  and  that  ways 
must  be  found  through  the  charging  of  interest 
to  overcome  this  loss.  He  advocated  the  cut- 
ting out  of  free  service  to  the  purchaser,  argu- 
ing that  that  service  had  increased  in  cost  to 
the  point  where,  unless  it  was  checked,  it  would 
prove  a  genuine  menace  to  the  business.  There 
were  several  points  he  made  in  connection  with 
instalment  selling,  and  particularly  with  the 
charging  of  interest,  that  might  well  be  applied 
to  the  talking  machine  business. 
Depreciation  Schedule  on  Used  Instruments 
C.  Alfred  Wagner,  general  manager  of  the 


y\nierican  I'iano  Co.  and,  incidenlally,  an  im- 
portant factor  in  the  Musical  Instrument  Sales 
Co.,  Victor  wholesaler,  had  an  important  place 
on  the  program  of  both  Merchants  and  Manu- 
facturers' Associations,  in  view  of  his  presenta- 
tion of  a  plan  for  the  development  of  a  deprecia- 
tion schedule  on  used  pianos  for  the  guidance 
of  dealers  in  making  allowances  on  instruments 
taken  in  trade. 

Mr.  Wagner  is  chairman  of  the  committee 
representing  the  Music  Industries  Chamber  of 
Commerce  in  the  handling  of  this  question, 
which  has  long  been  a  vital  one  in  the  piano 
trade,  and  the  idea  as  advanced  by  the  commit- 
tee has  been  to  prepare  a  schedule  giving  the 
approximate  depreciation  of  pianos  of  various 
retail  sales  values  over  various  periods  of  years 
from  one  to  thirty.  In  the  preparation  of  the 
schedule  an  attempt  has  been  made  to  secure  the 
serial  numbers  of  pianos  each  year  from  the 
manufacturers,  so  that  the  age  of  the  instrument 
might  be  quickly  determined.  With  the  age 
known  it  becomes  a  more  or  less  simple  matter 
to  gauge  the  depreciation  by  inspecting  the  ac- 
tual condition  of  the  instrument.  The  use  of 
the  schedule  is  not  arbitrary,  but  it  will  be  of- 
fered to  the  dealer  as  a  guide  in  the  making 
of  a  valuation.  It  might  be  well  for  various 
associations  of  talking  machine  dealers  to  give 
consideration  to  a  similar  form  of  schedule,  in 
view  of  the  increasing  number  of  exchanges  in 
the  trade,  due  largely  to  the  replacement  of 
upright  models  for  horizontal  or  console  types. 
Music  in  Better  Homes 

Another  interesting  address  was  that  of  Rob- 
ert W.  Lyon,  secretary  and  manager  of  the 
American  Homes  Bureau,  Chicago,  who  told  of 
the  important  place  occupied  by  the  musical  in- 
strument in  the  American  home  to-day.  In  the 
course  of  his  address  Mr.  Lyon  said: 

"To  an  outsider,  who  is  not  particularly  musi- 
cal and  who  has  no  especial  interest  in  the 
music  industry  as  such,  it  would  seem  as  if  in 
the  last  twenty  years  more  progress  has  been 
made  in  the  introduction  of  music  into  the 
home,  as  a  part  of  the  home  life  of  every  fam- 
ily, than  in  the  previous  two  thousand  years. 
Certainly,  the  old-fashioned  puritanical  idea 
that  music  was  a  sinful  waste  of  time  has  van- 
ished completely.  Gone,  too,  is  the  day  when 
the  piano  in  the  home  was  there  merely  as 
an  advertisement  of  the  family's  prosperity,  or 
else  was  an  instrument  of  torture  inflicted  upon 
innocent  and  unofl^ending  children  whose  musi- 
cal ability  was  conspicuous  by  its  absence,  but 
whose  doting  parents  insisted  upon  them  learn- 
ing at  least  how  to  hammer  out  the  'Blue  Dan- 
ube' waltzes  and  Schubert's  'Serenade'  without 
striking  more  than  a  dozen  false  notes  per  min- 
ute. 

"The  girl  of  to-day  entertaining  her  friends 
in  her  home  no  longer  finds  it  necessary  to 
perform  a  rendition  of  the  'Battle  of  Prague' 
that  would  make  its  composer  turn  over  in  his 
grave.  Instead,  she  invites  her  guests  to  make 
their  own  selection  from  the  cabinet  of  music 
rolls,  through  the  magical  medium  of  which  the 
very  fingers  of  the  great  virtuosi  are  brought 
to  the  keyboard  of  the  instrument,  or  she 
chooses  from  her  collection  of  records  those 
which,  by  an  even  more  magical  process,  give 
forth  the  very  voices  of  the  world's  greatest 
singers — even  Caruso  himself. 
What  the  Player  and  Phonograph  Have  Done 

"I  believe  that  these  two  marvelous  inven- 
tions, the  player-piano  and  the  phonograph,  have 
done  more  in  the  past  quarter  century  to  create 
a  desire  for  good  music  and  cultivate  the  taste 
for  really  good  music  in  the  home  than  all  the 
work  of  all  the  orchestras,  operas,  concert  sing- 
ers and  teachers  of  music  that  went  before 
them. 

"The  player-piano  not  only  has  done  this, 
but  it  also  helps  to  gratify  the  innate  desire  of 
almost  every  human  being  to  produce  music,  in 
some  fashion,  by  his  own  eflorts.  I  don't  sup- 
pose there  is  a  human  being,  man  or  woman, 
{Continued  on  page  70) 
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who  has  not  at  some  time  or  other  in  his  or 
her  life  tried  to  sing  or  play  some  instrument. 

"With  all  the  facilities  that  twentieth  century 
science  and  ingenuity  have  placed  at  the  disposal 
of  everybody  there  is  no  longer  any  excuse  for 
any  home  not  having  music,  and  good  music. 
And  this  fact  is  recognized  and  the  movement 
for  music  in  the  home  is  being  encouraged  by 
the  American  Homes  Bureau  and  all  of  the 
leaders  of  thought  and  agencies  for  education 
with  which  it  is  co-operating. 

Musical  Instruments  in  Model  Homes 

"Now,  an  essential  part  of  the  program  for 
National  Better  Homes  Week,  in  which  10,000 
women's  organizations  are  participating  this 
week  in  a  thousand  communities  and  hundreds 
of  newspapers  are  issuing  special  educational 
better  homes  editions  through  our  co-operation, 
is  music  in  the  home. 

"Hundreds  of  demonstration  homes  are  being 
thrown  open  to  the  public  this  week  in  order 
to  teach  everybody  how  to  have  better  homes. 
One  of  the  primary  rules  laid  down  by  the 
National  Advisory  Council  for  the  equipment  of 
these  demonstration  homes  is  that  there  must 
be  a  musical  instrument  in  the  home.  An  es- 
sential part  of  the  public  demonstration  is  the 
giving  of  some  kind  of  a  musical  program  in 
each  of  these  demonstration  homes  at  least 
once  a  day.  Through  the  schools,  civic  and 
women's  organizations,  and  the  newspapers  in 
many  communities,  the  committees  in  charge 
of  these  Better  Homes  Week  demonstrations 
are  conducting  music  library  contests  and  mu- 
sic memory  contests.  In  the  pages  of  the  news- 
papers co-operating  in  Better  Homes  Week 
will  be  found  many  articles  emphasizing  the 
importance  of  music  in  the  home." 


Manufacturer's  View  of  Radio 


A  paper  of  national  interest  was  that  of  N.  A. 
Fegen,  sales  manager  of  the  Zenith  Radio  Corp., 
who  opened  his  address  on  radio  from 
the  manufacturers'  viewpoint  by  asking  why  a 
music  merchant  should  be  interested.  He  pro- 
ceeded to  answer  this  question  by  quoting  the 
comment  of  a  number  of  prominent  music 
houses,  including  the  Piatt  Music  Co.,  of  Los 
Angeles,  in  which  it  was  stated  that  radio's 
principal  appeal  lies  in  its  musical  side  and, 
although  electrical,  this  does  not  deprive  it  of 
such  classification  any  more  than  does  the  elec- 
tric motor  take  the  electric  player  or  electric 
talking  machine  out  of  the  category  of  musical 
instruments. 

The  big  question,  according  to  Mr.  Fegen,  is 
whether  the  music  man  or  the  electrical  dealer 
will  enjoy  the  radio  profits.  The  latter  is  mak- 
ing a  strong  bid  for  the  business,  but  the  for- 
mer is  the  logical  one  to  market  it,  for,  accord- 
ing to  Mr.  Fegen,  radio  should  be  sold  as  a 
musical  instrument.  The  speaker  admitted 
there  were  difficulties  confronting  those  music 
dealers  who  enter  the  field,  but  these  are  grow- 
ing fewer  as  the  business  develops  greater  mor 
mentum.  Postponing  action,  he  said,  until  the 
industry  has  reached  a  satisfactory  momentum 
is  running  too  great  risk  in  two  important  re- 
spects— a  desirable  agency  may  not  be  avail- 
able and  it  will  be  ever  so  much  harder  to 
launch  the  business  then  than  now. 

Mr.  Fegen  summarized  briefly  some  of  the 
experiences  which  music  men  have  met  with 
in  entering  the  radio  field  without  the  proper 
preparation,  telling  of  those  who  overstocked 
on  radio  parts,  those  who  ordered  one  or  more 
complete  radio  sets  sent  on  trial  and  discon- 
tinued the  department  because  results  did  not 
approach  those  of  the  player-piano  or  talking 
machine  for  ease  and  simplicity  of  operation, 
as  well  as  several  others. 

Going  from  the  negative  side  of  the  problem 
to  the  affirmative,  Mr.  Fegen  stated  that  the 
first  step  for  the  music  dealer  to  take  in  enter- 
ing radio  is  to  have  the  manufacturer  send  him 
a  man  to  show  both  the  installation  and  opera- 
tion of  the  radio  set. 


Mr.  Fegen  stated  that  to  him  the  One  neces- 
sary element  in  a  properly  conducted  radio 
business  is  radio  demonstration  in  the  home, 
which  is  more  important  than  advertising  and, 
in  fact,  is  simply  indispensable.  He  said  that, 
from  his  experience,  it  was  unnecessary  and 
undesirable  to  demonstrate  radio  in  a  dealer's 
store.  This  is  due,  in  many  cases,  to  the  inter- 
ference generated  by  the  steel  structures  in 
which  such  warerooms  are  housed  and,  second- 
ly, to  the  fact  that  the  best  of  broadcasting  is 
available  after  business  hours.  It  is  in  the  home 
that  the  dealer  can  demonstrate  to  the  very 
best  of  advantage,  he  declared,  and  it  is  there 
that  the  dealer  really  makes  the  sale. 
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I  Radio  From  Dealer's  Viewpoint  | 


The  question  of  radio  from  the  retail  music 
dealer's  standpoint  was  handled  by  J.  W. 
Boothe,  of  Los  Angeles,  who  said: 

We  must  confess  that  our  experience  when 
the  radio  "craze"  was  at  its  height  was  not 
very  favorable.    This  was  the  period  when  over- 


J.  W.  Boothe 

night  were  born  thousands  of  slumbering  Edi- 
sons,  Teslas,  etc.  Every  father  had  a  boy  who 
was  simply  a  wonder  and  who  could,  with  an 
empty  condensed  milk  can  and  a  few  office  clips, 
and  the  wire  off  an  old  broom,. rig  up  a  set  that 
would  bring  in  anything  they  so  willed.  This 
made  a  scramble  for  small  parts,  and  we  could 
quickly  see  that  if  the  large  number  of  radio 
sets  were  to  be  assembled  by  the  youth  of  the 
country  Woolworth  would  soon  have  a  mo- 
nopoly on  the  business  and  that  the  big  public 
would  soon  pass  it  by  as  a  fad. 

Just  at  this  time  also  broadcasting  conditions 
were  very  unfavorable  and  this  also  helped  to 
bring  on  a  big  slump.  After  broadcasting  was 
greatly  improved,  better  programs  and,  to  a 
great  extent,  the  elimination  of  playing  records 
were  decided  upon.  Then  the  actual  sale  of  big 
sets  started  with  us  and  we  found  our  business 
slowly  but  surely  mounting  in  volume. 

Experienced  Employes  Engaged 

At  this  point  we  made  up  our  mind  that  we 
were  going  to  give  this  branch  of  our  business 
some  serious  thought  and  build  up  an  organiza- 
tion for  it  that  would  give  service  to  our  cus- 
tomers. We  accordingly  engaged  an  experi- 
enced radio  engineer  to  take  charge  of  the  de- 
partment, and  we  were  careful  to  see  that  he 
surrounded  himself  with  practical  salesmen  who 
had  none  of  the  element  of  "ham"  about  them, 
and  who  would  not  drag  their  customers  into 
the  intricacies  of  the  technical  end  of  the  radio 
business,  yet  men  who  understood  every  point 
of  the  commercial  end  of  it. 


I  mentioned  the  word  service  previously.  This 
is  just  what  has  built  up  our  business  to  its 
present  proportions.  For  example,  let  us  take 
a  customer  through  our  radio  department  and 
let  us  see  what  happens.  After  selecting  a  set, 
say,  that  cost  from  $200  to  $500,  the  customer 
many  times  will  say,  "All  right,  send  it  out  and 
my  boy  will  put  it  up;  he  is  a  'wiz'  on  radio." 

Just  at  this  point  salesmanship  comes  to  the 
front,  and  we  inform  the  customer  that  we  will 
do  all  the  work  connected  with  setting  it  up, 
and  insist  upon  an  appointment  with  the  family 
so  that  the  salesman  can  spend  the  evening  with 
them  and  show  them  every  detail  of  the  work- 
ing of  that  particular  set.  If  we  cannot  give 
this  service  to  the  sale  of  every  set  we  would 
rather  not  make  the  sale,  because  experience 
has  taught  us  that  the  lack  of  this  service  is 
responsible  for  most  all  of  the  trouble  in  making 
the  sale  stick,*  and  a  successful  sale  means  that 
you  must  start  the  family  ofif  right  the  first 
night  they  have  it  in  the  house.  If  the  public 
require  service  on  a  phonograph,  just  think 
what  service  means  to  them  on  radio,  which, 
from  the  start,  is  a  deep  mystery  to  them. 
Service  With  Every  Sale 
I  have  mentioned  above  that  our  salesmen 
never  attempt  to  encourage  the  customer  in  a 
discussion  on  the  technical  end  of  radio.  To  do 
this  is  to  get  them  in  a  maze  of  misunderstanding. 
The  farther  you  go  the  less  they  know.  What 
is  more  necessary  is  that  through  instruction 
you  teach  them  just  how  to  manipulate  the  set 
so  as  to  get  the  best  results.  Millions  of  people 
use  the  telephone  every  day,  but  they  know 
nothing  about  the  cause  that  makes  the  voice 
audible.  What  is  more,  they  do  not  care,  so 
long  as  they  get  service.  The  radio  is  just 
another  big  thing  in  the  home,  and  the  more 
simple  you  can  make  its  application  the  better. 

I  will  not  touch  upon  the  combined  radio 
and  phonograph,  although,  as  I  see  it,  nothing 
can  stop  it.  It  may  not  be  developed  as  fast 
as  some  of  us  expect,  but  it  is  coming,  and 
we  are  already  training  our  phonograph  men 
in  this  field.  The  fact  that  we  have  already 
sold  a  great  many  phonographs  and  radios  com- 
bined has  convinced  us  that  this  is  going  to  be 
a  big  part  of  the  business  in  the  very  near 
future.  We  are  going  to  be  ready  for  it  with 
a  good  organization  when  it  does  come. 

I  might  say  a  word  as  to  turnover,  which  is 
just  as  "important  as  making  sales.  We  have 
made  it  a  rule  never  to  have  our  inventory 
exceed  more  than  the  amount  of  three  months' 
business  at  cost.  The  rapid  changes  which  are 
still  taking  place  in  the  radio  world  make 
this  absolutely  necessary  if  you  want  to  show 
up  in  the  profit  column  at  the  end  of  the  year. 
The  whole  music  business,  as  well  as  radio, 
needs  a  greater  education  on  turnover,  and  this 
education  can  only  come  through  the  close 
study  of  intensive  merchandising,  something 
many  of  us  overlook  as  being  unimportant.  In 
fact,  I  have  talked  with  many  men  in  this  in- 
dustry who  had  little  idea  of  what  a  vital  thing 
turnover  was  to  their  business. 

The  one  thought  that  I  want  to  convey  in  this 
article  is  the  word  service.  This,  together  with 
a  cohesive  and  workable  organization,  is  what 
has  brought  to  us  our  radio  business,  which  is 
growing  very  rapidly. 

The  Necessity  of  Accurate  Accounting 

Prof.  Archie  M.  Peisch,  Professor  of  Ac- 
counting at  the  Amos  Tuck  School  of  Dart- 
mouth College,  in  the  course  of  the  convention 
read  a  very  practical  paper  on  "Accounting  for 
the  Retail  Music  Stores"  in  connection  with  the 
presentation  of  a  volume  on  the  same  subject 
prepared  by  the  Trade  Service  Bureau  of  the 
Chamber  of  Commerce  and  which  will  be  sold 
to  music  merchants  at  a  very  nominal  rate.  The 
system  was  evolved  by  Prof.  Peisch  after  a  per- 
sonal study  of  conditions  in  over  one  hundred 
music  stores  and  is,  therefore,  designed  to  meet 
actual  conditions. 

It  was  emphasized  that  one  of  the  fundamen- 
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tals  of  good  business  is  accurate  accounting. 
In  this  connection  Prof.  Peisch  said: 

'"Music  merchandising  is  like  any  other  en- 
deavor in  the  world,  from  sawing  wood  on  up 
to  directing  the  affairs  of  a  gigantic  corpora- 
tion. It  is  not  how  busy  but  how  efficient  we 
are  that  counts.  And  to  be  efficient  requires  a 
great  deal  of  thought  and  study  as  to  what 
has  been  done  in  the  past  and  what  can  be 
done  in  the  future. 

"I  have  also  heard  merchants  who  are  oper- 
ating relatively  small  enterprises  argue  that,  al- 
though painstaking  study  of  the  accounts  of  a 
business  may  be  profitable  in  the  case  of  a 
large  enterprise,  this  is  not  necessarily  true  in 
the  case  of  a  small  enterprise.  Without  any 
desire  whatsoever  to  put  a  crimp  in  Republi- 
can ambitions  for  1924,  I  would  like  to  call 
your  attention  to  an  article  by  Henry  Ford  in 
the  June  number  of  System,  entitled  "If  My 
Business  Were  Small."  In  this  article  Mr. 
Ford  demonstrated  very  effectively,  I  believe, 
that  the  principles  of  scientific  management  are 
identical  for  both  large  and  small  enterprises; 
that,  whether  you  spend  a  million  or  a  hundred 
dollars,  the  rules  are  the  same. 

"The  small  merchant  is,  I  think,  inclined  to 
hold  that,  since  he  is  physically  able  to  keep 
in  close  touch  with  all  the  detailed  work  of  his 
store,  his  accounting  records  need  not  be  as 
complete  as  should  be  the  case  with  the  large 
store.  In  regard  to  this  I  would  like  to  point 
out,  first  of  all,  that,  although  a  great  deal  more 
personal  attention  to  matters  of  operating  de- 
tail from  the  management  is  possible  in  a  small 
store  than  is  possible  in  a  large  store,  it  is  not 
any  more  necessary,  nor  any  more  profitable. 
The  great  advantage  of  scientific  accounting 
methods  lies  in  the  fact  that  they  can  be  car- 
ried out  successfully  by  subordinates  whose 
time  is  worth  less  to  the  business  than  the  time 
of  the  proprietor.  Therefore,  by  instituting 
scientific  accounting  methods  to  keep  himself 
informed  in  regard  to  the  operations  of  his 
store,  the  proprietor  saves  time  which  can  be 
devoted  to  the  more  productive  work  of  sales 
and  management.  In  the  second  place,  I  would 
like  to  note,  and  this  with  all  due  respect  to 
the  merchants  with  whom  I  have  worked,  that 
in  ten  years  of  accounting  experience  I  have 
never  met  a  single  merchant  who  could  get  as 
accurate  and  reliable  information  in  regard  to 
the  operations  of  his  business  through  personal 
observation  as  he  could  through  scientific  ac- 
counting methods." 


I        Advertising  and  Selling  | 
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From  the  sales  angle  a  practical  address  was 
made  by  Charles  E.  Byrne,  secretary  of  Steger 
&  Sons  Piano  Mfg.  Co.,  Chicago,  who,  in  addi- 
tion to  pianos,  also  make  a  large  line  of  phono- 
graphs.   In  the  course  of  his  address  he  said: 

"To  protect  our  best  interests  we  must  study 
to  improve  trade  conditions  and  practices — and 
that  applies  to  the  manufacturers  as  well  as 
the  dealers.  We  are  interdependent.  If  we 
permit  foolish  advertising  methods  to  develop 
and  overwhelm  our  industry — and  thereby  pre- 
vent merchants  from  obtaining  fair  prices  and 
fair  profits — we  are  going  to  kill  oflf  the  dealers, 
and  when  those  distributive  outlets  are  closed 
the  manufacturers  will  suffer  and  the  trade  will 
dry  up.  It  is  strange  some  manufacturers  and 
dealers  do  not  realize  that  misleading  advertis- 
ing, which  destroys  the  confidence  of  the  pub- 
lic, is  liable  to  kill  'the  goose  that  lays  the 
golden  egg.' 

"Such  conditions  should  be  rooted  out  of  the 
music  trade.  It  may  interest  you  to  know  that 
the  Chicago  Association  of  Commerce,  through 
its  Better  Business  Bureau,  cleaned  up  the  fake 
publicity  in  the  investment  field  and  jewelry 
trade  by  requesting  the  newspapers  to  refuse 
to  publish  advertising  that  was  unfair  to  the 
public.  That  Bureau  at  the  present  time  is  se- 
riously considering  the  necessity  of  fumigating 
some  piano  publicity. 

"The  wise  merchant  studies  advertising  con- 


stantly. He  considers  his  local  newspaper  a 
powerful  ally  and  makes  it  a  member  of  his 
sales  force. 

"How  many  persons  pass  your  store  daily? 
An  advertisement  in  a  newspaper  is  like  a  store 
window  and,  if  it  is  attractive  and  interesting,  it 
may  persuade  thousands  of  readers  to  buy  from 
you.    It  is  a  salesman  creating  confidence  on 
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the  part  of  the  public  in  the  reliability  of  your 
store  and  the  instruments  you  sell. 

"It  would  pay  any  merchant  to  run  a  small 
announcement  in  his  newspaper  every  day — • 
just  to  keep  his  name  before  the  public. 

"Search  constantly  for  new  ideas  to  obtain 
publicity  for  your  store.  Visit  the  manufac- 
turers and  gain  the  benefit  of  their  suggestions 
concerning  publicity  and  sales  promotion — and 
apply  them  in  your  business.  Subscribe  to  a 
Chicago,  Los  Angeles,  New  Orleans  or  New 
York  newspaper  in  order  to  get  the  latest  ad- 
vertising stunts. 

Watching  the  Turnover 

"Consult  with  your  banker  frequently — get 
his  advice  concerning  your  plans.  Let  him  ana- 
lyze the  financing  propositions  that  are  placed 
before  you  by  manufacturers  and  finance  com- 
panies in  order  to  find  out  which  is  really  the 
best,  the  most  secure  and  profitable  for  you. 
Watch  your  collections  and  remember  the  im- 
portance of  turnover.  The  fruit  peddler,  who 
buys  his  oranges  in  the  morning  and  sells  them 
before  night,  turns  over  his  capital  in  one  day. 
Many  dealers  do  not  understand  the  meaning 
of  turnover — and  because  of  that  fact  make  dis- 
mal failures. 

Canvass  the  Sales  Possibilities 

"Canvass  the  sales  possibilities  of  your  terri- 
tory thoroughly,  make  boosters  of  your  cus- 
tomers, merit  their  confidence  by  giving  good 
value,  service  and  courteous  treatment.  See  that 
your  sales  force  is  well  trained  in  selling;  in- 
struct them  to  know  every  important  detail 
concerning  the  products  you  sell  and  encour- 


age them  to  study  the  advertising  prepared  by 
the  manufacturers  for  your  benefit,  so  that  they 
will  understand  how  to  apply  it  to  the  advan- 
tage of  your  store. 

"By  all  means  remember  that  you  need  the 
co-operation  of  the  manufacturer  and  that  he 
needs  your  co-operation.  It  is  a  fifty-fifty  prop- 
osition. Become  better  acquainted  with  him. 
The  most  profitable  trip  you  can  make  is  to 
visit  his  office  and  factory — place  before  him 
your  problems,  your  plans  and  ideas.  Suggest 
to  him  how  he  can  improve  his  service." 

Robt.  N.  Watkin  Heads  Merchants'  Ass'n 

Robert  N.  Watkin,  of  the  Will  A.  Watkin  Co., 
Dallas,  Tex.,  was  elected  president  of  the  Na- 
tional Association  of  Music  Merchants,  with 
William  C.  Hamilton,  Pittsburgh,  first  vice- 
president;  George  R.  Hughes,  San  Francisco, 
second  vice-president;  Matt  J.  Kennedy,  Chi- 
cago, secretary,  and  Carl  A.  Droop,  Washing- 
ton, D.  C,  treasurer. 

The  Annual  Merchants'  Banquet 

At  the  conclusion  of  the  Merchants'  Associa- 
tion  Convention  there  was   held  an  elaborate 
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banquet  at  the  Drake  Hotel,  at  which  the  prin- 
cipal speaker  was  former  United  States  Senator 
James  Hamilton  Lewis,  who,  in  the  course  of 
his  address,  made  sharp  attack  on  the  taxation 
policy  of  the  Government  and  declared  that  the 
bulk  of  the  taxes  represented  simple  extortion 
on  the  part  of  the  Government  and  was  calcu- 
lated to  strangle  business.  He  also  condemned 
the  Governmental  policy  of  spying  on  and  in- 
terfering with  the  business  of  the  country.  He 
declared  that  the  time  had  come  for  the  ending 
of  Government  intrusion  in  private  affairs. 
After  the  banquet  there  was  dancing  to  the 
music  of  Frank  Westphal's  Rainbo  Orchestra, 
which  records  for  the  Columbia  Co. 
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The  Success  of  the  Great  Band  Concert 
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The  Band  Instrument  Manufacturers'  Associ- 
ation had  an  interesting  convention,  at  which 
the  outstanding  feature  was  the  enthusiasm 
over  the  success  of  the  band  tournament  held 
at  Grant  Park,  Chicago,  during  the  week,  with 
over  thirty  bands  from  high  and  grade  schools 
taking  part.  It  was  unanimously  decided  that  the 
band  concert  would  be  made  an  annual  feature, 
the  manufacturers  to  subscribe  a  sufficient  sum 
to  make  possible  worth-while  prizes.  Tourna- 
ment  prizes   this   year  aggregated  $6,000. 

Simultaneous  with  the  convention  itself  was 
the  progress  of  the  band  tournament.  It  was 
an  impressive  sight  and  one  that  Chicagoans 
who  were  privileged  to  see  it  will  not  soon 
forget — the  spectacle  of  the  bands  lined  up  in 
Grant  Park  awaiting  their  turn  to  go  up  into 
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the  band  stand  and  display  their  musical  skill. 
Chairs  were  placed  in  Grant  Park  before  the 
stand  and  these  were  filled  by  the  general  pub- 
lic from  morning  until  night.  Some  of  the 
bands  were  large  and  some  were  small,  some 
had  drum  majors  and  some  had  not,  some  were 
girls  and  some  were  boys,  and  they  came  from 
all  parts  of  the  country.  Needless  to  say,  the 
boys  were  given  a  royal  reception  by  the  music 
men,  who,  almost  to  a  man,  'expressed  their 
approval  of  the  band  contest  idea.  Certainly 
the  band  instrument  manufacturers  succeeded 
in  starting  an  idea  that  should  grow  to  greater 
and  greater  proportions  as  the  years  go  by. 

The  newspapers  gave  the  contests  consider- 
able publicity,  but  it  is  doubtful  whether  the 
{Continued  on  page  72) 
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Some  of  the  Convention  Delegates  Grouped  on  the  Lawn  Before 


public  in  general  realized  what  an  interesting 
and  important  affair  was  occurring  upon  the 
lake  front.  Very  few  more  persons  could  have 
been  accommodated  in  listening  to  the  contest 
and  the  only  criticism  is  that  those  who  occupied 
the  seats  occupied  them  all  day  long,  the  con- 
test was  so  interesting. 

Here's  a  list  of  the  bands  that  were  judged 
by  Captain  Santleman,  the  famous  bandmaster 
of  the  Marine  Band  of  Washington;  Austin 
High;  Harvey,  Ind.;  Evansville,  Ind.;  Emmer- 
son  School  of  Gary;  Froedel  School  of  Gary; 
Abrade  School  of  Gary;  Bowen  of  Chicago; 
Calumet,  Chicago;  Hyde  Park;  Tilden  Tech.; 
Lane  Tech;  Lindblom;  Paw  Paw,  Mich.;  New- 
castle, Penn.;  Alleghany,  Pa.;  Fostoria,  O.; 
Louisville,  Ky.;  Cedar  Rapids,  la.;  Hannibal, 
Mo.;  Joliet,  111.;  Oklahoma  City,  Okla.;  Lake 
Geneva,  Wis.;  Centerville,  la.;  Richland  Center, 
Wis.;  New  Trier,  III;  Rockford,  111.;  Elkhorn, 
Wis.;  Council  Bluffs,  la.;  Willamette,  111.,  Glen- 
wood,  111. 

Winners  in  Band  Contest 

The  band  contest  in  Grant  Park  closed  with 
C.  M.  Tremaine,  of  the  National  Bureau  for 
the  Advancement  of  Music,  being  introduced 
by  Captain  Santleman,  official  judge  of  the  con- 
test. Mr.  Tremaine  said  that  of  all  the  de- 
velopments in  music  advancement  this  great 
band  contest  was  the  most  spectacular  and 
meant  much  to  the  music  industry  and  to  the 
advancement  of  music  in  America. 

Mr.  Tremaine  introduced  H.  Wainwright, 
leader  of  the  Fostoria,  O.,  band,  as  winner  in 
the  high  school  class  of  the  $1,000  prize,  who 
conducted  a  massed  concert,  playing  the  "Na- 
tional Emblem"  march.  Following  this,  six- 
year-old  little  Sousa  led  the  massed  concert 
in  several  numbers.    Other  winners  in  the  high 


school  class  were:  the  Harrison  Technical 
High,  Chicago,  second,  $500;  Council  Bluffs,  la., 
third,  $300;  Hyde  Park,  Chicago,  fourth,  $200. 
In  grammar  school  class,  Joliet,  III,  first, 
$1,000;  Harvey,  III,  second,  $500;  Gary,  Ind., 
third,  $300,  and  Glenwood,  111.,  fourth,  $200. 
To  Stop  Subsidies 
The  band  instrument  manufacturers  agreed 
to  discontinue  the  practice  of  subsidizing  band 
leaders  and  musicians  generally  to  use  certain 
m.akes  of  instruments  through  presenting  the 
instruments  free  or  by  making  money  pay- 
ments. This  -  resolution  is  in  line  with  that 
adopted  by  the  popular  music  publishers  some 
years  ago,  whereby  the  practice  of  paying  pro- 
fessional singers  to  "plug"  songs  was  elimi- 
nated. 

All  Officers  Re-elected 

All  the  officers  of  the  Association  were  re- 
elected, they  being  C.  D.  Greenleaf,  Elkhart, 
Ind.,  president;  James  Duffy,  Grand  Rapids, 
Mich.,  vice-president;  Frank  Holton,  Elkhorn, 
Wis.,  secretary  and  treasurer. 


the  Drake  Hotel 

Association  members  to  $100  a  year.  William 
J.  Haussler,  of  M.  Hohner,  and  also  an  active 
factor  in  C.  Bruno  &  Son,  Victor  wholesalers, 
was  re-elected  president  of  the  Association, 
with  F.  C.  Howard,  of  Kansas  City,  vice-presi- 
dent, and  Fred  Gretsch,  of  Brooklyn,  treasurer. 


ENTERTAINERS  AT  MIDNIGHT  FROLIC 


Talking  Machine  Record  Artists  Provide  Bulk 
of  Entertainment  at  the  Outstanding  Social 
Event  of  the  Convention  Week  in  Chicago 


I  Musical  Merchandise  Men  Meet  | 
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The  annual  convention  of  the  National  Mu- 
sical Merchandise  Association  was  held  on  June 
6,  when  a  number  of  matters  of  general  im- 
portance to  this  division  of  the  trade  were  dis- 
cussed, including  the  establishment  of  a  credit 
service  for  checking  of  the  return  evil,  whereby 
dealers  take  advantage  of  the  manufacturers  by 
returning  goods  on  the  slightest  pretext,  and 
the  participation  of  the  Association  in  various 
activities  of  the  Chamber,  including  musical  ad- 
vancement work.  In  the  course  of  the  meet- 
ing it  was  voted  to  increase  the  dues  of  the 


The  big  general  entertainment  event  of  the 
week  was  the  Midnight  Frolic  of  the  Chicago 
Piano  Club,  held  at  the  Drake  on  Thursday 
evening.  It  is  significant  that,  although  the 
convention  program  was  devoted  largely  to  the 
interests  of  the  piano  and  allied  divisions  of 
the  industry,  the  entertainment  at  the  Frolic 
was  provided,  practically  100  per  cent,  by  the 
talking  machine  interests.  There  was  Benson's 
Orchestra  (Victor),  Albert  E.  Short's  Tivoli 
Orchestra  (Vocalion),  Guyon's  Paradise  Or- 
chestra (Okeh),  Irving  and  Jack  Kaufmann 
(Vocalion)  and  several  artists,  including  Yerkes' 
Flotilla  Orchestra.  In  fact,  from  an  entertain- 
ment standpoint,  it  was  talking  machine  night 
and  the  talking  machine  men  and  their  friends, 
including  the  executives  of  some  of  the  larger 
companies,  made  up  a  very  good  proportion  of 
the  thousand  or  more  guests  at  the  Frolic. 

It  might  be  said,  incidentally,  that  the  artists 
whose  services  were  secured  by  the  talking  ma- 
chine companies  also  played  prominent  parts  in 
furnishing  the  entertainment  for  the  noonday 
luncheons  held  from  Monday  to  Thursday  in- 
clusive. 
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One  significant  feature  of  the  convention  was 
the  turnout  of  talking  machine  men.  Hereto- 
fore convention  exhibits  were  practically  100 
per  cent  pianos.  This  time,  however,  the  mez- 
zanine floor  of  the  Drake  was  practically  a 
"Peacock  Alley"  for  the  talking  machine  men. 
They"  sure  did  make  a  splendid  showing  by 
practically  dominating  the  mezzanine  spaces. 
We  may  be  mistaken,  but  we  are  of  the  opinion 
that  never  before  in  history  was  there  ever 
such  a  turnout  of  celebrated  orchestras  as 
played  at  the  Frolics  on  Thursday  night.  To 
those  who  did  not  attend,  "read  'em  'n'  weep" — 
Benson,  Isham  Jones,  Albert  E.  Short's  Tivoli, 
Guyon's  Paradise,  Brunswick's  Oriole,  Yerkes' 
Flotilla,  King  Oliver's  Creole  Band  and  others. 


The  Brunswick  party  at  the  Edgewater 
Beach  Hotel  on  Monday  night  was  one  of  the 
"high  spots"  of  the  convention  and  was  marked 
by  a  spirit  of  good  fellowship  and  jollity.  As 
usual,  P.  L.  Deutsch,  general  manager  of  the 
Brunswick  organization,  was  a  host  par  excel- 
lence, being  ably  assisted  by  A.  J.  Kendrick, 
sales  manager  of  the  phonograph  division. 
"P.  L."  and  "A.  J.,"  as  they  were  called  by 
thousands  of  convention  visitors  during  the 
week,  did  everything  in  their  power  to  make 
the  Brunswick  dealers  and  their  friends  feel  at 
tiome,  and  they  succeeded  beyond  all  expecta- 
tions. The  Brunswick  booth  was  filled  to 
capacity  day  and  night,  and  the  officials  of  the 
company  were  congratulated  upon  the  courtesy 
and  consideration  they  extended  all  callers  at 
the  booth  and  the  Brunswick  executive  offices 
on  Wabash  avenue. 


The  Okeh  convention  started  moving  with  a 
bang  as  soon  as  the  visitors  from  the  East 
stepped  o&  the  Limited.    For  hard  work  and 


(1)  Otto  Heineman;  (2)  W.  C.  Fuhri;  (3)  R.  S. 

Peer;  (4)  A.  H.  Thalmeyer 
practical  value  this  convention  was  a  winner, 
and  a  full  measure  of  thanks  was  given  by  the 
jobbers  to  the  Okeh  executive  staff  who  were 
present.  Among  these  Okeh  boosters  were: 
Otto  Heineman,  president  of  the  General 
Phonograph  Corp.;  W.  C.  Fuhri,  general  sales 
manager;  R.  S.  Peer,  of  the  Okeh  executive 
stafT,  and  A.  H.  Thalmeyer,  manager  of  the 
foreign  record  division. 


Rodolph  Valentino  was  eclipsed  by  Joe  Dunas 
at  the  Frolics.  All  the  ladies  had  him  spotted. 
But  aside  from  good  looks  Joe  stands  "ace 
high"  with  the  male  gentry  when  it  comes  to 
selling  goods.  "Conheim,  of  Cole  &  Dunas,  at 
your  service,"  and  he  meant  it. 


If  there  was  anyone  at  the  exhibit  who  left 
without  a  sample  or  knowledge  of  Hall  fibre 
needles  it  wasn't  the  fault  of  H.  J.  Fiddelke,  of 
the  Hall  Mfg.  Co'.  He  worked  like  a  Trojan 
and  put  fibre  needles  over  big. 


H.  Mills  and  A.  J.  Dreier,  of  United  Mfg. 
&  Distributing  Co.,  had  a  splendid  exhibit  of 
United  motors  at  the  Drake.  Many  manufac- 
turers of  talking  machines  who  called  were 
also  taken  on  an  inspection  tour  of  the  big  new 
United  plant  in  this  city. 


cakes"  was  Brilliantone  steel  needles  put  up  in 
containers  that  were  in  turn  convenient  record 
cleaners. 


When  the  accompanying  photograph  was 
taken  all  of  the  members  of  the  Consolidated 
Talking  Machine 
Co.'s  sales  force  were 
in  mighty  good  hu- 
mor. It  will  be  noted 
particularly  that  E. 
A.  Fearn,  president  of 
the  company,  who  is 
seated  in  the  center 
of  the  first  row,  is 
smiling  very  happily, 
and  quite  likely  he 
was  planning  to  open 
another  branch  when 
the  camera  snapped. 
Sales  Manager 
Schoenwald,  seated 
at  Mr.  Fearn's  left,  is 
listening  very  intent- 
ly to  Otto  Heineman, 
who  is  telling  the 
Consolidated  staff 
about    a    new  Okeh 

record  guaranteed  to  produce  1,000  laughs  a 
second,  or  something  like  that. 


Miss  E.  E.  Powell,  of  Tonofone,  returned 
from  a  business  trip  too  late  to  rent  a  booth 
at  the  exhibit.  Nevertheless  she  managed  to 
get  a  Tonofone  display  into  nearly  every  booth 
on  the  mezzanine  floor  of  the  Drake. 


Dan  Creed,  G.  P.  Ellis  and  Bill  Griffiths  en- 
tertained at  No.  14  North  Michigan  avenue; 
L.  C.  Wiswell  and  Walter  Roach,  of  Lyon  & 
Healy,  Inc.,  "boosted"  at  the  Drake,  and  Lester 
C.  Noble,  of  Wurlitzer,  "kept  shop"  on  "Piano 
Row."  All  for  Victor.  Truly  100  per  cent  Vic- 
tor jobber  co-operation. 


The  Consolidated  T.  M.  Co.'s  Sales  Force  in  S  ession 

Watch  the  Kimball  family  grow  during  the 
next  few  months.  We  saw  the  latest  Kimball 
models  at  the  exhibit  which  showed  every  evi- 
dence of  becoming  popular. 


Regardless  of  all  the  noise  at  the  convention 
Audak  did  its  bit.  Noise  was  "meat"  for  Maxa- 
million  Weil;  the  more  there  was  the  better  he 
liked  it.  This  enabled  him  to  dem.onstrate 
Audak  to  better  advantage. 


The  Krasco  assembled  unit  won  the  admira- 
tion of  the  crowds  visiting  the  mezzanine.  All 
that  C.  C.  Brooks,  "Ash"  and  "Woz"  had  to 
do  was  to  spell  each  other  off  in  taking  orders. 


John  McKenna  and  Ray  Riley,  of  Columbia's 
Chicago  office,  were  out  to  boost  Columbia. 
They  did  most  successfully. 


As  James  F.  Bowers,  of  Lyon  &  Healy,  Inc., 
calls  them,  the  "minions  of  the  press"  were,  as 
usual,  the  only  ones  to  suffer.  They  had  to  sit 
up  and  pound  typewriters  long  after  the  others 
had  hit  the  hay. 


One  of  the  most  prominent  spots  of  interest 
at  the  Drake  during  convention  week  was  Sta- 
tion WDAP,  the  Drake's  broadcasting  room. 
To  make  matters  more  interesting  Leon  Golder, 
of  the  Sonora  Phonograph  Corp.  of  Illinois, 
saw  to  it  that  a  big  line  of  beautiful  Sonora 
instruments  was  on  display  in  this  room. 


But  our  friend  Murray  Cole,  of  the  Illinois 
Musical  Supply  Co.,  stayed  awake  as  long  as 
any  of  us. 


The  "dark  horse"  orchestra  of  the  whole 
bunch  was  sure  dark.  Especially  the  little 
frog-mouthed  boy  who  played  the  cornet. 
These  babies  worked  hard  and  collected  a 
mob  of  admirers  around  them  even  at  3  a.  m. 


S.  A.  Ribolla,  assisted  by  Al  Foute,  repre- 
sented the  General  Phonograph  Corp.  of 
Illinois  to  the  queen's  taste.  They  kept  a  con- 
stant stream  of  visitors  headed  for  the  com- 
bined General  Phonograph  Corp.-Consolidated 
Talking  Machine  Co.  exhibit  in  629.  Here's 
where  M.  O.  Giles,  R.  S.  Peer  and  Harry 
Schoenwald  got  in  some  fine  work. 


Here's  a  go!  One  prominent  talking  machine 
man  (name  deleted  by  censor)  wore  out  his 
ccfllar  throwing  his  head  back! 


Walter  Lane  and  Sales  Manager  Clevey,  of 
Bush  &  Lane  Piano  Co.,  received  a  whole  flock 
of  congratulations  on  their  talking  machine  ex- 
hibit at  the  Drake. 


Nearly  every  manufacturer,  jobber  and  re- 
tailer having  to  do  with  talking  machines  wore 
an  "ain't-this-just-like-Heaven"  look  on  his  face 
the  night  of  the  Frolic. 


F.  W.  Clement,  manager  of  the  Chicago  office 
of  Vocalion,  was  constantly  surrounded  by 
visiting  dealers.  There's  one  man  who  appre- 
ciates the  value  of  dealer  "Service." 


Steger  &  Sons  Piano  Mfg.  Co.  showed  some 
beautiful  models  of  Steger  talking  machines. 
Charles  E.  Byrne,  secretary  of  Steger,  and  Roy 
Hinman,  sales  manager  of  the  talking  machine 
department,  were  on  hand  all  the  time. 


Souvenirs  aplenty  were  dished  out  at  the  ex- 
hibit.    Ojie  presentation  that  went  like  "hot 


It  goes  without  argument  that  the  Western 
boys  hogged  the  exhibit.  The  Easterners  ap- 
preciate that  if  they  had  also  taken  space  the 
talking  machine  trade  would  have  put  the  rest 
of  the  music  industry  in  the  shade.  The  East- 
erners let  it  be  known  that  next  year's  conven- 
tion in  New  York  will  be  a  "humdinger"  in  so 
far  as  they  are  concerned.  They're  out  to  beat 
the  West  when  it  comes  to  exhibiting.  "All  the 
luck  in  the  world,"  say  the  Western  fellows, 
"but  at  the  same  time  don't  forget  a  big  bunch 
of  railroads  run  to  New  York."  And,  as  a 
matter  of  fact,  many  of  those  in  the  West  have 
already  made  inquiry  as  to  the  "when"  and 
"where"  of  the  next  convention.  Why,  O,  why! 
don't  some  one  see  to  it  that  all  manufacturers 
of  talking  machines,  records,  motors,  tone  arms, 
parts  and  accessories  are  organized  and  made 
members  of  the  Music  Industries  Chamber  of 
Commerce? 
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TALKING  MACHINE  EXHIBITS  AT 

HOTEL  DRAKE  DURING  CONVENTION 


One  of  the  most  elaborate  exhibits  at  the 
Drake  Hotel  during  the  convention  week  was 
that  of  the  Brunswick-Balke-Collender  Co., 
which  exhibited  its  entire  line  of  Brunswick 
talking  machines,  as  well  as  Brunswick  records. 
This  exhibit  took  place  on  the  mezzanine  floor, 
which  was  handsomely  fitted  up  for  the  occa- 
sion. Among  the  "home-harmonizing"  Bruns- 
wick instruments  which  were  on  display  were 
the  Beaux  Arts,  the  Oxford,  the  Georgian,  the 
Gotham,  the  Chippendale,  the  Cambridge,  the 
Stratford,  the  Tudor,  the  York  and  the  Raleigh 
console  models,  as  well  as  a  beautiful  display  of 
Brunswick  uprights  and  portables  which  at- 
tracted attention.  All  of  these  models  were 
shown  in  their  various  finishes. 


bearing  the  title  "The  Heart  of  the  Talking 
Machine." 


In  M-5  the  I^lood  Tone  Arm  Co.'s  exhibit, 
directed  by  B.  B.  Blood  and  Oscar  Kloer,  at- 
tracted many  visitors  by  reason  of  the  new 
composition  "Kompo-Fram"  diaphragm.  This 
concern  also  exhibited  a  full  line  of  its  well- 
known  Blood  Mono-turn  tone  arms. 


Cole  &  Dunas  held  its  exhibit  in  M-6  and 
showed  a  complete  line  of  musical  instruments, 
talking  machine  parts  and  accessories,  as  well 
as  a  full  line  of  upright  and  console  talking 
machines.  This  exhibit  was  supervised  by  Jos. 
Dunas,  head  of  the  company,  and  S.  Cohen, 
traveling  representative. 


In  the  Brunswick  record  exhibit  an  interest- 
ing educational  display  was  shown  which  illus- 
trated the  processes  of  recording  and  manufac- 
turing records.  Master  waxes,  mother  shells, 
recording  needles,  etc.,  were  to  be  seen,  as  well 
as  jars  containing  the  various  ingredients  go- 
ing into  the  manufacture  of  the  finished  record. 


Westphono,  Inc.,  held  an  interesting  portable 
exhibit  in  conjunction  with  Cole  &  Dunas  and 
this  part  of  the  exhibit  was  under  the  personal 
supervision  of  Benj.  Wood,  sales  manager  of 
Westphono,  Inc.  A  large  number  of  visiting 
dealers  were  attracted  by  the  many  attractive 
designs  of  Spencerian  portables. 


The  Illinois  Musical  Supply  Co.,  in  conjunc- 
tion with  the  Novak  Drum  Co.,  held  forth  at 
Room  M-3.  The  Illinois  exhibit  was  in  charge 
of  Murray  Cole,  president,  and  consisted  of  a 
full  line  of  talking  machine  accessories  and 
musical  instruments. 


M-7  was  the  headquarters  of  the  Krasco  Mfg. 
Co.,  manufacturer  of  the  well-known  Krasco 
motor  and  Krasco  assembled  units.  Several  of 
these  Krasco  assembled  units  were  installed  in 
Linerphone  cabinets,  where  they  attracted  con- 
siderable attention. 


An  interesting  exhibit  was  shown  in  M-4  by 
the  Oro-Tone  Co.,  with  Leigh  Hunt  in  charge. 
This  exhibit  consisted  of  a  showing  of  the  com- 
pany's entire  line  of  tone  arms,  reproducers  and 
Edison  attachments,  as  well  as  a  complete  line 
showing  the  various  finishes  of  the  Oro-Tone 
portable.  There  was  also  shown  in  this  room 
an  interesting  display  of  Hall  fibre  needles  by 
the  Hall  Mfg.  Co.,  with  H.  J.  Fiddelke  in 
charge. 


The  W.  W.  Kimball  Co.  showed  a  full  line 
of  Kimball  upright  and  console  talking  ma- 
chines in  M-9,  as  well  as  a  comprehensive  li- 
brary of  Okeh  and  Odeon  records.  Besides  the 
talking  machine  exhibit  this  company  showed 
a  line  of  pianos,  uprights,  grands  and  players. 


The  United  Mfg.  &  Distributing  Co.  had  an 
interesting  exhibit  also  in  M-4  under  the  super- 
vision of  A.  E.  Dreier,  sales  manager.  The 
United  passed  out  beautifully  printed  sixteen- 
page  folders  exploiting  the  United  motor  and 


The  Lyon  &  Healy  exhibit  was  shown  in 
M-8,  with  "Everything  Known  in  Music"  and 
radio  as  well.  A  representative  line  of  Vic- 
trola  consoles  and  uprights  in  the  latest  de- 
signs and  finishes  was  on  hand,  as  well  as  a 
librarv  of  Red  Seal  records. 


M-12  was  the  Baldwin  Piano  Co.'s  exhibit, 
which  showed  the  latest  models  of  Brunswick, 
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For  several  years  this  throw-back,  ball-bearing  Tone  Arm  has  been  the  biggest 
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Columbia  and  Sonora  instruments,  as  well  as 
the  Baldwin  Co.'s  entire  line  of  pianos,  up- 
rights, grands  and  players. 


In  M-14  the  Oh  Pep  Phonoparts  Co.  exhibit- 
ed in  conjunction  with  the  Wolf  Mfg.  Indus- 
tries. The  Oh  Pep  exhibit  consisted  of  a  full 
line  of  its  newly  introduced  brass  tone  arms, 
"In-viz"  hinges  and  very  artistically  designed 
Gothic  console  talking  machines,  which  were 
designed  for  the  convention  by  J.  N.  Peppin  for 
the  sole  purpose  of  demonstrating  Oh  Pep  tone 
arms  and  "In-viz"  hinges.  Carl  Knittel,  sales 
manager  of  the  Wolf  Mfg.  Industries,  showed 
his  entire  line  of  upright  and  console  machines, 
as  well  as  several  models  of  the  Outing  port- 
able, with  which  company  he  is  also  associated. 
In  this  room  was  also  shown  the  Cesco  record- 
repeating  device,  manufactured  by  the  Rapid 
Repeater  Co.,  of  Long  Island  City,  N.  Y. 


M-15  was  the  headquarters  of  the  Magnola 
Talking  Machine  Co,,  wherein  were  displayed 
Magnola  talking  machines,  in  conjunction  with 
a  comprehensive  line  of  Schulz  pianos,  manu- 
factured by  the  M.  Schulz  Co.,  the  parent  con- 
cern of  the  Magnola  Co. 


In  Room  542  the  H.  G.  Saal  Co.  exhibited 
its  full  line  of  talking  machine  motors,  in  con- 
junction with  the  Perkins  Phonograph  Co., 
which  showed  a  line  of  console  and  upright 
talking  machines,  as  well  as  the  new  Perkins 
portable. 


The  Steger  &  Sons  Piano  Mfg.  Co.  exhibited 
in  Rooms  608  and  610  a  full  line  of  attractive 
upright  and  console  Steger  talking  machines,  as 
well  as  its  latest  models  of  upright,  grand  and 
player-pianos.  This  exhibit  was  in  charge  of 
G.  Duffy,  who  was,  in  turn,  assisted  by  C.  L. 
Bradford  and  J.  A.  Bryan. 


In  Room  620  was  the  combined  exhibit  of 
the  General  Phonograph  Corp.  and  the  Consoli- 
dated Talking  Machine  Co.  The  General  'Pho- 
nograph Corp.'s  exhibit  was  under  the  supervi- 
sion of  Otto  Heineman,  assisted  by  W.  C. 
Fuhri,  R.  S.  Peer  and  M.  O.  Giles,  and  the 
exhibit  consisted  of  a  large  library  of  Okeh 
and  Odeon  records,  Heineman  and  Meisselbach 
motors,  as  well  as  tone  arms,  reproducers  and 
Dean  talking  machine  needles. 


The  Consolidated  Talking  Machine  Co.'s  part 
of  this  exhibit  consisted  of  a  full  line  of  Gar- 
ford  portable  talking  machines.  Strand  talking 
machines,  Console  talking  machines  and  a  full 
line  of  musical  instruments.  This  exhibit  was 
under  the  supervision  of  E.  A.  Fearn,  head  of 
the  Consolidated  Co.,  assisted  by  Sales  Man- 
ager Harry  Schoenwald  and  A.  J.  Bell. 


The  Starr  Piano  Co.  exhibited  in  Room  640, 
with  a  full  line  of  Starr  talking  machines  of  both 
the  upright  and  console  types  and  a  large  catalog 
of  Gennett  records.  In  conjunction  with  a  line 
•of  talking  machines  and  records  this  company 
also  exhibited  its  various  models  of  Starr  pi- 
anos. The  talking  machine  exhibit  was  in 
charge  of  H.  Martin,  assisted  by  George  Brad- 
ford, William  Dunning,  Ray  Strahn  and  C. 
Sweatlan. 


Bush  &  Lane  showed  for  the  first  time  their 
new  line  of  Duo  Vox  talking  machines  in  five 
console  models,  which  comprise  several  exclu- 
sive features.  This  line  is  equipped  with  two 
separate  reproducers  on  one  tone  arm.  There 
is  an  automatic  cut-out  between  the  two  re- 
producers and  the  tone  arm  automatically  feeds 
towards  the  center.  The  exhibit  was  under  the 
direction  of  C.  L.  Beach  and  W.  Lane. 
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Uniform  Points 
Uniform  Lengths 
Perfect  Reproduction 

Every  dealer  handling  Needles 
will  be  furnished  with  attractive  display 
material  for  store,  counter  and  booth. 


Your  distributor  is  equipped  to  give  your  orders 

immediate  attention 

General   Phonograph  Corporation 

OTTO  HEINEMAN,  President 

25  West  45th  Street  New  York 
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H.  LAUTER  CO.  TO  MAKE  MACHINES 

Prominent  Cabinet  Concern  Will  Make  Line  of 
Consoles — Distinctive  Cabinet  Designs 


Indianapolis,  Ind.,  June  5. — The  H.  Lauter  Co., 
manufacturer  of  phonograph  cabinets  and  also 
well  known  in  the  furniture  field,  announced 
recently  that  it  is  planning  to  place  on  the 
market  very  shortly  a  line  of  console  talking 
machines.  The  company  expects  to  have  six 
models  in  the  line,  finished  in  brown  mahogany 
and  American  walnut.  Particular  attention  is 
being  paid  to  the  cabinet  designs,  and  the  selec- 
tion of  the  equipment  is  receiving  exceptional 
care  and  consideration. 

The  H.  Lauter  Co.  has  been  identified  with 
the  talking  machine  industry  for  a  number  of 
years,  having  manufactured  cabinets  for  some 
of  the  leading  manufacturers  in  the  field.  The 
company  maintains  a  very  large  plant  in  this 
city,  and,  in  addition  to  manufacturing  cabinets, 
has  for  many  years  been  one  of  the  leading- 
furniture  manufacturers  in  this  State. 


HACKETT  SCORES  IN  EUROPE 

Charles  Hackett,  famous  tenor  and  Columbia 
artist,  has  scored  a  great  artistic  success  in 
London,  where  he  has  recently  made  several 
appearances  in  opera.  His  concert  itinerary  in- 
cludes appearances  in  Barcelona,  Monte  Carlo 
and  in  Paris  at  L'Opera  and  Opera  Comique. 
He  will  return  to  this  country  in  September, 
when  he  will  start  on  a  transcontinental  concert 
tour. 


B.  W.  JENNINGS  A  BENEDICT 

B.  W.  Jennings,  who  was  recently  appointed 
branch  service  manager  of  the  .  Columbia 
Graphophone  Co.,  was  married  a  few  weeks  ago 
to  Miss  Aida  Cora  Teller,  of  New  York.  Mr. 
and  Mrs.  Jennings  spent  their  honeymoon  at 
Atlantic  City,  and  upon  his  return  Mr.  Jen- 
nings made  plans  for  an  extended  Western 
trip,  which  will  include  a  week's  stay  in  the 
Chicago  territory. 


REHMER  MUSIC  CO.  OPENS 

Missoula,  Mont.,  May  29. — A  new  music  house 
called  the  Schaefer-Rehmer  Music  Co.  has  been 
opened  here  at  130  Higgins  avenue,  in  the  build- 
ing formerly  occupied  by  the  Rowland  Co. 

^sJc  to  See 
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CLEANS  RECORDS 
WHILE  PLAYING 


/NC/t£/IS£S  TH£  TON£ 
PRESE/fV£S  TH£  /fECO/tO 


Needs  No  MttenHon 

Its  merit  is  universally  attracting  attention. 
Made  in  diflerent  styles  to  fit  the  various 
makes. 

List   Price  25  cents 
To  Dealers  : 
$1.80  per  dozen  or  $18.00  per  gross 

STURGIS  NOVELTY  WORKS 

MEDINA,  N.  Y. 


ORMES  BOOKLET  WELL  RECEIVED 

New  Sales  Booklet  of  Standard  Victor  Records 
Now  in  Hands  of  Trade — First  Run  Called 
for  150,000 — Comprehensive  Record  List 


As  announced  in  a  recent  issue  of  The  World, 
Ormes,  Inc.,  Victor  wholesaler  in  New  York, 
had  prepared  for  distribution  among  Victor 
dealers  a  valuable  sales  booklet,  entitled  "If  You 
Bought  Only  One  Victor  Record  a  Week."  The 
first  announcement  regarding  this  booklet  re- 
ceived an  entliusiastic  response  from  the  Victor 
retailers,  and  when  the  first  edition  went  to  press 
ten  days  ago,  the  order  called  for  a  run  of 
150,000.  It  IS  probable  that  when  this  first  edi- 
tion IS  ott  the  press  and  the  dealers  realize 
the  tremendous  importance  of  this  booklet  as  a 
stimulant  to  record  sales,  a  second  edition  nec- 
essarily will  be  printed,  carrying  with  it  a  run 
equal  to  or  greater  than  the  first  edition. 

The  index  on  the  inside  front  cover  of  this 
attractive  booklet  gives  a  fair  idea  of  the  com- 
prehensiveness of  the  records  that  are  listed 
in  the  subsequent  pages.  Among  the  classifica- 
tions in  this  index  are  the  following:  Bands, 
children's  records,  dance  records,  descriptive  in- 
strumerttals,  gems  from  the  light  operas,  hymns, 
Lauder  records,  marches,  old  favorite  standard 
songs,  quartets,  sacred  selections,  songs  of  the 
past,  etc.,  etc.  On  the  last  page  of  the  booklet 
there  is  featured  a  list  of  ten  records  which 
it  is  suggested  should  be  in  every  music  lover's 
record  collection. 

CLEVER  BANNER _RECORD  PUBLICITY 

Illustrated  Post  Cards,  Window  Posters  and 
Other  Literature  as  Dealer  Helps  in  Increas- 
ing Record  Sales  of  Popular  Numbers 


The  Banner  record  division  of  the  Plaza 
Music  CO'.  is  supplying  the  trade  with  a  series 
of  postcards  printed  on  two  sides  and  attrac- 
tively illustrated,  which  feature  special  numbers 
and  are  furnished  to  the  retailer  with  his  im- 
print. In  some  instances  the  post  card  is  found 
to  be  a  better  aid  to  business,  particularly  in 
the  Summer  season,  than  the  letter,  circular  or 
folder,  although  the  use  of  the  card  should  not 
eliminate  other  mail  material. 

Illustrated  post  cards  carrying  the  story  of 
the  novelty  record  are  particularly  good  adver- 
tising. Take  the  two  latest  popular  novelty 
numbers,  "Yes!  We  Have  No  Bananas"  and 
"Barney  Google,"  for  example.  These  titles, 
together  with  illustrations  in  a  humorous  vein, 
are  accepted  by  the  recipients  as  quite  novel. 
Therefore,  such  advertising  is  particularly  im- 
pressive; it  has  the  advantage  of  the  insidious 
appeal,  creating  the  desire  for  the  record  with- 
out slapping  the  prospective  purchaser  in  the 
eye  with  a  glaring  announcement. 

On  the  two  numbers  mentioned  above  the 
Plaza  Co.  has  also  furnished  its  trade  with  spe- 
cial window  posters.  Retailers  are  also  being- 
induced  to  make  special  window  displays  of 
these  two  songs.  In  order  to  get  the  most  out 
of  the  campaign  the  Banner  records  of  "Barney 
Google"  and  "Yes!  We  Have  No  Bananas"  are 
issued  both  vocally  and  instrumentally.  It  is 
the  Plaza  suggestion  that  in  making  displays 
of  the  number  the  dealer  attractively  arrange 
the  talking  machine  record,  player  roll  and 
sheet  music  of  the  songs,  thus  getting  the  most 
out  of  the  possible  sales. 

INCREASE  IN  NEEDLE  PRICES 

The  Wall-Kane  Needle  Mfg.  Co.,  Brooklyn, 
N.  Y.,  has  announced  an  increase  in  prices  to 
the  jobbers  effective  June  15  and  covering  the 
extra  loud  jazz  one-time  needle  as  well  as  the 
entire  line  of  concert  steel  one-time  needles. 
The  concert  line  includes  all  grades  of  tone. 

F.  Kaminshine  has  returned  from  a  two 
months'  trip  throughout  the  talking  machine 
trade  in  the  interest  of  Wall-Kane  needles  and 
found  business  exceptionally  good.  A  large 
number  of  dealers  are  making  energetic  plans 
for  the  Fall  season. 


ORO  TONE  No.  4 

For  Playing  All  Records  on  the  Edison 

The  Oro-Tone  No.  4  Edison  Concert  Auto- 
matic Equipment  Has  Many  New  Features 
Never  Before  Attained  in  the  History  of 
Phonograph  Equipment. 


Patent  Applied  for 


Illustration  shows  position  for  playing  Victor 
and  all  other  lateral  cut  records.  Note  the 
dotted  line  which  shows  the  exact  centering 
of  the  needle  on  the  record. 

Uneqaaled  in  Convenience  and  in  Performance 

The  Oro-Tone  No.  4  Edison  Concert  Automatic 
Equipment  is  highly  praised  everywhere  it  is  shown 
because  its  automatic  operation  is  perfect.  A 
simple  turn  of  the  hand  and  the  Oro-Tone  No.  4 
equipment  AUTOMATICALLY  adjusts  itself  to 
play  either  lateral  or  vertical  cut  records  at  the 
will  of  the  operator.  With  this  remarkable  equip- 
ment it  is  easy  to  get  the  true  tone  quality  of  all 
makes  of  records. 

Five  Exclnsive  Features  That  Help  You  to  Sell 

(1)  It  AUTOMATICALLY  adjusts  itself  to 
the  correct  weight  for  playing  all  lateral  and  ver- 
tical cut  records;  (2)  it  AUTOMATICALLY 
adjusts  itself  to  the  correct  needle  center  and 
correct  angle  of  reproducer  on  the  record;  (3) 
it  AUTOMATICALLY  adjusts  itself  to  the  proper 
height  to  swing  clear  of  the  record"  when  playing 
vertical  cut  records ;  (4)  the  reproducer  will  not 
coast  when  record  is  played  through;  (5)  plays 
Edison  records  with  a  regular  fibre  needle,  pro- 
ducing splendid  volume  and  eliminating  surface 
noises. 

LIST  PRICE 
No.  4  Edison  Equipment 

NICKEL  FINISH  $7.00 

GOLD  FINISH  9.00 

GOLD  OXIDIZE  9.00 


Showing  the  ease  with  which  needles  may  be 
removed  by  simply  turning  up  the  reproducer. 


Patent  Applied  for 


Illustration  shows  position  for  playing  Edison 
and  other  vertical  cut  records.  Note  the  dotted 
line  which  shows  the  exact  centering  of  the 
needle  when  turned  to  play  vertical  cut  rec- 
ords. The  pressure  or  weight  on  the  record 
is  the  same  as  that  of  the  re.gular  Edison 
reproducer. 
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The  Biggest  Prestige-Building  Phonograph  Line  is  Brunswick 


New  England  Distributors : 
Kraft,  Bates  &  Spencer,  Inc. 
80  Kingston  Street,  Boston,  Mass. 


Brunswick  has  created  for  itself,  in  an  unusually  short  time,  a 
worthy  position  of  prestige  and  standing  in  the  musical  world. 

The  Brunswick  line  of  phonographs  and  records  is  supported  by 
a  big  campaign  of  demand -creating  advertising.  The  double  page 
from  The  Saturday  Evening  Post,  shown  above,  is  typical  ot 
Brunswick  publicity. 
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The  Greatest  Profit-Making  Phonograph  Line  is  Brunswick 


Brunswick  is  today  the  greatest  profit'making  standard  line  in  the 
music  trade.  A  standard,  nationally  advertised  line,  plus  a  larger 
discount,  plus  a  moderate-sized  and  well-balanced  catalog  of  records, 
in  constant  demand,  making  for  a  quick  turn-over  on  a  low  inventory. 

Learn  about  the  new  Brunswick  DAILY  RECORD  RELEASE 
plan— the  biggest  new  idea  in  record  merchandising. 


COLLENDER 

CINCINNATI 


C   O  .  }Aarm^acturc^s 
TORONTO 


Estiiblished  1S45 


Canadian  Distributors: 
Musical  Merchandise  Sales  Co. 
79  Wellington  St.,  West,  Toronto,  Ont. 
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1924  Console  Models 


OUR  commitments  for  next  Fall  must  by  all  means 
wait  for  your  inspection  of  the  beautiful  new  Strand 
line  of  Consoles. 


Samples  of  all  these 
new  models  were 
shown  at  the  conven- 
tion in  Chicago,  and 
may  also  be  seen  at  any 
of  the  addresses  tabu- 
lated below. 

At  first  glance  you 
will  receive  a  quick 
impression  of  beauty 
and  originality,  and 
your  close  examination 


Strand  Model  260— Price,  $150 


will  fully  justify  that 
impression. 

The  beautiful  de- 
signs are  beautifully 
executed;  and  you  will 
find  yourself  taking 
stock  of  many  such  de- 
tails as  certain  striking 
gold-outlined  ebonized 
margins  and  panels  of 
"tuna"  mahogany  and 
walnut. 


Quality  —  Low  List  —  Long  Discount  —  Protection 

This  is  the  policy  that  has  built  the  notable 
STRAND  success  from  the  very  first 


These  direct  Strand  representatives  are  ready  to  serve  you 


R.  H.  ARNAULT,  95  Madison  Avenue, 
New  York  City. 

ARTOPHONE  CORPORATION.  110.1 
Olive    Street,    St.   Louis.  Mo. 

ARTOPHONE  CORPORATION,  317 
Kan.sas  City  Life  Bldp.,  Kansas  City, 
Mo. 

CONSOLIDATED  TALKING  MACHINE 
CO.,  227  \V.  Washington  Street,  Chi- 
cago, 111. 

OTIS  C.  DORIAN,  321  Kins  Street,  E. 
Toronto,  Ont. 


W.  L.  ECKHARDT  (General  Radio 
Corp.).  Tenth  and  Cherry  .Streets, 
Philadelphia.  Pa. 

W.  S.  GRAY,  1054  Mission  Street,  San 
Francisco,  Cal. 

W.  S.  GRAY.  926  Midway  Place,  Los  An- 
Seles,  Cal. 


357    Ankeny  Street, 


C  ERISMAN, 
Boston,  Mass. 


174    Tremont  Street, 


L.    D.  HEATER, 
Portland,  Ore. 

IROQUOIS     SALES  CORPORATION, 
210  Franklin  Street.  Buffalo,  N.  Y. 

R.    J.   JAMIESON,    625    Swetland  Bldg., 
Cleveland,  Ohio. 

M.    E.    LYLE,    65V2    Walton    Street.  At- 
lanta, Ga. 


RICKEN,  SEEGER  &  WIRTS,  Globe 
BMk.,  Detroit,  Mich. 

STERLING  ROLL  &  RECORD  CO.,  137 
West  Fourth  Street,  Cincinnati.  Ohio. 

GENERAL  RADIO  CORP.,  1005  Liberty 
Avenue.  Pittsburgh,  Pa. 

L.  C.  LE  VOIE,  412  Andrus  Bldg.,  Min- 
neapolis, Minn. 

SHARP  MUSIC  COMPAJ^Y,  823  Fif- 
teenth Street,  Denver,  Colo. 

W.  O.  CARDELL,  Box  1271,  Tulsa,  Okla. 

R.  M.  McNAMARA,  2317  Raynor  Street, 
El  Paso,  Texas. 

R.  W.  ORTTE,  310  Magazine  Street,  New 
Orleans,  La. 

H.  J.  IVEY.  Box  235,  Dallas,  Texas. 
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Nothing  can  talk  of  mother  and  life's  fondest  memories  like  a 
sympathetic  violin  in  the  hands  of  a  master.  And  when  Sascha 
Jacobsen  plays  "Songs  My  Mother  Taught  Me  "  (Dvorak)  the 
heart  of  every  listener  is  turned  into  a  whispering  gallery  of  child- 
hood fancies. 

The  Garden  Scene  from  Faust  (Gounod)  is  another  sales-compelling 
number  by  the  same  artist  on  the  one  record,  A-3868. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


IN  PES  MOINES 

Consolidation  Aftermath — Harger  ^  Blish  Plan  Summer  Edison 
Sales  Contest — Michel  Activities — Business  Spotty — The  News 


Des  Moines,  Ia.,  June  9. — The  talking  machine 
business  has  been  somewhat  uneven  during  the 
past  month — a  condition  not  unusual  during  the 
Summer  months. 

Following  the  consolidation  of  Mickel  Bros. 
Co.,  of  Omaha  and  Des  Moines,  and  the  Ross 
E.  Ctirtice  Co.,  Victor  distributors,  the  local 
stock,  according  to  H.  B.  Sixsmith,  sales  man- 
ager, is  being  moved  to  Omaha,  and  all  ship- 
ments to  dealers  in  this  territory  will  be  made 
from  that  place.  Three  travelers  will  cover 
Iowa  and  adjoining  sections  of  other  States  from 
Des  Moines,  under  the  jurisdiction  of  H.  B.  Six- 
smith,  who  is  one  of  the  vice-presidents  of  the 
new  company,  while  a  like  number  will  work 
out  from  Omaha.  The  firm  will  do  business 
under  the  firm  name  of  Mickel  Bros.  Co. 

Ross  P.  Curtice,  who  held  the  jobbing  busi- 
ness acquired  by  the  Mickel  interests  in  Omaha, 
will  devote  his  entire  time  in  the  future  to  his 
retail  store  in  Lincoln,  Neb.  Mr.  Curtice  is 
father  of  Norman  Curtice,  of  the  Mickel  or- 
ganization. 

Harger  &  Blish,  jobbers  for  Edison,  are  ar- 
ranging a  sales  contest  for  the  Summer  among 
their  dealers.  Five  prizes  are  being  offered  to 
the  dealers,  the  prizes  being  in  the  nature  of 
an  extended  trip,  with  Harger  &  Blish  footing 
the  bills.  The  trips  ofifered  as  prizes  will  cover 
about  two  weeks'  time.  Winning  dealers  meet 
in  Chicago,  go  to  Rochester,  N.  Y.,  by  rail,  and 
from  there  to  Montreal  and  Quebec  by  boat. 
An  ocean  trip  from  Quebec  to  New  York  by 
way  of  Halifax  is  the  next  step  of  the  trip. 
While  in  New  York  the  prize-winrters  will 
make  many  side  trips.  A  visit  will  be  made 
to  Orange  where  the   dealers   will  meet  Mr. 


Edison  personally.  The  Edison  recording 
laboratories  will  make  a  souvenir  record  of  the 
prize  winners'  voices  when  they  visit  there. 
Much  interest  has  already  centered  on  the  con- 
test by  which  Harger  &  Blish  hope  to  hold  up 
the  sales  during  the  Summer  months.  Four 
contests  previous  to  the  one  this  year  have 
been  very  successful.  The  contest  opened  May 
1  and  will  close  August  18.  As  the  dealers  are 
divided  into  classes,  according  to  the  population 
of  the  town  in  which  they  do  business,  all  will 
have  an  equal  chance  for  the  prizes. 

During  Music  Week,  held  in  Des  Moines  dur- 
ing the  first  part  of  May,  the  William  and  Mary 
console  models  were  displayed  by  many  Edison 
dealers  in  the  city.  Models  were  furnished  by 
Harger  &  Blish. 

The  Shriners'  Special,  which  left  Des  Moines 
June  1  for  the  Washington  meeting,  carried  a 
William  and  Mary  console  and  an  assortment 
of  Edison  records  furnished  by  Harger  &  Blish. 
About  300  local  Shriners  made  the  trip  to  Wash- 
ington. The  "Iowa  Corn  Song"  and  the  "Oka- 
boji  Waltz,"  both  Iowa  numbers  recorded  by 
Edison,  were  featured  by  the  Iowa  Shriners  in 
W  ashington. 

Belle  Hendrix  Smith,  of  the  publicity  depart- 
ment of  Mickel  Bros.  Co.,  gave  the  illustrated 
opera  "Lucia"  at  Madrid  and  Osceola  during 
the  past  month.  The  opera  is  illustrated  by 
lantern  slides  prepared  by  Mickel  Bros,  and  the 
opera  is  given  by  Victrola  records. 

The  Renier  Music  House,  of  Dubuque,  Iowa, 
which  is  one  of  the  largest  music  stores  in 
northeastern  Iowa,  has  been  established  as  a 
Victor  dealer. 

A  general  meeting  of  the  Mickel  Bros.  Co.'s 


officers  and  road  men  was  held  in  Omaha, 
May  26.  A  luncheon  at  the  Athletic  Club  was 
included  in  the  day's  program. 
.  The  Morris-Sanford  Co.,  of  Cedar  Rapids, 
Iowa,  has  just  completed  the  organization  of  a 
very  successful  Victrola  club. 

A  large  number  of  Iowa  dealers  attended  the 
convention  of  the  Allied  Music  Trades  held  in 
Chicago  during  the  first  part  of  June.  Among 
the  local  jobbers,  H.  B.  Sixsmith  and  Geo.'F. 
Mickel,  of  Mickel  Bros.  Co.,  and  Mr.  Duning, 
of  the  Duning  Co.,  made  the  trip.  Headquar- 
ters for  the  Iowa  dealers  was  at  the  Sherman 
House. 

Employes  of  the  Victrola  department  of  the 
Davidson  Co.  at  Des  Moines  gathered  at  a 
chicken  dinner  and  dance  held  at  the  Wayside 
Inn  during  the  latter  part  of  May. 

Victor  records  for  June  were  featured  at  a 
radio  concert  broadcasted  by  Station  WGF  at 
Des  Moines,  the  latter  part  of  May. 

The  Bankers'  Special,  which  recently  made 
its  annual  run  covering  group  meetings  of  Iowa 
bankers,  was  equipped  with  a  William  and  Mary 
model  Edison  and  an  assortment  of  Edison 
records.  Every  bankers'  special  in  the  last  ten 
years  has  been  similarly  equipped  by  Harger 
&  Blish. 

Frank  Van  Bogart  is  the  new  manager  of  the 
talking  machine  department  of  Davidson's  at 
Waterloo,  Iowa. 

The  C.  E.  Schlegel  Drug  Stores,  of  Daven- 
port, have  completed  the  installation  of  sound- 
proof booths  in  their  store  at  Third  and  Brady 
streets.  Edison  phonographs  and  records  are 
handled  in  this  store  and  in  the  main  store  of 
the  company  at  220  West  Second  street. 


DONENS  MUSIC  CO.  CHARTERED 

PoRTCHESTER,  N.  Y.,  June  8.— Corporation  pa- 
pers for  the  Donens  Music  Shop  have  been 
filed  here  by  J.  M.  and  H.  Rosen  and  I.  Donen. 
The  company  will  be  capitalized  at  $24,000. 
Attorneys  are  Peck  &  Schmidt,  of  Portchester. 


THE  NEW 


PHONOGRAPHS 

AND 

EDISON  RECORDS 

HARGER  &  BLISH  DES  MOINES 
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IN  PITTSB  URGH 


Hold  Victor  Sales  Meeting — Edison  Artist  Records  on  Stage — 
Business  Good — Trade  Members  on  Extension  Tour — Other  News 


Pittsburgh,  Pa.,  June  8. — One  of  the  pleasing 
events  in  talking  machine  circles  in  this  city 
was  the  Victor  sales  meeting  held  on  the  Hotel 
Chatham  roof  garden,  Tuesday,  May  29,  under 
the  auspices  of  the  Standard  Talking  Machine 
Co.  More  than  130  Victor  dealers  from  all  sec- 
tions of  the  territory  covered  by  the  Standard 
Co.  attended  the  meeting.  J.  C.  Roush,  presi- 
dent of  the  Standard  Co.  presided  and  welcomed 
the  guests. 

The  speakers  and  their  subjects,  which  were 
keenly  enjoyed,  were  as  follows:  Martin  L. 
Pierce,  of  the  Hoover  Suction  Sweeper  Co., 
"Outside  Selling  Ideas";  F.  A.  Delano,  of  the 
Victor  Talking  Machine  Co.,  "Keeping  Up  the 
Record  Volume,"  and  W.  Lee  White,  treasurer 
of  the  Bankers  Commercial  Security  Co.,  of 
New  York,  "Finance  'Problems  of  Music  Mer- 
chants." 

In  the  evening  the  entire  party  were  guests 
of  the  Standard  Co.  at  a  dinner  at  "The  Venice." 
A  theatre  party  followed  at  the  Davis  Theatre, 
where  a  Keith  vaudeville  show  was  in  prog- 
ress. The  affair  was  one  of  the  most  delight- 
ful and  charming  held  by  the  Standard  Co., 
and  was  up  to  the  usual  standard  of  excellence 
upon  which  the  Standard  Co.  prides  itself. 
Wallace  Russell  and  E.  J.  McCormick,  of  the 
Standard  organization,  assisted  Mr.  Roush  in 
making  the  Victor  dealers  feel  at  home.  They 
were  also  ably  assisted  by  Robt.  Coleman,  C.  E. 
Willis,  H.  A.  Davis,  A.  E.  Ferguson,  and  Miss 
Minnie  L.  Watson. 

Edison  Artist  Makes  Record 

Byron  G.  Harlan,  famous  Edison  artist,  ap- 
peared with  his  company  for  one  whole  week 
during  May  at  the  Cameraphone  Theatre,  this 


city.  Part  of  Mr.  Harlan's  act  was  the  making 
of  an  Edison  record.  Two  Edison  phonographs 
for  this  purpose  were  supplied  by  Schroeder's, 
local  Edison  dealer.  Local  talent  was  also 
given  an  opportunity  at  each  evening  perform- 
ance to  make  a  record  and  to  have  same  repro- 
duced. This  stunt  has  been  going  over  very 
big,  not  only  in  Pittsburgh  proper,  but  in  the 
many  towns  in  this  territory  in  which  Mr.  -Har- 
lan and  his  company  have  appeared. 

Urges  Early  Ordering 

Thomas  T.  Evans,  manager  of  the  wholesale 
Victor  department  of  the  C.  C.  Mellor  Co., 
states  that  business  is  excellent  at  the  present 
time.  Mr.  Evans  is  of  the  opinion  that  Victor 
dealers  who  delay  placing  orders  will  be  short 
of  certain  lines  of  Victrolas  this  Fall. 

Victor  Demand  Continues  Good 

"Our  business  is  good  and  it's  gratifying  to 
state  that,  as  I  view  it,  the-Victor  line  is  more 
in  demand  than  ever,"  said  George  H.  Rew- 
bridge,  manager  of  the  wholesale  Victor  de- 
partment of  the  W.  F.  Frederick  Piano  Co. 

Mr.  Rewbridge  will  soon  welcome  home  from 
school  his  son,  Allan,  who  is  a  student  at  the 
Harvard  Medical  School. 

W.  F.  Frederick,  head  of  the  W.  F.  Frederick 
Piano  Co.,  who  spent  some  time  at  Mt.  Clemens, 
Mich.,  for  his  health,  is  much  improved  and  is 
now  at  his  Uniontown,  Pa.,  office. 

New  Edison  Dealers 

A.  A.  Buehn,  treasurer  of  the  Buehn  Phono- 
graph Co.,  Edison  distributor,  who  has  been  ill 
for  some  time,  is  again  at  his  desk.  Mr.  Buehn 
stated  that  business  in  the  Edison  line  was 
moving  along  at  a  satisfactory  rate.  He  stated 
that  the  new  models  of  the  Edison  line  were 


popular  sellers.  Among  the  new  Edison  deal- 
ers who  will  be  served  by  the  Buehn  Co.  are: 
Thompson  Drug  Co.,  Point  Pleasant,  West  Va. ; 
J.  V.  Fisher,  Saxton,  Pa.;  S.  H.  Koontz,  Bed- 
ford, Pa.,  and  J.  F.  McCaw,  New  Brighton,  Pa. 
Jewel-Tone  Reproducer  Popular 

The  Jewel-tone  reproducer  and  tone  arm  for 
playing  Edison  records  on  all  makes  of  ma- 
chines, made  by  the  Jewel  Phonoparts  Co.,  is 
meeting  with  the  approval  of  dealers  and  public 
in  this  territori'.  The  new  reproducer  has  suffi- 
cient weight  and  a  point  shaped  to  fit  the  Edison 
sound  groove  and  not  only  offers  the  Edison 
dealer  an  opportunity  to  increase  his  record 
business,  but  also  appeals  to  many  machine 
owners  who  desire  to  play  Edison  records.  Win- 
dow displays  and  attractive  literature  are  being 
used  by  Edison  dealers  to  place  this  product 
before  the  public. 

Louis  Luxenberg,  Edison  dealer,  of  Barnes- 
boro,  Pa.,  is  planning  to  attend  the  next  meet- 
ing of  the  Edison  Dealers'  Association,  which 
will  take  place  in  Pittsburgh  in  the  near  future. 
Paul  Brooks,  Edison  dealer,  of  Altoona,  is  also 
making  plans  to  be  present. 

W.  C.  Hamilton  Convalescent 

Wm.  C.  Hamilton,  president  of  the  S.  Hamil- 
ton Co.,  Victor  dealer,  is  convalescing  from  an 
operation.  The  complaint  was  a  recurrence  of 
an  attack  that  necessitated  an  operation  more 
than  a  year  ago.  Should  his  condition  allow, 
Mr.  Hamilton  plans  to  take  an  ocean  voyage 
to  France  in  July. 

Brunswick  Business  Growing 

George  J.  Meyer,  Jr.,  manager  of  the  Bruns- 
wick-Balke-CoUender  Co.  here,  is  optimistic  over 
business,  stating  that  the  demand  for  Bruns- 
wick machines  and  records  is  steadily  growing. 
Playertone  in  New  Home 

The  Playertone  Talking  Machine  Co.,  whose 
offices  are  now  located  on  Grant  street,  near 
Seventh  avenue,  reports  a  brisk  demand  for  the 
console  line  of  the  Playertone.  I.  Goldsmith, 
president  and  general  manager  of  the  company. 


"IN  LOVE" 


In  order  to  do  your  work 
with  100%  satisfaction, 
you  have  to  be  in  love 
with  your  work.  That's 
why  we  have  the  reputa- 
tion for  giving  Record 
Service  that  is 
passed. 


unsur- 


Our  service  is  a  personal  proposition  with  each  employee  in 
our  Wholesale  Department.  Compliments  galore  come  our 
way  from  dealers  who  buy  from  more  than  one  Distributor. 
If  you  are  not  among  the  host  of  our  satisfied  Record  Buyers, 
join  the  throng  and  let  us  prove  our  claim. 
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stated  that  all  indications  point  to  a  very  satis- 
factory season  for  his  line. 
Talking  Machine  Men  With  Extension  Tour 

The  talking  machine  trade  was  represented  on 
the  twenty-second  trade  extension  tour  of  the 
Chamber  of  Commerce  of  Pittsburgh  by  two 
Victor  men,  Joseph  C.  Roush,  president  of  the 
Standard  Talking  Machine  Co.,  Victor  whole- 
saler, and  C.  R.  Parsons,  Victrola  department, 
the  Rosenbaum  Co.  This  trade  tour  is  an  an- 
nual affair  and  covers  a  different  section  of  the 
tri-State  territory  each  year.  No  business  is 
solicited  nor  orders  taken  by  any  of  the  members 
on  the  trip.  In  other  words,  its  object  is  to 
establish  good-will  among  the  customers  of  the 
Pittsburgh  wholesale  houses. 

The  personnel  of  the  party  included  about  one 
hundred  and  fifty  of  the  business  men  of  Pitts- 
burgh, principally  wholesalers.  A  special  train 
of  fourteen  cars  was  used  to  convey  the  party 
to  the  different  towns  on  the  trip,  which  included 
the  following:  Jamestown,  N.  Y. ;  Salamanca, 
N.  Y.;  Clean,  N.  Y.;  Wellsville,  N.  Y.;  Hornell, 
N.  Y.;  Corning,  N.  Y.;  Elmira,  N.  Y.;  Williams- 
port,  Pa.;  Lock  Haven,  Pa.;  Belief onte.  Pa.; 
Huntingdon,  Pa.;  Bedford,  Pa.;  Cumberland, 
jNId.;  Meyersdale,  Pa.;  Somerset,  Pa.;  Connells- 
ville.  Pa.;  Scottdale,  Pa. 

Victor  dealers  at  all  the  points  covered  were 
among  the  receiving  committees  and,  in  some 
instances,  were  in  charge  of  the  arrangements 
for  the  entertainment  of  the  Pittsburgh  visitors. 

Geo.  C.  Hamburger,  manager  of  the  wholesale 
Victor  department  of  the  Elmira  Arms  Co.,  was 
in  charge  of  arrangements  in  Elmira,  N.  Y.  H. 
Housel,  Victor  dealer,  was  on  the  arrangements 
committee  at  Williamsport.  Mr.  Cohen,  of 
Cohen  &  Co.,  Victor  dealers,  Bellefonte,  Pa.,  was 
one  of  a  party  of  forty,  each  with  an  automobile, 
who  met  the  trade  tour  at  Lock  Haven  and 
drove  them  to  Bellefonte,  where  they  were  en- 
tertained before  proceeding  on  the  trip.  W.  W. 
W.  Staylor,  Victor  dealer  at  Huntingdon,  Pa., 
was  on  the  program  to  address  the  members 
of  the  trade  tour. 


i 


As  the  stamp  "sterling"  is  to  silver,  so  is  the  name  of  EDISON 
to  the  Phonograph — a  marii  of  highest  quality. 

New  models  attractively  priced,  make  the  Edison  franchise 
more  desirable  than  ever. 

BuEHN  Phonograph  Co^ 

EDISOIV  DISTRIBUTORS! 

4-21  seventh  ave. 
Pittsburgh 

New  Rdison  Records  Every  Week 


I 

! 
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Among  the  many  other  Victor  dealers  who 
were  identified  with  the  entertainment  of  the 
Pittsburghers  were  Charles  E.  Brownell,  of 
Wm.  S.  Andrus  &  Co.,  AVilliamsport,  Pa.; 
Messrs.  Hilton  and  Heffner,  of  Hilton  &  Heff- 
ner,  Lock  Haven,  Pa.;  Messrs.  Wilson,  Shaf- 
fer and  Kreamer,  of  Shaffer  &  Kreamer,  Lock 
Haven,  Pa.;  Mr.  Koontz,  of  the  Koontz  Music 
House,  Bedford,  Pa.;  L  T.  Holland,  of  the  Hol- 
land Co.,  Cumberland,  Md.;  L.  R.  Collins,  of 
Collins'  Drug  Store,  Meyersdale,  Pa.;  M.  Aaron 


and  H.  Hyatt,  of  Aaron's,  Victor  dealer,  Con- 
nellsville.  Pa.;  H.  Barkell,  of  Barkell's,  Victor 
dealer  at  Scottdale,  Pa. 

A  Style  111  Victrola  and  an  extra  loud  elec- 
tric amplifier  were  furnished  for  the  observa- 
tion car  by  Mr.  Roush. 

H.  R.  McHenry  in  New  Post 

H.  R.  McHenry,  who  has  managed  the  East 
Liberty  branch  of  the  S.  Hamilton  Co.  since  it 
was  established  in  1921,  has  resigned  from  that 
(Continued  on  page  82) 


C.  C.  MELLOR  ICO. 

PITTSBURGH,  PA. 

^  The  desire  to  serve  the  Victor  retailers  in  our  territory  to  maxi- 
mum advantage  is  re-enforced  by  a  knowledge  of  conditions  that 
makes  this  service  worth  while. 

^  This  year  promises  to  be  the  greatest  VICTOR  vear  in  history, 
and  VICTOR  retailers  who  thoroughly  appreciate  and  under- 
stand the  unlimited  opportunities  will  insure  their  profits  by 
putting  their  stock  in  condition  this  summer,  when  merchandise 
can  be  had,  rather  than  to  wait  until  the  fall  months.  A  shortage 
is  absolutely  certain,  due  to  the  new  models. 


We  are  splendidly  equipped  to 
co-operate  with  VICTOR  retailers 
in  making  1923  their  banner  year 


Victor  Wholesalers 


In  Pittsburgh  Since  1831 
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Columbia  New  Process  Records  are  rolling  up  impressive  sales 
scores.  First  announced  last  October,  these  better  records  today 
are  first  in  popularity  wherever  demonstrated. 

The  laminated  construction  is  responsible.  It  takes  that  annoying 
scratch  and  scrape  out  of  record  playing,  and  enables  Columbia 
New  Process  Records  to  prove  our  statement  that  they  offer  the 
utmost  in  phonographic  enjoyment. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


TRADE  HAPPENINQS  IN  PITTSBLROH 

(Continued  from  page  81) 


position  to  accept  a  very  flattering  offer  to  join 
the  new  staff  of  the  B.  W.  Lemmon  Co.,  distribu- 
tor of  the  Cole  and  Rickenbacker  automobiles. 
Mr.  McHenry  is  a  hustler  and  will  make  a  suc- 
cess in  his  new  line  of  endeavor,  in  which  he  will 
have  the  good  wishes  of  his  former  associates 
in  the  talking  machine  industry. 

Joins  Yahrling-Rayner  Music  Co.  Forces 

H.  F.  Andre,  who  has  been  with  the  W.  F. 
Frederick  Piano  Co.,  in  this  city,  for  a  number 
of  years  as  manager  and  later  as  traveling  rep- 
resentative in  the  wholesale  department,  has 
resigned  to  accept  a  position  with  the  Yahrling- 
Rayner  Music  Co.,  Youngstown,  O.  Mr.  An- 
dre's new  position  will  be  that  of  assistant  to 
Mr.  Yahrling,  with  duties  pertaining  largely  to 
the  purchasing  of  merchandise,  such  as  records, 
sheet  music,  player  rolls,  etc. 

E.  J.  Totten  Visiting  the  Trade 

E.  J.  Totten,  now  sales  manager  of  Cohen 
&  Hughes,  of  Baltimore,  Victor  wholesalers, 
was  in  the  tri-State  territory  the  latter  part  of 
May,  calling  on  the  Victor  trade  in  Pittsburgh, 
Wheeling,  Johnstown,  Altoona  and  intermedi- 
ate points.  Mr.  Totten  has  advised  the  trade 
that  his  salesmen  will  call  on  dealers  in  this 
territory  hereafter. 

T.  E.  Shorten  in  New  Line  of  Work 

T.  E.  Shorten,  for  several  years  manager  of 
the  Victrola  department  at  the  main  store  of 
the  S.  Hamilton  Co.,  at  815  Liberty  avenue,  re- 
signed from  this  position  last  week  to  accept  a 
position  with  the  Hall  Printing  Co.,  of  Pitts- 
burgh. Mr.  Shorten  has  been  an  active  member 
of  the  talking  machine  fraternity  of  Pittsburgh 
for  a  good  many  years  and  has  made  a  host  of 
friends  in  the  trade  during  that  period.  He  will 
go  into  the  new  line  of  work  with  the  best 
wishes  of  all  his  friends. 

Edison  Artists  End  Keith  Tour 

The  Mason-Dixon  Orchestra,  Edison  art- 
ists, formerly  known  as  the  Mason-Dixon  Seven, 
recently  concluded  an  engagement  on  the  Keith 
circuit  for  this  season  in  this  city.  This  or- 
chestra was  organized  in  Clarksburg,  W.  Va., 
and  has,  in  the  past  few  years,  toured  in  four- 
teen States.  It  has  met  with  unusual  success. 
Last  year  it  played  during  the  Summer  season 
on  the  million-dollar  pier  at  Atlantic  City  and 
this  year  an  engagement  has  been  made  with 
the  Shelbourne  Hotel  at  the  same  place.  Next 
Fall  the  orchestra  will  again  go  on  the  Keith 
circuit  for  a  lengthy  engagement. 

Brisk  Demand  Enjoyed  by  General  Radio 

Frank  Dorian,  of  the  local  office  of  the  Gen- 
eral Radio  Corp.,  reports  a  brisk  demand  for 
the  radio  line,  especially  the  -Geraco  phono- 
graph attachment.  The  distribution  of  the  Okeh 


A  U  D  A  K 

CITS    THE    COST    OF    SELLING  RECORDS 

Demonstrates  any  number  of  records 
at  the  same  time  without  booths. 

ASK  FOR  X.^ME  OF  JOBBER  NEAREST  TOC 

AUDAK  CO.,   565   Fifth   Ave.,   New  York 


records.  Strand  phonographs,  and  the  two  port- 
able phonographs,  the  Modernolette  and  Pal, 
Mr.  Dorian  stated,  was  moving  along  at  a  very 
satisfactory  rate. 

Joseph  Home  Co.  Adds  Sonora 
The  Joseph  Horne  Co.  has  added  the  Sonora 
line  to  its  talking  machine  department,  which 
is  under  the  direction  of  A.  R.  Meyer.  The 
Victrola,  Pooley  and  Cheney  phonographs  are 
also  handled  here. 

Necessity  for  Early  Ordering  Emphasized 
M.  H.  Miller,  manager  of  the  distributing 
offices  of  the  Sonora  in  Pittsburgh,  stated  that 
trade  conditions  were  bright  and  that  he  was 
most  optimistic  concerning  the  future  of  the 
Sonora  and  Vocalion  records  in  his  territory. 
He  stated  that  there  would  undoubtedly  be  a 
number  of  Sonora  dealers  who  would  find  them- 
selves short  of  Sonora  models  this  Fall  and 
Winter,  unless  they  placed  their  requisitions 
early. 

Interesting  News  Brieflets 
The  Lechner  &  Schoenberger  Co.  had  a  series 
of    demonstrations    recently    of    the  "Golden 
Canary"  Gennett  record,  which  attracted  con- 
siderable attention. 

Theodore  Hoffmann,  treasurer  of  the  J.  M. 
Hoffmann  Co.,  Brunswick  and  Starr  Phonograph 
dealer,  recently  spent  several  days  near  Drift- 
wood, Pa.,  on  the  Susquehanna  on  a  fishing  ex- 
pedition. 

J.  E.  Mirvis,  formerly  with  the  talking  ma- 
chine department  of  the  Kaufmann  &  Baer  Co., 
is  now  with  the  General  Radio  Corp.,  represent- 


ing the  concern  among  the  Okeh  record  dealers. 

S.  H.  Nichols,  manager  of  the  local  offices  of 
the  Columbia  Co.,  who  recently  spent  several 
days  in  Charleston,  West  Va.,  on  business, 
stated  that  business  is  excellent  and  that  the 
new  models  of  the  Columbia  will  undoubtedly 
prove  very  popular. 

John  Henk,  of  the  Columbia  Music  Co.,  Edi- 
son and  Columbia  dealer,  declares  that  business 
for  May  showed  a  big  increase  over  the  same 
month  of  last  year. 

New  Vocalion  Dealers 

Among  the  new  dealers  who  will  handle 
Vocalion  records  are:  Morgantown  Music  Co., 
Morgantown,  West  Va.;  A.  H.  ^Miller,  Sharps- 
ville.  Pa.;  and  J.  H.  Duomont,  Burgettstown, 
Pa.     Other  agencies  will  soon  be  opened. 


BEARDSWORTH=BOND  CHARTERED 


Lynchburg,  Va.,  May  31. — A  charter  for  the 
Beardsworth-Bond  Music  Co.,  Inc.,  has  been 
filed  recently  in  the  clerk's  office  here.  This 
house  will  sell  musical  instruments  and  also 
household  and  office  furniture.  The  officers  of 
the  corporation  are  John  Beardsworth,  presi- 
dent and  treasurer;  Thomas  D.  Bond,  secretary, 
and  Joseph  L.  Bailey,  vice-president.  The  com- 
pany has  a  maximum  capital  of  $25,000;  mini- 
mum, $15,000. 


Harold  J.  Drescher  has  been  appointed  re- 
ceiver for  the  Pitkin  Music  Store,  1603  Pitkin 
avenue,  Brooklyn,  N.  Y.,  by  Judge  Garvin. 


Speed — with  accuracy 


at  aU  times,  in  the  filling  of  all  orders  for  the  fast-selling  OKeh 
Records,  i?  the  fundamental  reason  why  our  thoroughly  satisfied 
dealers  have  come  to  know  and  depend  entirely  upon  Independent 
Service.  No  matter  how  large  or  how  urgent  their  orders  may  be, 
these  dealers  know  that  our  maintenance  of  a  complete  stock  of  every 
record  listed  in  the  OKeh  catalogue  is  an  assurance  of  prompt,  posi- 
tive delivery. 

The  marked  increase  in  the  sales  and  popularity  of 

Records 

The  Records  of  Quality 

for  1923  firmly  establishes  them  as  one  of  the  fastest-selling  records 
on  the  market  today.  Our  dealer  proposition  is  an  interesting  one. 
It  will  pay  you  to  investigate  its  possibilities. 


INDEPENDENT  JOBBING  COMPANY 


122  East  Centre  Street,  N. 


GOLDSBORO,  N.  C. 
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WATCH  THE 

NEW-PRINTED 

(Not  Molded — Not  Pressed) 


S  T  R  O  N 

RECORD 


IT  WILL  REVOLUTIONIZE 
YOUR  BUSINESS 
AND  INCREASE  YOUR 
PROFITS 


DISTRIBUTING  TERRITORY 
NOW  BEING  ARRANGED. 

DEALERS  NOW  BEING 
APPOINTED. 


STRONG  RECORD  CO.,  Inc 


206  Fifth  Avenue 


NEW  YORK  CITY 
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—-                         _  ,         _  outings.    Miss  Belle  Mathews,  formerly  in  the 

§       §    §    I      11     \/l             I   I     ^  phonograph    department    of    the  Morehouse- 

\_y    \^   I               J.yj-    I  ^    V-^  Martens  Co.,  is  now  in  charge  of  the  Sonora 

sgjj!;nniH™i5nnniimmin""™"""ni"u  department  at  the  Val  Loewer  Co.   The  Sonora 

portable  is  very  much  in  demand  at  this  time. 

Dealers  Active  in  Plans  for  In-  Victor  Artists  Visit  Cincinnati  Store 

creasing     Business — Changes     in  During  the  Cincinnati  May  Festival  a  num- 

the  Trade  Nezvs  of  the  Month  ber  of  Victor  artists  who  took  part  in  it  look 

  advantage  of  their  stay  and  visited  several  of 

Columbus,  O..  June  7.— The  C.  C.  Baker  Co.,  'he   Cincinnati  Victor  stores.     Merle  Alcock, 

Victor  dealer.  South  High  street,  is  practically  popular    Victor    artist,    accompanied    by  Mrs. 

settled  in  its  new  location.    The  demonstrating  Esther  Reynolds  Beaver,  educational  director  of 

booths,  of  which  there  are  more  than  a  dozen,  the  Perry  B.  Vi'hitsit  Co.,  wholesale  Victor  dis- 

are  continually  filled  with  prospective  custom-  tributor  of  this  city,  called  at  the  Baldwin  Piano 

ers  of  machines  and  records,  an  indication  of  ^o-  the  H.  S.  Pogue  Co.  and  the  Chubb-Stein- 

business  prosperity  here.    In  order  to  accom-  berg  Co.    Other  Victor  artists  who  were  guests 

modate  their  patrons  this  company  has  installed  i"  Cincinnati  on  the  occasion  of  the  May  Fes- 

the  Sol  Rex  counters.  tival    were    Lambert    Murphy    and  Clarence 

Definite  results  have  come  from  the  broad-  Whitehill. 
casting  of  operas  on  Victor  records  provided  W.  B.  Fulgum,  Victor  dealer,  Richmond,  Ind., 
by  the  C.  C.  Baker  Co.  over  Station  WPAL  reports  a  good  business  in  machines;  particu- 
of  the   Superior  Radio   &  Telephone   Equip-  larly  are  the  new  console  models  going  well, 
ment   Co.     Brief  biographic   sketches   of  the  Contest  Winner  Gets  Records 
artists,  read  from  the  Victor  catalog,  preceded  Owing  to  the  fact  that  the  student  who  won 
playing  of  records.    Aside  from  the  fact  that  the  first  prize  in  the  Montgomery  County  Music 
this  means  of  announcing  the  better  things  in  Memory  Contest  already  owned  a  Victrola,  first 
music  has- proved  a  good  stimulant  for  selling  P^ize  offered  by  the  Elder-Johnston  Co.,  Day- 
records,  it  has  also  been  the  means  of  informing  ton,  the  management  of  this  firm  presented  the 
the  public  of  the  availability  of  great  works  in  prize-winner   with  $100  worth  of  Victor  Red 
the  form  of  records.    The  C.  C.  Baker  "Co.  plans  Seal  records. 

to  discontinue  this  broadcasting  of  records  dur-  Adds  to  Personnel 
ing  July  and  August,  but  expects  to  resume  in  The  Z.  L.  White  Co.,  106  North  High  street, 
the  Fall.  has  enlarged  the  organizatiori  of  its  Victor  de- 
Co-operates  in  Concerts  partment  by  the  addition  of  E.  E.  Branan,  Miss 

As  has  been  its  practice  for  a  number  of  years  Mildred    Christman   and   Mrs.   Jean  Rodgers. 

past,  the  Otto  B.  Heaton  Co.,  168  North  High  The  former  is  manager  of  the  Victor  depart- 

street,  is  again  co-operating  in  the  promotion  ment  and  Miss  Christman,  with  the  assistance 

of  the  series  of  concerts  to  be  given  next  season  of  Mrs.  Rodgers,  of  the  record  department, 

by  the  Columbus  Women's  Music  Club.    On  Features  Exercise  Records 

Sunday,  May  27,  the  Otto  B.  Heaton  Co.  ran  a  Among  the  talking  machine  exhibits  which  at- 

special  advertisement  in  the   Columbus  news-  tracted  attention  at  the  Better  Homes  Exposi- 

papers  advertising  the  artists,  including  Feodor  tion  held  in  Mansfield  was  one  by  Charles  M. 

Chaliapin,  Victor  artist;  Rosa  Ponselle,  Colum-  Zitzer,  Victor  dealer  of  that  city,  which  fea- 

bia  artist,  and  Harold  Bauer,  famous  pianist.  tured  physical  culture  records.    Two  athletes 

Stage  "Music  Shower  Week"  demonstrated  the  value  of  the  records  to  the 

"Music  Shower  Week,"  a  new  stunt  devised  music  of  the  Victrola. 

for  the  purpose  of  securing  sheet  music,  talk-  News  Brieflets 

ing  machines,  records,  musical  instruments  or  The  House  of  Soward,  Dayton  Victor  dealer, 

musical  literature  for  use  in  the  schools  and  has  inaugurated  a  complete  repair  service  un- 

various  city  and  county  institutions,  was   ob-  der  the  management  of  Artie  C.  Dunham,  who 

served  the  first  week  in  May  in  Delaware,  O.  has  been  with  the  company  for  a  number  of 

The  General  Federation  of  Women's  Clubs  is  years. 

backing  this  movement.  Mrs.  Edna  Rogers,  of  the  record  department 

Drive  on  Sonora  Portables  of  the  C.  C.  Baker  Co.,  is  the  first  one  of  this 

A  special  window  display,  showing  a  typical  firm's  sales  force  to  go  on  vacation, 

camping  scene,  has  been  arranged  by  the  Val  The   Elite  Music  Store,  Victor  dealer  here, 

Loewer  Furniture  Co.,  Sonora  dealer,  for  the  recently  sold  a  Victrola  and  a  supply  of  rec- 

purpose  of  showing  the  added  pleasures  a  port-  ords  to  H.  Y.  Levin,  who  has  shipped  the  instru- 

able  Sonora  can  afford  in  camps,  at  picnics  and  ment  to  Vitzjo,  Sweden,  to  a  friend,  who  pre- 


MICA 
DIAPHRAGMS 

Absolutely  Guaranteed  Perfect 
We  get  the  best  India  Mica  directly. 
We  supply  ihe  largest   Phonograph  Manu- 
facturers. 

Ask  for  our  quotations  and  samples  before 
placing  your  order. 

American  Mica  Works 


47  West  St. 


New  York 


ferrcd    an    instrument    made    in    this  country. 

Marion  Cheney,  son  of  Forest  Cheney,  inven- 
tor of  the  Cheney  phonograph,  recently  joined 
the  forces  of  the  Robert  L.  Seeds  Co.,  local 
Cheney  dealer. 


IDEAS  ARE  THE  LIFE  OF  BUSINESS 

Many  Sources  of  Inspiration  Exist  Which  the 
Dealer  Can  Turn  to  Profit 


No  man  in  a  business  handling  a  special  line, 
such  as  talking  machines  and  records,  can  hope 
to  carry  on  entirely  by  himself.  Those  dealers 
who  pay  no  attention  to  the  ideas  that  are  ob- 
tainable from  every  source  are  in  a  rut  and 
should  get  out  just  as  quickly  as  they  can.  One 
eminently  successful  dealer  has  instructed  his 
salesmen,  and  he  follows  the  practice  himself, 
of  being  keenly  observant  of  the  idea  possibili- 
ties gleaned  from  customers  and  prospects.  The 
salesmen  who  work  on  the  outside  have  an 
excellent  opportunity  in  their  daily  contacts 
with  many  persons  to  get  ideas  which  may  be 
incorporated  in  the  store  policy  to  the  advan- 
tage of  all  concerned.  New  and  fresh  ideas  are 
the  life  of  any  business  enterprise.  Stagnation 
means  the  ultimate  death  of  a  business. 


ENTERS  "TALKER"  REPAIR  BUSINESS 

Newark,  N.  J.,  June  5. — C.  E.  Griffin,  formerly 
connected  with  the  L.  Bamberger  &  Co.  music 
department,  is  now  engaged  in  the  talking  ma- 
chine and  piano  repair  business  at  194  Warren 
street,  this  city.  J.  C.  Hurley,  formerly  with 
the  Columbia  Co.,  has  been  placed  in  charge  of 
the  talking  machine  repair  department  of  the 
business. 


NELSON  DEVER  jNCREASES  CAPITAL 

Steubenville,  O.,  June  2. — The  Nelson  Dever 
Music  Co.  has  increased  its  capital  from  $55,000 
to  $100,000,  according  to  court  papers  filed. 


SUMMER  SALES 

The  summer  season,  with  its  call  of  the  out-door,  offers  unlimited  opportunities 
for  the  sale  of  records,  portable  Victrolas  and  table  models.  Our  sales  staff 
has  made  a  careful  study  of  sales  problems  that  the  Victor  dealer  meets  during 
the  summer  months.  The  results  of  this  study  are  at  your  disposal.  They  may 
prove  both  interesting  and  profitable. 

PERRY  B.  WHITSIT  CO.,  COLUMBUS,  OHIO 

Victor  Wholesalers 
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AGGRESSIVE  POLICIES 

HELP  BROOKLYN  TRADE 


Publicity  cind  Sales  Promotion  Plans  Overcome 
Obstacles — A.  Lesser  Buys  Branch — Owens 
&  Beers  Open  Rebuilt  Store — Mable  Arend 
New  Manager  at  Loeser's — New  Agencies — 
Local  Jobbers  at  Sonera  Conclave — The  News 


\  \  \  \  \  \  M 


Consistent  advertising  programs  and  aggres- 
sive sales  policies  of  the  talking  machine  fra- 
ternity of  Brooklyn  and  Long  Island  are  keep- 
ing machine  and  record  sales  up  to  the  mark, 
despite  the  fact  that  several  unfavorable  con- 
ditions exist  at  the  present  time  which  are  detri- 
mental to  business  development,  at  least  in  so 
far  as  the  talking  machine  business  is  concerned. 

One  of  the  principal  unfavorable  factors 
which  has  made  itself  felt  for  some  time  are 
the  high  rentals  demanded  for  apartments.  The 
principal  sufferers  from  this  form  of  gouging 
are  the  so-called  middle  class — the  white  collar 
workers— whose  salaries  have  not  increased  in 
proportion  to  the  rise  in  prices  of  necessities. 
The  skilled  workers  in  the  mechanical  and 
building  fields  are  now  the  one  best  bet  for  the 
talking  machine  trade,  due  to  steady  increase 
in  the  incomes  of  this  class  and  regular  em- 
ployment brought  about  by  intensive  building 
operations  throughout  the  district. 

Publicity  and  Canvassing  Resultful 

The  trade  generally  recognizes  these  condi- 
tions and  in  most  instances  sales  promotion 
campaigns  are  planned  accordingly.  A  number 
of  dealers  are  using  more  newspaper  space  than 
in  some  time  to  bring  their  messages  before  the 
public.  Direct-by-mail  is  also  proving  a  power 
for  good  business.  Wherever  canvassers  and 
outside  salesmen  are  operating  results  have 
made  the  venture  very  much  worth  while.  Long 
Island  is  a  famous  Summer  resort  and  the  trade 
is  taking  advantage  of  this  fact  to  make  sales 
to  owners  of  the  thousands  of  Summer  cot- 
tages scattered  along  the  Long  Island  shores. 
In  the  drives  on  the  vacationists  the  portable 
styles  of  instruments  are  featured. 

A.  Lesser  Purchases  Branch 

A.  Lesser,  well-known  Victor  dealer,  with  a 
store  at  631  Sutter  avenue,  Brooklyn,  N.  Y., 
recently  purchased  the  establishment  operated 
by  J.  A.  Abrahams,  at  Rockaway  Park,  L.  1. 
During  the  last  few  weeks  he  has  been  busy 
moving  the  stock  of  this  store  to  a  location 
immediately  adjoining.  The  new  quarters  are 
considerably  larger  and  with  entire  new  equip- 


NOW  IS  THE  TIME 


ment  of  the  most  modern  type  this  is  now  one 
of  the  most  up-to-date  talking  machine  stores 
in  this  section  of  the  island. 

Live  Publicity  Methods 

Farr's  Music  Store,  Richmond  Hill,  L.  I.,  is 
a  name  that  comes  to  the  attention  of  all  living 
in  that  vicinity  these  days.  The  programs  of 
all  the  local  dances  and  of  other  activities  oc- 
curring thereabouts  carry  the  advertisements  of 
this  dealer  and  Roger  Farr,  proprietor,  finds 
that  he  gets  much  business  from  this  publicity. 
In  addition  he  has  placed  Columbia  car  cards 
in  four  buses  running  in  the  Richmond  Hill  sec- 
lion,  and  is  now  planning  to  place  them  in 
three  or  four  more. 

Owens  &  Beers  in  Rebuilt  Quarters 

Owens  &  Beers,  Inc.,  Victor  dealer,  whose 
establishment  at  1074  Flatbush  avenue,  Brook- 
lyn, N.  Y.,  was  considerably  damaged  by  fire, 
is  again  doing  business  at  the  old  stand,  accord- 


THE  INSTRUMENT  OF  QUALITY 

onor 

CLEAR    AS   A  BELL 

The  Highest  Class  Talking  Machine  in  the  World 

Each  Sonera  is  built  to  please, 

Makes  dealers  friends  and  sells  with  ease. 

Long  Island  Phonograph  Co.,  Inc. 

Sonora  Distributors  for  Brooklyn  and  Long  Island 
17  Hanover  Place,  Brooklyn,  N.  Y.  Telephone  Main  1217-18 


ing  to  Henry  A.  Heinemann,  assistant  manager 
of  the  American  Talking  Machine  Co.,  Victor 
jobber.  The  Owens  &  Beers  store  was  burned 
out  about  a  month  ago  and  since  that  time  all 
speed  has  been  made  by  this  active  Victor  mer- 
chandiser to  put  the  quarters  in  shape  for  an 
intensive  Summer  sales  campaign. 

New  Manager  at  Loeser's 

Mable  Arend,  who  recently  came  East  from 
the  Middle  West,  has  been  placed  in  charge 
of  the  large  talking  machine  department  of 
Frederick  Loeser  &  Co.'s  department  store  in 
Brooklyn.  Miss  Arend,  who  is  already  pre- 
siding over  the  destinies  of  this  department, 
succeeds  Joseph  Flanagan,  who  resigned  last 
month  to  assume  the  management  of  the  Abra- 
ham &  Straus  talking  machine  and  musical 
merchandise  departments.  Miss  Arend  has  had 
considerable  experience,  having  been  engaged 
in  the  talking  machine  business  in  various  ca- 
pacities for  the  past  eight  years.  She  was 
formerly  connected  with  the  Victor  department 
of  the  Lion  Store,  one  of  the  most  progressive 
music  concerns  in  Toledo,  O.,  and  was  also 
associated  with  the  talking  machine  branch  cf 
the  Cable  Piano  Co.  and  the  Brunswick  Co.  in 
that  city.  The  Victor  and  Sonora  lines  are  fea- 
tured at  the  Loeser  store. 

Novel  Demonstration  of  Special  Record 

Of  exceptional  interest  to  New  York  branch 
Columbia  dealers  is  Record  A-3772,  "Cohen 
Phones  the  Gas  Company,"  for  the  reason  that 
it  has  afforded  them  an  opportunity  to  try  out 
a  novel  idea  which  has  resulted  in  sales.  The 
plan  consists  of  visiting  the  local  gas  plant 
during  lunch  hour  and  staging  a  demonstration 
of  this  record  and  other  numbers. 

New  Sonora  Agency 

The  Paterson  Piano  Co.,  1202  Flatbush  ave- 
nue, one  of  the  most  popular  music  concerns 
in  this  section,  has  made  his  first  venture  into 
the  phonograph  business  by  taking  on  the 
Sonora  line,  which  will  be  featured  exclusively. 
G.  P.  Paterson,  proprietor,  is  planning  .an  ex- 
tensive drive  on  the  new  acquisition. 

Columbia  Dealer  Makes  Clever  Signs 

On  the  door  of  I.  A.  Pogolowitz'  store  in 
Long  Island  City  is  a  "Columbia  New  Process 
Records"  sign  which  is  attracting  much  atten- 
tion. From  one  of  the  large  hangers  provided 
by  the  Columbia  Co.  Mr.  Pogolowitz  cut  the 
letters  and  attached  them  to  the  glass,  covering 
them  with  shellac  to  protect  against  peeling 
of?  during  window  cleaning.    He  thus  made  per- 
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Doehler  Die-Cast  Aluminum  Radio 
Receiver  Cups 

Merely  to  make  and  sell  die-castings  is  not 
the  whole  object  of  the  Doehler  business. 

To  render  a  service  that  shall  be  genuinely 
helpful  to  a  customer  in  making  a  better 
product  at  less  cost — this  also  is  an  object 
of  the  Doehler  business.    Because — 

The  Doehler  Company  measures  its  own 
success  as  much  by  the  profit  its  custom- 
ers make  by  using  Doehler  Die-Castings, 
as  by  its  own  profits  in  the  manufacture 
and  sale  of  die-castings. 

BROOKLYN.  N.Y. 

TOLEDO.  OHIO. 


manent  a  very  inexpensive  and  attractive  sign 
for  his  store.  Mr.  Pogolowitz's  inventive  mind 
also  conceived  the  idea  of  making  a  wooden 
box  frame  to.  fit  a  window  strip.  On  the  top 
front  of  the  box  is  painted  "Latest  Hit,"  the 
name  of  the  record  showing  on  the  strip  in  the 
box  below.  He  has  placed  this  in  his  window 
and  two  electric-light  bulbs  under  the  top  show 
it  up  quite  conspicuously  at  night. 

Brooklyn  Jobbers  at  Sonora  Conclave 
The  four-day  conference  of  executives  of  the 
Sonora  Phonograph  Co.  with  wholesalers  held 
in  Saginaw,  Mich.,  during  the  latter  part  of 
April,  account  of  which  appears  on  another 
page  of  this  issue  of  The  World,  was  the  best 
ever,  both  from  the  standpoint  of  interesting 
and  instructive  information  contained  in  the 
various  addresses  and  the  royal  entertainment 
and  sports  which  marked  the  event,  according 
to  W.  Keith  and  R.  H.  Keith,  heads  of  the 
Long  Island  Phonograph  Co.;  J.  J.  Schratweiser 
and  Lee  Coupe,  sales  representatives  of  that 
concern,  who  represented  Brooklyn  at  the  con- 
clave. 

The  Brooklyn  delegation  took  an  active  part 
in  the  meeting  and  entertainment.  R.  H.  Keith 
was  one  of  the  principal  speakers  for  the  job- 
bers. "Bob"  Keith  also  gave  an  excellent  ac- 
count of  himself  in  the  golf  tournament,  team- 
ing with  C.  V.  Vastine  for  the  jobbers.  As  a 
result  of  their  good  showing  on  the  links  C.  W. 
Keith  was  awarded  a  wrist  watch,  R.  H.  Keith 
a  cocktail  shaker,  and  J.  J.  Schratweiser,  military 
brushes.  Lee  Coupe  was  the  outstanding  figure 
in  the  shot  put,  winning  that  event  easily. 
G.  T.  Williams  Co.  Doing  Well 

The  G.  T.  Williams  Co.,  Inc.,  Victor  whole- 
saler, 272  Flatbush  avenue  extension,  covering 
Brooklyn,  Long  Island  and  parts  of  New  Eng- 
land, is  doing  a  satisfactory  business,  according 
to  G.  T.  Williams,  head  of  the  concern.  The 
latter  is  a  firm  believer  in  jobber  co-operation 
and,  consequently,  this  well-known  house  has 
been  aiding  its  dealers  in  every  possible  manner 
to  stimulate  business. 

In  a  statement  to  a  representative  of  The 
World  Mr.  Williams  pointed  out  that  sales  of 
dance  records  and  jazz  music  of  all  kinds  are 
far  in  e-xcess  of  the  demand  for  the  better  type 
of  music.  He  declared  that  this  condition  will 
exist  until  the  value  of  the  campaigns  of  edu- 
cation, including  those  being  conducted  in  the 
schools  through  music  memory  contests,  music 
weeks,  etc.,  is  realized.  He  also  placed  the 
responsibility  for  this  preponderance  of  demand 
for  jazz  on  the  fact  that  office  workers  of  all 
kinds,  bookkeepers,  clerks,  etc.,  who,  in  a  fair 
proportion  of  cases,  favor  music  of  the  better 


type  and  formerly  were  able  to  satisfy  their 
musical  desires,  are  not  now  able  to  do  so  to 
such  a  large  extent  because  of  the  fact  that 
their  salaries  have  not  kept  pace  with  price 
advances.  The  big  buyers  now  are  the  skilled 
artisans,  such  as  carpenters,  mechanics  of  all 
kinds,  bricklayers,  etc.,  and  the  musical  tastes 
of  this  class  of  people  runs  more  to  the  lighter 
types  of  music. 

Increased  Commissions  Aid  Record  Sales 

An  increase  in  the  salesman's  commission  on 
twelve-inch  records  has  been  found  instrumental 
in  boosting  sales  of  these  higher-priced  record- 
ings, according  to  C.  G.  Davis,  manager  of  the 
Brooklyn  branch  of  the  Aeolian  Co.  For  some 
time  Mr.  Davis  had  noticed  that  sales  of  the 
twelve-inch  records  were  far  below  what  he 
considered  they  should  be  and  he  finally  hit 
upon  the  plan  of  stimulating  the  interest  of  the 
record  sales  force  in  these  recordings  by  making 
special  inducements  in  the  way  of  larger  com- 
missions'. The  plan  was  successful  from  the 
start  and  the  sales  of  these  records  have  in- 
creased appro.ximately  twenty-five  per  cent. 
Consistent  Advertising  Wins 

Every  branch  of  the  business  of  the  Brooklyn 
Aeolian  Co.  is  enjoying  an  excellent  trade  and 
despite  the  fact  that  the  so-called  dull  Summer 
season  will  soon  be  here  a  gain  rather  than  a 
decrease  in  demand  has  been  noted.  C.  G. 
Davis,  manager,  is  a  firm  believer  in  the  potency 
of  advertising  and  every  day  the  Vocalion  in- 
struments are  featured  in  advertisements  in  the 
local  newspapers.  The  cumulative  ef¥ect  of 
this  publicity  brings  business  with  this  concern 
up  to  a  high  average  even  during  the  hottest 
months. 

Canvassing  Boosts  Columbia  Sales 

Peter  Balnis,  Columbia  dealer  of  Southamp- 
ton, L.  I.,  has  been  obtaining  considerable  busi- 
ness from  house-to-house  solicitations.  A  great 
assistance  to  Mr.  Balnis  is  his  ability  to  speak 
four  languages.  Mr.  Balnis  says  of  this  can- 
vassing work:  "It  really  isn't  so"  "hard  when 
you  once  get  started,  and  I  personally  find  it 


a  great  stimulus  in  obtaining  vision  and  .trcii- 
eral  alertness.  I  never  close  a  sale  without  first 
endeavoring  to  get  'leads'  from  my  cu^loriicrs 
of  new  prospects,  and,  if  possible,  lettcr.s  of 
introduction  to  some  of  their  friends  wlio  I'lij^'il 
be  interested.  This  personal,  friendly  fashion 
of  soliciting  is  much  more  productive  of  talcs 
than  is  the  average  house-to-house  canvassing." 


NEW  MUSIC  STORE  CHARTERED 

The  Noisy  Bee  Music  Stores  Corp.,  of  New 
York  and  Brooklyn,  was  recently  incorporated 
for  $6,000.  Members  of  the  company  are  G. 
Levinson,  J.  Brecher,  W.  F.  A.  Connolly.  C.  E. 
Smith,  527  Fifth  avenue,  is  the  attorney. 


WHOLESALE 
EXCLUSIVELY 


S  E  R  V  I  C  E 

of  Unusual  Scope 
to  Victor  Retailers 


G.T.WILLIAMS  CO.,  Inc. 

272  Flatbush  Ave.  Ext.  ^l^^'^bl^ 


More  than  20,000  Now  in  Use 

EDISON  DISC  RECORDS 

should  NOT  be  played  by  untried  re- 
producers  and    haphazard  attachments. 

The  "VICSONIA" 

has  long  been  accepted  by  the  Trade 
for  its  distinctive  interpretation  of  the 
Edison  Disc  records. 

Furnish  your  customers  with  Vicsonias 
and  increase  your  record  circulation. 

Sample  Vicsonia,  in  silver  set  with 
sapphire  point,  sent  on  receipt  of  $4.50. 

VICSONIA  MFG.  CO. 

INCORPORATED 

313  East  134th  Street         NEW  YORK 


86 


THE   TALKING   MACHINE  WORLD 


June  15,  1923 


IN  BUFFALO  TRADE 

Optimism  Reigns  Supreme  as  Sales  Boom — Dealers  Hot  on  Trail 
of  Business — Many  Chanyes  in  Trade — Other  Activities  of  Month 


Buffalo.  N.  Y.,  June  9. — Talking  machine  deal- 
ers of  this  district  are  of  the  opinion  that  the 
"peak"  of  the  recent  upgrade  in  business  has 
been  reached.  Many  dealers  who  have  been 
in  business  here  for  many  years  state  that  the 
first  three  months  of  1923  were  the  greatest  in 
the  history  of  their  stores.  They  were  greater 
than  the  big  boom  of  1920.  The  beginning  of 
May  showed  a  slowing-up  in  business.  Al- 
though this  decline  from  previous  months  ap- 
peared in  almost  all  music  stores  of  the  city, 
they  are  running  way  ahead  of  last  year.  The 
general  opinion  is  that  the  entire  year  will  be 
good  from  a  business  standpoint. 

F.  D.  Clare,  manager  of  the  Iroquois  Sales 
Corp.,  distributor  in  this  district  for  Okeh' 
records  and  Strand  talking  machines,  reports 
business  as  running  60  per  cent  ahead  of  last 
year. 

E.  R.  Burley.  West  Ferry  street  dealer,  states 
that  business  thus  far  this  year  has  been  bet- 
ter than  any  corresponding  period  in  the 
history  of  the  store.  Mr.  Burley  is  featuring 
Victor  model  210  in  a  direct  mail  advertising 
campaign  for  June,  and  expects  it  will  bring  in 
good  returns. 

George  Goold,  of  Goold  Bros.,  Inc.,  dealers  in 
the  Sonora,  Victor  and  Edison,  said  their  books 
showed  a  balance  at  the  end  of  the  first  five 
months  of  the  year  equal  to  that  of  the  first  ten 
months  of  last  year. 

Louis  Kurtzman,  president  of  the  Kurtzman 
Electric  Phonograph  Co.,  reports  an  excellent 
cofidition  of  business. 

Among  Bufifalo  representatives  at  the  conven- 
tion in  Chicago  were:  Frank  Walpole  and  Wil- 
liam Reilly,  of  the  Hoffman  Piano  Co.;  F.  D. 


Clare,  of  Iroquois  Sales  Corp.;  Ben  Neal,  of 
Neal,  Clark  &  Neal;  George  H.  Verbeck,  of 
Verbeck  Musical  Sales  Corp.;  T.  Amesbury 
Goold,  of  Goold  Bros.,  Inc.,  and  C.  J.  Hacken- 
heimer,  of  the  C.  Kurtzman  Co. 

Bertrand  C.  Burlingame  has  been  made  assist- 
ant manager  of  the  E.  W.  Edwards  Store,  which 
has  a  large  Brunswick  department. 

Niebel  Bros.,  music  and  furniture  dealers  in 
Dunkirk,  entertained  their  employes  and  fam- 
ilies at  a  dinner  and  entertainment  recently. 

J.  N.  Barrett,  dealer  in  the  Sonora  and  Edison 
instruments  and  (Ikeh  records,  has  moved  from 
1490  Filmore  avenue  to  135  East  Ferry  street. 

Max  Morgott,  who  has  been  made  manager  of 
the  Brunswick  department  of  the  E.  W.  Ed- 
wards &  Son  store,  plans  to  make  this  depart- 
ment one  of  the  features  of  the  store.  He  has 
put  two  new  men  in  the  field. 

A  parade  of  automobiles  bearing  streamers 
and  banners  greeted  Vincent  Lopez  and  His 
Orchestra,  Okeh  artists,  upon  their  arrival  in 
BufTalo  for  the  opening  of  the  new  Hotel  Stat- 
ler,  and  the  beginning  of  their  vaudeville  tour. 
After  a  short  trip  around  the  city,  the  parade 
ended  at  City  Hall,  where  the  orchestra  was 
officially  welcomed  to  Buffalo  by  Mayor  Frank 
X.  Schwab.  The  reception  committee  was 
formed  by  the  General  Phonograph  Corp.  of 
New  York  City,  manufacturer  of  Okeh  records, 
and  the  local  distributing  office,  the  Iroquois 
Sales  Corp. 

The  orchestra  also  appeared  in  the  music 
store  of  John  G.  Schuler,  Inc.,  on  Main  street, 
where  crowds  of  admirers  thronged  the  interior 
and  exterior  of  the  store.  They  played  the  hits 
as   recorded  for  Okeh  records.     Mr.  Schuler 


featured  a  special  stock  of  1,000  Lopez  records 
which  sold  rapidly. 

F.  D.  Clare,  manager  of  the  Iroquois  Sales 
Corp.,  states  that  since  the  appearance  of  Vin- 
cent Lopez  and  His  Orchestra  here  there  has 
been  a  big  demand  all  over  the  city  for  their 
records. 

Curtis  N.  Andrews,  well-known  Victor  job- 
ber, with  headquarters  hi  this  city,  was  one  of 
2,000  leading  citizens  of  Buffalo  who  were  pres- 
ent at  the  formal  opening  of  the  new  Hotel 
Statler  here  recently. 

One  of  the  features  of  the  new  radio  broad- 
casting station,  WGR,  of  the  Federal  Telephone 
&  Telegraph  Co.  is  to  be  the  broadcasting  of 
new  records  as  they  are  released.  Arrange- 
ments have  been  made  with  distributors  of  Vic- 
tor, Okeh,  Vocalion,  Brunswick  and  Columbia 
records  by  the  management  of  the  broadcasting 
station  to  broadcast  the  records  as  soon  as  they 
are  released.  The  station  is  equipped  with  Vic- 
trola,  Brunswick  and  Kurtzman  phonographs. 

This  station  is  equal  in  power  to  that  of  any 
in  the  country.  It  has  a  sending  radius  of  3,000 
miles. 

S.  J.  White  and  E.  H.  Koch  have  joined  the 
sales  force  of  Goold  Bros.,  Inc. 

The  Hunt  Furniture  Co.,  of  Salamanca, 
N.  Y.,  which  has  a  large  music  department,  is 
building  a  new  store  on  River  street.  Work 
on  the  building  is  well  under  way,  and  it  is  ex- 
pected to  be  ready  for  occupancy  by  early  Fall. 

The  Isham  Jones  Dance  Orchestra,  Bruns- 
wick artists,  will  be  at  Olcott  Beach  Hotel  on 
June  27.  They  have  been  engaged  to  play  for 
the  benefit  dance  of  the  Lockport  Hospital 
Guild. 

The  Buffalo  Talking  Machine  Co.,  Victor  dis- 
tributor, has  released  models  215  and  220,  with 
divided  flat-top,  which  are  being  received  with 
approval  by  dealers. 

Albert  A.  Daniels,  for  the  past  twenty  years 
with  Denton,  Cottier  &  Daniels,  exclusive  BufTalo 
representatives  for  the  Aeolian,  died  recently  at 
his  home  in  West  avenue.    He  was  a  brother  to 
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Tkere  Is  a  Diff 


i 


erence 


Knowing  kow  tears  no  relation  to  guessing  kow,  and  tte 
Victor  retailer  wko  kjnoWS  kow  to  develop  kis  kusiness  during 
tke  summer  montks  will  kuild  a  foundation  for  a  kanner  '  Fall 
and  koliday  trade. 

Tkis  organization  kas  spent  many  years  learning  kow,  and 
we  can  offer  Victor  retailers  a  service  kased  on  J^noWing  kow 
— not  guessing  kow — and  tkere  is  a  difference. 

CURTIS  N.  ANDREWS 

Victor  Wliolesaler 

BUFFALO,  NEW  YORK 
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W.  H.  Daniels,  who  is  proprietor  of  the  store. 

The  Rudolph  Wurlitzer  Co.  has  purchased  the 
business  of  the  Winegar  Piano  Corp.,  on  Broad- 
way, Buffalo.  The  latter  corporation  has  opened 
a  new  store  at  1787  Genesee  street,  where  it 
carries  a  line  of  Victrolas  and  records,  etc. 

F.  H.  Culp,  manager  of  the  J.  N.  Adam  Music 
Store,  is  at  present  confined  to  his  home  by 
illness. 

The  Iroquois  Sales  Corp.  has  released  its  new 
Strand  machine,  model  260  console,  which  is 
meeting  with  great  favor  among  dealers. 

The  Buflalo  Talking  Machine  Co.,  Victor 
jobber,  with  headquarters  at  778  Washington 
street,  has  enjoyed  a  substantial  gain  in  busi- 
ness for  the  first  quarter  of  this  year,  as  com- 
pared with  the  same  period  last  year,  and  a 
program  of  business  promotion  is  planned  by 
Olin  L.  Neal,  president,  which  is  designed  to 
make  this  a  banner  business  year. 

Mr.  Neal  and  C.  N.  Andrews,  another  promi- 
nent local  Victor  jobber,  have  been  serving  on 
the  Joint  Charities  Committee,  which  is  accu- 
mulating a  fund  for  the  relief  of  the  needy. 


CANTON,  0. 

Brisk  Sales  of  Portables  Over- 
comes Lethargy  in  Other  Lines — 
Dealers  Fight  "Gyps" — The  Nezvs 


PERMO  NEEDLE JVUKiNG  PROGRESS 

Additional  Factory  Facilities  Provided  for  Mak- 
ing Needle — Prompt  Shipments  Now  Being 
Made  by  the  Leo  Heilbrun  Co. 


The  Leo  Heilbrun  Co.,  New  York,  manufac- 
turer of  the  "Pernio"  permanent  sapphire  nee- 
dle, has  been  meeting  with  considerable  suc- 
cess in  the  introduction  of  this  product  to  the 
trade.  For  several  months  the  company  was 
handicapped  through  a  lack  of  proper  manufac- 
turing facilities,  but  arrangements  were  recently 
completed  whereby  additional  factory  space  was 
provided  for  the  production  of  the  needle  and 
immediate  shipments  are  now  being  made  to 
the  trade. 

The  "Permo"  needle,  which  the  company 
guarantees  to  play  5,000  records  without  wear, 
is  designed  to  fit  all  the  leading  types  of  talking 
machines  and  a  different  needle  is  provided  for 
every  type  of  machine.  This  careful  attention 
to  manufacturing  detail  enables  the  concern  to 
give  the  music  lover  a  needle  that  has  many 
distinctive  features. 


THE  WAYSIDE  SHOP  ENTERS  FIELD 

Washingtonville,  N.  Y.,  June  4. — The  Way- 
side Shop  was  recently  opened  at  29  Old  White 
Plains  road  here.  The  concern-  handles  furni- 
ture, talking  machines,  records  and  pianos.  The 
establishment  is  equipped  with  modern  fixtures 
and  presents  an  attractive  appearance. 


Canton,  O..  June  7. — Business  in  this  territory 
is  spotty.  In  some  instances  dealers  say  that 
portable  models  are  making  up  for  the  lost 
volume  in  regular  machine  sales.  There  is 
every  indication  that  the  coming  three  months 
will  see  some  lively  competition  among  dealers 
for  this  class  of  business.  The  reason  for  the 
big  demand  for  portables  in  this  territory  is  the 
near  location  of  many  lakes,  which  are  crowded 
with  campers  and  cottagers.  The  trade  here  is 
fighting  competition  of  "gyp"  dealers,  who  open 
temporary  stores,  sell  inferior  stock  and  get  out 
of  town. 

Record  sales  dominated  in  May,  according  to 
Manager  Pyle,  of  the  Victrola  department  of 
the  William  R.  Zollinger  Co.  department  store 
here.  This  store  is  engaged  in  a  strong  drive 
to  move  machines.  A  half  carload  of  the  ma- 
chines were  sold. 

P.  Q.  Shrake,  manager  of  the  music  depart- 
ment of  the  Klein-HefFelman-Zollars  Co.,  re- 
ports business  as  fair.  Record  demand  is  bet- 
ter, he  said,  since  moving  the  department  to  the 
rear  mezzanine  floor.  The  new  department  for 
Victrolas  and  records  now  is  convenient  and 
accessible  from  all  parts  of  the  main  floor  of 
the  big  store. 

Low  priced  instruments  lead  in  demand,  ac- 
cording to  George  C.  Wille.  The  console  type 
Victors  are  still  moving  well,  while  there  is  a 
demand  for  some  uprights,  especially  those 
which  retail  at  approximately  $100. 

Satisfactory  volume  of  business  is  reported 
by  Manager  Rutledge,  of  the  Rhines  Edison 
Shop.  "We  can  not  complain  of  last  month's 
business,"  said  Manager  Rutledge.  "The  new- 
est Edison  console  model,  priced  at  $135,  is 
meeting  with  excellent  response.  Upright  ma- 
chines are  moving  better  than  in  previous 
months.  Records  have  been  better  the  past 
two  weeks."  The  Massillon  store  of  the  Rhines 
Co.  also  experienced  a  big  month. 

A  fairly  good  month  for  the  Sonora  machine 
is  reported  by  the  Van  Fossen-Smiley  Music 
Co.,  South  Market  street.  This  store  has  done 
an  excellent  volume  of  business  on  the  new 
model  Sonora. 

Widening  of  Cleveland  avenue  North  will 
prove  a  boon  to  music  stores  on  this  street. 
The  work  was  commenced  recently  and  will  be 


Are  You  Ready  For 
Bigger  Record  Sales? 


Investigate  our 
plan.  We  offer 
the  dealer  a 
sure-fire  meth- 
od of  bringing 
customers  into 
the  store  with- 
-  out  additional 
'  expense. 


^  <  f  p  ,  • 

The  WONDER 
Record  Brush 

Scientifically  made  of  first-quality 
French  bristles;  your  name  on  handle 

Retails  at  35c.  Liberal  Trade  Disconnts 

H.  WONDERLICH 

2814  North  4th  Street  Philadelphia,  Pa. 


completed  by  the  middle  of  the  Summer.  The 
Geofge  C.  Wille  Co.  and  Rhines  Edison  Shop 
are  both  located  on  this  avenue,  one  of  the 
principal  business  streets. 

Announcement  is  made  that  Carl  K.  Ferrel, 
manager  of  the  Hoover-Rowlands  Co.,  at  Mt. 
Vernon,  O.,  will  become  manager  of  the  com- 
pany's Zanesville,  O.,  store,  which  has  a  large 
talking  machine  department. 

Foreign  record  sales  are  holding  their  own, 
according  to  Samuel  Mirkin,  of  the  Canton 
Music  Co.  He  said  Brunswick  and  Columbia 
machines  are  moving  well. 

The  D.  W.  Lerch  Co.  has  enjoyed  a  big 
demand  for  Brunswick  machines,  especially  the 
new  console  models.  Portable  machines  are 
moving  well,  and  there  is  every  indication  that 
the  Summer  season  will  be  one  of  the  best  in 
recent  years. 

Al  Waltamath,  sales  manager  of  the  Alford 
&  Fryar  Piano  Co.,  states  that  Starr  machines 
are  moving  fairly  well,  wi-th  consoles  most  in 
demand. 


Whiff  meampowei^ 


As  Buffalo  is  the  power  distribution  center  of  this  great  territory 

So  is  the 

BUFFALO  TALKING  MACHINE  COMPANY 

776  778  WASHINGTON  STREET 
Buffalo,  New  York 

the  power  distribution  center  of  Victor  machines 
and  records.  The  Buffalo  Talking  Machine  Co. 
service  forms  a  truly  appreciated  work.  It  fur- 
nishes a  power  of  incentive  to  the  Victor  dealer  that 
helps  materially.    Why  not  let  us  help  you? 

Just  write  or  wire 
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SONORA  DISTRIBUTORS  AND  EXECUTIVES  GATHER 

IN  SAGINAW,  MICH.,  FOR  ANNUAL  CONVENTION 

Jobbers  From  All  Parts  of  the  Country  Visit  the  Imposing  Sonora  Plant  for  Most  Constructive 
Conclave  Ever  Held — Make  Plans  for  Year — Interesting  Addresses — Sports  Not  Forgotten 


The  annual  convention  of  the  Sonora  Dis- 
tributors' Association  was  held  tlie  week  of 
May  14  at  Saginaw,  Mich.,  the  home  of  the 
immense  Sonora  factories,  and  Sonora  jobbers 
from  one  end  of  the  country  to  the  other 
attended.  The  gathering  was  the  most  success- 
ful that  these  enterprising  wholesalers  have 
ever  held,  and  it  was  not  only  attended  by  the 
executives  of  the  various  distributing  firms,  but 
there  were  present  members  of  the  jobbers' 
sales  staffs,  who  were  given  an  opportunity  to 
understand  and  appreciate  the  magnitude  of 
Sonora  manufacturing  facilities  and  the  policies 
that  form  the  foundation  of  this  business. 

Besides  the  jobbers  and  their  staffs  there  were 
also  present  at  this  convention  twenty-five  mem- 
bers of  the  executive  and  factory  forces,  who 
made  invaluable  contributions  to  the  business 
sessions  on  the  program.  Sonora  executives 
consider  it  a  privilege  to  have  an  opportunity 
of  conferring  with  their  distributors  whenever 
possible,  and  this  year's  meeting  was  note- 
worthy for  the  practical  value  of  each  day's 
f.essions. 

On  May  15  the  jobbers  made  a  toui  of  the 
Sonora  factories  at  Saginaw  and  every  depart- 
ment of  this'  vast  plant  received  its  share  of 
attention  from  the  visiting  wholesalers.  This 
is  recognized  as  one  of  the  best  equipped  and 
most  up-to-date  plants  in  the  Middle  West,  and 
the  visiting  jobbers  took  every  opportunity  to 
become  acquainted  with  the  factory  executives. 
They  were  thoroughly  imbued  with  the  spirit 
of  co-operation  and  good  will,  which  is  one  of 
the  important  factors  contri'^uting  to  the  suc- 
cess of  the  Sonora  factories. 

May  16  and  17  were  devoted  to  business  ses- 
sions, and  on  the  evening  of  the  17th  the 
annual  banciuet  was  held  at  the  Hotel  Ban- 
croft. The  conventionites  spent  their  time  be- 
tween the  business  sessions  at  the  hotel,  the 
factories  and  the  Saginaw  Club.  On  the 
18th  the  annual  golf  tournament  of  the  Asso- 
ciation was  held  at  the  Saginaw  Country  Club, 
and  most  of  the  jobbers  left  for  their  homes 
on  the  19th. 

Avalanche  of  Orders  Placed 

Probably  the  outstanding  feature  of  the  1923 
convention  of  Sonora  jobbers  was  the  response 


study  of  conditions  and  prospects  in  his  terri- 
tory, together  with  the  requirements  of  his 
dealers,  and  was  desirous  of  his  entire  quota 
and  more  if  possible.  The  general  quota  was 
based  on  deliveries  during  the  first  quarter  of 
the  year,  which  were  double  those  of  last  year, 
and  factory  production  during  the  remainder  of 
the  year  was  planned  on  the  same  ratio. 

Every  indication  points  to  a  big  year  for  the 
company  and  its  jobbers,  and  it  will  be  advis- 


pany.  Mr.  Martin's  address,  in  part,  follows: 
S.   O.  Martin  Tells  of  Fundamental  Policies 

"Certain  tendencies  in  the  phonograph  busi- 
ness seem  evident.  There  seems  to  be  a  dis- 
tinct tendency  for  the  phonograph  to  have  a 
higher  unit  of  sale.  Higher  priced  period 
models  seem  to  be  steadily  increasing  in  de- 
mand. The  phonograph  is  also  becoming  more 
staple,  that  is,  it  is  entering  more  into  the  daily 
life  of  the  people. 

"These  tendencies  forecast  both  advantages 
and  disadvantages — advantages  in  that  as  a 
commodity  becomes  more  staple  the  business 
dealing  with  it  becomes  more  regular  and  sound; 
disadvantages  in  that  such  a  business  becomes 
more  competitive  with  reduced  margins  mani- 
fest in  reduced  prices  and  discounts. 


Attendants  at  the  Great  Gathering 

able  for  Sonora  dealers  to  place  their  orders 
for  Fall  and  the  holiday  season  as  early  as 
possible.  There  will  be  a  tremendous  publicity 
campaign  this  Fall  on  Sonora  products,  which 
will  undoubtedly  act  as  an  invaluable  aid  in 
making  1923  a  banner  year  for  dealers. 

Geo.  E.  Brightson,  president  of  the  Sonora 
Phonograph  Co.,  welcomed  the  jobbers  in  be- 
half of  the  company,  and  several  Sonora  execu- 
tives then  favored  the  jobbers  with  interesting 
and  practical  addresses  of  more  than  usual 
import.  S.  O.  Martin,  vice-president  and  gen- 
eral manager  of  the  Sonora  Phonograph  Co., 
who  has  been  a  vital  factor  in  the  rapid  strides 


Some  Snap-shots  at  Sonora  Convention 


1,  Wm.  J.  Keyes  and  F.  J.  Coupe;  2,  C.  W.  Keith  and  R.  H.  Keith;  3,  S.  O.  Martin;  4,  J.  J.  Schratweiser;  5, 
Wolff;  6,  C.  T.  Malcomb  and  A.  A.  Trotter;  7,  Maurice  Landay 


Jos. 


accorded  Frank  J.  Coupe,  vice-president  and 
sales  manager  of  the  company,  when  he  asked 
the  jobbers  for  some  idea  of  their  requirements 
for  the  remainder  of  4;he  year.  His  question 
was  answered  with  an  avalanche  of  orders.  It 
was  evident  that  each  distributor  had  made  a 


m.ade  by  the  company  the  past  few  years,  re- 
ceived a  tremendous  ovation  from  the  jobbers 
and  their  sales  forces.  Mr.  Martin  responded 
with  a  noteworthy  address  on  various  phases  of 
manufacturing  and  distribution  and  a  concise 
outline  of  the  ideals  and  policies  of  the  com- 


of  Sonora  Distributors  in  Saginawr 

"We  construe  our  functions  and  responsibili- 
ties as  a  manufacturer  of  a  quality  specialty  with 
high  unit  of  sale  with  national  distribution  to  be 
as  follows: 

"1.  To  manufacture  a  meritorious  product 
developed  with  the  art  and,  if  possible,  in  ad- 
vance of  the  general  progress  of  the  industry 
(in  this  last  w-e  think  that  we  have  been  pe- 
culiarly successful).  To  inspect  this  product 
carefully  and  thoroughly  and  to  guarantee  serv- 
ice on  it  under  ordinary  usage  for  one  year 
after  it  leaves  the  factory.  Our  inspection  has 
stiffened  and  is  stiffening  to-day.  It  takes  time 
to  educate  every  workman  in  a  large  plant  (and 
there  must  be  education  as  well  as  inspec- 
tion) to  the  idea  of  quality,  but  this  educational 
work  is  going  on.  We  believe  and  we  are  told 
our  product  is  better  than  it  has  ever  been. 

"2.  To  manufacture  as  economically  as  is 
compatible  with  quality  and  sell  at  a  price  com- 
patible with  a  reasonable  profit,  and  not  fluctu- 
ating rapidly  wi.th  cost  of  labor  and  material. 
Our  prices  which  have  been  and  in  all  prob- 
ability will  be  firm  for  the  year  1923  have  not 
risen  nearly  so  much  as  wages,  material  and 
the  general  level  of  commodity  prices  since 
1922.  Our  average  net  receipt  per  instrument 
sold  is  scarcely  7  per  cent  higher  than  in  1922, 
whereas  wages  have  risen  1(1  to  15  per  cent, 
material  5  to  20  per  cent  and  the  general  level 
of  commodity  prices  15  to  20  per  cent,  yet  we 
are  making  some  profit  on  every  model  largely 
because  of  increased  economy  in  production. 

"3.  To  forecast  deliveries  as  accurately  as 
possible  and  as  far  ahead  as  possible.  On  this 
I  am  frank  to  admit  that  we  have  not  done  so 
well  as  we  hope,  still,  those  of  you  who  have 
had  manufacturing  experience  know  that  dou- 
bling production  in  a  few  months  is  not  child's 
play,  especially  under  present  labor  conditlbns. 
Nevertheless,  we  are  striving  to  improve  the 
accuracy  of  our  schedule  of  deliveries  and  think 
that  we  are  improving. 

"4.  To  help  our  distributors  sell  our  product 
by  branding  it,  by  advertising  it  nationally,  by- 
co-operating  with  the  sales  organizations  of  our 
distributors  with  special,  high-powered  sales 
representatives  and  by  co-operation  with  the 
dealers  of  our  distributors  with  service,  not 
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only  on  the  instrument,  but  on  the  advertising 
and  selling  directly  and  through  our  house 
organ,  'The  Sonora  Bell.'  We  are  being  told 
un^olicitedly  by  some  important  retailers  that 
the  'Eeir  is  one  of  the  snappiest  house  organs 
received  by  them." 

Joseph  Wolff  Talks  on  Company's  Progress 

Joseph  Wolff,  vice-president  and  manager  of 
production,  gave  a  splendid  talk  on  the  quality 
of  the.  Sonora  product  as  a  unit,  and  also  on 
the  progress  m^ade  by  the  company  in  the  de- 
velopment of  its  product  since  it  entered  the 
phonograph  field.  He  also  dwelt  on  the  prog- 
ress the  company  had  made  in  the  development 
of  its  phonograph,  and  pointed  out  particularly 
the  improved  motors,  from  a  constructional 
standpoint  especially,  the  improved  tone  arm 
and  sound  Irox,  improved  tone,  and  finally  the 
new  cabinet  designs,  which  carried  out  the  very 
latest  ideas  in  furniture  styles. 

Mr.  Wolff  placed  emphasis  on  the  fact  that 
the  progressive  policy  of  the  Sonora  would  be 
continued,  stating  as  follows:  "While  Sonora 
to-day  enjoys  a  leading  position  in  the  phono- 
.graph  industry,  that  position  could  not  be  main- 
tained by  standing  still,  as  to  stand  still  means 
but  one  thing,  retrogression,  and  the  high  stand- 
ard of  the  Sonora  product,  from  the  standpoint 
of  the  three  essentials  of  a  phonograph — tone, 
mechanical  construction  and  design  and  quality 
of  cabinetry — will  be  consistently  improved 
upon,  so  that  the  distributors  and  dealers  may 
look  to  the  future  with  every  confidence." 
F.  J.  Coupe  Discusses  Sonora  Demand 

Frank  J.  Coupe,  who  is  one  of  the  most  pop- 
ular sales  executives  in  the  talking  machine 
industry,  gave  one  of  his  usual  interesting  ad- 
dresses, extracts  from  which  are  as  follows : 

"I  cannot  urge  upon  you  too  strongly  the 
necessity  of  impressing  upon  the  minds  of  your 
dealers  that  they  should  place  their  orders  with 
you  as  early  as  possible  and  for  as  many 
Sonoras  as  they  can  get  so  there  will  not  be  a 
repetition  of  the  catastrophe  that  befell  many 
Sonora  dealers  last  year  when  they  could  not 
get  merchandise  to  supply  the  demand  that  had 


been  created  by  the  Sonora  Co.  You  may  recall 
that  some  dealers,  having  made  themselves 
known  as  Sonora  representatives  to  the  people 
of  their  districts,  were  so  embarrassed  at  not 
having  merchandise  that  they  wired  both  the 
jobbers  and  the  New  York  office  to  discontinue 
rcewspaper  advertising  as  it  was  simply  making 
inatters  more  complicated  for  them  and  hard  to 
explain. 

"The  placing  of  your  orders  to-day  is  one 
step,  delivering  to  your  dealers  another,  the 
desire  for  Sonora  by  the  public  another  which 
will  be  created  by  the  Sonora  Co.  the  coming 
season  and  the  selling  of  them  to  the  ultimate 
consumers  by  the  dealer  the  final  step.  This 
final  and  most  important  step  cannot  be  taken 
to  the  satisfaction  of  all  concerned,  which  in- 
cludes the  manufacturer,  the  distributor  and  the 
dealer,  unless  the  dealer  realizes  that  there  is 
going  to  be  a  big  demand  for  Sonoras  this  Fall 
and  has  a  sufficient  stock.  Many  dealers  are 
already  becoming  anxious  regarding  the  situa- 
tion this  Fall  and  are  making  arrangements 
with  their  distributors  which  will  assure  deliv- 
eries satisfactory  to  them. 

"Others  do  not  seem  to  realize  just  how  big 
a  demand  there  is  going  to  be  for  Sonoras  and 
will  be  greatly  disappointed,  and  I  am  sorry 
to  say  some  of  these  are  dealers  who  have  sold 
Sonoras  in  great  numbers  in  the  past  and  are 
in  a  position  to  do  so  again.  Sonora  demand  is 
being  made  doubly  secure  by  the  fact  that  the 
public  is  fast  turning  from  price  phonographs 
to  quality  instruments,  and  never  before  has  a 
phonograph  established  itself  in  the  public  mind 
a.i  the  de  lu-xe  phonograph  of  the  world." 
Keyes  Speaks  on  Selling  and  Financing 

W.  J.  Keyes,  treasurer  of  the  Sonora  Phono- 
graph Co.,  discussed  briefly  the  distributor's 
functions,  and  under  this  heading  stated,  in  part: 

"The  distributor's  functions  primarily  are 
two,  both  of  which  are  closely  interrelated. 
The  first  is  selling  and  the  second  financing. 
A  distributor  cannot  take  care  of  his  finances 
unless  he  builds  up  his  sales  to  a  large  enough 
volume  to  make  a  profit,  otherwise,  of  course, 


his  original  capital  will  soon  be  exhausted,  and 
because  of  his  failure  to  develop  sales,  he  is  not 
able  to  take  care  of  his  finances.  A  jobber  is 
given  an  exclusive  territory  in  order  that  he 
may  develop  it  intensively  through  salesmen 
and  service  without  any  competition  in  the  same 
merchandise.  To  be  sure  this  same  develop- 
ment of  territory  could  be  done  through  our 
own  organization,  but  only  if  separately  owned 
distributing  companies  were  set  up  and  operated 
upon  exactly  the  same  methods  as  now  used 
by  our  distributors.  This  has  been  done  as  you 
know  in  three  cases,  but  will  be  avoided  as  a 
policy,  our  function  being  to  manufacture  with 
our  capital  employed  in  production  and  not  in 
distribution," 

Lincoln  Tells  of  Advertising  Policies 

L.  C.  Lincoln,  Sonora  advertising  manager 
and  one  of  the  most  capable  advertising  execu- 
tives in  the  talking  machine  field,  talked  to  the 
jobbers  in  their  own  language  regarding  adver- 
tising plans  for  the  coming  year,  stating  in  part: 

"Sonora's  advertising  policies  to-day  are  the 
outgrowth  of  the  results  of  our  advertising  in 
the  past  combined  with  the  experience  of  other 
large  advertisers  and  the  existing  conditions  of 
the  present.  Aside  from  catalogs,  dealers'  serv- 
ice material,  trade  paper  advertising  and  co- 
operative allowances  which  might  be  called  the 
overhead  of  the  advertising  appropriation  be- 
cause they  represent  an  unchanged  or  fixed  part, 
there  has  been  quite  a  change  in  policy  regard- 
ing large  magazines,  outdoor  signs  and  news- 
papers. 

"Sonora  copy  is  invariably  written  around  the 
basic  facts  of  Sonora's  superiority  as  a  line  and 
a  dozen  good  ads  would  impart  the  entire  story. 
The  Sonora  advertising  appropriation  does  not 
include  any  money  at  all  for  anything  but  real 
advertising  and  when  you  get  right  down  to 
brass  tacks  the  money  that  buys  actual  space 
in  publications  is  the  money  that  is  left  after  the 
advertising  department  has  used  all  its  ex- 
perience and  judgment  in  buying  catalogs,  dis- 
play material,  etc.,  saving  every  dollar  possible 
(Co)iHniied  on  page  90) 


MILLER  TALKING  MACHINE  and  RADIO  HORNS 

Miller  amplifying  horns  are  made  from  a  rubber  composition,  moulded  with  mathematical  pre- 
cision to  fit  the  requirements  of  compactness  and  artistic  design. 

Owing  to  their  cellular  construction,  Miller  horns  have  remarkable  tone  reproducing  qualities. 
Cells  may  be  made  larger  or  smaller,  harder  or  softer  to  give  tone  qualities  desired  in  adapting  horn  to 
the  diaphragm. 

Miller  horns  eliminate  vibrating  noises  found  in  metal  horns.  Adaptability  unlimited.  Equal  to 
the  best  of  wood  and  far  cheaper  than  wood. 

For  further  information  and  prices,  write 

THE  MILLER  RUBBER  COMPANY  OF  N.Y. 

AKRON,  OHIO,  U.  S.  A. 
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in  the  production  of  the  advertising,  and  look- 
ing out  for  the  interests  of  the  dealers,  the 
jobbers  and  the  Sonora  Co.  In  other  words,  it 
is  to  the  advertising  appropriation  what  net 
profit  is  to  the  volume  of  sales." 

Officers  Elected  for  1923 

The  officers  of  the  Sonora  Distributors'  Asso- 
ciation were  elected  at  the  convention;  the 
officers  for  the  coming  year  being  as  follows: 
President,  C.  W.  Keith,  Long  Island  Phono- 
graph Co.,  Long  Island  City,  N.  Y. ;  vice-presi- 
dent, S.  D.  Andrews,  Doerr-Andrews-Doerr, 
Minneapolis,  Minn.;  secretary  and  treasurer,  E. 
S.  White,  Sonora  Co.  of  Philadelphia,  re-elected. 

Among  those  who  attended  the  convention 
were  the  following:  S.  D.  Andrews  and  J.  E. 
Date,  Doerr  -  Andrews  -  Doerr,  Minneapolis, 
Minn.;  C.  T.  Malcomb  and  A.  H.  Trotter,  Gib- 
son-Snow Co.,  Syracuse,  N.  Y. ;  Maurice  Lan- 
day.  Greater  City  Phonograph  Co.,  New  York, 
N.  Y. ;  E.  L.  Mayer  and  O.  C.  Maurer,  Kiefer- 
Stewart  Co.,  Indianapolis,  Ind. ;  C.  W.  Keith, 
R.  H.  Keith,  J.  J.  Schratweiser  and  Lee  Coupe, 
Long  Island  Phonograph  Co.,  Long  Island  City, 
N.  Y.;  F.  M.  Steers,  F.  B.  Travers  and  W. 
Davis,  Magnavox  Co.,  San  Francisco,  Cal. ;  H. 
W.  Bird,  Moore-Bird  Co.,  Denver,  Col.;  C.  V. 
Vastine  and  J.  E.  Maunder,  C.  D.  Smith  Drug 
Co.,  St.  Joseph,  Mo.;  E.  C.  Walker,  Strevell- 
Paterson  Hardware  Co.,  Salt  Lake  City,  Utah; 
Fred  E.  Yahr,  Earl  Yahr,  G.  E.  Campbell,  W. 


E.  Pngh  and  G.  J.  Daley,  Yahr  &  Lange  Drug 
Co.,  Milwaukee,  Wis.;  A.  C.  Valeur,  L.  J.  Evans 
and  H.  Braid,  Sonora  Phonograph,  Ltd.,  Toronto, 
Can.;  A.  R.  Rodway,  Leon  Golder,  J.  F.  Cor- 
coran, Illinois  Phonograph  Co.,  Chicago,  111.; 
J.  H.  Burke  and  T.  E.  Burke,  Sonora  Co.  of 
New  England,  Boston,  Mass.;  H.  E.  Young  and 
D.  F.  Allen,  Sonora  Sales  Co.  of  N.  J.,  Newark, 
N.  J.;  J.  T.  Pringle,  J.  L.  DuBreuil  and  E.  C. 
Kimbel,  Sonora  Phonograph-Ohio  Co.,  Cleve- 
land, O.,  and  E.  S.  White,  Sonora  Co.  of  Phila- 
delphia, Philadelphia,  Pa. 

The  members  of  the  Sonora  Phonograph 
Co.'s  executive  offices  in  New  York  who  at- 
tended the  convention  were  as  follows:  G.  E. 
Brightson,  S.  O.  Martin,  F.  J.  Coupe,  J.  Wolff, 
W.  J.  Keyes,  C.  S.  Redfield,  L,   C.  Lincoln, 

F.  V.  Goodman,  E.  D.  Coots,  H.  J.  O'Connor, 
Fred  Eichorn,  Arthur  C.  Sherwood,  John  Paul, 
R.  H.  Meade,  J.  E.  Hornburger,  Fred  Roediger, 
Lester  Watson  and  J.  M.  Ervin.  The  members 
of  the  Sonora  Phonograph  Co.'s  factory  execu- 
tive staff  in  Saginaw  who  attended  the  con- 
vention were  as  follows:  John  Herzog,  J.  L. 
Jackson,  T.  F.  Gaensbauer,  L.  Bieringer,  F.  M. 
Kiley,  J.  F.  Kessel  and  G.  J.  Corrigan. 

Bokaz  and  Brikbatz 
The  golf  tournament  was  a  gigantic  success, 
especially  so  far  as  prize  winners  were  con- 
cerned. It  is  understood  that  no  official  scores 
were  kept,  and  in  order  not  to  test  the  veracity 
of  the  participants  it  was  decided  to  let  the 
golfers  draw  numbers  for  the  various  prizes. 
This  safe  and  sound  policy  was  applauded  by 


everyone,  and  as  a  result  the  following  prizes 
were  taken  home  by  the  jobbers:  C.  W.  Keith, 
wrist  watch;  R.  H.  Keith,  cocktail  shaker;  J.  J. 
Schratweiser,  militarj-  brushes;  F.  B.  Travers, 
golf  bag;  J.  H.  Bird,  Eversharp  pencil;  Leon 
Golder,  cigarette  case;  C.  V.  Vastine,  cigarette 
case;  Maurice  Landay,  pocket  flask;  A.  R.  Rod- 
way,  golf  balls;  Herbert  Young,  tobacco  pipe; 
G.  J.  Daley,  drinking  cup;  E.  S.  White,  mid- 
iron;  J.  F.  Corcoran,  mashie,  and  Frank  M. 
Steers,  match  case. 

The  boys  have  not  fully  recovered  3'et  from 
the  strenuous  Friday  morning  athletic  events. 
While  no  records  were  smashed,  nevertheless, 
several  windows  in  the  nearby  clubhouse  were 
reported  broken  after  the  shot-put  event.  Leon 
Golder  carried  off  a  first  and  two  seconds  in 
the  athletic  games;  Lee  Coupe  captured  the 
shot-put  event;  Tom  Burke  won  the  100-yard 
dash,  and  Joseph  Burke  captured  the  golf  put- 
ting contest.  G.  Daley  was  the  champion  in  the 
potato  race;  Fred  Eichorn  won  the  fat  man's 
race;  Joseph  Burke  and  Chas.  Matthews  co- 
ordinated nicely  in  winning  the  three-legged 
race. 

Frank  J.  Coupe  and  Warren  Kej'es  played 
splendid  golf  in  a  match  contest  with  Bob 
Keith  and  C.  V.  Vastine,  the  jobbers'  cham- 
pions. The  Sonora  executives  captured  the 
match  at  the  18th  hole,  but  to  even  up  mat- 
ters, C.  W.  Rodway  and  Maurice  Landay  were 
returned  the  winners  in  a  contest  between  Don 
Coots  and  Ralph  Mead,  of  the  Sonora  staff; 
the  winners  coming  through  with  two  up. 


Showing  Reproducer  of  Jewel  Needle  liquipment  Turned 
Dp  to  Change  Needle;  Also  Position  When  Not  in  Use 
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Showing  Reproducer  of  Jewel  Needle  Equipment  in 
Position  for  Playing  Edison  Record  With  Fibre  Needle. 
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Plays  all  types  of  records.  Operates  the  same  as 
the  "EDISON"  with  the  LEVER. 

No  adjustments  necessary  when  changing  from 
lateral  to  vertical  cut  records.  Stop  prevents 
swinging  to  the  right. 

Needle  scratch  almost  entirely  removed. 

Turning  back  of  Reproducer  permits  of  easy 
access  to  needle  socket  and  saves  records  from 
unnecessary  scratching. 

Is  the  ONLY  equipment  that  plays  vertical  cut 
records  with  a  Fibre  needle  in  the  proper 
"EDISON"  position  with  the  Reproducer 
turned  FACE  DOWN  to  the  record,  giving  it 
a  floating  action. 


NOT 

Just  Another  Equipment 

BUT 

a  distinct  improvement  in 
Tone  Reproduction  as  well  as 
in  Mechanical  Construction 
and  Finish. 

Send  for  descriptive  circular 
which  contains  "HINTS  RE- 
GARDING THE  CARE  OF  A 
PHONOGRAPH." 
WRITE  YOUR  EDISON  JOB- 
BER.  HE  HAS  IT. 

Price  the  same.     Liberal  dis- 
count to  dealers. 
GUARANTEED    IN  EVERY 
WAY. 

MONEY  BACK  IF  NOT 
SATISFIED. 

We  handle  highest  grade 
Jewel  Point  Needles. 


JEWEL  PHONOPARTS  COMPANY 
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Needle  CENTERS  on  all  records. 

Straight  air-tight  construction  and  absence  of 
movable  joints  insure  perfect  reproduction  and 
great  volume. 

Pivoted  ball- joint  insures  perfect  reproduction  and 
freedom  of  movement  both  vertically  and  hori- 
zontally. 

Weight  is  the  lightest  that  can  produce  perfect 
results,  thus  saving  the  record,  and  permitting  a 
freedom  and  sweetness  of  tone  considered  impos- 
sible. 

Indestructible  NGM-Y-KA  diaphragms  do  not 
blast,  crack,  split  or  warp,  and  are  the  greatest 
development  in  phonographic  sound  reproduction 
in  years. 

160  W.  Whiting  St.,  Chicago 
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le  Q/radeinS 


JOHN  H.WILSON, Manager 

324 WASHINGTON  ST., BOSTON, MASS. 


BOSTON 


ENGLAND 


GOOD  BUSINESS  FIRST  FIVE  MONTHS  OF  YEAR 

AUGURS  WELL  FOR  ANNUAL  VOLUME  OF  SALES 

Trade  Interested  in  Isham  Jones  Concerts — Hallet  &  Davis  Staff  Quits  Old  Quarters — Local 
Visitors — New  Home  of  Kraft,  Bates  &  Spencer  Completed — Other  Important  Activities 


Boston,  Mass.,  June  4. — There  is  a  happy 
unanimity  among  the  trade  regarding  the  May 
business  which  in  almost  all  cases  has  been 
good — beyond  expectation  in  some  cases.  Of 
course,  there  are  dealers — there  always  have 
been  and  always  will  be — whom  the  jobbers 
have  a  "hard  time"  with;  that  is,  they  have  con- 
stantly to  be  hammering  into  them  a  spirit  of 
optimism;  they  are  the  sort  who  think  that  busi- 
ness is  going  to  the  bow-wows  every  time  there 
is  a  slump  in  sales.  With  tliis  good  showing 
for  May,  which  in  some  cases  was  two  and  a 
half  times  that  of  the  same  month  last  year,  the 
business  for  the  full  five  months  has  been  put 
considerably  ahead  and  augurs  well  for  a  splen- 
did half-year  showing.  Whatever  the  early 
months  of  the  last  half  of  the  year  may  show, 
there  are  the  last  three  months  to  be  reckoned 
with,  which  are  bound  to  be  large;  so  may  it  not 
be  a  reasonable  assertion  to  say  that  1923  prom- 
ises to  be  an  excellent  twelve-month  period. 
And  it  won't  be  so  very  long  before  the  job- 
bers will  begin  to  issue  the  same  old  warning 
to  dealers  to  stock  up  early,  a  warning  that  sev- 
eral habitually  disregard  to  their  own  disad- 
yantage. 

Isham  Jones'  Orchestra  in  New  England 

Isham  Jones'  Orchestra,  which  plays  for  the 
Brunswick,  is  to  be  heard  in  Boston  and  New 
England  from  July  2  to  14,  and  the  local  head- 
quarters of  the  Brunswick,  that  is,  Kraft,  Bates 


&  Spencer,  are  busily  at  work  mapping  out  the 
tour,  which  will  include,  besides  Boston,  Provi- 
dence, R.  I.;  Springfield,  Lowell,  Marlboro, 
Salem  and  Fall  River,  Mass.;  Lewiston,  Me., 
and  Willimantic,  Conn.  Here  in  Boston  the 
orchestra  will  be  heard  at  Lowe's  Ballroom  in 
the  Back  Bay. 

Hallet  &  Davis  in  New  Quarters 

The  Hallet  &  Davis  Co.'s  executive  staff  has 
said  good-by  to  the  old  premises  at  146  Boylston 
street,  and  part  are  now  located  at  the  factory 
in  Neponset,  and  part  at  661  Boylston  street, 
which  is  out  near  Copley  Square  and  near  the 
Public  Library.  At  this  latter  address  are 
principally  the  executive  offices,  with  John  L. 
Cotter,  R.  O.  Ainslie,  Arthur  Forbes,  of  the 
advertising  stafi:,  and  Leslie  G.  Jones,  who  is 
immediately  in  charge  of  the  talking  machine 
department,  all  pleasantly  located  in  well- 
appointed  offices  on  the  second  and  third  floors. 
Leslie  G.  Jones,  who  is  looking  closely  after 
the  New  England  territory  in  the  interests  of 
the  talking  machine  end,  says  that  business  is 
moving  along  very  well.  Messrs.  Cotter  and 
Ainslie,  together  with  Earl  E.  Conway  and 
others  of  the  Hallet  &  Davis  house,  at  this 
writing  are  in  Chicago  attending  the  big  con- 
vention of  the  music  industry. 

F.  E.  Mann's  Car  Stolen  Twice 

Not  a  few  owners  of  automobiles  can  tell  in- 
teresting stories  these  days  of  the  theft  of  cars, 


but  there  aren't  many  who  are  the  victim  of 
a  theft  twice  in  a  single  week;  but  that  is  ex- 
actly what  befell  Manager  Fred  E.  Mann,  of 
the  Columbia  Co.,  a  while  ago.  Fie  had  driven 
from  his  home  in  Newton  to  attend  a  motion 
picture  house  in  Allston,  accompanied  by  his 
wife  and  several  friends.  At  the  conclusion  of 
the  show  he  went  outside  to  get  his  car,  but 
found  it  missing.  He  reported  the  theft  to  the 
police  and  a  few  hours  later  the  machine  was 
found  in  Brookline  entirely  stripped  of  every- 
thing. Recovering  his  car  he  got  it  refurnished 
and  two  nights  later  drove  to  town  to  attend 
the  Pop  Concerts  in  Symphony  Hall.  When 
he  went  to  get  his  car  it  again  was  missing 
and  was  subsequently  found  in  Hemenway 
street,  less  than  a  half-mile  away  from  the  hall, 
and,  of  course,  everything  about  the  car  was 
missing.  Mr.  Mann  says  it  will  be  highly  em- 
barrassing if,  for  a  third  time,  he  is  the  victim 
of  a  similar  mishap. 

Best  Columbia  Record  Month 
Manager  Mann  reports  that  May  business  in 
records  was  the  best  month  since  December, 
1919,  which  was  the  banner  month  for  the  com- 
pany. The  new  process  records  have  played 
a  big  part  in  speeding  up  the  sales  of  the 
symphony  and  operatic  lines,  and  from  now  on 
it  is  expected  that  there  will  be  a  steady  im- 
provement in  this  type  of  business.  In  his 
New  England  department  Mr.  Mann  says  there 
is  scarcely  an  instrument  to  be  had  as  all  the 
old  stock  has  been  disposed  of  and  the  new 
product  is  not  yet  quite  ready  for  delivery. 
Mr.  Mann  says  that  F.  C.  Walker,  assistant  to 
the  director  of  the  recording  studios,  came  over 
{Continued  on  page  92) 


Back  From  the  Convention 


Victor  Dealers  who  attended  the  Convention  of  the  Music  Trades  in  Chicago 
came  away  better  prepared  for  a  bigger  and  better  year.  New  thoughts,  new 
ideas  and  new  plans  were  discussed. 

Victor  dealers  can  depend  on  our  whole-hearted  co-operation  in  the  carrying  out 
of  these  plans.  We  understand  your  problems.  Our  policies  are  progressive, 
we  are  strictly  wholesale  and  our  service  is  prompt. 

Let  Us  Help  You 


The  Eastern  Talking  Machine  Co. 

85  Essex  Street  Boston,  Mass. 
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to  Boston  to  attend  the  initial  performance  of 
"The  Rise  of  Rosie  O'Reilly"  at  the  Tremont 
Theatre  with  a  view  to  getting  some  of  tlie 
best  numbers  recorded,  these  to  be  released 
about  August  15. 

Eastern  Representatives  Visit  Victor  Co. 
Manager  Herbert  Shoemaker,  of  the  Eastern 
Talking  Machine  Co.,  was  over  at  the  Victor 
factory  toward  the  latter  part  of  May,  and  took 
with  him  E.  P.  Johnston,  and  the  latter  made 
a  careful  study  of  every  phase  of  the  business, 
returning  to  Boston  with  a  new  and  valuable 
fund  of  information  which  should  serve  him 
well  in  handling  the  business  in  his  territory. 
It  is  iJanager  Shoemaker's  plan  to  take  one  of 
his  staff  over  to  the  factory  each  month  so 
that  every  member  in  time  may  be  familiar  with 
all  the  details  of  this  great  business,  all  this 
with  the  end  in  view  of  increasing  the  effi- 
ciency of  the  staf¥. 

E.  P.  Johnston  Has  Narrow  Escape 
Speaking  of  Air.  Johnston,  his  friends  are 
congratulating  him  on  his  narrow  escape  from 
death  a  short  time  ago.  He  was  running  his 
Dodge  car  in  the  northwestern  part  of  Massa- 
chusetts, and  while  traveling  around  Hairpin 
curve  near  Turners  Falls  he  tried  so  hard  to 
avoid  colliding  with  another  car  that  his  car 
literally  became  hung  up  on  a  post,  with  himself 
in  a  most  hazardous  position.  Had  the  car 
tilted  the  least  bit  in  one  direction  it  would 
have  taken  a  plunge  that  would  have  meant 
death  to  Johnston.  Finally  he  was  e.xtricated 
from  his  dangerous  position. 

Edison  Activities  in  New  England 
The  Pardee  Ellenberger  Co.  is  finding  its 
Edison  business  very  good  in  the  New  England 
territory,  and  Frederick  Silliman  makes  a  most 
encouraging  report  of  the  May  sales.  The  cam- 
paign for  business  instituted  by  Mr.  Silliman 
about  a  year  ago  is  bearing  fine  fruit  and  the 
three  members  of  the  traveling  staff,  F.  S. 
Boyd,  F.  G.  Cook  and  G.  R.  Coner,  have  been 
able  to  develop  some  hustling  salesmen  among 
those  whom  they  have  associated  with  them  in 
the  campaign.  This  house-to-house  canvass  has 
been  the  means  of  putting  Edison  instruments 
into  homes  that  might  never  have  thought  of 
them  had  not  the  proposition  been  intelligently 
■  presented  to  them. 

Big  Gains  in  Victor  Demand 
"Business  for  May  has  been  rather  peculiar," 
reports  Kenneth  R.  Reed,  wholesale  manager 
of  the  M.  Steinert  &  Sons  Victor  department. 
"The  retail  business  has  been  rather  quiet,  as  I 
have  observed  it,  but  the  instrument  business 
has  been  much  better  than  the  record  business. 
One  large  department  store  told  me  a  few  days 


KRAFT-BATES-'SPENCER 

NEWENGL^AND  DISTRIBUTORS 


PMO  NOCPAPMS       AND      RE  C_OR_OS___ 

SOMETHING  NEW  ON  BRUNSWICK  EVERY  DAY 

No  more  monthly  releases 

New  records  to  offer  customers  daily. 
Always  a  brand-new  one  for  the  clerks  to  talk  about. 
New   system   of   releasing   records   supplants   the   old  once-a-month 
release  date. 

"If  it's  out  on  a  phonograph  record,  Brunswick  has  it"  is  public 
reaction  to  new  system.  Big  increase  in  record  sales  the  immediate 
result. 

They  get  what  they  want  TODAY  on  Brunswick.    No  waiting. 
We  would  be  glad  to  give  you  detailed  information  on  this  popular 
change  in  record  merchandising  and  its  effect  on  record  sales. 
Brunswick  Records  can  be  played  on  any  phonograph. 

KRAFT,  BATES  &  SPENCER,  Inc. 

80  KINGSTON  STREET,  BOSTON,  MASS. 

New  England  Distributors 

Steel  Needlet  Motrolat  Record  Brushet  Khaki  Covers 


ago  that  it  had  been  doing  the  largest  business 
ever  done,  but  there  are  other  places  that  tell 
a  somewhat  different  story.  On  the  whole, 
however,  it  is  my  impression  that  the  retail 
establishments  are  ahead  of  1922,  this  fact  being 
the  result  of  my  knowledge  of  the  experience 
of  sixteen  stores,  fourteen  of  which  were  ahead 
up  to  May  15.  The  wholesale  business  is  very 
gratifying,  and  for  our  company  it  was  two  and 
a  half  times  ahead  of  May  of  last  year.  Of 
course,  the  new  Victor  models,  in  a  measure, 
account  for  this  increase." 

Well  Established  in  New  Quarters 
Kraft,  Bates  &  Spencer  are  now  well  estab- 
lished in  their  new  location  downtown.  The  in- 
terior decorations  are  all  completed  and  the 
office,  storerooms  and  other  departments  are 
pleasantly  and  conveniently  located.  Harry 
Spencer,  head  of  the  establishment,  has  gone 
out  to  the  Chicago  Convention  and  with  him  is 
Edward  Strauss,  of  the  New  York  Brunswick 


offices.  Mr.  Spencer  went  over  to  New  York, 
where  he  was  joined  by  Mr.  Strauss,  the  two 
going  West  together.  En  route  to  Chicago  they 
visited  Dubuque,  la.,  where  one  of  the  several 
Brunswick  factories  is  located.  Following  the 
Chicago  convention  Mr.  Spencer  will  return  to 
New  York  for  a  conference  of  the  Brunswick's 
Eastern  representatives  that  is  to  be  held  in 
that  great  city. 

Victor  to  Record  Songs  of  Local  Play 
Manager  Reed  returned  a  few  days  ago  from 
the  Victor  factory,  after  having  prevailed  upon 
the  officials  to  make  recordings  of  several  of 
the  best  numbers  of  George  Cohan's  "The  Rise 
of  Rosie  O'Reilly."  This  musical  comedy 
opened  at  the  Tremont  Theatre  on  Monday, 
May  21,  and  that  night  Mr.  Reed  was  in  the 
audience,  having  gone  purposely  to  make  a  re- 
port on  the  value  of  the  music.  Having  come 
to  the  conclusion  that  there  were  several  num- 
bers  that   easily  could  stand   reproducing,  he 
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Ditson 
Victor 
Service 


Victor  Service  That  Serves 
Without  Being  Spectacular 

The  chief  factor  of  Ditson  Victor  Service  is  reliability — the  fact 
that  it  operates  steadily  and  efficiently,  but  quietly.  From  our  two 
distributing  centers  in  Boston  and  New  York  we  serve  Victor 
dealers  in  the  most  thickly  populated  and  busiest  section  of  the 
country.  In  short,  we  fill  the  gap  where  good  service  is  needed 
most. 


OLIVER  DITSON  CO. 

BOSTON 


CHARLES  H.  DITSON  &  CO. 

NEW  YORK 
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A  competent 
corps  of 

STEINERT 

experts  will 
solve  your 
dealer  problems 


Precepts  for  the  Wise  Victor 
Retailer  in  Preparation 
for  a  Banner  Year 


1.  He  will  anticipate  NOW  his  sup- 
plementary stock  of  Victor  In- 
struments. 

2.  He  will  realize  with  the  advent  of 
the  new  Flat  Top  divided  lid 
models,  215  and  220,  and  the  3 
Art  Models,  400,  405  and  410,  that 
he  has  the  most  complete  and  all- 
embracing  line  of  musical  instru- 
ments in  the  history  of  the  Talk- 
ing Machine  business. 

3.  He  will  not  overlook  the  addi- 
tional profits  to  be  derived  from 
attention  and  sales  effort  upon 
the  horizontal  models,  particular- 
ly the  very  popular  styles  240  and 
260. 

4.  He  will  not  hesitate  to  solicit  the 
advice  of  STEINERT  and  lay 
his  problems  before  the  STEIN- 
ERT corps  of  experts. 

Exclusive  Terrilorv  for  DeForesI  Radio 
Dealers  Still  Exish 


M.  STEINERT  &  SONS 

Victor  Wholesalers 

35-37  Arch  Street"^  Boston,  Mass. 


^SrvVHERE  IN  NEW 


hied  himself  immediately  to  Camden  and  re- 
ported accordingly.  Arrangements  were  made, 
and  in  a  reasonably  short  time  the  best  num- 
bers of  this  musical  comedy  will  be  placed  on 
the  market  by  the  Victor  Co.  It  has  been 
George  Cohan's  custom  to  produce  some  new 
musical  piece  at  the  Tremont  Theatre  for  sev- 
eral seasons  past,  starting  them  in  the  early 
Summer,  and  letting  them  stay  well  into  the 
season;  and  every  one  of  these  has  won  signal 
success  everywhere  it  has  been  played  and 
sung. 

M.  Funkhouser  to  Move  Here 

Marshall  Funkhouser,  chief  accountant  of  the 
Boston  branch  of  the  Columbia  Co.,  who  as- 
sumed his  new  duties  a  few  months  ago,  is 
planning  to  move  his  family  here  from  Balti- 
more sometime  this  month.  A  new  addition  to 
his  family  has  been  the  reason  for  the  delay  in 
transporting  his  household. 

New  Columbia  Dealers  Local  Visitors 

Joseph  Feinblum  and  Benjamin  Peiser,  pro- 
prietors of  the  Feinblum  Grafonola  Shop,  Hart- 
ford, Conn.,  were  in  town  a  short  time  ago 
visiting  Manager  Mann  at  the  Columbia  whole- 
sale quarters.  Both  gentlemen  told  Mr.  Mann 
that  they  had  just  completed  the  erection  of 
their  new  building  at  89  Windsor  street,  which 
is  splendidly  equipped  with  Col-Van  record 
racks,  hearing  rooms,  etc.  They  plan  to  have 
a  formal  opening  the  middle  of  June,  to  which 
Manager  Mann  probably  will  go. 

Steinert  Employe  Weds 

Miss  Marguerite  McDade,  of  Dorchester,  who 
is  in  charge  of  the  M.  Steinert  &  Sons  office  at 
the  Boylston  street  store,  became  the  wife  of 
Harold  F.  Langley,  of  New  York,  June  6, 
at  St.  Hugh's  Roman  Catholic  Church  in  Dor- 
chester. Miss  McDade  has  been  an  employe 
of  the  store  for  si.x  or  seven  years. 

Piatt  Spencer  "On  the  Job" 

Apropos  of  the  Boston  Brunswick  headquar- 
ters it  is  in  order  to  tell  the  trade  that  Piatt 


Spencer,  a  brother  of  Harry  Spencer,  is  with 
Kraft,  Bates  &  Spencer  and  bids  fair  to  make 
a  success  among  the  trade.  He  is  a  hustler  and 
has  an  engaging  personality,  which  should  make 
for  him  many  friends.  His  territory  is  the 
State  of  Maine,  northern  Nevv^  Hampshire  and  a 
part  of  Vermont.  In  a  few  days  he  is  starting 
off  on  a  three  weeks'  trip  which  will  first  take 
in  Maine. 

Miss  Elizabeth  Julian  Promoted 

Miss  Elizabeth  Julian  has  been  appointed 
manager  of  the  Columbia  department  of  the 
Providence,  R.  I.,  store  of  Summerfield's.  She 
'succeeds  Miss  Martha  Seavey,  who  was  lately 
married.  Miss  Julian  has  been  with  the  Outlet 
Co.  in  Providence,  and  is  well  acquainted  with 
the  talking  machine  business. 

Williams  Music  Store  Opens 

A  new  Victor  shop  has  been  opened  in  Cam- 
bridge, its  location  being  at  750  Massachusetts 
avenue.    It  is  called  the  Williams  Music  Store, 


and  is  conducted  by  Barnel  Williams,  who  also 
controls  the  Chelsea  Music  Store  in  Chelsea. 
Mr.  Williams'  son,  a  Technology  graduate,  is 
to  be  the  manager  of  the  new  establishment. 
New  Accounts  Opened 

Some  new  accounts  lately  opened  by  the 
Brunswick  are  Miskell's,  at  Falmouth,  Mass.; 
Brucker's  Brunswick  Shop,  at  Westerley,  R.  I.; 
H.  H.  Barber  Co.,  at  Milford,  N.  H.,  where  the 
talking  machine  department  is  in  charge  of 
Bernard  C.  Taylor.  The  Brunswick  also  will 
be  carried  in  the  new  store  of  the  Atherton  Fur- 
niture Co.,  in  Portland,  Me.,  wher^  an  entire 
window  is  to  be  devoted  to  a  display  of  Bruns- 
wick instruments. 

New  Okeh  Accounts 

Manager  N.  B.  Smith,  of  the  New  England 
department  of  the  General  Phonograph  Corp., 
has  just  concluded  a  business  trip  to  Spring- 
field, Mass.,  Hartford  and  Waterbury,  Conn., 
(Coitt{)iued  on  page  94J 


94 


THE   TALKING   MACHINE  WORLD 


June  15,  1923 


Love  of  Good  Music  Is  Not  Limited  to  Any  Class,   Creed  or  Race 

U/>e  NEW  EDISON 


Through  its  marvelous  REALISM,  bring- 
ing to  actual  LIFE  the  subtle  personalities 
of  the  artist,  perfect  technique,  the  indi- 
vidual tone  of  voice  and  instrument,  this 


phonograph.  The  NEW  EDISON,  fully 
meets  every  desire  of  all  exacting  MUSIC 
LOVERS.  It  will  bring  increased  patron- 
age to  every  Edison  Dealer's  store. 


FULL  CABINET  MODELS  IN  CONSOLE  AND  UPRIGHT  DESIGNS,  $100  UP 


Certain 
Localities 
Offer  Dealer- 
ship Opportuni- 
ties.   Write  lis. 


THE  PARDEE-ELLENBERGER  CO.,  Inc. 

Edison  Jobbers  for  New  England 
26  Oliver  Street  Boston,  Massachusetts 


Edison 
is 

FIRST 

with 

HITS 
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in  the  interests  of  the  Okeh  line.  P.  J.  Donovan, 
who  was  in  Maine  looking  over  the  field,  spent 
most  of  his  'time  in  the  vicinity  of  Portland. 
Manager  Smith  has  just  signed  up  the  Hender- 
son stores  to  carry  the  Okeh  line,  and  two  other 
places  that  are  now  carrying  these  records  are 
H.  J.  Poturnichi,  of  New  Haven,  who  has  a 
large  Polish  business;  and  Mr.  Buonnaccorsi  in 
Providence,  both  of  which  are  proving  to  be 
splendid  accounts.  Still  another  store  to  carry 
Okeh  goods  is  the  Queensbury  Music  Store,  54 
Queensbury  street.  Back  Bay  section  of  Boston. 
The  Call  of  the  Country 

One  of  the  firbt  of  the  Eastern  Co.  staff 
to  get  away  on  his  vacation  and  forget  Victor 
business  for  a  time  is  G.  B.  Waldron,  the  city 
salesman,  who  has  gone  to  his  farm  at  Franklin, 
N.  H.  Alanager  Herbert  Shoemaker  does  not 
plan  to  go  away  until  early  in  August,  when 
he  and  Mrs.  Shoemaker  will  be  guests  at  the 
Wilson  cottages  at  Jackson,  N.  H. 

Will  Soon  Make  Shipments 

The  Trinity  talking  machine,  on  which  work 
toward  its  perfection  has  been  under  way  for 
some  time,  is  now  ready  to  make  good  ship- 
ments, as  lately  a  large  supply  of  machines  has 
been  turned  out. 

Local  Sonora  Men  Home  From  Saginaw 

Joe  liurke,  manager  of  Sonora  Phonograph 
Co.  of  New  England,  and  his  brother,  Tom 
Burke,   came   back   from   the   Saginaw,  Mich., 


convention  quite  keyed  up  for  the  future  of  the 
Sonora  business,  both  in  this  territory  and  else- 
where. Joe  was  feeling  pretty  nifty  because 
he  took  the  first  prize  in  the  golf  tournament, 
and  Tom  has  been  throwing  out  his  chest  be- 
cause he  won  the  first  prize  in  the  100  yard 
dash,  but  he  says  the  prize  was  worth  hurrying 
after.  He  got  it  all  right,  but  he  hasn't  got  it 
now,  and  there's  a  reason.  Joe  was  away  on 
a  trip  for  a  few  days  the  end  of  May,  going  to 
New  Haven,  Hartford  and  Bridgeport,  Conn., 
and  Tom,  who  says  he  is  finding  things  better 
than  he  had  hoped  for  in  his  territory,  is  plan- 
ning a  trip  to  western  Massachusetts  and  Ver- 
mont, which  he  will  take  with  his  other  brother, 
Raymond  L.  Burke,  who  is  also  with  the  firm. 
New  Quarters  for  Gillis,  Inc. 

Walter  J.  Gillis,  Inc.,  a  Victor  dealer  who 
has  been  located  on  the  second  floor  of  395 
Boylston  street  for  several  years,  has  made  a 
change  in  his  location  and  is  now  at  429  Boyl- 
ston street,  formerly  occupied  by  the  Puritan 
Phonograph  Co.,  which  is  close  to  the  former 
address.  Mr.  Gillis  is  widely  known  in  the 
trade,  and  when  he  is  finally  located  he  plans 
to  branch  out  on  a  much  larger  scale. 

Congratulations ! 

A  happy  bridegroom  in  the  talking  machine 
business  is  Edgar  H.  Stone,  who  is  in  charge 
of  the  talking  machine  department  of  the  Iver 
Johnson   Co.   at   166  Washington   street.  His 


We  Serve  New  England! 
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A THOROUGHLY  complete  stock  of  all  OKeh 
and  Odeon  Records  kept  on  hand  at  all  times 
enables  us  to  give  ever}'  New  Eno-land  dealer  prompt 
and  efficient  service  -  no  matter  vifhat  his  needs  may  be. 

The  unusual  deiuand  that  now  exists  for  Odeon  Rec- 
ords and  OKeh  foreign  language  records  prompts  us 
to  call  to  your  attention  the  fact  that  we  are  now 
carrying  extra  large  stocks  of  records  in  Italian, 
Polish,  German,  and  the  other  foreign  languages. 

We  still  continue  our  maintenance  of  a  special  list 
of  all  Irish  records. 

General  Phonograph  Corporation 
of  New  England 

142  Berkeley  Street  Boston,  Mass. 

Records 


bride,  w'hom  he  married  to-day,  was  Miss  Anna 
Campbell,  who  has  been  associated  with  the 
same  department  as  her  fiance.  The  ceremony 
was  performed  at  St.  Benedict's  Church  in 
Somerville.  The  best  man  at  the  wedding  was 
Clarence  Hawkins,  of  Revere,  who  is  an  em- 
ploye of  the  Iver  Johnson  Co.,  and  the  maid  of 
honor  Miss  Grace  Campbell,  a  sister  of  the 
bride.  After  a  trip  to  Norfolk,  Baltimore, 
Washington  and  Atlantic  City  Mr.  Stone  and 
his  bride  will  take  up  their  residence  in  West 
Roxbury.  Mr.  Stone  has  been  with  the  com- 
pany fourteen  years,  and  his  wife  four  years. 
New  Strand  Models  Admired 
.A.rthur  C.  Erisman,  who  handles  the  Strand 
for  New  England,  has  just  received  several  new 
models  which  are  beautiful  specimens  of  the 
cabinet  maker's  art.  These  are  being  shown  in 
beautiful  woods,  and  the  dealers  who  have  seen 
them  are  placing  good-sized  orders.  Mr.  Eris- 
man, who  also  handles  the  Vocalion  for  this 
same  territory,  states  that,  while  May  was  not 
so  productive  as  other  months,  June  had  started 
oflf  well  and  the  very  first  day  registered  some 
very  large  sales,  the  single  day  being  quite  the 
biggest  in  Vocalion  records  since  Mr.  Erisman 
had  taken  hold  of  the  line. 


NEW  HOME  FOR  THE  ELLAS  MARX  CO. 


Sacramento,  Cal.,  June  8. — The  business  district 
of  Sacramento  is  fast  trekking  out  both  J  and  K 
streets,  easterly.  The  Ellas  Marx  Music  Co.  has 
vacated  its  former  housing  and  has  effected  an 
extended  lease  in  the  Native  Sons'  Hall  build- 
ing, at  Eleventh  and  J  streets.  The  new  store 
is  very  commodious  and  no  expense  has  been 
spared  to  render  it  efficient  so  far  as  interior  ap- 
pointments are  concerned. 

Ellas  Marx,  president  of  this  concern,  frankly 
states  that  not  only  have  all  his  old  patrons  fol- 
lowed him  to  his  new  home,  but  much  new 
business  is  being  done  through  the  drawing 
power  of  his  expansive  window  displays. 

During  opening  week  a  model  of  the  first 
practical  phonograph,  the  personal  property  of 
Mr.  Edison,  was  on  exhibition  here,  loaned  as 
a  special  favor  to  Mr.  Marx.  It  attracted  huge 
attention.  It  is  of  the  cylinder,  tin  foil  type, 
operated  by  hand. 


IDEAL  CABINET  CO.  CHARTERED 

The  Ideal  Cabinet  Co.,  of  St.  Louis,  has  been 
granted  a  charter  of  incorporation  to  manu- 
facture and  sell  talking  machines,  etc.,  with  a 
capital  of  S12,500.  Morris  and  Joseph  Lasky 
and  Lewis  Nachman  are  the  incorporators. 
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VlOTOR.y&RVICE 
SPECIALISTS 


FOR  NEW  ENGLAND  VICTOR  RETAILERS* 


ADVERTISING  THAT  IS  INEFFECTIVE 

The  Merchant  Who  Curtails  Advertising  Be- 
cause It  Does  Not  Pull  Makes  a  Mistake — 
Improved  Publicity  Is  Answ^er  to  Problem 


There  can  be  little  doubt  that  advertising  is 
one  of  the  strongest  mediums  through  which 
business  can  be  obtained  and,  with  the  universal 
knowledge  that  this  is  so,  it  seems  very  strange 
indeed  that  so  little  serious  thought  is  given 
to  this  important  branch  of  the  business.  The 
main  problem  with  which  the  talking  machine 
dealer  is  concerned  is  to  get  his  merchandise 
before  the  public  in  ihe  strongest  and  most 
favorable  light  possible  and  if  his  advertising 
fails  to  accomplish  this  purpose  to  some  extent 
he  is  wasting  money  and  there  are  two  courses 
left  open  to  him.  Either  he  can  cut  out  his 
advertising  entirely  or  he  can  improve  it  to 
such  an  extent  that  it  will  bring  about  the 
desired  results.  Obviously  the  former  method 
would  be  in  the  nature  of  courting  degeneration 
of  his  business  and,  therefore,  the  latter  is  really 
the  only  successful  way  out.  There  are  too 
many  dealers  who  are  curtailing  their  adver- 
tising because  it  does  not  seem  to  be  effective. 
There  seems  to  be  a  lack  of  perception  which 
is  resulting  in  loss  of  business  to  these  dealers 
and  the  sooner  they  determine  not  to  cut  out 
or  curtail  their  publicity,  but  to  bring  it  up  to 
a  standard  where  it  will  bring  the. vital  message, 
which  every  dealer  has  to  convey  to  the  public 
so  much  sooner  will  there  be  results. 

There  are  many  text-books  concerned  with 
the  fundamental  principles  of  advertising  and 
the  talking  machine  dealer  who  prepares  his 
own  newspaper  publicity  can  do  no  better  than 
to  pay  a  visit  to  the  public  library  in  his  city 
or  to  purchase  one  of  these  books  and  glean 
therefrom  some  knowledge  of  this  important 
subject  which  he  can  put  to  profitable  use. 


G.  W.  Wathen,  of  Pittsburgh,  Pa.,  recently 
took  over  the  East  Liberty  Brunswick  Shop,  of 
Pittsburgh. 


NEW  HAVEN 


NOW  THE  HOCKETT-COWAN  MUSIC  CO. 

Fresno,  Cal.,  June  4. — Hockett,  Bristol  &  Cowan, 
the  largest  music  dealers  in  the  San  Joaquin 
Valley,  at  Merced  and  K  streets,  have  very  re- 
cently undergone  modifications  of  importance 
in  the  music  field  of  California.  This  house  is 
one  of  the  largest  merchants  of  New  Edison 
phonographs  and  Chickering  and  other  high- 
grade  pianos  west  of  Chicago.  This  firm  is  now 
reorganized  and  incorporated  under  the  name 


CONN. 


of  Hockett-Cov^'an  Music  Co.,  and  occupies  the 
same  quarters  as  the  old  firm.  Joe  Bristol  re- 
signed at  the  inception  of  the  new  firm  on  ac- 
count of  ill  health.  He  has  been  a  hard  worker 
and  the  members  of  the  new  firm  express  con- 
siderable regret  over  his  indisposition.  J.  E. 
Robbins,  manager  of  the  Visalia  branch,  and 
C.  E.  Wagner,  salesman,  have  assumed  member- 
ship in  the  new  organization.  O.  S.  Hockett 
and  wife  and  J.  E.  Robbins  and  wife,  of  the 
Hockett-Cowan  Music  Co.,  left  on  Decoration 
Day  for  an  extended  trip  East.  They  will  at- 
tend the  allied  music  trades  convention  to  be 
held  in  Chicago  and  will  also  visit  relatives  in 
various  places. 


ANNOUNCE  NEW  PORTABLE 


Fulton  Talking  Machine  Co.  Starts  National 
Distribution  of  New  Product 


The  Fulton  Talking  Machine  Co.,  253  Third 
avenue.  New  York  City,  manufacturer  of  talk- 
ing machines  bearing  the  above  name,  an- 
nounces a  new  popular  priced  portable  style. 
This  machine  carries  some  new  exclusive  ideas 
as  regards  equipment.  The  tone  arm  remains 
connected  whether  the  machine  is  opened  or 
closed.  Opening  the  lid,  the  tone  arm  sets 
automatically  in  place  in  a  position  ready  to 
play  a  record.  Closing,  the  lid  works  the  tone 
arm  automatically  into  the  cabinet.  The  ma- 
chine is  manufactured  either  in  mahogany  or 
leatheroid  finish. 

The  Fulton  Co.  introduced  this  new  machine 
in  the  metropolitan  district  with  success  and 
contemplates  making  deliveries  throughout  the 
country  at  once,  the  increased  production  justi- 
fying exploitation  of  the  product  over  a  larger 
territory. 


REASONS  FOR  INCREASE  OF  SALES 


0.\KLAND,  Cal.,  June  7. — Harry  N.  Chesebrough 
and  Olin  S.  Grove,  who  merchandise  the  New 
Edison  in  Oakland  on  a  large  scale,  look  for- 
ward to  increasing  sales  as  new  families  are 
moving  into  the  big  "trans-Baj'  town"  by  the 
hundreds  each  week.  Mr.  Grove  has  increased 
his  selling  force  to  better  accommodate  his 
growing  clientele. 

Charles  Durso,  retailer,  of  Somerville,  N.  J., 
has  taken  on  the  complete  Brunswick  line  for 
his  town  and  contiguous  territory. 


Edison  Dealers:- 


Here  is  a  way  to  make  extra  profits. 
Investigate  the  "Perfection"  and  see 
for  yourself  its  big  possibilities. 


A  new  gold  finish  by  the 
Chesley  process  is  now  be- 
ing put  on  all  Perfection 
attachments.  It's  a  good, 
heavy,  durable  gold  finish 
— a  "five-ply"  finish.  You 
can  recommend  and  sell 
Perfection  attachments, 
with  a  guarantee  of  100% 
service. 


Every  Edison  owner  is  a 
prospect. 


/•I 


It  makes  possible  the  play- 
ing of  all  makes  of  lateral 
cut  records  on  Edison  ma- 
chines. 


A"  4 


Construction  and  finish — 
the  best. 


This  is  the  "Perfection"  Edison 
Attachment  (Nos.  4  and  7) 


Send  today  for  complete  information,  prices 
and  dealers'  proposition. 


NEW  ENGLAND  TALKING  MACHINE  CO. 

16-18  BEACH  STREET  BOSTON,  MASS. 
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THE  TWIN  CITIES 


Business  Improving — Travelers  Report  Activity — Extensive  Tie- 
up  JFith  Artists — Sells  Many  Machines  to  Schools — Other  Neivs 


Minneapolis  and  St.  Paul,  Minn.,  June  8. — 
Minnesota  business  is  picking  up,  and  while  not 
as  satisfactory  as  that  of  eastern  Wisconsin, 
upper  Michigan  and  Iowa  in  the  opinion  of 
Twin  City  jobbers,  whose  territories  embrace 
all  these  sections  and  give  them  opportunities 
for  comparison,  the  outlook  is  bright. 

Edison  Travelers  Report  Activity 

Reports  from  travelers  to  the  Laurence  H. 
Lucker  Co.,  Edison  jobber,  show  increased  ac- 
tivity in  northern  Wisconsin  and  southern 
Minnesota.  According  to  T.  Unger,  of  the 
Lucker  Co.,  wholesale  business  has  been  good. 
Urges  Dealers  to  Keep  Overhead  Down 

Edward  C.  Hoch,  Clieney  jobber,  says:  "The 
salvation  for  tlie  business  man  is  to  make  the 
overhead  as  low  as  possible.  ]\Iy  advice  to  the 
trade  is  keep  expenses  reduced."  Mr.  Hoch 
states  that  there  is  a  demand  for  consoles 
around  $150.  The  demand  for  the  new  Cheney 
consoles  at  $165  promises  to  be  exceptional,  he 
says.  Portables  are  also  selling  briskly.  The 
Hoch  office  carries  three  makes  of  portable  ma- 
chines, the  Pal,  the  Swanson  and  the  Trum- 
petone.  Business  is  fine  in  the  Audiophone, 
for  which  the  Hoch  Co.  acts  as  Northwest 
jobber.  At  this  writing  Mr.  Hoch  is  in  Chicago 
on  a  visit  to  the  Cheney  oiifices  and  to  attend  the 
conventions.  Other  Cheney  dealers  at  the  con- 
vention are:  William  Hardt,  of  Winona,  and 
August  Weyand. 

Good  Victor  Business 

"Business  is  good,"  says  George  A.  Mairs, 
head  of  the  Victrola  department  of  W.  J.  Dyer 
&  Bro.,  Victor  jobbers.  "Sales  are  much  better 
than  last  year,"  he  stated.  The  Dyer  Co. 
is  conducting  a  special  campaign  on  portable 
instruments  which  is  proving  a  success. 
Active  Columbia  Demand 

The  Columbia  business  is  improving  in  north- 
ern Michigan,  where  the  iron  range  and  copper 
range  are  resuming  activity,  and  in  the  Mon- 
tana oil  section,  according  to  W.  L.  Sprague, 
Northwest  jobber.  Business  in  Iowa  is  best, 
he  says,  but  quiet  in  Minnesota,  with  the  excep- 
tion of  the  towns  on  the  iron  range.  The 
Columbia  console,  selling  at  $175,  is  getting  most 
favorable  comment.    The  portable  business  is 


good,  according  to  Mr.  Sprague,  his  company 
being  unable  to  get  enough  to  supply  the  de- 
mand.   Mr.  Sprague  left  this  week  for  Chicago 
and  other  points  on  a  business  trip. 
Travel  in  Interest  of  Music  Memory  Contests 

Radford  Sabra,  Fred  Strum  and  C.  H.  Jensen 
left  Friday  to  "cover"  Wisconsin,  Minnesota, 
upper  Michigan  and  parts  of  North  and  South 
Dakota,  following  a  two-day  meeting  in  the 
Beckwith  offices  when  conditions  were  discussed 
and  plans  laid.  They  will  emphasize  the  value 
of  music-memorj'  contests. 

Mr.  Bennett,  of  the  Beckwith  Co.,  predicts 
that  the  new  model  215  will  be  the  best  seller 
among  Victors  and  one  of  the  biggest  stim- 
ulants to  the  trade.  The  reorders  are  coming 
in  very  substantially,  he  says.  Mr.  Bennett  ex- 
pects to  tour  the  State  in  June  and  July. 
Tie-up  With  Victor  Artists 

Victor  jobbers  and  dealers  made  the  appear- 
ance of  the  Benson  Orchestra,  Victor  artists, 
at  the  Orpheum  theatre  in  Minneapolis  and 
St.  Paul  memorable  occasions,  when  from  re- 
served bo.xes  the  men  and  women  who  daily 
demonstrate  or  handle  the  orchestra's  records 
enjoyed  the  performance  of  its  members.  Huge 
Victor  dogs  and  Victor  pennants  decked  the 
stage,  with  a  smaller  dog  guarding  the  piano 
over  which  presided  the  much-applauded  leader, 
Don  Bestor.  Forty  St.  Paul  members  of  Victor 
wholesale  and  retail  houses  witnessed  the  or- 
chestra's appearance  Friday  night,  May  25,  and 
sixty  Minneapolis  Victor  merchants  and  their 
sales  clerks  Friday  evening  of  the  previous 
week.  In  Minneapolis,  the  orchestra  was  pre- 
sented with  a  bouquet  from  "Charlie  Bennett 
and  his  gang."  The  idea  of  a  Victor  night 
originated  with  Murray  Kirschbaum,  manager  of 
the  Victor  department  of  L.  S.  Donaldson  Co., 
who  arranged  the  event,  obtaining  lower  boxes 
and  decorating  them  with  pennants  and  the 
famous  trade-mark.  Gene  Green,  another  Victor 
artist,  playing  at  the  theater,  was  included  in 
the  welcome. 

Through  the  efTorts  of  Charles  K.  Bennett, 
of  the  George  C.  Beckwith  Co.,  Minneapolis 
dealers  tied  up  in  the  form  of  a  page  ad  with 
the  appearance  of  the   orchestra  and  through 
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Edison 
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Because 


It's  the  only  phonograph  that  can  sustain  the  test 
of  comparison  with  the  living  artist. 

Quick  turnover — Steady  profits. 

New  console  and  upright  models  at  new  low  prices. 
16  models  for  every  taste  and  purse. 

The  only  permanent  point  instrument  in  the  phono- 
graph field. 

First  to  adopt  instantaneous  release  of  new  Hits. 
No  waiting  for  monthly  release  dates. 

Edison  Builds  PRESTIGE— Make  your  store  the 
musical  center  of  the  community. 


Write  for  special  new  liberal  dealership  proposition 

LAURENCE  H.  LUCKER 

Northwest  Edison  Distributor 

Established  1902 

17  South  6th  Street  Minneapolis,  Minnesota 


this  publicity  crowds  were  attracted  to  the  the- 
atre, and  local  dealers  reported  a  large  demand 
for  the  orchestra's  records.  Mr.  Bestor  played 
in  comparison  with'his  records  in  his  .visits  to 
the  Howard- Farwell,  Cable  and  Golden  Rule 
stores  in  St.  Paul,  attracting  considerable 
notice  from  the  department  store  crowds  in  the 
latter  place.  He  described  the  attention  and 
care  practiced  by  the  Victor  recording  labora- 
tory in  selecting  musical  numbers  after  they  are 
recorded,  told  of  the  expense  involved,  and  paid 
high  tribute  to  Ed  King  and  Harry  Sooey,  "the 
men  behind  the  horn"  at  the  factory.  Mr.  Bes- 
tor and  Mr.  Bennett  also  visited  Minneapolis- 
Victor  retailers. 

E.  F.  O'Neill  at  Convention 

Eugene  F.  O'Neill,  of  the  Brunswick-Balke- 
Collender  Co.,  is  in  Chicago.    During  his  stay 
he  is  attending  the  music  trade  convention. 
Canvassing  Brings  Business 

The  Bemidji  Music  Co.,  of  Bemidji,  Minn., 
has  been  doing  much  canvassing  this  Spring 
and  reports  a  lot  of  "determined  to  buy"  pros- 
pects which  it  expects  to  close  in  the  early 
Fall.  Mr.  Ebert,  the  proprietor,  claims  that  90 
per  cent  of  his  business  at  this  time  of  the  year 
is  the  result  of  canvassing. 

Music  Contest  Moves  Records 
The  Polzin  Furniture  Store,  of  Rapid  City, 
S.  D.,  has  closed  its  second  music  memory 
contest  in  the  local  schools.  The  classes,  con- 
ducted in  the  store  three  days  a  week,  when 
Victor  records  were  played  and  explained,  were 
attended  by  an  average  of  twenty  pupils,  while 
on  some  days  there  were  thirty-five  pupils,  in 
many  cases  accompanied  by  parents.  Mr. 
O'Grady,  manager  of  the  Victor  department, 
who  is  largely  responsible  for  the  success  of 
the  contest,  states  that  records  which  had  rested 
on  the  shelves  for  a  long  time  were  moved  and 
that  sales  were  three  times  greater  than  during 
last  year's  contest. 

Pathe  Trade  Improving 

H.  S.  Sharer,  phonograph  department  man- 
ager of  G.  Sommers  ,&  Co.,  Pathe  jobbers,  says 
that  business  is  a  bit  better,  but  will  take  a 
little  time  to  recover  from  the  untimely  cold 
snap  two  months  ago,  which  resulted  in  a  de- 
pression in  business  in  all  lines. 

Sells  Machines  to  Many  Schools 

Fred  Arneth,  of  Arneth  Bros.,  Negaunee, 
Mich.,  has  sold  Victor  phonographs  to  twenty- 
nine  out  of  the  thirty-two  schools  in  the  city,  as 
well  as  placing  them  in  everj'  hotel,  confection- 
ery and  pool  hall. 

News  Brieflets 

Poppies  and  records  of  war  marches  and  war 
songs  made  a  striking  window  at  the  Vanden- 
berg  Music  Co.,  Green  Bay,  Wis.,  in  connection 
with  the  recent  American  I-egion  poppy  week. 

"I-oose  Feet,"  song  hit,  gave  Mr.  Pierce,  of 
McLogan-Pierce  Music  Co.,  the  inspiration  for 
a  novel  window  at  his  Iron  Mountain,  Mich., 
store. 

L.  H.  Stoker  has  been  made  exclusive  Edison 
dealer  in  XDwen,  Wis. 

The  Minnesota  Phonograph  Co.  has  already 
made  sales  as  the  result  of  a  recent  exhibit  at 
the  Minneapolis  Food  Show.  Sixty  thousand 
people  passed  this  Edison  booth. 

A.  S.  Rulland,  of  Black  River  Falls,  Wis., 
Edison  dealer,  passed  away  a  fortnight  ago. 

George  E.  Paulson,  Edison  dealer,  is  erect- 
ing a  new  building  in  Hawkins,  Minn.,  follow- 
ing the  complete  loss  of  his  building  by  fire. 

Visitors  to  the  headquarters  of  Laurence  H. 
Lucker,  Edison  jobber,  recently  included:  D.  W. 
Kloempken,  Stewart;  H.  Peterson,  Mora;  H. 
G.  Lenzen,  Norwood;  John  Quast,  Jr.,  Buffalo; 
George  Scherfenberg,  St.  Cloud;  C.  O.  Diess- 
ner,  Waconia,  and  J.  E.  Stiles,  of  Wells. 


LONDON  HEARS  EDISON  ARTIST 

London,  Eng.,  June  2.— During  the  present 
Spring  season,  Alice  Verlet,  Edison  artist,  ap- 
peared in  a  series  of  International  Celebrity 
Subscription  Concerts  at  Royal  Albert  Hall  in 
London.  She  was  received  very  enthusiastically 
on  each  occasion  bv  large  audiences, 
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COMPARTMENT 
TO  HOLD  SIX 
RECORDS 


AMPLIFYING 
TONE  ARM 
DETACHABLE 

WONDERFUL 

"ARTOIS 
^PRODUCER 


HANDLE  PUT  ON  TO  STAV 


STRONGLY 
CONSTRUCTED 
CASE 


10  OR  12  INCH_, 
RECORD  TABLE 


STRAPS  TO 
FASTEN  TONE 
ARM  WHEN 
CARRYING 


NEEDLE  WELLS 

POWERFUL  SPRING 
WINDING  ABM 
DETACHABLE  FOR 
CARRYING 


SPEED  REGULATOR 


STURDY  LOCK  FASTENERS 


CONCEALED  AMPLIFYING 
TONE  CHAMBER 


The  Portable  that  Produces  Profits 


for 

Picnics 


for 

Summer 
Camps 


for 

Homes 


Canoe  or 
Motor  Boat 


Twenty-five  dollars  list  for  the  Model  "E"  portable — a  machine  which  com- 
bines perfect  tone  quality  and  durability  with  light  weight  and  compactness! 
Such  a  value  will  gain  new  customers  for  you  and  stimulate  your  old  ones 
to  make  additional  purchases. 

Then,  too,  here  is  an  instrument  which,  while  especially  popular  for  out- 
door use  during  the  summer  months,  is  yet  an  all-year  phonograph.  It  is  an 
active  seller  the  year  'round.  By  removing  the  four  screws  which  hold 
the  body  in  the  case,  it  becomes  an  artistic  table  model.  Its  attractive  de- 
sign and  mahogany  finish  are  worthy  of  its  excellent  reproduction  qualities. 

Compare  the  Model  "E"  with  other  reliable  portables,  and  see  if  you  can 
equal  this  instrument  without  going  above  the  $35  class.  Our  low  price  is 
the  direct  result  of  a  successful  selling  plan  which  has  brought  in  quantity 
orders  for  this  model.  This  selling  plan  is  supplied  free  to  Model  "E" 
dealers  in  order  to  enable  them  to  reach  every  portable  prospect. 

These  prospects  are  almost  limitless  and  you  can  turn  them  into  actual 
customers  for  the  Model  "E".  Do  your  neighbors  go  on  picnics? — go  bath- 
ing?— have  summer  cottages? — dance  at  home? — use  canoes  or  motor  boats? 
- — live  in  small  apartments? — have  campfire  parties?  If  so,  you  can  sell 
them  "the  portable  that  produces  profits." 

Use  the  coupon  below  to  order  a  sample  Model  "E" .  Prompt 
action  will  enable  you  to  meet  profitably  the  great  sum- 
mer demand  for  a  really  satisfactory  portable.  1923  is 
already  established  as  the  greatest  portable  year. 

Consolidated  Talking  Machine  Co. 

227  West  Washington  Street  Chicago 
Branches:  2957  Gratiot  Ave.,  Detroit,  and  1121  Nicollet  Ave.,  Minneapolis 


Specifications 
of 

The  Profit-Producer 

Size  over  all:  I5"xl3"x8i<i". 

Weight  complete:  19  lbs. 

Record  Table:  For  10"  or  12" 
record. 

Record    capacity:  12. 

Motor;  Worm  Gear  Governor  type 
(same  as  used  in.  the  most  ex- 
pensive machines).  All  gears  in 
dust-proof  case. 

Finish ;  Mahogany  finished  body; 
heavily  nickel-plated  tone  arm 
and  regulator. 

Plays  all  disc  records — OkeH,  Edi- 
son, Gannett,  Columbia,  Victor, 
Vocalion,  etc. 


Pin  This  Order  Coupon  to  Your  Letterhead, 
Sign,  and  Mail  for  Sample  Profit  Producer 

Consolidated  Talking  Machine  Company, 
227  West  Washington  St,  Chicago^  111. 

We  are  interested  in  a  portable  that  will  mean  greater  profits 

to  us  throughout  the  year.    Therefore,  please  send  us  

Model  "E"  at  $25  less  dealers'  regular  discount. 

Signed  

Firm  Name  

Address  

City  and  State  
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Jobbers  Inaugurate  Dealer  Co-operative  Campaigns — Artists  at 
Store  Opening — R.  C.  Ilyre  Addresses  Merchants — Month's  News 


Cleveland,  O.,  June  8. — Examples  of  that  co- 
operation on  the  part  of  jobbers  with  dealers, 
whereby  the  latter  may  expand  their  businesses 
profitably,  are  to  be  had  in  this  district  at  this 
time.  Practically  every  wholesale  factor  has 
devised  plans  and  methods  in  the  last  few 
weeks,  which,  although  quite  new,  are  sufficiently 
advanced  to  show  wliat  can  be  accomplished  by 
these  methods. 

Edison  Sales  Contest 

One  of  the  outstanding  features  developed  is 
that  of  the  Phonograph  Co.,  Edison  distributor, 
in  a  sales  contest  in  which  more  tlian  200  Edison 
dealers  in  the  Cleveland  zone  are  taking  part. 
This  event,  briefly,  comprises  three  groups  of 
dealers,  and  their  sales  people  as  well,  each 
group  comprising  towns  where  the  population 
is  approximately  the  same  in  number.  Prizes 
of  equal  value  for  winners  in  each  group  have 
been  provided.  Principles  of  salesmanship  have 
been  supplied.  Points,  graded  according  to  the 
most  desirable  machine  business,  are  provided. 
The  reduction  of  the  trade-in  sale  is  urged,  and 
to  this  end  a  deduction  of  five  points,  instead 
of  credits,  is  provided.  The  contest  will  last 
to  September  1,  and  many  new  dealers,  who 
have  been  added  since  the  contest  started,  are 
coming  in,  according  to  E.  S.  Hershberger,  sec- 
retary, who  has  fathered  the  project  from  the 
beginning.  Already  the  underlying  effect  is 
being  felt  in  stimulated  business  in  the  opinion 
of  Mr.  Hershberger. 

Victor  Jobber  Aids  Dealers 

In  line  with  the  idea  of  making  for  perma- 
nent, steady  business  for  the  dealer,  the  Eclipse 
Musical  Co.,  Victor  wholesaler,  comes  to  the 
front  with  an  ideal  principle.  This  plan  has 
been  evolved  by  Edward  B.  Lyons,-  general  man- 
ager. It  comprises  primarily  a  folder,  in  which 
some  fifty  records  have  been  listed.  These  are 
standard  songs,  standard  instrumental  pieces, 
sacred  songs  and  operas.  The  idea  back  of  this 
listing  is  that,  while  dealers  may  be  able  to  do 
nmch  temporary  good  business  with  the  popular 
and  dance  records,  the  permanence  of  their 
business  depends  upon  perpetuating  the  talking 
machine  in  the  home  of  the  consumer  as  a  real 
musical  instrument.  This  depends  largely  upon 
the  records  purchased.  The  records  most  likely 
to  meet  this  requirement  have  been  compiled  by 
Mr.  Lyons.  The  folder  is  being  distributed  to 
dealers  in  quantity  lots  at  a  nominal  cost,  and 
already  those  who  have  taken  it  and  distributed 
it  among  the  members  are  assured  of  bigger  and 
better  business  in  that  direction,  they  report  to 
the  Eclipse. 

Brunswick  Artists  at  Store  Opening 

Success  of  the  Oriole  Orchestra,  which  was 
here  for  several  months,  in  boosting  business 


for  Brunswick  dealers,  through  the  activities  of 
the  Brunswick  district  offices,  of  which  Leslie 
I.  King  is  manager,  has  inspired  that  organiza- 
tion to  repeat  the  campaign  with  another  or- 
chestra to  be  brought  to  Cleveland  at  an  early 
date.  During  its  stay  here  the  Oriole,  or  mem- 
bers of  its  staff,  appeared  more  than  thirty 
times  in  connection  with  dealer  openings  and 
special  events,  every  one  of  which  helped  to 
bring  the  consumer  of  recorded  music  arid  the 
people  who  have  made  it  closer  together.  One 
of  the  conspicuous  achievements  with  the 
Orioles  was  that  in  connection  with  the  opening 
of  the  R.  L.  White  Music  Co.'s  Brunswick  de- 
partment, in  The  Arcade.  In  this  unique  struc- 
ture, an  indoor  amphitheatre,  where  stores  line 
the  walls  four  stories  high,  5,000  people  gath- 
ered to  hear  the  orchestra  play  during  the  open- 
ing. This  is  believed  to  be  the  largest  gathering 
that  has  ever  attended  a  similar  event  in  Ohio, 
if  not  the  country. 

Publicity  for  Dealers 

Several  features  are  being  made  a  permanent 
service  for  dealers  by  the  Cleveland  Talking 
Machine  Co.,  Victor  jobber,  under  the  direction 
of  Howard  J.  Shartle,  general  manager.  One 
of  these  is  the  post-card  system.  Cards  for 
dealers  to  send  to  their  clients  are  printed 
monthly  and  more  than  100,000  of  these  are 
being  sent  out.  These  cards  are  illustrated 
and  carry  verses  or  light  phrases,  all  pertaining 
to  certain  records  or  the  talking  machine  and 
its  music.  In  the  opinion  of  Mr.  Shartle  there 
is  possibility  for  developing  the  circulation  of 
this  one  feature  to  a  quarter  of  a  million. 

Another  feature  at  the  Cleveland  Co.  is  the 
establishment  of  a  small,  but  efficient  and  per- 
manent printing  plant.  Here  all  printed  matter 
that  dealers  may  require  is  turned  out  for  them 
Recently  a  special  border  was  made  and  the 
monthly  supplement  was  set  within  it,  and  this 
was  made  and  printed  at  the  Cleveland  and 
turned  out  in  large  quantities  and  distributed 
with  profit  to  the  dealers. 

Decorated  Brunswicks  Popular 

Brunswick  interests  here  are  developing  with 
rapid  strides  the  re-enameled  machines  for  use 
in  dealers'  hearing  rooms.  Scores  of  these  ma- 
chines already  have  been  taken,  according  to 
l^eslie  I.  King,  district  manager.  The  instru- 
ments used  are  those  of  moderate  price.  In 
the  company's  warerooms  here  a  special  depart- 
ment has  been  created,  where  these  machines 
arc  refinished,  in  white,  cream,  or  other  color 
to  harmonize  with  the  rooms  in  which  they 
will  be  placed. 

Speaks  on  Legal  Phase  of  Trade 

At  the  last  meeting  of  the  Music  Merchants' 
Association  of  Northern  Ohio  Rexford  C.  Hvrc, 


AUD  AK 

CITS    THK    COST    OF    SELLING  RECORDS 

Demonstrates  any  number  of  records 
at  the  same  time  without  booths. 

ASK  FOR  NAME  OF  JOBBER  NEAREST  YOU 

AUDAK  CO.,   565   Fifth   Ave.,   New  York 


secretary  of  the  Association,  was  the  principal 
speaker.  Mr.  Hyre  reviewed  every  possible  pitfall 
that  is  laid  for  music  merchants  by  designing 
people  who  are  quick  to  take  advantage  of  the 
law  and  the  courts.  In  addition,  he  answered 
many  personal  questions,  and  sought  to  solve 
pertinent  problems  of  the  members  who  were 
present.  This  idea  is  one  of  several  the  Asso- 
ciation has  in  mind  for  getting  the  individual 
members  more  and  better  business  through  As- 
sociation work.  The  Association  is  growing 
steadily,  one  of  the  newer  members  to  join 
being  the  Cleveland  Talking  Machine  Co. 
Artist's  Appearance  Boosts  Record  Sales 

Dealers  who  might  doubt  that  there  is  real 
record  business  to  be  had  during  the  hot 
weather  may  well  heed  the  results  obtained  by 
sellers  of  Okeh  records  of  colored  music. 
Through  the  co-operation  of  the  General  Phono- 
graph Corp.,  the  Records  Sales  Co.,  distributor, 
brought  Miss  Sara  Martin,  exponent  of  colored 
airs,  to  Cleveland.  She  appeared  at  the  Globe 
Theatre,  singing  to  capacity  audiences.  Dealers 
were  swamped  with  the  demand  for  her  records 
and  all  similar  records. 

Sonora  Executives  Home  From  Conference 

Enthusiasm  is  being  instilled  into  Sonora 
dealers  following  the  return  of  J.  T.  Pringle 
and  J.  L.  Du  Breuil,  of  the  Sonora  Phonograph 
Ohio  Co.,  from  the  recent  Sonora  convention 
at  Saginaw,  Mich.  Information  obtained  at  the 
convention  tends  to  show  that  Sonora  is  over- 
sold and  that  machines  will  be  short  with  the 
coming  of  Fall. 

New  Sonora  Accounts 

M.  R.  Richards,  Georgetown,  O.,  who  has 
been  Sonora  representative  there,  has  joined 
the  Stephenson  Piano  Co.,  Hamilton,  Sonora 
dealer.  The  Chillicothe  Piano  Co.  has  been 
added  as  another  Sonora  dealer  in  central  Ohio. 
The  local  Sonora  offices  are  planning  for  an 
extensive  exhibit  in  connection  with  the  Music 
Merchants'  Association  of  Ohio  convention, 
which  will  hold  forth  at  Hotel  Gibson,  Cin- 
cinnati, in  September. 

Plan  Drive  on  New  Columbia  Models 

New  console  models  of  the  Columbia,  with 
the  many  new  and  exclusive  Columbia  features, 
have  arrived  at  the  Columbia  branch  here,  and 
plans  for  their  distribution  are  being  made  now 
by  S.  S.  Larmon,  branch  manager,  following 
the  keen  reception  they  had  at  an  informal 
showing  to  dealers. 

Miss  Davis,  of  the  educational  department  of 
the  Columbia  Co.,  has  been  in  Cleveland  to  aid 
dealers  in  developing  their  business  along  edu- 
cational lines. 

Frank   Cerne,  well-known   Cleveland  dealer, 
{Continued  on  p'age  100) 


New  Style  Cabinets 
New  Range  of  Prices 
New  Smooth  Surface 

Records 
New  Records  Every 

Week 


CINCINNATI,  OHIO 
314  West  Fourth  Street 


The  New  Edison 

"  the;:phonograph  with^a  soul" 

Special  Notice  : 

There  are  still  a  few  towns  and  cities  where  we  desire 
new  or  additional  representation.  Write  us  for  our 
latest  dealer  proposition.  Our  Field  Manager  will  be 
glad  to  visit  you  with  full  information. 


THE  PHONOGRAPH  COMPANY 

Exclusive  Edison  Distributors 


London 
Uorieht 
$100.00 
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Victor  Is  Legion 

For  over  a  quarter  of  a  century  the 
art  of  musical  reproduction  has  ex- 
perienced its  greatest  advancement 
in  the  phonograph  industry. 

And  throughout  this  entire  period 
Victor  supremacy  has  never  been 
questioned. 

To  perpetuate  this  unqualified  leader- 
ship with  better  wholesale  service  in 
Cleveland  territory  is  the  privileged 
purpose  of  the  Eclipse  organization. 
Ask  us  to  have  one  of  our  men  call 
on  you. 
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An  Otd Fashioned  Song  With  aFq;c  Trot  Swin^ 
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Words  by  GUS  KAHN 


You  can't  wror\$, 
WitKarvyFElSTsor^" 

©Uo.Feistlnc.N.YC 


Music  by  ISHAM  JONES 


TRADE    HAPPENINGS    IN  CLEVELAND 

{L  ontinucd  from  page  98) 

is  planning  to  open  another  Columbia  estab- 
lishment some  time  this  month,  this  time  at  St. 
Clair  and  East  Seventy-ninth  streets. 

George  Krauslick  in  New  Post 

George  Krauslick,  formerly  service  manager 
of  the  Columbia  branch  here,  has  resigned  that 
post  to  become  promotion  manager  of  the  R. 
L.  White  Music  Co.,  which  recently  opened  a 
Columbia  establishment  in  The  Arcade.  R.  J. 
McCullough,  long  "associated  with  Columbia  in- 
terests, and  more  recently  record  sales  man- 
ager at  the  local  branch,  has  been  named  by 
Manager  S.  S.  Larmon  as  service  director 
C.  E.  Kramer  Promoted 

C.  E.  Kramer,  formerly  territorial  representa- 
tive of  Columbia  Co.,  has  been  appointed  dis- 
trict manager  for  southern  Ohio  and  Kentucky 
by  the  Sonora  Phonograph  Ohio  Co.  He  will 
succeed  E.  C.  Kimbel  in  that  territory.  A  tour 
of  the  district  this  month  is  planned  by  T.  L. 
Du  Breuil,  sales  manager,  with  Mr.  Kramer. 
New  Columbia  Record  Plan  Popular 

New  arrangement  for  record  distribution  in 
the  Cleveland  territory  is  proving  beneficial 
alike  to  Columbia  dealers  and  distributor.  The 
territory  formerly  served  by  the  Buffalo  and 
Detroit  branches  has  been  combined  with  the 
Cleveland  district.  Current  records  and  those 
for  the  two  previous  months  will  be  handled 


by  the  Buffalo  and  Detroit  offices,  and  all  other 
records  will  be  shipped  out  of  Cleveland.  A 
48-hour  service  has  been  created. 

Don  B.  Lightner  Succeeds  Father 
Lightner's,  of  Painesville,  Victor  dealer,  will 
be  managed  lienceforth  by  Don   B.  Lightner, 


son  of  the  founder  of  the  business.  The  elder 
Lightner  goes  to  California,  where  he  plans  to 
make  his  permanent  residence.  The  younger 
Mr.  Lightner  has  been  associated  with  the 
Eclipse  Musical  Co.  as  field  representative  for 
several  years. 


DEALERS  THROUGHOUT  COUNTRY  IMPROVING  FACILITIES 

Great  Demand  for  Pvlodern  Equipment  From  All  Sections  Is  an  Indication  of  Growing  Pros- 
perity and  Confidence,  According  to  Rayburn  C.  Smith,  Head  of  Unit  Construction  Co. 


Rayburn  Clark  Smith,  president  of  the  Unit 
Construction  Co.,  when  recently  interviewed  at 
Unico  headquarters  in  Philadelphia,  pointed  out 
that  the  talking  machine  industry  throughout 
the  country  is  now  enjoying  a  liberal  participa- 
tion in  the  general  business  improvement.  This 
fact,  he  stated,  is  clearly  indicated  by  the  char- 
acter, volume  and  source  of  orders  and  contracts 
placed  with  the  company  during  the  past  sixty 
days.  Orders  for  Unico  equipment  during  that 
period  had  been  received  from  fifty-eight  cities 
and  twenty-two  States,  many  of  these  orders 
being  for  urgent  delivery  to  meet  the  require- 
ments of  rapidly  increasing  retail  demand. 

A  partial  list  of  the  establishments  which  have 
placed  equipment  orders  with  the  Unit  Co.  dur- 
ing the  past  two  months  include  the  following: 
Humes  Music  Co.,  Columbus,  Ga.;  Wm.  Lam- 
brecht  &  Sons,  Chicago,  111.;  C.  C.  Dickson, 
A-htabula,    O.;    M.    Stcinert    &    Sons.  T.oston, 


THE  PHONOGRAPH  CORPORATION  OF  MANHATTAN 

METROPOLITAN  DISTRIBUTORS 

ORANGE,  N.  J. 


Mass.;  Baker  Music  Co.,  Schenectady,  N.  Y.; 
French  Nestor  Co.,  Jacksonville,  Fla.;  Yahrling- 
Rayner  Piano  Co.,  Youngstown,  O.;  Grand 
Pharmacy,  Du  Quoin,  111.;  Thomas  Music  Co., 
Scranton,  Pa.;  Hentrich  Alusic  House,  Ottawa, 
111.;  Portsmouth  Co.,  Arrow,  Ky. ;  Adams  &  All- 
corn,  Waco,  Tex.;  Mt.  Pleasant  Music  Shop,. 
Washington,  D.  C;  H.  B.  Herr,  Lancaster,  Pa.; 
Brunswick-Balke-Collender  Co.,  San  Francisco, 
Cal.;  Forbes-Meagher  Co.,  Madison,  Wis.; 
Perry  B.  Whitsit  Co.,  Columbus,  O.;  F.  G. 
Howard  Co.,  Columbus,  O.;  Todd  Jewelry  & 
Music  Co.,  St.  Louis,  Mo.;  J.  Marshall  &  Co., 
Ltd.,  Bradford,  Eng.;  Euclid  Music  Co.,  Cleve- 
land, O.;  C.  C.  Criswell,  Redondo,  Cal;  Barn- 
house  Piano  Co.,  Oskaloosa,  la.;  J.  A.  Batholo- 
new,  Ashtabula,  O.;  Wm.  P.  McArdle  Co.,  Erie, 
Pa.;  Paragon  Jewelry  &  Music  Co.,  Cleveland, 
O.;  Kohler  &  Chase,  San  Francisco,  Cal.;  Lud- 
wig  &  Co.,  Springfield,  Mass.;  Hanson  Melody 
Shoppe,  Butler,  Pa.;  J.  Norwood  &  Son,  Pres- 
ton, Eng.;  E.  E.  Smith,  Clearfield,  Pa.;  Roths- 
child &  Co.,  Chicago,  111.;  Geo.  J.  Birkel  Co., 
Los  Angeles,  Cal.;  Lefavours  Music  House,  Sa- 
lem, Mass.;  M.  H.  Housel  Co.,  Williamsport, 
Pa.;  Morgan  Music  Co.,  Murphysboro,  111.; 
Phillips  &  Crewe  Co.,  Atlanta,  Ga.;  W.  P.  Mus- 
sey,  Elyria,  O.;  Chas.  Schultz,  Chicago,  111. ;  J.  W. 
Jenkins  Sons'  Music  Co.,  Oklahoma  City,  Okla.; 
John  C.  Wetjen,  Richmond  Hill,  N.  Y.;  Hurley- 
Tobin  Co.,  Trenton,  N.  J.;  Zegar  Music  House, 
Chicago,  111.;  J.  W.  Jenkins  Sons'  Music  Co., 
Kansas  City,  Mo.;  O.  J.  De  Moll  Co.,  Washing- 
ton, D.  C;  Keith,  Prowse  &  Co.,  Ltd.,  London, 
Eng.;  Brunswick-Balke-Collender  Co.,  Philadel- 
phia, Pa.;  the  Cable  Co.,  Elgin,  111.;  Brunswick- 
Balke-Collender  Co.,  Cincinnati,  O. ;  Ludwig 
Baumann  Co.,  Newark,  N.  J.;  the  Aaron  Co., 
Uniontown,  Pa.;  Heaton  Music  Store,  Colum- 
bus, O.;  Sharp  &  Howse,  Nashville,  Tenn.; 
Fairall  Music  Store,  Newark,  O.;  Kraft,  Bates 
&  Spencer,  Boston,  Mass.;  J.  F.  Salmancia, 
Glendale,  Cal.;  Cheney  Sales  Corp.,  Philadel- 
phia, Pa.;  Talking  Machine  Co.,  Birmingham, 
Ala.;  the  Bailey  Co.,  Cleveland,  O.;  W.  F. 
Blount,  Fayetteville,  N.  C;  Meyer  Music  Store, 
Kalamazoo,  Mich.;  the  Melody  Shoppe,  Punxsu- 
tawney,  Pa.;  Maddick  Drug  Store,  Gooding,  la.; 
John  Tffomas  &  Son,  Johnstown,  Pa.;  Harry 
Fritz,  Wallingford,  Conn.;  Stolls  Stationery 
Co.,  Trenton,  N.  J.;  Geo.  F.  Folz,  Brooklyn, 
N.  Y.;  Fulkerson  Music  House,  Carbondale, 
Pa.;  H.  G.-,Cormar,  Warren^  Pa.;  Brunswick  Co., 
Los  Angeles,  Cal;  M.  Rath,  Philadelphia.  Pa." 
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TOLEDO 

Siibstnntial  Increase  in  Sales 
Noted — Changes  in  the  Trade — 
Salesmen's  Contest  —  The  Nezvs 


ToiiEDO,  O.,  June  7. — Talking  machine  and  record 
merchants  are  experiencing  a  substantial  in- 
crease in  sales  over  the  corresponding  period  a 
year  ago,  although  the  demand  is  at  times 
spotted.  Industrially  the  city  was  never  busier 
— the  cry  is  for  men.  Building  activities  are  at 
their  height.  Bank  clearings  are  growing  stead- 
ily. Optimism  of  the  trade  is  based  on  these 
sure  signs  of  prosperity. 

Fine  Outlook  for  Victor 

At  the  Toledo  Talking  Machine  Co.  the  out- 
look for  a  large  Summer  sales  volume  was  never 
better.  The  advent  of  the  new  split-top  Vic- 
trola;s  has  made  this  practically  certain.  Not 
alone  are  dealers  in  this  market  desirous  of 
obtaining  as  many  of  these  instruments  as 
possible  without  delay,  but  merchants  from  sur- 
rounding markets  are  likewise  placing  orders 
here.  Records  from  the  July  supplement  have 
been  ordered  in  large  quantities,  according  to 
Clias.  H.  Womeldorff.  A  shortage  of  certain 
models  exists. 

Changes  in  Lion  Store  Staff 

At  the  Lion  Store  Music  Rooms  several 
changes  have  taken  place  in  the  personnel  of  the 
department.  Miss  Mabel  Arend,  in  charge  of 
the  record  division  for  the  past  five  years,  has 
joined  the  force  of  Frederick  Loeser  &  -Co., 
Brooklyn,  N.  Y.,  as  manager  of  the  talking 
machine  department;  Miss  Lovina  Terry, 
who  was  assistant,  has  been  promoted  to  the 
post  of  record  manager.  Miss  Catherine  Delo, 
of  the  department,  is  to  become  a  June  bride, 
and  in  her  honor  an  electrical  shower  was 
given  at  the  home  of  A.  J.  Pete. 


Portables  were  featured  in  window  and  store 
displays  in  conjunction  witR  Mother's  Day  and 
Memorial  Day  records  in  this  store.  Victor, 
Brunswick  and  Atodernolette  portables  are 
featured.  These  are  recommended  as  ideal  gifts 
for  the  June  bride.  That  young  lady  is  receiv- 
ing unusual  attention  from  tiie  department  in 
direct  mail  and  newspaper  appeals.  Brunswicks, 
Cheneys  and  Victrolas  are  featured  in  the  May 
sales  and  in  special  settings  arranged  in  the 
department. 

Inaugurate  Salesmen's  Contest 

At  the  J.  W.  Green  Co.  a  contest  among  the 
salesmen  in  the  talking  machine  department, 
based  upon  the  amount  of  down  payment  re- 
ceived upon  an  instrument,  is  exciting  much  in- 
terest among  the  sales  force.  Credit  points  be- 
gin with  ten  points  for  a  10  per  cent  first  pay- 
ment and  range  up  to  100  points  for  all  cash. 
The  contest  also  provides  tor  machines  sold  on 
30,  60  or  90-day  terms,  with  points  in  pro- 
portion to  the  shortness  of  credit  arrangement. 
Victrolas,  Cheneys  and  Brunswicks,  also  por- 
tables, are  included  in  the  drive. 

News  Gleanings  of  Interest 

A.  A.  Fischer,  formerly  associated  with  Grin- 
nell  Bros.,  is  now  a  member  of  the  talking 
machine  sales  force  here. 

Through  persistent  efforts  of  the  outside  men 
sales  are  maintaining  a  healthy  increase  in  spite 
of  the  torn-up  condition  of  the  store,  due  to 
remodeling,  E.  A.  Kopf  states. 

President  W.  W.  Smith  suffered  the  loss  of 
his  father-in-law,  Birchard  Havens,  Fremont, 
O.,  recently. 

The  Cable  Company  is  enlarging  its  record 
section.  Due  to  the  many  new  releases  and  the 
Summer  colony  patronage,  which  this  house  en- 
joys, it  is  necessary  to  make  more  room  for 
Columbia  and  Victor  records,  A.  F.  Maag 
reports. 

The  Goosman  Piano  Co.  is  co-operating  with 
the  National  Aeolian  week  movement  by  mak- 
ing a  special  drive  on  Aeolian  talking  machines. 


according  to  C.  E.  Colber,  sales  manager.  This 
concern  also  handles  Columbia  and  Vocalion 
records. 

A.  E.  Rae,  Adams  street  Columbia  and  Vocal- 
ion  dealer,  has  added  the  Wolverine  portable. 

Frank  H.  Frazelle  is  featuring  the  Marquette 
and  Pembrook  Sonora  console  types  in  a  Spring 
promotion  drive  as  well  as  Vocalion  records. 

The  Colonial  Music  Co.,  Mrs.  J.  Abeic,  pro- 
prietor, which  has  conducted  the  talking  ma- 
chine section  in  tlie  Tiedtke  Bros.  Co.  deparf- 
mcnt  store,  has  changed  the  title  of  the  busi- 
ness to  the  Toledo  Music  Co. 

Edison  Uprights  Head  Demand 

The  Hayes  Music  Co.,  exclusive  Edison  deal- 
er, states  that  console  and  upright  machines  are 
running  neck  and  neck.  The  upright  is  selling 
well  because  every  home  has  room  for  it,  while 
many  homes  do  not  have  sufficient  space  to 
liouse  a  console.  This  firm  has  secured  a  large 
following  mainly  through  direct  mail  soliciting.  . 
Doubling  Sales  Record  of  Last  Year  : 

The  La  Salic  &  Koch  Co.  Music  Shop,  under 
the  direction  of  Forrest  O.  Edwards,  reports  a 
sales  volume  more  than  double  that  of  a  year 
ago.  Portable  sales  are  contributing  generously 
to  the  increase.  Cheney,  Brunswick  and  Vic- 
trolas are  given  special  settings  in  positions 
close  to  the  express  elevators. 

Miss  Mabel  Christman,  formerly  with  this 
shop,  is  now  associated  with  the  Z.  L.  White 
Co.,  Columbus,  O. 

Doing  Big  Business 

The  Whitney-Blaine-Wildermuth  Co.  is  en- 
joying a  sales  total  which  at  this  time  has 
reached  a  mark  in  excess  of  the  total  for  the 
year  1921.  Mr.  and  Mrs.  Henry  Wildermuth 
were  registered  at  the  Drake  during  the  Chi- 
cago conventions. 

Geo.  E.  Kennison,  formerly  connected  with 
the  Hoskett  Music  Co.,  Bellefontaine,  O.,  has 
joined  the  force  of  this  house.  P.  E.  Gross,  of 
this  concern,  suffered  the  loss  of  his  mother 
the  past  week. 


Our  Record  Stock  Is  Not  100%  Complete 


BUT  it  is  complete  enough  to  enable  us  to  supply 
VICTOR  dealers  with  records  which  they  have  ex- 
perienced  difficulty  in  obtaining  from  their  other 
sources  of  supply. 

A  trial  order  will  convince  you  that  Toledo 
Service  can  be  depended  upon  at  all  times 

Toledo  Talking  Machine  Co.  Victor  Wholesalers  Toledo,  Ohio 
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A  Complete  Line  of  ''Money-Makers" 

LONG  CONSOLES 

Due  to  heavy  demand,  necessitating  large  cuttings,  we  have  been  able  to  reduce  our  manufacturing  costs. 
We  pass  this  saving  to  our  customers — more  than  10  per  cent  below  former  prices: 

Please  note  that  while  Consoles  601,  602,  603,  608  and  610  are  regularly  fitted  to  take  care  of  Victrola 
VI,  these  same  cabinets  can  be  fitted  to  take  care  of  Victrola  IV,  and,  when  taking  the  reduction  in  price  of 
Consoles  into  consideration,  it  enables  the  dealer  to  sell  an  up-to-the-minute  standard  outfit  at  a  very  moderate 
price. 

Long  Consoles  are  covered  by  basic  patents  and  infringements  will  be  prosecuted. 
Long  Consoles  are  distinctive  in  design  and  have  the  divided  top. 
Long  Cabinets  are  regarded  by  the  trade  as  the  Standard  of  Quality. 
Deliveries  can  be  made  at  once. 
Made  in  dark  red  mahogany  only. 
Order  now  for  Fall  and  Holiday  requirements. 
Write  to-day  for  catalog  of  full  line. 


All  of  the  Long  Consoles  illustrated 
on  this  page,  except  Style  606,  are 
also  ideally  adapted  for  use  with  the 
Columbia  Grafonola  A-2. 


Style  601 
Price  $27.00 


Style  606 
For  Victrola  IV  only 
$20.00 

Specifications : 
Made  in  dark  red  mahogany  only. 
One  piece  top,  19/2  inches  long; 
34  inches  high;  21  '4  inches  deep. 


Style  603 
Price  $29.00 


New  LONG  Radio  and 
Talking  Machine 
Cabinet 


Style  608 
Price  $30.00 


Style  610 
Price  $28.00 


Specifications  for  all  models  ex- 
cept 606.  Made  in  dark  mahog- 
any only.  Two-piece  top,  36 
inches  long,  34  inches  high  and 
22  inches  deep. 


LONG  comhination  Radio  and  talking 
machine  cabinet  for  Victrola  VI.  Radio 
chamber  will  accommodate  receiving 
set  7  inches  or  less  in  height:  room 
available  for  dry  batteries.  Head-sets 
or  loud  speaker  may  be  attached  to 
radio  terminals.  Cabinet  shown  equip- 
ped with  VVestinghoiise  Aeriola,  Sr., 
and  Baldwin  loud  speaker. 


The  Geo.  A.  Long  Cabinet  Company 

HANOVER,  PA. 
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HEAVY  ORDERING  OE  MACHINES  POINTS  TO  SUM- 
MER AND  EARLY  FALL  SALES  PROMOTION  DRIVES 


Victor  Dealers'  Association  Stages  Annual  Picnic — General  Radio  Corp.  in  New  Building — Plans 
Columbia  Drive — Brisk  Sales  in  All  Lines — New  Stores  Opened — Lines  Added — Other  News 


Philadelphia,  Pa.,  June  8. — While  some  of  the 
talking  machine  dealers  and  distributors  have 
not  been  pleased  with  the  reports  of  a  great 
sale  of  talking  machines  and  the  probabilities  of 
a  further  price  slashing  war  here,  the  majority 
of  the  members  of  the  trade  assert  that  they 
are  enthusiastic  over  present  prospects  for  the 
Summer  and  Fall  months. 

At  the  same  time  quite  a  few  of  the  dealers 
and  distributors  report  marked  increases  in 
their  business  not  only  during  May,  as  com- 
pared with  the  same  month  last  year,  but  also 
the  first  five  months  of  this  year  as  compared 
with  the  same  period  in  1922. 

Victor  Dealers'  Annual  Picnic 

Practically  all  of  the  Victor  dealers  here  at-_ 
tended  the  annual  stag  picnic,  held  by  the 
Philadelphia  Victor  Dealers'  Association  June 
5  at  the  Old  Mohican  Club  House,  at  Morris- 
on-the-Delaware.  Details  of  this  event  appear 
'■n  another  page  of  this  issue.  Robert  .S.  .Mc 
Carthy,  manager  of  Gimbel's  talking  machine 
department,  was  chairman  of  the  committee  in 
charge  of  the  affair,  which  worked  hard  to  make 
the  event  a  success. 

The  members  of  the  committee  in  charge  of 
the  picnic,  in  which  sports  were  a  feature,  in 
addition  to  Robert  McCarthy,  were:  Richard 
Ertelt,  Will  S.  Gibson,  H.  Kandel,  James  Mc- 
Mahon,  Albert  R.  Rihl,  J.  R.  Wilson,  this  city; 


Charles  G.  Martin,  Darby,  and  Ernest  J.  Young- 
johns,  of  Norristown,  Pa. 

General  Radio  in  New  Home 

The  local  headquarters  of  the  General  Radio 
Corp.,  Sonora  and  Okeh  record  distributor, 
are  now  established  in  a  new  building  at  the 
southwest  corner  of  Tenth  and  Cherry  streets, 
and  this  entire  building  will  be  devoted  to  this 
concern,  of  which  Harry  Eckhardt  is  president. 
The  first  floor  will  be  devoted  to  exliibition  and 
sales  purposes,  while  the  executive  offices  and 
clerical  forces  will  occupy  the  second  floor.  The 
third  floor  will  be  used  as  a  stockroom  and  the 
fourth  floor  will  be  one  of  the  most  complete 
factories  devoted  to  radio  in  this  part  of  the 
country.  Mr.  Eckhardt  at  the  present  time  is 
attending  the  music  trades  convention  in  Chi- 
cago, and  a  number  of  the  other  large  con- 
cerns of  this  city  also  will  be  represented  at 
this  gathering. 

New  Columbia  Manager  Plans  Drive 

H.  E.  Gardiner,  new  manager  of  the  Colum- 
bia branch  here,  is  most  enthusiastic  over  the 
prospects  for  business  in  this  vicinity.  Mr. 
Gardiner  is  not  a  stranger  to  Philadelphia,  hav- 
ing located  here  more  than  four  years  ago 
as  assistant  branch  manager,  leaving  here  to 
go  to  New  Haven,  Conn.,  then  to  Detroit.  He 
is  planning  to  expand  the  Columbia  foreign 
record  department,  which  is  under  the  direc- 


tion of  Alexander  Bard,  who  speaks  eight  lan- 
guages fluently.  Mr.  Gardiner  plans  to  do 
everything  possible  to  improve  the  Columbia 
service  and  predicts  big  future  business. 

Increase  in  Victor  Sales 

"Our  sales  during  the  month  of  May  show  a 
marked  increase  over  those  of  last  year,"  says 
T.  W.  Barnhill,  head  of  the  Penn  Phonograph 
Co.  "Our  Victor  record  business  also  is  hold- 
ing up  splendidly,  and  we  are  receiving  a  great 
many  orders  from  our  dealers  who  wish  to  ac- 
cumulate a  stock  during  the  Summer  in  prepara- 
tion for  the  Fall  rush. 

Brunswick  Activities 

Neil  Connaghan,  Brunswick  dealer  of  Mt. 
Carmel,  was  the  guest  of  Mr.  Jester  recently 
at  a  thrilling  baseball  game  between  the  Ath- 
letics and  the  Yankees. 

The  Temple  of  Music  at  Allentown  reports 
great  activity,  according  to  Mr.  Jester,  and  a 
series  of  concerts  is  being  planned  by  Allen- 
town  talent  to  stimulate  Brunswick  sales.  Mr. 
Jester  has  just  launched  an  extensive  advertis- 
ing campaign  in  the  Jewish  newspapers,  which 
will  continue  until  late  in  the  Fall. 

Broadcast  Brunswick  Records 

Miss  Edna  Mentzer,  head  of  the  talking  ma- 
chine department  of  Watt  &  Shands,  Lancaster, 
arranged  for  the  broadcasting  of  a  number  of 
the  latest  Brunswick  records  through  Radio 
Station  WGAL,  in  Lancaster,  during  Music 
Week. 

Victor  Dealers  Stocking  Up 
Harry  W.  Weymann,  head  of  H.  A.  Wey- 
mann  &  Son,  Victor  distributors,  reports  that 
(Continued  on  page  104) 
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OERVICE  to  the  Victor  retailer 
^  that  not  only  tends  to  increase 
present  sales  but  builds  solidly  for  the 
future. 


The  Talking  Machine  Co. 

Victor  Wholesalers 
1025  Arch  Street  Philadelphia,  Pa. 


Trade  Makk 


Main-Springs 


For  any  Phonograph  Motor 

11  P.S.— 7i"s.022xl0'  for  Columbia,   Huineman.  Patbe, 

Markel   S  30 

31  P.S.—%"x. 023x10'  lor  Alura    Koch,    etc  30 

26  O.E.— y8")t.02»j£lO'  for  Meisselbach  No.  9,  No.  lu, 

Blick.  Premier   30 

32  L.E.— T3"x.n23xlO'  for  S\viss.  etc  30 

3S  P..S.— I"x.019xl5'  for  Aeolian   Vocalion,    etc  40 

12  P.S.— l"x.u2oxll'  for  Columbia   motor   No.    1.  No. 

10.   etc  30 

11  O.E.— l"x.025x  9'  for  Meisselbach  No.    12,   Thomas.  .30 

13  P.S. — l"x.02SxlO'  for  Columbia  Units  E,    C,   A  C, 

A  G  33 

16  P..S.— I"x.02oxl2'  for  Heineman,    Paths,    Vitanola..  .33 

20  P.S.— l"x.020xlO'  for  Victor,    etc  33 

IS  O.E.— l"i.025xl2'  for  Saal.    Krasco.    Sihertone  45 

15  O.E.—l"x.02oxl6'  for  Meisselbach.    Saal,    Sonora...  .50 

21  C.C.— ]"x.02Dxl5'  for  Victor,  etc  45 

19  P..S.—l"x.02.ixlfi'  for  Cheney,    Vitanola,    Aeolian...  .00 

34  H.E.—  l"x. 020x15'  for  Mctrola.  etc  45 

42  P.S.—l"x.032x25'  for  .Stephenson,   etc  1.13 

17  P.S.— 1  3/lG"x.020xie'  for  Heineman,  Pathe,  Rex..  .00 
37  C.C.— H4"x.022x  9'  for  Victrola,  etc  40 

35  H.E.— li4"x.022x  9'  for  Victrola,    etc  40 

23  C.C.— lH"x.022xl2'  for  Victrola,   etc  50 

22  P.S.— H4"x.023xl7'  for  Victor,   etc  GO 

39  C.C.—H4"x.  022x17'  for  Victrola.   etc  CO 

40  lI.E.— H4"x.022xl7'  for  Victrola,    etc  00 

41  P.S.— 1  5/lG"x. 031x12'  for  Edison   Home   70 

24  P.S. — 2"5. 025x14'  for  New  Edison,  Aleisselbach  No. 

IS    1.23 

25  P.S.— l%"x.028x23'  for  New  Edison    1.25 

END  CODE    P.S.— Pear  Shape  Ends. 
L.E.— Loop  End. 
(I.E.— Oblons  End. 
H.E.— Hook  Ends. 
C.C.— Crimp  Center. 


Guarantee  Needles 

Extra  Loud,  Lout!  or  Medium., 35c  per  thousand 
Each  package  sold  with  a 
money-back  guarantee. 


SyPPLY  CO. 


MOTORS,  TONE  ARMS,  SOUND  BOXES 
C.4BINETS,  ACCESSORIES 

— Any  Part  for  Any  Phonograph — 

109  North  Tenth  Street 

Repairing  for  the  Trade 

T        PHILADELPHIA,  PA. 


THE  TRADE  IN  PHILADELPHIA  AND  LOCALITY— (Continued  from  page  103) 


business  ha.s  been  very  fair  and  that  many 
advance  orders  from  Victor  dealers  are  being 
received.  "In  man_v  cases,"  he  says,  "we  have 
been  shipping  out  Victor  machines  just  as  soon 
as  they  are  received.  With  our  improved  facil- 
ities we  are  now  able  to  carry  a  much  larger 
and  more  complete  stock,  and  we  have  received 
considerable  praise  for  our  speed  in  dispatching 
all  orders." 

H.  Power  Weymann  is  giving  considerable 
attention  to  the  factory  output  of  the  Wey- 
mann Keystone  State  string  instruments,  while 
H.  W.  Weymann  is  devoting  most  of  his  time 
to  the  Victor  wholesale  department.  A.  C. 
Weymann  is  in  Chicago  at  the  convention. 
Planning  Edison  Requirements  for  Fall 

"Our  business  has  now  reached  the  stage 
where  we  are  beginning  to  worry  about  our  Fall 
requirements,"  reports  A.  W.  Rhinow,  of  the 
Girard  I'honograpli  Co.,  Edison  distributor  in 
this  territory.  "Because  of  this,  we  are  asking 
our  dealers  to  share  with  us  in  creating  a  satis- 
factory stock  to  act  as  a  cushion  supply  during 
the  early  Fall  months. 

"For  one  thing,  the  sale  of  Edison  phono- 
graphs has  increased  consistently  so  far  this 
year. .  This  is  due  to  the  greater  activity  which  has 
manifested  itself  on  the  part  of  dealers  through- 
out the  territory  and  to  the  work  of  the  large 
number  of  new  dealers  whom  we  have  suc- 
ceeded in  adding  during  the  first  five  months 
of  this  year. 

"Railroad  ofificials  are  predicting  another  car 
shortage,  and  even  go  so  far  as  to  say  in  some 
instances  that  conditions  will  be  worse,  and 
transportation  more  difficult  this  year,  than  ever 
before  in  history.  With  this  in  mind,  we  have 
already  completed  preliminary  arrangements 
whereby  all  of  our  phonographs  will  be  shipped 
to  us  by  truck,  and  it  is  not  unlikely  that  we 
shall  have  a  repetition  of  the  unique  caravans 
which  caused  so  much  comment  throughout  the 
trade  during  the  latter  part  of  last  year.  We 
have  no  hesitancy  in  saying  at  this  date  that 
we  are  assured  of  the  biggest  business  this  year 
that  the  Edison  dealers  and  distributors  in  this 
territory  have  ever  experienced." 

Opens  New  Store 

T.  R.  Wilson  Co.  recently  opened  its  new 
store  at  6009  Lansdowne  avenue,  and  the  many 
visitors  and  patrons  were  delighted  with  the 
attractive  and  up-to-date  facilities  of  the  store. 
The  other  Wilson  stores  are  located  at  929 
North  Broad  street  and  121S  North  Fifty-sec- 
ond street. 

General  Manager  DeLong  a  Visitor 

John  DeLong,  general  manager  of  The  Bright 
Stores,  Inc.,  Edison  dealers  in  Nesquehoning, 
Pa.,  spent  several  days  recently  a.s  a  guest  of 
the  Girard  Phonograph  Co.,  Edison  distributor, 
for  the  purpose  of  gaining  a  thorough  knowl- 
edge of  the  Edison  business,  which  his  com- 
pany acquired  about  two  months  ago,  and  in 
going  over  plans  of  co-operation  with  the  dis- 


tributor for  creating-  a  goodly  volume  of  sales 
during  the  Summer  and  Fall  months. 

Owing  to  the  very  satisfactory  Edison  busi- 
ness which  The  Bright  Stores,  Inc.,  have  en- 
joyed during  the  short  period  in  which  they 
have  had  the  line  at  the  Nesquehoning  store, 
it  is  understood  that  they  are  planning  seriously 
to  place  the  Edison  line  in  several  of  their  other 
stores  throughout  the  coal-mining  regions. 
Columbia  Dealers  Tie  Up  With  Artist 
Paul  Specht,  Columbia  artist,  recently  appeared 
in  Wilmington  at  a  dance  in  the  DuPont  Hotel 
with  "The  Georgians."  This  artist  was  very 
favorably  received  and  the  dance  was  very  well 
attended.  The  Columbia  dealers  co-operated  by 
dressing  their  windows  with  Paul  Specht  pos- 
ters and  window  displays.  This  artist  also  ap- 
peared in  a  number  of  Pennsylvania  cities  where 
similar  tie-ups  were  effected. 

The  following  dealers  visited  the  Columbia 
branch  during  the  past  week:  Mr.  Isaacs,  of  the 
Scranton  Talking  Machine  Co.,  215  Lackawanna 
avenue,  Scranton,  Pa.;  Mr.  Zercker,  of  the  Regal 
Co.,  36  West  Market  street,  York,  Pa.;  H.  C. 
Jarvis,  135  High  street,  Millville,  N.  J.;  Louis 
Dries,  308  Mill  street,  Bristol,  Pa.;  Mr.  Rob- 
bins,  701  South  Broad  street,  Trenton,  N.  J.; 
Earl  McCoy,  Norristown,  Pa.;  N.  L.  Kaplan, 
317  High  street,  Burlington,  N.  J.;  Mr.  and 
Mrs.  Calver  Anderson,  307  Delaware  avenue, 
Wilmington,  Del. 

No  Dull  Months  With  Ludwig  Piano  Co. 
Just  to  prove  that  business  may  be  created 
by  intelligent  publicity  even  during  the  sup- 
posedly dull  Summer  months,  Charles  O.  Lue- 
deke,  manager  of  the  Edison  department  of  the 
Ludwig  Piano  Co.  in  this  city,  announces  plans 
have  been  completed  and  contracts  drawn  for 
one  of  the  most  intensive  newspaper  advertising 
campaigns  that  Philadelphia  has  known  during 
the  Summer  months. 

Having  scored  a  decided  hit  thus  far  by  being 
able  to  announce  to  the  trade  that  their  busi- 
ness during  the  first  five  months  of  this  year 
has  already  exceeded  that  for  the  whole  year  of 
1922,  Mr.  Luedeke  has  expressed  the  intention 
of  continuing  this  ratio  during  the'  Summer. 

The  newspaper  advertising  campaign,  which 
will  consist  for  the  most  part  in  a  series  of 
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advertisements  to  appear 'daily  in  the  Phila- 
delphia newspapers,  will  endeavor  to  point  out 
to  the  public  such  salient  features  as  the  new 
white-labeled  Edison  re-creations,  the  daily  re- 
lease of  new  hits  and  the  fact  that  the  Edison 
phonograph  may  now  be  had  for  as  low  as  $100. 
Penn  Phono.  Co.  Co-operating  With  Dealers 

In  order  to  give  their  Victor  dealers  every 
opportunity  to  use  the  new  post-card  announce- 
ments for  notifying  patrons  of  the  advance  re- 
lease of  Victor  records,  T.  W.  Barnhill,  of  the 
Penn  Phonograph  Co.,  has  arranged  to  have  a 
large  quantity  of  these  post-cards  printed  and 
will  sell  them  to  their  dealers  at  cost.  As  soon 
as  the  releases  are  announced  they  will  be 
printed,  together  with  the  dealer's  name  and  ad- 
dress, thus  relieving  the  dealer  of  all  detail 
work  except  stamping  and  addressing  the  cards. 

Mr.  Barnhill,  in  accordance  with  his  usual 
progressive   policy,   has  just   sent  a  letter  to 


all  the  Penn  dealers,  in  which  suggestions  are 
made  as  to  how  the  dealers  may  advertise 
the  "Yes!  We  Have  No  Bananas!"  record  to 
the  best  advantage. 

Takes  on  the  Brunswick  Line 

The  Starr  B.  Moss  Music-  Co.,  at  3639  Ger- 
mantown  avenue,  this  city,  has  taken  on  a  com- 
plete line  of  Brunswick  instruments  and  records 
for  local  representation. 

Charlie  Kerr's  Orchestra  Scores 

Police  protection  was  required  to  keep  the 
crowds  in  order  at  the  rather  unusual  recital 
given  by  Charlie  Kerr's  Orchestra  on  the  after- 
noon of  May  19,  in  the  store  of  H.  Royer  Smith, 
Edison  dealer  in  this  city.  Charlie  Kerr's 
Orchestra  is  without  question  the  most  popular 
dance  organization  in  Philadelphia  right  now. 
While  it  has  held  a  rather  unique  place  in  cater- 
ing to  Philadelphia's  smart  set  at  the  exclusive 
Cafe  I.'Aiglon  during  the  past  two  years,  it  fell 


to  the  numerous  concerts  broadcasted  on  the 
radio  regularly  each  week  to  win  for  the  or- 
chestra the  widespread  popularity  which  it  now 
enjoys. 

As  was  expected,  the  recital  attracted  one  of 
the  biggest  crowds  of  its  kind  ever  witnessed  in 
the  history  of  the  music  trades  in  the  Quaker 
City.  The  orchestra  played  for  two  hours  to  an 
audience,  one-third  of  which  was  standing  in- 
side of  the  store  while  the  remaining  two-thirds 
contented  themse.l^es-with  watching  the  motions 
of  the  orehestcgf .  from  the  street  through  the 
large  plate  glass  windows. 

Ever  since  *  the  Edison  Laboratories  an- 
nounced two  months  ago  that  Charlie  Kerr's 
Orchestra  was  to  play  exclusively  for  the  Edi- 
son phonograph;.  Edison  dealers  in  and  around 
Philadelphia  have  made  the  most  of  the  oppor- 
tunity. The  Girard  Phonograph  Co.,  Edison 
(C ontiiuied  on  p'age  106) 
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More  than  One  Million 
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distributor,  through  whom  most  of  the  extensive 
publicity  material  has  originated,  estimates  that 
aside  from  the  newspaper  advertising  and  other 
general  publicity  fully  fifty  thousand  homes  in 
its  territory  have  received  some  form  of  litera- 
ture through  the  mails  concerning  the  record- 
ings of  this  orchestra. 

Making  Contact  With  Dealers 
Louis  Buehn  and  F.  B.  Reineck  recently  re- 
turned from  an  extensive  tour  through  the  State 
as  far  as  Allentown  to  get  in  closer  touch  with 
their  Victor  dealers.  They  report  that  condi- 
tions seemed  very  good,  and  that  the  new  Vic- 
tor flat-top  models  are  making  a  big  hit  in  this 
territory.  They  state  that  most  of  the  dealers 
are  expecting  a  big  rush  in  the  Fall,  and,  there- 
fore, are  altering  and  renovating  their  stores 
now  to  prepare  for  the  busy  season. 

New  Price  List  on  Honest  Quaker  Springs 
Everybody's   Talking  Machine    Co.,   of  this 
city,  has  just  issued  a  new  price  list  in  colors  of 
its  Honest  Quaker  main  springs.    An  idea  of 


Gl 


the  scope  of  the  Honest  Quaker  main  spring 
line  may  be  found  in  the  fact  that  forty-six 
different  sizes  are  listed  in  the  new  folder.  Busi- 
ness is  reported  exceptionally  good  at  Every- 
body's headquarters  and  new  dealers  continue 
to  take  on  this  well-known  line  of  repair  parts. 

Among  recent  visitors  to  Everybody's  head- 
quarters were  S.  Kaminshine,  of  the  Wall-Kane 
Needle  Mfg.  Co.;  Adolph  Heineman,  of  the 
General  Phonograph  Corp.;  Mr.  Neff,  of  the 
Windsor  Poling  Co.,  of  Ashland,  O.,  and 
Messrs.  Brockman  and  Ray,  of  the  James  K. 
Polk  Co. 

Co-Partners  in  Guarantee  T.  M.  Supply  Co. 

Last  month,  in  announcing  the  progress  and 
development  of  the  Guarantee  Talking  Machine 
Supply  Co.  and  its  acquisition  of  a  new  building 
to  be  devoted  entirely  to  its  business,  Jacob  H. 
Keen  was  mentioned  as  proprietor  of  the  or- 
ganization. Although  Mr.  Keen  was  for  many 
years  sole  proprietor,  and  is  largely  responsible 
for  the  past  success  of  this  organization,  it  is 


\4-inch  Home  Model,  $30 
2\-inch  Concert  Model,  $35 


TALKING  MACHINE  CO.  SELLS  STORES 


Philadelphia  Victor  Jobber  Sells  Retail 
Branches  to  F.  A.  North  Co.  and  Lewis  Wolf, 
Progressive  Local  Dealers 


Philadelphia,  Pa.,  June  6. — The  important  an- 
nouncement has  been  made  by  the  Talking  Ma- 
chine Co.,  of  this  city,  Victor  wholesaler,  that 
it  has  sold  the  main  retail  store  of  the  com- 
pany, located  for  many  years  at  1225  Chestnut 
street,  in  the  heart  of  the  retail  shopping  cen- 
ter. This  business  was  purchased  by  the  F.  A. 
North  Co.,  whose  headquarters  are  on  the  very 
next  block,  1306  Chestnut  street,  and  the  entire 
first  floor  of  this  building  will  be  devoted  ex- 
clusively to  Victor  products.  The  F.  A.  North 
Co.  has  not  only  purchased  the  entire  merchan- 
dise stock  of  the  store  at  1225  Chestnut  street, 
but  will  take  over  the  entire  sales  organization 
as  well.  The  warerooms  have  been  extensively 
remodeled  and  redecorated,  providing  an  excel- 
lent setting  and  facilities  for  the  presentation 
of  the  Victor  line.  The  new  department  was 
opened  on  June  1. 

Another  retail  store  conducted  by  the  Talk- 
ing Machine  Co.,  on  Broad  and  Columbia  ave- 
nue, was  recently  sold  to  Lewis  Wolf,  who,  al- 
though only  in  the  Victor  retail  business  for 
several  months,  added  this  store  to  his  other 
location  at  5029  Baltimore  avenue.  The  disposi- 
tion of  these  two  retail  stores  has  allowed 
Harry  A.  Ellis,  general  manager  of  the  Talking 
Machine  Co.,  to  devote  his  full  time  to  the 
wholesale  end  of  the  business.  Mr.  Ellis  al- 
ready has  in  mind  many  progressive  plans  for 
the  increase  of  business  during  the  Fall  season. 


announced  that  William  H.  Posner  has  now  se- 
cured one-half  interest  in  the  business  and  prop- 
erty. Mr.  Posner  is  an  executive  of  no  small 
ability  and  the  broadening  out  of  this  firm  into 
a  co-partnership  is  indicative  of  the  substantial 
business  growth  expected  for  the  future. 
Goodenough  Takes  Over  Lipkin  Stock 

The  Goodenough  Piano  Co.,  of  Bethlehem, 
Pa.,  recently  took  over  the  entire  contract  and 
stock  of  Brunswick  instruments  which  was  han- 
dled by  the  Lipkin  Furniture  Co.,  of  that  city. 

Retail  Brunswick  representation  has  been  es- 
tablished in  Rutherford,  N.  J.,  at  the  headquar- 
ters of  the  Hallett  &  Pierson  Music  Co.,  25 
Park  avenue. 

Distributes  Victor  Sales  Helps 

The  Louis  Buehn  Co.,  Victor  distributor,  has 
issued  particularly  attractive  new  bulletins  on 
special  Victor  releases  for  the  use  of  Victor  re- 
tailers. This  new  sales  help  for  the  retailer  has 
been  much  appreciated,  as  is  evidenced  by  the 
many  expressions  received  by  the  company. 
Concentrating  on  Victor  Business 

Through  a  rearrangement  of  executive  duties 
H.  W.  Weymann,  general  manager  of  H.  A. 
Weymann  &  Son,  Inc.,  is  giving  practically  his 
exclusive  attention  to  the  further  development 
of  the  wholesale  Victor  department  of  the  com- 
pany, which,  since  the  recent  extension  and  im- 
proving of  facilities  in  order  to  take  care  of 
greatly  increased  business,  has  claimed  most  of 
his  time. 

Some  News  Gleanings 

The  Regal  Stores,  of  Harrisburg,  Brunswick 
dealer,  had  an  attractive  Memorial  Day  window 
display  that  aroused  much  favorable  comment. 

Walter  Linton,  president  of  the  Victor-  Deal- 
ers' Association,  has  returned  to  his  duties,  fol- 
lowing a  prolonged  illness. 

The  efficient  methods  of  Mr.  Forbes,  new 
manager  of  Wanamaker's  phonograph  depart- 
ment, have  been  praised  by  many  dealers.  Mr. 
Forbes  predicts  that  the  business  of  his  depart- 
ment during  the  rest  of  this  year  will  exceed 
all  previous  records. 

George  Whitney,  manager  of  Heppes,  reports 
that  Victor  sales  have  been  very  satisfactory. 

Lawrence  Anderson,  of  George  L.  Anderson 
&  Son,  Avondale,  Pa.,  has  gone  to  the  Pacific 
Coast  on  a  business  trip. 


GERACO  PHONOGRAPH 
ATTACHMENT 

Converts  Victrola  or  Co- 
lumbia into  an  efficient 
loud-speaker.  Complete, 
$10. 


Complete,  ready  to  attach  m  place  of  headphones. 


In  your  home  you  hear  the  same  sweet  tones  of 
the  same  violin  played  on  the  stage  or  in  the 
broadcasting  room  at  the  same  instant. 


■RADIO  AMPLIFIER, 


The  Instrument 
of  Radio  Realism 


The  horn  of  MUSIC  MASTER  is  wood,  for  the 
same  reason  a  vioHn  is  wood.  MUSIC 
MASTER  gives  more  than  a  reproduction ;  more 
than  a  recreation ;  it  IS  the  artist  himself,  in  the 
pure,  mellow-sweet  tones  of  ACTUALITY !  . 

MUSIC  MASTER  is  a  quick  seller.  It  talks 
for  itself  and  no  true  radio-fan  can  resist  its 
beautiful,  appealing  voice.  Always  chosen  in 
comparisons. 

Make  MUSIC  MASTER  a  money-maker  for 
you.  We  will  send  you  one  for  demonstration 
purposes  with  full  privilege  of  return.  Write 
to-day  for  full  description,  selling  points  and 
trade  prices. 


GENERAL    RADIO  CORPORATION 

Makers  and  Distributors  of  High-Grade  Radio  Apparatus 
Walter  L.  Eckhardt,  President 
SAV.  cor.  10th  and  Cherry  Sts.,  Philadelphia;  1005  Liberty  Ave.,  Pittsburgh 


"GER.\CO"  on  radio  apparatus  means  It 
is  thorouglily  tested  and  truaranteed.  Get 
detaUs  on  full  line.  Sold  through  job- 
bers and  dealers  everywhere. 
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DEPENDABILITY 


It  is  a  fine  thing  when  you  feel 
assured  that  your  Jobber  can  be 
depended  upon  to  give  you  Victor 
Merchandise  just  when  you  need 
it. 

We  count  it  a  privilege  that  so 
many  Victor  Dealers  in  our  terri- 
tory place  their  dependence  on  us. 

Our  aim  is  to  merit  this  confidence 
by  making  good  and  we  invite 
such  as  have  not  done  so  to  get  in 
touch  with  and  tie  up  to 
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"Superflake"  Graphite  Spring  Lubricant 

For  PHONOGRAPH  MOTORS 

A  carefully  prepared  lubricant  containing 
GRAPHITE  of  the  finest  quality 

Will  not  get  hard,  become  rancid  or  leak 

PACKED  IN  TUBES,  CANS  and  BARRELS  for 
JOBBERS,  DEALERSand  MANUFACTURERS 

SPECIAL  GRAPHITE  for 

RECORD  MANUFACTURERS 

Superior  Flake  Graphite  Co. 

General  Offices:    76  West  Monroe  St. ,  CHICAGO 
Department  J  Warehouse  in  Chicago 


RICHMOND 

Tells  Dealers  Hoiv  Big  Sales  Are 
Made — Many  Add  New  Lines 
— Charles  Edison  a  Visitor — News 


Richmond,  Va.,  June  9. — The  C.  B.  Haynes  Co., 
Edison  distributor  of  this  city,  is  circularizing 
dealers  in  its  territory,  telling  how  its  retail 
store  sold  eleven  new  Edisons  at  one  crack, 
spot  cash,  and  suggesting  that  they  might  put 
over  the  same  proposition  without  any  difficulty. 
The  circular  explains  that  thirty  merchants  of 
Richmond  recently  decided  to  put  on  a  charity 
contest  providing  for  the  award  of  twelve  prizes 
to  that  number  of  charitable  institutions  of  the 
city.  It  was  agreed  that  the  first  prize  should 
be  a  radio  set  costing  $500,  and  that  the  other 
eleven  should  be  Edison  phonographs,  with  five 
records  each,  valued  at  from  $150  to  $325.  Page 
advertisements  were  carried  in  the  local  papers 
with  the  names  of  the  thiry  merchants,  explain- 
ing that  for  each  purchase  made  from  them 
tickets  would  be  given  at  the  rate  of  one  vote 
for  each  penny  spent.  The  institution  getting 
the  largest  number  of  votes  will  receive  the 
first  prize,  and  the  others  will  receive  phono- 
graphs valued  in  proportion  to  the  number  of 
votes  credited  to  each  of  them.  The  contest 
started  May  20  and  will  continue  until  July  20. 
Capitalizing  the  Idea 

In  its  circular,  the  Haynes  Co.  makes  the 
following  suggestion  to  dealers  as  to  how  they 
might  capitalize  the  same  idea: 

"Simply  select  a  number  of  charitable  institu- 
tions, and  if  necessary  include  churches,  schools 
and  any  other  deserving  public  institution.  Fig- 
ure up  the  cost  of  the  instruments,  and  add  to 
that  amount  the  cost  of  fifteen  or  twenty  adver- 
tisements which  should  be  run  featuring  the 
project.  Then  get  a  certain  number  of  other 
business  men  to  come  in  on  the  proposition 
and  divide  the  total  cost  into  equal  parts,  each 
merchant  paying  his  share. 

"The  idea  will  appeal  to  local  merchants  and 
to  the  buying  public  who  will  do  most  of  their 
shopping  with  the  particular  merchants  donat- 
ing to  such  a  worthy  cause  and  mentioned  in 
each  advertisement.  Yourself  or  any  other  local 
business  man  could  do  the  promoting.  Per- 
haps a  newspaper  man  would  be  the  logical 
promoter.  In  this  event,  each  merchant  could 
be  taxed  a  little  more  to  pay  for  the  promoter's 


service.  It  is  a  capital  idea  full  of  effective 
advcrli--iii g  and  a  sure  nice  profit,  " 

Corley  Tells  of  Demand  for  Victor 

The  Corley  Co.,  Victor  distributor,  with  head- 
quarters here,  reports  a  ready  demand  for  new 
flat-top  models  with  divided  lids,  those  selling 
at  $150  being  the  most  popular.  The  bigger  and 
higher  priced  models  are  not  so  much  in  de- 
mand. The  Corley  Co.  finds  that  business  is 
much  better  now  than  it  was  during  the  same 
period  last  year.  There  is  a  shortage  on  some 
models,  and  it  is  expected  this  situation  will 
continue  throughout  the  year.  A  big  part  of 
the  business  is  coming  from  the  country  dis- 
tricts where  farmers  are  apparently  very  well 
off.  Conditions  are  said  to  be  especially  im- 
proved in  North  Carolina,  money  being  easier 
in  that  State  than  it  has  been  for  several  years. 
New  Victor  Agency 

According  to  reports  from  Corley  dealers 
the  majority  of  the  business  results  from  the  per- 
sonal efforts  of  salesmen.  More  and  more  the 
salesmen  are  going  after  business,  especially  in 
the  rural  sections,  where  machines  are  left  for 
trial  before  the  deal  is  closed.  The  Corley  Co. 
recently  appointed  a  new  dealer  in  Danville, 
Va.,  the  firm  being  the  Prix  Piano  Co. 
Dealers  Add  Edison  Line 

The  C.  B.  Haynes  Co.,  Richmond  distributor 
for  the  Edison,  announces  the  appointment  of 
a  new  dealer  at  Lagrange,  N.  C,  namely,  Z.  B. 
Creech.  It  also  announces  the  addition  of 
Frank  W.  Banner  to  its  traveling  salesmen's 
staff.  Mr.  Danner  has  had  considerable  business 
experience  in  Richmond.  He  expects  to  make 
his  first  trip  out  on  the  road  some  time  this 
month. 

Frank  J.  Jordan,  Edison  dealer  in  Charleston, 
S.  C,  passed  through  Richmond  the  other  day 
on  his  way  to  New  York  on  a  business  trip. 

Charles  E.  Edison,  son  of  Thomas  A.  Edison, 
stopped  over  in  Richmond  while  en  route  home 
from  Florida  recently  with  Mrs.  Edison.  He 
spent  part  of  his  time  while  in  the  city  con- 
ferring with  officials  of  the  Haynes  Co.  as  to 
business  conditions. 

A  Successful  Dealer  Concert 

A  very  successful  concert,  in  vi'hich  the  New 
Edison  phonograph  was  featured,  was  held  in 
the  college  auditorium,  Lynchburg,  Va.,  by  Op- 
pleman's  Specialty  Store,  of  that  city.  A  large 
audience  was  secured  through  carefully  pre- 
pared invitations  sent  to  a  selected  list  of  music 
lovers.  Widespread  interest  in  the  Edison,  re- 
sulting from  the  concert,  was  immediately  man- 
ifested by  the  securing  of  a  number  of  live 


prospects  and  much  free  newspaper  publicity. 
The  program  was  arranged  with  great  care,  vio- 
lin, vocal  and  piano  numbers  predominating. 

A  recent  visitor  to  the  C.  B.  Haynes  Co.,  Inc., 
Edison  distributor  for  this  territory,  was  Mrs. 
Lorena  B.  Humphrey,  manager  of  the  Edison 
department  of  W.  R.  Harrell  &  Co.,  Burgaw, 
N.  C,  who  came  to  the  Richmond  headquarters 
to  make  a  study  of  the  retail  sales  methods  of 
the  C.  B.  Haynes  Co.  While  here  Mrs.  Hum- 
phrey placed  a  substantial  order  for  Edison  in- 
struments. An  extensive  direct-by-mail  drive  in 
the  interest  of  the  Edison  recently  inaugurated 
by  this  live  retailer  has  been  instrumental  in 
stimulating  business. 

Pathe  Business  Growing 

The  Richmond  Phonograph  Co.,  Pathe  dis- 
tributor for  the  South,  reports  business  picking 
up  throughout  practically  its  entire  territory. 
It  is  anticipating  a  big  sale  of  the  new  Pathe 
model,  priced  at  $200,  which  is  soon  to  be  placed 
on  the  market.  This  is  designed  for  use  par- 
ticularly in  public  places. 

HEAVY  DEMAND  FOR  REGAL  RECORDS 

Novelty  Records  Bring  People  Into  Store  and 
Open  Way  to  Sale  of  Other  Merchandise 


H!  G.  Neu,  sales  manager  of  the  Regal  Record 
Co.,  Inc.,  18  West  Twentieth  street,- New  York 
City,  states  that  Regal  dealers  report  an  un- 
usually heavy  demand  for  novelty  records  in 
both  vocal  and  instrumental  form.  The  trade 
is  quite  pleased  with  the  demand  for  such  mer- 
chandise, inasmuch  as  it  indicates  a  desire  to 
make  prompt  purchases.  A-Ir.  Neu  states  that 
invariably  the  retailer  looks  upon  novelty  rec- 
ords as  sales  creators.  They  bring  the  pros- 
pects into  the  store  frequently  and  thus  the 
dealer  is  aided  in  bringing  other  merchandise 
before  them.  While  it  is  true  that  standard 
records  have  a  steady  sale,  the  individual  pur- 
chases of  such  merchandise  are  often  post- 
poned. The  inducement  or  lure  to  make  pur- 
chases of  standard  records  is  not  conducive  to 
the  "right  now"  idea. 

HAPPENED  IN  GOOD  OLD  EDINBURGH 

Harry  Macrae,  gramophone  dealer  and  World 
subscriber,  of  Edinburgh,  Scotland,  has  been 
good  enough  to  send  us  the  following  little 
story  of  a  current  happening  in  his  establish- 
ment which  we  gladly  pass  along: 

"It  so  happens  that  I  have  an  English  as- 
sistant in  one  of  my  depots  who  experiences 
some  little  difficulty  in  following  the  conversa- 
tion of  many  of  the  country  people,  who  are 
prone  to  speak  in  rather  broad  Scotch.  A  few 
days  ago  such  a  country  couple  were  asking 
for  the  various  records,  which  she  was  only  able 
to  place  after  consulting  with  other  assistants 
more  familiar  with  the  Scotch  brogue.  The 
two  customers  were  studying  lists  when,  in 
what  is  a  very  usual  manner  in  Scotland,  one 
of  the  customers,  instead  of  asking  for  a  record, 
•  merely  stated  the  title,  which  happened  to  be 
'Wert  Thou  in  the  CauTd  Blast.'  The  assistant, 
thinking  this  was  perhaps  the  usual  manner  in 
Scotland  of  inquiring  if  you  had  been  caught 
in  the  rain,  immediately  replied  in  the  affirma- 
tive, adding  'Wasn't  it  bitter!'  " 
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Quality  and  Quantity — a  winning  combination 
if  procured  at  a  cost  which  is  reasonable. 

UNICO  leads  in  the  number  (quantity)  of  Musical  Establishments  Equipped. 
UNICO  leads  in  the  character  (quality)  of  Musical  Merchandising  Equipment  and- 

UNICO  EQUIPMENT  IS  MODERATE  IN  COST 


Industry's  Wheels  are  humming — Producing  Purchasing-  Power! 
Are  you  preparing  to  take  advantage  of  the  increasing  retail  demand? 


Unico  Equipment- Pays  for  Itself 
From  Increased  Sales  and  Profits. 

There's  a  Unico  Service  Branch  within  easy  access. 
Consult  our  nearest  Branch  and  secure  Expert  Advice. 

Unico  Service  is  at  your  service. 
Improve  your  Sales  Facilities  Now. 


UNIT  CONSTRUCTION  COMPANY 

RAYBURN  CLARK  SMITH,  President 
^^99' Ja°fs^n  58th  Street  and  Grays  Avenue,  Philadelphia,  Pa.  .oTm^^.^l'^m... 


DALLAS  TEX. 
209  Dallas  Bank  Bldg. 
SAN  FRANCISCO,  GAL. 
275  Post  St. 


NEW  ORLEANS,  LA. 
506  Marine  Bank  Bldg. 


ATLANTA,  GA. 
25  Moore  Bldg. 


SALT  LAKE  CITY,  UTAH 
150  Main  St. 
DENVER,  COLO. 
1642  Arapahoe  St. 

H.  A.  MOORE  &  CO.,  LTD.  (Sales  Agents) 
Premier  House,  London   (W.C.I.),  England 
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NEW  ORLEANS 

Trade  Optimistic  as  Business  Flourishes — Columbia  Branch  Dis- 
continues Business — E.  L.  Staples  With  Grunewald — The  News 


New  Orleans,  La.,  June  8. — The  talking  ma- 
chine trade  is  flourishing  in  both  this  city  and 
the  territory  over  which  it  reigns  as  a  distribu- 
tion center.  Dealers  and  jobbers  are  looking  to 
the  immediate  future,  which,  from  a  business 
standpoint,  is  brighter  than  ever. 

Local  Columbia  Branch  Closes 

Consolidation  of  the  wholesale  distributing 
branches  of  the  Columbia  Graphophone  Co.,  in 
line  with  the  policy  of  the  company  to  reduce 
transportation,  distribution  and  similar  prob- 
lems, has  caused  the  closing  of  the  branch  of 
the  company  here.  R.  R.  Sparrow,  for  the  past 
year  manager  of  the  local  agency,  has  been 
transferred  to  Kansas  City,  Mo.,  retaining  his 
managerial  rank.  The  territory,  embracing  a 
number  of  Southern  States,  has  been  reassigned. 
A  portion  was  allotted  to  Dallas,  another  to 
Kansas  City  and  a  third  to  Atlanta.  The  last- 
named  city  practically  takes  over  the  New  Or- 
leans division,  principal  distribution  being 
made  from  that  point.  However,  a  sub-station  as 
a  sort  of  concentration  point  for  goods  destined 
for  New  Orleans  and  some  adjacent  sections 
will  be  maintained  here. 

Mr.  Sparrow  departed  for  his  new  post,  with 
his  family.  May  29.  His  friends  congratulated 
him  on  what  is  generally  accepted  as  a  promo- 
tion for  him,  and  conveyed  to  him  their  wishes 
for  his  continued  success  in  the  music  game. 
Edison  Used  to  Speed  Typists 

A  unique  method  was  employed  here  recently 
as  a  trade  stimulator  for  Edison  machines.  The 
machine,  a  Sheraton  model,  was  used  by  Pro- 
fessor J.  T.  Hayden,  instructor  in  typewriting 
at  the  local  boys'  high  school,  who  conceived 
the  idea  of  having  his  pupils  acquire  speed  on 
the  typewriter  to  the  tune  of  popular  music 
played  by  a  phonograph.  He  took  his  idea  to 
J.  L.  Billet,  manager  of  the  retail  department 
of  the  Diamond  Disc  Shop,  exclusive  Edison 
dealer  and  jobber.  The  test  proved  successful 
and  now  phonographs  have  been  put  to  similar 
use  in  the  girls'  high  schools.  Manager  Billet 
reports  that  the  popular  priced  models  of  up- 
rights and  consoles  are  big  sellers. 

New  Edison  Agencies 

The  house  is  experiencing  some  difficulty  in 
getting  stock  from  the  factory  as  the  demand 
for  all  classes  is  very  urgent.  A  trade  stimulat- 
ing plan  of  delivering  machines  on  trial,  which 
has  already  been  mentioned  in  these  columns, 
is  producing  flattering  results.  In  the  jobbing- 
department  Manager  Twigg  is  keeping  hot  on 
the  trail  of  business.  Several  plans,  tested  out, 
have  proved  their  worth.  Business  consum- 
mated during  the  first  five  months  of  1923  has 
substantially  increased,  compared  to  that  of  the 
corresponding  period  of  the  previous  year.  Out- 


side of  New  Orleans  the  following  list  of  new 
dealers  and  their  locations  shows  the  growing 
interest  in  the  handling  of  the  Edison  product: 
Tom  Wood,  Woodville,  Miss.;  J.  A.  Abrams, 
Biloxi,  Miss.,  and  Gulfport,  Miss.;  Dunn  Phar- 
macy, Belzoni,  Miss.;  Imperial  Jewelry  Co., 
Morgan  City,  La.;  Wallace  Drug  Co.,  Charles- 
ton, Miss.;  Eugene  Rogers,  Sabine,  La.;  M,  C. 
Temple,  Homer,  La.;  G.  Ardoin  &  Co.,  Ville 
Platte,  La.,  and  Weil  Bros.,  Lutcher,  La. 
Ernest  L.  Staples  in  New  Post 
Ernest  L.  Staples,  formerly  assistant  man- 
ager of  the  talking  machine  department  of 
Philip  Werlein,  Ltd.,  has  joined  the  force  of 


Ernest  L.  Staples 

the  L.  Grunewald  Co.  as  manager  of  the  talking 
machine  department  and  the  player  roll  de- 
partment. He  succeeds  Ralph  Young,  who,  by 
the  way,  succeeds  Mr.  Staples  as  manager  of 
the  Werlein  department.  Mr.  Staples  is  well 
known  in  local  music  circles.  Since  assuming 
his  new  connection,  he  reports  the  addition  by 
the  firm  of  the  Brunswick  line  of  machines  and 
records.  The  securing  of  this  line  is  expected 
to  prove  well  timed.  A  growing  demand  is  al- 
ready being  experienced.  The  Victrola  portable 
handled  here  is  especially  popular. 

New  Gannett  Record  Agencies 
Gennett  records,  distributed  by  Albert  T. 
Thompson,  factor  for  the  Starr  Piano  Co.,  of 
Richmond,  Ind.,  are  now  being  pushed  into  the 
country  sections  adjacent  to  New  Orleans.  Mr. 
Thompson  reports  the  appointment  of  the  fol- 
lowing dealers:     Baton   Rouge  Music  Co.  and 
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CUTS    THE    COST    OF    SELLING  RECORDS 

Demonstrates  any  number  of  records 
at  the  same  time  without  booths. 

ASK  FOB  NAME  OF  JOBBER  NEAREST  YOU 

AUDAK  CO.,   565  Fifth   Ave.,   New  York 


the  J.  M.  Causey  Co.,  of  Baton  Rouge,  La.;  F. 
J.  Dietlein,  Opelousas,  La.;  Abrams  Music 
Stores,  Biloxi  and  Gulfport,  Miss.,  and  Barnett 
&  Wilder,  Gulfport. 

Plarming  for  Next  "Music  Memory  Contest" 

Plans  for  a  greater  "Music  Memory  Contest" 
in  the  city  and  State  schools  are  being  laid  for 
ne.xt  year.  John  A.  Hofheintz,  wholesale  man- 
ager for  Philip  Werlein,  Ltd.,  is  actively  en- 
gaged in  the  matter  to  assure  such  an  event 
during  the  next  year.  The  seventh  annual 
event  of  that  nature  closed  here  recently.  Miss 
Mary  M.  Conway,  local  supervisor  of  music  in 
the  public  school  system,  is  co-operating  in  the 
movement.  At  a  recent  demonstration  and 
school  exhibit,  children  drilled  and  exercised  to 
the  tune  of  a  Victrola,  which  was  loaned  through 
the  courtesy  of  the  Werlein  house.  The  try- 
out  was  a  huge  success.  Paul  S.  Felder,  secre- 
tary of  the  company,  recently  returned  from  a 
personal  trip  to  Houston.  En  route  home  he 
stopped  off  at  Beaumont,  Port  Arthur,  Orange 
and  Lake  Charles  to  get  a  personal  insight  into 
conditions  and  to  renew  acquaintances.  Mr. 
Hofheintz  was  out  of  thp  city  for  about  a  fort- 
night on  one  of  his  frequent  trips  through  the 
territory.  He  went  to  Mobile,  Jackson,  Vicks- 
burg,  Monroe,  Shreveport  and  Alexandria. 
Visited  Convention  in  Chicago 

O.  H.  Heyer  and  Geo.  Stocker,  of  the  Junius 
Hart  Piano  Co.,  Ltd.,  of  this  city,  Okeh  jobber, 
visited  Chicago  the  week  of  June  4  and  attend- 
ed the  annual  convention  of  Okeh  jobbers  in 
that  city.  They  thoroughly  enjoyed  their  trip 
and  were  more  than  pleased  with  the  practical 
value  of  the  convention  proceedings,  and  espe- 
cially with  the  optimistic  comments  of  the 
Okeh  jobbers.  The  Junius  Hart  piano  house  is 
establishing  many  new  Okeh  dealers  in  this  ter- 
ritory and  the  records  by  exclusive  Okeh  negro 
artists  are  meeting  with  a  ready  sale. 

Brunswick  Portables  Demand  Growing 

Brunswick  portable  machines  are  greatly  in 
demand  at  the  present  time,  according  to  Harry 
S.  Loeb,  president  of  the  Harry  S.  Loeb  Piano 
Co.,  dealer  in  that  product. 

Former  Trade  Member  a  Visitor 

A.  W.  Clapperton,  formerly  connected  with 
the  wholesale  department  of  Philip  Werlein, 
Ltd.,  now  with  the  Keystone  Steel  &  Wire  Co., 
of  Peoria,  111.,  was  on  a  business  trip  to  this 
city  recently,  and  called  on  many  of  his  old 
friends  and  associates  among  the  music  men. 

Frank  Allen,  who  recently  resigned  his  posi- 
tion with  the  L.  Grunewald  Co.,  has  joined  the 
forces  of  the  Brunswick  sub-station  here. 

Manager  Crigler,  of  the  talking  machine  de- 
partment of  the  Dugan  Piano  Co.,  is  enjoying 
an  excellent  demand  for  the  Victor  line. 


Records 


The  constantly  increasing  demand  for  OKeh   Records  proves  their  wonderful  sales  possibilities. 

To  the  dealer  who  handles  a  record  with  so  rapid  a  turnover  as  OKeh,  accurate  fulfillment  and 
prompt  delivery  of  all  orders  are  of  vital  importance.  We  are  able  to  give  this  kind  of  service  to  OKeh 
dealers  in  New  Orleans  and  the  surrounding  territory  at  all  times  because  we  always  have  on  hand  a 
complete  stock  of  every  record  listed  in  the  OKeh  catalogue. 

We  are  desirous  of  hearing  from  progressive  dealers  who  would  be  interested  in  the  attractive, 
business-building  proposition  that  we  have  to  offer. 

Write  us  for  full  particulars 


JUNIUS  HART  PIANO  HOUSE,  Ltd. 


703  Canal  Street 


New  Orleans,  La. 
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"Yes!  We  Have  No  Bananas.  "  Sounds  foolish,  doesn't  it?  But 
you'd  be  surprised  how  this  cuckoo  classic  is  knockin'  'em  off 
their  seats.    And  the  higher  the  brow,  the  harder  the  fall. 

"Don't  We  Carry  On!",  an  equally  nutty  song  by  the  same 
Furman  and  Nash,  is  going  to  help  make  lots  of  sales,  too.  Both 
on  Record  A-3873. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


LOS  ANGELES 

Widespread  Interest  in  Music  Memory  Contest  Finals — Local  Men 
at  Convention  —  Satisfactory  Business  Continues  —  Month's  News 


Los  Angeles,  Cal.,  June  4. — The  final  test  for 
the  Music  Memory  Contest  for  the  public 
schools  of  Los  Angeles  took  place  last  week. 
The  examination  was  held  on  two  separate  days, 
the  first  being  for  the  fifth  and  sixth  grades, 
and  the  second  for  the  seventh  and  eighth 
grades.  More  than  a  thousand  children  par- 
ticipated in  the  contest.  There  were  thirty 
selections  in  all  and  many  papers  contained 
thirty  correct  answers.  These  children  have 
been  taught  to  know — and,  of  course,  they  have 
learned  to  love  good  music. 

Delegates  Leave  for  Convention 

A  good  many  of  those  who  were  attending 
the  National  Convention  in  Chicago  left  before 
the  last  day  of  May,  on  which  date  the  main 
contingent  left.  Howard  L.  Brown,  branch 
manager  of  the  phonograph  division  of  the 
Brunswick  Co.,  started  on  May  26  in  time  to 
attend  the  general  sales  managers'  meeting.  He 
was  accompanied  by  Ray  Daynes,  of  the  Daynes 
Music  Co.,  who  has  two  Brunswick  shops,  one 
in  South  Pasadena  and  the  other  on  Steven- 
son avenue,  this  city. 

Miss  Chambers  Honored 

Although  Miss  Ruth  Chambers  has  spent 
most  of  her  time  in  the  piano  and  player-piano 
departments  of  several  Los  Angeles  music 
stores,  she  is  well  known  in  talking  machine 
circles.  Miss  Chambers  has  a  beautiful  voice 
and  is  also  a  splendid  pianist.  Recently  she 
attracted  the  attention  of  Mary  Pickford,  who 
engaged  her  to  play  in  a  special  quartet  which 
always  accompanies  the  famous  screen  artist  in 
the  studios  or  out  on  location.  Many  screen 
artists  use  a  talking  machine  to  supply  music 
when  at  work. 

Victor  Pressing  Plant  on  Coast 

It  is  reported  that  the  Victor  Talking  Ma- 
chine Co.  has  definitely  selected  a  site  at  Mel- 
rose, near  Oakland,  for  its  Pacific  Coast  record- 
ing and  pressing  plant.  R.  P.  Hamilton,  West- 
ern representative  of  the  Victor  Co.,  left  here 
for  the  North  last  week  in  order  that  he  may 
meet  Mr.  Schumacker  and  Mr.  Wicks,  who  have 
been  visiting  the  Coast. 

Okeh  Records  Make  Progress 
W.  E.  Henry,  Pacific  Coast  manager  for 
Okeh  records,  reports  that  a  number  of  new 
accounts  have  been  opened  and  that  these 
records  are  meeting  with  a  good  reception  from 
the  public.  He  recently  engaged  the  services 
of  J.  Carter,  who  has  been  engaged  in  the 
phonograph  business  for  many  years. 

Drive  on  Swanson  Portable 
The  Munson,  Rayner  Corp.,  local  distributor 
of  the  Swanson  portable  phonograph,  has 
started  an  intensive  sales  campaign  in  the  north- 
ern part  of  the  State  through  its  San  Fran- 
cisco ofiice.    "The  Swanson  portable  has  be- 


come one  of  the  most  popular  portables  on  the 
Pacific  Coast,"  declared  E.  R.  Darvill,  sales 
manager  for  Munson,  Rayner  Corp.,  "and  we 
intend  to  see  that  it  retains  the  high  position 
that  it  now  enjo/s." 

The  Apollo  Music  Shop,  5524  Hollywood 
boulevard,  reports  the  sale  of  Swanson  portables 


to  several  of  the  movie  colony,  among  them 
being  Gladys  Walton.  Barker  Bros,  have  re- 
cently added  this  line. 

The  Walter  S.  Gray  Co.,  Strand  distributor, 
has  purchased  a  new  Chevrolet  sedan  for  the 
use  of  its  local  manager,  J.  J.  Grimsey.  The 
ancient  Studebaker,  which  Joe  had  been  using, 
so  got  on  the  nerves  of  Walter  S.  that  an  agree- 
ment was  reached  to  lay  it  on  the  shelf  if  the 
sales  of  the  branch  were  doubled.  The  figures 
were  reached  and  the  new  car  is  the  result. 

Margaret  Young,  exclusive  Brunswick  artist, 
was  given  a  reception  by  the  Southern  Cali- 
fornia Music  Co.,  at  which  she  sang  a  number 
of  her  selections  with  her  Brunswick  records. 


THE  SWANSON  PORTABLE 

Complete,  Compact  and  Durable — A  Proven  Success 

ORDER  NOW ! 
— and  increase  your  summer  profits 


Swanson  Portables  are  everywhere.  Look  on  the  map 
below  for  name  of  nearest  Jobber  and  write  to-day 


To  the  Trade: 

Due  to  j-our  splendid  co-operation  and  the  hearty  response 
of  your  customers,  we  have  been  forced  to  move  our  factory 
to  larger  quarters  in  Chicago,  where  we  are  increasing  produc- 
tion to  take  care  of  the  ever-growing:  demand  for  Swanson  Port- 
able Phonographs. 

Swanson  Jobbers  are  prepared  to  supply  your  extra  re- 
quirements for  the  summer  season  and  are  at  your  service. 

Our  Dealers'  Service  Department  has  prepared  an  attractive 
window  display  card,  which  is  yours  for  the  asking. 

We  take  tliis  opportunity  to  thank  yon  and  hope  to  merit 
your  continued  support. 


Tours  very  truly, 

SWANSON  phSrYph  distributor 

738  South  Los  Angeles  Street, 
Los  Angeles,  Ccilif. 
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The  Master  Instrument 

The  most  perfect  music'Veproducing  instrument 


Retails  for  $200—Sast  of  the  Rockies 


Another  Beautiful  New  Cheney  Console  Model 


Unusual  in  treatment — remarkably  rich  in  its 
effect — made  in  both  mahogany  and  walnut 


The  country-wide  reputation  which 
The  Cheney  has  earned  for  designs  of 
elegant  simplicity  is  enhanced  in  the 
addition  of  The  Salisbury  to  the  line. 

The  two-tone  effects  which  have  proved 
so  popular  are  perpetuated  in  this  model, 
yet  with  a  richness  of  handling  which 
befits  the  most  carefully  furnished  home. 

Cabinet  against  cabinet,  phonograph 
against  phonograph,  value  against  value. 
The  Cheney  is  more  than  a  match  for 


any  other  phonograph.  Consider  these 
five  great  selling  features: 

1  An  acoustic  system  that  develops  and  re- 
stores the  original  tone  from  the  record. 

2  Practical  elimination  of  needle  scratch. 

3  A  violin  resonator  which  makes  Cheney 
tones  grow  sweeter  with  age. 

4  Designs  which  set  the  standard  in  the  in- 
dustry for  elegant  simplicity. 

5  Cabinet  workmanship  which  bears  the  im- 
print of  craftsmanship. 


THE  CHENEY  TALKING  MACHINE  COMPANY  .  CHICAGO 


DISTRIBUTORS 


CHENEY  SALES  CORPORATION 
1 107  Broadway.  New  York  City 
(greater  Ncif  York.  Western  Conn., 
Neif  Jersey 


CHENEY  PHONOGRAPH  SALES  CO. 
1965  E.  66th  St.,  Cleveland,  O. 
806  Pennsylvania  Ave.,  Pittsburgh 
Ohio,  VV.  Va.,  Western  Pa. 

CHENEY  SALES  CORPORATION,  1105  Chestnut  St.,  Philadelphia 
E.astern  Pa.,  Del.,  Md.,  Washington,  D.  C. 
CHENEY  SALES  CORPORATION,  376  Boylston  St.,  Boston 
CHENEY  SALES  COMPANY  ^eu.  England  eqw.  G.  HOCH  &  CO. 

Brandeis  Bldg.,  Omaha  27-29  Fourth  St.,  N.,  Minneapolis 

louia,  Nebr.,  Colo.,  Wyo.  Minn.,  N.  D.,  S.  D.,  Northern  Wis.,  Mont. 

RIDDLE  PHONOGRAPH  CO.,  1205  Elm  St.,  Dallas,  Tex. 
ROLYAT  DISTRIBUTING  CO.  Texas,  Southern  Okla.  CHENEY  PHONOGRAPH  CO. 

Provo,  Utah  212  Selling  Bldg.,  Portland 

Utah,  Southern  Idaho  Washington  and  Oregon 

MUNSON-RAYNER  CORP.,  643  S.  Olive  St.,  Los  Angeles 
So.  Caliiornia,  Western  ISev.r  Ariz. 
MUNSON-RAYNER  CORP..  550  Howard  Street,  San  Franciico,  Cal. 
All  territory  not  listed  above  is  handled  direct  by  The  Cheney  Talking  Machine  Company,  Chicago 
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DALLAS 


Easier  Money  and  Better  Crop 
Prospects  Indicated  in  General 
Activity   in   tlie  Music  Business 

Dallas,  Tex,,  June  6. — Business  throughout 
the  Southwest  in  the  tallying  machine  trade  is 
good,  better  in  fact  than  it  has  been  at  this 
season  in  some  time,  according  to  dealers  and 
distributors  in  Dallas.  Good  crop  prospects,  a 
good  cotton  crop  marketed  last  Fall,  good 
wheat  crop  now  being  harvested  and  good 
prices  for  live  stock  are  reflected  in  satisfactory 
sales  of  all  merchandise,  including  talking  ma- 
chines and  musical  instruments. 

Lester  Burchfield,  manager  of  the  wholesale 
A'ictor  department  of  Sanger  Bros.,  reports 
thriving  business,  especially  in  the  rural  dis- 
tricts, and  predicts  the  heaviest  Summer  trade 
in  his  department  in  the  last  twelve  years,  due 
to  excellent  prospects  of  rural  dwellers. 

"The  rural  districts  are  the  heaviest  buyers  of 
Victrolas,  and  the  easier  money  conditions,  the 
good  crop  outlook  and  good  prices  for  the 
products  of  the  farm  have  given  the  farmers 
and  stock  raisers  confidence  so  that  they  are 
not  backward  in  making  purchases,"  declared 
Mr.  Burchfield.  "Wool  is  now  selling  in  Texas 
at  nearly  double  the  price  received  last  year. 
This  is  being  reflected  in  heavy  sales  of  talking 
machines  in  southwest  Texas,  where  wool  is 
grown  chiefly." 

The  Texas-Oklahoma  Phonograph  Co.,  whole- 
sale distributor  of  Edison  phonographs  and 
records,  with  headquarters  in  this  city,  has  re- 
cently fitted  out  its  new  quarters  at  2025  Jack- 
son street,  the  move  following  a  fire  in  the  old 
quarters,  908  Commerce  "street,  some  time  ago. 

O.  G.  Feltner,  manager  of  the  Dallas  store, 
is  optimistic  as  to  the  future,  and  reports  better 
business  now  in  Edison  machines  and  records 
than  in  several  years.  "Edisons  are  going  good 
in  Texas  and  Oklahoma,"  Mr.  Feltner  said. 
"Retailers  throughout  our  district  are  placing 
heavy  orders,  and  we  expect  a  most  satisfactory 
Summer  trade." 

S.  E.  Rhodes,  manager  of  the  talking  machine 
department  of  the  D.  L.  Whittle  Music  Co., 
1213  Elm  street,  reports  satisfactory  sales. 

Bush  &  Gerts,  1311-13  Elm  street,  one  of  the 
largest  music  stores  in  Texas,  has  one  of  the 
most  successful  talking  machine  departments  in 
Dallas,  in  charge  of  R.  F.  Coppedge.  Review- 
ing business  conditions  and  outlining  methods 
by  which  his  company  has  made  an  enviable 
record,  Mr.  Coppedge  said: 

"The  phonograph  business  for  the  last  two 
months  has  doubled  any  preceding  business  in 
the  history  of  the  Bush  &  Gerts  Piano  Co.  We 
attribute  a  large  portion  of  this  success  to  the 
large  sales  force,  consisting  of  four  record  sales- 
ladies, eight  outside  men,  two  repair  men  and 
a  delivery  department,  and  a  complete  line  of 
phonographs.  The  manager  of  the  department 
acts  as  inside  salesman. 

"A  feature  of  this  department  is  the  Bunga- 
low House.  This  house  is  mounted  on  a  two- 
ton  truck,  with  a  carrying  capacity  of  two 
phonographs,  one  piano,  and  is  equipped  with 
compartments  for  carrying  records  and  rolls. 
It  has  a  seating  capacity  of  eight.  We  usually 
have  four  men  out  with  the  Bungalow.  This 
attraction  has  proved  an  excellent  method  of 
advertising. 

"We  consider  the  largest  part  of  our  business 
due  to  the  amount  of  pep  instilled  into  our 
department.  We  have  had  several  7  o'clock 
'Pep-Up'  breakfasts.  After  one  of  these  we 
always  have  a  good  day.  We  never  have  idle 
days,  we  are  always  on  the  alert  for  Hot  Pros- 
pects. We  have  been  very  successful  in  clos- 
ing up  our  customers  on  first  visits.  However, 
in  cases  where  we  cannot,  we  always  follow 
the  prospect  up  closely. 

"We  are  looking  forward  to  the  greatest  busi- 
ness that  we  have  ever  had.    We  know  that 


conditions  point  to  a  successful  Fall  business." 

The  Leyhe  Piano  Co.,  907  Elm  street,  is  push- 
ing a  sale  of  talking  machines,  including  Colum- 
bia, Sonora,  Kimball  and  Telo-Tone.  The  com- 
pany is  putting  out  many  machines,  according 
to  Mr.  Leyhe. 

The  Brunswick  Phonograph  Shop,  1311  Elm 
street,  is  also  making  a  drive  for  business. 

MANY  STORES  INSTALL  EQUIPMENT 

Van  Veen  &  Co.  Point  to  Many  Recent  In- 
stallations as  Indication  of  Prosperity 

If  the  spending  of  money  for  equipment  is 
an  indication  of  activity  in  the  talking  machine 
field,  of  which  there  is  little  doubt,  the  coming 
Fall  and  Winter  seasons  will  be  exceptional 
ones  in  every  respect,  according  to  Leon  Tobias, 
secretary  of  Van  Veen  &  Co.  In  substantiation 
of  his  report  on  the  general  activity,  Mr.  Tobias 
mentioned  a  number  of  the  important  installa- 
tions recently  completed  by  this  company. 
Among  them  are  the  following:  Three  stores 
of  the  Griffith  Piano  Co.,  the  last  one  being 
in  New  Brunswick,  N.  J.;  Albert  Leon,  Perth 
Amboy,  N.  J.;  Harry  Levin,  Long  Branch,  N.  J.; 
Charles  H.  Godfrey,  Atlantic  City,  N.  J.;  Starke 
Piano  Co.,  New  York  City;  Philip  Pravada, 
Brooklyn,  N.  Y.;  S.  Baumann,  New  York  City; 
Main  and  Market  Music  Shop,  Paterson,  N.  J.; 
Samuel  J.  Gross  Grafonola  Shop,  of  Scranton, 
Pa.;  Schaeffer  Music  Shop,  Batavia,  N.  Y. ; 
Kennedy's  Grafonola  .Shop,  Worcester,  Mass.; 
Curtis  Art  Co.,  Waterbury,  Conn.;  Joseph  Fein- 
blum  Columbia  Shop,  Hartford,  Conn.;  Marshall 
Music  Store,  Bayonne,  N.  J.;  Yonkers  Talking 
Machine  Co.,  at  451  Broadway,  and  201  Ash- 
burton  avenue,  Yonkers,  N.  Y. ;  Broadway  Music 
Shop,  17  Main  street,  and  the  Hudson  Music 
Shop,  at  42  Warburton  avenue,  also  in  Yonkers. 

Mr.  Tobias  recently  left  on  a  trip  through 
northern  Pennsylvania  territory,  and  is  entirely 
optimistic  over  the  outlook  for  the  future. 

CECIL  ARDEN  SCORES  IN  CONCERTS 

Cecil  Arden,  mezzo-soprano  of  the  Metro- 
politan Opera  Co.  and  an  Edison  artist,  has 
been  received  most  enthusiastically  on  her  re- 
cent concert  appearances,  which  included  sing- 
ing before  the  Daughters  of  the  American 
Revolution  in  Washington,  the  American  Pen- 
women,  at  their  annual  luncheon  in  that  city, 
a  dinner  given  by  Fred  Huber,  of  Baltimore, 
for  the   mayor   of   Baltimore,   and   at  West- 


SUMNER  WILLIAMS  IN  NEW  POST 


Made  Purchasing  Agent  of  Thomas  A.  Edison, 
Inc. — Succeeds  William  Dykeman 


Orange,  N.  J.,  June  7. — Sumner  Williams  has 
recently  been  appointed  to  the  important  post 
of  purchasing  agent  of  Thos.  A.  Edison,  Inc., 
succeeding  William  Dykemaji,  who  has  recently 
purchased  an  interest  in  the  Jamestown  Marble 
Co.,  at  Falconer,  N.  Y. 

Mr.  Williams  has  been  a  member  of  the  Edi- 
son organization  for  about  10  years.    He  started 


Sumner  Williams  at  His  Desk 


in  the  motion  picture  division  and  later  became 
assistant  to  Charles  Edison,  chairman  of  the 
Board.  Mr.  Williams  assumed  his  new  duties 
on  June  1,  and  on  that  date  was  the  guest  of 
honor  at  a  delightful  luncheon  at  the  Mush- 
room Farm  at  Orange,  which  was  attended 
practically  by  all  of  the  important  Edison  execu- 
tives. 


BRILLIANTONE  MEN  AT  CONVENTION 


Byron  R.  Forster,  president,  and  Harry  Acton, 
secretary,  of  the  Brilliantone  Steel  Needle  Co., 
New  York,  attended  the  "Prosperity"  Conven- 
tion of  the  music  industries  in  Chicago,  during 
the  first  week  in  June,  after  which  they  visited 
important  trade  centres  in  the  Middle  West  and 
Canada.  Brilliantone  business  is  reported  brisk. 
The  new  record  cleaner  container  continues  in 
active  demand  and  the  outlook  for  the  future  is 


linster  College.    bright. 

OPPORTUNIXY 

Knocking  at  92  Doors 

Edison  retail  representation  is  wanted  in  92  towns, 
cities  and  villages  where  freight  rates  are  less  than 
from  the  next  nearest  Edison  Jobbing  Point. 

If  interested  in  an  Edison  Dealership  write  us. 

If  not  interested  investigate  and  soon  you'll  not  only 
be  interested — you'll  be  eager! 

If  the  Edison  Dealer  in  your  town  is  not  a  live  one 
write  us  and  you  may  be  able  to  secure  the  dealer- 
ship. Only  active,  reliable  merchants  are  wanted 
to  represent  the  Edison  Line. 

If  it  is  lack  of  capital  that  bothers  you  see  Page  166 
of  the  Talking  Machine  World  for  May. 
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NEw'iSsoN 


THE    LIVE  DEALER 

Can  take  advantage  of  this  public  confidence  by  tying  up  with  an  agency  for  the  New 
Edison  Phonograph. 

"YOUR  MIND  IS  AT  REST  WHEN  YOU  SELL  THE  BEST" 

Write  for  the  LIBERAL  Edison  Agency  Proposition  for  Your  Town 

Southwestern 

EDISON  DISTRIBUTOR  St.  Louis,  Mo. 


SAINT  LOUIS 


•ramiuiieausHkmnmiiiinil 


Portables  and  Expensive  Models  Lead  the  Field — Peeler-Todd 
Open  Fine  Store — Mrs.  L.  R.  Tippin  Quits  Business — The  News 


St.  Louis,  Mo.,  June  7. — Business  moved  right 
merrily  in  May,  with  portables  and  high-grade 
machines  contending  for  favor.  Early  in  the 
month  the  high  grades  easily  had  the  best  of 
it.  But  toward  the  end  of  the  month,  with  the 
arrival  of  delayed  Spring  weather,  the  portables 
came  strong,  with  indications  that  they  would 
hold  strong  during  June.  It  is  a  matter  of  com- 
ment that  uprights  continue  to  show  strength, 
as  compared  to  consoles,  to  a  greater  extent 
than  for  several  months.  The  signs  are,  also, 
that  they  will  have  increasing  favor  the  com- 
ing Fall.  It  has  been  noticed  that  in  the  ad- 
vance orders  for  Fall  delivery,  which  are  com- 
ing in  much  earlier  than  usual,  uprights  have 
a  very  good  representation.  The  sale  of  rec- 
ords during  the  greater  part  of  May  was  helped 
by  cool  and  rainy  weather,  which  tended  to 
keep  people  indoors.  Toward  the  end  of  the 
month  there  was  a  falling  off  reported  in  some 
quarters.  June  sales  were  largely  of  the  sort 
that  are  best  suited  to  the  season. 

Good  Sales  Promotion  Work 

An  attractive  folder  is  being  sent  out  by  the 


St.  Louis  Victor  dealers  containing  the  names 
of  the  Summer  operas  being  given  at  the 
Municipal  Theatre  in  St.  Louis.  It  has  the 
records  from  each  opera  listed,  the  artist,  and 
the  price  of  the  record  and  the  price  of  the 
entire  set  from  each  opera. 

Peeler-Todd  Stage  Opening 
A  highly  successful  opening  of  a  Victrola 
store  was  that  of  Peeler-Todd,  a  new  neighbor- 
hood shop  of  St.  Louis.  W.  A.  Todd,  owner 
of  the  Todd  Jewelry  Co.,  of  Easton  avenue, 
which  has  a  splendid  Victrola  department,  is  a 
partner  in  this  new  store  with  Mr.  Peeler,  who, 
for  many  years,  was  a  successful  druggist  in 
St.  Louis.  The  Peeler-Todd  shop  sent  out  10,- 
000  circulars  advertising  their  opening,  as  well 
as  several  thousand  formal  invitations.  The 
result  was  a  crowded  house.  Penn  Victor  Dogs 
were  given  as  souvenirs  to  the  older  people  and 
Victor  Puzzles  to  the  children. 

Mrs.  L.  R.  Tippin  Retires  From  Business 
Mrs.  L.  R.  Tippin,  who  has  been  assistant  to 
Manager  Hosier,  of  the  Scruggs,  Vandervoort 
&  Barney  talking  machine  department,  resigned 


=THE  Artopltone  CORP.= 
Same-Day  Service 

is  the  kind  of  service  that  a  live  dealer  demands  from 
a  distributor.  Our  stock,  complete  and  right  up-to-date, 
enables  us  to  supply  you  with  jmy  quantity  of  Okeh 
records — and  we  ship  out  your  order  the  same  day  it  is 
received. 

Same-Day  Service 

We  have  built  an  enviable  reputation  for  unvarying 
promptness  and  efficiency  and  being  ready  to  co-operate 
with  our  dealers  in  every  way. 

Same-Day  Service 

We  want  to  add  dealers  to  our  list  who  are  looking  for 
quick  sales  and  good  profits — the  kind  of  dealers  who 
will  act  vTith  us  for  our  mutual  benefit  and  who  will  ap- 
preciate the  value  of  Same  Day  Service. 
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recently  to  accompany  her  husband  to  Detroit, 
where  he  took  a  position  with  the  J.  L.  Hud- 
son Co.,  Mrs.  Tippin  retiring  from  business 
life.  Her  successor  as  Mr.  Hosier's  assistant  is 
Miss  Rena  B.  Wilson,  who  was  associated  with 
him  for  five  years  at  the  Jenkins  store  in 
Kansas  City,  before  he  came  to  St.  Louis,  and 
who  has  been  in  his  department  here  since 
November. 

Edison  Sales  Maintain  Pace 

May  kept  an  even  pace  with  the  previous 
month  at  the  store  of  the  Silverstone  Music 
Co.,  Edison  distributor.  The  $175  console  was 
the  big  seller  of  the  month,  with  higher  priced 
machines  crowding  it  for  favor.  L.  M.  Schlude 
was  the  high  man  for  the  month  on  machine 
sales.  The  demand  for  Edison  records  continues 
to  grow  with  the  popular  hits  leading. 

O.  A.  Reynolds,  traveling  representative  of 
the  Silverstone  Music  Co.,  returned  from  a  trip 
through  southern  Illinois,  and  after  remaining 
in  town  a  few  days  started  on  a  trip  through 
northwestern  Missouri. 

William  Miller,  for  several  years  with  the 
Silverstone  Music  Co.,  resigned,  effective  June  1, 
to  become  an  automobile  salesman. 

Griffith  P.  Ellis  a  Visitor 

Griffith  P.  Ellis,  of  the  Chicago  Talking  Ma- 
chine Co.,  after  spending  three  months  in  San 
Antonio,  Tex.,  for  the  benefit  of  his  health, 
stopped  here  for  a  little  visit  with  W.  P.  Geiss- 
ler,  manager  of  the  Famous  &  Barr  talking 
machine  department,  while  en  route  to  his  home 
in  Chicago. 

News  Brieflets 

Leon  C.  Samuels,  field  representative  of  the 
Wasmuth-Goodrich  Co.,  Peru,  Ind.,  manufac- 
turer of  the  Emerson,  with  headquarters  in 
Chicago,  spent  a  few  days  in  St.  Louis  recently. 

Manager  F.  S.  Horning,  of  the  Stix,  Baer  & 
Fuller  talking  machine  department,  says  the 
Brunswick  York  model  has  been  going  strong 
the  past  month,  and  he  also  reports  a  big  sale 
in  portables  and  records. 

Lloyd  Egner,  of  the  Victor  Co.,  was  here 
recently,  returning  East  from  a  Western  trip. 

R.  W.  Jackson,  branch  manager  of  the  Bruns- 
wick Co.  here,  and  J.  H.  Bennett,  district  man- 
ager, were  in  Chicago  the  latter  part  of  May 
making  arrangements  for  the  Brunswick  exhibit 
at  the  convention. 

A.  C.  Hoffer  and  T.  Maune,  of  the  Baldwin 
Piano  Co.  talking  machine  department,  were  at 
the  Chicago  convention.  A.  De  Merville,  of  the 
De  Merville  Music  Co.,  also  was  present. 

"Barney  Google"  came  to  town  the  latter 
part  of  May,  and  everybody  knew  that  he  was 
here,  with  Spark  Plug  in  tow.  The  hospitality 
for  the  latter  included  hay,  excelsior  and  saw- 
dust, placed  within  easy  reach  in  the  show 
windows.  The  sale  was  fast  and  furious  and 
some  of  the  stores  were  out  of  these  records 
before  the  end  of  the  week. 

Another  arrival  of  late  May,  of  a  different 
class,  was  the  new  220  model  Victrola,  to  sell 
at  $200.    Victor  dealers  expressed  the  conviction 
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that  it  was  just  right  in  size,  appearance  and 
price  to  catch  on  big. 

Manager  T.  W.  Hindley,  of  the  Aeolian  Co.'s 
Vocalion  department,  put  on  a  campaign  re- 
cently in  which  Emerson  consoles  were  fea- 
tured. He  reports  that  Victors  and  Vocalions 
are  also  going  well. 

The  talking  machine  department  of  the  Shap- 
leigh  Hardware  Co.,  under  the  management  of 
A.  E.  Hoeger,  is  featuring  the  Harmograph 
talking  machines  and  records,  practically  a  new- 
comer in  this  field.  The  BrilHantone  and  gilt- 
edge  needles  and  a  full  line  of  accessories  are 
carried  in  Mr.  Hoeger's  department.  Mr. 
Hoeger  is  planning  a  trip  through  the  South. 
Re-enters  the  Trade 

Mrs.  Clementine  Englemann,  who,  prior  to 
her  marriage  a  year  ago,  was  well  known  in 
talking  machine  circles  in  St.  Louis  as  Miss 
Kimm,  is  again  with  the  talking  machine  de- 
partment of  the  Kieselhorst  Piano  Co. 

The  Conroy  Piano  Co.  has  discontinued  its 
East  St.  Louis  store,  where  the  Columbia  line 
was  handled. 

Victor  Educator  Here 

Miss  Marie  Finney,  of  the  educational  de- 
partment of  the  Victor  Co.,  has  been  spending 
a  few  days  in  and  near  St.  Louis.  Miss  Finney 
did  some  educational  work  in  the  Alton,  111., 
schools,  where  her  appearance  had  been  ar- 
ranged by  the  Victor  dealer,  J.  A.  Kieselhorst. 
Tuesday'  was  spent  in  Belleville,  111.,  schools. 
Miss  Finney  is  on  her  way  to  the  Missouri 
Teachers'  Colleges  in  Kirksville  and  Maryville. 
E.  C.  Rauth  Honored  on  Good- Will  Tour 

E.  C.  Rauth,  of  the  Koerber-Brenner  Co.,  ac- 
companied the  Good-Will  Tour  arranged  by  the 
Chamber  of  Commerce  into  towns  in  Illinois 
and  Indiana.  A.  E.  Schanuel,  of  the  Goeder  & 
Schanuel  Advertising  Co.,  accompanied  him.  At 
Herrin,  111.,  home  of  one  of  the  Cline-Vick 
stores,  a  special  window  display  greeted  Mr. 
Rauth.  This  was  the  work  of  Miss  Fleata 
Trout,  manager  of  the  Victrola  department. 
Record  stands  and  streamers  announced,  "St. 
Louis  to  the  Front."  At  Harrisburg,  111.,  a 
special  newspaper  advertisement  was  used  by 
L.  L.  Parker  to  emphasize  the  occasion.  It 
read  "Welcome  to  Harrisburg — All  Members  of 
the  St.  Louis  'Good-Will'  Tour,  and  especially 
E.  C.  Rauth,  vice-president  and  sales  manager, 
and  Arthur  Schanuel,  special  advertising  repre- 
sentative of  the  Koerber-Brenner  Co.,  distribu- 
tor of  Victor  products. — Greetings  from  Lloyd 
L.  Parker,  The  Music  Man." 

Planning  Long  Vacation 

Miss  Margaret  Hibbeler,  of  the  Victrola  de- 
partment of  Hellrung  &  Grimm  House  Furnish- 
ing Co.,  and  Miss  Marie  Auberman,  of  the  same 
department  of  Scruggs-Vandervoort-Barney  Dry 
Goods  Co.,  will  leave  early  in  June  for  a  three 
months'  absence  in  Colorado. 

Brunswick  "Barney  Google"  Send-off 

Through  the  untiring  efforts  of  R.  F.  Novy 
and  E.  F.  Stevenson,  of  St.  Louis,  city  represent- 
atives of  the  Brunswick-Balke-Collender  Co., 
the  release  of  the  famous  "Barney  Google"  on 
Brunswick  records  was  made  quite  an  event,  in 
that  life-size  colored  cut-out  replicas  of  these 
two  world-famous  characters  were  made  up  by 
these  two  enterprising  young  men  for  dealers. 

A  large  Barney  Google  was  constructed  for 
the  Kieselhorst  Piano  Co.  to  be  placed  in  front 
of  its  establishment,  and  Barney's  posture  was 
that  of  leaving  the  Kieselhorst  establishment 
with  an  air  of  extreme  satisfaction. 

Equally  attractive  windows  were  prepared  by 
the  Baldwin  Piano  Co.,  Kirkland  Piano  Co.  and 
the  Lehman  Piano  Co. 

The  Meyer  Piano  Co.  also  had  an  attractive 
window  display  on  this  record.  This  window 
attracted  so  many  that  traffic  was  blocked. 

Miss  I-.  Pickle,  in  charge  of  the  record  de- 
partment of  the  T.  D.  Music  Box,  will  enjoy  a 
sojourn  of  two  months  in  Europe  sailing  on  the 
Belgenland  from  New  York  June  13. 

Gene  Rodemich's  Brunswick  orchestra  ap- 
peared on  the  stage  of  the  New  Grand  Central 
Theatre  week  of  June  6,  featuring  Brunswick 
records  and  Larry  Conley,  trombone  player. 


Phonograph  Parts  and  Supplies 

MOTORS,  TONEARMS,  SOUNDBOXES,  SPRINGS  AND  NEEDLES  OUR  SPECIALTY 


Lowest  Prices  and  Best  Qualities  Always  Available  for  Delivery  Anywhere 

Send  for  Bargain  List  of  Repair  Parts  and  Motors 

THE  VAL'S  ACCESSORY  HOUSE 

1000-1002  Pine  Street  St.  Louis,  Mo. 


W.  F.  Nipper,  formerly  traveling  representa- 
tive for  the  Brunswick-Balke-Collender  Co.  in 
southern  Tennessee,  is  now  general  manager 
of  the  Hollenberg  Music  Co.,  of  Little  Rock. 

The  Brunswick  Co.  has  just  opened  another 
branch  in  New  Orleans,  La.,  for  the  further- 


Kieselhort's  "Barney  Google"  Window 

ance  of  100  per  cent  service  to  its  dealers  in 
that  vicinity.  This  branch  is  a  pait  of  the  St. 
Louis  branch  and  is  under  the  jurisdiction  of 
R.  W.  Jackson,  branch  manager  of  St.  Louis. 

The  first  Victor  and  the  last,  with  30  years 
between,  is  an  exhibit  which  has  been  attract- 
ing attention  to  the  Famous  &  Barr  Co. 
Koerber-Brenner  Dealers  Meet 

The  "Summer  slump,"  which  was  analyzed 
and  visualized  in  the  Koerber-Brenner  advance 
list  of  July,  was  further  analyzed  and  in  a 
measure  pulverized  at  the  monthly  meeting  of 
the  Koerber-Brenner  Victor  dealers  at  the  Cen- 
tury Boat  Club  here  on  the  evening  of  May  31. 
The  advance  list  presented  a  picture  which  it 
called  "The  Valley  Ahead."  It  showed  an  auto- 
mobile on  the  edge  of  June,  which  was  about  to 
slip  into  the  deep  valley  of  June,  July  and  Au- 
gust, representative  of  the  way  business  dips 


for  most  merchants.   This  was  the  explanation: 

"To  strike  an  average  we  took  ten  different 
dealers,  five  in  St.  I-ouis  and  five  in  other  towns, 
and  as  widely  varying  in  size  and  conditions  as 
we  could  find.  Then  we  dug  into  our  books  for 
the  dope  on  what  we  shipped  to  them  each 
month  last  year. 

"After  a  lot  of  careful  figuring  we  found  that, 
if  we  took  100  per  cent  to  represent  an  aver- 
age month's  business  for  the  ten  dealers,  the 
business  actually  done  during  the  various 
months  of  the  year  ran  above  or  below  100  per 
cent  as  shown  on  the  picture.  For  instance, 
January  was  140,  or  40  per  cent  above  the  aver- 
age, while  July  was  60,  or  40  per  cent  below. 

"Right  now  you're  right  on  the  edge  of  the 
valley — just  where  the  automobile  is  on  the 
picture — the  beginning  of  the  steep  descent.  It 
may  be  easy  and  pleasant  to  go  coasting  along 
down  hill,  with  the  motor  idling  or  shut  of?. 
But  it's  lots  pleasanter  to  bowl  along  on  the 
level,  even  if  you  do  have  to  step  on  the  gas. 

"It  isn't  to  'rub  it  in'  that  we  dig  up  figures 
and  draw  pictures.  The  road  leads  down 
through  the  valley  (at  least  it  did  last  year); 
there  isn't  any  other  road.  The  only  way  to 
keep  sales  from  taking  a  downward  course  is 
to  bridge  the  valley." 

So  when  the  forty-five  or  fifty  dealers  got 
together  at  the  club,  after  eating  to  brace  their 
spirits,  they  talked  "Summer  slump."  Val  Reis, 
Frank  Horning,  William  Bauer  and  T.  W.  Hind- 
ley  were  the  principal  speakers.  They  all  agreed 
that  the  thing  to  do  with  the  Summer  slump 
was  to  fight  it. 

With  Mr.  Hindley  as  song  leader  and  Mrs. 
Hindley  at  the  piano  they  sang  some  of  the  old 
songs.  What  with  the  talking  and  singing  there 
was  no  time  left  for  demonstration  of  July 
records,  but  they  had  Victrola  with  their  meal 
and  Victrola  for  the  dancing  which  followed. 
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KANSAS  CITY 

Schmehzer  Co.  T'ictor  Business  Taken  Over  by  J.  IF.  Jenkins  Sons 
Co. — A^ezv  Lines  Added — Completing  Blackman  Store — The  News 


Kansas  Citv,  Mo.,  Tune  7. — The  most  notable 
event  which  has  taken  place  in  talking  machine 
circles  here  during  the  month  is  the  retire- 
ment of  the  Schmelzer  Co.  from  the  wholesale 
Victor  trade  and  the  taking  over  of  all  the  Vic- 
tor wholesale  business  by  the  J.  W.  Jenkins 
Sons  Music  Co.,  which  will  now  practically 
control  most  of  the  Victor  distributing  business 
of  four  States. 

Fred  Jenkins,  Jr.,  who  has  had  charge  of  the 
wholesale  department  of  the  Jenkins  Co.,  will 
continue  as  head  of  the  combined  business.  He 
has  grown  into  this  position  and  his  thorough 
knowledge  of  not  only  the  business,  but  the 
territory  which  the  company  is  to  serve,  makes 
him  well  fitted  for  the  larger  responsibilities 
which  have  come  to  him.  He  will  be  assisted 
by  a  number  of  men  who  come  from  the  head- 
quarters of  the  Victor  Co.  and  the  business  will 
be  developed  to  still  larger  proportions  than  in 
the  past. 

Walter  Lyman,  formerly  of  the  Schmelzer 
Co.'s  Victor  organization,  will  be  connected 
with  the  Jenkins  Co.  from  this  time  on.  Also, 
Miss  Hammett,  of  the  wholesale  record  depart- 
ment, will  assume  similar  duties  with  the  Jen- 
kins Co. 

Plan  Monthly  Victor  Dealer  Meetings 

Among  the  plans  for  the  enlargement  of  the 
business  is  a  monthly  meeting  of  Victor  dealers 
from  the  four  States  whose  business  centers 
here.  The  first  of  these  meetings,  held  Tues- 
day night,  was  very  successful.  The  talks  by 
Mr.  Jenkins  and  the  new  members  of  his  force 
were  much  appreciated  and  were  inspirational. 
There  has  been  devised  a  plan  for  offering 
prizes  to  dealers  which  is  expected  to  create 
considerable  interest.  The  meeting  was  held  at 
the  Baltimore  Hotel  and  had  a  social  value,  as 
well  as  a  purely  business  one. 

New  Edison  Dealers 

John  J.  Van  Scoyoc,  of  Alton,  Kan.,  has  just 
recently  taken  on  the  Edison  agency.  Another 
dealer  who  now  handles  the  Edison  is  A.  G. 
Scaverns,  Hoxie,  Kan. 

The  Lynn  Music  Co.,  Fairfax,  Okla.,  has  just 
sold  its  entire  stock  to  the  Osage  Music  Co., 
which  will  continue  the  Edison  agency. 


The  Gates  Drug  Co.,  Hominy,  Okla.,  has  sold 
out  to  the  Barnes  Music  Co.,  which  will  repre- 
sent the  Edison  line  in  that  city. 

Visitors  to  Edison  Headquarters 

The  following  Edison  dealers  visited  the  Pho- 
nograph Co.,  in  Kansas  City,  during  the  past 
month:  Carl  Latenser,  Carl  Latenser  Music 
Co.,  Atchison,  Kan.;  Alderson,  Alderson  Bros., 
Erie,  Kan.;  L.  K.  Bannon,  Ingalls,  Kan.;  F.  G. 
Mortiboy,  Topeka  Music  Co.,  Topeka,  Kan.;  F. 
H.  Allen,  Allen  Alusic  Co.,  Independence,  Mo.; 
W.  G.  Hutchens,  Hutchens  Music  Store,  Lees 
Summit,  Mo.;  C.  J.  Eriksen,  Eriksen  Furn.  Co., 
Lavvrence,  Kan.;  A.  N.  Pickerell,  Pickerell  Mu- 
sic Co.,  Independence,  Kan.,  and  Cherryvale, 
Kan.;  Mr.  Stephens,  of  Church  Stephens  Furn. 
Co.,  Liberty,  Mo.;  Mr.  O'Brien,  of  Nelson  & 
O'Brien,  Plattsburg,  Mo.;  F.  W.  Haight,  Pio- 
neer Hardware  Co.,  Burlington,  Mo.;  J.  M. 
Voder,  Herington,  Kan. 

New  Blackman  Store  Nearing  Completion 

Work  on  the  new  store  of  the  Blackman  Mu- 
sic Co.,  1209-11  Walnut  street,  is  rapidly  near- 
ing completion.  This  new  store  will  have  two 
of  the  finest  windows  in  Kansas  City  for  the 
display  of  pianos  and  Edison  phonographs. 
Very  elaborate  demonstrating  rooms  have  been 
arranged  for  and  will  soon  be  completed.  The 
formal  opening  occurs  the  week  of  June  11, 
with  Frederick  E.  Colber,  of  New  York,  com- 
poser-pianist, assisting.  Various  local  artists 
will  participate. 

Victor  for  Governor's  Mansion 

Arrangements  have  been  made  for  the  instal- 
lation in  the  governor's  mansion,  in  Jefferson 
City,  of  a  beautiful  No.  415  English  brown  elec- 
tric Victrola.  The  deal  was  effected  by  E.  G. 
Kathan,  Victor  dealer,  of  Trenton,  Mo.,  which 
is  the  home  of  Governor  Hyde. 

Artophone  Portable  Popular 

Manager  Guttenberger,  of  the  local  branch 
of  the  Artophone,  has  just  returned  from  a  suc- 
cessful trip  through  Kansas  and  Oklahoma.  He 
found  a  great  demand  for  portable  machines 
and  Okeh  records.  Miss  Wise,  the  office  secre- 
tary of  the  branch,  states  that  the  company  is 
getting  gratifying  results  from  its  advertising 
in  connection  with  the  visit  to  Kansas  City  of 
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the  colored  artist,  Sarah  Marty,  who  is  booked 
to  appear  at  the  Lincoln  Theatre  here  next 
week.    Her  song,  "Michigan  Water  Blues,"  is 
making  quite  a  hit  with  her  own  people. 
New  Columbia  Models  in  Demand 

The  local  Columbia  branch  reports  a  remark- 
ably large  business  in  records  for  the  month 
just  closed.  The  campaign  to  dispose  of  old 
models  which  were  on  hand  has  been  about 
completed  and  a  very  satisfactory  business  in 
the  new  cabinets  is  being  done. 

Planning  Artists'  Tie-up 

Victor  dealers  in  Kansas  City  are  preparing 
to  tie  up  with  the  appearance  of  the  Bargy  Or- 
chestra, which  will  play  a  week's  engagement 
at  the  Main  Street  Theatre.  Special  invitations 
will  be  sent  to  all  the  local  members  of  the  In- 
ternational Clubs — the  Rotarians,  Kiwanis, 
Lions,  Co-operative.  Window  displays  will  be 
devised  by  the  Main  Street  Theatre  artists  for 
the  use  of  the  dealers.  A  clever  stunt  used  by 
the  Bargy  Orchestra  in  impressing  on  the  audi- 
ence that  the  music  rendered  by  it  can  be  se- 
cured on  Victor  records  consists  of  a  moving 
picture  shown  just  before  the  curtain  rises,  in 
which  is  seen  a  happy  family  and  in  the  midst 
a  Victrola.  One  of  the  members  of  the  family 
places  a  record  on  the  machine  in  response  to 
a  request  for  a  Bargy  selection.  And  then  the 
members  of  the  orchestra  file  in  and  play  the 
selection  called  for.  This  stunt  will  be  used 
here  to  increase  the  sale  of  the  records  next 
week. 

J.  A.  Arbor  Joins  Jenkins  Staff 

J.  A.  Arbor,  formerlj'  in  charge  of  the  Vic- 
trola department  of  Fred  Kaiser,  Ottawa,  Kan., 
has  been  added  to  the  traveling  staff  of  the  J. 
W.  Jenkins  Sons  Music  Co.  and  will  specialize 
in  the  sale  of  Victor  products. 

DISTRIBUTING  NEW  TONE  ARM 

Favorite  Mfg.  Co.  Making  Quantity  Deliveries 
— J.  G.  Stadelmann  Joins  Organization — To 
Issue  New  Illustrated  Catalog 


The  Favorite  Mfg.  Co.,  105  East  Twelfth 
street,  New  York  Cit}^  is  now  making  quantity 
deliveries  of  its  new  tone  arm.  The  talking 
machine  equipment  made  by  this  concern  was 
introduced  to  the  trade  some  months  back,  and 
the  demand  has  constantly  increased  since  that 
time,  making  it  necessary  for  the  manufacturer 
to  enlarge  production. 

J.  G.  Stadelmann  recently  joined  the  Favorite 
organization  in  the  capacity  of  sales  and  ad- 
vertising manager.  Mr.  Stadelmann  has  had 
long  experience  in  the  sales  field  and  in  traffic 
and  production,  and  he  has  special  qualifications 
as  a  business  efficiency  expert. 

The  Favorite  Mfg.  Co.  will  shortly  issue  a 
new  illustrated  catalog  of  motors,  tone  arms, 
sound  boxes,  musical  merchandise  and  acces- 
sories. The  catalog  will  list  revised  prices  of 
its  products. 

Carl  Kronenberger,  head  of  the  company,  in 
a  recent  statement  to  a  representative  of  The 
World,  stated  that  talking  machine  manufac- 
turers are  enjoying  a  greatly  increased  business, 
particularly  in  the  portable  field,  as  is  indicated 
by  orders  for  motors,  springs  and  other  talk- 
ing machine  parts. 

The  Thomas  Music  House,  of  Scranton,  Pa., 
has  taken  on  the  Victor  line,  and  expects  a  big 
business  during  the  rest  of  the  year. 
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Our  New  Adaress 


383  MADISON  AVENUE 

IN  order  to  properly  provide  for  the  growing  requirements  of  our  business,  we  are  moving, 
the  middle  of  June,  to  spacious  new  quarters  in  the  handsome  building  which  has  just 
been  erected  at  the  corner  of  46th  Street  and  Madison  Avenue,  New  York  City. 

Here  we  will  have  more  than  double  the  space  we  occupy  at  present,  and  here  we  will  be 
situated  in  the  heart  of  the  newest  and  finest  uptown  business  section  of  the  Metropolis. 

We  hope  each  one  of  our  readers  will  favor  us  with  a  visit  to  our  publishing  headquarters 
and  will  make  a  complete  inspection  of  our  new  home. 

Meanwhile  we  ask  that  you  kindly  correct  your  records  to  correspond  with  our  new  address. 
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Portable  Sales  Lead  an  Active  Demand  for  AU  Lines — Badger- 
Carberry  Concerns  Consolidate — N etv  Store  Opens — Other  News 


Milwaukee,  Wis.,  June  11. — Although  the  rush 
for  the  country  has  not  3'et  begun,  local  talking 
machine  dealers  report  a  heavy  sale  of  the 
portable  styles,  and  they  look  to  see  this  month 
and  the  next  establish  new  high  marks  for  sales 
of  these  particular  types.  In  the  meantime, 
business  in  the  standard  instruments  is  active; 
records  are  moving  very  well.  General  opinion 
in  the  trade  is  full  of  optimism. 

Ordinarily  business  begins  to  slow  up  shortly 
after  the  Easter  holiday,  but  this  year  it  has 
been  well  sustained.  There  is  hardly  a  dealer 
who  is  not  able  to  report  a  healthy  gain  in  May 
^nd  June  sales  over  last  year,  and  some  declare 
they  have  surpassed  the  wonderful  marks  set  up 
three  years  ago,  before  the  general  depression 
began  to  show  its  effect. 

Wholesale  trade,  while  now  not  so  sharply 
active  as  a  month  ago,  is  not  a  bit  disappoint- 
ing. There  are  some  dealers  who  are  beginning 
to  place  orders  for  Fall  delivery,  with  fair 
orders  to  piece  out  stocks  that  are  being  turned 
over  currently.  Some  dealers  are  of  the  opinion 
that  talking  machines  are  going  to  be  hard  to 
get  next  September  and  October,  when  they  will 
need  lots  of  merchandise  to  fill  the  demand  that 
will  keep  them  busy  past  the  holidays,  and  they 
are  losing  no  time  in  getting  as  much  stock  as 
their  finances  will  allow  while  merchandise  is 
fairly  free. 

Victor  Dealers  Enjoying  Good  Trade 

Harry  A.  Goldsmith,  secretary  of  the  Badger 
Talking  Machine  Co.,  Victor  jobber  in  Wiscon- 
sin and  Upper  Michigan,  says  that  Victor  deal- 
ers are  enjoying  a  very  good  trade,  judging  by 
the  orders  coming  for  immediate  delivery. 
Stocks  are  by  no  means  plentiful,  and  in  some 
of  the   more   popular-price    styles    new  goods 


are  hard  to  furnish  right  away.  As  a  rule, 
however,  orders  are  getting  good  dispatch. 
With  records  the  situation  is  not  quite  so  favor- 
able, and  back  orders  are  probably  larger  at 
this  time  than  they  have  ever  been  as  the  mid- 
dle of  June  approaches. 

Badger-Carberry  Amalgamation 
One  of  the  events  of  the  month  in  ^Milwaukee 
was  the  merger  of  the  Badger  Music  Shop, 
Victor  dealer,  and  the  Frederick  Carberry  Co., 
Brunswick  dealer  and  representative  of  the 
Chickering  Ampico.  The  new  company  is 
known  as  the  Badger  Music  Shop,  Carberry- 
Parker  Co.,  with  Leslie  C.  Parker,  head  of  the 
Badger  Co.,  as  president  and  active  manager 
of  the  Grand  avenue  (Badger)  store,  and  Mr. 
Carberry  as  vice-president  and  active  manager 
of  the  East  Side  (Carberry)  store.  The  Badger 
Shop  at  Fond  du  Lac  is  included  in  the  merger. 
The  management  will  continue  to  be  vested  in 
J.  A.  Sandee,  who  has  also  been  elected  a  vice- 
president  of  the  merged  company.  The  Badger 
Shop  is  the  development  of  a  pioneer  talking 
machine  business  founded  in  1904  by  Lawrence 
McGreal,  at  one  time  one  of  the  largest  and 
best-known  distributors  and  retailers  in  the 
West. 

Campaign  on  Rekordo  Rekords 

The  Yahr  6c  Lange  Drug  Co.,  Sonora  and 
Okeh  jobber  in  Wisconsin  and  the  Upper 
Peninsula  of  Michigan,  has  popularized  the  Re- 
kordo Rekord  to  an  unusual  extent  in  the  past 
month.  In  conjunction  with  the  Milwaukee 
Sentinel,  there  has  been  going  on  a  competition 
open  to  any  man,  woman  or  child  in  Wisconsin. 
A  committee  of  judges  will  listen  to  the  Rekords 
submitted  and  select  the  best  ones,  the  maker 
of   which    will    receive   a   suitable    reward  for 


merit.  Thousands  of  Rekordo  records  have 
been  sold  in  this  way.  The  Lyric  Music  Co., 
one  of  the  largest  of  the  Yahr  and  Lange  dealer 
organizations  in  this  city,  has  shared  well  in 
this  trade.  The  Badger  Music  Shop,  Edmund 
Gram,  Inc.,  the  Kesselman-O'Driscoll  Music 
Co.  and  the  Hambitzer  Music  House  also  par- 
ticipated in  the  campaign  to  excellent  advan- 
tage. 

Sonora  Business  Active 

Sonora  business  is  active,  both  at  wholesale 
and  retail,  while  Okeh  records  are  establishing 
new  marks  in  sales  and  becoming  well  known 
in  every  home  as  the  result  of  the  intensive 
cultivation  of  potentialities  by  the  Yahr  & 
Lange  Co.,  which  is  a  conspicuous  example  of 
fine  co-operation  with  its  retail  merchandising 
organization.  This  is  one  of  the  principal  reasons 
for  the  phenomenal  success  the  house  has  made 
of  its  musical  merchandise  department  since  this 
was  established  several  years  ago. 

New  Columbia  Styles  Popular 

The  new  Columbia  styles  are  meeting  a  splen- 
did reception  in  the  Wisconsin  territory  and 
with  some  of'  the  best  and  largest  dealers  in 
Milwaukee  now  pushing  the  line  with  intensity, 
new  marks  for  sales  are  steadily  being  made. 
The  Columbia  record  likewise  is  gaining  ground 
d-aily  and  sales  since  January  1  have  exceeded 
those  in  any  similar  period  in  history. 

Thiery  Co.  Opens  Ground  Floor  Store 

The  Thiery  Piano  &  Phonograph  Co.  recently 
opened  its  new  ground-floor  store  at  516  Grand 
avenue,  where  for  many  years  A.  G.  Kunde 
pioneered  the  Columbia,  and  where  later  the 
Winter  Piano  Co.  maintained  its  downtown 
store.  The  head  of  the  company  is  J.  B.  Thier}', 
formerly  conducting  a  large  mail-order  piano, 
organ  and  talking  machine  business  at  422-428 
Jackson  street.  As  a  retailer,  the  Thiery  com- 
pany is  featuring  the  Columbia  line. 

Demand  for  Consoles  Continues 

Brunswick  remains  a  name  to  conjure  with 
when  reviewing  the  talking  machine  trade  in 
Wisconsin  and  northern  ^Michigan.  In  the  con- 
sole types  especially  business  is  so  good  that 
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Headquarters  for  Mica  Diaphragms 

We  are  IMPORTERS  of  MICA  and  MANUFACTURERS  of  MICA  PRODUCTS. 
Our  diaphragms  are  of  the  highest  quality. 

We  make  diaphragms  of  India,  Brazilian  and  African  Mica  in  any  size, 

tfiickness  and  center  fiole. 
Let  us  know  your  requirements.  Prices  and  samples  upon  request. 

STENZEL  MICA  CORPORATION 

New  Dorp  Station  Staten  Island,  N.  Y. 

Telephone  Dongan  Hills  399 


the  local  branch  has  difficulty  in  keeping  its 
dealers  supplied. 

Sell  Rights  to  Talking  Machine  Device 

Authenticated  reports  come  from  Marshfield, 
Wis.,  that  L.  G.  Thon,  member  of  the  Roamer 
Phonograph  Mfg.  Co.,  of  that  city,  has  accepted 
a  generous  offer  for  the  complete  rights  to  an 
ingenious  talking  machine  device,  which  he  in- 
vented and  patented  during  the  past  year.  The 
purchaser  is  a  New  York  concern. 

Enthused  Over  Trade  Outlook 

Edison  retailers  in  Milwaukee  are  enthused 
over  the  state  of  business  at  a  time  when 
usually  trade  is  slow,  and  increases  in  Edison 
phonograph  and  record  sales  are  commensu- 
rately  good. 

Music  dealers  throughout  the  city  generally 
tied  up  with  the  observance  of  Better  Homes 
Week.  There  were  many  exhibitors,  including 
talking  machine,  piano  dealers  and  furniture 
houses  which  had  talking  machines  in  their  ex- 
hibits. 

Many  Attend  the  Convention 
The  convention  of  the  music  industries  in 
Chicago  the  early  part  of  this  month  attracted 
many  members  of  the  local  wholesale  and  retail 
trade.  .A  large  delegation  left  this  city,  which 
not  only  included  executives,  but  members  of 
sales  organizations  as  well. 


INTERESTING  ISSUE  OF  PATHE  NEWS 

Latest  Issue  of  Pathe  Phonograph  &  Radio 
Corp.  House  Organ  Contains  Much  That  Is 
of  Interest  to  the  Retail  Trade 


The  latest  issue  of  Pathe  News,  published  by 
the  Pathe  Phonograph  &  Radio  Corp.,  Brook- 
lyn, N.  Y.,  in  the  interest  of  its  dealers,  features 
strongly  the  Pathe  radio  loud  speaker,  together 
with  a  special  offer  to  the  retailer  in  connec- 
tion with  the  same.  This  loud  speaker  was 
paid  a  glowing  tribute  in  a  recent  issue  of  the 
New  York  Tribune  and  awarded  a  certificate  of 
merit  after  being  thoroughly  tested  in  the 
Tribune  Institute  Radio  Laboratory. 

Many  interesting  news  articles  and  sales  sug- 
gestions are  given.  An  excellent  article  on 
"Pathe  Record  Salesmanship,"  by  Ida  Ellis 
Gustam,  covers  this  end  of  the  business  in  an 
entirely  comprehensive  manner. 

Other  articles  cover  the  great  success  of  the 
new  Pathe  oval  horn,  the  Pathe  electric  motor, 
the  model  H  Actuelle,  the  Skyscraper  record 
rack,  foreign  language  records,  and  many  other 
interesting  subjects.  The  last  page  is  entirely 
devoted  to  retail  advertising  copy  suggestions. 


TOPEKA  MUSIC  CO.  GIVES  RECITAL 

ToPEKA,  Kan.,  June  6. — The  Topeka  Music  Co., 
Edison  dealer  in  this  city,  recently  held  a  very 
effective  "Complimentary  Recital"  as  a  means 
of  arousing  greater  interest  in  the  musical  merit 
of  the  New  Edison.  The  artists  were  Irma 
Lewis,  soprano;  George  Barnes,  organist  and 
baritone,  and  Mrs.  H.  S.  Bailey,  pianist.  The 
concert  was  held  in  the  First  Christian  Church 
of  Topeka  on  the  evening  of  May  25,  and  the 
affair  also  included  a  worth-while  talk  by  M.  M. 
Blackman,  the  well-known  Edison  jobber  of 
Kansas  City,  entitled  "An  Appreciation  of 
Music."  Needless  to  add  the  New  Edison 
played  a  prominent  part  in  the  program  and  it 
aroused  considerable  enthusiasm. 


TIE=UP  WITH  EDISON  ARTIST 

Jenny  Lind  Concert  by  Frieda  Hempel  Made 
Occasion  of  Successful  Drive  by  N.  B.  Carver 
&  Sons,  Hanover,  Pa.,  Dealers 


Hanover,  Pa.,  June  8. — A  good  example  of  how 
the  enterprising  retail  phonograph  merchant  can 
successfully    tie    up  with  a  great    artist  was 

r 


demonstrated  recently  by  N.  B.  Carver  &  Sons, 
Edison  dealers  of  this  city.  When  Miss  Frieda 
Hempel,  distinguished  Edison  artist,  appeared 
in  that  city  during  the  current  Spring  season, 
this  company  inserted  a  half  page  advertise- 
ment in  the  local  papers  featuring  Miss  Hempel 
as  the  "Jenny  Lind  of  To-day,"  and  also  her 
appearance  in  concert  at  the  Hanover  Opera 
House,  and  calling  attention  to  her  re-created 
art  on  the  New  Edison.  The  advertisement, 
which  included  two  striking  portraits  of  Miss 
Hempel,  also  offered  free  to  those  who  called  in 
at  the  store  an  autographed  photogravure  of 
Miss  Hempel  and  a  souvenir  program  of  her 
Jenny  Lind  concert. 

Simultaneously  a  window  display  was  used, 
featuring  a  full-sized  model  of  Jenny  Lind  and 
of  Miss  Hempel  as  the  modern  Jenny  Lind. 
Attractive  posters  and  display  cards  also  con- 
tributed to  the  success  of  this  window. 


Thought  before  action  insures  against  mis- 
takes. More  than  one  concern  has  failed  be- 
cause of  lack  of  foresight. 
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This  motor  has  a  splendid  reputation  of  eight  years'  multiple  service, 
the  only  electric  equipment  remaining  in  the  field  since  its  start,  and 
there  are  thousands  of  them  running  perfectly  and  with  correct 
timing  of  records. 

Let  us  prove  all  this  to  YOU. 

Sample  will  be  sent  C.  O.  D.  for  $25.00.  Money  refunded  if  not 
perfectly  satisfied.    Give  size  of  motor  board  desired,  for  sample  only. 
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spring  motors.     No  phonograph  complete  without  it. 
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phonographs  wanted  in  every  city. 
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Pomt  of  View 


Western  Division  of  The  World,  Chicago,  III.,  June  11,  1923. 
The  annual  conventions  of  the  American  music  industries,  held  in 
Chicago  during  the  first  week  of  the  month,  were  without  doubt  the 
most  largely  attended,  most  interesting  and  the 
most  valuable  of  any  during  the  last  twenty  years. 
The  talking  machine  branch  of  the  industry  was 
well  represented ;  better,  in  fact,  than  ever  before. 


The 
Great 

Conventions 


But  there  should  have  been  many  more  talking  machine  and  acces- 
sory exhibits ;  whereby  hangs  a  tale.  Two  months  ago  this  paper 
began  to  sound  the  note  of  warning  and  to  tell  talking  machine  men 
not  to  forget  the  great  opportunity  in  the  forthcoming  meetings  to 
become  acquainted  with  the  personalities  in  other  branches  of  the 
music  industry  and  to  exhibit  their  new  ideas  and  products.  It  is 
unfortunate  that  the  warning  went  largely  unheeded,  at  least  till 
too  late.  For  at  the  last  moment  there  was  some  frantic  bidding  to 
get  space  when  space  was  no  longer  available.  More  than  a  few 
manufacturers  of  machines,  records  and  accessories  are  to-day 
wishing  that  they  had  not  put  off  until  it  was  too  late  the  oppor- 
tunity to  get  in  right  at  the  very  middle  of  things.  The  whole  affair 
was  a  great  success,  and  the  fact  that  the  talking  machine  contingent 
was  as  big  as  it  actually  turned  out  to  be  should  encourage  all  those 
who  realize  that  this  business  is  not  only  a  music  business,  but 
almost  the  most  musical  of  all  music  business.  Curious  it  is  that 
some  manufacturers  and  some  merchants  do  not  yet  see  the  force 
of  this  elementary  principle ! 


application,  the  seasonal  fallacy  persists.  It  is  a  great  and  irritating 
fallacy,  but  very  probably  it  could  not  exist  for  a  moment  if  it  were 
not  for  the  way  in  which  competing  interests  clamor  for  the  atten- 
tion of  the  public,  interests  which  are  themselves  in  their  nature 
seasonal.  Probably  not  one  woman  in  a  hundred  really  wants  to 
put  on  ugly  and  uncomfortable  breeches  and  go  out  over  dirty  roads 
to  lie  upon  the  hard  ground  and  call  it  camping ;  but  when  every 
railway  and  sporting-goods  dealer  has  told  her  that  she  is  hope- 
lessly out  of  it  unless  she  goes  with  the  crowd  she  will  probably 
"fall"  for  the  propaganda  and  go.  But  even  that  does  not  mean 
that  every  woman  goes.  The  vacation  talk  might  make  a  thought- 
less person  believe  that  the  whole  population  of  the  country  deserts 
its  customary  homes  for  two  weeks  or  a  month  in  Summer  and 
rushes  to  seashore  or  mountains.  But  it  is  not  so.  Nine-tenths  of 
the  population  stays  home.  Wherefore  the  nine-tenths  should  not 
be  neglected  by  those  who  have  good  things  to  sell.  What  is  a 
better  Summer  companion  than  a  nice  phonograph,  not  too  large  to 
take  out  onto  the  front  or  back  porch  when  needed  during  the  cool 
of  the  evening?  The  talking  machine  business,  in  fact,  is  not  a 
seasonal  business,  and  only  foolish  persons  believe  it  to  be  anything 
of  the  kind. 


That 

Seasonal 

Fallacy 


wSpeaking  of  lost  opportunities  and  the  failure  ever  to  take  a  hint, 
one  may  well  ask  why  on  earth  it  is  that  the  talking  machine 
merchants  as  a  body  seem  to  surpass  even  their 
l)rethren  of  the  piano  industry  in  their  obstinate 
determination  to  regard  the  music  business  as 
seasonal.  The  whole  fallacy  is  based  upon  nvental 
laziness.  In  the  early  days,  when  methods  of  doing  business  and  of 
salesmanship  generally  were  primitive,  and  when  the  civilization  In 
which  most  of  the  people  lived  was  much  less  mature,  buying  and 
selling  were  done  on  a  very  small  scale  and  prosperity  was  very 
thinly  distributed.  In  those  days  seasonal  buying  was  almost  a 
necessity,  for  prosperity  was  dependent  upon  seasonal  events.  Now, 
to-day,  when  the  old  ideas  and  old  facts  have  ceased  to  have  any 


The  conventions  over,  we  settle  down  to  a  sort  of  Summer  lethargy 
for  a  week  or  two,  until  the  effect  of  the  great  week  has  passed 
away.  While  we  are  recovering,  perhaps  it  will 
do  no  harm  to  ask  ourselves  what  are  the  pros- 
pects for  the  months  which  stretch  before  us  till 
next  Christmas.    On  the  whole,  and  in  spite  of 
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the  need  for  some  conservatism  in  thought  and  action,  we  may 
justly  say  that  the  outlook  is  very  bright.  There  is  little  doubt  that 
the  world  is  struggling  back  to  sanity,  nor  should  an}'  statements  be 
taken  with  less  confidence  than  those  of  politicians  who  bolster  up 
their  personal  policies  by  stretching,  very  much  to  their  own  ends, 
the  truth  about  overseas  affairs.  One  must  not  believe  all  one  hears 
about  the  rest  of  the  world.  Reacting,  then,  from  this  fact  to  our 
own  domestic  situation,  the  mid-West  faces  the  future  with  much 
confidence.  It  is  indeed  possible  that  Chicago  will  have  a  street 
railway  strike  on  her  hands  by  the  time  these  words  are  in  print; 
though  no  one  believes  it  will  last  more  than  a  few  days.   But  apart 

from  that  one  can  only  be  astonished  at  the 
wonderful  way  in  which  everything  is  keep- 
ing up.  World  conditions  are  improving  and 
the  domestic  markets  are  reacting  accord- 
ingl)-.  There  is  eveiy  reason  for  confidence, 
though  not  for  recklessness. 
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HALL  FIBRE  NEEDLES 

^They  are  absolutely  distinctive — Not  in  competition  with  any 
other  needle. 

Profitable — because  they  are  responsible  for  the  sale  of  more 
better  class  records. 

Semi-permanent — play  35  to  50  records  with  each  needle. 
Display  them  and  you  will  easily  sell  them. 

HALL  MANUFACTURING  CO. 

Successors  to  B  &  H  FIBRE  MFG.  CO. 

33-35  West  Kinzie  Street,  CHICAGO,  ILL. 


It  is  just  about  as  good  a  time  now  as  it 
will  be  next  November  to  tell  everybody  that 
there  is  never  any  good 
crying  over  spilt  milk,  or 
over  one's  manufacturer's 
inability  to  deliver  goods 


Beginning 

Early 

Enough! 


ordered  at  the  last  moment  for  Christmas 
delivery.  A  little  ordering  done  about  the 
first  of  July,  and  thenceforward,  for  Fall 
and  Winter  delivery,  will  do  much  to  smooth 
the  manufacturer's  path  and  to  make  the 
merchant  this  Fall  easier  in  mind  and  in 
pocket.  Every  year  just  before  the  holidays 
there  is  a  great  clamor  for  machines  by 
dealers  who,  because  of  their  own  neglect, 
have  been  caught  short.  No  doubt  the  same 
conditions  will  prevail  again  this  year,  and 
those  who  (*o  not  heed  'the  urging  for  early 
ordering  will  regret  their  overcaution  when 
it  is  too  late,  but  they  will  have  to  take  their 
medicine. 
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GREAT  CONVENTION  OF  THE  MUSIC  INDUSTRIES 

THE  CENTER  OF  ATTENTION  OF  ENTIRE  TRADE 


Talking  Machine  Men  From  All  Parts  of  the  Country  Take  Important  Part  in  Prosperity  Con- 
vention— Many  Exhibits — Portables  and  Consoles  Lead  Field — Month's  News  and  Activities 


Chicago,  III.,  June  9. — "The  Prosperity  Conven- 
tion" of  the  allied  music  trades  at  the  Drake 
Hotel,  which  came  to  a  close  on  Thursday, 
brought  a  great  gathering  of  prominent  music 
men,  including  many  representatives  of  the  talk- 
ing machine  industrj%  to  Chicago  during  the 
past  four  or  five  days,  and  it  can  be  said  with- 
out any  degree  of  boasting  that  the  City  by  the 
Lake  was  a  generous  and  enthusiastic  host,  and 
everyone  endeavored  to  make  the  stay  of  the 
visitors  as  comfortable  and  enjoyable  as  pos- 
sible. 

There  was  a  very  impressive  exhibition  of 
all  kinds  of  musical  instruments  in  connection 
with  the  convention,  a  great  many  being  dis- 
played at  the  Drake,  and  others  shown  at  hotels 
and  warerooms  downtown.  The  most  notable 
feature  of  the  talking  machine  display  was  the 
splendid  showing  of  consoles  and  portables,  the 
tendency  in  the  latter  being  toward  more  com- 
pactness than  heretofore  as  well  as  lightness  of 
weight. 

While  manufacturers  are  devoting  consider- 
able attention  to  console  models,  it  is  evident 
that  they  are  by  no  means  losing  sight  of  up- 
right cabinets  and  we  can  look  forsvard  to  some 
very  interesting  developments  in  this  line  in  the 
near  future. 

In   the   manufacture  of  parts,   siu  h  as  tone 


arms  and  motors,  there  is  a  decided  improve- 
ment evident  as  regards  design,  and  some  of 
the  older  manufacturers  will  in  all  probability 
place  on  the  market  some  of  the  motors  and 
tone  arms  which  they  carried  "up  their  sleeves" 
during  the  convention,  and  which  were  shown 
only  to  a  select  few.  In  this  connection  it  may 
be  remarked  that  platers  throughout  this  sec- 
tion report  increased  inquiries  on  gold  and  sil- 
ver hardware  for  talking  machines,  and  the 
greatest  amount  of  interest  is  directed  toward 
silver  plating.  This  means  that  the  call  for 
silver  finish  has  materialized  because  talking 
machine  parts  more  effectively  match  Circassian 
walnut,  which  wood  is  growing  in  favor.  Gold 
looks  very  beautiful  on  the  wood  finish,  al- 
though the  soft  tone  of  silver  seems  to  match 
better.  Whether  this  finish  will  be  offered  to 
the  trade  by  the  manufacturers  of  talking  ma- 
chine parts  in  place  of  gold  is  not  definitely 
known.  The  fact  remains,  however,  that  there 
is  evident  a  demand  for  silver  finish  at  present, 
and  what  this  will  lead  to  has  not  been  re- 
vealed as  yet  by  manufacturers. 

Judging  from  the  exhibits  of  talking  machines 
made  in  connection  with  the  convention  there 
is  apparent  a  desire  among  manufacturers  to 
make  changes  of  importance  in  the  console  lines 
which  may  be  featured  more  stronL;1v  than  anv 


other  design.  The  tendency  is  to  put  out  a 
new  low-priced  console  of  high  grade,  and  this 
idea  seems  more  or  less  standardized. 

Retailers  who  were  visitors  to  Chicago  dur- 
ing the  convention  report  that  consoles  are  still 
leading  in  the  retail  field,  and  the  demand  for 
instruments  of  quality  and  moderate  price  con- 
tinues to  grow.  The  retail  portable  trade  has 
also  picked  up  tremendously  in  the  Western  ter- 
ritory, and  there  are  dealers  who  report  they  are 
losing  much  of  this  trade  because  of  their  in- 
ability to  supply  the  demand. 

In  the  retail  record  field  the  call  for  the  pop- 
ular dance  music  still  maintains  its  place  in  the 
front  ranks,  although  where  dealers  are  featur- 
ing the  standard,  high-class  numbers  they  are 
also  getting  results.  It  is  quite  clear  that  where 
strenuous  efforts  are  made  to  move  records  suc- 
cess is  being  achieved.  The  popular  records  can 
always  be  sold  provided  the  proper  efforts  are 
made,  and  many  dealers  who  handle  a  line  of 
musical  merchandise  say  that  the  popular  in- 
struments, such  as  the  saxophone,  cornet,  banjo 
and  uke,  are  being  sold  steadily  among  dealers 
so  that  these  instruments  are  being  popularized 
by  the  dance  records  because  of  the  fact  that 
dancers  are  always  anxious  to  imitate  the  va- 
rious artists  whose  music  is  recorded  on  the 
popular  dance  records.  Throughout  Chicago 
and  the  West  generally  there  is  a  growing  army 
of  music  students  who  are  ambitious  to  make 
the  trombone  laugh  or  a  saxophone  groan.  A 
great  many  dealers  are  doing  their  best  to  give 
the  purchasers  of  these  instruments  inside  in- 
(Ciiiiliuiicd  (in  f'tifji'  122) 


Sample  Sent  On  Approval 

The  New  ORO-TONE  No.  16  Automatic  Concert  A  Tm  Meets  With  Tremendous  Approval  because  it 
AUTOMATICALLY  adjusts  weight — centers  the  needle — and  gives  the  correct  angle  or  position 

for  playing  either  vertical  or 
lateral  cut  records. 


Pat.   Appd.  For 


Showing  Position  of  Reproducer  and  Needle 
When  Playing  V ertical-cut  Records 


Showing  Reproduc- 
er  at    Rest  When 
Thrown     Back  in 
Edison  Position 


Appd.  For 


Showing  Position  of  Reproducer  and  Needle 
When  Playing  Lateral-cut  Records 


Hear  the  rich,  mellow,  yet  powerful  tone 


We  want  you  to  test  for  yourself  the  remarkable  tone 
quality  of  the  No.  16  Automatic  Concert  Arm.  Never 
before  has  anyone  been  able  to  perfect  a  tone  arm  that  is 
so  complete  and  satisfactory  as  this  new  No.  1  6  tone  arm. 
Use  it  to  play  any  record — the  change  from  playing  lateral 
to  vertical-cut  records  is  as  simple  as  raising  your  own 


hand.  The  No.  1  6  Automatic  Concert  Arm  is  the  acme 
of  perfection,  for  it  has  the  automatic  weight  adjustment 
feature  combined  with  the  perfect  automatic  needle  center 
and  the  automatic  correct  angle  of  the  reproducer  when 
playing  either  vertical  or  lateral-cut  records — something 
never  before  attained  in  a  tone  arm.  And  besides,  it  gives 
the  marvellous,  true  tone  quality  so  much  in  demand  today. 


No  Cost  if  You  Are  Not  Satisfied 

Send  for  a  sample  of  this  superior  tone  arm  and  see  for  yourself  why 
it  meets  with  such  remarkable  approval.  Examine  it  closely  and  put  it 
to  every  possible  test.  Then,  if  you  are  not  satisfied,  simply  return  the 
sample  tone  arm  to  us  and  you  will  owe  us  nothing. 


1000-1010  GEORGE  ST. 


CHICAGO,  ILLINOIS 
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formation  as  to  how  it  is  done.  There  are 
retailers  who  believe  that  if  the  manufacturers 
of  small  goods  would  prepare  leaflets  contain- 
ing some  historical  data  concerning  the  various 
instruments  with  a  little  tip  as  to  how  the  nu- 
merous effects  are  accomplished — in  other 
words,  how  the  instrument  may  be  mastered — 
it  would  help  materially  in  augmenting  sales  of 
these  instruments. 

Vocalion  Shop  Changes  Hands 

The  Vocalion  Shop,  at  4643  Sheridan  road, 
has  been  sold  by  the  Wilson-Broadway  Music 
Co.  to  B.  H.  Milligan,  Inc.  This  store  handles 
a  full  line  of  high-grade  talking  machines  and 
Vocalion,  Okeh  and  Gennett  records  as  well. 
B.  H.  Milligan,  Inc.,  also  conducts  a  retail  estab- 
lishment at  342  West  Madison  street,  this  city. 
Brunswick  Artist  Heard 

Local  dealers  took  advantage  of  the  appear- 
ance at  the  Palace  Theatre,  Chicago,  on  June 
10  of  Frederick  Fradkin,  popular  violinist,  who 
records  exclusively  for  Brunswick.  Although 
Mr.  Fradkin  appeared  for  one  week  only  at  the 
local  playhouse  Brunswick  dealers  here,  by  fast 
work,  turned  over  a  large  amount  of  his  records. 
Schoenwald's  Speed  Record 

Harry  Schoenwald,  sales  manager  of  the  Con- 
solidated Talking  Machine  Co.,  is  in  receipt  of 
a  large  floral  decoration  from  admiring  friends 
for  having  broken  all  auto  speed  records  in  this 
section  of  the  country.  It  is  said  by  those  who 
witnessed  the  event  that  Harry  made  the  eight 
miles  from  Evanston  to  Chicago  in  his  new 
Dodge  coupe  in  not  five  seconds  more  than  one 
and  a  half  hours! 

Isham  Jones  at  Trianon 

A  tremendous  ovation  from  4,400  enthusiastic 
dancers  greeted  Isham  Jones  and  His  Orches- 
tra on  his  opening  night  at  the  Trianon  Ball 
Room,  Chicago's  famous  million-dollar  dance 
palace.  It  was  said  by  the  management  that 
this  was  the  largest  attendance  in  their  history 
and  Isham  Jones'  popularity  is  thus  amply  at- 
tested to. 


Isham  Jones'  second  day  at  Trianon  was 
given  over  to  the  dance  of  the  Motion  Picture 
Association,  which  is  holding  its  big  movie  ex- 
hibit at  the  Coliseum. 

Announce  New  Blood  Diaphragm 

B.  B.  Blood,  of  the  Blood  Tonearm  Co.,  an- 
nounces a  new  composition  diaphragm  which, 
he  says,  is  manufactured  under  an  entirely  new 
process.  The  new  diaphragm  is  composed  of 
non-resonant  material  which  brings  out  all  mu- 
sic that  is  contained  within  a  record  in  a  very 
flawless  manner.  The  production  of  this  new 
diaphragm  is  carried  out  with  great  accuracy 
and  the  size  is  governed  to  less  than  1/1000  of 
an  inch.  It  is  said  to  be  impervious  to  atmos- 
pheric interference  and  to  embody  resiliency 
much  greater  than  that  offered  by  mica.  It  can 
be  furnished  in  any  color  desired  and  will  be 
offered  to  manufacturers  of  reproducers  in  any 
standard  size.  The  trade  name  of  the  new  dia- 
phragm is  Kompo-fram,  a  combination  of  the 
words  composition  and  diaphragm. 

Further  refinements  have  been  made  in  the 
dyes  utilized  for  the  production  of  the  well- 
known  Blood  mono-turn  tone  arm,  which  are 
said  now  to  be  coming  through  with  absolute 
perfection. 

Novel  and  Effective  Window  Display 

A  unique  window  display  which  combined  in 
remarkable  fashion  both  talking  machine  dance 
records  and  band  instruments,  and  which  was 
successful  in  selling  both  of  the  lines  shown,  is 
that  here  illustrated.  The  photograph  shows  the 
display  as  it  appeared  in  the  Brunswick  Music 
Shop,  3106  Lawrence  avenue,  but  it  was  after- 
wards duplicated  in  the  store  of  the  same  name 
and  conducted  by  the  same  owners,  J.  F.  and 
E.  J.  Shalek,  at  3228  Madison  street.  The  win- 
dow was  the  work  of  J.  F.  Shalek,  who  has 
charge  of  the  Lawrence  avenue  store  and  who 
personally  designs  and  executes  the  remarkable 
displays  which  have  been  the  principal  means 
of  building  up  a  fine  business  in  a  very  short 
period  of  time.  The  entire  display  was  carried  out 


in  black  and  white.  Not  only  was  this  true  of  the 
large  sketch  in  the  background,  caricaturing  a 
jazz  orchestra  and  which  was  the  work  of  J.  F. 
Shalek,  but  the  instruments  themselves  were  of 
silver  to  correspond.  The  black  and  white 
scheme  is  favored  by  Mr.  Shalek  in  all  his  win- 
dow displays.  At  night  the  sharp  lines  of  con- 
trast produce  better  effects  and  attract  more 
attention  than  other  color  schemes. 

As  stated  before  Brunswick  dance  orchestra 
lecords  were  exploited  exclusively  and  all  the 
instruments  of  the  modern  dance  orchestra  were 
exhibited.  Martin  instruments,  Ludwig  drums 
and  traps  and  Deagan  xylophones  ' were  shown. 


J.  F.  Shalek's  Artistic  Window 

Mr.  Shalek  was  formerly  connected  with  the 
United  Studios,  this  city,  and  while  there  was 
instrumental  in  organizing  the  Brunswick  win- 
dow poster  service.  In  this  way  he  became  in- 
terested in  the  talking  machine  business  and, 
two  years  ago,  with  his  brother,  opened  the 
store  on  Madison  street  and  so  marked  was 
their  success  that  the  Lawrence  avenue  store 
was  started  a  year  later.  The  windows  are 
changed  every  ten  days  and  the  displays  are  so 
notable  that  the  people  in  the  districts  covered 
by  the  concern  are  ever  on  the  watch  for  the- 
new  displays  and  frequently  ask  "What  are  you 
going  to  show  next?" 

"Talker"  and  Radio  Company  Chartered 
The  Capitol  Phonograph  &  Radio  Corp.,  10 
(Continued  on  page  124) 


"Built      tone  specialish'' 

IN  ITS  SEVENTH  YEAR 
OF  STEADY  SUCCESS 

4  Cabinet  Styles: 

Mahogany,  Walnut  and  Oak  Finishes. 

Patented    Tone-Deflecting  System: 

Unsurpassed  Workmanship. 

Vertical  Record  Filing: 

Mechanical  and  Acoustic  Equipment  Be- 
yond Criticism. 

Write  for  our  Revised  Wholesale  Prices 


Magnola  S'-yle  Louis  XVI 


Magnola  Talking  Machine  Company 

Chicago 


OTTO  SCHULZ.  President 

711  Milwaukee  Avenue 
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The  Pinnacle  of  Achievement  in  Blood  Products 

The  Blood  Mono-Turn  Arm 

Equipped  with  the 

New  Blood  DIAPHRAGM 

is  the  last  word  in  tone  arms 

This  DIAPHRAGM  is  of  scientific  construction,  of  a  special  material  with  an  ac- 
curacy in  manufacture  that  insures  absolute  uniformity  of  tone.  Very  desirable, 
with  a  lustre  finish. 


Those  who  did  not  see  the  Blood  Tone  Arm  exhibit  at  the  Chicago  Music  Show 
should  send  for  sample  of  this  equipment.  Furnished  in  two  sizes:  2  7/16"  and 
2  3/16"  DIAPHRAGM. 

Manufacturers:  Here  is  a  complete  equipment  for  all  your  machines  including  port- 
ables. 


BLOOD  TONE  ARM  CO. 

326  River  Street  Chicago,  111. 

We  also  manufacture  Victor  and  Edison  attachments. 
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South  La  Salle  street,  tliis  city,  was  recently 
chartered  with  a  capital  of  $150,000.  The  con- 
cern will  manufacture  and  deal  in  talking  ma- 
chines and  radio  devices.  Incorporators  are 
Morris  Side,  S.  T.  Blumenthal,  John  R.  Little. 
Garnet  Ballou  and  Cliarlotte  Mills. 

Appoints  Foreign  Tonofone  Distributor 
Miss  E.  V.  Powell,  secretary  and  sales  man- 
ager of  the  Tonofone  Co.,  has  just  returned 
from  a  week's  visit  to  New  York  and  other 
Eastern  points,  where  she  called  on  a  great 
many  in  the  retail  trade,  as  well  as  a  large 
number  of  Tonofone  distributors.  While  in 
New  York  Miss  Powell  closed  an  exclusive  con- 
tract with  the  Manufacturers'  Liternational  As- 
sociation for  foreign  representation  in  South 
America  and  other  territories.  This  concern 
is  a  well-known  organization  which  has  been 
handling  talking  machine  records,  accessories 
and  other  musical  instruments  in  foreign  coun- 
tries and  is  very  prominent  in  this  line  of  activi- 
ties. With  the  new  connection  Tonofone  will 
be  given  exclusive  representation  in  practically 
all  territorv  Iving  outside  of  the  North  .Ameri- 


can Continent  and  this  concern  will  work  in 
conjunction  with  other  Tonofone  distributors 
in  pushing  Tonofone  in  the  metropolitan  dis- 
tricts of  the  eastern  United  States. 

Magnola  Business  Good 

F.  P.  Bassett,  vice-president  of  the  Magnola 
Talking  Mafchine  Co.,  is  enthusiastic  regarding 
steady  increase  in  Magnola  business,  which  he 
predicts  will  not  slow  up  during  the  coming 
months.  "The  first  four  months  of  the  year," 
according  to  Mr.  Bassett,  "showed  an  increase 
of  business  over  last  year  and  we  had  an  espe- 
cially large  business  last  year.  So  far  as  I  can 
see  there  will  be  no  slack  period  during  the 
Summer  months.  I  do  not  spread  optimism 
unless  I  have  facts  based  upon  convincing 
evidence." 

Better  Homes  Week  Featured 

Although  the  National  Music  Trades  Conven- 
tion kept  local  dealers  on  the  hum  during  the 
week,  the  latter  did  not  lose  sight  of  the  oppor- 
tunity to  boost  talking  machines  and  records 
during  Better  Homes  Week,  which  was  put 
on  in  Chicago  bv  the  furniture  manufacturers 


bolster  up  summer  sales 

with  the  new 

PORTABLE 
RADIO 


OUTFIT 


Note  how  compactly 
the  parts  are  stored. 


RADIO  is  a  12  month  business. 
„  Broadcasting  will  continue 
during  the  summer.  Enthusiasts  are 
reluctant  to  lay  aside  their  phones 
even  during  vacations.  Designed  for 
the  camper,  the  motorist  and  the 
traveller,  this  new  Portable  Radio 
Outfit  is  ideal  anywhere.  In  the 
wilderness,  in  the  city  home,  on 
the  farm,  it  serves  efficiendy  and 
economically. 


As  easy  to  carry 
as  a  brief  case, 


Light  and  sturdy — 

reliable  in  operation 

It  is  a  handsome  single-tube  set,  complete 
in  a  black  keratol  case  with  heavy  nickle 
plated  corners,  hasps  and  lock.  Measure- 
ments are  14 '2  inches  long,  10^  inches 
high  and  7/4  inches  wide.  It  weighs  but 
12  pounds. 

The  Portable  Set  has  a  reception  radius  of  1000 
miles.  The  wave  length  is  190  to  500  meters.  It  has 
a  regenerative  circuit  yet  is  not  complicated  and  has  a 
minimum  of  parts.  It  uses  dry  cells,  a  saving  in  ex- 
pense and  weight.  It  is  easily  and  quick'y  installed. 
All  "leads"  are  permanently  connected. 
Tie  'Portable  Radio  Set  includes: 

1  Radiola  Senior  Receiver 

2  Radiotron  WD  11  Tubes  [One  extra] 
1  pair  of  Brandes  head  phones 

1  "A"  Battery  [dry  cell  type]  1  %  voltage 
1  "B"  Battery  [di7  cell  type]  22 '2  voltage 
1  Antenna  Equipment,  consisting  of  75  feet 
of  7  strand,  woven  copper  wire;  2  insula- 
tors; 1  line  for  lead-in  with  clip;  1  ground 
line  with  brass  impaling  rod. 
Complete  with  stout  keratol  covered  case 
Write  for  circular  and  discounts. 


LYON^HEAIY 


Syeryfhing  Known  in  Music  ^^^^jH^lri^fll  Founded  in  the  Year  1864 

WABASH  AVENUE  JACKSON 


from  June  4  to  June  10,  inclusive.  The  Better 
Homes  idea  originated  with  the  manufacturers 
of  furniture,  who  have  spent  thousands  of  dol- 
lars during  the  week  in  magazine  and  news- 
paper advertising  spreading  the  propaganda. 
There  was  a  powerful  momentum  behind  this 
Better  Homes  movement,  which  added  zest  to 
prospective  home  buyers,  and  this  made  it 
profitable  for  the  local  music  trade  to  co- 
operate with  the  furniture  men  and  cash  in 
on  the  campaign.  Needless  to  say,  profitable 
returns  resulted  for  all  hands. 

Redecorate  Baldwin  Showrooms 

The  warerooms  and  entire  suite  of  ofifices  of 
the  Baldwin  Piano  Co.,  at  323  South  Wabash 
avenue,  are  now  undergoing  a  complete  re- 
decoration.  This  concern  retails  Brunswick, 
Sonora  and  Columbia  lines  and  its  talking  ma- 
chine hearing  and  display  rooms  are  being  at- 
tractively fitted  up  so  as  to  be  more  in  keeping 
with  these  high-grade  instruments. 

Kimball  Activities 

The  retail  Okeh  department  of  the  W.  W. 
Kimball  Co.  reports  that  Okeh  record  sales 
have  shown  satisfactory  increase  during  the 
past  few  months.  The  clientele  of  this  concern 
is  constantly  growing  in  number  and  the  vari- 
ous sales  people  in  this  department  attribute 
the  cause  to  the  present  character  of  Okeh 
records,  which  are  keeping  up  with  the  times, 
in  so  far  as  popular  numbers  and  records  are 
concerned. 

Retail  sales  as  well  as  wholesale  sales  of  the 
Kimball  talking  machine  are  also  on  the  in- 
crease and  this,  according  to  the  wholesale  end, 
is  particularly  true  in  the  metropolitan  districts 
and  especially  in  the  rural  communities.  The 
men  in  charge  at  Kimball's  attribute  this  in- 
creased activity  to  the  fact  that  business  con- 
ditions in  the  farm  sections  are  far  better  than 
they  have  been  for  many  months.  All  anticipa- 
tions are  for  continuance  of  this  increase 
throughout  the  Summer  months  with  a  further 
increase  in  the  Fall. 

Sonora  Chicago  Activity 

Leon  Golder,  sales  manager  of  the  Sonora 
Phonograph  Corp.  of  Illinois,  reports  that  the 
recent  Sonora  convention  held  at  the  Sonora 
Saginaw  headquarters  was  a  remarkable  suc- 
cess. (Details  of  this  convention  will  be  found 
in  other  columns  of  this  issue.)  Mr.  Golder 
reports  that  the  Sonora  factory  was  especially 
busy  and  the  attendance  broke  all  past  records. 
In  and  about  Chicago  Sonora  dealers  are  tied 
up  with  the  Sonora  advertising  campaign  and 
the  response  in  co-operation  which  the  Sonora 
Co.  of  Illinois  is  getting  from  its  local  trade  is 
phenomenal,  to  say  the  least. 

Puts  Over  Numbers  in  Effective  Way 

By  virtue  of  his  activities  prior  to  the  con- 
vention, Walter  Melrose,  of  Melrose  Bros., 
music  publishers  of  Chicago,  was  enabled  to 
put  over  a  boost  for  his  songs  during  conven- 
tion week  in  a  manner  that  has  been  quoted 
as  being  "reinarkable." 

Melrose  Bros,  recently  came  out  with  four 
new  popular  numbers,  "Wolverine  Blues," 
"Sweet  Lovin'  Blues,"  "Tin  Roof  Blues"  and 
"Mandy  Lee  Blues."  Part  of  Walter  Melrose's 
activities  consisted  of  making  arrangements 
with  the  record  manufacturers  for  immediate 
release  and  in  this  he  was  quite  successful.  The 
same  activities  were  devoted  to  music  roll  man- 
ufacturers and  here  too  Mr.  Melrose's  efforts 
were  well  rewarded.  But  the  real  success  came 
about  when,  during  Convention  Week,  practi- 
cally every  dance  orchestra  in  Chicago  featured 
the  above-mentioned  numbers. 

Music  Festival  Successful 

From  a  trade  standpoint  the  Fifteenth  Music 
Festival  of  the  Chicago  North  Shore  Festival 
Association  was  a  remarkable  success,  accord- 
ing to  views  of  the  local  Victor  dealers.  As 
usual,  it  was  held  at  Northwestern  University 
gymnasium  from  May  24  to  May  30,  inclusive, 
and  offered  a  splendid  opportunity  to  the  trade 
for  tie-up  purposes. 

(Contimicd  on  ['age  126) 
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"A  Remarkable  Development,  this  'Impossible  Achievement' 

— a  real  Tone  Arm  at  Last!" 

Such  was  the  consensus  of  opinion  regarding 

The  Oh!  Pep!  Tone  Arm 

at  the  Convention  and  Exhibit  of  the  National  Music  Trades,  Chicago,  June  4,  5,  6  and  7. 

And,  furthermore,  this  praise  of  manufacturers  and  dealers  was  genuine  and  is  attested  by  the  large 
amount  of  orders  placed 
for  OH!  PEP!  arms' by 
those  who  came  and  saw 
and  heard. 

Many  of  the  exhibit  vis- 
itors frankly  admitted 
that  they  had  been  on  the 
lookout  for  years  for  a 
full  drawn  seamless 
solderless  Brass  Tone 
Arm,  but  had  never  real- 
ized their  desires  on  the 
open  market  until  OH ! 
PEP!  was  introduced.  To 
those  v/ho  were  so  unfor- 
tunate as  not  to  be  able 
to  attend  the  exhibit  we 
will  gladly  send  a  sample 
of  Oh  Pep,  No.  1 ,  sizes 
7'/2  inch  to  8'/2  inch,  or 
Oh  Pep,  No.  2,  sizes  8I/2 
inch  to  9'/2  inch  (or  both 

if  desired)  on  receipt  of  order  (at  prices  'way  below  those  asked  for  ordinary  die-cast  arms). 


Inasmuch  as  present  business  has  practically  pushed  our  plant  to  capacity  we  would  recommend  that  you 
send  your  initial  order  immediately.  At  the  same  time  it  might  be  well  to  let  us  figure  on  your  year's 
business,  thereby  insuring  your  ability  to  get  Oh!  Pep!  arms  as  you  want  them  and  when  you  want  them. 


6912  Cottage  Grove  Ave. 


Chicago,  111. 
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The  programs  included  as  soloists  during  the 
week  Mabel  Garrison,  Beniamino  Gigli,  Louise 
Homer,  Margarette  Matzenauer  and  Tito 
Schipa,  all  famous  Victor  artists,  who  were  the 
centers  of  attraction. 

The  Chicago  Symphony  Orchestra,  a  festival 
chorus  of  600  singers,  a  children's  chorus  of 
1,500  voices,  the  a  capella  choir  and  the  grand 
organ  were  also  features  of  the  concerts. 

Prior  to  the  opening  of  the  festival  many 
Victor  dealers  in  and  about  Chicago  sent  out 
special  representatives  to  the  homes  of  Victor 
talking  machine  owners,  as  well  ^as  prospects, 
and  acquainted  these  folks  with  the  many  Vic- 
tor records  of  numbers  to  be  sung  or  played 
and  pointed  out  the  various  stars  who  would 
be  present.  In  many  of  the  local  Victor  stores 
the  dealers  placed  Victor  records  containing 
recordings  of  the  celebrated  artists  in  their 
windows  and  ran  small  ribbons  from  these  rec- 
ords up  to  the  window  glass,  where  were  pasted 
small  labels  telling  about  the  records. 

Cole  &  Dunas  Make  Convention  Hit 

The  new  headquarters  of  Cole  &  Dunas  at 
430  South .  Wabash  avenue  was  the  scene  of 
much  activity  since  the  first  of  the  month.  This 
concern,  which  has  long  been  known  to  the 
trade  for  its  "forty-eight-hour  service"  in  de- 
livering talking  machine  records,  parts  and  ac- 
cessories, has  been  able,  by  virtue  of  recently 
taking  larger  space,  to  increase  its  representa- 
tion in  musical  instruments  and  this  has  re- 
sulted in  constant  increase  in  volume  of  musical 
instrument  business. 

Cole  &  Dunas  now  handle  practically  every- 
thing in  the  small  goods  line,  both  of  American 
make  and  imported,  and  lately  has  had  several 
specialty  men  on  the  road  to  represent  them  in 
this  line. 

This  company  has  just  been  appointed  dis- 
tributor of  a  new  slide  saxophone,  which,  for 
the  first  time,  was  introduced  to  the  trade  at 
the  Drake  Hotel  during  the  convention.  This 
new  instrument  has  a  combination  of  a  saxo- 


phone, trombone  and  "frisco"  whistle,  the  note 
of  which  is  brought  out  by  the  slide  which 
passes  over  the  various  noteholders.  This  is  a 
very  ingenious  affair,  which  offers  a  full  round 
tone  and  shows  every  prospect  of  being  a  great 
favorite  with  dance  orchestras.  When  one  has 
mastered  this  instrument  he  can  easily  operate 
it  without  trouble  and  insert  into  dance  numbers 
an  endless  variety  of  blues  and  drag  notes. 
Fine  New  Home  for  Fletcher-Wickes 

The  new  home  of  Fletcher-Wickes  at  122  West 
Illinois  street  is  rapidly  being  arranged,  accord- 
ing to  plans  laid  out  by  Elmer  Fletcher,  of  that 
concern.  These  plans  call  for  the  installation 
of  several  large  sound-proof  experimental 
booths,  which  will  offer  an  opportunity  for  visi- 
tors to  thoroughly  investigate  all  Fletcher- 
Wickes  products  without  interference  from  traf- 
fic and  other  extraneous  street  noises.  These 
booths  are  large  and  airy  and  comfortably 
fitted  up  and  are  arranged  in  such  a  way  that 
there  is  plenty  of  fresh  air  and  daylight  con- 
stantly flooding  each  room. 

Fletcher-Wickes  report  that  all  new  products 
with  which  they  are  now  experimenting  show 
every  indication  of  having  reached  the  ultimate 
of  perfection  and  the  heads  of  this  company 
believe  that  within  a  short  time  they  will  be 
able  to  offer  some  new  talking  machine  units 
to  the  trade  which  will  cause  quite  a  sensation. 
Burns-Pollock  Reorganized 

E.  P.  Knapp,  chairman  of  the  organizing 
committee  of  Burns-Pollock  Electrical  Manu- 
facturing Co.,  has  sent  out  a  notice  to  the  cred- 
itors and  note-holders  of  the  Burns-Pollock 
Electrical  Manufacturing  Co.,  manufacturers  of 
lamp  talking  machines,  that  a  steady  and  full 
investigation  of  the  affairs  of  the  Burns-Pollock 
Co.,  has  led  the  organization  to  one  conclusion, 
that  the  business  could  be  perpetuated. 

In  order  to  carry  this  out,  a  charter  has  been 
applied  for  in  Illinois,  for  the  incorporation  of 
the  Capitol  Phonograph  &  Radio  Corp.,  with 
$30,000  class  "A"  7  per  cent  preferred,  not  cumu- 


lative stock,  and^  $70,000  class  "B"  6  per  cent 
preferred  cumulative  stock,  each  stock  to  have 
a  par  value  of  $100,  and  also  10,000  shares  of 
common  stock  with  no  par  value. 

It  is  understood  that  the  new  company  will 
retain  A.  J.  Burns,  president  and  general  man- 
ager of  the  old  Burns-Pollock  Electrical  Manu- 
facturing Co.  in  charge  of  the  sales  promotion 
work,  and  that  Thomas  Pollock,  secretary  and 
treasurer  of  the  old  concern,  will  have  charge 
of  the  factory. 

An  active  board  of  directors  will  be  in  direct 
charge  of  the  business  to  handle  all  purchases, 
finances,  etc. 

Harris  Benjamin  Married 

Congratulations  are  in  order,  for  news  reaches 
the  Chicago  trade  that  Harris  Benjamin,  son 
of  the  proprietor  of  Benjamin's  Music  House 
of  Danville,  111.,  was  married  this  week.  Mr. 
Benjamin  is  actively  engaged  in  the  talking 
machine  business  and  handles  the  complete  Vic- 
tor line. 

New  Kalamazoo  Store 

L.  C.  Wiswell,  manager  of  the  Victor  whole- 
sale and  retail  departments  of  Lyon  &  Healy, 
Inc.,  announces  that  Harris  Meyer,  of  Meyer's 
Music  House,  Holland,  Mich.,  has  opened  a 
new  store  in  Kalamazoo,  Mich.  The  new  shop 
will  handle  Victor  talking  machines  and  records, 
as  well  as  Lyon  &  Healy  pianos. 

Krasco  Takes  More  Space 

Since  the  Krasco  Co.  undertook  the  manu- 
facture and  selling  of  the  Krasco  talking  ma- 
chine motors  nearly  2,000,000  of  them  have  been 
installed  in  talking  machines  throughout  the 
world.  Such  is  the  statement  of  Merwin  F. 
Ashley,  vice-president  of  the  Krasco  Mfg.  Co., 
to  a  World  representative. 

The  Krasco  Co.  continues  its  remarkable 
progress,  and  it  has  now  become  necessary  to 
take  on  additional  manufacturing  space  from 
time  to  time.  Within  the  past  week  this  con- 
cern has  contracted,  in  the  same  building,  for 
( Coi'tiuued  nil  pane  128) 
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KIMBALL  PHONOGRAPHS 

Make  Friends  Everywhere 

The  Kimball  satisfies  and  makes  ready  sales  for  the  dealer, 
hence  the  increasing  demand  for  this  popular  instrument. 

The  phonograph  brings  into  the  home  all  music  of  voice  or  in- 
strument, band  or  orchestra  whenever  desired.  It  is  ever  ready 
for  entertainment  or  for  the  informal  dance.  It  is  not  for  the 
few  but  the  many.  Everyone  within  the  household  enjoys  the 
phonograph. 

The  live  dealer  will  want  the  reliable 
Kimball,  the  phonograph  that  assures 
ready  selling  and  quick  profits. 

Ask  about  variety  of  Console  and  Upright 
Models. 

Reasonable  prices. 
Write  at  once  for  agency  terms 

W.  W.  KIMBALL  CO. 


Kimball  Hall 


Established  1857 

306  So.  Wabash  Ave. 
CHICAGO 


Style  M 
Equipped  With  Albums 


Manufacturers  of  Phonographs,   Pianos,    Player  Pianos, 
Pipe  Organs;  Distributors  of  OKeh  Records 


Kimball  Phonographs  Play  ALL  Records 
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cm: 

The  Kecord  «  ^lUy 


CONSOLIDATED  SERVICE 


does  not  end  with  the  competent  filling 
and  delivery  of  every  order. 

There  is  another  feature  for  which  it 
has  become  noted,  and  that  is,  our  hearty 
spirit  of  close  co-operation  with  the 
dealer.  We  are  constantly  offering  nev^ 
and  valuable  sales  helps,  and  we  are 
always  ready  and  more  than  willing  to 
"sit  in"  with  our  dealers  and  lend  our 
sincere  efforts  towards  the  solution  of 
their  business  or  sales  problems. 

A  more  reliable  combination  could 
hardly  be  found  than  Consolidated  Serv- 
ice and 


Records 

The  Records  of  Quality 


Consolidated  Talking  Machine  Co. 


227  W.  Washington  Street 


CHICAGO,  ILL. 


Branches : 

2957  Gratiot  Ave.,  Detroit,  Mich. 

1121  Nicollet  Ave.,    Minneapolis,  Minn. 
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"his  favorite  invention 

THE  EDISON 

PHONOGRAPH 

The  achievement  of  which  he  is  proudest 
is  his  perfection  of  the  EDISON  PHONO- 
GRAPH to  a  point  where  iis  reproduc- 
tion of  music  cannot  be  detected  from  the 
original.  The  reaHty  of  this  achievement 
has  been  estabhshed  beyond  all  question 
by  public  tests  before  more  than  four 
million  people. 

WE  OFFER  DEALERS  A  LIBERAL  PROPOSITION 

If  there  is  no  EDISON  DE.ALER  in  your  town  we  will  be  glad  to  discuss  our 
liberal  dealer  plan  with  you.  We  want  a  live  EDISON  DEALER  in  every  live 
town.     Write  today! 

THE  PHONOGRAPH  CO. 

229  Sc.  Wabash  Ave.     CHICAGO,  ILL. 


NEwMlSON 

GOMPAmsoN  twmilifiliuviNG  ARnSI 

REVEALSlNCjil'DlliEEltEWCE 


an  additional  20,000  square  feet  of  space  for 
manufacturing  purposes.  This  gives  practically 
an  additional  fourth  floor.  The  Krasco  Co.  is 
now  in  active  production  on  the  first  four  floors 
of  the  building  as  well  as  in  the  basement.  The 
activities  at  the  headquarters  of  Krasco  arc 
looked  after  by  Mr.  Ashley,  vice-president,  and 
A.  Wozney,  secretary. 

Changes  in  Fuller-Ryde  Co. 

The  Chicago  office  of  The  'I'alking  Machine 
World  is  in  receipt  of  an  announcement  from 
the  Fuller-Ryde  IVIusic  Co.,  of  Indianapolis, 
Ind.,  to  the  efl^'ect  that  C.  J.  Fuller,  secretary 
and  a,  director  of  the  company,  has  sold  his 
interests  in  that  concern  to  the  West  Music 
Co.,  of  Joliet,  111.  The  company  is  now  being 
directed  and  managed  by  J.  B.  L.  Ryde.  Mr. 
Fuller's  plans  for  the  future  are  not  disclosed 
at  this  time. 

Kinsella  Goes  With  Oh-Pep! 

After  five  years  of  continuous  service  in 
charge  of  the  talking  machine  repair  department 


Tonofone  Talks 

When  a  beautiful  violin  rendi- 
tion sounds  like  a  flute,  there's 
a  reason — and  a  very  scientific 
reason  at  that. 

The  explanation  is  that  the 
needle  traversing  the  groove  of 
the  record  is  "pinching"  the 
sound  waves.  In  other  words, 
the  needle  being  used  because  of 
its  design  and  composition  takes 
up  too  much  room  in  the  record 
groove  and  does  not  ride  freely. 


The  needle  with  the  Flexible, 
Resilient  point  and  solid  brass 
shank  overcomes  this  by  virtue 
of  its  design  and  composition 
and  rides  the  groove  freely  and 
easily  without  pinching  or 
scratching.  The  result  is  a  pure 
sweet  violin  tone. 

TONOFONE 

Brings  out  the  genuine  tone 
whether  you  use 

MEDIUM 

For  Voice  or  Violin  or 

LOUD 

For  Bands  or  Dancing 

Write  for  samples  and  particulars — free. 

THE  TONOFONE  COMPANY 

no  So.  Wabash  Ave.,  CHICAGO,  ILL. 

Inventors  and  Manufacturers 


of  Montgomery  Ward,  J.  T.  Kinsella  has  sev- 
ered his  connection  with  that  concern  and  has 
accepted  a  position  as  production  chief  of  the 
Oh  Pep!  Phonoparts  Co.,  manufacturer  of  the 
Oh  Pep!  tone  arm  and  In-viz  hinge. 

I'rior  to  his  association  with  Montgomery 
Ward  &  Co.,  Mr.  Kinsella  was  in  charge  of 
the  talking  machine  asseinbling  department  of 
the  Wisconsin  Chair  Co.,  and  before  this  with 
the  Ottawa  Pianophone  Co.,  and  with  the  motor 
assembling  department  of  the  old  Mandel  Talk- 
ing Machine  Co.  .\11  told,  Mr.  Kinsella  has 
something  like  fifteen  years'  experience  in  the 
mechanics  of  talking  machines,  such  as  tone 
arms  and  motors,  and  is  one  oL  the  oldest  and 
best-known  men  in  this  line  in  Chicago. 

Van  and  Schenck  Break  Record 

\'an  and  Schenck,  the  inimitable  pair  of 
songsters  who  record  exclusively  for  Columbia, 
have  set  a  new  record  in  Chicago  for  four  con- 
secutive weeks  at  the  Palace  Music  Hall,  where 
their  performances  have  been  little  short  of 
phenomenal.  Needless  to  say,  Columbia  dealers 
locally  have  taken  advantage  of  this  record- 
breaking  run  of  Van  and  Schenck  and  for  a 
full  week  before  their  appearance  heralded  the 
coming  of  these  two  artists  by  featuring  Van 
and  Schenck  Columbia  records,  particularly  the 
pair's  latest  triumph,  "That  Red-Headed  Gal." 
Knittel  Finds  Good  Indications  Everywhere 

Returning  from  a  long  business  trip,  Carl 
Knittel,  sales  manager  of  the  Wolf  Mfg.  Indus- 
tries, Quincy,  111.,  and  the  Outing  Talking  Ma- 
chine Co.,  of  Mt.  Kisco,  N.  Y.,  gives  a  report 
that  covers  practically  half  of  the  country.  Mr. 
Knittel  says  that  in  all  the  sections  he  called 


on  there  is  every  evidence  of  an  exceptional 
Fall  business.  "Everywhere  I  called  dealers 
reported  that  they  are  doing  very  good  business 
at  present  and  that  the  tendency  is  to  keep  up 
throughout  the  Summer,  with  an  increase  in  the 
Fall  inonths.  They  are,  therefore,  placing 
orders  quite  heavily  for  this  time  of  the  year, 
and  present  indications  point  to  a  very  busy 
Summer  in  all  talking  machine  factories." 
Recording  Expedition  in  Chicago 

Coming  direct  from  the  recording  laboratory 
of  the  Columbia  Graphophone  Co.,  Frank 
Walker  and  Clyde  Emerson  came  to  the  Chi- 
cago branch  last  week,  where  they  engaged  in 
recording  some  splendid  selections  of  various 
exclusive  Columbia  dance  orchestras,  who  are  at 
present  featuring  in  Chicago.  Practically  the 
entire  week  was  spent  in  recording,  and  many 
of  the  Columbia  Chicago  dealers  were  fortunate 
in  being  on  hand  during  the  recording  processes. 
New  Columbia  Account 

The  Chicago  headquarters  of  the  Columbia 
Graphophone  Co.  announce  a  new  retail  con- 
cern which  will  represent  the  Columbia  line  at 
2100  North  Robey  street.  This  concern  is 
known  as  the  Robey  Music  Shop  and  is  man- 
aged by  A.  Biedrzycki,  who  will  concentrate  his 
elTorts  on  German,  Polish  and  Russian  records. 

G.  W.  Wickman,  proprietor  of  a  talking  ma- 
chine shop  at  St.  Ignace,  Mich.,  was  a  recent 
visitor  to  the  Chicago  office  of  the  Columbia 
Co.  Mr.  Wickman,  who  is  an  exclusive  Colum- 
bia retailer  at  St.  Ignace,  was  returning  from 
a  Winter's  stay  at  Florida. 

The  record  shipping  department  of  Colum- 
(Coiitiiuicd  oil  t^agc  130) 


Lakeside  Supreme  No    10  Radio  Receiving  Set,  $70 
Size.  24  inches  loDg,  10  incbes  high,  8  inches  wide 

LAKESIDE  SUPPLY  CO.  73  W.  Van  Buren  St.,  Chicago.  111. 
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Only  One— 

There  is  only  one  original  method  of  "Getting  Thin  to 
Music."  That  is  the  genuine  Wallace  method  of  records 
and  charts,  fully  patented  and  protected  by  copyright. 

It  is  the  best  method,  and  is  preferred  by  over  a  half  million 
women  who  know  and  praise  it. 

Thousands  of  dealers  handle  Wallace  record  sets  because 
they  find  them  "preferred  stock"  in  every  particular.  The 
turnover  is  rapid  and  the  profit  is  well  worth  while. 

Wallace  sets  are  easily  sold  because  of  the  thousands  of  dol- 
lars spent  by  Wallace  in  national  advertising,  and  because 
of  the  word-of-mouth  advertising  given  these  reducing  sets 
by  the  thousands  of  women  who  have  used  them. 

If  you  wish  to  add  to  your  profits  and  prestige,  tie  up  with 
the  Wallace  method,  and  this  method  only.  All  other  reduc- 
ing and  exercising  sets  are  infringements  of  the  Wallace 
sets,  and  distributors  and  dealers  who  handle  them  are  being, 
and  will  continue  to  be,  prosecuted. 

WALLACE  INSTITUTE 

630  S.  Wabash  Av.  Chicago,  III. 

62  Albert  St.,  Winnipeg,  Can. 

WALLACE 
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bia's  Chicago  branch  is  in  receipt  of  a  com- 
munication from  Raigor  Art  &  Music  Co.,  Co- 
lumbia dealers  at  1519  Franklin  avenue,  St. 
Louis,  Mo.,  stating  that  it  has  just  received  a 
money  order  for  the  amount  of  $1.50  from  Steve 
Markoff,  of  Rampart,  Alaska,  who  requests  a 
shipment  of  one  Columbia  symphony  record. 
Along  with  the  order  is  a  notation  by  Mr. 
Markoff  saying  that  his  Columbia  records  have 
given  him  great  entertainment  and  pleasure 
during  the  long,  dreary  Winter  months  which 
prevail  in  Alaska. 

Swanson  in  Larger  Plant 

The  Chicago  headquarters  and  factory  of  the 
Swanson  Portable  Phonograph  Distributors, 
makers  of  the  well-known  Swanson  portable, 
have  moved  to  a  larger  and  more  modern  plant 
at  609  North  La  Salle  street.  In  the  new  loca- 
tion it  is  enabled  to  bring  about  increased  pro- 
duction, which  was  made  necessary  in  order  to 
take  care  of  its  constantly  growing  business. 

E.  M.  Runyon,  manager  of  the  Swanson  Dis- 
tributors,   is    very   enthusiastic    over    the  way 


The  Quality  Appeal  of  the 

COLUMBIAN 
BABY  GRAND 

is  just  what  every  dealer  needs.  A  baby 
grand  in  size  59"  x  56",  but  a  concert  grand 
of  Exquisitely  Pure  Tone. 


Elastic  in  touch,  wonderful  repeating  and  faultless 
action.  Finished  throughout  in  brass.  Beautiful 
and  stately  in  design,  highly  finished  in  mahogany 
only.  Together  with  our  line  of  Phonographs 
made  in  five  sizes.  We  have  the  best  offer  tn 
the  music  dealers  today. 


STYLE 


Size  48  inches  high, 
21  inches  wide,  23 
inches  deep.  Cabinet; 
Genuine  mahoRany  or 
oak.  Panels  5  ply. 
Motor  plays  4  rec- 
ords with  one  wind- 
ins. 


STYLE  16 

Carries  10  Records 

Compact  enough  to  be  carried  anywhere  and  abso- 
lutely substantial  in  construction.  Its  durability  is 
assured  by  the  use  of  a  double  spring  Heineman 
motor  and  a  tone  arm  with  a  large  powerful  repro- 
ducer.   Universal  plays  all  disc  records. 

EXCEL  PHONOGRAPH  COMPANY 

Af  anufacturera 

400-412  West  Erie  St.  Chicago,  III. 


Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


PfCORPORA  TED  UNDER  THE 
LAWS  Of  ILLINOIS 


SUCCESSORS^ 
SlanJarJ  Talking  Machbtm  Co, 
t'littd  Talking  Machlna  Co, 
Harmony  Talking  Uackiaa  Ca. 
O-Ntill-Jamat  Cm. 
Amino  Co, 

Branches:  2957  Gratiot  Ave..  Detroit,  Mich. 


•  HigK  Grad^Talbinq  MacWes.  Disc  Records, 
TfllVinoMrtfKing  SupjJies,  Etc 

227-229  W.  WASHINGTON  ST.  CHICAGO  ILL. 


TRADE  MARK 

COKSOI.A.' 


1121  Nicollet  Ave..  Minneaoolis.  Minn. 


Swanson  jobbers  and  dealers  throughout  the 
country  have  co-operated  to  build  up  Swanson 
sales,  which  made  this  move  to  the  new  and 
larger  factory  necessary. 

Mr.  Runyon  further  reports  that  the  Con- 
solidated Talking  Machine  Co.,  of  this  city,  has 
been  doing  a  remarkable  portable  business  in 
this  territory,  and  that  there  is  every  evidence 
that  there  will  be  a  twofold  increase  in  business 
lor  the  year. 

Stimulates  Summer  Sales 

The  music  dealer  who  finds  that  a  good  deal 
of  his  trade  is  leaving  for  Suitimer  vacations 
to  spend  a  few  weeks  in  the  Canadian  woods, 
or  a  week  or  so  "down  on  the  farm,"  or  prob- 
ably at  a  fashionable  resort,  can  boost  the  sales 
of  so-called  dull  Summer  months  as  he  has 
never  done  before  with  the  compact  little  Radio 
outfit  that  Lyon  &  Healy  offer  to  the  trade. 

The  outfit  has  been  designed  to  stimulate 
Summer  sales  and  to  prove  that  Radio  is  a  year- 
round  business  which  will  give  the  music  mer- 
chant additional  profits  during  vacation  time. 
In  fact,  this  outfit  can  be  merchandised  in  much 
the  same  way  as  the  portable  talking  machine 
with  attractive  window  displays  and  the  "out- 
door appeal."  Although  it  was  prepared  origi- 
nally for  sportsmen  and  outdoor  enthusiasts,  it 
is  equally  well  adapted  to  home  use. 

This  unique  little  outfit  weighs  only  twelve 
pounds  and  is  encased  in  a  handsome  black 
keratol  case  with  heavy  nickel-plated  corners, 
hasps  and  locks.  The  measurements  are  145<2 
inches  long,  10^  inches  high  and  7^  inches  wide. 
It  is  as  portable  as  a  lawyer's  brief  case  and  as- 
tonishingly sturdy.  The  contents  are  very  well 
stored  and  there  is  almost  absolute  assurance 
against  breakage.  A  clever  arrangement  of  the 
lid  permits  storage  of  the  aerial  and  ground 
wires  with  any  miscellaneous  equipment  the 
owner  may  want  to  take  with  him. 

The  reception  radius  is  1,000  miles.  The  wave 
length  is  190  to  500  meters.  The  set  has  a 
regenerative  circuit  with  a  minimum  of  parts. 
It  operates  on  dry  cells — a  saving  in  weight 
and  expense.  Tbe  units  are  of  tested  quality, 
high  grade. 

Society  of  Authors,  Composers  and  Publishers 

A  three-day  national  convention  was  held  by 
the  American  Society  of  Authors,  Composers 
and  Publishers  at  the  Hotel  Sherman,  May  23, 
24  and  25.  There  were  some  forty  attorneys 
who  represent  the  Society  in  various  parts  of 
the  country  and  who  came  to  report  their  suc- 


cesses in  bringing  about  recognition  of  the 
copyright  laws  by  radio  broadcasters,  movie  or- 
chestras and  various  entertainment  organiza- 
tions. 

It  was  stated  at  the  headquarters  of  the  As- 
sociation that  the  number  of  infringements  on 
copyrighted  music  had  been  greatlj'  reduced. 

Among  those  prominent  in  music  circles  who 
were  in  attendance  were  Gene  Buck,  Silvio 
Hein,  A.  C.  Mills,  the  "Judge  Landis"  of  the 
music  publishers;  Raymond  Hubbell  and  Gus- 
tav  Kerker.  The  leading  spirit  is  Nathan  Bur- 
kan,  a  well-known  copyright  lawyer  and  found- 
er of  the  organization. 

A  great  deal  of  debate  was  directed  towards 
the  radio  broadcasters  and  means  of  bringing 
about  a  satisfactory  arrangement  between  this 
organization  and  the  broadcasters  were  dis- 
cussed. On  the  other  hand  the  National  Asso- 
ciation of  Radio  Broadcasters  also  held  a  meet- 
ing, at  which  their  constitution  and  by-laws 
were  adopted  and  arrangements  were  made  for 
the  election  of  permanent  officers  of  this  organ- 
ization within  a  few  weeks. 

Paul  B.  Klugh,  executive  chairman  of  the 
Broadcasters'  Association,  is  quoted  by  one  of 
the  local  daily  papers  as  saying  that  "the  radio 
public  will  have  the  assurance  that  they  shall 
be  provided  with  better  programs  than  the}- 
have  ever  had  heretofore,  even  though  these 
programs  may  cost  more  money  to  produce. 
The  best  feature  of  our  new  plans  is  that  they 
will  not  cost  the  radio  public  a  cent  extra." 
Oh  Pep!  Well  Received 

T.  N.  Pepin,  of  the  Oh  Pep  Phonoparts  Co., 
is  planning  to  make  an  auto  tour  of  this  sec- 
tion of  the  country  for  the  purpose  of  calling 
on  manufacturers  of  talking  machines  who  have 
made  inquiry  for  the  newly  introduced  Oh  Pep, 
brass  tone  arm.    He  has  already  called  on  nearly 


A  Better  Fibre  Needle  Cstter  for  Less  Money 
RETAIL  PRICE  $1:22 


The  ALTO 


Manufactured  by 

ALTO  MFG.  CO. 

1801-1803  Cornelia  Ave.,     CHICAGO,  ILL. 


Tune  15,  1923 
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1= 


Fine  new  home  of 
the  United  Manufac- 
turing and  Distrib- 
uting Co.,  makers  of 
high  grade  phono- 
graph motors,  radio 
supplies,  etc. 


every  manufacturer  in  the  Chicago  territory, 
and  has  distributed  samples  to  these  manufac- 
turers. 

Besides  personally  introducing  the  new  Oh 
Pep  brass  tone  arm,  Mr.  Pepin  is  introducing 
the  In- Viz  hinge  which  has  already  made  quite 
an  impression  on  the  local  trade  because  of  its 
strength  and  simplicity.  In-Viz  is  the  culmina- 
tion of  many  years'  study  by  Mr.  Pepin,  and 
as  it  is  now  built  it  offers  a  maximum  of 
strength  with  a  minimum  of  size.  In  the  final 
assembling  of  this  hifige  only  three  pieces  are 
used,  two  being  the  plates  which  are  counter- 
sunk in  the  cabinets,  and  the  third,  a  connecting 
sliding  arc.  That  part  of  the  hinge  which  is 
counter-sunk  in  the  wood  is  the  plate  for  at- 
tachment purposes  plus  the  slot  for  the  sliding 
arc,  both  of  which  are  made  in  the  same  piece 
of  high-grade  pressed  steel. 

Trade  Honors  Deceased  Master 

Quite  a  number  of  members  of  the  Chicago 
music  trade  acted  as  honorary  pall  bearers  at 
the  funeral  of  Dr.  Florenz  Ziegfeld,  father  of 
"Flo"  Ziegfeld  of  "Follies"  fame,  and  founder 
and  president  of  the  Chicago  Musical  College. 

Dr.  Ziegfeld  died  of  pneumonia  on  Sunday, 


May  20,  and  was  buried  the  following  Tuesday. 
He  had  been  very  prominent  in  musical  activi- 
ties since  he  founded  the  Chicago  Musical  Col- 
lege in  1867,  and  had  done  a  great  deal  of  good 
for  the  music  trade  in  general  in  broadening 
musical  interest  and  appreciation  of  music. 

Among  those  in  the  trade  who  acted  as  hon- 
orary pall  bearers  were  Curtis  Kimball,  of  W. 
W.  Kimball  Co.;  Geo.  J.  Dowling,  president  of 
the  Cable  Company;  Arthur  Bissell,  of  Bissell- 
Weisert  Piano  Co.,  and  Will  H.  Wade,  of  Wade- 
Twichell. 

At  the  time  of  his  death  Dr.  Ziegfeld  was 
eighty-two  years  of  age,  and  he  is  survived  by 
his  widow,  Mrs.  Rosalie  de  Hez  Ziegfeld,  his 
sons  Florenz,  Jr.,  and  W.  K.,  and  his  daughter, 
Mrs.  Willis  E.  Buhl,,  of  Detroit. 

Jazz  Aids  Prosperity 

According  to  the  views  of  C.  D.  Greenleaf, 
president  of  the  Band  Instrument  Manufactur- 
ers' Association,  who  is  in  Chicago  attending 
the  convention,  the  jazz  craze  has  caused  half 
the  American  brass  foundries  to  build  saxo- 
phones. "There  are,"  he  said,  "more  band  in- 
struments made  right  here  in  the  Chicago  dis- 
trict than  anywhere  else  in  the  country,"  and  he 


placed  the  retail  production  of  the  Chicago  dis- 
trict at  $9,200,000  annually. 

Narrow  Escape  From  Fire 

A  blazing  six-story  structure  at  634  South 
Wabash  avenue  gave  firemen  a  stubborn  fight 
Tuesday  evening.  May  29.  This  building  is 
next  door  to  that  occupied  by  the  Wallace  In- 
stitute and  Illinois  Musical  Supply  Co.  For  a 
time  it  was  feared  that  these  two  musical  con- 
cerns would  be  attacked  and  possibly  destroyed 
by  the  flames.  Due  to  good  work  of  the  fire- 
men, there  was  practically  no  damage  done  to 
the  building  which  houses  the  Wallace  Insti- 
tute and  the  Illinois  Musical  Supply  Co.,  al- 
though the  fire  did  damage  to  the  burning  build- 
ing to  the  extent  of  $300,000. 

S.  O.  S.  Incorporates 

The  S.  O.  S.  Radio  Shop,  doing  business  at 
1307  Chicago  avenue,  Evanston,  has  just  been 
incorporated  for  $10,000  by  J.  F.  Merchant,  R. 
W.  Merchant  and  Gladys  Pause.  The  purpose 
of  the  company  is  to  manufacture  and  deal  in 
radio  sets  and  accessories. 

Roberts  Dies  Suddenly 

Charles  S.  Roberts,  president  of  the  Wahl  Co. 
(Continued  on  page  132 j 


WHY? 


Vitanola  43 
List  $130.00 

Dimensions :  Height 
35  inches,  width  39 
inches,  depth  23 
inches. 
Finishes :  Brown 
Mahogany  or  Wal- 
nut. 


Complete  line  of  Upright  and 
Console  Models  in  two-tone  and 
solid  finish. 

Send  for  catalogue 


Why  does  90%  of  Vitanola  business  consist  of  repeat 
orders? 

Why  do  most  Vitanola  dealers  stick  to  the  line,  and 
those  who  make  a  change  later  reinstate  the  Vitanola? 

Why  are  Vitanola  dealers  prosperous,  even  in  times  of 
depression,  their  financial  ratings  improving  year  after 
year? 

There  must  be  a  reason. 

Any  Vitanola  dealer  can  tell  you  what  it  is.  But,  better 
still,  find  out  for  yourself.  Order  a  sample  of  Vitanola 
No.  43  today.  See  what  a  hit  it  will  make,  and  how  you, 
too,  will  find  it  necessary  to  reorder  time  and  time  again. 

VITANOLA  TALKING  MACHINE  COMPANY 

Wheeler  St.  and  M.  C.  Railroad 
SAGINAW,  W.  S.,  MICH 
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The  KRASCO  Assembled  Unit 

Plays  and  repeats  any  make  of  record  any 
number  of  times,  then  stops  automatically 
with  the  needle  suspended  above  record 


Will  play  leu  W-inch 
records  with  one  wind- 
ing. 

The  greatest  single 
talking  machine  im- 
provement since  the  in- 
dention of  the  disc  rec- 
ord. 


Licensed  under 
the 

Brooks-Klemm 


WILL  GO  IN  ANY  CABINET 


In  the  Krasco  Assembled  Unit  you  get  a  powerful,  silent,  four-spring  Krasco 
motor  containing  64  feet  of  spring,  a  perfect  drawn  brass  tone  arm  without 
die-cast  parts  of  any  kind,  a  reproducer  of  the  finest  quality  possible  to  make 
and  a  dependable  in-built  automatic  repeater  and  stop,  all  mounted  upon  a 
black  enameled  plate. 

MANUFACTURERS,  JOBBERS  and  DEALERS  using  the  KRASCO 
ASSEMBLED  UNIT  are  more  than  doubling  sales.  Ask  for  full  particulars — 
THE  PRICE  IS  LOW. 


Nearly  Two  Million  Krascos  in  Use 

At  the  present  moment  we  are  more  than  doubling  our  output.  During  the 
past  year  our  sales  have  tripled  WHY? 

Because  the  trade  has  become  critical  and  discriminating. 

The  PUBLIC  demand  silent  motors. 

The  DEALERS  demand  trouble-proof  motors. 

The  MANUFACTURERS  demand  sturdiness,  quality,  design  and  finish. 

And  right  now  the  makers — dealers — users  demand  sharp,  close  prices. 

Our  steadily  increasing  business  is  due  to  the  fact  that  the  KRASCO  motor 
(the  same  motor  used  in  the  Krasco  Assembled  Unit)  meets  all  these  de- 
mands.   To  do  this  it  must  be  a  better  motor. 

Six  sizes,  from  a  double  spring  motor  playing  four  1  0-inch  records  to  a  four- 
spring  playing  ten. 

May  we  quote  you  prices  and  send  descriptive  literature? 


KRASCO  MFG.  COMPANY 

451  East  Ohio  Street  CHICAGO 
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and  former!}'  well  known  to  this  trade  as  manu- 
facturer of  the  Roberts  electric  talking  ma- 
chine motor,  died  recently  at  the  Glenview  Golf 
Chib.  After  leaving  the  talking  machine  trade 
and  discontinuing  the  manufacture  of  his  motor, 
Mr.  Roberts  became  interested  in  the  fountain 
pen  and  refill  pencil  business,  and  became  na- 
tionally known  as  manufacturer  of  the  famous 
Ever  Sharp  Pencil  and  Wahl  Foimtain  Pen. 

Active  Portable  Business  in  Central  States 

Ben  Wood,  of  Westphono,  Inc.,  who  has  just 
returned  from  a  six  weeks'  trip  throughout  the 
western  Central  States,  brings  back  the  news 
that  the  dealers  in  those  States  are  having  a 
very  active  portable  business.  He  also  tells  us 
that  there  is  a  great  deal  of  money  being  sent 
in  from  sections  of  that  territory,  and  that  from 
all  appearances  the  farms  are  plentifully  sup- 
plied with  prosperity,  which,  in  turn,  is  having 
a  good  effect  on  the  music  trade  in  general. 
In  the  St.  Louis  section  Mr.  Wood  was  very 
fortunate  in  securing  the  best  possible  represen- 
tation for  his  Spencerian  portable,  and  this  lit- 
tle instrument  is  asserting  itself  as  a  ready  seller 
wherever  offered  to  the  trade. 

Brunswick  Managers  Meet 

All  of  the  branch  managers  and  the  heads 
of  the  various  departments  of  the  Brunswick- 
Balke-Collender  Co.  attended  an  official  Bruns- 
wick meeting  on  May  "30  at  the  Brunswick 
headquarters,  629  South  Wabash  avenue. 

The  meeting  opened  with  an  address  by  P. 
L.  Deutsch,  secretary  and  general  manager, 
who  welcomed  the  visitors  and  gave  an  out- 
line of  J;he  intentions  of  the  Brunswick  Co.  for 
the  ensuing  year.  Immediately  after  his  ad- 
dress of  welcome  the  meeting  was  turned  over 
to  A.  J.  Kendrick,  sales  manager  of  the  talking 
machine  division,  and  the  balance  of  the  meet- 
ing was  under  his  direction. 

Immediately  after  taking  charge  of  activi- 
ties all  the  branch  managers  were  called  on  by 
Mr.  Kendrick  for  their  views  regarding  the 
business  outlook  for  the  balance  of  the  year 
and,  needless  to  say,  the  response  for  talks  on 
this  subject  was  very  interesting.  The  consen- 
sus of  opinion  of  these  men  is  that  the  balance 
of  the  year  will  see  a  great  increase  in  activity 
in  the  retail  trade,  as  well  as  in  the  manufactur- 
ing, and  a  corresponding  increase  in  the  local 
publicity  propaganda. 

After  the  various  opinions  were  given  by  the 
Brunswick  branch  managers  Mr.  Kendrick  went 
into  detail  and  told  them  frankly  what  Bruns- 
wick contemplated  doing  for  the  balance  of  the 
year  regarding  production,  dealer  co-operation 
and  advertising,  which  subject  was  later  gone 
into  very  minutely  by  Dave  Miller,  advertising 
manager  of  the  Brunswick  Co.  This  meeting 
was  followed  by  a  dinner  at  the  Edgewater 
Beach  Hotel,  where  entertainment  was  supplied 
by  the  Brunswick  Oriole  Orchestra  and  imme- 
diately after  the  dinner  the  entire  aggregation 
entrained  in  a  private  car  for  the  big  Bruns- 
wick plant  at  Dubuque.  The  party  arrived  at 
Dubuque  on  Thursday  morning.  May  31,  and 
made  a  day's  trip  over  the  big  plant.  Thurs- 
day evening  the  party  again  boarded  the  pri- 
vate car  and  returned  to  Chicago,  arriving  here 
Friday  morning  for  an  inspection  of  the  Bruns- 
•  wick  motor  plant,  as  well  as  the  Brunswick 
"Federal  street  warehouse. 

All  day  Saturday  was  devoted  to  sales  and 
advertising    conferences,    where    branch  man- 


A  Phonograph 
that  is  different 


Comparing  Means 
Selecting  the 
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Q  Send  for  Folder 

Triplex  Artistic  Phono.  Co. 

Pershing  Road  and  Ridgeland  Avenue 
BERWYN,  ILLINOIS 
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CHICAGO 
VICTROLA 

STORE 

For  Sale 

Substantial  built-up  business. 

Established  six  years.  An- 
nual volume  at  least  $75,000. 


No 


Wl 


11. 


charge    for  good 

Eight  highest  class  demon- 
strating rooms.  Furniture 
and  fixtures  $13,000.  Inven- 
tory $24,000. 

Address  Box  1 290,  Talking 
Machine  World,  373  Fourth 
Avenue,  Nevsr  York. 


agers  and  heads  of  departments  showed  their 
enthusiasm  by  congratulating  the  heads  of  the 


MAIN  SPRINGS 


For  Any  Phonograph  Motor 

Highest  Quality  Oil-Tempered  Carbon  Steel  Springs 
J)ependability  is  tempered  right  into  C.  A:  D.  rrucible 
main  springs.  Our  main  springs  are  made  imd?r  one  roof 
— from  the  rolling  of  the  steel  to  the  winding  of  the  spring. 
Each  piece  of  steel  that  leaves  the  mill  has  passed  the 
inspection  of  a  main  spring  specialist.  This  assurance  of 
Quality  is  protection  to  both  you  and  your  customers. 
Each  spring  is  packed  in  an  individual  carton. 

Price  Price 
each  each 
Price    in  lots   in  lots 
For  Victor  Motor     each     of  50     of  lOn 
No.  MS  1—1      inch   wide.   .022x13  fe^t 

long,  pear  shaped  hole  at  both  ends.. 55c  53c  50c 
No.  MS  2—11,4   inch   wide.   .022x17  feet 

long,  pear  shaped  hole  at  both  ends.. 75c  72c  70c 
No.  MSI9— New    style,     I  inchx.022xl3 

feet  long,  crimp  end  on  inside  50c         47c  45c 

No.  MS20— New  style.   IH  inr-hx.022xX7 

feet  long,  crimp  end  on  inside  75c         72c  70c 

For  Columbia  Motor 
No.  MS21— 25/32     inch     wide.  .025x10 

feet  long,  pear  shaped  hole  .  .45c         43c  40c 

No.  MS22— 29/32    inch    wide,  .023x11 

feet  long,   pe-r  shaped  hole  45c         43c  40c 

No.  MS  3—1    inch    wide.    .028x10  feet 

long,   pear  shaped  hole  50c         48c  45c 

For  Heineman  Motor 
No.  MS2I— 25/32  inch  wide,  .025x10  feet 

long,    pear  shaped  hole  45c        43c  40c 

No.  MS  6 — 1    inch    wide,    .02,5x12  feet 

long,   pear  shaped  hole  50c         48c  45c 

No.  MS23— 1    3/16    inch    wide.  .026x19 

feet  long,   pear  shaped  hole  80c         77c  75c 

For  Brunswick,  Krasberg.  Saat.  Sonora.  Stevenson.  Silver- 
tone,  Aeolian,  Cheney,  United.  Meiselbach  or  Thomas  Motors 
No.  MS  8 — 1    inch    wide.    .020x13  feet 

long,    oblong   hole  55c         53c  50c 

No.  MS  9—1   inch   wide,    .026x16  feet 

long,     oblong    hole  65c         63c  60c 

No.  MSIO— 1    inch    wid".    .026x18  feet 

long,   oblong  hole  75c        73c  70c 

We  punch  both  an  oblong  and  pear  shaped  hole  on  the 
end  of  these  springs,  so  that  they  may  he  used  for  anv 
type  of  motor. 

Other  Standard  Makes 
No.  MSI7— %    inch    wide,    .025x10  feet 

long,   pear  shaped  hole  40c         38c  35c 

No.  MSI8— %    inch   wide,    .025x10  feet 

long,   pear  shaped  hole  45c         43c  40c 

No.  MS25— ]    inch    wide,    .027x10  feet 

lone,  oblong  and  pear  shaped  hole... 45c  43c  40c 
No.  MS26— 1  1/10  in.  uide.  .02.5x18  feet 

long,  pear  sliaped  hole  for  Perkins  or 

-Mnndel    ifotor   45c         42c  40c 

No.  MS24— 11/^  inch  wide,   .028x25  feet. 

for   Edison   Disc  $2.00      §1.90      SI. 80 

NOTE — Every  main  .spring  for  which  there  is  a  consistent 
demand  is  listed  here  on  this  page.  Z^Iany  of  these  springs 
are  infercliangeable.  for  example,  springs  that  are  listed 
for  Victor  and  Columbia  motors  can  be  used  for  Pathe 
."^mss,  and  many  n'iscfllanenus  m.otors.  etc. 

These  prices  are  F.O.B.  Chicago.  Send  enough  to  cover 
postage  if  wanted  by  parcel  post  or  we  will  ship  by  express 
Quantity  prices  not  permitted  on  less  than  quantity  specified! 

COLE  &  DUNAS  MUSIC  CO. 

430  So.  Wabash  Ave.  CHICAGO,  ILL. 


Brunswick  organization  on  the  progress  of  the 
company  in  regard  to  its  activities  for  the  first 
five  months  of  1923  and  its  prospects  for  the 
balance  of  the  year. 

Sunday  was  devoted  to  a  tour  of  the  city  in 
the  morning  and  to  a  baseball  game  at  Cubs 
l^ark  in  the  afternoon. 

Monday  was  devoted  to  a  reception  at  the  big 
Brunswick  exhibit  at  the  Drake  Hotel  and  the 
evening  to  an  exclusive  Brunswick  stag  at  the 
Black  Cat  Room  of  the  Edgewater  Beach  Ho- 
tel. An  account  of  this  will  be  found  elsewhere 
in  these  columns. 

One  of  Our  Most  Artistic  Stores 

One  of  the  most  attractively  arranged  talking 
machine  establishments  in  the  Chicago  district 


Partial  View  of  Great  Hansen  Store 

is  the  Victor  store  opened- by  A.  N.  Hansen 
at  4032-34  Alilwaukee  avenue  several  months 
ago.  The  illustration  shown  herewith  gives 
some  idea  of  the  size  and  handsome  fixtures 
which  provide  an  exceptionally  artistic  setting 
for  the  Victor  line.  There  are  twelve  spacious 
demonstration  rooms  with  the  most  modern 
sj'Stem  of  ventilation  obtainable.  A  feature  of 
the  store  is  a  comfortable  rest  room.  The  in- 
terior is  finished  in  ivory  and  blue.  Mr.  Han- 
sen has  had  wide  experience  in  the  talking  ma- 
chine business,  having  formerly  been  connected 
with  the  Geo.  H.  Bent  Co.,  and  he  was  also  in 
charge  of  the  sales  and  adjustment  departments 
of  the  Cheney  Talking  Machine  Co.,  with  head- 
quarters in  Grand  Rapids,  Mich.  This  estab- 
lishment is  the  materialization  of  his  ideas  of 
what  a  retail  talking  machine  store  should  be. 
Welcome  Convention  Visitors 
The  Chicago  Talking  Machine  Co.,  Lyon  & 
Healy,  Inc.,  and  Rudolph  Wurlitzer  were  scenes 
of  much  activity  during  the  Music  Trades  Con- 
vention in  Chicago,  from  June  4  to  June  7,  in- 
clusive. All  of  these  well-known  Victor  dis- 
tributors prepared  special  reception  rooms  for 
the  trade  in  their  places  of  business,  and  hun- 
dreds of  visiting  Victor  dealers  who  attended 
the  convention  made  their  headquarters  at  these 
places. 

By  virtue  of  its  proximity  to  the  Drake'Hotel, 
the  headquarters  of  the  Chicago  Talking  Ma- 
chine Co.,  at  12  North  Michigan  avenue,  w^ere 
very  popular, 

Lyon  &  Healy,  Inc.,  maintained  an  exhibit 
of  everything  known  in  the  musical  line,  at  the 
Drake  Hotel,  and  a  large  part  of  this  exhibit 
was  given  over  to  exhibition  purposes  for 
Victrolas  and  Victor  records.  This  part  of  the 
exhibition  was  under  the  direction  of  L.  C.  Wis- 
well,  head  of  the  Victor  department  of  Lyon  & 
Healy,  Inc. 

June  Issue  of  Cheney  Resonator 

The  use  and  value  of  house  organs  arc  not  as 
generally  understood  as  they  might  be,  especially 
in  our  business,  although  there  are  some  very 
good  examples  of  just  what  such  a  production 
ought  to  be.  The  small  number  of  these  publi- 
cations is,  no  doubt,  mainly  due  to  the  obvious 
fact  that  it  is  not  at  all  easy  to  maintain  a 
steady  volume  of  wit  and  wisdom  devoted  to 
the  interests  of  a  single  house,  no  matter  how 
large  or  important.  Sometimes,  however,  one 
does  happen  to  find  a  house  organ  which  is 
really  interesting,  and  without  a  doubt  the  June 
issue  of  the  Cheney  Resonator,  which  we  have 
had  the  opportunity  to  see  in  proof  previous  to 
its  publication,  merits  this  laudatory  title.  The 
(Continued  on  page  134) 


To  Close  Out 

SACRIFICE 

580  high  quality  guaranteed  phono- 
graphs as  illustrated  with  standard 
motor  and  tone-arm  equipment. 

3  leaders  for 

CUT  PRICE  ADVERTISING 

purposes. 

Write  for  samples  and  prices. 

Catalog  and  prices  of  our  complete 

line  of  uprights  and  consoles  on 
request. 


M  o  .1  e  1  Xo. 

i;oii 

49"  Higrh 

22"  Wide 

21"  Deep 

5    ply  ma- 
hogany 

Guaranteed 
2  spring 
motor 

Throw-back 
tone  arm 

Equipped 
with  lock 
and  key 
Gold  or 
nickel  plated 
hardware. 


Model  No. 
2.-)() 

4;»i/-!"  High 

22i/o"  AVide 

22V2"  Deep 

.0  ply  ma- 
hogany and 
walnut.  3- 
spring  motor 
plays  t;  rec- 
ords   at  one 
winding: 
plush  turn- 
table. Hand 
carved  legs. 
High  quality 
tliroughout. 
Gold  or 
nickel  plated 
hardware. 


Model  No. 
300 

52"  High, 

24"  T\"ide 

23  ?4"  Deep 

5  ply  ma- 
hogany and 
walnut.  3- 
spring  motor 
plays  6  rec- 
ords  at  one 
winding. 
Plush  turn-  _ 
table.  Hand 
carved  legs. 
Gold  or 
nickel  plated 
hardware. 


Linerphone  Talking  Machine  Co. 

316  Union  Park  Court,  Chicago 
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FROM  OUR  CHICAGO  HEADQUARTERS— (Continued  from  page  133) 


SERVICE 


Ready,  friendly,  reliable 
each  month  in  year. 


QRe^  Records 


Records  of  ^Quality 

We  serve  the  dealer  anywhere.    Write  us  today. 
Tell  us  your  needs. 

W.  W.  KIMBALL  CO.,  Wholesale  Distributors 
306  So.  Wabash  Ave.        Kimball  Bldg.  Chicago 


advantageous  properties  claimed  for  the 
Cheney  are  set  forth  with  constant  iteration 
and  many  degrees  of  emphasis.  The  space — 
four  big  newspaper-like  pages — is  occupied  by 
one  talk  after  another  on  the  many  aspects  of 
Cheney  salesmanship.  It  is  an  edition  in  pocket 
form  of  a  treatise  on  salesmanship,  in  fact, 
concentrated  on  one  particular  piece  of  goods. 
Of  course,  wit  and  humor  have  their  essential 
place;  but  unless  they  be  well,  very  well,  done, 
the  less  there  is  of  them  the  better.  There 
must  be  pictures,  too,  in  plenty,  and  all  the 
variety  possible;  but  there  should  be  no 
"bunque."  The  house  organ  is  supposed  to  be 
the  channel  for  communicating  the  candid,  sin- 
cere beliefs  of  the  house  to  the  field.  The 
house  organ  tries,  or  should  try,  to  make  sales- 
manship easier  for  the  man  in  the  field,  and 


to  forge  a  bond  of  companionship  between  him 
and  the  house  he  represents.  Only  candor  and 
sincerity,  relished  by  genuine  wit  and  wisdom, 
have  any  place  here. 

New  Columbia  Dealer 

Samuel  Kaplin  has  taken  over  the  Biltmore 
Music  Shop  at  2048  W.  Division  street,  in  this 
city.  He  will  deal  exclusively  in  Columbia  ma- 
chines and  records.  Mr.  Kaplin  expects  to 
build  up  a  very  large  mail  order  business,  as 
well  as  a  big  Hebrew-Jewish  record  business. 
F.  F.  Stevenson  in  New  Post 

F.  F.  Stevenson,  formerly  with  the  Columbia 
Graphophone  Co.  as  Missouri  representative, 
and  the  Price  &  Teeple  Piano  Co.,  of  Chicago, 
as  mid-West  representative,  recently  joined  the 
Brunswick-Balke-Collender  Co.'s  organization 
in  this  city  in  the  sales  promotion  department 


of  the  phonograph  division.  Mr.  Stevenson  is 
well  known  to  the  trade  and  his  wide  experience 
should  prove  mutually  profitable. 

H.  L.  Willson  a  Visitor 
H.  I^.  Willson,  president  of  the  Columbia 
Graphophone  Co.,  paid  a  visit  to  the  Chicago 
branch  of  the  organization  last  month.  Mr. 
Willson  was  well  pleased  with  the  outlook  for 
business  in  the  Middle  West. 


CONSOLIDATED  T.  M.  CO. 
HOLDS  SALES  MEETING 


Sales  Organization  Discusses  Problems  During 
Convention  Week  in  Chicago — Timely  Ad- 
dresses— Entertainment  Keenly  Appreciated 


Chicago,  III.,  June  8. — The  first  sales  con\en- 
tion  of  the  Consolidated  Talking  Machine  Co., 
of  this  city,  was  held  the  week  of  June  4  and 
was  one  of  the  features  of  convention  week. 
The  Consolidated  Talking  Machine  Co.  main- 
tained a  very  attractive  exhibit  at  the  Drake 
Hotel  and  the  sales  convention  gave  the  Con- 
solidated Talking  Machine  Co.'s  staflf  an  oppor- 
tunity to  thoroughly  understand  the  sales  pos- 
sibilities and  distinctive  merits  of  the  products 
this  concern  handles.  The  Consolidated  Talk- 
ing Machine  Co.  is  one  of  the  leading  whole- 
sale organizations  in  the  country,  having  execu- 
tive offices  in  Chicago,  111.,  with  branch  offices 
in  Detroit,  Mich.,  and  Minneapolis,  Minn.  The 
company  is  the  wholesale  representative  for 
some  of  the  most  successful  products  in  the 
talking  machine  industry  and  E.  A.  Fearn,  pres- 
ident of  the  company,  is  recognized  as  a  fore- 
most figure  in  the  wholesale  talking  machine 
field.  At  his  company's  sales  convention  Mr. 
Fearn  was  ably  assisted  by  Harry  Schoenwald, 
sales  manager  of  the  Consolidated  Talking  Ma- 
chine Co.,  a  popular  member  of  the  Chicago 
talking  machine  trade. 

Sales  discussions  were  held  during  the  morn- 
ings of  the  first  four  days  of  the  week  and  in 
the  afternoons  the  members  of  the  sales  force, 
together  with  out-of-town  guests,  visited  the 
Drake  Hotel,  where  the  annual  conventions  of 
the  National  Music  Industries  were  held.  The 
luncheons  each  day  were  attended  by  many 
visitors,  in  addition  to  the  Consolidated  sales 
stafifs,  and  in  the  evenings  theatre  parties  and 
informal  dinners  provided  entertainment. 

Among  the  companies  who  were  represented 
at  the  Consolidated  Talking  Machine  Co.'s  sales 
convention  and  who  delivered  timely  talks  were 
the  following:  Holton  Band  Instrument  Co.; 
J.  C.  Deagan,  Inc.;  Armour  &  Co.'s  musical  in- 
strument string  division;  Outing  Talking  Ma- 
chine Co.,  represented  by  Carl  Knittel;  Manu- 
facturers' Phonograph  Co.,  manufacturer  of  the 
Strand  phonograph,  represented  by  Geo.  W. 
l,yle,  president,  and  Stephen  Wirts;  Walbert 
Alfg.  Co.,  manufacturing  the  Geer  repeater,  rep- 
resented by  Walter  H.  Huth;  Diamond  Prod- 
ucts Co.,  represented  by  H.  B.  Foster;  General 
I'honograph  Corp.,  represented  by  S.  A.  Ribol- 
la;  Ludwig  &  Ludwig,  drum  manufacturers; 
-•\udak  Co.,  represented  by  Maximilian  Weil; 
Efficiency  Electric  Co.,  represented  by  E.  C. 
^ilorris;  Bristol  Co.,  manufacturer  of  the  Audio- 
phone  loud  speaker,  represented  by  Mr.  Hall; 
Hall  Mfg.  Co.,  maker  of  fiber  needles,  repre- 
sented by  H.  J.  Fiddelke;  General  Phonograph 
Mfg.  Co.,  Elyria,  manufacturer  of  the  Garford 
portable  phonograph,  represented  by  Homer 
Stephens;  Harry  B.  Jay  &  Co.;  Westphono, 
Inc.,  manufacturer  of  the  Spencerian  portable, 
represented  by  Benj.  Wood;  Neufeld  Sales  Co., 
represented  by  G.  Neufeld;  Krasco  Mfg.  Co., 
manufacturer  of  Krasco  spring  motors  and 
Krasco  assembling  unit,  represented  by  Mer- 
win  F.  Ashley;  General  Phonograph  Corp., 
Okeh  division,  represented  by  M.  O.  Giles; 
comprehensive  information  and  sales  talk,  W. 
C.  Fuhri,  general  sales  manager  of  the  Okeh 
division;  Barton,  Durstine  &  Osborne,  advertis- 
ing agency,  represented  by  T.  L.  L.  Ryan. 


THE  GEER  REPEATER 


This  Improved  Geer  Repeater  is  adjustable — it  plays  all  records  com- 
pletely through — and  it  is  daily  becoming  more  popular  wherever 
continuous  music  for  dancing,  dining,  entertaining  or  other  purposes 
is  required.  Thousands  of  dealers  are  making  splendid  profits.  Why 
not  you? 

Walbert  Manufacturing  Company 

925-41  Wrightwood  Avenue  Chicago,  111. 
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OKEH  WHOLESALERS  MEET  AT  FIRST  ANNUAL  CONVENTION 

Outline  of  Plans  and  Policies  for  Coming  Year  and  Round-table  Discussions  Feature  First  Annual 
Meeting  in  Chicago — Dealer  Co-operation  and  Sales  Promotion  Discussed 


Chicago,  III.,  June  S. — The  first  annual  conven- 
tion of  Okeh  jobbers  was  held  at  the  Hotel  La- 
Salle  the  week  of  June  4  and  was  attended  by 
Okeh  distributors  from  all  parts  of  the  country. 
The  convention  was  a  decided  success  and,  in 
all  probability^  next  year's  meeting  will  be  held 
in  New  York  during  the  course  of  the  annual 
conventions  of  the  National  Music  Industries. 
The  dates  chosen  for  the  first  Okeh  convention 
coincided  with  the  meetings  held  in  Chicago 
this  week  in  connection  with  the  national  in- 
dustries and  the  Okeh  jobbers  were,  therefore, 
gi\-en  an  opportunity  to  thoroughly  appreciate 
the  importance  of  these  conventions. 

The  Okeh  jobbers  assembled  at  the  hotel 
Monday  morning,  together  with  a  group  of  ex- 
ecutives from  the  General  Phonograph  Corp. 
in  New  York.  Among  these  executives  were 
Otto  Heineman,  president  of  the  company;  W. 
C.  Fuhri,  general  sales  manager;  R.  S.  Peer,  of 
the  executive  staff,  and  A.  H.  Thallmayer,  man- 
ager of  the  foreign  record  department.  T.  L.  L. 
Ryan  and  R.  P.  Bagg,  of  Barton,  Durstine  & 
Osborne,  the  advertising  agency  handling  the 
Okeh  account  also  accompanied  the  party. 

Monday  was  devoted  to  an  informal  recep- 
tion, followed  by  a  dinner  party  at  the  Hotel 
LaSalle  and  a  theatre  party  in  the  evening.  This 
program  gave  the  jobbers  an  opportunity  to  be- 
come acquainted  with  each  other  and  to  make 
plans  for  the  business  sessions  the  following 
day.  On  Tuesday  the  business  sessions  were 
held  at  the  Taotel,  interrupted  only  by  luncheon. 
The  Okeh  executives  gave  a  number  of  impor- 
tant talks  relative  to  Okeh  plans  and  policies 
for  the  coming  year  and  the  various  jobbers 
participated  in  a  round-table  discussion. 

On  Wednesday  and  Thursday  the  business 
programs  ~vere  noteworthy  for  the  practical 
ideas  submitted  by  those  in  attendance  in  con- 
nection with  dealer  co-operation  and  sales  pro- 
motion. On  Wednesday  afternoon  the  jobbers 
and  the  Okeh  executives  visited  various  Okeh 
dealers  in  Chicago  territory,  E.  A.  Fearn,  of 
the  Consolidated  Talking  Machine  Co.,  acting 
as  guide  and  host.  On  Wednesday  evening 
everyone  present  attended  the  banquet  given  by 
the  National  Association  of  Piano  Merchants  at 
the  Drake  Hotel.  On  Thursday  evening  the 
Okeh  party  attended  the  Midnight  Frolic  given 
by  the  Chicago  Piano  Club  at  the  Drake,  at 
which  there  were  present,  among  other  artists, 
Gerald  Griffin,  exclusive  Okeh  artist,  and  Guy- 
on's  Paradise  Orchestra,  which  makes  Okeh 
dance  records  exclusively.  The  Okeh  jobbers 
were  kept  busy  during  their  entire  stay  in  Chi- 
cago and,  whenever  any  spare  time  was  avail- 
able, they  visited  the  convention  headquarters 
of  the  Music  Industries  at  the  Drake,  inspecting 
the  various  exhibits  and  renewing  friendships 
with  the  dealers  in  attendance. 

Among  the  Okeh  jobbers  who  attended  this 
convention  were  the  following:  Walter  L.  Eck- 
hardt,  president.  General  Radio  Corp.,  Philadel- 
phia and  Pittsburgh,  Pa.;  Frank  Dorian,  man- 
ager. General  Radio  Corp.,  Pittsburgh;  Geo.  R. 
.  Madson  and  T.  Buell,  Record  Sales  Co.,  Cleve- 
land, O.;  F.  D.  Clare,  Iroquois  Sales  Corp.,  Buf- 
falo, N.  Y.;  Ben  L.  Brown,  Sterling  Roll  &  Rec- 
ord Co.,  Cincinnati,  O.;  E.  Schiele  and  Herbert 
Schiele,  Artophone  Corp.,  St.  Louis  and  Kan- 
sas City,  Mo.;  E.  W.  Guttenberger,  manager, 
Artophone  Corp.,  Kansas  City,  Mo.;  O.  H.  Hey- 
er  and  Geo.  Stocker,  Junius  Hart  Piano  Co., 
Ltd.,  New  Orleans,  La.;  P.  C.  Brockman  and  C. 
J.  Rey,  James  K.  Polk,  Inc.,  Atlanta,  Ga.;  E.  A. 
Fearn,  president.  Consolidated  Talking  Ma- 
chine  Co.,   Chicago,   Minneapolis   and  Detroit: 


AUD  AK 

CCTS    THE    COST    OF    SELI.I1VG  RECORDS 

Demonstrates  any  number  of  records 
at  the  same  time  ~,uitIwHt  booths. 

-4SK  FOR  N.\ME  OF  JOBBER  NEAREST  TOC 

AUDAK  CO.,   565   Fifth   Ave.,   New  York 


J.  P.  Fearn,  manager.  Consolidated  Talking 
Machine  Co.,  Detroit;  Mrs.  B.  C.  Eggars,  man- 
ager. Consolidated  Talking  Machine  Co.,  Min- 
neapolis; E.  B.  Bartlett,  W.  W.  Kimball  Co., 
Chicago;  Sol  Isaacs  and  John  Crone,  Inde- 
pendent Jobbing  Co.,  Goldsboro,  N.  C. 


OAKLAND  PHONO.  CO.  ENLARGES 

Addition  of  Thirty  Demonstration  Rooms  Fol- 
lows Taking  on  of  Sonora  Line 


O.-^KLAND,  Cal.,  June  5. — The  Oakland  Phono- 
graph Co.,  Bernard  S.  Goldsmith,  manager,  will 
shortly  add  thirty  record  audition  rooms  to  its 
store.  This  will  treble  the  capacity  of  the  store. 
The  recent  addition  of  the  Sonora  phonograph 
to  its  other  lines — the  Victor,  Edison  and  Starr 
— and  the  development  of  the  foreign  record 
business  are  held  responsible.  A  complete  ad- 
vertising system  in  foreign  language  newspa- 
pers and  a  follow-up  letter  campaign  in  accord- 
ance with  the  most  modern  advertising  prin- 
ciples is  developing  this  business  by  leaps  and 
bounds.  Records  in  twenty-six  languages  are 
now  stocked  by  this  firm  and  a  staff  of  sales- 
men who  are  capable  of  speaking  the  more  im- 
portant ones  is  maintained. 


LANDAU'S  CASH  IN  ON  MUSIC  WEEK 

Concerts  and  Recitals  Attract  Hazleton.  Pa- 
Music  Lovers  to  Well-known  Music  House — 
Publicity  and  Good  Will  Results 


Hazleton,  Pa.,  June  5.— Music  Week  in  this 
city  was  capitalized  by  Landau's  Alusic  Shop 
through  a  series  of  concerts  and  recitals  held 
at  the  company's  headquarters.  On  Monday 
evening  a  Victrola  recital  was  given  to  which 
the  general  public  was  invited.  In  addition  to 
the  Victrola  recital,  there  were  present  Ethel 
McGuire,  piano  soloist,  and  a  symphony  or- 
chestra composed  of  students  from  the  various 
school  buildings,  under  the  direction  of  Profes- 
sor Lewis,  well-known  orchestra  leader.  A 
large  attendance  was  reported  and  the  affair 
was  an  entire  success  from  every  standpoint. 
.A.  feature  of  the  Wednesday  evening  recitals 
was  a  program  of  Operalogues  given  by  Estelle 
White.  Landau's  Music  Shop  has  long  held 
the  reputation  in  the  various  cities  in  which  its 
stores  are  located  of  being  one  of  the  leaders 
in  the  field. 


EDISON  SOUVENIR  FOR  FAIRS 

Four-page  Circular  in  Form  of  Edison  Records 
Issued  by  Thomas  A.  Edison,  Inc. 


Thomas  A.  Edison,  Inc.,  has  recently  issued 
a  souvenir  for  the  use  of  Edison  dealers  in  con- 
junction with  fairs,  exhibitions,  concerts  and 
other  special  events.  This  souvenir  consists  of 
a  four-page  circular  cut  round  in  the  form  of 
an  Edison  record  and  about  one-third  of  the 
full  record  size.  The  front  page  is  a  reproduc- 
tion of  an  Edison  record.  The  two  inside  pages 
reproduce  the  full  line  of  fourteen  models  of 
the  New  Edison,  with  seven  on  each  page  ar- 
ranged in  a  circle.  The  space  in  the  middle  of 
each  page  is  devoted  to  an  explanation  of  the 
artistic  nterit  of  Edison  instruments.  The  back 
page  is  also  a  reproduction  of  an  Edison  record, 
with  space  left  for  the  name  of  the  retail  mer- 
chant where  the  title  of  the  record  normally 
appears. 


GOOLD  BROS.  IN  NEW  WAREROOMS 

Niagara  Falls,  N.  Y.,  June  1.— Goold  Bros., 
Inc.,  dealers  in  pianos  and  musical  instruments, 
have  just  moved  into  their  new  quarters  at  203 
Falls  street.  The  concern  previously  did  busi- 
ness at  322  First  street  and  the  steady  growth 
of  business  has  required  larger  space. 
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EMPLOYES  OF  GENERAL  PHONOGRAPH  CORP.  HOLD  OUTING 

A  Most  Delightful  Time  Enjoyed  by  Those  Who  Had  the  Privilege  of  Attending  This  Outing, 
Which  Was  Held  at  City  Island — Sports  the  Feature  of  the  Day 


The  annual  outing  of  the  employes  of  the 
General  Phonograph  Corp.,  New  York,  was 
held  Saturday,  May  26,  at  the  Colonial  Hotel, 
City  Island,  N.  Y.,  and,  from  beginning  to  end, 
the  day"s  program  offered  unlimited  entertain- 


Immediately  upon  arriving  the  Okeh  staff  as- 
sembled on  the  ball  field  and,  under  the  direc- 
tion of  David  Goldman,  auditor  of  the  company, 
a  strong  baseball  nine  took  the  field  to  battle 
with  the  ball  team  representing  the  Brookniire 


in  a  number  of  the  events  and,  with  his  usual 
enthusiasm,  contributed  materially  to  the  suc- 
cess of  the  afternoon.  The  wi-nners  of  the  va- 
rious athletic  events  were  as  follows:  Seventy- 
five-yard  dash  for  girls,  first  prize,  Miss  E.  Ze- 
koll;  second  prize,  Miss  D.  Schreiber.  Baseball 
distance  throwing  for  girls,  first  prize,  Mrs.  A. 
E.  Graham;  second  prize,  Miss  Martha  Stange. 
Seventy-five-yard  dash  for  men,  first  prize,  S. 
Neuberth;  second  prize,  J.  A.  Sieber.  Potato 


Snapshot  of  Those  in  Attendance  at  Outing  of  Employes  of  General 


inent  for  the  Okeii  forces.    Three  large  motor 


buses,  together  with  a 
biles,  formed  a  parade 
the  executive  offices  on 
noontime  and  arriving 


dozen  private  automo- 
to  City  Island,  leaving 
Forty-fifth  street  about 
at  the  Colonial  Hotel 


at   1 :30.     The  buses  were  profusely  decorated 


Economic  Service,  which  occupies  offices  on  the 
same  floor  as  the  General  Phonograph  Corp.  at 
25  West  Forty-fifth  street. 

An  interesting  five-inning  game  was  ,  thor- 
oughly enjoyed  by  eve'ryone  present  and  at  the 
finish  of  the  fifth  inning  the 


Okeh  battlers  were 
on  the  winning 
side  by  the  score 
of  3  to  2.  The  win- 
ning Okeh  team 
consisted  of  the 
following  baseball 

jSPi  ""^^ilW^^^^'  stars:    Hager,  first 

/  ^BP^Sy  ""^"^^^i^B^fe^aj^lg*-" " *    y"^-  base;    John,  right 

'  "        '       ''  field;  Goldman, 

third  base;  A. 
Neuberth,  short- 
stop;  F.  Neuberth, 
catcher;  Canton, 
center  field;  Am- 
berg,  second  base; 
Sieber,  pitcher, 
and  Sullivan,  left 
field.  "Jack"  Sie- 
b  e  r  ,  advertising 
manager  of  the 
General  Phono- 
graph Corp., 
pitched  a  splendid 
game  and,  al- 
though  Goldman 
hit  the  ball  a  mile, 
an  outfielder  for 
the  Brook  mire 
team  usually 
found  time  to 
camp  under  the 
Some  Okeh  Executives  Who  Attended  the  Outing  ball, 
with  Okeh  banners  and  the  assemblage  was  Subsequent  to  the  baseball  game  an  interest- 
given  a  royal  reception  along  the  road  to  City  ing  athletic  program  was  started.  Otto  Heine- 
Island,  man,  president  of  the  company,  acted  as  judge 


Phonograph  Corp. 

race  for  girls,  first  prize.  Miss  A.  Gilmore;  sec- 
ond prize,  Mrs.  A.  E.  Graham.  Seventy-five- 
yard  dash  for  married  women  and  engaged 
girls,  first  prize,  Mrs.  A.  E.  Graham;  second 
prize.  Miss  E.  Zekoll.  Mixed  relay  race,  the 
winning  team  from  the  Newark  factory,  con- 
sisting of  F.  Neuberth,  A.  Neuberth,  H.  Morn- 
stern  and  H.  Canton.  Wheelbarrow  race,  men's 
prize,  A.  Neuberth;  ladies'  prize,  Miss  M. 
Yahske.  Three-legged  race  for  girls,  the  Misses 
Dodds  and  Kohnly.  Relay  race  for  men,  the 
winning  team  from  the  New  York  office,  con- 
sisting of  Brown,  Simon,  Meurich,  Goldman. 
Fat  men's  race,  E.  Walker;  consolation  prize, 
W.  C.  Fuhri.  Lucky  number  dancing  contest, 
men's  prize,  E.  Walker;  ladies'  prize.  Miss  Eve- 
lyn Schael.  Golf  contest  for  men,  Jacob  Schech- 
ter;  golf  contest  for  women,  Mrs.  W.  G.  Pil- 
grim. Prizes  for  these  various  events  were  very 
attractive,  consisting  of  loving  cups,  opera 
glasses,  pearl  necklaces,  fountain  pens,  Ever- 
sharp  pencils,  pearl  scarf  pins,  a  portable  Ode- 
onette  and  two  se'ts  of  Okeh  records,  compris- 
ing a  set  of  "Schubert's  Unfinished  Symphony," 
After  the  games  were  over  dinner  was  served 
in  the  open  and  brief  addresses  were  made  by 
Otto  Heineman,  W.  G.  Pilgrim,  Jacob  Schech- 
ter  and  W.  C.  Fuhri.  The  outing  was  voted  a 
great  success  and  David  Goldman  received  well- 
deserved  congratulations  from  the  Okeh  staff 
for  the  care  and  attention  that  he  gave  to  every 
detail  of  the  outing  program.  The  day's  fes- 
tivities gave  the  Okeh  employes  a  chance  to 
become  well  acquainted  with  each  other,  for 
there  were  present  at  the  outing  the  el^cutives 
and  employes  from  the  general  offices  at  25 
West  Forty-fifth  street.  New  York;  the  pressing- 
plant  at  Newark,  N.  J.;  recording  laboratory  at 
145  West  Forty-fifth  street,  and  the  New  York 
wholesale  distributing  division,  15  West  Eight- 
eenth street.  New  York. 
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"One  handle  handles  it ' 


Outing  Talking  Machine  Co.,  Inc, 


MOUNT  KISCO,  N.  Y. 


SPRING  CLIP  HOLDS 
ALBUM  FIRMLY 


HANDLE  IS  FIRMLY 
HELD  WHEN  MACHINE 
IS  CLOSED 


12  POCKET  ALBUM 


UNIVERSAL  JOINT  PER- 
MITS   PLAYING  ALL 
MAKES    OF  RECORDS 
PERFECTLY 


THROW-BACK 
TONE  ARM 


STRONG  LEATHER  HAN- 
DLE   MAKES  CARRYING 
EASY 


TWO  NEEDLE  CUPS 
WITH  SNAP  COVERS 


12"  TURNTABLE 


TONE  CHAMBER  GIVES 
A  RICH,  MELLOW  TONE 


FRICTION  HIN( 
HOLD  DOOR 
PARTLY    OPEN,    OR  AT 
ANY  ANGLE  DESIRED 


THESE  CLIPS  HOLD 
TONE  ARM  WHEN 
MACHINE  IS  CLOSED 


ARTOPHONE  CORP., 
1103  Olive  St.,  St.  Louis,  Mo. 


ARTOPHONE  CORP., 
203  Kansas  City  Life  Bldg., 
Kansas  City,  Mo. 


BRISTOL  &  BARBER  CO., 
3  East  14th  St.,  New  York,  N.  Y. 


CABINET  &  ACCESSORIES  CO.,Inc., 
3  West  16th  St.,  New  York,  N.  Y. 


CONSOLIDATED  TALKING 
MACHINE  CO., 
227  West  Washington  St.,  Chicago,  111. 


CONSOLIDATED  TALKING 
MACHINE  CO., 
1121  Nicollet  Ave.,  Minneapolis,  Minn. 


DAVENPORT  PHONOGRAPH 
ACCESSORY  CO., 

Davenport,  la. 


JOBBERS 

THE  DUNING  CO., 
303  Second  St.,  Des  Moines,  la. 

A.  C.  ERISMAN  CO., 
174  Tremont  St.,  Boston,  Mass. 

GENERAL  PHONOGRAPH  CORP., 
15  West  18th  St.,  New  York,  N.  Y. 

W.  S.  GRAY  CO., 
942  Market  St.,  San  Francisco,  Cal. 
Los  Angeles,  Portland  and  Seattle 

IROQUOIS  SALES  CORP., 
210  Franklin  St.,  Buffalo,  N.  Y. 

C.  L.  MARSHALL  CO., 
514  Griswold  St.,  Detroit,  Mich. 

J.  K.  POLK,  Inc., 
294  Decatur  St.,  Atlanta,  Ga. 

STARR  PHONOGRAPH  CO., 
634  Grant  St.,  Pittsburgh,  Pa. 

STERLING  ROLL  &  RECORD  CO., 
137  West  4th  St.,  Cincinnati,  O. 


STEWART  SALES  CO., 
502  Occidental  Bldg., 
Indianapolis,  Ind. 


GEO.  C.  ULRICH  &  CO., 
56  Estey  Bldg.,  Philadelphia,  Pa. 


UTICA  GIFT  &  JEWELRY  SHOP, 
Utica,  N.  Y. 


VOCALION  CO.  OF  OHIO, 
328  Superior  St.,  West, 
Cleveland,  O. 


MARTIN  WEISS  CO., 
Dallas,  Tex. 


Export 
CHIPMAN,  LTD. 
New  York  London 


MONTREAL 

WELLINGTON 

SYDNEY 

MELBOURNE 

PERTH 


HAVANA 
MEXICO  CITY 
BUENOS  AIRES 
RIO  DE  JANEIRO 
SANTIAGO 
DE  CHILE 


CABLE  ADDRESS:  CHIPMONK,  NEW  YORK 
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INTERESTING  DEVELOPMENTS  IN  TORONTO  TERRITORY 

Business  Maintains  Satisfactory  Volume — Dealers  Actively  Engaged  in  Sales  Promotion  Carrt- 
paigns — New  Lines  Added — Visitors — Other  Important  Activities 


Toronto,  Ont.,  June  8.— Manager  Barnes,  of 
Heintzman's  Brantford  brancli,  is  liaving  great 
success  featuring  Victor  Health  records.  He 
has  a  young  man  demonstrating  the  exercises 
in  the  show  window,  while  the  people  standing 
outside  hear  the  commands  and  the  music 
through  an  outdoor  attachment. 

The  Scythes  Vocalion  Co.,  Ltd.,  this  city,  has 
secured  exclusive  rights  for  Canada  on  the 
Audiophone,  an  instrument  to  amplify  and 
clarify  sound,  which  is  manufactured  by  the 
Bristol  Co.,  of  Waterbury,  Conn. 

M.  S.  Grace,  manager  of  Gerhard  Heintzman, 
Ltd.,  London,  Ont.,  has  started  a  telephone  can- 
vass in  his  territory  and  the  results  are  prov- 
ing excellent.  Mr.  Grace  advises  that,  in  a  sin- 
gle instance,  one  customer  who  was  approached 
over  the  phone  purchased  a  total  of  over  $90 
worth  of  records. 

Crawford  Bros.,  London,  Ont.,  have  added 
Vocalion  records  to  their  stock. 

The  Edison  Shop,  12  Queen  street.  East,  is 
one  of  the  more  recent "  phonograph  stores  to 
take  on  the  Vocalion  record  agency.  Vocalion 
records  have  been  growing  in  popularity  among 
the  Canadian  trade  and  many  dealers  are  add- 
ing the  line. 

J.  Herb  Smith  has  opened  a  store  in  Water- 
loo, Ont.,  with  the  local  Columbia  agency. 

Grinnell  Bros.,  VV^indsor,  Ont.,  have  started 
an  intensive  campaign  in  their  territory.  Two 
trucks,  properly  manned,  carry  a  stock  of  rec- 
ords and  machines. 

Arthur  Blight,  well-known  Canadian  tenor, 
has  made  his  first  Edison  recording,  "Isafrel," 
which  is  proving  a  brisk  seller. 

The  Brunswick  Shop  has  been  opened  in 
London,  Ont.,  at  421  Richmond  street,  with  a 
complete  stock  of  Brunswick  phonographs  and 
records.  The  store  is  under  the  management 
of  A.  F.  Mantel. 

A.  C.  Valeur,  managing  director  of  Sonora 
Phonograph,  Ltd.,  this  city,  is  absent  on  a  five 
weeks'  trip  through  the  Western  provinces,  his 
first  Western  journey  since  taking  up  his  resi- 
dence in  Canada. 

Billy  Moore,  manager  of  the  Victrola  depart- 
ment of  the  T.  Eaton  Co.,  Ltd.,  has  inaugu- 
rated a  series  of  Saturday  morning  recitals,  at 
which  Mr.  Moore  sings  several  selections.  The 
T.  Eaton  Co.  has  found  that  these  recitals  are 
great  business  getters. 

Manager  Martin,  of  the  C.  W.  Kelly  &  Son 
branch  at  Gait,  Ont.,  has  instituted  a  "Chil- 
dren's Hour."  The  first  day  this  plan  was  tried 
his  store  was  completely  filled  with  young  peo- 
ple, who  thoroughly  enjoyed  a  real  treat  of 
His  Master's  Voice-Victor  records  for  chil- 
dren played  on  the  Victrola. 

Duci  de  Kerejarto,  the  noted  Columbia  artist 
and  violinist,  greatly  stimulated  the  demand 
for  his  records  by  a  week's  engagement  at 
Shea's  Theatre,  here,  recently. 

The- Ottawa  Hockey  Club  was  presented  with 
a  Victrola  portable  model.  Style  50,  and  a  num- 
ber of  His  Master's  Voice  records  by  Ormes, 
Ltd.,  of  Ottawa,  before  starting  on  their  trip 
to  the  Pacific  Coast  recently. 

C.  F.  Smith,  formerly  manager  of  the  A.  C. 
Thorburn  store,  Victor  dealer,  Niagara  Falls, 
Ont.,  has  purchased  this  business. 

The  Canadian  trade  has  extended  a  very 
hearty  welcome  to  E.  A.  McMurty,  who  has 
been  appointed  manager  of  the  Columbia 
Graphophone  Co.  interests  in  Canada,  with 
headquarters  in  this  city.  The  Columbia  Co. 
maintains  a  large  plant  in  Toronto  which  was 


iicquired  at  a  cost  in  e.xcess  of  $2,000,000.  The 
plant  is  well  equipped  to  manufacture  cabinets 
and  supplies. 

A  recent  visitor  to  Toronto  was  Walter  K 


Milne,  of  the  Gold  Seal  Co.,  Inc.,  New  York, 
manufacturer  of  the  Gold  Seal  record  repeaters. 
The  object  of  his  visit  was  to  size  up  the 
situation  in  Canada  and  formulate  plans  for 
creating  greater  interest  in  the  product  in  this 
market.  Mr.  Milne  states  that  Gold  Seal  re- 
peaters have  met  with  wonderful  success  in  the 
United  States  which  can  be  duplicated  in 
the  Canadian  Provinces. 


MONTREAL  VICTOR  WHOLESALER  QUITS  RETAIL  BUSINESS 

His  Master's  Voice,  Ltd.,  Sells  Local  Retail  Establishment  and  Retires  From  That  Branch  of  the 
Business — Local  Dealers  Cash  in  on  Artists — News  of  the  Month 


AIoNTREAL,  Can.,  June  7. — Quite  an  event  in 
local  retail  talking  machine  history  took  place 
recently,  when  His  Master's  Voice,  Ltd.,  de- 
cided to  withdraw  from  the  retail  business  and 
turned  its  large  store  on  St.  Catherine  street. 
West,  over  tO'  the  Hartney  Co.,  Ltd.  I.  Syd- 
ney Isaacs,  the  new  proprietor,  will  continue  to 
operate  the  store  as  heretofore,  selling  Vic- 
trolas  and  His  Master's  Voice  records  exclu- 
sively. 

Joseph  Delaquerriere,  famous  in  Paris  as  a 
tenor  and  who  recently  came  to  this  country, 
has  become  an  exclusive  His  Master's  Voice 
artist. 

Arthur  Blouin,  Sherbrooke,  Que.,  has  been 
granted  the  exclusive^  selling  rights  in  that  city 
for  Columbia  machines  and  records. 

The  General  Phonograph  Corp.  of  Canada, 
Ltd.,  Kitchener,  Ont.,  has  appointed  the  Stand- 
ard Phonograph  Accessories  &  Supply  Co.,  1270 
.St.  Lawrence  boulevard,  as  its  representative 
in  this  city. 

J.  C.  Pare,  St.  Hyacinthe,  Que.,  has  purchased 


the  interest  of  Mr.  L'Archevesque,  Starr  phono- 
graph and  Gennett  record  dealer,  and  is  now 
carrying  on  the  business  under  his  own  name. 

At  the  Mount  Royal  Hotel  in  the  La  Salle 
Doree  music  is  now  being  supplied  nightly  by 
Joseph  Smith  and  His  Orchestra,  Brunswick 
artists. 

Georgie  Price,  with  "Spice  of  1922,"  which  ap- 
peared locally  at  His  Majesty's  Theatre  the 
past  month,  was  capitalized  in  advertising  copy 
by  His  Master's  Voice,  Ltd.,  featuring  this  ex- 
clusive Victor  artist's  records. 

Layton  Bros.,  Ltd.,  have  been  doing  some 
extensive  Brunswick  advertising  lately. 

M.  L.  Dohan,  Edison  dealer,  of  Quebec  City, 
has  been  carrying  some  effective  ads  in  the 
newspapers. 

Some  unusually  artistic  Sonora  advertising 
has  recently  been  run  by  C.  W.  Lindsay,  Ltd. 

Montreal  City  is  trying  hard  to  have  an  an- 
nual fair  worthy  of  the  city  and,  judging  from 
last  reports,  it  looks  as  if  the  projected  exhibi- 
tion may  become  an  accomplished  fac_t  in  1924. 


CANADIAN  COPYRIGHT  ACT  PASSED 


Provides  for  Royalties  to  Publishers  and  Com- 
posers on  Reproductions  of  Music 


Ottawa,  Ont.,  June  4. — The  House  of  Com- 
mons has  concurred  in  Senate  amendments  to 
the  Copyright  Bill,  which  provides,  among 
other  things,  that  the  bill  will  go  into  force 
January,  1924,  instead  of  July  1,  1923.  Great 
interest  has  been  manifest  throughout  the  Do- 
minion and  the  United  States  over  the  provi- 
sions of  the  new  bill,  especially  those  providing 
for  payment  of  ro^'alties  to  music  publishers 
in  the  L^nited  States,  Great  Britain  and  Can- 
ada on  all  mechanical  reproductions  of  music. 
At  the  present  time  American  music  publishers 
and  songwriters  receive  nothing  for  their  com- 
positions recorded  in  Canada. 


NEWS  BRIEFLETS  FROM  WINNIPEG 


Winnipeg,  M.^n.,  June  8. — Matthews'  Music 
House,  Calgary,  Alta.,  recently  sold  a  York 
model  Brunswick  to  Dr.  Rogers,  music  super- 
visor of  the  Calgary  schools. 

The  Art  Music  Co.,  Ltd.,  Edmonton,  Alta., 
\^ictor  dealer,  recently  remodeled  and  enlarged 


its  store.  This  concern  is  making  a  special 
drive  on  Red  Seal  records. 

Several  new  sound-proof  demonstration  rooms 
have  been  opened  on  the  ground  floor  of  the 
Alberta  Piano  Co.'s  store  for  the  benefit  of 
talking  machine  record  customers. 

The  appearance  lately  of  the  "Dumbells"  in 
Winnipeg  was  a  great  stimulant  to  the  sale  of 
these  Victor  records.  J.  J.  H.  McLean  Co.  re- 
ports an  exceptionally  large  demand,  particu- 
larly of  Al  Plunkett's  records. 

Farquhar  &  Shaw,  this  city,  have  taken  on 
the  complete  Brunswick  line.  They  have  had 
their  store  completely  redecorated  and  put  in 
shape  to  handle  this  trade. 

The  Child  &  Gower  Piano  Co.,  Regina,  Sask., 
is  making  the  most  of  its  large  show  win- 
dows in  some  excellent  Brunswick  displays. 

George  Dring,  who  covers  the  Provinces  of 
Alberta  and  British  Columbia  for  the  Bruns- 
wick Co.,  is  finding  business  pretty  fair  in  his 
territory. 


John  McCormack,  the  celebrated  Victor  art- 
ist, who  has  taken  Berlin,  Prague,  Paris  and 
other  European  countries  by  storm  in  a  recent 
concert  tour,  is  planning  an  American  tour,  be- 
ginning in  .\lbany  on  October  4. 


Talking  Machine  Springs 
and  Repair  Parts 


NONE  BETTER  IN  QUALITY 


NONE  LOWER  IN  PRICE 


THE  RENE  MANUFACTURING  CO. 

MONTVALE,  NEW  JERSEY 
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H.  B.  SIXSMITH  A  VICE=PRESIDENT 

Popular  Sales  Manager  of  Mickel  Bros.  Elected 
Vice-president  of  Company  at  Omaha — Splen- 
didly Fitted  for  Executive  Post 


0-MAHA,  Neb.,  June  4. — In  the  announcement 
that  appears  on  page  24  of  this  issue  of  The 
World  regarding  the  consolidation  of  Mickel 
Bros,  of  Omaha,  the  Ross  P.  Curtice  Co.  of 
Omaha  and  the  Mickel  Bros.  Co.  of  Des  Moines, 
full  details  were  not  available  at  the  time  of 
printing.  Since  this  article  went  to  press,  how- 
ever, the  personnel  of  the  executives  of  the 
Mickel  Bros.  Co.  has  been  completed  and  H.  B. 
Sixsmith,  formerly  sales  manager  of  this  com- 
pany at  Des  Moines,  has  been  elected  vice- 
'president  of  the  Mickel  Bros.  Co.  of  Omaha. 

This  announcement  will  be  welcome  news  to 
the  Victor  trade,  as  Mr.  Sixsmith  is  one  of  the 
most  popular  Victor  men  in  the  Middle  West. 
For  a  number  of  years  he  was  sales  manager 
of  the  M'ickel  Bros.  Co.  of  Des  Moines  and  in 
this  important  post  won  tlie  esteem  and  friend- 


'Stands  fprDispIay" 


The  N  ew  Metal 
Display  Stand 
for  Universal 
Use  in  Music  Shops 

ECONOMICAL 
ATTRACTIVE 
SUBSTANTIAL 

May  be  used  for  Displaying 
10  in.  and  12  in.  Records, 
Monthly  Window  Service, 

Sheet  Music, 
Phonograph  Displays,  etc. 

6  FOR  $2Z5 

Manufact:ired  by 

MUSICAL  PRODUCTS  DISTRIBUTING  CO.,  INC. 

37  East  18th  Street  New  York 

Attractive  Offer  to  Distributors 


ship  of  the  dealers  throughout  his  territory.  He 
introduced  many  practical  sales  ideas  that  were 
used  to  advantage  by  the  dealers  and,  in  his 
new  capacity,  he  will  have  ample  opportunities 
to  further  develop  his  plans  for  sales  promo- 
tion and  dealer  co-operation. 


ENLARGE  EMERSON  SALES  FORCE 

Expansion  Includes  Metropolitan  Organization. 
Traveling  Staff  and  Distribution  Facilities 


B.  Abrams,  president  of  the  Emerson  Phono- 
graph Co.,  105  West  Twentieth  street,  New 
York  City,  recently  announced  an  enlargement 
of  the  sales  force,  not  only  in  the  metropolitan 
district,  but  in  the  road  staff  of  the  firm.  The 
number  of  distributors  centrally  located  han- 
dling Emerson  records  has  been  increased  and  a 
substantial  addition  has  been  made  to  the  list 
of  Emerson  dealers. 

The  Emerson  Co.  is  specializing  in  mailing 
quantity  deliveries  of  the  current  record  hits. 
Not  only  has  the  Emerson  Co.  made  timely 
annoimcements  of  general  releases  but  special 
importance  is  given  to  the  volume  of  sales  on 
particular  numbers  in  any  given  territory.  The 
Emerson  representatives  make  a  special  study 
of  the  sales  trend  in  each  locality,  and  are  thus 
able  to  serve  the  retailer  with  Emerson  records 
of  popular  numbers  to  advantage. 


MOTOR  EXECUTIVE  VISITS  EAST 

Wm.  Thommens,  of  Plymouth  Phono  Parts 
Co.,  Calls  on  New  York  Trade — Introducing 
Trotter  Electric  Motor  to  the  Dealers 


Wm.  Thommens,  president  of  the  Plymouth 
Phono  Parts  Co.,  Plymouth,  Wis.,  manufac- 
turer of  the  Trotter  electric  motor  and  other 
products  in  the  talking  machine  field,  was  a 
recent  visitor  to  New  York.  Mr.  Thommens 
stated  that  his  company  had  received  many  in- 
quiries regarding  the  Trotter  electric  motor 
from  manufacturers,  jobbers  and  dealers  and 
that  factory  facilities  had  been  provided  which 
would  enable  the  company  to  make  prompt 
shipments  of  these  motors.  The  Trotter  elec- 
tric motor  has  been  on  the  market  for  quite 
some  time  and,  under  Mr.  Thommens'  direc- 
tion, the  manufacture  and  sale  of  the  motor  have 
progressed  rapidly.  An  intensive  sales  cam- 
paign has  been  instituted  to  reach  the  dealer, 
with  the  idea  of  impressing  upon  the  retail 
trade  the  unlimited  possibilities  for  the  intro- 
duction of  this  motor  as  a  substitute  for  spring 
motor  machines  now  in  use. 


PHILPITT  BUYS  OUT  DEPARTMENT 


Takes  Over  Victrola  and  Record  Department  of 
E.  B.  Douglas  Store  in  Miami — Elected  Gen- 
eral Manager  of  Music  Festival  Association 


Miami,  Fla.,  June  4.— S.  Ernest  Philpitt  &  Son 
recently  purchased  the  entire  Victrola  and  rec- 
ord department  of  the  E.  B.  Douglas  department 
store,  this  city,  and  are  merging  the  stock  with 
that  of  the  Philpitt  store  here.  The  combined 
record  stock  is  said  to  be  the  most  complete 
in  the  South. 

S.  Ernest  Philpitt,  head  of  Philpitt  &  Son,  was 
recently  elected  general  manager  of  the  Miami 
Music  Festival  Association  in  appreciation  of 
liis  successful  efforts  in  the  promotion  of  music 
in  this  section.  The  directors  on  the  board 
include  a  representative  from  each  organized 
music  club,  as  well  as  from  the  Chamber  of 
Commerce,  Rotary  Club,  Kiwanis  Club,  etc. 


SELLS  EDISONS  TO  FACTORIES 

Waco,  Tex.,  June  5.— One  of  the  '  'music  in  in- 
dustry" sales  recently  made  by  R.  T.  Dennis  & 
Co.,  Edison  dealers,  Waco,  Tex.,  was  made 
to  the  Barton  Mfg.  Co.,  of  that  city.  Inciden- 
tally, this  enterprising  Edison  dealer  has 
equipped  virtually  every  factory  in  Waco  with 
a  New  Edison. 


Summer  time  is  the 
season  when  people 
buy  on  the  average  of 
95%  popular  records 
to  5%  of  the  other 
kind.  Certainly  this 
explains  why  REGAL 
sales  continue  big 
right  thru  the  Sum- 
mer. 


People  who  know 
REGAL,  of  course 
prefer  REGAL  the 
year  round.  Those 
who  are  not  yet  fa- 
mihar  with  REGAL'S 
remarkable  quality 
buy  it  because  of  the 
50c  price. 


But  once  they  dis- 
cover REGAL's  qual- 
ity they  become 
REGAL  enthusiasts 
and  thereafter  sel- 
dom buy  anything 
but  REGAL. 


Summer  time  is  just 
around  the  corner.  It 
is  the  best  time  to 
test  the  true  value  of 
a  record.  It  is  time 
for  you  to  try 
REGAL.  Write  to- 
day. 


REGAL  RECORD  CO. 


20  W.  20th  ST. 


NEW  YORK 
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TAKE  OVER  TRIANGLE  PHONO.  CO.     JUNE  COLUMBIA  iWINDOW  DISPLAY  OF  RECORD  FEATURES 


L.  Baxter  and  J.  J.  Freund  Purchase  Brooklyn, 
N.  Y.,  Concern — Doing  Excellent  Business, 
Both  Domestic  and  Export 


L.  Baxter  and  J.  J.  Freund  recently  became^ 
sole  proprietors  of  the  Triangle  Phono  Parts 
Co.,  722  Atlantic  avenue,  Brooklyn,  N.  Y.,  hav- 
ing purchased  all  the  outside  interests  of  the 
company.  Mr.  Baxter  for  several  years  has 
been  the  active  head  of  sales  and  production  in 
the  Triangle  Co.  He  has  had  long  experience 
in  the  manufacture  of  talking  machine  equip- 
ment and  is  well  known  in  the  industry,  both  in 
New  York  and  Chicago,  having  maintained  of- 
fices in  the  latter  city  for  a  number  of  years. 
Mr.  Freund,  for  many  years,  was  connected^ 
with  the  talking  machine  division  of  the  Plaza 
Music  Co.  His  long  experience  in  the  prob- 
lems of  the  talking  machine  manufacturer  gives 
him  exceptional  qualifications  for  his  new  ac- 
tivities and  he  has  a  wide  knowledge  of  pro- 
duction problems. 

The  Triangle  Co.  is  concentrating  its  efforts 
on  three  tone  arms  equipped  with  reproducers. 
One  is  particularly  adapted  for  portable  ma- 
chines and  the  other  two  model  tone  arms  and 
reproducers  are  each  made  to  fill  particular 
manufacturing  needs. 

In  addition  to  its  domestic  business  the  Tri- 
angle Co.  has  paid  particular  attention  to  the 
export  trade  and  is  shipping  substantial  quan- 
tities of  its  products  throughout  the  world,  with 
an  unusually  large  quantity  going  to  South 
America. 

The  Triangle  Co.  is  also  Eastern  sales  repre- 
sentative for  the  "Dayton"  motor,  manufac- 
tured by  the  Thomas  Mfg.  Co.,  of  Dayton,  O. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiir 

The  Columbia  window 
display  for  June  is  a  direct 
tie-up  to  the  national  ad- 
vertising used  by  the 
Columbia  Co.  in  behalf  of 
"New  Process"  records. 
In  the  accompanying  il- 
lustration it  will  be  noted 
that  a  giant  arrow  points 
to  a  record  especially  pre- 
pared to  display  the  pat- 
ented process  of  manu- 
facture. Cards  and  rib- 
bons explain  the  features 
and  direct  the  eye  to  the 
record.  This  display  can 
either  be  used  as  a  "one- 
idea"  window  trim  or  in 
conjunction  with  the  ar- 
tistic views  furnished  to 
display  the  newly  released 
Columbia  records. 


RECORD  TIE  UP  WITH  GOTHAM  PLAY 


Edison  Record  of  "Cat  and  the  Canary"  Linked 
With  Play  of  Same  Name  in  Effective  Man- 
ner by  West  New  York,  N.  J.,  Dealer 


FULKERSON  JOINS  IN  NOTED  EVENTS 

Carbondale,  Pa.,  June  7.- — The  Fulkerson  Music 
House  of  this  city,,  which  handles  the  Victor, 
■Edison  and  Columbia  instruments  and  records, 
played  a  prominent  part  in  the  music  memory 
contest  put  on  in  Carbondale  under  the  au- 
spices of  the  Community  Service  Music  Com- 
mittee of  that  city,  and  also  in  conjunction  with 
Music  Week  which  was  held  last  month.  J. 
Harper  Fulkerson  was  a  member  of  the  execu- 
tive committee,  of  which  the  Mayor  was  chair- 
man. 

During  the  music  festivities  the  Fulkerson 
Co.  issued  a  number  of  attractive  circulars  boost- 
ing the  music  memory  contest  and  the  Music 
Week  program,  one  large  pamphlet  featur- 
ing the  Community  Song  List,  and  an  institu- 
tional advertisement  of  the  Fulkerson  Music 
House. 


West  New  York,  N.  J.,  June  9. — John  Dorn, 
Edison  dealer  of  this  city,  recently  cashed  in 
in  an  effective  way  on  the  famous  mystery  play 
"The  Cat  and  the  Canary,"  which  has  just  com- 
pleted a  long  run  in  New  York  City.  He  did 
this  by  means  of  a  special  display  card  which 
read:  "Come  in  and  hear  Edison  record  No. 
51091,  'Cat  and  the  Canary,'  fox-trot,  dedi- 
cated to  the  famous  mystery  play  now  at  the 
National  Theatre,  New  York  City." 

These  cards  were  supplied  by  the  Phono- 
graph Corp.  of  Manhattan,  Edison  jobber,  and 
were  used  to  excellent  advantage  by  many 
other  Edison  dealers  operating  in  the  metro- 
politan district,  who  also  found  it  necessary  to 
order  additional  stocks  of  this  record. 


to  Chicago  for  the  annual  convention  of  Okeh 
jobbers.  In  a  chat  with  The  World  Mr.  Brock- 
man  commented  enthusiastically  upon  the  prog- 
ress being  made  by  Okeh  records  in  Atlanta 
territory,  stating  that  new  dealers  were  being 
rapidly  established  and  that  the  Okeh  records 
made  by  negro  artists  were  meeting  with  an 
enthusiastic  reception  throughout  this  territory. 


OKEH  JOBBERS  VISIT  NEW  YORK 

P.  C.  Brockman,  president,  and  C.  J.  Ray, 
sales  manager  of  James  K.  Polk,  Inc.,  Atlanta, 
Ga.,  Okeh  record  jobber,  were  visitors  to  New- 
York  last  week,  calling  at  the  offices  of  the 
General  Phonograph  Corp.  prior  to  their  trip 


G.  W.  HOPKINS  ADDRESSES  AD  CLUBS 

Geo.  W.  Hopkins,  vice-president  and  general 
sales  manager  of  the  Columbia  Graphophone 
Co.,  was  one  of  the  speakers  at  the  sessions 
held  on  June  7  at  Atlantic  City  at  the  annual 
convention  of  the  Associated  Advertising  Clubs 
of  the  World.  Mr.  Hopkins  has  for  the  past 
year  occupied  the  post  of  chairman  of  the 
Speakers'  Bureau  Committee  of  the  Associated 
Advertising  Clubs  and,  in  his  address  on  Thurs- 
day, he  gave  interesting  data  in  connection  with 
the  activities  of  this  bureau.  Over  3,000  speak- 
ers have  appeared  before  the  various  advertis- 
ing clubs  throughout  the  country,  all  of  whose 
activities  were  sponsored  by  the  Speakers'  Bu- 
reau Committee.  Mr.  Hopkins  has  for  many 
years  been  a  foremost  figure  in  the  work  of 
the  Associated  Advertising  Clubs  and  at  one 
time  was  president  of  the  Advertising  Club  of 
New  York. 


THE  TROTTER  ELECTRIC  MOTOR 

Is  an  Attractive  Retail  Proposition  for  Phonograph  Dealers 


EASILY  INSTALLED 


WILL  RUN  ON  ANY  CURRENT 


GUARANTEED  FOR  ONE  YEAR 

The  Trotter  motor  can  be  sold  to  any  one  who  owns  a  spring  motor  driven  phonograph.  Any  one  can  install 
it  and  when  following  printed  instructions  can  change  his  phonograph  into  an  electric  machine  in  ten  minutes. 

Relail  Prices:  Cold  Plated,  $40;  nlcliel  plated,  $35.    Let  us  send  j;ou  a  sample  motor. 


PLYMOUTH  PHONO  PARTS  CO. 


PLYMOUTH,  WISCONSIN 


DISTRIBUTORS 

Plaza  Music  Co.,  18  West  20th  Street,  New  York  —  Lakeside  Supply  Co.,  73  West  Van  Buren  Street,  Chicago. 
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BLACKMAN  TALKING  MACHINE  CO.'S  EMPLOYES'  REUNION 


Annual  Gathering  of  Employes  of  Prominent  Ne 
ful  and  Enlightening  Address  by  President  J. 


w  York  Distributor  an  Event  of  Interest — Force- 
Newcomb  Blackman — Distribution  of  Profits 


The  fourteenth  annual  banquet  of  the  em- 
ployes of  the  Blackman  Talking  Machine  Co., 
New  York,  Victor  wholesaler,  was  held  on 
June  2  in  the  Colonial  Room  of  the  Hotel  Mc- 
Alpin  and,  as  usual,  was  preceded  by  a  theatre 
party  at  the  Palace  Theatre,  New  York.  In 
addition  to  the  employes  of  the  company  there 
were  also  present  the  ofiBcers  of  the  Blackman 
Talking  Machine  Co.,  together  with  a  number 
of  invited  guests. 

This  year's  gathering  was  noteworthy  for  an 
exceptionally  forceful  and  important  address  by 
J.  Newcomb  Blackman,  president  of  the  com- 
pany and  one  of  the  foremost  members  of  the 
Victor  wholesale  industry.  Mr.  Blackman  com- 
mented upon  the  fact  that  the  Blackman  Talk- 


J.  Newcomb  Blackman 
ing  Machine  Co.  had  steadily  increased  in  per- 
sonnel for  the  past  twenty-one  years  and  that, 
whereas  thirty-two  employes  were  on  the  com- 
pany's staff  a  year  ago,  there  were  thirty-eight 
enrolled  at  the  present  time.  Referring  to  the 
company's  growth  for  the  past  twenty  years, 
Mr.  Blackman  emphasized  the  policies  and  prin- 
ciples which  have  formed  the  foundation  of  the 
business  and  which  have  been  followed  con- 
scientiously and  consistently.  He  discussed 
briefly  some  of  the  problems  which  have  con- 
fronted the  Blackman  organization  over  differ- 
ent periods  and,  taking  his  employes  into  his 
confidence,  gave  his  personal  viewpoint  as  to 
the  outlook  for  the  Blackman  Talking  Machine 
Co.  and  for  Victor  products.  During  the  course 
of  his  address  he  also  paid  tribute  to  the  world- 
wide fame  of  the  Victor  Talking  Machine  Co., 
commenting  particularly  upon  its  tremendous 
financial  strength  and  its  unlimited  manufactur- 
ing and  marketing  resources. 

Regarding  radio  Mr.  Blackman  pointed  out, 
in  an  interesting  and  convincing  way,  the  limi- 
tations and  possibilities  for  the  sale  of  radio 
receiving  sets.  This  important  topic  was  han- 
dled by  Mr,  Blackman  in  detail  and,  with  his 
customary  aggressiveness  and  forcefulness,  he 
gave  his  organization  an  invaluable  insight  into 
one  of  the  subjects  that  are  being  widely  dis- 
cussed in  trade  circles  at  the  present  time. 

Thirteen  years  ago  Mr.  Blackman  conceived 
the  idea  of  distributing  his  company's  profits 
among  his  employes  and  this  plan,  which  is  now 
followed  by  many  world-famous  mercantile  or- 
ganizations, has.  been  an  important  factor,  in  the 
success  of  the  Blackman  Talking  Machine  Co. 
Every  employe  who  has  been  identified  with 
the  company  for  at  least  one  year  shares  in  the 
profits  and  it  is  interesting  to  note  that  this 
year  twenty-three  employes  shared  in  this  plan, 
whereas  in  1922  only  sixteen  employes  partici- 
pated in  the  profit  sharing. 

The  dean  of  the  Blackman  employes  is  Frank 
Roberts,  who,  although  he  has  been  on  the  re- 
tired list  for  the  past  few  years,  visits  the  Black- 
man  offices  frequently  and  takes  a  keen  interest 
in  the  success  achieved  by  the  organization. 
Mr.  Roberts  joined  the  Blackman  staff  twenty 
years  ago,  when  Mr.  Blackman  and  he  comprised 
the  entire  force.    He  has  seen  the  company's 


business  increase  year  after  year  and  at  each 
dinner  Frank  Roberts  is  given  a  well-deserved 
ovation  by  the  Blackman  staff.  Among  the 
other  members  of  the  company's  organization 
who  participated  in  this  year's  profit  sharing 
were  the  following:  Fred  P.  Oliver,  vice-presi- 
dent and  general  manager;  C.  L.  Johnston,  sec- 
retary and  sales  manager;  Geo.  Thau,  Edgar 
S.  Palmer,  W.  R.  Grew,  Maxwell  Sheetz,  Geo. 
A.  Baker,  Wm.  H.  Bishop,  Geo.  Geise,  John 
Mills,  A.  L.  Davidson,  A.  Harrington,  A.  C. 
Herman,  Chas.  Christensen  and  the  Misses 
Franks,  Dranow,  Reighton,  Johnston,  Haggerty, 
O'Connor  and  Koehler. 

After  the  close  of  the  dinner  a  Victrola 
school  machine  and  a  supply  of  the  latest  Vic- 
tor records  gave  the  dancing  devotees  an  op- 
portunity to  thoroughly  enjoy  themselves.  In 
former  years  an  orchestra  had  been  used,  but 
this  year's  music  was  voted  superior  to  any 
orchestra  that  has  officiated  in  the  past. 


Walter  S.  Gray 

of 

SAN  FRANCISCO 

WILL  BE  IN  NEW  YORK 
JUNE  10th  to  JULY  1st 

Address  c-o 
Manufacturers  Phonograph  Co. 
95  Madison  Avenue 

Phone:  Madison  Square  4897 


TONOFONE  SECRETARY  TRADE  VISITOR 

Miss  E.  E.  Powell,  secretary  and  treasurer  of 
the  Tonofone  Co.,  Chicago,  111.,  manufacturer 
of  the  Tonofone  needle,  was  a  visitor  to  New 
York  recently,  spending  several  days  here  visit- 
ing the  trade.  In  a  chat  with  The  World  Miss 
Powell  stated  that  she  had  closed  several  im- 
portant deals  in  connection  with  the  export  sale 
of  Tonofone  needles  and  had  also  started  nego- 
tiations for  several  distributing  agencies  in  New 
York,  which  would  probably  be  consummated 
in  the  near  future.  After  leaving  New  York 
Miss  Powell  visited  Philadelphia  and,  judging 
from  the  orders  that  she  received  during  her 
Eastern  trip,  Tonofone  needles  are  enjoying  an 
active  sale  in  this  part  of  the  country. 


CELEBRATES  37TH  ANNIVERSARY 

W.^co,  Te.\.,  June  8.— S.  T.  Dennis  &  Co.,  Inc., 
of  this  city,  is  celebrating  its  thirty-seventh  an- 
niversary this  month.  This  company  is  said 
to  be  the  largest  and  oldest  furniture  house  in 
Texas,  still  preserving  the  original  name  and 
original  management. 

In  conjunction  with  the  anniversary  celebra- 
tion large  advertisements  are  being  used  in  the 
local  newspapers  and  in  many  cases  the  manu- 
facturers and  jobbers  of  products  which  have  long 
been  handled  by  this  company  are  being  fea- 
tured on  a  co-operative  basis.  In  line  with  this 
plan  the  Texas-Oklahoma  Phonograph  Co.  is 
using  a  full  page  devoted  to  the  New  Edison, 
inasmuch  as  the  Dennis  Co.  has  been  one  of  the 
most  prominent  Edison  dealers  in  this  section, 
for  a  long  time  past. 


VISITORS  AT  EDISON  HEADQUARTERS 

Among  the  recent  visitors  to  the  headquar- 
ters of  Thomas  A.  Edison,  Inc.,  were  E.  C. 
Bowman,  of  C.  B.  Haynes  Co.,  Inc.,  Richmond, 
and  P.  R.  Hawley,  of  the  Girard  Phonograph 
Co.,  Philadelphia.  Mr.  Hawley  was  very  en- 
thusiastic about  the  demand  for  Edison  records 
in  Philadelphia  territory  which  has  been  cre- 
ated by  the  radio  broadcasting  of  the  music  of 
Charles  Kerr's  Orchestra. 


WINDOW  DISPLAY  PRODUCES  SALES 

Denver,  Col.,  June  4.— A.  W.  Mason,  manager 
of  the  phonograph  department  of  the  Daniels 
&  Fisher  Stores  Co.,  of  this  city,  states  that  the 
Swanson  portable  is  meeting  with  considerable 
favor  with  its  clientele.  Another  Swanson 
dealer  in  this  city  that  is  making  rapid  headway 
in  the  introduction  of  this  popular  machine  is 
the  Russell-Gates  Co.,  which  recently  carried 
an  attractive  window  display  featuring  the 
Swanson  and  closed  a  number  of  sales  as  a 
direct  result  of  this  display  and  the  intensive 
sales  promotion  work  of  the  company. 


Blackman  Service 
is  not 
one  of  promises 

but  of 
Performances 
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C  I  N  C  I  N  N  A  T  I 

Local  Business  Men  on  Trade  Tour — Machine  and  Record  Demand 
Maintains  Satisfactory  J'oluvie — Month's  Activities  of  the  Trade 


Cincinnati,  O.,  June  7. — The  sale  of  both  talk- 
ing machines  and  records  has  held  up  nicely 
throughout  the  past  month,  with  the  volume  of 
business  transacted  by  distributors  and  dealers 
running  in  excess  of  that  during  May,  1922. 

It  is  only  natural  to  expect  that  there  should 
be  somewhat  of  a  lull  as  warm  weather  ap- 
proaches and  people  begin  to  turn  to  outdoor 
amusements.  The  unusually  cold  .  weather, 
which  prevailed  during  the  early  part  of  May, 
helped  the  sales  of  records  and  talking  ma- 
chines wonderfully,  while  the  sales  dropped  off 
but  little  when  the  warmer  weather  finally  set  in. 

One  stimulus  to  business  which  caught  the 
fancy  of  the  public  and  which  went  over  big 
in  this  city  was  the  sale  of  records  for  Mothers' 
Day.  The  slogan,  "Tell  your  mother  with 
music,"  gained  much  favor  among  music  lovers 
and,  as  a  consequence,  the  volume  of  sales  of 
records  with  the  mother  appeal  was  large. 

Many  of  the  talking  machine  dealers  are  now 
in  Chicago  attending  the  annual  music  trades 
convention.  The  talking  machine  branch  of  the 
industry  in  Cincinnati  is  represented  at  the 
sessions  of  the  convention. 

Business  for  Cincinnati  distributors  of  talk- 
ing machines  is  expected  to  be  increased  by  the 
recent  trip  taken  by  Cincinnati  business  men 
through  the  Appalachian  regions.  A  party  of 
one  hundred  business  men  of  this  city,  repre- 
senting all  industries,  left  on  May  20  for  a  six- 
day  tour  of  the  towns  and  cities  of  West  Vir- 
ginia, Virginia,  eastern  Tennessee,  and  south- 
ern Kentucky.  The  purpose  of  the  tour  was  to 
boost  Cincinnati  as  the  logical  market  for  these 
towns  and  cities.  The  party  created  much  in- 
terest and  was  greeted  in  various  quarters  by 
large  gatherings,  usually  headed  by  the  mayor 
or  other  local  official.  The  Cincinnati  Special 
carried  its  own  band  and  corps  of  speakers, 
as  well  as  literature  advertising  the  advantages 
of  Cincinnati.  The  talking  machine  and  record 
business  in  this  territory  is  large  and  the  tour 
under  the  auspices  of  the  Cincinnati  Chamber 
of  Commerce  has  aided  materially  in  increasing 
the  business  of  local  distributors. 

The  new  model  Victrola  has  attracted  much 
attention  and  has  been  a  big  factor  in  sales 


during  the  past  thirty  days.  The  public  de- 
mand for  the  new  divided  flat-top  instrument 
shows  that  this  model  is  meeting  with  great 
favor.  The  Ohio  Talking  Machine  Co.,  Victor 
jobber  in  this  territory,  reports  that  the  sale  of 
records  and  machines  has  been  far  ahead  of 
last  year  and  that  orders  are  very  satisfactory. 
Mr.  North,  secretary  of  the  company,  is  now  on 
a  short   trip   through  Kentucky. 

The  Edison  line  of  phonographs  continues 
to  maintain  its  popularity  in  Cincinnati  and 
adjacent  territory,  according  to  P.  H.  Oelman, 
manager  of  the  New  Edison  Co.,  jobber  for 
this  territory,  with  headquarters  in  this  city. 
The  prestige  of  this  line  is  reflected  in  the 
steadily  increasing  number  of  dealers  who  are 
adding  it  to  their  stocks.  Among  the  recent 
dealers  to  take  on  the  Edison  is  the  Smith 
Piano  Co.,  operating  a  handsome  music  store 
on  Seventh  street.  This  concern  is  planning 
an  intensive  publicity  and  sales  drive  in  behalf 
of  the  Edison.  The  Wayne  Drug  Co.,  at 
Wayne,  W.  Va.,  and  J.  W.  Smith  &  Son,  Owen- 
ton,  Ky.,  have  also  added  the  Edison,  which 
they  will  feature  as  their  leader. 

The  Sterling  Roll  &  Record  Co.  is  setting  a 
lively  pace  for  Cincinnati  distributors.  It  has 
four  representatives  in  attendance  at  the  Chi- 
cago convention,  headed  by  Ben  L.  Brown,  man- 
ager. The  sales  of  this  concern  during  May 
were  extremely  satisfactory,  showing  an  in- 
crease of  considerable  proportions. 

Manager  J.  E.  Henderson,  of  the  talking  ma- 
chine district  office  of  the  Brunswick-Balke- 
Collender  Co.,  is  in  Chicago  attending  the  con- 
ference of  the  district  sales  managers  of  his 
company.  He  stayed  over  to  attend  the  music 
trades  convention. 

The  local  branch  has  recently  opened  the 
following  new  accounts:  P.  F.  Garver,  formerly 
of  Piqua,  O.;  A.  C.  Craneso,  Lindsdale,  W^ 
Va.,  and  O.  S.  Boggess,  of  Oakvale,  W.  Va. 

The  record  business  of  Widener's  has  been 
of  good  volume,  according  to  Morris  Fantel, 
manager.  The  sales  of  the  new  model  Victrola 
have  been  numerous,  while  other  talking  ma- 
chines have  been  in  demand.  The  Rudolph 
Wurlitzer  Co.  has  enjoyed  a  large  volume  of 
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Net  Profit— Counts! 

Edison  Dealers  Figure  Net  Profit 
This  Way 

1.  DOLLARS  and  CENTS— Even  after  Uncle  Sam  has  taken 
his  there  is  a  very  substantial  sum  left. 

2.  GOOD  WILL — No  line  pays  as  well  in  good  will  as  the 
Edison.    This  is  a  real  asset  and  can  be  capitalized. 

3.  THERE'S  A  SENSE  OF  SATISFACTION  in  knowing 
you  have  given  your  custotners  the  best.  This  is  non- 
taxable and  you  cannot  lose  it. 

Investigate  the  Edison  Dealers'  Proposition 

THE  PHONOGRAPH  COMPANY 

CINCINNATI  CLEVELAND 
314  West  4th  Street  1240  Huron  Road 


If  FV'^  GRAPHITE  PHONO 

aajtjaji^  M.    J  SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good 
Is  prepared  In  the  proper  oonilgtmiry,  will  n«t  run  out. 
dry  up,   or  t>ecome  sticky  or  rmocld.     n«>rp»init  ta  iti 

orlcinil    form  Indeflnltely. 
Put  up  in  1,  5,  10,  25  and  SO-pound  cans  for  dealers 
This  lubricant  U  aUo  put  up  In  4-ounce  cans  to  retail  at 
25  nentj  each  under  the  trade  name  of 

FITRFKA  NOISELESS  talking 

M^^K%.Kjm.^r%   MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 

ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St..  NewYork 


business  on  Victor  records,  and  the  demand 
shows  no  signs  of  falling  off  as  warm  weather 
arrives. 

B.  H.  Wilson,  one  of  the  popular  talking 
machine  salesmen  of  this  city,  who  is  asso- 
ciated with  the  Ohio  Talking  Machine  Co.,  has 
been  confined  to  his  home  with  an  infected 
foot,  the  aftermath  of  an  unlucky  shot  during 
the  recent  war. 

Baldwin's  Victor  Shop  has  had  an  increase 
in  sales  over  last  year.  Reports  from  the 
Chubb-Steinburg  Music  Shop  are  that  both 
records  and  talking  machines  have  been  in  big 
demand. 


NEW  METHOD  OF  SHOWING  EDISONS 

Small   Booklet   for   Salesmen    Shows  Various 
Models  in  Silhouette 


Thomas  A.  Edison,  Inc.,  has  recently  intro- 
duced a  very  high-grade  and  novel  method  of 
showing  the  different  models  of  the  New  Edi- 
son to  prospects.  Each  model  has  been  repro- 
duced in  silhouette  form  on  a  buf?  card  meas- 
uring 6x3i^  inches.  There  are  twenty-two 
cards  in  all,  featuring  the  various  upright,  con- 
sole and  special  period  models  of  the  New  Edi- 
son, and  all  of  these  cards,  in  loose-leaf  form, 
are  inserted  in  a  very  handsome  black  leather 
case  which  can  be  slipped  into  one's  pocket. 

This  plan  of  showing  the  different  models 
was  worked  out  with  a  view  to  getting  away 
from  the  conventional  catalog  idea  and  at  the 
same  time  adding  a  new  note  of  quality  to  the 
form  of  presentation.  Incidentally,  it  also  pro- 
vides the  salesman  with  an  opportunity  to  focus 
the  attention  of  the  prospect  on  two  or  three 
models  as  against  keeping  before  him,  or  her, 
the  full  line  and  thereby  lending  confusion  and 
retarding  sales. 


NYACCO  ALBUM  SALES  GROW 

Many  Talking  Machine  Manufacturers  Placing 
Fall  Orders,  Says  Max  Willinger,  Head  of 
New  York  Album  &  Card  Co. 


Max  Willinger,  president  of  the  New  York 
Album  &  Card  Co.,  recently  returned  from  a 
visit  to  the  Chicago  factory  and  a  trip  through 
the  Middle  Western  territory.  Mr.  Willinger 
was  very  enthusiastic  over  conditions  as  he 
found  them  and  reported  that  many  of  the  talk- 
ing machine  manufacturers  were  not  only  work- 
ing to  full  capacity,  but  increasing  their  output. 
Mr.  Willinger  reports  that  the  proportion  of 
album-equipped  machines  is  steadily  growing 
and  that  a  large  demand  is  evidenced.  Many 
manufacturers  have  already  placed  Fall  album 
orders  in  order  to  be  assured  of  supply  and 
to  take  advantage  of  the  present  rate.  Mr.  Wil- 
linger also  reports  that  the  market  is  decidedly 
a  quality  market,  .\lthough  the  Nyacco  line 
embraces  from  the  cheapest  to  the  highest- 
priced  albums  made,  the  demand  is  strongly  for 
quality  albums. 


ROBINSON  RETURNS  FROM  ENGLAND 

J.  W.  Robinson,  general  secretary  of  Thomas 
A.  Edison,  Inc.,  sailed  for  New  York  from 
England  on  June  2,  where  he  had  spent  a  month 
combining  pleasure  with  making  a  survey  of  the 
Edison  interests  in  England. 


Fred  Babson,  head  of  the  F.  K.  Babson  Co., 
Edison  jobber,  returned  the  latter  part  of  May 
from  a  pleasure  trip  around  the  world  which 
took  approximately  seven  months  to  complete. 
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CLARAVOX  REPRODUCERS  REFLECT  CREDIT  ON  EDISON  PRODUCTS 


Now  a  Complete  Line 
of  CLARAVOX  Products 


ON  METALLIC 
DIAPHRAGM 


CORK  RING 


REINFORCED 
CENTER. 


The  principal  difference  between  a  good,  rich-tone 
piano  and  a  poor  one  (often  referred  to  as  a  "tin-pan" 
piano)  is  in  the  hack,  or  sounding  board. 

The  same  rule  applies  to  reproducers,  in  which 
the  sounding  board  is  called  the  diaphragm. 

The  Claravox  diaphragm  is  a  scientific  achieve- 
ment— the  result  of  many  years  of  research. 

It  gives  a  true  reproduction  of  the  record  without 
a  trace  of  that  thin,  nasal,  or  "tin-panny"  sound  so 
commonly  heard  on  phonographs,  and  is  the  principal 
element  in  the  producing  of  the  exceptional  Claravox 
tones. 


Claravox 

STANDARD  Diamond  Point 

The  original  Claravox  Reproducer  for  playing  Edison  Re-Creation 
Records  on  talking  machines.  It  makes  phonographs  sound  real. 
Employs  a  genuine  high-grade,  flawless  diamond  point  and  new 
Claravox  stylus  and  diaphragm. 

Will  duplicate  any  test  of  the  original  Edison  Reproducer. 

Retail  price  $12.50 

Usual  discounts  to  dealers. 


flLARAVOX 


:cLEAR  voice: 


SPECIAL  Jewel  Point 

Also  correctly  plays  Edison  Records  on  talking  machines.  Em- 
ploys a  special  jewel  point,  which  nearest  approaches  the  genu- 
ine diamond  in  permanency.  Embodies  special  Claravox  diaphragm 
and  stylus. 

The  best  medium-priced  reproducer  yet  designed. 

Retail  price      -  $7.50 

Usual  discounts  to  dealers. 


LARAVOX 


CLEAR  voice: 


No.  1  Edison  Attachment 

Correctly  plays  Victor  Records  on  Edison  Phonographs. 

Employs  the  new  Claravox  Diaphra,gm,  which  brings  out  the  true  tones  of  the  record,  giving 
a  reproduction  never  before  heard  from  lateral-cut  records. 

Retail  price  for  complete  attachment      -     $7.50  Usual  discounts  to  dealers. 

A  Post  Card  will  bring  any  of  these  Products  on  10  days'  trial. 

THE  CLARAVOX  CO.,    Youngstown,  Ohio 


CLARAVOX — Makes  Phonographs  Sound  REAL 
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DETR 01 T 


Michigan  Trade  in  Healthy  Con- 
dition— Products  of  Leading 
Manufacturers  in  Demand — News 

Detroit,  Mich.,  June  8.  —  Talking  machine 
business  has  started  out  splendidly  for  June. 
The  writer  has  just  returned  from  a  visit  to  a 
dozen  or  more  of  the  retail  places,  both  down- 
town and  in  the  neighborhood  sections,  and 
heard  nothing  but  good  reports.  June  is  the 
month  when  people  begin  to  move  out  to  their 
Summer  places,  and  so  they  invest  quite  heavily 
in  records  and  usually  buy  the  cheaper  talking 
machines.  In  other  words,  they  do  not  want 
to  invest  any  too  much  money  in  a  machine  for 
their  Summer  home,  but  they  do  want  a  good 
variety  of  records.  Retailers  are  doing  a  very 
fine  business  on  portable  models.  Then,  again, 
June  is  the  month  when  people  are  buying  talk- 
ing machines,  either  for  wedding  presents  or  by 
young  newlyweds  for  their  future  homes. 

On  the  subject  of  when  to  advertise,  one 
dealer  remarked:  "We  have  made  our  appro- 
priation for  the  balance  of  the  year;  it  calls  for 
a  greater  expenditure  during  the  Summer 
months  than  it  does  during  the  Fall.  Why?  Be- 
cause when  people  are  not  inclined  to  buy  is 
just  the  time  to  stir  them  up.  In  the  Fall  they 
buy  of  their  own  volition — business  is  good, 
anyway,  and  advertising  is  not  so  necessary  to 
create  sales." 

It  is  surprising  the  number  of  talking  ma- 
chines that  are  being  purchased  for  industrial 
plants,  especially  for  the  recreation  depart- 
ments, also  for  schools  and  retail  stores,  par- 
ticularly ice  cream  parlors. 

The  C.  L.  Marshall  Co.,  of  this  city,  jobber 
for  Michigan  and  Ohio  for  the  Pooley  phono- 
graph and  the  Outing  portable  phonograph,  has 
added  to  its  business  the  Criterion  Products 
Co.'s  line  of  musical  instruments  and  accesso- 
ries. This  is  a  newly  manufactured  line  of 
drums,  banjos,  drum  accessories,  etc.,  having 
been  introduced  recently  to  the  trade  after  sev- 
eral years  of  development  under  the  guidance 
of  Frank  Meckel,  well  known  to  the  music  trade 
through  his  association  with  the  McMillan  Mu- 
sic Co.,  of  Cleveland,  O.  Mr.  Marshall  will  be 
actively  identified  with  this  company,  being  one 
of  the  five  men  controlling  all  patents.  The 
company's  plant  is  located  in  Cleveland,  O., 
and  some  of  the  leading  jobbers  in  the  country 
are  handling  the  products.  Messrs.  Marshall 
and  Meckel  represented  the  concern  at  the  Chi- 
cago convention,  where  it  maintained  a  very 
attractive  exhibit. 

W.  H.  Huttie,  manager  of  the  Starr  Piano 
Co.,  reports  that  the  talking  machine  depart- 
ment has  shown  a  splendid  increase  in  sales 
for  the  first  six  months  of  this  year  over  last 
year.  He  attributes  this  partially  to  the  fact 
that  he  now  has  one  of  the  finest  located  stores 


A  Phonograph  Line  That  Will  Speak  For  Itself 


EXCELS  BY  COMPARISON 
Natural  tone  reproduction. 
Skilled  and  scientific  construction. 
Unusual  fineness  and  beauty  of  finish. 
Authentic  and  beautiful  designs. 

ALL  POOLEYS  ARE  ONE  IN  THESE  QUALITIES 

Eight  console  models  and  one  upright,  beautiful  in  design 
and  workmanship — so  absolutely  silent  in  operation  that 
nothing  is  lost  when  the  record  is  being  played — it 
reproduces  exactly  the  original  music. 


Style  No.  19.5 
Price,  $2.50 

Height,  Siyi  inches 
Width,  40  inches 
Depth,  22  inches 


Size:  8"xl4"xl5" 


The  Master  of  Movable  Music   "Onehandu  handles  if 


Brown,  Mahogany  and  fumed  oak.  Surprising  tone 
volume  and  clearness,  durable,  dependable,  compact 
and  convenient. 

Always  everything  a  Portable  Phonograph  can  be,  and 
at  a  popular  price — $37.50. 


Outing 


TALKING  MACHINE 

ATTRACTIVE  PROPOSITION  TO  OFFER  DEALERS 
WRITE  OR  WIRE  US 

C.  L.  MARSHALL  COMPANY 

Wholesale  Distributors 

MICHIGAN  AND  OHIO 
Detroit,  514  Griswold  Street.  Cleveland,  328  Superior,  W. 


in  Detroit.  The  store  is  on  a  corner  location, 
where  traffic  has  increased  phenomenally. 

From  what  we  can  learn,  the  Jewett  Radio  & 
Phonograph  Corp.  is  devoting  most  of  its 
energies  at  present  to  the  manufacture  of  cabi- 
nets for  the  DeForest  radio,  although  General 
Manager  Wilkinson  says  the  firm  will  also  con- 
tinue to  make  phonographs. 

Grinnell  Bros,  are  enjoying  an  excellent  busi- 
ness in  the  talking  machine  department,  and 
this  applies  to  all  of  their  twenty-eight  stores. 
The  demand  is  particularly  for  portable  models. 

Manager  Quinn,  of  the  Brunswick  Shop,  is 
constantly  trying  to  figure  out  some  way 
whereby  he  can  increase  his  floor  space,  as  busi- 
ness has  grown  to  such  proportions  that  the 
present  store  is  about  50  per  cent  too  small. 

The  J.  L.  Hudson  Music  Shop  always  does  a 
good  talking  machine  business,  and  this  applies 
both  to  machines  and  records.  The  store  has 
such  a  big  clientele  that  it  seems  that  there  is 
always  plenty  of  business,  regardless  of  the  sea- 
son of  the  year.  The  lines  handled  include  the 
Victor,  Brunswick  and  Cheney. 

The  demand  for  Edison  phonographs  and 
records  is  better  than  ever  if  the  volume  of 
orders  being  received  by  the  Phonograph  Co. 
of  Detroit,  Edison  distributor  for  Michigan  and 
northern  Ohio,  is  anj-  criterion.  R.  B.  Ailing, 
general  manager  of  the  company,  is  one  of 
the  number  of  local  members  of  the  trade  who 
attended  the  convention  in  Chicago. 


The  C.  L.  Marshall  Co.,  distributor  of  the 
Pooley  line  and  the  Outing  portable  in  the 
Michigan  and  Ohio  territories,  with  headquar- 
ters here  and  also  in  Cleveland,  has  been  enjoy- 
ing an  excellent  demand,  and,  according  to 
present  indications,  this  will  continue. 

Grinnell  Bros.,  Victor  wholesalers,  with  their 
customary  progressiveness  and  initiative,  are 
already  making  plans  for  one  of  the  greatest 
Fall  seasons  in  the  history  of  the  Victor  in- 
dustry. Judging  from  all  reports  received  from 
Victor  dealers  in  Detroit  territory,  the  demand 
for  Victrolas  this  Fall  will  far  outdistance  the 
demand  of  previous  seasons,  although,  in  a 
measure,  this  should  be  expected,  as  the  new 
Victrola  horizontal  models  will,  undoubtedly, 
meet  with  an  enthusiastic  reception  every- 
where. May  business  was  very  satisfactory 
and  Grinnell  Bros,  are  leaving  nothing  undone 
to  co-operate  with  Victor  retailers  at  the  pres- 
ent time  in  developing  plans  that  will  stimu- 
late the  demand  for  Victor  products  during  the 
Summer  months.  C.  A.  Grinnell,  president  of 
Grinnell  Bros.,  was  one  of  the  foremost  figures 
at  the  annual  conventions  in  Chicago. 

The  Melody  Music  Shop,  of  this  city,  Okeh 
dealer,  reports  an  exceptionally  heavy  demand 
for  the  Okeh  records  made  by  Sara  Martin,  pop- 
ular colored  "blues"  singer,  who  appeared  re- 
cently at  a  local  theatre.  Miss  Martin,  who  is 
an  exclusive  Okeh  artist,  was  the  star  in  "Up 
and  Down"  and  is  now  touring  vaudeville. 


After  all  there  is  only  one  EDISON 

The  first  phonograph  was  the  invention  of  America's  foremost  genius — 
Thomzis  A.  Edison. 

Through  all  the  stages  of  the  development  of  the  phonograph,  Mr.  Edison  has 
always  led  the  way. 

The  New  Edison  is  his  latest  achievement  in  this  field  and  he  considers  it  his 
greatest  invention. 

Write  us  for  our  latest  agency  proposition 


NEWWSON 

.   COMPARISON  I  Witfi  THE  luVlNG  ARTIST, 
REVEALS  ;N0;  DlFljEREWCE  ^ 


The  Phonograph  Company  of  Detroit 

Distributors  for  Michigan  and  Northern  Ohio 

1560  Woodward  Avenue  DETROIT 


June  15,  1923 


THE   TALKING   MACHINE  WORLD 


145 


as 


Our  Aim 

It  is  our  aim  to,  at  all  times,  have  our  Victor 
service  in  keeping  with  the  international  fame 
and  supremacy  of  Victor  products,  and  the  rec- 
ognized prestige  and  standing  of  Grinnell  Bros, 
in  the  music  field. 

Are  you  taking  advantage  of  Grinnell  service — 
of  the  ever-ready  stock — of  the  superior  trans- 
portation facilities  (train,  boat,  interurban, 
auto)  at  our  command — of  our  aim  and  deter- 
mination to  make  our  service  a  valuable  busi- 
ness aid? 

Let  us,  through  supplying  your  next  order  of 
Victor  merchandise,  prove  to  you  that  Grinnell 
Victor  service  means  a  practical  co-operation 
that  is  worthy  of  your  future  business. 


Grinnell  Bros 

Wholesale  Distributors  of  Victrolas  and  Records 
FIRST  AND  STATE  STREETS,  DETROIT 


146 


THE   TALKING   MACHINE  WORLD 


June  15,  1923 


B  A  L  T  I  M  0  R  E 

Trade  Cashes  in  on  Sliriiiers'  Convention  in  JFashington — C.  F. 
Shaiv  Becomes  a  Benedict — AU  Dealers  Enjoy  Excellent  Demand 


COHEN  &  HUGHES  STAFF  MEETS 


Discuss  Methods  of  Increasing  Dealers'  Busi- 
ness— Tie  Up  With  Convention  of  Shriners — 
Inspect  New  Models  at  Victor  Plant 


Baltimore,  Md.,  June  10. — Talking  machine  busi- 
ness last  month  was  a  record  breaker,  with 
several  of  the  leading  distributors  here,  and 
business  generally  ran  anywhere  from  25  to  50 
per  cent  over  that  of  May,  1922.  All  of  the 
Victor  agents  here — Cohen  &  Hughes,  Inc., 
E.  F.  Droop  &  Sons,  Inc.,  and  Eisenbrandt's — 
report  continued  shortage  of  certain  types  of 
machines  on  which  they  have  been  oversold 
for  many  months,  and  on  which  "curbstone  de- 
livery" has  been  the  rule  for  a  long  time.  That 
is,  the  curbstone  is  as  near  as  any  of  these 
types  of  machines  come  to  getting  into  the 
wholesalers'  hand.  They  are  taken  from  the 
train,  unloaded  on  the  curb  and  then  delivered 
to  the  dealers. 

Benefit  From  Shriners'  Conclave 

Practically  every  music  sliop  in  Baltimore 
benefited  through  the  Shriners'  Convention  in 
Washington,  and  all  of  the  down-town  places 
featured  the  special  Shrine  records  with  hand- 
some and  attractive  window  displays.  Two  of 
the  most  popular  records  in  the  sales  here  were 
"The  Knights  of  the  Mystic  Shrine"  march  and 
the  "Saracen,"  played  by  the  Walter  B.  Rodgers' 
band  for  the  Brunswick,  and  the  "Nobles  of  the 
Mystic  Shrine"  march  and  the  "Dauntless  Bat- 
talion," played  b3'  Sousa's  band  for  the  Victor 
Co.  The  latter  was  put  in  the  form  of  a  souve- 
nir package  and  met  with  good  results. 
C.  F.  Shaw  Weds 

C.  F.  Shaw,  manager  of  the  local  agency  of 
the  Brunswick,  was  married  on  Saturday,  June 
2,  to  Miss  Marguerite  Zwart,  of  St.  Louis,  at 
Harrisburg,  Pa.  Mr.  and  Mrs.  Shaw  later  left 
on  a  motor  trip  through  New  England,  visiting 
the  former  home  of  the  bride  at  Brattleboro, 
Vt.     On  the  return  trip  Mr.  Shaw  will  attend 


the  Brunswick  Salesmen's  Convention  in  New- 
ark, N.  J.,  on  June  20. 

During  Mr.  Shaw's  absence  H.  H.  Sheldon 
is  looking  after  the  local  agency,  having  come 
here  from  North  Carolina,  and  in  the  future 
he  will  devote  his  time  to  Baltimore  and 
vicinity.  Last  month's  business  was  the  great- 
est in  the  history  of  the  local  agency,  with  the 
exception  of  Christmas  trade,  according  to  Mr. 
Sheldon,  and  was  only  prevented  from  being 
even  greater  by  the  inability  to  get  the  goods 
already  ordered  for  delivery.  This  is  particu- 
larly true  of  the  York  model  and  new  Royal. 
.  Columbia  Business  Booms 

Sales  of  the  discontinued  models  of  the  Co- 
lumbia machines  bought  by  Gimbel  Bros,  are 
being  held  in  several  department  stores  here 
and  in  Washington. 

"The  deal  was  closed  primarily,"  explained 
W.  S.  Parks,  general  manager  of  Columbia 
Wholesalers,  Inc.,  local  distributor,  "to  get  rid 
of  discontinued  models  on  hand  and  to  enable 
the  .  company  to  put  out  its  new  and  latest 
models  which,  in  my  opinion,  will  prove  to  be 
the  biggest  sellers  ever  put  on  the  market." 

Mr.  Parks  said  the  May  business  of  the 
Columbia  Co.  far  exceeded  his  most  sanguine 
expectations,  and  the  outlook  for  the  Fall  and 
Winter  trade  is  very  good.  While  Mr.  Parks 
was  the  personification  of  optimism  he  said  his 
statement  was  based  on  what  he  had  seen  him- 
self in  traveling  over  part  of  the  territory  as 
well  as  reports  from  dealers  in  all  sections  of 
their  territory. 

New  Brunswick  Accounts 

New  dealers  taken  on  by  the  Brunswick  dur- 
ing the  month  were  the  Judd  Music  Co.,  Luray, 
Va.;   Rcvnolds   &    Smith.    Clifton   Forge,  Y^.; 


B.'\LTiMORE,  Md.,  June  4. — I.  Son  Cohen,  presi- 
dent, and  William  Biel,  secretary  and  treas- 
urer, of  Cohen  &  Hughes,  Inc.,  attended  a 
meeting  of  the  entire  sales  staf?  of  the  organ- 
ization at  Washington  headquarters  last  week 
and  discussed  with  the  representatives  a  num- 
ber of  methods  for  increasing  the  dealers'  busi- 
ness during  the  Summer  months,  as  well  as 
giving  much  time  to  the  concentrated  eflfort  to 
move  surplus  stocks  from  some  dealers  to  other 
dealers  needing  the  overstocked  records. 

Following  this  meeting  Mr.  Cohen  and  Mr. 
Biel  started  on  an  extended  trip,  calling  on 
dealers  in  Laurel,  Washington,  Frederick,  Ha- 
garstown,  Harrisburg,  Lancaster,  Wilmington 
and  Chester.  After  leaving  Chester  they  pro- 
ceeded to  the  Victor  factory  in  Camden,  where 
a  number  of  Cohen  &  Hughes,  Inc.,  dealers 
joined  them  for  the  purpose  of  inspecting  the 
new  models. 

The  annual  convention  of  Shriners,  which 
was  held  in  Washington  this  year,  drew  im- 
mense crowds  from  all  over  the  country.  The 
Washington  branch  of  Cohen  &  Hughes,  Inc., 
co-operated  with  the  general  scheme  by  special 
window  displays.  These  windows  were  appro- 
priately decorated  with  the  special  Victor  rec- 
ord, "Nobles  of  the  Mystic  Shrine,"  by  Sousa. 

The  Corner,  Inc.,  Lexington,  Va. ;  Tulane  Music 
Co.,  Newport  News,  Va.,  and  Louis  &  Co.,  Sev- 
enth and  G  streets,  Northwest,  Washington. 

The  Brunswick  is  going  strong  in  Washing- 
ton and  through  the  South,  according  to  Mr. 
Sheldon,  and  is  being  featured  in  the  news- 
paper advertising  of  the  majority  of  the  music 
shops  in  the  National  Capital.  Two  Southern 
dealers,  Charles  L.  Studer  &  Son,  of  Asheville, 
N.  C,  and  the  Sprinkle  Piano  Co.,  of  Norfolk, 
A'a.,  are  making  extensive  .improvements  to  take 


HIS  MASTERS  VOICE" 


E.^LTIMORE,  MD. 


WASHINGTOIf,    D.  C. 


OUR  WATCHWORD 


ABILITY  to  serve  combined  with 
WILLINGNESS  to  serve  results  in 
SATISFIED  dealers. 


Baltimore,  iWb. 


VICTOR 
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Van  Veen  Equipment  for  Phonograph  and  Musical  Merchandise  Sales  Rooms 

Installed  in  all  the  branches  of  Griffith 
Piano  Company  throughout  New  Jersey 

THEY  WANTED  THE  BEST  AND  THEY  HAVE  IT 


(Griffith  Piano  Compan})  Branch  Store,  Scranion,  Pa. 
Complete  installation  and  decoration  by  Van  Veen  &  Company) 

Complete  installations  on  hand  ready  for  shipment 

VAN  VEEN  &  COMPANY,  Inc. 

OfficcB  and  Warerooms: 

413-417  East  109th  Street  Telephone  Lehigh  5324  NEW  YORK  CITY 


care  of  their  rapidly  increasing  trade.  The 
former  are  enlarging  their  store  and  installing 
fourteen  new  booths,  while  the  latter  has  taken 
over  the  building  next  door  and  is  building 
one  of  the  handsomest  music  shops  South  of 
Washington.  Twenty-four  machine  and  record 
demonstration  booths  are  planned. 

Shortage  Hampers  Victor  Deliveries 

"Business  for  May  was  very  satisfactory  and 
showed  a  substantial  gain  over  the  same  month 
of  1922,"  said  T.  Ralph  Clark,  sales  manager 
of  Cohen  &  Hughes,  Inc.,  Victor  jobber.  "The 
outlook  for  Fall  is  also  very  good,"  he  con- 
tinued, "and  the  only  cloud  that  I  can  see  on  the 
horizon  is  inabilitx'  to  get  the  goods.  We  have 
been  oversold  on  80's  and  210's  for  a  long  time, 
but  have  hopes  of  catching  up  on  deliveries  dur- 
ing the  Summer." 

C.  E.  Nichols,  formerly  with  L.  Bamberger 
&  Co.,  of  Newark,  N.  J.,  has  taken  over  the 
North  Carolina  territory  for  the  Brunswick 
Co.  and  reports  very  good  prospects  through- 
out this  district. 

The  Vocalion  Record  Co.,  305-7  North  How- 
ard street,  reports  a  record  business  on  Vocalion 
the  past  month,  since  it  has  taken  over  the  ex- 
clusive distribution  for  Maryland.  Its  dealers' 
service  department  has  made  a  hit  with  the 
trade,  and  prompt  delivery  of  any  record  is  one 
of  the  things  on  which  the  company  prides  it- 
self. 

The  H.  D.  French  Co.,  422  North  Eutaw 
street,  has  discontinued  a  number  of  its  sales 
agencies  throughout  the  State,  and  in  future 
will  devote  its  time  entirely  to  the  local  house. 


QUiLLEMETTE  OPENS  NEW  STORE 

^M.ANCHESTER,  N.  H.,  June  6. — The  new  music 
store  of  Ernest  W.  Guillemette,  at  782  Elm 
street,  was  recently  opened  with  a  formal  cele- 
bration lasting  several  days  to  acquaint  patrons 
with  its  new  line  of  merchandise.  The  store  has 
adopted  the  advertising  slogan  of  "Everything 
in  the  Music  Line,"  drawing  attention  to  the 
comprehensive  stock  carried. 


INAUGURATE  BULLETIN  SERVICE 


Plan  to  Decrease  Surplus  Record  Stocks  Insti- 
tuted by  Cohen  &  Hughes — Firm  Secures 
Audiophone  Distributing  Rights 


Baltimore,  Md.,  June  1. — Cohen  &  Hughes, 
Inc.,  of  this  city  and  Washington,  Victor  whole- 
saler, has  recently  inaugurated  a  free  semi- 
monthly bulletin  service  for  its  dealers.  This 
service  was  conceived  by  Cohen  &  Hughes, 
Inc.,  as  a  method  to  decrease  the  dealers'  sur- 
plus stock  of  records.  Each  dealer  is  furnished 
with  sufficient  frames  measuring  twelve  inches 
by  eighteen  inches,  so  that  he  will  have  one  for 
each  booth,  and  in  these  frames  the  bulletins 
will  appear  on  the  10th  and  20th  of  each  month. 
A  questionnaire  was  recently  sent  to  dealers 
asking  them  to  name  twelve  Black  Seal  and 
six  Red  Seal  records  on  which  they  were  over- 
stocked. It  is  announced  that  it  is  from  the 
records  named  on  the  questionnaires  returned 
that  the  records  to  be  advertised  on  the  bulle- 
tins will  be  chosen.    It  is  expected  that  the  bul- 


letins will  create  a  decided  demand  for  the  rec- 
ords listed  and  Cohen  &  Hughes,  Inc.,  plan  to 
aid  those  dealers  who  are  overstocked  on  a.ny 
particular  record  listed  on  the  bulletin  by  buy- 
ing from  that  particular  dealer  sufficient  rec- 
ords to  supply  the  dealers  not  overstocked,  but 
who  have  calls  created  by  the  bulletin.  Cohen 
&  Hughes,  Inc.,  is  also  supplying  its  dealers 
with  a  little  booklet  containing  stamped  postal 
cards  for  rush  orders  on  records. 

Cohen  &  Hughes,  Inc.,  has  been  made  the 
distributor  in  its  territory  for  the  Bristol  Co., 
manufacturer  of  the  Audiophone  and  has  al- 
ready placed  a  number  of  these  instruments 
with  dealers. 


ECLIPSE  T.  M.  CO.  IN  NEW  STORE 


Fatersox,  N.  J..  June  9. — The  Eclipse  Talking 
Machine  Co.  is  now  well  established  in  its  new 
quarters  at  168  Main  street,  this  city.  The  con- 
cern handles  a  coniplete  line  of  talking  ma- 
chines, records,  etc.  The  business  was  formerly 
located  at  244  Main  street. 


K-E  AUTOMATIC  STOPS 


The  K-E  is  still  the  best  Automatic  Stop  made 

Because  it : 

Avoids  motor  strain 

Is  not  attached  to  Tone  Arm 

Low  installation  cost 

No  extra  parts 

Operates  all  Records. 


Send  50c.  foT  sample 

Kirkman  Engineering  Corporation 

484-490  BROOME  ST.  -         -  NEW  YORK 
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"We  Serve  the  South" 


The  Kiecord  Of  Qualify 


Inquiries 
from 
Dealers 
Solicited 


I 


N  supplying  the  South  with  the  fast-selling  OKeh  Records 
we  are  serving  a  field  that  offers  almost  unlimited  oppor- 
tunities to  OKeh  dealers. 


If  you  are  a  live,  enterprising  dealer  and  would  know,  in 
detail,  the  possibilities  that  this  great  market  holds  for  OKeh 
Records  we  suggest  that  you  get  in  touch  with  us. 

We  carry  at  all  times  an  exceptionally  large  stock  of  rec- 
ords and,  in  addition,  we  have  the  essential  facilities  for  han- 
dling your  orders  promptly  and  accurately. 

QKe^  Records 

The  Records  of  Quality 

Wholesale  Phonograph  Division 

JAMES  K.  POLK,  I  ncorporated 

Offices  and  Show  Rooms: 
294  Decatur  Street  ATLANTA.  GA. 


Activity  in  All  Departments  of 
Trade  Emphasizes  Healthy  Condi- 
tion of  Business — News  of  the  Month 

Atlanta,  Ga.,  June  9. — Victor  jobbers  are  sell- 
ing their  trade  large  quantities  of  the  special 
stands  for  holding  Victrola  No.  50.  Dealers 
need  them  not  only  as  an  article  for  resale,  but 
because  the  portable  must  be  mounted  on  a 
stand  for  proper  display. 

The  popularity  of  the  Edison  line  in  this  ter- 
ritory continues  to  grow.  In  a  chat  with  The 
World  regarding  business  conditions  W.  L. 
Rosenblatt,  president  and  general  manager  of 
Phonographs,  Inc.,  Edison  distributor,  said: 
"We  are  receiving  substantial  orders  from  our 
dealers  all  over  our  zone,  which  indicates  that 
the  demand  for  Edison  phonographs  and  rec- 
ords is  increasing  and  also  indicates  that  busi- 
ness conditions,  generally,  are  improving  in  this 
territory. 

E.  F.  Parr,  secretary  and  treasurer  of  the 
company,  who  has  just  returned  from  a  visit  to 
Edison  dealers  in  the  Florida  territory,  reports 
conditions  improving  and  prospects  good  for 
the  coming  season. 

The  Manufacturers'  Phonograph  Co.,  maker 
of  Strand  consoles,  is  undoubtedly  the  first  in 
the  field  in  the  Southeast  with  its  new  1924 
models.  Samples  of  the  Nos.  20,  260  and  50 
have  already  been  received  by  M.  E.  Lyle, 
Southern  representative.  Mechanically,  they 
follow  the  same  lines  as  the  previous  models, 
but  the  cabinets,  in  every  instance  so  far  re- 
ceived, show  the  two-tone  effect  now  most 
popular  with  the  public. 

A  recent  visitor  to  Atlanta  was  Otto  May, 
assistant  manager  of  the  traveling  department 
of  the  Victor  Co.  While  here  he  was  in  confer- 
ence with  David  Pruitt,  special  traveling  repre- 
sentative for  this  section.  Mr.  French  Nestor, 
genial  Jacksonville  jobber,  was  also  in  town  at 
the  same  time. 

Brunswicks,  both  machines  and  records,  have 
been  shown  this  week  on  the  floor  at  Cable's. 
Presumably  this  is  the  initial  shipment,  and  we 
may  expect  to  see  the  entire  line  stocked 
shortly. 

Selection  "Louisville  Lou"  was  featured  at 
one  of  the  local  theatres  recently.  As  the  Vo- 
calion  is  the  only  record  on  which  this  has  been 
announced  the  Julian  Prade  Co.,  Vocalion  deal- 


er, had  things  pretty  much  its  own  way  and 
made  quite  a  killing. 

Good  progress  is  being  made  on  the  remodel- 
ing of  the  store  recently  purchased  for  its  per- 
manent home  by  the  Humes  Music  Co.,  Colum- 
bus, Ga.  This  will  be  fitted  up  elaborately  by 
the  Unit  Construction  Co.  and  will,  undoubtedly 
be  the  finest  music  store  south  of  Washington. 
A  special  feature  will  be  the  handsomely  wains- 
coted lobby  and  arch  screen.  There  will  be 
eight  record  booths.  Opening  day  will  prob- 
ably be  about  August  1. 

Westervelt  Terhune,  branch  sales  manager  of 
the  Atlanta  branch  of  the  Columbia,  has  just 
completed  a  trip  throughout  the  entire  territory 
and  reports  conditions  as  being  most  favorable 
in  all  sections.  He  states  that  Columbia  deal- 
ers' record  sales  are  growing  by  leaps  and 
bounds. 

The  local  branch  has  received  many  letters 
from  dealers  in  the  last  few  weeks  compliment- 
ing them  on  their  line  of  new  models.  Every- 


body is  looking  forward  to  receiving  them  at 
the  earliest  possible  date. 

E.  D.  Jordan,  Columbia  salesman  for  North 
and  South  Carolina,  spent  the  week-end  at  the 
local  branch  recently.  He  reports  conditions  in 
his  territory  as  being  most  favorable.  Ashe- 
ville,  N.  C,  is  looking  forward  to  one  of  the 
largest  tourist  seasons  in  years  and  all  Co- 
lumbia dealers  are  making  preparations  to  do 
an  enormous  business. 

Among  the  recent  Columbia  dealers  estab- 
lished by  the  local  branches  of  the  Columbia 
Graphophone  Co.  were  the  following:  Jordan 
Music  Co.,  Charleston,  S.  C. ;  Williams  Music 
House,  Birmingham,  Ala.;  Mehr's  Music  Store, 
Birmingham,  Ala.;  Haley  Furniture  Co.,  Al- 
bany, Ga.;  C.  C.  Holcome  Music  Co.,  Birming- 
ham, Ala.;  Medford  Furniture  Co.,  Sylva,  N.  C. 

The  Wimget  Jewelry  Co.,  of  Gastonia,  N.  C, 
has  leased  the  ground  floor  of  a  large  sky- 
scraper that  will  be  completed  in  the  next  few 
weeks.  This  enterprising  Columbia  dealer  plans 
to  have  a  department  of  the  most  modern 
design. 

Reinhardt's  Music  Store,  of  Memphis,  Tenn., 
reports  a  large  sale  of  its  selection,  "Strut, 
Long  Papa,"  recorded  on  Columbia  record 
A3867.  There  has  been  a  steady  demand  for  it 
since  the  initial  sale,  says  Bob  Miller,  com- 
poser of  it  and  manager  of  the  talking  machine 
department. 

The  Haverty-Rustin  Furniture  Co.,  of  Colum- 
bia, S.  C,  has  just  installed  a  larger  Columbia 
department. 

J.  E.  Bivins,  Columbia  salesman,  who  for  the 
last  three  years  has  covered  the  South  Georgia 
territory,  has  been  transferred  to  the  New  Or- 
leans territory. 

R.  L.  Stulce,  Columbia  dealer,  of  Chattanooga, 
Tenn.,  made  a  recent  visit  to  the  Atlanta  branch 
to  go  over  plans  for  his  new  store. 

"SUMMERTIME  IS  MUSIC  TIME" 

The  advertising  department  of  Thomas  A. 
Edison,  Inc.,  has  just  issued  a  four-page  circu- 
lar in  red  and  black,  on  white  stock,  featuring 
the  theme  "Summertime  Is  Music  Time."  The 
circular  pictures  four  of  the  most  popular  mod- 
els of  the  New  Edison  and  contains  some  very 
forceful  comments  regarding  what  good  music 
in' the  home  and  on  the  porch  can  do  to  in- 
crease the  enjoyment  of  the  Summer  season. 
This  circular  is  being  provided  to  Edison  deal- 
ers as  a  means  of  stimulating  business  during 
the  Summer  months. 


NEW«ISON 

GOMPAniSON  f^riTl||^  LIVING  ARTIST 
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rHERE  IS  no  proposition  open  to  the  trade  which  holds 
the  present  and  future  opportunity  for  profit  that  the 
Ed  ison  agency  affords. 

We  are  equipped  to  efficiently  serve  retail  Edison 
merchants  in  Southern  territory.  Where  the  Edison  line 
is  not  already  adequately  represented,  we  are  in  posi- 
tion to  open  up  a  few  more  agencies.  If  interested,  we 
urge  that  you  write  or  wire  today. 

PHONOGRAPHS  Inc. 

EDISON  DISTRIBUTORS 
41  Cone  St.        _       _       -       -       Atlanta,  Georgia 
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VICTOR  JOBBER  CELEBRATES  TWENTIETH  ANNIVERSARY 


The  American  Talking  Machine  Co.,  of  Brooklyn,  N.  Y.,  in  Business  a  Fifth  of  a  Century — 
Record  of  Consistent  Development — Dealers  Get  Souvenirs 


The  American  Talking  Machine  Co.,  Victor 
wholesaler,  with  headquarters  at  356  Livings- 
ton street,  Brooklyn,  N.  Y.,  is  this  year  cele- 
brating the  twentieth  anniversary  of  the  estab- 
lishment of  the  business  in  1903.  The  company 
has  been  decidedly  successful  during  the  two 
decades  of  its  business  career  and  has  a  very 
substantial  following  of  Victor  dealers  through 
Brooklyn  and  Long  Island  generally,  in  which 
territory  the  company  has  concentrated  its  ef- 
forts in  a  large  measure. 

The  American  Talking  Machine  Co.  was  char- 
tered in  1903  in  a  loft  on  Hoyt  street,  Brook- 
lyn, and,  subsequently,  moved  to  ground  floor 
quarters  at  the  same  address.  In  1905  the  busi- 
ness expanded  to  a  point  where  it  was  found 
necessary  to  move  to  a  more  commodious  loca- 
tion at  586  Fulton  street,  where  the  company 
remained  until  1912,  when  the  building  of  the 
subways  forced  it  to  again  move,  this  time  to 
the  present  address  on  Livingston  street,  where 
it  has  since  remained. 

Up  to  1919  the  company  sold  some  Victor 
goods  at  retail  in  addition  to  its  wholesale  busi- 


ness, although  the  retail  trade  was  never  solic- 
ited very  energetically.  In  that  year  the  retail 
business  was  cut  out  entirely  and,  since  1919, 
the  company  has  devoted  itself  exclusively  to 
wholesaling. 

The  president  of  the  company  is  William  H. 
Barker,  and  the  secretary-treasurer  and  general 
manager  is  Richard  H.  Morris,  who  has  been 
the  active  representative  of  the  company  in  the 
trade,  having  joined  the  company  at  the  time 
of  its  organization  as  general  manager,  follow- 
ing six  years  of  active  experience  in  Victor  re- 
tailing in  Philadelphia. 

At  the  present  time  the  company  has  two 
salesmen  covering  its  territory,  Charles  Offer- 
man,  who  has  been  with  the  concern  fourteen 
years,  and  Maine  Rountree,  who  has  been  in 
its  service  for  seven  years.  The  office  details 
are  taken  care  of  by  Henry  Heineman,  who  has 
been  with  the  American  Co.  for  ten  years. 

The  company  celebrated  its  anniversary  by 
sending  to  its  customers  appropriate  souvenirs 
of  the  event  in  the  form  of  memorandum  cards 
for  desk  use. 


PATHE  ANNOUNCES  PORTABLE 

First  of  This  Type  of  Instrument  Ever  Made 
by  the  Pathe  Phonograph  &  Radio  Corp. 
Being  Distributed — Variety  of  Finishes 


A.  LESSER  OPENS  NEW  STORE 


It  has  been  generally  predicted  that  the  Sum- 
mer of  1923  will  be  a  big  portable  season.  This 
has  already  been  borne  out  by  the  large  orders 
that  manufacturers  of  portable  machines  have 
received.    To  meet  this  situation,  the  Pathe 


A.  Lesser,  a  successful  Victor  dealer,  with  a 
store  at  631  Sutter  avenue,  Brooklyn,  N.  Y., 
held  the  opening  of  a  branch  store  at  Rockaway 
Park  on  Saturday,  June  2.  Mr.  Lesser  is  one 
of  the  most  popular  members  of  the  Brooklyn 
retail  trade  and,  upon  the  opening  of  his  branch 
store,  he  received  the  hearty  congratulations  of 
his  many  friends  in  the  metropolitan  territory. 
A  number  of  handsome  floral  decorations  were 
received  from  Victor  wholesalers  and  among 
the  visitors  were  representatives  of  the  follow- 
ing coinpanies:  American  Talking  Machine  Co., 
Brooklyn,  N.  Y.;  Silas  E.  Pearsall  Co.,  C.  Bruno 
&  Son,-  Inc.,  Blackman  Talking  Machine  Co., 
Musical  Instrument  Sales  Co.,  Broadman 
Woodworking  Fi.xture  Co.  and  many  others. 


The  New  Pathe  Portable 

Phonograph  &  Radio  Corp.,  Brooklyn,  N.  Y., 
has  brought  out  its  first  portable.  Although 
this  company  is  numbered  among  the  long- 
established  firms  in  the  field,  it  has  never  before 
produced  a  portable  machine.  It  was  stated 
by  an  official  of  the  company  that  the  new  ma- 
chine, although  small  in  size,  is  furnished  with 
the  well-known  Pathe  equipment,  including  dou- 
ble spring  motor  and  filing  device.  This  in- 
strument is  finished  in  mahogany,  golden  oak, 
fumed  oak  and  fabrikoid  leather.  After  a  pe- 
riod of  development,  this  company  is  fortunate 
in  being  able  to  place  on  the  market  this  new 
portable  in  time  for  the  busiest  season  of  the 
year. 


KARCH  PLEASED  WITH  THE  OUTLOOK 

R.  R.  Karch  returned  the  early  part  of  June 
from  a  week's  trip  through  the  territory  of  the 
Edison  jobbers  located  in  Boston,  Syracuse  and 
Albany.  Among  other  things,  Mr.  Karch  re- 
ported excellent  results  being  obtained  by  the 
new  plan  of  record  and  accessory  shipments 
from  Edison  jobbers  to  Edison  dealers  on  a 
schedule  basis  of  certain  days  each  week  for 
certain  specified  dealers.  One  jobber  is  now 
handling  double  the  volume  of  record  ship- 
ments with  the  same  numerical  force.  After 
remaining  a  few  days  in  Orange  he  left  to  make 
a  survey  of  the  territory  of  the  Edison  jobbers 
located  in  Indianapolis,  Cincinnati  and  Cleve- 
land. 


TO  HANDLE  SWANSON  PORTABLE 

The  Field  &  Lippman  Piano  Stores,  of  St. 
Louis,  have  arranged  to  handle  the  sale  of  the 
Swanson  portable  phonograph.  The  details  in- 
cidental to  this  important  deal  were  closed  after 
this  well-known  establishment  had  made  a  care- 
ful study  of  the  sales  possibilities  of  the  Swan- 
son machine. 


THE  SHELION 
Electric  Motor 


Tlie  "Simplicity"  electrifies 
Victor,  Edison  and  Columbia 
phonographs  by  simply  tak- 
ing off  winding  handle  and 
placing  motor  against  turn- 
table. Automatic  switch  in 
motor  operated  when  the 
turntable  is  started  or 
stopped.  Operating  on  AC 
or  DC  current  of  HO  volts. 
Specify  type  of  current 
when  ordering. 


SHELTON  ELECTRIC  CO.,    16  East  42nd  Street,    New  York 


(onntefDispkiSiiB 


If  you  want  to  double 
your  needle  business 
and  make  steady,  perma- 
nent customers  display 
one  of  our  handsome 
metal  counter  stands 
showing  the  famous  Gilt 
Edge  Needles. 

This  display  stand  con- 
tains 40  packages  of 
Loud  tone  needles,  20 
packages  of  Extra  Loud 
tone,  20  packages  of 
Medium  tone  and  20 
packages  of  the  popular 
Dance  tone — 100  pack- 
ages in  all.  Price  of 
complete  outfit  only  $5.00. 
You  sell  them  at  loc  a 
package.  Your  profit  is 
100  per  cent. 

GILT  EDGE 
NEEDLES 

Are  made  by  "Bag- 
shaw  of  Lowell"  and 
are  famous  for  their 
uniform  quality.  Each 
needle  Tvill  play  ten 
records  with  beautiful, 
clear  tone. 

Ask  your  Jobber 
or 

Send  for  Samples 

Reflexo 
Products  Co., 
Inc. 

347  Fiftli  Avenue 

.\t  34th  St.      Suite  601 
\ew  Yorli  City 

.Sole   .\?ents  for 
W.  H.  Bagsliaiv  &  Co. 


BLUE  STEEL 

SClEHTIFtCALLY 
PERFECT,.-^ 


10  RECORDS 

I  m  iK^ee  tones 

DANCE  TONE 
OPERA  TONE 
POPULAR  TONE 
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DOMES  Of  SILENCE 

"Better  than  Casters" 

Made  under  Patent  No.  995758  which  has  been  vigorously  contested  and  sustained 
by  the  Court  of  Appeals.  Any  infringers  and  those  involved  in  the  manufacture, 
sale  or  use  of  same  will  be  liable  for  prosecution  and  subsequent  damages. 


DOMES  of  SILENCE 

''Better  than  Casters'' 

are  the  best  footwear  for  talking  machine  cabinets  ever  devised. 

Period  Model  Talking  Machine  Manufacturers  use  DOMES  Of  SILENCE 

in  preference  to  all  other  forms  of  footwear  on  their  products. 

DOMES  of  SILENCE  suit  upright  models  as  well  as  period  styles. 

They  have  six  big  advantages 
Thei/  are  economical. 
.  They  are  simple  in  construction. 
They  are  silent  in  use. 
They  are  invisible. 

They  are  adaptable  to  all  styles  and  conditions  of  use. 
They  g'ive  long'  wear. 

If  you  specify  them  in  your  orders,  manufacturers  will  place  them  on 
all  the  models  you  carry. 

DOMES  of  SILENCE  Division 

Henry  W.  Peabody  &  Co. 
17  State  Street,    New  York  City 


MADE  IN  SIX  SIZES  SUITABLE  FOR  ALL  KINDS  OF  FURNITURE 
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Under  the  bow  of  Pablo  Casals,  the  'cello  comes  into  its  own  as 
"the  king  of  instruments."  And  seldom  has  this  artist's  magic 
been  heard  to  better  effect  than  in  Rubinstein's  "Romance,"  Op- 
44,  No.  1 ,  a  selection  peculiarly  adapted  to  the  cello. 

To  hear  its  melting  cadences  once  is  to  want  Record  808 1 5 
always. 

COLUMBIA  GRAPHOPHONE  CO, 
New  York 


ALB  ANY 

sj;HHi|g||ijiniinnniinni|iyii 

Bill  Complicating  Instalment  Col- 
lections Held  Up  —  The  Music 
Memory  Contest — News  of  Trade 

Albany,  N.  Y.,  June  9.— The  bill  to  amend 
the  Nevv  York  City  Municipal  Court  code  intro- 
duced in  the  Senate  by  Senator  Meyer  Levy 
and  in  the  Assembly  by  Assemblyman  Alter- 
man  failed  of  passage  when  the  New  York 
State  Legislature  adjourned.  The  bill  passed 
the  Senate,  and  when  sent  to  the  Assembly 
was  referred  to  the  Cities  Committee,  where 
it  remained  at  the  close  of  the  session.  The 
bill  was  opposed  by  the  Merchants'  Association, 
of  New  York,  and  by  many  dealers  selling 
goods  on  the  instalment  plan.  The  proposed 
amendment  provided  that  before  a  lien  on  mer- 
chandise could  be  foreclosed  by  obtaining  a 
warrant  of  seizure  the  dealer  would  be  required 
to  give  the  delinquent  debtor  five  days'  notice 
of  such  application,  to  be  served  in  the  same 
manner  as  a  personal  summons,  during  which 
time  the  balance  due  could  be  paid  without 
costs.  In  many  cases  where  repossession  be- 
comes necessary  the  debtor  cannot  be  found, 
and  as  the  proposed  amendment  did  not  pro- 
vide for  service  of  the  notice  by  registered 
mail  to  the  last-known  address  objection  was 
made  by  dealers  who  would  have  been  unable 
to  recover  the  property  of  absconding  debtors 
because  of  the  inability  to  serve  the  notice.  As 
many  talking  machines  are  sold  on  the  instal- 
ment plan  the  failure  of  the  bill  to  become  law 
is  of  much  interest  to  New  York  City  music 
dealers. 

In  the  second  annual  Music  Memory  Contest 
in  the  Albany  schools,  the  pupils  of  School  12 
won  the  banner  presented  by  the  Albany  Com- 
munity Chorus  with  a  perfect  score,  naming 
correctly  the  thirty  classical  and  popular  com- 
positions that  had  been  played  twice  each 
week  in  each  school  on  the  school  talking  ma- 
chines. Albany  talking  machine  dealers  fea- 
tured sales  of  complete  lists  of  records  of  the 
selected  compositions.  Cash  prizes  were  also 
given  toward  a  fund  for  the  purchase  of  addi- 
tional records  for  the  schools.  Ralph  G. 
Winslow,  director  of  music  in  the  Albany 
schools,  was  in  charge  of  the  contest,  and  in 
expressing  his  satisfaction  with  the  result,  said: 
"Thanks  to  the  many  reproducing  instruments, 
and  to  radio,  the  present  and  future  generations 
will  hear  more  music  than  has  fallen  to  the  lot 
of  any  other.  If  a  good  proportion  of  our 
children  can  be  introduced  early  to  a  workable 
vocabulary  of  standard  music,  America's  taste 
in  music  will  improve."  From  the  dealer's  stand- 
point, the  Music  Memory  Contest  was  a  suc- 
cess. 

The  following  are  new  incorporations  at  the 
office  of  the  Secretary  of  State  for  May: 

Burgman-Hemmer,  Inc.,  to  manufacture 
phonographs  and  records  with  a  capital  stock 
of   $35,000,    and    principal    place    of  business. 


Brooklyn,  N.  Y.  The  directors  are:  Marshall 
Burgman,  Frank  Hemmer  and  William  M. 
Wheatley. 

E.  I^eavitt  Phonograph  &  Record  Co.,  Inc., 
to  engage  in  the  manufacture  of  phonographs 
and  records  in  New  York  City  with  a  capital 
stock  of  $100,000.  Incorporators  are:  Ezekiel 
Leavitt,  Philip  Waldman  and  Bernard  Leavitt. 

Welte-Mignon  Studios,  Inc.,  665  Fifth  avenue, 
to  manufacture  phonographs,  with  a  capital 
stock  of  $25,000.  E.  S.  Fink,  George  W.  Gittins 
and  R.  H.  Gittins  are  the  incorporators. 

F.  A.  Brown,  general  manager  of  the  Baker 
Music  House,  Inc.,  and  Howard  Brazee,  sales- 
man, attended  the  convention  in  Chicago  the 
first  week  of  June.  O.  E.  Kellogg,  sales  man- 
ager, acted  as  general  manager  during  Mr. 
Brown's  absence.  Mr.  Kellogg  has  started  a 
"Pep"  meeting  of  all  the  sales  force  of  the 
Baker  stores  in  this  section  each  Monday  morn- 
ing, at  which  time  selling  campaigns  are 
mapped  out  and  discussed,  and  Mr.  Kellogg 
gives  a  talk  on  "Sales  Psychology." 

Miss  Alma  Huntle}',  of  the  Albany  store,  has 
been  transferred  to  the  Schenectady  store, 
where  she  will  have  charge  of  the  record  and 
player  roll  department.  Miss  Anna  Macomber, 
an  employe  of  the  Carboni  Bros.  Music  Shop, 
of  Boston,  Mass.,  for  several  years,  has  accepted 
a  position  in  the  record  department  of  the 
Albany  store. 

No  Summer  slump  in  the  sale  of  phonographs 
has  yet  been  noted  by  Albany  dealers;  in  fact, 
the   greatest   difficulty   is   to   get   enough  ma- 


chines as  well  as  records  to  supply  the  demand. 
The  stocks  carried  by  most  dealers  are  low, 
particularly  of  the  new  period  models.  The 
demand  for  portable  machines  this  year  ap- 
pears to  be  far  in  excess  of  last  year,  and  the 
Baker  Music  House  reports  its  entire  stock  is 
exhausted. 

The  Edison  line  is  in  active  demand  here. 
Records  are  also  selling  in  satisfactory  quan- 
tities, according  to  Edison  dealers  in  this  terri- 
tory. The  American  Phonograph  Co.,  707-9 
Broadway,  Edison  jobber,  is  carrying  on  an 
active  campaign  throughout  the  territory  it 
serves,  and  due  in  a  measure  to  its  activities 
and  the  aggressive  policies  of  Edison  dealers 
this  line  is  one  of  the  most  favored  in  this 
section. 

The  Pommer  Music  Shop  featured  every 
Saturday  of  May  as  "Carnation"  days,  and 
every  caller  was  given  a  carnation.  The  last 
week  of  the  month  a  total  of  twenty-five  talk- 
ing- machines  were  sold,  and  Mr.  Pommer  be- 
lieves the  carnations  had  something  to  do  with 
the  increased  business. 

Al  Edelson,  of  the  Strand  Temple  of  Music, 
whose  window  displays  always  attract  attention, 
was  the  only  Albany  merchant  to  show  an  elk 
head  during  the  State  convention  of  the  Elks 
in  Albany  the  first  week  in  June.  The  head 
with  a  clock  noting  the  hour  of  eleven,  was  set 
in  a  frame,  surrounded  with  the  latest  models 
of  phonographs.  The  Baker  Music  House  also 
had  an  attractive  window  display  of  miniature 
elks,  which  were  sold  as  souvenirs. 


EDISON 


The  Key  to  Opportunity! 

Do  you  know  that  right  now — this  very  day — 
in  your  town,  the  opportunity  to  develop  a 
highly  profitable  Edison  business  is  before  you? 

You  should  know — and  you  should  act. 


Nominate  yourself  for  this  opportunity  of  profit 
before  it  is  too  late.  Find  out  all  about 
this  "once-in-a-lifetime"  Edison  sales 
opportunity. 


newmison: 

.   COMPAfflSON'wiTHj  irflfiiiUVINC  ARTIST 
^      REVEALS' no'  DlFljERENCE  ^gj 


Write  or  telephone  today. 
Don't  delay  finding  out  all 
you  would  like  to  know 
about  an  Edison  franchise. 


AMERICAN  PHONOGRAPH  CO. 

707-oq  BROADWAY,  ALBANY,  N.  Y. 
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OMAHA 


Dealers  Pushing  Sale  of  Port- 
ables— Brandeis  Department  En- 
larged— Sales  Maintain  Folinne 


Omaha,  Neb.,  June  4. — Business  in  talking 
machines  and  records  during  the  past  month 
has  been  very  satisfactory,  despite  the  fact  that 
weather  has  been  inclement  during  the  greater 
part  of  the  time. 

Sales  of  portables  are  being  pushed,  and  they 
are  meeting  with  a  ready  sale,  as  they  meet  the 
needs  of  vacationists.  Some  of  the  live  deal- 
ers have  already  made  plans  for  promoting  their 
Summer  campaigns,  and  are  expressing  the  de- 
termination that  there  shall  be  no  slump  dur- 
ing the  Summer  months. 

Schultz  Bros.,  Inc.,  Edison  distributors  for 
Nebraska  and  western  Iowa,  with  headquarters 
at  Sixteenth  and  Howard  streets,  this  city,  have 
been  enjoying  a  steady  demand  for  both  ma- 
chines and  records.  Schultz  Bros,  is  one  of  the 
most  enterprising  jobbing  houses  in  the  local 
territory,  and  the  present  good  business  is  not 
only  a  reflection  of  the  merit  of  the  Edison  line, 
but  also  is  due,  in  a  measure,  to  the  progressive 
policies  of  this  concern. 

George  Coit,  manager,  of  the  phonograph  de- 
partment of  the  Lee-Coit-Andreesen  Hardware 
Co.,  jobber  of  Sonora  phonographs  and  Okeh 
records,  gives  a  very  satisfactory  report  of  busi- 
ness conditions.  Their  salesmen  declare  that  the 
portable  type  of  phonograph  has  been  one  of 
the  best  sellers  of  the  Sonora  line  this  Spring, 
and  that  Okeh  records  have  met  with  great  suc- 
cess. S.  S.  Oakford,  president  of  the  Oakford 
Alusic  Co.,  retailer  of  Sonora  talking  machines, 
states  that  he  is  well  satisfied  with  his  Sonora 
sales.  Mr.  Oakford  is  also  featuring  the  Para- 
mount banjo,  and  reports  the  sale  of  eight  of 
these  within  one  week. 

One  of  the  most  important  events  in  musical 
circles  in  Omaha,  from  a  business  standpoint, 
is  the  consolidation  of  three  wholesale  firms  of 
music  dealers  which  was  announced  recently. 
The  Ross  P.  Curtice  Co.,  Victor  jobber,  and 
Mickel  Bros.,  of  Des  Moines,  have  been  con- 
solidated with  the  Mickel  Bros.  Co.,  Omaha, 
also  Victor  jobber. 

The  phonograph  department  of  the  J.  I.. 
Brandeis  Co.,  one  of  the  largest  department 
stores  in  Omaha,  has  been  enlarged  and  re- 
arranged, and  the  record  business  has  grown 
to  such  an  extent  that  it  has  had  to  double  the 
shelving  capacity.  Miss  Lucile  Faulkner  is  in 
charge  of  the  record  department.  Al  Kostika, 
widely  known  in  musical  circles  of  this  city,  has 
recently  been  appointed  general  assistant.  Ac- 
cording to  P.  G.  Spitz,  manager,  the  increase  in 
the  talking  machine  and  record  business  of  May 
over  April  amounted  to  100  per  cent.  Mr.  Spitz 
succeeded  Hugo  Heyn  as  treasurer  of  the  Ne- 
braska Musical  Development  Society.    He  rep- 


DIRECT  FACTORY  PRICE— JUST  MENTION  THE  QUANTITY 


MOTORS  CASTINGS 
TONE  ARMS  Grey  iron 

REPRODUCERS     and  Brass  for 


r  TURNTABLES 
MOTOR  FRAMES 
TONE  ARMS 
HORNS  and  THROATS 


Stylus  Bars 

Screw  Machine  Parts 

Talking  Machine  Hardware 


Direct  Quantity  Importations  On 


JEWEL  and  STEEL  (Bulk  or  Packed) 
PHONOGRAPH  NEEDLES 
GENUINE  RUBY  BENGAL  MICA 


D.  R.  DOCTOROW 


Vanderbilt  /l-ve.  Bldg. 
SI  East  4^nd  Street,  New  York 
Tel.  Vanderbilt  $4.62 
Murray  Hill  800 


resented  this  firm  at  the  Chicago  trade  con- 
vention. 

The  Union  Outfitting  Co.,  Sixteenth  and 
Jackson  streets,  this  city,  has  recently  taken  on 


merly  a  Brunswick  dealer  in  Nehawka,  Neb.  Mr. 
Reznick  has  had  considerable  experience  in  the 
merchandising  of  the  Brunswick  line  and,  un- 
der his  efficient  management,  the  Brunswick 
will  be  excellently  represented  by  the  Union 
Outfitting  Co. 


VOCALION  RECORD  EXECUTIVES  BUSY 

Charles  E.  McKinnon  Calling  on  and  Co-operat- 
ing With  Wholesalers— O.  W.  Ray  Off  for 
Chicago  to  the  Conventions 


The  Home  of  the  Union  Outfitting  Co. 

the  Brunswick  line  of  phonographs  and  records, 
according  to  an  announcement  by  R.  S.  Pribyl, 
district  manager  of  the  Brunswick  Co.,  with 
headquarters  in  this  city.    The  Union  Outfit- 


Charles  E.  McKinnon,  district  manager  of 
the  wholesale  Vocalion  record  division  of  the 
Aeolian  Co.,  recently  spent  two  weeks  with  the 
lately  organized  Vocalion  Record  Co.,  of  Mary- 
land, in  Baltimore,  aiding  that  company  in  or- 
ganizing its  sales  force  on  a  permanent  basis. 
From  Baltimore  he  went  at  once  to  Cleveland, 
where  he  will  spend  a  similar  period  with  the 
Vocalion  Co.  of  Ohio. 

O.  W.  Ray,  general  manager  of  the  Vocalion 
record  division,  left  last  week  for  Chicago 
to  attend  the  convention  of  the  allied  music 
trades.  Mr.  Ray  arranged  for  the  appear- 
ance of  a  number  of  exclusive  Vocalion  record 
artists  at  the  various  official  and  social  functions 
held  at  the  Drake  during  Convention  Week  by 
the  various  associations. 


CABLE  COMPANY  IN  WOODSTOCK,  ILL. 

Woodstock,  III.,  June  8. — A  retail  piano  sales- 
room has  been  opened  in  the  former  Adams 
Motor  Co.  Building  on  Benton  street,  by  the 
Cable  Piano  Company,  of  Elgin,  111.  The  store 
is  being  managed  by  H.  R.  Biederman,  of  Elgin. 
A  large  stock  of  pianos  and  Victrolas  has  al- 
ready been  installed,  and  business  is  now  in 
progress. 


C.  G.  Herr,  a  Brunswick  dealer  of  Mount 
Carmel,  Pa.,  has  received  many  congratulations 
for  his  recent  window  display  featuring  the 
"Burning  Sands"  record. 


Outfitting  Co.'s  Attractive  Window  Display 

ting  Co.  is  one  of  the  largest  local  retail  furni- 
ture houses.  It  is  a  building  eight  stories 
high,  the  main  floor  containing  a  handsome 
phonograph  department,  which  is  under  the 
management  of  Frank  Reznick,  who  was  for- 


A  U  D  AK 

CITS    THE    COST    OF    SELLING  EECORDS 

Demonstrates  any  number  of  records 
at  the  same  time  without  booths. 

ASK  FOR  N.\ME  OF  JOBBER  NEAREST  YOU 

AUDAK  CO.,   565   Fifth   Ave.,   New  York 


Edison  Is  Always  First! 

The  first  Phonograph 
First  with  Console  Phonographs 
First  with  Broadway  "Hits ' 
First  to  play  all  makes  of  Records 

EDISON  INVENTED  IT-EDISON  MANUFACTURES  IT 

SHULTZ  BROTHERS,  Inc. 


Edison  Distributors  for  Nebraska 
and  Western  Iowa 


16th  and  Howard  Streets 
OMAHA 


A    few    dealerships  open. 

or  wire 


Write 
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We  Serve  New  York! 


The  Record* 


Our  ability  to  consistently  serve  New  York  dealers  to 
their  complete  satisfaction  is  the  result  of  carefully  main- 
taining at  all  times  a  thoroughly  complete  stock  of  the  fast- 
selling 

Records 

The  Records  of  Quality 

and  having  a  smoothly-running  organization  equipped  to 
handle  all  orders — large  or  small,  urgent  or  casual — with 
the  same  unvarying  degree  of  promptness  and  efficiency. 

We  would  like  to  demonstrate  the  advantages  of  superior 
service. 

GENERAL  PHONOGRAPH  CORPORATION 

New  York  Distributing  Division 


15  West  18th  Street 


New  York  City 


Distributors 
for 

OUTING 
and 

ODEONETTE 

Portable 

Machines 


AKRON,  0. 
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Continued  Industrial  Activity 
Reflected  in  Good  Business — 
Big  Portable  Demand — The  Nezvs 

Akron,  O.,  June  8. — Talking  machine  circles 
generally  in  the  "Rubber  City"  report  business 
as  unusually  active  for  this  season  of  the  year, 
both  in  machine  and  record  sales.  The  out- 
look for  Summer  is  excellent.  Portable  ma- 
chines are  in  greater  demand  than  ever,  campers 
and  vacationists  being  the  principal  buyers. 
Near  presence  of  many  lakes  makes  Akron  an 
excellent  market  for  the  portable  trade.  There 
is  no  slackening  of  local  industrial  operations, 
nor  is  there  any  indication  that  plants  will  cur- 
tail production  during  the  Summer  months,  a 
prime  reason  for  prevailing  good  business.  Re- 
ports received  by  many  of  the  downtown  dealers 
are  that  about  50  per  cent  of  the  machine  sales 
MOW  are  for  cash.  Record  demand  also  is  brisk. 

The  George  S.  Dales  Co.,  Victor  and  Cheney 
distributor,  is  enjoying  a  very  satisfactory  busi- 
ness. The  Dales  Co.,  in  addition  to  its  main 
store,  has  a  store  on  South  Main  street  and 
one  in  South  Akron. 

Abott  Kneff,  manager  of  sales  for  the  Earle 
G.  Poling  Co.,  Victor  jobber,  spent  a  week 
recently  in  the  Victor  factories  at  Camden,  N. 
J.,  to  make  a  study  of  the  technical  phase  of 
the  business. 

A  gain  of  100  per  cent  in  Victrola  sales  this 
year  over  the  corresponding  period  a  year  ago 
is  reported  by  Earle  G.  Poling,  manager  of  the 
firm  which  bears  his  name.  Red  Seal  records 
are  in  great  demand,  and  other  record  sales 
have  held  up  well  despite  unseasonable  weather, 
he  says.  Conditions  locally  are  good  and  peo- 
ple seem  to  have  plenty  of  money,  Mr.  Poling 
said.  Portables  are  being  given  much  attention 
this  month,  and  the  Poling  store  is  stressing 
their  sale  through  special  window  displays. 

Starr  talking  machine  and  Gennett  record 
sales  the  past  two  months  have  shown  a  sub- 
stantial gain,  and  from  all  indications  the  Sum- 
mer will  prove  profitable  for  the  local  Starr 
Piano  Co.'s  store. 

Business  is  reported  satisfactory  with  the 
store  of  the  A.  B.  Smith  Piano  Co.  Mr.  Smith 
is  at  the  convention  in  Chicago. 

Webers,  South  Main  street,  are  making  a 
Strong  bid  for  the  portable  business  this  month. 


This  store,  which  features  the  Columbia  line, 
is  stressing  sales  through  the  medium  of  a  very 
attractive  window  display. 

Portable  talking  machines  are  also  being  fea- 
tured at  the  M.  O'Neil  store.  One  of  the  Main 
street  windows  was  given  over  to  a  display  the 
first  week  in  June,  which,  according  to  Miss 
Elsie  Baer,  manager  of  the  department,  brought 
big  results. 

Beardsley  &  Crossland,  successors  to  the  Van 
Scoyoc  Music  Co.,  announce  they  will  retain 
the  Stradivara  account.  This  store  will  under- 
go extensive  alterations.  Improvements  planned 
will  add  considerable  floor  space  to  the  talking 
machine  and  record  departments.  Both  Messrs. 
Beardsley  and  Crossland  for  some  time  had 
been  identified  with  the  A.  B.  Smith  selling 
organization. 

F.  W.  Van  Scoyoc,  formerly  head  of  the 
F.  W.  Van  Scoyoc  Piano  Co.,  announces  that 
he  will  not  re-enter  business  in  Akron. 


DANCES  TO  VICTOR  RECORD  MUSIC 


Miss  Roslyn  Davega,  Daughter  of  Abram 
Davega,  Gotham  Victor  Jobber,  Practices  Art 
of  Terpsichore  with  "Talker"  Music 


Abram  Davega,  president  of  the  Knicker- 
bocker Talking  Machine  Co.,  Victor  wholesaler, 
New  York  City,  has  long  been  an  enthusiast 
over  the  educational  advantages  to  be  found  in 
the  Victor  general  catalog.  In  the  matter  of 
classical  dance  records,  he  is  particularly  well 
able  to  experiment  through  his  young  daughter, 
Roslyn  Louise  Davega,  who,  although  quite 
young,  has  entertained  many  gatherings  with 
her  dances.  In  fact,  as  was  recently  reported, 
she  danced  before  a  large  audience  at  the  Bel- 
mont Theatre,  New  York.  Her  training  in 
classical  dances  has  extended  over  a  period  of 


Miss  Roslyn  Davega 

years,  and  although  an  instructor  was  employed, 
her  dancing  has  been  almost  exclusively  to  the 
accompaniment  of  Victor  records.  Miss  Roslyn 
also  danced  at  a  gathering  of  Knickerbocker 
talking  machine  dealers. 


I.  B.  Morris,  talking  machine  and  furniture 
dealer,  has  opened  an  attractive  store  at  304 
Main  street.  Cottage  Grove,  Ore.  Modern 
equipment  has  been  installed. 


Are  you  sure 
you  don't  need 
Blackman  Service? 
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HITS— OF— THE— PAST 

Missouri  Waltz 
Oh  Johnny 
Hindustan 
^^'Kara  vaii^'v. 
/^weet"&  Low\ 
^  Naughty  Waltz  \ 

/Kiss  a  Miss  \ 
Moon  River  \ 
Love's  Ship 
Pale  Moon 

etc. 

HITS— OF— THE— PRESENT 


\  \    Oh  Harold  /  / 
\  Thru  the  Night  / 
\  Mellow  Moon/ 
Fuzzy^Wuzzy^^Bird 
Dreams"T>f  India 
Broken  Hearted  Melody 


F 


Need—  We— Say— More  ?—Need—  You—  Know— More? 
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POPULAR  SONG  RELEASES  REGULATE  SALES  OF  RECORDS 


The  Sale  of  Records  During  the  Summer  Months  Is  a  Reflection  of  the  Caliber  of  the  Song  and 
Dance  Hits  Released  by  Publishers  of  Popular  Music — Dance  Craze  Exerts  Influence 


During  the  Summer  season,  for  the  past  few 
years,  record  sales  have  not  decreased  to  any 
^extent.  Some  of  this  activity  is  credited  to  the 
fact  that  dance  enthusiasts  know  no  season, 
and,  with  the  large  number  of  portable  ma- 
chines which  have  been  manufactured  and  sold, 
and  are  still  being  added  to,  the  Summer  de- 
mand for  records  of  both  dance  and  other 
music  is  on  the  increase. 

Naturally,  the  demand  for  records  during  the 
Summer  is  a  reflection  of  the  popularity  of  the 
current  popular  releases.  In  a  season  in  which 
there  are  a  series  of  popular  numbers  in  song 
and  dance  form  which  merit  wide  exploitation, 
the  record  sales  will  mount  accordingly.  Tak- 
ing that  as  a  basis,  the  present  Summer  should 
be  quite  lively  from  a  record  sales  point. 

The  majority  of  popular  publishers  generally 
withhold  adding  any  ballads  to  their  catalogs 
for  the  purpose  of  exploitation  during  the  Sum- 
mer. On  the  other  hand,  they  endeavor  to  is- 
sue the  novelty  and  comedy  type  of  songs,  with 
Special  favor  being  shown  to  those  which  lend 


themselves    most    readily    to    dance  purposes. 

Novelty  and  comedy  songs  jump  into  quick 
popularity  and  make  an  ideal  issue  for  the  hot 
months.  They  are  light  and  optimistic,  are 
entertaining,  and  are  appropriate  for  vacation- 
ists who  feel  more  or  less  irresponsible.  They 
have  a  quick  and  wide  sale,  and,  regardless  of 
their  merits  from  a  musical  standpoint,  must  be 
given  consideration  by  the  dealer  who,  after 
all,  is  in  business  for  profit. 

The  present  season  gives  a  good  demonstra- 
tion of  the  wide  popularity  of  such  songs  and 
the  purposes  which  they  serve.  They  may  not 
mean  anything  and  are  more  or  less  frivolous, 
but  the  fact  that  they  gain  a  response  .  from 
the  popular  record  enthusiast  justifies  their 
publication.  "Yes!  We  Have  No  Bananas," 
"Snakes'  Hips,"  "Barney  Google,"  "Don't  We 
Carry  On?"  "Apple  Sauce"  and  "Stella"  all 
come  in  this  category.  They  are  unusually 
good  dances,  and  they  are  popular,  and  they 
should  continue  so  until  the  late  Summer  and 
possibly  the  early  Fall. 


NUMBERS  FOR  THE  SAXOPHONE 


Several  Written  by  Jascha  Gurewich  in  Jack 
Mills'  Novelty  Saxophone  Edition 


Jascha  Gurewich,  soloist  with  Sousa's  Band, 
has  contributed  several  solos  to  the  Jack  Mills' 

novelty  saxophone  edi- 
tion. They  include 
"Ida,"  a  concert  ballad 
for  E  flat  alto  saxo- 
phone; "Basheba,"  de- 
scribed as  a  saxophone 
caprice;  "Slaptonious," 
an  educational  solo  for 
students  and  a  novelty 
for  difficult  tonguing 
and  heart-breaking. 
Others  by  the  same 
writer  are  in  prepara- 
tion. 

Jascha  Gurewich  Jack   Mills,    Inc.,  is 

already  doing  an  extensive  business  with  saxo- 
phone publications  and  the  Jascha  Gurewich 
numbers  will  be  immediately  exploited. 


1/  .  ^ 


SPENCER  WITHJ.  B.  MARKS 

Herbert  Spencer,  one  of  the  veteran  song- 
writers, has  been  signed  exclusively  with  the 
E.  B.  Marks  Music  Co.  Mr.  Spencer  is  com- 
poser of  "Underneath  the  Stars,"  one  of  the 
biggest  successes  of  some  years  back.  The 
Marks'  firm  announces  two  new  numbers  from 
his  pen,  "Sweets  for  the  Sweet"  and  "Trust 
Me  and  I  Will  Trust  You."  Both  numbers  were 
recently  introduced  by  Helen  Bell  Rush,  the 
well-known  prima  donna,  with  unusual  success. 


"STELLA"  MADE  A  LEADER 

The  professional  department  of  Waterson, 
Berlin  &  Snyder  is  making  a  leader  of  the 
new  song  "Stella,"  recently  introduced  by  Al 
Jolson  in  "Bombo."  The  number  is  by  Al 
Jolson,  Benny  Davis  and  Harry  Akst  and  car- 
ries many  extra  choruses  as  presented  in  vaude- 
ville, all  of  which  adds  to  its  popularity.  As  a 
successor  to  "Aggravatin'  Papa,"  the  firm  is 
also  featuring  "Beale  Street  Mamma."  A  new 
Ted  Snyder  ballad  is  also  included.  It  is  en- 
titled "That  Sweet  Somebody  of  Mine." 


Irving  Berlin,  Inc.,  recently  issued  a  new 
novelty  song,  entitled  "Pickles."  The  number, 
seemingly,  has  unusual  possibilities,  according 
to  the  professional  department. 


"Got  to  See  Mamma,"  the  novelty  song  and 
dance  from  the  catalog  of  Leo  Feist,  Inc.,  con- 
tinues to  lead  the  sales  reports  returned  by  the 
syndicate  stores. 


CLARKE  &  LESLIE  SONG  IN  "BOMBO" 

Al  Jolson,  who  returned  to  New  York  with 
"Bombo"  for  a  short  engagement  at  the  Winter 
Garden,  New  York,  has  introduced  a  series  of 
new  songs.  Among  these  is  "Dirty  Hands, 
Dirty  Face,"  of  which  he  is  co-author  with 
Grant  Clarke,  Edgar  Leslie  and  Jimmie  Monaco. 
The  song  is  quite  original  in  type  and  of  a 
caliber  that  has  a  wide  appeal. 


A  HIT 


!^e#10.000 
Sensational  Fox -Trot 

INATtNT 


A  HIT 


A  HIT 


STARK  &  COWAN 

234  W.  -1612  sr. 
NEW  YORK 
CITV 


INC. 


A  HIT 
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A  UNIQUE  WINDOW  DISPLAY 

"Saw  Mill  River  Road"   Featured  by  Cable 
Piano  Co.  in  Jackson,  Mich. 


The  thought  and  time,  as  well  as  the  e.xpense, 
given  to  window  displays  by  dealers  throughout 
the  country  are  reaching  a  high  mark.  Many 
of  these  windows  are  original  conceptions  ar- 
ranged with  great  care 


and  prove  that  the 
sheet  music,  talking 
machine  record  and 
player  roll  dealer  un- 
derstands the  great 
value  of  this  form  of 
publicity.  That  it  pays 
and  pays  liberally  has 
been  again  and  again 
demonstrated.  The 
unusual  window 
forces  the  passer-by 
to  stop  and  undoubt- 
edly, in  the  course  of 
the  year,  is  the  creator 
of  hundreds  of  thou- 
sands of  sales  that 
would  not  be  other- 
wise made. 

The  case  in  point 
showing  the  thought 
given    to    the    music  Cable  D 

dealer's  window  was  recently  demonstrated  in 
a  showing  which  appeared  in  the  store  of  the 
Cable  Piano  Co.,  Jackson,  Mich.  The  firm  re- 
cently opened  new  quarters  and  N.  Leonard, 
manager  of  the  store,  planned  an  unusual  win- 
dow befitting  the  occasion,  following  the  an- 
nouncement of  the  opening,  which  attracted  a 
great  deal  of  attention. 

The  song  selected  for  this  special  display  was 
"Saw  Mill  River  Road,"  from  the  catalog  of 
Leo  Feist,  Inc.,  together  with  Brunswick  rec- 


ords of  the  number.  A  country  road  winding 
its  way  to  a  miniature  saw  mill,  which  from 
appearances  was  in  active  operation,  made  it 
possible  for  the  onlooker  to  get  a  good  con- 
ception of  the  lyrics  of  the  number.  The  small 
wagons  loaded  with  logs  and  the  other  neces- 
sary atmosphere  to  carry  out  the  picture  were 
all  in  an  appropriate  position.  It  was,  indeed, 
an  unusual  showing,  as  the  reproduction  here- 


PURCHASE  "IN  A  TENT" 


Stark  &  Cowan.  Inc.,  Buy  Rights  to  Big  West 
em  Oriental  Fox-trot  Hit 


isplay  of  "Saw  Mill  River  Road" 

with  proves.  When  selecting  a  record  for  dis- 
play that  which  carries  a  title  with  a  story  idea 
is  more  preferable,  as  in  the  case  shown,  for 
the  very  title  arouses  interest  and  lends  itself 
readily  to  a  series  of  suggestions  for  the  win- 
dow dresser.  In  this  case  many  points  of  inter- 
est are  the  result,  even  to  tlie  boy  fishing  from 
a  plank  bridge  over  the  brook.  By  the  way, 
Joseph  McCarthy,  writer  of  the  lyrics,  knows 
such  a  saw  mill  river  road  to  be  found  in  the 
Bronx,  N.  Y. 


Recently  there  was  some  energetic  biddinj 
for  the  publishing  rights  of  a  Western  sonj 
called  "In  a  Tent,"  described  as  an  orienta 
fox-trot  which  had  jumped  into  unusual  popu 
larity  in  Middle  West  territory.  After  a  serie 
of  meetings  the  firm  of  Stark  &  Cowan,  Inc. 
bought  the  publishing  rights  for  a  cash  con 
sideration  which  is  said  to  have  been  well  ove 
the  $10,000  mark. 

Those  who  have  heard  "In  a  Tent"  clain 
that  its  popularity  will  sweep  the  country  ii 
a  very  short  space  of  time.  A  large  numbe 
of  leading  orchestra  leaders  are  already  pro 
gramming  it  and,  from  present  indications,  i 
will  be  booked  for  early  release  by  the  leadinj 
talking  machine  record  and  player  roll  manu 
facturing  companies. 

The  sales  department  of  Stark  &  Cowan 
which  has  published  a  series  of  successful  num 
bers  during  the  past  few  years,  such  as  "Blue,' 
"Rose  of  the  Rio  Grande,"  "Oogie,  Oogie,  W; 
Wa,"  states  that  "In  a  Tent"  is  not  only  thi 
biggest  number  ever  added  to  the  Stark  & 
Cowan  catalog,  but  that  it  has  possibilities  o 
being  one  of  the  biggest  popular  successes  is 
sued  for  many  years.  The  writers  of  the  num 
ber  are  Ted  Koehler,  Frank  Magine  and  Joi 
Lyons. 

Stark  &  Cowan  have  made  a  large  appropria 
tion  to  exploit  "In  a  Tent"  and  every  musica 
channel  will  be  used  in  a  drive  to  supplemen 
the  popularity  of  this  number.  Plans  are  nov 
under  way  to  issue  an  entirely  new  edition 
special  orchestrations  of  all  kinds  are  bein; 
issued,  acts  are  being  rehearsed  to  program  th( 
number  in  vaudeville  and  other  activities  to  givf 
the  number  prominence  have  been  inauguratec 
by  this  enterprising  concern. 
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RECORDS  THAT  SELL 

INDIANA  MOON 

The  New  Waltz  Hit 

PICKLES 

A  Novelty  Tune  That  Is  Different 

ALA  MOANA 

The  Sensational  Hawaiian  Dance  Hit  from  the  West 

THAT  OLD  GANG  OF  MINE 

A  Real  Hit 

NUTHIN'  BUT 

A  Hot  Tune  by  the  Writers  of  "Hot  Lips" 

IRVING  BERLIN,  Inc.,  1607  Broadway,  New  York 


INTERESTINQ  HISTORV  OF  DANCE  HIT 

"Parade  of  the  Wooden  Soldiers,"  One  of  the 
Outstanding  Hits  of  the  Season,  Composed 
Twelve  Years  Ago — Other  Interesting  Facts 


There  is  quite  an  interesting  history  attached 
to  the  musical  success  "Parade  of  the  Wooden 
Soldiers."  The  average  tallying  machine  record 
or  sheet  music  dealer  does  not  knovir  that  it  is 
some  twelve  years  old.  It  was  first  secured 
abroad  in  1911  by  Joseph  W.  Stern  &  Co.,  now 
known  as  the  Edward  B.  Marks  Music  Co.  Its 
success  at  the  time  was  only  moderate,  although 
it  was  recognized  as  a  musical  composition 
above  the  ordinary.  It  established  some  favor 
with  bandmasters  at  that  period,  following 
which  it  lay  dormant  until  an  opportunity  pre- 
sented itself  to  be  used  in  Balieff's  "Chauve 
Souris"  and  his  Russian  company. 

There  it  proved  the  outstanding  musical  fea- 
ture, and  for  a  continuous  period  of  over  two 
years  it  not  only  added  to  its  popularity,  but  no 
attempt  was  made  to  find  anything  to  take  its 
place. 

More  than  one  musical  critic  has  declared 
that  "Parade  of  the  Wooden  Soldiers"  did  much 
to  give  the  Russian  company  its  phenomenal 
run. 

Of  course,  the  modern  orchestras  have  also 
added  to  its  popularity.     The  publisher  took 


great  pains  in  the  preparation  of  the  melody 
for  modern  consumption.  It  was  adapted, 
edited  and  published  in  fox-trot  form,  and  the 
result  made  it  the  unusual  number  that  it  is. 


"YES!  WE  HAVE  NO  BANANAS"  A  HIT 

New  Number  hy  Frank  Silver  and  Irving  Cohn, 
Published  by  Shapiro,  Bernstein  &  Co- 
Springs  Into  Over-Night  Popularity 


"Yes!  We  Have  No  Bananas,"  recently  issued 
by  Shapiro,  Bernstein  &  Co.,  Inc.,  has  succeeded 
in  attaining  quick  popularity.  The  song  of  the 
novelty  comedy  type  carries  a  melody  of  the 
ballad  order,  and  the  combination  is  finding 
much  favor.  "Yes!  We  Have  No  Bananas," 
prior  to  its  issue  in  song  form,  was  one  of  the 
bywords  of  the  street.  The  lyric  found  imme- 
diate appeal  and  the  melody  is  whistled  fre- 
quently, showing  that  its  popularity  is  quite  ex- 
tensive. 

The  majority  of  orchestras  are  playing  it  in 
fox-trot  form  with  a  vocal  passage  sung  by 
the  members  which  is  often  joined  in  by  those 
on  the  dance  floor.  From  present  indications 
this  number  is  to  be  one  of  the  most  popular 
of  the  Summer  offerings.  It  is  scheduled  for 
early  release  by  practically  all  of  the  leading 
talking  machine  record  and  player  roll  manu- 
facturers. 


Frank  Silver,  head  of  the  organization  known 
as  Frank  Silver  and  His  Music  Masters,  which 
recently  closed  a  long  engagement  at  Murray's, 
New  York,  together  with  "Irving  Cohn,  is  re- 
sponsible   for    this    over-night    success.  Mr. 


Frank  Silver 


Silver  is  particularly  well  known  in  music  pub- 
lishing circles.  His  present  offering,  however, 
gives  him  unusual  prominence  and  will  make 
his  name  known  to  the  trade  at  large  to  a 
greater  e.xtent  than  ever. 


^  BEAUTIFUL  iHELODm 
For 


)X  TROT  BALLAD  ^ 


Cho-rws 
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"OH,  HAROLD"  A  GREAT  FAVORITE 

Forster  Music  Publishing  Organization  Inau- 
gurates Campaign  on  Lee  Roberts  Number 


Forster,  Music  Publisher,  Inc.,  which  recently 
took  over  the  current  and  coming  compositions 
of  Lee  Roberts,  has  inaugurated  an  extensive 
campaign  on  the  Roberts  number  "Oh,  Har- 
old." This  song,  in  addition  to  being  popular 
in  dance  form,  has  been  quite  active  as  a  sheet 
music  seller  and  has  either  been  released  or  is 
booked  for  early  release  by  all  the  larger  talk- 
ing machine  record  and  player  roll  manufac- 
turers. 

"Mellovv'  Moon,"  the  waltz  from  the  same 
catalog,  continues  to  have  wide  popularity.  The 
Forster  organization  has  had  unusual  success 
in  exploiting  waltz  selections  and  "Mellow 
Moon,"  apparently,  is  following  in  the  footsteps 
of  some  of  the  Forster  waltzes  that  preceded  it. 

Other  active  numbers  in  the  Forster  catalog 
which  are  included  in  the  present  campaign 
are:  "Fuzzy,  Wuzzy  Bird,"  "Broken-hearted 
Melody"  and  "Thru  the  Night." 


SURE  SHOT 
APPEALERS 

FOR 

LIVE  WIRE 
DEALERS 


Wolverine  Blues 
Sweet  Lovin'  Man 
Tin  Root  Blues 
Mandy  Lee  Blues 


NOW  ON 
RECORDS  and 
PLAYER  ROLLS 


A  NEW  IDEA 

IN  A 

"BLUES  SONG 
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"WILDFLOWER"  GOING  BIG 


Musical  Play  Likely  to  Run  Through  New  York 
Summer  Season— Score  Contains  Many  Mu- 
sical Numbers  Which  Are  Widely  Popular 


SPECIAL  WILLIS  CO.  DISPLAY 

Interesting  Window  by  Cincinnati  Firm  Shows 
Process  of  Sheet  Music  Production 


Arthur  Hammerstein's  musical  play,  "Wild- 
flower,"  now  playing  at  the  Casino  Theatre, 
New  York,  will  probably  continue  at  that  house 
far  into  the  Summer  months. 
The  seats  are  selling  many 
weeks  in  advance  and  it  is  ac- 
cepted as  one  of  the  best  musi- 
cal offerings  which  have  ap- 
peared in  New  York  this  season. 

At  the  present  time  "Bamba- 
lina"  is  seemingly  the  song  and 
dance  hit  of  the  show.  Its  pop- 
ularity has  not  been  confined 
to  the  metropolitan  district,  but 
is  reaching  remote  parts  of  the 
country.  It  is  not  by  any  means, 
however,  the  exclusive  hit. 
Many  critics  have  selected 
"Wildflower"  as  a  song  of  much 
merit  and  one  which  will  do 
much  to  keep  this  musical  offer- 
ing popular.  "April  Blossoms" 
is,  too,  a  close  runner-up  for  honors  and  other 
musical  features  are  "Good-bye,  Little  Rose- 
bud" and  "If  I  Told  You."  Edith  Day,  of 
"Irene"  fame,  is  the  star  of  the  show  and  her 
rendition  of  "Bambalina,"  which  is  appropriately 
repeated  several  times  during  the  course  of  each 
performance,  has  done  much  to  popularize  that 
work.  Miss  Day  and  chorus  are  shown  in  the 
above  illustration. 


Cincinnati,  O.,  June  5. — The  sale  of  sheet  mu- 
sic was  stimulated  by  the  Cincinnati  May 
Musical  Festival,  according  to  the  Willis  Music 
Co.    In  fact,  the  !May  Festival  has  been  a  big 


PAUL  SPECHT  VISITING  ENGLAND 


Paul  Specht  and  His  Orchestra,  exclusive  Co- 
lumbia artists,  sailed  recently  on  the  "Aqui- 
tania"  to  fulfill  a  Summer  engagement  at  the 
"Corner  House"  in  London,  England.  A  group 
of  well-wishers,  including  many  prominent  mem- 
bers of  the  theatrical  world,  were  present  to  bid 
the  orchestra  "au  revoir,"  and  included  in  this 
group  was  Frank  Walker,  of  the  Columbia 
Graphophone  Co. 


Edith  Day  in  "Wildflower" 

factor  in  turning  the  thoughts  of  Cincinnati 
citizens  to  music  and  thereby  adding  to  the 
sales  of  instruments  as  well  as  sheet  music. 
In  connection  with  the  May  Festival  the  Willis 
Music  Co.  had  an  impressive  and  interesting 
window  display  of  the  entire  process  of  making 
sheet  music.  Eight  processes  were  shown,  as 
follows:  (1)  Manuscript  prepared;  (2)  blank 
plate;  (3)  the  "Staves";  (4)  music  spaced  and 
lines  drawn;  (5)  first  note  stamping;  (6)  acci- 
dentals, etc.,  stamping;  (7)  plate  rolled;  (8) 
stems,  ties,  slurs  engraved;  (9)  finished  plate; 
(10)  author's  proof;  (11)  printed  copies.  This 
window  display  created  much  comment  and 
was  viewed  with  intense  interest  by  music 
students,  as  well  as  the  average  person  passing 
the  window. 


The  greatest  force  in  modern  business  is 
carefully  planned  advertising.  Carelessness 
here  may  eliminate  returns. 


Sixty-lhird  Si.  and  Collage  Grove  Ave. 
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A  SPONTANEOUS  HrX 


CONGRESSIONAL  LIBRARY  MUSIC 

Music  Division  Now  Claimed  to  Be  Largest  in 
World— O.  G.  Sonneck  in  Charge 


"ROSES  OF  PICARDY"  SCORES 


Washixgton,  D.  C,  June  7. — Recent  accessions 
have  made  the  Library  of  Congress  music 
division  the  largest  in  the  world,  it  is  announced. 

For  fifteen  years  O.  G.  Sonneck,  the  chief, 
labored  to  make  the  division  representative  of 
the  best  in  musical  lore.  In  1917  he  resigned  to 
become  associated  with  G.  Schirmer's,  Inc.,  New 
York.  The  position  was  left  unfilled  until  Jan- 
uary, 1922,  when  Carl  Engel,  the  incumbent,  was 
made  chief.  Engel  is  carrying  on  the  work 
along  the  lines  laid  down  by  his  predecessor. 

Several  years  ago,  when  Portugal  got  in  hard 
lines,  King  Manuel  packed  up  his  country's 
musical  library  and  put  it  on  the  block  in 
London.  Representatives  of  the  United  States 
Government  gobbled  it  up  at  a  song  and  it  re- 
poses to-day  in  a  snug  place  on  Capitol  Hill. 
The  Portuguese  derive  most  of  their  inspirations 
from  Spanish  and  Italian  airs,  but  they  have 
also  created  considerable  of  their  own.  Senhor, 
as  a  young  man,  does  not  consider  his  education 
complete  unless  he  can  thrum  violin  or  viola, 
mandolin  or  guitar,  and  quite  often  his  voice 
develops  the  most  pleasing  cadences. 

Old  Portuguese  folk  songs  are  an  integral 
part  of  Portuguese  life  and  they  have  found 
their  way  long  since  to  newer  possessions,  the 
Azores  Islands  and  Madeira,  where  they  gain  an 
added  resonance  when  thrown  against  nearby 
mountainsides.  They  are  not  less  charming 
when  suited  to  the  plantation  banjo  of  the 
southern  United  States  or  the  smart  twangs  of 
the  stately  'cello  along  the  Western  seaboard. 

Songs  of  the  American  colleges  are  there  in 
generous  number.  No  graduate,  be  he  the  old- 
est in  captivity,  can  name  more  than  a  few  of 
the  airs  which  the  library  holds  from  the  classic 
pile  he  once  called  campus  and  study  hall. 


"BLUE  HOOSIER  BLUES"  POPULAR 

Song,  Originally  Popular  as  Dance,  Now  Being 
Sung  by  Leading  Vaudeville  Artists 


"Blue  Hoosier  Blues,"  a  novelty  recently 
added  to  the  catalog  of  Leo  Feist,  Inc.,  and 
which  had  its  original  popularity  as  a  dance, 
is  proving  one  of  the  big  favorites  with  vaude- 
ville singers.  The  number  of  leading  vaudeville 
artists  who  have  arranged  to  program  it  is 
constantly  being  added  to.  Among  others  who 
are  singing  "Blue  Hoosier  Blues"  are  the  Dun- 
can Sisters,  Van  and  Schenck,  Wilton  Sisters, 
Healy  and  Cross,  Rome  and  Dunn  and  Dorothy 
Wahl.  "I'll  Hop,  Skip  and  Jump  Into  My 
Mammy's  Arms,"  another  new  Feist  release,  is 
also  proving  popular  with  vaudeville  singers. 
This  latter  number  is  by  Harry  Pease,  Ed.  G. 
Nelson  and  Irving  Bibo.  The  first  two  writers 
are  responsible  for  such  successes  as  "Peggy 
O'Neill,"  "Fancy  Nancy  Clancy"  and  others 
which  have  achieved  popularity. 


Chappell-Harms  Finds  Ballad  Rapidly  Increas- 
ing in  Popularity  and  Sales 


The  Chappeli-Harms  number,  "Roses  of  Pic- 
ardy,"  is  fast  becoming  one  of  the  most  popular 
high-class  ballads  issued  in  some  years.  Sales 
of  this   number,  particularly   in   the   last  few 


months,  have  mounted  so  steadily  as  to  give 
it  the  importance  of  an  unusual  hit.  A  long 
list  of  concert  and  vaudeville  artists  is  pro- 
graming the  number  and  the  reception  of  rendi- 
tions by  audiences  everywhere  demonstrates 
that  "Roses  of  Picardy"  has  at  last  been  recog- 
nized as  one  of  the  best  ballads  ever  issued 
by  a  high-class  music  publishing  house  in  recent 
years. 
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Three  Melody  Hits  — 


'You  carCt^o  wron^-With  any 'FE IS T'son^" 


FAREWELL  DINNER  FOR  JACK  MILLS 


Head  of  Jack  Mills,  Inc.,  Prominent  Music  Pub- 
lishing House,  Honored  by  Friends 


Jack  Mills,  of  Jack  Mills,  Inc.,  sailed  for 
London  in  the  latter  part  of  May.  On  Monday 
evening  a  farewell  dinner  was  tendered  him  by 
his  many  friends  in  the  trade  and  his  business 
a.'isociates  at  Keene's  Chop  House,  West  Forty- 
fourth  stre  et.  New 
York  City.  Music 
was  furnished  by  the 
Original  Memphis 
Five.  Others  who  re- 
sponded with  songs 
or  piano  solos  were 
Billy  Jones,  Cliff 
Hess,  Johnny  Wilson, 
Eddie  BuzzcU,  Jack 
Osterman  and  other 
Broadway  stars. 
Short  addresses  were 
made  by  many  of 
Jack  Mills  those    who  attended 

wishing  Jack  Mills  the  best  during  his  Euro- 
pean tour.  The  various  executives  of  the  or- 
ganization also  spoke  feelingly  of  their  em- 
ploj'er,  the  organization  and  its  aims. 

Jack  Mills  seemed  greatly  touched  by  the 
words  of  hrs  confreres  and  although  his  emo- 
tions were,  undoubtedly,  aroused  to  the  highest 
pitch,  he  responded  with  a  few  well-chosen 
words. 


FAST  GAINING  IN  POPULARITY 


"Wolverine  Blues,"  a  new  number  just  re- 
leased by  the  Melrose  Bros.  Music  Co.,  of  Chi- 
cago, is  fast  becoming  a  popular  favorite  on  the 
dance  programs  of  orchestra  leaders  throughout 
the  entire  country.  It  has  been  released  by  a 
imniber  of  the  record  and  player  roll  compa- 
nies and  dealers  handling  these  particular  lines 
report  that  it  is  enjoying  a  heavy  sale. 


SAM  FOX  BACK  FROM  EUROPE 

Head  of  Sam  Fox  Publishing  Co.  Returns  From 
Lengthy  Stay  Abroad 


Sam  Fox,  head  of  the  Sam  Fox  Publishing 
Co.,  of  New  York  and  Cleveland,  O.,  recently 


Sam  Fox  and  Herbert  Smith  in  Denmark 

arrived  from  England  and  spent  several  hours 
in  the  New  York  offices  of  his  company,  later 
hurrying  to  the  Cleveland  executive  offices  after 
an  absence  of  several  months.  Mr.  Fox  not 
only  made  a  lengthy  stay  in  England  but  visited 
all  the  larger  centers  of  Europe.  He  was  ac- 
companied on  his  continental  trip  by  Herbert 
Smith,  one  of  the  executives  of  Kfeith-Prowse 
&  Co.,  Ltd.,  London,  England,  operators  of 
forty  retail  stores. 


THE  "SONG  MENAGERIE"  APPEARS 

Leo  Feist,  Inc.,  Uses  Novel  Way  of  Listing 
Popular  Numbers 


Under  the  heading  "The  Song  Menagerie," 
the  following  appeared  as  the  leading  item  in 
the  latest  issue  of  Feist  News,  issued  monthly 
by  Leo  Feist,  Inc.,  which,  now  that  the  circus 
season  is  on,  is  quite  timely. 

"Exhibit  No.  1— 'BEE'S  KNEES.'— One  of 
the  foxiest  fox-trots  ever  written.  Played  by 
Ted  Lewis  in  the  Greenwich  Village  Follies, 
and  danced  by  most  everybody  everywhere. 

"Exhibit  No.  2— 'SNAKE'S  HIPS.'— A  Jungle 
jazz  fox-trot  and  the  only  one  m  captivity  with 
just  this  rhythm.  Paradoxically  speaking, 
'Snake's  Hips'  is  a  'Bear.' 

"Exhibit  No.  3— 'THE  DUCK'S  QUACK.'— 
Introducing,  by  way  of  a  Barnyard  Jazzboree 
all  the  familiar  'animals'  down  on  the  farm, 
old  Duck  Web-foot,  the  Goose  and  Gander,  a 
Turkey  Gobbler  named  Alexander,  the  Squealin' 
Pig,  the  Old  Black  Crow  and  all  the  other  live 
stock  you  used  to  know. 

"You  don't  know  by  the  sound  whether  it's 
the  zoo  or  a  music  store  these  days." 


THREE  NEW  BLUES  FOR  MILLS 

Jack  Mills,  Inc.,  has  taken  over  from  a  West- 
ern publisher  three  new  "blue"  songs,  all  of 
which  have  had  some  popularity  in  the  Middle 
West.  They  are  "Down-Hearted  Blues," 
"Chirpin'  Blues"  and  "I  Just  W^ant  a  Daddy." 
Besides  the  piano  solos,  saxophone,  banjo  and 
other  folios,  together  with  an  active  list  of 
popular  numbers,  the  Mills  catalog  is  becoming 
chiefly  noted  for  being  the  house  of  popular 
"blues";  for  which  at  the  present  time  there 
appears  to  be  a  widespread  demand  among  the 
music  dealers  throughout  the  country,  who  are 
.activel}'^  engaged  in  pushing  Jack  Mills'  numbers 
in  vigorous  publicity  and  sales  promotion  cam- 
paigns. 
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When  it  comes  to  moaning  minors,  Bessie  Smith  sure  looses  a 
"mean"  larynx.  And  any  doubter  is  invited  to  step  right  up  and 
hear  Bessie  sing  "Baby,  Won  t  You  Please  Come  Home  Blues" 
and  "Oh,  Daddy  Blues." 

With  Clarence  Williams  coaxin'  that  piano,  and  Bessie  out-bluing 
old  King  Neptune  himself,  Record  A-3888  is  an  instantaneous 
knock-out. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


INDIANAPOLIS 


Satisfactory  Demand  for  Machines  and  Records  Features  Trade 
■ — Dealers  Add  New  Lines — Local  Visitors — News  of  the  Month 

Indianapolis,    Ind.,   June   8. — Talking  machine    amount  of  business  done  in  the  corresponding 


dealers  in  this  territor}'  have  enjoyed  an  un- 
usually good  month  of  business.  During  the 
early  days  of  last  month  there  existed  in  the 
minds  of  some  dealers  a  fear  that  the  month 
would  bring  slack  business,  but  this  seems  to 
have  been  without  grounds.  On  the  contrary, 
some  dealers  made  sales  in  excess  of  other 
months  of  the  year  which  had  been  considered 
very  satisfactory  and  one  dealer's  sales  were 
more  than  three  times  those  of  the  correspond- 
ing month  in  1922.  Record  sales  have  held 
their  own  in  most  cases  and  in  others  have 
shown  a  slight  increase. 

Edison  Dealers  Going  After  Trade 

Hervey  G.  Anderson,  manager  of  sales  pro- 
motion of  the  Phonograph  Corp.  of  Indiana, 
Edison  distributor,  has  just  returned  from  a 
visit  with  Edison  dealers  in  the  northern  part 
of  the  State,  and,  to  use  Mr.  Anderson's  own 
words,  "There's  no  buying  being  done — it's  all 
selling."  This  seems  to  be  the  sentiment  of 
Edison  executives  in  Indiana  generally.  J.  M. 
Vandervoort,  in  discussing  the  situation,  said, 
"The  dealer  who  is  not  getting  out  is  the  one 
who  is  crying  about  poor  business — as  to  the 
dealer  who  is  going  out  in  his  territory,  I  can 
cite  you  any  number  who  are  doing  business. 
They  are  the  dealers  who  have  accepted  the 
gospel  of  intensified  canvassing."  The  demand 
for  and  sales  of  Edison  records  continue  to 
increase.  J.  A.  Vest  is  a  new  Edison  dealer  in 
Scottsburg,  Ind. 

Visitors  to  the  Phono.  Corp.  of  Indiana 

Samuel  Moore,  of  the  Moore  Furniture  Co., 
Brazil,  Ind.;  Levi  Stevens,  Lebanon,  Ind.;  E.  A. 
Echelbarger,  of  the  Reitenour  Jewelry  Co., 
Union  City,  Ind.,  and  R.  E.  Phelps,  Martins- 
ville, Ind. — all  Edison  dfi^'crs — were  visitors  to 
the  Phonograph  Corp.  offices  during  the  month. 
J.  M.  Vandervoort  and  H.  G.  Anderson  attended 
the  Chicago  conventions,  where  they  met  a 
number  of  their  dealers. 

Good  Brunswick  Business 

C.  P.  Herdmann,  manager  of  the  phonograph 
department  of  the  Baldwin  Piano  Co.,  is  very 
much  gratified  with  the  amount  of  business 
done  by  his  department,  handling  Brunswick 
and  Columbia  goods,  during  the  first  half  of  the 
year.  Earlier  in  the  month  Mr.  Herdmann  ar- 
ranged a  unique  window  display,  using  nine 
baby  turtles  placed  in  a  miniature  aquarium.  A 
letter  was  painted  on  the  shell  of  each  turtle, 
which,  properly  arranged,  spelled  B-R-U-N-S- 
W-I-C-K.  A  similar  display,  advertising  Bald- 
win pianos,  was  placed  in  the  south  window  of 
the  store.  The  display  attracted  an  unusual 
amount  of  attention. 

The  Brunswick  Shop,  another  downtown 
Brunswick  store,  did  more  than  three  times  the 


month  of  1922.    W.  J.  Baker,  of  the  Brunswick 
Shop,  attended  the  Chicago  conventions. 
Widener's  Add  Victor 

Widener's  have  added  Victor  merchandise  to 
their  stock  and  are  now  handling  Victor  and 
Columbia  machines  and  Victor,  Columbia  and 
Vocalion  records.  W.  G.  Wilson,  manager  of 
the  Widener  store,  in  commenting  on  the  six 
months  just  past,  said:  "We  are  well  pleased 
with  the  first  half  of  the  year  and  with  the 
addition  of  the  Victor  line  we  expect  to  do 
even  better  in  the  six  months  to  come.  We 
have  experienced'  a  strong  demand  for  both 
Columbia  and  Vocalion  records  and  our  Victor 
line  is  starting  off  quite  well.  We  have  been 
very  fortunate  in  having  so  many  exclusive 
Columbia  artists  appear  in  Indianapolis  dur- 
ing the  season  just  past  and  have,  of  course, 
taken  full  advantage  of  this  situation  in  pushing 
record  business."  Mr.  Wilson  goes  East  for  the 
convention  of  Widener  managers  this  week. 

Victor  dealers  report  the  usual  demand  for 
Victor  goods,  most  stores  exceeding  their  May, 
1922,  business.  The  Model  210  flat  top  and  the 
new  Model  80  machines  are  most  in  demand 


at  this  time,  according  to  Miss  Minnie  Springer, 
manager  of  the  talking  machine  department  of 
the  Taylor  Carpet  Co.  The  Circle  Talking  Ma- 
chine Co.  is  now  carrying  Vocalion  records  in 
addition  to  the  Victor  line. 

Starr  phonographs  and  Gennett  records  are 
being  received  from  the  factory  in  greater  quan- 
tity, according  to  T.  H.  Bracken,  manager  of 
the  Starr  branch  in  Indianapolis,  and  the 
handicap  of  slow  deliveries  is  gradually  being 
overcome.  '  " 

Robertson's  Music  House,  the  latest  store!  \o 
add  the  Columbia  line,  passed  through  a  good 
month.  Hal  P.  Shearer,  of  this  concern,  con- 
tinues to  add  refining  touches  to  his  salesrooms 
and  the  very  excellent  results  of  his  work  arc 
clearly  apparent. 

Tone  Tests  Brought  to  a  Close 

The  most  successful  series  of  Edison  tone 
tests  ever  held  in  Indiana  was  brought  to  a 
close  by  the  recent  appearance  of  the  Ellison- 
Fagan-Hill  combination  before  an  audience  that 
overflowed  the  large  high  school  auditorium 
in  Martinsville.  The  artists  were  introduced  by 
the  Hon.  Emmet  F.  Branch,  Lieutenant-Gover- 
nor of  Indiana,  and  the  enthusiasm  with  which 
they  were  received  has  been  approached  only 
by  their  reception  in  a  few  other  cities  of  In- 
diana where  the  combination  has  appeared. 
Because  of  the  success  of  this  combination  of 
artists  in  tone  tests  given  in  this  territory  and 
the  resultant  stimulation  of  business  the  Phono- 
graph Corp.  is  already  booking  a  Fall  tour  for 
the  same  artists. 
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Only  the  New  Edison  can  sustain  the  test  of 
direct  comparison  with  the  living  artist. 

The  New  Edison  conies  in  16 
models;  both  console  and  up- 
right— one  for  every  purse  and 
one  for  every  taste. 

Edison  was  first  to  release  rec- 
ords   instantaneously  —  record 
customers  come  frequently,  not 
once  a  month — more  record  sales. 


Phonograph  Corporation  of  Indiana 


EDISON  DISTRIBUTORS 


325  North  Delaware  Street 


Indianapolis,  Indiana  H 


164 


THE   TALKING   MACHINE  WORLD 


June  15,  1923 


gag%JALKINg-HACHINi 


[Editor's  Note. — This  is  the  twenty-seventh  of  a  series 
'of  articles  by  William  Braid  White  devoted  to  the  vari- 
ous interesting  opportunities  which  prevail  in  the  domain 
of  education  for  the  retailer  of  talking  machines.  The  sub- 
ject is  one  of  great  interest  and  we  commend  these  articles 
to  the  consideration  of  all  who  are  devoting  attention  to 
the  featuring  and  developing  of  the  musical  possibilities 
of  the  talking  machine.] 


MAKING  A  HIT  WITH  DEMONSTRATION 


There  are  many  difficulties  about  the  use  of 
music  in  the  commercial  world,  for  music  has 
the  unfortunate  qualit}-  of  being  even  more 
touchy  and  delicate  an  art  than  acting,  and  that 
is  saying  a  good  deal.  If  the  raw  amateur 
rushes  in  where  virtuosi  fear  to  tread  he  is 
almost  certain  to  say  or  do  something  foolish 
which  will  get  him  into  trouble,  unless  he  is 


so  fortunate  as  to  be  in  the  company  of  per- 
sons even  rawer  than  himself.  Which  is  one 
of  many  reasons  why  those  who  sell  music  in 
so  marvelously  various  and  refined  a  form  as 
the  talking  machine  affords  should  always  be 
doubly  careful  to  know  what  they  are  doing  all 
the  time  and  why. 

Music  resents  being  ill-treated  or  mishandled 
and  those  who  deal  roughly  with  her  will  find 
that  she  has  a  curiously  subtle  way  of  leaving 
them  in  the  lurch.  Or,  to  put  it  in  another 
way,  no  one  can  play  the  fool  with  music — 
and  especially  with  recorded  music — if  he  ex- 
pects to  get  out  of  it  what  is  really  in  it.  Which 
is  an  axiom  and  eke  a  parable,  as  shall  now 
be  set  forth. 


For  instance,  every  talking  machine  has  its 
own  stronger  and  weaker  points.  Some  are 
better  in  rooms  of  one  size,  some  in  rooms  of 
another  size.  Some  are  best  for  one  kind  of 
music  and  some  for  another  kind.  In  practice 
differences  are  always  to  be  found  and,  although 
the  aim  is  always  to  make  every  individual  ma- 
chine equally  universal  in  its  efficiency,  this 
cannot  always  or  wholly  be  accomplished. 
Individuality  of  Machines 

It  is,  therefore,  always  advisable  to  study 
carefully  the  technique  of  musical  demonstra- 
tion, as  it  may  be  called,  to  the  end  that  one 
may  be  sure  of  alwaj's  doing  everything  of  a 
musical  kind  in  the  best  and  most  efficient  man- 
ner possible. 

Let  us  take  a  few  of  the  more  obvious  points 
in  the  etiquette  which  we  find  the  Goddess  of 
Music  likes  to  have  observed,  when  we  wor- 
ship before  her  through  the  medium  of  the 
talking  machine. 

First  of  all,  Euterpe  prefers  to  be  praised  in 
strains  that  distinguish  themselves  for  quality, 
rather  than  for  quantity.  She  cares  very  little 
for  noise  and  verj-  much  for  beauty.  Even  a 
record  of  very  jazzy  dance  music  can  be  ren- 
dered either  well  or  ill.  The  difference  lies  in 
the  different  sorts  of  treatment  we  give,  as  re- 
gards space,  needles,  placement  of  the  cus- 
tomer, choice  of  selections,  and  so  on. 

Size  of  Room  a  Factor 

For  instance,  all  audition  rooms  are  supposed 
to  be  built  so  as  to  stimulate,  so  far  as  may  be 
practicable,  the  condition  which  the  machines 
will  have  to  encounter  in  the  home.  It  is,  how- 
ever, necessary  to  remember  that  hearing 
rooms  designed  for  the  use  of  those  who  are 
trying  over  records  for  purchase  may  rightly 
be  smaller  and  less  carefully  fitted  up  than 
those  which  are  for  use  mainly  to  assist  pro- 
spective purchasers  in  making  a  good  choice  of 
a  suitable  talking  machine.  Such  a  room  ought 
to  be  larger  and  to  afford  enough  space  so  that 
the  prospect  may  be  placed  at  the  most  con- 
\enient  position  for  hearing  to  the  best  advan- 
tage; something  which  cannot  be  done  when 
the  verj'  small  rooms  are  used. 

This  whole  question  of  space  is  extremely 
important,  but  little  or  no  attention  is  common- 
\y  paid  to  it  by  salesmen.  It  is,  however,  worth 
the  most  careful  study  and  planning.  In  my 
opinion,  salesmen  should  be  required  always  to 
use  the  larger  spaces  for  selling  machines. 

A  great  influence  upon  the  quality  of  the 
music  is  wielded  by  the  surrounding  wall  spaces 
and  an  equally  potent  power  resides  in  the 
needle.  Let  us  examine  this  latter  point  for  a 
moment. 

The  Needle  Question 

I  have  been  in  stores  where  the  rules  call  for 
the  use  of  fibre  needles  only  in  demonstrating 
records  to  machine  owners  who  are  trj-ing  over 
new  music  as  a  preliminary  to  making  addi- 
tions to  their  libraries.  But  it  is  not  good  sales- 
manship to  confine  oneself  to  the  use  of  one 
kind  of  needle  when  demonstrating  machines  to 
those  who  do  not  yet  own  them.  For  it  is  im- 
portant that  every  attribute  of  the  machine 
should  be  equally  well  demonstrated  and  equal- 
ly well  appreciated  by  the  purchaser.  For  this 
reason  every  sort  of  needle  which  is  useful  or 
likely  to  be  put  into  use  should  be  demon- 
strated and  its  possibilities  and  special  values 
explained.  There  is,  in  realitj-,  much  more  than 
is  generally  realized  to  this  matter  of  choosing 
needles  in  demonstrating. 

For  instance,  it  is  commonly  supposed  that 
the  only  difference  between  one  needle  weight 
and  another  is  to  be  found  in  the  fact  that  the 
heavier  needle  gives  a  greater  voltune  of  sound. 
This,  however,  is  not  all  the  truth.  For  it  will 
be  found  upon  experiment  that  certain  kinds  of 


While  There  are  Children- 
There  are  3^1  i^i^i-E.  Books 


"W'OU,  yourself,  have  sung  and 
played  games  to  the  tune  of 
Bubble  Book  melodies  and  no  doubt 
you  have  a  soft  spot  in  your  heart 
for  them.  So  have  millions  of  other 
grown-ups. 

If  they  have  children  they  want  to 
give  them  the  most  joyous  of  child- 
hoods. If  they  haven't  children  of 
their  own — they  want  to  give  pleas- 
ure to  a  favorite  niece,  grandchild, 
godchild — any  child  that  they  can 
have  the  least  excuse  for  giving  to. 
It's  not  all  unselfish,  either,  for  in 
the  joy  that  the  children  find  in 
Bubble  Books,  the  grown-ups  renew 
their  youth. 

That's  why  they're  such  willing  vic- 
tims to  all  fourteen  of  these  beguil- 
ing "books  that  sing." 

Please  all  the  grown-ups  as  well  as 
^  the  children.  Keep  your 

Bubble  Book  stand  in 
full  view,  and  you'll  be 
busy  keeping  it  full. 
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and  SURGES  JOHNSON 

Illustrated  by 

RHODA  CHASE 


When  you  sell  one  you  sell  a  habit  and  when 
you  sell  a  habit  you're   building  business 


HARPER  &  BROTHERS,  Bubble  Book  Division 


Established  1817 


Franklin  Square 


New  York,  N.  Y. 


June  15,  1923 


THE   TALKING   MACHINE  WORLD 


165 


NOTICE!!! 

If  It  Is  Anything  in  the  Pho- 
nograph Line  We  Have  It. 


Write  for  our  catalogue  To-Day. 


PLEASING  SOUND  PHONOGRAPH  CO. 

204  E.  113th  St.,  New  York,  N.  Y. 


music  go  better,  from  a  reproduction  stand- 
point, in  connection  with  certain  weights  of 
needles.  It  is  usually  better,  for  instance,  to 
use  a  light-tone  or  half-tone  needle  for  violin 
music.  A  full-tone  needle  is  best  for  orchestra 
in  most  cases  and  an  extra-loud  for  dance  music 
and  band. 

Vocal  music  needs  specially  careful  treatment. 
It  is  inadvisable  to  use  a  heavy  needle  with  a 
light  soprano  coloratura  voice.  A  light-tone 
needle  is  best  with  these  and  one  somewhat 
heavier  for  more  robust  vocal  apparatus.  Ta- 
magno's  great  tenor  voice  needs  a  somewhat 
heavier  needle  than  does  Caruso's,  and  so  on; 
as  the  salesman  will  soon  find  out  when  he 
begins  to  experiment,  realizing,  of  course,  that 
I  am  now  talking  about  steel  needles  only. 

These  remarks  are  not  to  be  taken  as  mean- 
ing that  any  hard  and  fast  rules  can  be  laid 
down.  All  needles  will  work  on  all  records;  it 
is  merely  a  matter  of  refining  to  the  utmost  and 
of  getting  the  very  best  possible  results.  Simi- 
larly, I  have  said  nothing  special  about  wooden, 
fibre  or  special  metal  needles,  simply  because 
these  are  universal  in  their  applications.  The 
common  steel  needle,  however,  needs  careful 
treatment,  as  I  have  said. 

The  Method  of  Contrast 

Demonstrating  should  always  proceed  by  the 
method  of  contrasts.  Even  if  the  customer  is 
obviously  interested  at  first  in,  say,  dance  music 
only  it  will  be  foolish,  nevertheless,  to  concen- 
trate on  this,  unless  the  sale  surely  can  be 
made  at  once.  It  will  be  far  better,  in  most 
cases,  at  a  convenient  opportunity,  to  point  out 
that  variety  is  the  spice  of  life  and  to  sneak  in, 
say,  a  Caruso  popular  number,  followed  by  a 
little  more  dance  music  and  then  a  record  of, 
say,  Kreisler's  playing  of  the  Dvorak  "Hu- 
moresque,"  pointing  out  how  everybody  has 
and  likes  these  records.  It  is  thus,  by  a  little 
diplomacy,  that  the  ignorant  purchaser  is  fur- 
nished with  some  little  insight  into  the  real 
beauties  of  the  talking  machine,  concerning 
which  an  unbelievably  large  number  of  persons 
is  as  yet  wholly  in  the  dark. 
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Music,  heavenly  maid,  as  I  said  before,  likes, 
and  repays  generously,  gentle  treatment.  When 
one  is  trying  to  demonstrate  the  beauties  of 
the  talking  machine,  to  feature  its  musical  pos-. 
sibilities,  one  needs  to  remember  that,  while 
the  masses  may  have  musical  prejudices,  they 
possess,  as  a  body,  virtually  no  musical  knowl- 
edge. If  they  are  left  tO'  themselves  they  buy 
a  few,  very  few,  dance  records  with  perhaps 
one  or  two  songs  popular  at  the  moment  of 
purchase,  and  then  they  go  to  sleep,  so  far  as 
further  purchases  are  concerned.  That  is  why 
the  salesman  needs  to  study,  to  learn,  to  know 
the  contents  of  the  catalogs  and  the  peculiari- 
ties of  the  musical  ideas  of  the  masses.  One 
thing  is  sure:  that  the  average  person  responds 
to  sweet,  gentle  music  and  will  always  buy 
some  of  it  if  it  is  presented  in  the  proper  man- 
ner by  a  skillful  salesman. 

Proper  presentation,  then,  means  gauging 
space,  using  the  right  needle,  getting  the  right 
volume  and  avoiding  monotony  or  satiety  by 
duly  varying  the  styles  and  kinds  of  music. 
There  is  a  real  art  in  choosing  music  and  ac- 
cessories for  demonstration;  nor  can  the  musi- 
cal properties  of  the  talking  machine  be  rightly 
featured  without  knowledge  and  practice  of  this 
art. 


CESCO  REPEATER  MAKES  DEBUT 


Rapid  Repeater  Co..  of  Long  Island  City,  Sole 
Distributor  of  New  Product 


The  Cesco  repeater  has  just  made  its  debut 
in  the  talking  machine  field.  The  sole  distribu- 
tion of  this  record  repeater  is  in  the  hands  of 
the  Rapid  Repeater  Co.,  of  Long  Island  City, 
which  is  well  known  throughout  the  trade  as 
the  producer  of  the  Rapid  Repeater.  The  Cesco 
repeater,  although  smaller  and  lighter,  oper- 
ates on  the  same  principles  as  the  Rapid  Re- 
peater, gently  lifting  the  needle  from  record 
contact  on  the  inside  of  the  record  instantane- 
ously and  within  one-half  turn  of  the  disc,  de- 
positing it  on  the  outside  edge.  The  Cesco  is 
constructed  of  metal  and  it  is  planned  to  mar- 
ket this  new  accessory  through  the  recognized 
channel  of  jobbers  and  dealers.  Production  has 
been  started  and  it  is  stated  by  an  official  of 
the  company  that  a  number  of  agencies  and  ter- 
ritories have  already  been  allotted.  Although 
the  Cesco  repeater  well  meets  the  demand  for 
a  simple,  unadjustable  repeating  device  the 
Rapid  Repeater  Co.  will  continue  to  distribute 
the  Rapid  Repeater. 


MISS  SCHOONOVER  A  VISITOR 


Among  the  recent  visitors  to  the  Victor  head- 
quarters in  Camden  was  Miss  Grace  Schoono- 
ver,  who  has  made  quite  a  reputation  for  her- 
self on  account,  of  the  special  clientele  she  has 
created  for  Red  Seal  records  among  the  cog- 
noscenti of  Topeka.-  -Miss  Schoonover  is  a 
member  of  the  J.  W.  Jenkins  Sons  Co.  branch 
in  Topeka  and  has  created  and  -held  a  large 
number  of  her  personal  customers  by  virtue  of 
special  concerts  held  in  the  afternoon  and  eve- 
ning for  the  benefit  of  those  who  are  interested 
in  the  really  finer  things  of  the  musical  world. 


UNIQUE  NEW  STORE  ANNOUNCEMENT 

A  departure  from  the  usual  form  of  announc- 
ing the  opening  of  a  new  store  has  come  to 
The  World  from  Smyth  &  Co.,  Ltd.,  with  head- 
quarters at  91  Donegal  street,  Belfast,  Ireland. 
The  announcement  is  in  the  shape  of  a  bill- 
fold, which,  when  .opened  up,  discloses  a  small 
folder  announcing  the  fact  that  a  new  store  has 
been  opened  at  7-9  Queens  Arcade,  Belfast,  in 
which  a  complete  stock  of  "His  Master's  Voice" 
records  and  gramophones  are  handled.  Smyth 
&  Co.,  by  the  way,  are  one  of  the  largest  Gram- 
ophone dealers  in  Ireland. 


It  takes  courage  to  succeed.  The  merchant 
who  is  afraid  to  take  a  chance  will  never  get 
very  far. 


Guard  the 
Reputation  of 
Your  Records 

A  reputation  for  lasting 
quality  is  certain  to  help  in- 
crease the  sale  of  any  record. 
This  is  especially  true  of  the 
often  played  records. 
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Semi-Permanent 
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will  safeguard  the  reputation 
for  lasting  quality  of  the  rec- 
ords you  handle.  Wearing 
down  evenly,  they  cannot 
score  the  record  grooves.  In- 
vestigate this  superior  needle. 
Write  for  a  sample  today. 

Sonora  Phonograph 
Company,  Inc. 

279  Broadway         New  York 

Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 


A  Modern  Conception 
of  Cooperation 

Sonora  dealers  are  not  stocked 
with  merchandise  and  then 
cast  adrift,  dependent  on  the 
shifting  winds  of  intangible 
business  prospects  to  carry 
them  to  the  harbor  of  profits. 
Instead,  they  are  ofTered  the 
services  of  the  Sonora  adver- 
tising and  sales  promotion  de- 
partments to  help  them  in 
their  selling  activities.  These 
departments  work  closely 
with  Sonora  dealers,  helping 
to  solve  the  problems  peculiar 
to  each  d  e  a  1  e  r's  territory. 
This  personal  service  is  one 
of  the  most  prominent  fea- 
tures of  the  Sonora  franchise. 

Sonora  Phonograph 
Company,  Inc. 

279  Broadway       New  York 

Canadian  Distributors: 
Sonora  Phonograph,  Ltd.,  Toronto 


STHE  INSTRUMENT  OF  QUAtIT 
onor 
CLEAR    A5    A  BELL 
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W.  D .  A  N  D  R  E  Wr  CO. 


DISTRIBUTORS  OF 

VIGTROLAS  and  VICTOR  RECORDS 

'Service  That  Satisfies'' 

SYRACUSE,  N.  Y. 


IN_SYRACUSE 

optimism  of  the  Trade  Reflected  in  Remodeliuy  and  Expansions 
of  Business — Sales  Promotion  Campaigns — All  Lines  in  Demand 


Syracuse,  N.  Y.,  June  9. — Dealers  and  jobbers 
throughout  this  territory  are  in  an  optimistic 
frame  of  mind,  due  to  the  fact  that  business 
during  the  past  month  in  both  talking  machines 
and  records  has  been  very  satisfactory.  This 
optimism  is  reflected  in  remodeling  and  enlarg- 
ment  plans  now  being  put  into  efifect  by  local 
dealers.  In  fact,  this  confidence  in  the  imme- 
diate future  prosperity  of  the  business  is  one  of 
the  outstanding  features  in  trade  circles  here. 

Talking  machine  retailers  throughout  this  ter- 
ritory have  inaugurated  or  are  planning  to  do 
so  in  the  near  future  sales  promotion  cam- 
paigns designed  to  stimulate  business  during 
the  .Summer  season.  Considerable  attention  is 
being  paid  to  window  displays,  there  being  a 
growing  realization  of  the  value  of  this  form 
of  publicity  and  its  relation  to  sales.  News- 
paper advertising  and  direct-by-mail  publicity  is 
also  coming  in  for  its  share  of  attention,  and 
while  results  from  these  campaigns  thus  far 
have  not  been  remarkable  it  is  rather  early  in 
the  season  to  state  what  the  ultimate  results 


will  be.  However,  the  effect  of  sustained  pub- 
licity of  this  character  is  cumulative  and  there 
can  be  little  doubt  that  the  trade  will  profit 
from  their  efforts. 

Edison  phonographs  and  records,  in  com- 
mon with  other  lines,  are  holding  their  own 
in  so  far  as  sales  are  concerned.  Frank  E.  Bol- 
way  &  Son,  Inc  ,  Edison  jobbers,  with  head- 
quarters on  South  Fulton  street,  this  city,  have 
been  enjoying  a  satisfactory  demand  during  the 
past  six  weeks,  indicating  that  Edison  dealers 
throughout  the  territory  served  by  this  concern 
are  getting  their  share  of  business. 

W.  D.  Andrews  Co.,  Central  City  Victor  job- 
ber, reports  that  business  in  the  Victor  line 
shows  a  healthy  increase  of  from  10  per  cent  to 
15  per  cent  for  1923  over  the  corresponding 
period  of  1922,  and  this  increase  is  largely  in 
the  record  department.  This  is  accounted  for 
by  receiving  from  the  factory  a  great  many 
numbers  that  have  not  been  available  for  some 
lime  past.  The  record  stocks  arc  in  the  best 
condition  that  has  obtained  for  several  years, 


THE  PERFORMANCE 
OF  SERVICE 


is  the  test  of  any  organization 

The  Gibson-Snow  Co.  as 
distributors  in  New  York 
State  for  the  So  nor  a 
phonograph  and  Vocal- 
ion  records,  accomplishes 
this  test  of  service  that 
does  help  the  dealer 
merchandise  his  product 
in  an  efficient  manner. 

We  are  prepared  to  help  you.  Ask  us  for 
our  co-operation. 

Sonora  phonograph  and  Vocalion  record 
distributors  for  New  York  State. 

GIBSON-SNOW  CO.,  Inc. 

Syracuse,  N.  Y. 


ihe  out  numbers  being  mostly  confined  to  a 
lew  numbers  that  are  still  in  the  catalogue, 
but  not  being  made  on  account  of  the  original 
master  records  being  damaged  or  broken. 

The  new  model  Victrolas  are  increasing  in 
demand,  especially  Nos.  215  and  220,  and  the 
company  expects  to  be  oversold  on  these  num- 
bers right  through  Summer  and  Fall.  The 
dealers  are  all  very  enthusiastic  over  the  new 
art  models  recently  announced,  and  the  senti- 
ment expressed  by  the  larger  dealers  would  indi- 
cate that  these  models  are  going  to  necessitate 
quantity  production  never  before  reached  by  a 
machine  of  this  price.  This  is  borne  out  by  the 
advance  orders  placed  by  the  dealers  for  these 
new  models,  especially  the  No.  405  William  and 
Mary  type. 

The  Levis  Music  Store,  39-41  South  avenue, 
this  city,  is  making  alterations  to  its  establish- 
ment which,  when  completed,  will  provide  con- 
siderably more  space  for  the  display  of  the  Edi- 
son line,  which  the  concern  features.  The  Levis 
Music  Store  is  one  of  the  best-known  phono- 
graph dealers  in  this  city  and  progressive  poli- 
cies have  been  instrumental  in  building  up  a 
large  clientele. 

W.  D.  Andrews,  of  the  W.  D.  Andrews  Co., 
as  chairman  of  the  wholesalers'  division  of  the 
Syracuse  Chamber  of  Commerce,  led  a  party  of 
fifty  Syracuse  wholesalers  on  a  three-day  auto- 
mobile trip  through  the  central  and  southeastern 
part  of  the  State.  The  trip  was  in  the  nature 
of  a  friendly  acquaintance  visit,  no  orders  being 
solicited  from  the  dealers  called  on,  but  a  real 
effort  made  to  acquaint  the  dealer  with  his  job- 
ber, and  by  personal  contact  to  impress  the 
dealer  that  his  jobber  has  a  real  and  personal 
interest  in  serving  the  trade. 

J.  N.  Barrett,  well-known  Edison  dealer,  who 
for  some  time  was  located  at  1490  Fillmore 
avenue,  Buffalo,  is  now  in  handsome  new  quar- 
ters at  135  East  Ferry  street,  that  city.  Mr. 
Barrett  states  that  the  Edison  is  in  excellent 
demand  and  that  prospects  for  satisfactory 
business  during  the  Summer  and  Fall  are  good. 

C.  T.  Malcomb,  of  the  Gibson-Snow  Co.,  of 
this  city,  Sonora  distributor,  spent  a  week  in 
Saginaw,  Mich.,  attending  the  annual  convention 
of  Sonora  jobbers.  Mr.  Malcomb  returned  from 
this  convention  with  renewed  optimism  for  a 
tremendous  Sonora  year,  which,  he  states,  can 
only  be  marred  by  the  difficulty  that  may  be 
experienced  in  securing  sufficient  merchandise 
to  meet  the  demands  of  the  trade,  which  are 
increasing  steadily. 


O  T  O  R  S 

Ready  for  Delivery 

Double  Springs;  plays  two  10-inch  Rec- 
ords; suitable  for  Portable  Phonographs. 
Sample,  $3.75.  Larger  motor  playing  two 
to  three  12-inch  Records;  suitable  for 
Phonograph  selling  for  $100.  Sample.  $5.75. 
MERMOD    &    CO.,  ^6East23dSt 


Telephone  Ashland  7395 


N.  Y. 
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GOOD  RESULTS  FROM  CO=OPERATION 


Schoonmaker  &  Son,  of  Newburgh,  N.  Y.,  Tie 
Up  in  Most  Effective  Manner  With  Great 
Musical  Event — Many  Sales  Result 


Est.  1889 


Newburgh,  N.  Y.,  June  9. — The  idea  of  j\Iusic 
Week  is  steadily  attaining  an  institutional  state 
in  many  of  the  largest  cities,  and  it  is  no  doubt 
destined  to  become  an  annual  event  in  every 
city  in  the  country.  It  therefore  behooves 
all  retail  music  merchants  to  be  working  out 
ways  and  means  for  co-operating  in  the  pro- 
mulgation of  this  idea,  and  for  tying  up  with 
Music  Week  whenever  it  occurs  in  their  re- 
spective territory. 

The  accompanying  picture  shows  how  John 
Schoonmaker  &  Son,  Edison  dealers  at  New- 


EDISON 


PHONOGRAPH 


We  desire  representation  at  certain 
points  in  New  York  State— Special 
proposition  for  efficient 
merchants. 


Frank 
E. 


Attractive  Schoonmaker  &  Son  Window 

burgh,  N.  Y.,  used  a  window  display  to  feature 
the  idea  that  "Every  week  is  music  week  with 
an  Edison."  Simultaneously  with  this  window 
display,  striking  advertisements  were  run  in  the 
local  papers  devoted  to  Music  Week  and  to  the 
New  Edison.  The  coupon  in  these  advertise- 
ments ran  in  part  as  follows:  "To  enable  me 
to  participate  in  Music  Week  you  may  place 
a  New  Edison  in  my  home  for  two  days." 

Home  and  store  concerts  were  given  through- 
out the  week,  and  W.  R.  Sweeney,  manager  of 
the  phonograph  department  of  this  company, 
stated  that  many  actual  sales  and  definite  pros- 
pects results  from  Music  Week  tie-up. 


BOLW^Y 

SYRACUSE 

Jobbers 


&  Son 
Inc. 


MAKING  MANY  NEW  INSTALLATIONS 

Zimmerman-Bitter  Co.  Reports  Increased  De- 
mand for  Its  Store  Equipment — Recent  In- 
stallations Exceptionally  Attractive 


The  Zimmerman-Bitter  Construction  Co.,  of 
New  York,  reports  continued  activity  in  re- 
modeling and  installing  new  equipment  in  retail 
stores  throughout  the  country.  There  is  a  con- 
stant call  for  the  class  of  work  done  by  this 


SUMNER  WILLIAMS  GUEST  OF  EDISON  MEN  AT  LUNCHEON 

Officers  and  Executives  Honor  Popular  Co-worker  of  Thomas  A.  Edison,  Inc.,  on  the  Occasion 
of  His  Promotion  to  the  Important  Post  of  Purchasing  Agent  of  the  Company 

The  picture  herewith  was  taken  at  the  lunch-  Lanahan,  W.  A.  Hardy,  E.  H.  PhiHps,  W.  D. 

eon  which  was  tendered  to  Sumner  Williams  Cloos,  Bill  Hildebrand,  K.  Griggs,  C.  F.  Hun- 

in  honor  of  his  being  promoted   to   the   im-  ter,  A.  J.   Clark,  Stephen  B.  Mambert,  Ralph 

portant  post  of  Purchasing  Agent  of  Thos.  A.  Allen,  H.  C.  Edgerton,  F.  R.  Blair,  L.  McChes- 


company,  and  the  factory  is  being  run  full  tilt 
in  order  to  complete  business  now  on  the  books. 
Among  installations  recently  finished  was  that 
of  E.  G.  Brown,  Hackensack,  N.  J.,  consisting 
of  talking  machine,  record,  musical  instrument 
and  sheet  music  departments.  The  company  has 
also  completed  the  following  important  installa- 
tions: Windsor  Music  Co.,  Altoona,  Pa.,  new 
sheet  music  department;  Windsor-Poling  Co., 
Akron,  O.,  similarly  equipped  with  Zimmerman- 
Bitter  special  combination  racks  and  counters; 
Weber  Bros.,  Brooklyn,  N.  Y.,  has  been  fitted 
out  with  a  new  record  department;  the  Sterling 
Piano  Co.,  of  the  same  city,  has  ordered  its 
third  installation  to  consist  of  a  complete  re- 
modeling and  redecorating  of  its  entire  phono- 
graph department.  Among  the  contracts  lately 
received  was  the  ninth  installation  for  Landay 
Bros.,  of  New  York  City,  comprising  record 
racks  with  a  capacity  of  25,000  records. 

By  far  the  finest  Zimmerman-Bitter  installa- 
tion made  to  date  was  recently  completed  for 
the  Eclipse  Talking  Machine  Co.,  of  Paterson, 
N.  J.,  which  held  its  formal  opening  June  2. 
This  building  is  one  of  the  retail  show  places  of 
New  Jersey  in  the  talking  machine  field. 


TYPE  TO  MUSIC  IN  PHILIPPINES 


Talking  machines  have  been  in  use  in  the 
United  States  as  educational  aids  for  some  time 
and  that  their  use  in  this  manner  in  foreign 
countries  is  spreading  is  indicated  by  the  fact 
that,  from  time  to  time,  reports  of  this  nature 
are  heard.  The  LaSalle  College,  Philippine 
Islands,  is  one  of  the  most  recent  institutions  to 
use  the  talking  machine  for  the  purpose  of  help- 
ing typewriting  students  to  acquire  a  rhythmic 
touch  to  melody. 


Members  ot  Edison  Organization  at  Luncheon  for  Sumner  Williams 

Edison,  Inc.,  which  is  referred  to  elsewhere  in  ney,  R.  H.  Weber,  H.  Eckert,  Dan  Haggerty, 

this  issue.   Those  attending  included  the  officers  Gus  Schultz,  A.  LeBlanc,  A.  H.  Curry,  F.  C. 

of  the  company  and  the  executive  heads  of  the  Beattie,   Art   Walsh,   Walter   Stevens,  Walter 

various    divisions     of    the     Edison    industry.  Miller,  C.  Luhr,  C.  Homer,  N.  C.  Durand,  J.  E. 

Among  those  present  were:     Charles  Edison,  Sease,  F.  C.  Pullin,  J.  Mehl  and  other  members 

William  H.  Meadowcroft,  Bruno  Wolnitzky,  H.  of  the  organization. 


The  Universal  Phonograph  Co.,  which  oper- 
ates an  assembling  plant  on  Thirty-eighth  and 
High  streets  and  a  retail  establishment  on  Fif- 
teenth street  and  Court  place,  Denver,  Col.,  has 
been  placed  in  the  hands  of  a  receiver.  Assets 
of  the  company  are  $15,000,  while  liabilities  are 
estimated  at  $30,000. 


$  TheWaltziSGnsationf/y^S 
Nearly  a^s^ood  as 

Three  O^Clockin  theMoinin^' 

'You,  cant  Ao  wi-onft-Wi  th  any'FEISTson^" 
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V 


To  the 
Southern  Victor 
Dealer 


The  Victor  dealer  in  the  South 
has  sales  and  merchandising  prob- 
lems that  require  a  specialized  service, 
based  on  a  thorough  knowledge  of  condi- 
tions in  his  particular  locality. 

The  Wm.  H.  Reynalds  Victor  organization 
has  for  many  years  co-operated  with  Southern 
Victor  dealers  in  the  development  of  their 
business.  This  service  is  not  an  experiment, 
but  a  practical  demonstration  of  successful 
sales  assistance. 


'Reynolds  Service  is  Reliable  Servi 


mm 


T3 


"STANDEX"  PLACED  ON  MARKET 

Musical  Products  Distributing  Co.  Introduces 
Display  Stand  for  Stimulating  Sales — Well 
Received  by  the  Talking  Machine  Trade 


The  Musical  Products  Distributing  Co.,  New 
York,  recently  placed  on  the  market  a  new 
product  known  as  "Standex,"  a  rack  for  display- 
ing records,  sheet  music,  window  cards,  etc. 
"Standex"  is  made  of  steel,  finished  in  black 
crystallized  lacquer,  and  can  be  used  to  advan- 
tage by  dealers  for  wareroom  and  window  dis- 
play purposes. 

B.  D.  Colen,  president  of  the  Musical  Prod- 
ucts Distributing  Co.,  states  that  the  "Standex" 
has  met  with  a  very  favorable  reception  from 
the  trade  and  that  jobbers  are  being  appointed 
in  the  leading  trade  centers.  Mr.  Colen  is  rec- 
ognized as  one  of  the  leading  members  of  the 


Eastern  wholesale  trade  and  his  company  in- 
troduced "Standex"  in  order  to  stimulate  retail 
trade.  The  results  of  the  campaign  to  date  are 
very  satisfactory  and  repeat  orders  are  being 
received  from  dealers  who  have  tested  the 
drawing  powers  of  "Standex"  as  a  sales  pro- 
ducer. 


PROFITS  FROM  BETTER  HOMES  WEEK 

W.\co,  Tex.,  June  6. — R.  T.  Dennis  &  Co.,  Inc., 
Edison  dealer,  of  this  city,  recently  took  advan- 
tage of  the  Better  Homes  Week  staged  here 
to  furnish  the  model  home  which  formed  part 
of  the  exhibit  of  one  of  the  leading  newspa- 
pers by  furnishing  an  Edison,  William  and 
Mary  console  model,  and  various  other  interior 
decorations  for  the  home.  Through  this  cour- 
tesy the  concern  and  the  Edison  received  some 
excellent  free  publicity  in  the  local  newspapers. 


THE  VALUE  OF  WINDOW  DISPLAYS 

Suggestions  Which  Can  Be  Utilized  to  Advan- 
tage by  Dealers  in  Greatly  Increasing  the 
Effectiveness  of  Window  Displays 


Talking  machine  dealers  have  wonderful  op- 
portunities for  making  effective  window  dis- 
plays. Among  the  hundreds  of  good  ideas  that 
can  be  utilized,  probably  the  most  effective  from 
the  standpoint  of  the  shopper,  is  a  window 
dressed  to  represent  a  room  in  the  home  or, 
when  displaying  the  small  portable  machines,  a 
camp  scene  with  tent,  etc.,  is  proving  a  big 
factor  in  boosting  sales. 

Many  people,  in  addition  to  their  love  of  mu- 
sic, buy  a  machine  to  beautify  the  home  and  it 
is  a  fact  that  the  average  method  of  displaying 
talking  machines — scattering  machines  and  rec- 
ords in  the  window— does  not  give  an  adequate 
idea  to  the  shopper  of  its  beauty  of  design  and 
value  as  an  ornament.  The  result  is  that  many 
a  prospective  customer  looks  at  the  window  dis- 
play, tries  to  make  up  her  mind  which  machine 
would  fit  best  in  her  home,  fails  and  turns 
away. 

A  good  plan  would  be  to  announce  that  a  se- 
ries of  rooms  with  various  machines  will  be 
displayed  in  the  window  at  stated  times.  Fur- 
niture dealers  will  be  glad  to  loan  the  desired 
articles  of  furniture  and  furnish  suggestions  for 
the  display,  providing  that  a  small  card  is 
placed  in  the  window  stating  that  the  articles 
of  furniture  have  been  borrowed  from  them. 
This  method  could  also  be  reversed  to  advan- 
tage where  a  furniture  dealer  does  not  handle 
talking  machines  by  having  him  use  one  of  your 
machines  in  his  window  display  with  a  small 
card  announcing  that  the  machine  comes  from 
your  establishment. 

APPOINTED  SWANSON  DISTRIBUTOR 

Cheney  Sales  Corp.  of  New  York  Will  Distrib- 
ute Popular  Portable — Will  Carry  on  Aggres- 
sive Sales  and  Publicity  Campaign 


E.  M.  Runyon,  manager  of  the  Swanson 
Portable  Phonograph  Distributors,  Los  An- 
geles, Cal.,  announced  recently  the  appointment 
of  the  Cheney  Sales  Corp.,  1107  Broadway,  New 
York;  as  exclusive  sales  distributor  for  the 
Swanson  portable  phonograph  in  New  York 
territory.  Commenting  upon  his  important  deal 
Mr.  Runyon  stated:  "We  are  turning  the 
whole  New  York  territory  over  to  the  Cheney 
Sales  Corp.  and,  in  the  future,  all  sales  and 
Swanson  service  will  come  from  this  concern. 
In  order  to  show  its  confidence  in  the  possi- 
bilities of  the  Swanson  portable  G.  Dunbar 
Shewell,  president  of 'the  Cheney  Sales  Corp., 
is  planning  an  extensive  sales  campaign  which 
will  continue  throughout  the  Summer  season." 


Arthur  Middleton,  well-known  Edison  artist, 
has  been  scheduled  for  a  recital  at  Smith's  Col- 
lege, Northampton,  Mass^  


Portable  Model 
13x11x9— weight  15  lbs. 
Black  finish — Nickel  trim. 


List  Price 


CAROLA 


"The  Nightingale  of  Phonographs" 

You  can  buy  the  Carola  at  the  old  list  price  of  $20  only  up  until  July  1st.  After 
that  date  the  list  for  both  the  portable  and  the  cabinet  models  will  be  $25 — $27.50 
in  the  Polychrome  finish. 

Dealers  sending  in  orders  before  July  1st  for  immediate  delivery  will  be  given 
the  benefit  of  the  old  list  prices.  $20  for  both  the  portable  and  the  cabinet  models 
— $25  for  the  Polychrome  finish. 

The  Carola  Company  is  now  doing  a  flourishing  business  with  over  1.500  dealers 
throughout  the  country  and  the  repeat  orders  we  are  receiving  from  these  dealers 
is  the  best  proof  of  their  success. 

Don't  forget— July  1st  is  the  date!  Take  advantage  of  it. 

LIBERAL  TRADE  DISCOUNTS 


THE 

CAROLA  COMPANY 


410  Lakeside  Ave.,  N.  W. 
CLEVELAND,  OHIO. 
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A  tenor  of  whom  one  never  tires !  That's  Hackett !  And  this 
month  he  has  made  a  record  you  will  demonstrate  again  and 
again,  only  to  find  fresh  pleasure  in  each  repetition. 

"I  Shall  Know  "  is  a  lyric  of  superb  sentiment,  given  a  wonderfu 
musical  setting  by  the  distinguished  Madame  Mana  Zucca  and 
rendered  as  only  Charles  Hackett  can.    Record  80673. 

COLUMBIA  GRAPHOPHONE  CO. 
New  York 


piiiiiiiiiiiuiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiii^   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiim 
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R.  S.  PEER  MAKES  ATLANTA  TRIP 


We  all  have  something  to  sell  and  the  better 
salesmen  we  are  the  more  of  prosperity  and 
happiness  we  will  be  able  to  get  out  of  life. 
This  is  obvious  and  yet  a  very  great  many  peo- 
ple utterly  disregard  that  simple  fact,  to  their 
own  great  loss. 

First  of  all,  we  must  sell  ourselves,  or  the 
prospect  is  prejudiced  and  we  do  not  get  a 
chance  to  go  any  farther.  Next,  we  must  sell 
the  firm  or  institution  we  represent,  or  confi- 
dence is  lacking  and  again  the  prospect  takes 
flight.  And,  lastly,  we  must  sell  the  goods  or 
service  which  we  are  offering — and  sell  them  so 
strongly  and  well  that  they'll  stay  sold. 

Just  what,  then,  is  the  first  aid  to  these  three 
important  sales?  If  we  can  answer  that  query 
we  shall  have  handed  out  something  so  valuable 
that  the  recipient  will  be  our  debtor  eternally. 
And  that's  just  what  I  am  going  to  do. 

Here  is  the  key  which  fits  the  lock.  It  is  a 
golden  key,  so  grasp  it  and  do  not  let  go  of  it. 
It  is  wrapped  up  in  the  word  "demonstration." 
Let  me  show  you  how  it  works.  You  demon- 
strate by  your  appearance,  your  approach,  your 
interest,  your  friendliness  or  the  lack  of  it- 
just  what  you  are.  You  win  the  prospect  or 
else  you  repulse  him  and  lose  your  chance.  Be 
careful  how  you  demonstrate  your  own  person- 
ality and  temperament.    They  count  mightily. 

Then  you  will  be  called  to  demonstrate  your 
firm — and  be  sure  that  you  do  it  well.  Don't 
ignore  the  firm.  It  is  not  fair  to  them  or  to 
the  customer.  Experience,  buying  power,  skill, 
foresightedness,  reliability,  ability,  desire  to 
serve,  and  so  on,  are  all  points  to  be  stressed 
either  directly  or  by  suggestion.  Show  faith, 
confidence  in  your  firm.  That  is  only  fair  to 
them.  Demonstrate  by  the  subtle  respect  of 
5'our  manner  and  mental  attitude  that  you  the 
salesman  are  posted  and  because  you  are  posted 
you  are  ready  to  bank  on  what  the  firm  offers 
or  does.  Confidence  begets  confidence.  Dem- 
onstrate! 

Lastly,  be  prepared  to  demonstrate  your 
goods  or  whatever  you  are  selling.  Take  pride 
in  being  a  super-salesman  at  demonstration. 
Let  me  illustrate.  The  other  day  I  saw  a  man 
attempt  to  sell  some  phonograph  records.  He 
acted  as  if  it  hurt  him  to  move.  He  answered 
questions  grudgingly.  He  was  not  a  good  dem- 
onstrator of  self.  When  a  criticism  of  the  price 
of  an  instrument  was  offered  he  replied,  with  an 
attempt  at  wit:  "Well,  I  reckon  the  boss  needs 
a  new  car."  He  didn't  demonstrate  the  firm 
well. 

The  salesman  put  on  the  records  and  played 
them  laconically  and  didn't  bother  to  tell  the 
name  of  the  record  or  the  artist.  The  prospect 
went  out.  She  went  across  the  way  and,  hav- 
ing business  over  there  also,  I  followed.  There 
was  some  difference.  This  salesman  was  a 
demonstrator.  He  was  vibrantly  alive.  He  ap- 
pealed to  the  ear,  to  the  reason,  to  the  interest, 


to  the  eye,  to  the  love  of  the  beautiful  and  to 
the  emotions  of  joy,  sentiment  and  to  the  idea 
of  practical  usefulness.  And  he  didn't  seem  to 
be  working  at  all.  It  was  evident  that  he  was 
doing  what  he  loved  to  do. 

His  demonstration  was  honest  and  enthusias- 
tic. He  was  watchful  and  intelligent.  He  sold 
an  instrument  and  a  large  assortment  of  rec- 
ords.   He  made  his  demonstrations  count! 

Realize  how  much  a  demonstration,  a  good 
one,  means  to  you  and  be  ready  and  patient  in 
all  demonstrations  to  others.  Then  your  dem- 
onstrations will  be  of  the  winning  kind  and 
they'll  count  as  a  business  boost  for  all  time. 


Ralph  S.  Peer,  of  the  executive  staff  of  the 
General  Phonograph  Corp.,  after  attending  the 
convention  of  Okeh  jobbers  in  Chicago,  left  for 
Atlanta  to  take  charge  of  a  special  recording 
outfit  for  the  purpose  of  making  a  number  of 
recordings  by  an  orchestra  in  that  city.  When 
he  reached  Atlanta  Mr.  Peer  was  met  by  Chas. 
Hibbard,  of  the  Okeh  recording  laboratories, 
and  it  is  expected  that  this  Southern  trip  will 
be  productive  of  excellent  results  in  the  shape 
of  new  records  for  the  Okeh  library,  which  is 
steadily  expanding. 


CIVIC  MUSIC  COMMISSION  MEMBERS 


NEW  MUSIC  STORE  IN  KOKOMO 

KoKOMO,  Ind.,  June  8. — A  new  music  concern 
called  the  Carlin-Quick  Music  Co.  has  been 
recently  formed  here  and  will  open  an  up-to- 
date  music  shop  at  110  East  Superior  street 
in  the  near,  future.  L.  G.  Carlin  and  W.  L. 
Quick  are  the  partners  of  the  firm. 


Dallas,  Tex.,  May  23. — The  new  members  of 
the  Civic  Music  Commission  recently  appointed 
here  are  as  follows:  Mrs.  F.  B.  Ingram,  G.  M. 
Seay,  Lawrence  O.  Gordon,  Mrs.  Sidney  A. 
Temple  and  Lester  Burchfield.  Old  members 
who  are  reappointed  to  the  Commission  are: 
Arthur  L.  Kramer,  J.  C.  Phelps,  C.  A.  Mangold, 
Mrs.  F.  R.  Blankenship,  Robert  N.  Watkins, 
Miss  Sudie  L.  Williams,  Father  Frederick  Cou- 
pal,  Edgar  Hurst  and  Edward  Titche,  all  of 
whom  are  prominent  in  this  city. 


VICTOR  WHOLESALE  DISTRIBUTORS 


Blackman  Service  costs 
you  no  more  unless  you 
are  not  getting  it 
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Our  maid  Hannah  playjf  pi -an  -  o,  .  in  a  funny  sort  of  way,  By  dusting  off  the  K^ys, — 


PHiLADELPHIA  DEALERS'  PICNIC 


Victor  Dealers'  Association  Engages  in  Sports 
and  Hilarity  at  Annual  Event  at  the  Old 
Mohican  Club  House — Dinner  and  Speeches 


Philadelphia,  Pa..  June  6. — More  than  one 
hundred  members  of  the  Philadelphia  Victor 
Dealers'  Association  and  their  friends  put  aside 
all  thoughts  of  business  yesterday  during  the 
annual  picnic  and  outing  held  by  the  organiza- 
tion at  the  Old  Mohican  Club  House  at  Morris- 
on-the-Delaware,  seven  miles  above  Camden. 

During  the  afternoon  a  variety  of  sport 
events  occupied  the  dealers,  the  events  includ- 
ing a  fat  man's  race,  three-legged  race,  100- 
yard  dash,  wheelbarrow  race,  sack  race  and 
free-for-all  race.  The  tug  of  war  between  the 
distributors  and  dealers  was  won  by  the  dis- 
tributors under  the  leadership  of  Louis  Buehn, 
although  J.  R.  Wilson,  captain  of  the  dealers, 
received  reinforcements  to  his  team   that  had 


not  been  expected.  Tiie  dealers  had  Constable 
Tryon  as  their  anchor  man  and  wide  experience 
at  "pulling"  was  of  great  advantage  to  his  team 
mates. 

One  of  the  most  popular  men  at  the  outing 
was  Richard  Ertelt,  who  had  charge  of  refresh- 
ments. To  add  to  the  gayety  of  the  fine  old- 
fashioned  dinner  which  was  served  later  Mr. 
Ertelt  favored  the  dealers  with  an  impassioned 
rendition  of  his  favorite  song,  "Schnitzelbank!" 

During  the  dinner  William  Elton,  of  Linton 
Co.,  acted  as  toastmaster  and  addressed  the 
dealers  on  the  subject  of  prohibition.  His 
pathetic  and  moving  discourse  turned  into  an 
active  debate  when  Charles  Miller,  of  Louis 
Buehn  Co.,  spoke  in  behalf  of  the  "drys." 

Among  the  guests  at  the  picnic  was  Frank 
Dolbeer,  sales  manager  for  the  Victor  Co.,  and 
Harry  Atmore,  also  of  the  Victor  Co. 

H.  Royer  Smith,  secretary  of  the  Association, 
was  in  charge  of  the  sale  of  tickets  and  also 
arranged  for  the  autos  in   which   the  dealers 


Udell  Flexi-file  record  cabinet 
No.  152,  Louis  XVI.  Ma- 
hogany top.  Height,  34  inches ; 
width,  17  inches;  depth,  17 
inches.  Capacity  up  to  150 
records.  Average  weight,  crat- 
ed, 65  pounds. 


E''  \''ERY  buyer  of  a  vertical 
cabinet  phonograph  is  a  pros- 
pect for  one  of  these  beautiful 
and  convenient  Flexi-file  record 
cabinets.  The  advantages  are 
obvious:  records  are  at  the  right 
height  and  are  neatly  filed  at  your 
fingertips.  No  stooping  or  spill- 
ing records  out  on  the  floor.  No 
record  albums  to  buy.  This  is  a 
handsome  piece  of  furniture,  and 
has  an  irresistible  sales  appeal.  It 
will  make  3'ou  money.  Order  two 
or  three  and  see  how  quickly 
they  move.  You  will  reorder ! 
Write  for  literature. 


THE  UDELL  WORKS 


28th  Street  and  Barnes  Ave. 


Indianapolis 


were  taken  to  the  scene  of  the  picnic  and  he 
received  many  congratulations  for  his  efficient 
work. 

Robert  S.  McCarthy,  of  Gimbel's,  who  was 
chairman  of  the  picnic  committee,  was  unable 
to  attend,  owing  to  the  pressure  of  business. 
The  event  was  unanimously  voted  the  best  ever 
held  by  the  local  dealers  and  every  participant 
returned  to  his  desk  well  pleased  with  his  day's 
outing. 


CROSLEY  CO.  NOW  A  PUBLISHER 


Prominent  Radio  Manufacturer  Publishes  Song 
by  Cincinnati  Composers — Will  Be  Exploited 
Through  Radio  Broadcasting  Channels 


The  radio  division  of  the  Crosley  Mfg.  Co., 
Cincinnati,  O.,  well-knowm  manufacturer  of  ra- 
dio receiving  sets  and  appliances,  has,  for  some 
time,  been  interested  in  the  work  of  two  Cin- 
cinnati composers,  Aichele  and  Schmidt.  Re- 
cently a  dance  orchestra  led  by  Elmer  Aichele 
played  a  successful  concert  from  the  WLW 
station,  featuring  a  number  of  the  team's  origi- 
nal compositions.  Two  weeks  later  an  entire 
program  of  Aichele-Schmidt  music  was  broad- 
casted. 

Based  on  the  reports  received  from  radio 
listeners,  the  Crosley  Publishing  Co.,  of  Cin- 
cinnati, of  which  Powel  Crosley,  Jr.,  is  presi- 
dent, decided  that,  from  among  the  eight  num- 
bers still  in  manuscript,  two  were  worthy  of 
consideration.  The  Crosley  Publishing  Co.  has 
issued  one  of  these  compositions,  entitled 
"Somebody  Else  Is  Stealing  My  Sweetie's 
Kisses,"  and  this  song  will  be  available  to  all 
broadcasting  stations  without  fee  or  license. 
The  exploitation  and  demand  created  for  the 
above  number,  exclusively  through  radio  broad- 
casting channels,  will  be  watched  w-ith  interest, 
not  only  b>'  broadcasting  stations  throughout 
the  country,  but  by  all  other  interested  parties. 


RETURN  FROM  CONVENTION 

Otto  Goldsmith,  president  of  the  Cabinet  & 
Accessories  Co.,  Inc.,  New  York,  returned  re- 
cently from  the  Chicago  convention.  While  in 
Chicago  he  helped  to  introduce  the  new  Cesco 
record  repeater,  of  which  the  Cabinet  &  Acces- 
sories Co.,  Inc.,  is  one  of  the  distributors. 


STYLUS  BARS 

(Any  Style) 

Stylus  Bar  and  Mfg.  Co. 

Clague  Rd. 
Bay  Village  OHIO 
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PHONOGRAPH  STORE  EQUIPMENT 

High  Quality  —  STANDARDIZED  —  Low  Price 

Ogden's  Complete  Modern  Store 


Ogden's  Sectional 
Store  Equipment.  , 


Equipment  illustrated  is  our  PLAN  NO.  5 — 2  Record  Sections, 
1  Sales  Counter,  1  6x9  ft.  Booth.  Write  for  Blue  Print  of  Seven 
Complete  Store  Plans  with  prices  F.O.B.  Factory  or  Installed 


Costs  less  than  carpenter  work.  Everything  ready  for 
business  the  day  you  get  it — Sectional — Unpack  and  "Set 
it  up  Yourself." 

The  complete  Store  Equipment  (as  illustrated)  consists  of 
RECORD  RACKS,  for  2,700  10-inch  and  12-inch 
Records,  SALES  COUNTER  with  every  Dealer  con- 
venience for  Card  Files,  Accessory  Stock,  Bags  and 
Wrapping.    SOUND-PROOF  BOOTH,  6  x  9  ft. 

Booths  are  made  by  assembling  the 
Units  or  Parts  illustrated  below. 

WE  POSITIVELY  GUARANTEE 

ANY  MAN  AND  A  BOY  for  helper  without  carpentry  ex- 
perience can  assemble  this  room  in  one  hour.  There  is  noth- 
ing to  do  but  place  Wall  and  Door  Sections  in  the  Pilaster  and 
turn  down  the  clamps.  Place  Ceiling  units  in  position  and  Base 
Rail  or  Floor  Shoe  around  the  bottom  and  the  job  is  complete,  as 
tight  as  a  drum,  at  a  fraction  of  the  usual  cost. 


FRONT  VIEW  OF  RECORD  SALES  COUNTER  #  1 

TOP  30"3<.  60"    52-  ViHH  CASTORS 


BACK  VIEW  OF  RECORD  COUNTER-  *l 

SHOWS  3  DRAWERS  WITH  ADJUSTABLE  COMPARTMEUT 
DIVIDEIIS.AISO  SUPglGIITCOHnwTMEHTSAHDa  SHELVES 


OUR  HIGH  PRICE  COMPETITORS  say  "It  can't 
be  done" — but  it  is  being  done  every  day  and  the 
dealer  is  saving  hundreds  of  dollars  on  every  in- 
stallation. 

UNLEVEL  FLOORS  are  provided  for  as  each 
Pilaster  and  Section  is  supplied  with  Patented  Lev- 
elers  instantly  adjusting  to  a  perfect  level.  (Spirit 
Level  also  supplied) — WALL  PILASTER  adjusts 
to  fit  any  size  Base  Board  and  Wainscot  rail. 

Remember,  it  is  not  necessary  to  buy  entirely  New 
Equipment  to  enlarge  business — Ogden  Provides 
for  Expansion   of  original   Equipment  as  needed. 

If  more  record  space  is  needed.  Add  a  Section. 

If  more  Demonstration  Room  is  needed.  Add  a 
Booth. 

Our  Equipment  will  give  you  increased  Sales  and 
More  Profit. 


Room  units  made  to  fit  sound  tight 


New  Model  No.  IX-A 

You-Nit  Cabinet  Stand 
K.  D.  For  Victrola  No.  IX-A 


Fulfills  every  Cabinet 
requirement  for  the 
Home  with  Portable  ad- 
vantages. Makes  an 
"Outfit"  at  an  "IN- 
BETWEEN"  price  and 
sells  your  IX-A's. 

Get  a  sample  mailed  to- 
day, subject  to  return 
the  minute  you  see  it  if 
not  satisfactory. 

PRICES 

Solid    Select  Mahogany 
and  Quartered  Oak, 
$6.50 

Mahogany  Finish  and 
Plain  Oak, 
$5.50 

Packed  1  to  a  Mailing 
Carton.     Wt.,  18  lbs. 


OGDEN'S 

No.  50  Port- 
a  b  I  e  Cabinet 
with  Victrola 
No.  50.  For 
every  musical 
occasion. 

This  is  a  Port- 
,a  b  1  e  Year. 
Cash  in  on  this 
demand.  The 
Dealer  not  pre- 
pared  must 
lose  to  the 
other  man. 

"STANDS" 

make  new  cus- 
tomers. 


Positively  Rigid  and  Strong 

Order  a  Stand  for  every  Portable  Victrola 
(to  Match)  and  we  will  Guarantee  the 
Sale    if    only    Displayed    and  Advertised. 


4U  inches 


Tbp  Section 


hecokd  cabinets 

(Sectional  Models) 
Fits  any  space  for  any  size  Stock  and 
helps  you  grow  through  Service. 

PRICES 

No.  ;J  Tier  of  Sections  for 
1,500  Records,  ^6.30 

No.  1  Tier  of  Sections  for 
1,500  Records,  559.25 

Finishes:   Oak,  Mahogany  and 
Genuine  Enamels 


OGDEN  SECTIONAL  CABINET  CO.,  Lynchburg,  Va. 

All  Prices  Subject  to  Market  Conditions  and  Change  Without  Notice 
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!  INSTRUCTORS  OF  MUSIC  A  GOOD  SOURCE  OF  PROSPECTS 

Manager  of  the  Musical  Merchandise  Department  Should  Not  Overlook  the  Possibilities  of  Making 
Sales  Through  the  Co-operation  of  the  Music  Teachers  in  Their  Cities 


The  manager  of  the  small  goods  department 
in  the  talking  machine  establishment  cannot 
hope  to  do  the  maximum  amount  of  business  in 
his  territory  unless  he  devises  ways  and  means 
of  bringing  his  department  to  the  attention  of 
the  class  of  people  who  are  most  likely  to  pur- 
chase musical  merchandise.  It  is  safe  to  say 
that  a  comparatively  large  percentage  of  talk- 
ing machine  owners,  as  well  as  others,  are  good 
prospects  for  stringed  instruments,  band  instru- 
ments, etc.  Therefore,  the  manager  of  this 
branch  of  the  business  must  start  at  the  begin- 
ning and  prepare  a  selected  list  of  prospects 
and  when  this  has  been  accomplished  he  must 
keep  at  it,  continually  working  to  keep  the  list 
up  to  date.  Securing  the  list  is  only  one  step 
in  the  program,  but  a  most  important  one. 
Without  it  the  department  is  likely  to  fall  down 
as  regards  sales  volume  and  become  an  un- 
profitable venture. 

As  in  the  case  of  securing  prospects  for  talk- 
ing machines,  there  are  any  number  of  places 
and  methods  of  securing  names  of  persons  who, 
sooner  or  later,  may  be  in  a  position  to  pur- 
chase a  small  musical  instrument.  One  profi- 
table source  of  prospects  which  is  often  over- 
looked are  the  teachers  of  various  types  of  mu- 
sical instruments.  Here  is  a  most  prolific  source 
of  sales  if  diplomatic  and  tactful  methods  are 
utilized  to  bring  about  a  condition  of  co-opera- 
tion between  the  various  teachers  of  musical 
instruments  and  the  small  goods  department  of 
the  talking  machine  store.  It  will  be  found, 
in  most  cases,  that  the  teaching  fraternity  will 
be  very  glad  to  recommend  the  instruments 
handled  by  the  talking  machine  store  if  they 
are  of  recognized  worth  and  the  concern  has  a 
reputation  for  fair  dealing.  Probably  the  best 
way  to  secure  the  wholehearted  backing  of 
these  musical  instrument  teachers  is  to  make  a 
personal  visit  and  endeavor  to  "sell"  the  teach- 
ers on  the  merits  of  the  line  handled. 


It  is  also  well  to  remember  that  what  the 
teacher  has  to  say  regarding  an  instrument  car- 
ries great  weight  with  his  or  her  pupils.  For 
this  reason  alone  no  talking  machine  merchant 
who  conducts  a  musical  merchandise  depart- 
ment or  anyone  connected  therewith  can  afford 
to  antagonize  the  music  teachers  in  his  com- 
munity. Friendship  can  be  turned  into  a  prof- 
itable asset  here  as  in  every  other  branch  of 
the  music  business  and,  therefore,  this  avenue 
of  building  up  a  profitable  business  should  not 
be  ignored.  On  the  contrary,  the  greatest  pains 
should  be  taken  to  come  to  some  agreement 
with  the  teaching  fraternity  in  your  community 
for  your  nmtual  benefit. 

There  are  some  merchants  who  have  found 
that  the  payment  of  a  commission  on  all  sales 
lesulting  through  the  efforts  of  an  outside 
agency  such  as  the  teaching  fraternity  carries 
some  influence  in  future  dealings.  As  far  as 
this  goes,  if  the  teacher  is  instrumental  in  bring- 
ing about  the  sale  of  a  musical  instrument,  he 
is  as  much  entitled  to  an  equitable  commission 
as  are  the  regularly  employed  salesmen.  The 
teacher  goes  to  a  certain  amount  of  trouble  and 
when,  through  his  efforts,  a  certain  instrument 
is  sold  he  is  doing  no  more  than  the  regular 
salesmen  do.  In  the  majority  of  cases  the  teach- 
er will  not  recommend  an  instrument  which  he 
does  not  honestly  believe  will  meet  the  require- 
ments of  his  pupils.  In  fact,  sales  from  this 
source  will  be  very  slim  indeed,  unless  a  line  is 
handled  which  meets  with  general  approval  as 
being  the  best  in  its  field  for  the  money.  It  is 
unnecessary  to  go  into  the  matter  of  commis- 
sions further  than  to  state  that  this  mode  of 
doing  business  with  teachers  of  musical  instru- 
ments has  been  found  not  only  fair,  but  the 
further  mutual  profitable  relations  existing  be- 
tween pupils  to  whom  these  instruments  are 
sold,  teachers  who  have  helped  to  sell  the  in- 
struments and  the  dealers  making  the  sales  in 


Olympian 
C-Melody  —  Saxophone 


When  you  buy  an  Olympian  instrument  you  are  taking 
no  chances.  Olympian  instruments  are  built  by  master  builders 
with  unlimited  facilities  and  eq.uipment  First-class  work- 
manship is  the  outstanding  feature  of  the  Olympian  line. 

Each  Saxophone  equipped  with  the  single-octave  key  pearl 
finger  tips.     Standard  American  method  of  fingering.  Sup- 
plied with  silver-plated  music  lyre,  mouthpiece,  reed  holder 
with  protecting  cap.  one  reed  and  carrying  strap.  ^  ^  ^ 
Low  pitch. 

No.  IIOOX— Brass,  highly  polished.    Each  VvA.UV 

No.   IIOIX — Silver-plated,  sand  blast,  points  h\iT-^^£*  g\fk 
nished.    Gold  Bell.    Price,  each  9*0»UU 

Carrying  Cases 

No.    II20X — Hiah   grade   keratol   case,    lined  with 

purple  velvet.  Snug  fitting,  well  made  and^Y  5l| 
wonderful  appearance.    Price,  each  f  '  •i/V 

COLE   &   DUNAS    MUSIC  CO. 

430  So.  Wabash  Avenue  Chicago,  III. 


this  way  have  made  the  venture  eminently  sat- 
isfactory from  every  standpoint  and,  of  equal 
importance,  profits'  have  resulted. 

There  is  still  another  method  tried  by  sev- 
eral merchants  handling  musical  merchandise 
in  which  the  music  teacher  plays  an  important 
part  in  making  sales  which  has  been  mutually 
profitable  and  satisfactory.  This  plan  is  in  the 
form  of  an  agreement  between  the  teacher  and. 
the  management  of  the  musical  merchandise  de- 
partment, whereby  the  store  agrees  to  recom- 
mend certain  teachers  to  purchasers  in  return 
for  the  good-will  of  these  teachers  which  cul- 
minates in  recommendations  of  their  instru- 
ments to  pupils.  For  example:  The  store  agrees 
to  recommend  the  teacher  of  the  violin  to  pur- 
chasers of  violins;  the  teacher  of  the  cornet  to 
cornet  purchasers,  etc.  This  has  been  found  a 
very  equitable  arrangement  wherever  tried. 
Teachers  are  always  anxious  to  enlarge  the 
number  of  their  pupils  and  if  the  proposition 
i;  presented  in  the  proper  light  the  manager  of 
the  small  goods  department  will  invariably  find 
that  these  gentlemen  and  ladies  will  do  their  ut- 
most to  hold  up  their  end  of  any  bargain  en- 
tered into. 

As  has  been  said  before  in  this  section  of 
The  World,  no  musical  merchandise  department 
can  hope  to  do  a  maximum  volume  of  business 
unless  all  the  outside  agencies  offering  possi- 
bilities of  increasing  sales  are  taken  into  con- 
sideration and  a  system  of  co-operation  is  es- 
tablished which  will  give  mutual  satisfaction 
and  in  which  friction  of  any  character  is  re- 
duced as  much  as  possible. 
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TAKES  ON  MUSICAL  MERCHANDISE 


IN  THE  MUSICAL  MERCHANDISE  FIELD— ( Continued  from  page  172) 


Loveman,  Joseph  &  Loeb,  Victor  and  Edison 
Dealers,  Birmingham,  Ala.,  Secure  Fred. 
Gretsch  Line  of  Musical  Merchandise 


Among  recent  visitors  to  the  headquarters  of 
the  Fred.  Gretsch  Mfg.  Co.,  Brooklyn,  N.  Y., 
was  Edgar  P.  Holstein,  manager  of  the  talking 
machine  department  of  Loveman,  Joseph  &  Loeb, 
who  are  retailers  of  the  Victor  and  Edison  lines  in 
Birmingham,  Ala.  He  reported  that  business 
was  generally  good  in  this  section  of  the  coun- 
try and  that  everybody  looked  forward  to  a 
good  Fall  season.  Mr.  Holstein  came  to  New 
York  to  arrange  with  the  Fred.  Gretsch  Mfg. 
Co.  for  the  representation  of  the  Gretsch  line 
of  musical  merchandise  in  Birmingham  and  sur- 
rounding territory.  Musical  merchandise  will 
constitute  an  entirety  new  department  for  this 
store. 

During  Convention  Week  Fred.  Gretsch, 
president  of  the  company,  together  with  Will 
and  Fred  Brenner,  of  the  Gretsch  sales  staff, 
made  their  headquarters  at  the  Blackstone 
Hotel,  where  the  line  was  placed  on  display. 


WILLIAM  J.  HAUSSLER  HONORED 


Vice-president  of  C.  Bruno  &  Son,  Inc.,  Re- 
. elected  President  of  National  Musical  Mer- 
chandise Association — Annual  Convention  of 
Music  Trade  in  Chicago  Well  Attended 


Wm.  J.  Haussler,  vice-president  and  general 
manager  of  C.  Bruno  &  Son,  Inc.,  New  York, 
prominent  musical  merchandise  wholesalers  and 
importers,  was  re-elected  president  of  the  Na- 


William  J.  Haussler 

tional  Musical  Alerchandise  Association  at  the 
annual  convention  of  the  Association,  held  in 
Chicago  the  week  of  June  4.  When  this  Asso- 
ciation was  first  formed  Mr.  Haussler  was 
elected  president  and  the  indefatigable  service  that 


The  Oldest  and 
Largest  Musical 
Merchandise  House 
IN  America 

Exclusively  Wholesale 

ESTABLISHED  1834- 

G.BRVJV0  8rS0N,lNC. 
351-53 Fourth  Avz.  NEffYoRKCiTY 


he  rendered  to  the  musical  merchandise  industry 
during  the  past  year  was  fittingly  recognized  by 
his  re-election  as  president. 

Mr.  Haussler  presided  at  the  annual  meeting 
of  the  Association  and  his  report  as  president 
was  received  with  enthusiastic  approval  by  the 
members  of  the  organization.  It  is  interesting 
to  note  that  during  the  course  of  the  year  the 
Association  showed  a  net  increase  of  thirteen 
members,  and  the  membership  will  undoubtedly 
be  increased  during  the  coming  year.  Mr. 
Haussler  was  also  a  speaker  at  the  annual  ban- 
quet of  the  Association  and  during  the  course 
of  his  talk  gave  interesting  details  relative  to 
the  progress  that  had  been  made  recently  to- 
wards interesting  school  children  in  music 
through  the  medium  of  the  harmonica.  In  con- 
clusion, Mr.  Haussler  paid  a  strong  tribute  to 
the  Music  Industries  Chamber  of  Commerce, 
declaring  that  the  small  amount  involved  was 
the  very  best  investment  that  could  possibly 
be  made  for  the  advancement  of.  the  industrv. 


NATIONAL  INTEREST  IN  HARMONICA 


Wave  of  Popularity  Results  From  Great  Vol- 
ume of  Publicity  in  Featuring  Harmonica 
Contests  in  Gotham  and  Philadelphia 


Danielson's  Music  House,  C.  Fred  Danielson, 
proprietor,  with  a  store  at  17  East  Third  street, 
Jamestown,  N.  Y.,  has  opened  another  estab- 
lishment at  19  Main  street,  that  city.  A  com- 
plete line  of  musical  instruments,  including  talk- 
ing machines,  is  handled. 


National  interest  in  the  harmonica  has  been 
developed  and  the  popularity  of  that  instru- 
ment has  received  the  greatest  impetus  in  its 
history  due  to  the  great  volume  of  publicity  re- 
sulting from  the  harmonica  contests  recently 
held  in  New  York  and  Philadelphia.  No  little 
credit  for  the  success  of  these  events  and  the 
resulting  benefit  to  dealers  handling  these  in- 
struments is  due  Wm.  J.  Haussler,  of  the  firm 
of  M.  Hohner,  manufacturer  of  Hohner  har- 
monicas, with  headquarters  in  New  York  City, 
who,  from  start  to  finish,  was  unceasingly  active 
in  the  interest  of  the  contests.  In  addition  to 
gold,  silver  and  bronze  medals  for  the  winners 
M.  Hohner  gave  a  free  trip  to  Philadelphia  to 
the  winner  of  the  finals  and  everybody  who 
qualified  for  the  finals  was  presented  with  a 
handsome  Hohner  harmonica. 

During  the  entire  time  of  the  contest  M.  Hoh- 
ner waged  an  intensive  publicity  campaign 
drawing  attention  to  the  excellence  of  the  Hoh- 
ner instruments.  This  was  in  addition  to  the 
(Continued  on  page  174) 


Two  Big  Business  Builders 

Yours  for  the  Asking 


The  Hohner  Harnnonica  Instruction  Book  and  the  Window  Display  Chart 
showing  how  to  play  Hohner  Harmonicas  will  increase  your  sales 

Ask  Your  Jobber 

M.  HOHNER  '"•New'^YU'citv"'"' 


HOHNEH  PRODUCTS  AWARDED  FIRST  PRIZE  f\T  THE  PAN  AM  fl 
PACIFIC  INTERNATIONAL  EXPOSITION  SAN  FRANCISCO  1915" 
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You  Need  Both  These  Books 

What  sells  in  Musical  Merchandise?  What  is  the  right  price  to  pay?  What 
should  you  ask  at  retail?  These  are  a  few  of  the  practical  questions  answered 
for  Music  Merchants  by  these  two  useful  books.  If  you  buy  Musical  Merchan- 
dise you  should  have  them  both.  And  all  they  cost  you  is  the  two-cent  stamp 
that  brings  us  your  request. 


Illustrated 
Retail  Catalog  No.  22 

Put  this  efficient  salesman  to  work 
in  your  store!  Picturing  nearly  3,000 
different  Instruments  and  Accessories 
— quoting  retail  prices  only — it  en- 
ables you  to  offer  your  trade  a  thou- 
sand articles  you  wouldn't  ordinarily 
stock. 


Confidential 
Trade  Price  List  No.  6 

THE  buying  guide  for  Music  Mer- 
chants. Handy  pocket  size  and  fresh 
from  the  press,  quoting  the  latest  1923 
wholesale  and  retail  prices  on  one  of 
the  largest  Musical  Merchandise 
stocks  in  America. 


These  two  books  put  at  your  command  all  the  resources  of  our  complete 
merchandising  service,  including  Our  Factory,  Our  Import  Department,  and 
Our  Big,  Varied  Stock. 

To  serve  your  trade  efficiently,  economically — profitably! — do  as  thousands 
of  other  Music  Merchants  are  doing,  and  make  use  of  this  dependable  and 
satisfactory  source  of  supph'.  It  is  worth  your  while,  as  we  can  prove  to  you, 
if  you'll  give  us  the  opportunity. 

They  are  waiting  your  request — so  zvrite 
today  on  your  business  letter-head,  and  get 
these  tivo  aids  to  more  profitable  business. 

The  FRED.  GRETSGH  MFG.  CO. 

Musical  Instrument  Makers  Since  1883 
60  BROADWAY,  BROOKLYN,  N.  Y. 


NATIONAL  INTEREST  IN  HARMONICA 

{Continued  from  page  173) 

large  volume  of  free  publicity  given  the  event  in 
the  newspapers  in  this  and  other  States.  As  a 
result  of  this  publicity  the  harmonica  has  be- 
come the  instrument  of  the  season  and  a  de- 
mand beyond  all  expectations  has  been  enjoyed 
by  retailers. 

Thousands  were  present  when  the  finals  to 
determine  the  champion  boy  player  of  New 
York  City  were  held  in  the  Mall  at  Central 
Park.  The  three  judges,  Reinald  Werrenrath, 
baritone  and  Victor  artist;  Park  Commissioner 
Gallatin  and  Borrah  Minnevitch,  harmonica  vir- 
tuoso, who  as  Hohner  harmonica  soloist  has 
been  instrumental  in  broadcasting  the  merits  of 
the  Hohner  harmonicas,  finally  decided  upon 
Benjamin  Kossover,  of  the  Bronx,  as  winner; 
Herbert  Leonard,  a  colored  boy  from  the 
Bronx,  second  place.  The  contestants  received 
75  per  cent  of  their  rating  for  playing  "Home, 


Sweet  Home"  and  "Marching  Through  Georgia." 
A  feature  of  the  finals  was  the  playing  by  a 
harmonica  band  led  by  Mr.  Haussler.  Benja- 
min Kossover,  who  used  a  Hohner  instrument 
exclusively,  journeyed  to  Philadelphia  to  com- 
pete against  the  winner  of  the  finals  of  that 
city,  winning  this  contest  and  becoming  national 
mouth-organ  champion. 

In  addition  to  prizes  given  the  winner  by  M. 
Hohner,  other  prizes  included  $100  from  the  New 
York  World,  a  week's  engagement  in  a  Keith 
theatre  at  a  salary  of  $100  and  the  Emerson 
Phonograph  Co.  agreed  to  have  the  successful 
contestant  make  some  records  for  a  considera- 
tion of  $100.  The  Emerson  Co.  also  announced 
its  intention  of  donating  5  per  cent  of  the 
amount  received  from  sales  of  these  records 
to  any  charity  designated. 

From  the  standpoint  of  the  trade,  of  course, 
the  feature  of  the  contest  was  its  effect  on  re- 
tail sales.  In  this  respect  the  event  was  a  world- 
beater.    Thousands  of  harmonicas  were  passed 


Ethel  Waters^  Records 

Now  Ready 


Miss  Waters  has  just  returned  from  an 
unusually  successful  vaudeville  tour  and 
has  made  some  new  recordings  that  are 
better  than  ever.    If  you  are  looking  for  quick  sales  "we 
urge  you  to  place  your  order  immediately  for  records. 

No.  14145— BROWN  BABY— Ethel  Waters  and  The  Jazz  Masters. 

AINT'  COIN'  MARRY— Ethel  Waters,  accompanied 
by  F.  H.  Henderson. 

No.  14146— MEMPHIS  MAN— Ethel  Waters  and  The  Jazz  Masters. 

MIDNIGHT   BLUES— Ethel   Waters   and   The  Jazz 
Masters. 


BLACK  SWAN  PHONOGRAPH  CO.,ine 


2  2  8  9   SEVENTH  AVENUE 


NEW   YORK  CITY 


over  the  counters  of  music  stores  in  the  metro- 
politan territory  and  adjacent  cities  to  both 
youngsters  and  grown-ups  and  the  effect  of  the 
advertising,  both  paid  for  and  free,  will  be  felt 
in  increased  sales  for  many  weeks  to  come. 


ELECT  OFFICERS  FOR  COMING  YEAR 

National  Musical  Merchandise  Association 
Holds  Annual  Convention  in  Chicago — Secre- 
tary and  Two  New  Directors  Elected— Other 
Officers  Re-elected 


Chicago,  III.,  June  7. — At  the  annual  convention 
of  the  National  Musical  Merchandise  Associa- 
tion, held  in  this  city  this  week,  the  following 
officers  were  chosen:  President,  Wm.  J.  Hauss- 
ler, New  York  (re-elected);  vice-president,  F.  C. 
Howard,  Kansas  City  (re-elected);  treasurer, 
Fred.  Gretsch  (re-elected);  secretary,  J.  K. 
Stewart,  Chicago.  The  following  directors  were 
re-elected:  Howard  E.  Wurlitzer,  Fred.  Gretsch, 
Samuel  Buegeleisen,  Wm.  J.  Haussler,  F.  C. 
Howard,  A.  I.  Brown  and  Carl  Nelson.  A.  R. 
Stewart  and  H.  Simson  were  elected  directors 
to  succeed  P.  H.  Monnig,  resigned,  and  Carl 
Fischer,  deceased. 


DISPLAYING  RECORDS  HELPS  SALES 

Several  Successful  Plans  Tried  by  Dealers- 
New  Pathe  Record  Display  Racks 


Any  means  which  the  talking  machine  dealer 
may   evolve  to  facilitate  selection  of  records 


The  Skyscraper  Record  Display  Rack 

by  customers  makes  the  sale  of  records  easier. 
There  is  a  general  realization  in  the  trade  that 
consistent  displays  keep  the  sales  ball  rolling. 
Some  merchants  have  discovered  that  when 
selections  of  various  kinds  of  records  are  placed 
in  the  demonstration  booths  and  customers  are 
left  to  their  own  resources  they  are  more  likely 
to  extend  their  purchases  than  if  only  those 
records  asked  for  after  perusal  of  catalogs  are 
supplied.  Other  merchants  have  boosted  record 
sales  simply  by  placing  lists  of  perhaps  a  half- 
dozen  selected  records  prominently  in  the  booth. 
An  elaboration  of  the  plan  of  home-made  racks 
in  the  booth  has  just  been  placed  on  the  market 
by  the  Pathe  Phonograph  &  Radio  Corp.  The 
device,  illustrated  herewith,  comes  in  sections 
similar  to  a  sectional  book  case.  Each  compart- 
ment holds  fourteen  records,  but  the  rack  can 
be  made  to  hold  as  many  records  as  desired. 
It  may  also  be  used  in  show  cases  and  other 
prominent  places  in  the  store  to  bring  to  the 
attention  of  shoppers  choice  recordings  of  the 
month. 
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The  TRIANGLE  PORTABLE  TONE  ARM  and  REPRODUCER 


It  is  designed  to  give  exceptional 
volume.    Finished  in  Nieltel. 


Write  for  Sample  and  Illustrated  Catalog  of  Our  ' 
Complete  Line  of  Tone  Arms  and  Sound  Boxes. 

722  ATLANTIC  AVENUE 
BROOKLYN,  NEW  YORK 


Triangle  Phono-Parts  Co., 


APPEARANCES  HELP  THE  SALESMAN 

Well-cared-for  Clothes  Create  an  Impression 
That  Proves  of  Distinct  Value  in  Making  the 
First  Approach  to  the  Customer 


"It  pays  to  spend  3'our  last  dollar  on  a  pre- 
sentable suit  of  clothes,"  said  the  Old  Sales- 
man to  the  New  Hand,  according  to  The  Voice 
of  the  Victor.  "If  you  have  on  well-cared-for 
clothes  people  think  you  have  lots  more  of 
'em  at  home  whether  you  have  or  not;  but  if 
you  wear  old-looking  and  dilapidated  clothes 
they  think  that's  all  you  have." 

The  old  salesman  told  a  truth,  not  only  re- 
garding clothes,  but  regarding  salesmanship;  for 
salesmanship  is  the  one  trade  where  first  im- 
pressions count  most. 

There  are  no  goods  that  "sell  themselves" 
more  readily  than  Victrolas  and  Victor  records. 
It  has  been  said  a  man  in  overalls  could  sell 
them  in  a  tent.  But  a  salesman  in  a  Victor 
store  has  more  to  sell  than  Victrolas  and  Vic- 
tor records.  He  has  to  sell  the  store,  its 
service,  its  system,  even  its  owner,  for  he  is 
at  all  times  his  employer's  ambassador.  But, 
above  all,  he  has  to  sell  his  salesman  self. 

Many  sales  are  instantaneous,  many  more 
take  but  a  few  moments,  and  even  where  a  deal 
is  put  over  only  after  a  long  period  of  time 
the  sale  may  date,  after  all  things  are  analyzed, 
from  the  moment  the  customer  met  the  sales- 
man for  the  first  time. 

Making  a  sale  is  often  like  a  hundred-yard 
race.  It's  a  sprint  all  through,  but  a  short 
race  may  well  be  lost  at  the  getaway.  Clothes 
constitute  a  salesman's  "getaway";  and  of  course 
in  the  word  "clothes"  we  include  appearance 
generally — polished  shoes,  clean  linen,  well- 
brushed  hair,  clean  nails  and  well-kept  teeth. 
A  customer  takes  all  these  things  in  instan- 
taneously without  being  aware  that  he  is  doing 
it.  If  they  are  as  they  should  be  they  create 
goodwill,  without  which  no  sale  is  really  com- 
plete; goodwill  for  the  merchandise,  the  store, 
and  above  all  for  the  salesman  himself. 

A  salesman  whose  appearance  is  against  him 
starts  the  race  with  a  load.  He  may  throw 
the  load  oS  later.  If  he  is  honest,  obliging, 
sincere  in  his  work  and  efficient  in  his  meth- 
ods he  may  throw  the  load  off  in  course  of 
time;  but  in  scores  of  cases  the  race  is  won 
or  lost  before  he  has  the  necessary  time. 

First  appearances,  first  impressions  count  in 
salesmanship  to  a  greater  degree  than  in  any 
other  profession  except,  perhaps,  that  of  a 
king.  A  king  in  rags  couldn't  "put  it  over." 
Come  to  think  of  it,  a  king  is  something  of  a 
salesman,  too,  and  that's  why  he  wears  purple 
and  his  minions  wear  uniforms — because  of  the 
instant-salesmanship  of  good  clothes.  In  Amer- 
ica we  have  no  king,  but — well,  our  soldiers 
and  our  police  wear  clothes  that  win  them  in- 
stant recognition  for  what  they  are. 

A  salesman  needs  just  such  instant  recog- 
nition, the  same  instant  respect,  and  he  can  get 
it  in  a  measure  by  means  of  good  appearance. 
If  he  is  well  dressed  he  may  even  be  a  "dub," 
and  still  make  a  quick  sale,  his  good  clothes 
carrying  him  over  before  he  has  time  to  reveal 
his  dubbishness. 

We  know  a  salesman  who  doesn't  agree  with 
us.  He  works  in  a  small  town.  He  says  he 
knows  everybody  in  the  place  and  everybody 
knows  him  and  what  he's  getting,  and  if  he 
wore  store-clothes  they'd  "josh"  the  life  out  of 
him. 

They  might  at  first.  But,  anyway,  their 
mothers  and  wives  and  sisters  wouldn't  and 
those  are  the  ones  who  spend  the  money.  Try 
it! 


GEM  MUSIC  STORE  OPENS 

Montgomery,  W.  Va.,  June  8. — The  Gem  Music 
Store  has  been  opened  here  in  the  Montgomery 
Building  on  Ferry  street.  The  concern  will 
handle  musical  instruments  of  all  kinds.  Mod- 
ern equipment  has  been  installed  and  the  store 
is  one  of  the  finest  in  this  section  devoted  to 
the  sale  of  music. 


OUTING  SALES  VERY  SATISFACTORY 

Mot:nt  Kisco,  N.  Y.,  June  8.— The  Outing  Talk- 
ing Machine  Co.,  of  this  city,  manufacturer  of 
the  Outing  portable,  states  that  sales  to  date 
are  far  ahead  of  last  year  and  that  the  factory 
is  working  overtime  to  keep  up  production.  A 
handsome  six-colored  window  display,  a  three- 
colored  window  hanger  and  several  new  de- 
scriptive circulars  and  leaflets  form  part  of  an 
extensive  advertising  campaign  prepared  by  the 
Outing  organization  which  has  just  been 
launched. 


DAVISTONE  CO.  CHARTERED 

Chicago,  III.,  June  6. — The  Davistone  Co., 
848  Noble  street,  this  city,  has  been  granted  a 
charter  of  incorporation  under  the  laws  of  this 
State,  with  a  capital  of  $10,000,  to  manufacture 
and  deal  in  talking  machine  appliances,  novel- 
ties and  radio.  The  incorporators  are  Harry 
C.  Kinne,  Irwin  N.  Baker  and  Niles  S.  Whitney, 
all  experienced  business  men. 


TALKING  MACHINE  MEN  MEET 

The  Talking  Machine  Men,  Inc.,  held  their 
annual  luncheon  and  meeting  at  the  Cafe  Boule- 
vard, New  York,  on  June  13.  The  meeting  was 
taken  up  with  the  appointment  of  the  various 
committees  to  serve  during  the  new  year.  At 
the  next  meeting  the  new  plan  of  the  associa- 
tion to  have  members  of  the  organization  de- 
liver brief  talks  on  the  various  problems  affect- 
ing the  industry  goes  into  effect.  Assignments 
have  already  been  made  and  a  number  of  inter- 
esting matters  which  are  of  vital  interest  to  the 
development  of  the  talking  machine  business 
will  be  discussed. 


SUFFERS  DAMAGE  IN  FIRE  I 

Niagara  Falls,  N.  Y.,  June  9. — Robert  L.  Loud, 
prominent  music  dealer  of  this  city,  recently 
suffered  considerable  loss  in  a  fire  which  dam- 
aged the  store  to  the  extent  of  $5,000.  The 
concern  handles  pianos  and  musical  instruments 
of  all  kinds. 


VICTOR    BUSINESS  FORECAST 


Summer,  Fall  and  Winter  Victor  busi- 
ness will  be  the  best  ever  if  you  get 
behind  it.   We'll  help  you  ! 

1923 

Spring  Business 
The  Best  in  Our  History 

Knickerbocker  Talking 
Machine  Co..  Inc. 

138  West  I24th  Street  New  York  City 

"New  York's  Progressive  Victor  Wholesaler" 
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FELT- 


MUSIC  SOOTHES  HOSPITAL  PATIENTS 

Found  to  Have  Marked  Effect  on  Spirits  and 
Morale  of  Mothers  and  Sick  Children 


No  obligation  is  incurred 
by  sending  us  your  speci- 
fications for  analysis — or 
price  quotation. 


Always  prepared  to  give 
quick  service  for  spe- 
cial requirements.  Please 
hear  this  in  mind. 


The  Safety  of  Certainty 

Manufacturers  of  talking  machines  who  use  our  TURNTABLE 
FELT  year  after  year  know  how  strictly  we  conform  to  their 
standards  and  requirements.  To  them  AMERICAN  FELT 
COMPANY'S  FELT  means  certain  and  constant  satisfaction. 

We  shall  be  glad  to  extend  our  service  to  other  manufacturers  of 
talking  machines.    Inquiries  and  specifications  are  invited. 

AMERICAN  FELT  COMPANY 

100  Summer  Street,  Boston        114  E.  13th  Street,  New  York  City 
325  So.  Market  Street,  Chicago 


An  interesting  test  in  which  the  phonograph 
was  featured  was  recently  staged  in  the  New 
York  Nursery  and  Children's  Hospital,  161  West 
Sixty-first  street,  New  York  City,  in  which 
various  kinds  of  music  were  used  to  discover 
the  effects  on  patients  in  that  institution.  The 
test  was  held  under  the  direction  of  Dr.  Harold 
C.  Cox,  resident  physician,  who  stated  that  it 
was  tried  mainly  on  mothers  in  the  maternity 
wards  and  also  with  babies  and  sick  children. 
The  music  was  found  to  have  a  marked  thera- 
peutic effect  on  the  spirits  and  general  morale 
of  the  patients,  although  the  reason  for  this 
has  not  been  discovered.  The  demonstration 
showed  that  waltz  music  was  the  most  soothing 
and  from  now  on  well-chosen  music  will  form 
part  of  the  treatment  of  patients  there. 


WESTERN  DEALERS  ADD  EDISON 

Montana  Phonograph  Co..  Helena,  Mont.,  En- 
joys Busy  Season — Butte  Phonograph  Co. 
Changes  Hands  and  Is  Moved 


Helena,  Mont.,  June  7. — The  Edison  business 
in  this  territory  has  been  very  satisfactory, 
according  to  F.  S.  Martin,  of  the  Alontana 
Phonograph  Co.,  Edison  distributor  of  this  city. 
Mr.  Martin,  who  has  just  returned  from  a  sur- 
vey of  the  Western  section  of  the  territory, 
which  includes  western  Montana,  northern 
Idaho  and  eastern  Washington,  declares  that 
the  state  of  business  is  indicated  by  the  number 
of  dealers  who  are  adding  new  lines.  Among 
those  who  recently  have  taken  on  the  Edison 
are  the  City  Drug  Store,  Coeur  d'Alene,  Idaho; 
the  Red  Cross  Pharmacy,  Kendrick,  Idaho. 
Another  dealer  recently  established  is  J.  R. 
Van  Horn,  of  Shelby,  Mont.,  an  oil  boom  town, 
which  has  grown  from  300  to  6,000  people  in 
six  months.  This  business  has  increased  almost 
as  rapidly  as  the  population. 

L.  L.  Eby,  manager  of  the  TuU   &  Gibbs 


phonograph  department,  states  that  business 
has  been  eminently  satisfactory  during  the  past 
month  or  more,  this  despite  the  fact  that  Tull 
&  Gibbs  recently  suffered  severe  damage  in  a 
fire  which  necessitated  the  remodeling  of  the 
entire  phonograph  department. 

The  Butte  Phonograph  Co.,  Inc.,  of  Butte, 
Alont.,  recently  changed  hands.  Joseph  Lutey, 
former  president  of  this  concern,  is  now  asso- 
ciated with  this  brother  in  the  operation  of  a 
chain  of  grocery  stores  in  Butte.  The  phono- 
graph business  has  been  moved  from  128  Broad- 
way to  11  Main  street  and  J.  G.  Reinhard, 
formerly  with  the  Orvis  Music  House,  Mis- 
soula, Mont.,  is  president  of  the  new  concern. 


PHILLIPS  PHONO  PARTS  IN  DEMAND 


William  Phillips,  president  of  the  William 
Phillips  Phono  Parts  Corp.,  reports  that  busi- 
ness is  keeping  up  exceptionally  well,  with  the 
outlook  for  the  future  good.  He  reports  that 
he  has  made  several  improvements  in  his  prod- 
uct which  have  met  with  much  favor  in  the 
trade. 


DEMONSTRATION  DON'TS 

Don't  mispronounce  words. 

Don't  talk  too  fast. 

Don't  speak  in  a  monotonous  tone. 

Don't  speak  indistinctly. 

Don't  pass  from  one  thing  to  another. 

Don't  emphasize  too  strongly. 

Don't  fail  to  emphasize  important  points. 

Don't  seem  at  a  loss  for  something  to  saj'. 

Don't  fail  to  hold  the  prospective  customer's 
interest  while  calling  attention  to  good  points. 

Don't  repeat  as  from  memory. 

Don't  fail  to  improve  the  first  opportunity  to 
present  the  order. 

Don't  refuse  to  break  off  in  your  demonstra- 
tion and  answer  the  prospective  purchaser's 
questions. 

Don't  fail  to  stop  and  get  the  prospective 
customer's  assent  to  a  statement  that  is  open 
to. question. 

Don't  imagine,  because  the  prospective  pur- 
chaser listens  in  silence,  that  he  agrees  with 
3'ou,  or  even  understands  all  you  say. 

Don't  fail  to  draw  out  the  prospective  pur- 
chaser's objections. 

Don't  present  your  arguments  in  a  cut-and- 
dried  style.  j 

Don't  try  to  be  magnetic  or  eloquent. 

Don't  fill  up  your  mind  with  words  or  phrases, 
but  with  ideas. 

Don't  try  to  impress  the  prospective  pur- 
chaser with  what  a  fine  talker  you  are. 

Don't  fail  at  the  critical  moment,  when  the 
prospective  purchaser  is  hesitating,  to  follow 
him  up  and  land  a  decisive  blow. 

— Salesologv. 


THE  MADISON 

A  Real  Phonograph 

Serving  a  Double  Purpose 

A  Popular  Priced  Phonograph  adapted  for  the  home  or  out- 
doors giving  all  the  service  and  pleasure  of  any  Phonograph. 

Dealers  Price 
$  7.50 — Madison  Table  Phonograph 
$10.00-  Madison  Portable  Phonograph 

Present  distributors  doing  volume  business. 
A  few  Jobbing  territories  still  available. 

Particulars  on  Request. 

MADISON  MUSIC  CO. 

114  East  28th  Street  New  York 
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PORTLAND,  ORE. 


Local  Trade  Members  Migrate  to  Conventions — Brisk  Sales  Re- 
ported frith  Portable  in  Lead — Many  Changes  During  the  Month 


Portland,  Ore.,  June  4. — That  business  for  the 
past  month  exceeded  that  of  the  same  period 
of  last  year  is  the  consensus  of  opinion  of  the 
heads  of  the  wholesale  departments  as  well  as 
retail  dealers  in  talking  machines  and  records. 
The  demand  for  the  console  type  goes  on  un- 
abated, but  the  little  portable  is  again  coming 
into  its  own  with  the  nearness  of  the  Summer 
-vacation  period. 

A  number  of  Portland's  music  men  are  out 
of  the  city  this  month,  some  attending  the  con- 
-vention  in  Chicago,  while  others  went  to  Wash- 
ington, D.  C,  to  attend  the  Shrine  conclave. 
a.  G.  Reed,  president  of  the  Reed,  French  Pi- 
ano Co.,  distributor  of  Hallet  &  Davis  phono- 
graphs, Edison  and  Victor  talking  machines 
and  records,  and  I.  E.  Sklare,  manager  of  the 
Remick  Song  &  Gift  Shop,  agent  for  the  Co- 
lumbia, are  attending  the  convention,  while 
Prank  Lucas,  of  the  Seiberling-Lucas  Music 
Co.,  who  is  an  important  member  of  Port- 
land's Al  Kadar  Band,  and  Ernest  Crosby, 
■credit  man  of  the  G.  F.  Johnson  Piano  Co.,  who 
is  the  leading  tenor  of  the  AI  Kadar  Chanters, 
are  attending  the  Shrine  conclave  in  Washing- 
ton, D.  C.  All  expect  to  visit  Eastern  fac- 
tories and  stores  before  their  return  home. 

M.  Davis,  district  manager  of  the  Brunswick 
Co.,  reports  business  as  steady  and  unusually 
good  for  this  time  of  the  year. 

The  local  Bush  &  Lane  Piano  Co.  has  added 
the  Brunswick  to  its  Victrola  and  Bush  &  Lane 
phonograph  lines. 

Sherman,  Clay  &  Co.,  wholesale,  reports 
dealers  as  accepting  the  new  No.  215  flat-top 
model  with  enthusiasm  and  that  the  big  ship- 
ments received  are  not  large  enough  to  supply 
the  tradf..  Elmer  Hunt,  manager,  is  calling  on 
Victor  dealers  in  eastern  Oregon,  Washington 
and  Idaho.  C.  P.  Huntington,  of  Oakland,  Ore., 
has  been  added  to  the  list  of  Victor  dealers. 
Recent  visitors  were  W.  E.  Ballard,  of  lone, 
Ore.;  Peter  Paulsen  and  F.  O.  Berg,  of  the 
Hellberg  Drug  Co.,  of  Astoria,  Ore.,  and  L.  L. 
Thomas,  of  Marshfield,  Ore. 

Harry  Marshall,  district  manager  of  the  Edi- 
son Phonograph  Co.,  Ltd.,  is  out  of  the  city 
making  an  extensive  trip  through  his  territory. 
Charles  Soule,  manager  of  the  Starr  Piano  Co. 


Victor 
Wholesalers 


The  House 

of 

Mellor 

in 

Pittsburgh 

since 

1831 


and  Gennett  records,  is  also  out  of  town  on 
business. 

Business  in  the  Stradivara  phonograph  fac- 
tory in  this  city  has  been  discontinued  and  the 
plant  sold. 

L.  D.  Heater,  jobber  of  the  Strand  phono- 
graph accessories,  is  receiving  some  nice  or- 
ders from  Japan. 

The  SeiberlingTLucas  Music  Co.,  which  has 
added  the  Brunswick  line  of  phonographs  and 
records  to  its  Victor  line,  is  in  new  quarters. 

P.  S.  Kantner,  of  San  Francisco,  who  has 
been  appointed  Pacific  Coast  manager  of  the 
Columbia  Co.,  made  his  initial  visit  to  Portland 
in  May  with  W.  H.  Lawton,  district  manager. 

The  Hyatt  Talking  Machine  Co.  has  secured 
a  lease  of  the  premises  at  386  Morrison  street, 
in  the  new  Robert  Building,  which  will  be  oc- 
cupied about  August  1.  Mr.  Hyatt  is  planning 
to  change  the  name  of  his  iirm  from  the  Hyatt 
Talking  Machine  Co.  to  the  Hyatt  Music  Co. 
Victor,  Edison,  Brunswick  and  Columbia  ma- 
chines are  handled. 

The  new  sheet  music  department  in  tlie  Sher- 
man, Clay  &  Co.  store,  J.  H.  Dundore,  man- 
ager, will  be  ready  for  operation  about  the  mid- 
dle of  June.  A  Victrola  and  a  large  collection 
of  Red  Seal  records  were  shipped  from  this 
department  direct  to  Bagdad,  India,  through  an 
order  placed  by  Papazian,  Oriental  rug  buyer 
and  lecturer,  who  is  touring  the  L^nited  States. 

The  Meier  &  Frank  Co.,  which  handles  Vic- 
tor, Edison,  Sonora  and  Columbia  phonographs, 
look  advantage  of  the  appearance  of  Madam 
Choruoroff,  the  famous  beauty  lecturer,  and  gave 
a  two  weeks'  course  on  the  secrets  of  reducing 
in  the  auditorium  adjoining  the  phonograph  de- 
partment, by  demonstrating  their  reducing  sets, 
which  include  Victor  exercise  sets,  Walter 
Camp's  "Daily  Dozen"  and  the  Wallace  reducing 
sets.  Another  big  feature  of  this  department 
was  May  Day  parties  given  for  the  3,000  chil- 
dren of  Portland  the  first  two  Saturdays  in 
May. 

Carl  Jones,  traveling  representative  of  the 
Cheney  Co.,  with  G.  F.  Johnson,  made  an-  ex- 
tensive trip  throughout  the  Pacific  Northwest 
during  May  and  reports  general  business  con- 
ditions in  splendid  shape. 

The  Wiley  B.  Allen  Co.  has  established  a 
branch  store  in  Vancouver,  Wash.,  with  P.  G. 
Dickie,  of  Yakima,  in  charge.  Victor  and  Bruns- 
wick lines  are  handled.  P.  S.  Moon  has  been 
added  to  the  Wiley  B.  Allen  Co.'s  sales  force. 

Frank  B.  McCord,  formerly  salesmanager  of 
the  Reed,  French  Piano  Co.,  has  purchased  a 
half  interest  in  the  George  E.  Courson  Music 
Co.,  of  Bend,  Ore.,  and  has  left  Portland  to 
take  charge  of  his  new  interests.  Mr.  Courson, 
who  has  two  stores,  one  at  Bend,  Ore.,  and 
one  at  The  Dalles.,  Ore.,  will  now  devote  his 
time  to  The  Dalles  store  and  Mr.  McCord  will 
have  complete  charge  of  the  Bend  interests. 
Brunswick  phonographs,  records  and  musical 
merchandise  are  carried. 

George  C.  Will,  Victor,  Columbia  and  Edison 
dealer,  of  Salem,  Ore.,  has  opened  a  branch 
store  at  Corvallis,  Ore. 

"Currin's  for  Drugs,"  of  Klamath  Falls,  Ore., 
C.  S.  Currin,  proprietor,  has  moved  into  a  newly 
equipped  store  and  is  now  located  in  one  of 
the  finest  drug  stores  in  the  entire  State  of 
Oregon.    Mr.  Currin  is  a  Brunswick  dealer. 

Maurice  A.  Richmond,  of  music  publishing 
and  supply  fame  of  New  York,  who  is  making 
an  extensive  coast  to  coast  trip,  was  a  visitor. 

Mildred  Klingsmith  has  succeeded  Miss  Lar- 
son in  charge  of  the  record  department  of  the 
Bush  &  Lane  Piano  Co. 

Grayce  Stanford  is  now  in  charge  of  Mack's 
Music  and  Gennett  Record  Store  at  124 
Broadway. 


PORTABLE  PROFITS 

Order  Your  Portables  Now 

Results  in  1 922  prove  the  worth 
of  the  Portable  in  the  Spring  and 
Summer  months. 


Outing 
$22.50 


Charmaphone  - 

Carola  

Carnival       .    .    .  . 
Madison       .    .    .  . 
With  Carrying  Case 


$18.00 
14.00 
10.00 
6.50 
8.50 


Metropolitan  Distributors  of 

Outing  and  Charmaphone 

Portables 
Walter  Camp's  Daily  Dozen  and 

Health  Builders  Reducing 

Sets 

The  New  Cesco  Repeater 

Musical  Instruments 

Music  Roll  Cabinets 

Gold  Seal  and  Geer  Repeaters 

Record  Cabinets 

Fixtures 

Albums 

Brilliantone  Needles 
Honest  Quaker  Springs  and  All 
Other  Accessories 

Bubble   Books  and  Bobolink 
Books 

Kiddie  Albums  and  Kiddie 
Rekords 


Write  for  our  complete  cata- 
logue of  Standard  phonographs, 
cabinets,  musical  instruments 
and  accessories. 


The  Cabinet 

AND 

Accessories 
Co.;  Inc. 

Otto  Goldsmith,  Pres. 

3  WEST  16th  STREET 
NEW  YORK 

Telephone  Watkins  2777-2778 
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AMBITIOUS  PLANS  OF  OGDEN  FIRM 

Glen  Bros.-Roberts  Piano  Co.'s  New  Home  to 
Be  One  of  the  Finest  in  Southwest 


Ogden,  Utah,  June  6. — Plans  are  under  way 
here  for  the  remodeling  of  the  new  quarters 
of  the  Glen  Bros.-Roberts  Piano  Co.  at  2546 
Washington  avenue,  which,  when  completed 
about  September  1,  will  make  this  one  of  the 
finest  music  houses  in  this  section  of  the  coun- 
try. The  main  floor  will  contain  ample  provi- 
sion for  the  display  of  Edison  phonographs,  the 
record  department  and  various  other  lines  of 
musical  merchandise  which  the  concern  han- 
dles. The  second  floor  will  contain  a  recital 
hall,  with  a  capacity  of  300  people.  The  Glen 
Bros.-Roberts  Co.  has  been  very  successful  in 
introducing  new  Edison  records  through  the 
medium  of  monthly  .concerts.  Alterations  will 
cost  about  $50,000. 

The  Proudfit  Sporting  Goods  Co.,  Edison  dis- 
tributor for  the  Intermountain  territory,  which 
includes  Utah,  Idaho  and  parts  of  Wyoming 
and  Nevada,  has  been  enjoying  an  excellent 
business  during  the  past  month.  Orders  re- 
ceived by  this  concern  from  dealers  in  the  large 
territory  which  it  covers  indicate  that  business 
is  holding  its  own. 

The  increasing  number  of  cash  sales  and  a 
brisk  demand  for  portables  indicate  a  Summer 
of  unusual  activity,  according  to  Ezra  Jones, 
manager  of  the  Jones  Phonograph  Store, 
Brunswick  and  Sonora  dealer,  this  city.  "May 
was  an  exceptional  month  and  there  has  been 
no  let-up  during  the  early  part  of  June,"  said 
Mr.  Jones.  "The  farmers  appear  to  be  fortified 
with  bright  prospects  for  Summer  and  Fall 
crop  movements  and  they  are  spending  the 
money  they  have  been  holding  in  reserve. 

"Business  has  improved  100  per  cent  since  the 
first  of  the  year,"  said  T.  J.  Holland,  sales  man- 
ager of  the  Glen  Bros.-Roberts  Piano  Co. 
"Opening  of  the  mines  in  Wyoming  has  re- 
sulted in  considerable  new  business  for  us.  We 
are  getting  mail  orders  from  Idaho  and  Wyo- 


ming in  addition  to  the  business  our  field  men 
are  sending  in.  This  firm  furnished  a  Victor, 
console  type,  and  Ampico  in  the  Chickering  for 
the  model  home  demonstration  during  Better 
Homes  Week." 

R.  D.  Roberts,  secretary  of  the  company,  is 
in  Chicago  attending  the  music  industries  an- 
nual convention.  He  will  visit  the  larger  stores 
to  obtain  ideas  which  the  company  will  use  in 
arranging  its  new  home. 

Browning  Bros.,  exclusive  Brunswick  dealers, 
report  a  good  demand  for  portables.  The  con- 
templated improvements  in  the  phonograph  de- 
partment remain  indefinite. 

The  G.  A.  Lowe  Co.  will  discontinue  its 
phonograph  department. 


OKEH  ARTIST  NOW  RECOVERING 

Clarence  Williams,  nationally  known  colored 
artist  who  has  made  many  recordings  for  the 

Okeh  library,  is  now- 
recovering  from  an 
operation  for  appendi- 
citis. In  addition  to  his 
Okeh  records  Mr.  Wil- 
liams is  well  known  as 
a  composer,  singer, 
pianist  and  orchestra 
leader,  besides  being 
president  of  the  Clar- 
ence Williams  Music 
Publishing  Co.  Among 
the  many  hits  that  he 
has    composed  are 


Do  you  know  what  an 

EDISON  PHONOGRAPH 

Franchise  would  mean  to  you? 

There  are  a  few  opportunities, 
NOW  ,  in  our  district  to  secure  an 

EDISON  AGENCY 

Write  Us 
 s  

Proudfit  Sporting  Goods  Co. 

OGDEN,  UTAH 

Intermountain  Distributors 
Utah,  Idaho,  and  Part  of  Wyo.  and  Nev. 


Clarence  Williams 


RECOVERING  FROM  ACCIDENT 


"Sugar  Blues,"  "Sister  Kate"  and  "Mama's  Got 
the  Blues." 


BIG  CALL  FOR  THE  "DAILY  DOZEN" 


Health  Builders,  Inc.,  reports  that  the  de- 
mand for  Health  Builder  sets  of  Walter  Camp's 
"Daily  Dozen"  set  to  music  has  gone  ahead  of 
that  for  the  same  period  of  1922.  R.  B.  Wheelan, 
president,  reports  that  indications  point  toward 
a  good  Summer. 


The  many  friends  of  O.  P.  Grafifen,  New 
York  district  manager  of  the  Granby  Mfg. 
Corp.,  of  Norfolk,  Va.,  will  be  glad  to  learn 
that  he  is  rapidly  recovering  from  a  recent  ac- 
cident to  his  foot.  In  taking  care  of  the  heavy 
orders  received  for  Granby  machines  Mr.  Graf- 
fen  personally  went  into  the  shipping  room  to 
help  speed  up  deliveries.  While  working  in  this 
capacity,  unfortunately,  a  Granby  phonograph 
fell  on  his  foot,  which  greatly  inconvenienced 
him  for  some  time. 


A  New  Model  in  the  Natural 
Voice  Line 


To  the  models  already  manu- 
factured to  meet  the  needs  of 
the  trade  we  have  added  this 
new  style. 

The  NATURAL  VOICE  is 
a  high-quality  product  selling 
at  a  popular  price.  It  is  a  com- 
plete line  including  several 
period  models. 

Manufactured  by  expert 
cabinet  makers  it  has  achieved 
a  position  of  prominence  as  a 
sales  creator  and  profit  maker. 


Also  a  Full  Line  of 
Cabinets  Without 
Equipment. 

Write  for  Prices 


It  will  pay  you  to  investigate 
our  proposition. 


H50W23D24 


The  New  Style  No.  9  is  a  worthy  addition  to  this 
complete  line 


Natural  Voice  Phonograph  Co, 


ONEIDA,  NEW  YORK 
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Increase  Your  Profits  by 

Selling  Rekordo  Rekording  Rekords 

Thousands  of  Phonograph  Dealers, 

Department  Stores  and  Music  Stores 

Are  Doing  It,     So  Can  You, 


Endorsed  by  America's  Leading  Stage  Celebrities 

Rekordo  Rekording  Rekords  have  many  imitations  but  no  substi- 
tutes— that  is  why  our  factories  are  working  to  capacity.  Con- 
vince yourself  by  a  sample  order.  Genuine  Rekordo  Rekords 
have  yellow  and  black  labels.  The  discounts  to  dealers  are  very 
liberal,  and  sales  to  the  public  are  being  stimulated  by  us  through 
national  advertising  and  local  contests  in  your  local  newspapers. 


A  few  terri- 
tories still  open 
for  live  distrib- 
ators. 


Rekordo  Rekords  are  double  disc  and 
retail  at  35c  each  or  3  for  $1.00 


DANON  RECORD  CO.,  Inc. 

JULIUS  H.  ROOS,  President 


43  W.  27th  Street 
NEW  YORK  CITY 


P.  A.  WARE'S  NEW  POST 


Appointed  Sales  Promotion  Manager  of  Bruns- 
wick Eastern  Phonograph  Division 


BRUNSWICK  CO.  ENTERTAINS  ITS  DEALERS  IN  CHICAGO 

p.  L.  Deutsch  Presented  With  Handsome  Loving  Cup — Elaborate  Musical  Program  Provided  for 
the  Entertainment  of  the  Company's  Guests — Unique  Name  Cards  a  Feature 


H.  A.  Beach,  Eastern  sales  manager  of  the 
phonograph  division  of  the  Brunswick-Balke- 
Collender  Co.,  with  headquarters  in  New  York, 
announced  this  week  that  P.  A.  Ware  had  been 
appointed   sales    promotion   manager,  Eastern 


One  of  the  enjoyable  features  of  Convention 
Week  was  the  banquet  given  by  the  Brunswick- 
Balke-Collender  Co.  to  its  dealers  at  the  Black 
Cat  Room  of  the  Edgewater  Beach  Hotel,  Mon- 
day evening,  June  4.  It  was  the  medium  for 
bringing  together  nearly  400  dealers  to  the 
festive  board  and  a  general  rousing  good  time 
was  had  by  everybody. 

P.  I,.  Deutsch  was  presented  with  a  mag- 
nificent silver  loving  cup  by  his  friends  who 
market  Brunswick  instruments  and  when  the 
presentation  speech  was  over  applause  lasting 
for  several  minutes  greeted  the  appearance  of 
Mr.  Deutsch.    Mr.  Deutsch  replied  to  the  felici- 


tations of  his  friends  in  his  own  gracious  and 
always  appropriate  way  with  a  few  well-chosen 
words,  after  which  the  entertainment  features 
of  the  evening  were  brought  on. 

These  were  furnished  by  Ernie  Young's 
Agency,  of  Chicago,  and  included  the  following 
entertainers:  Miss  Mary  Ellis,  prima  donna; 
De  Haven  &  Nice,  comedians;  Miss  Eileen, 
dancer;  Miss  Juanita  Means,  singer;  Miss  Ath- 
lone,  singer;  Mike  Bernard,  pianist,  and  Miss 
Renee  Rayne,  dancer. 

Every  guest  found  placed  at  his  table  a  card- 
board replica  of  a  Brunswick  upright  phono- 
graph with  his  name. 


P.  A.  Ware 

phonograph  division.  Mr.  Ware  joined  the 
Brunswick  forces  in  New  York  a  few  months 
ago,  and  the  announcement  of  his  official  capac- 
ity will  be  welcome  news  to  his  many  friends  in 
the  trade. 

Mr.  Ware  is  one  of  the  best-known  and  most 
popular  members  of  the  wholesale  talking  ma- 
chine industry,  having  been  identified  with  the 
trade  for  many  years.  He  is  thoroughly 
familiar  with  sales  and  merchandise  problems 
concerning  the  dealer,  and  in  his  new  position 
will  undoubtedly  render  valuable  service  to  the 
Brunswick  dealers  throughout  the  East. 


gram.  These  included  Albert  Short's  Tivoli 
Orchestra,  exclusive  Aeolian-Vocalion  record- 
ers; Eleanor  Shaw,  the  well-known  pianist,  who 
has  a  wide  reputation  for  her  work  with  the 
Duo-Art  piano  and  who  appeared  at  Lyon  & 
Healy,  Inc.,  during  the  week  in  a  series  of  dem- 
onstration concerts;  Frederick  Child,  tenor, 
who  has  been  on  tour  with  Miss  Shaw;  Irving 
and  Jack  Kaufmann,  Colin  O'More,  tenor,  well 
known  because  of  his  Vocalion  recordings,  and 


Edythe  Baker  Thever,  pianist,  who  records  for 
the  Melodee  music  rolls. 

The  affair  was  up  to  the  usual  standard  set  by 
the  Aeolian  Co.  in  affairs' of  this  kind  at  pre- 
vious conventions  and  all  the  guests  united  in 
their  appreciation  of  the  entertainment. 


On  Monday  last  the  Supreme  Court  of  the 
United  States  upheld  the  price  policy  of  the 
Mennen  Co.  in  Federal  Trade  Commission  case. 


AEOLIAN  ENTERTAINS  IN  CHICAGO 

Aeolian  Dealer  Delegates  at  Convention  Guests 
of  Company  at  Dinner  in  the  Blackstone  Ho- 
tel— Enjoy  Musical  Program 


Chicago,  III.,  June  5.— More  than  half  a  hun- 
dred representative  dealers  of  the  Aeolian  Co. 
attended  the  elaborate  dinner  given  by  that 
concern  at  the  Blackstone  Hotel  to-night.  W. 
V.  Swords,  general  manager  of  the  company, 
presided  and,  in  a  few  well-chosen  words,  im- 
mediately set  those  attending  at  ease.  Through- 
out the  dinner  and  afterwards  a  number  of  dis- 
tinguished artists  gave  an  artistic  musical  pro- 


THE  BANCO 

A  BANK  FOR  TALKING  MACHINES,  RECORDS  AND  MUSIC  SAVINGS 
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■  BANCO . . 
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1  am  the  Bank  without  a  key. 
It's  a  secret  how  to  open  me. 
But  you  each  time  a  record  play 
Drop  in  a  coin  and  I  will  pay 
For  Records,  Music,  on  the  Install- 
ment plan. 
You  will  learn  the  value  I  am. 
When  I'm  full,  you  may  take  me  to 
The  Music  Shop  that  gave  me  to  you. 
I  will  be  opened  and  then  returned. 
You  will  get  what  1  have  earned 
In  Records,  Music,  whatever  you  will. 
I  am  the  BANCO  that  foots  the  bill. 

This  little  poem  tells  the  mission 
and  purpose  of  the  BANCO  very 
clearly.  Sample,  prices  and  all  de- 
tails will  be  mailed  if  you  will  drop 

us  a  line  write  today  for  jobbers' 

proposition. 


PHILADELPHIA  BADGE  CO.,  942  Market  St.,  Philadelphia,  U.  S.  A. 
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Blackman  offers  a 
dependable  service  to 
dependable  Dealers 


BLACKMAN  AKoDtPENDABlLITr 


ONE  SUGGESTS THEOTHER. 
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PITTSBURGH  VICTOR  DEALERS  MEET 

Dealers  From  All  Parts  of  Pennsylvania  Come 
Together  at  Conclave  Arranged  by  the  Stand- 
ard Talking  Machine  Co. 


Pittsburgh,  Pa.,  June  6. — As  mentioned  in  the 
Pittsburgh  section  of  this  issue  of  The  World, 
the  Standard  Talking  Machine  Co.,  of  this  city, 
Victor  wholesaler,  recently  conducted  a  very 
successful  sales  meeting.  As  usual,  the  com- 
pany was  an  ideal  host,  and  among  the  Victor 
dealers  who  attended  the  meeting  were  the  fol- 
lowing: D.  Krasik  and  E.  Friedman,  Mones- 
sen,  Pa.;  F.  C.  Wampler  and  W.  Pr  Wampler, 
McKeesport,  Pa.;  F.  J.  Hanna.  Woodlawn,  Pa.; 
Paul  Gerecter,  Fred  Hatfield  and  Edward  Red- 
dy,  of  the  Aaron  Furniture  &  Carpet  Co., 
Brownsville,  Pa.;  Bert  J.  Wallace,  Rochester 
Music  Store,  Rochester,  Pa.;  D.  P.  Lutz  and 
.A..  L.  Spork,  Pitcairn,  Pa.;  Frank  L.  Hill,  Jr., 
Canonsburg,  Pa.;  W.  J.  Mullan,  Sewickley,  Pa.; 
William  Sahner,  Mt.  Oliver,  Pittsburgh,  Pa.; 
J^Irs.  Geo.  S.  Hards  and  sales  girls,  Dormont, 
Pa.;  J.  H.  Phillips  and  T.  E.  Egan,  N.  S.  Pitts- 
burgh, Pa.:  Frank  Lincoff,  Weirton,  W.  Va.; 


C.  H,  Hutspn,  New  Bethlehem,  Pa.;  W.  E. 
Ware,  Johnsonburg,  Pa.;  Oscar  P.  Kreamer, 
Shaffer-Kreamer  Co.,  Lock  Haven,  Pa.;  H.  C. 
Alilleman,  Zelienople,  Pa.;  W.  J.  Benjamin, 
Vandergrift,  Pa.;  Clark  Wright,  Linc-Hi-Wa, 
East  Pittsburgh,  Pa.;  Dr.  Wiant  and  Dr. 
Christy,  Homewood  Music  Shop,  Homewood, 
Pa.;  Mr.  McGouran  and  salesgirl,  Schaefer's 
Drug  Store,  N.  S.  Pittsburgh,  Pa.;  Mr.  and 
Airs.  W.  F.  McLay  and  Gladys  McLay,  Carne- 
gie, Pa.;  Mr.  Johns,  Beechview  Talking  Machine 
Co.,  Beechview,  Pittsburgh,  Pa.;  J.  N.  Kenney, 
Kenney  Music  Co.,  Huntington,  W.  Va.;  Mrs. 
N.  Walrath,  Kaufm^ann's  Department  Store, 
Pittsburgh,  Pa.;  Louis  Menzer,  Pittsburgh,  Pa.; 
Wm.  Joseph,  Beaverdale,  Pa.;  Mr.  Hyatt, 
Aaron  Co.,  Connellsville,  Pa.;  M.  H.  Gardner, 
Tozer  Jewelry  Co.,  Patton,  Pa.;  J.  O.  Clawson, 
Belle  Vernon,  Pa.;  Miss  K.  Shaffer  and  H.  S. 
Ackerman,  Greensburg,  Pa.;  P.  W.  Gebhard, 
A.  L  Ellis  &  Sons,  and  Chas.  Ellis,  Aaron  Fur- 
niture Co.,  LTniontown,  Pa.;  J.  M.  Palonder, 
Perryopolis,  Pa.;  W.  L.  Noble  and  Daniel  G. 
Jones,  Martins  Ferry,  O.;  A.  R.  Meyer,  Joseph 
Horne  Co.,  Pittsburgh,  Pa.;  Joseph  S.  Amster, 
Clairton,  Pa.;  Harry  Diamond,  Natrona,  Pa.; 


E.  E.  Smith,  Clearfield,  Pa.;  John  Briggs, 
Crowther's  Pharmacy,  Carrick,  Pa.;  Miss  F. 
Brubaker,  Penn  Traffic  Co.,  Johnstown,  Pa.; 
Mrs.  Betty  Hanson,  Butler,  Pa.;  Mr.  and  Mrs. 
P.  I.  Grinter,  Williams  Drug  Co.,  Parkersburg, 
W.  Va.;  Myer  Posner,  Mt.  Pleasant,  Pa.;  Mrs. 
Tobin,  F.  A.  Winter  &  Son,  Altoona,  Pa.;  H.  P. 
Grifith,  State  College,  Pa.;  M.  H.  Housel,  Wil- 
liamsport.  Pa.;  John  Pike,  Conemaugh,  Pa.;  W. 
L.  Goehring,  West  Newton,  Pa.;  Max  Roth, 
Leechburg,  Pa.;  Henry  Woods,  Biggs  &  Buhl, 
N.  S.  Pittsburgh,  Pa.;  R.  D.  Raugh,  Stone  & 
Thomas,  Wheeling,  W.  Va. ;  A.  F.  Wingerter, 
C.  A.  House  Co.,  Wheeling,  W.  Va.;  Miss 
Brown,  Kaufmann  &  Baer,  Pittsburgh,  Pa.; 
Salesman  C.  A.  House  Co.,  Steubenville,  O. ;  W.  R. 
James,  Sharpsburg,  Pa.;  Miss  Werner  and  Miss 
Smith,  Lewis  Bros.  Co.,  East  Liverpool,  O.; 
Ben  and  Elmer  Reynolds,  Ben  Reynolds  &;  Co., 
Washington,  Pa.;  Mrs.  &  W.  A.  Steadman,  But- 
ler, Pa.;  Howard  I.  Erwin,  J.  F.  Perelman,  New 
Castle,  Pa.;  John  Haggerty  and  Homer  Schoen- 
berger,  Lechner  &  Schoenberger  Co.,  Pitts- 
burgh, Pa.;  Mr.  and  Mrs.  W.  J.  Dickson,  Lowe's 
Music  Store,  Punxsutawney,  Pa.;  Bill  .Connor, 
John  F.  Pentland,  Toronto,  O.;  Mrs.  N.  Lawler 
and  L.  J.  Koster,  The  Famous,  Braddock,  Pa.; 
G.  B.  Hellman  and  W.  F.  Andre,  Yahrling- 
Rayner  Piano  Co.,  Youngstown,  O.;  Messrs. 
Trader,  Book,  Gaylord  and  Fitzgerald,  Pioneer 
Music  House,  Indiana,  Pa.;  C.  C.  Shaffer,  F.  C. 
Excellj',  Raymond  Oeiser  and  C.  V.  Shaffer, 
Oil  City,  Pa.;  W.  H.  Cooper  and  John  Cooper, 
Cooper  Bros.,  New  Kensington,  Pa.;  John  V. 
Borgerding,  C.  L.  Hamilton  and  salespeople,  S. 
Hamilton  Co.,  Pittsburgh,  Pa.;  Mr.  and  Mrs. 
McAllister,  Wellsburg,  O.;  Wilson  &  Wilson, 
Pennsboro,  W.  Va.;  R.  A.  Burt,  The  Mellott 
Co.,  Bellaire,  O. ;  H.  Porter  and  W.  J.  Pfleghardt, 
Charleroi,  Pa.;  S.  S.  Leviathan  Orchestra;  J.  C. 
Roush,  W.  H.  Russell,  J.  E.  McCormick,  Miss 
Watson,  C.  E.  Willis,  E.  A.  Ferguson  and  H.  A. 
Davies,  Standard  .Talking  Machine  Co.,  Pitts- 
burgh, Pa.;  F.  A.  Delano,  E.  J.  Marx  and  R.  J. 
Coleman,  Victor  Talking  Machine  Co.;  W.  Lee 
White,  Bankers'  Commercial  Security  Co.,  New 
York,  N.  Y". ;  Martin  L.  Pierce,  Hoover  Suction 
Sweeper  Co.,  Canton,  O.;  Geo.  E.  Swoger,  Wil- 
kinsburg.  Pa.;  C.  M.  Wilson,  Salem,  O.;  C.  R. 
Parsons,  Rosenbaum  Co.,  Pittsburgh,  Pa.;  R. 
R.  Myers,  Spear  &  Co.,  Pittsburgh,  Pa. 


STERLING  DEVICES  CO.  REORGANIZED 

Chicago,  III.,  June  11. — The  business  of  the 
Sterling  Devices  Co.  has  been  purchased  by 
Frederick  Keller,  who  has  been  connected  with 
this  firm  in  charge  of  sales  since  the  first  of  the 
year  and  who  will  be  manager  of  the  new 
organization,  which  will  be  known  hereafter  as 
the  Sterling  Devices  Mfg.  Co.  This  concern 
is  now  located  at  412  Orleans  street  and  Julius 
Keller,  Sr.,  a  well-known  engineer,  will  be  in 
charge  of  production.  The  new  compan}'  will 
continue  to  manufacture  a  complete  line  of 
talking  machine  tone  arms,  attachments  and 
radio  head  sets. 


Go!d-plate.  Nickel-plate. 
Write  for  prices,  discounts. 


THE  NOW  FAMOUS  REPRODUCER 

Portable  Phonographs 

equipped  with  Naturelle,  increases  volume 
and  gives  richer  tone  quality.  This  is  a 
quick  seller. 

We  supply  display  and  advertising  material  free  to  dealers. 

iHc  OfaTOReiie  Co. 

>  >^  115  £asl  13  '^Street 
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INVESTIGATING  THE  FIELD  WHERE  THE  DEALER  SELLS 


GIMBEL  BROS.  MAKE  BIG  DEAL 


Interesting  Figures  Secured  by  a  Dealer  of  the 
Musical  Census  of  His  Territory — Figures 


Steger  &  Sons  Piano  Mfg.  Co.,  Who  Took  a 
Show  Great  Opportunities  for  Expansion 


Chicago,  III.,  June  9. — The  trade  looks  forward 
to  every  issue  of  the  Steger  Magazine,  the 
house  organ  of  the  Steger  &  Sons  Piano  Mfg. 
Co.  The  magazine  was  originally  founded  by 
John  V.  Steger  in  1879  as  the  Steger  Journal, 
but,  eleven  years  ago,  the  name  was  changed 
to  the  Steger  Magazine,  by  which  it  is  now 
known. 

One  of  the  most  interesting  articles  in  the 
Spring  number  is  entitled  "Do  You  Know  Your 
Territory? — What  Are  Its  Sales  Possibilities?" 
and  is  reprinted  herewith: 

"Not  long  ago  one  of  our  mid-Western 
representatives  visited  our  offices  to  talk  over 
plans  for  the  coming  year. 

"After  we  had  discussed  general  and  local 
conditions,  stock  requirements  and  projected 
sales  campaigns  the  conversation  veered  to  the 
subject  of  sales  surveys. 

"This  topic  has  always  been  of  particular  in- 
terest to  us,  for  it  has  been  our  belief  that  too 
few  piano  merchants  are  fully  acquainted  with 
the  sales  possibilities  of  the  districts  about 
them. 

"If  popular  statements  are  to  be  accepted  at 
face  value,  we  might  readily  expect  to  find  a 
piano  or  phonograph  in  nearly  every  home. 
How  far  this  is  from  the  truth  is  quickly  dis- 
closed by  an  intelligent  survey.  Almost  in- 
variably a  well-planned  canvass  will  reveal  a 
surprisingly  large  percentage  of  families  which 
do  not  possess  a  piano,  player-piano  or  even  a 
phonograph. 

"Unlike  the  majority  of  dealers  we  have 
talked  to,  our  mid-Western  friend  was  thor- 
oughly familiar  with  the  district  in  which  he 
operates.  Shortly  before  coming  to  Chicago  he 
had  completed  a  detailed  survey  of  the  better 
localities  in  his  home  city  and  nearby  towns. 
The  figures  he  put  before  us  were  so  interesting 
that  we  requested  permission  to  reprint  them. 

"While  we  are  not  privileged  to  name  the 
town,  we  are  free  to  state  that  it  is  a  manufac- 
turing community  of  approximately  25,000  in- 
habitants. It  is  in  the  center  of  a  prosperous 
farming  district  and  draws  patronage  from  a 
number  of  adjacent  towns. 

"A  careful  study  of  the  tabulations  given  on 
this  page  will  reveal  many  interesting  and  sig- 
nificant facts.  The  letter  designations  represent 
the  towns  canvassed  outside  of  the  dealer's 
city. 

"From  this  we  find  that  approximately  39  per 
cent  of  the  families  called  on  in  the  'city' 
owned  neither  a  piano  nor  player-piano,  while 
52  per  cent  were  without  a  phonograph.  Cer- 
tainly, sales  saturation  is  still  in  the  dim  future 
here. 

"Taking  the  aggregate  figures  for  the  nine 
small  towns  we  learn  that  57  per  cent  of  the 
homes  in  these  communities  are  pianoless  and 
that  76  per  cent  lack  phonographs. 

"While  these  percentages  are  interesting  the 
ratio  between  the  families  owning  pianos  and 
those  owning  players  ought  to  attract  much 
greater  attention.  In  no  case  do  we  find  in  any 
of  the  towns  listed  that  players  out-total  pianos. 
In  one  town  we  find  as  few  as  five  players  to 
ninety-six  upright  pianos. 

"While  these  ratios,  undoubtedly,  would  de- 
crease somewhat  in  larger  cities,  the  figures 
given  are  of  unusual  interest  to  the  thinking 
piano  merchant  because  they  point  out  unmis- 
takably: 

"1.  That  fewer  families  (in  proportion  to  pop- 
ulation) own  pianos,  player-pianos  and  phono- 
graphs than  is  generally  believed. 

"2.  That  the  outlook  for  player  and  phono- 
graph sales  is  remarkably  bright,  especially  in 
the  smaller  communities. 

"3.  That  there  is  a  vast  untouched  field  for 
the  live  music  merchant  to  cultivate. 

"A  thorough  canvass  places  at  the  dealer's 
disposal  a  large  fund  of  information  which  en- 
ables him  to  push  sales  work  in  the  most  prof- 
itable channels. 


"An  outstanding  feature  of  the  house-to-house 
survey  we  have  analyzed  was  the  large  number 
of  good  prospects  uncovered.  These  resulted 
in  enough  immediate  sales  to  cover  the  cost  of 
the  undertaking." 


City 
Town— A 

■  B 
•  C 

■  D 
"  E 
■■  P 
■■  G 
•'  H 
■'  I 


Names 
3902 
725 

45 
150 

71 
237 
HI 
140 
483 
694 


Without  Witliout 
Pianos  or  Phono - 
Players  graphs 
1528  2032 


417 
24 

8S 
27 
136 
53 
05 
285 
443 


641 

40 
HO 

44 
1S3 

87 
117 
303 
543 


Owning  Owning 
Pianos  Players 
2003  371 


274 
16 
68 
34 
96 
52 
71 
178 
221 


34 
5 

io 

5 
6 
4 
20 
30 


Owning 
Phono- 
graphs 
1870 
184 
5 
46 
27 
54 
24 
23 
120 
145 


TotaI(Towns).2C62 
Add  City  ...3902 


Grand  Total  64G4 


1538 
1528 


2034 
2032 


1010 
2003 


114 
371 


628 
1870 


485 


2498 


The  Gunst  Music  Co.,  Victor  dealer,  Fort 
Worth,  Tex.,  recently  cashed  in  on  the  appear- 
ance of  the  Benson  Chicago  Orchestra  here. 
Much  valuable  publicity  resulted  and  record 
sales  were  decidedly  stimulated. 


Department  Store  Purchases  53,000  Discontin- 
ued Grafonola  Models — New  Columbia  Line, 
Just  Recently  Announced,  Not  Involved 

Gimbel  Bros.,  Inc.,  has  purchased  for  cash 
tiie  entire  made-up  wholesale  stock  of  discon- 
tinued models  of  Columbia  machines  from 
the  Columbia  Graphophone  Co.  The  transac- 
tion is  understood  to  involve  about  53,000  in- 
struments, the  present  retail  value  of  which  is 
estimated  at  approximately  $7,500,000.  The  ma- 
chines purchased  will  be  distributed  among  the 
Gimbel  stores  and  other  stores  associated  with 
Gimbel  Bros,  in  this  deal.  No  doubt  funds  de- 
rived from  the  transaction  will  be  used  to  fur- 
ther liquidate  the  bank  indebtedness  of  the  Co- 
lumbia. Early  this  year  the  company  repaid  in 
full  $2,000,000  which  it  had  borrowed  in  the 
final  half  of  1922. 

This  sale  involves  discontinued  Columbia 
models  exclusively,  an  entirely  new  Columbia 
line  having  been  announced  to  the  trade  on 
Mav  15. 


At  Last!  A  Perfect  Repeating  Device 

The  Fastest  Selling  Talking  Machine  Accessory 


HERE  at  last  is  a  perfect  re- 
peating device — absolutely 
new  in  principle — new  in  con- 
struction and  more  salable  than 
any  other  like  device.  It  is  so 
unique  and  novel  in  opera- 
tion that  it  instantly  sells 
itself  to  every  jobber, 
dealer  and  user.  Decidedly 
simple,  needs  no  adjusting 
whatever,  just  sets  in 
the  center  of  the  rec 

Retails  for 

$1.00 


point.  Its  action  is  instantaneous. 

— No  break  or  pause  between 
ending  and  starting.  Your 
eye  can  hardly  follow  the 
shifting  movement.  It  is  far 
superior  to  celluloid 
repeaters  because  of  its 
sturdiness.  It  is  more 
popular  than  other 
metal  repeat- 
ers because 
no  adjusting 
or  tinkering  is 
necessary.  It 


SHOWING.  REPEATER    ON  RECORD 


ord.  Constructed  of  light  sheet 
metal  without  complicated  parts 
or  intricate  mechanism.  As  the 
needle  reaches  the  end  of  the 
record  the  tone  arm  is  automati- 
cally carried — quick  as  a  flash — 
and  gently  placed  at  the  starting 


is  the  logical  choice  of  everyone. 
It  has  been  demonstrated  that 
there  exists  an  enormous  field 
for  a  practical  repeater.  Every 
Phonograph  owner,  every  new 
buyer  and  every  record  pur- 
chaser is  a  likely  prospect. 


BE  SURE  TO  SEND  FOR  SAMPLE 

The  CESCO  Repeater  is  sold  to  the  trade  through  jobbers  and  distributors 
exclusively.  Agencies  and  territory'  now  being  assigned.  Investigate  quickly 
if  you  want  to  control  this  money-making  accessory  in  your  section.  Dealers 
may  obtain  sample  by  forwarding  jobber's  name. 

THE  RAPID  REPEATER  CO. 

260  Van  Alst  Avenue  Long  Island  City,  N.  Y. 


CHICAGO 


PHILADELPHIA 


BOSTON 
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NO  DROP  IN  PHONO.  FREIGHT  RATE 

Official  Classification  Committee  Decides  Against 
Application  of  Talking  Machine  Manufac- 
turers for  Reduction  in  Rate  Due  to  Change 
in  Design  of  Instruments 


The  application  made  by  manufacturers  of 
and  dealers  in  talking  machines  for  a  change  in 
the  freight  rates  so  as  to  permit  a  maximum^ 
loading  for  a  car  at  14,000  pounds  instead  of 
the  present  minimum  of  16,000  has  been  refused 
by  the  official  classification  committee,  with 
offices  in  New  York  City. 

The  decision,  in  part,  reads  as  follows:  "The 
docketing  of  the  above  subject,  and  in  connec- 
tion with  which  hearings  were  held  at  this  office 
on  April  10,  was  occasioned  by  an  application 
received  for  a  reduction  in  carload  minimum 
weight  from  16,000  to  14,000  pounds,  supported 
by  the  general  statement  that  it  was  impossible 
to  load  the  weight  of  16,000  pounds  in  the  ordi- 
nary 36-foot  car. 

"The  developments  at  the  hearing  indicated 


changed  commercial  conditions,  the  so-called 
horizontal  type  talking  machine  having  largely 
replaced  the  portable  and  upright  types,  the 
new  type  being  larger  and  would  not  load  as 
heavily  as  the  latter  types.  It  was  also  disclosed 
that  the  new  type  of  machines  was  of  great  cost 
and  shipping  value. 

"By  the  exhibits  it  was  shown  that  the  hori- 
zontal machines  now  formed  the  greater  portion 
shipped,  namely:  horizontal,  70  per  cent;  up- 
right, 20  per  cent;  portable,  10  per  cent;  these 
percentages  representing  the  output  for  1923. 
The  two  principal  classification  elements  were 
ascertained  to  be  as  follows:  (1)  Horizontal, 
average  weight  per  cubic  foot,  six  and  one-half 
pounds;  average  value  per  pound,  59.7  cents. 
(2)  Upright,  average  weight  per  cubic  foot, 
eight  and  one-third  pounds;  average  value  per 
pound,  48  cents.  (3)  Portable,  average  weight 
per  cubic  foot,  eighteen  pounds;  average  value 
per  pound,  48  cents. 

"From  these  data  it  will  appear  that  the  car- 
riers are  asked  to  reduce  the  minimum  carload 
weight  on  shipments  of  lighter  weight  having  a 


Such  reduction  would  be  equivalent  to  $24.90 
per  car  under  the  basic  rate  New  York  to  Chi- 
cago, with  corresponding  reductions  between 
other  points. 

"The  foregoing  changed  classification  ele- 
ments are  equally  applicable  to  less  than  car- 
load shipments.  These  conditions  have  been 
known  and  independently  of  the  present  appli- 
cation for  change  in  the  carload  minimum  the 
committee  has  felt  for  some  time  past  that  an 
increase  in  the  less-than-carload  rating  was  jus- 
tified. A  proposition  being  presented  to  reduce 
the  carload  minimum  weight,  which  would  re- 
sult in  reduction  of  carriers'  earnings,  seemed 
to  afford  timely  opportunity  for  adjustment  of 
the  less-than-carload  loading  rating  to  procure 
some  measure  of  compensation  if  shippers 
were  to  be  accommodated  by  the  change  re- 
quested. Accordingly  a  change  in  less-than- 
carload  loading  rating  was  proposed  in  the 
docket. 

"It  is  a  fundamental  classification  principle 
that  when  assigning  a  lower  class  carload  rat- 
ing same  should  be  accompanied  by  an  in- 
creased minimum,  and  conversely,  when  reduc- 
ing the  carload  minimum  weight,  same  should 
be  accompanied  by  a  higher  class  rating.  This 
principle  is  well  recognized  and  accepted  by 
shippers,  and  many  applications  for  changes 
contemplate  these  double  adjustments.  If  the 
changed  character  of  talking  machines  restricts 
the  loading  to  a  lower  carload  minimum  weight 
than  that  on  which  the  present  carload  rate  was 
established,  and  this  minimum  weight  should 
be  reduced  with  a  consequent  reduction  in  the 
car  earnings,  it  is  only  reasonable  that  some 
compensation  shall  be  found  for  the  carriers. 
This  may  be  accomplished  by  either  a  higher 
rating  for  carload  shipments  or  to  some  extent 
by  an  increase  in  the  rating  for  less-than-car- 
load shipments. 

"The  developments  at  the  recent  hearings 
have  not  changed  the  committee's  position  with 
respect  to  the  propriety  and  necessity  of  ob- 
taining some  compensatory  change.  It  was  not 
apparent  that  the  business  condition  of  the  in- 
dustry or  the  general  character  and  public 
utility  of  talking  machines  called  for  a  contribu- 
tion by  the  carriers  to  the  extent  requested  nor 
that  greater  distribution  or  increased  tonnage 
movement  would  follow. 

"Conclusions  have  been  reached  that  no 
change  should  be  made  in  the  existing  provi- 
sions of  the  classification. 

"A  somewhat  unusual  and  wholly  unneces- 
sary procedure  was  had  with  respect  to  this 
subject  in  that  this  committee  had  received  a 
large  number  of  communications  from  dealers 
of  talking  machines  indorsing  the  proposed  re- 
duction in  the  carload  minimum  weight  and  op- 
posing the  increase  in  less  than  carload  rate. 
These  letters  were  evidently  inspired  by  prin- 
cipal manufacturers  and  in  view  of  the  apparent 
extended  interest  we  will  advise  all  such  parties 
of  the  substance  of  the  decision  reached." 


NEW  VICTOR  SUMMER  FOLDER 

The  Victor  Talking  Machine  Co.  has  com- 
menced distribution  of  an  artistic  eight-page 
folder  for  mailing  to"  dealers.  The  folder  shows 
four-color  scenes  of  the  talking  machine  in  use 
during  the  Summer  in  camp  and  on  vacation 
trips.  On  the  inside  page  is  a  border  of  small 
cuts  of  Victor  artists.  Models  of  the  portable 
are  given  prominence  and  in  addition  an  upright 
model  and  a  console  instrument  are  featured 
with  appropriate  text. 


GUY  M.  ADAMS  BUYS  BUSINESS 

Fort  Worth,  Tex.,  June  6. — Guy  M.  Adams,  for 
the  last  twelve  years  connected  with  the  talk- 
ing machine  department  of  the  Mitchell-Greer 
Co.,  this  city,  recently  purchased  the  depart- 
ment, changing  the  name  to  the  Adams  Music 
Co.  Victor  and  Columbia  machines  and  rec- 
ords are  handled,  and  the  present  stock  will  be 
materially  added  to.  Mr.  Adams  is  well  known 
to  the  local  trade  and  his  wide  experience 
augurs  well  for  the  success  of  his  new  venture. 


that    this   change   was   desired   owing   to   the     greater  value  of  between  $600  and  $800  per  car. 

A  Remarkable  Portable  Year 


Vacation  months  are  now  at  hand  bringing  big  portable  sales. 
In  anticipation  of  the  great  portable  demand  for  1923,  Model 
S.S.  was  especially  designed. 

The  following  are  some  of  the  outstanding  features: 

1.  It  is  guaranteed  to  play  two  records. — 

2.  The  weight  is  reduced  to  a  minimum  consistent  with 
durability. — • 

3.  Strongly  constructed. — 

4.  The  governor  bearing  is  equipped  with  adjustable  ball 
and  socket  bearing  insuring  automatic  flexibility. — 

5.  The  turntable  spindle  bearing  is  adjustable  and  readily 
takes  care  of  any  wear  of  the  bearings;  it  is  self  lubricat- 
ing.   These  features  insure  perfect  alignment. — 

6.  Every  motor  is  thoroughly  inspected  and  tested  before 
leaving  the  factory. 

Further  information  on  this  motor  and  our  larger  types  of  double 
spring  motors  supplied  on  request. 

The  silent  MOTOR  CORPORATION 

CHARLES  A.  O'MALLEY,  President 

321-323-325  Dean  Street  BROOKLYN,  N.  Y. 

Telephone  Sterling  4861 


June  IS,  1923 


THE   TALKING   MACHINE  WORLD 


183 


YERKES  S.  S.  FLOTILLA  ORCHESTRA  FOR  THE  COLUMBIA 


MUSIC  DEALERS  MEET  IN  CHICAGO 

The  National  Association  of  Sheet  Music  Deal- 
ers Holds  Annual  Convention  at  Drake  Hotel 
June  6-7 — Some  Important  Matters  Discussed 
— Edward  P.  Little  Is  Re-elected  President 


One  of  the  interesting  features  of  the  conven- 
tion week  program  in  Chicago  was  the  annual 
meeting  of  the  National  Association  of  Music 
Merchants  held  at  the  Drake  Hotel  on  Wednes- 
day and  Thursday,  June  6  and  7.  The  sessions 
at  which  Edward  P.  Little,  president  of  the  As- 
sociation, presided,  were  among  the  livest  of 
all  the  conventions  and  a  great  number  of  mat- 
ters of  distinct  importance  to  the  trade  at  large 
were  discussed. 

Among  the  matters  considered  at  the  meeting 
was  the  possibility  of  the  compilation  of  a 
universal  catalog  taking  in  the  publications  of 
all  publishers  and  arranged  for  the  convenience 
of  the  dealer.  This  matter  was  left  for  the  con- 
sideration of  the  publishers.  Herman  Irion, 
chairman  of  the  advisory  committee  of  the  Na- 
tional Bureau  for  the  Advancement  of  Music  of 
the  Music  Industries  Chamber  of  Commerce, 
together  with  Richard  W.  Lawrence,  president 
of  that  organization,  addressed  the  sheet  music 
dealers  and  told  of  how  they  could  aid  in  for- 
warding the  cause  of  music  and  music  appre- 
ciation. 

A  matter  of  considerable  discussion  was  the 
supplying  of  music  to  schools,  conservatories, 
teachers,  etc.,  by  the  publishers  over  the  heads 
of  local  dealers.  It  was  resolved  that  the  sec- 
retary of  the  Association  send  to  the  directors 
each  quarter  a  synopsis  of  the  matters  that  had 
come  to  his  attention  during  the  preceding 
three  months  and  that  after  the  directors  had 
considered  the  questions  a  summary  of  those 
matters  with  appropriate  comment  should  be 
sent  to  association  members  in  letter  form. 

Various  association  members  read  a  number 
of  papers.  Geo.  Fischer,  president  of  the  Music 
Publishers'  Association,  told  how  association 
committees  could  be  made  to  work  effectively; 
Max  Mayer  discussed  the  efficiency  of  the  sheet 
music  jobber;  Chas.  W.  Homeyer  offered  a 
strong  argument  in  favor  of  shorter  credit 
terms,  as  did  Harry  B.  Crosby;  J.  Elmer  Har- 
vey read  a  paper  on  the  handling  of  popular 
music  at  retail,  and  W.  Deane  Preston,  Jr.,  told 
of  how  the  Association  aids  the  dealer. 

All  the  officers  of  the  Association  were  re- 
elected, they  being  Edward  P.  Little,  president; 
E.  Grant  Ege,  vice-president,  and  Thos.  J.  Don- 
Ion,  secretary-treasurer. 

MUSIC  PUBLISHERS  CONVENE 

The  twenty-ninth  annual  gathering  of  the 
Music  Publishers  of  the  United  States  was  held 
at  the  Hotel  Astor,  New  York,  on  Tuesday, 
June  12.  The  leading  standard  houses  of  the 
country  and  many  popular  organizations  were 
represented.  The  questions  of  importance 
taken  up  were  the  collections  of  mechanical  roy- 
alties from  foreign  countries;  the  preparation 
of  a  history  of  the  music  publishing  houses  of 
the  United  States;  the  feasibility  of  a  general 
catalog,  composed  of  the  works  of  all  publish- 
ing houses;  the  recommendation  of  a  uniform 
royalty  contract  and  co-operation  with  radio 
broadcasting  stations.  George  Fischer  was  re- 
elected president  of  the  Association. 

WINS  TROPHY  FOR^BEST  WINDOW 

Luscher's  Music  Shop,  Victor  dealer,  2712 
Third  avenue,  New  York  City,  received  first 
prize,  a  silver  loving  cup,  awarded  by  the  Mott 
Haven  (New  York)  Business  Men's  Associa- 
tion for  the  most  effectively  arranged  window. 
The  window,  dressed  in  a  Memorial  Day  theme, 
was  planned  by  E.  G.  Evans,  of  C.  Bruno  & 
Son,  Inc.,  Victor  jobber  of  New  York  City,  and 
Mr.  Luscher,  proprietor  of  the  establishment. 


Szilagyi  &  Co.,  talking  machine  dealer,  1580 
First  avenue.  New  York  City,  has  been  incor- 
porated with  a  capital  of  $10,000. 


The  Columbia  Graphophone  Co.  announced 
this  week  that  the  Yerkes  S.  S.  Flotilla  Or- 
chestra, one  of  the  best-known  dance  orchestras 
in  the  country,  had  been  signed  as  an  exclu- 


HERMANN  ERNST  PASSES  AWAY 

Hermann  Ernst,  well  known  throughout  the 
metropolitan  talking  machine  trade,  passed 
away  at  his  home,  156  East  Seventh  street.  New 
York  City,  recently.  Mr.  Ernst  had  been  with 
the  Edison  Shop,  Fifth  avenue,  as  sales  man- 
ager and  prior  to  that  he  was  connected  with 
Krakauer  Bros,  for  a  period  of  twenty-eight 
years.    He  was  also  a  skilled  piano  tuner  and 


tion  of  orchestras  for  many  years.  He  is  not 
only  a  leader  in  the  rendition  of  dance  music, 
but  he  is  thoroughly  familiar  with  the  music  of 
the  masters,  having  played  for  four  years  in  the 


GOLDMAN  BAND  AT  CENTRAL  PARK 

The  Goldman  Band,  which  attracted  hundreds 
of  thousands  of  people  to  Columbia  Green  last 
year,  is  now  holding  forth  at  Central  Park  and 
attracting  immense  audiences  who  are  delighted 
not  only  with  the  very  effective  programs  pre- 
pared by  Edwin  Franko  Goldman,  director,  but 
with  the  artistic  ensemble  of  the  organization. 
Mr.  Goldman  has  established  himself  as  one  of 


repairman. 


our  greatest  factors  for  musical  progress. 


Something  NEW 
A  Real  Portable  at  a  Right  Price 

Fulton  "AUTOMATIC"  Portable 

Model  No.  25 

Retails  for  $25.00 

Sample  to 
Dealers 


$12.50 

Discount  in  Quantities 


Size  13x13x7^" 
Wonderful — Loud — Clear — Tone 


Mahogany  finish  or  Leath- 
eroid  covering.  Weight 
13  lbs. 


This  remarkable  new  portable  is  equipped  with  a  durable  motor,  and  a  / 
new  feature  patented  throw-in-arm.    No  parts  to  disconnect  when  clos-  ^ 
ing  up.     Simply  close  the  lid,  and  the  tone  arm  falls  in  automatically       /.s^' ^ 
with  it;  open  the  lid  and  the  tone  arm  comes  up  in  position  ready 
to  play.  /■^•'^V 
Terms:  Net  Cash  with  order.  Fill  out  coupon  below  for  sample.        /  aS''"' 


Wc  still  have  a  limited  quantity  of  our  Model  35  at  the  same  price,  $12. .50 
Phonograph  and  Accessories,  Repair  Parts  for  All  Makes. 
Puritone  and  Truetone  Needles  at  25c  per  M  in  lots  of  10  M  and  up.  ^ 


FULTON  TALKING  MACHINE  CO. 

253  THIRD  AVENUE  NEW  YORK  CITY 


The  Members  of  the  Yerkes  S.  S.  Flotilla  Orchestra 


sive  Columbia  artist.  The  first  Columbia  rec- 
ords by  this  organization  will  be  ready  in  the 
near  future  and  the  popularity  of  the  S.  S.  Flo- 
tilla Orchestra  among  dance  lovers  will,  un- 
doubtedly, be  enhanced  by  the  new  Columbia 
recordings. 

Harry  A.  Yerkes  is  well  known  in  musical 
circles,  having  been  identified  with  the  direc- 


Victor  Herbert  Orchestra,  the  New  York  Phil- 
harmonic Orchestra  and  the  Metropolitan  Op 
era  House  Orchestra.  The  Yerkes  S.  S.  Flo- 
tilla Orchestra  is  now  a  vaudeville  headliner 
on  the  big-time  circuit  and  its  vaudeville  tour 
has  been  a  signal  success.  It  is  interesting  to 
note  that  each  of  the  eleven  musicians  in  the 
orchestra  is  a  graduate  of  a  conservatory. 
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C.  C.  HARVEY  CO.  TO  MOVE 


Well-known  Brockton,  Mass.,  Music  Concern 
Planning  to  Move  Into  Large  Quarters  Fol- 
lowing Extensive  Alterations 


Brockton,  Mass.,  June  9. — Members  of  the  firm 
of  C.  C.  Harvey  Co.  announce  a  change  in  loca- 
tion of  their  store  from  57  Main  street  to  the 
Richmond  block  extension  at  the  Legion  park- 
way, which  is  now  being  constructed.  The 
building  which  they  are  to  enter  is  a  wooden 
building  which  will  be  remodeled  by  Mr.  Rich- 
mond and  made  into  a  modern  block  with  red 
brick  and  glass  front,  and  when  completed  will 
give  the  Harvey  Co,  about  4,500  feet  of  floor 
space. 

The  basement  will  be  used  as  stockroom,  the 
first  floor  as  a  record  and  display  room  and  the 
second  floor  as  a  modern  piano  display  room. 
The  store  when  finished  will  be  one  of  the  larg- 
est of  its  kind  in  the  State. 

V.  M.  Jones  started  the  Brockton  store  in 
the  Whipple-Freeman  block  January  1,  1906, 


1^^^  Better -Cost  Less 

///^  l^dio  Products 


are 

so  Much  Better 


By  perfecting  the  new  Crosley 
Duostat  universal  filament  con- 
trol rheostat,  the  Crosley  Manu- 
facturing Company  has  made 
its  instruments  more  efficient 
because  of  the:  - 

1.  Efficient,  smooth,  uniform 
control  of  all  tubes  duo- 
wound  to  low  and  high  re- 
sistance 10  to  20  ohms. 

2.  Plunger  type  contact  ac- 
tuated by  a  special  spring, 
insuring  uniform  pressure 
at  all  times. 

3.  Spring  washers  producing 
uniform  tension. 

4.  Positive  rugged  stop  at  zero 
resistance  or  "on"  position. 

5.  Circuit  interrupted  at  "off" 
position. 

6.  Resistance  material  having 
zero  temperature  co-effi- 
cient. 

7.  Windings  protected  by  a 
black  moulded  shell  of  high 
heat  insulating  material. 

8.  Electrical  connections  sub- 
stantial in  construction. 

9.  Design  of  parts  to  prevent 
warping. 

10.  Extremely    low  operating 
temperature  with  all  tubes. 

The  outstanding  performance 
of  all  Crosley  Radio  sets  is  due 
to  the  effective  co-operation  of 
the  new  "Filament  Control 
Rheostat"  with  the  other  parts. 

New  Crosley  Duostat  above 
Price  85c. 

For  Sale  at  Best  Dealers 
Everywhere. 

Write  for  Free  Catalog. 

Crosley  Manufacturing  Company 

626  Alfred  Street     CINCINNATI,  OHIO 


THE  BIGGEST  SONG  HIT  AND  DANCE  CRAZE  OF  THE  YEAR 

YOUR  TIME  NOW 

('TWILL  BE  MINE  AFTER  AWHILE) 
The  Slang  Phrase  That  Lasts  The  Melody  That  Sticks 

A  Fox  Trot  Ballad  By  SPENCER  WILLIAMS 

MIDNIGHT  BLUES 

(A  WEE  HOUR  CHANT; 

By  BABE  THOMPSON  &  SPENCER  WILLIAMS.  Writer  of  Arkansas  Blues 

Sheet  Music  and  Orchestrations   On  All  Phonograph  Records  and  Player  Rolls 

Published  by  MELODY  MUSIC  CO.,131  W.  135fh  St.,  New  York  City 


and  has  been  general  manager  of  the  store  ever 
since. 

Members  of  the  organization  are:  Harold  C. 
Tribble,  sales  manager;  A.  F.  Lewis,  A.  B. 
Tribble  and  Philip  Clement,  Harold  Witham, 
Marion  Belcher,  Louise  Pelosi,  Alice  Gay,  Win- 
nifred  Lincoln  and  Carl  Burrill. 


EDISON  TELLS  OF  RECORDING  PLANS 

Addresses  Members  of  National  Electric  Light 
Association  in  New  York 


Thomas  A.  Edison,  the  famous  inventor, 
made  a  trip  from  Orange  to  the  Hotel  Commo- 
dore, New  York,  on  June  S  in  order  to  greet 
and  address  the  members  of  the  National  Elec- 
tric Light  Association,  who  gathered  in  con- 
vention during  the  first  week  of  June.  In  the 
course  of  his  remarks  Mr.  Edison  referred  to 
the  fact  that  he  is  now  very  busy  refining  and 
perfecting  the  process  of  recording  music  on 
phonograph  records.  He  expects,  within  the 
comparatively  near  future,  to  have  worked  out 
a  method  for  reproducing  symphony  orchestra 
music  that  will  reproduce  accurately  and  fully 
every  detail  of  this  complex  type  of  music. 

It  should  be  added  that  this  year  a  special 
new  recording  research  laboratory  was  built  at 
the  Edison  headquarters  in  Orange  for  the  ex- 
press purpose  of  carrying  on  this  special  de- 
velopment work,  of  which  Mr.  Edison  is  per- 
sonally taking  charge. 


STOFFLET  PHONO  SHOP  TO  MOVE 

Ann  Arbor,  Mich.,  Tune  9. — The  Stofflet  Phono 
Shop,  Brunswick  and  Edison  dealer  of  this  city, 
with  stores  at  110  East  Washington  street  and 
in  Nickels  Arcade,  is  planning  to  move  the  lat- 
ter branch  to  more  attractive  quarters  at  616 
Liberty  street.  In  order  to  facilitate  moving 
the  concern  is  making  a  strenuous  effort  to  dis- 
pose of  used  instruments  the  firm  has  taken  in 
exchange  and  to  clean  out  the  stock  of  new 
instruments  as  much  as  possible. 


PLANNING  TO  MOVE  STORE 

Plainfield,  N.  J.,  June  11. — E.  W.  Jay,  well- 
known  music  merchant  with  an  establishment 
at  145  West  Second  street,  this  city,  is  com- 
pleting arrangements  to  move  his  business  to 
an  attractive  store  at  136  Madison  avenue.  The 
new  quarters  are  in  a  busy  section  and  are  ex- 
ceptionally well  suited  for  the  talking  machine 
business. 


GRIFFITH'S  NEW  BRUNSWICK  BRANCH 

New  Brunswick,  N.  J.,  June  7. — The  Griffith 
Piano  Co.,  with  headquarters  in  Newark,  N.  J., 
opened  a  new  store  at  No.  143  Albany  street, 
this  city,  on  the  first  of  June.  John  E.  Harper 
is  the  manager  of  the  new  branch  and  pianos, 
talking  machines  and  musical  instruments  of  all 
kinds  are  handled. 


LOGAN  SHOP  IN  TROUBLE 

An  involuntary  petition  in  bankruptcy  has 
been  filed  against  the  Logan  Music  Shop,  5019 
North  Broad  street,  Philadelphia,  Pa. 


WILL  RETIRE  FROM  BUSINESS 


Harti-ord,  Conn.,  June  9. — The  Farris  Music 
Store,  173  Asj'lum  street,  this  city,  is  planning 
to  discontinue  business.  The  concern  has  been 
established  here  for  some  time,  handling  musi- 
cal instruments  of  all  kinds,  including  talking 
machines  and  records. 


The  L.  M.  Pierce  Co.,  of  Springfield,  Mass., 
is  planning  to  open  a  branch  store  at  30  State 
street.  North  Adams,  Mass.,  in  very  attractive 
quarters. 


PHONOGRAPH  DE  LUXE 

The  instrument  of  Incomparable  tone,  that 
plays  any  record  better  than  you  have  ever 
heard  it  played  before. 

Complete  line  of  table,  upright  and  console 
models. 

Write  for  catalog  on 

New  Portable 

AND 

New  Console 

Cash  In  on  the  Regina;  now  is  the  time. 
Also  Regina  Music  Boxes  with  or  without 
phono  attachment. 

Regina  Hexaphones  and  Mandolin  orches- 
trions. 

Regina  tune  discs  and  parts  for  any  in- 
strument ever  manufactured  by  the  Regina 
Co. 

Send  for  particulars  on  territory 
arrangements. 

The  Regina  Phonograph  Co. 


MANUFACTURERS 


RAHWAY 


NEW  JERSEY 


Record  Business 

'T'HE  Whitsit  organi- 
zation  is  paying 
close  attention  to  the 
dealers'  activities  in 
connection  with  the  de- 
velopment of  Victor 
record  business.  Our 
facilities  and  experience 
are  at  your  disposal — 
why  not  take  advant- 
age of  it? 


June  15,  1923 


THE   TALKING   MACHINE  WORLD 


185 


WORLD'S  CLASSIFIED  ADVERTISING 

Any  member  of  the  trade  may  forward  to  this  office  a  "Situation"  advertisement 
intended  for  this  Department  to  occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without  cost.  Additional  space  will 
be  at  the  rate  of  25c.  per  line.  If  bold  faced  type  is  desired  the  cost  of  same  will  be 
25c.  per  line.    Rates  for  all  other  classes  of  advertising  on  application. 


WANTED— Salesman,  outside.  Salary  and 
commission.  Represent  Victrola,  Sonora  and 
Cheney  lines.  Excellent  opportunity  for  right 
man.  Apply  Estey  Co..  Seventeenth  and  Wal- 
nut Sts.,  Philadelphia.  Pa. 

WANTED  —  A  number  of  live-wire,  thor- 
oughly experienced  talking  machine  salesmen. 
Will  pay  $60  a  week  and  commission,  which 
will  approximate  $100  a  week  earnings  to  the 
right  applicant.  Call  to  see  Saul  Bims,  111 
Second  Ave.,  New  York,  N.  Y.,  any  morning 
between  10  and  12  o'clock. 


POSITION  WANTED  —  Salesmanager. 
Thorough  knowledge  of  phonograph  and  music 
business,  both  wholesale  and  retail.  Experienced 
advertiser,  also  capable  office  manager,  have  had 
several  years'  experience  in  sales  engineer  work 
on  the  road.  Would  accept  traveling  position. 
Wish  to  locate  in  Southern  California,  at 
present  manager  of  exclusive  phonograph 
department.  Excellent  record  and  references. 
Address  "Box  1296,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 

SALESMEN  WANTED— Well  known  wood- 
working concern  has  commission  proposition 
for  salesmen  traveling  established  territory. 
Calling  on  talking  machine  and  piano  trade. 
Kindly  state  territory,  length  of  time  traveled, 
lines  handled  and  give  references.  Address 
"Box  1298,"  care  The  Talking  Machine  World, 
373  Fourth  Ave.,  New  York,  N.  Y. 

POSITION  WANTED — Manager  with  intimate  knowl- 
edge of  Victrolas,  records  and  merchandising  methods 
gained  through  eight  years'  experience  and  study;  backed 
by  highly  successful,  clean  career;  is  receptive  to  offer  for 
connection  with  greater  possibilities.  Amply  qualified  to 
handle  advertising,  selling,  sales  force,  ordering,  etc.  Ke^ 
liable  references  as  proof  on  request.  Address  Box  1297, 
care  The  Talking  Machine  World,  373  Fourth  Ave.,  New 
York,  N.  Y. 

POSITION  WANTED— An  exceptionally  able  recordirig 
man  with  several  valuable  inventions,  relating  to  record- 
ing and  records  wishes  to  accept  position  or  make  con- 
nections as  recorder.  Makes  highest  quality  of  waxes  and 
all  recording  tools.  Can  demonstrate  unusually  high-grade 
results.  Address  "Box  1280,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 


FOR  SALE 

18-£t.  double-face  upright  electric  sign,  with 
Victrola  in  one-foot  electric  letters  on  each 
side.  In  good  condition.  Cost  $250.  Will 
sell  for  $125  f.o.b.  Warren,  Pa.  Address 
Metzger-Wright  Co.,  Warren,  Pa. 


FOR  SALE 

Exclusive  Brunswick  shop  in  city  of  over 
100,000  population.  Cheap  buy  for  quick 
buyer.  Fully  equipped,  well  established.  Ad- 
dress "Box  1294,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 


CARVED  LEGS 

Eight  designs  in  gum,  oak  and  ma- 
hogany. Prices  reduced.  Send  for  cir- 
cular. Klise  Mfg.  Co.,  Grand  Rapids, 
Mich. 


FOR  SALE 

Three  Unico  demonstrating  rooms,  size  6  by 
9  each,  ivory  finish,  sound  proof.  Also  four 
Unico  record  racks,  each  with  capacity  of 
one  thousand  records.  For  price  and  details 
apply  to  "Box  477,"  Charlottesville,  Va. 


The  Fox  Co.,  San  Antonio,  Tex.,  has  moved 
its  talking  machine  department  from  the  rear 
of  the  establishment  to  a  prominent  position  in 
the  front  of  the  store.  The  concern  handles  the 
Victor  and  Columbia  lines. 


Unusual  Victor 
Opportunity 

The  leading  music  store  in 
a  large  city  in  Michigan,  prin- 
cipally Victrolas  and  Victor 
Records,  established  eleven 
years,  is  for  sale — no  charge 
for  good  will. 

Furniture  and  fixtures,  in- 
cluding six  excellent  demon- 
strating rooms,  $6,800 — in- 
ventory $25,000. 

Address  Box  1291,  Talking 
Machine  World,  373  Fourth 
Avenue,  New  York. 


SPRINGS 

VICTOR 

Ii4"x.022xl7',  bent  each  end  No.  6543  $.57 

li4"x. 022x18'  6"  marine  ends  No.  3014  .58 

l%"x.022xl7'  marine  ends  No.  3014  .65 

lH"x.022xl7'  bent  arbor  No.  5362  .57 

lJ4"x.022xl3'  bent  arbor  No.  6423  .60 

lH"i.022x9'  bent  arbor  No.  6427  .42 

l%"x.022x9',  bent  each  end  No.  654d  .42 

l"x.020xl3' 6"  marine  ends  No.  2141  .32 

l"x.020xl5'  marine  ends  No.  3333  .85 

l"x.020xl5'  bent  arbor  No.  63&4  .88 

l"x.020xl5',  bent  each  end  No.  6548  .43 

%"i.020x»'  marine  ends  No.  »88  .29 

COLUMBIA 

l"x.028xl0'  Universal  No.  2951  .83 

l"x.028xll'  Universal  No.  2951  .35 

l"x.030xll'  hook  ends  45 

l"xll'  for  motor  No.  1  No.  1219  .35 

HEINEMAN 

l"x.025xl2'  motors,  Nos.  33  &  77  33 

1  3/16"x.026xl9',  also  Path6  76 

1  3/16"x.02«xl7'   No.  4  £0 

MEISSKLBACH 

%"xl0'  motors,  Nos.  9  &  10  29 

l"x9'  motors,  Nos.  11  &  12  29 

l"xl6'  motors,  Nos.  16,  17  &  19  49 

2"x.022xl6',  rectangular  hole,  18kl0   1.20 

SAA1.-8IL.VERTONE 

l"x.027xlO',  rectangular  hole  No.  144  .42 

l"x.027xl3',  rectangular  hole  No.  145  .48 

l"i.027il6',  rectangular  hole  No.  146  .68 

BRUNSWICK 
l"x. 025x12',  rect'gular  hole.  regular.No.  201  .45 
l"x.025xl8',  rect'gular  hole,  regular.No.  401  .60 

KBASBERG 
l"xl2'  motor  2A,  pear-shape  and  rect.  holes  .45 

l"xl6'  motor  3  &  4,  on  outer  end  55 

EDISON  DISC 

l%"x. 028x25',  regular  size  disc  motors   1.25 

l"x.032xll'.  Standard   .56 

15/16",   Home  70 

1  5/16"xl8'  type  A  150,  old  style  disc   1.28 

1"   Amherola  30-50-75  66 

1  1/16",  B  80   1.15 

SUNDRIES 

l"x.025xl6'  rectangular  hole  50 

l"x. 02.5x16',  pear-shaped  hole  50 

%"x. 023x10',  marine  ends,  Hein.  Col.,  etc  29 

%"x.025xlO',  marine  ends,  Hein.  Col.,  etc  27 

%"x.020x9',  marine  ends  21 

%"x.020x9',  marine  ends  18 

Victor  Got.  springs.  No.  1729  per  100  .96 

Victor  Got.  spring  screws.  No.  3304.. per  100  .92 

Victor  Got.  balls,  n/style.  No.  3302  each  .07 

Victor  Got.  spring  screw  washer  per  100  .72 

Columbia  Got.  springs,  No.  3510  per  100  .95 

Columbia  Got.  spring  screws.  No.  439.  per  100  .92 
Columbia  Gov.  spring  screw  washers. per  lOO  .72 
Columbia  Got.  ball,  lead,  flat  and  spring...  .08 
Columbia  Got.  ball,  new  style  &  spring...  .OS 
Turntable  felts,  all  wool,  green,  10",  round.  .15 
Turntable  felts,  all  wool,  green,  12",  round.  .18 
Terms,  2%  cash  with  order. 

TALKING  MACHINE  SUPPLY  CO,,  PARK  RIDGE,N.J. 


FOR  SALE 

Or  on  royalty  basis,  patent  No.  1447923  record 
lifter,  a  simple  and  efficient  device  for  facilitating 
rtrmoval  of  records  from  turntable  of  talking  ma- 
chines. For  fnil  particulars  address  J.  E.  Chris- 
tensen,  6332  Stewart  Ave.,  Chicago,  III. 


PHONOGRAPH  SALESMEN 

An  established  company,  manufacturing 
a  high-grade  line  of  talking  machines,  is 
entering  upon  a  sales  campaign  to  extend 
and  more  thoroughly  work  its  field  of  oper- 
ations. 

High-grade  men  of  character  and  respon- 
sibility who  have  had  experience  in  selling 
phonograph  and  furniture  lines  to  the  bet- 
ter class  of  dealers  are  offered  an  enviable 
opportunity  to  make  a  connection  through 
which  they  can  develop  a  permanent  and 
profitable  business. 

Remuneration  is  on  a  strictly  commission 
basis,  but  arrangements  may  be  made  for 
a  drawing  account  against  commissions  to 
assist  the  representative  in  financing  him- 
self until  his  territory  is  somewhat  devel- 
oped. 

Give  full  particulars  as  to  age,  domestic 
conditions,  past  experience,  whether  now 
employed,  territory  j'ou  are  familiar  with 
and  such  other  data  as  will  assist  in  the  in- 
telligent selection  of  men  to  comprise  a 
permanent,  efficient  and  creditable  sales  or- 
ganization. 

All  replies  considered  confidential. 

Address  "Box  1293,"  care  The  Talking 
Machine  Word,  373  Fourth  Ave.,  New  York, 
N.  Y. 


FACTORY  FOR  SALE 

Modern  brick  wood-working  plant,  40,000 
sq.  ft.  floor  space,  equipped  with  modern 
wood-working  machinery.  Sprinkler  sys- 
tem throughout.  Buildings  practically  new. 
Located  on  main  line  and  switch  track 
within  one  hour's  ride  of  Chicago.  Address 
"Box  1295,"  care  The  Talking  Machine 
World,  373  Fourth  Ave.,  New  York,  N.  Y. 


VICTOR  FRANCHISE 

FOR  SALE— In  a  city  of  20,000  people,  lo- 
cated within  five  miles  of  one  of  the  most 
famous  beaches  on  the  Atlantic  Coast.  A 
store  that  sells  both  the  Victor  and  Colum- 
bia products.  Established  IS  years.  Also 
carries  a  full  line  of  stationery,  magazines 
and  gift  wares.  Can  be  bought  either  with 
or  without  lease  accounts  now  in  force. 
About  $10,000  required.  Terms  may  be  ar- 
ranged for  the  proper  party.  Please  do 
not  answer  this  ad  unless  you  are  prepared 
to  do  business.  Address  "Box  1292,"  care 
The  Talking  Machine  World,  373  Fourth 
Ave.,  New  York,  N.  Y. 


FOR  SALE 

At  a  sacrifice.  A  $2,000  stock  of  plionographs  and 
records.  Exclusive  Columbia  and  Vocalion  Agency 
in  live  Western  Pennsylvania  city.  Good  location. 
Low  rent.  Population  served,  about  20,000.  A  real 
opportunity  for  a  live  wire,  as  liave  other  business 
and  can't  liandle  both.  Cash  or  terms.  Address 
M.  C.  Sullivan,  Corry,  Pa. 


PATENT  FOR  SALE 

Automatic  needle  holder  for  talking  machines,  pat- 
ent No.  1454489,  May  8,  1923.  Pressure  with  two 
fingers  will  release  and  drop  used  needle,  inserting 
new  needle  and  releasing  the  two-finger  pressure  is 
all  that  is  done.  Offers  for  sale  of  patent  or  royalty 
contract  to  H.  F.  Schelling,  100  Fifth  Ave.,  New 
York,  N.  Y. 


FOR  SALE 

The  best  Victrola  and  Columbia  agency 
in  the  best  city  in  the  North'west — 
DULUTH,  Minn.  Address  Taylor- 
Morehouse  Co.,  13  Second  Ave. 
West,  Duluth,  Minn. 


FOR  SALE 

Owing  to  press  of  wholesale  business 
we  offer  any  of  our  chain  retail  stores 
for  sale.  Address  Wilson-Broadway 
Music  Co.,  1142  Wilson  Ave.,  Chicago, 
111. 
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EUtOPEAN  HEADQUARTER 

IhUI^^^^^   I  ml  %     2 GR.ESHAM  [5LDG.,BASINGHALLST..E.C. LONDON  ' 


W.  LIONEL  STURDY.  MANAGER 


Portable  Instmments  Loom  Up  as  Dealers' 
Best  Sales  Possibility  —  Good  Music  on 
Records  Becoming  More  Popular  With  Public 
— Columbia's  Satisfactory  Annual  Statement — 
"H.  M.  V."  Window  Contest  a  Success — Ad- 
vocate Standard  Speed  for  Playing  Records — 
Plans  for  British  Empire  Exhibit — Irish  Duty 
on  Gramophones — Other  Important  News 


London,  E.  C,  June  3. — At  this  time,  when 
traders  are  apt  to  experience  a  falling  off  of 
business,  and  in  the  gramophone  trade  particu- 
larly, it  is  some  comfort  that  the  Board  of  Trade 
returns  for  last  month  show  an  improvement 
over  the  previous  figures.  The  total  increase  is 
not  great,  but  the  very  fact  that  progress  is  be- 
ing made  should  act  as  a  stimulant  towards 
better  efifort  in  the  creation  and  maintenance 
of  gramophone  trade  during  the  coming  Sum- 
mer months.  Portable  machines  offer,  perhaps, 
the  best  prospect  of  sales  just  novf  and  it  is  sig- 
nificant of  this  that  most  of  the  manufacturers 
are  concentrating  attention  on  such  instruments. 
The  dealers'  windows  show  a  live  appreciation 
of  the  possibilities  of  portable  gramophone  sales 
and,  in  fact,  quite  a  nice  trade  is  being  done. 

Of  trade  in  records  dance  selections  still  hold 
the  field,  sales  being  exceptionally  good.  The 
demand  is  expected  to  ease  up  presently,  but  a 
fair  standard  of  trade  will,  it  is  believed,  re- 
main in  this  class  of  record  even  during  the 
Summer. 

One  aspect  of  trade  in  records  that  has  es- 
caped public  comment  until  recently  is  the  fact 
that  there  is  an  undoubted  growing  demand 
from  the  British  public  for  classical  and  better- 
class  music.  At  one  time,  not  so  many  years 
ago,  issues  of  records  mainly  comprised  so- 
called  topical  songs  and  musical  "hits"  of  the 
music  halls  and  theatres.  It  was  believed  by 
most  companies — and  was,  no  doubt,  true — that 
bulk  sales  were  only  possible  by  the  compila- 
tion and  issue  of  lists  which  excluded  the  works 
of  the  great  masters  and  the  standard  ballads  of 
the  Victorian  era.  Only  an  occasional  title  of 
this  class  figured  on  the  various  monthly  pro- 
grams, for  they  were  not  regarded  as  profitable 
"commercial"  records.  The  progress  of  gramo- 
phonic  development,  the  high  efficiency  of  re- 
producing machines  and  recording  may  fairly 
be  held  responsible  for  the  gradual  and  increas- 
ing appreciation  of  really  good  music.  The 
gramophone  is  a  public  educational  medium;  its 
general  use  in  the  schools  of  this  country  is 
alone  a  sufficient  recognition  of  this  fact.  In 
the  main  it  may,  therefore,  be  said  that  the  is- 
sue of  classical  masterpieces  and  better-class 


standard  works  is  no  longer  an  unprofitable  fea- 
ture of  British  gramophone  trade.  Let  the  good 
work  continue. 

Columbia's  First  Public  Balance  Sheet 

The  first  annual  report  and  accounts  of  the 
Columbia  Graphophone  Co.,  Ltd.,  London,  has 
been  made  public.  It  covers  a  period  of  fifteen 
months,  ending  March  31  last.  On  a  capital  of 
£200,000  the  net  profit  of  £56,689/3/10  for  this 
period  must  be  regarded  as  very  satisfactory, 
conditions  of  trading  considered.  After  deduct- 
ing £50,000  representing  debit  balance  as  of  De- 
cember 31,  1921,  less  provision  for  bad  debts 
overestimated,  the  directors  recommend  that 
the  balance  of  £6,689/3/10  (subject  to  taxation) 
be  carried  forward.  A  significant  indication  of 
the  difficulty  of  collections  at  this  time  is  the 
fact  that  no  less  a  sum  than  £90,982/11/3  is 
outstanding,  less  a  reserve  for  bad  debts.  Mat- 
rices, patents,  trade-marks,  copyrights,  furni- 
ture, good-will,  etc.,  London  and  Milan,  stand 
at  the  nominal  figure  of  £1.  Altogether  the 
balance  sheet  would  therefore  indicate  a  very 
healthy  showing  with  good  promise  of  dividends 
for  shareholders  during  the  present  fiscal  year. 

At  the  annual  general  meeting,  held  May  10 
at  the  Columbia  offices,  Louis  Sterling,  in  the 
chair,  said  in  part:  "During  the  period  under 
review  the  sales  were  the  largest  in  the  com- 
pany's history  and  shareholders  would  be  inter- 
ested to  learn  that  in  the  first  quarter  of  this 
year,  January  1  to  March  31,  the  sales  were  al- 
most 50  per  cent  in  excess  of  those  for  the  cor- 
responding quarter  of  1922.  .  .  .  They  were  still 
making  improvements  in  the  quality  of  their 
products  and  had  every  anticipation  that  the 
current  year  would  be  a  very  successful  one  for 
the  company."  The  report  and  accounts  were 
adopted  and  the  retiring  directors  re-elected. 
The  "H.  M.  V."  Window  Display  Competition 

Great  success  attended  the  first  "His  Master's 
Voice"  window-dressing  competition,  not  mere- 
ly from  the  point  of  view  of  the  heavy  number 
of  entries,  report  the  judges,  but  also  with  spe- 
cial regard  to  the  high  standard  aimed  at  by 
most  of  the  competitors,  The  first  prize  of 
£25  went  to  Dale,  Forty  &  Co.,  of  Birmingham, 
whose  excellently  designed  window  display  ex- 
ampled  what  may  be  attained  by  little  expense, 
great  thought  and  originality.  Other  prizes 
awarded  were:  Second,  £20;  third,  £15; 
fourth,  £10;  fifth,  £5,  and  twenty  consolation 
prizes  of  £1  each.  The  first  five  winning  dis- 
plays are  pictorially  reproduced  in  this  month's 
Voice, 

The    second   competition,   "Instruments  and 

Accessories"  being  the  subjects  for  display,  com- 


menced May  14  and  lasted  the  week  through. 
These  window  display  competitions  are  regard- 
ed as  one  of  the  best  sales  stimulants  that  can 
be  devised,  apart  from  press  advertising,  for 
the  encouragement  of  retailers  during  a  period 
when  trade  inclines  to  slacken  somewhat.  The 
number  of  entrants  clearly  shows  how  much 
dealers  recognize  and  appreciate  the  value  of 
"making  an  effort." 

"His  Master's  Voice"  Special  Wagner  Records 

The  trade  has  evinced  great  interest  in  the 
new  Wagnerian  gramophone  records  of  "The 
Valkyrie"  and  "The  Rheingold."  Popular  the 
world  over,  both  these  operas  are  appropriate- 
ly treated  by  the  recording  experts  of  "His 
Master's  Voice,"  the  result  being,  in  the  words 
of  Albert  Coates:  "These  Wagnerian  records 
represent  a  new  and  ambitious  effort  in  the  art 
of  the  gramophone."  Of  course,  in  their  re- 
cording only  eminent  artists  have  contributed, 
Albert  Coates  himself  conducting  the  orchestral 
performances.  Doubtless,  these  fine  recordings, 
if  not  already  on  the  Victor  program,  will  soon 
be  issued  by  that  company. 

A  Standard  Speed  Advocated 

The  question  of  a  standard  speed  for  the  play- 
ing of  various  classes  of  records  is  again  to  the 
fore.  This  subject  is  of  the  hardy  annual  order, 
yet  is,  nevertheless,  one  of  sufficient  importance 
to  warrant  careful  consideration  by  record  man- 
ufacturers. A  scribe  of  the  Westminster  Ga- 
zette pertinently  remarks  in  a  recent  issue  of 
that  journal:  "Until  the  recording  companies 
make  up  their  minds  to  manufacture  records  at 
a  standard  reproducing  speed  many  gramo- 
phone users  will  continue  to  get  most  appalling 
results  even  from  first-class  records  and  with 
first-class  machines."  Certainly,  there  is  a  case 
for  adopting  the  practice  of  stating  on  each 
record  the  correct  speed  at  which  it  should  be 
played. 

Brief  Paragraphs  of  Interest 

Students  of  wireless  and  listeners-in  will  ap- 
preciate the  provision  of  complete  Morse  code 
on  gramophone  records.  The  "His  Master's 
Voice,"  Columbia  and  Winner  companies  have 
now  recorded  the  Morse  language. 

It  is  good  news  that  F.  W'ard,  the  popular 
sales  manager  of  the  Duophone  Syndicate,  who 
recently  underwent  an  operation  for  appendi- 
citis, has  now  completely  recovered, 

A  bill  for  100,800  marks  for  one  night  at  the 
Hotel  Central,  Berlin,  is  not  so  formidable  when 
one  remembers  that  the  exchange  rate  is  some- 
where about  170,000  to  the  £  sterling.  That 
was  the  experience  of  Percy  Willis,  sales  man- 
ager of  J.  E.  Hough,  Ltd.,  when  passing  through 
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Berlin  on  his  way  to  the  Scandinavian  countries 
on  the  occasion  of  a  recent  trade  tour  in  the  in- 
terests of  Edison-Bell  and  Winner  products. 

About  the  time  of  penning  these  lines  dele- 
gates to  the  Buxton  Music  Trades  Convention 
are  planning  departure.  I  hope  to  report,  next 
issue,  the  convention  doings. 

One  of  the  delegates  to  the  Atlantic  City  Ad- 
vertising Convention  from  this  side  is  Herbert 
C.  Ridout,  the  well-known  advertising  manager 
of  the  Columbia  Graphophone  Co.,  Ltd.,  Lon- 
don. 

The  first  concert  at  which  Edison  records 
were  tested  side  by  side  with  the  actual  artistes 
was  held  at  Liverpool  this  month  and  is  referred 
to  elsewhere  in  this  issue. 

British  Empire  Exhibition,  1924 

As  has  already  been  mentioned,  the  Federa- 
tion of  British  Music  Industries  has  entered  into 
a  contract  with  the  British  Empire  Exhibition 
Authorities,  under  which  the  Federation  will  as- 
sume control  of  the  Music  Trades'  Section.  The 
Federation  invites  immediate  application  from 
those  firms  which  desire  to  exhibit,  as  the  ar- 
rangements entered  into  for  space  will  necessi- 
tate intending  exhibitors'  early  decision. 
Broadcasting  Troubles 

Of  late  the  wireless  business  has  considerably 
dropped,  the  demand  for  receiving  sets  decreas- 
ing each  week.  This  may  have  something  to 
do  with  the  finer  weather,  but,  undoubtedly, 
sales  have  been  affected  by  the  criticism  and 
attacks  on  the  British  Broadcasting  Co.  and  the 
company's  failure  to  arrive  at  a  settlement  with 
the  Postmaster  General  over  the  issue  of  a  third 
license. 

Federation  Broadcasted  Lectures 

The  British  Broadcasting  Co.'s  arrangements 
with  the  Federation  for  a  weekly  lecture  on 
musical  art  are  about  to  develop  in  a  manner 
which  will  greatly  increase  the  educational  value 
of  the  scheme.  It  has  been  agreed  by  the  com- 
pany that  these  lectures  shall  be  followed  by  a 
musical  program  of  good  artistic  quality,  such 
program  to  be  provided  by  the  Federation  and 
the  concert  to  be  given  under  its  auspices. 
Irish  Free  State  Imports  Duty 

Since  the  institution  of  a  fiscal  tariff  on  goods 
entering  the  Irish  Free  State  it  has  been  clearly 
defined  that  gramophone  goods,  about  which 
there  was  some  doubt,  do  come  under  the  act. 
The  custom  charges  imposed  have  necessitated 
a  revision  of  retail  prices  and,  in  advising  the 
Irish  trade  of  this,  the  Gramophone  Co.,  Ltd., 
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states:  "In  future  special  Irish  Free  State  edi- 
tions of  our  various  catalogs  and  lists  will  be 
issued  and  the  dealers  (in  the  districts)  con- 
cerned are  again  asked  to  note  that  any  sale  or 
offer  for  sale  of  'His  Master's  Voice'  products 
at  prices  other  than  those  given  in  the  Irish 
Free  State  editions  is  a  breach  of  their  price 
maintenance  agreement  with  us." 

Big  Steamships  to  Carry  Grafonolas 
A  tribute  to  Columbia  instrument  efficiency 
has  been  paid  by  the  management  of  the  Orient 


Line.  To  its  order  the  Columbia  Co.  has  in- 
stalled Grafonola  No.  21  models  on  no  less 
than  seven  of  the  big  liners  controlled  by  the 
Orient  Co.  Talking  machines  as  part  of  the 
entertainment  service  are  becoming  a  recog- 
nized thing  on  ocean  liners,  being  well  appre- 
ciated by  the  passengers.  In  the  case  men- 
tioned the  instruments  are  of  oak,  table  grand 
style,  mounted  on  specially  constructed  Colum- 
bia record  filing  cabinet  with  capacity  for  a 
large  selection  of  records. 


FORMAL  OPENING  AT  LONG  BEACH 


Long   Beach    (Cal.)    Music    Co.   Provides  an 
Elaborate  Program  to  Mark  the  Event 


Long  Beach,  Cal.,  June  2. — The  formal  open- 
ing of  the  Long  Beach  Music  Co.  took  place 
recently,  and  the  program  for  the  occasion  in- 
cluded some  of  the  most  accomplished  artists 


and  entertainers  from  this  community.  Harry 
Young,  J.  Anderson  and  Rena  DeMoss  are  the 
proprietors  of  the  new  business.  They  will 
handle  the  Edison  phonographs  and  records, 
Baldwin  pianos,  and  the  Welte-Mignon  repro- 
ducing rolls.  There  will  also  be  a  full  stock  of 
sheet  music,  including  both  the  standard  and 
popular  numbers.  This  is  undoubtedly'  one  of 
the  most  artistic  stores  on  the  coast. 


"T  TTl  YOU  handle  or  are  thinking  of  handling  other 
-L  J?  products,  in  addition  to  talking  machines  and 
records— you  need  THE  MUSIC  TRADE 
REVIEW,  which  is  the  most  authoritative  and  informa- 
tive business  paper  at  your  command,  covering  every 
branch  of  the  music  industry — pianos,  players,  repro- 
ducers, organs,  automatics,  band  instruments,  musical 
merchandise,  small  goods,  sheet  music,  talking  ma- 
chines, etc.,  etc. 

Forty  to  fifty  feature  articles,  showing  how  the  other 
fellow  is  increasing  his  profits,  appear  each  month 
in  THE  REVIEW— That's  why  it  is  the  most  profit- 
able weekly  paper  in  the  field  for  you  to  read  and 
why  it  will  assuredly  help  you  increase  your  profits. 

S2  Brings  You  52  Issues  of  The  Review. 
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Washington,  D.  C,  June  S. — Horn.  Carl  J. 
Schinitt,  Brooklyn,  N.  Y.    Patent  No.  1,449,843. 

This  invention  has  for  its  object  to  provide 
a  horn  adapted  to  influence  a  vibrating  air  col- 
umn in  such  a  manner  as  to  increase  the  pleas- 
urable sensation  desired  to  be  produced  on  the 
auditory  nerves. 

Figure  1  is.  a  longitudinal  vertical  section 
through  a  phonograph  horn  and  its  enclosing 


cabinet.  Fig.  2  a  lateral  section  of  the  horn 
shown  in  Fig.  1  following  approximately  the 
center  of  the  horn  and  showing  the  face  of 
the  attaching  block;  and  Fig.  3  a  top  perspective 
of  the  upper  edge  and  a  portion  of  the  top  of 
the  horn  shown  in  Fig.  1  illustrating  the  nature 
of  the  wood  from  which  the  horn  is  made. 

Phonograph  Reproducer.  Albert  B.  Rehn, 
Philadelphia,  Pa.    Patent  No.  1,452,094. 

This  invention  relates  to  phonograph  repro- 
ducers, and  it  contemplates,  first,  an  improved 
reproducer  constructed  so  as  to  .  interfere  as 
little  as  possible  with  the  delivery  of  the  sound- 
waves into  the  atmosphere  and  so  that  at  the 
same  time,  'if  the  reproducer  is  pivoted  to  its 
support  as  is  usual,  it  will  stand  in  convenient 
relation  to  such  support  for  the  facile  perform- 
ance of  its  pivotal  movements;  arid,  second,  in 
such  a  combination  of  a  sound-box  of  the  class 
having  opposite  spaced  upright  diaphragms  and 
a  forked  stylus  device  whose  arms  are  in  vibra- 
tion-transmitting relation  to  the  respective  dia- 


phragms that  adjustment  may  be  effected  to 
vary  the  tension  of  the  said  arms  and  hence 
of  the  diaphragms. 

In  said  drawing  Figure  1  is  a  side  elevation 
of  the  first-mentioned  form;  Fig.  2  is  a  sec- 
tional view  on  line  2 — 2,  Fig.  1;  Fig.  3  is  a 
plan  of  said  form;  Fig.  4  is  an  enlarged  frag- 
mentary transverse  sectional  view  in  the  plane 
of  a  certain  stud  t  appearing  in  Fig.  1;  Fig.  5 
is  a  side  elevation  of  the  second-mentioned 
form;  Fig.  6  is  a  front  elevation,  partly  in  sec- 
tion, of  the  same,  and  Fig.  7  is  an  enlarged 
fragmentary  sectional  view  of  said  second-men- 
tioned form. 

Phonographic  Apparatus.  Henry  P.  Clausen, 
Mamaroneck,  N.  Y.,  assignor  to  Western  Elec- 
tric Co.,  Inc.,  New  York.    Patent  No.  1,452,361. 

This  invention  relates  to  phonographic  appa- 
ratus and  the  object  is  to  prevent  the  irregular 
vibrations  of  the  moving  systems  in  the  record- 
ing or  reproducing  machines  from  being  com- 
municated to  the  operating  or  operated  mem- 
ber, according  to  whether  the  device  is  for  re- 
cording or  reproducing. 

In  general,  the  invention  provides  for  mount- 
ing the  operating  or  operated  member,  such  as 
a  diaphragm,  spaced  from  the  stylus,  and  di- 
rectly connecting  it  thereto  by  a  longitudinally 
moving  member,  instead  of  the  usual  lever  sys- 
tem. Specificallv,  the  invention  provided  for 
directly  connecting  the  operating  or  operated 
member  to  the  stylus  when  these  elements  are 
in  spaced  relation,  by  means  of  a  longitudinally 


curved  element,  preferably  a  wire  which  is  rela- 
tively inflexible  longitudinally  and  relatively 
flexible  transversely,  but  restrained  from  vibrat- 
ing transversely  by  energy-absorbing  material 
engaging  its  sides. 

In  accordance  with  another  feature,  the  in- 
vention provides  a  single  reproducer  coupled  to 
a  plurality  of  styli  and  records  for  combining 
the  reproductions  from  a  plurality  of  records. 

Referring  to  the  drawings.  Figure  1  is  a  side 
elevation  partially  in  section  of  one  form  of  the 
invention  as  applied  to  a  reproducer  for  use 
with  a  "hill  and  valley"  type  of  phonographic 
record;  Fig.  2  is  a  plan  view  of  a  reproducer 
for  use  with  a  "transversely  grooved"  type  of 
record;  Fig.  3  is  a  cross  section  of  a  reproducer 
in  which  a  plurality  of  sound  boxes  are  operated 
by  a  common  translating  member;  Fig.  4  is  a 
side  elevation  partially  in  section,  of  a  form 
of  the  invention  in  which  two  separate  records 


can  be  reproduced  simultaneously  through  the 
medium  of  a  single  reproducing  sound  box  com- 
mon to  the  two  records;  Fig.  5  shows  a  form 
of  tlie  invention  designed  to  telephonically  re- 
produce the  matter  recorded;  Fig.  6  is  a  rear 
elevation  of  a  reproducer  for  use  with  both  "hill 
and  valley"  and  "transversely  grooved"  types 
of  record;  Fig.  7  is  a  detailed  side  elevation 
thereof  showing  the  method  of  supporting  the 
stylus  and  translating  members  extending  from 
the  stylus  to  the  respective  sound  boxes;  and 
Fig.  8  is  a  sectional  view  in  perspective  of  the 
means  used  for  translating  movement  between 
the  stylus  and  the  diaphragm  of  the  sound 
boxes. 

Phonograph  Doll.  Samuel  Haskell,  Brook- 
lyn. N.  Y.    Patent  No.  1,451,022. 

This  invention  relates  to  talking  dolls  and  in 
particular  to  a  doll  wherein  is  contained  a  rec- 
ord and  its  operating  mechanism.  An  object  of 
the  invention  is  to  provide  a  doll  more  particu- 
larly in  the  form  of  a  toy  which  will,  together 
with  a  base,  embody  a  small  phonograph  upon 
which  may  be  played  miniature  records,  these 
records    having  any   short    selection   or  story 


thereon  and  which  when  being  played  will  give 
the  impression  of  a  talking  doll. 

Figure  1  is  a  side  elevation  of  a  doll  and 
pedestal  therefor  partly  in  section  and  showing 
the  position  of  the  sound-projecting  member 
relatively  to  the  doll  body;  Fig.  2  is  a  front 
view  of  the  deyice  as  illustrated  in  Fig.  1,  the 
same  also  being  in  partial  section;  and  Fig.  3 
is  a  perspective  view  of  the  reproducing  mem- 


ber which  translates  the  vibrating  motions  of 
the  needle  into  sound. 

Amplifier  for  Talking  Machines.  Joseph  F. 
Biggs,  Richmond,  Va.    Patent  No.  1,450,241. 

This  invention  relates  to  an  improved  ampli- 
fier for  use  in  connection  with  a  cabinet  talking 
machine  wherein  ample  space  is  afforded  in  the 
rear  of  the  cabinet  for  housing  the  amplifier 
in  such  a  manner  that  the  rear  wall  of  the  am- 
plifier assumes  a  position  in  parallelism  with 
the  back  of  the  cabinet.  It  is  also  to  be  noted 
that  the  forward  part  of  the  cabinet  aflfords  am- 
ple space  for  an  improved  combination  record 
rack  and  ejector  as  set  forth  in  the  co-pending 
application  of  Joseph  F.  Biggs,  Serial  Number 
403,176,  filed  August  12,  1920. 

It  is  also  the  aim  to  provide  an  amplifier  of 
relatively  large  proportions  whereby  the  sound 
waves  or  vibrations  are  considerably  amplified. 

Another  object  is  to  provide  an  amplifier 
which  is  of  stream  line  design  and  connected 
to  the  tone  arm  downwardly  from  the  motor 
board  and  curved  in  order  to  arch  under  the 
motor  and  deliver  the  sound  into  a  chamber  at 
one  end  of  the  cabinet. 

Still  another  object  is  to  provide  an  amplifier 
of  relatively  large  proportions  and  of  stream 
line  design,  as  shown,  with  an  aim  to  not  only 
considerably  amplify  the  sound  waves,  but  also 
to  produce  tones  more  natural.  In  attaining 
this  result  through  extensive  tests  by  means  of 
the  stream  line  design  and  curved  formation  of 
the  amplifier  it  has  been  found  necessary  to 
retard  the  vibrations  or  sound  waves  on  one  of 
the  curved  walls  of  the  amplifier  relatively  to 
the  vibrations  on  an  opposite  curved  wall. 
.-Vlso,  in  order  to  accomplish  this  result,  it  has 
been    found   that,   by   providing  angular  abut- 


ments  and  especially  terminating  the  shorter 
curved  wall  in  a  chamber  or  pocket,  the  vibra- 
tions or  sound  waves  are  retarded. 

Figure  1  is  a  vertical  cross  sectional  view  of 
a  cabinet  talking  machine  showing  the  improved 
amplifier  as  mounted  therein,  showing  the 
chamber  or  pocket  at  the  end  of  the  short- 
curved  wall  thereof.  Fig.  2  is  a  longitudinal 
sectional  view  on  the  line  2 — 2  of  Fig.  1,  also 
showing  the  pocket  or  chamber  at  the  terminus 
of  the  short-curved  wall.  Fig.  3  is  a  perspective 
view  of  the  amplifier  shown  in  Figs.  1  and  2. 
Fig.  4  is  a  longitudinal  sectional  view  through 
a  cabinet  talking  machine  show-ing  another 
form  of  amplifier  mounted  therein,  wherein  the 
short-curved  wall  of  the  amplifier  terminates  in 
an  angular  portion  acting  to  retard  the  vibra- 
tions and  render  them  more  natural.  Fig.  5  is 
a  detail  perspective  view  of  the  amplifier  shown 
in  Fig.  4. 

Magazine  Phonograph.  Louis  J.  Thon,  Marsh- 
field.  Wis.    Patent  No.  1,451,282. 

This  invention  relates  to  improvements  in 
magazine  phonographs,  and  the  main  objects 
are: 

First,  to  provide  an  improved  magazine  pho- 
nograph adapted  for  disc  records.  Second,  to 
provide  an  improved  magazine  phonograph  in 
which  the  records  are  automatically  brought  to 
playing  position.  Third,  to  provide  an  im- 
proved magazine  phonograph  in  which  the  rec- 
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ord  may  be  repeated  or  any  record  of  the  mag- 
azine selected.  Fourth,  to  provide  an  improved 
magazine  phonograph  for  disc  records  which 
is  comparatively  compact  and  simple  in  struc- 
ture. 

Figure  1  is  a  front  elevation  of  a  structure 
embodying  the  features  of  the  invention,  the 
magazine  and  motor  being  illustrated  by  dotted 
lines.  Fig.  2  is  a  detail  horizontal  section  on  a 
line  corresponding  to  line  2 — 2  of  Fig.  1,  the 
motor  being  shown  conventionally  in  full  lines. 
Fig.  3  is  a  detail  view  partially  in  vertical  sec- 
tion on  a  line  corresponding  to  line  3 — 3  of 
Fig.  2.  Fig.  3a  is  an  enlarged  detail  section  on 
a  line  corresponding  to  line  3a — 3a  of  Fig.  3. 


Fig.  4  is  a  detail  vertical  section  on  a  line  cor- 
responding to  line  4 — 4  of  Figs.  2,  3  and  6. 
Fig.  5  is  a  detail  vertical  section  on  a  line  cor- 
responding to  line  S — 5  of  Figs.  2,  3  and  6, 
showing  details  of  the  control  means.  Fig.  6  is 
a  detail  vertical  section  on  a  line  corresponding 
to  line  6 — 6  of  Figs.  2  and  4,  showing  details  of 
the  magazine  feed  and  control  means.  Fig.  7  is 
an  enlarged  detail  section  of  certain  parts  ap- 
pearing in  Fig.  6  on  a  section  line  correspond- 
ing to  that  of  Fig.  6.  Fig.  8  is  an  enlarged 
detail  section  on  a  line  corresponding  to  line 
8 — 8  of  Fig.  2,  showing  further  details  of  the 
motor  control  means.  Fig.  9  is  a  detail  vertical 
section  on  a  line  corresponding  to  line  9 — 9  of 
Figs.  2,  4  and  5,  showing  still  further  details  of 
the  control  means.  Fig.  10  is  a  detail  section 
on  a  line  corresponding  to  line  10 — 10  of  Figs. 
2  and  11,  showing  details  of  the  tone  arm  con- 
trol. Fig.  11  is  a  detail  section  on  a  line  cor- 
responding to  line  11 — 11  of  Figs.  3,  10  and  13. 
Fig.  12  is  a  detail  view  of  the  tone  arm  support 
shown  in  one  position  by  dotted  lines  and  in 
another  position  by  full  lines.  Fig.  13  is  a  de- 
tail section  of  the  tone  arm  on  a  line  corre- 
sponding to  line  13 — 13  of  Fig.  10. 

Phonograph  Stylus.  Theophilus  Parsons, 
Camp  Dodge,  la.,  assignor  to  Charles  B. 
Brophy,  Rye,  N.  Y.    Patent  No.  1,453,637. 

This  invention  relates  to  a  phonograph,  and 
more  particularly  to  improvements  in  the  sound 
reproducing  elements  thereof.  One  object  of 
the  invention  is  to  avoid  some  well-known  ob- 

REPAIRS 

All  Makes  of  Talking  Machines 
Repaired  Promptly  and  EfBciently 

REPAIR  PARTS  FOR  ALL  MACHINES 


ANDREW  H.  DODIN 

28  Sixth  Avenue  New  York 

TELEPHONE.  SPRING  1 194 


jections  to  the  usual  construction  by  providing 
a  freely  rotatable  record  engaging  disc,  pref- 
erably having  a  thin  edge  adapted  to  be  re- 
ceived in  the  usual  record  grooves.  This  disc 
construction    possesses    numerous  advantages 


over  the  needles  commonly  used.  Another  ob- 
ject is  to  provide  an  improved  sound  box  and 
amplifier  construction,  by  means  of  which  the 
volume  of  sound  is  increased  and  the  quality 
of  tone  improved. 

Figure  1  is  a  side  elevation  of  a  portion  of  a 
phonograph  embodying  the  invention;  Fig.  2 
is  a  front  elevation  of  the  sound  box  and  record 
engaging  disc;  Fig.  3  is  an  enlarged  side  eleva- 
tion of  the  disc;  and  Fig.  4  is  a  longitudinal 
sectional  elevation  thereof,  together  with  the 
support  in  which  it  is  mounted. 

Stop  Device  for  Talking  Machines.  Edward 
Grieger,  Philadelphia,  Pa.    Patent  No.  1,453,131. 

This  invention  relates  to  stop  attachments 
for  phonographs,  and  one  object  of  the  inven- 
tion is  to  provide  a  device  for  automatically 
lifting  the  stylus  from  the  record  when  the 
stylus  has  reached  a  predetermined  point 
thereon. 

A  further  object  is  to  provide  means,  operat- 
ing in  conjunction  with  said  stylus-elevating 
means,  whereby  the  machine  is  automatically 
stopped  after  the  stylus  has  been  elevated. 

A  still  further  object  is  to  provide  means  for 
retui-ning  the  tone  arm  and  the  stylus  to  a  posi- 
tion outwardly  of  the  edge  of  the  record  so 
that  the  whole  device  may  be  made  ready  for 
re-starting  with  a  minimum  of  trouble  and  de- 
lay. 

Figure  1  is  a  plan  view  of  a  phonograph 
fitted  with  attachments  embodying  the  inven- 
tion; Fig.  2  is  a  side  elevation  of  a  portion  of 
a  phonograph  embodying  the  invention,  show- 


ing the  stylus  in  the  playing  position;  Fig.  3 
is  a  side  elevation  similar  to  that  of  Fig.  2, 
showing  the  stylus  elevated  above  the  record; 
Fig.  4  is  a  plan  view  similar  to  that  of  Fig.  1, 
showing  the  tone  arm  in  the  starting  position; 
Fig.  5  is  a  view  in  perspective  of  an  attachment 
embodying  the  invention;  Fig.  6  is  a  perspective 
of  one  form  of  releasing  device;  Fig.  7  is  a 
view  in  perspective  of  a  record  having  a  modi- 
fied form  of  release  device  attached  thereto; 
Fig.  8  is  a  side  elevation  of  a  modified  form  of 
the  device,  showing  a  method  of  attaching  to 
the  tone  arm  differing  from  that  shown  by 
Fig.  5;  Fig.  9  is  a  plan  view  of  a  phonograph 
illustrating  a  still  further  modification,  and 
showing  record  equipped  with  special  groove; 


and  Fig.  10  is  a  view  in  side  elevation  illustrat- 
ing the  modification  of  Fig.  9. 

Needle  Holder  for  Talking  Machines.  Her- 
n-iann  Frederick  Schelling,  Grantwood,  N.  J. 
Patent  No.  1,454,489. 

This  invention  relates  more  particularly  to 
improvements  in  the  stylus  or  needle-holding 
device  which  is  necessary  on  all  forms  of  so- 
called  talking  machines. 

One  object  is  to  provide  a  needle-holding 
arrangement  so  constructed  as  to  normally  hold 
the  needle  firmly  in  place  and  yet  permit  of  its 
ejection  when  desired  principally  by  the  force 
of  gravity  and  of  the  insertion  of  a  new  needle 
with  a  minimum  amount  of  effo.rt. 

One  practical  embodiment  of  the  invention  is 
shown  in  the  accompanying  drawing  in  which 


Fig.  1  is  a  view  of  the  stylus  lever  and  needle 
holding  device,  partly  in  section  showing  the 
manner  in  which  it  is  operated.  Fig.  2  repre- 
sents an  end  view  of  the  needle  holding  device. 
Fig.  3  represents  a  section  on  the  line  A — A  of 
Fig.  1. 

Repeating  Mechanism  for  Phonographs.  Knut 
Emil  Yungstrom,  White  Plains,  N.  Y.  Patent 
No.  1,453,966. 

This  invention  relates  to  repeating  mechan- 
ism for  phonographs  and  the  principal  object 
is  to  provide  a  record  actuated  means  for  ef- 


fecting automatic  repeating  of  a  phonograph 
record. 

Figure  1  is  a  perspective  view  of  the  device 
per  se;  Fig.  2  is  a  top  plan  view  showing  the 
invention  as  applied  to  the  sound  box  of  a 
phonograph;  Fig.  3  is  an  enlarged  sectional 
view  showing  parts  in  normal  position;  Fig.  4 
is  a  view  similar  to  Fig.  3,  showing  the  parts 
ill  operative  position;  Fig  5  is  a  sectional  view 
on  the  line  5 — 5  of  Fig.  4. 

Tone  Regulator  for  Phonographs.  Henry  K. 
Hess,,  Syracuse,  N.  Y.    Patent  No.  1,454,441. 

This  invention  has  for  its  object  a  tone  modi- 
fier or  regulator  for  the  phonograph  which  is 
actuated  by  the  motor  of  the  machine,  and 
which  may,  if  desired,  be  disconnected  from 
the  motor  and  set  in  any  desired  fixed  position. 

Figure  1   is  a  vertical  sectional    view  of  a 


phonograph  embodying  the  invention;  Fig.  2  is 
a  plan  view  of  the  regulator  and  contiguous 
parts;  Figure  3  is  an  enlarged  fragmentary  sec- 
tional view  of  the  connections  between  the  regu- 
lator and  the  motor  and  also  of  the  means  for 
connecting  and  disconnecting  the  regulator  from 
the  motor. 


Marie  DeK3'zer,  soprano  and  Edison  artist, 
recently  appeared  as  soloist  at  the  Asbury  M. 
E.  Church,  at  Allentown,  Pa. 
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POrULAR  SONGS 

19065  Pown    Anions    the    Slee|iy    Hills    of  Ten-Ten- 

Tennessee   Billy  Murray-Ed.  Smalle  10 

Reside  a  Babbling  Brook  Georgia  Price  10 

19066  Barney    Google   Georgie  Price  10 

I  Love  Me   Billy  Murray  10 

19071  Underneath  the  Mellow  Moon, 

Alice  Green-Edna  Brown  10 
River  Shannon  Moon .  Cliarles  Hart-Lewis  James  10 
DAXCE  RECORDS 
I905S  Swinein'  Down  the  Lane — Fox-trot, 

The  Great  White  Way  Orch  10 
Beside  a  Babbling  Brook — Fo-x-trot, 

The  Great  White  Way  Orch.  10 

19068  Yes!  We  Have  Xo  Bananas — Fox-trot, 

The  Great  White  Way  Orch.  10 
Morning  Will  Come — Fox-trot, 

Zez  Confrey  and  His  Orch.  10 

19069  When  Will  the  Sun  Shine  for  Me? — Fo.x-trot, 

International  Novelty  Orch.  10 
Gone — Fox-trot  ...The  Great  White  Way  Orch.  10 

19070  Louisville  Lou — Fox-trot, 

Arthur  Gibbs  and  His  Gang  10 
Beale  Street  Mamma — Fox-trot, 

Arthur  Gibbs  and  His  Gang  10 

19073  You've  Got  to  See  Mamma  Ev'ry  Night — Fox- 

trot  Tennessee  Ten  10 

Nuthin'  But — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 

19074  Saw  MiU  River  Road— Fox-trot, 

The  Great  White  Way  Orch.  10 
Everj^thing  Is  K.O.  in  K.Y. — Fox-trot, 

\\'hiteman  and  His  Orch.  10 

19076  That  Wicked  Tango. International  Novelty  Orch.  10 
My  Old  Love — Tango   Max  Dolin's  Orch.  10 

19077  Wildflower — Medley  Fox-trot, 

The  Great  White  Way  Orch.  10 
Dreamy  Melody — Rocky  Mountain  Moon — Med- 
ley Waltz   The  Troubadours  10 

19075  Tut-Ankh-.\men — Fox-trot. .S.S.  Leviathan  Orch.  10 
Down  by  the  River — Fox-trot. 

S.S.  Leviathan  Orch.  10 
VOCAL  AND  INSTRUMENTAL  RECORDS 
53197  Eili.  Eili  (In  Jewish) ...  Cantor  Josef  Rosenblatt  12 
Die  Neuer  "Kol  Nidre"  (The  New  "Kol  Nidre") 
(Hebrew)  Cantor  Josef  Rosenblatt  12 

19067  Saw  Ye  My  Saviour  Trinity  MLxed  Quartet  10 

O,  Tender,  Loving  Shepherd, 

Trinity  Mixed  Orch.  10 
19075  Shepherd  Show  Me  How  to  Go, 

Trinity  Mixed  Quartet  10 
Blest  Christmas  Morn.  ..  .Trinity  Mixed  Quartet  10 
45350  I  Want  What  I  Want  When  I  Want  It, 

Royal  Dadmun  10 

Rolling  Down  to  Rio  Royal  Dadmun  10 

5519S  Danse  Macabre  (Dance  of  Death) — Part  1, 

Guy  Maier-Lee  Pattison  12 
Danse  Macabre  (Dance  of  Death) — Part  2, 

Guy  Maier-Lee  Pattison  12 
35725  Gypsy  Love — Concert  Waltz. 

International  Concert  Orch.  12 
Gypsy  Baron — Sweetheart — Concert  Waltz, 

International  Concert  Orch.  12 
19064  Under  the  Double  Eagle — March.  .  Sousa's  Band  10 

High  School  Cadets — March   Sousa's  Band  10 

19059  Cowboy  Song — WTioopee  Ti  Yi  Y'o, 

Wilfred  Glen  and  Shannon  Quartet  10 
Levee  Song — I've  Been  \\'orkin'  on  de  Railroad, 

Shannon  Quartet  10 

19063  Little  Rover— Fox-trot. 

International  Novelty  Orch.  10 
Runnin"  Wild — Fox-trot, 

The   Great   White   Way   Orch.  10 
RED  SEAL  RECORDS 
LuCREZH  BORI,  Soprano-VjEyi.\^iiiO  Gigli.  Tenor — 
In  French 

S7581  Romeo    and   Juliet — Ah!    ne    fuis    pas  encore! 

(Ah.  Linger  Yet  a  Moment)!  Gounod  10 

Alfred  Cortot,  Pianist 

74510  Rondo  Capriccioso — Presto   Mendelssohn  12 

Giuseppe  de  Luca,  Baritone — In  English 

66158  Rosa   ....G.  Romilli  10 

Jascha  Heifetz,  Violinist 
(Piano  Accompaniment  by  Sam  Chotzinoff) 

74511  Nocturne  (Op.  27,  No.  2)  Chopin  12 

M.\RIA  Jeritza,  Soprano — In  Italian 
66147  Cavalleria  Rusticana — Voi  lo  sapete   (Well  You 

Know,  Good  Mother)   Mascagni  10 

Fritz  Kreisler,  Violinist 
(Piano  Accompaniment  by  Carl  Lamson) 
66149  Midnight  Bells  (Viennese  Melody). 

Heuberger-Kreisler  10 
John  McCor-MACK,  Tenor 
66146  The  Kingdom  W'ithin  Your  Eyes.  David-Nicholls  10 
Olga  Samaroff,  'Pianist 


66148  Naiads  at  the  Spring — Etude  Paul  Juon  10 

Tito  Schipa.  Tenor — In  Spanish 
66067  Princesita  (Little  Princess)    .  .  . Palomero-Padilla  10 

Ernestine   Sciiumaxx-Heixk,  Contralto 
S7363  Rock  Me  to  Sleep.  Mother  Ernest  Leslie  10 


(SYMPHONY  RECORDS) 

S0673  I  Shall  Know  (Zucca) — Tenor  Solo, 

Charles  Hackett  10 
A3S65  The  Old  Road   (Scott)  —Contralto  Solo, 

Cyrena  Van  Gordon  10 
The  Old  Refrain  (Kreisler)— Contralto  Solo, 

Cyrena  Van  Gordon  10 
A38S6  When    the    Swallows   Homeward    Fly    (Abt.) — 

Soprano  Solo   Lucy  Gates  10 

When  Love  Is  Kind — Soprano  Solo.  .Lucy  Gates  10 
S0815  Romance — Op.  44,  No.   1   (Rubinstein) — Violon- 
cello Solo   Pablo  Casals  10 

.\3S66  Songs    Aly    Mother    Taught    Me    (Dvorak)  — 

Violin  Solo   Sascha  Jacobsen  10 

Garden  Scene  From  Faust — Violin  Solo, 

Sasclia  Jacobsen  10 
-\3S79  Aunt  Hagar's  Blues   (Handy) — Fox-trot, 

Ted  Lewis  and  His  Band  10 
Wet  Yo'  Thumb   (.\kst)— Fox-trot, 

Ted  Lewis  and  His  Band  10 
A3S70  The     World     Is     Waiting     for     the  Sunrise 
(Seitz) — Fox-trot, 

Paul  Specht  and  His  Orchestra  10 
Roses  of  Picardy   (Wood) — Fo.x-trot. 

Paul  Specht  and  His  Orchestra  10 
.\3883  South  Sea  Eyes   (Akst) — Fox-trot, 

The  ileyer  Davis  Dance  Orchestra  10 
I'd  Love  to  Have  Ya  (Santly) — Fo.x-trot, 

The  Meyer  Davis  Dance  Orchestra  10 
A3S84  Honeymoon  Time  (Caesar  and  Weill) — Waltz. 

Columbia  Dance  Orchestra  10 
River  Shannon  Moon  (Smith) — Waltz, 

Columbia  Dance  Orchestra  10 
A3875  Underneath   the   Mellow    Moon    (Hall) — Waltz 

(Accordion  Solo)   Guido  Deiro  10 

Sahara    Moon    (Ringle    and    Stover) — Fox-trot 

(.\ccordion  Solo)   Guido  Deiro  10 

.\3880  Morning   Will    Come    (Jolson,    De    Sylva  and 

Conrad) — Comedian   Al   Jolson  10 

When  Will  the  Sun  Shine  For  Me?  (Silver)— 
Tenor  and  Baritone  Duet, 

Charles  Hart  and  Elliott  Shaw  10 
.\3887  Beside  a  Babbling  Brook  (Donaldson), 

Van  and  Schenck,  Comedians  10 
My  Old  Ramshackle  Shack  (Ager), 


Van  and  Schenck,  Comedians  10 
.\3S76  Barney  Google  (Rose  and  Conrad) — Tenor  and 

Baritone  Duet  ...Billy  Jones  and  Ernest  Hare  10 
Old  King  Tut   (Von  Tilzer) — Tenor  and  Bari- 
tone Duet  Billv  Tones  and  Ernest  Hare  10 

.A3S81  Louisville    Lou    (The    Vampin'    Laly)  (Ager), 

Ruth  Roye,  Comedienne  10 


Hotsy  Totsy  Town  (Kalmar,  Ruby  and  Jerome), 

Ruth  Roye,  Comedienne  10 
.\3882  Wet  Yo'  Thumb  (Akst) ..  Dolly  Kay,  Comedienne  10 
Don't  Think  You'll  Be  Missed  (Harrison,  Lyons 

and  Rose)  Dolly  Kay,  Comedienne  10 

.\3888  Baby    Won't   You    Please    Come    Home  Blues 
(Warfield  and  Williams), 

Bessie  Smith,  Comedienne 
Clarence  Williams  at  Piano  10 
Oh  Daddy  Blues  (Russell  and  Herbert), 

Bessie  Smith,  Comedienne 
Clarence  W'illiams  at  Piano  10 
.\3S71  Lasses  White  Minstrels — Levee  Scene, 

Lasses  \\'hite  and  Company  with  Al  Bernard  10 
Lasses  White  Jlinstrels — Plantation  Scene, 

Lasses  White  and  Company  with  Al  Bernard  10 
.\3885  Honeymoon    Chimes    (Earl) — Hawaiian  Guitar 
Duet — Incidental  singing  by  Vernon  Dalhart, 

Ferera  and  Franchini  10 
One    Little    Smile    (Herbert) — Hawaiian  Guitar 
Duet — Incidental  singing  by  Vernon  Dalhart, 

Ferera  and  Franchini  10 
.-\3717  The  Hundred  Pipers  (Arr.  by  MacPherson  and 

Stuart) — Baritone  Solo   ....Cameron  McLean  10 
The  Pipes  of  Gordon's  Men  (Hammond) — Bari- 
tone  Solo   Cameron   McLean  10 

DANCE  MUSIC 
.\3S72  Railroad  Man  (Schoebel) — Fox-trot, 

Frank  Westphal  and  His  Orch.  10 
Bugle    Call    Rag    (Snvder-Pettis,    Brunels  and 
Mills)— Fox-trot, 

Frank  Westphal  and  His  Orch.  10 
.\3S74  Swingin'  Down  the  Lane  (Jones) — Fox-trot. 

The    Columbians  10 
Some  Little  Someone   (Broones) — Fox-trot, 

The    Columbians  10 
A3869  Down    -Among   tlie    Sleepy   Hills   of  Tennessee 

(Meyer)— Fox-trot  Eddie  Elkins'   Orch.  10 

Beside    a    Babbling    Brook    (Donaldson) — Fox- 
trot  Eddie  Elkins'  Orch.  10 

POPULAR  SONGS 
.\3873  Yes!  W'e  Have  No  Bananas  (Silver  and  Cohn) 
— Tenor  and  Baritone  Duet. 

Furman   and   Nash  10 
Don't    We    Carry    On!    (Friend    and    Clare) — 
Tenor  and;  Baritone  Duet. 

Furman  and  Nash  li' 


.\386S  Down   Among  the   Sleepy   Hills   of  Tennessee 

(Meyer)   Blossom   Seeley,   Comedienne  10 

Y'^ou   Said  Something  When   You  Said  'Tiixie" 
(Friend)   Blossom   Seeley,  Comedienne  10 


BRUNSWICK  RECORDS 


50033  Die       Beiden       Grenadiere       (Two  Grenadiers) 
(Heine-Schumann) — Baritone   with   Orch.  (In 

German)   Michael  Bohnen 

Tannhauser  (Blick  Ich  Umher)  (Wolfram's 
Baritone  with  Orch. — Eulogy  of  Love)  Act 
II,  Scene  IV  (Wagner)   (In  German), 

Michael  Bohnen 

50031  Capriccio  Valse  (Waltz  Caprice)  (Op.  7)  (\Vien- 

iawski) — Pianoforte   by    Paul   Frenke! — Violin 
Solo   Bronislaw  Huberman 

Romance  (From  Second  Concerto,  in  D  Minor) 
(Op.   22)    (Wieniawski) — Pianoforte  by  Paul 

Frenkel — Violin  Solo  Bronislaw  Huberman 

15050  Mamma  Mia  Che  Vo   Sape   (Neapolitan  Song) 
(Nuttle) — Tenor  with  Orchestra — Neapolitan. 

Carme  (Neapolitan  Song)  (De  Curtis) — Tenor 
witli   Orchestra — Neapolitan.  .Giacomo  Lauri-Volpi 

50032  Hungarian  Rhapsody,  No.  S  (Liszt) — Pianoforte 

So'lo   ■  Elly  Ney 

Etude    (Op.    10,    No.    3)    (Chopin) — Pianoforte 

Solo   Elly  Ney 

5188  (a)    Thumb    Marks;    (b)    Two    Little  Magpies 

(Wells — Soprano  with  Orch  Irene  Williams 

The  Cuck-Coo  Clock  (Pfirshing-Grant-Schaefer) 

Contralto  with  Orch  Elizabeth  Lennox 

2433  Star-Spangled  Banner   (Francis  Scott  Key-Sam- 

uel Arnold) — MLxed  Chorus  with  Orch., 

Brunswick  Mixed  Chorus 
Columbia,  Gem  of  the  Ocean  (Red,  \\Tiite  and 
Blue)    (Thomas    A.    Becket) — MLxed  Chorus 

with  Orch  Brunswick  MLxed  Chorus 

2432  Parade  of  the  AVooden  Soldiers  (Jessel) — Patrol 

— Concert  Band.. Walter  B.  Rogers  and  His  Band 
Boy     Scouts     of     America — (Sousa) — March — 
— Concert  Band.. Walter  B.  Rogers  and  His  Band 

2430  If  Winter  Comes  (Arkell-Tennent)— Tenor  with 

Orch  Allen  McQuhae 

Out  ^\^lere  the  Blue  Begins  (Graff-McHugh- 
Grant) — Tenor  with  Orch  Allen  McQuhae 

2431  Uncle    Josh    at    the    Circus    (Cal    Stewart)  — 

^Monologue   Byron  Harlan 

Uncle  Josh  Buys  an  Automobile  (Ca!  Stewart)  — 
Monologue   Byron  Harlan 

2421  Beside   a   Babbling   Brook    (Kahn-Donaldson) — 

Comedienne  with  Orch  Marion  Harris 

Dearest   (Davis-Akst) — Comedienne  with  Orch., 

JIarion  Harris 
2416  No    One   Loves   Y'^ou   Any   Better   Than  Y'our 
M-A  Double  M-"Y   (Nelson-Link) — Tenor  and 
Baritone  with  Orch, 

Billy  Jones  and  Ernest  Hare 
You  Know  You  Belong  to  Somebody  Else  (West- 
Monaco) — Baritone  with  Orch  Ernest  Hare 

2425  Barney  Google  (Rose-Conrad) — Tenor  and  Bari- 

tone with  Orch  Billy  Jones  and  Ernest  Hare 

I  Love  Me  (Mahoney) — Tenor  with  Orch., 

Billy  Jones 

2427  Down    Among   the    Sleepy   Hills   of  Tennessee 

(Young-Lewis-Meyer) — Vocial  Trio  with  Orch. 
Vocal  Arrangement  by  Arthur  Johnston, 

Brox  Sister  with  Bennie  Krueger's  Orchestra 
Little   Boy  Blues    (Turk-Robinson-Britt) — V^oczl 
Trio     with     Orch. — Vocal    Arrangement  by 
Arthur  Johnston, 

Brox  Sisters  with  Bennie  Krueger's  Orchestra 

2434  Two-Time    Dan     (Turk-Robinson) — Comedienne 

With  Orch  Marion  Harris 

That  Red  Head  Gal  (Van-Schenck-Lodge) — 
Comedienne  with  Orch  Marion  Harris 

2422  Bambalina     (from     "Wildflower")  (Youmans- 

Stothart-Harbach-Hammerstein) — Fox-trot — Or- 
chestral  Arrangement   by    Walter  Haenschen 

For  Dancing   Carl  Fenton's  Orch. 

Wildflower — Introducing  "April  Blossoms"  from 
"Wildflower"  (Youmans  -  Stothart  -  Harbach  - 
Hammerstein) — Fox-trot — Orchestral  Arrange- 
ment by  Walter  Haenschen — For  Dancing, 

Carl  Fenton's  Orch. 

2423  Memphis  Blues — Fox-trot  (Norton-Handy) — Fox- 

trot—For Dancing  Isham  Jones'  Orchestra 

Frankie  and  Johnnie  (Leighton-Shields) — Fox- 
trot— For  Dancing  Isham  Jones'  Orchestra 

2424  Once  Upon  a  Time — Introducing  "The  Clinging 

Vine"    from    "The    Clinging    Vine"  (Sears- 
Levey) — Fox-trot — For  Dancing, 

Joseph    C.    Smith   and   His  Orchestra 
Argentine   (From   "Caroline")  (Smith-Kunneke- 
Goodman) — Fox-trot — For  Dancing, 

Joseph    C.    Smith    and   His  Orchestra 

2426  Gone  (Lej'-David) — Fox-trot — For  Dancing, 

Arnold  Johnson  and  His  Orchestra 
Dreams     of     India     (Wenrich) — Fox-trot — For 
Dancing   Arnold  Johnson  and  His  Orchestra 

2428  Dreamy  Melody   (Koehler-Naset-Magini) — Waltz 

—  -For  Dancing   Oriole  Orchestra 
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A  Kiss  in  the  Dark  (De  Sylva-Buck-Herbert)  — 
Waltz — For  Dancing — Orchestral  Arrange- 
ment by   Walter  Haenschen, 

Carl  Fenton's  Orchestra 

2435  Some  Day  You'll  Cry  Over  Someone  (Charles- 

Osterman-Crilly) — Fox-trot — For  Dancing, 

Bennie  Krueger's  Orch. 
Don't   Be   Too   Sure    (Billings-Cohen) — Fox-trot 
— For  Dancing   Bennie  Krueger's  Orch. 

2436  When    Will   the    Sun    Shine   for   Me?  (Davis- 

Silver) — Fox-trot — For  Dancing, 

The   Cotton  Pickers 
Down  by  the  River  (Creamer-Layton) — Fox-trot 
— For  Dancing — Vocal  Chorus  by  Ernest  Hare, 

The  Cotton  Pickers 
2429  Red     Moon    (Traver-de    Martini-Kortlander)  — 

Waltz — For  Dancing   ....  Hawaiian  Novelty  Orch. 
After    Every    Party    (Freed-Burtnett)— Waltz — 

For  Dancing   Hawaiian  Novelty  Orch. 

15003  Souvenir    (Drdla) — Violin    Solo — Pianoforte  by 

Frederic  Persson   Max  Rosen 

La   Gitana    (Kreisler) — Violin    Solo — Pianoforte 

by  Frederic  Persson  Max  Rosen 

13069  IMl  Take  \'ou  Home  Again  Kathleen  (Westen- 
dorf) — Tenor  and  Male  Trio  with  Orch., 

Theo.  Karle  and  Crescent  Trio 
Lass   O'Killean    (Stickles) — Tenor    with  Orch., 

Theo.  Karle 

25016  Barbiere  Di  Siviglia  (Una  voce  poco  fa)  (A 
Little  Voice  I  Hear) — Act  I.  Scene  II  (Ros- 
sini)— Soprano  with  Orch.   (In  Italian). 

Virginia  Rea 
Dinorah     (Ombra     leggiera)     (Shadow  Song) 
(Meyerbeer) — Soprano  with  Orch  (In  Italian), 

Virginia  Rea 


AEOLIAN  CO. 


(VOCALION  RECORDS) 
OPERATIC 

55010  Miserere   (I  Have  Sighed  to   Rest  iVIe)  (from 
Trovatore")  (Verdi)  (In  Italian) — Aeolian 
Orch.  Accomp. — Conducted  by  Gennaro  Papi, 
Metropolitan   Opera  House  Conductor, 

Rosa  Raisa,  Soprano 
Armand   Tokatyan,  Tenor 

and  Chorus  12 
30171  Vecchia   zimarra    (Farewell,   Old   Coat!)  (from 
"La  Boheme")   ((Puccini)   (In  Italian) — Bass 

— Aeolian  Orch.  Accomp  Virgilio  Lazzari  10 

STANDARD 

60007  Sweet      Genevieve      (Cooper-Tucker) — Soprano 
with      Vocalion      Male      Quartette — Aeolian 

Orch.   Accomp  May  Peterson  10 

Bring  Back  My  Bonnie  To  Me — Soprano  with 
Vocalion      Male     Quartette — Aeolian  Orch. 

Accomp  May  Peterson  10 

24041  A  Perfect  Day   (Carrie  Jacobs-Bond) — Tenor — 

Orch.  Accomp.....  Colin  O'More  10 

A  Brown  Bird  Singing  (Barrie-Wood) — Tenor — 

Orch.   Accomp  Colin   O'More  10 

14566  Home  Sweet  Home  (Payne-Bishop) — Soprano — 

Orch.  Accomp  Vera  Curtis  10 

Old  Folks  At  Home   (Swanee  River)  (Stephen 
C.  Foster) — Soprano — Orch.  Accomp.. 

Vera   Curtis  10 


INSTRUMENTAL 

14570  The  World  Is  Waiting  for  the  Sunrise  (Seitz) 

Violin  Solo — Piano  Accomp., 

Marie  Dawson  Morrell  10 
Gypsy  Love  Song  (from  "The  Fortune  Teller") 
(Victor    Herbert) — Violin     Solo — Piano  Ac- 
comp Marie  Dawson  Morrell  10 

14580  American  Fantasie   (Part  1) — Intro.   "Hail  Co- 
lumbia";    "Old    Folks    at    Home"  (Victor 

Herbert)  Vocalion  Concert  Band  10 

American  Fantasie  (Part  2)  Intro.  "Dixie"; 
"Columbia,  the  Gem  of  the  Ocean";  "Star- 
Spangled  Banner"  (Victor  Herbert), 

Vocalion  Concert  Band  10 
NURSERY  RHYMES 
14569  Mother  Goose  Song  Medley,  No.  3 — Intro.  (1) 
Humpty  Dumpty;  (2)  Jack  and  Jill;  (3) 
Three  Blind  Mice;  (4)  Tom,  Tom,  the  Piper's 
Son;  (5)  Little  Boy  Blue;  (6)  Oh  Dear! 
What    Can    the    Matter    Be? — Tenor — Orch. 

Accomp  Lewis   James  10 

Mother  Goose  Song  Medley,  No.  4 — Intro.  (1) 
Alphabet  Song;  (2)  Sing  a  Song  of  Six- 
pence; (3)  We  Come  to  See  Miss  Jenny 
Jones;  (4)  Ride  a  Cock-Horse  to  Banbury 
Cross;  (5)  Polly,  Put  the  Kettle  On;  (6)  The 
Frog's    VVooing;    (7)    Hey,    Diddle    Diddle — 

Tenor — Orch.  Accomp  Lewis  James  10 

VOCAL 

14571  Mother     in     Ireland     (Griffen-Kahn-Lyman) — 

Tenor — Orch.  Accomp  Charles  Harrison  10 

River    Shannon    Moon    (Smith) — Tenor — Orch. 

Accomp  Charles  Harrison  10 

14  577  Carolina      Mammy       (James) — Tenor — Selvin's 

Orch.  Accomp  Irving  Kaufman  10 

When  Will  the  Sun  Shine  For  Me?  (Davis- 
Silver) — Tenor — Selvin's    Orch.  Accomp., 

Irving   Kaufman  10 
14579  Yes!    We    Have    No    Bananas    (Silver-Cohn) — 

Comedy  Song — Orch.  Accomp  Billy  Jones  10 

Don't  We  Carry  On!    (Friend-Clare) — Comedy 

Song — Orch.  Accomp  Billy  Jones  10 

14578  When  the  Gold  Turns  to  Grey  (Eichert-Abra- 
hams)  (Ballad) — Tenor — Orch  Accomp., 

Charles  Hart  10 
leaded  Love  Letters  (of  Mine)  (Pascoe-Moore- 
Dulmage) — Ballad — Orch.  Accomp., 

Criterion   Quartette  10 
D.\NCE  SELECTIONS 
14575  Roses  of  Picardy  ( Wood-Weatherly) — Fox-trot, 

The  Bar  Harbor  Society  Orchestra  10 
March   of  the  Manikins   (Onivas-Hirscli) — Fox- 
trot  The  Bar  Harbor  Society  Orchestra  10 

14565  That  Red  Head  Gal  (Van-Schenck-Lodge)— Fox- 
trot  Emil  Coleman 

and  His  Montraartre  Orchestra  10 
Snake's  Hips  (Williams) — Fox-trot, 

Emil  Coleman  and  His  Montmartre  Orchestra  10 
14563  Old  Time  Waltzes  (Part  7)  (1)  Sunshine  of 
Paradise  Alley;  (2)  She  May  Have  Seen 
Better  Days;  (3)  Take  Me  Out  to  the  Ball 
Game;  (4)  Maggie  Murphy'.s  Home — Vocal 
Chorus  by  Billy  De  Rex.  ...  Selvin's  Orchestra  10 
Old  Time  Waltzes  (Part  8)  (1)  Daisy  Bell;  (2) 
Bird  in  a  Gilded  Cage;  (3)  Molly  O;  (4) 
My  Sweetheart's  the  Man  in  the  Moon — 
Vocal  Chorus  by  Billy  De  Rex, 

Selvin's  Orchestra  10 


14586  Blue     Hoosier     Blues     (Friend-Heskill-Baer)  — 

Fox-trot   The  Broadway  Syncopators  10 

Louisville  Lou  (Ager-Yellen) — Fox-trot, 

The  Broadway  Syncopators  10 
14585  Henpecked  Blues  (James  Buffano) — Fox-trot, 

Ben   Bernie   and   His   Orchestra  10 
Railroad  Man  (Blues)  (Schoebel-Erdman-Mayer) 

Fox-trot   Gene  Fosdick's  Hoosiers  10 

14584  Beside   a   Babbling   Brook    (Donaldson-Kahn) — 

Fox-trot   Ben  Bernie  and  His  Orchestra  10 

Gone   (But  Still  in  My   Heart)    (David-Ley)  — 

Fox-trot  Ben  Bernie  and  His  Orchestra  10 

14583  A    Kiss    in    the    Dark — Intro.    "Weaving  My 
Dreams"   (Victor  Herbert) — Waltz, 

Selvin's   Orchestra  10 
Broken  Hearted  Melody  (Jones-Kahn) — Waltz, 

Selvin's    Orchestra  10 
14561  Lenine  and  Trotsky  (Tessler-Schwartz)  (In  Jew- 
ish)— Character  Song — Orch.  Accomp., 

Morris  Goldstein  10 
The  Wise  Jew  (Myerwitz)   (In  Jewish) — Orch. 
Accomp. — Comedy   Song  Nellie   Gasman  10 


OKEH  RECORDS 


4811    Prince  Cutey  (Gulick) — Monologue, 

Betty  Gulick  10 
My    Mother's    Lullaby    (Gulick-Heagney) — Con- 
tralto with  Orchestra  Virginia  Burt  10 

4817  Aggravatin'    Papa    (Don't    You    Try    to  Two- 

Time    Me)    (Turk-Robinson) — Contralto,  Ac- 
comp. by  Rega  Orchestra  Sophie  Tucker  10 

You've  Got  to  See  Mamma  Ev'ry  Night  (Or  You 
Can't  See  Mamma  at  All)  (Rose-Conrad) — Con- 
tralto, Accomp.  by  Rega  Orch. ..  Sophie  Tucker  10 

4818  Seven    or    Eleven    (My    Dixie    Pair    o'  Dice) 

(Brown-Donaldson) — Contralto,     Accomp.  by 

Rega  Orch  Sophie  Tucker  10 

Come  On  Home  (Young-Lewis-Meyer-Akst)  — 
Contralto,  Accomp.  by  Rega  Orch., 

Sophie   Tucker  10 

4822  Who's    Sorry    Now?  (Kalmar-Ruby-Snyder)— 

Tenor  with  Orch  Billy  Jones  10 

You  Know  You  Belong  to  Somebody  Else  (So 
Why  Don't  You  Leave  Me  Alone?)  (West- 
Monaco) — Tenor  with  Orch  Billy  Jones  10 

4823  It  Takes  Money  to  Cure  My  Blues  (Brooks)  — 

Baritone,  Accomp.  by  Ricketts'  Harmony, 

Shelton  Brooks  10 

When  the  Dixie  Sun  Goes  Down  (Brooks- 
Cramer) — Baritone,     Accomp.     by  Ricketts' 

Harmony  Shelton  Brooks  10 

4828    Barney    Google    (Rose-Conrad) — Tenor-Baritone 

Duet  with  Orchestra.  .  Billy  Jones-Ernest  Hare  10 

No  One  Loves  You  Any  Better  Than  Your 
M-A-Double-M-Y  (Nelson-Link)— Tenor-Bari- 
tone Duet  with  Orch... Billy  Jones-Ernest  Hare  10 

4831  Believe    Me    If    All    Those    Endearing  Young 

Charms  (Moore) — Tenor  with  Orch., 

Gerald   Griffin  10 
My    Snowy   Breasted    Pearl    ( Vere-Robinson) — 
•     Tenor  with  Orch  Gerald  Griffin  10 

4832  Honolulu  Hula  Girl  (Kaai) — Tenor,  accomp.  by 

Dave  Mauaku's  Hawaiians. ...  Prince  Lei  Lani  10 
(Continued  on  page  192) 
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EDISON  BLUE  AMBEROL  RECORDS 


One,  Two,  Three,  Four  (Kalama-Alau) — Tenor, 
accomp.  by  Dave  Mauaku's  Hawaiians, 

Prince  Lei  Lani 
PATRIOTIC  SELECTIONS 

4534  The   Star-Spangled  Banner   (Key) — Male  Quar- 

tette with  Band  Shannon  Four 

America  (iMy  Country  'Tis  of  Thee) — Male 
Quartette  with  Band   Shannon  Four 

4535  The  Red,  White  and  Blue  (Shaw-Becket)— Con- 

tralto with  Orchestra  Virginia  Burt 

Hail!     Columbia     (Hopkinson-Fayles) — Baritone 

with   Orchestra  Chester  Strong 

DANCE  RECORDS 
4S10    Think  of  Me   (Eldridge)— Fox-trot, 

Vincent  Lopez  and  His 
Hotel   Pennsylvania  Orchestra 
Without  You   (Hickman-Moret-Black) — Fox-trot, 
Vincent  Lopez  ajid  His 
Hotel   Pennsylvania  Orchestra 
4812    Aggravatin"  Papa  (Turk-Robinson) — Fo.x-trot, 

Vincent  Lopez  and  His 
Hotel   Pennsylvania  Orchestra 
Sugar    Blues    (Williams) — Banjo    Solo,  Piano 
Accomp.  by  Frank  Banta  Harry  Reser 

4513  Wildflower    (From    the    musical    show  "Wild- 

flower")   (Youmans-Stothart) — Fox-trot, 

Markers  Orch. 

Bambalina  (From  the  musical  show  "Wild- 
flower")    (Y'oumans-Stothart) — Fox-trot, 

Markel's  Orch. 

4514  Japanese  Moon    (Huntley) — Fo,x-trot, 

Rega  Dance  Orchestra 
Dreams  of  India  (Wenrich) — Fox-trot, 

Markel's  Orchestra 

4515  After  Every  Party  (Freed-Burtnett)-^Waltz, 

Ferera  W^aikiki  Sextette 
I'm  Just  a  Little  Blue  (For  You)  (Van  Alstyne) 
— Waltz  Ferera  W^aikiki  Sextette 

4516  Keep  Ofif  My  Shoes  (Tobias-Bennet) — Fox-trot, 

Tampa   Blue   Jazz  Band 
Railroad  Man    (Schoebel) — Fox-trot, 

Tampa   Blue   Jazz  Band 
4819    You've   Got  to    See  Mamma  Ev'ry   Night  (Or 
You  Can't  See  Mamma  at  All)  (Rose-Conrad) 

Fox-trot  Vincent  Lopez  and  His 

Hotel  Pennsylvania  Orch. 
Sweet  Lovin'  Mama  (Please  Come  Back  to  Me) 
( Wagner-Lockard) — Fox-trot, 

Vincent  Lopez  and  His 
Hotel  Pennsylvania  Orch. 

4520  Lady  Luck  (From  the  musical  comedy  "Up  She 

Goes")    (Tierney) — Fox-trot.  .  .Markel's  Orch. 
Liza     (From     the     musical     comedy  "Liza") 
(  Pindard) — Fox-trot, 

Glantz  and  His  Orchestra 

4521  Georgia     Cabin     Door     (Young-Squires) — Fox- 

trot  Markel's  Orchestra 

Blue   Eyes    (You   Make   Me  Blue)  (Auerbach) 

— Fox-trot   IVIarkel's  Orchestra 

4826    By   the   Shalimar    (Magine-Delbridge-Koehler)  — 

Fox-trot   Markel's  Orchestra 

Maxie  Jones   (Clark-Leslie- Wendling) — Fox-trot. 

Tampa  Blue  Jazz  Bant? 
4S27    Don't  Be  Too  Sure   (Billings-Cohen) — Fox-trot, 

Markel's  Orch. 

If  Any  One  Can  Steal  You  (Then  You're  Not 
the  Man  For  Me)  (Talm.adge-Laska) — Fox- 
trot  Markel's  Orch. 

4836    Tut-Ankh-Amen     (In     the    Valley     of  Kings) 
(Sanders) — Fox-trot.  .  .Vincent  Lopez  and  His 
Hotel  Pennsvlvania  Orch. 
When  Will  I  Know?   (Nager)— Fox-trot,         _  . 

Vincent  Lopez  and  His 
Hotel  Pennsylvania  Orch. 


ODEON  RECORDS 


3047 
3048 
3049 
3050- 

53302 
63003 

4824 

4825 

4R29 
4830 

4833 


10 

10 
10 
10 
10 

10 

10 

10 
10 

10 

10 
10 
10 
10 
10 
10 
10 

10 

10 
10 

10 
10 
10 
10 


10 


10 


10 


10 


Three  o'Clock  in  the  Morning  (Robledo) — Waltz, 
Marek    Weber    and    His  Orchestra 
Delilah    (Nichols)— Waltz, 

Marek    Weber    and    His  Orchestra 
La  Serenade  (Dordany), 

ilarek  Weber  and  His  Orchestra 
La    Lune    Qui    Danse    (The    Dancing  Moon) 
(Aubry) ... -Marek  Weber  and  His  Orchestra 
Ballade  Argentine  (von  Malderen) — Tango, 

Marek  Weber  and  His  Orchestra 
Tango  Pervers  (de  Rhynal) — Tango. 

Marek  W^eber  and  His  Orchestra 
Peer  Gynt — Suite — Part  I,  "Morning"  (Grieg), 
European  Symphony  Orchestra 
Peer  Gynt — Suite — Part  III,   "Anitra's  Dance" 

(Grieg)  European   Symphony  Orchestra 

FONOTIPIA  RECORDS 
I.,ucia   Di  Lammermoor — Tu   Che  A   Dio  Spie- 
gasti  L'Ali   (Thou  Hast  Spread  Thy  Wings) 
(Donizetti) — Tenor  with  Orch. — Sung  in  Ital- 
ian  Giacomo  Lauri-Volpi 

Rigoletto — La    Donna    E    Mobile    (Woman  Is 
Fickle)   (Verdi) — Tenor  with  Orch. — Sung  in 

Italian   Giacomo  Lauri-Volpi 

OKEH  INSTRUMENTAL  RECORDS 
That    Da-Da    Strain     (Medina-Dowell) — Instru- 
mental Trio. 

Blue  Ribbon  Trio  (Green-Wiedoeft-Briers) 
Aggravatin'       Papa       CTurk-Robinson) — Instru- 
mental Trio, 

Blue  Ribbon  Trio  (Green-W'iedoeft-Briers) 
Corn  on  the  Cob  (Hess) — Piano  Duet, 

Frank  Banta-Cliff  Hess 
Slinova    (Bargy) — Piano  Duet, 

Frank  Banta-Cliff  Hess 
Turkey  in  the  Straw — Banjo  Solo.. Harry  Reser 
Down  South  (Mvddleton) — Banjo  Solo — accomp. 

by  Orch  Fred  Van  Eps 

La    La    (Glantz) — Saxophone    Solo — Piano  Ac- 
comp.  by  Justin   Ring  Nathan  Glantz 

Gladioli    (Glantz) — Saxophone    Solo — Piano  -Ac- 
comp. by  Justin  Ring  Nathan  Glantz 

Humoresque   (Dvorak) — Violin   Solo — Piano  ac- 
comp. by  Justin  Ring  Hugo  Kortschak 

Souvenir   (Drdla) — Violin   Solo — Piano  accomp. 
by  Justin  Ring  Hugo  Kortschak 


12 


12 


12 


12 


10 


10 


10 
10 


10 
10 


10 
10 


10 
10 


10 


,     EMERSON  RECORDS 

L.ATEST  DANCE  HITS 
10623  Yes!  W'e  Have  No  Bananas — Novelty  Fox-trot, 
Arthur  Fields,  with  Vocal  Chorus.  _ 

Pennsylvania  Syncopators 
Papa,  Better  Watch  Y'our  Step — Blues — Fox-trot, 

Emerson  Dance  Orch. 
10626  I  Ain't  Had  Nobody  Crazy  Over  Me — Novelty 

Fox-trot   Harry  Stoddard  and  His  Orch. 

Long  Lost  ]\rama — Blues — Fox-trot, 

Harry  Stoddard  and  His  Orch. 
VOCAL 

10622  Barney  Google — Comic  Character  Song, 

Billy  Jones  and  Ernest  Hare 


Yes!   We   Have   No   Bananas — Comic  Character 
Song   Billy  Jones 

10624  Triflin'   Blues — Characteristic   Blues  Song, 

Maude  Mills 
Tired    of    Waiting    Blues — Characteristic  Blues 
Song   !Maude  Mills 

10625  Midnight   Blues — Characteristic  Blues  Song, 

Hannah  Sylvester 
I  Don't  Let  No  One  Man  Worry  Me — Charac- 
teristic Blues  Song   Hannah  Sylvester 

10627. The  Boll  Weevil  Blues:— Blues  Novelty  Song, 

Noble  Sissle  and  His  Sizzling  Syncopators 
Low  Down  Blues — Blues  Novelty  Song, 

Noble  Sissle  and  His  Sizzling  Syncopators 

STANDARD  AND  NOVELTY  SELECTIONS 

10629  Macushia — Tenor  Solo— Orch.  Ace, 

W^alter  Scanlan 

Nora — Tenor  Solo — Orch.  Acc  Walter  Scanlan 

10628  Witch    of   the   Waves — Medley   of   Irish  Horn- 
pipes  Briers  and  Samuels 

Miss  Johnson's   Party — Medley   of  Irish  Horn- 
pipes  Briers  and  Samuels 

HAWAIIAN 
10175  Kaiwi   Waltz — Ukulele    and  Guitar, 

Toots  Paka  Hawaiian  Co. 
Maui  Girl — Ukulele  and  Guitar, 

Toots  Paka  Hawaiian  Co. 
10207  Wailana  Waltz— Ukulele  and  Guitar, 

Ferera  and  Franchini 
Kawaihan  Waltz — Ukulele  and  Guitar, 

Ferera  and  Franchini 
10273  Hawaiian  Nights — Ukulele  and  Guitar, 

Ferera  and  Franchini 
Kawaha — Ukulele  and  Guitar. .  Ferera  and  Franchini 

10630  Hawaiian  Twilight — Ukulele  and  Guitar, 

Ferera  and  Franchini 
iVIahina  jNIalamalamala — Ukulele  and  Guitar, 

Ferera  and  Franchini 
10(,31  Kamehameha  ^larch — Ukulele  and  Guitar, 

Ferera  and  Franchini 
Ua  Like  No  a  Like — Ukulele  and  Guitar, 

Ferera   and  Franchini 

10632  My  Old  Kentucky  Home — Ukulele  and  Guitar, 

Ferera  and  Franchini 
O    Sole    Mio — Ukulele   and  Guitar, 

Ferera   and  Franchini 

10633  Kilima  Waltz — Ukulele  and  Guitar, 

Toots  Paka  Hawaiian  Co. 
Hilo  ]\Iarch — Ukulele  and  Guitar, 

Toots  Paka  Hawaiian  Co. 

10634  Aloha  Oe — Medley — Ukulele  and  Guitar, 

Toots  Paka  Hawaiian  Co. 
Pun  O'Hulu — Ukulele  and  Guitar, 

Toots  Paka  Hawaiian  Co. 

10635  Dreamy  Hawaii — Ukulele  and  Guitar, 

Ferera  and  Franchini 
Kohola  March — Ukulele   and  Guitar, 

Ferera   and  Franchini 

10636  Honolulu  March — Ukulele  and  Guitar, 

Ferera   and  Franchini 
Isle  of  Paradise — Ukulele,  Guitar  and  Saxophone 
Hawaiian  Trio   Ferera,  Franchini  and  Green 

10637  Sweet    Hawaiian    Girl    of    Mine — Ukulele  and 

Guitar   Ferera  and  Francini 

Honolulu  Rag — Ukulele  and  Guitar, 

Ferera  and  Franchini 
1U63S  One,  Two,  Three,  Four — Ukulele  and  Guitar, 

Ferera  and  Franchini 
Maui  Aloha — Ukulele  and  Guitar, 

Ferera   and  Franchini 


51144 
51145 

51151 
80745 

S22SS 

82287 

51155 
51156 

51161 

51162 

51163 
51164 

51154 
S22S9 

51157 

S115S 

51169 
80746 

51024 
59505 


EDISON  DISC  RE=CREATIONS 


ALREADY  RELEASED 
SPECIALS 

One  Little  Smile  (Before  We  Say  Farewell), 

Hilo  Serenaders 

Just  a  Breath  of  Hawaii. ..  .Waikiki  Hawaiian  Orch. 
Medley  of  Southern  Melodies — Banjo  Solo, 

Fred  Van  Eps 
Darkey's    Dream    and    Darkey's  Awakening — 

Banjo  Solo  Fred  Van  Eps 

Jlother  in  Ireland   Walter  Scanlan 

Take  This  Little  Rosebud   Walter  Scanlan 

Martha  Overture   American  Symphony  Orch. 

Ange  d'Amour  (Angel  of  Love) — 'Waltz, 

American  Symphony  Orch. 

Miserere — II  Trovatore, 

Marie  Rappold,  Giovanni  Zenatello  and  Male  Chorus 

Salve,  Dimora — Faust   Giovanni  Zenatello 

Spiagge    Araate     (Beloved    Shore?)     Elena  e 

Paride   Claudia  Muzio 

Mai  d'Amore  (Pain  of  Love)  Claudia  Muzio 

FLASHES 

Barney  Google   Billy  Jones-Ernest  Hare 

Old    King   Tut    (In    Old    King  Tutankhamen's 

Day)   Billy  Jones-Ernest  Hare 

A    Kiss    in    the    Dark    (Intro.:    "Weaving  My 

Dreams") — Medley  Waltz   Kaplan's  Melodists 

That  Red  Head  Gal — Blues  Fox-trot, 

Atlantic  Dance  Orch. 
Down  Among  the   Sleepy  Hills  of  Tennessee — 

Fox-trot   Kaplan's  Melodists 

Funny  Feet — Novelty  Fox-trot, 

The  Jazz-O-Harmonists 
Swingin'  Down  the  Lane — Fox-trot. 

Paul  Victorin's  Orch. 
Don't  Cry  Swanee — Fox-trot  ....Kaplan's  Melodists 
By  the  Shalimar — Fox-trot.  ...  Paul  'V'ictorin's  Orch. 

Other  Lips — Fox-trot   Kaplan's  Melodists 

No    One    Loves   Y'ou   Any   Better    Than  Your 

M-A-Double  M-Y— Fox-trot   C.  Kerr's  Orch. 

Banl   (On  Your  Tambourine) — Fox-trot, 

Atlantic  Dance  Orch. 
GENERAL  LIST 

Alpine  Echoes   Esther  Nelson-Charles  Hart 

I'm  Lonesome  for  You,  Dear  Old  Pal, 

Charles  Hart  and  Chorus 
Je  dis,  que  rien  ne  m'epouvante  (Micaela's  Air) 

— Carmen   Marie  Sundelius 

Ah!  non  credea  mirarti  (La  Sonnambula), 

Lucrezia  Bori 
Snake's  Hips  (A  Jungle  Jazz) — Fox-trot, 

The  Jazz-C)-Harmonists 
Twilight  on  the  Nile — Fox-trot, 

Ernest   Stevens'   Dance  Orch. 
Fate  (It  Was  Fate  When  I  First  Met  Y'ou). 

Criterion  Quartet 
Voodoo  Man  (From  the  Musical-  Comedy,  "Jack 

and  Jill")   ...  .  Criterion  Quartet 

Concert  Fantasie — Piano  Solo   Huston  Ray 

Country  Gardens — Piano  Solo   Alta-Hill 

Good-Bye.  Beloved,  Good-Bye, 

Virginia  Rea  and  the  Lyric  Male  Quartet 
The  Danube  River.. Ida  Gardner  and  Vernon  Dalhart 
Yiddisher  Jazz — Vaudeville  Specialty ...  .Julian  Rose 
Levinsky's  Jubilee — Vaudeville  Specialty  .Julian  Rose 
JEWISH 

Der  Pedler  Sam  Silberbusch  und  Sadie  Wachtel 

Bris  Mile, 

Sam  Silberbusch,  Cantor  M.  Shapiro  &  Co. 


4732 
4733 
4734 

4745 

4746 
4747 

4748 

4735 


Now,  Wouldn't  You  Like  to  Know?.  .CoUins-Harlan 

The  Magic  Mirror — Waltzes  E.  L.  Stevens'  Trio 

A  Country  Fiddler  Gets  New  Thrills, 

Charles  Ross  Taggart 

Y'ou've  Got  to  See  Mamma  Ev'ry  Night — Fox- 
trot  Broadway  Dance  Orch. 

Honeymoon  Chimes — Waltz  .  ; . .  .  Kaplan's  Melodists 

Beale  Street  !Mamma — Fox-trot, 

Broadway  Dance  Orch. 

Baby    Buntin*     (From    the    Musical  Comedy, 
"Elsie")   Broadway  Dance  Orch. 

I  Think  I'll  Get  Wed  in  the  Siuumer. .  .Glen  Ellison 


REGAL  RECORDS 


9485 
9486 

9487 

9488 

9489 
9490 
9491 

9492 
9493 
9494 

9495 

9496 

9497 
9498 


DANCE  RECORDS 

Stella — Fox-trot  Hollywood   Dance  Orchestra 

By    the    Shalimar — Fox-trot, 

Roseiand    Dance  Orchestra 
Barney  Google — Fox-trot — Vocal  Chorus — Arthur 

Hall   Missouri  Jazz  Hounds 

Blue  Hoosier  Blues — Fox-trot, 

Sam  Lanin's  Orchestra 
Seven   or  Eleven    (My   Dixie   Pair  o'   Dice) — 

Fox-trot   Hollywood  Dance  Orchestra 

Morning    Will    Come — Fo.x-trot, 

Jules  Levy  and  His  Band 
Yes!    We   Have   No   Bananas — Vocal   Chorus — 

Arthur  Hall — Fox-trot  Missouri  Jazz  Hounds 

Oh!   Harold— Vocal  Chorus— Arthur  Hall— Fox- 
trot  Missouri  Jazz  Hounds 

Louisville  Lou — Fox-trot. .  .Roseiand  Dance  Orchestra 
My  Old  Ramshackle  Shack — Fox-trot, 

Roseiand  Dance  Orchestra 
That    Red    Head    Gal — Fox-trot— Vocal  Chorus 

— Arthur  Hall  Missouri  Jazz  Hounds 

Snake's  Hips — Fox-trot  Sam  Lanin's  Orchestra 

Bang!  (On  Your  Tambourine) — ^^Fox-trot, 

Six  Black  Diamonds 
Papa  Better  Watch  Y^our  Step — Fo.x-trot, 

Si.x  Black  Diamonds 

O   Sole  Mio — Waltz  Majestic  Dance  Orchestra 

La  Paloma — Tango  Majestic  Dance  Orchestra 

POPULAR  VOCAL  RECORDS 

Dearest — Tenor  Solo — Orch.  Acc  Billy  Burton 

Down  By  the  River — Baritone  Solo — Orch  Acc, 

Bob  Thomas 
Don't  W^e  Carry  On — Comedj'  Solo — Orch.  Acc, 

Billy  West 

Don't  Think  You'll  Be   Missed — Baritone  Solo 

— Orch.  Acc  Bert  Trevor 

Oh!   Harold — Comedy  Solo — Orch.  Acc, 

Donald  Baker 
Maggie!     Y'es     Ma'ara — Comedy     Duet — Orch. 

.\cc  Fields  and  Bernard 

Wet  Yo'  Thumb — Comedy  Solo — Orch.  Acc, 

Billy  West 

St.  Louis  Blues — Comedy  Solo — Orch.  Acc. 

Al  Bernard 

LILLIAN  HARRIS  RECORD 
Baby,    Won't    You    Please    Come    Home — Acc. 
by  Original  New  Orleans  Jazz  Band, 

Lillian  Harris 
Mama's  Got  the  Blues — Acc.  by  Original  New 

Orleans  Jazz  Band   Lillian  Harris 

HAWAIIAN  RECORD 
Old  Black  Joe — Intro.  Mocking  Bird, 

Ferera's   Hawaiian  Serenaders 
Annie  Laurie — Intro.   Swanee  River, 

Ferera's   Hawaiian  Serenaders 


PATHE  PHONOGRAPH  &  RADIO  CORP. 

(ACTUELLE  RECORDS) 
STANDARD  VOCAL 

020959  America  (My  County  'Tis  of  Thee), 

Peerless  Quartet 
Tenting  To-Night  on  the  Old  Camp  Ground, 

Peerless  Quartet 

020960  Asleep  in  the  Deep  Louis  Perry 

Kentucky  Babe   Invincible  Four 

020961  Little  Cotton  Dolly  Shannon  Four 

Forgotten   Invincible  Four 

020980  Star-Spangled   Banner   (National  Anthem), 

Edward  Grant 

Battle  Hymn  of  the  Republic  Turner  Roe 

S.-^CRED 

020962  Nearer  My  God  to  Thee  Cathedral  Male  Quartet 

There  Is  a  Green  Hill  Far  Away, 

Cathedral  Male  Quartet 

020963  Lead  Me,  Saviour  Earle  F.  W'ilde 

I  Am  Praying  For  Y'ou  Earle  F.  Wilde 

BANDS  AND  ORCHESTRAS 

020953  Washington  Grays  American  Republic  Band 

Gladiator  March  American  Republic  Band 

020954  Siamese  Patrol, 

Garde  Republicaine  Band  of  France 
Siamese  Twins, 

Garde  Republicaine  Band  of  France 

020955  La  Paloma  (The  Dove)  Casino  Orchestra 

La  Golondrina  (The  Swallow)  ....  Casino  Orchestra 

INSTRUMENTAL 

020956  Stack  of  Barley — Accordion  John  Kimmel 

Byants  Favorite — Accordion  John  Kimmel 

020957  Sweet  and  Low — Cornets  and  Trombones, 

Jules  Levy.  Jr.'s.  Brass  Quartet 
In  the  Gloaming — Cornets  and  'Trombones, 

Jules  Levy,  Jr.'s,  Brass  Quartet 
HAWAIIAN 

020958  Stephanie  Gavotte, 

Louise   and   Ferera   Waikiki  Orch. 

Valse  Bleue  Louise  and  Ferera  Waikiki  Orch. 

DANCE 

020989  Ritzi    Mitzi — Fox-trot  Lanin's  -Orcadians 

Morning  Will  Come — Fox-trot. .. Lanin's  Arcadians 

020990  Long    Lost    Mamma    (Daddy    Misses    You) — 

Fox-trot   Lanin's  Arcadians 

Stella— Fox-trot, 

Don  Parker's  Western  Melody  Boys 

020991  Night    After   Night— Fox-trot, 

Hollywood  Dance  Orch. 

Slow  Poke.  .Fox-trot, 

Don  Parker's  Western  Melody  Boys 

020992  Marcheta — Tango  Fox-trot, 

Hollywood  Dance  Orch. 
Wildflower  (from  "Wildflower")  ....  Biltmore  Orch. 

020993  Henpecked  Blues — Fo.x-trot. . Original  Memphis  Five 
Papa  Better  Watch  Your  Step — Fo.x-trot, 

Original   Memphis  Five 

020994  Bebe— Fox-trot   Golden   Gate  Orch. 

Electric   Girl  Biltmore  Orch. 

020995  Louisville   Lou — Fox-trot, 

Fry's  Million  Dollar  Pier  Orch. 
My  Virginia — Fox-trot, 

Fry's  Million  Dollar  Pier  Orch. 

020996  In  a  Caravan — Fo.x-trot.  ...  Hollywood  Daiice  Orch. 
Other  Lips — Fox-trot — Vocal  Chorus, 

'  '  Les  Stevens'  Clover  Gardens  Orch. 

POPULAR  VOCALS 

020997  When  the  Gold  Turns  to  Grey  Arthur  Wilson 

The  Road  That  Brought  You  to  Me.. Arthur  \Vilson 
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020998  Yes,  We  Have  No  Bananas  Harry  Blake 

Oh,  How  She  Lied  to  Me  Harry  Blake 

020999  A  Kiss  in  the  Dark  Christine  Church 

Roll  Along  Missouri  Frank  Sterling 

021000  Maggie,  Yes  Ma'am. .  Jack  Clare  and  Geo.  Roberts 
If  I  Knew  You  Then  As  I  Know  Y'ou  Now, 

Chas.  Cinway  and  Arthur  Wilson 


1200 

1201 
1202 
1203 

1204 

1205 
1206 

1207 
120S 

1209 

1210 

1211 
1212 

2100 


BANNER  RECORDS 


DANCE  RECORDS 
\'es!    We    Have   No    Bananas — Fox-trot — Vocal 

Chorus — Arthur  Hall  Missouri  Jazz  Hounds 

Oh!     Harold — Fox-trot — Vocal    Chorus — Arthur 

Hall   Missouri  Jazz  Hounds 

Stella — Fo.x-trot  Majestic   Dance  Orchestra 

Papa  Better  Watch  Your  Step — Fo.x-trot, 

Six  Black  Diamonds 
Seven   or  Eleven   (My  DLxie   Pair  o'   Dice)  — 

Fox-trot   Majestic  Dance  Orchestra 

By  the  Shalimar — Fox-trot.  .. Sam  Lanin's  Orchestra 
That    Red    Head    Gal — Fo.x-trot — Vocal  Chorus 

— Donald  Baker. .  .Jos.  Samuels  and  His  Orchestra 
Morning  Will   Come — Fo.x-trot, 

Jules  Levy  and  His  Band 

Louisville  Lou — Fox-trot  Sam  Lanin's  Orchestra 

My  Old   Ramshackle   Shack — Fox-trot, 

Sam  Lanin's  Orchestra 

La  Paloma — Tango  Hollywood  Dance  Orchestra 

O  Sole  Mio — Waltz  Hollywood  Dance  Orchestra 

Barney  Google — Fox-trot — Vocal  Chorus — Arthur 

Hall   Six  Black  Diamonds 

Bang!   (On  Your  Tambourine) — Fox-trot, 

Six  Black  Diamonds 
Snake's  Hips — Fox-trot. .. Roseland  Dance  Orchestra 
Blue   Hoosier   Blues — Fox-trot, 

Roseland   Dance  Orchestra 

POPULAR  VOCAL  RECORDS 
Oh!  Harold — Comedy  Solo — Orch.  Ace, 

Bert  Trevor 

Maggie!  Yes  Ma'am — Comedy  Duet — Orch.  Ace, 

Fields  and  Bernard 
Dearest — ^Tenor  Solo — Orch.  Acc. ...Hugh  Donovan 
Down  By  the  River — Baritone  Solo — Orch.  Acc, 

Donald  Baker 
Don't  We  Carry  On — Comedy  Solo — Orch.  Acc, 

Billy  West 

Don't  Think  You'll  Be  Missed — Baritone  Solo — 

Orch.   Acc  Donald  Baker 

Wet  Yo'  "Thumb — Comedy  Solo — Orch.  Acc, 

Billy  West 

St.  Louis  Blues — Comedy  Solo — Orch.  Acc, 

Al  Bernard 

LILLIAN  HARRIS  RECORD 

Mama's  Got  the  Blues  Lillian  Harris, 

acc.  by  Original  New  Orleans  Jazz  Band 
Baby   Won't   You   Please   Come  Home, 

Lillian  Harris, 
acc.  by  Original  New  Orleans  Jazz  Band 
HAWAIIAN  RECORD 
Annie  Laurie — Intro.   Swanee  River, 

Ferera's  Hawaiian  Serenaders 
Old  Black  Joe — Intro.  Mocking  Bird, 

Ferera's  Hawaiian  Serenaders 


GENNETT  LATERAL  RECORDS 

GREEN  LABEL 
10074  Drink  To  Me  Only  With  Thine  Eyes  (Johnson) 

— Tenor   Henry  Moeller 

Believe    Me,    If   All    Those    Endearing  Young 

Charms   (Moore) — Tenor  Henry  Moeller 

STANDARD  SELECTIONS— BLUE  LABEL 
5112  Mighty    Lak'    A    Rose  (Stanton-Nevin)— -Orch. 

Accomp  Alice  Louise  Mertens 

The  Sweetest  Story  Ever  Told  (Stutz) — Soprano 
— Violin  Ob.,  A.  Drasein;  Piano,  T.  Griselle, 

Estelle  Carey 

5107  Souvenir  (Drdla) — Piano  Acc  Norman  Brown 

Spring  Song  and  Glow  Worm — The  Golden 
Bird  (Actual  Canary  Solo) — Violin  Acc. 
Lorraine  Even — Piano  Acc  Norman  Brown 

5115  Long,   Long  Ago    (Bayly) — Accomp.   by  Piano 

and  Violin   Criterion  Quartette 

The  Old  Oaken  Bucket  (Geibel) — Unaccomp., 

Criterion  Quartette 
POPULAR  SONG  HITS— BLUE  LABEL 

5121  River     Shannon    Moon     (Smith) — Tenor  and 

Soprano   Hart  and  Bates 

No  One  Loves  You  Better  Than  Your  M-A- 
Double  M-Y  (Nelson-Link) — Tenor  and  Bari- 
tone  Billy  Jones  and  Ernest  Hare 

5126  Faded  Love  Letters   (Pascoe-Moore-Dulmage)  — 

Tenor   Lewis  James 

Who's    Sorry    Now?     (Kalmar-Euby-Snyder)  — 

Tenor   Billy  Jones 

5128  Midnight  Blues  (A  Wee  Hour  Chant)  (Thomp- 
son-Williams)— Piano   Acc,    Porter  Grainger, 

Viola  McCoy 
Triflin'    Blues    (Daddy,    Don't   You   Trifle  On 
Me)    (Grainger-Richetts) — Piano  Acc,  Porter 

Grainger   Viola  McCoy 

LATEST  DANCE  NUMBERS— BLUE  LABEL 

5104  Sweet  Lovin'  Man  (Hardin-Melrose), 

New  Orleans  Rhythm  Kings, 
Formerly   Friar's   Society  Orchestra 
Maple  Leaf  Rag  (Joplin), 

New  Orleans  Rhythm  Kings, 
Formerly   Friar's   Society  Orchestra 

5105  Tin  Roof  Blues.... New  Orleans  Rhythm  Kings, 

Formerly  Friar's  Society  Orchestra 
That's  a  Plenty  (William-Creamer), 

New  Orleans  Rhythm  Kings, 
Formerly  Friar's  Society  Orchestra 

5106  Shimmeshawabble  (Williams), 

New  Orleans  Rhythm  Kings, 
Formerly  Friar's  Society  Orchestra 
Da  Da  Strain  (Medina-Dowell). 

New  Orleans  Rhythm  Kings, 
Formerly  Friar's  Society  Orchestra 

5116  Babbling  Brook  (Donaldson-Kahn) — Fox-trot, 

Lanin's  Famous  Players 
Gone  (But  Still  in  My  Heart)  _  (David), 

Lanin's  Famous  Players 

5123  Made   a   Monkey    Out   of   Me  (Meyers-Black- 

Schoebel) — Featuring  Billy  Meyers,  the  Origi- 
nal Monkey  Man .  .  (Jrieinal  Memphis  Melody  Boys 
Wonderful  Dream  (Snyder-Schoebel), 

Original  Memphis  Melody  Boys 

5122  Who's  Sorry  Now?   (Snyder) — Fox-trot, 

Green  Bros.  Xylophone  Orchestra 
That    Red    Head    Gal    (Van-Schenck-Lodge)  — 
Fox-trot   Green  Bros.  Xylophone  Orchestra 

5124  Bambahna    (From    Musical    Production  "Wild- 

flower")    (Youmans-Stothart) — Fox-trot, 

Gennett  Novelty  Players  . 
Blue     Hoosier     Blues     (Friend-Meskill-Baer) — 
Fox-trot   Smilin'  Sam's  Dixie  Strutters 

5125  I  m  a  Harmony  Baby  (Merrill-DeCosta-Jerome), 

Mandy  Lee  and  Ladd's  Black  Aces 
If  Your  Man  Is  T-ike  My  Man  (Piron), 

Mandy  Lee  and  Ladd's  Black  Aces 
'127  Papa   Blues    (Leslie- Wendling-Kortlander) — Fox- 

'■■ot   Ladd's  Black  Aces 
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Asset    16 
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Field    20 
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Quickly    22 

Analyze  Reports  of  Salesmen-Can- 
vassers   25 

Backing   the   Canvasser   in  Making 

Sales   31-34 

"Sizing    Up  "    of    Customers  Most 

Essential    35 

Special  Windows  for  National  Holi- 
days   37 

Window  Displays  Sell  Portable  Ma- 
chines   40 

First  Edison  Tone-Test  in  England 

Staged  in  Liverpool   40 

Getting  the  Best  Advertising  Value 

From  the  Small  Window   42 

Louisville  Lou  (The  Vampin'  Lady)  (Ager)  — 
Fox-trot   ...Ladd's  Black  Aces 

5132  Dipper  Mouth  Blues  (Oliver-Armstrong), 

King  Oliver's  Creole  Jazz  Band 
Weather  Bird  Rag  (Armstrong), 

King  Oliver's  Creole  Jazz  Band 

5133  Just  Gone   (Oliver-Johnson),  — 

King  Oliver's  Creole  Jazz  Band 
Canal   Street   Blues  (Oliver-Armstrong), 

King  Oliver's  Creole  Jazz  Band 

5134  Mandy  Lee  Blues  (Bloom-Melrose), 

King  Oliver's  (Creole  Jazz  Band 
I'm  Going  Away  to  W  ear  You  Off  My  Mind 
(Smith)   King  Oliver's  Creole  Jazz  Band 

5135  Froggie  Moore  (Spike  Bros. -Morton), 

King  Oliver's  Creole  Jazz  Band 
Chimes  Blues  (Oliver), 

King  Oliver's  Creole  Jazz  Band 

BLACK  SWAN  RECORDS 

BLUES 

14145  Brown  Baby   (Henry-Oant) — Blues  Singer  with 

Orchestra  Ethel  Waters  and  The  Jazz  Masters 

Ain't  Goin'  Marry  (.\in't  Goin'  Settle  Down) 
— Blues  Singer  with  Piano  Acc.  by  F.  H. 
Henderson   Ethel  Waters 

14146  Memphis    Man     (Henry-Grant) — Blues  Singer 

with  Orchestra, 

Ethel  Waters  and  The  Jazz  Masters 

Southern 
Victor,  WtiOLEaALERs 


(RICHMOND 


Vlf^CINIA' , 


TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  repHitation  for  efHciency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  G.  STREET.  WASHINGTON.  D.  C. 
231  N.  HOWARD  STREET.  BALTIMORE.  MD 


Methods  Which  Build  Big  Business 

in  Small  Tov>^ns   43 

Exports  of  Talking  Machines  From 

the  United  States   51 

Why  Prosperity  Means  the  Progress 

of  the  Trade    54 

Effective  Direct-by-Mail  Campaign.  59 

How  the  Dealer  May  Best  Hold  His 

Home  Trade    59 

The  Allied  Music  Trade  Conven- 
tions in  Chicago  67-74 

Sonora  Distributors  and  Executives 

Meet  in  Convention  88-90 

Review  of  Trade  Conditions  in  Bos- 
ton and  New  England  91-94 

Dealers  Throughout  the  Country  im- 
proving Facilities   100 

Trade   Happenings   in   the  Quaker 

City  and  Pennsylvania  103-107 

Mid-West  Point  of  View  and  Gen- 
eral Western  Trade  News  120-135 

Interesting  News  From  the  Dominion 

of  Canada    138 

Gleanings    From    the    Domain  of 

Music  Publishing  154-162 

Featuring  the  Musical  Possibilities  of 

the  Talking  Machine   164 

Four-Minute  Conferences  on  Business    1  69 

In  the  Musical  Merchandise  Field.  I  72-1  73 

The  Talking   Machine   Situation  in 

Europe   I  86- 1  87 

Late  Patents  of  Interest  to  the  Talk- 
ing Machine  Trade  1  88-1  89 

Advance  Lists  of  Talking  Machine 

Records  for  July  190-192 

Midnight  Blues   (Williams) — Blues  Singer  with 
Orchestra.  ..  .Ethel  Waters  and  The  Jazz  Masters 

14147  Kissin'    Daddy    (Marcus) — Blues    Singer  with 

Orchestra   Inez  Wallace 

Go  Get  It  (Grant) — Blues  Singer  with  Orchestra, 

Inez  Wallace 

14148  Long  Lost  Mamma, 

Ethel   Waters   and   The   Jazz  Masters 
I£  You  Don't  Think  I'll  Do  Sweet  Pops  (Just 
Try  Me) — Acc.  by  F.  H.  Henderson ..  Ethel  Waters 

14149  Tired  9f  Waitin'  Blues, 

Trixie  Smith  and  Her  Down  Home  Syncopators 
Triflin'  Blues, 

Trixie  Smith  and  Her  Down  Home  Syncopators 

14150  Scandal  Blues — With  Orchestra  Julia  Moody 

Once  But  Not  Now — With  Orchestra. ..  Inez  Wallace 

RELIGIOUS 
2134  Open    the   Gates   of   the  Temple. 

His  Eye  Is  on  the   Sparrow — Acc.  by  Isadore 

Myer   A.  E.  Greenlaw 

STANDARD  VOCAL 

2030  Natiorlal   Negro   Anthem — Male   Quartette  with 

Piano  Acc.  by  Lorenzo  F.  Dyer, 

Maniiattan  Harmony  Four 
Steal  Away  (Arr.  by  Wm.  G.  Still)— Soprano, 
with  Violin,  'Cello  and  Piano — Acc.  by  Black 

Swan  Trio  Helen  Woodruff 

HUMOROUS  RECITATIONS 
(Negro  Dialect) 

2031  High   Culture    (Wood)— Elocutionist, 

Chas.  Winter  Wood 
Getting   Up    in    the    Morning    (Paul  Laurence 

Dunbar) — Elocutionist  Chas.  Winter  Wood 

DANCE  RECORDS 

2032  Dearest    (Davis-Akst)— Fox-trot, 

Laurel   Dance  Orchestra 
You    Know    You    Belong    to    Somebody  Else 
(Monaco) — Novelty  Waltz  and  Fox-trot, 

Laurel  Dance  Orchestra 

2033  Wildflower    (Youmans-Stothart)    (From  "Wild- 

flower") — Fox-trot, 

Fred  Smith's  Society  Orchestra 
Bambahna    (Youmans-Stothart)     (From  "Wild- 
flower") — Fox-trot, 
  Fred    Smith's   Society  Orchestra 
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Aeolian  Co  46,  47 

Alto  Alfg.  Co   130 

American  Felt  Co   176 

American  Mica  Works   83 

American  Phonograph  Co   151 

American  Talking  ATachine  Co   84 

Andrews,  Curtis  N   86 

Andrews,   \V.  P.,   Co   106 

Artophone   Corp   114 

Audak  Co  52,  64,  S2,  9S,  110,  135,  152 

B 

r.agshaw  Co..  W.  H   32 

liakertone  Corp  Insert  following  page  50 

IJarnhart  liros.  &  Spiniiler  Inside  back  cover 

Berlin,  Inc.,  Irving   159 

Elackman  Talking  Machine  Co  141,  153,  169,  180 

Black  Swan  Phonograph  Co   1'-^ 

Blood  Tone  Arm  Co   123 

Bolway  &  Son,  Frank  E   167 

Brand  &  Co.,  William   116 

Brilliantone  Steel  Needle  Co   33 

Bristol   Co   54 

Broadraan  Woodwork  Fixture  Co   165 

Bruno  &  Son,  Inc.,  C  58,  173 

Bruns  &  Sons,  A   12 

Brunswick-Balke-CoUender    Co  76.  77 

Buehn  Co.,  Louis   10' 

Buehn  Phono.  Co   81 

Buffalo  Talking  Machine  Co   87 


Cabinet  &  Accessories  Co   177 

Carola  Co   168 

Chappell-Harms,   Inc   155 

Cheney  Talking  Machine  Co  ••••  112 

Chicago  Talking  Machine  Co   21 

Claravox  Co   1'*^ 

Claremont  Waste  Mfg.  Co   45 

Classified  Want  Ads   185 

Cohen  &  Hughes   146 

Cole  &  Dunas  133,  172 

CoUings  &  Co   31 

Columbia  Graphophone  Co  14,  15,  28,  42,  48, 

50,  52,  57,  79,  82,  111,  151,  163,  169 

Consolidated  Talking  Machine  Co  97,  127,  130 

Corley  Co   153 

Crosley  Mfg.  Co  ;   184 

D 

Danon  Record  Co   179 

Ditson  &  Co.,  Chas.  H   92 

Ditson  Co.,  Oliver   52 

Doctorow,  D.  R   152 

Dodin,  Andrew  H   173 

Doehler  Die  Casting  Co   85 

Doerr-Andrews-Doerr    39 

Droop  &  Sons  Co.,  E.  F   193 

Duo-Tone  Co   16 

Dyer  &  Co.,  W.  J   165 

E 

Eastern  Talking  Machine  Co   91 

Eclipse  Musical  Co   59 

Edison,  Inc.,  Thos.  A  26,  27,  62,  63,  back  cover 

Edison   Phonographs,   Ltd   64 

Eight  Famous  Victor  Artists   22 

Emerson  Phonograph  Co   56 

Empire  Phonograph  Parts  Co   118 

Everybody's  Talking  Machine  Co   13 

Excel  Phonograph  Mfg.  Co   130 


Favorite   Mfg.    Co   36 

Feist,  Leo   24,  34,  51,  55,  64,  90,  93, 

100,  135,  136,  156,  157,  162,  170.  191 

Fletchcr-Wickes   Co   65 

Forster,   Music   Pub'r  '.   154 

Fox-V'liet   Drug   Co   39 

Frederick  Piano  Co..  W.  F   80 

FuUon  Talking  Machine  Co   183 


General  Phonograph  Corp  Inserts  following  pages 

34  and  74 

General   Phonograpli   Corp.    (Xew   York  Distributing 

Division)    153 

General  Phonograph  Corp.  of  New  England   94 

General  Phonograph  Mfg.   Co   43 

General  Radio  Corp  ■   106 

Gibson-Snow  Co   166 

Girard  Phono.  Co   105 

Granby  Phonograph  Corp   61 

Gray,  Walter  S   141 

Greater  City  Phonograph  Co   39 

Gretsch  Mig.  Co.,  Fred   174 

Grinnell  Bros   145 

Guarantee  T.  M.  Supply  Co  104 


H 

Hall  Mfg.  Co   120 

Harger  &'Blish...   79 

Harper  &  Bros   '  164 

Hart  Piano  House.  Junius   110 

Haynes  Co.,  C.  B   108 

Health   Builders    23 

Heilbrun  Co.,  Leo   55 

Hessig-EUis  Drug  Co   39 

Hohner,  M   173 

Horton-Gallo-Creamer   95 

Hough,  J.  E.,  Ltd   186 

I 

Ilsley,  Dotibleday  &  Co   142 

Independent  Jobbing  Co   82 

Iroquois   Sales  Co   52 

Italian  Book  Co   48 

I 

Jewel   Phonoparts  Co  53,  90 

.  K 

Kent  Co.,  F.  C   66 

Kiefer-Stewart   Co   39 

Kimball   Co.,   W.   W  126,  134 

Kirkman  -Engineering   Co  147 

Knickerbocker  Talking  Machine  Co   175 

Kraft,  Bates  &  Spencer,  Inc   92 

Krasco  Mfg.  Co   132 

L 

Lakeside  Supply  Co   12S 

Lauter   Co.,   H   42 

Lee-Coit-Andreesen  Hdw.   Co   39 

Linerphone  T.  M.  Co   133 

Long  Cabinet  Co.,  Geo.  A   102 

Long  Island  Phonograph  Co   84 

Lucker,  Laurence  H   96 

Lyon   &   Healy   124 

M 

Madison  Music  Co   176 

Magnavox   Co   39 

Magnola  Talking  Machine  Co   122 

Manufacturers'  Phonograph  Co   78 

Marks'  Music  Co.,  Edw.  B   161 

Marshall  Co.,  C.  L   144 

Mellor  Co.,  C.  C  81,  177 

Melody  Music  Co   184 

Melrose  Bros.  Music  Co   160 

Mermod  &  Co   79 

Miller  Rubber   Co   89 

Modernola  Co   20 

Moore-Bird  &  Co   39 

Musical  Instrument  Sales  Co   25 

Musical  Products  Distr.  Co   139 

Mutual  Phono.  Parts  Mfg.  Co   74 

N 

National  Metals  Depositing  Corp   28 

National  Publishing  Co   18 

Natural  Voice  Phono.  Co   178 

Naturelle   Co   180 

Netschert,  Frank    35 

Newark  Rec.  Labs   55 

New  England  Talking  Machine  Co   95 

New  York  Album  &  Card  Co   4 

New  York  Talking  Machine  Co   21 

o 

Ogden  Sectional  Cabinet  Co.,  Inc   171 

Oh  Pep  Phono.  Parts  Co  37,  125 

Oklahoma  T.  M.  Co  '   18 

Ormes,  Inc   6 

Oro-Tone  Co  59,  75,  115,  121 

Orsenigo  Co   60 

Outing  Talking  Machine   Co   137 

P 

Pardee-Ellenberger  Co   94 

Pathe  Phonograph  &  Radio  Corji   49 

Peabody  &  Co.,  Henry  W   ISO 

I'earsall  Co.,   Silas  E   17 

Peckham  Mfg.   Co   94 

Peerless  Album   Co   9 

Penn  Phonograph  Co   105 

Philadelphia  Badge  Co.   179 

Phillips  Phonograph  Parts  Co.,  Wm   34 

Phonographs,  Inc   148 

Phonograph   Co.,   Chicago   128 

Phonograph  Co.,   Cincinnati   142 

Phonograph  Co.,  Cleveland   98 

Phonograph  Co.,   Detroit   144 

Phonograph  Co.,  Kansas  City,  Mo   116 

Phonograph  Corp.  of  Indiana   163 


Phonograph  Corp.  of  Manhattan   100 

Phonoraotor  Co   119 

Plaza  Music  Co  35,  66 

Pleasing  Sound  Phono.  Co   165 

Plymouth  Phono.  Parts  Co   140 

Plywood  Corp   50 

Polk  Co.,  Inc.,  J.  K   148 

Proudfit  Sporting  Goods  Co   178 

R 

Rapid  Repeater  Co   181 

Reflexo  Products  Co   149 

Regal  Record  Co  25,  139 

Regina  Phono.  Co   184 

Remick  &  Co.,  Jerome  H  159,  160,  190 

Rene  Manufacturing  Co   138 

Rex  Gramophone  Co   187 

Reynalds,  Wm.  H   168 

s 

Shelton  Elec.  Co   149 

Sherman,  Clay  &  Co   11 

Shultz  Bros   152 

Silent   Motor   Corp   182 

Silverstone  Music  Co   114 

Smith  Drug  Co.,  C.  D   39 

Sonora  Co.  of  Philadelphia   39 

Sonora  Distributing  Co.  of  Pittsburgh   39 

Sonora  Phono.  Co.  of  New  England   39 

Sonora  Phonograph  Co.,  Inc.  .Inside  front  cover,  38,  39,  165 

Sonora  Phono.  Co.  of  Illinois   39 
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Sonora  Sales  Co.  of  New  Jersey   39 

Southern  Drug  Co   39 
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Standard  Talking  Machine  Co   8 

Star  Mach.  &  Nov.  Co   55 

Stark  &  Cowan  155,  158 

Starr  Piano  Co   41 

Steinert  &  Sons  Co.,  M   93 

Stenzel  Mica  Corp   119 

Strevell-Paterson  Hardware  Co   39 

Strong  Record  Co  Insert  following  page  82 

Sturgis  Novelty  Wks   75 

Stylus  Bar  &  Mfg.  Co   170 

Superior  Flake  Graphite  Co   108  ■ 

Swanson  Portable  Phono.  Distr   Ill 

T 

Talking  Machine  Co.',  Philadelphia   104 

Talking  Machine  Supply  Co   185 
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Insert  following  page  98 

Texas-Oklahoma  Phono.   Co   113 

Toledo  Talking  Machine  Co  101.  193 

Tonofone  Co   128 

Triangle  Phono.  Parts  Co.....   175 

Triplex  Artistic  Phono.  Co   132 

u 

Udell  Works    170 

Unique  Reproduction  Co   19 

Unit  Construction  Co   109 

United  Mfg.  &  Distr.  Co   44 

United  Music  Stores   104 

V 

Val's  Accessory  House   115 

Van  Veen  &  Co   147 

Vega  Co   172 

Vicsonia  Mfg.  Co   85 
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Wallace  Institute    129 

Wall  Kane  Needle  Mfg.  Co   40 

Walthall  Music  Co   39 

Ward  Co.,  C.  E   48 

Wasmuth-Goodrich  Co   56 
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\\'eymann  &  Son,  H.  A   103 
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SCOTFORD  TONEARM 
&  SUPERIOR  REPRODUCER 


HOW  TO  SELL  A  PHONOGRAPH 

the  Dealer  or  Salesman: 

*C7ie  Scotford  Tonearm  and  Superior  Reproducer  are  used  by  a  number  of 
manufacturers  of  ki^K  ^rade  pKonoferaphs.  If  your  store  handles  any  one  of 
these  instruments  you  can  increase  your  sales  and  profits  by  thoroughly  learn- 
ing and  then  informing  the  customer  of  the  "Twelve  Points"  of  superiority 
feiven  below.  Remember  it  is  no  proof  of  selling  ability  to  take  an  order  for  a 
phonoferaph.  the  preference  for  which  has  been  fixed  in  the  customer's  mind 
by  bife  national  advertising  campai^s.  Such  order  talcing  proves  the  powerof 
advertising — not  the  sa^city  of  salesmanship.  The  savinfe  in  advertising^  cost 
is  made  up  for  by  extra  (ruality  and  extra  profit  for  the  store  in  the  Scotford 
equipped  instrument.  There  is  a  better  future  for  the  business  in  the  lastinfe 
satisfaction  of  the  purchaser  who  takes  an  instrument  of  ^nuine  music  into  his 
home.  Give  the  customer  a  comparison  of  tone  on  all  the  different  makes .  If  he  is 
not  deaf,  he  must  appreciate  the  extraordinary  difference  in  tone — theScotf  ord's 
^nuine  musical  reproduction,  without  the  metallic  sharpness,  and  without  the 
scratch.  Then  prove  yourself  not  an  ordertaker  but  a  salesmaker  by  continuing 
with  a  detailed  explanation  of  why  the  Scotford  is  better  as  analyzed  in  the 
Twelve  Points." 

^eep  the  tonearm  u  nscrewedat  the  hase,  so  you  may  lift  it  off 
in  your  hand  for  thorough  examination  inside  and  out-~not 
necessary  to  screw  it  down  until  sold  and  ready  to  deliver 

TWELVE  POINTS 

1—  Its  ^od  |ooks.  A  neat,  trim,  tailormade  appearance.  Nicely  proportioned 
lines  wKich  any  artist  will  approve.  Not  the  swollen  appearance  of  the  con- 
tinaoQS  tapernor  angular  lines  in  conflict  with  the  cabinet  desi^. 

2— The  substantial,  simple  construction — cast  parts  of  solid  white  brass,  lonfe 
straight  tube  of  yellow  brass,  hard  rubber  bushing  to  prevent  metaiUc  vibra- 
tion at  the  reproducer  connection  elbow. 

3 —  ^No  obstruction  anywhere  inside — an  absolutely  clear  passage,  with  the 
approved  two-inch  inside  diameter  at  base,  and  a  solid45-defereedeflectinfe 
plane  at  the  turn  to  direct  the  sound  waves  straiiht  downward  into  the 
amplifying  chamber. 

4— The  simple  swinging  movement  of  the  tonearm  base — how  freely  it  floats 
when  lifted  up  onto  the  record — but  how  a  supporting  lufe  inside  the  base 
at  back  prevents  the  arm  from  swin^n^  when  off  the  record  and  does  not 
allow  the  needle  point  to  let  down  so  low  as  to  mar  the  cabinet. 

5 —  The  handy  lift-up  or  side  turn,  affording  two  ways  to  chanfee  the  needle. 

6 —  Li^t  pressure  on  the  record — the  squarenes  s  of  the  turn  causing  the  weight 
to  be  supported  by  the  base,  whereas  a  more  curving  turn  would  throw  too 
much  weight  forward  to  the  needle  point. 

7 —  perfectly  the  needle  centers  the  groove — tumii\g  the  reproducer  for 
playing  lateral  or  vertical  cut  records  leaves  the  needle  on  exactly  the  same 
point  at  the  same  and  only  correct  angle.  A  minimum  of  surface  noise  on 
records  noted  for  scratch. 

8 —  Reproducer  frame  split  clear  through— making  it  a  spring,  held  under  ten- 
sion by  the  long  screw  which  adjusts  the  pivotal  mounting  of  the  stylus  bar. 

9—  Any  looseness  that  might  ever  develop  in  the  pivoting  of  the  stylus  bar  may 
be  readily  delected  and  instantly  corrected  by  adjusting  the  long  screw 
until  the  needle  holder  and  stylus  bar  feel  tight. 

10—  The  inclined  position  of  the  reproducer  and  angle  of  the  stylus  bar  by 
which  a  greater  impulse  is  imparted  to  the  diaphragm,  with  finer  sensi- 
tiveness to  minor  vibrations  than  the  ordinary  straight  upright  design. 

11—  Fineness  of  the  mica  diaphragm— a  perfect  crystal  edge  disc  of  selected 
clear  India  raicacosting  five  times  as  much  as  the"seconds  "and  "thins"  used 
ui  cheap  soundboxes. 

12—  Perfect  insulation— a  rubber  gasket  entirely  separating  the  reproducer 
frame  from  the  backplate,  and  again  a  complete  break  in  the  contact  of 
metals  by  the  hard  rubber  bushing  in  the  tonearm.  This  double  insulation 
insuring  against  metallic  effect  in  the  tone,  and  preventing  the  surface 
scratch  being  magnified  by  the  metals  of  the  reproducer  and  tonearm. 


^Uhe  Reproducer  turns  on  its  axis — the  needle  remaining  on  exactly  the 
same  center  and  at  the  same  correct  an^le  in  both  positions 


The  superior  Lid  Support 

balances  the  Lid  at  any  point 

The  final  point  of  excellence  in  the  equipment  of  a  cabinet  that  often  decides  the  sale.  Atouch  of  onefinfeerlifts 
or  closes  the  lid,  which  stops  at  any  point  desired.  Cannot  warp  the  cover.  Noiseless  in  operation.  The  simplest 

support  made.  Easiest  to  install. 


We  are  prepared  to  supply  this  Tonearm 
and  Reproducer  to  a  numherof  additional 
manufacturers  of  phonographs  incertain 
parts  of  the  United  States,  and  contracts 
remain  open  for  same  foreign  countries. 
Write  us  for  particulars  and  prices. 


We  are  able  to  supply  this  Support  in  any 
quantity.  Madeof steel,  higft  ^radenichel 
or  &old  plate  finish.  Samples  sent  to  man- 
ufacturers anywhere  for  trial. 
Write  for  low  quantity  prices.  State  type 
and  weight  of  lid. 


Barnhart  Brothers  &  Spindler 

SUPERIOR  SPECIALTIES  FOR  PHONOGRAPHS   MONROE  &  THROOP  STREETS,  CHICAGO 
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THE   TALKING   MACHINE  WORLD 


NEW  EDISON 


COMPARISON  W|TH  THE  LIVING  ARTIST 
REVEALS  NO  DIFFERENCE  ^ 


THE  ever-increasing  demand  for  the  New 
Edison  is  a  public  expression  of  apprecia- 
tion for  a  phonograph  that  is  meeting  with  the 
complete  satisfaction  of  the  user  and  dealer 
alike. 


See  Pages  26,  27  and  62,  63  inside. 


JOBBERS  OF  THE  NEW  EDISON,  EDISON  RE-CREATION,  THE  NEW  EDISON  DIAMOND  AMBEROLA 


CALIFORNIA 
Los  Angeles — Edison  Phonographs, 
Ltd. 

San  Francisco — Edison  Phonographs, 
Ltd. 

COLORADO 
Denver — Denver  Dry  Goods  Co. 

GEORGIA 
Atlanta — Phonographs,  Inc. 

ILLINOIS 
Chicago — The  Phonograph  Co. 
Wm.  H.  Lyons  (Amberola  only). 

INDIANA 
ladianapolia — Phonoeraph  Corpora- 
tion of  Indiana. 

IOWA 

Dee  Moines — Harger  &  Blish. 

LOinSIANA 
New  Orlean* — Diamond  Miuic  Co., 
Inc. 


AND  BLUE  AMBEROL  RECORDS 


MASSACHUSETTS 
Boston — Pardee-Ellenberger  Co. 
Iver  Johnson  Sporting  Goods  Co. 
(Amberola  only). 


Detroit- 


MICHIGAN 
-Phonograph  Co.  of  Detroit. 


MINNESOTA 
Minneapolis — Laurence  H.  Lucker. 

MISSOURI 
Kansas  City — The  Phonograph  Co. 

of  Kansas  City. 
St.  Louis — Silverstone  Music  Co. 

MONTANA 
Helena — Montana  Phonograph  Co. 


of 


Omaha- 


NEBRASKA 
-Shultz  Broa. 


NEW  JERSEY 
Orange — The  Phonograph  Corp. 
Manhattan. 


NEW  YORK 
Albany — American  Phonograph  Co. 
Syracuse — Frank  E.  Bolway  &  Son, 

Inc.,  W.  D.  Andrews  Co. 

(Amberola  only). 

OHIO 

Cincinnati — The  Phonograph  Co. 
Cleveland — The  Phonograph  Co. 

OREGON 
Portland — Edison  Phonographs,  Ltd. 

PENNSYLVANIA 
Philadelphia  —  Girard  Phonograph 
Co. 

Pittsburgh — Buehn  Phonograph  Co. 
Williamsport — W.  A.  Myers. 

RHODE  ISLAND 
Providence — J,   A.   Potter  Co. 
(Amberola  only). 


TEXAS 

Dallas — Texas-Oklahoma  Phono- 
graph Co. 

UTAH 

Ogden — Proudfit  Sporting  Goods  Co. 

VIRGINIA 
Richmond — The  C.  B.  Haynes  Co., 
Inc. 

WISCONSIN 
Milwaukee — The  Phonograph  Co.  of 
Milwaukee. 

CANADA 
Montreal— R.   S.  Williams  &  Sou 
Co.,  Ltd. 

St.  John— W.  H.  Thome  4  Co..  Ltd. 
Toronto — R.   S.   Williams  &  Sou 

Co.,  Ltd. 
Vancotrver — Kent  Piano  <^.,  Ltd. 
Winnipeg— R.  S.  WilUams  &  Sou 

Co.,  Ltd. 
Babson  Bros.  (Amberola  only). 
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